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Treasures Await the Curious at Pete 
the Miner’s Sunrise Mine Enterprises

Peter J. MarcucciIN 1993, Pete Incardona, 
a f t e r  conc lud-
ing a movie role 

with Steven Seagal, first imag-
ined a gallery that featured 
hand-carved stone and historic 
mining artifacts. By 1994, that 
vision would finally take shape 
as Sunrise Mine Enterprises. 

 
You see, Pete (known as Pete 

the Miner), like many artists, was 
destined at birth to carve stone. “I 
was a miner my whole life,” said 
Pete, “but my family was always 
into artwork. My dad and grand-
father both worked marble in New 
York and Chicago.” 

It took a series of interesting 
events for Pete to accomplish his 
dream to work stone. “In the old 
days, I did a lot of bit work in 
Western movies that most people 
never saw. Like in the old televi-
sion days with Bert Reynolds and 

Spanky Stanger, I dressed like 
those guys all the time, with my 
big boots and Carhartts. I always 
looked that way. 

“So I was up in Alaska around 
1993 looking for stone. My girl-
friend was working at a gold mine 
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Natural Stone Designs Boosts 
Productivity and Profits with 
a BACA Robo SawJet

in Fairbanks, and they were film-
ing Steven Seagal’s On Deadly 
Ground when I walked onto the 
set looking the way I looked. They 
didn’t know I had a background 
in that kind of stuff, and they said, 
‘Hey, we want you in the movie!’ 
And I just said, ‘Okay, fine!’   

Natural Stone Designs Inc. 
has turned a production 
bottleneck into a floodgate 

using the BACA Robo SawJet.

Founded in 1991, Natural Stone 
Designs has one of the largest fab-
rication shops on the West Coast. 
The company is based in Tualatin, 
Oregon, a suburb of Portland.

The company specializes in pro-
ducing custom marble, granite, and 
quartz slab stonework for commer-
cial projects. This can range from 
countertops, reception desks, trans-
action tops, food service areas, to 
other custom items.

The Robo SawJet has blown 
the roof off of production in the 
Natural Stone Designs shop. “On 

a traditional saw, we were cutting 
maybe two to four slabs a day,” 
owner Mike Twiss said. “On a 
Robo SawJet, we can cut 10 to 12 
slabs a day. It was a pretty easy 
payback for the machine because 
we’re cutting almost three times as 
much.”

The dual table Robo SawJet sys-
tem integrates both a high-pressure 
abrasive waterjet and 20 horse-
power direct-drive saw. BACA 
Systems, the manufacturer, esti-
mates using it can save customers 
70 percent on labor and 20 percent 
on materials. It allows fabricators 
to cut a slab on one table while 

Pete “the Miner” 
Incardona loves 
stone and is living 
the life he loves 
harvesting rare 
minerals in the 
Arizona desert.
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Joel Davis

I love the stone business. 
Every once in a while I get 
a case that is really puzzling. 

It really keeps an old man like 
me on my toes! Lately, it seems 
to be about once per week.  
Today would be no different.

I was sitting at my usual spot at 
my favorite greasy spoon listen-
ing to retired Captain Bill telling 
me his Vietnam stories, when 
thank goodness, my phone rang. 

Frederick M. Hueston, PhD

The Case of the Vegas Bar Ponds

“Stone Detective. 
How can I help ya?”

The voice on the
other end sounded
like someone I knew, but could 
not place. He told me his name, 
but that did not click, either. He 
told me he was the manager of 
a bar in Las Vegas in one of the 
casinos on the strip and had an 
issue with his bar top. I asked 
him what the issue was. 

The Stone Detective

the other table is being unloaded. 
It can produce a slab every 20 
minutes. 

The decision to buy a Robo 
SawJet came after much research. 
Twiss was looking to  pursue a 
new market. “We’re a high-end 
shop, but we only do about 25 per-
cent of what I’d call pure residen-
tial,  which is Mr. and Mrs. Smith 
come in and want their countertops 
done,” he said. “Our company is 
geared toward commercial con-
tracts in town.”

In the world of commercial con-
tracts, it’s better to go bigger. This 
wasn’t as feasible with the shop’s 
capabilities at the time, Twiss said. 

“We had started to push into a 
little bit more of the multi-unit 
apartments and condos. Lots of 
units to do, lots of cutting. We 
were trying to enter a market of 
under-100 units so we could do 
them here (in our shop).”

Left to right: Michael Twiss, Owner of Natural 
Stone Designs, and Jeremy Twiss, General Manager. 
Behind them is their BACA Robo SawJet, which has 
revolutionized production in their shop.
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Natural Stone Designs Boosts Productivity 
and Profits with a BACA Robo SawJet

Continued from page 1

Using a traditional waterjet 
for the fabrication posed logis-
tical problems. “Waterjets are 
really good for cutting intricate 
stuff,” Twiss  said. “It’s not very 
cost-effective to cut straight lines 
with them.”

This meant using a bridge saw, 
too. Using both separately meant 
touching the product twice. This 
made fabrication too slow. “The 
bottleneck was that it took too 
long to cut with the waterjet it-
self,” he said.  “We weren’t able 
to get to the kind of numbers we 
wanted with those two pieces of 
equipment.”

Twiss set out to change this. “In 
my research, I found out some 
information about robot saws,” 
he said. “I visited a company in 
northern California that had one 
of the first varieties of them and 
found out quite quickly that they 
had three bridge saws sitting in 
their shop they were no longer 
using.”

He had a chance to see a previ-
ous iteration of the Robo SawJet 
in action. He was impressed. 
Twiss said there are people in the 
industry who are anti-robot, who 
allege that “They aren’t accurate 
enough, they can’t do this, they 
can’t do that.”

This is an outlook that Twiss 
finds strange. “We can manufac-
ture cars and airplanes that have 
infinitesimal tolerance allow-
ances with robots but we don’t 
think a robot can cut a piece of 

Holdings, which is now known 
as Shape Technologies Group. 
It uses an IDE Diamond Cutting 
Head. The foundry-grade KUKA 
Robot is waterproof and dust-
proof. There is no daily or even 
yearly maintenance required.  
KUKA is a German manufac-
turer of industrial robots and 
solutions for factory automation. 

Natural Stone Designs contin-
ues to look at ways to improve 
workflow through the latest tech-
nology. “We have always been 
technology-driven,” Twiss said. 
“We had one of the first CNCs 
from Park Industries a million 
years ago. We’ve still got a CNC 

now, but we don’t use it because 
the market has changed. We don’t 
do a lot of fancy edging. Those 
workstation kind of machines 
don’t really fit our model.”

The ability to produce high 
volume ties into Twiss’ business 
vision. It’s all about being com-
petitive, he said. “The other thing 
that has happened in the stone 
industry, there are tons and tons 

and tons of little shops,” he said. 
“In 1991, there were six here in 
Portland. Now there are more 
than 100 shops. The only way we 
could distinguish ourselves was to 
go after big work. It is a whole lot 
easier to compete against three or 
four guys than 20 or 30.”

The BACA Robo SawJet has 
upended Natural Stone Designs’ 
traditional logistics. “I can’t cut 
enough material to keep it work-
ing eight hours a day,” Twiss 
said. “We can process so much 
stuff so fast the rest of the shop 
can’t keep up.”

Natural Stone Designs fabri-
cates about  $300,000-$400,000 
worth of slabs a month. “Our 
goal is to cut 2,000 slabs a year, 
10 slabs a day in 200 days, but it 
really fluctuates,” he said.

It’s not just quick. The tool 
provides quality. “It’s absolutely 
very good quality, and the nice 
part is you can do everything on 
one machine,” Twiss said. “I can 
cut backsplashes, I can cut out 
sinks, I can cut curves.”

The direct-drive saw cuts all of 
the straight lines on a slab. The 
high-pressure abrasive waterjet 
cuts all of the curves. This brings 
another benefit. It reduces the 
cost of materials. “It cuts down 
on waste,” Twiss said. “On a tra-
ditional bridge saw if you have to 
make a cut, sometimes you have 
to cut through the end of a slab to 
get to it.”

stone accurately enough,” he 
said. “It didn’t make sense to me. 
We did some research and found 
that they cut just fine. We looked 
at the cost and did the math. It 
was a natural transition for us to 
get rid of our waterjet.”

Robo SawJet has other ad-
vantages. “The maintenance is 
significantly less than on a tradi-
tional stone cutting machine,” he 
said. “On a traditional machine, 
you’re always maintaining it. 
Where this is kind of a self-con-
tained unit and doesn’t take a 
lot.”

The Robo SawJet uses cut-
ting technology from WaterJet 

One of Natural Stone 
Design’s current proj-
ects is the Cosmopolitan 
highrise, located in down-
town Portland, Oregon.  It 
has 150 units, all custom. 
These two kitchens and the 
vanity at right feature in-
tricate miter cuts in Pental 
Super White quartz. 

Other units in this 
upscale, new highrise fea-
ture 3cm Pental Stormy 
Sky quartz with 2cm full 
height backsplashes. The 
units on the upper levels 
will have other countertop 
choices available, and are 
still under construction.

Please turn to Page 45

The BACA Robo SawJet 
makes fast work of dimension-
ing stone and cutting sinks and 
curves – all on one machine. 
This is a fantastic time-saver 
when fabricating multiple units 
for commercial projects.

Photos provided courtesy Natural Stone Designs

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

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


slIppery rock GazeTTe June 2016  |  3  

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

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

Call today! Toll free 1-800-575-4401
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 769,229 sold!
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it’s still the same result. 
No one wants to engage 
that kind of person, so 
they start avoiding them. 
Communication hits a wall 
and things start to unravel. 
The right hand doesn’t 
know what the left hand 
is doing BECAUSE they 
aren’t communicating. Not 
good. Here again, good, 
faithful employees can 
become resentful because 
they feel no one is listening 

A Happy Pack – Part 2

Last month, I wrote 
that sometimes 
new employees just 

need time – time to get to 
know everyone around 
them, and time for all of 
their coworkers to get to 
know them, as well. Also, 
they need to be granted 
some time to get to know 
the policies and procedures 
of their new surroundings. 

Unfortunately, occasion-
ally an employee fails, in 
that they can’t or won’t 
do what you need them to 
do. They have had time to 
“get it,” and they just don’t. 
They have been given time 
to fit in, and they just can’t 
or won’t. In an effort help 
them find their best fit, they 
have been placed in a cou-
ple of different positions, 
and yet it seems hopeless.

Or maybe for whatever 
reason, a long-term em-
ployee takes a nosedive in 
work or attitude. They’ve 
started showing up late for 

work or putting out poor 
quality work. Maybe they 
have developed a bad at-
titude and complain about 
everybody and everything. 
They have been talked 
to, counseled and warned 
but their behavior has not 
improved. 

In either case, a decision 
must be made. All it takes 
is one disgruntled, unhappy 
or unmotivated person to 
bring down a smooth sail-
ing ship. If it’s a quality of 
work issue, other employ-
ees are going to get tired 
of covering for them or get 
tired of complaining about 
them. Either way, there are 
going to be more disgrun-
tled employees, because if 
nothing is done to change 
the situation, they assume 
no one cares. So, why 
should they? That’s just 
human nature.

If it’s an attitude issue, 

to their concerns or their 
issues with the “problem” 
employee. Let’s face it, a 
problem employee can run 
off good employees if left 
unchecked for too long. 

In these cases, it seems 
clear that the decision 
should be easy to make. But 
there is a third circumstance 
that makes the decision 
to let someone go a little 
tougher. This is a nice per-
son that everyone likes but 
struggles and just can’t do 
the job. This person might 

Sharon Koehler
Artistic Stone Design

Please turn to Page 8
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get a few more chances be-
cause, well, everyone likes 
him or her, and everyone 
would feel awful if it didn’t 
work out. But as Dr. Spock 
and Captain Kirk often pro-
claim, “The needs of the 
many outweigh the needs 
of the few (or the one).” 
Whether we want to admit 
it or not, this is true. One 
person, left unchecked, has 
the capability to affect ev-
eryone around them. 

So now what? A problem 
has been identified and 

must unfortunately be dealt 
with, but how? Unless you 
or someone else witnesses 
something so grievous 
that it warrants immediate 
dismissal, start a process. 
Document problems, write 
it all down and start a pro-
cess of removal from the 
business. I know that sounds 
like a lot of work, but it’s 
better than the alternative. 
We live in a slaphappy 
lawsuit society. The firing 
happens one day and you’re 
sitting in a lawyer’s office 
the next, defending yourself 
and the company you work 
for. 

Here are some guidelines 
to make the process safer 
and easier:

1. Document everything. 
Don’t rely on your memory 
or anyone else’s. 

2. Have someone else wit-
ness when you warn, write 
up or counsel an employee 
– never do it alone. That’s 
a he-said she-said nightmare 
just waiting to happen.

Being confident that you can depend on each member of your team will work wonders for 
smooth production.  Artistic Stone Design’s happy pack – Front row, left to right: Craig, 
Alan, DeVonte’, Tony, Mike. Back row, left to right:- Jeremiah, Zach, CJ, Jimmie, Jackson .

Photo by Sharon Koehler

NTCA Honors Two “Making a 
Difference in Tile,” at Coverings 2016 
Joe A. Tarver Award and Tile Person of the Year

The National Tile 
Contractors 
Association 

(NTCA), the world’s 
largest tile contractor asso-
ciation, recognized indus-
try leaders at its Fourth 
Annual Awards Ceremony, 
during Coverings 2016 
at McCormick Place 
in Chicago, Illinois, 
April 18-21, 2016. 

Over 200 guests were 
present to see the NTCA 
honor two exceptional in-
dividuals for their dedica-
tion and leadership in the 
tile industry. 

This year, the NTCA’S 
2015 Tile Person of the 
Year Award was presented 
to Steve Young of Steve 
Young & Associates, 

Steve Young

located in White Plains, 
Georgia. An active and 
supporting member of the 
NTCA since 1978, Steve’s 
most significant contribu-
tion to the Association was 
his work during the early 
development years of the 

Association’s traveling 
workshop program. 
Working with Joe Tarver 
and other industry leaders, 
Steve traveled around the 
country educating contrac-
tors on installation tech-
niques and new technology. 
Steve is also one of only 
two of the original mem-
bers serving on the highly 
r e s p e c t e d  N T C A s 
Technical Committee, 
boasting a dedicated tenure 
of over 30 years.  “Steve 
has served his industry and 
the NTCA for his entire ca-
reer,” stated NTCA’s 
President, James Woelfel. 
“Steve is most definitely 
deserving of  th is 
recognition.” 

Steve Young, 2015 NTCA 
Tile Person of the Year
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Featured in this Issue

How to Turn Risk Management Into 
a True Profit Center for Your Shop

Here is a captivating question.  
How can a countertop man-

ufacturer turn its risk management 
into a true profit center?

It sounds impossible – turning risk 
management into a profit center?  
Risk management pays insurance 
premiums and operates safety pro-
grams.  How could it possibly be a 
profit center?

Furthermore, this is not simply a 
question about cost containment or 
even cost reduction.  To succeed, 
the manufacturer’s risk manage-
ment strategy must give the owners 
access to more money than they 
would have had otherwise, includ-
ing completely offsetting the cost 
of commercial insurance and loss 
control programs. Clearly, a ques-
tion this challenging requires some 
captivating thinking.

Consider this case study of a 
countertop manufacturer. The 

captivating risk management ap-
proach I will outline could apply to 
many sizes of profitable manufac-
turers in a variety of circumstances.  
As Table 1 below illustrates, risk 
management is a cost center, and the 
company pays $255,000 in annual 
commercial insurance premiums.

It’s time for some captivating 
thinking. Table 2 (See page 31) 
compares the exact same manu-
facturer with an Enterprise Risk 
Management (ERM) strategy in 

place.  ERM is a discipline whereby 
a business assesses all the threats it 
faces and develops a comprehensive 
risk management plan.  

As part of its ERM approach, the 
countertop fabricator implements 
steps to reduce risk and mitigate 
risk.  Keep in mind that insurance 
is a financial risk mitigation ap-
proach. As part of its ERM strategy 
the owner or owners set up, operate 
and own their own insurance com-
pany, known as a captive insurance 
company (CIC).  The CIC forms the 
backbone of the ERM strategy. The 
CIC significantly increases the com-
pany’s insurance coverage, address-
ing many of the risks identified in 
the comprehensive risk assessment.

The CIC is owned directly by the 
company’s owners. So the owners 
and the company effectively retain 
the profits in the captive insurance 
company. Because this CIC takes in 
annual premiums of less than $1.2 
million, it can make an 831(b) tax 
election and be taxed at a rate of 
zero percent (0%) on its underwrit-
ing profit.  In the next illustration, 
this results in $395,000 in annual tax 
savings. This assumes a combined 
federal and state tax rate of 47%. 

Randy Sadler
Principal, CIC Services LLC

Please turn to page 31

Continued from Page 4
Tim Curran, Co-President of 

the Curran Group, owners of 
Crossville Incorporated, received 
the prestigious Joe A. Tarver 
Lifetime Achievement Award, 
offered to a leader in the tile and 
stone industry who dedicates 
his or her career to advancing 
our trade.   As Co-President of 
Crossville, a family-owned busi-
ness since 1918, Tim has sup-
ported a legacy of leadership at 
Crossville for more than 30 years 
in the industry. 

Crossville has a reputation for 
quality and customer service, and 

Joe Tarver, left, presents 
Tim Curran with the 2015 

Joe A. Tarver Lifetime 
Achievement Award at the 

Coverings show in April.

it is not uncommon for a distri-
bution customer to say, “they are 
part of the Crossville family.” 
The leadership team at Crossville 
recognized the need for qualified 
installation and was the first com-
pany to support the NTCA Five 
Star Contractor Program.  In an 
effort to support these contracting 
companies that were investing in 
certification, training and com-
pany performance, Crossville cre-
ated a volume discount program.  
It is not surprising Crossville sup-
ported this initiative, as Five Star 
Contractors espouse values that 
the Curran Group was built on 
since the beginning. 

NTCA Honors Two “Making a 
Difference in Tile,” at Coverings 2016 

Commercial Insurance Annual Premiums
Auto $70,000

Property $45,000

General Liability $30,000

Product Liability $30,000

Worker’s Comp $80,000

TOTAL $255,000

Risk Management As A Cost CenterTable 1
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The Varmint County Chronicles

Just about three years 
ago, an unlikely 
cast of characters 

boarded three wooden 
flatboats to begin a 2,000 
mile trip from the base of 
Mud Lake Dam to New 
Orleans, re-enacting trips 
made two centuries ago 
by Varmint County’s early 
settlers to trade with the 
Haig Clan in Louisiana.

The plan was to recreate 
those early trips as closely 
as possible, using long 
poles to steer the boats 
in shallow water, long 
“sweep” rudders to steer 
and power them in flowing 
water and square-rigged 
sails for moving through 
deep, windy lakes.

With a strong current 
released from Mud Lake 
Dam, the boats traveled 
uneventfully for the first 
dozen miles or so, crews 
using the poles to fend off 
the banks and streamside 
brush while helmsmen 
used the sweep to steer 
around bends.

Boat number two did 
have that one incident, 
when Clyde Filstrup Junior 

Flotilla Arrives in Crescent City, 
But Granny Haig Conquers Music City

tried his hand at handling 
one of the poles. Clyde dug 
his pole into the sandy bot-
tom of the Muddy Branch 
of the Little South Fork and 
pushed, following along the 
deck to the stern of the boat. 
Then he forgot to pull the 
pole up in time, with pre-
dictable results.

“Hey, Clyde, you look 
kind’a funny hanging there 
on that pole in the middle 
of the river. You want we 
should take your picture?” 
Archie Aslinger asked. 

“Don’t just stand there 
gawking, Archie, get me 
back off this thing and on 
the boat.”

“Sorry, Clyde, we’re down 
current and we can only go 
one way. You’ll have to 
swim for it.”

About that time, Ike 
Pinetar steered boat num-
ber three alongside Clyde 
Junior, and Cooter McBean 
pulled him on board. “Hey, 
Archie, we found one of 
your strays hanging out here 
in the river. Want us to bring 
him to you?” Ike yelled 

Boomer Winfrey 
Varmint County Correspondent

across the water.
The Varmint County 

Bicentennial Flotilla passed 
the rest of the day unevent-
fully, bouncing through 
the swift, shallow waters 
of the Muddy Branch into 
the slightly deeper Little 
South Fork. The crews had 
a brief moment of tension 
at the “Narrows,” a series 
of short drops over rock 
ledges, that with one false 
move, could have easily 
wrecked the wooden craft.

Penny Haig and a dozen 
of her strapping cousins 
lined up on the bank with 
a tow rope and lowered the 
boats, one by one, through 
the deepest channel be-
tween the rocks, and the 
whole fleet passed without 
incident.

Late that evening, the flo-
tilla emerged at their first 
day’s goal, the junction of 
the Little South Fork and 
the mighty Cumberland 
River, flowing strong and 
swift out of the hills of 
Eastern Kentucky.

