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Restoration in the Heart 
of Philadelphia

The Marble Restoration 
Company of Lafayette 
Hill, Pennsylvania, is a 

new company with a rising repu-
tation for restoring and maintain-
ing old stone.

Since its founding in 2014, The 
Marble Restoration Co. has devel-
oped expertise in not only restor-
ing stone in historical buildings 
but maintaining its character.

“Typically, we restore marble 
and make it look new again,” 
President Rick Sirianni said. 
“That’s the easy part of the work. 
In this case, we restore the marble 
but make it look old again. That 
takes a little bit of talent to main-
tain the old look.”

Offering full stone restoration 
and maintenance services, the 
company does not install or sell 
stone. Half of its jobs are commer-
cial. The rest are residential.

Recently, the company worked 
on an award-winning restoration 
project in Philadelphia. It par-
ticipated in the restoration of the Please turn to page 2
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The Marble Restoration Company

Belgravia Hotel, also known as 
Peale House. Famous former 
residents of the building include 
violist William Primrose and vio-
linist Efrem Zimbalist (once con-
sidered the finest violinist in the 
world). It was built in the Beaux 
Arts style in 1902 and made it to 
the National Register of Historic 
Places in 1982. It has since been 
converted to condominiums.

Jennifer Smith of Jennifer Smith 
Designs, based in Doylestown, 
Pennsylvania, oversaw interior 
design for the project on behalf 
of the Belgravia Condominium 
Association.

Smith decided to bring in a 
company to restore the stone after 
the project was underway. “Once 
the painting started going on, we 
were like, ‘If we’re going to do it, 
let’s do it right,’” she said.

Please turn to page 12

Sometimes It’s “No”

Recently, I participated in 
a series of webinars on 
business and customer 

interaction. There were four 
webinars in the series but this 
one struck home, because, first 
of all, I think people have dif-
ficulty saying “No.” And sec-
ondly, I think there needs to be a 
clear, easy path to the customer 
saying “Yes.”

We are all in business to make 
a profit. Not just to make money, 
but to have money left over after 
the bills, taxes and employees 
are paid.  Unfortunately, not 
every job is profitable, but the 
key, obviously, is to have more 
gains than losses. One way to do 
this is to screen your leads and 
potential customers.

You should make a habit of 
screening your leads. Not every 
customer is your type of cus-
tomer and not every job is your 
type of job. Lead screening saves 
time, increases your close ratio 

and maximizes your ROI. In this 
case ROI is time invested in the 
client and your knowledge and 
professionalism.

Sometimes you make more 
money on the projects 

you don’t get.
When you are talking to a po-

tential customer for the first time, 
ask these essential questions:

•Who needs to be involved to 
make the decision?  Depending 
on the circumstances it could be 
just one person, a couple or a 
group of people. That person(s) 
needs to be present at all the 
meetings/discussions. Don’t spin 
your wheels talking to the wrong 
person.

•Does the customer under-
stand your services?

 Occasionally you will get 
someone through the door who 

doesn’t understand what you 
do. Be clear about the scopes 
of work your company handles, 
i.e. you can install stone coun-
tertops but you don’t do solid 
surface (Corian, Hi Macs, etc.) 
countertops, or you install tile 
backsplash, but not tile floors.

•What is the timeline? 
•What is stopping them from 

moving forward right now?
•What does their budget 

look like? Is it flexible? 

Depending on your industry, 
there may be others.

Once you discuss the essential 
questions and you determine 
they are your type of customer 
or your type of job – GREAT! 
If they are not for you, don’t 
be afraid to say “No.” Be nice. 
There are ways to say no without 
alienating anyone. They may be 
a potential customer down the 
road. Example: “I don’t think 
our company is a good fit for 
the challenges of  your project.”

Sharon Koehler
Artistic Stone Design

The Marble Restoration Co. has 
mastered the challenging art of 
cleaning and restoring delicate 
antique stone work like this turn-
of-the 20th century mosaic floor in 
the Belgravia Hotel building.
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were done and put an impregnat-
ing sealer on it.”

The technicians did not try for a 
full-scale repair of the floor. “We 
knew we’d never get tiles to match 
it,”  Sirianni said. “The floor was 
so old. We took out those old re-
pairs, and we color-matched the 

was about 3,000 square feet for 
floor, steps, and walls,” Sirianni 
said. “They had walls that were old 
Carrara Venato marble – that white 
marble with light gray veining in 
it. It went up probably five feet 
on the walls from floor up. They 
were dirty, they were stained, there 
was some rusting on it. They had a 
front desk of that marble and posts 
that all had to be cleaned.”

This meant hours of careful work 
by hand. “We used honing pads be-
cause they didn’t want a shine on 
it,” Sirianni said. “We had a lot of 
grout replacement to do on those 
walls. There were a lot of grout 
voids and a lot of dirty grout. It 
took a large amount of time. After 
we got it cleaned and honed down, 
we used impregnating sealer on it.”

The next challenge was the mo-
saic tile floor. “The center of the 
floor had this beautiful design 
laid into it,” Sirianni said. “It was 
wobbly and wavy and had a lot of 
cracks and a lot of missing tiles.”

This involved slow and careful 
work. The technicians also had to 
pay attention to the characteristics 
of the floor.

“We used mostly diamond im-
pregnated pads on it to restore that 
floor,” Sirianni said. “We finished 
it with honing pads after the repairs 

Cleaning and restoration in progress on the Carrara marble 
walls, reception desk,  and the extremely dirty and worn tile 
flooring. The job covered about 3,000 square feet of marble.

Smith found The Marble 
Restoration Co. through reviews 
of the business. “The second I 
called it was a pleasant experi-
ence from beginning to end,” she 
said. “They feel very family-ori-
ented.  It was wonderful.”

The fact The Marble Restoration 
Co. took the time to provide a free 
demonstration of its capabilities 
helped it gain the contract. “They 
did a sample of a generous size 
that was included and that really 
helped the process,” Smith said.

This was not the first historical 
restoration project for the com-
pany, Sirianni said. “One of the 
reasons the client was attracted 
to us was because of all the his-
torical restoration we have done: 
the Cathedral Basilica of Saints 
Peter and Paul in preparation of 
the Pope’s visit; a restoration of 
a historical home designed by 
(famed architect) Louis Kahn; 
the restoration of the historical 
Curtis Center in Philadelphia. In 
each case the goal was to enhance 
the historical nature of the stone.”

When it came to the Belgravia 
Hotel project, The Marble 
Restoration Co. faced three major 
challenges.

“The square footage of the job 

Restoration in the Heart 
of Philadelphia

repairs to the existing tiles and 
smoothed that out.”

The standard used for crack re-
pair on the project was to fix any-
thing big enough to catch the heel 
on a woman’s shoe. Otherwise, 
the crew left the cracks alone at 
the behest of the owner, Sirianni 

said. “There was all this thin spi-
derweb cracking on the floor. 
They didn’t want us touching that. 
They liked those spider cracks, as 
part of the history.”

The Marble Restoration Co. 
dedicated six technicians to the 
project for about two weeks. The 
floor was the biggest challenge, 
Sirianni said.

“When you first went in there 
and looked at it, it was a mess,” 
he said. “It was filthy, it had wax 
buildup in corners, and it had re-
ally ugly old repairs. The differ-
ence between before and after 
was just amazing. That’s the thing 
we’re most proud of. Our guys 
take a lot of pride in that type of 
stuff.”

The steps were also challenging. 
“They were in horrible shape,” he 
said. “We had to restore all of 
those Carrara steps. They were 
really badly scratched, badly worn 
out, and were terribly stained. The 
steps, which were 95 square feet, 
nearly took as long and as much 
manpower as the tile floor. A lot 
of that was done by hand.”

In addition to the technical chal-
lenges, the company had to deal 
with the logistics of working in 
an occupied building. Crews were 
only able to work 9 a.m. to 5 p.m. 
each day and had to work around 
the traffic generated by the home-
owners living in the 54-unit con-
dominium complex.

Please turn to page 28
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

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

The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

 Castech, Inc.

“Great quality 
for the price.”
– Hershel Margaretten, 
 Imperial Marble

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

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

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

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

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

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

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

Chip Free
Smooth, chip free cutting was mentioned by several 

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

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

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

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

 Item # Description MSRP OUR Price 

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

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

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

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

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

 41349 Viper® Turbo Granite Dry Blade, 8˝ x 5/8˝ KO, 7,500 RPM $61.95 $44.95

 41350 Viper® Turbo Granite Dry Blade, 10˝ x 5/8˝, 6,000 RPM $119.95 $89.95

 41351 Viper® Turbo Granite Dry Blade, 12˝ x 5/8˝, 6,200 RPM $149.95 $119.95

Viper® Turbo Granite Dry Blade

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Turbo Blades
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– Isaac Asimov

The most exciting phrase to 
hear in science, the one that 
heralds new discoveries is not 
“eureka,” but “that’s funny…” 

What Can Your Customer Profile Tell You?

IN my previous SRG article, 
So You Think You Know 

Your Customer? (February 2017), 
I discussed the concept of decod-
ing what we can learn about your 
clients, with this basic informa-
tion broken down into three col-
umns: How are people finding 
your business? What geographi-
cal areas you are reaching? What 
are some customer preferences 
where we can start to map out 
trends?

 We are focusing on what we 
can learn from successful jobs 
and projects that were completed. 
In a future article we will look at 
what we can learn from missed 
opportunities. It is powerful to 
know when a project was not a 
good fit. The most difficult task 
can be to turn down work when 
most tile and stone companies are 
struggling to survive. However, 
walking away from a potential 
customer or project can save you 
money and prevent damaging 
your future profitability or repu-
tation. One step at a time you are 
assembling a foundation for doing 

Michele Farry 
Humblestone

better business and informed de-
cision making.  

I would like you to look closely 
at the customer profile table, 
specifically at the details and in-
formation you complied. If you 
haven’t yet done this step, I en-
courage you to take a moment and 
complete it and come back to this 
article.  

An excellent understanding of 
your market place begins with 
taking those broad fuzzy descrip-
tions that are all mixed together, 
like age and income, and map 
them out more specifically. In 
this step I encourage you take the 
sheet of information you started 

and begin to separate the clients 
who are private customers (con-
sumers) from (business/trade re-
ferrals). Let’s label the consumers 
A’s and the business clients B’s. 
Because the two customer types 
are not the same, we need to iden-
tify different things about them. 

 
What do your (A) customer 

traits reveal that you hadn’t con-
sidered or noticed? For example, 
you may have realized your (A) 
customers tend to use the services 
of an interior designer or are often 
first-time homebuyers or young 
working families. Perhaps in your 
market you are completing more 
renovation projects versus new 
construction in your local area. 
Many businesses have to consider 
seasonal clientele and not consis-
tent year-round new construction 
opportunities. On the contrary, 
you may have learned your bot-
tom line with business customers 
is budget, quality standards or 
fast turn around time and offering 
generous availability. 

Although the customer profile 
can be eye opening, maybe you 

did not know as much as you 
should when trying to put those 
facts on paper? 

I hear regularly from entrepre-
neurs and tile and stone company 
owners that they are uncomfort-
able asking follow up questions. 
But having a few key questions 
or informal survey is okay, if not 
critical to doing good business. 
No one wants to rock the boat or 
open themselves up for criticism. 
Understandably this can be tricky, 
but should not be off the table for 
you. I challenge you to create a 
few standard questions relevant 
to your business. 

What insights do you miss 
during the project and at com-
pletion? Knowing what to ask 
can separate you from inaccurate 

assumptions, so get the facts. 
Some sample questions are: How 
did you hear about us? What is the 
most important part of this project 
for you? For example, availability, 
price, convenience or selection 
may be an answer. Compared to 
other competitors you considered, 
how was our pricing the same or 
different? What was your deci-
sion ultimately based on to use 
our company? Is there anything 
I could have done differently that 
could have improved your expe-
rience with our business? After 
accomplishing even informal sur-
veys you can take any of these an-
swers and go back and plug them 
into your customer profile. 

Please turn to page 6
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and to view current and back issues.

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

2016 Advertising Guidelines are available online at www.slipperyrockgazette.net
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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 picture 
captured at a tavern in 
South Illinois

“Fast and easy to 
install, very strong 

and effective...”
Troy Pilkington,  

Shop Manager TNK Design, 
Maryville, TN

See the video 
www.braxton-

bragg.com

“Nothing, no one, is too small to matter. What you do is going 
to make a difference.”
– Madeline L’Engle

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
Shop www.braxton-bragg.com for Stone Pro ADA Countertop Support
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Focusing on the private con-
sumer client in graph (A) and the 
business client in graph (B) you 
can see what the table you made 
might look like. With these details 

What Can Your Customer Profile Tell You?

Historic Ozarks Quarry Supplies 
Missouri State Capitol Renovation

Harnessing the customer profile 
and advancing to the next level 
will be step two. Are you provid-
ing the right products and services 
for your customers and how are 
you different from your compet-
itors? Follow the instructions for 
the customer profile and let’s do a 
competitor profile.

Continued from page 4

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 The Missouri State 
Capitol selected 
local Phenix Marble 

as the stone to replace the 
South Steps and terrace 
pavers as part of Phase I 
of the $40 million renova-
tion. The project was com-
pleted in preparation for the 
January gubernatorial inau-
guration. Phenix Marble 

was used throughout the 
interior of the Capitol 
building when it was built 
in 1917.

Mining originally began 
at the Phenix Quarry, in 
Phenix, Missouri, in 1888 
and they became one of the 
premier national marble 
distributors of the early 20th 

Century. The stone was fea-
tured widely in New York 
City construction, including 
the trading room of the New 
York Stock Exchange, and 
appears in countless distin-
guished historical buildings 
in Kansas City, Chicago, 
San Francisco and through-
out the U.S. 

Please turn to page 18

A Phenix Marble 
shop fabricator puts 
the last touches on 
one of the landing 
stones destined for 
Phase 1 renovations 
at the Missouri State 
Capitol building. 
The landing stones 
are 61 x 62 x 6.5 inches 
and weigh 2,325 lbs. 
each. Stone from the 
Phenix Quarry was 
used throughout the  
Capitol building inte-
rior was it was built 
in 1917.

Your Business
and what you know 

about your customers

My customers are 
employed, young 

professionals who are 
homeowners

Live within 40 miles of 
my shop or store

Like to pay with a 
credit card/ average 

job value is $3,000 for 
fabricators or $2,000 

for tile installation

Most often females 
in the family are the 
purchase decision 

makers regarding the 
design upgrades

Active social media 
users/prefer com-

munications and job 
planning to be done by 

email vs in person

Average age range: 
30-45 yr. old families, 
or retirees renovating 

an existing home, new 
condo or town home Generally purchase 

new trend items or 
products. Ex: Quartz or 

large format tile

Work with an interior 
designer or use online 

design inspirational 
websites like Pinterest 

and Houzz

Consumer Customers (A’s)

What you know 
about your 

Business
Customers

Very price conscious 
and I need to be very 

competitive

Service areas within 
60 miles of my shop 

or store

Usually pay within two 
weeks to thirty days 

after invoicing

Fast turn around time 
and availabilityConsistent source of 

referrals

Contractors or stores 
specializing in kitchen 
and bathroom renova-
tions of single family 
homes, condos and 

townhomes or realtors 
who refer me

Generally purchase 
more traditional stone 
and tile options like 
granite or 12” tile

Work with an 
 interior designer

Business  
Customers 
(B’s)

you can seek target-advertising 
markets, align with similar con-
tractors or designers for business 
growth. 

