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Stone Interiors 
Duane Naquin Shares His Blueprint for Success

Rock of Ages Quarry and Swenson Granite Works, LLC 

Smart people know the truth-
fulness of the statement 
“knowledge is power,” but 

the savviest of smart entrepre-
neurs will add, “Only if you know 
how to use it.” In this story, Duane 
Naquin, owner of Stone Interiors, 
Gaston, South Carolina shares his 
blueprint for success in the coun-
tertop business.

“I’m a second generation fabri-
cator, and while I am the owner 
of Stone Interiors, it’s the second 
company my father and I have 
owned together,“ said Duane. 

Duane’s father is G.K. Naquin, 
one of the co-founders of Intrepid 
Enterprises, started in New 
Orleans, Louisiana,  in 1972. 
“Intrepid was the largest high-rise 
granite company in the country 
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Peter J. Marcucci

Polycor Acquires Granite Industry Legends

The stone industry and 
Polycor Incorporated have 
just taken a giant leap 

forward with the acquisition of the 
famed Rock of Ages Quarry and 
Swenson Granite Works, LLC. As 
a result, these two businesses, pur-
chased from the Swenson family, 
will remain steady as a rock for 
decades to come, explains Polycor 
CEO, Patrick Perus. 

“One of the main reasons we 
are doing this is because we want 
to be able to have the deepest, 
broadest offering of natural stone 
to our North American clients. 
When we talk to an architect or 
to a building owner, we want 
to have as many color choices 
available as possible, not just one 
or two. The second part is that 

the Swenson operation is truly a 
beautiful business. It’s very local 
to New England and we believe in 
their business model and growth 
potential nationwide.” 

According to Perus, because the 
U.S. market growth has been gen-
tle for so many years, there is a 
lot of catching up to do. “In the 
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construction market (the Swenson 
side of the equation), cities 
throughout the U.S. are investing 
more in their downtown areas to 
improve the aesthetics and bring 
back earnings for these cities. 
These are favorable trends for all 
natural stone producers. 

during the 1980s,” continued 
Duane. “When he sold out of 
the company in 1997, he imme-
diately started Stone Interiors in 
Loxley, Alabama. After I gradu-
ated from college in 2001, I did 
some research to decide where 
we would open our second loca-
tion, and picked Columbia, South 
Carolina.” 

By 2007, Stone Interiors would 
gross around 6 million yearly, but 
unfortunately, beginning in 2008 
and during the many years or re-
cession that followed, revenue 
diminished to about $2 million 
per year. 

Operations at the Bethel White, Rock of Ages quarry. Rock of Ages and 
its processing center are regular stops on the MIA Vermont quarry tour.

Custom marble kitchen and dining area in an open-plan loft. Note the mitered corners on the tops.

I was enjoying my morning 
cup of joe, sitting next to the 
retired admiral at my favor-

ite greasy spoon. The admiral 
was there every morning, telling 
the same ole stories. I just let his 
monologue drone on and tuned 
him out. However, this morning 
he said something that I would 
find out later was so true. I was 
finishing the last few sips when 
he got up, tapped me on the 
shoulder and said the follow-
ing, “Son, just remember you’re 
never too old to make mistakes 
and learn from them.”  

I thought that was kind of odd 
and, after all, the old guy was just 
rambling. I smiled and took my 
last sip of joe.

I heard my phone ringing just as 
I was walking back to the office. 

Frederick M. Hueston, PhD

The caller was 
a building man-
ager with a bit 
of a panic in 
his voice. He 
began by explain-
ing that his office building had 
a lobby full of granite cladding. 
The walls and ceiling were clad 
with granite panels, and the floor 
with granite tiles. He said they 
had some renovation work done 
a few months ago, and the grout 
or joints between the panels were 
bleeding into the granite. He told 
me it was awful, was getting 
worse, and was wondering if I 
could come out and take a look 
to see if there was something that 
could be done to repair it. I told 
him I was only an hour away.

The Stone Detective
Learns a Valuable Lesson

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

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


2 |  November 2016 Slippery rock Gazette

Stone Interiors
Continued from page 1

“Initially we were founded as a 
purely wholesale company,” ex-
plained Duane. “We never dealt 
with any builders or retail directly, 
but during the recession the way 
we had to do business changed.  
Today, about 40 percent of our 
business is servicing big box 
stores, 40 percent to builders di-
rect, and 20 percent retail direct. 
We service all of South Carolina, 
Metro Charlotte, North Carolina 
and the Augusta, Georgia, market 
offering a wide array of granites, 
marbles, engineered stones, wood 
and stainless steel. Fortunately, 
this year, we’ll probably do some-
where around that $6 million 
again. So we’ve really come full 
circle and are looking to expand 
beyond that.”

The Inner Workings:  
Yard & Showroom

The facility is situated on nine 
acres. A good bit of the property is 
wooded, which makes it a peaceful 
place for customers to visit. Duane 
explained, “We are in an industrial 
area outside of town, and our cus-
tomers don’t see any of the neigh-
boring places around us. We have 
a dedicated area for customers 
to safely view our over 1,000 in-
stock slabs. Moreover, we have 
a large party tent to display our 
Luxury Collection of about 25 
exotic materials we import, to be 
easily viewed. We don’t have to 
flip through them or just show the 
edge of a slab. They can see full 
front views of all those materials. 
We stock these luxury materials 

while three additional staff look 
after the company’s processing 
and billing of big box accounts. 
All are fully equipped to sit down 
with a customer and his or her 
designer to assist in fleshing out 
a custom design, according to 
Duane. “These are the kinds of 
things that we really specialize 
in. Our employees, by far, are the 
best in the industry. We’ve been 
at this location for 15 years, and 
we’ve got four people that have 
been with us from the first days, 
and many more have been with us 
for over 10 years.”

State-of-the-Art Shop
The building has a total footprint 

of 20,000 square feet, with 16,000 
dedicated to the shop, 2,500 for 
office space and 1,500 square feet 

for the showroom. From the be-
ginning, Stone Interiors has been 
a Marmo Meccanica shop, said 
Duane. “We brought in some of 
the first Marmo machines back in 
the early 1990s, and we’ve been 
hooked on them ever since. When 
we first set up we had a Marmo 
bridge saw and their 711 and 522 
Edge Polishers. Over time, we 
got another bridge saw, a Denver 
from Vic Industrial. We also 
have an Intermac Master 43 CNC 
machine.”    

If it’s ogee, triple pencil or spe-
cialty edges, it is done on the CNC, 

but 90 percent of their work is still 
straight runs and more suited to 
line polishers, he explained. “We 
prioritize what goes through the 
CNC, because we want it running 
at full capacity. It handles all the 
specialty edges, curves and sink 
cutouts. But all of our flat edge 
work still runs through our edge 
polishers — they still run circles 
around a CNC for straight edges. 
Last year, when we bought the 
robot (saw), we moved the origi-
nal Marmo saw and put the robot 
in its place.”

and sell them by the square foot.” 
Customers can also take advan-

tage of various programs that help 
move remnants. “We’ve got some 
good package deals when custom-
ers are buying a kitchen, so they’re 
offered a great deal to have us do 
their vanities, too. That helps move 
those remnants through.” 

Stone Interiors regularly pur-
chases materials from six different 
international suppliers and from 12 
domestic wholesalers, explained 
Duane. “Typically, my wife 
Heather and I try to go to Brazil 
every other year to look for some-
thing new and different. She works 
here and does a lot of the buying. 
This is where the whole idea of the 
luxury collection came from, when 
we were visiting Antolini Luigi’s 
Brazilian warehouse. We walked 
into this beautiful building, look-
ing at all this stone and thinking, 
“Hmm, this is what we need to 
do.” So we’ve made ourselves sort 
of a mini Antolini’s here. We also 
work with an agent that inspects 
our containers before they leave 
Brazil. That way we’ve got eyes 
on each container load.”

State-of-the-Art People
Stone Interiors currently employs 

46 talented people. The shop, said 
Duane, normally is staffed by eight 
to ten workers, depending if they 
have to add an extra person or two 
to their five installation crews, or 
two measuring crews.    

The showroom is staffed with 
five internal sales people and four 
outside sales people that service 
the builder and retail accounts, 

Please turn to Page 39

Stone Interiors customers can see full slab samples of about 
25 types of exotic stone. “We don’t have to flip through them 
or just show the edge of a slab. They can see full front views of 
all those materials. We stock these luxury materials and sell 
them by the square foot.” 

Stone Interiors shop equipment line-up includes a Baca Robotic SawJet, Marmo and Denver bridge 
saws,  a 711 and a 522 Marmo Edge Polisher, and an Intermac Master 43 CNC machine, which they 
use to fabricate their specialty edges, curves and sink cutouts. 

Stone Interiors has been a Marmo Meccanica shop “from the 
very beginning,” said Duane Naquin. Much of their work is 
straight runs, handled by their Marmo 522 edge polisher.
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The New Super Premium Talon 
Turbo Blades Are Here!

NEW &

IMPROVED
Polishing is the most time intensive 
part of your fabrication process, right?

So wouldn’t it be incredible if you 
could start that process with a 
smoother cut, before you ever break 
out the polishing pads?

Well, the new Talon Super Premium 
Turbo Blade cuts faster, with a much 
smoother edge compared to other 
Turbo blades.

There are two reasons why we’re willing to 
go on record and say this is the best turbo 

blade on the market today:

    1. No other Turbo blade has a 10mm segment like 
this Super Premium Turbo Blade, and that means 
more diamonds cutting for a faster, smoother cut. 

    2. We’ve tested the rest and found them all wishing 
they were the Talon Super Premium Turbo Blade. 

Let’s sum it up:
•Unique 10mm Segment
•These new blades cut faster
•Much less chipping
•Dry or wet use
•Blades last much longer than other turbo blades  
   out there

Add a couple (or more) to your cart now. You’re going to 
love the way they cut. We guarantee it.

 Item # Description OUR Price
 10030 Talon Turbo Diamond Dry Granite Blade, 5”, 5/8” with Quad Holes, 12,000 RPM Max. $34.95

 10010 Talon Turbo Diamond Dry Granite Blade, 6”, 5/8” with Quad Holes, 10,185 RPM Max.  $39.95

Order Yours

NOW!
Smoother 

Cut!

New & Improved? YES!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Super Premium Talon Turbo blade
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WE recently 
installed 
new coun-

tertops with a full height 
backsplash in an older 1970s 
home for Patty. She is one 
of those customers we all 
wish there were more of. 
She was quick and decisive 
when making her decisions 
and signing a contract, didn’t 
haggle over pricing, and was 
very excited about getting rid 
of the ugly tile she had been 
living with for the past 10 
years.

To ensure the tightest fit 
possible for a full height 
backsplash, I prefer to in-
stall the countertops, make 
the full height template, and 
then come back to install 
the backsplash. I know it’s 
more work this way, but I 
like the cleaner, tighter fit it 
provides around cabinetry. 
We usually schedule one 
trip to install the tops and 
template the backsplash and 
one trip back to install the 

Jodi Wallace
Monarch Solid 

Surface Designs

Above and Beyond: What Are You Willing to Do?

splash. Unfortunately, we 
had a problem with a piece 
of equipment, so her splash 
was actually installed over 
two days.

Patty works during the 
day, so she would leave the 
key under the mat and then 
text me in the evening when 
she returned home and saw 
the progress. She left a very 
excited message the night the 
countertops were installed, 
saying how much she loved 
them and how it had changed 
the whole look of the room. 
The second evening’s mes-
sage she gushed about how 
amazing the full height 
splash on the stove side 
(which was its own separate 
area) looked. But the voice-
mail she left on the evening 
after the sink splash went in 
only said, “Please call me.” 
That is never a good sign.

When I called her the next 
day she was concerned be-
cause the backsplash on the 
sink side did not match the 
splash on the stove side. I 
didn’t quite understand the 
issue she was trying to ex-
plain, so she texted over a 
couple of pictures of each 
area. The problem with look-
ing at pictures is that some-
thing very small usually ends 
up looking like a huge and 
catastrophic problem.

I admit I cringed when I 
saw the pictures. I could see 
the white silicone line (which 
matched the white material), 
where the area between the 
bottom of the cabinets and 
the top of the backsplash 
looked “fat” and hadn’t been 
cleaned up to what I con-
sider acceptable quality. I go 
through this with my guys 
all the time – outside of the 
fact they have thicker fin-
gers – which means silicone 
ends up in places it shouldn’t 
– they don’t understand that 
a broken laminate sample 

chip is not always the best 
way to clean up silicone. As 
Patty pointed out, the stove 
side looked so amazing that 
it made the sink side look 
sloppy, and since her sink 
faces the wall, she would see 
the fat silicone line anytime 
she went to use the sink.

According to my installer, 
everything had come out 
looking great, and he wasn’t 
sure why Patty wasn’t happy. 
I sent him by to do a little 
“clean up.” When I received 
a message from Patty the 
next day asking if anyone 
was going to come by, I re-
alized I needed to go to the 
jobsite and see what was 
going on for myself.  

 When I arrived the next 
morning, I could see exactly 
what she was talking about. 
I wasn’t happy with my 
installer.

I called and told him to 
meet me on site. While I was 
waiting for him to arrive I 
poked around the silicone 
and realized I was able to 
clean off most of the excess 
fairly easily, since it had 
“set.” 

What I couldn’t figure out 
was why there was such a 
thick silicone line next to the 

cabinet. It looked pretty rag-
ged and I was fuming, wait-
ing for Bryan to arrive. 

He had hardly walked in 
when I dragged him into 
the kitchen and gave him 
a “what for!” After trying 
several times to make me 
understand why he couldn’t 
get the full height splash 
piece to sit properly in the 
wall he grabbed a knife and 
started pulling out the sili-
cone. When he had removed 
a couple of inches of silicon, 
he stepped back.

To my surprise, the trim 
piece, part of the side of the 
cabinet, was not attached 
flat to the cabinet wall like it 
should have been. It stuck out 
instead. Because it extended 
into the backsplash area, the 
full height splash piece was 
not able to lay flush against 
the back wall. This was only 
on the right side cabinet – 
the left side was fine, so of 
course they looked different!

Unfortunately, the trim ran 
from the top of the cabinet 
all the way down to the bot-
tom. To compensate, Bryan 
had trimmed the splash to fit 
flat where he could and then 
was left with a big gap that he 
filled in with silicone. If the 

gap had only been a couple 
of inches, I would have had 
him try and trim it. But be-
cause it ran the entire height 
of the cabinet, it wasn’t going 
to be a quick or easy fix, and 
we just didn’t have that kind 
of time.

What he did and why he did 
it made sense, now. His mis-
take was that he never called 
me to let me know there was 
a problem, so I was not able 
to discuss options with the 
customer. 

Knowing why he was meet-
ing me at Patty’s, Bryan spent 
time cutting and polishing 
three trim pieces, each one 
inch wide and mitered at the 
top of each piece. Assembled 
and fixed in place with sili-
con, it would look like an 
upside down “U,” and would 
cover the gap problem. 

Bryan had spent an hour 
preparing these pieces, but 
when he held them up to 
show me, I just said “yuck.” 
Unless we were going to add 
the trim pieces everywhere, 
it just didn’t look right.  The 
pieces looked clunky and out 
of place next to the new tops 
and splash, which were so 
beautiful.

We left the trim pieces on 
the counter and I called Patty, 
sending my own picture of 
the problem and asking her to 
call me when she got home. 

She called several hours 
later I explained what 
the problem was and 
the purpose of the trim 
pieces that Bryan had cut.  
She said she didn’t like them 
and asked what I thought. I 
agreed they just didn’t quite 
fit. I suggested she take a cou-
ple days, give it some thought 
and let me know what she 
would like to do. Maybe she 
could find someone to help 
her trim the cabinet piece. 

“We know what works: Freedom works. We 
know what’s right: Freedom is right. We know 
how to secure a more just and prosperous life 
for man on Earth: through free markets, free 
speech, free elections, and the exercise of free 
will unhampered by the state.”
— George H. W. Bush
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Overview of Installation Safety Identifying Safety Concerns Early in the Process

Requirements for Personal Protective Equipment Installation Case Studies

Best Practices for Material Loading and Unloading Manpower and Equipment

Large-Scale Commercial Installations Tile Setting Best Practices

N
atural Stone Installation: Best Practices for Safety and Success

Natural Stone Installation:
Best Practices for Safety and Success

A centerpiece of the ongoing MIA+BSI stone safety initiative, this is the first-ever collection of video 
modules focusing solely on installation safety. From residential projects to small, mid-range, and 
major construction environments, the modules explain the elements required to keep stone and tile 
crews safe on the ground and while using portable lifting devices or scaffolds. The modules focus on 
the fact there is a striking difference between shop safety, where the environment  is a familiar, to being 
on location, where each location is different and requires a clear plan of action. Each of the modules is 
self-contained, but arranged so that each can be viewed separately or as part of an overall installation 
safety program. From what to wear on the job to maintaining the right attitude on the job site, this 
program is a must for every stone company’s safety library. It was created by a team of the stone 
industry’s leading experts and filmed at sites across the country.

MIA+BSI would like to thank the following companies for use of their facilities:
Cleveland Marble Mosaic Company • Corcoran Tile & Marble, Inc.

Distinctive Marble & Granite • Miller Druck Specialty Contracting Co. • Rocksolid Stone Works
Rugo Stone LLC, Natural Stone & Mosaic Contractors • Twin City Tile & Marble Co.

Special thanks to the following companies for financial and in-kind support:
Carrara Marble Co. of America, Inc. • EuroStone Machine USA, Inc.

Omni Cubed, Inc. • Roura Material Handling • Stone Interiors

All safety programs are made possible by the MIA+BSI Safety Committee:

This video and other education programs can also be found on the Natural Stone University. 
Visit www.naturalstoneinstitute.org or call 440-250-9222 for information.

© MIA+BSI 2016
This product cannot be used as programming for paid programming or reproduced without permission of MIA+BSI.