Their good fortune didn’t 

Please turn to Page 24

last for long. By the time 
the sun dropped behind 
the hills, the current had 
completely ceased and the 
boats bobbed helplessly 
in the backwaters of Lake 
Cumberland, going no-
where fast.

“There’s no wind for the 
sails and the water’s too 
deep for poling. We’re 
stuck here ‘til the wind 
picks up,” Archie sighed.

“Nope. Tie that tow rope 
to my stern and get an-
other rope to boat number 
one. It’s time for Ike’s lit-
tle contingency plan to be 
put to work,” Ike Pinetar 
instructed as he hauled the 
outboard and gas can on 
deck.

“Don’t you think that’s 
cheating a bit, Ike?” We’re 
supposed to be re-enacting 
the trip like it was 1814. 
They didn’t have outboard 
motors back then.” Toony 
Pyles protested.

“Yeah, well they didn’t 
have Wolf Creek Dam 
backing up 80 miles of the 
Cumberland River into a 
lake back then, either. Gotta 

adapt with the times, I sup-
pose,” Ike replied. “Y’all 
jest tie these boats together 
and go into the cabin and 
get some rest. Let ol’ Ike 
handle things.”

And handle them he did. 
By ten o’clock the next 
morning, all three boats 
were pulling into the land-
ing ramp above Wolf Creek 
Dam.

“We’re two days ahead 
of schedule,” Penny Haig 
observed.

“We’re gonna need those 
two days,” her sister Chloe 
added. “How are we sup-
posed to get these boats 
around that dam into the 
river below?”

“Ike, I thought you said 
we could pass through the 
locks on all these Army 
Corps dams?” Clyde Junior 
whined. “Where’s the 
lock?”

“Well, Clyde, nobody’s 
perfect I guess. There don’t 
seem to be a lock on this 
here dam.”

“What’cha doing with 
that cell phone, Penny?” Ike 
Pinetar asked Penny Haig.

“Calling Grandpa Elijah. 
We’re gonna need some di-
vine intervention or a crew 
of strong backs and weak 
minds if we’re going to get 
around this dam.”

Since divine interven-
tion seemed in short sup-
ply that day, Elijah Haig 
soon arrived from Varmint 
County, followed by a 
dozen pickups loaded with 
Haigs and Hockmeyers, and 
two logging trucks loaded 
with pine poles.

“I think we got enough 
manpower to roll these 
boats on poles up this ramp 
and down to the river,” 
Elijah said. “You got any 
more surprises for us on 
downriver?

“Nah. I talked to the 
guy in charge of the fish 
hatchery and he told me 
all the other dams on the 
Cumberland River have 
locks to handle barge traf-
fic. They didn’t build a lock 
on this dam ’cause there 
ain’t no towns between here 
and where the river drops 
over Cumberland Falls.”

Order Item  
1266

$10.45

Call Toll-Free to Order 

800-575- 4401

Available at

120 per Box

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

The plan was to recreate those early trips as closely as possible, using long poles to 
steer the boats in shallow water, long “sweep” rudders to steer and power them in 
flowing water and square-rigged sails for moving through deep, windy lakes.
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Order online or call 1-800-575-4401 before 
5:45 p.m. Eastern for Same Day Shipping.

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

 Item # Description MSRP OUR Price

 1005 Talon™ AX Turbo Diamond Dry Granite Blade, 5”, 12,000 RPM Max $28.95  $18.95 

 1006 Talon™ AX Turbo Diamond Dry Granite Blade, 6”, 12,000 RPM Max $31.95  $20.95 

Talon AX Turbo Blades™

The right combination of diamond quality and quantity allow these 
blades to cut smoothly through the hardest stones, leaving the cut 
free of chips.  

The Talon™ AX Turbo blade cuts smoothly because the segment 
design places the teeth close together. With other blades this causes 
a sacrifice in cutting speed, but not with the Talon™ AX Turbo blade.

Since it’s so free–cutting, the Talon™ AX 
Turbo also reduces user fatigue, helping in 

production and extending tool life.

“I was most impressed by the 
longevity of the Talon AX Turbo 
blade. I was able to cut 10 slabs of 

granite with it.”
Sincerely,

Jeff Cadorin

YOU
SAVE

35%

Please turn to page 23

AS I have men-
tioned previ-
ously, I am 

part of the American Red 
Cross Disaster Teams that 
deploy in times of disaster. 
I was recently in Texas for 
two weeks responding to 
the spring flooding. My par-
ticular passion is working 
with clients in shelters. 

Normally, shelters are 
open for two to three weeks 
while we try and assist cli-
ents. Once a shelter popula-
tion is down to just a couple 
of people we generally make 
arrangements to put them up 
for a few days in a motel. 

One (major size) city de-
cided that although shelters 
had been open barely a week 
they were going to shut them 
down, as that is what the 
new mayor had promised, 
and he needed to show he 
stood behind his word. 

The first shelter they fo-
cused on closing had over 
300 people staying there. 
For those of us with the Red 
Cross, shutting a shelter with 
that number of clients was 
mind boggling. Depending 
on circumstances, we can 
safely shut down a shelter 
when the client population 
is between 1-20 people. 

It was overwhelming to 
think the local government 
was going to house many 
people still trying to come 
to grips with losing their 
homes. Many had no sup-
port system or insurance. 
However, the government, 
in its eagerness to show the 
country they were making 
progress in recovery, wanted 
to close the emergency 

Jodi Wallace
Monarch Solid 

Surface Designs

The Consequences of Snap Decisions

shelters quickly — but with-
out any notice. And that is 
exactly what they did. The 
displaced people were then 
housed across a dozen or so 
area motels.

Unfortunately, the people 
ordering the shelter clo-
sure hadn’t thought things 
through completely (which 
happens in many situations). 
This became very obvious 
when phone calls started 
coming in, saying people 
were showing back up at the 
closed facility looking for 
food. No one from the local 
government had informed 
the clients about accessing 
food pantries, church relief 
programs or any other op-
tions for them to feed their 
families. Even if they had 
purchased food, they cer-
tainly couldn’t cook in their 
hotel rooms!

Although a large percent-
age of our clients in the shel-
ters had jobs, many of the 
local businesses had tempo-
rarily closed down until fur-
ther notice, so people were 
hesitant to spend what little 
cash they had on fast food. 

Thought had not been 
given to what families 
would do for meals when 
this snap decision was 
made, and the Red Cross 
stepped in, scrambling to set 
up meal deliveries at mul-
tiple locations and dealing 
with a logistical nightmare.

The point is, decisions 
made on the fly usually 

come with consequences. 
As a small business owner I 
understand this all too well.  

It is our strict policy that 
sink holes are not drilled 
without the customer’s 
faucets being present. This 
policy is in place for a good 
reason, from lessons learned 
the hard way. Despite this 
policy, which I thought I had 
drilled into my guys’ heads, 
I received a phone call from 
a customer not long ago. 
I have learned that when a 
customer calls the same day 
as an installation, it is never 
for a good reason!

This particular customer 
informed me that my in-
staller had drilled the fau-
cet holes incorrectly. When 
I asked if he could tell me 
exactly what was wrong he 
said there were three faucet 
holes drilled instead of one, 
which is what they needed.  
I was really confused. If 
the faucet was on site we 
couldn’t have drilled the in-
correct number of holes. 

Ah, well... although the 
customer knew the faucet 
had to be on site at the time 
of installation, they “hadn’t 
gotten around to it.” Please 
keep in mind the template 
date was scheduled a week 
in advance and there was a 
ten-business-day fabrica-
tion lag after the template 
was taken, before we would 
be ready to install. In ad-
dition, the install date had 
been scheduled for over a 
week. Lastly, the customer 
had signed two documents 
acknowledging the faucet 
must be on site at the time 
of installation.

“I don’t want to play golf. 
When I hit a ball, I want 
someone else to go chase it.” 
–Rogers Hornsby (1896-1963)

Hornsby is one of the best hitters of all time. His batting average for 
the 1924 season was .424, a mark that no player has matched since.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon AX Blades
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He told me it was hard to 
explain and would it be pos-
sible for me to come out and 
do an inspection, because 
the problem was getting 
worse.  Well, who am I to 
miss a trip to Vegas? I love 
Las Vegas, and yes, this old 
man does a little gambling.  
I told him I could get him 
a proposal and head out 
there next week, sometime. 
I finished my cup of joe and 
headed across the street to 
my office to send him my 
proposal, and to check on 
flights.

Next week arrived and I 
was excited to see Vegas 
again. I seem to get a lot 
of work out there. It’s the 
town where I also conduct 
my stone inspection and 
troubleshooting seminar 
every January. It’s a perfect 
town for this type of semi-
nar, since there are so many 
stone failures out there! Just 
walk through the casinos 
and you will see one failure 
after another. From worn 
floors, cracked tiles, pitting 
and spalling, to what have 
you – the perfect teaching 
tool. Anyway, I haven’t re-
ally inspected many bar tops 
out there, so this was going 
to be interesting.

I arrived in the Las Vegas 
airport and got off the plane. 
It was tempting to stop at the 
slot machines at the airport 
but I kept my focus on the 
job at hand. There would be 
plenty of time for fun later 
that night.  I took a cab to 
my hotel, which happened 
to be the same casino where 

Please turn to page 12

the problem bar top was 
installed. I couldn’t wait to 
see the top, so I had to stop 
by for a quick look before 
I checked into my room. I 
was scheduled to meet the 
manager later that day. The 
bar was closed, but I was 
able to take a peek through 
the window. It looked like a 
stone bar of some type, and 
from the window I couldn’t 
see anything really wrong. 
Maybe I had the wrong bar. 
Oh, well. I decided to go 
ahead and check in to my 
room, get some lunch and 
call the manager to tell him 
I was there.

I arranged to meet the 
manager early that after-
noon. I relaxed in my room 
until it was time to head 

3. If you suspect drug 
abuse, send them for a drug 
test. Don’t assume it’s ille-
gal drugs – have proof.

4. If there is more than 
one side to the story, get 
everyone’s side. If wit-
nesses were involved, get 
their version of events, too.  
Investigate both sides, don’t 
just do lip service.

5. When the decision for 
action is finally made, don’t 
do it alone. Make sure there 
is someone else in the room. 
You would be surprised 
how much this one action 
can help ease tensions. 

One time, many years 
ago, before I learned this 
sage advice, I was in a room 
alone with a woman, and I  
was the person tasked with 
terminating her employ-
ment. I was alone with her 
because I thought it would 
be less embarrassing for 
her. She threw everything 

Continued from page 4

Continued from page 1

A Happy Pack – Part 2
in her pockets at me – a 
two-way radio, a box cutter, 
a cell phone, pens, pencils, 
you name it — boy, it all 
came at me! She was pick-
ing stuff up off the desk and 
throwing it at me as I was 
trying to get out the door! 
Lesson learned.

6. Be prepared for some 
fallout. Usually it’s just 
the unemployment office 
contacting you to set up 
a  phone interview on the 
subject. And, more than 
likely, unless you caught 
them red-handed stealing 
money out of the cash reg-
ister, they will get their un-
employment. But it can be 
worse. I have seen scorned 
employees call the labor 
board — and what might 
possibly be worse, they  
could call OSHA. Even if 
you have dotted all your I’s 
and crossed all your T’s, 
investigations by either one 
of those entities is labori-
ous and time consuming. 

Normally, things don’t go 
that far, but I have seen it 
happen. 

 
7. Be up front with other 

employees. Tell them what 
has happened and why. The 
office rumor mill is truly 
faster than the speed of 
light.  Keeping everybody 
on the same page is just 
easier than dealing with 
rumor and speculation.

8. Be very careful what 
you say to people who 
call for a job reference. 
Laws are very clear about 
what can and can’t be said. 
Stick to the tried and true 
line that the person is not 
eligible for rehire. Don’t 
embellish or give details. 
That is a lawsuit waiting to 
happen. 

9. When the deed is done, 
don’t feel too bad at your 
part in it (whatever that 
was). Regrettably,   these 
things do happen from time 
to time. It’s just a part of 
business. Not everyone is 

suited for every position or 
company.

10. When it’s over, watch 
what happens. The com-
pany I work for had to 
terminate someone not too 
long ago. On the third day 
after the dismissal, some-
one walked down the hall-
way and said “Wow, the air 
just feels lighter in here.” 
They were right, all the 

tension was gone. No one 
was on guard or trying to 
avoid anyone. Everything 
went back to normal.  

The moral of the story 
is, “Give everyone a fair 
chance. But if it isn’t work-
ing out, do what you have 
to do and put everyone out 
of their misery.” It’s better 
in the long run.

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

The Case of the Vegas Bar Ponds
The Stone Detective downstairs to meet him. He 

told me to meet him at the 
bar.  

I walked into the bar, and 
yes, it was the same bar I 
peeked at through the win-
dow. The door was open 
but the bar was still closed. 

Now for the odd part.  
The manager was standing 
at the front of the bar with 
a garden hose in his hand. 
I walked up to this young 
man and introduced myself. 
I told him I already took a 
shower so we wouldn’t be 
needed that, as I pointed to 
the hose he was holding. 
He laughed and said this is 
the problem we have. He 
pointed at the bar top and 
began to spray a light mist 
of water on the bar.

 After about five minutes 
I noticed that there were 
puddles of water on the bar 
(see photo below). 
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

Stone Pro’s Seam Machine
Like Seams Never Even Happened
If you want flawless, tight, nearly invisible seams, 

then Stone Pro’s Seam Machine is your tool...

This tool is not some pieced-together toy full of plastic parts.

Take one look at the picture and 
you can see the Seam Machine is 
engineered and designed for the 
stone industry by stone industry 
pros at Stone Pro. 

PLUS... the Seam Machine has 
been fully tested and proven in the 
field so you know you can trust it for 
your next install. 

NEW!NEW!

MADE IN THE USA

As Seen at 
StonExpo 2016

 Item # Description MSRP OUR Price Sale Price 

 55800 Stone Pro Seam Machine $1,135.00  $795.00 $695.00
  Notice: Sold individually, not as a set.

a

TOOL
not a

Toy!

Special Offer!
MIA Members ONLY

$100 OFF! 
Hurry! Offer ends June 30, 2016

Limit 20 per customer 
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Montana County Wants to Dispose 
of Cold War Commode Kits

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

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

Patent Pending

#1 Seller! 

Most Popular

Sink Support

You’ve Got To See This Video!

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

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

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

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

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

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

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

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

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

AN Ohio man who got a 
police officer’s help to 

find a bit of marijuana lost in his 
yard has been charged with mis-
demeanor drug possession.

The patrolman’s body camera 
video shows an intoxicated man 
admitting he dropped and lost the 
marijuana. The Alliance officer 
says he doesn’t want children to 
find it and then locates it nearby,  
in the grass.

The man asks if he’d throw it 
back on the ground. The officer 
refuses, and arrests him.

Police say the officer had found 
the man stumbling along the road 
and tried to get him home safely.

Some in the community have 
suggested the man has an alcohol 
problem and criticized Alliance 
police for sharing the video, 
which seems to emphasize the 
man’s stupidity, on Facebook.

Ohio Man 
Charged After 
Cop Helps Him 
Locate Lost Pot

A Montana county plans to 
dispose of more than three 

dozen Cold War-era sanitation 
kits meant to provide makeshift 
bathroom facilities for fallout 
shelters.

Forty-two fiberboard drums 
labeled “SK IV Sanitation Kit” 
were shipped to Gallatin County 

in January 1964, the Bozeman 
Daily Chronicle reported.

The kits contain a toilet seat, 
commode liner, 10 rolls of toilet 
paper that people were cautioned 
to “USE SPARINGLY,” along 
with commode chemical. The 
seat fits on top of the lined drum.

The kits are a reminder of “the 
subtle but real fear of a nuclear 

World War III,” said Shane Hope, 
an archaeologist in the county’s 
Historic Preservation Board.

After county officials deter-
mined they didn’t need the kits 

any more, they found out the 
Department of Defense didn’t 
want them back. The Federal 
Emergency Management Agency 
had no use for them, either.

The county has offered some 
of the kits to museums. The rest 
may be sold at auction. A value 
and date haven’t been set.

The kits include instructions 
for setting up and using the com-
modes. When the waste reaches 
“the level of the sanitary fill line 
on the drum,” users are instructed 
to put on the included rubber 
gloves, use the included wire tie 
to close up the liner and put the 
lid back on the drum.

“DO NOT REMOVE THE 
FILLED BAGS FROM THE 
DRUM,” the instructions cau-
tion. And if you need to move the 
drum, it is preferable to slide it 
across the floor instead of tilting 
or lifting.

The drums, which were fur-
nished by the Office of Civil 
Defense, also included drinking 
cups and a can opener to open 
metal cans of food or to pry lids 
from water-storage drums.

Source: Bozeman Daily 
Chronicle

“Eating primarily for 
health is too much like 
marrying for money. 
In other words, it’s not 
completely crazy, but 
unless a meal or a re-
lationship commences 
with yum, I don’t see 
it going anywhere.”

–Roy Blount Jr.
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http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9096/
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Helping You Deliver Quality... Not Just Countertops.

10% OFF CARRY CLAMPS
May 1st — June 30th, 2016
Sale includes the Aqua-Jaw™ Carry Vise™, Mega-Jaw™ 
Carry Clamp, and the Aqua-Jaw™ Handle Kit.
*Excludes replacement parts.

TOOLSTHATLAST
AQUA-JAW  CARRY VISE 
All-Weather Carry Vise™

• Designed to stay on wet stone

• Vise-grip holds evenly to stone for safer carrying

• Stays attached when going up stairs, 
	 pushing,	pulling	and	handing	off	to	others

The Aqua-Jaw™ Carry Vise™ is the highest capacity carry 
clamp on the market, accommodating up to 800 pounds 
per pair.  The clamps open to 4.25” wide for thick laminated 
edges and miters. The optional Handle Kit allows four 
people to share the load of heavy stone.  Dual quick-spin 
tightening handles easily secure the clamps in place, and 
rubber-lined gripping rails protect tops from scratches.

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8455,9958,10195/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Sasso Flying Flat

Elegant Design
Sasso machines not only perform, they’ll 
look great in your shop. We take pride in 
our products, and it shows in every ma-
chine we make.

Fast and Productive
Our innovative designs not only look 
great and last a very long time, Sasso 
builds machines that get the job done fast. 

Corrosion Resistant
Every machine we build uses corro-
sion-resistant component. By using hot 
galvanized frames, fiberglass, stainless 
steel and aluminum, we  your machine 
will be running long after its paid for. 
How many saw manufacturers can say 
the same thing? 

Accuracy and Quality
Our engineering team works hard to use 
high-quality components to ensure your 
are the right size with the perfect finish. 
Every time.

USA-Based Tech Support
We understand that occasionally you may 
need tech support or have a simple ques-
tion answered. When you call we’ll be 
there to assist.

USA-Based Spare Parts
We stock spare parts in North Carolina. 
When you need a part, we can usually get 
it to you within 24 hours.

Now Recommending Viper
The Viper 6-Step Inline System from 
Braxton-Bragg is a perfect complement 
to the speed of the Flying Flat. Unlike 
other inline systems that require a slow 
speed, you can run it fast to achieve the 
ultimate, professional shine.

Engineered for Speed – Built to Last

Since 1974 Sasso has built world-class 
machinery for the stone industry.

The Sasso Flying Flat is a 
backsplash polishing machine 

capable of polishing countertops 
up to 36 inches tall. Sasso recom-
mends the Viper ® 6-Step Inline 
Polishing system to achieve a fast, 
professional polish. 

• Two models available: five or six 
 polishing heads, two or four bevelers

• Micro oscillation

• Calibrating/Drip edge spindle

• Corrosion resistant galvanized frame

• Easy to set-up, operate and maintain

6-Step InlIne MultI-edge 
polIShIng SySteM

888-289-5284  •  www.sassousa . com

What was interesting is 
that there was a pattern to 
the puddles. Now, this bar 
is located on an outside pool 
deck, so when it rains, the 
bar top gets wet. I scratched 
my chin and began to ask 
the usual questions. 

“When did you first no-
tice this problem? Was it al-
ways like this?” I gave him 
my usual list of questions.

All his answers really 
didn’t give me a clue as to 
why. Apparently it wasn’t 
always a problem, so some-
thing had to happen to 
cause the depressions. So, I 
asked if I could have some 
time to investigate. He ex-
cused himself, gave me his 
number and told me to call 
him when I was done.

I sat down at the bar and 
got into my dream state. 
This is where I just stare 

into space and imagine what 
the bar looks like at night. 
People all over the place, 
drinks being served, etc. 
This was really puzzling. 
I was just about to give up 
with the bartender arrived to 
set up for the evening. 