Make three columns again on 
a piece of paper. In the left hand 
column write down the name for 
as many competitors you can 
think of in your market. In the 
middle column put notes on their 
location, availability and if they 
are a storefront, etc. In the right 
hand column list their strengths 
and weakness to the best of your 
knowledge. In the next issue we 
will look at how to put this in-
formation together to develop a 
greater impact and excel in the 
tile and stone marketplace. 

Michele Farry co-owns 
Humblestone and is passionate 
about entrepreneurship and small 
business growth. Michele has re-
ceived awards for her work with 
profit-based and non-profit char-
ity organizations.

Competitor Name 

Stone Fabricator # 1

Tile/ Installation 
Company

Strengths / Weaknesses 
Strength: Large selection, advanced 
equipment, can handle volume
Weakness: Do not provide per-
sonalized service, High employee 
turnover, etc.
Strength: Highly experienced, 
Store front location, Reg. business 
hours, National reputation
Weakness: Inconvenient parking, 
High prices, No install warranty
 

Location & Type

Boston

Las Vegas

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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TAKE ADVANTAGE  OF OUR SPECIAL SHOW PRICING!

VISIT WWW.GROVES.COM TO VIEW OUR ENTIRE PRODUCT LINE

SAVE 10%
FOR A LIMITED TIME ONLY

VALID DATES: JANUARY 18TH - APRIL 7TH  2017 FOR MORE INFORMATION CALL : 800-991-2120

HEAVY-DUTY BUNDLE RACK-LONG
Rail Size: 90” x 11“ x 5.5”
Capacity: 9,000 lbs.
                     (4,500 lbs. per post)
5 openings with (8) 72” posts

Model# 5-H7290

$1,147
List: $1,274

HEAVY-DUTY FABRICATION TABLE
Size: 84” x 24” x 43” 
Freestanding (F) or Mobile (M)
Mobile units: (4) 5” casters

HEAVY-DUTY TRANSPORT RACK
Size: 96” x 48” x 88”
Capacity:10,000 lbs.
Optional Caster Kit: CK-800 $333

Model# TR-10

$2,160
List: $2,400

HEAVY-DUTY TRANSPORT RACKS
Size: 82” x 42” x 58” & 96” x 44” x 70”
Capacity: 4,000 lbs.
Optional Caster Kit (shown): CK-4 $104

 

SIX WHEELED
FABRICATION CART

Size: 48” x 28“ x 47”
Capacity: 3,200 lb. 

Complete with ratchet straps 

Model# FC-48

$482
List: $535

HEAVY-DUTY
BACKSPLASH CART

Size: 84” x 42” x 84”
Capacity: 3,200 lbs.

6 shelves & (4) 5” casters

Model# HDBSC8472

$1,733
List: $1,970

DRYWALL CART
Size: 48” x 22” x 49.5” 
Capacity: 2,000 lbs.

(4) 8” casters

Model# DWC

$180
List: $200

BUNDLE RACK
Rail Size: 60” x 11“ x 5.5”
Capacity: 6,000 lbs.
                     (3,000 lbs. per post)
4 openings with (10) 60” posts

Model# 4-W60

$518
List: $576

UNIVERSAL STORAGE SYSTEM
Rail Size: 60” x 6” x 3”

Capacity: 500 lbs. per opening 
15 openings with (30) 40” posts

Model# USS-5

$329
List: $365

FOLD UP A-FRAME
Size: 60” x 60” x 58”
Capacity: 24,000 lb.
(12,000 lbs. per side)

6” spread at the top of the ‘A’

Model# FAF-60

$173
List: $192

HEAVY-DUTY SHOP CART
Size: 54” x 38” x 62”
Capacity: 4,000 lbs.
Hold-down straps & (4) 5” casters

Model# HDSC-48

$608
List: $675

ECONOMY TRANSPORT CART
Size: 84” x 36” x 60”
Capacity: 3,600 lbs.

Hold-down straps & (4) 5” casters

Model# ETC-8460

$986
List: $1,095

$1,260
List: $1,400

$1,598
List: $1,775

          Model#’s
          TR-4482                TR-4496

$545
List: $605

$689
List: $765

          Model#’s
          HDT84F                HDT84M

OTHER SUGGESTED PACKAGES AVAILABLE
OTHER SUGGESTED PACKAGES AVAILABLE

OTHER MODELS AVAILABLE

OTHER MODELS AVAILABLE

OTHER
MODEL

AVAILABLE

NEW!

NEW!
NEW!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Groves Slab Handling & Storage
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Please turn to page 16
Please turn to page 10

WE are almost past 
the first quarter 

of the year and I’m still 
throwing pencils at the 
ceiling. I keep reminding 
myself that I would be bet-
ter off with a dart board, 
but whose picture do I put 
on it?

I had just thrown my 
last pencil when I heard a 
knock at the door.  I yelled, 
“Come on in.” 

The door slowly opened 
and in stepped a lady  that 
would stop any guy in 
his shoes. In my case, my 
socks since I had already 
kicked off my shoes.  

She sat down, reached 
in her purse for a hanky 
to wipe the tears from her 
eyes. She began to tell me 
that she just had a new 
kitchen done, floors and 
vanity installed with a 
white marble and it was all 
turning to sugar. I wanted 
to crack a joke and ask her 
if she took sugar in her cof-
fee but she was sobbing 
continuously. 

Frederick M. Hueston, PhD

She reached back in her 
purse and pulled out an 8 x 
8 inch piece of white mar-
ble. She placed it gently on 
my desk and just pointed to 
it as she wiped some more 
tears from her eyes. I looked 
at the stone and it appeared 
to be normal. I took my 
knife out and tried scraping 
the surface and wherever I 

The Stone Detective
The Case of More Sugar in 
Your Coffee

office and noticed it was 
turning out to be a beautiful 
day. So, I thought it might 
be a good day for a ride 
on the Harley. Sorry, my 
frosty northern friends, but 

scraped, it turned to 
powder. 

My first thought was that 
something had been done to 
the stone. I began to ask her 
all kinds of questions and 
could hardly understand her 
through all the sobbing.

I finally realized that the 
only way I was going to 
solve this case was to go 
to “Cry Baby’s” home and 
perform a full inspection 
on the stone. I asked her if 
I could come by and look. 
She wiped the tears from 
her eyes and nodded yes. 

She wrote down her ad-
dress and told me that she 
would be home in about an 
hour. She got up, turned 
around and said thank you 
in a Bette Davis voice and 
off she swayed. I couldn’t 
help but wonder if she was 
married or…. oh, never 
mind. I hadn’t had breakfast 
yet, so I walked across the 
street for a cup of joe and 
some ham and eggs at my 
favorite greasy spoon.

I finished breakfast and 
started walking back to my 

this is a perk of living 
in Florida. We can 
ride motorcycles all 
year long. I went back 
to my office, grabbed 
my inspection bag 

and helmet, and off 
I went.

I told Ms. Cry 
Baby that I would 

be by that morning, but not 
when exactly. So I   took the 
scenic route along the ocean 
side and finally arrived at 
her house. 

It was a large mansion 
right on the beach. It looked 
brand new. I pulled up to 
the gate and pressed the 
intercom button and an-
nounced that the Stone 
Detective had arrived. The 
gate opened and I roared up 
the long drive to the front 
door. There she was, sitting 
on the front porch, still cry-
ing. It always amazes me 
what these rich folks cry 
over. My ex-wife used to 
ask me if there were life and 
death emergencies in the 
stone industry. Of course, 
there are a few rare deaths 
due to mishandling stone, 
but not due to poor instal-
lations. She spent a lot of 
money on this stone and if 
it’s not right, then I guess 
it’s certainly something to 
cry over or to sue over.

She ushered me into the 
house through the front door 
and, lo and behold, the first 
thing that hit me was all the 
white marble. The floors, 
walls, everything, were all 
white marble. I recognized 
the material right away. It 
was a domestic marble, but 
I cannot let you all know 
what it was exactly, other-
wise I might get sued!

This material is usually 
very dense and should not 
have this powdering prob-
lem. So, I needed to find out 
why. She led me onward to 
the kitchen and pointed to 
the countertop. I ran my 
hand across it and felt a 
gritty, powdery residue. I 
began to ask her what she 
used to clean the counter-
top and she told me it was 
a cleaner the fabricator gave 
her. 

The sample she showed 
me released white powder 
when scraped with a knife. 
I knew the explanation for 
this was going to be very 
interesting.

Meet the Real Varmint County

IT seems like only yes-
terday, but it’s been 

over two decades since I 
first began sharing tales 
from Varmint County with 
the readers of the Slippery 
Rock Gazette.

The first editor of the 
Gazette, Benita O’Dell, 
had worked for me as a re-
porter for a small weekly 
newspaper and called me 
up one day to see if I would 
contribute a column to add 
a little variety to the trade 
news and advertising in the 
Slippery Rock.

I submitted a piece 
talking about some of the 
colorful characters I had 
encountered in two de-
cades of small town jour-
nalism, but Benita decided 
some of the descriptions 
were a bit too colorful. She 
changed all the real names 
I had used to fictitious 

Truth IS Stranger than Fiction 

names such as “Judge Hugh 
Jass” and Sheriff “Smoky T. 
Bandit.” 

I decided to just go with 
the flow, invented colorful 
explanations for how these 
characters came by their un-
usual monikers and decided, 
since the names were all fic-
tion, why not the stories?

That wasn’t hard to do. 
Since truth can often be 
stranger than fiction, I had 
plenty of good material at 
my fingertips, just need-
ing a little stretching of the 
truth to spin a good yarn. In 
the next couple of months, 
I will give Gazette readers 
a look at the real Varmint 
County and some of the col-
orful characters and strange 
goings-on that inspired my 
tales.

First, there really is a place 

Boomer Winfrey called Varmint County. It is 
a local nickname for an iso-
lated, lawless area up in the 
mountains where Campbell 
and Claiborne counties, 
Tennessee and Bell County, 
Kentucky meet. Law en-
forcement has always con-
sidered the region no-man’s 
land since you can never 
be sure exactly where one 
sheriff’s responsibility ends 
and another begins. 

As a result, Varmint 
County has long been a 
haven for moonshiners and 
more recently, pot growers. 
One large marijuana patch 
was discovered by a high-
way patrol helicopter a few 
years back, planted on an 
old roadbed that straddled 
the Tennessee-Kentucky 
state line. It took ’em two 
weeks to figure out which 
state had the authority to 
seize the contraband plants.

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

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

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.

#1 Seller! 

Most Popular

Sink Support

“Just a smidge higher…”
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Smack in the middle of Varmint 
County is the one vestige of civ-
ilization – the old mining and 
logging camp of Primroy. Once 
a bustling community, Primroy 
today consists of a handful of 
scattered homesteads, liberally 
festooned with “Keep Out” and 
“Trespassers will be shot” signs. 
A natural choice for the fictional 
Varmint County’s main town.

There are other Varmint County 
icons that are borrowed from re-
ality. The infamous Dead Rat 
Tavern? It really existed over in 
Fentress County, Tennessee. The 
place wasn’t nearly as colorful 
as the name, being a pretty tradi-
tional watering hole owned by a 
fellow who belonged to a commu-
nity organization that was work-
ing to regulate the strip mining of 
coal, called Save Our Cumberland 
Mountains (SOCM).

He offered the back room of 
the tavern for local SOCM chap-
ter meetings, causing no lack of 
soul searching among some of the 
more church-going members of 
the group before they could bring 
themselves to enter the building.

No small number of the fictional 
tales I have shared with readers 
over the years likewise had their 
roots in truth. An example would 
be the story of loopy Vietnam vet 
Cooter McBean.

Back in the 1980s, a Campbell 
County realtor named Paul Fields 
decided to create an upscale res-
idential development on Norris 
Lake, complete with golf course, 
private airstrip, rental condos, 
a marina and of course, private 
lots for sale for upscale vacation 
homes.

When he surveyed his newly 
acquired real estate, Paul was in-
spired by the amount of wildlife 
he saw on the property, includ-
ing numerous whitetail deer. He 
named the development Deerfield 
Resorts and commenced to break 
ground for all the improvements 
and roads. Only problem was, all 
that construction chased away the 
deer and other wildlife.

Meet the Real 
 Varmint County

Truth IS Stranger 
than Fiction 

Please turn to page 12

Continued from page 8

It’s a Small World, After All

Two old chaps were sitting 
in a bar on a Saint Patrick’s 

evening. After a while, one 
looks at the other and says, 
“Excuse me, but I can’t help but 
think from your charming accent 
that it’s from Eire you are?”

“To be sure, that I am!” the 
other one says. “And where in 
the Fair Isle are you from?”

“Oh, ‘tis a lovely old place, 
Ballymena in Antrim, and that 

fond of it I was.”
The first man exclaims, 

“Well, what a small world, I’m 
from Ballymena! And what was 
your street?” 

“Just up Church Street in the 
old part of town.”

“Why, that was my street! Ah, 
but we left in ’64. After the Holy 
Heart of Mary school closin’, 
Da brought us to Boston.”

“Why, Saints preserve us! 

That was my school – I was 
in the last class there!”

Mike had been listening to 
the exchange with growing 
wonder, and said so to the 
bartender, Brian.

“No coincidence there,” 
chuckled Brian. “It’s going to 
be a long night, though.”

“And why is that?”
“The sad duet singin’ is 

next; happens every St. Pat’s 
when the Murphy twins get a 
bit snockered.”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Hercules Sink Harness
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Buried in a Pile of Passwords

Every so often, I 
get one of those 
“high-importance” 

emails, complete with a 
red exclamation point, 
from the goobers in charge 
of technology at our office. 
The exact wording varies, 
but their ominous message 
is always the same:

1. Never reveal your pass-
word to anyone!

2. Change your password 
on a regular basis to prevent 
it from being compromised!

Frankly, the second mes-
sage makes no sense be-
cause we have a built-in 
security system that de-
mands a new password on a 
regular schedule. I think it’s 
a 90-day cycle. But don’t 
hold me to that because I’d 
have to remember the pass-
word needed to access our 
security system guidelines, 
and I’ve long-since forgot-
ten what it is.

All of which highlights 
one of the more stupid as-
pects of the allegedly ad-
vanced era in which we 
live: People are supposed 
to memorize dozens of dif-
ferent passwords for dozens 
of different programs. And 
all these passwords require 
frequent changing.

You gotta have a com-
puter password. An email 
password. A pharmacy 
password. A bank account 
password. A charge card 
password. A health insur-
ance password. Password 
here, password there, here a 
password, there a password, 
everywhere a %#&#%! 
password.

Sam Venable 
Department of Irony

What began as an inno-
cent, easy-to-remember 
system for privacy has mor-
phed into a monster. We’ve 
become a nation of techno-
logical slaves, shackled to 
a cyber chain every bit as 
cumbersome and unwieldy 
as those basketball-sized 
key rings custodians carry 
on their belts.