2016_safety_video_sleeve.indd   1 7/8/16   10:32 AM

Overview of Installation Safety Identifying Safety Concerns Early in the Process

Requirements for Personal Protective Equipment

Best Practices for Material Loading and Unloading

Large-Scale Commercial Installations

This video is the Institute’s fi rst collection of video modules focusing
solely on installation safety, highlighting the fact that there is a 
striking difference between shop safety, where the environment is 
familiar, and being on location, where each setting is different and 
requires a clear plan of action.

Modules address 
the following topics:
 • Overview of installation safety
 • Large-scale commercial installations
 • Best practices for material loading 
  and unloading
 • Identifying safety concerns 
  early in the process
 • Requirements for personal 
  protective equipment
 • Installation case studies
 • Manpower and equipment
 • Tile-setting best practices 

Preview and order the
8-module DVD online at:
www.naturalstoneinstitute.org/2016safetyvideo

Safety Training for Installers
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The Publisher’s Pen

Most products are 
created to meet a 
perceived need, 

but some are fueled by a 
passion. A few weeks ago 
I met Aaron Crowley at his 
shop in Oregon.  He showed 
me his new invention, the No 
Lift System.  

What impressed me was 
Aaron’s passion to protect 
the people that work in the 
stone industry. He had stud-
ied the subject and had facts 
and figures (see his article, 
page 29). He really believes 
in his product.

Aaron has chosen to sell 
his product direct rather than 
through distribution, so you 
can’t get it at Braxton-Bragg.  
But check out his website and 
watch the videos.  If you are 
interested, give him a call.  It 
looks like a valuable addition 
for your install crew.

I also recently had the op-
portunity to test the Makita 12 
gallon shop vac.  I was skepti-
cal of the product claims and 
even more skeptical of the 
price. Our Makita rep told me 
about the technology, which 
is often found in the vacs 
used for concrete grinding.  
To make a long story short, I 
tested it while grinding con-
crete and it works–no dust! 
If you need a well built, well 
thought-out shop vac, check 
out the VC4710. We offer 
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it for $699.95, which may 
seem like a ridiculous price, 
but after using it, I think it is 
worth the money.  

Next week I will be testing 
another safety device, and if 
it passes all the tests, we will 
show it at StonExpo. The 
product is designed to ad-
dress the number one cause 
of injuries in the stone indus-
try.  There is still a lot of test-
ing and validation necessary, 
but so far it looks promising.  

Perhaps 2017 can be a year 
of greater safety. Have a 
good read.

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

– Rich Hassert

Please turn to Page 14

New Safety Equipment and Technology on the Horizon: 
It Can Make a Difference in Your Shop in 2017

Do You Know the New BBB?

Let’s face it; we all struggle for market share. 
We want to keep our businesses growing and 
making money. We want to keep our employ-

ees working and providing for their families. In an 
effort to do so, we spread ourselves pretty thin in the 
marketing/social media/advertising game. Houzz, 
Facebook, Pintrest, Google+, AdWords, radio, TV 
and the list goes on and on. Or maybe you don’t have 
the time or the manpower to do all these things. Then 
again, maybe you think that all this social media and 
advertising is just a bunch of hooey! (And I wouldn’t 
blame you.)

Granted the list is long, but there is an often over-
looked asset at your disposal and you probably al-
ready belong to this organization. It’s the Better 
Business Bureau (the BBB). While you may view the 
BBB as a bit “OLD” (they were founded in 1912), 
the expression “Everything old is new again” applies 
here. The BBB has come a long way in helping com-
panies and consumers alike. In 2015 there were over 
161 MILLION inquiries by consumers to the BBB 
looking for help in hiring good, trustworthy compa-
nies. Yes, that’s 161 MILLION inquiries! 

Sharon Koehler
Artistic Stone Design

The BBB has been around since 1912, but the 
organization has also progressed with the times 
and kept up with technology that can help you.

“Either write something worth reading or do something 
worth writing.”   — Benjamin Franklin

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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“On the monument side 
(the Rock of Ages side of 
the equation), the market 
is also growing, and we are 
seeing a resurgence of pro-
duction. The monument in-
dustry has had a great year 
in 2016, and we believe 
this is not an accident, and 
that this is a trend as far as 
domestic production. So I 
think that the economic en-
vironment is favorable for 
our companies, and we see 
potential growth increasing 
over the coming years.”

Polycor was formed 
by three entrepreneurs in 
Quebec City, Canada, in 
1987, and began with the 
purchase of a quarry in 
northern Quebec owned 
by Polychrome, a com-
pany that exported blocks 
to Japan. During the 1990s, 
Polycor continued its ac-
quisition of area companies 
while trying to compete, 

becoming the largest player 
in Quebec by the late 1990s.   

“Polycor has a unique his-
tory in the stone industry,” 
continued Perus. It is not a 
family business like many 
of our competitors. It has 
been growing through ac-
quisition, buying one quarry 
after another. In 2003, we 
entered the U.S. market 
with the purchase of the 
Georgia Marble Company. 
That’s when I joined, and I 
was part of Georgia Marble 
Company. 

With its sights now firmly 
set on the U.S., Polycor 
continued its acquisitions 
by purchasing a medium- 
size quarry in Virginia 
(Alberene Soapstone), 
then a smaller quarry in 
Oklahoma.    

“We had always wanted 
to do a big deal in the U.S. 
and Rock Of Ages and 
Swenson Granite were al-
ways on our radar screen,” 
continued Perus. “These 
two quarries are very close 

a lot from them, and we’ve 
known about their compe-
tence and their expertise.” 

According to Perus, 
North American stone is 
very unique in the mar-
ket — from their Georgia 
Marble to Bethel White, 
Barre Gray, Cambrian 
Black and Caledonia — 
all these stones have been 
widely used throughout the 
continent.

What will this mean to 
American consumers? 

“Rock of Ages has nine 

colors, Polycor has 25 col-
ors, so in total, that’s 34. 
This means that whoever 
was buying from Rock of 
Ages will now have 34 
colors to choose from, and 
whoever was buying from 
Polycor now has 34. So ev-
eryone has a broader choice 
of colors, and if people 
are serious about buying 
American or buying local 
and supporting local busi-
nesses in our industry, I 
don’t think there is a com-
pany anywhere that offers 

as broad a range as we do, 
both locally or worldwide. 
This is the real benefit of 
this acquisition and why we 
are doing it.”

A Future Carved 
 in Stone

Perus concluded, “Our 
future is in North America, 
and we want to continue 
to grow in the U.S. and 
Canada. We are a true 
North American company, 
with 800 employees evenly 
split between American 
and Canadian. Even the 
shareholders, when you go 
back to who owns what, is 
split approximately 50/50 
between American and 
Canadian. So in every way, 
we have one foot on each 
side of the border. This 
is the biggest acquisition 
we’ve ever done, and after 
this we will more than dou-
ble in size. These quarries 
have huge reserves. We re-
ally can’t say for how long, 
but we do know that it’s 
over 100 years. We like to 
quarry stone and promote it, 
and we hope that other com-
panies will join our group of 
companies.”

For more information 
about Polycor and their 
products, please visit www.
polycor.com .

Polycor Acquires Industry Legends 

to each other, with one in 
Barre, Vermont, and the 
other in Concord, New 
Hampshire. Both are only 
three to four hours from our 
own operation in Quebec, 
so we’ve known each other 
quite well over the years. 
We respect them, learned 

Continued from page 1

The historic Barre Gray Quarry at the Rock of Ages site. The Smith quarry at Rock of Ages 
is believed to be the largest operating deep-hole, dimension granite quarry in the world.

The Vermont State Capitol in Montpelier is made of Barre Gray from the quarry 
located in Barre, Vermont. Both Swenson Granite Works LLC and Rock of Ages 

are now divisions of Polycor Incorporated, and will retain their names. 

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

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

 Item # Description MSRP OUR Price
 9375 Makita®  5˝ Grinder, 9565CV $282.95  $149.98

Makita® 9565CV SJS
5 ̋  Industrial 
Variable Speed Grinder

•SJS technology prevents tool kickback by accidental wheel binding
•Improved 12 Amp motor for increased output power
•Variable speed (2,800 - 10,500 RPM) to match speed to application
•Labyrinth construction seals moor and bearings from contamination
•1-year limited manufacturer’s warranty

#1 

SELLER

 
PO Box 188, Stinesville, IN 47464 

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

ON May 12, 2016, 
the Occupational 

Safety and Health 
Administration (OSHA) 
published another final rule 
regarding the reporting of 
injuries and illnesses and 
protecting employees who 
make complaints. This new 
OSHA rule, which went 
into effect on August 10, 
2016, goes after two work-
place safety policies that are 
often involved in Workers’ 
Compensation claims: 1) 
incentive programs for 
accident avoidance and 2) 
post-incident drug testing. 

OSHA will consider in-
centive programs to be 
retaliatory if they offer 
benefits to employees who 
do not report injuries and 
illnesses. A policy will not 
be considered to be reason-
able if it would “deter or 
discourage” an employee 
from accurately reporting 
a workplace injury or ill-
ness. Programs that reward 
employees for correctly 
following legitimate safety 
rules or promote participa-
tion in safety trainings or 
investigations will not be 
considered to be retaliatory. 
Consequently, safety incen-
tive programs should be re-
viewed to ensure that they 
incentivize reporting of in-
juries and illnesses and do 
not discourage employees 
from making such reports 
in any way. 

OSHA Issues Final Rule for Reporting 
Injuries, Illnesses and Protecting Employees

OSHA also concluded 
that “blanket” post-injury 
drug testing deters proper 
reporting. However, when 
the affected employee is 
“likely to have contributed 
to the incident,” and a drug 
test can accurately identify 
impairment caused by the 
drug use, such testing would 
be permissible. The new 
OSHA rule explains that 
drug tests would not be con-
sidered to be “reasonable” 
where an employee suffers 
a repetitive strain injury, or 
an injury caused by a lack 
of machine guarding or a 
machine or tool malfunc-
tion. Also, given the focus 
on identifying impairment, 
blood screens may now be 
necessary when a drug test 
is needed, as less-intrusive 
urine screens, which can 
easily identify the pres-
ence of drugs, may not be 
adequate in identifying 
impairment. 

However, post-accident 
blanket drug testing will not 
be considered retaliatory if 
it is required by state law. 
In some states, workers’ 
compensation requirements 
for drug testing are covered 
by state law. Most of those 
laws specifically note that 
“an employer shall not have 
a legal duty under this arti-
cle to request an employee 
or job applicant to undergo 
testing.” Instead, the drug 
testing program is only re-
quired for employers who 

wish to benefit from work-
ers’ compensation insurance 
premium discounts. 

Even so, under those cur-
rent state rules, employers 
must require an employee to 
submit to a substance abuse 
test whenever he or she has 
caused or contributed to an 
on-the-job injury or lost 
work time due to one. This 
may no longer be permis-
sible under the new OSHA 
rules, which means those 
sections of state law will 
likely be modified.

“The whole 
modern world 

has divided 
itself into 

Conservatives 
and Progressives. 
The business of 
Progressives is 

to go on making 
mistakes. The 
business of the 
Conservatives 

is to prevent the 
mistakes from 

being corrected.”  
— G.K. 

Chesterton

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

TM

Good Installers
    Get Injured 

www.NoLiftSystem.com        n        503.212.4034        n        Sales@NoLiftSystem.com

BUT NOT ANY LONGER!

When installers get hurt, they work in pain... 

Quality Goes Down, Costs Go Up.

Eliminate Install Injuries

Keep Good Installers

Improve Quality & Profits

100% OF OWNERS & USERS LOVE THIS CART!

Push Button Mechanical Lift Safely Rotate Awkward Counters Roll Easily Onto Cabinetry

Watch videos online
     at www.NoLiftSystem.com!

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

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

Tomorrow is the most important 
thing in life. It comes in to us at 

midnight very clean. It’s perfect when it 
arrives and it puts itself in our hands and 
hopes we’ve learnt something from 
yesterday.  — John Wayne

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

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

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

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

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

Try One and You’ll Believe It!
Braxton-Bragg wants to prove it to everyone 

who’s faced sink-installation problem, or 
just wants to save money and keep their shop 
profitable. Visit www.braxton-bragg.com for 
the complete Universal Sink Harness video.

Who or what is a binary 
bandit? Someone who 

steals ones or zeros from 
homes, in the dead of night.

Philadelphia police are “ad-
dressing” an unusual crime 
spree: Someone is stealing the 
ones and zeros from addresses 
mounted on people’s homes.

Station WTXF-TV in Philly 
says it’s happening in the city’s 
East Kensington section.

Meghan Haley says she no-
ticed the zero missing from 
her home one Wednesday,  and 
saw a woman stealing it when 
she checked her surveillance 
video.

Another woman, Krista 
Ricca, was awakened by the 
sound of a power drill about 
4 a.m. and saw a man stealing 
a number from her neighbor’s 
home across the street.

The news website Billy Penn 
first reported the thefts.

Scott Fisher also had a zero 
stolen. He says he doesn’t 
know if “someone is trying to 
send a message or someone 
just has an obsession with ze-
roes and ones.”

Police are silent on the theo-
ry that it is part of an elaborate 
game, or a prank initiation into 
a gang or club.

Philly’s Binary 
 Bandit: Game 
or Vandalism?

The world is a 

 dangerous place to 

live — not because 

of the people who 

are evil but because 

of the people who 

don’t do anything 

about it.
– Albert Einstein

A Virginia man troubled by litter 
along the highway has decided 

it’s time for the empire to strike back.

WSLS-TV reports that Henry 
Wakley, of Blacksburg, Virginia, 
dressed as the Star Wars character 
Darth Vader while cleaning a stretch 
of highway that he “adopted” through 
the Adopt-a-Highway program.

Wakley says he’s disappointed 
and embarrassed by the amount of 

“I Find Your Lack of Neatness Disturbing.” 

garbage along the roadway, and sim-
ply likes to get out and dress up be-
cause it makes people smile as they 
drive by. As he picked up garbage 
along a 1.5 mile stretch, many drivers 
honked, waved or even stopped by to 
take a picture.

Wakley explained that it’s a fun 
way to bring awareness to a serious 
hazard to the environment. 

The force is strong with this one.

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

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

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

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

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

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

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

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

Engineered for Speed – Built to Last

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

The Sasso Flying Flat is a 
backsplash polishing machine 

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

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

• Micro oscillation

• Calibrating/Drip edge spindle

• Corrosion resistant galvanized frame

• Easy to set-up, operate and maintain

6-Step InlIne 
polIShIng SyStem

888-289-5284  •  www.sassousa . com

Calling All Turkeys

I have long accepted the 
fact that I’m a geek. I 
wear geeky clothes. 

I drive geeky vehicles. I 
listen to geeky music. I 
think geeky thoughts. 

Even worse, I’m not a 
geek in the modern sense. 
Meaning I’m not a computer 
geek who pockets $225,000 
annually to translate English 
into digitese and vice versa. 
I’m merely a geek of the 
run-of-the-mill, aging-ba-
by-boomer, barely-scrap-
ing-by, pot-bellied variety. 

That’s why I get so irri-
tated when people engage in 
mindless cellphone chatter 
in the grocery store. 

Point of order: I own a 
cellphone. I use it spar-
ingly—just for making 
calls, never receiving them. 
I couldn’t tell you my cell-
phone number if you put a 
cocked .38 to my head and 
gave me till the count of 10 
to come up with it. 

Fossil that I am, I happen 
to believe a telephone, cel-
lular or otherwise, is a tool 
to be used for necessary 
conversation. And (even 
though this is the height of 
geekiness), the conversation 
should not be a recreational 
activity. 

Let’s say I’m walking 
through the dairy aisle when 
a guy whips out a cellphone, 
punches a number and says, 
“Suzy, it’s Chuck. I’m con-
fused. Did you ask for two 
quarts of sweet milk and one 
pint of buttermilk? Or two 
quarts of buttermilk and one 
pint of sweet milk?” 

 My initial reaction is 
to think to myself, “This 
knucklehead needs to write 
things down before he 
leaves on his errand.” But 
I always let the matter pass.

Or let’s say I’m brows-
ing through produce and a 
cellphone rings and a voice 
near the cantaloupes says, 
“Hello. Yes, I did get the 
Hootenville contract signed. 
Please tell Virginia I’ll be 
arriving in about two hours 
with the necessary papers.” 

My reaction is to think to 
myself, “This jerk should 

Sam Venable 
Department of Irony

have called Virginia before 
he left the Hooterville nego-
tiations.” But I always let the 
matter pass. 

However, let’s say I’m 
standing in the checkout 
line and a cellphone rings 
and the jerk next to me an-
swers and says, “Hey. Not 
doin’ nothin,’ just standin’ 
in line at Kroger. What are 
you doin? Standin’ in line at 
Food City? Is it as boring as 
standin’ in line at Kroger? It 
is? Boy, standin’ in line at the 

Line, and a Tossed Salad 
Talk Line. Maybe the chefs 
who prepare those foods 
don’t need help. 

Anyhow, every year 
during the Thanksgiving 
and Christmas holidays, 
the turkey experts compile 
some of the more interest-
ing telephone calls they 
have gotten regarding the 
proper care and cooking of 
a turkey. 

Some of these inquiries 
are frighteningly funny. 

For instance, one fran-
tic caller discovered she 
had run out of room in her 

grocery store sure is boring, 
ain’t it?” 

My reaction then is to think 
to myself, “This person needs 
to be dragged outside and 
flogged with a belt, buck-
le-end first.” And it takes 
every ounce of strength in my 
body to keep from acting on 
the impulse. 

So maybe you will under-
stand why I’m sitting here at 
my geeky desk, shaking my 
geeky head in dismay. It’s 
because I hold in my geeky 
hands a news release from 
officials of the Butterball 
Turkey Talk Line. This is 
the customer-service arm 
of a very large poultry pro-
ducer—and if you can’t 
guess which brand, you’re 
even dumber than the bored 
idiot in my third example. 