I introduced myself as he 
prepared the bar. He asked 
if would like anything to 
drink. It was a little early for 
a beer, so I asked for a glass 
of soda water. He poured the 
water, placed it on the bar 
and slid it over to me.  The 
moment he slid the glass 
to me, I had the answer to 
this mystery.  I could only 
imagine that hundreds if 
not thousands of times that 
glasses had been slid across 
the bar. The glasses were 
gradually wearing a divot in 
the top!  The ponding was 
located in front of where 
people usually sit, and not 

The Stone Detective
Continued from page 8

 
PO Box 188, Stinesville, IN 47464 

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

on the ends. Now it made 
sense.  I took out my hand-
held microscope to take a 
closer look and to see if I 
could see scratch patterns. 
Sure enough, there were 
wear patterns. That was it!

Another case solved, but 
unfortunately, it would be 
nearly impossible to fix. I 
called the manager and gave 
him the sad news. Now, to 
hit the poker room!

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

“While you were napping at your desk, 
we drained your blood and replaced it with coffee.”

© RANDY GLASBERGEN

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

mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective
mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8451,10903,11038/
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Please turn to Page 19

Three Weeks 
to the Perfect 
Dad Bod

Follow this home-tested and 
proven diet and exercise plan 

and you , too, can achieve the cov-
eted Dad Bod.

 DAY 1: Eat a burrito at your 
steady job during your lunch 
break.

DAY 2: Have a kid punch you in 
the groin to wake you up.

DAY 3: Look up how much col-
lege tuition will cost, then multi-
ply it by the number of kids you 
have. Then, instead of crying, eat 
a late-night burrito.

DAY 4: Do one push-up, breathe 
heavily, and then open a bag of 
Wild Berry Skittles.

“You better beat it — I hear they’re going to tear you down and 
put up an office building where you’re standing. 
You can leave in a taxi. If you can’t get a taxi, you can leave in a 
huff. If that’s too soon, you can leave in a minute and a huff.” 

– Groucho Marx –  Professor Rufus. T. Firefly, in Duck Soup, 1939

Fax 800-915-5501 

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

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

•  Prolonged loss of consciousness
•  Persistent or severe memory 
  loss, confusion
•  Persistent vomiting
•  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

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˝.

www.braxton-bragg.com

MADE IN THE USA

You can onlY get

the original

i-Brace

at Braxton-Bragg

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

David Tate
From McSweeny’s.net

DAY 5: Buy a gym member-
ship. When they give you a tour, 
take a good look around—this is 
the last time you will see it all.

DAY 6: Look at yourself in the 
mirror while recalling that how 
you look has zero to do with your 
chances of getting lucky today 
and that this is true every day for-
ever after.

DAY 7: Carry a child for the en-
tire zoo trip in your left arm, even 
after you can no longer feel it.

DAY 8: Get four hours’ sleep, 
and allow your body to confuse 
being tired with hunger and eat 
two burritos.

DAY 9: Chase a balloon across 
the parking lot of a Toys“R”Us at 
a “death struggle” level of inten-
sity. Return it to the birthday girl, 
and wait until she smiles at you 
and says, “Thank you, Daddy,” 
before you throw up in the bushes.

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
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Why pay $66.25 for Ager at GranQuartz? 

Save $20 at Braxton-Bragg!

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

MADE IN THE USA

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

 Item #  Description MSRP OUR Price 

 46407 Stone Shield™ Color Enhancer & Sealer, 1 Quart $61.95 $49.95

•Enhances the natural look of granite, marble and travertines

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

•Offers a wet look indoors and outdoors

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

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

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

OSHA Silica Rule Change Update: 
What Is It, and What Is the Industry Doing About It?

ON March 24, 2016, 
OSHA released 
its long-antic-

ipated rule reducing the per-
missible exposure level (PEL) 
for crystalline silica for general 
industry and construction. The 
rule was broken into two sepa-
rate standards – one for the con-
struction industry, and one for 
maritime and general industry. 

Which standard do US-based 
stone companies utilize? It will 
depend on the activity and the lo-
cation where the activity is being 
performed:

If you are cutting stone in a con-
trolled environment such as a fab-
rication facility, cut stone facility, 
or production facility, follow the 
general industry standard. 

When the activity shifts to the 
field for installation or resto-
ration, follow the construction 
(jobsite) standard. 

Compliance dates are June 23, 
2018, for new shop standards, and 
June 23, 2017, for jobsite rules.

For those working in quarry 
environments, employers will 
continue to follow MSHA 
guidelines in the field (or 
quarry) and OSHA guidelines 
in production facilities. Specific 
to OSHA, the general industry 
guidelines would apply. MSHA 
has indicated they intend to ad-
just the allowable PEL limit to 
match the new OSHA guide-
lines, but a formal date has not 
been announced (likely to occur 
later this year).

It is crucial to remember that 
this is not a consumer issue; 
the presence of silica in natural 
stone does not have an impact 
on consumer well-being. This 
is an issue of employee safety. 
While silicosis is incurable, 
it is also preventable. If there 
is one key theme important to 
employee safety, it is that silica 
exposure must be measured to 
ensure you are protecting work-
ers and have the necessary data 
to plan your company’s silica 
compliance plan. 

Some in the stone industry 
view the new federal silica stan-
dard as “unobtainable,” as well 
as costly and disruptive. Others 
argue that OSHA should have 
focused on crafting new and in-
novative ways to get more firms 
to comply with the current sil-
ica standard, which has played a 
huge role in reducing the num-
ber of silicosis cases over the 
past forty years.

On March 31, MIA+BSI and 
NSC joined a growing num-
ber of trade associations who 
joined together to financially 
support litigation which was 
filed in Federal Circuit Court to 
challenge several aspects of the 
OSHA rule as technologically 
and economically infeasible. 
The strategy is to get OSHA to 
negotiate implementation of the 
rule.

Another tactic is to legisla-
tively influence OSHA appro-
priations from Congress. Over 
70 representatives have signed 
on to U.S. Representative Bill 

Huizenga’s letter and there is a 
similar letter on the Senate side. 
We recommend that you look 
at the links provided online and 
see if your representative has 
supported these legislative ef-
forts. If not, let them know that 
you have grave concerns about 
the new OSHA rule.

Regardless of the litigation or 
legislative outcomes, this is an 
excellent time to review your 
overall safety training program 
and see what enhancements you 

can make to improve your silica 
training program.

With over 1,700 pages in the 
OSHA ruling, there are bound 
to be clarifications as stone pro-
fessionals dig into the new stan-
dard. MIA+BSI will continue to 
monitor and offer tips and per-
spectives. An informational we-
binar providing an overview of 
the rule change, as well as other 
helpful documents, are available 
online at www.naturalstonein 
stitute.org/silica.

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10717/
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Pardon Me While I Scratch!

Here’s another 
reason to worry 
about  g loba l 

warming: It’s going to 
make poison ivy even 
nastier than it is today.

At least that’s the scenario 
envisioned by scientists 
studying the “greenhouse 
effect” created when mas-
sive amounts of fossil fuels 
are burned. Seems the re-
sulting increase in carbon 
dioxide will provide ideal 
growing conditions for the 
plant we love to hate.

According to a story 
in Science News maga-
zine, researchers at Duke 
University erected elevated 
pipes so trees and other 
plants growing in test plots 
could bathe in either (1) 
your basic, average, plain-
brown-wrapper air or (2) 
air that was laced with extra 
carbon dioxide. Because 
plants take in carbon diox-
ide during the process of 
photosynthesis, it stands to 
reason they might prosper 
from additional doses.

Yowzers! Did they ever, 
especially the nefarious P.I.

Poison ivy treated with 
extra carbon dioxide grew 
at more than twice the rate 
of its noxious cousins sub-
sisting on standard air. All 
told, poison ivy’s growth 
spurt was almost five times 
greater than other plant 
species!

Hold on. The picture gets 
worse.

Researchers discovered 
that “urushiol”—the oily 
substance within poison ivy 
which causes so much mis-
ery to humans—turned out 
to be 30 percent more po-
tent in the plants enhanced 
with carbon dioxide.

So what does this bode 
over the next half-century 

lode of seed ticks shortly 
before we left for vacation 
at the beach. Both of my 
ankles and lower legs were 
absolutely covered with 
red welts. They itched like 
a fireball.

Sam Venable 
Department of Irony

if carbon dioxide levels 
increase exponentially as 
expected? It means we all 
need to grow sharper fin-
gernails, for starters. Also, 

– Chuck LaMar, (Former) Devil Rays General Manager

“The only thing that keeps this organization from 
being recognized as one of the finest in baseball is 
wins and losses at the major league level.”

stock up on backscratch-
ers, sandpaper, metal files, 
wood rasps, and other arti-
cles of abrasion.

Speaking as an expert 
who never met a chigger 
bite, ’skeeter welt, seed 
tick infestation, or poison 
ivy rash that couldn’t be 
improved with vigorous 
clawing, I say let the dig-
ging begin.

Oh, sure; I’ve heard med-
ical advice to the contrary. 
You have, too. Doctors and 
mothers have preached it 
for years: “Don’t scratch 
that bite, welt, rash, and in-
festation. That’ll just make 
it worse, or else you’ll get 
it infected. Just put some 
of this (insert name of pre-
ferred ointment here) on it 
and leave it alone.”

Horsepuckey! What good 
is skin irritation if you can’t 
fight back? I say go down 
swinging. Or scratching, as 
the case may be.

Ten summers ago, I man-
aged to attract the mother 

But one day after a dip 
in the ocean, I discovered 
the perfect remedy: Walk 
ashore, coat your wet skin 
with fine powdery sand, 
sit down on your beach 
towel, rub your ankles and 
legs violently against each 
other, then run back into 
the ocean and let the brine 
sting away at your bloody 
flesh.

What? You say that’s 
about the nuttiest “medical 
advice” you ever heard? 
Yeah, that’s what my wife 
also was saying several 
weeks later, as the abrasion 
scabs up and down my legs 
finally started to heal.

But, boy-howdy, it sure 
felt good at the time!

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

© RANDY GLASBERGEN

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

“Sam, this is Kate from the office. Boy, you’re a 
hard person to reach when you’re on vacation.”

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9029/
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Houston Museum of 
Natural Science

Eclad, Limited
Dublin, Ireland

Eaton House
Dublin, Ireland

2015 MIA Pinnacle Award of Merit

For their Global Corporate headquarters, Eaton 
Corporation added a new façade that harmonized with 
the existing Georgian surroundings while performing to 
the highest environmental standards. Material choice 
was fundamental to achieving these objectives. Arandis 
Gold granite from Namibia was selected after exten-
sive investigation as the most suitable material for the 
façade. The 24 inch long x 2-½ inch tall x 4 inch deep 
honed pieces were fabricated in Italy by Savema S.p.a. 
Exacting standards were established for the stone as it 
was such a vital element of the aesthetic and technical 
design. 

Pinnacle Award of Merit: Commercial / Exterior

Eaton Corporation is an 
international power man-
agement company based 

in Cleveland, Ohio and operat-
ing in over 175 countries. When 
they established their Corporate 
Global Headquarters in Dublin, 
Ireland, they were mindful of 
their enviable environmental 
record. They had been ranked 
amongst the world’s most ethical 
companies for eight consecutive 
years and listed in the top 100 
best corporate companies in each 
of the last six years. They iden-
tified the ex-IBM Headquarters 
building in Dublin and com-
missioned American architects 
Pickard Chilton to develop 
a design solution that both 
respected the adjacent historical 
structures while being contem-
porary in style and performance. 

The project retained the existing 
33,000-square-foot structure, but 
added a new façade that harmo-
nized with the existing Georgian 
surroundings while performing 
to the highest environmental 
standards. Material choice was 

fundamental to achieving these 
objectives. A strategic decision 
was made to use linear coursed 
natural stone, both for perfor-
mance and appearance. John 
Sisk & Sons were selected as the 
General Contractor and worked 
in collaboration with Michael 
Collins & Associates, the local 
architect of record. EireGramco 
Limited was selected as the stone 
supplier and was installed by 
Eclad Ireland. Arandis Gold gran-
ite from Namibia was selected 
after extensive investigation as 
the most suitable material for 
the façade. The 24 inch long x 
2-½ inch tall x 4 inch deep honed 
pieces were fabricated in Italy by 
Savema S.p.a. Exacting standards 
were established for the stone as 
it was such a vital element of the 
aesthetic and technical design. As 
a result no stones were rejected 
during the on-site inspection and 
everyone was delighted with the 
end result. The 16,000+ square 
feet of external cladding was 
completed in 6 months with a 
maximum crew of 30 men. 

Please turn to Page 17

MIA Member Company: 
Eclad, Limited
Dublin, Ireland
Stone Installer 

Other Project Team Members: 
Eaton Corporation

Client
Pickard Chilton
Design Architect

John Sisk & Sons Limited
General Contractor

Michael Collins & Associates
Architect of  Record

Savema S.p.a.
(MIA Member Company) 

 Stone Fabricator
Eire Gramco Limited

Stone Supplier

Stones:
Arandis Gold Granite
Blanco Cristal Granite
Bianco Carrara Marble

“Do what you love to do and give it 
your very best. Whether it’s business or 
baseball, or the theater, or any field. If 
you don’t love what you’re doing and 
you can’t give it your best, get out of it. 
Life is too short. You’ll be an old man 
before you know it.” 

– Alfonzo Ramon Lopez, 1908-2005 
Inducted into the Baseball Hall of Fame in 1977, 

Lopez followed up a successful career as a catcher by 

coaching the White Sox for 15 years.

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Pinnacle Award of Merit: Commercial  Interior

Zýme Winery
Cariano, Italy

Grassi Pietre Srl
Nanto VI, Italy

2015 Pinnacle Award of Merit

The new Zýme 
Winery arose 
from a pre-exist-

ing nucleus, an ex-quarry 
dating back to 1400. 
Today, it is used to age 
wine in wooden bar-
riques. Grassi Pietre Please turn to Page 36

supplied all stone ele-
ments for this project. 
Pietra di Vicenza Giallo 
Dorato was used through-
out the installation — this 
stone was chosen because 
of its aesthetic connec-
tion to the stone origi-
nally found in the quarry. 

Three ramps of internal 
shaped stairs were created 
using 3cm-thick Giallo 
Dorato installed on an 
iron structure and glued 
with cement. A small 
kitchen was built, to bring 
guests in a full sensorial 
path. Grassi Pietre also 
created a far-future de-
sign inside Zýme —pen-
tagonal cells of Giallo 
Dorato that form “The 

Archive,” an extremely 
elegant shelving used 
to age wine bottles after 
wine has been taken out 
from barrels. The barrel 
cellar was hewn from an 
ancient sandstone quarry. 
Each cell (78 x 56 x 60 
cm, weighing 85kg each) 
was installed with hy-
draulic lime glue and 
glass fiber net to ensure 
that the structure would 
be fully supported. This 
ensures that the struc-
ture will not collapse and 
helps reduce the risk of 
“domino effect collapse” 
in case of earthquake 
or the breakage of one 
element.

3cm-thick Giallo Dorato was used to construct 
three ramps of internal stairs, installed on an 
iron structure and glued with stone cement. 120 
square meters of Rustic Green limestone was 
used to pave the external entrance to the winery.

Giallo Dorato was 
chosen for its similar-
ity to stone originally 
found in the ex-quarry 
refitted as a winery, 
including an elaborate, 
elegant rack system 
used to store bottles 
after decanting from 
the aging barrels. The 
barrel cellar was hewn 
from this ancient 
sandstone quarry.

MIA Member Company: 
Grassi Pietre Srl

Nanto, VI Italy
Stone Supplier

Stone Fabricator 

Other Project  
Team Members: 

AcMe Studio Associato 
Di Architettura – Verona

Architects

VGC
 Stone Installer

Stones:
Pietra di Vicenza 

 Giallo Dorato
Rustic Green

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for for SKM Grout Pens
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Granite America Announces New 
Digital Stone Fabrication Facility

–Will Rogers 

“If stupidity got us into 
this mess, why can’t it 
get us out?”

ON May 14, 2016, 
Granite America, 

located in  Louisville, 
Kentucky, hosted a grand 
opening event at their 
new location. Louisville’s 
Mayor Greg Fischer per-
formed the official ribbon 
cutting. The event show-
cased Granite America’s 
state-of-the-art digital fab-
rication techniques such as 
robotic cutting and CNC 
waterjet technology, the 
first of its kind in the region. 

Granite America directly 
imports granite from around 
the world. They offer thou-
sands of slabs of natural and 
engineered stone, on site.

“I love natural stone. It is 
amazing that Mother Nature 
can create such beautiful 
masterpieces,” says Deepa 
Kamat, president of Granite 

America. “Importing from 
multiple countries allows us 
to offer several exotic stones 
that are not easily found, 
and gives us a wonderful 
advantage providing our 
customers with a wide se-
lection of truly inspirational 
colors sent directly from the 
quarry.”

The company — which 
is a one-stop-shop for new 
countertops by offering 
templating, fabrication, and 
installation in residential or 
commercial applications —
has been in Louisville for 
more than 15 years. The 
new 20,000-square-foot 
building is perfectly suited 
for continuing to develop 
innovative product lines. 
The technology is fully dig-
italized and automated.  

“Having a robot allows 
a significant increase in 

production, while enhancing 
both precision and the over-
all product quality,” says 
Kartik Kamat, vice-pres-
ident of Operations. “The 
machines will provide a 
faster turnaround time for 
Granite America customers. 
The company’s new facility 
will also bring many jobs to 
the area.”

The new facility is a long-
time dream for siblings 
Deepa Kamat and Kartik 
Kamat, who together run 
the company. They grew up 
wanting a high-tech fabrica-
tion facility and they are ex-
cited to celebrate their dream 
coming to fruition.

Granite America has 
four locations: Louisville 
and Lexington, Kentucky, 
Indianapolis, Indiana  and 
Cincinnati, Ohio.

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

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

 Item # Description MSRP OUR Price Sale Price 

 9375 Makita®	5˝	Grinder,	9565CV $282.95  $145.95 $134.95 

Hurry—Sale Ends  
June 30, 2016

MakitaMadness!!
By popular

Demand
FRESH 

MAKITAS!
Reg.

$145.95
$134.95

YOU

SAVE

$11
00Get ‘Em

While They’re

Hot!
Best Products, Lowest Prices, 

Better Service

Granite America’s new 20,000-square-foot location showcases state-of-the-art digital 
fabrication techniques such as robotic cutting with their new Northwood robotic 
saw, and Northwood CNC waterjet technology. 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Makita 9565 Grinder
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BEST Polishers for Quartz — Guaranteed!
This new Viper® 6-Step In-Line System is revolutionary in 
its design and function. In our initial testing on an In-Line 
Machine, we had expected great results, but what we had 
achieved was simply amazing! This new system is unique 
in that it will work on both Vertical and Horizontal In-Line 
Machines. There is no need to buy separate specific tooling 
for a particular machine. Now you can use this one  system 
on both platforms.

Traditionally you don’t want to run the in-line machine at a 
fast speed. Doing so may damage the existing tooling in use 
by most fabricators. With this new Viper® In-Line Polishing 
System you can run it fast for the ultimate quality of shine. 
The results will surprise you, to say the least!

Achieve better shine with Viper  
than with any other wheels!

NEW!NEW!

Works with any automated 
straight edge shaping, wet-
polishing, multi-head machine.

The NEW Viper® 6-Step In-Line Polishing 
System works on both Vertical and Hori-
zontal In-Line Machines.

Give Lee Woodson a call 
toll free at 800-575-4401 
to place your order.

•Revolutionary design and function

•Achieve exceptional shine

•Use on both platforms

•Can run at fast speeds

 Item # Description MSRP OUR Price

  Viper®	6-Step	In-Line	Polishing	System	5˝

 58000 6-Step In-Line Polishing System, Step 1  $115.95 $69.95

 58001 6-Step In-Line Polishing System, Step 2  $115.95 $69.95

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

 58003 6-Step In-Line Polishing System, Step 4 $115.95 $69.95

 58004 6-Step In-Line Polishing System, Step 5 $115.95 $69.95

 58005 6-Step In-Line Polishing System, Step 6 $123.95 $74.95

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

 58006 6-Step In-Line Polishing System, Step 1 $132.95 $79.95

 58007 6-Step In-Line Polishing System, Step 2  $132.95 $79.95

 58008 6-Step In-Line Polishing System, Step 3 $132.95 $79.95

 58009 6-Step In-Line Polishing System, Step 4 $132.95 $79.95

 58010 6-Step In-Line Polishing System, Step 5 $132.95 $79.95

 58011 6-Step In-Line Polishing System, Step 6 $140.95 $84.95

As Seen at 
StonExpo 2016

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

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

“My father used to say that it’s never too 
late to do anything you wanted to do. And 
he said, ‘You never know what you can 
 accomplish until you try.’”

DAY 10: Remember that time 
you were good at sports? Man, 
wasn’t that so great?

DAY 11: Start running but im-
mediately injure your entire body, 
and then take a year off.

DAY 12: Lower your testoster-
one level a bit by losing another 
negotiation with a two-year-old.