Oh, and before I’m inun-
dated with sales phone calls 
and sales emails: Yes, I 
know there are online pass-
word memory and protec-
tion programs, available for 
a small (insert laugh here)
fee. But they also require 
a password, which makes 
about as much sense as hid-
ing the key to your house in-
side a special lock box that 
also requires a key.

Not long ago, my wife 
Mary Ann and I consol-
idated some of our me-
ga-passwords into a single 
one only she and I under-
stand. This has worked with 
some success—and I realize 
every cyber security guard 
who just read those words 
has broken out in hives and 

is now breathing in fits and 
jerks: You’ve done what?! 
What if someone cracks your 
code? Run! The sky is fall-
ing! Aaaa-iii-eee!”

But eventually even our 
simple system needed tweak-
ing. That’s because the re-
quired password updates for 
different accounts came on 
a staggered schedule. Thus, 
when we changed a letter or a 
number, we had to make cer-
tain the other person knew. 
So we did what any rational 
couple would do when they 
realized the rest of world had 
gone completely mad.

We wrote everything down 
on a piece of real paper with 
a real pen.

Now, if we only had a 
password to remind us where 
we hid that %#&#%! piece 
of paper.

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

This would be a great time in the world 
for some man to come along who 

knew what he was doing.”  

 — Will Rogers, The Quotable Will Rogers

“

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

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsVisit www.braxton-bragg.com for Viper 30 Grit Polishing Pads 
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A man who said he had 
no name because he’d 

been drinking tequila was 
unable to remain anon-
ymous to Fort Pierce, 
Florida, PD, according to 
an arrest affidavit.

Police around 12:55 a.m. 
on January 8 encountered 
the man after going to an 
address in the 100 block of 
South Second Street for a 
report of men fighting.

 
PO Box 188, Stinesville, IN 47464 

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

“Get a few laughs 
and do the best 
you can… Live 

your life so that 
whenever you 

lose, you’re 
ahead.” 

Will Rogers
—Weekly Articles

Horse with No Name
Investigators were pointed 

in the direction of the al-
leged aggressor. Asked to 
identify himself, the man 
said his full legal name was 
“(Expletive).”

Mr. “(Expletive),” who 
smelled of booze, said there 
was no fight, but if there had 
been, “You would need to 
be digging some graves.”

Police asked “(Expletive)” 
again to give his true name.

“(Expletive)” said he’d 
been drinking tequila “and 
did not have a name at this 
time.”

Po l i ce  iden t i f i ed 
the tequila-drinking 
“(Expletive)” as Luis 
Zubieta, 25, by the driver’s 
license in his pocket.

Zubieta, of the 2200 
block of Edwards Road in 
Fort Pierce, was arrested 
on disorderly intoxication 
and obstruction without 
violence charges.

Or, “I would rather dis-
appoint you before we get 
started than start something 
we could not follow through 
with. It’s an interesting proj-
ect and we wish you the best 
of luck.”

The point is be polite and 
listen. Apologize that you 
have to decline the job. If 
at all possible, refer them 
to someone who can help 
them.

The Keepers
Now, if you ask the es-

sential questions and find 
they are a good fit for you 
or your company, there are 
some guidelines to follow. 

DO NOT procrastinate. 
Call them as soon as pos-
sible. DO NOT wait even 
one day to contact them. Do 
not text or e-mail. Let your 
first contact be by phone or 
in person if at all possible. 
E-mails and text can fol-
low but the first interaction 
should be a human one.

Continued from page 1

Continued from page 10

don’t interrupt. If they say 
something wrong, wait until 
they are done to interrupt. If 
they say something right, 
STILL wait until they are 
done.  Make sure the cus-
tomer gets some “skin in the 
game.” This can be money 
or time or both. The more 
one on one time the cus-
tomer spends with you the 
less likely they are to bolt. 

Your company should 
have some sort of “lead 
sheet” – for gathering infor-
mation and the beginning 
analysis of the “Essential 
Questions.” Also,very 
early in the process, align-
ment needs to happen. That 

Sometimes It’s “No”

Take the lead – show the 
customer you are knowl-
edgeable and the profes-
sional in this situation. If 
you don’t know, say you 
don’t know but you will 
find out. Don’t use words 
like “well or um.” They 
make you appear unsure.

Educate the customer. 
Help them make choices 
that will be good for them. 
Just because they want 
something doesn’t mean it’s 
what’s really right for them. 
Example: The customer 
loves the look of White 
Carrara, but it comes out in 
conversation that they have 
three kids under the age of 
8. There will be spills and 
accidents for years to come. 
You know from experience 
that they might be hap-
pier with less stain-prone 
quartz look-alike instead. 
That is why you are the 
professional.

Build trust with the cus-
tomer. LISTEN to them and 

means getting everyone on 
the same page. Repeat what 
the customer says in sum-
mary fashion to make sure 
everyone is clear. Address 
hurdles in the beginning – 
make the process as easy 
for them as possible. Get 
a deposit on the job. A de-
posit means commitment on 
their part and is a good faith 
gesture that they are ready, 
willing and able to do the 
job.

Gaining Trust is Key 
A personal connection is 

paramount to trust. Put your 
face picture on your profile. 
Meet with people face to 
face. Talk on the phone. 

Offer references. Share 
your success stories. Don’t 
be shy, brag about your-
self. Show off your job 
pictures and your testimo-
nials. If you have awards 
for ANYTHING, no matter 
how small, brag about it. 
Make it a big deal. Build 
trust. 

Don’t leave a meeting or 
a phone call without setting 
up a time for the next step. 
Don’t be vague (I will call 
you in a day or two to dis-
cuss…). Set a time and date 
(I will call you Thursday 
March the 16th at 3p.m. to 
discuss…) and make sure 
you do it. Keeping your 
word builds trust. 

Follow Up
After the job is complete 

and everyone is happy, 
add them to your newslet-
ter mailing list so you can 
keep in touch and keep your 
name in front of them. 

Lastly – keep in mind that 
the customer who shops 
price over value and service 
might not be your customer. 
Let it go! Saying “NO” just 
gives you more time for the 
good ones!

Sharon Koehler is a 10-
year veteran of the stone 
industry and currently head 
of marketing for Artistic 
Stone Design in Richmond, 
Virginia. She has been a 
regular contributor to var-
ious trade magazines for 
several years. Please send 
your thoughts on this article 
to Sharon@asdrva.rocks.

Keep in mind 
that the 

 customer who 
shops price over 
value and service 

might not be 
your customer.

Paul, wishing to give 
potential customers the 
same sense of communing 
with nature he had experi-
enced, simply went down to 
Georgia, purchased a herd 
of semi-tame deer from a 
game farm and relocated 
them to Deerfield, where 
visitors could practically 
walk up and hand-feed the 
does and fawns.

Enter the real life Cooter 
McBean, who lived alone 
in a run-down rental flat 
in nearby LaFollette. 
Somebody told this old 
Vietnam veteran about the 
tame deer out on the lake 
and the old boy decided a 
bit of fresh venison would 
make a tasty change in his 
diet.

“Cooter” called up the 
only cab company in 
LaFollette, Tennessee and 
got the driver to pick him 
up, all dressed in camo 
and lugging a 30.6 deer 
rifle, and deliver him to 
the front gate of Deerfield. 
He then slipped down into 
the woods, potted one of 
Paul Fields’ pet deer, field 
dressed it on the spot and 
lugged the carcass back 
to a pay phone at the gate 
where he called the cabbie 
to come and pick him up.

“Cooter” and cabbie were 
in the process of arguing 
over whether the cab driver 
would allow the deer to be 
tied to the roof of the cab 
when the sheriff pulled up, 
called by one of Deerfield’s 
security guards. In the end, 
considering the old vet’s 
admirable war record and 

mental health issues, Paul 
Fields dropped charges 
against the hunter, the meat 
was donated to a food pan-
try, the rifle was seized and 
poor old Cooter went free 
with a warning.

Some of the other char-
acters in Varmint County 
were modeled, more or 
less, after real people I’ve 
encountered. Doc Filstrup 
and his hapless son, Clyde 
Junior, were roughly in-
spired by my old family 
doctor when I grew up in 
Lake City, Tennessee. Doc 
Cox was a pill pusher of the 
old school, operating out of 
a little house with a nurse 
who was even older that he 
was.

Doc had also dabbled in 
local politics, serving as 
Lake City’s mayor for a 
while back in the 1930s and 
’40s, and also on the county 
school board.

Meet the Real Varmint County

Please turn to page 19

“It comes from saying 
no to 1,000 things to 
make sure we don’t 
get on the wrong 
track or try to do 
too much.”

– Steve Jobs
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Relax.
We’ve done the math.

Call 866-539-0052 
for a no-obligation demo. Call for details.

Free on-site training. Financing available.

STONE EXPO

BEST
PRODUCT

2015

sq ft Weekly
Savings

Months for 
Payback

200 $500 8.0 months

300 $750 5.3 months

400 $1,000 4.0 months

500 $1,250 3.2 months

1000 $2,500 1.6 months

2000 $5,000 less than 
1.0 month

Manual or CNC fabricators save time and money with the 
LT-2D3D Laser Templator. Doing as little as 250 sq ft per week will 
save enough to pay for the investment within months.

Including labor and materials, our estimate is that switching to 
digital templating saves an average of $2.50 per square foot. 

Determine how many feet per week your business fabricates, and 
use the chart below to find how quickly the LT-2D3D pays for itself. 

LPI offers a 12-month payment plan of under $1000 per month.

Each LT-2D3D is composed of 96% US parts assembled 
in the US by benefitted American workers.

Made in the USA 
with US and 
imported parts.

…and laser templating offers a huge return on investment.

2016 Migliore Award for Lifetime Achievement 
Presented to G.K. Naquin

ON a typically warm 
Nashville morning in 

September 2004, G.K. Naquin, 
then a 30-year veteran of the 
stone industry, stepped up to the 
podium in a large meeting room 
at the sprawling Opryland Hotel 
and for two days captivated an 
audience of 110 stone fabricators 
with the most thorough industry 
educational program most had 
ever experienced.

When the seminar was com-
pleted and the reviews compiled, 
it was obvious that Naquin had 
found a new calling—stone in-
dustry education. In the 12 years 
since that day, Naquin has fa-
cilitated 40 events as part of the 
Stone Industry Education Series 
and at least 50 other sessions at 
conventions and trade shows.

Naquin’s career in the stone 
industry began in 1974, when he 
joined brother-in-law John Blanda 
and friend Howard Prestenberg 
in a startup stone company, 

Intrepid Enterprises. He 
served as CFO of Intrepid 
Enterprises for 25 years, 
before starting his own 
company, Stone Interiors, 
in 1997. The company, 
based in Loxley, Alabama, 
began as a predominantly 
residential countertop 
business, but has expanded 
to include products for 
condominiums and other 
light commercial build-
ings. A second location 
in Gaston, South Carolina 
was opened in 2002, and a third 
in New Orleans in 2007.

Duane Naquin, G.K.’s son and 
CEO of Stone Interiors, says that 
his father taught him the right 
way to run a business: “You al-
ways tell the truth, you’re always 
honest about what you do, and ev-
erything else takes care of itself.

“He has always been my role 
model in this business. I look at 
how he treats people, including 
his former employees.

Naquin has traveled widely as a teacher and stone 
industry educator for the past 12 years.

“They have spread around the 
country, founded businesses, and 
been successful. In working with 
him myself I see how he helped 
motivate them and spur their 
careers.”

Naquin’s passion for bettering 
the stone industry is well docu-
mented. Tony Malisani (Malisani 
Inc.), who has worked with 
Naquin on several association ini-
tiatives, commented: “I met G.K. 
for the first time at the first MIA 
education event in Raleigh, NC. 

He was then, and is now, a gen-
tleman with a passion for all as-
pects of the stone industry. G.K. 
has used all of his energy to bet-
ter the industry in every way. He 
has been an advocate for many, 
a mentor to some, but an inspi-
ration to all.” David Carnevale 
(Carnevale & Lohr) agrees: “In 
my first year as a board member, 
G.K. took the extra effort to take 
me into his confidence and make 
me feel like an important member 
of the organization, motivating 

me to step forward and volunteer 
for more responsibilities. He gave 
me, without condescension, con-
fidence. G.K.’s knowledge, and 
his willingness to share it with 
members, makes him a valuable 
asset to our industry. More than 
that, I see his unwavering ded-
ication to the betterment of our 
industry.”

Naquin initially got involved 
with MIA in 2003. “I said, ‘It’s 
really time that I start giving back 
to the industry.’ 

Please turn to page 15

Gaspar “G.K.” Naquin (at right) is presented with the 
2016 Migliore Award for Lifetime Achievement.
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Please turn to page 21

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

Big T & Little T Brackets
These brackets are powder-coated and can be used 
for exterior or interior installations of tops. Unlike 
heavy steel brackets and supports, these T Brackets 
are made from extruded structural aluminum, so 
they’re very light, without sacrificing their ability 
to support stone and other countertop materials.

The Big T and the Little T Brackets have been 
designed for use in outdoor kitchens on the patio, as 
well as for interior support of granite or marble stone 
bar countertops. They are easy to mount to most 
cabinets and surfaces with just a few screws and will 
last a lifetime without corroding.

 Item # Description MSRP OUR Price
  14188  Stone Pro Little T Bracket, Structural Aluminum,   $69.95 $39.95
  Powder-Coated, Small  

  14189  Stone Pro Big T Bracket, Structural Aluminum,  $79.95 $49.95
  Powder-Coated, Large

Little T Specs:
10” H x 8” L x 2” W, 3/8” Thick, 
Use 1/4” Screws, 450 Lbs. Capacity

Big T Specs:
21” H x 16” L x 2” W, 3/8” Thick, 
Use 1/4” Screws, 450 Lbs. Capacity

Sold individually, 
not as a set

…Little on Price

Big on 
Support

Ten Go-To Installation Tools
New and Recommended Products for Safer, Easier Installs

Peter J. Marcucci 
Special ContributorAside from a few 

tried and true 
products we’ve 

featured here in the past, 
this year’s faves also 
include a few new offer-
ings. For example, one new 
product is the RAM Board. 
Braxton-Bragg has offered 
protective installation and 
countertop film for some 
time, but Ram Board is a 
more durable product to 
protect customer’s coun-
tertops, floors from general 
damage during installation. 
Another new product is the 
Cooktop Bag. This simple 
new invention for keeping 
cabinets safe and clean 
is also a great time saver 
for the installation profes-
sional. Here’s the Slippery 
Rock’s review of these rec-
ommended products. Read 
on and find out how these 
go-to installation faves will 
help keep your work on 
track.

  Akemi Nano Effect 
Stain Repellent

The big advantage of 
Nano Particle technology 
in Akemi Nano Effect 
Stain Repellent is that it 
penetrates deeper, wipes 
off easier and won’t change 
the color of any natural 
stone, even when using two 
coats for maximum benefit. 
Simply clean the stone, dry 
completely and apply. The 
stone still breathes while 
fully resisting oil- or wa-
ter-based compounds for 
superior protection. Low-
odor and certified food 
safe, Akemi Nano Effect 
Stain Repellent is a proven 
performer, and a go-to 
product that you can confi-
dently recommend as after-
the-sale protection. Akemi 
Nano Effect is available in 
one-liter and five-liter cans 
and 55-gallon drums.  