The Butterball Turkey 
Talk Line is a big topic of 
discussion—in the news and 
among consumers—every 
November. Frankly, I’m a bit 
miffed that turkeys get all the 
attention. In the name of cu-
linary diversity, you’d think 
there would be a Beef Stew 
Talk Line, a French Toast 
Talk Line, a Cornbread Talk Please turn to Page 19

refrigerator and wanted to 
know if she could safely 
store the turkey in her car—
for two days. The woman 
was gently told it might be a 
better idea to knock on a few 
neighborhood doors and beg 
a bit of refrigerator space in-
stead of running the risk of 
food poisoning. 

Some of the requests come 
from consumers calling on 
the run. Literally. 

A Florida firefighter was 
in the process of thawing a 
30-pound bird for the fire-
house feast when he got an 
emergency signal. En route 
to the scene, he called the 
talk line and asked how he 
could safely accelerate the 
thawing process when he 
returned to home base. Just 
use cold water, he was told. 

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

When last we left 
you, Varmint 
County Sheriff 

Hiram Potts was racing 
against the clock to solve 
the murder of one of the 
county’s most prominent, 
if not loved, citizens. Corky 
“Little Poison” Haig, pro-
prietor of the Dead Rat 
Tavern, was found dead, 
buried under the uncon-
scious, 400-pound bulk of 
his pet bear, Beer Barrel.

At first it was assumed 
that he had been mauled 
by the bear until his pappy, 
Elijah “Big Poison” Haig, 
discovered a bullet hole 
between Corky’s eyes. On 
the assumption that the bear 
didn’t know how to handle 
a .38 revolver, Elijah called 
in Sheriff Potts and the 
county coroner, Doc Clyde 
Filstrup, to investigate the 
apparent murder.

This was a daunting task, 
as Corky had a long list of 
friends and an equally long 
list of enemies, including 
numerous ex-girlfriends 
and practically every patron 
of the tavern who had, at 
one point of another, been 
tossed out for misbehaving.

Sheriff Potts called on 
his father-in-law, retired 
Sheriff Smoky T. Bandit, to 
help with the investigation, 
and the two began by inter-
viewing every patron who 
had been at the Dead Rat 
the previous evening. The 
first suspect turned out to 
be none other than Varmint 
County’s resident war hero, 
the loopy Vietnam vet 
and former POW Cooter 
McBean.

Several witnesses testi-
fied that Cooter had gone 
off earlier in the evening, 
grabbing the shotgun Corky 
kept behind the bar and 
blasting several holes in a 
life-sized cardboard like-
ness of Dolly Parton before 
Corky knocked him out 
with a well-placed blow 
from a beer bottle.

“Sheriff, I’ll be honest 

Who shot Corky? The mystery is solved, but do Varmint 
County men face the end of their way of life?

with you, I don’t remem-
ber anything about last 
night or where I was after 
I got conked on the head,” 
Cooter told Hiram. “Last 
thing I recall, I was shoo-
tin’ a game of pool with the 
Pinetar brothers when one 
of them passed me a jar of 
‘Spring Run’ moonshine.”

Fortunately for Cooter, 
he turned out to have 
an alibi. His friend, Fire 
Chief “Stanley the Torch” 
Aslinger, told the investiga-
tors that he picked Cooter 
up at the tavern and took 
him home, then stayed with 
him all night because the 
old vet was having flash-
back hallucinations.

“Cooter apparently took 
a few swigs of that ’shine 
and started seeing Viet 
Cong everywhere,” Stanley 
explained. He thought that 
stand-up poster of Dolly 
was a VC terrorist in a 
blond wig. I spent the night 
with him to make sure he 
didn’t hurt himself, and he 
never left my house.”

Cooter was cleared, but 
that left Corky’s chief com-
petitor, Barney Hockmeyer, 

Boomer Winfrey 
Varmint Co. Correspondent

former owner of the Rocky 
Topless Lounge up on 
Rocky Top Peak.

Many Haigs, including 
Elijah, had already assumed 
that Barney was the chief 
suspect, and this presented 
a real problem for Hiram, 
Sheriff Smoky and the gen-
eral population of Varmint 
County. 

Sheriff Hiram Potts, his father-in-law retired Sheriff 
Smokey T. Bandit and Coroner Doc Filstrup figured 
they had enough brain cells between them to solve 
the murder mystery of Corky “Little Poison” Haig.

Please turn to page 20

“The unconscious 
democracy of 

America is a very 
fine thing. It is a 

true and deep 
 and instinctive 

assumption of the 
equality of citizens, 
which even voting 
and elections have 

not destroyed.”
What I Saw In 

America, 
 — G.K. Chesterton
Author and Theologian

Order Item  
17992

$6.95

Available at

Pre-scored every 1/8˝  for excellent snap
Resists splitting when nailed or screwed
Convenient packaging
Water, rot and insect resistant
Greater load bearing capacity than
wood shims

Composite Shims the Pros Love
Perfect for Outdoor Use!

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

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

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

“A fanatic is 
 always the 
 fellow that 

 is on the 
 opposite 

side.”
— Will Rogers

Yes, you do pay dues 
to the BBB, but don’t just 
pay your dues, get your 
decal(s) and walk away. 
You are leaving a lot on 
the table. They do a lot in 
today’s world to help busi-
nesses thrive and be suc-
cessful. They have a scam 
tracker program that tracks 
potential scams around the 
country. They have dispute 
resolution classes and auto-
mobile dispute (lemon law) 
departments. They have 
speakers that will come 
out and speak at functions. 
They will mediate between 
you and a disgruntled cus-
tomer. They have a very 
informative monthly news-
letter.  The list goes on and 
on.

 Did you know that the 
BBB holds classes rather 
frequently on pertinent 
business matters? They do! 
I received an invitation to 
a class that will discuss the 
new labor laws that went 
into effect in September. I 
have also gotten invitations 
to Quickbooks classes for 
beginners and advanced 
users, and social media 
classes also. There have 
been many other topics as 
well. They are trying to 
help, offering tools that 
businesses in the 21st cen-
tury can use.

Did you know that the 
BBB has contests from time 
to time? They do! Last year 
I won an online contest they 
held. I wasn’t the only one. 
The first five companies 
to correctly complete the 
contest tasks won two base-
ball tickets to go watch our 
local team. The seats were 
good, and fun was had by 
all. (And to top it all off, our 
team won.)

Did you know the BBB 
holds specific network-
ing events? They do! They 
regularly hold networking 
events around town and 
this year my BBB held a 
networking event at that 
same baseball stadium. 
You go, you eat, you drink 
and be merry all the while 

Do You Know the New BBB?
Continued from page 5

promoting your business 
to other businesses in your 
area. Be sure to bring your 
business cards and your “el-
evator speech”. Networking 
can be fun!

Did you know that the 
BBB accepts online re-
views? They do! This actu-
ally puts them on the same 
level as Google+, Angie’s 
List, Houzz, Yelp and so 
many other review sites. 
Your customers can re-
view you, and other poten-
tial customers can read and 
evaluate those reviews. You 
can even leave a response 
just like other review sites. 
The BBB will even give 
you cards to mail to your 
customers to help you get 
reviews.

Did you know that if you 
belong to the BBB you get 
your own little mini web-
site? (or profile, as they call 
it) You do! This is a great 
perk when you join. This 
page will contain all your 
business info such as ad-
dress, phone number and 
type of business. There is 
also a spot for videos and 
up to 20 pictures of jobs 
you have done. You can get 
a “Request a quote link” and 
a link to your website, as 
well (if you have one). Your 
customer reviews go here as 
well. Sounds like a website 
to me. If you are a small 
company, or just starting 
out and maybe you don’t yet 
have a lot of capital built up, 

this may be the perfect start-
ing point for you. 

Better yet, did you know 
that the BBB will send you 
a monthly statistics report 
on your site? Yes, they do 
that too! Granted, it is not 
quite as detailed as the one 
for Google+, it is none the 
less VERY informative.  It 
contains information on 
review visits and profile 
traffic. It will tell you about 
your profile traffic for the 
last 12 months, traffic de-
tails such as search engines 
and keyword use. They will 
tell you what areas your 
profile lookers live in and 
what sort of device they are 
using i.e. desktop, tablet, 
mobile phone, etc.  All this 
is great information, AND if 
you have any trouble under-
standing anything or doing 
anything, they are more 
than happy to help you. 

Please turn to page 15

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsVisit www.braxton-bragg.com for Viper 30 Grit Polishing Pads 
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Thanks for 
Thanksgiving

 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.

During basic training at Fort 
Leavenworth, historic home 

of the 10th Calvary, our sergeant 
asked if anyone had  “artistic” 
abilities. Having been an archi-
tectural draftsman in civilian life, 
I raised my hand. Then the  ser-
geant announced that everyone 
would get a three-day pass … 

Lesson from the 
Military: Why 

They Tell You to 
Never Volunteer

except me. I would stay behind 
and neatly print each soldier’s 
name onto his Army-issued un-
derwear. Imagine my joy! And 
that’s how I learned to never 
volunteer unless you are ready to 
face whatever happens.

Steven Silver, 
Scarsdale, New York

© MARK ANDERSON. www.andertoons.com

“It’s a well thought out, reasonable, common-sense solution,  
and it has absolutely no place in the political process.”

Do You Know 
the New BBB?

Continued from page 14
For example, this morning I 

wanted to replace a couple of the 
photos on our BBB profile and for 
the life of me I could not figure 
out how to delete two of the pho-
tos already there. I contacted them 
via e mail and explained my prob-
lem to them. In an hour I had an 
answer back. All I had to do was 
send them what I wanted deleted, 
and they took care of it for me. It 
doesn’t get any easier than that. 

Now in all fairness, they don’t 
recommend or endorse busi-
nesses. However, they make it 
very easy for the consumer to see 
what you do and how good you 
are at it. That A+ rating you have 
with them carries a lot of weight 
with potential customers.

The BBB has spent over a cen-
tury living up to their motto, “Start 
with Trust,” so…trust them. You 
won’t regret it.

Sharon Koehler is a 10-year 
veteran of the stone industry 
and currently head of market-
ing for Artistic Stone Design in 
Richmond, Virginia. She has been 
a regular contributor to vari-
ous trade magazines for several 
years. Please send your thoughts 
on this article to sharon@artistic 
stonerichmond.com.

I worked on a toll road, 
answering the phone, 

collecting money and issu-
ing toll tickets.

One Thanksgiving Day, 
a woman called to ask 
about road conditions on 
the turnpike. After I said 
everything was A-OK, she 
told me she was asking be-
cause a friend was coming 
for dinner. Then came the 
stumper.

“If my friend just left 
from exit twelve,” she 
asked, “what time should I 
put the turkey in?”

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

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

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

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

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

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

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

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

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

 19400 KDrill CNC Core Bit, 1”  $59.95

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

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

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

 19404 KDrill CNC Core Bit, 2” $94.95

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

 19406 KDrill CNC Core Bit, 3” $149.95

NEW!NEW!

Actual KDrill 
 Core Bit used by 
Stone Spectrum

KDrill Blind Hole Core Bits

The Stone Detective
Continued from page 1

I wrapped up the conversation and told him I 
could be there later that morning. He said, “As 
soon as possible. I’ll  be waiting.”

I hopped in the ole Woody and headed out to 
look at his granite problem. As I was driving, I 
was thinking about all the cases I have had over 
the years with bleeding grout. In most cases it 
was from epoxy grout, or colored grouts that 
were very dark. What puzzled me about this 
case was why would anyone use epoxy grout 

on cladding panels in a lobby.  
Anyway, I was champing at the 
bit to see this problem.

I arrived at the building and 
pulled up to a parking valet. I got 
out of the Woody and tossed my 
keys to him. As happens almost 
every time I try to leave my clas-
sic with a valet, the young lad 
looked at me with this frightened 
look on his face. He handed me 
the keys back and asked me to just 
park it over on the side. I had to 
laugh. The ole Woody is a man-
ual, and the poor lad didn’t know 
how to drive a stick shift. Now 
I’m aging myself.

I walked into the lobby, and it 
was massive. Granite was all over 
the place, the floor, the walls, and 
even the ceiling. They were large 
panels about 4 foot by 4 foot or 
so. Every single joint had bled 
into the granite about an inch. I 
walked up to one of the panels, 
took out my pocketknife and 
started digging at the joint. Just 
as I started, I felt a tap on my 
shoulder. I turned around and 
this very tall gentleman extended 
his hand and said, “You must be 
the stone detective.” I introduced 
myself and told him I knew what 
the problem was. He seemed re-
lieved. I told him the contractor 
used a silicon caulk in the joints 
and it wasn’t uncommon for sil-
icone to bleed into porous gran-
ite. I also told him the contractor 
should have tested the caulk to 
make sure this would not happen. 
I also made the comment that the 
contractor had no reason to use a 
flexible joint on this installation. I 
shook my head and racked it up to 
another incompetent contractor. I 
told him it all had to be removed, 
a poultice applied to remove the 
staining, and new grout installed.

OK – so what lesson did I learn? 
I would find out years later. 

As most of you know, every 
year I teach a course in stone and 
tile inspections. This past year I 
was conducting one of these sem-
inars when I presented a photo of 
the bleeding grout on the screen. 
I made a comment that the idiot 
contractors used a silicone caulk 
without testing it. I was going 
on and on when someone in the 
back of the room raised his hand. 
I stopped and said, “Yes?”

 A big, burly student stood up 
and said, “I was the idiot contrac-
tor.” Oh shoot, I thought, I’m so 
dead. He proceeded to tell me that 
they had no choice; the architect 
insisted that they use caulk, and 
even insisted on the brand. He told 
me that they warned the architect 
that it should be tested, but that he 
said, “We don’t have the time in 
the construction schedule.” 

“So we installed it anyway,” the 
student said. “It was that, or break 
the contract and get sued.”

I felt really bad, and the lesson 
I learned was do not judge unless 
you know all the facts… and do 
not be quick to judge when think 
you know the facts. Now when I 
present this project, I don’t say, 
“The idiot contractor.” See – even 
this old man can learn something!

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

I discovered that the granite wall panels were discol-
ored and stained after an untested, incompatible grout 
was used… fixable, but this could have been avoided.

Here’s what the stained ceiling tiles looked like. If you are investing 
the time, effort and expense of mounting granite ceiling panels or 
something equally unusual, first research, then test, and then specify 
the mounting system and the adhesive.

mailto:fhueston%40stoneforensics.com?subject=Your%20Stone%20Detective%20story
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The bathroom can be a battleground for stone sur-
faces, and most customers don’t call you until these 
issues have caused problems and the stone is in need 
of a little – or a lot of – restoration, like this shower.

Stone Restoration and 
Maintenance Corner
Shower and Bath Restoration

Bob Murrell 
M3 Technologies

Photos by Bob Murrell
Thanksgiving is 

almost here and 
Christmas is right 

around the corner. I have 
much to be thankful for 
like my health, a beautiful 
family, and to be living in 
the greatest country the 
world has ever known!

In this month’s article I 
would like to discuss how 
to restore and maintain 
showers and bathrooms. 
Sounds simple right? Well, 
these areas can be some of 
the most frustrating zones 
to refinish and can certainly 
require a higher level of 
maintenance involvement.

bathroom, so urine is also a 
common cause for etching 
and staining. 

Let’s take a closer look 
at some of these beauty 
products and what their 
chemical composition is. 
Normally some type of sur-
factant (wetting agent) is 
combined with other prod-
ucts to produce the desired 
effect for a specific lotion 
or soap.

from coconut oil) as a sec-
ondary surfactant. These 
surfactants are designed 
to remove soiling and oils 
from human hair.

Conditioners are gener-
ally made to attract and re-
tain moisture and are called 
humectants. They would 
be considered the oppo-
site of desiccants, although 
both attract moisture. 
Conditioners are designed 
to lock in moisture to the 
keratin in the hair. They can 
be made from glycols, urea, 
aloe vera, honey, almond 
oil, eggs and other humec-
tants. They are sometimes 
also used to reinfuse pro-
teins and control pH bal-
ance. This is accomplished 
by adding hydrolyzed pro-
teins and/or acidifiers.

Showers for instance are 
subject to shampoos, soaps, 
body washes, conditioners, 
and of course, the minerals 
present most water sup-
plies. All of these tend to 
accumulate on the vertical 
and horizontal surfaces of 
the shower, and also van-
ity tops. Sounds disgusting, 
and if left untreated for too 
long of a time, it can cer-
tainly become unsightly, 
for sure. And it gets worse: 
don’t forget that guys tend 
to have better aim in the 
woods than we do in the 

Soaps are salts of fatty 
acids and are typically made 
from either sodium hydrox-
ide or potassium hydroxide 
(strong base/alkaline) along 
with some type of fats and 
oils (either animal or veg-
etable based). The alkaline 
solution reacts with the 
fats, and a chemical reac-
tion called saponification 
occurs.

Shampoos are typically 
made from sodium laureth 
sulfate as the main surfac-
tant and possibly cocami-
dopropyl betaine (derived 

All of the above products 
can be combined as well as 
having scents, sunscreens, 
antistatic agents, colors, 
and preservatives added. So 
after all of that being said, 
when you look at some 
of the chemicals, you can 
easily realize that the term 
“soap scum” is a catch-all 
phrase for the buildup of 
any or all the above. Over 
time and with repeated ex-
posure, many of these prod-
ucts may either etch (acidic) 
or burn (alkaline) certain 
stones like marble. Oh, and 
don’t forget the possibility 
of mineral deposits from 
hard water leaks or spillage, 
toothpaste, perfumes, hair 
spray, and various other 
toiletries.

So you see, the bathroom 
can be a battleground for 
stone surfaces, and most 
customers don’t call you 
until these issues have 
caused problems and the 
stone is in need of a little or a 
lot of restoration. Make sure 
you have the latest technol-
ogies to combat these issues 
and the proper techniques to 
use them correctly. So let’s 
get to the crux of the mat-
ter. Bathrooms, especially 

showers, will get a buildup 
of these daily-use prod-
ucts, most certainly if 
there is a lack of proactive 
maintenance.