DAY 13: Reward yourself with 
a milk shake for waking up today.

DAY 14: Play basketball with 
the grade-school kids in your 
neighborhood. Spend the time in 
the hospital catching up on your 
sleep.

DAY 15: Let the stress of your 
current financial burden allow you 
to feel each individual hair turning 
white.

DAY 16: Take your blood pres-
sure pill, but only after stressing 
a bit about having to take a blood 
pressure pill.

DAY 17: Eat some Oven Baked 
Cheetos. If you don’t have any on 
hand, get married, and they will 
appear where your regular Cheetos 
used to be.

DAY 18: Squat down to wipe up 
vomit; raise up with your back.

DAY 19: Whenever you see a 
pull-up bar, grab it and pretend 
you are about to knock out some 
pull-ups. Wonder quietly what 
doing a single pull-up feels like.

DAY 20: Go to the pool and 
confidently take off your shirt and 
swim a couple of laps. Put your 
shirt back on and quietly dry-
heave in the car.

 AND DAY 21: Show off your 
new dad bod to your wife by first 
flagging her down on Facebook. 
Ignore her eye roll and laughter—
she just isn’t in touch with how 
attracted to you she is right now.

Three Weeks 
to the Perfect 

Dad Bod
Continued from page 13

“Men occasionally 
stumble over the 
truth, but most of 

them pick themselves 
up and hurry off as if 
nothing happened.”

– Winston Churchill

 –Michael Jordan

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Inline tooling
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“We did cutting scenes, table 
scenes and we blew up oil wells. 
One of the props didn’t work, and 
I held onto a steel beam 15 feet in 
the air for five minutes until every-
body got out of the way. I then let it 
go. They couldn’t believe that, but 
I’m a working guy. My leg did hurt, 
though. So that’s how I wound up 
with Mr. Seagal making $300 dol-
lars a day. That was pretty good 
money, back in ’93.” 

On Deadly Ground was Pete’s 
last movie. His love for working 
stone has served to discourage him 
from taking other acting jobs, even 
turning down an offered role in a 
Mel Gibson movie. “Rock is my 
love. It’s gotten me out of troubles 
my whole life, and it’s all I’ve ever 
wanted to do.” 

Returning to Arizona, Pete traded 
a building for an old mining claim 
in Aguila, Arizona — a gold mine 
dating back to the late 1800s. “I had 
enough of what I was doing, and I 
was going to go there and just play 
with rocks and dig gold. My girl-
friend and I were living out there in 
a cabin and driving a 1947 Chevy 
truck. When, lo and behold, we 
discovered sculpture-grade black 
marble in the mine.” 

Arizona, Here We Come
About the time that Pete dis-

covered the black marble, he also 
passed on a chance to do a Kevin 
Costner movie (Wyatt Earp) and 
moved to Wickenburg. “I was cut-
ting everything with a 36-inch drop 
saw, and we just got busier and 
busier and busier. I then realized I 
needed a bigger saw. 

“In those days, one of my men-
tors was Bob Byler. Bob had de-
signed the rotary lawnmower. Jean 
was his wife, and her maiden name 
was Borg. Jean was related to the 
Borg family, as in Borg-Warner, 
the transmission people. 

“So being an old, gray-haired 
guy like he was, I hung out with 
him for six or seven years, during 
which time we built our own 5-foot 
saw powered by an old UPS truck 
with a Chevy engine. It could cut 
26 inches deep and 5 feet long, and 
it was portable. I could then do my 
own custom cutting of fountains, 
tabletops and wine racks — you 

Treasures Await the Curious

Continued from page 1

name it! To this day, everybody 
gets a kick out of it.” 

Roughly 10 years ago, ABC 
(American Broadcasting Company) 
saw Pete at an art show and he 
wound-up doing eight seasons on 
Home Makeover as a rock artist. 
“Home Makeover would give me a 
week’s notice, and we’d go all over 
the place. It was great helping ev-
erybody, plus people would see my 
stone on national television. That 
was pretty cool, and it was go, go, 
go!”  

That go, go, go translated into go 
find a bigger place.

Theme Park, Studio, Art 
Gallery and Museum 

Pete’s new, larger workshop 
was all of the above. Pete contin-
ued: “We moved north to Yarnell, 
Arizona about four years ago. 
Yarnell is where those 19 firefight-
ers were killed a few years ago. I 
bought a 1940s gas station and 
made it look like a mining camp. 
It’s all timber walled with a mu-
seum section, plus all my stones. 

I use a lot of the old mining steel 
with my artwork. Very few people 
do that. I’ll take the old mine rails 
and make legs for my tables, or old 
crushers, flywheels, jaws, nuts and 
bolts from the 1800s and 1900s 
and include them in my artwork. 
People just love that, because they 
are unique and can’t be duplicated. 
So we do a lot of that kind of stuff.” 

Scattered about the property are 
mining ore buckets, mine cars and 
rails, and walking in the front door 
of the 65 x 50 x 14-foot tall build-
ing is like walking into a mining 
site, said Pete. 

“We are about 90 percent com-
plete. There’s an old outbuilding 
that we’re making look like a mine. 
You’ll be able to walk out the back 
of the main building, though a tim-
ber-reinforced mining tunnel, into 
the mine. Onlookers, through two 
glass windows, can then see our 
saw actually working. It has a big 
derrick over the top of it that raises 
it up. You then release any air,  turn 
the valve loose and it falls slowly 
while cutting. I got the idea for this 
from ABC, and got the idea to use 
glass from a shop in Alaska. A guy 
was making bowls by hand behind 
glass, so the people watching knew 
it was the real deal. He couldn’t 
make them fast enough. Everything 
these days is done by computer, 

so it’s pretty cool to see some old 
man busting his knuckles and fin-
gers doing something. We use no 
computers or CNC machines for 
production — everything is done 
by hand and hand tools. 

“So that’s what we’re trying to 
do. Make a functioning museum/
art gallery with people watching 
the saw and the people who are ac-
tually doing the work.” 

Life is Great, Business 
is Good, and People are 

Wonderful 
“Every Tuesday we jump in the 

big truck and go get a load of rock,” 
said Pete. “We’ll dig the boulders 
right out of the ground with exca-
vators. The best rock I have is the 
Seven Springs Cave Creek onyx 
out of the northern Arizona area. 
The old man that ran it died, and 
the Forest Service took the property 
back, and it will never be quarried 
again. I got the last 300 tons avail-
able of that stone.

“Then, they widened the road to 
Prescott through the original Mayer 
onyx quarry, which is very famous–
the biggest deposit was 260 acres, 
65 feet thick, sitting in a collapsed 
river bed. Fortunately, I was in the 
right position at the right time and 
managed to get 1,000 tons of that 
rock.

Slabs (below) and boulders of 
onyx from the Mayer quarry. 
“We never stop moving,” 
said Pete. “I’ll look at a rock 
and see a table. I’ll even keep 
the ends and make abstracts. 
Nothing gets wasted.”

Please turn to page 34

Pete the Miner at the timber 
entryway leading to his gallery, 
museum, and working studio.

“I do bases for a lot of fa-
mous artists,” Pete explained. 
“I did one base that was 6,500 
pounds, and had to drive it a 
mile and a half through a golf 
course with a loader carry-
ing this thing with a $350,000 
bronze on top of it. You don’t 
want to make any mistakes, if 
you know what I mean!” 

Continued from page 1

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

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

 High-quality diamonds (3x more than the competition) 

 Computer controlled production for consistency, pad after pad

 Can be used at 1,500-5,000 RPM

 With the use of a buff pad, reach 102 reading on a gloss meter

Familiar Quote
At Braxton-Bragg, we 

hear this question about 
Viper® 7-Step Granite 
Wet Polishing Pads from 
fabricators all the time:

Are Diamond Pads  
Really Different?

Year after year, Viper® is 
the industry choice. Is this 
just dumb luck or is there a 
reason?

4 Things to Look 
for in a Pad

1. Consistency is the 
primary reason why the 
Viper® Polishing Pad is 
so popular, but how is 
this maintained? It turns 
out that Viper® 7-Step 
Granite Wet Polishing Pads 
are manufactured under 
precise computer controlled 
conditions from start to 
finish. Nobody is just 
sprinkling diamond powder 
at their own discretion. 
Compute r  con t ro l l ed 
processes produce absolute 
consistency, reliability and 
dependability. Viper® has 
it, many others do not.

2. Quality is another 
key to Viper® being the 
preferred polishing pad. 

Diamonds with multiple 
cutting surfaces are the 
main reason Viper® 7-Step 
Granite Wet Polishing Pads 
perform at a high level from 
start to finish. Other pads 
start out working well but 
quit on you before the job is 
done, and yet appear to still 
have life remaining.

 
3. Bond of a polishing pad 

is as critical as the diamonds 
used. The Viper® Polishing 
Pad’s bond achieves a 
balance of flexibility and 
strength. Our unique resin 
bond holds diamonds in 
place until their useful life 
is exhausted, providing 
great pad life. The bond also 
has good flexibility keeping 
the pad in constant contact 
with the work surface, even 
when polishing inside or 
outside radiuses.

4. Price of Viper® 7-Step 
Granite Wet Polishing 
Pads is the final piece to 
the puzzle. Combine our 
unbeatable price with 
consistency, quality and 
superior bond, and its 
no wonder fabricators 
say, “Viper Granite Wet 
Polishing Pads can’t be 
beat!”

4 Reasons Why Fabricators Say…
“Viper Wet Polishing Pads Can’t be Beat!”

GREAT 

LOW
PRICE! 

 Item # Description  MSRP OUR Price 

   Viper®	7-Step	Granite	Wet	4˝	Polishing	Pads	Hook	&	Loop-Backed

 1730 Viper® 7-Step	Granite	Wet,	4˝,	50	Grit,	Lime	Green  $22.95 $14.95

 1732 Viper® 7-Step	Granite	Wet,	4˝,	100	Grit,	Red  $22.95 $14.95

 1734 Viper® 7-Step	Granite	Wet,	4˝,	200	Grit,	Yellow  $22.95 $14.95

 1736 Viper® 7-Step	Granite	Wet,	4˝,	400	Grit,	Light	Blue  $22.95 $14.95

 1738 Viper® 7-Step	Granite	Wet,	4˝,	800	Grit,	Green  $22.95 $14.95

 1740 Viper® 7-Step	Granite	Wet,	4˝,	1,500	Grit,	Orange  $22.95 $14.95

 1742 Viper® 7-Step	Granite	Wet,	4˝,	3,000	Grit,	Pink  $22.95 $14.95

 55070 Viper® Granite Wet Polishing Pad, 4”, Buff Light and Dark Stone  $59.95 $35.95

Also available in

3˝and 5 ̋

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the Viper 7-Step Polishing System
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Robert V. Barnes, III Named 
2015 BSI Person of the Year

MI A + B S I  i s 
p l ea sed  t o 
announce that 

Robert V. “Rob” Barnes, 
III (Dee Brown, Inc.) has 
been named BSI Person 
of the Year for 2015. The 
Building Stone Institute 
Person of the Year award 
is given annually to an 
individual BSI member 
who exhibits outstanding 
service not only to the orga-
nization, but to its members 
and  to  its  Executive Vice 
President.   

MIA+BSI Executive Vice 
President Jane Bennett 
commented:  “2015 was 
a unique year. MIA and 
BSI  each  faced unprece-
dented change with the de-
cision to enter into a joint 
venture.   Our 2015 BSI 
President faced  a some-
what unfair share of  un-
comfortable  adversity in 
leading our Task Force due 
diligence,  strategic and 
decision-making  process, 
but ultimately did so  with 
unfaltering  conviction. 
The  impressive realization 
for me was that this  con-
viction wasn’t so much 
that entering into a Joint 
Venture with MIA was the 
right decision, but that the 
vetting process  to evalu-
ate  whether to enter into 
a joint  venture  was the 
right decision.  Ultimately, 
it was a tough, arduous 
process and his leader-
ship role was approached in 
a  productive,  professional, 
fair and sensitive  manner. 
The role taken and respon-
sibility assumed  was cer-
tainly beyond the scope of 
what is normally expected 

of our voluntary leadership.   
Again,  all who  worked 
in this effort are deserv-
ing of our appreciation 
and respect. In consider-
ing the 2015 Person of the 
Year award recipient, I  re-
called  the privilege and 
pleasure it has been to work 
closely  with  and  to  get to 
know Rob Barnes, witness-
ing a strong, capable lead-
ership quality that earned 
my respect  and that of 
his peers.”

MIA+BSI: the Natural 
Stone Institute serves more 
than 1900 members in 55 

countries who represent 
every aspect of the natural 
stone industry, offering 
them a wide array of 
technical and training 
resources, professional 
development, regulatory 
advocacy, and networking 
events. Two prominent 
publications — the Dimen-
sion Stone Design Manual 
and Building Stone Mag-
azine — raise awareness in 
both the industry and the 
design communities for the 
promotion and best use of 
natural stone. Learn more at 
www.naturalstoneinstitute.
org. 

Photo caption: Rob Barnes (right) accepts the 
2015 BSI Person of the Year award from EVP Jane 
Bennett and 2014 BSI Person of the Year Daniel 
Wood (Lurvey Landscape Supply). 

– Dennis Rodman, 2011 Inductee, NBA Hall of Fame. Over a 

14-year career, his on and off-court antics were… highly original.  

“Chemistry is a class you take in high 
school or college, where you figure 
out two plus two is 10, or something.”

Charge Reduced for Easter Bunny in Mall Brawl

When Life Resembles a Movie

A New Jersey mall Easter Bunny who 
got into a scuffle with a father at a 

photo booth in March has had the criminal 
charge against him downgraded.

NJ.com reports a Hudson County judge 
downgraded the aggravated assault charge 
against Kassim Charles to the disorderly 
persons offense of simple assault. The case 
also was sent to the Jersey City Municipal 
Court for review.

Mr. Charles is from Jersey City. He 
had been playing the role of the Easter 

AN unusual accident occurred 
in April in the small West 

Virginia town of Kingmont. As unlikely 
as it sounds, no one was killed in the 
accident.

An 87-year old woman was backing 
out of her parking spot in front of the 
post office when she missed the brake 
pedal and accidentally mashed down on 
the accelerator. In a style reminiscent of  
a Fast and Furious movie, her car spun 
around 180 degrees and hit a van.

The van was struck so hard it was 

Bunny. Authorities say Mr. Juan Jimenez-
Guerrero attacked Charles when his tod-
dler daughter slipped from a chair while 
getting her photo taken.

A video posted online shows them ex-
changing punches at the Newport Centre.

Charles’ defense attorney says they look 
forward to vindicating “the bunny.”

An update on an aggravated assault 
charge against Jimenez-Guerrero is un-
available. Jimenez-Guerrero’s wife says 
he was simply trying to protect their child.

pushed to the side, and struck a jeep 
parked nearby. The jeep started to roll 
forward and hit a concrete barrier.

Alas, the weight of the jeep was too 
much for the poles holding the barrier in 
place. The poles snapped, the barrier fell 
over, and landed on the foot of a 75-year 
-old Patricia Piercy, who was watching 
the astonishing chain of events unfold. 
Mrs. Piercy was taken to a hospital for 
her foot injury, and miraculously, was 
the only person hurt. Seriously – it was 
the sole injury.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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“I never vote for anyone; 
I always vote against.”   
– W.C. Fields, American Actor, Writer and Comedian

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

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

Scorpion™ CNC Vacuum-Brazed 
Sink Profile Wheels

 Item # Description MSRP OUR Price 
 55023	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1/2”	D,	50	Grit  $159.95 $103.95

 55024	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1/2”	D,	100	Grit $159.95 $103.95

 55025	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1/2”	D,	200	Grit $159.95 $103.95

 55026	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1/2”	D,	400	Grit $159.95 $103.95

 55027	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1”	D,	50	Grit $183.95 $119.95

 55028	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1”	D,	100	Grit $183.95 $119.95

 55029	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1”	D,	200	Grit $183.95 $119.95

 55030	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1”	D,	400	Grit $183.95 $119.95

For Stock Removal and 
Honing Scratches on 

Internal Radiuses, Use...

•Can be used on any type of stone
•All brazed sink wheels feature center water feed
•Available in ½ Gas thread
•Vacuum-brazed sink wheels with ½ Gas attachments are ideal for  
 CNC applications
•They have only one diamond layer and do not change their shape 
•Consequently, the shape of the internal radius is the same all around

NEW!

If I had been told the cus-
tomer didn’t have the faucet 
I would have pushed out the 
installation date. But I was 
never notified. 

The question from the 
customer, of course, was 
how quickly was I going to 
fix it. They obviously didn’t 
see their part in creating this 
problem, in the least. I hung 
up and called my installer.

If my guys have learned 
anything, it’s that like your 
mom, I rarely ask a question 
I don’t already know the an-
swer to! When I called and 
asked about the faucet he 
acknowledged that it was 
not on the jobsite when he 
drilled the holes. 

Why didn’t he pick up the 
phone and call me like he is 
supposed to? I wondered. 
And more importantly, 
Why and how did he make 
the decision to drill holes 
when he didn’t know what 
holes were needed? To him, 
the solution was simple: 
just drill holes to match the 
previously installed vanity, 
quickly finish and move on 

to the next job. I was fum-
ing as I told him this new 
vanity top required only a 
single faucet hole and if 
he would have followed 
procedures and called me 
he would have known this. 
In addition, instead of re-
placing an 85-inch double 
sink bowl for free, I would 
have been, per the signed 
contract, able to charge 
the customer a return trip 
charge to drill the holes. 

I would much prefer to 
send someone back to do 
something, than install 
something incorrectly that 
is going to cost me money. 
Instead of checking on 
what I wanted him to do, 
he made a decision which 
turned out to be the wrong 
one. The result? Not only 
would we be replacing the 
sink vanity top, I would 
now need to pay some-
one to tear out the newly 
installed vanity top, buy 
material and re-fabricate 
a new top and then pay 
someone to re-install the 
new one. It was an expen-
sive and absolutely avoid-
able situation. All it would 

have taken was one 
simple call. But a 
snap decision was 
made, which turned 
out to be wrong. And 
this bad decision cost 
us money. 

In today’s world 
there is no reason 
for this type of mis-
take when every-
one carries a cell 
phone. Sometimes 
I feel like a broken 
record repeatedly 
reminding my guys 
there is never a bad 
or dumb question 

and I will never, ever get 
upset if someone calls me 
to ask a question. Not call-
ing and making the wrong 
decision? That is a crime 
punishable by the Wrath 
of Jodi, and the other guys 
know they want to avoid 
one of these “meetings!” 

As I have reassured my 
shop guys, time and time 
again, picking up the phone 
is never a sign that some-
one doesn’t know how to 
do their job, it’s a sign of an 
employee who understands 
that double checking to en-
sure they have the correct 
information is always the 
best course of action. 

Wouldn’t it be great if 
community leaders in a di-
saster situation could learn 
the same thing about ask-
ing before doing? Remind 
everyone you work with, 
and that work for you: it’s 
always better to ask first.

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

Continued from page 7 

The Consequences of Snap Decisions

W. C. Fields (1880 – 1946), was an avid supporter of President Franklin Delano 
Roosevelt. That is, until the President stated that no actor should be paid more than 
$25,000 per picture.  Fields, who was getting $100,000 per picture at that time 
changed his allegiance immediately, and with his signature dry sarcasm.
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Are You Paying More than 
40¢ per Sink Cutout?

 Item # Description MSRP OUR Price 
 16017  Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $183.95  $119.95
	 	 1/2	Gas	Thread,	Orange,	Twin	Seg.,	5,500-5,800	RPM

 16018 Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $183.95  $119.95
	 	 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

By early the next morning, all 
three boats had been hauled across 
the dam and the highway and 
into the river again. Granny Haig 
had several people helping her 
cook up a huge pot of beans and 
bacon while she turned out several 
dozen pans of cornpone from her 

The Varmint County Chronicles

wood-fired Dutch Oven.
“You boys been working hard. 

I need to feed you all good before 
you head back to Haig Hollow,” 
Granny announced as she spooned 
out platefuls of beans and sliced 
off chunks of onion.

“I’m sure glad we’re riding in the 
back of the pickup bed,” Corney 
Haig told Caleb Hockmeyer as 
he watched his companions wolf 
down the beans and corn pone. 
“I’d hate to be trapped inside.”

Thanks to Ike’s motorized 
crossing from the night before, the 
entire portage of the flotilla was 
accomplished without falling be-
hind schedule, which was a great 
relief to Granny.

“I promised Granny that we 
would get to Nashville Saturday 
afternoon so she can go to the 
Grand Ole Opry. She’s listened to 
the broadcast on the radio for more 
than 50 years but has never been 
to the Opry,” Archie told Elijah. 
“Thanks to your boys we’re back 
on schedule to make it.”

Saturday night, Archie, Penny, 
Chloe and half a dozen others ac-
companied Granny to the Opry, 
where George Straight, Mel Tillis 
and several other headliners were 
scheduled to perform.