 
Stone Shield Color 
Enhancer & Sealer

Stone Shield Color 
Enhancer & Sealer is made 
for Braxton-Bragg by 
InnoChem, the same com-
pany that makes K-Bond 

products. It works great on 
restoring sun damaged ma-
terial, materials that need 
help to match a slightly 
different dye lot, or match-
ing finished edges to sur-
face. Stone Shield Color 
Enhancer & Sealer also 

features an ultraviolet in-
hibitor additive to prevent it 
from fading from exposure 
to sunlight. Less expensive 
than most other sealers, it’s 
available in half pints and 
quarts.

Stone Shield Color Enhancer & Sealer contains a 
UV-inhibitor to prevent fading from sun exposure. 

Akemi Nano Effect resists 
both oil- and water-based 
compounds for superior 
protection.

 IF people in the media cannot decide  
whether they are in the business 

of reporting news or manufacturing  pro-
paganda, it is all the more important that 
the public understand that difference, and 
choose their news sources accordingly.”

–Thomas Sowell

“

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

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

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

The Clear Choice
With Akemi Platinum polyesters, there is no trade-

off. The clarity of Akemi Platinum makes it easy to 
match the color of the stone. The appearance of the 
stone comes through more exact and clear. Akemi 
Platinum “colors right,” making it easy to tint and 
match stone.

 
Curing Time

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

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

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

Bond Strength
Bond strength is essential in laminating or making 

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

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

**Best results will 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.”

2016 Migliore 
Award

Continued from page 13

“The number one thing I wanted 
to get involved with was educa-
tion. It’s important that we pass 
on what we know in the industry.” 

According to Naquin, the cur-
riculum for the education pro-
gram has changed over the years 
as the countertop business has 
matured. While initially the pro-
gram focused on machinery and 
the basics of fabrication, they 
now also highlight the matrix of 
how to run a business. Eric Tryon 
(Premier Surfaces) commented: 
“G.K. and his companies have 
made astounding contributions 
and advancements to promote 
the stone industry. However, it is 
his eagerness and ability to im-
part his knowledge to others that 
have been central to his legacy. 
Throughout the country there 
have been countless enthusiastic 
responses to G.K.’s presentations 
and there are many stories where 
his presentations have impacted 
their business in a positive way.”

In addition to his work on the 
MIA+BSI education program, 
Naquin served as MIA President 
in 2011 and was also closely in-
volved with the creation of the 
Accreditation program. His role 
on the education committee also 
generated several programs/ser-
vices that are enjoyed by members 
today, including five management 
toolkits (sample business docu-
ments, safety training outlines, 
human resource forms, employee 
handbook, and job descriptions). 

He has also given presentations 
at KBIS (the Kitchen and Bath 
Industry Show) and was among 
the first to give continuing edu-
cation classes developed by the 
association.

His contributions to the indus-
try continue today. MIA+BSI will 
soon debut a new safety training 
video that was partially filmed at 
his facility. He will also lead sev-
eral Stone Industry Education ses-
sions in 2017.

Naquin reflected on the impor-
tance of getting involved in indus-
try associations like MIA+BSI: 

G.K. Naquin received the 2016 
Migliore Lifetime Achievement Award.

“If you’re in any industry where 
you’re making a profit, and you 
plan on building your life around 
that business, you should be part  
of an association that promotes 
that industry; that’s responsive 
to that industry. Why would I be 
in any industry I didn’t support? 
I know it’s going to support me.”

Naquin presents a talk on safety 
training at an MIA  Fabricator 
Seminar in North Carolina.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Platinum Knife grade
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The Stone Detective
Continued from page 8

Aha, I thought.
She reached under the coun-

tertop and grabbed the bottle. It 
was your standard neutral cleaner 
which should have had no ad-
verse effect on the stone. My next 
thought was that maybe the fabri-
cator used something on the stone, 
so I asked if I could speak with the 

Highest Polish, No Bleeding, No Burning

NEW!

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

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

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

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

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

Quartz
Use for Silestone, Caesarstone, 

and Cambria

WORKS IN

1/2
THE TIME!

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

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

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

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

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

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

50% Labor Savings

No Orange Peel!No Orange Peel!

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

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

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

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

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

fabricator. I pulled out my cell and 
called the fabricator, who I hap-
pened to know. 

Long story short, after a half 
hour phone call, I couldn’t find 
anything that he did that could 
cause this problem. Now, for all 
my students from my inspection 
class who are reading this, what 
do we do next? That’s right. Lab 

words, the natural binders in the 
stone did not hold the minerals 
tight and therefore would powder 
or just fall apart. I called the quarry 
and, lo and behold, they have had 
this problem with several other 
projects. They told me that they hit 
a section of the quarry where the 
stone had this problem, and they 
agreed to replace the stone. The 
good news is that the stone coming 
out of the quarry now is dense and 
doesn’t have that problem. Now to 

testing. I asked if I could take the 
sample she had and send it off to 
the lab. She grabbed her purse, 
reached inside and handed it to me.

I told her it would take several 
weeks to get the lab results and I 
would be in touch. I said good-bye 
and went off on another scenic ride 
back to the office.

Three weeks later I get a call 
from the lab with the results. The 
marble sample I submitted had 
a very weak structure.  In other 

call my client and tell her the good 
and bad news. Maybe I should tell 
her to just put a little of the sug-
ared marble in her coffee…NOT! 
Anyway, another case solved.

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@gmail.com.

Most Americans are born 
drunk, and really re-

quire a little wine or beer to 
sober them. They have a sort 
of permanent intoxication 
from within, a sort of invisible 
champagne. Americans do not 
need to drink to inspire them 
to do anything, though they 
do sometimes, I think, need a 
little for the deeper and more 
delicate purpose of teaching 
them how to do nothing. 

– G.K. Chesterton

Dateline June 1975: The 
post office in Rutland, 
Vermont, having received 
numerous complaints about 
mail not being delivered, 
investigated.

 Through “patient obser-
vation,” postal employees 
eventually discovered the 
cause to be a trash basket re-
cently donated to the city by 
the local Kiwanis Club and 
thoughtfully placed outside 
the post office (presumably 
for junk mail “deposits”).

People were mistaking the 
trash basket for a mail box 
and depositing their letters 
into it. Although one resi-
dent noted, “I can’t under-
stand it. It doesn’t even look 
like a mail box, except it’s 
blue.” Go figure…

Weird History
The Mystery 

 of the Missing Mail
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https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
mailto:fhueston%40gmail.com?subject=Stone%20Detective
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/


Slippery rock Gazette March 2017  |  17  

Stone Restoration and 
Maintenance Corner
Fixing a Terrazzo Nightmare

Bob Murrell 
M3 Technologies

Photos by Bob Murrell
The winter has been 

very mild this year 
in the south. It has 

made winter restoration 
projects much easier! 

However, one of my re-
cent restorations was a ter-
razzo project which started 
from a very bad pour, and 
got worse from there. 
Grinding waves, divots, 
and cup wheel gouges were 
the norm. The customer just 
wanted the color and some 
shine so that they could 
even tell it was a terrazzo 
floor. 

ground and honed to blend 
with the rest of the floor. 
As we all know, edge work 
is back-breaking but is es-
sential in many projects to 
achieve the best overall re-
sults. Who wants an ugly 
inch and half picture frame 
around the room?  At least 
the baseboards had been 
removed, which made for 
easier access.

After consulting with the 
customer to manage their 
expectations regarding the 
costs and expected results, 
the next task was to actu-
ally calculate the required 
course of action. As every 
contractor knows, you al-
ways have to plan for the 
worst and be ready to im-
plement your contingency 
plan, if required. The rule 
of thumb is, if it can go 
wrong, it probably will! 
Specifically, if you have 
ever tried to feather and 
blend divots and gouges, 
you know exactly what I am 
talking about.

The client wanted the 
floor to have color, clarity, 
and shine. Of course they 
wanted this ugly caterpillar 
to be turned into a beautiful 

This terrazzo job was in 
a historical house, built in 
the 1950s in the Oak Ridge, 
Tennessee area. I consulted 
on the project and pitched in 
where I could. Basically, it 
was a pitiful looking floor.

There were also two sets 
of stairs that were an even 
bigger nightmare, as evi-
denced by the pictures. Not 
only were the stairs gouged 
and waved, some acid had 
been spilled and had eroded 
several of the treads, almost 
beyond repair.

Also, the gouging from a 
grinder and cup wheel was 
very evident around most 
all of the border edges. 
This of course meant that 
every wall edge had to be 

butterfly. A natural polish 
was discussed as the best 
long-term solution for the 
floor. This meant that the 
floor would have to be rec-
tified as best as possible, 
and then honed and finally 
polished.

So to begin with, the large 
scratches around the border 
edges, gouges, and divots 
had to be first hit with a 
hand tool as a floor machine 
would simply ride over and 
miss these below-surface 
issues. If you tried to grind 
the surrounding area down 
to the lowest level of the 
divots, you would be dan-
gerously near the concrete 
substrate. A flexible metal 
bond was the only diamond 
capable of helping these is-
sues. 50g, 120g, and 220g 
flexible metals were used, 
based on the need. After 
smoothing of the scratches 
around the borders and in 
the divots, resins would be 
required to bring the level 
of hone up to prepare for 
polishing.  

So in general, the entire 
floor was ground starting 
with 50g resins, as scratch-
ing was prevalent through-
out. Typically, you should 
be able to start around 220g, 
but the condition of this ter-
razzo floor was anything but 
typical, by any standards. 
After grinding and honing 
the deep scratches, divots, 
and gouges using the hand 
tool, the 50g resins were 

Please turn to page 34

This terrazzo floor is installed in a very nice, mid-century modern house built in 
the 1950s, but it has seen some hard use, and is covered wall-to-wall with waves, 
divots, gouges and scratches. My diagnosis? Grind, hone and repolish to restore.

implemented. These first-
step resins were actually 
ceramic transition pucks, 
which are much more ag-
gressive than standard phe-
nolic or epoxy resins. This 
foundational step was the 
most important, as the first 
step usually is. 

My favorite old saying is, 
“It is very hard to make up 
at the end for what you did 
not correctly do in the be-
ginning, and it is certainly 
not very efficient.”    

To make it even more dif-
ficult and time-consuming, 
each step of the borders and 
divots were done before 
each step with the floor ma-
chine. Always overlapping 
the floor machine to hand 
tool work helps to blend 
floors so that these areas 
do not stand out. Finishing 
with a hand tool at the end 
will most assuredly make 
for a noticeable picture 
frame or irregularities in 
the floor.

Above: The poured terrazzo stairs were also in pretty rough shape, including 
acid staining and wear. The client wanted to restore clarity, color and shine. 

So, once the borders had 
been cut in and the deep 
scratches, gouges, and div-
ots had been blended as best 
as possible, the 50g ceramic 
transitions were implemented. 
Then the 120g resins were 
run on the hand tool around 
the borders and in the div-
ots before running the 120g 
resins on the floor machine. 
This action was repeated with 
the 220g and 400g resins up 
through 800g.

Once the floor was properly 
honed, or at least thought to 
be properly honed, Majestic 
Marble Polishing Compound 
was used to achieve the final 
gloss. 

Draped and taped, ready for grinding and honing. 
We started with smoothing the scratches around 

the edges, using a 50 grit flexible metal bond wheel.

After
Before
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ISFA Promotes Bryan Stannard 
to Executive Director Position

Bryan Stannard was pro-
moted to the position 
of Executive Director, 

International Surface Fabricators 
Association, after having pre-
viously served as Membership 
Director. Stannard was named 
Acting Executive Director in 
early November, replacing Mike 
Langenderfer, who served as the 
Interim Executive Director since 
November of 2015. In January, 
the Interim Executive Director 
position was made permanent.

“Bryan is a knowledgeable pro-
fessional with nearly two decades 
of experience in the surfacing 
industry,” said ISFA President 
Ryan Miller. “He has a lot of 
great ideas for advancing the as-
sociation. The ISFA Board of 

Directors is confident he will do 
a great job in the role.”

Before taking on his previ-
ous role as ISFA Membership 
Director, Stannard served a vari-
ety of roles in the surfacing indus-
try including surfacing manager 

Employees with Benefits

When I heard the old 
line, “The eyes are a 
window to your soul,” 

I was so struck with the simple 
profundity of the statement I 
shared it with my philosopher/
theologian dad with the excite-
ment of a recent convert.

After a moment or two of 
thoughtful pondering, he replied, 
“Yes, that is true. It’s also true 
that your bookshelf is a reflection 
of your soul.”

I had to ponder that one my-
self… and sure enough, it’s true.

If you own a business, this is 
also true: the benefits you offer 
your employees are a window 
and a reflection of your compa-
ny’s soul. 

It’s easy to say employees are 
the most important asset in the 
company, but the benefits the 
company provides says a lot more.

If you would like to bare your 
company’s soul and show how 
much you value your employees, 
consider the following “low cost-
high return” benefit options:

A Well-Oiled Machine
Think of your business as a gear-

box that drives the gantry on your 
saw or CNC and your employees 
as the parts inside that make it 

work. If designed, assembled, and 
greased properly it will function 
seamlessly. Now, imagine one 
with bent shafts, missing screws, 
and misaligned gears lubricated 
with sand. One smoothly moves 
the machine down the track… the 
other grinds up the components 
and eventually breaks down. 
Which one do you have? Which 
one benefits your employees?

Roadmap To The Future
A few companies have bud-

gets, some have plans, and most 
at least have some idea of where 
they are attempting to go. The 
problem with many of them is that 
they fail to share any of this with 
their employees, leaving room for 
doubt about job security, the fu-
ture, and possibilities for career 
growth. Employees who are in-
vited to look down the road with 
the company, benefit immensely 
in many ways. (P.S. – so does the 
company!)

Non-Corrosive Environment:
True story: an owner of an 

electrical contractor in Colorado 
had a sign on the wall behind his 

desk that read: If you think work-
ing here sucks, try running this 
place. One can only imagine the 
toxic nature of that atmosphere…
it probably sucked to work there!  
What a tragedy for the employees 
as mental, spiritual, and physical 
health likely suffered in such a 
work environment. A positive, 
uplifting, hopeful work environ-
ment where employees actually 
look forward to coming to work is 
a benefit of untold value!

When most employers think 
of “benefits,”  health insurance, 
profit sharing and retirement 
plans usually come to mind, as do 
the added cost and expense. But 
don’t fall into the trap of believ-
ing that those are the only benefits 
that employees’ value.

Employees are human beings 

Aaron Crowley
 Crowley’s Granite Concepts

who like to go home at the end of 
the day knowing they worked on 
a team that functioned like a well-
oiled machine. They like to know 
their employer trusts and values 
them enough to share with them 
plans for the future and how they 
fit into them. And finally, they 
appreciate going in to a job that 
doesn’t suck!

Aaron Crowley is an inventor 
of stone industry products like 
the Bullet Proof™ Apron and No-
Lift cart, and owner of Crowley’s 
Granite Concepts.

Please turn to page 19

for ITW Polymers Sealants North 
America, commercial manager 
for DuPont, and strategic account 
manager for IPS. He has also 
served three years as an Associate 
Board Member with ISFA and has 
been a member of ISFA since its 
inception.