When there are heavy 
buildups in the shower, a 
new, sharp razor blade is 
probably the best tool to 
start with. Use a decal re-
mover type-tool and keep 
the blade on a small angle 
so as not to scratch, and to 
make the removal easier. 
You can actually watch the 
buildup curl up like wood 
shavings.

Please turn to page 27

Spot honing a marble vanity 
top. Common toiletry spills on 
vanities, including cosmetics and 
hairspray can etch marble.

“Thanksgiving 
 dinners take 18 

hours to prepare. 
They are consumed 

in 12 minutes. 
Halftimes take 12 

minutes. This is 
not coincidence.”

— Erma Bombeck

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Stone Forensics  has 
announced that it 
will be conducting 

its popular Stone and Tile 
Troubleshooting  training 
on January 16-19, 2017, in 
Las Vegas. The program is 
designed to teach the basics 
of diagnosing, understand-
ing and repairing stone and 
tile installations failures. 

According to Fred 
Hueston who will be con-
ducting the training, “The 
amount of failures, poor 
installations and other is-
sues with stone and tile 
flooring  are on the rise. 
This seminar is perfect 
for  restoration and instal-
lation contractors as well 
as architects, building en-
gineers and maintenance 
staff who have to deal with 
stone and tile installation 
and restoration.

The program is being of-
fered in Las Vegas, NV, the 
same time as StonExpo. For 
those who wish to be certi-
fied inspectors, this course 
will also offer certification.

 
The stone and tile trou-

bleshooting  program is a 
full four days with the cer-
tification test on the last 
day. The  program is only 
offered once per year and MIA+BSI: The 

Natural Stone 
Institute has 

announced that the 
Compendium of World 
Dimension Stone Data—
2nd Edition is now avail-
able for purchase in the 
association bookstore.

Compendium of World 
Dimension Stone Data, 
written by Harold Taylor 
and published by Basics/
Mines, provides statistical 
information for dimension 
stone. 

Taylor states: “The 
second edition of the 
Compendium is an irre-
placeable and vital refer-
ence source for anyone 
needing to analyze a dimen-
sion stone-related market, 
especially mathematically.” 

Data is organized by 

Stone Forensics Announces Stone and 
Tile Troubleshooting Workshop

MIA+BSI Partners with Publisher 
Basics/Mines for Compendium of 

 World Dimension Stone Data

the class size is limited. The 
cost of the class is $2,500 
per person. 

 
The following topics will 

be covered in the compre-
hensive class:

 
• The Geology of Stone
• Understanding the  
 structure of differ- 
 ent kinds of stone and  
 materials
•  Identification of stone  
 and tile types
• Quarry techniques that  
 affect the final product
• Production of tile and  
 slabs
• Fabrication and instal- 
 lation requirements
• Physical and chemical  
 testing

• Stone and tile forensic  
 investigation
• Diagnosing problems
• Stone and tile  
 restoration
• Repair and  
 replacement
• Stain removal
• Troubleshooting
• Report writing
• Giving expert witness  
 testimony
• Slip resistance
• Laboratory testing

One day will be spent in 
the field (Las Vegas) exam-
ining installation failures.

For further informa-
tion and to register please 
visit  www.stoneforensics.
com  or contact Dr. Fred 
at 321-514-6845. 

Pitting and SpallingPitting and Spalling

Mortar bed failureMortar bed failure

country and includes im-
port and export statistics, 
production and consump-
tion rates, and a variety 
of graphs. The newly-ex-
panded second edition of 
Compendium provides ex-
tended statistical coverage, 
including carefully-selected 
long term data series that 
are regression compatible. 

A full download of 
Compendium of World 

Dimension Stone Data—
2nd Edition can be pur-
chased online at www.
naturalstoneinstitute.org/
compendium. 

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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“Does it disturb anyone else that 
‘The Los Angeles Angels’ baseball 
team translates directly to 
 ‘The The Angels Angels’ ?”
— Neil DeGrasse Tyson

 Item # Description OUR Price
 55228 Brace Setter Router, 1/4”  $207.95

 55230 Brace Setter Router, 3/16”  $207.95 

 55229 Brace Setter Replacement Blade Set  $51.95
  Includes: (2) Blades, (1) Spacer, (5) Bolts

Brace Setter Router 
For Floating Countertop Supports

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Wait Until YoU See the Video!

NEW!

The patent-pending Brace Setter is a 
high performance router housing that 
connects to a 5/8 x 11 angle grinder 
that will cut a groove 2-9/16” wide by 
¼” or 3/16” deep.

The precision router attachment 
cuts a precise groove for your brace 
in record breaking time with its two 
cutting blades. Each blade has 18 
teeth giving you a total of 36 long 
lasting tungsten carbide teeth, 
which easily cut through hardwood, 
softwood, plywood, and laminates.

What’s even better is the fact 
that the Brace Setter requires no 
measuring because everything is 
preset (width and depth), making it 
very measurement friendly. With just 
a simple cut, your work is done with 
the Brace Setter.

Created by 
Fabricators for 

Fabricators

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

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

Some of the inquiries turn out to 
be tips. 

For example, one cook called to 
say she used raw carrots in place of 
a rack to keep her turkey off the bot-
tom of the pan. It not only worked 
but also added flavor. 

Then there was the bride who had 
a tiny oven and was worried that the 
bird would rise during cooking, like 
a loaf of bread, and be too large to 
remove when it was done. And the 
man who asked if a turkey would 
cook faster if he drove a railroad 
spike through it, like cooking po-
tatoes on a nail in the grill. Not to 
mention the, uh, “charitable” woman 
who inquired about a turkey she had 
kept frozen for 23 years. Assuming 
it remained rock-hard for the entire 
time and hadn’t been defrosted, she 
was told, it should be OK to eat—al-
though the quality was not likely to 
be good.

“That’s what we thought,” she 
replied. “We’ll just donate it to the 
church.” 

But all of this gaiety was lost on 
me when I read one sobering statistic 
in the news release: “Call after call 
came from such locations as ‘Aisle 
Thirteen,’ ‘Aisle Five,’ and ‘Frozen 
Foods Section.’ In fact, more calls 
than ever originated on a cellphone 
from no place other than the shop-
per’s local store, a breeding ground 
for turkey-related questions.” 

You mean they wait until purchase 
time to inquire about what they’re 
purchasing?! How nuts! 

If I were the Jolly Green Giant and 
realized that my sacred supermarket 
had just been turned into a cellphone 
chat room, I’d arrange a walk-out—
and I bet I could convince Betty 
Crocker, the Keebler elves, and Mr. 
Peanut to join me.

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

Calling All Turkeys

“A little government and 

a little luck are necessary 

in life, but only a fool 

trusts either of them.”

— P.J. O’Rourke

Continued from page 11

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for The Brace Setter Router
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WANT PRODUCTIVITY ?

BULLET PROOF™ 
Fabricator’s Apron

Stone Sleeve™ 
Fabricator’s Sleeve

Available from

Why work wet?

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

Order Item 
9121

Order Item 
9127

$66.95

$56.79

The Varmint County Chronicles

The century-long blood 
feud between the Haig and 
Hockmeyer clans had only 
been put to rest a couple 
of decades back, with the 
younger members of the 
rival clans settling for a July 
4th free-for-all at the county 
fairgrounds.

If it turned out that a 
Hockmeyer had murdered 
the only surviving son of 
the Haig clan’s patriarch, 
the Haigs would consider 
the peace broken, and 
open bloodshed might re-
sume. Many Haigs and 
Hockmeyers were already 
tossing threats and insults 
at each other as Barney was 
brought in for questioning.

Barney became a suspect 
because several witnesses 
saw him barging out of 
Corky’s office at the Dead 
Rat earlier on the day of the 
murder, muttering some-
thing about “never trusting 
a Haig.”

“Yeah, I was pretty 
hot when I left Corky,” 
Barney admitted. “After my 
grandpa Caleb burnt down 
my bar because I was em-
ploying topless dancers on 
Saturday nights, I talked to 
Corky about us going into 
partnership instead of being 
competitors. I offered to 
provide the land and man-
age a new Rocky Topless 
Lounge if he would help me 
pay for building a new tav-
ern. I thought we had a deal, 
but he backed out.

“I was pretty hot when I 
left the Dead Rat Tavern, but 
then I found out the reason 
Corky turned down the offer 
was that my grandpa and 
Elijah Haig got wind of our 
plan and threatened to ban 
all Haigs and Hockmeyers 
from entering the Dead 
Rat or the Rocky Topless 
Lounge if we went through 
with it,” Barney explained. 
“That would have ruined 
us both, so I couldn’t really 
blame Corky. I wouldn’t 
have anything to gain from 
killing him.”

Next on the list of sus-
pects were Corky’s three 
most recent ex-girlfriends, 

Continued from page 12

Priscilla Pinetar, Camilla 
Clotfelter and Isadora Potts, 
the Sheriff’s cousin. They 
all showed up at the jail to-
gether for questioning.

“Yeah, I confess, I shot the 
dirty, cheatin’ lying dog,” 
Isadora claimed. “Shot him 
right between the eyes.”

“No you did not!” Priscilla 
cut in. “It was me! I sneaked 
into the Dead Rat last night 
and shot him while he 
was lovin’ on that bear. 
He always was an animal, 
anyway.”

“I didn’t have to shoot 
him. You know I’m a witch, 
I just cast a spell and he shot 
himself,” Camilla cut in.

“Girls, you’re not helping 
things at all. Isadora, I know 
you didn’t do it because I 
talked to your mama and the 
two of you spent the night 
over in Burrville where 
Granny Potts is in the hospi-
tal,” the Sheriff pointed out.

“Priscilla, the whole town 
knows you were shacked 
up last night with Lawyer 
McSwine! Judge Hard Time 
Harwell saw McSwine drop 
you off at your house on the 
way to court this morning. 

“Camilla, I know half the 
county thinks you inherited 
your granny’s powers for 
casting spells and the like, 
but we both know better, 
don’t we?”

“But you do give me a 
thought,” Hiram paused. 
“Corky owns a .38, but 
we’ve found no trace of it 
in the bar, and the bullet 
hole looked to be from a .38 
caliber weapon. The killer 
might have used his own 

gun on him.” 
The last suspect to be 

interviewed was Carlisle 
Gump, also known as 
Chief He-Who-Runs-With-
Wolves Blackfeather. It was 
the Chief who sold Corky 
his pet bear, Beer Barrel, 
possibly the only witness to 
the murder.

“Carlisle, I understand 
you were trying to get 
Corky to sell that bear back 
to you,” former Sheriff 
Smoky pointed out.

“Please, I’m Chief 
Blackfeather, and yes, I had 
offered to purchase Beer 
Barrel back, giving Mr. 
Haig a healthy profit.”

“You might call yourself 
Chief Blackfeather, Chief 
Rain-In-The-Face or any-
thing else you want, but 
your rap sheet has you listed 
as Carlisle Gump, so we’ll 
stick to that,” Hiram cut in. 
“You’ve got quite an arrest 
record, ranging from public 
drunkenness to cheatin’ at 
cards.”

“That was in my misspent 
youth, before I embraced 
my Native American her-
itage. I’m an honest busi-
nessman now.”

“Uh huh, and I’m the 
King of Siam. You didn’t 
have any use for that bro-
ken-down alcoholic bear 
when you sold him to 
Corky. Why did you want 
to buy him back?”

“The truth is, I’ve been 
negotiating with some 
Chinese businessmen over 
at the water park in the town 
of Confusion.

Please turn to page 22Please turn to page 30

MIA+BSI Presents Free 
Education at TISE 2017

No one in Varmint County wanted a return to the 
bad old days of the bloody Haig-Hockmeyer feud —  
especially Sheriff Potts.

MIA+BSI will 
be presenting 
several  f ree 

education sessions during 
TISE 2017, which will take 
place January 17-20 at the 
Mandalay Bay Hotel & 
Convention Center in Las 
Vegas, Nevada. Visit www.
tisewest.com to register. 

Tuesday, January 17
10:30-11:30am: 
Utilizing the Natural 
Stone Promotional 
Campaign: What It Is 
(And Why You Should 
Get Involved)

MIA+BSI recent ly 
launched a campaign to 
promote the use of natural 
stone among homeowners, 
architects, and designers. 
During this session, attend-
ees will learn about a new 
website, www.usenatural 
stone.com, and get tips for 
repurposing content on the 
site for their own marketing 

efforts. Attendees will also 
learn how to contribute con-
tent for the site and gain 
widespread exposure for 
their work.

Wednesday, Jan. 18
10:30-11:30am: 
Business Metrics & 
Benchmarking

One of the most important 
aspects to running a suc-
cessful business is under-
standing what metrics are 
important to measure and 
how to measure your com-
pany against competition. 
This session will define 
business benchmarking and 
discuss what metrics should 
be measured to ensure a 
company’s success. The 
session will also discuss re-
sources for finding industry 
benchmarks so a company 
can better measure their 
metrics against others in the 
industry. 

MIA+BSI  recent ly 

updated the Dimension 
Stone Design Manual to in-
clude a new chapter on res-
toration and maintenance.  
Learn from top committee 
members as they discuss 
best practices for diagnos-
tics, repairs, restorative 
processes and maintenance.  
Come away from the pre-
sentation with a guide on 
how to deal with the tough-
est restoration problems 
and a network of people 
who provide solutions.

10:30-11:30am: 
Attracting More 
Designers to Your 
Showroom: How 
to Administer CEU 
Programs

Want to expand your out-
reach to architects and in-
terior designers? Have you 
ever had difficulty getting 
an appointment at a large 
firm in your area? 

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

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

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

The Clear Choice
With Akemi Platinum polyesters, there is 

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

 
Curing Time

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

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

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

Bond Strength
Bond strength is essential in laminating or 

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

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

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

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

Why is AKEMI Platinum the CLEAR leader?

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

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

 Item # Description MSRP OUR Price 
 4623 Akemi Marmorkitt 1000 Platinum Knife Grade  $40.95 $34.56
  Polyester Adhesive, Quart 

Price includes the correct amount of paste hardener.

YOU

SAVE 

29%

Tim Nelson, Supervisor

Classic Stone Works

Linville, NC

“Since using Akemi Platinum 

we haven’t used any other 

polyester. It’s clearer and ‘tints 

right.’ Akemi Platinum is 

better than anything else.”

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

BEST-SELLING 
BRIDGE SAW BLADE

FEATURING 

ARRAY  
TECHNOLOGY

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

– Mike Weldon, 
 Stone Fuzion

20mm Segment and 
Array Diamond Technology

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

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

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

 Item # Description MSRP OUR Price 

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

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

20mm!
Segments

The Varmint County Chronicles

“If we ever get our offi-
cial status as the Kisokonee 
Band of the Eastern 
Cherokee Nation, they want 
to bankroll our casino. They 
were interested in having 
the bear at their amusement 
park since he can dance to 
the beat of war drums.”

“I assume Corky was not 
interested in giving up Beer 
Barrel at any price. That 
makes you a prime suspect, 
Carlisle.”

“I had nothing to gain 
from his death, Sheriff. The 
bear now belongs to Elijah 
Haig. You know Elijah hates 
my guts because I conned 
him into signing over a deed 
to Haig Hollow, thinking it 
was a harmless ‘Treaty of 
Reconciliation.’ He would 
rather shoot that bear than 
sell it back to me.”

At their wit’s end and 
out of suspects, Hiram 
and Smoky began to fret 
about the looming threat 
of a renewal of the Haig-
Hockmeyer feud when Doc 
Filstrup came in, having 
completed his initial exam-
ination of the body.

“Boys, funny thing. The 
bullet that killed Corky is 
from a .38 revolver like the 
one he kept behind the bar, 
but it didn’t penetrate the 
bone in his forehead. The 
bullet barely broke the skin 
and it appears Corky simply 
bled to death.”

“Doc, there wasn’t hardly 
a trace of blood anywhere 
around the body,” Hiram 

Continued from page 20

Please turn to page 25

countered. “Also, a .38 
from even a modest range, 
say across the room, would 
definitely have enough 
punch to penetrate Corky’s 
skull.”

“Did you ever find 
Corky’s pistol?”

“Nope, not a sign of it 
anywhere. I’m guessing it 
was the murder weapon,” 
the Sheriff replied.

“I’ve got a theory, but it’s 
going to take some effort,” 
Doc said. “I want to take an 
X-ray of the bear’s stomach 
and take a few samples of 
his hair, saliva and so on to 
send to the lab at Burrville.”

With the help of state 
wildlife officers, Beer 
Barrel was finally tran-
quilized enough that a half 
dozen Haigs could load him 
into a van and transport him 
to Burrville Medical Center. 
The X-ray technician fi-
nally got a clear shot of the 
bear’s stomach, where as 
Doc suspected, the picture 
clearly showed the outlines 
of Corky’s .38 pistol.

While Doc was carrying 
out his lab work, Hiram and 
Smoky were back at the 
tavern, trying to find some 
evidence among the broken 
up furniture and beer bot-
tles. They did find evidence 
that other shots were fired 
that night, from a couple 
of bullet holes in the wall 
to a deep dent in the metal 
frame of Corky’s favor-
ite decoration, a life-sized 
signed photograph of for-
mer heavyweight wrestler 
Hulk Hogan.

Finally, Doc joined the 
sheriffs, and the three of 
them held a meeting with 
Elijah and other members of 
the Haig clan to announce 
their findings.

“Doc found Corky’s pis-
tol inside the bear’s stom-
ach. He also found evidence 
that Beer Barrel swallowed 
a large amount of blood, 
along with approximately 
three quarts of ‘Spring Run’ 
moonshine,” Hiram began.

“I plan to feed the bear 
enough laxatives and 
Vaseline to get him to pass 
that .38, but I’m guessing 
when we do, we’ll find that 
the bullet that killed Corky 
matches his own pistol, as 
do the bullets we found in 
the wall,” Doc added.