“I don’t understand it. Where’s 
Minnie Pearl?” Granny asked.

“Uh, Granny, Minnie Pearl’s 
been deceased for a right smart 
time now.”

“Oh, that’s right. I forgot. I 
guess Grandpappy Campbell and 
Roy Acuff are gone, too.”

“Afraid so. You’ll have to settle 
for some of these younger folks, 
like Hank Williams Junior or 
Charlie Daniels,” Penny chuckled, 
thinking of country music per-
formers who are already getting 
rather long in the tooth.

But it was the house bluegrass 
band that brought the house down 
that night, or rather Granny Haig. 
The band ripped into a lively fid-
dle and banjo tune when suddenly 
Granny got up in the aisle and 
started clogging.

Pretty soon the whole audi-
ence was clapping along and then 
George Straight leaped off the 
stage, began clogging alongside 
Granny and led her up onstage. 
Granny clogged circles around 
everybody until the tune ended.

Saturday night, Archie, 
Penny, Chloe and half a 
dozen others accompanied 
Granny to the Opry, where 
George Straight, Mel Tillis 
and several other headlin-
ers were scheduled to per-
form. But it was the house 
bluegrass band that brought 
the house down that night, 
or rather Granny Haig.

Continued from page 6
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A good visual inspection of your most-used equipment should 
be done before leaving the shop. This should become routine 
for you and your crew. No one wants to arrive at a distant job-
site and find out that a tool was put away defective or broken.

Maintaining a list of consumable supplies that you need on the jobsite, like pads, 
tape, drape cloth and chemicals, will save you time, money and stress. Additionally, 
all equipment should be inspected and checked for proper operation prior to leaving 
for the jobsite. Squeegees on wet vacs, weights for the machine, clean mop heads, 
Velcro drive plates (for both floor machines and hand tools) all should be in good 
working condition.

Stone Restoration and 
Maintenance Corner
Preparing a Checklist for Your Crew

Bob Murrell 
M3 Technologies
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Whether loading your 
van, trailer, truck, 
or a combination of 

these, your crew should develop 
a checklist of tools and products 
to have with them for all projects. 
It is better to have something and 
not need it than to need it and 
not have it. It is good protocol to 
physically check off the list on 
hard copy or smart device before 
departure.

Of course, some specific tools 
and products may be required 
for a particular project, on occa-
sion. And there will always be 
that situation where you can’t 
find or forgot to bring a particu-
lar tool or product. If you are in 
a remote location, this can be be-
come an expensive trip – not to 
mention the lost time involved. In 
many cases you will not be able 
to find industry-specific products 
locally, so you could be waiting 
for days and/or have to pay costly 
air freight charges, if this is even 
possible. Some products can’t be 
shipped air freight, such as some 
impregnators, adhesives, etc. 

I have been supplying product 
and support to this industry for 
over 35 years, and believe me 
when I tell you that the calls I 
get all day long are for product 
needed yesterday. Don’t get me 
wrong, many contractors do try 
to anticipate and order for stock 
the consumables they use most 
frequently like 5X, XXX Shine, 
and Stone Polishing Compound. 
These products really have no 
shelf life, so they should be kept 
readily available.

Consumables like razor blades, 
Tape & Drape, blue tape, red 
tape, absorbent rags, contractor 
paper, etc., should also be read-
ily available on the truck. Grout 
brushes, natural polishing pads, 
white pads, and maybe even a 
black stripping pad should also 
be included.

Items like small grout brushes 
(maybe even some old stiff tooth 
brushes), putty knives, buckets, 
water hoses, extension cords, and 
a good set of tools are essential 
items to have included on the 
truck and/or trailer. 

Don’t forget the duct tape, 
Gorilla Glue, contact cement, and 

important to get once the job is 
satisfactorily completed. 

Always leave a jobsite cleaner 
than when you arrived. This has 
been one of my biggest pet peeves 
for many years, and so I always 
recommend this to my contractor 
customers to check this off their 
final list. All protective poly and 
paper trash picked up, all surfaces 
buffed and clean, and no signs of 
the team having been present other 
than the positive outcome you’ve 
been contracted to provide.

Customers should be left with 
the proper maintenance products 
and instructions to care for their 
installations when finishing a 
project. Never leave it up to the 
customer to fend for themselves 
after you leave. It is unprofes-
sional and could jeopardize your 
work as well as your reputation! 
If you are not the one who will be 
taking care of the ongoing main-
tenance, always leave the client 
with the proper instructions for 
them to be able to do so correctly. 
It is simply good business.

By no means have I covered 
all and every possible item on 
one’s checklist. I have merely at-
tempted to stress how important 

it is to work with a checklist. It 
takes years to develop a complete 
list, and it should be ongoing and 
evolving.

On a personal note, the bees are 
buzzing as summer approaches. I 
saw many swarms this past spring 
season but so far have been un-
able to capture any. So, I continue 

to add honey supers (boxes for 
the bees to make extra honey in) 
and inspect for signs of healthy 
colonies.

As always, I have to close with 
the importance of partnering 
with a good distributor of quality 
products and technical support. 
It is essential for a contractor’s 
success.

spray adhesive for Velcro repair 
among other issues. These items, 
along with mineral spirits, paint 
stripper, and other solvent-based 
products should not be left in the 
truck, trailer, or van, especially in 
the summer time. So, these items 
will need to be loaded each day 
and monitored to ensure no swell-
ing or leaking occurs.

Contractor lights are also a must 
have on the truck. Projects can 
work into the night or are located 
in interior spaces which receive 
little to no natural light. Many 
times I have seen contractors 
leave at night thinking everything 
looked great only to receive a call 
in the morning that there are still 
issues remaining. That would be a 
real bummer for sure!

Air movers or fans are also good 
to have on hand as crystallizing 
or sealing/impregnating cannot 
be implemented until the surfaces 
are totally dry. Also when stone 
is wet, it can’t be effectively in-
spected for consistencies and 
profiles. Scratching can’t be seen 
when the tiles are wet.

All equipment should be in-
spected and checked for proper 
operation prior to leaving for the 
jobsite. Squeegees on wet vacs, 
weights for the machine, clean 
mop heads, Velcro drive plates 
(for both the floor machines and 
hand tools) all should be in good 
working condition. All electrical 
cords and plugs should be in good 
condition and meet code.  

Diamonds, diamond impreg-
nated pads, splash guard, honing 
powders, and any cleaning prod-
ucts should be neatly grouped for 
easy selection.

Of course, locations for water 
supply, breaker boxes, and dump-
ing of effluent should all be pre-
viously agreed upon. Pathways 
in and out and any furniture or 
rug/mat removal should be on the 
checklist as well. 

Before pictures and/or video 
should be taken prior to com-
mencing project operations. 
Gloss meter readings should be 
taken, if required. Of course, final 
after pictures and readings are 
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Designer UnDermoUnt Vanity sink
Sink Prices Haven’t SUNK This Low Since The Last Recession!

Tell us the model 
sink you are 

considering; we 
will match the 

design and beat 
the price!

Valle
™

Designer Sinks

Vallé™ is the trusted 
name in quality sinks.

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

Check Out Our 
Website

for other sink 
designs

This Vallé™ Porcelain sink 

fits the opening for 

Kohler 2210 sinks

YOU

SAVE

24%

Braxton-Bragg offers beautiful, triple-glazed, Vallé™ 
Vitreous Porcelain Sinks suitable for contemporary or 
traditional decor. Vallé™ Sinks are available in the most 
popular sizes, designs and colors. 

Vallé™ Sinks feature a finish that will remain 50% more 
durable and beautiful for years. Since it’s easy to main-
tain and clean, there are less call backs and customer 
complaints.  They also come with a  
lifetime warranty.

Comparable models: Kohler K-2210, Decolav 1401, or 
American Standard Ovalyn 0496.221

Call Ken Brock toll free 
at 800-575-4401 for any 
questions you have about 
our products.

 Item # Description MSRP OUR Price 

 20211 Vallé™ Undermount Porcelain Sink Vanity, White $32.95 $24.95
  14-5/8” x 11-1/2” Bowl, 16-1/2” x 13-1/8” x 6-1/8” Deep
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The Viper® 30 Grit Bites like a Cup Wheel, 
Smooths like a Polishing Pad.

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

Unlike metal or carbide cup 
wheels, chipping and 

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

Finally!
Eliminate Bouncing  

& Chipping
Caused by Metal or  

Carbide Cup Wheels

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

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

“That’s some good moves 
you got there, little lady. How 
long you been clogging?” 
George asked.

“Don’t rightly remember 
exactly. Since I was about six 
or seven, I reckon.”

“If you don’t mind me ask-
ing, how old are you now?”

“I don’t rightly know 
that either. I remember 
Cleveland.”

“You were born in 
Cleveland?”

“No, young man. I was 
born in Haig Hollow. I was 
born when Cleveland was 
President, or maybe before 
he was President, ’cause I re-
member him. He got married 
to that sweet young girl while 
in the White House.”

“Quick, somebody tell me 
when Grover Cleveland was 
President!” George Straight 
called out to the crowd. 
“1892 – No, 1896!” some-
body yelled back.

“Well, Granny from Haig 
Hollow. I reckon that makes 
you about the oldest person to 
ever perform at the Grand Ole 
Opry! Will you favor us with 
another dance?”

By the time the night was 
over, Granny Haig had be-
come an instant celebrity in 
Music City. She was given 
a lifetime pass to the Opry, 
invited to go on tour with 
Taylor Swift and invited to 
visit the State Capitol to be 
honored as the state’s oldest 
citizen.

“I’d like to do all them 
things, but I can’t. I gotta 
feed three boatloads of hun-
gry folks on our way to New 
Orleans. They ain’t got no-
body else along that can cook 
up vittles for three dozen 
hungry mouths,” Granny 
declared.

The Varmint County 
Bicentennial Flotilla began 
its journey with little fanfare, 
quietly slipping out of remote 
Varmint County and noticed 
only by a few amused fisher-
men along the banks and the 
occasional Army Corps lock-
keeper who had to trouble 
himself to let the three boats 
pass through.

After the Grand Ole Opry 

that all changed. Crowds lined 
the shore at every town the 
little fleet passed through – 
Clarksville, Paducah, Cairo, 
Illinois, until finally the boats 
drifted out of the mouth of 
the Ohio River and onto the 
mighty Mississippi.

At Memphis, the city fa-
thers had prepared a big wel-
come, with Granny Haig as 
the Matron of Honor. She was 
given a tour of Beale Street 
and Graceland, where she 
asked, “Who lived here? You 
could fit everybody in Haig 
Hollow in this one house.”

“This was Elvis Presley’s 
mansion,” the Mayor 
explained. 

“Elvis who?” Granny asked.
Penny and Chloe snick-

ered while the head of the 
Graceland Foundation tried to 
hide her shocked expression.

The flotilla continued down 
the Mississippi, stopping 
briefly at Vicksburg, where 
Granny and the other Haigs 
laid a wreath at the tomb 
of Colonel Lejuane Haig, 
who perished in the siege of 
Vicksburg in 1863, killed 
when a still he had constructed 
to distill whiskey from turpen-
tine exploded.

Less than five weeks after 
leaving Varmint County, the 
flotilla pulled into the levee 
adjacent to Jackson Square 
in the heart of New Orleans’ 
French Quarter, where a cou-
ple of hundred Louisiana 
Haigs had gathered to wel-
come their hillbilly cousins 
and of course Granny, who is 
universally recognized as the 
Matriarch of both clans.

Nearly everyone who started 
out at the base of Mud Lake 
Dam completed the trip, in-
cluding one that nobody ex-
pected to see again, as Arlie 
Hockmeyer’s brush with the 
law had finally caught up with 
him. Along with the welcom-
ing committee in Memphis 
waiting to wine and dine 
Granny and her companions, 
two detectives also met the 
boats, armed with a warrant 
for Arlie’s arrest for assault-
ing a state trooper with a tow 
truck. 

“If you’uns will excuse me, 
I think I’ll take a little swim 
over to Arkansas,” Arlie told 

Cooter McBean and Ike 
Pinetar, before diving into 
the river. So it was a pleas-
ant surprise when Arlie 
showed up at the reception 
in New Orleans, having hid-
den out with the Haigs in the 
Atchafalaya Swamp for the 
past three weeks.

Absent from the New 
Orleans reception was Clyde 
Junior. While Granny was 
making history at the Grand 
Ole Opry, Clyde and one or 
two others had decided to 
visit Nashville’s infamous 
Printer’s Alley, home to nu-
merous bars and strip clubs. 
Clyde imbibed one too many 
shots of Jack Daniels and was 
promptly mugged in an alley 
off Printer’s Alley.

The few lumps and bruises 
he received would not have 
deterred him from continu-
ing on the river trip, but his 
wife Matilda got wind of the 
incident and drove down to 
Nashville to retrieve her way-
ward husband.

“End of the line for you, 
Clyde. If I can’t trust you 
to keep out of trouble in 
Nashville, I can’t even imag-
ine what you’ll do in New 
Orleans!”

The re-enactment of the 
Battle of New Orleans went 
off without incident, except 
that in all the noise and con-
fusion of the mock battle, 
Cooter McBean suffered 
a Vietnam flashback and 
nearly decapitated two Haigs 
and the Superintendent of 
the Jean Lafitte National 
Historic Park, saved only by 
the timely intervention of his 
friend Stanley the Torch.

Finally the weary gang of 
unshaven and ragged trav-
elers returned to Varmint 
County just in time for the 
annual Fourth of July festiv-
ities, this year accompanied 
by roughly half of the per-
formers from the Grand Ole 
Opry.

“After meeting Granny 
Haig and hearing her talk 
about Varmint County, Haig 
Hollow and the annual July 
4th Haig-Hockmeyer fight, I 
had to see it for myself. Might 
be we oughta broadcast the 
Grand Ole Opry from here 
sometime,” George Straight 
proclaimed.

The Varmint County Chronicles
Continued from page 24
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So, harken 
to my words. 
Proofreading 

won’t always save 
you, but it will 

save you enough.

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

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

Sinkmate Chopper  
by Edgemate Stone Tools

FREE Viper 
6 inch Con-
tour Blade 

Item # Description MSRP  OUR Price 

5100 Sinkmate Chopper TS6 Saw $3,065.95 $2,911.95

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

Unlikely Tree Dwellers
Shannon B. CareyIT was a Friday, and it 

was late.

It was a Friday, it was 
late, and it was my last 
story.

It was a Friday, it was 
late, it was my last story. 
And it was about an owl.

Those aren’t excuses, I 
know.

I’d covered a presentation 
from the Knoxville Zoo at 
a library. The zookeeper 
brought an owl and talked 
about local wildlife while 
the owl sat there and 
squinted at the gathered 
throng.

Back at the office, I was 
less than enthused about this 
one. It was just something to 
get through before I could 
go home. I plowed into the 
story, finding nifty quotes, 
picking the best photo, and 
finally got near the end, the 
part in which the zookeeper 
said the owl has more bones 
in its neck than a giraffe. 
Nifty fact! It goes in!

Right then, I got called 
away from my desk, came 
back frustrated, stuck the 
last line on the owl story, 
and sent it to proofing.

Fast-forward to Monday. I 
came strolling into my office 
and there, on my desk, was a 
tiny Christmas tree. Perched 
atop the tree was a Beanie 
Baby giraffe, and tucked 
into the branches was a 
card from Shopper-News 
proofreader extraordinaire 
Judy.

The card informed me that 
I had come near to making 
Judy spew Diet Coke all 
over her keyboard. While 
called away from my desk, 
I’d lost touch with the fact 

that I’d just mentioned a 
giraffe and ended up with 
this gem:

Smith said the owl has 
more bones in its neck than 
a giraffe.

And there may be one in a 
tree near you!

driven business, it’s hard 
to take your time. And 
sometimes you’ve been 
looking at the words so 
long that you stop seeing 
them. Mayhem happens, 
but good proofing can help. 
A fresh set of eyes helps.

That’s how Judy got her 
job. The Halls Crossroads 
Christmas Parade grand 
marshal that year was a 
Mr. Hooker. On Monday, 
the Shopper came out with 
his photo and “HOOKER 
LEADS PARADE” in war 
font on the front page. Judy 
saw it, laughed out loud, 
and called the Shopper 
offering her services.

So, harken to my words. 
Proofreading won’t always 
save you, but it will save 
you enough. Do it, and do 
it carefully. Keep those 
giraffes out of your trees.

Shannon Carey is a 
freelance writer, blogger 
and editor based in 
Knoxville, Tennessee. 
Visit her blog at www.
thepluckypen.com, or email 
shannon.b.carey@gmail.
com with your comments.

Summer is the season when a man 
thinks he can cook better on a 
greasy, rusty outdoor grill than 
his wife can on an indoor stove.

I still have the giraffe. 
It sits atop my monitor to 
remind me to proofread. 
Thank God for Judy. She 
and others like her have 
saved me from public 
mockery more often than 
I’d like to admit.

In the newspaper 
industry, or any deadline- 

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8454,10193,10504/
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MIA+BSI Launches  
usenaturalstone.com Website

MIA+BSI: The 
Natural Stone 
Ins t i t u t e  i s 

proud to introduce the 
newly designed www.
usenaturalstone.com. This 
site, a major component 
of the Natural Stone 
Promotional Campaign, 
f e a t u r e s  a r t i c l e s , 
photography, and other 
resources designed to 
encourage the use of 
natural stone. While the 
primary audience of the 
site will be consumers, 
builders, architects, and 
designers, there are several 
ways that stone companies 
can utilize the site:

Encourage customers to 
visit the site. Visiting the 
site can help customers 
learn more about various 
stone types and fabrication 
options.

Share our articles. To 
make the biggest impact 
with our campaign, we need 
you to share these articles: 
promote them on your com-
pany’s website, post them 
on social media, and email 
them to clients to reinforce 
the benefits of natural stone. 

Do you have an article 
idea? We want to hear it. 
We know many MIA+BSI 
members have talented 
marketing teams that 
already create the type of 
content being featured on 
usenaturalstone.com. Do 
you have an already-written 
article with photos that we 
can repurpose for use on the 
site? Our team will rework 
the article to be generic in 
nature, but give credit to 

the member company for 
the article inspiration. Have 
an idea for a new article 
topic? Tell us and we will 
put our freelance writers 
to work! Send all articles 
and ideas to networking@
naturalstoneinstitute.org. 

Inspire. Send us your 
photos! Words can only do 
so much to illustrate the 
benefits of using natural 
stone—we also need 
high quality photos of 
all types of natural stone 
installations. Do you have 
a photo you’d like to see 
featured on our site? Send 
photos to networking@
naturalstoneinstitute.org. 
Credit will be given for each 
photograph used, including 
company name and stone 
type. 

Donate. Make a financial 
contribution to further the 
industry’s ability to spread 
the word about natural 
stone.  Your donation helps 
to fund continued content 
development, article place-
ment, and public relations 
efforts. 

MIA+BSI strives to accu-
rately promote natural stone 
in order to dispel any nega-
tive myths and advocate its 
plentiful benefits. “The goal 
is to present educational, 
authentic, and compelling 
assertions for the use of nat-
ural stone,” said MIA+BSI 
CEO Jim Hieb. 

For more information, 
visit www.usenaturalstone.
com. 

When you can, you should encourage your 
customers to visit usenaturalstone.com to educate 

them on stone types and fabrication options.

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

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

Increase your profits by 
getting this Hydraulic 

Stone Chisel today!

MADE IN THE USA

NEW!

 Item # Description OUR Price 

 3784 Stone Pro Hydraulic Beaver Chisel For 2-3/4” Stone $3,200.00

Simply by turning on 
the pump of this stone 
chisel and pushing 
the hydraulic button, 
you can achieve the 
perfect chiseled edge 
along the entire slab 
edge of any natural 
stone!

•Time efficient
•Simplifies the edging process by chiseling 
 the top and the bottom of the slab at the 
 same time
•Comes with 2 sizes of chisels; small for 
 thick edged and large for standard edges
•Easy to operate and set up
•Easy hydraulic connection to the cylinder 
 and the pump
•Adjustment height for stone thickness
•Easy to clean debris
•Can be used with any straight edge
•Chisels up to 6 cm thickness of stone
•Made in the USA

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Call for Equipment 
Financing Options

“Horse sense is the thing a horse 
has which keeps it from betting 
on people.”
W. C. Fields (1880 – 1946)  
 American Actor, Writer and Comedian 

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

http://www.slipperyrockgazette.net
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PA Attorney Calls 
His Client’s Case 
a “Crime of  
Stupidity”

A Pennsylvania man has 
pleaded guilty to what his 

attorney called a “crime of stu-
pidity:” burglarizing a neighbor’s 
home by cutting a hole in the wall 
between his basement and the 
neighbor’s.

Public defender Anthony Rybak 
told a Northampton County judge 
he didn’t see how anyone could 
think he’d get away with such a 
crime.