“My goal is to grow not only the 
membership of ISFA, but also the 
number and depth of member ben-
efits the association offers,” said 
Stannard. “I am excited to take on 
this responsibility and getting out 
to meet with our members to find 
out how we can better serve them 
going forward.”

After serving faithfully as the 
interim director, Langenderfer 
was subsequently elected to serve 
on the ISFA Board of Directors, 
which he also served on in the 
past in a variety of roles including 
President. 

“It’s no use saying, 
‘We are doing our 
best.’ You have got 
to succeed in doing 
what is necessary.”

– Winston Churchill

The original company closed 
after the Depression, but is opera-
tional again after several decades 
of dormancy. Missouri stone was 
highlighted in the 1917 construc-
tion and continues to be in this 
renovation. Phenix provided ap-
proximately 8600 cubic feet of 
stone for the prominent South 
Steps and 470 stone pavers for 
the exterior terraces and portico. 

Construction of Phase I was 
completed in December and on 
Tuesday, the newly renovated 

Historic Ozarks Quarry Supplies 
Missouri State Capitol Renovation

South Steps were the site of 
Governor Greitens’ inauguration.  
The Capitol is expected to move 
ahead with Phase II of the project 
later this year.

For more information about the 
project and more images of the 
installation, please visit the blog: 
phenixmarble.com|/blog-hub .

Phenix Marble Company is 
based in Springfield, MO and sup-
plies fine building stone for exte-
rior and interior use. Visit www.
phenixmarble.com .

Continued from page 6

South steps stair installation. Phenix Marble supplied 8,500 cubic 
feet of the large-scale cut stone for the stair treads and landing.
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© MARK ANDERSON. www.andertoons.com

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

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

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.

— Ernest Hemingway

ISFA Promotes 
Bryan Stannard 

to Executive 
Director Position

“We are thankful for the time and 
effort Mike put in as the Interim 
ISFA Executive Director,” said 
Miller. “We are looking forward 
to having him back on the board 
where he can continue to put his 
skills and experience to work for 
the association.”

For more information, please 
feel free to contact Bryan Stannard 
directly at bryan@isfanow.org or 
call (210) 389-2917.

“I’m not on YouTube.”

Real Life Problems

His son Clyde, the local morti-
cian in town, also dabbled in poli-
tics on the county commission, or 
county court, as it was called in 
those days. Some wags in town 
ungraciously referred to the father 
and son as “Stab ’Em” Cox and 
“Slab ’Em” Cox.

The similarities mostly end 
there. Doc wasn’t always sipping 
bourbon like the fictional Doc 
Filstrup, although he frequently 
had to put down his smelly cigar 
before beginning to examine a 
patient. 

There are many stories that 
I’ve related through the years 
that have their roots in real life 
events. Next month we’ll relate a 
few of the more humorous “truth 
is stranger than fiction” stories 
that inspired the Varmint County 
Chronicles. 

 

Meet the Real 
Varmint County

Continued from page 12

The old Claiborne Co. Jail

Always do sober 
what you said 

you’d do drunk. 
That will teach you 
to keep your mouth 
shut.”

 “
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Please turn to page 23

Please turn to page 43

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

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

 Item # Description MSRP OUR Price Sale Price 

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

Hurry—Sale Ends  
March 31, 2017

MakitaMadness!!
By popular

Demand
FRESH 

MAKITAS!
Reg.

$145.95
$134.95

YOU

SAVE

$11
00Get ‘Em

While They’re

Hot!
Best Products, Lowest Prices, 

Better Service

Natural Stone Craftsman of the Year

HE has spent the past 
thirty years carv-

ing a niche for himself as 
a creative stone artist, but 
Andrew Swinley has never 
fully received the industry 
recognition his work de-
served—until now. Swinley 
has been named 2016 
Craftsman of the Year.

A lifelong artist, Swinley 
is currently employed as a 
Carving Foreman at Red 
Leaf Stone in Abbottsford, 
British Columbia, Canada. 
His appreciation for art 
began at an early age. 
Swinley remembers: 
“When I was about 18 
months old, I demonstrated 
quite an unusual talent for 
drawing. When I was a bit 
older, maybe 9 or 10, I had 
an epiphany that I wanted 
to do sculpture and carve 
figures.”

Swinley began his ca-
reer at the age of 20 as an 

Andrew J.B. Swinley,  
Carving Foreman

Red Leaf Stone, 
Abbottsford, British 
Columbia, Canada

apprentice stone mason 
at Cathedral Works 
Organization in Chichester, 
England, where he fo-
cused almost entirely on 
restoration. He pursued 
a degree in Figurative 
Sculpture from The City 
and Guilds Art School in 
London, then returned to 
CWO, where he was men-
tored by Douglas Garland, 
one of England’s finest let-
ter cutters. After 20 years 
working as a self-employed 
stone carver, Swinley and 

his wife, Debra, moved to 
Western Canada for a po-
sition with Architectural 
Stonemasonry, a division 
of Red Leaf Stone. Swinley 
was familiar with the com-
pany because he had known 
Shop Manager Tony Rogac 
since the 1980s, when they 
both trained in stone ma-
sonry at CWO. In a letter 
nominating Swinley for 
this award, Rogac wrote: 
“Andrew is a traditional 
stonemason and architec-
tural carver; a man passion-
ate in promoting the skills 
of his craft. His training 
and experience give him a 
unique insight into what is 
possible in stone.

Language Shortcuts

The first person to ever 
type LOL (laugh 
out loud) on an IM 

(instant message) proba-
bly didn’t realize where 
the human mind would go 
with that one little acronym. 
Shortcuts and abbreviations 
are a key part of the social 
media world. New ones are 
popping up all the time, and 
the old ones don’t really go 
away. 

Recently, I was texting 
with a friend of mine, and 
he sent me an abbreviation 
to answer a question. I was 
unfamiliar with that ab-
breviation, and rather than 
appear stupid, I Googled it 
quickly and answered him. 
It got me to thinking that if 
I am confused from time to 
time about this issue, other 
people might be as well. So I 
have compiled a list of com-
monly used shortcuts. I am 
quite sure that I didn’t get 
every single one (there are 
far too many), but hopefully, 
this will be a good start.

AA – Sorry Alcoholics 
Anonymous, it now stands 
for As Always.
AFAIK – As Far As I 
Know.
AMA – Ask Me Anything 
(sorry, not the American 
Medical Association) This 
is most popular on  Reddit. 
B2B – Business to 
Business.
B2C – Business to 
Consumer/Customer.
BAE – Before Anyone 
Else.  Be careful with this 
one. It has come to light 
that in Danish, “bae” is 
scatological slang.. 
BC - Because
BFF – Best Friends 
Forever.
BRB – Be Right Back – 
Used a lot in texting when 
you have to briefly stop 
communicating for some 
reason, and you may have 
to delay a response.
BTW – By The Way.
COB – Close Of Business.

Sharon Koehler
Artistic Stone Design

CTA – Call To Action.
DM – Direct Message. 
This is most widely used 
on TW (Twitter).
ELI5 – Explain Like I’m 
5 – You want a simple an-
swer to a question.
ESP – Sorry, not Extra 
Sensory Perception. The 
new meaning is E-Mail 
Service Provider.
FB – Facebook.
FOMO – Fear Of Missing 
Out.
FTW – For The Win. Be 
careful with this one as it 
has another meaning that is 
too off-color for print. 
FYI – For Your 
Information (An oldie but 
goodie).
G+ – Google Plus.
GTG – Got To Go.
ICYMI – In Case You 
Missed It.
IDC – I Don’t Care.
IG - Instagram
ILY – I Love You.
IMO – In my opinion.
IMHO – In My Humble 
Opinion.
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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 

Ten Go-To Installation Tools
New and Recommended Products for Safer, Easier Installs

Cooktop Bag
Fabricators! Tired of 

cleaning up cabinets after 
removing corner material 
from sink and cooktop in-
stallations? All installers 
know that dust and chips 
make a mess of a jobsite, 
and granite chunks can 
even damage cabinet floors.

Enter the Cooktop Bag: a 
new invention designed to 
catch debris during instal-
lation. Cooktop Bags are 
plastic and self adhesive, 
and when placed in the cab-
inet opening before installa-
tion, will catch every bit of 
dust and fragments. When 
finished, simply remove 
the bag, tie and throw away. 
Cooktop Bags fit 30- to 36-
inch cutouts and come 25 
bags per roll. So why get 
on your hands and knees 
with a vacuum to clean up 
a mess that could have been 
avoided, when you can pull 

Continued from page 14

a Cooktop Bag from your 
install gear, stick it in place 
and save time on cleanup? 
And time saved is money 
earned.

Ram Board 
Ram Board is a heavy-

duty temporary protection 
material that’s been used in 
the concrete trade for many 
years. Finding new life in 
the stone industry, Ram 
Board provides protection 
for stone countertops and 
all types of flooring, and is 
perfectly suited to the fabri-
cator looking to protect his 
clients’ home, explained 
Bill Hickey, Braxton-Bragg 
Vice President of Sales. 

“Ram Board is a brand 
new product for us, and we 
are the first to present it to 
stone fabricators. It not only 
offers protection for coun-
tertops, but for flooring or 
carpeting when walking or 
carting materials through 
a jobsite. It can also be 
used on corners of walls 
to help prevent any dam-
age. It’s basically a tough 
waterproof membrane that 

utilizes exclusive ‘Spill 
Guard Technology’, and 
will keep any liquid from 
leaking through for up to 
24 hours. It’s reasonably 
priced and can be cut to size 
to lay on countertops to pre-
vent damage. Moreover, it 
is non-staining and comes 
with creases so you can 
fold it. It is also re-usable if 
taken care of.”

Made of 100% recy-
cled materials, Ram Board 
comes in 100-foot rolls 38 
and 48 inches wide. There’s 
also a 36 inch, 50-foot long 
version for homeowners 
that is sold in a case of nine 

rolls for under $30 dollars 
each. So it is very afford-
able, and an ounce of pre-
vention is worth a pound 
of cure. Ram Board seam 
tape is also available from 
Braxton-Bragg, and highly 
recommended.

Americover Countertop 
& Floor Covering

The beauty of this Go-To 
product is that it can be ap-
plied to countertop surfaces 
at the shop. After that, no 
matter how much the job is 
moved from place to place, 
be it staging area, truck or 
jobsite, your customers’ 
precious cargo is protected.

Ram Board provides tough and 
even reusable protection.

The Cooktop Bag is a handy and efficient tool to man-
age debris on the jobsite – fits 30- to 36-inch cutouts.
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Will the Stone Industry Play a Part in the 
Coming Manufacturing Revolution? 

The stone industry has 
always attracted a type 
of hardcore, self-reliant 

person that seeks not just to make 
a living and profit, but craves the 
satisfaction of taking something 
very hard to do and through will 
and effort create things to be used 
and enjoyed by other people. 

The only other profession that 
even comes close to the stone in-
dustry in this regard is the foundry 
profession and specifically the 
foundries that produce bronze 
statues of human likenesses that 
impart the spirit of man’s greater 
good. No matter how far human-
kind goes in adapting robots to 
do the work that was once done 
by humans, the people spoken of 
above will always be the master 
of the machines, because no mat-
ter how many axes a machine may 
have that can mimic the “how” of 
making things, there will never 
be enough lines of code written 
that will ever be able to mimic the 
“why” of why we make things. It 
is important before we continue 
that homage is paid to our artisans 
whose work throughout history 
has been the genesis of many an 
industry.

Now we are at the beginning of 
a new administration that, whether 
you care for it or not, has pledged 
to make a priority of returning the 
United States to its old place of 
preeminence among the manu-
facturers of the world. Generous 
post WW2 policies of the United 
States that were successful in 
the restoration of the economies 

of our defeated enemies had al-
ready worked by the mid 1960s. 
Perhaps they should have stopped 
those policies decades years ago, 
when those economies had been 
restored to above prewar capacity. 
Continuing those policies beyond 
that point started to backfire as 
we found ourselves subsidizing 
foreign companies to compete 
against our own companies here 
at home. Those very policies are 
the reason that today there are 
only about a half dozen fully ver-
tically integrated granite and mar-
ble producers in the United States, 
versus scores of them prewar. Do 
we finally have a chief executive 
that clearly understands that our 
nation is now at risk of having to 
go hat in hand, for products we no 
longer produce, to nations that at 
best have a smug attitude towards 
America? Okay, enough com-
plaining because that is all water 
under the bridge. What about 
the future of manufacturing in 
America and the stone industry’s 
impact upon it?

The stone industry has under-
gone a truly revolutionary change 
in just the past 16 years beginning 
with the “Odyssey” CNC machine 
by Park Tool. Park’s first-genera-
tion CNC was not the first attempt 
to bring automation to the stone 
industry. Old timers will recall 
the Linde “Marble Cutter” intro-
duced in the mid 1980s that was 
a true CNC machine, but it failed 
because the cost of the diamond 
tooling was prohibitive – and it 
could not work granite, much 
less polish it. Yes, yes, there were 
already Italian CNC machines 

out there at the time, but we are 
talking about American manufac-
turing here. What was unique to 
Park’s machine was that it had in-
tegrated sawing, routing and cor-
ing into one machine, and it was 
available here in the USA and not 
from across the ocean. Today, 
the “Odyssey” seems crude com-
pared to Park’s latest iteration the 
“Titan,” which has incredible pro-
duction capability. 

However, it’s not really the 
machines themselves that are 
the focus of this discussion, but 
rather how our American fabri-
cators took these CNC machines, 
modified them, and used them in 
a unique way, not the original in-
tended use of CNC machines. 

It is this American spirit of de-
spising mediocrity and not set-
tling for what others tell them 
are their “only” choices that 
has put American countertop 
fabricators WAY ahead of our 
foreign counterparts in custom 

 Mark McMunn

countertop fabrication techniques 
used for homes and commer-
cial finish-outs. (There needs to 
be a frank discussion about the 
Chinese lock on mass-produced 
countertops, but because that 
discussion is rife with political 
posturing, it is perhaps not ap-
propriate for this newspaper). 
However, a “New Order” in in-
ternational trade is long overdue.

So how is the stone industry 
changing the overall manufac-
turing sector here in the USA? 
Lets begin by understanding that 
CNC machines were originally 
built to mass-produce millions 
of the same part, and many CNC 
machines still do this today, but 
mainly in the metalworking and 
woodwork industries. In the stone 
industry we saw for the first time 
in any industry CNC being used 
to run singularly unique parts in 
quick succession. This is more 
commonly referred to as “one-
off” production, which was not 
practical in the past because the 
set up time was too long to be 
profitable. Admittedly, the new 
CNC machines can still be set up 
to make mass production “cookie 
cutter” projects with ease, but that 
is not where the business is right 
now. 

What did the American fabri-
cator change? For one thing, the 
CNC machines available from 
Europe back in the 1980s and 
1990s were difficult to load be-
cause the work bed was often high 
off the floor, which also made it 
difficult to unload, and the work 

footprint did not allow the fabri-
cator to place a full slab onto the 
work surface. The problem with 
the European machines was that 
they were not geared to counter-
top production in a practical way. 
It was the American machine 
manufacturers that first listened 
to and heeded the complaints of 
the fabricators and made the ma-
chines much more user friendly, 
to the point where making one-
off projects have become the 
norm instead of the exception.  In 
turn, this has made mass produc-
tion of custom kitchen countertop 
projects possible. Were the terms 
“mass production” and “custom” 
just used in the same sentence? 
The same forces are responsible 
for the laser measuring devices 
that are now used to digitally 
measure jobs rather than use of 
a measuring tape – and let’s not 
forget the innovative suction pods 
– American made – that also have 
played their part in the business.