“Fact is, it looks an awful 
lot like after the bar closed 
up that night, Corky started 
feeding Beer Barrel Spring 
Run ’shine instead of beer. 
The bear went berserk, just 
like Cooter McBean did 
earlier in the evening. The 
bear started tearing up the 
bar and Corky grabbed his 
.38 and began shooting at 
him,” Smoky cut in.

“Since Corky was as 
drunk as the bear, he 
couldn’t hit the side of a 
barn, shooting holes in the 
wall, floor and pool table. 
We’ve accounted for all 
the bullets he fired except 
one, the bullet that hit the 
metal picture frame,” Hiram 
continued.

“We’ll send it off to the 
FBI lab along with the pic-
ture frame, but my guess 
is that the bullet that killed 
Corky is the same one that 
ricocheted off the metal 
frame. That would explain 
why the bullet didn’t have 
enough velocity to pene-
trate his skull.

“We found enough ev-
idence in Beer Barrel’s 
system to explain what 
happened to all the blood. 
Corky had also been drink-
ing moonshine, and his 
blood was around 30-40 
proof, so the bear lapped it 
all up along with anything 
else with moonshine on it, 
including the pistol, before 
finally passing out.”

© MARK ANDERSON. www.andertoons.com

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6998/


Slippery rock Gazette November 2016  |  23  

The Two-Tone Solution: Mixing 
 Natural Stone in the Kitchen

Using contrasting 
colors and two 
different types of 

stone in the same kitchen 
may seem unconventional, 
but it’s actually an attrac-
tive trend that is growing 
in popularity. Ellen Forte, a 
homeowner in Washington 
D.C., saw the idea in a 
magazine and liked the 
idea of using different 
types of stones as accents.   
Taj Mahal quartzite paired 
with a dark soapstone were 
the two stones selected for 
Forte’s kitchen makeover.

Forte was living in a 
Spanish-style custom home 
built in the late 1920s. The 
home had already suffered 
through a bad kitchen ren-
ovation that she was deter-
mined to correct. “There 
were seven doors that led 
into or out of the kitchen,” 
says Forte.   “I cook a lot 
and I wanted a highly func-
tional kitchen, but didn’t 
want it to stick out. I wanted 
it to match the quality of the 
rest of the house.”

To bring the space 
up to snuff, Forte hired 
Washington-based Landis 
Architects/Builders, who 
proposed sacrificing an un-
derused pantry in exchange 
for eliminating some of the 
doors.  The reconfigured 
kitchen provided enough 
space for an island large 

enough to sit around, ringed 
by more counter space bor-
dering the back half of the 
room, and all topped by 
quartzite.

Quarried in the United 
States and Brazil, quartz-
ite is a metamorphic rock 
that starts off as sandstone. 
Heat and pressure harden 
the stone as traces of iron, 
oxide, and silica produce 
the patterns and colors seen 
on the stone’s surface.

Samantha Stinocher, mar-
keting communications 
specialist at Arizona Tile in 
Mesa, Arizona, has noticed 
a trend towards quartzite 
in modern kitchen designs. 
This may be because of its 
form and function. “It’s 
definitely a popular choice. 
People like the creams and 
the gold colors, plus quartz-
ite is very durable.”

Forte’s design partner 
on the job also liked the 
idea of mixing things up a 
bit. “Using two types and 
colors of stone creates less 
monotony in the space,” 

“When a politician is in 
opposition he is an expert on 
the means to some end; and 
when he is in office he is an 

 expert on the obstacles to it.”
– G.K. Chesterton

Photos courtesy of Greg Hadley Photography for Landis Architects/Builders

Please turn to page 31

says Chris Landis, architect 
and one of the principals 
at Landis. “It’s fun to get 
in there and look around 
for little surprises.” One 
of the surprises was actu-
ally related to the price of 
quartzite, which is called 
Taj Mahal for a reason. “It’s 
very expensive and I think 
it was a bit over the budget, 
but they just fell in love 
with it.” says Landis.

The contrasting soapstone 
was used on the opposite 
side of the room to top the 
bar area, which includes a 
utility sink and wine cooler. 
There’s also a second run of 
soapstone topping a stand of 
cabinets on the other side of 
the doorway. “They’re rela-
tively small areas that don’t 
get as much heavy-duty use 
as the island,” says Forte.  

Scott Sowers
Photos by Greg Hadley Photography

This article originally appeared 
on www.usenaturalstone.com

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop at www.braxton-bragg.com for Hercules Air Polishers
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Investing in Your Business:
A Tax Strategy

Don’t miss out on a great 
opportunity to beef up 
your equipment arsenal 

and write off 100 percent of 
the cost! With the Section 179 
Deduction, you can deduct up to 
$500,000 (the limit for 2016) of 
equipment expenses on your busi-
ness tax return — the only require-
ment is that the equipment is used 
for business purposes, of course.

According to Section179.org, 
the Section 179 IRS tax code al-
lows businesses to deduct the 
full amount of the purchase price 
of equipment and supplies.  The 
deduction is valid on most types 
of equipment, with very few 

exclusions (namely, HVAC and 
Real Property).  

IRS Publication 946 gives this 
official introduction to the tax 
code: 

You can elect to recover all or 
part of the cost of certain qualify-
ing property, up to a limit, by de-
ducting it in the year you place the 
property in service. This is the sec-
tion 179 deduction. You can elect 
the section 179 deduction instead 
of recovering the cost by taking 
depreciation deductions.

In other words, instead of amor-
tizing your deductions over the 
next several years, you can recover 
the cost right away with the cur-
rent year’s tax returns.

So how can you leverage this 
opportunity to benefit your whole 
crew?  By investing in tools and 
equipment that make this incred-
ibly difficult job safer, easier, and 
more efficient.  It’s not all about 
the bottom line—show your team 
you care about their safety and 
well-being by investing in equip-
ment that makes their job less 
strenuous and helps prevent inju-
ries. Knowing your team is work-
ing safer and more efficiently is 
the real reward; getting to write-off 

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

Makita® 4˝ Variable 
Speed Wet Polisher 

OUR Price: $329.95!

Distributed By

Makita 4” Stone Polisher 
SALE of the CENTURY!

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

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

Get it now!
Sale price won’t last!

 Item # Description MSRP OUR Price

 9001 Makita® 4˝ Wet Polisher, PW5001C $568.95 $299.99

Jessica Sherwood 
Omni Cubed

Photos Courtesy Dave Worrell

You can leverage 
a Section 179 tax 
deduction to ben-

efit your whole 
crew and make 

installation or 
stone transport 

safer, easier and 
more efficient. 

A Pro-Lift 
Automatic is a 
key installation 

machine to safely 
unload a large 
island from an  

install truck.

Omni Cubed has a 
range of well-built, 
made-in-America 
products designed spe-
cifically to make instal-
lation safer and easier, 
like the Pro-Cart AT2, 
Aqua-Jaw™ and Sink 
Hole Saver™ Original 
transport clamps.

the bill is just an added perk!
For more information on how 

Omni Cubed tools can help boost 
safety and efficiency, please visit 

www.omnicubed.com or call 800-
575-4401 and ask your Braxton-
Bragg representative.

© MARK ANDERSON. www.andertoons.com

Shop www.braxton-bragg.com for the Makita PW5001 Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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“Beware of little 
expenses. A small 

leak will sink 
 a great ship.”

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

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

Are You Paying More than 
40¢ per Sink Cutout?

 Item # Description MSRP OUR Price 
 16017  Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $174.95  $119.95
  1/2 Gas Thread, Orange, Twin Seg., 5,500-5,800 RPM

 16018 Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $174.95  $132.55
  1/2 Gas Thread, Orange, 5 seg., 5,500-5,800 RPM

Scorpion™ CNC Finger Bits
Soft Bond for Hard Stone

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

*Average sink is 4 linear feet

™

Consider the Scorpion CNC Finger Bits...

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

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

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

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

“So, you’re telling us that Corky 
basically shot himself?” Elijah cut 
in.

“That’s about it, a tragic acci-
dent. We’ll be able to confirm our 
theory when we recover the gun 
and get the lab results back,” Doc 
added.

“We could get those results eas-
ier if we just cut the bear open and 
retrieved the gun, but Beer Barrel 
belongs to you now, Elijah. You 
would need to approve putting 
him down.”

“Well, I can’t hardly blame a 
poor dumb animal for my son’s 
stupidity in feeding him moon-
shine. Besides, if I let you kill 
that bear, the new proprietor of 
the Dead Rat Tavern would never 
forgive me,” Elijah replied. “My 
granddaughter Chloe loves that 
dumb old bear.”

As Doc and the two sheriffs left 
the Dead Rat, they had little to say 
until Sheriff Smoky stated the ob-
vious, “You know, the world as 
we know it is coming to an end.”

“Yeah, it’s one thing to have a 
female county mayor, a female 
state representative and four fe-
males on the county court, but 
now a female is going to run the 
Dead Rat Tavern, the last bastion 
for red-blooded Varmint County 
men wanting to escape their 
wives and girlfriends for a while. 
I’m afraid we’re all doomed,” 
Smoky sighed.

Varmint County
Continued from page 22

Please turn to page 46

IN September  2016 , 
Northern Stone Supply 
Inc., a natural stone 

wholesale company producing quartz-
ite and granite building stone prod-
ucts, received platinum certification 

Northern Stone Supply Inc. 
Receives Double Platinum 
Sustainability Certification 

for both its quarrying and fabrication 
operations – the highest awardable 
certification. 

The certifications were awarded by 
NSF International, an independently 
certified public health and safety 

organization, after extensive docu-
mentation review and an on-site audit 
conducted according to the ANSI/
NSC 373 standard published by The 
Natural Stone Council. Architects, 
masons and owners can be sure that 
Northern Stone Supply’s products 
have been produced to the highest 
standards of social, economic and 
environmental responsibility in the 
industry. 

Of the recent certification, Northern 

Stone Supply Vice President Greg 
Osterhout said, “While natural stone 
in and of itself seems intuitively sus-
tainable, the process in which it is 
quarried and fabricated in preparation 
for its end use may not always be. 

“Northern Stone Supply is among 
a growing number of natural stone 
quarries and fabricators to have vol-
untarily certified our quarry and fab-
rication processes. 

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Granite medallion steps 
with radial Black Galaxy 
tiles leads from the dining 
room to the living room.

Yarbrough attended the Atlanta 
Art Institute, giving him an 
appreciation for craftsmanship, 
balance and design. His wood-
work, cabinetry and stained 
glass add decorative touches 
throughout the home.

Much of the interior stone-
work is from recycled or 
reclaimed remnants, saved 
up over years. The curved 
fireplace surround and 
round cut-out are themes 
repeated in different rooms.

Yarbrough worked out a repeating pattern to use six common colors and types of 
granite remnants. After collecting pieces of the right stone over a period of years, 
the tile was cut to size, the four edges given a slight bevel and polished, sealed and in-
stalled throughout the foyer and kitchen. Similar flooring is used in other rooms.

From the driveway, 
Shannon and Judy 
Yarbrough’s home 

just north of Knoxville, 
Tennessee, looks like any 
other house on the street: 
a modest, well-loved, sin-
gle-family home.

But step inside the front 
door, and it will take your 
breath away with beauti-
ful custom stone on nearly 
every surface. Shannon, 
using collected scrap and 
pieces he found inexpen-
sively, has turned his home 
into a work of art. And 
making the work even more 
impressive is the fact that 
Shannon did it all by hand, 
cutting each piece with 
a five-inch Scorpion dry 
blade and hand-beveling all 
the edges.

“Each piece is its own 
jewel,” Shannon says.

Judy smiles as newcom-
ers’ jaws drop.

“Everybody who walks 
through the door does that,” 
she says.

Finding inspiration
Shannon attended Central 

High School in Knoxville, 
Tennessee, and art teacher 
Bill Lett was the first to in-
spire Shannon to pursue the 
visual arts. Shannon went 
on to attend the Art Institute 
of Atlanta.

But there was something 
else in Shannon’s make-up, 
a work ethic and waste-not-
want-not mentality passed 
down from his father, 
Oscar.

“My father taught me 
how to recycle,” says 
Shannon. “I’d come home 
from school and he’d say 
we need to go tear this 
down and pull the nails out. 
I watched him build three 
homes, and I lived in all of 
them.”

When Shannon came 
back to Knoxville from 
Atlanta, he went to work in 
a wide array of construction 

trades. He installed aerial 
and underground electric 
for Scripps Howard, built 
sunrooms and additions, and 
restored homes for real es-
tate companies, subcontract-
ing his services and staying 
busy for 25 years.

He’s worked around the 
East Tennessee region in the 
stone industry with compa-
nies like Granite Concepts, 
Knoxville’s Stone Interiors, 
Mark 1, Merit Construction, 
Smoky Mountain Tops and 
Stone Creek Surfaces. He’s 
worked on projects like the 
skyboxes at the University 
of Tennessee’s Neyland 
Stadium, major department 
stores, malls, and many 
high-profile homes.

Polished and decora-
tive concrete is also on 
Shannon’s list of trades. He 
even did the concrete work 
when the John H. Daniels 
Suit factory building in 
downtown Knoxville was 
converted to condos, a job 
that holds a special place 
in his family history as his 
grandmother sewed suits 
there for 35 years.

Through all of this fine 
work, Shannon was build-
ing a desire to see the same 
level of craftsmanship in his 
own home.

“I’ve been going into the 
finest homes in town for 
years,” he says. “I’d never 
be able to afford to have a 
place like that unless I did it 
myself.”

The Ultimate DIY
Shannon and Judy moved 

into their home 24 years 
ago. Shannon’s work started 
that first week and hasn’t 
stopped since. He harvested 
timber from their property 
and milled it for a fence. Ten 
years later, he took the fence 
down, planed and resurfaced 
it for reuse as furniture. 

Other materials he rescued 
from remodeling jobs. With 
permission, Shannon saves 

‘Recycled’ Home is Hidden Jewel

sink cut-outs from stone counter-
tops. Or, when a stone company 
has closed down locally, Shannon 
gets permission to collect pieces 
that are left behind.

The floor in the home’s kitchen 
and foyer is the result of 15 years 
spent collecting the right colors 
of stone, 2,300 pieces in a re-
peating pattern of Shannon’s own 
creation. He planned the pattern 
using paper and crayon, then la-
beled and numbered each piece.

Another showpiece is the living 
room fireplace. Shannon calls it 
a challenge. He did all the weld-
ing for the cantilevered ironwork 
fireplace supports, which extend 
through the wall, and the deco-
rative granite for the hearth, sur-
round and mantelpiece.

“You have to be meticulous,” he 
says. “This is basically practice 
for me. I can’t get enough of it.”

Woodwork and stained glass 
make appearances in the home, 
and they are Shannon’s doing as 
well. Tin saved from a roof job 
and oak trim salvaged from a re-
model of the J.C. Penney men’s 
department give a rustic look to 
Shannon’s billiard room.

Shannon Carey
Photos by Shannon Carey

and Larry Hood

Please turn to page 41

Shannon Yarbrough 
Makes Home a Canvas 
for Creativity

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 November 2016  |  27  

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

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

MADE IN THE USA

 Item # Description MSRP OUR Price 
 3743 Stone Pro, ADA Compliant Countertop Support $224.95 $99.95

Install an ADA Compliant
wall-hung vanity, quickly, 

inexpensively and beautifully!

The Stone Pro Countertop Support is ADA compliant 
and is one of the best ways to mount and secure wall 
vanities. 

It’s a natural stone countertop support that can be set 
at the appropriate height for easy counter access for 
someone in a wheelchair. 

4´ span – 2 brackets
5´ span – 3 brackets
8´ span and larger – 4 brackets and on up 
    with compliant spacing

NEW 

LOW
PRICE! 

Restroom vanity pictures 
captured at a tavern in 
South Illinois

“Fast and easy to 
install, very strong 

and effective...”
Troy Pilkington, Shop 

Manager at TNK Design, 

Maryville, TN

See the video 
www.braxton-

bragg.com

Stone Restoration and 
Maintenance Corner

Once the excessive buildup has 
been successfully removed using a 
razor blade, you can next move on 
to chemical cleaners. The Majestic 
Heavy Duty Soap Film Remover is 
an excellent product to effectively 
remove the remaining buildup. It 
not only contains surfactants and 
products that help with mineral de-
posits but also contains very fine 
calcium (marble dust) to aid in the 
removal of stubborn soap films.

Majestic Bath and Shower 
Cleaner is also very effective at re-
moving small amounts of buildup 
and helps keep it at bay. I would 
recommend using this product once 
a week, per the directions.

You will need to evaluate the 

been restored, impregnate 
with a dependable sealer like 
Majestic Low Odor Solvent 
Based Impregnating Sealer 
or Stone Shield Impregnating 
Sealer for the best in stain 
resistance.

Once impregnated prop-
erly, a stone-specific proac-
tive maintenance program 
should be implemented. I 
highly recommend a squee-
gee in every shower to keep 
the vertical surfaces clean and 
buildup free. Using Majestic 
Bath & Shower Cleaner at 
least once per week will help 
ensure that surfaces stay 
clean while both mold and 
mildew are kept at bay.

Occasionally there will be 

Continued from page 17

situations that require spe-
cial solutions so, as always, I 
suggest that you contact your 
supplier to discuss your prod-
uct options and best practices 
with the right products. 

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

Before and after deep clean-
ing shower walls and resto-
ration. The floor needed to 
be ground and repolished.

surface once all buildup 
is removed. If the stone is 
polished, you may need to 
re-polish at this time with one 
of the Majestic polishes like 
5X, XXX Shine, or Stone 
Polishing Compound. If the 
stone is honed, you may want 
to do some re-honing using 
diamond impregnated pads. 
Remember that most marble 
polishing products contain 
an acid and micro abrasive 
which will help with mineral 
deposit removal, too. This 
comes in handy around sinks 
and faucets where much of 
the etching and mineral de-
posits occur. Use the center of 
a natural pad to get into these 
tight areas.

Etched stone around the 
toilet from urine will need 
to be re-polished and may 
need some honing prior to 
polishing, as well. This de-
pends on how deep the etch-
ing has become. The same is 
true for perfumes and other 
products that may etch, espe-
cially around the sink area on 
vanities. 