The (Allentown) Morning 
Call says that’s why 22-year-old 
Sammy Paul Buskirk pleaded 
guilty to burglary, telling the 
judge he’s a heroin addict.

Buskirk acknowledged sawing 
through his wall on Dec. 4 to cre-
ate a hole to get into the neigh-
bor’s home where he stole $200 
worth of quarters.

The judge sentenced Buskirk 
to three months in jail followed 
by five years of probation, which 
will include long-term inpatient 
drug treatment.

Fax 800-915-5501 

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

www.braxton-bragg.com

Your Reputation Rides on Ketchup!
Think about it. Word of mouth is the best 
advertising. How are your countertops 
holding up? Often the difference between 
a countertop that looks great for several 
years and one that doesn’t is the sealer.

Your Customer Doesn’t Know 
It’s amazing, but most people do 
not understand that stone is porous. 
Neither do they understand that harsh 
supermarket cleaners can harm sealers.

Not All Sealers are Created Equal
Stone Shield™ Penetrating Sealers are 
high performance, impregnator sealers 
for all natural stone. Stone Shield™ is 

formulated with the latest solvent-based 
fluoropolymer technology to protect 
against all oil and water-based stains.

Stones Gotta Breathe
Unlike surface sealers, Stone Shield™ 
is a deep penetrating sealer that leaves 
a natural look and feel, allowing the 
stone to breathe. Small molecules allow 
for deep penetration and long-lasting 
protection of the stone without leaving a 
surface film that quickly wears off.

We Test So You Don’t Have To
The manufacturer of Stone Shield™ 
Penetrating Sealers constantly tests for 
real life hazards. We know that you 

don’t have time to test and verify all 
the materials you use. That’s why we 
offer the Braxton-Bragg unconditional 
guarantee on the Stone Shield™ 
Penetrating Sealer.

Honed, Leather, and Brushed Surfaces
These surfaces need even more 
protection. That’s why we offer Stone 
Shield™ Penetrating Sealer in two 
versions. One is for traditional Polished 
Surfaces and one for Porous Surfaces 
that need extra protection. 

Q: Who Would Actually Test Countertops Against Stains Like  
 Ketchup, Mustard, Olive Oil, Wine, and Peanut Butter?

A: Your Customer. Are You Prepared?

For Porous Surfaces For Polished Surfaces

Coverage: 200-1,500 Sq. Feet/Gallon Coverage: 1,000-1,500 Sq. Feet/Gallon

Item # Description MSRP OUR Price
4453 Stone Shield™ Penetrating Sealer, Quart  $51.95  $39.95

4452 Stone Shield™ Penetrating Sealer, Gallon  $134.95  $109.95

Item # Description MSRP OUR Price
4450 Stone Shield™ Penetrating Sealer, Quart  $26.95  $19.95

4451 Stone Shield™ Penetrating Sealer, Gallon  $74.95  $54.95

MADE IN THE USA

Won’t change color of stone
Odorless
FDA compliant solvent
Interior and exterior use

Stone Shield Penetrating Sealers

#1 Seller! 

Most Popular

Sealer

IF you want to share 
your voting experi-

ence on social media, you’ll 
have to find some way other 
than taking a photo in the 
voting booth. West Virginia 
Secretary of State Natalie E. 
Tennant says it’s forbidden.

Tennant said in a news re-
lease that it’s illegal to pho-
tograph any part of the voting 
process, and no electronic 
devices or cellphones are al-
lowed in the voting booth.

She says signs are posted 
in every West Virginia pre-
cinct, and poll workers have 
been instructed to tell people 
not to have devices out while 
voting. No specific reason 
has been given for why it’s 
illegal.

No-Selfie Zone: 
Not O.K. in 

Voting Booth,  
West Virginia Says

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Penetrating Sealer
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Commercial Insurance Annual Premiums Captive Insurance Company Annual Premiums

Auto $70,000 Excess Auto $40,000

Property $45,000 Excess Property $40,000

General Liability $30,000 Excess GL $30,000

Product Liability $30,000 Business Interruption $60,000

Worker’s Comp $80,000 Administrative Action $35,000

TOTAL $255,000 Worker’s Comp Excess $70,000

  Loss of Key Employee $40,000

  Product Warranty $80,000

  Cyber Insurance $45,000

  Excess Commercial Crime $50,000

  Directors	&	Officers	 $45,000

  Special	Catastrophic	Risk	 $60,000

  Accounts	Receivable	 $45,000

  Litigation Defense $45,000

  Employee	Benefits	Liability	 $50,000

  Employment Practices $50,000

  Business	Risk	Indemnity	 $50,000

  Tax Indemnity $50,000

  TOTAL $840,000

  Tax Savings $395,000

Enterprise	Risk	Management	As	A	Profit	CenterTable 2

Continued from Page 5

Turn Risk Management Into a True 
Profit Center for Your Shop

Table 2 illustrates how ERM 
with a CIC turns risk manage-
ment into a true profit center that 
– in effect – pays the owners or 
increases the total wealth of the 
owners. The ERM Program re-
sults in $395,000 in tax savings.  
The tax savings generates an es-
timated $11,850 in investment 
income (assumes 5 percent return 
and 3 percent after tax return). 
The CIC pays $65,000 to oper-
ate, renew its actuarial pricing 

of policies, issue policies, renew 
its insurance license, conduct an 
annual audit and purchase rein-
surance for its policies. As we 
have already established, the 
countertop manufacturer spends 
$255,000 on commercial insur-
ance. As part of its ERM strategy, 
the company is now able to invest  
$20,000 in loss control and safety 
programs. 

As can be seen in Table 3, ERM 
with a CIC produces a dramatic 
result. This company’s risk man-
agement strategy was a drain on 

from a cost center into a powerful 
profit center.

What Is a Captive 
Insurance Company?

Simply put, businesses or their 
owners can choose to OWN 
THEIR OWN INSURANCE 
COMPANY. A captive insurance 
company is a licensed insurance 
company. Captives are formed 
to provide insurance protection 
to businesses and related enti-
ties.  They aren’t licensed to sell 
insurance to the general public.  
They are usually owned by the 
business, the business owners, a 
holding company or other related 
parties. Businesses pay premiums 
as an ordinary business expense 
to their captive insurance com-
pany(ies). The captive issues in-
surance policies to the company.  
Captive policies are priced by 
an actuary and often verified by 
the domicile regulator. When the 
business files an insured claim, 
the captive pays it. Like com-
mercial insurance companies, 
captives also accumulate loss re-
serves.  Reserves can be invested 
in accordance with the captive’s 
Investment Policy Statement 
(IPS). The IPS is approved by the 
domicile. Captives can replace 
commercial insurance coverage 
or leave commercial coverage 
intact and insure other risks the 
business faces for which it is cur-
rently not purchasing third party 
insurance.

    
What Is an 831(b) 

Tax Election?
Small captive insurance com-

panies may make an 831(b) 
tax election. “Small” captives 
are defined as having under-
writing profits of less than $1.2 
million annually. In 2017, this 
limit increases to $2.2 million. 
Underwriting profit is simply cal-
culated as premiums received less 

Business
Premiums Paid to CIC: 

$1,200,000

CIC

Type: Single-Parent
C Corporation

Board Managed

Insured Client:
BusinessDeducts

$1,200,000
as a business expense

Makes an 831(b) tax 
election and is taxed at 

a rate of 0%
on	underwriting	profit.

Tax Savings:
$600,000

Assumes 50% combined state and 
federal income tax rates

Table 4

claims paid. Captives making an 
831(b) election are taxed at a rate 
of 0% (zero percent) on their un-
derwriting profits. Table 4 shows 
a business that pays premiums of 
$1.2 million to its small captive 
insurance company. Its captive 
makes an 831(b) tax election, and 
is taxed at a rate of zero percent.  
In this illustration, the resulting 
annual tax savings is $600,000.

How Can ERM and 
 Small Captives Turn 

 Risk Management into 
 a True Profit Center?  

Captives are a powerful fi-
nancial vehicle that resolves a 
contradiction that most business 
owners and their advisors face.  
In business and in our human 
relationships, we usually expect 
to have to give up something to 
get something. For a business to 
enjoy more insurance protection 
and greater risk management 
flexibility, one would expect to 
have less money.  In this regard, 
a captive insurance company can 
be a real game changer, enabling 
a business or business owner 
to have more insurance protec-
tion, greater flexibility and more 
money.

Randy Sadler is an entrepre-
neurial leader with a proven 
track record in alternative risk 
management, real estate, sales 
and marketing.  He joined CIC 
Services, LLC as a Principal and 
Director of Marketing in 2012.  
He has been a real estate inves-
tor and property manager for 24 
years, and his partnerships man-
age over 400 residential proper-
ties. His real estate experience 
formed a natural bridge for him 
to serve as a Principal in a cap-
tive insurance company manage-
ment firm, as captives and real 
estate have many parallel benefits 
including tax savings and wealth 
accumulation.

For more information on ERM 
for small and mid-sized business-
es, visit www.captivatingthink 
ing.com or contact the author at 
randy@cicservicesllc.com .

Tax Savings $395,000

Investment Earnings on Tax Savings +$11,850

CIC	Costs	Including	Reinsurance -$65,000

Commercial Insurance -$255,000

Loss	Control	/	Prevention	/	Safety -$20,000

Risk Management Profit $66,850

Enterprise	Risk	Management	As	A	Profit	Center

•Illustrated•

Table 3

the business, costing it $255,000 
annually. With ERM in place, the 
risk management program cre-
ated $66,850 incremental wealth 
to the owners after offsetting: the 
cost to operate the CIC, the cost 
to reinsure the CIC, the total cost 
of commercial insurance, and the 
cost of implementing a loss con-
trol program. This is a $321,850 
positive swing (from spending 
$255,000 annually to saving 
$66,850 annually). Captivating 
Thinking enables successful own-
ers to convert risk management 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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The Slippery Rock Classifieds
Thanks for

READING!Ads not meeting guidelines will not 
be published. 

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

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

2016 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

July 2016 Tuesday, June 31, 2016

August 2016 Tuesday, July 5, 2016

September 2016 Monday, August 1, 2016

For Sale

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.

_____________

Business Opportunities

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

_____________ 

Stone Care

Braxton-Bragg’s Supreme Surface 
Stone Care Program. Braxton-Bragg 
firmly believes in offering not only 
the best products for stone fabricators 
and installers, but also in providing 
our customers with a way to retain 
and maintain great working relation-
ships with their customer base. This 
is why we have launched Supreme 
Surface Stone Care Program for stone 
fabricators that purchase their supplies 
directly from us. It is easy to sign up 
and we do all of the work for you! 
All you have to do is let us know that 
you’re interested in becoming a par-
ticipant in this program and we will 
print for you custom postcards and 
brochures to hand out to your clients 
and prospective customers interested 
in your countertop services.

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

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

What makes Supreme Surface 
Cleaners so special? ioSeal. The 
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 
stains, and was made in America. 

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

Readers Please Note:

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

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

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

 •(1) 10632D Demo Superabrasive Profile Wheel 3 cm E Bevel 
Metal Bond Pos 1, $25 • (1) #9863D Demo Hercules Graphite 
2CM B Wheel 2 cm B Pos 2 Demi Bullnose $25 • (2) #930599 
Demo  Makita Hypoid Saw 7 1/4 in 5477NB 15 Amps 15 lb 7 
in Diameter Blade $75 • (1) #937599 Demo Makita Industrial 

VS Grinder 5 in 9565CV Electric $75 • (1) #1813099 Demo Talon 
Profile Wheel E 3 cm Bevel Pos 2 $25 

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

Thassos White Marble

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

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

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

Thassos White Marble

 

Join Us Each Month!
Visit www.slipperyrockgazette.net for your subscription  

requests, address changes, and FREE CLASSIFIEDS 

The Slippery Rock has become the most widely read stone 
trades newspaper in the United States, mailed directly to busi-
nesses and individuals working in stone and associated trades.

• 11 KW PUMP UPGRADE 

• 2.35” PER SECOND DESCENT  

• 5.35” PER SECOND RETRACT

• 242 TON SPLITTING FORCE 

• 51” MAXIMUM OPENING             

• 39.37” BLADE LENGTH

• 22.2” SPLITTING HEIGHT 

• TESTED and PRESSURES SET PRIOR TO SHIPPING

• IN STOCK @ $154,300.00 w/MP1000, BTS & BTS

ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

MENHIR 220 
1000 X 600 

Visit www.stoneforensics.com

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

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

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

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

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

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Up to 300% Longer Life...
Designed to give you professional results using Hercules, Master, Magnum, and Sector, when fabricating stone 
countertops. These fabricator-tested router bits use a special manufacturing process that bonds an extra-thick 
layer of diamond abrasives to help you achieve great results, and up to 300% longer life.

Position 1 is a Metal Bond/Sintered Router Bit. This very aggressive and long lasting first step is used for quick 
stock removal and rough edge shaping. Supplied with 2 bearings. The first bearing is over-sized to allow the 
second tool to refine the profile edge. The second bearing is used when only using the first profile bit.

Position 2 is a Metal Bond/Sintered Router Bit. This second step removes lines, leaving a smooth, honed finish 
on the edge making it ready for polishing.

• Position 1 comes with 2 bearings
• Use pos. 1 bearing when following it with pos. 2 wheel
• Recommend running speed is 9,000 RPM
• 6mm layer of diamonds for long tool life
• Same geometry as Viper CNC profile wheels
• 8 & 10mm bolts included with all bits

DESIGNED 

FOR ALL

ROUTERS!

CALL 

800-575-4401

2cm Radius 
Router Bits

 Item # Description  MSRP OUR Price

 55000 Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 1  $275.95 $179.95

 55001 Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 2   $248.95 $161.95

Pos. 1 Pos. 2

3cm Radius 
Router Bits

 Item # Description  MSRP OUR Price

 55020 Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 1  $415.95 $270.95

 55021 Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 2   $386.95 $251.95

Pos. 1 Pos. 2

2cm Demi 
Bullnose  

Router Bits
 Item # Description  MSRP OUR Price

 55002 Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 1  $388.95 $252.95

 55003 Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 2   $379.95 $246.95

Pos. 1 Pos. 2

3cm Demi 
Bullnose  

Router Bits
 Item # Description  MSRP OUR Price

 55004 Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 1  $519.95 $337.95

 55005 Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 2   $508.95 $330.95

Pos. 1 Pos. 2

2cm Bevel  
Router Bits

 Item # Description  MSRP OUR Price

 55010 Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 1  $328.95 $213.95

 55011 Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 2   $312.95 $203.95

Pos. 1 Pos. 2

3cm Bevel  
Router Bits

 Item # Description  MSRP OUR Price

 55012 Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 1  $472.95 $307.95

 55013 Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 2   $443.95 $288.95

Pos. 1 Pos. 2

2cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55006 Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 1  $349.95 $227.95

 55007 Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 2   $334.95 $217.95

3cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55008 Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 1  $423.95 $275.95

 55009 Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 2   $340.95 $221.95

2cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55014  Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 1  $362.95 $235.95

 55015 Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 2   $357.95 $232.95

3cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55016  Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 1  $555.95 $361.95

 55017 Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 2   $526.95 $342.95

4cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55018  Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 1  $611.95 $397.95

 55019 Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 2   $583.95 $379.95

5cm Straight Z 
Profile Router Bit

 Item # Description  MSRP OUR Price

 10459  Viper Z-50 (5cm), Straight Z Router Profile Wheel,  $292.95 $190.95
  Pos. 1, 36 Grit, 2” OD x 2” H, 9,000 RPM Max

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10874/
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 Item # Description MSRP OUR Price Sale Price

 9001 Makita®	4˝	Wet	Polisher,	PW5001C	 $568.95 $319.95  $279.95 

  9376 Brush Set for Makita® PW5001C $19.95 $11.95 

Distributed By

Hurry—Sale Ends  
June 30, 2016

Makita Madness!!
Reg.

$319.95
$279.95

YOU

SAVE

$4000
By popular

Demand
Get ‘Em

While They’re

Hot!
FRESH 

MAKITAS!

Best Products, Lowest Prices, 
Better Service

Pete shows off one of 
his free-form sculptures, 
carved from a scrap of 
the black marble from 
his stockpile. As with 
the Mayer quarry onyx, 
even small (unflawed) 
pieces can be valuable.

Located along Highway 
89 in Yarnell, Arizona, 
Pete the Miner’s stone 
yard is an ocean of lo-
cally quarried onyx and 
black marble. “You 
can’t be running all 
around thinking you’re 
the best thing in the 
world because you’re 
selling rock. Because 
you know what? It’s 
not easy turning rock 
into hamburger, but 
that’s what stone 

artists do. You get to eat, 
making money, doing stone. 
Once again... you’re just 
selling rock. Think about it!”  
—Pete the Miner  

“I have all the official paper-
work from the original owner 
Miss Mayer herself, dating back 
to 1879. People love that, because 
they’re getting a piece of history. 
I’ll make them block size or make 
anything you can imagine. Like 
I tell them on the phone, it’s my 
imagination and your checkbook 
— how crazy do you want to get? 

“A lot of people buy my black 
marble so they can carve it them-
selves. It’s beautiful and rings like 

a bell. You should see the 
way it shines. We’ll polish 
it to 3,500 grit and it’s still 
saying, ‘Give me more!’ We 
only use the cream of the 
crop. If it’s flawed, I’ll sell 
it as a landscape boulder. 
So with these three stones, I 
pretty much have a lock on 
the Arizona rock that I use 

for all my projects.” 

More Homemade  
Equipment and Recent Work

About seven or eight years ago, 
Pete decided to build a core drill, 
but not just any core drill. “I can 
spend a month carving lizards and 
dragons by hand, but functional 
art always wins. So once again, I 
employed Bob Byler’s brain (the 
machine genius), and we built 
the whole machine, including the 

hydraulic rams, 
which are pow-
ered by a Kubota 
street sweeper 
engine. It is 16 
feet tall and will 
core 14-inch di-
ameter holes 48 
inches deep. It 
additionally  has 
six feet of hori-
zontal travel and  
four feet of side-
ways travel, so I 
can drill out stone 
ponds from one rock. It will also 
drill bathtubs, sinks, columns and 
pedestals. All the Italians that we 
know in the business looked at the 
drill and said, “Where did you get 
this?” 

In the middle of his hard work 
with stone, Pete found himself 
working hard on another front.

Pete said, “I’ve been fighting 
prostate cancer for the last four 
years. It had kind of kicked my 
rear for the first year, but I only 
slowed down for seven days! I 
have gained a wonderful lady in 
my life now, too. She was a nurse 
in the emergency room, but she 
retired and now works with me.” 

So what’s Pete’s secret for his 

recovery? “I don’t drink or smoke 
but do eat lots of olive oil, take 
lots of vitamins and work my 
butt off. So between those things 
and loving what I’m doing, I’m 
okay. If you keep your immune 
system strong, you can keep up 
with doing a lot of stuff, but if 
people are yanking and tugging 
on you mentally, that’s no good. 
I had a cancer doctor that said to 
me, ‘Keep working, Pete.’ Some 
cancer patients where I take my 
treatments are younger than me, 
and they can’t even move. I could 
carry most of them around the 
parking lot, even at my age of 67.    

“There’s a lot to (beating) that 
cancer stuff, but you can’t let 
it throw you — you gotta keep 

moving. Luckily for me, I enjoy 
my work, and the work shows 
it. I’m not the best carver in the 
world, but I’m there, the stone is 
real and the people just love it.” 

Pete was recently asked to 
carve a memorial honoring the 
Granite Mountain 19 (the 19 city 
of Prescott firefighters that died in 
2013), but said that the memorial 
will probably be cast in bronze.

Treasures Await the Curious

Continued from page 20

Please turn to page 35

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/
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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

Lab Helps Save 
Arizona Man in 

Snowstorm

Police say a man wearing only a 
T-shirt during a freak snowstorm 

would have frozen to death at the 
base of an Arizona mountain had it 
not been for an alert 2-year-old black 
Labrador mix.

Flagstaff officer Melissa Seay says 

He estimated that a stone project 
of this magnitude would take him 
about five years to complete.

Pete doesn’t work in bronze, but 
he has done hundreds of bases and 
pedestals for bronze artists. 

“People show up, walk through 
the yard and select their stone. We 
then make it real. We give out lots 
of brochures at the art shows, and 
Yarnell is over 4,000 feet in the 
air and it is cool up here. So in 
the summer, they’ll come up. I’ll 
take them out the back door and 
give them the VIP treatment. I’ll 
talk just as long with the guy that 
pulls up with the ’47 Studebaker 
as the guy that pulls up with the 
Maserati. That’s just what you’re 
supposed to do, and people like 
real people.”

For more information about 
Pete or Sunrise Mine Enterprises, 
Google or search YouTube for 
“Pete the Miner.”

Treasures Await 
the Curious

Continued from page 34

“My 5-foot saw is powered 
by an old UPS truck with a 
Chevy engine,” explained 
Pete. “To this day, every-
body gets a kick out of it.” 
The material at his feet is 
local Mayer onyx.

the dog named Marley heard the 
man’s cries for help, according to 
The Arizona Daily Sun.