To many of you reading these 
words, nothing written here is 
new, but what may be unrealized 
right now is that other industries 
have seen what the stone industry 
has accomplished with the CNC 
machine and it will change the 
thinking of other manufacturing 
industries as well. Historically 
we are due for another manufac-
turing revolution, and hopefully 
it has been shown here that the 
stone industry has in no small 
way contributed to that oncoming 
revolution.

American stone 
fabricators took the 

early CNC machines, 
modified them, and 

used them in a 
unique, creative way,  

differently than 
originally intended. The Linde Marble Cutter was essentially a torch cutter for metal 

adapted with a spindle to cut marble. Cutting granite was out 
of the question because the diamond tools available at the time 
could not cut granite very well, and the spindle just did not have 
the power to overcome the low-grade diamond tooling.

• Moose may not be viewed from 
an airplane.
• While it is legal to shoot bears, 
waking a sleeping bear for the 
purpose of taking a photograph is 
prohibited.
• It is considered an offense to 
push a live moose out of a mov-
ing airplane.
• No one may tie their pet dog to 
the roof of a car.
• Owners of flamingos may not let 
their pet into barber shops.

Livin’ the Wildlife
Weird Alaskan Laws

• It is considered an offense to 
feed alcoholic beverages to a 
moose.
• For all you would-be pranksters 
out there, it is illegal to string a 
wire across any road.
• Persons may not live in a trailer 
as it is being hauled across the 
city.
• A person may only carry a con-
cealed slingshot if that person has 
received the appropriate license.
• It is against the law to attempt 
to break any law in title 9 of the 
code (public peace, morals, and 
welfare).
• Employers of bars may not let 

their bartenders serve while they 
are drunk themselves.
•Buildings that preserve scenic vis-
tas are awarded bonus points by the 
government.
• And our favorite… One may 
not roam the city with a bow and 
arrows.

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

“Success is not measured by what you ac-
complish, but by the opposition you have 
encountered, and the courage with which 
you have maintained the struggle against 
overwhelming odds. ”

– Orison Swett Marden  1850-1924,  
Founder of  Success Magazine 

“Andrew’s work portrays an 
air of confidence as he executes 
his work efficiently and deter-
minedly, without hesitation. He 
is a direct carver, proceeding into 
the block without needing the 
aid of clay models or maquettes, 
having already predetermined in 
his mind’s eye the eventual out-
come. Like all good carvers, he 
is prepared to be adaptable in the 
process.”

Steffen Waite, President at Red 
Leaf Stone, feels that Swinley’s 
experience brings a new dimen-
sion to their business.

He commented: “His skill set, 
leadership skills, and artistic vi-
sion separate us from other com-
panies. As we build awareness 
of Red Leaf Stone and Andrew’s 
carving skills, we are seeing ar-
chitects renewing a passion to-
ward classicism.”

One of the projects which 
showcases Swinley’s talents is 
The Vermeer, a natural stone-
clad multi-resident building in 
Vancouver, British Columbia 
which features six hand carv-
ings on the front of the building. 
The project was given an Award 
of Merit in the 2016 Pinnacle 
Awards.

Swinley has been passionate 
about passing on the knowledge 
and techniques he accumulated 
over his extraordinary career. His 
leadership style reflects that of a 
modern day sculpture studio, one 
that balances the growth and men-
torship of craftspeople while still 
maintaining an eye on meeting 
business objectives. Swinley su-
pervises two other carvers at the 
shop and runs the drafting depart-
ment. He is an integral part of the 
entire operation. 

Swinley said: “I like to help 
young people because I don’t 
want the trade to die. It is essen-
tial that the trade doesn’t die.” 

Rogac remarked: “When you 
are passionate about something, 

Natural Stone Craftsman of the Year
Continued from page 20

then you want to see excellence. 
When you have excellence in 
yourself, you want to see that 
brought out in others. That’s what 
Andrew does.”

Swinley is grateful for this 
award and the opportunities it 
will bring, saying: “Winning the 

Craftsman of the Year Award 
means so much to me, because 
it was given to me by my peers. 
It’s gratifying, and I finally got 
recognition in my field. It means 
even more to me than shaking the 
Queen’s hand.”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for The Brace Setter Router
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101 Premier Drive
Orion Township, MI 48359

www.BACAsystems.com

info@BACAsystems.com

1-855-847-7330
1-248-791-3060

Robo SawJet
The Most Reliable, 
Fastest & Lowest 
Cost SawJet System

Technicut
5 Axis CNC Saw

Marco
4 Axis CNC Saw

Alexia
CNC Sink Center

Miter Saw Excel
Dedicated Mitering Saw

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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www.braxton-bragg.com Fax 800-915-5501 

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!

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.

As Seen At
The 2017 StonExpo

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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Americover 3 mil protective 
film gives easily-visible cover-
age on both floors and coun-
tertops. Protects surfaces 
from transportation dam-
age and scratching during 
installation.

GoClips install using only a few simple 
standard tools and are available in 
varieties designed for stainless steel or 
porcelain sinks.

The Sink Setter and the Hercules Universal Sink Harness prevent 
sink fall-out commonly caused by gravity, adhesive failure, or ma-
terial expansion and contraction over time. 

With over 35 years of 
marketing experience, 
Kathy Spanier has 

spent the past decade advocating 
for advancing leadership and sus-
tainability within the natural stone 
industry. She has been instrumen-
tal in helping the industry at large 
tell its sustainability story while 
achieving significant milestones 
in the sustainability movement. 
She has also been a longtime, 
active member of BSI’s editorial 
committee, helping shape the new 
Building Stone Magazine, and has 
been a vocal member of the BSI 
Board of Directors since 2013.

chairman of the Natural Stone 
Council, commented: “The natural 
stone industry is a male-dominated 
industry. Kathy has overcome 
numerous obstacles as she has 
courageously worked tirelessly 
in promoting sustainability. As 
a result, she is now recognized 
throughout the industry as the ‘go-
to person’ regarding sustainability 
and NSC 373.”

MIA+BSI Announce Person of the Year

Americover Countertop & 
Floor Covering is sold in single 
24 inch wide by 50 foot rolls, 
and when applied, the three mil 
blue plastic is easily seen. Rated 
for 150 days after application, 
it works great on floors, too. So 
reduce your shop, transportation 
and installation damage. Save 
time and keep your customers 
happy.

GoClips Sink Clips
There’s no drilling or expen-

sive single purpose tools needed 
to install this fast and mechan-
ically superior sink fastening 
system. Nope! Only a right angle 
grinder, a 5-inch diamond blade 
and a screwdriver are needed to 
install GoClips. Simply mark one 
inch lines from the lip of the sink 
wherever you want a GoClip, 
drop your blade 1/2 inch deep 
at each location and the slots are 
ready. When tightened, GoClips 
cock sideways to create side 
pressure and great strength. You 
get faster installations, superior 
strength and professional results 
every time. GoClips are easily re-
movable, too. Sold in a variety of 
quantities and types for stainless 
and Porcelain sinks, there’s even 
a GoClip for CNCs as well. So 
make GoClips your Go-To sink 
fastener.

Sink Setter
I can’t tell you how many times 

I’ve seen or heard about instal-
lation failures in sink areas due 
to gravity, expansion and con-
traction, or fastener failure. It 
has been a thorn in the side of 
every installation professional 
since, well, forever. That is, until 
now. Designed for all sink types, 
weights and configurations, Sink 
Setter rails are just the support 
system you need for a rock solid 
installation, because your sink 
now attaches to the cabinet in-
stead of the stone. And with Sink 
Setter there’s no ugly cabinet 
cluttering support system needed 
for cast iron, either! It installs 
front to back or side to side, with 
no cutting needed, and is easily 
removable, too! For 20 years, 
Sink Setter has been proven in the 
field, and gives the homeowner 

Ten Go-To Installation Tools
Continued from page 21

peace of mind knowing that their 
sink is not going to fall out. “We 
sell hundreds every month, and 
like everything Braxton-Bragg 
sells — Sink Setter comes with 
a 30 day money back guarantee,” 
said Hickey.

Hercules Universal 
Sink Harness

The Hercules Universal Sink 
Harness was originally developed 
by a contractor whose workers 
were having a hard time fastening 
sinks. While offering the benefits 
of other support systems, such 
as Sink Setter and GoClips, the 
Hercules Universal Sink Harness 
offers an additional benefit: 
ease of re-hanging fallen sinks. 
Consisting of two loops of wire, 

draw bar, brackets and screws, 
the system is easily implemented 
before sink installation, or after-
wards, during a callback. 

Please turn to page 40
Please turn to page 29

Kathy Spanier of Coldspring Selected 
as 2016 Person of the Year

Kathy Spanier
Director of Marketing

Coldspring
Cold Spring, Minnesota

Kathy Spanier, Director of Marketing for Coldspring (bottom left, 
at an MIA roundtable), is the recipient of the  

2016 Person of the Year Award.

She currently serves as Secretary 
on the BSI Executive Committee. 
Cari May, Marketing Manager 
at Coldspring said: “Kathy will 
be the first to tell you that while 
her past experiences have made 
her who she is today, the past 10 
years with Coldspring have been 
the epitome of her career. Kathy 
is strategic, driven, and motivated. 
Perhaps her sustainability journey 
throughout the past 10 years lends 
some light as to why she truly is at 
the highlight of her career.” 

As chair of the Natural 
Stone Council’s Committee on 
Sustainability, Kathy has been 
a driving force in having NSC 
373 recognized by the Living 
Building Challenge, the US Green 
Building Council and other regu-
latory groups. Moe Bohrer former 

When John Mattke, President 
of Coldspring, learned of Kathy’s 
award recognition, he proudly 
reached out to Jason F. McLennan, 
Founder and former International 
Living Future Institute CEO, to 
share a thought about the influ-
ential role she has played in our 
industry. As one who has inter-
acted with Kathy for years to 
help guide Coldspring’s evolu-
tion in the sustainability space, 
McLennan shared the following: 
“Kathy has been an instrumen-
tal leader in helping the entire 
natural stone industry improve 
its environmental performance 
through countless hours of ad-
vocacy, education, standards 
review and general leadership.  

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

Mr. Obvious

Top Things You Don’t Want to Hear on an Airliner

A man entered a San Diego, 
California bank and de-

manded money from a teller, 
saying, “You’re being robbed. 
Don’t make a mistake.” 

He’s probably kicking him-
self over his stupidity, which 
helped send him to prison for 
three years and 10 months as 
part of a plea deal. Before he’d 
made his demands, the robber 
had swiped his debit card at 
the teller window, which made 
it easy for police to ID him and 
track him down, reports the 
San Diego Union Tribune. 

Alvin Lee Neal, 56, also a 
registered sex offender, later 
admitted to the robbery and 
was ordered by the court to 
repay the $565 he was handed 
by the teller.

1. On an Ocean crossing 
flight: “This is your Captain 
speaking, I just wanted to 
take this time to remind you 
that your seat cushions can 
be used as flotation devices.” 
 
2. “Hey folks, we’re going to play 

a little game of geography trivia. 
If you can recognize where we 
are, tell your flight attendant and 
receive an extra pack of peanuts.” 
 
3. “Our loss of altitude allows a 
unique close-up perspective of 
the local terrain. I assure you 

that it’s all part of our air-
line’s new commitment to 
make your flight a sight-seeing 
extravaganza.”
 
4. Over the intercom: “Goose! 
Bogey at 2 o’clock… one on 
our tail! Eject! Eject! 

5. “Ummmmmm…Never 
mind…” (silence)  
 
6. As the plane turns around 
right after takeoff: “Uhhhhh....
we have to go back … we …
we… uhhhhhh… forgot some-
thing.” 

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 2017

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 

Authorities say a man stole 
tools from his workplace 

at an auto repair shop and then 
accidentally called his boss as 
he tried to sell them.

Citing an arrest report, the 
Times West Virginian says the 
owner of the repair shop in 
the community of Millersville 
told deputies that one of his 
employees recently called him 
about tools he was selling. 
The owner said the employee 
immediately hung up after he 
realized who he had called.

Deputies say they recov-
ered the stolen tools after they 
obtained a warrant to search 
the vehicle and home of the 
worker, identified as 37-year-
old Shawn Nelson Furner of 
Fairmont, WV.

Furner is charged with fel-
ony breaking and entering, as 
well as conspiracy to commit 
a felony.

It is unclear whether Furner 
has an attorney.

“History will be kind to 
me because I intend to 
write it.”
– Winston Churchill

Please turn to page 30
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“It was a lot of work,” Smith 
said. “It’s a working condo as-
sociation so, especially with the 
winter and the salt and every-
thing, they had a lot to deal with. 
They did a great job.”

The Marble Restoration Co. 
was able to deal with any sur-
prises that popped up during the 
process, Smith said. “You don’t 
know (conditions) until you get 
in there and start pulling things 
apart. They were cool and calm.”

Over the years, The Marble 
Restoration Co. has learned 
that restoring stone in histori-
cal buildings is not just a mat-
ter of technique. It’s also about 
communication.

“There are two things we’ve 
learned that have become part of 
our routine,” Sirianni said. “One 
is to truly interview the owner or 
manager, whoever is hiring us, to 
get a clear understanding of what 
their expectations are, because 
when you are restoring a piece 
of marble to look new again, it’s 
easy. On these older buildings, 

Continued from page 2

Restoring stone in historical buildings is not just a matter of technique, it’s a matter of communication. 
Sirianni said, “When you’re looking at this mosaic floor at the Belgravia, it’s got a lot of cracks all over 
it and a lot of old bad repairs, but they say, ‘Listen, we like the fact the cracked floor gives it that old 
antique look.’ It required some work to decide what to fix and what not to fix.”

though, what is the end result 
you’re looking for?”

The Belgravia Hotel project il-
lustrates the case in point. “But 
when you’re looking at this mo-
saic floor at the Belgravia, it’s 
got a lot of cracks all over it and 
a lot of old bad repairs, but they 
say, ‘Listen, we like the fact the 
cracked floor gives it that old an-
tique look,’” he said. “It required 
some work to decide what to fix 
and what not to fix.”

At the Esherick House, designed 
by Louis Kahn, the owners had a 
similar request. “The owners were 
intent on restoring it to its original 
state,” Sirianni said. “A lot of the 
marble and the slate, areas around 
the hearth and the fireplace, had 
holes in it. Our instinct was to 
patch up the holes. The owners 
said “No, no, no, we don’t want 
you doing that. We want you just 
cleaning them out and leaving the 
holes in there.’”

The work on the Esherick 
House earned The Marble 
Restoration Co. a 2016 Grand 
Jury Award from the Preservation 

Please turn to page 31

Restoration in the Heart 
of Philadelphia

Working in an occupied building presents a unique set of challenges 
– especially in the winter, in Philadelphia. The Marble Restoration 
Co. dedicated six technicians to the project for about two weeks. 