Always remember to pro-
tect adjacent areas from water, 
splatter, and polishing acids. 
Use Tape & Drape along with 
blue and/or red tape to help 
facilitate masking. 

Showers and bathrooms 
come under the “critical 
area” heading for me, and 
therefore I highly suggest 
using impregnating sealers 
in these areas for added pro-
tection. Once the area has 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Pro ADA Countertop Support
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“When you do the common things 
in life in an uncommon way, you 
will command the attention of 
the world.” 

Above and Beyond

Two days later I received 
an email. She had spoken to 
friends and gotten their ad-
vice. She decided it would 
work if we could cut the 
pieces to one third of the size 
Bryan had originally made 
them.

I called Bryan and asked 
how long it would take to cut 
them down, polish, install and 
then re-silicone. He figured 
it would take two hours, in 
addition to the original hour 
he already had spent working 
up the sample trim. I wasn’t 
trying to make any money 
off this, but at least wanted to 
cover part of the time spent 
fixing it. I texted Patty that 
the charge for the additional 
work would be $65. That 
didn’t cover my full payroll 
cost for the travel time and 
labor, but it would help off-
set it. I penciled in a time to 
return on the calendar. 

I was surprised when I re-
ceived a text back from Patty 
saying she didn’t want to 
spend any additional money. 
I could tell by the way her re-
sponse was worded that she 
thought I should do it as a 
freebie, and in past months I 
might have. But we had been 
dealing with multiple job go-
backs (some due to custom-
ers, a couple due to my guys), 
and having to recut a couple 
jobs. Money and time were 
tight right then, and I just 
couldn’t do this one for free. 

I really like Patty, and I 
tried as nicely as possibly to 
explain that although we al-
ways strive to have things as 
perfect as possible we cannot 
guarantee perfection, because 
the cabinets we have to work 
around are often imperfect. 
She texted me back saying 
she would drop a check in the 
mail. I wasn’t going to leave 
the area where we removed 
the silicone open and looking 
ugly, so I asked her to leave 
the key for us one last time, 
so we could go by and re-
place the silicone that Bryan 
had removed. 

I admit that I felt bad tell-
ing her no, we couldn’t do 
this for free, because that is 
not how I am used to doing 

things.  If we had caused the 
problem, I would have ab-
solutely handled it without 
questions or hesitation. 

Customers love getting 
“free” add-ons, which trans-
lates to time we spend on 
things that are not part of 
our jobs. These side proj-
ects are not in the project 
contracts  they have signed 
off on, acknowledging what 
we are not responsible for.  
But we get stuck with doing 
them in order to work a job 
– like moving refrigerators 
or stoves, going back to drill 
another hole after the job is 
completed because they “for-
got,” and it will “just take 
you a minute to do,” and un-
hooking plumbing so we can 
remove a sink to remove the 
countertops. What custom-
ers don’t realize is that our 
employees have to be paid, 
even when the customer is 
not being charged for the 
additional work. The time 
it takes to do “freebies” can 
add up pretty quickly. 

My new goal is to try and 
rein some of our “above and 
beyond” freebies, especially 
when correcting an unfore-
seen problem that wasn’t our 
fault. Not that we won’t do 
extra little things, but I need 
to learn that it’s alright to ask 
a customer to pay for some-
thing that is clearly beyond 
the scope of the contracted 

Continued from page 4

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!

work. That is what a change 
order is for, after all. I am 
learning that when custom-
ers see you are willing to 
offer a compromise that is 
fair to both parties, you can 
leave them satisfied, and 
preserve your reputation for 
going above and beyond for 
customers.

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

— George Washington Carver

The time it 
takes to do 
“freebies” 

can add 
up pretty 
quickly. 

Authorities say a 
Pennsylvania drug 

suspect who dropped his 
cellphone while running 
away from police took 
to Facebook to warn his 
friends not to call that 
phone number.

Lackawanna County 
detectives say 25-year-
old Scranton resident 
James Lee Hankins fled 
when police tried to ar-
rest him for an under-
cover drug deal involving 
heroin and cocaine one 
Monday afternoon.

Police say a woman 
who knew Hankins let 
them search her apart-
ment, and they found 
him minutes later in her 
basement on a computer 
that had a page open to 
Facebook. Detectives 
say Hankins posted a 
message telling friends 
he’d be off Facebook for 
a while and asking them 
not to call his phone until 
he said otherwise.

Online court records 
don’t list an attorney for 
Mr. Hankins. It will be 
entertaining if he decides 
to defend himself.

Don’t Call Me

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

Save $20 at Braxton-Bragg!

Stone Shield™ 
Enhancer & Sealer 

Now You Can Match the Edge to 
the Surface of Resined Stone.

MADE IN THE USA

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

 Item #  Description MSRP OUR Price 

 46407 Stone Shield™ Color Enhancer & Sealer, 1 Quart $59.95 $49.95

•Enhances the natural look of granite, marble and travertines

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

•Offers a wet look indoors and outdoors

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

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

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

Installation Injuries: A Heavy Topic

Football players find them-
selves in the center of the 
controversy over concus-

sions and the long-term effects of 
head injuries.

While there is great debate 
among the fans, doctors, teams, 
and players as to what role re-
peated impacts and concussions 
have on future brain function and 
mental health, there is no question 
that professional football players 
wear out quickly. 

The pounding and smashing that 
football fans pay to see wears on 
the body in ways that other sports 
simply do not. There is a reason 
the average age of an NFL player 
is 25, while the average age of a 
pro golfer is 35.

Granite slab installers are the 
blockers and tacklers of the 
gridiron in the stone industry.  
Like the NFL, injuries are com-
monplace and retirements are 
premature.  

Unfortunately, this well known 
but oft ignored issue has not yet 
reached controversy status be-
cause knee, shoulder, neck and 

back injuries are just accepted as 
inevitable for installers the longer 
they work in the industry. Worst 
case ,  they are overworked, in the 
interest of getting the job installed 
as quickly as possible and moving 
on to the next jobsite.

In order to work more safely, 
the stone industry as a whole  — 
everyone from shop owners to  
installers themselves — must be-
come familiar with the following 
three realities.

Extreme Weight + Awkward 
Shapes = Dangerous Lifts 
While many stone professionals 

do not consider a 20 square foot 
countertop “large,” it is inhu-
manely heavy at 18 pounds per 
square foot. If it has a bump-out, 
jog, or “L” at one end, it must first 
be lifted to above cabinet height, 
requiring the installer to then 
transfer all the weight to one arm, 
one leg, and one side of the body 
while leaning over the edge of the 
cabinet to set it down.  

What could possibly go wrong?
There isn’t a weight trainer 

on earth who would allow their 

athletes to attempt such a stupid 
and dangerous lift in the gym, yet 
it happens everyday on jobsites in 
the stone industry.

The Cumulative Effect  
Assume an average job is 80 

square feet. First the counters 
must be loaded by hand into the 
install vehicle. Then the count-
ers must be lifted a second time 
off the rig and onto some type 
of dolly or cart to transport the 
counters into the work area. 
Assuming there are no stairs and 
that all the pieces will fit the first 
time, the installers get to lift every 
counter a third time! At this point, 
they are already fatigued even 
before making those reaching, 
straining, and dangerous lifts to 
the cabinet top.

When you do the math, a crew 
will lift in excess of two tons of 
countertops before they even 
begin to adjust, level, and com-
plete the install. That’s 10 tons 

 Aaron J. Crowley
Crowley’s Granite Concepts

per week, an average of 42 tons 
per month, and a staggering 504 
tons per year, if they get two 
weeks vacation!

No Time to Recover
Most stone shops cannot afford 

to pay highly skilled second and 
third string installers to pace on 
the sidelines, waiting to be called 
up by the coach. As a result, the 
“first string” installers rarely and 
sometimes NEVER get a rest. 
Like the companies that employ 
them, installers can’t afford to 
take time off to heal, so the in-
evitable minor injuries become 
chronic and severe. Eventually 
they can become career-ending 
injuries.

Our industry doesn’t need stats 
or studies or an injured reserve list 
to tell us what we already know: 
Installing 3cm counters every day 
using bodies and brute force is il-
logical, inhumane and not a smart 
use of an important part of a stone 
shop team.

We need a revolution in the way 
we think about our installers and 
we must invest in equipment for 
our installers in the same way we 
have invested in forklifts, booms, 
clamps, cranes and vacuum lifters 
for our shop crews. 

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

Do you follow the stats 
for your favorite team? 

Here are 
some astounding 

 installation stats:
•Average daily install: 80 sq. ft.

At 18 lbs/sq/ft, lifted 3 
times per job = 4,320 lbs.
•Lifted per week = 10+ tons
•Lifted per month = 42 tons

(10 tons x 4.2 weeks = month )

Lifted per year?  
Over 500 tons!

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

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

www.braxton-bragg.com

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

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

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

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

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

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

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

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

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

A: Your Customer. Are You Prepared?

For Porous Surfaces For Polished Surfaces

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

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

4452 Stone Shield™ Penetrating Sealer, Gallon  $134.95  $118.72

Item # Description MSRP OUR Price
4450 Stone Shield™ Penetrating Sealer, Quart  $30.07  $23.07

4451 Stone Shield™ Penetrating Sealer, Gallon  $74.95  $59.65

MADE IN THE USA

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

Stone Shield Penetrating Sealers

#1 Seller! 

Most Popular

Sealer

“He that is good for 
making excuses is seldom 

good for anything else.”

— Benjamin Franklin

Free Education 
at TISE 2017

Consider providing CEUs (con-
tinuing education units) to the de-
sign community. This session will 
showcase how the CEU program 
works and how to position your 
company as the leading expert on 
natural stone in your marketplace. 
We’ll also explore how the various 
CEU programs work (AIA, ASID, 
IDC, IDEC, IIDA, NKBA and oth-
ers) and how to get started giving 
presentations. This “how-to” ex-
planation will help you get started 
down the CEU provider path!

2:30-3:30pm: Silica Exposure 
and Employee Safety in the 
Stone Industry

How is the stone industry ad-
dressing the proposed OSHA silica 
rule change? What are leading fab-
ricators doing NOW to reduce sil-
ica exposure for their employees? 
What are the real costs associated 
with making your shop safer? This 
session will prepare attendees to 
create a safety program that address 
silica exposure, baseline testing and 
a number of issues your employees 
will encounter.

2:30-3:30pm: Why Specify 
Certified Stone? How the 
Natural Dimension Stone 
Sustainability Standard Can 
Assist Green Building Projects

This course highlights how the 
dimension stone sustainability 
standard (ANSI/NSC 373) can 
assist projects with sustainability 
goals. The standard examines and 
verifies through a third party, nu-
merous areas of stone production 
such as: water usage, custody and 
transportation, site and plant man-
agement, land reclamation, cor-
porate governance, energy, waste, 
chemicals, worker health and 
safety and innovation credits. It 
also includes a companion Chain of 
Custody (COC) program, which en-
sures traceability of certified stone 
from the quarry to processing and 
throughout the supply chain and ul-
timately to their journeys end. 

Continued from page 20

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Penetrating Sealer
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“The soapstone is such 
a beautiful option. It’s like 
having a piece of art in your 
kitchen.”

Landis liked the soapstone 
because it doesn’t show up 
on everybody’s design pal-
let. “We don’t see it used 
very often.   Usually when 
you tell people that have 
to do a little maintenance 
on something, they run the 
other way.”

Any type of natural stone 
requires some minor but 
regular maintenance to keep 
things smooth on top of the 
counters.  Stinocher says, 
“Any stone has a certain de-
gree of porousness, which 
is why we recommend that 
quartzite should be profes-
sionally sealed once a year.  
Soapstone can etch, so you 
should always use a cutting 
board. It doesn’t have to be 
sealed but we recommend 
oiling it once a year.”

Soapstone is a relatively 
soft stone that is quarried 
in several countries, in-
cluding the United States 

Two-Tone Kitchens Soapstone is a good choice for 
countertops because it is nonpo-
rous, naturally stain resistant, and 
naturally anti-bacterial.

Soapstone and quartzite are very durable materials, but like all natural stone surfaces, 
they require some maintenance. Always educate your customers in proper stone care.

Continued from page 23

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

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

Scorpion™ CNC Sink & Seam Wheels

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

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

• Will maintain true shape
• Center water feed

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

 NEW
1/2˝ SIZES

At Last! Sink Wheels that 
Maintain a True Shape!

and Brazil.  Soapstone is a 
metamorphic rock formed 
mostly from talc and mag-
nesium.  It has been used for 
thousands of years by the 
Inuit people and others as a 
medium for carving highly 
valued sculpture. Stinocher 
sees a trend of using more 
soapstone gradually mov-
ing across the country.  “It’s 

always been very popular 
and readily available in the 
eastern half of the United 
States, because some of it 
is quarried in Virginia,” 
she says. Stinocher also 
believes the stone remains 
a favorite for countertops 
because it is nonporous, 
naturally stain resistant, and 
naturally anti-bacterial.

Mixing things up in the 
kitchen by using different 
colors and types of natural 
stone is becoming a more 
common trend.   “I person-
ally love the trend,” says 
Stinocher. “I think the dif-
ferent colors and textures 
enhance each other.”

Photos (2) courtesy of Greg Hadley Photography for Landis Architects/Builders

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

List it Free 
www.slipperyrockgazette.net

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).

2016-2017 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

December 2016 Tuesday, November 1, 2016

January 2017 Wednesday, November 30, 2016

February 2017 Wednesday, December 28, 2016

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. 

_____________ 

Services

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

_____________

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 

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.

_____________  

Help Wanted

Granite Marble Quartz Lead 
Installer — Our company has been in 
business for 36 years and is recognized 
as a quality oriented fabrication and 
installation company. We are seeking 
a full-time lead installer. Candidate 
must have excellent communication 
skills and be able to carry heavy 
loads. Must be willing and able to 
continue with our current level of 
quality in the custom home field. 

This job position will install slabs 
in kitchens, shower walls, shower 
ceilings, fireplaces, BBQs, etc. Some 
projects will be standard counter 
top installations while many are 
complex projects on multiple floors. 
Must be able to understand technical 
shop drawings and follow specific 
installation instructions. Must have a 
valid California drivers license. Must 
be fluent in English. Spanish speaking 
a plus. Contact: Mario Divincenzo at 
310-650-8890, or send an email to: 
Mario@delorenzomarble.com . 

participant in this program and we will 
print for you custom postcards and 
brochures to hand out to your clients 
and prospective customers interested 
in your countertop services.
The postcards and brochures will be 
printed with your company name and 
address. The space | Your Business 
Name & Address | will be replaced 
with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked 
to your Braxton-Bragg account, so 

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

Readers Please Note:

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

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

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

 • #5580099 Stone Pro Demo Seam Machine – Like New, $625.95 
• (10) #1415899 Demo Raptor Portable Saws, $499 • (1) #510199 

Demo Sinkmate Tracker Saw, Uses 8 in. Turbo Blade, $995 
• (1) #1016099 Demo Keil Handheld Portable Anchor Drilling Machine, 
$495 • Demo CNC B30 Demi-Bullnose Profile Bits - Pos. 1-4 – Just Broken 

In!, $1,200 (set of 4) • #224999 Slightly used Hercules 
Self-Dumping Hopper, 4,000 lb. capacity, $695 $495

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

Thassos White Marble

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

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

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

Thassos White Marble

•132 TON SPLITTING FORCE   

• 25.2” BLADE LENGTH and   

 17.72” SPLITTING HEIGHT

•15 KW PUMP UPGRADE   
 PRODUCING BLADE SPEEDS of;

• 6.39” PER SECOND DESCENT   
 and 7.17” PER SECOND RETRACT 

•TESTED and PRESSURES SET   
 PRIOR TO SHIPMENT

IGLOO 120 
640 X 450 

ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

Granite Shop Est. 20+ Years

702-429-2129

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

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

Email: frank@tandfmarble.com
Call for price

Stone Inspection & Troubleshooting

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

ing workshop. The class will be held Jan-
uary 16-19, 2017, in Las Vegas, Nevada, 
presented by Dr. Fredrick M. Hueston. 

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

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

Class size is limited– register today.

Get a full 4 days of 
training, covering…
•The Geology of stone
•Understanding the 
structure of different 
kinds of stone
• Slab &Tile production

•Quarry techniques that 
affect the final product
•Stone and tile Forensic 
Investigation
•Problem diagnosis
•Installation requirements
•Stone and tile restoration

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

Troubleshooting 
pitting and spall-
ing, and moisture 
and rust damage 
will be covered in 
Dr. Fred’s 4-day, 
in-depth class.

Call 321-514-6845

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

http://www.slipperyrockgazette.net
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Order online or call 1-800-575-4401 before 5:45 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  $23.95 $15.95

 1732 Viper® 7-Step Granite Wet, 4˝, 100 Grit, Red  $23.95 $15.95

 1734 Viper® 7-Step Granite Wet, 4˝, 200 Grit, Yellow  $23.95 $15.95

 1736 Viper® 7-Step Granite Wet, 4˝, 400 Grit, Light Blue  $23.95 $15.95

 1738 Viper® 7-Step Granite Wet, 4˝, 800 Grit, Green  $23.95 $15.95

 1740 Viper® 7-Step Granite Wet, 4˝, 1,500 Grit, Orange  $23.95 $15.95

 1742 Viper® 7-Step Granite Wet, 4˝, 3,000 Grit, Pink  $23.95 $15.95

 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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5:45 p.m. Eastern for Same Day Shipping.
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Why spend $100k for an 
inline machine when the 
Edgemate 100 will give you a 
PERFECT PROFILE for $6k?

“Great for new employees without 
fabrication experience. After 
just two days, she was producing 
perfect, clean profiles on granite.”

– Brian Fansworth, Owner

SEE THE

VIDEO
HTTP://WWW.BRAXTON-BRAGG.