The dog’s owner, John Paul 
Roccaforte, said he let Marley go 
outside around 1 a.m. when he started 
barking and wouldn’t stop.

“He just kind of starts really sniff-
ing around and then starts barking,” 
Roccaforte said. “He just wouldn’t let 
up. He was relentless.”

Roccaforte said he went outside 
and eventually heard someone moan-
ing and calling for help. He called 

911. Paramedics and law enforcement 
arrived around 1:20 a.m.

First responders found a man who 
appeared to be in his mid-20s lying in 
a secluded area nearby. The man was 
wearing only a T-shirt with no coat. 
It was about 32 degrees at the time.

“If that dog hadn’t heard him out 
there, he would have definitely frozen 
to death for sure,” Seay said. “He was 
soaking wet. He had cuts and abra-
sions all over his legs because he had 
fallen. He was just sitting there freez-
ing. He couldn’t even walk. Without 

a doubt, he would have died due to 
exposure.”

The man was taken to Flagstaff 
Medical Center. He survived his in-
juries. The hospital has not released 
an update on the man’s condition.

After the rescue Marley was re-
warded with cuddles and treats as 
well as an informal hero designa-
tion, which Roccaforte said the pup 
doesn’t think too much of.

“He was his regular old self,” 
Roccaforte said. “He was like, ‘Yeah, 
I’m just doing my job.’”

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9409/
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The Canadian Museum 
of Human Rights is the 
first and only Canadian 

national museum built outside 
the nation’s capital; it was estab-
lished to celebrate the evolution 
and future of human rights. Its 
purpose is to serve as a destina-
tion for all people to learn about 
and advocate for human rights, 
promote respect for others, 
and encourage reflection, dia-
logue, and action. Winnipeg, 
as the geographical “centre” 
of Canada, is a fitting location.

The design of this magnificent 
structure purposely incorporates 
many natural materials. The en-
tranceway, deep into the earth, is 
meant to symbolize the roots of 
entry into humanity itself. Visitors 
are led through a complex series 
of vast spaces and ramps, which 
showcase stone in a variety of 
ways. Locally quarried Tyndall 
stone was ultimately selected for 
the exterior and interior main 

wall cladding. Basalt clad walls, 
floors, and columns are a stark 
choice but naturally align within 
the context of the museum’s de-
sign. Snaking gallery ramps are 
clad in back-lit quarried alabaster 
from Zaragoza, Aragon, Spain, 
which create a dramatic effect. 

The complexity of the design 
coupled with the use of numerous 
natural materials required careful 
integration. Three-dimensional 
drawings were a necessity and 
Autodesk Revit® was selected 
as the Building Information 
Modeling (BIM) software for the 
project. Deliberation and team-
work characterized the venture 
and in the end extraordinary tech-
nical challenges forced rewarding 
collaboration. 

The stark beauty of this struc-
ture is undeniable inside and 
out. It stands as a fitting tribute 
toward the recognition that we 
are all equal and that we should 
be relentless in our struggles to 
ensure mankind expects and de-
mands nothing less.

2015 MIA Pinnacle Awards
Continued from page 17

Pinnacle Award of Merit: Commercial Interior

Pinnacle Award of Merit: Renovation / Restoration

PICCO Engineering 
Concord, Ontario Canada

W.R. Weiss Company, Inc. 
Chicago, Illinois

Canadian Museum of Human 
Rights    Winnipeg, Manitoba, Canada

MIA Member Company: 
PICCO Engineering

Concord, Ontario Canada
Stone Consultant, Detailer 

Engineer
Other Project Team Members: 

Gracom Masonry Limited 
Client and Stone Installer

Government of Canada
Owner

Antoine Predock Architect PC
Design Architect

Smith Carter Architects
Executive Architect

PCL Constructors, Inc.
Construction Manager

Alabastros Aragoneses
Stone Fabricator

Gillis Quarries Limited
Stone Supplier and Fabricator

Stones:
Tyndall Stone,  

Mongolian Basalt
Spanish Alabaster

MIA Member Company: 
W. R. Weis Company, Inc.

Chicago, Illinois
Stone Installer

Other Project Team Members: 
Hearn Company

Client/Owner
Solomon Cordwell Buenz 

(SCB)
Architect

Eclad USA, Inc.
(MIA Member Company)

Stone Supplier and Fabricator
A. Lacroix Granit

(MIA Member Company)
Stone Supplier and Fabricator

Hearn Construction 
 Company

General Contractor

Stones:
Bianco Carrara Marble

Aspen Gray Marble
Absolute Black Granite
Atlantic Black Granite

Last year, W.R. 
Weis  was 
contracted by 

Hearn Construction 
Company to provide 
a long overdue ren-
ovation to the inte-
rior lobbies of the 
iconic John Hancock 
Building in downtown 
Chicago, Illinois. 

The lobbies were originally 
done with travertine, which had 
been stained darker by a previous 
owner, giving the original lobby 
pallet a dated look. The combina-
tion of stone and water are a beau-
tiful part of any project, requiring 
a tremendous amount of coordina-
tion and precise fabrication. The 
water feature for this project ap-
pears standard at first glance but, 
as the saying goes, the devil is in 
the details. 

John Hancock Lobby Renovation
Chicago, Illinois

This project features a custom-
ized piece of art that hangs from 
the ceiling, above the fountain, 
and interacts with the water in 
the pooling area of the fountain. 
Together the artwork and re-
flection from the fountain create 
the stars in the sky. This project 
took several months to complete. 
Bianco Carrara marble from 
Italy was used for the main inte-
rior floor and main walls of the 
fountain.

Absolute Black granite was 
used to intensify the mirror effect 

of the water inside the fountain. 
The new revolver and vestibule 
stone is Atlantic Black granite.

Description of Artwork: 
LUCENT (2015), commissioned 
by The Hearn Company, derives 
its name from the Latin lucere, 
meaning “to shine.” Created 
by internationally-renowned 
sculpture Wolfgang Buttress, 
this artwork represents the 
3106 brightest stars visible with 
the naked eye in the Northern 
Hemisphere. Simple and elegant, 
LUCENT measures 14 feet in 

diameter and is illuminated by 
fiber optics to create an ambient, 
pulsing glow. Via the integration 
of artistry and engineering, this 
piece arrives at an almost es-
sential form; light and delicate, 
yet strong. A sense of infinity is 
implied by the double reflection 
between the water and the mir-
ror-polished steel.

Locally quarried Tyndall stone was selected for the exterior and 
interior main wall cladding. Basalt clad walls, floors, and columns 
are a stark choice but naturally align within the context of the 
museum’s design. The gallery ramps use back-lit alabaster.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Are you wasting thou$ands per month?

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

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

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

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

All in stock with IMMEDIATE Delivery!

ALL VIPER® CNC

FREE NEXT DAY 

DELIVERY!

Call Daryl Sims at 
 877-493-0394 

 if you’re tired of paying in-
flated prices for CNC tooling.

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

 A-30 R15  $356.95 $347.95 $347.95 $347.95 $149.95 $149.95 $149.95 $1,849.95

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

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

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

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

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

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

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

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

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

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

Complete 
SetSegmented Sintered Sintered Sintered Metal Pre-Polish Ceramic Ceramic

Radius

Demi 
Bullnose

Bevel

Radius

Ogee 
Bullnose

Ogee 
Straight

Double 
Eased

Double 
Eased

Double 
Eased

Full 
Bullnose

Straight

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper CNC Profile Wheels
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The Marble Restoration Company Takes 
On the Landmark Philly Curtis Center

Built by 20th century media 
mogul Cyrus H.K. Curtis, 
the Curtis Center, com-

pleted in 1910, was headquarters 
of the Curtis Publishing Company. 
Recognized for publishing such 
periodicals as American Home, 
People’s Ledger, Ladies Home 
Journal and Saturday Evening 
Post, Curtis Publishing was con-
sidered a leading media distributor 
of the day.

Much to its credit, the company 
saw decades of success. In the 
1940s, due to the advent and grow-
ing popularity of a new, competing 
media form (television), the com-
pany began losing advertising rev-
enue. Slowly selling its assets in an 
effort to stay viable, the company 
continued to spiral to its demise, 
like many printing ventures com-
peting with modern media.

Respected and cherished to 
this day, the Curtis Center, with 
its renowned atrium and “Dream 
Garden,” continues to stand as a 
proud testament to the majestic 
beauty of the Beaux Arts Style. 
Now home to gala events and up-
scale residences, this marvelous 
achievement in architecture is 
considered one of Philadelphia’s 
crown jewels.

Unfortunately, like many works 
of its time, the Curtis Center wears 

the scars from decades of use, albeit 
slight by comparison. Beginning 
with the atrium, The Marble 
Restoration Company, located in 
Lafayette Hill, Pennsylvania, has 
begun the task of restoring every 
millimeter of Curtis Center’s nat-
ural stone to its original beauty, 
explained Founder Rick Sirianni. 
“The floor is massive in terms of 
scope. Including the atrium, it’s a 
whole city block!”  

Massive, indeed. Measuring a 
total of 23,000 square feet of pat-
terned marble, the atrium floor 
features Arabescato Trambiserra, 
Arabescato Corchia, Thassos, 

Carrara, Statuary, Negro Marquina, 
Verde Patricia Scuro, Jerusalem 
Gold, Rosso Levanto and Marron 
Emperador.

Rick said that Marble Restoration 
regularly does work for Keystone 
Properties, working closely with 
their managers. “In the case of the 
Curtis Center, the property man-
ager said, ‘I’d like you to take a 
look at the floor.’ He wasn’t happy 
about the way it was being main-
tained. It was a janitorial company 
taking care of it, not a marble 
company, and all they were doing 
was waxing the floor. It had this 
really fake-looking shine to it, and 

the property manager was smart 
enough to know that it didn’t look 
right. 

“So after analyzing it and com-
ing up with a game plan, we said 
listen: ‘We’ve got to get this wax 
off the floor, there’s a lot of dam-
age done to the marble, and we are 
going to have to spend two or three 
months restoring it before we can 
put it on a maintenance program.’ 
We convinced them that the best 
thing to do was a natural resto-
ration and keep it that way, as op-
posed to continue covering it with 
wax. 

“So we made them a proposal 
and they accepted it! We bought 
new equipment, hired a few more 
employees (11 total, to date) and 
began by just picking an area of 
the floor and got going. We are in 
there every Monday, Tuesday and 
Wednesday night. A three-year 
maintenance contract then allows 
us to go on to a regular program of 
honing and polishing – mostly the 
high-traffic areas.” 

Identifying Key Issues
One of the things that Rick did 

was to purchase a walk-behind 
floor machine. “We are using it to 
do some of the refinishing. This 
type of machine required a differ-
ent kind of training as opposed to 
a swing floor machine. So while 
learning to use it, we needed to 
have some supervisors onsite just 
to make sure the guys understood 
that it’s a different technique. That 
was one of the issues.    

“The other issue is the mix of 
marble. The green gets treated dif-
ferently than the Carrara, which 
gets treated differently than the 
brown, and so on. The green needs 
to be taken up to a higher grit than 
the Carrara without leaving waves 
between the two. Therefore, in 
some cases, we need to polish the 
Carrara and then use crystallizer 
on the green to make the shine re-
ally pop. So sometimes a lot of it is 
trial and error.”

From left: Kas Sanders, Dallas Balanow and  Darnell Jason. “Our night 
guys are all commercial and our day guys have to be able to do mostly 
residential, which is a lot more detail work and different. But we do 
a lot more big-time commercial work, so they have to be able to do 
both. We work on our own training technique and we are always going 
to have trainees onboard, guys that want to learn the business.”

The Dream Garden by artist Louis Tiffany measures 15 feet high by 49 feet 
wide and required 100,000 pieces of favrile glass to complete. “The steps 
leading up to the mosaic area are beat up. We are doing tests to deter-
mine how to repair it without removing the stone,” explained Rick Sirianni.  
Below: Some typical damage, identified for test repair and restoration.

Please turn to page 42

Peter J. Marcucci

The one-of-a-kind waterfall at the Curtis Center presents a unique 
challenge, especially the curved surfaces. “The decision to restore 
the waterfall has not been made yet. It’s going to be a long-term 
project and we are very excited about that!” said Rick Sirianni.

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

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


slIppery rock GazeTTe June 2016  |  39  

Why is Akemi Platinum the clear leader? 
Akemi Platinum provides a permanent bond 
that cures faster and clearer than any other 
polyester adhesive.

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

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

The Clear Choice
With Akemi Platinum polyesters, there is 

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

 
Curing Time

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

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

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

Bond Strength
Bond strength is essential in laminating or 

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

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

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

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

Why is AKEMI Platinum the CLEAR leader?

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

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

 Item # Description MSRP OUR Price 
 4623 Akemi Marmorkitt 1000 Platinum Knife Grade  $40.95 $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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Five specialized bearings increase 
tool performance

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

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

 Item # Descripti  on MSRP OUR Price 
 3803 Hercules®	VS	Wet	Air	Polisher,	Side	Exhaust	 $285.95 $169.95

  Back-Up Pad Sold Separately  

Hercules® Variable Speed  
Wet Air Polisher

with Side Exhaust

#1 Seller! 
Most Popular

Save time 
AND money! 

Get maximum productivity 
with a high-quality tool that  

fits your budget!

YOU
SAVE

$11600

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

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

TCNA’s Bill Griese Honored at 
Coverings 2016 Trade Show

AT this year’s 
Coverings, 
Bill Griese, 

TCNA’s Director of 
Standards Development and 
Sustainability Initiatives, 
was honored as a member 
of the 2016 class of 
“Coverings Rock Stars,” 
a group of young profes-
sionals recognized for 
having distinguished them-
selves as industry leaders.

The 31-year-old Griese 
has an impressively long 
list of achievements, most 
notably as an industry ex-
pert in standards develop-
ment and sustainability. 
He has spearheaded many 
significant projects, built 
consensus around import-
ant standardization initia-
tives, and represented North 
American tile manufactur-
ers in high profile A&D, 
sustainability, and building 
code endeavors. Griese has 
ably led the TCNA Green 
Initiative Committee since 
its inception, and has been 
integral in establishing the 
tile industry’s reputation 
for transparency and lead-
ership within the green 
community. “Many indi-
viduals collaborate on stan-
dardizing and promoting 
sustainability in our indus-
try, but Bill’s unique com-
bination of technical acuity, 
leadership, and diplomatic 

acumen is a key compo-
nent of our success,” says 
TCNA Executive Director 
Eric Astrachan.

Griese’s many accom-
plishments include serving 
as an appointed member of 
the US EPA’s Governance 
Committee Flooring Panel 
for the development of 
Federal guidelines on sus-
tainability standards and 
certification labels, and 
leading the development of 
the first standard for glass 
tile, ANSI A137.2.

Griese’s leadership has 
been lauded by ASTM, 
which in 2013 presented 
him with its International 
President’s Leadership 
Award, and in 2009 he 
received the honor of 
an invitation from the 
International Code Council 
to serve as a working group 
member in the drafting of 
the International Green 
Construction Code (IgCC). 
Griese continues to be an 
active leader in the industry, 

participating in the develop-
ment of thin tile standards 
and in key revisions to the 
ISO standard for ceramic 
tile, as well as continuing 
his educational and out-
reach efforts as a frequent 
speaker and contributor to 
industry publications.

“It is in large measure due 
to Bill’s determination and 
vision in promoting sus-
tainability that our industry 
has achieved such major 
green milestones,” says 
Astrachan. “He has worked 
continually to build our rep-
utation in the green building 
community, and his efforts 
are far-reaching and signif-
icant, recently resulting in 
important product exemp-
tions from VOC testing in 
LEED, and informing new 
ways of using tile in green 
building projects. Bill’s 
leadership is integral to the 
direction of standards de-
velopment and future green 
building opportunities for 
our industry.”

Bob Griese (left) and TCNA Lab Director 
 Claudio Bizzaglia at Coverings 2016

So You Think You Know Baseball?

SO you think you 
know baseball 

trivia? We’re not talking 
about  plain, HR and RBI 
stats, but the stats and 
history that are just a lit-
tle too weird to be fake.

1. When Jimmy Pearsall 
hit his 100th home run 
in 1963, he ran the bases 
in the correct order — 
but facing backward, to 
celebrate. 
2. Babe Ruth’s top salary 

was $80,000 (in 1930 and 
1931). Adjusted for infla-
tion, that’s the equiva-
lent of a little more than 
$1.1 million today (a little 
less than middle reliever 
Antonio Bastardo made 
last year. See number 11).
3. During World War 
II, the U.S. military de-
signed a grenade to be 
the size and weight of a 
baseball, since “any young 
American man should be 
able to properly throw it.”

4. Pitcher Jim Abbott 
was born without a right 
hand and had a 10-season 
baseball career, including 
throwing a no-hitter for 
the New York Yankees 
vs. Cleveland in 1993.
5. Bobby Richardson 
won the World Series 
MVP in 1960 after hitting 
.367 with 12 RBIs — and 
he played for the losing 
team.

Please turn to page 41

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop at www.braxton-bragg.com for Hercules Air Polishers
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Top Five Tips 
for Entering the 
 2016 Pinnacle 

Awards

MIA+BSI has just 
announced some 
helpful tips to enter 

the yearly stone industry 
Pinnacle Awards. 

5. Start Early.
The initial Call for Entries 

began in May. Identify the cat-
egories that best fit your pro-
ject(s) and begin gathering the 
data as soon as possible.

4. Remember the Three-
Year Window on Projects.

The 2016 Pinnacle Awards 
are open to projects completed 
in the past three years – not just 
projects completed this year.

3. Keep Your Description 
Concise. 

Your project description is 
your chance to tell the project’s 
story. Be sure to highlight the 
use of stone. 

2. Pay Attention to Detail.
Follow all guidelines and 

proofread your entry. Editorial 
errors can detract from your 
project. Entries should arrive 
in a binder, as described in the 
entry guidelines. 

1. Don’t Forget the Photos! 
While the written project de-

scription is important, the pho-
tographs are what really help 
the judges grade each project. 
The higher the quality of the 
photo, the better your chances 
are of impressing the judges. 
Be sure to include a wide angle 
shot of the entire project and 
several close-ups of the natu-
ral stone detail. A professional 
photographer is not required, 
but it does help. 

For more information on the 
2016 Pinnacle Awards, visit 
www.naturalstoneinstitute.org/
awards. 

Competition Open 
to all MIA+BSI 

Member Companies

Fax 800-915-5501 

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

www.braxton-bragg.com

This CNC CalibraTioN Tool CaN be used 
wiTh The KremiN Tool holder.

Viper® CNC Calibration Wheel

Call 800-575-4401and order 
NOW to see how many miles 
you can get!

•Calibrates about 2 inches in width of the underside of countertop’s edge
•Grinds down the rough surfaces and leaves them smooth to the touch

This Wheel Calibrated 16 Miles of Granite, 
10 Times More than the Competition

Actual Calibration 
Wheel used by 
Stone Spectrum

 Item # Description MSRP OUR Price 

 22349 Viper® CNC Calibration Tool, 5000-6000 RPM $249.95 $199.95
  400-800 mm

 20190 Kremin CNC Calibration Wheel Adapter  $139.95

Call toll free at 
800-575-4401 and 
ask for Mike King.

So You Think You Know Baseball?

6. Bank robber John Dillinger 
was once a professional second 
baseman, although he never 
made it to the major leagues.
7. Eddie Gaedel was the short-
est man to ever play in a Major 
League baseball game. He was 3 
feet and 7 inches tall. St. Louis 

Browns owner Bill Veeck put 
him in the game as a stunt, say-
ing, “He was, by golly, the best 
darn midget who ever played 
big-league ball. He was also the 
only one.”
8. Geddy Lee from the band 
Rush had a huge collection of 
autographed baseballs from the 

Negro Leagues; he donated over 
200 balls to the Negro Leagues 
Baseball Museum in 2008. 
9. Ralph Kiner is the only player 
ever to lead the league in hom-
ers for seven years in a row — 
his first seven years as a major 
league player for the Cleveland 
Indians.
10. In his very first at bat as a 

28-year-old rookie pitcher, Hall-
of-Famer Hoyt Wilhelm hit a 
home run. His career lasted for 
21 more years and 493 plate ap-
pearances, but he never hit an-
other home run. 
11. Just to put The Babe’s salary 
into perspective: Derek Jeter 
made $269,841.27 per at bat last 
year. Go figure…

Continued from page 4 0

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Viper CNC Calibration tool
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As of yet, Rick and company 
haven’t replaced any tiles and will 
do so only if absolutely necessary. 
If replacement is needed, in lieu of 
searching out the original quarries, 
Rick has other ideas: “If needed, 
we’ll just try and scope around to 
find a suitable replacement color. 
I’m not sure if the original quarry 
locations are even available. That 
said, we’ve gotten pretty good at 
crack repairs. Braxton-Bragg has 
some very good products we’re 
using for this. K-Bond acrylics are 
really good. I’ve just ordered some 
this morning.” 