Alliance of Greater Philadelphia 
(see Slippery Rock online archive, 
August 2016).

The second lesson involves a lit-
tle more hands-on work, Sirianni 
said. “We’ve learned that no mat-
ter how well we understand (stone 
restoration), we go in and do a 
test first, so we can say ‘Here’s 
what it is going to look like when 
we’re done–are you happy with 
that?’ That has saved us a lot of 
aggravation by getting everybody 
on the same page.”

It might cost a little more to 
send out a technician to test for 
free, but it pays off in the end. “In 
the long run, it becomes part of 
the contract with the customer, 
saying ‘This is what it’s going 
to look like, sign off on that,’” 
Sirianni said. “It also builds a lot 
of confidence in the customer by 
doing that.”

The Marble Restoration Co. has 

a business model based on mobil-
ity. “We do not have an installa-
tion facility per se,” he said. “We 
have a storage facility for sup-
plies. All of our techs work out of 
their vans. We have a team of 11 
with seven vans and are about to 
order our eighth.”

The company completes more 
than 30 projects per month. A 
Braxton-Bragg customer since 
the business started, Marble 

Restoration Co. relies on products 
like the Dia-Glo granite polishing 
kit, Stone Shield sealers, K-Bond 
Elite adhesives, as well as various 
Makita hand grinders for honing 
and grinding repairs.

Sirianni describes the company 
as being on a huge growth curve. 
“We have been profitable every 
month in our existence,” he said.

Right: Crack repairs to ensure 
safety were equally important 
when restoring the marble stair 
landing, treads and risers.

After

In ProgressIn Progress
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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

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

MIA+BSI 
Announce Person 

of the Year
Continued from page 26

“Kathy has had great success 
both internally in her company as 
a change agent – and nationally 
through her work with the stone 
industry and in support of trans-
formational organizations like the 
Living Future Institute and the 
U.S. Green Building Council.”

MIA+BSI EVP Jane Bennett 
appreciates Kathy’s commitment: 
“She has an understanding of the 
material as well as a passion-
ate commitment to advance the 
effort. Kathy’s role as the NSC 
Sustainability Chair really satis-
fied a need in our organization.”

In addition to her work with 
sustainability, Kathy has also 
been active in developing the 
MIA+BSI Women in Stone ini-
tiative and continues her work in 
all areas with a passion for inspir-
ing and leading, mentoring, and 
developing talent. Kathy serves 
on the Women in Stone steering 
committee and in 2016 helped 
launch the Women in Stone 
Mentorship Program, which 
pairs industry veterans and new-
comers, providing an important 
opportunity to build relationships 
and learn about the industry.

Kathy is presently working 
on behalf of MIA+BSI with the 
Women in Stone steering com-
mittee to build upon the success 
of a Speed Mentoring program 
launched at Coverings in 2016. To 
assist in bringing the MIA+BSI 
membership closer together, she 
is working on the development 
of a Speed Networking program 
that will be conducted as part 
of the MIA+BSI Convention in 
Daytona, this April.

Kathy Spanier, MIA+BSI  
2016 Person of the Year

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Penetrating Sealer
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They Did What?

A Michigan man’s citation is 
going viral after he posted on 

social media about being ticketed 
$128 for leaving his car running 
in his own driveway.

Nick Taylor, 24, said his car was 
running for only a few minutes 
in the driveway of his Roseville, 
Michigan, home in January.

“I was there for maybe seven or 
eight minutes before I noticed the 
ticket,” Taylor told CBS Detroit.

Taylor posted a photo of the 
ticket on Facebook. The citation 
states he is to pay a $128 fine for 
“motor vehicle unattended.”

“Vehicle parked in drive with 
keys in ignition, motor running -- 
no one around,” the officer wrote 
on the ticket.

“Every person warms up their 
car,” Taylor told WDIV-TV. “We 
live in Michigan!”

Roseville police defended the 
citation, saying leaving cars unat-
tended while running invites theft.

“I encourage our officers to 
write this ticket,” Roseville Police 
Chief James Berlin said. “All it 
takes is someone to hop in this 
car and take off. Then there’s a 
chase often at a high rate of speed 
and all that could have been 
prevented.”

“You’re putting the public at 
risk,” he said. “This is purely a 
public safety issue.”

Berlin said cars with re-
mote-starters are different because 
they include safeguards against 
theft. Taylor said he thinks the of-
ficer should have knocked on his 
door before writing a ticket.

“That would have been respect-
ful,” Taylor said. “I had no clue 
that this was a law.”

Taylor said he plans to contest 
the ticket in court.

“Ability will never 
catch up with the 

demand for it.” 

Continued from page 27 Man Ticketed for 
Leaving Car Running 

In Driveway

– Malcom ForbesOrder 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

7. “I’m sure everyone noticed 
the loss of an engine, however 
the reduction in weight and 
drag will mean we’ll be flying 
much more efficiently now.” 
 
8. “Fasten your seat belts. Yah-
hoo! (Uttered in same tone 

Top Things You Don’t Want to Hear on an Airliner

your friend with the suicidal 
driving tendencies uses when 
you get in the car). 
 
9. “This is your Captain speak-
ing… these stupid planes are a 
lot different than the ships I’m 
used to, so you’ll have to give 
me some leeway... ” 

10. “It would be a good idea if 
right now everyone closed their 
shades and watched the in-flight 
movie. Just saying…” 
 
11. “We’ve now reached our 
cruising altitude of 20,000 feet 
and ... Ohhh, that’s not good…” 
 

12. “Don’t worry! Maintenance 
said that one is always on E... ” 
 
13. “Get the parachutes ready.”
 
14. “Drinks are on me! (hic)”... 
 
15. “I’ll have what the Captain’s 
having... ” 
 
16. (Flying out of Denver) Hey, 
Cap’n… don’t Bogart, man...

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Finger Bits
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The next business goal for the 
company is another 40 percent in-
crease in sales and hiring three to 
four more technicians. 

The company’s senior tech-
nicians have a minimum of six 
years, to 20 years of experience in 
the field. The rest of the crew has 
been trained after becoming em-
ployed with the company.

Sirianni himself only entered the 
stone industry about eight years 
ago. He’s an entrepreneur who 
has owned packaging, hotel, and 
restaurant businesses. “I saw this 
as an incredible business oppor-
tunity, and it’s paid off magnifi-
cently,” he said. 

Though the company is new, 
Sirianni takes pride that it has 
established a reputation for its 
expertise in dealing with histori-
cal buildings. “We’re becoming 
known as the go-to guys for that. 
What better place to do something 
like that than Philadelphia? It’s so 
rich in history.”

Continued from page 28

The market in the area is grow-
ing. “When we look at the demo-
graphics it points to the fact that 
we have barely scratched the sur-
face of the market,” Sirianni said.

The company is focused on 
customer satisfaction. “It is the 
100-percent driving force behind 
all we do,” he said.

It is also dependent on its em-
ployees to ensure that satisfac-
tion. “They are the only reason 
we are successful,” Sirianni said.

The company relies on word-of-
mouth for marketing. It also uses 
mailings and Internet advertising.

Service and quality sets The 
Marble Restoration Co. apart 
from its competitors. “Our team 
is indoctrinated with our success 
being totally dependent on how 
we treat our customers,” Sirianni 
said.

The focus leads to a commit-
ment to developing its employees. 
“We invest a lot in our people,” he 
said. “We do not worry so much 
about their experience and tech-
nical skills at first. We spend a 
lot of time interviewing potential 
candidates and need to be con-
vinced of several things: they are 
truly interested in learning skilled 
trade; they are turned on by creat-
ing a successful end result; they 

The Belgravia building (also known 
as the Peale House) was built 
in 1902, and is on the National 
Register of Historic Places.

The difference after honing, 
re-grouting, cleaning and res-
toration is dramatic, but still 
subtle. The floor still has the 
look of a very old stone instal-
lation – their ultimate goal.

will fit into our corporate culture.
“By that, I mean that they want 

to be part of a team that cares 
about the business, the custom-
ers and each other. It is not about 
self and just getting a paycheck. 
They need to understand the fu-
ture growth plans and want to be a 
part of that excitement. They also 
know that they will share in the 
success of the company, as many 
have done so already.”

It takes time to develop the em-
ployees to meet company stan-
dards. “We invest in training all of 
our people,” Sirianni said. “So a 
new hire probably cannot produce 
for us for a year. We put them 
through a rigorous apprentice-
ship, but make sure we pay them 

Restoration in the Heart of 
Philadelphia

The entrance steps of Carrara marble comprise 95 square feet 
of material and have seen over a century of traffic. “They took 
almost as long and as much manpower as the tile floor. A lot of 
that (had to be) done by hand,” says Sirianni.

above average so they can survive 
during their training time.”

The approach has paid off. “I 
believe we are already the largest 
stone restoration company in the 
Delaware Valley, with 11 techni-
cians,” Sirianni said. “But, inter-
estingly enough, being the largest 
has never been our goal. It has 
always been about being the best 
and the most honest. Our guys 
know, if they make a mistake they 
will not be punished for it, as long 
as they do the right thing by the 
customer. Having all the great re-
views and testimonials that we get 
creates the growth naturally. The 
team knows that if we always do 
the right thing, at a fair price, the 
business will always grow.”

© CITY OF PHILADELPHIA, DEPT. OF RECORDS
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us. It is easy to sign up and we do all 
of the work for you! All you have to 
do is let us know that you’re interested 
in becoming a participant in this pro-
gram and we will print for you custom 
postcards and brochures to hand out to 
your clients and prospective customers 
interested in your countertop services.
The postcards and brochures will be 
printed with your company name and 
address. The space | Your Business 
Name & Address | will be replaced 

with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked 
to your Braxton-Bragg account, so 
that we can track your customers, 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.

Ads not meeting guidelines will not 
be published. 

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

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

2017 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

April 2017 Wednesday, February 23, 2017

May 2017 Wednesday, March 29, 2017

June 2017 Wednesday, April 29, 2017

For Sale

FOR SALE: Straight Vertical Edge 
Polisher – LCV711M. Registration 
number 6201. Manufactured in 2002. 
Located in Southeastern North Carolina. 
Bought new and has many new parts. 
Not currently working properly.  Priced 
to move at $9,000.00. Buyer responsible 
for all moving expenses. Olive Glass and 
Marble 910-484-5277. Email: bette@
oliveglassandmarble.com

_____________

FOR SALE: Daytona XL Automatic 
Edge Shaper & Polisher SN 
101920052118. Manufactured in 2005. 
Located in Southeastern North Carolina. 
Bought new and has many new parts. 
Priced to move at $12,500.00. Buyer 
responsible for all moving expenses. 
Olive Glass and Marble 910-484-5277. 
Email: bette@oliveglassandmarble.com

Help Wanted

Shop Foremen/Templator +. We are 
looking for a shop foremen - You 
must be experienced and precise at 
templating, and making repairs in the 
field and know installation and have 
an understanding of the Granite and 
quartz business. This is a $50,000 to 
$100,000 plus position for the right 
person. Relocation help possible. We 
are also looking for bridge saw opera-
tors/sawyer, fabricators and installers. 
Please send resume to info@counter 
toprock.com or through our website 
www.countertoprock.com.

_____________ 

Business Opportunities

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

_____________ 

Stone Care

Braxton-Bragg’s Supreme Surface 
Stone Care Program. Braxton-Bragg 
firmly believes in offering not only the 
best products for stone fabricators and 
installers, but also in providing our cus-
tomers with a way to retain and main-
tain great working relationships with 
their customer base. This is why we 
have launched Supreme Surface Stone 
Care Program for stone fabricators that 
purchase their supplies directly from 

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.

_____________

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:

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

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

 • #1778299 Demo Flex PLW-923 Air Polisher, $149 
• (10) #1415899 Demo Raptor Portable Saws, $499 

• 1792099 Demo Omni Cubed VCA Seam Setter, 6˝ cups, $495 
• Assorted Sizes 1-2˝ RTC Diamond Turbo Bits for stone or tile. 

• #536899 Used Hercules Single Speed Router, $1,599
• #1793799 Demo Barranca Air Polisher, rebuilt, $250

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

TOUGH TOOLS

METAL, GRANITE & MARBLE
Call For 
FREE
Samples1-800-851-8464

TOUGH TOOLS

PAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERS

METAL, GRANITE & MARBLE

1-800-851-8464
METAL, GRANITE & MARBLE

PAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERS

METAL TIP

Writes on 
Most Surfaces
. Metal . Plastic
. Rubber . Glass
. Wood . Stone 
. Wet . Oily Surfaces
  and much more!

FOR USE 
IN ALL 
FABRICATION

• 11 KW PUMP UPGRADE 

• 2.35” PER SECOND DESCENT  

• 5.35” PER SECOND RETRACT

• 242 TON SPLITTING FORCE

• 51” MAXIMUM OPENING         

• 39.37” BLADE LENGTH

• 22.2” SPLITTING HEIGHT 

• TESTED and PRESSURES SET PRIOR TO SHIPPING

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

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

MENHIR 220 
1000 X 600 

List it Free 
www.slipperyrockgazette.net

Call for a quote 321-514-6845 or fhueston@gmail.com

Stone Forensics is now offering custom, in-house training! Let us come to you 
and provide in-depth training in all 
aspects of: 

Our advanced training can result in increased 
job satisfaction, employee morale and motivation, 
and reduce turnover. Increase your capacity to 
adopt new technologies, and increase efficiency in 
processes resulting in better ROI and profits.

• Fabrication & Installation
• Repair & Restoration
• Countertop Polishing
• Historic Restoration
• Engineered Stone Repair
• Countertop Installation
• Stone Forensics & Stone 
 Failure Analysis

Dr. Fred Makes House Calls

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

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

http://www.slipperyrockgazette.net/index.cfm/m/13/fuseaction/listing.listingForm
mailto:bette%40oliveglassandmarble.com?subject=Vertical%20edge%20polisher%20for%20sale
mailto:bette%40oliveglassandmarble.com?subject=Vertical%20edge%20polisher%20for%20sale
mailto:bette%40oliveglassandmarble.com?subject=Daytona%20Edge%20Polisher
mailto:info%40countertoprock.com?subject=Shop%20Foreman%20Position
mailto:info%40countertoprock.com?subject=Shop%20Foreman%20Position
http://countertoprock.com/employment.php
http://www.FireUps.com
mailto:al%40malfacini.com?subject=Brazilian%20Granite%20-%20SRG%20Classified
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9089/
http://www.eurostonemarble.com
mailto:fhueston%40gmail.com?subject=In-House%20Training
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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Braxton-Bragg’s 2017 
Product Catalog has all 
the best stone and con-
crete tools, supplies and 
new equipment, and 
also offers a full range of 
fabrication tooling and 
installation accessories 
for stone and tile shops.

Now Available! 800-575-4401 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

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

“We seem to be moving steadily in the 
direction of a society where no one is 
responsible for what he himself did, 
but we are all responsible for what 
somebody else did,  either in the 
present or in the past.”  – Thomas Sowell
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“Ignore that! He didn’t mean it! Is there  
a spin doctor in the house?”