COM/EDGEMATE100

*Call for Equipment Financing Options

 Item # Description Price* 

 5104 Edgemate 100 with 12´, 7´- 3˝ and 4´- 6˝ Track $5,995.00

  F.O.B. Knoxville, TN

Economical
With the Edgemate 100, there’s no need to buy 

special profile wheels for a CNC, router or expensive 
inline tooling. Talon™ Cup Wheels and Viper® 
Polishing Pads are all you need to produce a finish 
that will exceed what you can expect from high-priced 
machines.

Invisible Seams and Laminations
Use the Edgemate 100 to back-bevel your seams 

to achieve a perfect seam. Instead of re-sawing a 
laminated edge, simply polish it out; less stress on 
the stone and on you.

And you won’t have to buy 
special high-priced tooling!

Easy to Use!

The International Surface Event To 
Celebrate The Best of 2017
Industry Manufacturers and Suppliers 

To Be Honored At TISE 2017

The International 
Surface  Event 
(TISE): SURFACES 

/ StonExpo / Marmomacc 
Americas / TileExpo, opens 
the call for entries for the 
“Best Of” Awards Program 
for TISE 2017.

To honor the TISE ex-
hibitors’ contributions to 
the floorcovering indus-
try, TISE, along with the 
awards program sponsors, 
host the “Best Of” Award 
programs designed to cele-
brate industry successes. At 
The International Surface 
Event, celebrating industry 
innovation and ingenuity 
is important. Join the in-
dustry and see the best at 
The International Surface 
Event 2017 at the Manda-
lay Bay Convention Cen-
ter, Wednesday, January 18 
through Friday, January 20. 
For hours, tickets and ad-
ditional event information, 
visit TISEwest.com.

“We are proud that The 
International Surface Event 
is the annual home for man-
ufacturers and suppliers to 
meet face-to-face with their 
customers, their friends 
and their industry peers,” 
said Amie Gilmore, CEM, 
Show Director, The Inter-
national Surface Event, In-
forma Exhibitions. 

“Every year, it is very 
apparent the incredible 
amount of work that exhib-
itors put towards creating 
products, setting up dis-
plays and developing expe-
riences for attendees. Their 
diligent efforts improve 
the offerings our indus-
tries are able to provide the 
world and we are honored 
to award these efforts each 
year!”

“Best Of” Event Awards
The “Best Of” Event 

Awards is an annual awards 
program for exhibiting 
companies whose product, 
program, service, business 

practice and/or booth design 
are considered to be “Best 
Of” in their class. Awards 
are segmented into six cat-
egories: Best Booth under 
1,200 square feet, Best 
Booth above 1,200 square 
feet, Innovation, Style & 
Design, Sustainability, and 
Technology.

Award winners of “Best 
Of” SURFACES, spon-
sored by Floor Covering 
News, “Best Of” StonExpo/ 
Marmomacc Americas, 
sponsored by Stone World 
and Contemporary Stone & 
Tile Design Magazine, and 
“Best Of” TileExpo, spon-
sored by Tile Magazine 
are determined by a panel 
of judges appointed by the 
official publication spon-
sors. Winners will be an-
nounced and awarded at 
The International Surface 
Event 2017.  

“Best Of”  
Project Awards

The “Best Of” Product 
Awards provide attendees 
the opportunity to browse 
the newest and most inno-
vative industry products 
before the event and gain 
additional information from 
the manufacturer while on 
the show floor at TISE. 
Prior to the show, exhibitors 
have the opportunity to sub-
mit their products into the 
awards program. Entered 
products are then featured 
in the TISE Product & 
Trends Lookbook and voted 
on by the industry before 
the event.  

The top 10 voted prod-
ucts will be promoted 
by the event with three 
final winners selected 
and awarded the “Best 
Of” Product Award: one 
for SURFACES, one for 
StonExpo/Marmomacc 
Americas, and one for 
TileExpo, to be presented 
to the winning exhibitors 
at TISE 2017. The 2017 
“Best Of” Product Awards 

Program is sponsored by: 
Contemporary Stone & Tile 
Design, Floor Covering 
Installer, Floor Trends, 
Stone World and Tile 
Magazine. 

Call for Nominations
If you are an exhibitor at 

TISE 2017 and would like 
to nominate your company 
for an award, complete your 
nomination now. More in-
formation, including the list 
of “Best Of” 2016 award 
winners, can be found at 
TISEwest.com/Bestof2016.

The “Best Of” Product 
Awards Entry Form can be 
found at: www.TISEwest.
com/BestOfEntryForm

The deadline for the “Best 
Of” Product Awards is  
November 4, 2016.

“Best Of” Event Awards 
Entry Form can be found 
a t :  w w w.T I S E wes t .
com/BestOfEvent 
AwardsEntryForm

The deadline for submis-
sion in the “Best Of” Event 
Awards is January 6, 2017.

Register to See the Best 
at TISE 2017

Those interested in at-
tending The International 
Surface Event can purchase 
tickets before the event by 
registering online, saving 
time and money. Tickets 
will also be sold on-site 
at the Mandalay Bay 
Convention Center the four 
days of the event. For com-
plete pricing options, visit 
the registration page of the 
TISE website.

“Each new generation 
born is in effect an in-
vasion of civilization 
by little barbarians, 

who must be civilized 
before it is too late.” 

— Thomas Sowell

Shop www.braxton-bragg.com for the Edgemate 100 Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

Call today! Toll free 1-800-575-4401
This Great Low Price has been extended due to popularity! 

3.98Now YOU can solve a $200 problem… 
 

MADE IN THE USA

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

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

NEW size for compact dishwashers!

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

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

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

More than 828,724 sold!

4.10

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

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

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

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

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

for only $495 !

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

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

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

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

2cm Radius 
Router Bits

 Item # Description  MSRP OUR Price

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

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

Pos. 1 Pos. 2

3cm Radius 
Router Bits

 Item # Description  MSRP OUR Price

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

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

Pos. 1 Pos. 2

2cm Demi 
Bullnose  

Router Bits
 Item # Description  MSRP OUR Price

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

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

Pos. 1 Pos. 2

3cm Demi 
Bullnose  

Router Bits
 Item # Description  MSRP OUR Price

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

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

Pos. 1 Pos. 2

2cm Bevel  
Router Bits

 Item # Description  MSRP OUR Price

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

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

Pos. 1 Pos. 2

3cm Bevel  
Router Bits

 Item # Description  MSRP OUR Price

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

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

Pos. 1 Pos. 2

2cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

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

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

3cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

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

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

2cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

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

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

3cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

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

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

4cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

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

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

5cm Straight Z 
Profile Router Bit

 Item # Description  MSRP OUR Price

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

DESIGNED 

FOR ALL

ROUTERS!

CALL 

800-575-4401

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

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

Carmen Ghia

Silverware, paintings, and a his-
toric copy of the Declaration of 
Independence are a few of the 
“secretly checked out” items.

What if your computer or smart-
phone could tell if you’re 

happy or sad – besides recording 
which emoticons you’re using?

A new device developed by re-
searchers at MIT (Massachusetts 
Institute of Technology) aims to 
detect emotions by sending wireless 
signals that measure heartbeats as the 
signals bounce off a person’s body.

Researchers from MIT’s Computer 
Science and Artificial Intelligence 
Laboratory say their device is 87 
percent accurate in using heart rate 
and what it’s already learned about 
a person to recognize joy, pleasure, 
sadness or anger, after the device 
first measures how each individu-
al’s body reacts in various emotional 
states.

It works like an electrocardiogram 
monitor but without needing a sensor 
on the body to measure heartbeats.

They say it could one day be used 
by advertising agencies to gauge au-
dience reaction or in health care to 
diagnose depression or anxiety. Just 
imagine if your computer could send 
you a gift from your browser shop-
ping history to brighten up your day? 

A historic Massachusetts 
inn that inspired 

poet Henry Wadsworth 
Longfellow and was once 
owned by automotive pioneer 
Henry Ford wants its stuff 
back — no questions asked.

Dear Guests: 
Give Us Our 
Stuff Back

Longfellow’s Wayside Inn in 
Sudbury, Massachusetts is cel-
ebrating its 300th anniversary 
by offering amnesty for former 
guests who may have — ahem 
— “secretly checked out” inn 
property. Return it, and man-
agement says it won’t pursue 
criminal charges.

Innkeeper Steve Pickford tells 
The Boston Globe he’s partic-
ularly interested in recover-
ing a copy of the Declaration 
of Independence belonging to 

Revolutionary War-era inn-
keeper Ezekiel Howe. It went 
missing in the 1950s.

Pickford says guests have also 
absconded with stamped silver-
ware, pewter serving pieces, an-
tique dishes and paintings.

The inn opened in August 
1716 and bills itself as the old-
est operating inn in the country.

Numerous signs posted 
around the inn remind guests 
that pilfering mementos is still 
theft, to little effect, it seems.

Wireless Signals Can 
Detect Your Feelings 

with New Device

© MARK ANDERSON. www.andertoons.com

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

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

Achieve better shine with Viper 
than with any other wheels!

NEW!NEW!

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

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

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

•Revolutionary design and function

•Achieve exceptional shine

•Use on both platforms

•Can run at fast speeds

 Item # Description MSRP OUR Price

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

 58000 6-Step In-Line Polishing System, Step 1  $115.95 $76.67 

58001 6-Step In-Line Polishing System, Step 2  $115.95 $76.67

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

 58003 6-Step In-Line Polishing System, Step 4 $115.95 $76.67

 58004 6-Step In-Line Polishing System, Step 5 $115.95 $76.67

 58005 6-Step In-Line Polishing System, Step 6 $123.95 $85.36

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

 58006 6-Step In-Line Polishing System, Step 1 $132.95 $85.36

 58007 6-Step In-Line Polishing System, Step 2  $132.95 $85.36

 58008 6-Step In-Line Polishing System, Step 3 $132.95 $85.36

 58009 6-Step In-Line Polishing System, Step 4 $132.95 $85.36

 58010 6-Step In-Line Polishing System, Step 5 $132.95 $85.36

 58011 6-Step In-Line Polishing System, Step 6 $140.95 $85.36

As Seen at 
StonExpo 2016

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

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

Daredevil 
Successfully 

Powers Rocket 
Over Snake 
River Canyon

Rufus Leakin

Professional stuntman 
Eddie Braun successfully 

jumped over the Snake River 
Canyon in an ode to his boy-
hood idol, Evel Knievel.

Braun soared over the 
southern Idaho canyon in a 
custom-built rocket dubbed 
“Evel Spirit.”

It launched off a steep ramp 
on the edge of the canyon rim 
just before 4 p.m. one Friday 
afternoon, as hundreds of on-
lookers watched.

The rocket reached an es-
timated 400 mph before its 
parachute deployed, allow-
ing Braun and the ship to land 
safely in fields on the other 
side of the 1,400 foot-wide 
canyon.

“I feel like the no-name, 
third-string quarterback of a 
junior-varsity team that just 
won the Super Bowl. My 
team got me there. I ran it 
into the end zone. We scored 
and won,” Braun said in a 
statement after the jump.

Scott Truax, the designer 
of the rocket, told the Idaho 
Statesman that after Braun 
got the OK to launch he 
didn’t hesitate.

“He was gone in a cloud 
of steam and I couldn’t see 
anything until just before 
he pulled his chutes,” Truax 
said.

Braun has said the rocket 
was identical to the model 
Knievel used for his failed 
canyon attempt on Sept. 8, 
1974. Knievel landed at the 
bottom of the canyon when 
his parachute prematurely 
deployed partway across the 
canyon, but walked away 
with only minor injuries. The 
spot where Knievel jumped 
was 1,600 feet (488 meters) 
wide.

Braun hoped his effort 
would prove that Knievel 
could have made it across the 
canyon if his parachute had 
deployed at the correct time.

Before the jump, the 
54-year-old Braun said 
he was optimistic he 
would make it across the 
canyon.

“I wouldn’t be doing 
this if I thought it 
couldn’t be done,” he 
said.

Still, he had prepared 

for the worst in the days 
before the stunt, asking his 
young son to one day walk 
his sisters down the aisle at 
their wedding if Braun died 
in his attempt.

Months of testing was 
performed on the rocket 
designed by Scott Truax, 
whose father constructed 

the original “X2 Skycycle” 
for Knievel.

Truax followed his fa-
ther’s blueprints down to 
the last bolt and deviated 
only by updating the para-
chute system.

Please turn to page 44

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Viper In-Line Polishing System
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The Kuka robot men-
tioned is a part of a BACA 
Systems machine. When 
first purchased, Duane also 
invested in an extra photo 
workstation to assist cus-
tomers in slab layout. “All 
of our luxury slabs are pho-
tographed and pre-matched 
for our customers to view 
and experiment with lay-
outs. As for the robotic arm, 
it’s been working great. We 
still have the same kind of 
waterjet maintenance that 
everybody has, but in terms 
of precision, speed, main-
tenance and reliability, the 
BACA is unparalleled. It 
has basically taken over ev-
erything we were doing on 
both bridge saws, with ex-
cess capacity beyond that. 

“As far as a learning 
curve, the BACA has been 
fairly simple. We were al-
ready running a CNC and 
shooting (laser) template 
files digitally, and using 
CAD systems. So if you’re 
already using laser and 
CAD, the robot is an easy 
integration. However, if 
you’re going straight from 
stick templates to learning 
CAD and everything else in 
the process, then I’m sure 
you’d have a little steeper 
curve. Before the robot, we 
could still cut by hand or by 
bridge saw, but now there is 
no reason to not take mea-
surements with a laser.” 

Recycling & Safety
“When we built this facil-

ity, we constructed our own 
recycling system,” contin-
ued Duane, “So we are able 
to run gray water and clean 
water through our closed-
loop system based on the 
requirements of each piece 
of equipment. Moreover, 
we are an accredited com-
pany, so we have to be part 
of the OSHA voluntary 
program every year. We’ve 
got our safety schedule set 
up with what has to happen, 
such as our monthly safety 
meetings and daily inspec-
tions of equipment. We also 
do annual hearing and pul-
monary function tests, drug 
tests, driver safety–all of 
those things. 

“Our (safety) history goes 
back to my father doing 
large-scale commercial. At 
one point he had over 600 
employees, and what they 
had for safety programs 
were very robust corporate 

Stone Interiors 

Continued from page 2 policies and programs. 
When he left that world 
and started in this world, 
safety just naturally came 
with him. So we tend to be 
pretty stringent in this area. 
That corporate structure, 
additionally, is why we’ve 
been so successful. Many 
small companies know how 
to fabricate, but don’t know 
how to run a business, and 
that’s what dooms them. 

“So being able to run 
a business is what truly 
makes you successful in our 
industry.” 

Marketing
Stone Interiors has an 

in-house marketing per-
son that’s been with them 
for about a year, working 
on unifying their message. 
Additionally, they adver-
tise on the radio, in various 
publications and participate 
at the local home shows.

Please turn to page 40

The technology that Stone 
Interiors has chosen allows for 
great precision in templating 
and pattern alignment, as shown 
in this top and backsplash.

Shown with installation in 
progress: pattern-matched 
quartzite top and splash. 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Groves products
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“Our booth is more than just 
sample racks of materials that we 
stock. It is a kitchen set up with 
a TV showing video, and a sofa 
where they can sit and have a cof-
fee and talk about what they want 
to do. But the gist of our market-
ing is to get them to come here and 
experience what we have to show. 
Everything we are trying to do and 
build around is the (experience) 
of buying stone as opposed to the 
(transaction) of buying.”

Continued from page 39

Duane Naquin says, “Our 
inside showroom is about 
1,500 square feet. Being in 
Columbia, we’ve got year- 
round warm enough weather, 
so we additionally have an ex-
terior slab display. So while 
we have a relatively small 
showroom inside, our outside 
show space at any given time 
has 60 spots where we keep 
one of every variety of our 
colors.

We have vignettes in our 
showroom but are planning to 
do renovations. Over the next 
year we are going to be inte-
grating a lot of touch screens 
with a lot of virtual elements 
into the showroom.” 

Give Customers What They 
Want, When They Want it, 

For a Price They’re 
Willing to Pay

Duane continued, “One of our 
biggest customers is a high-end 
designer here in town. She uses 
us because we can help her. She 
comes up with designs, knows the 
image of what she wants, and she 
knows we’ll help her make it re-
ality. With our technical level of 
knowledge, we’ll design and ex-
plain what’s going to be needed 
to achieve what she is looking 
for. That’s what we specialize 
in. Anybody can throw in a $30 
per foot countertop, but it takes a 
whole other level of expertise and 
professionalism to design, imple-
ment and execute on a lot of the 
higher-end projects. Many design-
ers have gone out and failed to get 

what they want with other compa-
nies, and then come back to us. So 
this is where we have really been 
able to perform where others have 
failed, and the kind of thing that 
separates the true craftsman from 
the guys that just go from job to 
job, offering poor quality.

“In the same context, the thing 
we find, though, is when you get 
into a lot of the specialized com-
panies that do have the expertise, 
they’re mostly smaller compa-
nies with top craftsmen. We are a 
fairly large-scale shop that’s able 
to function with that high level of 
quality, running over 10,000 feet 
a month of finished jobs through 
our shop.” 

The Unique Ingredient
So what makes Stone Interiors 

unique? “I think it comes down 
to one simple thing that has many 
parts, and that’s customer ser-
vice,” Duane replied. “We under-
stand that people have a choice 
of where they do business. We 
want our customers to enjoy their 
experience. We want them to 
come here and look at their ma-
terials in a safe, clean, creative 
environment, with sales people 
that are capable of helping them 
design a project. Yes, some cus-
tomers come in with designers, 
but many don’t. They just walk in 
off the street, unsure of what they 

Below: Sample double sink vanity features a custom back-
splash with inset mosaic tile. Stone Interiors also offers tile 
work, focusing on backsplashes, wet areas and showers.  
Right: Vetrazzo Glass island is perfect for high-end customers 
and designers opting for a nontraditional palette.