A Successful Business 
Model Barely 3 Years Old

How does Rick promote and 
grow his business, you ask? Just 

minimal advertising, postcards 
and a determination grow from 
within, he explained. “Our main 
strategy for growth has been to 
develop from the customer base 
we already have. Dealing with the 
property management companies 
that we work with, our strategy 
has always been the same in that 
if we could prove ourselves to 
these guys, and if we could give 
them great service and great qual-
ity at a fair price, there would be 
a tremendous opportunity to grow. 
I’m talking about Brandywine 
Properties, Liberty Property Trust 
and Keystone Properties. I mean, 
one property manager will talk 
about us to another and say that we 
are doing great. That’s because we 
always go a little bit above what 
we’re supposed to do. To me, it’s 

that little bit of extra that gives us 
the reputation that helps us grow.

“I just think the story line for us 
is that it fits our growth and de-
velopment narrative. Philadelphia 
has huge potential, and we really 
are trying to develop this company 
into a larger and more profes-
sional organization because there 
is so much potential work here. 
We used to think that we had to 
grow geographically to grow the 
company. We have totally, totally 
changed our perspective on that. 
There is more than enough growth 
potential here, not only in the com-
mercial end, but the residential end 
as well. It would be a great mistake 
to just concentrate on commercial 
work. To us, the smart goal is to 
keep our commercial business at 
50 percent and residential at 50 
percent. Getting the Curtis Center 
has really reinforced that we are on 
the right track and that we’ve got 
the right business model. If you 
provide great service and great 
quality for a fair price, you’re 
going to be able to grow the com-
pany, and it’s working!” 

A Glowing Future 
Etched In Stone

At the time of this interview, 
Rick had just closed a series of 
commercial buildings and was 
booked to full capacity for night 
work, while the day crew is booked 
two months ahead. 

“We’ve moved a little further 
north by doing some mailings in 
the Allentown and Doylestown 
areas. These are very wealthy 
districts, and we are doing more 
business in these locations. I think 
our next target area will be south 
New Jersey. We got a lot of play 
off the Cathedral Basilica of Saints 

Peter and Paul restoration job (see 
November SRG issue, page 28). 
Everyone knows the Pope, and that 
job gave us a whole lot of credi-
bility. Our close rate on accounts 
went up 40 percent after that. 
People just felt more comfortable 
when saying yes to our proposals. 

“I’ve been out for four weeks 
and you know what, you never 
would have known that I wasn’t 
here. (At the time of his interview, 
Rick was recovering from knee re-
placement surgery.) They picked 
up the slack, closed more business, 
and did a great job! Not only did 
we survive, but we did better,” he 
said, laughing. 

The Marble Restoration Company Takes 
On the Landmark Philly Curtis Center

Restoring the Curtis Center 
atrium floor presents techni-
cal problems not commonly 
experienced in restoration 
jobs. “The other issue is the 
mix of marble. The green gets 
treated differently than the 
Carrara, which gets treated 
differently than the brown, 
and so on. The green needs 
to be taken up to a higher 
grit than the Carrara without 
leaving waves between the 
two,“ said Rick Sirianni.

“Building an organization where 
people matter has been a lot of fun. 
I see companies all the time who 
don’t care about their people. To 
them it’s all about the bottom line, 
and I get that, but my sense is that 
if you take care of your people they 
will take care of your customers, 
and a good bottom line will always 
be there. I’ve got the A-team here. 
They do a great job, and that’s very 
comforting to me.” 

For more information about The 
Marble Restoration Company, visit 
www.marblerestorationco.com .

Continued from page 38

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

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


slIppery rock GazeTTe June 2016  |  43  

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

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

The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

  Castech, Inc.

“Great quality 
for the price.”

– Hershel Margaretten, 
  Imperial Marble

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

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

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

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

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

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

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

Chip Free
Smooth, chip free cutting was mentioned by several 

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

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

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

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

 Item # Description MSRP OUR Price 

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

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

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

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

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

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

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

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

Viper® Turbo Granite Dry Blade

Give TJ a call toll 
free 800-575-4401 
to place your order 
today!

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

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

Viper  Side
Protection 

Dry Core Bit

Drills a Clean Hole, Every Time...

• Diamond segments on side greatly reduce segment breaking

• Fast drilling  

•  Long life

• Use wet or dry

• 2,000 to 4,000 RPM recommended for wet use

• 10,000 RPM recommended when using dry 

• Our testing proved over 60 holes done dry and more than 
 100 holes done wet: average of 30 seconds per hole

 Item # Description MSRP OUR Price 

 7560 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1˝ $67.95 $44.95

 7561 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/8˝ $71.95 $47.95

 7562 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/4˝ $74.95 $49.95

 7563 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-3/8˝ $77.95 $54.95

 7564 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/2˝ $82.95 $59.95

 7565 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2˝ $97.95 $64.95

 7566 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2-1/2˝ $119.95 $79.95

 7567 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3˝ $134.95 $89.95

 7568 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3-1/2˝ $149.95 $99.95

#1 Seller! 

Most Popular

Core Bit

Why have two different 
core bits, when Viper Side 
Protection Core Bits 
perform great wet or dry!

Call Mike King toll-free 1-800-575-4401 to order 
 the long-lasting Viper® Side Protection Core Bit

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

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

Teacher to Run 
5K Race Six 
Months After 
Double Lung 
Transplant

Six months to the day after under-
going a life-saving double lung 

transplant, a Boston school teacher 
who was born with a disease that 
robs him of lung capacity decided 
to run a 5K charity road race.

Eamonn Kelly, a science teacher 
at St. Columbkille Partnership 
School in the city’s Brighton neigh-
borhood, ran the race to raise money 
for student scholarships and finan-
cial aid.

“After the operation I thought this 
would be a good milestone,” said 
Kelly, 32, who has cystic fibrosis. 
“But this is also a big event for the 
school, which has been so support-
ive of me and is such a wonderful 
community.”

Cystic fibrosis is a deadly disease 
that affects the digestive system and 
lungs, making it difficult to breathe. 
About 30,000 Americans have the 
condition, according to the Cystic 
Fibrosis Foundation.

Kelly was active as a child grow-
ing up in Shrewsbury, New Jersey, 
but it was never easy running, bik-
ing and participating in martial arts.

Getting ready for the race was 
physically grueling.

He soon started running for just 
15 seconds at a time, and gradually 
worked his way up to three miles, 
making him confident he could 
complete the run. He figured his 
lung capacity is at about 85 to 90 
percent.

“My best time for three miles is 
about 38 minutes, but I am not so 
concerned about time. My main 
goal was to run straight through 
without stopping to walk.”

His wife, Elana, ran alongside 
him.

In addition to proving to himself 
that he could complete the race and 
raise money for his school, he wants 
to honor the person who donated 
their lungs, and spur awareness 
about organ donation.

“If people see what I am doing, 
perhaps it will inspire them to be-
come organ donors and give other 
people the same second chance as 
me,” he said.

“Back then, my idol was Bugs Bunny, because I saw 
a cartoon of him playing ball — you know, the 

one where he plays every position himself with nobody 
else on the field but him? Now that I think of it, Bugs is 
still my idol. You have to love a ballplayer like that.”

– Nomar Garciaparra
Garciaparra is one of only a handful of players (13) in Major 
League history to hit two grand slams during a single game.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Side Protection Dry Core Bits
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The Robo SawJet doesn’t have 
that problem. “The saw will stop 
and the waterjet will finish it, so 
you can’t have what I refer to as 
over-cuts, which you have to do 
with a traditional bridge saw,” he 
said. “We’re saving material. It’s 
just more efficient.”

The fabrication shop is sister 
company to Columbia Stone, Inc. 
This is a specialty subcontractor, 
owned by Twiss, that designs, 
fabricates and installs natural 
stone and terracotta cladding sys-
tems. Its projects includes office 
buildings, museums, courthouses 
and hospitals.

Natural Stone Designs some-
times provides fabrication ser-
vices for Columbia Stone. “It 
does on more of a limited basis,” 
Twiss said. “Most of the jobs 
that Columbia Stone does are 
quite, quite large. We engineer 
the drawings. We fabricate them 
overseas.”

Twiss is President / CEO of 
both companies. He has served 
as a past president of the Marble 
Institute of America (2012). 
He holds a bachelor’s degree 
in construction management 
from Oregon State University. 
 Twiss is also a licensed  
civil engineer in California 
and Washington. Currently, 
Natural Stone Designs is helping 
Columbia Stone fulfill a high-pro-
file job. “We’ve got a big job that 
we’re doing at the Apple head-
quarters in Cupertino, California,” 
Twiss said. “We have to custom-
ize some very thick pieces.”

Natural Stone Designs is ac-
credited by the Marble Institute 
of America. The company imports 
stone from all over the world and 
maintains an extensive inventory.

Now that Natural Stone Designs 
has experience with the Robo 
SawJet, Twiss wants to revamp 
its whole workflow. “We’ve com-
pletely flipped our shop,” he said. 
“It allows us to put more work 
through. So now we can over-
load the shop with cutting. We 
can cut 10 to 12 slabs a day, and 
they can’t keep up. Now we’re in 
the process, we’re starting to an-
alyze the rest of our shop so we 
can mirror image the production 
so it’s smooth all the way through 
and limit the backlog on the back 
half of the work.”

Natural Stone Designs is using 
the purchase of the Robo SawJet 
as a marketing tool. It is a selling 
point for customers. “This system 
allows us to speed up our stone 
fabrication production lines as 
well as enabling us to make very 
unique and difficult cuts few other 
shops can make,” according to the 
company’s website. “In addition 
to making very difficult cuts, we 
also have the ability to properly 
align natural stone veins between 
cuts so that the seams between 
slabs have a continuous pattern 
that is very hard to detect.”

The reliability and speed of the 
Robo SawJet is just a foretaste of 
future technology. “It’s proof pos-
itive that this is where the industry 
is going,” Twiss said. “We’re just 
going to see more and more of it. 
I look at the possibilities of  what 
those machines can do, it’s almost 
limitless. They are all going to 
continue to improve and become 
better and better all the time.”

For more information visit the 
Natural Stone Designs website 
www.naturalstonedesignsinc.com.

Natural Stone Designs Boosts Productivity 
and Profits with a BACA Robo SawJet

Continued from page 2
Robo Sawjet Photos (2) provided courtesy BACA Systems

Project Photos (3) provided courtesy Natural Stone Designs

Three projects showcase the curve-cutting capability of the Robo Sawjet. Above: Rotating, hydraulic 
DJ table for a radio station in Portland used three full slabs of DuPont Zodiaq Coriander quartz. 
Below, left: Reception Desk for AAA Club headquarters in Beaverton, Oregon: Pental quartz in 
Oyster. Below, right: Reception desk at the Stafford Hills Club in Tualatin, Oregon. This gracefully 
curving seamless surface is fabricated from several slabs of Daltile One Woven Wool quartz.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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How to Help Potential Online Customers Find Your 
Business, and Convince Them to Pick Your Shop

I’ve heard it a thousand times: 
“We don’t really care about 
our website… It’s not how we 

get our customers… and even if 
we did get them from the web, we 
have more customers than we can 
handle.”  Or,  “All of our custom-
ers come from word-of-mouth 
referrals.” 

Really?
Would you like to make more 

money per square foot? Do you 
have customers that you wish 
you could fire? Tired of work-
ing for the middleman? Are 
you sick of getting beat up by 
flooring stores, who make more 
money per square foot selling 
your countertops than you make 
building them? Tired of being 
shopped out on your quotes?

You might want to think dif-
ferently about internet market-
ing and more specifically your 
website.  It’s not 1999. When I 
first started fabricating, having 
a nice little ad in the Yellow 
Pages mattered. I’m talking 
about real phone books, not dig-
ital analogs! They were thick, 
heavy tomes that actually had 
yellow pages. It was how poten-
tial customers found your busi-
ness. I’ve not looked at a phone 
book in years, have you?

The point is, customer ac-
quisition methods change and 
evolve over time. Companies 
that fail to adapt and adjust 
accordingly miss out oppor-
tunities to capture the “right” 
customers. When we talk about 
customer-facing marketing we 
should ask ourselves a very 
simple question: “What is my 
company about?”  The answer 
should include, who, what and 
where. You could come up with 
many different answers.

1. ABC Countertops provides 
the most affordable countertops 
in Chicago.
2. ABC Countertops provides 
countertops for the commercial 
and hospitality industry in the 
greater Seattle area.
3. ABC Countertops is Seattle’s 
Premier Fabricator of Exotic 
Stone for your home.
4. ABC Countertops offers the 

largest selection of stone slabs 
in Los Angeles.

It’s critical to understand what 
you are trying to sell when you 
are developing your marketing 
and branding message. Now that 
we’ve crafted a message, let’s 
take a look at the homepage of 
your website (if you have one), 
and determine if the look and 
feel of your website matches the 
message you are trying to proj-
ect. Is the message clear and un-
derstandable at a glance? 

If your home page details in-
credibly complex work, uses 
luxury imagery and fonts that 
are associated with luxury brand-
ing and you have a call to action 
header that reads, “Countertops 
starting at $29 a foot!” You might 
have a discordant marketing mes-
sage. High-end customers will 
be repelled by the low dollar 
call to action, and low-end, val-
ue-seeking customers will expect 
high-end work for peanuts. (And 
what’s worse than that?)

When developing a design lan-
guage for your website you should 
think of your message as a touch-
stone. Every page, every sentence 
and every image should shore up 
and support your marketing mes-
sage. Anything that does not sup-
port it should be omitted.  Brevity 
leads to clarity. When things are 
clear to your customer, it creates 
trust and confidence in you and 
your product offerings. Clarity is 
critical for the potential customer 
to take action, which hopefully is 
making contact with your busi-
ness – not your competitor. 

Web design and design lan-
guage is an ever-evolving pro-
cess. If you know what you are 
looking for, it is possible to deter-
mine when a website was built by 
analyzing the way the site is built.

Old websites will appear small, 
as resolution requirements have 
changed over time. Older sites 
will have jelly buttons and shad-
ows, etc. You will find a mashup 
of fonts. Images will be low reso-
lution. It’s one of those things…
you know it when you see it. 

If your website looks tired, 
it’s time to do something about 
it. More importantly, odds are 

that if your website looks old, 
it probably isn’t engineered to 
comply with current guidance 
from Google. Not following cur-
rent Google guidelines will cause 
your site to rank low in organic 
search, and potential custom-
ers will never learn about your 
business. 

Google looks at several key 
statistics when determining your 
placement in organic search re-
sults. One of them is called the 
“Bounce” rate. A bounce hap-
pens when someone types into a 
search bar; “Granite Countertops 
Chicago,” clicks on one of the 
search results offered up, lands 
on your homepage, looks around 
for a second, and LEAVES. The 
bounce indicates to Google that 
your site was not what that cus-
tomer was looking for. This dam-
ages your search engine rankings. 
If you want to lower your bounce 
rate, you need to project a clear 
message so that the visitor is en-
gaged and begins the process of 
exploring your website. I could 
write a dissertation on this topic 
alone! 

I don’t want to teach you how to 
build a website; my goal is to make 
you aware of what’s involved so 
that when you start looking for a 
professional to work on your site, 
or if you decide to tackle your web 
marketing on your own, you will 
better understand what goes on 
behind the scenes. 

Now, if you are sitting there 
wondering, “How do I know what 
my bounce rate is?” you should 
have Google Analytics embedded 
on your website. This will allow 
you to track key statistics that 
provide the intelligence needed 
to understand how your web-
site is performing in searches. A 
properly optimized site is the by 
product of understanding how 
customers in your market react 
and interact with your website. 

Web marketing tactics will vary 
by region. What works in Los 
Angles, California, may not be as 
effective in Lawton, Oklahoma. 

The only way you can understand 
what is working is to understand 
the analytics associated with your 
site.

Google wants to know how 
much time a search customer 
spends on your site. Duration is 
directly associated with engage-
ment.  Once you’ve captured the 
customer’s attention with a prop-
erly crafted tag line and a visu-
ally engaging image to prevent 
a bounce, the goal is to keep the 
customer engaged with your web-
site for as long as possible. This 
is done with compelling, interest-
ing content. Videos, images, and 
frequently asked questions are a 
good place to start. The longer 
you keep the customer engaged, 
the better your site will perform 
in search. The better your site 
performs in search, the more cus-
tomers will find your site. Getting 
the picture?

One of the hardest things to 
wrap the brain around in mar-
keting is to understand the cost 
associated with the customer 
that might have purchased some-
thing from you, if you only had 
a great website/web marketing 
plan. They did not contact you, 
so you have no way of quanti-
fying the loss. If your website is 
not producing results, then you 
are obviously acquiring custom-
ers through other means. That’s 
awesome – now think about what 
you could accomplish with an ev-
er-growing pool of customers to 
choose from, as a result of effec-
tive web marketing. Having more 
customers gives you choices. Do 
I raise prices? Do I increase out-
put? Do I fire that annoying floor-
ing store?

Think for a second about how 
you use the web. If you need new 
tires and a friend says, “I got my 

tires at ‘Fred’s Body Shop,’ what 
most folks will do when they get 
home is do a search in Google 
to figure out what “Fred’s Body 
Shop” is all about. If the site 
looks like crap and does not men-
tion tires, it creates a very nega-
tive first impression. Don’t see 
tires? You might “Bounce” and 
go look at a competitor’s site. 
Worse yet, if Fred does not have 
a website, you might assume that 
he has gone out of business. 

Whether we like it or not, the 
web is here to stay. Fail to adjust 
your marketing to adapt to this 
dynamic medium at your own 
expense and peril. Marketing 
work is easy. Making counter-
tops is hard. Do more of the first 
and you will make more money 
on the latter.

I’ve assisted stone shops with 
marketing and built dozens of 
websites. I look forward to shar-
ing my insights and experiences 
with you. In the future, we will 
explore how website design can 
be engineered to generate certain 
feelings. Your website is a visual 
medium that should be engi-
neered to generate an emotional 
response from a potential cus-
tomer. We will explore how feel-
ings lead to buying decisions, and 
other subtle ways to supercharge 
your marketing efforts. 

If you have specific questions 
feel free to email me at stone 
works@mac.com or visit my 
website www.marklauzon.com. 
I look forward to hearing from 
you. 

When Mark is not selling Sasso 
Five Axis Saws, CNCs and inline 
machines, he stays busy doing 
marketing and production con-
sulting for stone shops.

Mark Lauzon 
Special Contributor

Resolving Website Woes, Part One

The Fordham Marble Home Screen: “Experience Creating 
Excellence.” They appeal to their high-end market in New York City 
and Connecticut with a properly crafted tag line, a stunning kitchen 
photo, and emphasize their long history (110 years) and commitment 
to customer service.
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www.braxton-bragg.com Fax 800-915-5501 

NEW!NEW!

Call Andrew Geronimo 
toll free at 800-575-4401 

to place your order.

Elipse 6-Step Wet Polishing Pads combine TrifectaMate™ 
Pad Technology with the genius of one of the stone industry’s 
finest minds, Barry Brandt, and the efficiency of elliptical 
patterned orbital polishing backer pad. This really does put a 
new spin on how you polish stone.

This breakthrough combination allows you to harness the 
power of elliptical motion without losing the center water 
feed vital for stone polishing. The result is a nearly perfect 
polish with less physical pressure and less manipulation of 
the hand-held polisher.

In other words, you get a better polish with less effort 
from your polishing craftsman (50-80% less human energy 
needed). The combination of cutting edge engineering, manu-
facturing and labor reduction is the reason we can confidently 
say you’ll save up to $2 per foot on your production costs.

A true state-of-the-art engineered and 
manufactured, labor-reducing pad is 
finally available for Granite, Marble and 
Quartz polishing.

 Item # Description MSRP OUR Price 

   4-1/4˝	Elipse®	Wet	Polishing	Pads	Hook	&	Loop-Backed

 22509 Elipse® 6-Step	Granite	Wet	Pad,	Step	1,	Red		 $41.95 $24.95 

 22510 Elipse® 6-Step	Granite	Wet	Pad,	Step	2,	Yellow		 $41.95 $24.95 

 22511 Elipse® 6-Step Granite Wet Pad, Step 3, Blue  $41.95 $24.95 

 22512 Elipse® 6-Step Granite Wet Pad, Step 4, Green  $41.95 $24.95 

 22513 Elipse® 6-Step Granite Wet Pad, Step 5, Orange  $41.95 $24.95 

 22514 Elipse® 6-Step Granite Wet Pad, Step 6, Pink  $41.95 $24.95 

 22507 Elipse® Aluminum Oscillating Back-Up Pad $49.95 $29.95

The Most Advanced Wet Polishing System Since... EVER!

As Seen at 
StonExpo 2016

MUST-SEE

VIDEO

WWW.BRAXTON-

BRAGG.COM

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

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9905/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net