Stone Interiors

Stone Interiors’ nine-acre 
campus includes a 20,000 
square foot main facility that 
houses the shop, showroom 
and offices. The MIA accred-
ited company uses a closed-
loop water recycling system.

want or what goes together. So it 
is up to us to walk them through 
that process and give them a good 
experience 

“So much of life these days is 
about experience. Sure, you can go 
somewhere, spend a lot of money 
and have things, but you don’t get 
the experience of going to new 
places. Those are the things that 
make life memorable, and that’s 
what we want this to be. People 
are going to make these purchases, 
live with these purchases, and we 
want them to remember this expe-
rience as a positive thing. 

“Some people come in and it’s 
all about the dollar. Whoever 
gives the lowest price gets the job, 
and that’s fine, we get our share of 
those customers. But anyone who 
comes here, looks at our facility, 
and looks at the way we operate, 
they’ll buy here. We are an accred-
ited company, and we produce at 
that extra level, and the customer 
sees and appreciates that. One of 
the things that I always hear from 
our big box contacts is that one of 
the biggest reasons they love us is 
because of our installers. When 
they go out in the field they are 
dressed appropriately and they can 
communicate with the customers. 
Many companies aren’t capable of 
communicating, and that is nine-
tenths of the battle right there. If 
you’ve got installers that are able 

to keep a good relationship and 
communicate, that’s what really 
makes a company shine.” 

Amenities & Additional 
Services

Stone Interiors also offers major 
brands of fixtures, various braces 
and support systems and a limited 
range of cabinets. Cabinetry is not 
something that they get into very 
much, said Duane, because much 
of his sales are through cabinet 
dealers. However, he does put 
customers in touch with dealers to 
help facilitate getting the cabinets 
they want. Additionally, Stone 
Interiors keeps contracts with 
local plumbers and electricians 
to help facilitate the rerouting of 
plumbing or moving an electrical 
outlet.   

Tile work is within the compa-
ny’s services, too, but once again, 
the company tends to focus on the 
higher end of that by doing back-
splashes, wet areas, showers and 
things like that, said Duane. “I’m 
not the guy you’re going to get to 
install 2,000 square feet of tiles 
throughout your house. That kind 
of work is not necessarily the kind 
of work I’m looking for. I’m not 
a $6 a foot tile guy. Instead, we 
try and focus on the wet areas or 
problem areas that most people 
have.” 

Future Plans
“Our future is a big, wild ride. 

We are starting to deal with a lot 
of these new, ultra-compact and 
large format porcelain tiles. It 
should be interesting to see where 
a lot of this business develops 
over the next 10 or 15 years. 

Please turn to page 42
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The master bedroom is pa-
latial in size, decorated with 
tropical flair and custom 
stone covering the floor and 
the adjoining bathroom. In 
this space, Shannon tried to 
bring his and Judy’s favor-
ite vacation spot, Jamaica, 
to East Tennessee.

“We kind of developed 
this house to where all the 
things we enjoy, we bring 
them with us so we don’t 
have to go anywhere,” 
Shannon says.

A Bit of Advice
Shannon attributes his 

success to his willingness to 
pitch in and do hard work, 
and he recommends that 
ethic to everyone.

“I stay slammed all the 
time. I never stop, and I 
never waste time,” he says. 
“You have to be a motivator 
and a self-starter.”

Shannon buys his stone-
working tools at Braxton-
Bragg in Knoxville, and he 
says they are as helpful to 
him on a small order of five-
inch Scorpion dry blades as 
they are to big operations 
placing large orders.

Shannon says home im-
provement is all about the 
individual, putting what you 
like into your home.

“I get all the magazines, 
but I basically do what 
makes me feel good, and I 
don’t let other people’s in-
fluence change my mind. 
Do what makes you feel 
good,” he says. “Remember, 
you’re the artist. With that 
said, I just do what comes 
naturally to me.”

Shannon thanks every-
one who contributed to 
his career and to his home 
projects, including Mark 
Bowman, Gene Hale 
of Hale Flooring, Kelly 
Milligan of Knoxville’s 
Stone Interiors, Laura da 
Palma of Stone Creek 
Surfaces and Todd Scott of 
Smokey Mountain Tops. 

And, if you’re going to 
start any DIY project, es-
pecially one that lasts 24 
years, “you’d better have a 
strong marriage,” he says 
with a grin.

Continued from page 26

Even so, Shannon is not 
done yet. He says he’s got 
“big plans” for the exterior 
of the house, and he can’t 
wait to get started... again.

Pictured clockwise, from left: prep sink with five-piece 
marble bowl; granite shower with cantilevered bench seat; 
living room fireplace, also using cantilevered iron beams for 
support — the hearth and mantelpiece use the largest pieces 
of stone found in the home; master bath vessel vanity sink, 
repurposing an antique side table, with matching marble 
wrapping the walls; master bath tub with marble cladding 
and splash; billiard room fireplace, the walls lined with sal-
vaged tin and mitered wainscoat paneling; and stove back-
splash with a 2 x 2-inch granite mosaic wrap-around design.

‘Recycled’ Home is Hidden Jewel

For more information 
or to contact Shannon 
Yarbrough, visit his 
Facebook page, Exodus 30 
Woodwork and Art.

Each individual project or room is a showcase of careful material selection, design 
and thought. But this long-term makeover is not yet finished. As Yarbrough says,  
it’s all about the individual, putting what you like into your home. “ I just do what 
comes naturally.”

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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“Weighing benefits against costs is 
the way most people make decisions 
— and the way most businesses make 
decisions, if they want to stay in busi-
ness. Only in government is any ben-
efit, however small, considered to be 
worth any cost, however large.”
— Thomas Sowell

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

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

Announcing the Stone Pro 
SR2 Vacuum Support Rail System

MADE IN THE USA

Have you ever done the fabricator’s “twist and shout?”
Imagine you’re carrying a sink section of countertop and 

suddenly you twist the slab a little too much, hear a crack 
and shout in frustration. That’s what the twist and shout is 
all about. 

Fortunately, it doesn’t have to be this way thanks to this 
brand new system.

It is simply awesome! It adds rigidity to sink cutouts so you 
can avoid the dreaded “twist and shout.”

No one in the stone industry has anything like this that can 
vacuum to stone that has a textured surface. It also works 
great on polished stone surfaces as well.

SR2 Retro Fit 
Rechargeable Cup

No More

Twist and Shout!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

NOW
WITH

RECHARGEABLE

BATTERY

 Item # Description OUR Price 

 2743 Stone Pro SR2 Combo Pack Vacuum Support $597.95
  Rails With Rechargeable Cups, Includes:
  (1) 3-1/2 Ft Rail, (1) 7 Ft Rail, (1) Charger
  (4) Suction Cups, including one rechargeable master cup

Stone Interiors

Continued from page 40
“Silestone just turned 25 

years old, and I remember 
when those products first 
came on the market, and 
we thought ‘where is this 
going?’ So it should be in-
teresting to see where all 
of these new products are 
going and what comes out 
beyond them. We are a 
technologically interested 
company, and are always 
looking for what is next. 

“As far as the heart and 
soul of our company, it’s 
the way we pay attention to 
details and take care of our 
customers – which actually 
traces back to our employ-
ees, who care about our 
customers and make sure 
they have that special Stone 
Interiors experience. And 
that’s the thing! Anyone 
out there can go out and 
buy a piece of stone, and 
most can sell, fabricate 
and install it, but it’s sell-
ing the “sizzle” and giving 

customers an outstanding 
experience while purchasing 
their countertops that really 
sticks with them. 

“So the takeaway of our 
story is that it’s all about 
learning, looking for new 
things, going to the trade 
shows, being a member of 
the associations and inter-
acting with other compa-
nies. Don’t live in a hole. 
You’ve got to get out there 
and risk looking foolish and 
realize that you don’t know 
everything. That’s how you 
learn and how you share and 
grow your company.” 

Stone Interiors is an ac-
credited MIA (Marble 
Institute of America) com-
pany. Past awards include 
Stone World Magazine’s 
Fabricator Of The Year 
award and the MIA Pinnacle 
award. 

To learn more about Stone 
Interiors, view their website 
at www.stoneinteriors.com.

“If you go back and 
pull up old Surfaces and 
Coverings show pro-
grams, you’ll see that my 
father and I have taught 
countless classes, over 
the years. We go out and 
share what we’ve learned 
because we’ve always 
been about giving back 
to the industry. We let 
people learn what we are 
doing, and we learn about 
what they are doing. 
Many fabricators think 
they don’t have to ask 
for help and pretend that 
they know everything in 
the world, but that’s just 
not true, and not how you 
grow as company or as an 
individual. 

“Prior to 2008, all of our 
classes were about what’s 
the best equipment and 
what kind of work do you 
do. You know, technical 
classes. But once 2008 hit, 
it all became about busi-
ness management, how 
to track your metrics, 
what your numbers are, 
those types of classes. 
To this day it is business 
management subjects 
that we continue to push.

“One of the biggest 
voids in this industry is 
how to run a business. 
Our industry has an ex-
tremely low threshold of 
entry. Sure, you can put 
your shingle out and sell 
countertops. Every fab-
ricator-installer at some 
point thinks he can start 
a business, but do they 
know the technical side: 
how to get a license, how 
to get a permit, how to 
pay their taxes? These 
are the biggest stumbling 
blocks for people in our 
industry.”

— Duane Naquin

Knowledge Is Power, 
But Only if You 

 Know How to Use It

“The takeaway of our story is that 
it’s all about learning, looking for new 
things, going to the trade shows, being 
a member of the associations and inter-
acting with other companies.”

Shop www.braxton-bragg.com for Stone Pro SR2 Support Rail System Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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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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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.
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Why is Stone Shield Knife Grade 
Our Best Selling Adhesive?

4–6 minutes of working time
Polishable in 30-60 minutes
Transparent formulation is easy to color-match 

MADE IN THE USA

 Item # Description MSRP OUR Price 
 46404 Stone Shield™ Transparent Knife Grade, Quart $15.95 $12.95

 46405 Stone Shield™ Transparent Knife Grade, Gallon $48.95 $43.95 

 46406 Stone Shield™ Transparent Knife Grade, 5 Gallons $195.95 $169.95
$26

K-Bond Coloring Kit, 10 Colors, 2 oz.

Item #  

4357

Easy to Color
Compatible with all major adhesive color mixes including K-Bond 
Granite Color Pigments — what could be easier?

Adhesive Spreaders 
 & Stirring Sticks

Razor Blades

Item # 

4800A

Item # 

4802
Item #  

9100

$59.97

$9.74

$19.95
$3.74

MADE IN THE USA

MADE IN THE USA

Stone Shield ™ Transparent Can Save You Money!
How can glue save you money? Stone Shield™ Transparent Knife Grade is high 
quality polyester adhesive, made in America and offered at a great price.

Consistent Performance
Smooth consistency makes this a good choice for a wide variety of applications. Can 
after can, you know what you’re getting; it’s never a surprise. Consistent work time, 
consistent strength, consistency that you can count on.

Universal Application
Since it’s compatible with granite, marble, travertine and quartz, Stone Shield’s 
strong bond and fast hardening time is ideal for seams, patching or repairing. This is 
the only can of adhesive you’ll ever need!

Continued from page 38
Braun had trouble finding 

corporate sponsors for the 
stunt, and said he spent about 
$1.5 million of his own money 
on the jump.

He looked at the stunt as a 
way to pay homage to Knievel, 
who inspired him to become a 
stuntman.

“I like to say I’m not doing 
something that Evel Knievel 
couldn’t do,” he told the 
Statesman before making the 
jump. “I’m simply finishing 
out his dream. How many peo-
ple get to finish the dream of 
their hero?”

Not all in the southern Idaho 
town of Twin Falls have such 
fond memories of Knievel. 
Many residents remember 
Knievel’s promise of a week-
long festival complete with ce-
lebrities and a golf tournament.

Knievel’s attempt drew 
plenty of spectators, and the 
resultant partying, fighting 
and mischief upset locals. The 
daredevil was later accused of 
leaving town without paying 
debts to area businesses.

But the mystique of 
Knievel’s failed stunt has lived 
on, with would-be daredevils 
showing up every decade or 
so to propose similar jumps. 
Knievel’s son Robbie visited 
Twin Falls in the 1990s and 
in 2010 to float the idea of a 
possible jump, though it never 
came to fruition.

Braun appears to have been 
the first to actually try the 
stunt since Knievel’s attempt.

Snake River 
Canyon Jump

“I was born on 
November 4, which is 

election day… my 
birthday has made 

more men and sent 
more back to honest 
work than any other 

days in the year.”  
— Will Rogers,  From 

Weekly Articles

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

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

NOW there are TWO Stone Pro Coring Vacuum Templates
No dust or mess to clean up. Just 
attach a shop vac and you’re set!

MADE IN THE USA

Simply attach a shop vac hose in place.

1

2
Position the Coring Vacuum Template. 

Drill completely through using the template guide.

3

4
A perfect hole is drilled, leaving no mess to clean up.

Reduce the risk of core bit movement 
and ruined tops – save money on 
installs and reduce clean up time!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

As Seen at 
StonExpo 2016

This template tool was 
developed to make coring holes 
in the shop or at a customer’s 
home much easier. The Coring 
Vacuum Template is easy to 
operate and works with most 
commonly used core bits on 
stone or marble. 

Attaching a wet shop vac to the 
back provides the necessary 
suction for the template to lock 
securely in place on the stone 
surface and evacuate the water 
and slurry produced while wet 
coring. Connect the shop version 
to a standard 1/4” NPT air fitting.

 Item # Description MSRP OUR Price 
  55049 Stone Pro Coring Vacuum Template $352.95 $229.95

 55400 Stone Pro Coring Vacuum Template Shop Version $352.95 $229.95

Install for the Truck

Install for the Shop

NEW!
IT EVEN WORKS ON 

 VERTICAL SURFACES 

AND TEXTURED STONE!IT EVEN WORKS ON 

 VERTICAL SURFACES 

AND TEXTURED STONE!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the Stone Pro Coring Vacuum Template
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Fax 800-915-5501 

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

www.braxton-bragg.com

(So You Don’t Have To)
WE BUY BIG!

Imagine if you had to buy an entire 
pallet worth of pads… or adhesive… 
or a truckload of Makita tools… just 

to get a fair price. 

That’s how it would be if Braxton-
Bragg didn’t exist.

Makes Your Life Easier
We buy big and it makes your life 
easier. You don’t need to deal with 
hundreds of vendors, inventory 
controls, backorders, shelf space, 
trucks coming and going all hours of 
the day, etc.

Plus, because we buy in such high 
volume, we get prices you never 
could. Even after our mark-up, your 
end price is still better thanks to us 
buying so big. 

Higher Quality/Lower Price
In most cases, we can provide you 
with higher quality, at even lower 
prices, than you could get direct on 
your own. 

And don’t even get me started on 
the “Van Guys” who buy small. They 
have to buy junk just to compete on 
price. 

Why should you settle on quality just 
to get a low price when you get both 
the best price and the best quality 
from Braxton-Bragg?

Answer: You shouldn’t. You should 
buy everything from Braxton-Bragg… 
that way you know you are getting 
the best price and best quality and 
best service — on everything. 

Start (or continue) saving by placing 
your order with Braxton-Bragg today. 

Two Ways to Order
Order online at www.Braxton-Bragg.
com or by phone at 800-575-4401.

Continued from page 25

Northern Stone 
Supply Receives 
Double Platinum 

Sustainability 
Certification 

“We are very proud to be the first 
company to certify to the ANSI/
NSC 373 Platinum level in both our 
quarry operation and our fabrication 
facility.” 

Northern Stone Supply’s 
Sustainability Team Leader, Brae 
Beck said, “The building stone indus-
try is raising the bar when it comes to 
sustainability, and at Northern Stone 
we are leading, innovating, and pro-
pelling a time old industry into the 
twenty-first century.” 

To receive this certification, 
Northern Stone Supply had to doc-
ument and demonstrate the highest 
standards & practices, and future 
plans for improvement in the follow-
ing areas: 
•Water – inventorying, usage, recy-
cling and reduction 
•Custody and transportation 
– Chain of Custody certification, 
transportation management program 
•Site management – Site Maps, 
Stormwater Pollution Prevention 
Plan, ecosystem boundaries 
•Land Reclamation – post-closure 
reclamation plan, community in-
volvement, completed site closures 
•Corporate Governance – pre-
vention of discrimination, employee 
participation, fair hiring, social ac-
countability plan 
•Energy – inventory, management 
program, usage reduction, carbon 
management, alternative energy 
sourcing 
•Management of excess process 
materials and waste – inventory, 
reuse and recycling, reduction 
•Chemicals Management – inven-
tory, management plan, elimination 
of chemicals of concern 
•Human Health and Safety – Safety 
plan, documented procedure, man-
agement of air quality, air emissions 
inventory and management plan, 
•Innovation – waste reclamation or 
reuse, reduction or elimination of 
greater than 10 percent of emissions 
to air.

Northern Stone Supply is a leader in 
quarrying, fabricating and marketing 
a wide range of quartzite and granite 
products from two world class quar-
ries located near Oakley, Idaho and 
Park Valley, Utah, with over 60 years 
of doing business internationally.

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 

Are you wasting thou$ands per month?

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

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

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

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

All in stock with IMMEDIATE Delivery!

ALL VIPER® CNC

FREE NEXT DAY 

DELIVERY!

Call Daryl Sims at 
 877-493-0394 

 if you are ready to improve 
your CNC tooling performance.

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

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

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

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

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

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

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

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

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

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

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

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

Complete 
SetSegmented Sintered Sintered Sintered Metal Pre-Polish Ceramic Ceramic

Radius

Demi 
Bullnose

Bevel

Radius

Ogee 
Bullnose

Ogee 
Straight

Double 
Eased

Double 
Eased

Double 
Eased

Full 
Bullnose

Straight

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

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,10544/
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

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

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

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

NEW!NEW!

MADE IN THE USA

 Item # Description MSRP OUR Price 

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

a

TOOL
not a

Toy!

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

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

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