Laser Products Industries 
(LPI) has announced a 
new milestone for their 

customers and the environ-
ment. LT-2D3D and LT-55 
XL Laser Templator users are 
now saving over 55,000 trees 
per year.

“Our system allows fabri-
cators to eliminate the need 
for written estimates, con-
tracts, and other paper print-
outs,” said Rich Katzmann, 
LPI President. “When fully 
utilized, it is a totally paper-
less process from start-to-fin-
ish. Even more savings come 
from the elimination of luan 
(wood) strips that are used 
as templating material. With 
the LT-2D3Ds we sold last 
year alone, we are saving over 
7,600 trees per year. We are 

Laser Products 
Is Doing Their 

Part for the 
Environment

proud to be doing our part for 
the environment.”

For more information on how 
digital templating can result 
in paperless fabrication, more 
efficient job management and 
the elimination of templating 
material costs, contact Laser 
Products at 630-679-1300 or 
visit laserproductsus.com .

Founded in 1994, Laser 
Products manufactures laser 
measuring equipment for the 
countertop, cabinet, and con-
struction industries. They have 
sold over 5,000 lasers in 35 
countries to more than 2,600 
companies, and are used by 
both the world’s leading au-
tomated fabricators as well as 
smaller, manual shops. Based 
in Romeoville, IL, the products 
are made using American parts 
on American equipment. 

Shop www.braxton-bragg.com for KDrill NCC Core Bits Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10721/
http://www.laserproductsus.com
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10721/
http://www.slipperyrockgazette.net
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.

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!
Stone Restoration and 
Maintenance Corner
Fixing a Terrazzo Nightmare

Continued from page 17

Of course, any missed 
scratches or blemishes re-
ally show up after polish-
ing. So at this point it was 
necessary to take a hand 
tool back to repair and 
blend any of these eyesores, 
and then re-polish again 
with the floor machine. 
Unfortunately, there were 
so many of these bad areas 
that it was a whole evolu-
tion before the entire floor 
was polished for a second 
time. Remember the con-
tingency plan I mentioned 
earlier?

The stairs were another 
problem entirely. They 
were so scratched and 
marred by gouges, divots, 
and areas where acid had 
been spilled that an entirely 
different plan of action was 
decided upon.

The stairs were ground 
using 50g, 120g, and 220g 
metals to rectify and hone 
as best possible. However, 
due to the deep acid etch-
ing, which looked like ero-
sion, it was decided that 
a durable solvent based 
acrylic topical should be 
used to not only protect and 
give some gloss, but to help 
consolidate these badly 
eroded areas as well. It was 
more than likely that these 
badly eroded areas would 
continue to erode quickly 
unless they were filled and 
covered. Two applications 
of the acrylic topical solu-
tion were applied over a 24-
hour period.

Finally, the entire floor 
was mopped with a solu-
tion of Majestic pH Neutral 
Cleaner, allowed to dry, 
and then buffed out the 
door, using a white pad.  

After all was said and 
done, the entire project 
actually turned out pretty 
good. The client was ec-
static and very pleased with 
the results. As profession-
als, we sometimes tend to 
over-analyze and can there-
fore be much more critical 

Always consult with the 
customer to manage their 
expectations of what can 
be done, and the results 
you expect to achieve.

in many situations like this, 
than is necessary. However, 
it is usually more prudent 
to be over-critical than un-
der-critical. If I do say so 
myself, this ugly duckling 
project almost turned into 
a swan.   

As always, consult with 
your distributor for qual-
ity products and advice to 
help make your projects as 
successful and efficient as 
possible.

Bob Murrell has worked 
in the natural stone indus-
try for over 40 years and is 
well known for his exper-
tise in natural stone, tile 
and decorative concrete 
restoration and mainte-
nance. He helped develop 
some of the main prod-
ucts and processes which 
revolutionized the indus-
try, and is currently the 
Director of Operations for 
M3 Technologies.

AfterAfter

AfterAfter

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Sink Profile Wheels

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11068/
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 

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,10544/
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.comFax 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

The Same Old 
Song and Dance

Authorities in Louisiana have 
arrested a man who they say 

accidentally texted a deputy to ar-
range a drug sale.

Assumption Parish Sheriff 
Leland Falcon tells local media 
the deputy received the misdi-
rected text message one Friday 
night, right around “party time,” 
from 39-year-old Dwayne Paul 
Herbert of Pierre Part, arranging 
to deliver some crystal metham-
phetamine (meth). The surprised 
officer agreed, then mobilized the 
Narcotics Division.

The sheriff says Herbert 
showed up carrying crystal meth 
and two firearms and was even 
more surprised. Herbert now 
faces charges of possession of 
methamphetamine with intent to 
distribute, possession of a firearm 
in the presence of a controlled 
substance and two counts of re-
sisting an officer.

It’s unclear if Herbert has an 
attorney.

  The Butt-Dialing Blues

A Tennessee man’s butt-dial to 
911 landed him in jail after 

police say they heard him talking 
about getting high and going to a 
drug dealer’s house.

Grant O’Connor, 25, was al-
legedly heard talking about “plea-
sure shivers” and “tiny little pins” 
in his body after mistakenly call-
ing police on his cell phone one 
Friday evening, WKRN reported.

The Mt. Pleasant dispatcher 
stayed on the line, listening to his 
bungling call, before being able 
to trace it to a Mexican restaurant.

When a responding officer ar-
rived, O’Connor and an uniden-
tified woman were seen pulling 
out of the parking lot, but had a 
taillight out on her vehicle.

That officer used that opportu-
nity to stop their car. Inside, they 
reported seeing a small bag of 
marijuana and drug parapherna-
lia underneath the passenger seat.

“Really bad luck. And also 
some really good police work,” 
Mt. Pleasant Police Chief 
Michael Hay summed up the ar-
rest to WKRN.

O’Connor, who didn’t realize he 
called police until informed by a 
cop, was charged with possession 
of drugs and drug paraphernalia.

Hueston Offers On-Site 
Training for Fabricators

Fabricators– How many of you remember 
your first day in the shop? How many 

remember the hundreds of embarrass-
ing, costly and mostly avoidable mistakes 
you’ve made while learning, and have tried 
to forget? Enter Fred Hueston — also known 
as Dr. Fred and as “The Stone Detective.”

Fred has been in stone fabrication close 
to 40 years, is well accredited for his vision 
and wisdom, and has written over 100 sto-
ries for the Slippery Rock Gazette. Fred is 
in the news himself, this time, as he offers a 
new service to the industry: on-site custom-
ized training.

Fred: “The reason for customized onsite 
training is simple. Many owners find it hard 
to send their employees away for training. 
It’s costly and difficult for employees to 
work with other people’s tools. But with 
in-house training, I can come to their facil-
ity, with very little disruption in their daily 
activities, and train them using their own 
equipment. On-site training saves a ton of 
money, too. They’re only paying for my 
expenses instead of the expenses of send-
ing employees someplace distant. Airfare, 
motel and food are just a few areas where 
they’ll save.”

Please turn to page 44

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9409/
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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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The Minnesota State 
Capitol exterior stone 
restoration may just be 

the largest and most complex 
restoration project the United 
States has ever seen. Stone 
field measuring, fabrication, 
installation, and carving took 
place over a four-year period 
without breaks from the harsh 
Minnesota winters. The proj-
ect architects used the same 
White Georgia marble selected 
by the building’s first architect, 
Cass Gilbert, 115 years ago.

This selection resulted in a 
final product where the new 
stone matched perfectly in 
color and veining to the original 
building stone. The project ar-
chitects took great care in pre-
serving as much original stone 
as possible. In the end, 4,000 
new stones were supplied. 
Each stone required its own set 
of shop tickets plus patterns, 
which ultimately made each 
stone unique for installation 
and blending into the existing 
façade.

Established MIA+BSI com-
panies Polycor and Twin City 
Tile and Marble Company had 
key roles in making this project 
a success. Polycor, owner of 

Minnesota State Capitol Restoration
St. Paul, Minnesota

the White Georgia quarry, co-
ordinated the block selections 
and all fabrication. Twin City 
Tile and Marble Company per-
formed the field measuring, job 
site scheduling, and ornamen-
tal stone carving. Five separate 
stone companies from North 
America and Italy fabricated 
the stone, with three being 
MIA+BSI companies: Tennessee 
Marble Company, Italmarble 
Pocai, and Cutting Edge Stone. 
Success in communication be-
tween all stone team members 
resulted in less than a one per-
cent fabrication error rate and 
kept the stone schedule on time 
and within budget. In the end, 
it was a team effort by all stone 
companies. As project architect 
Virginia Lackovic wrote: “The 
work will endure for generations 
to come, as will the friendships 
and working relationships devel-
oped in the process of this ambi-
tious undertaking.”

The 2016 Pinnacle Awards
MIA+BSI’s prestigious 

Pinnacle Awards 
honor stone companies 
around the world for proj-
ects that stand out above the 
rest.

Again this year Marmomac 
presented a Grande Pinnacle 
Award to an architect from 
the firm involved with the 
winning project. In addi-
tion, that architect won a 
trip to Marmomac to attend 
Veronafiere’s week-long 
continuing education pro-
gram on designing with nat-
ural stone.

The Slippery Rock Gazette 
will present coverage of the 
2016 Pinnacle Awards for 
Excellence and Merit over 
the next two issues.

“Baseball is ninety 
percent mental. 
The other half 

is physical.”  

– Yogi Berra

MIA+BSI Member Companies

Polycor, Inc.
Quebec City, Quebec

Stone Supplier

Twin City Tile and Marble
Eagan, Minnesota

Stone Fabricator | Stone Supplier 
Stone Carver

Italmarble Pocai
Massa, Italy

Stone Fabricator

Tennessee Marble Company
Friendsville, Tennessee

Stone Fabricator

Cutting Edge Stone, Inc.
Alpharetta, Georgia
Stone Fabricator

Bonstone Materials Corp.
Mukwonago, Wisconsin

Stone Fabricator

Other Project Team Members

State of Minnesota
Client

HGA Architects and Engineers
Executive Architects

Wiss, Janney, Elstner Assoc. Inc.
(MIA+BSI Member Company)
Restoration Architects and Engineers

JE Dunn Construction
General Contractor

Traditional Cut Stone
Art Cubus International

Stone Fabricators

Mark 1 Restoration
Stone Installer | Stone Carver

Kuehn’s Drafting Services
Stone Tickets and Digital Templates

Stone
White Georgia Marble

––––––––
“The number of disciplines working together on 

this project is exemplary and shows overall project 
quality throughout. You can tell where one con-

tractor’s scope ends and another 
 starts – true teamwork.”

“A very thorough renovation 
of a very complex façade. It’s 

 no wonder that it the 
collaboration of so many 

MIA+BSI members.”

“A monumental task accomplished 
with great skill and teamwork!”

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

“Always read stuff that will make 
you look good if you die in the 
middle of it.”
–P.J. O’Rourke 

Please turn to page 42

Jodi Wallace
Stone Industry Consultant

Customer Care Versus 
Customer Service

Everyone is talking 
about it. Customer 
service seems to 

have made a resurgence the 
last few years, as times and 
business became tougher.     

 
Many shops that had be-

come somewhat arrogant 
when business was boom-
ing and chose to sacrifice 
quality in favor of quantity 
were all of a sudden look-
ing around as the economy 
was in free fall and wonder-
ing how to save their busi-
nesses. For many it was too 
late. 

For others, they took a 
deep breath, put their over-
blown egos back in check 
and realized that a business 
that does not take care of 
its customers is a business 
not in it for the long haul. It 
was time for a change, and 
customer service once again 
became the mantra. 

While I was owner 
Monarch Solid Surface 
Designs I did not provide 
customer service, I provided 
customer care. Although 
many may see the words 
as interchangeable, I abso-
lutely do not. 

Customer service is hav-
ing the person in the grocery 
store being able to tell me 
what aisle to search to find 
my item. Customer care 
is the person that takes the 
time to stop what they are 
doing, escort me to the aisle, 
and help me find my item. 

Customer service is the 
server in the restaurant who 
makes sure you get your 
drinks, the right meal goes 
to the correct person, and 
your check is for the correct 
amount. Customer care is 
the server who, when I ask 
for water, asks if I would 
like lemon with that. 

It’s the person who brings 
extra napkins to the table 
without being asked be-
cause they know I will be 
wearing the messy burger 
I ordered down the front of 
my shirt, or the thoughtful 
server who walks up with-
out being asked, with not 

only my check, but a doggie 
bag as well, as they noticed 
I had not finished my meal.

For those of us of a cer-
tain age, we remember 
when customer care was 
the way the world revolved. 
Remember when going to 
the gas station meant a clean 
windshield and having your 
oil checked? Somewhere 
along the line of “progress” 
we came to think rudeness 
and thoughtlessness as ac-
ceptable traits– and in busi-
ness, no less!  

I am always shocked 
when I walk into a place 
where the person “work-
ing” (using the term very 
loosely!), is too busy texting 
to be bothered to help me, 
where you are treated as an 
inconvenience (and please 
hurry up and go away), 
or when I walk around for 
what seems like forever and 
cannot find a single person 
to help me. Or there’s my 
personal pet peeve – “That’s 
not my department.” As sad 
as it is say, the reason I 
notice customer care is be-
cause there is such a lack of 
it nowadays.

That is exactly why when 
I see or experience customer 
care I go out of my way to 
recognize it. As business 
owners we have dual per-
sonalities. The business 
owner side of us is the re-
sponsible person in charge 
of the success and reputa-
tion of our company. And 
then there is our evil twin, 
the working-hard-for-my-
money-and-looking-for-ser-
vice-now consumer.

I believe that recognizing 
and responding when you 
receive good customer care 
is important to not only us, 

but absolutely important to 
the person responsible for 
providing it. 

How many times has 
someone done something 
nice for us, looking for 
nothing in return, and we 
thought, “I should mention 
this to someone,” but some-
how we are always too 
busy, too tired, too stressed 
to take just a minute to rec-
ognize excellence? 

If someone goes out of his 
or her way to help me, I find 
the manager, owner, or per-
son in charge. I do it right 
then, on the spot while it is 
fresh in my mind. And if I 
can’t find the correct person 
I need to speak with, I find a 
way to sneak in a few min-
utes, (not easy when you 
work 80-hour weeks) and 
track down the appropriate 
person in charge.  

If the person who pro-
vided me with customer 
care felt I was important 
enough to take the time to 
help me when they didn’t 
have to, I should be the type 
of person to pay it forward 
and let their supervisor or 
boss know how much their 
customer care was appreci-
ated. In fact, I once waited 
20 minutes to speak to a 
manager about the out-
standing customer care I 
experienced, and I wasn’t 
even the person on the re-
ceiving end of it! 

A couple years ago I was 
deployed with the Red 
Cross to Colorado to assist 
running a shelter set up to 
handle evacuees from the 
Black Forest fire. One eve-
ning after a 12-hour shift, I 
wandered into a restaurant 
adjacent to the hotel where 
we were staying. 

The front of the restaurant 
where I was seated had a 
couple booths and a cou-
ple of two-person tables. 
As I was seated at one of 
the booths I noticed a very 
elderly couple who had 
just been seated before me. 

Shop www.braxton-bragg.com for Stone Pro SR2 Support Rail System Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10491/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10491/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net


40 |  March 2017 Slippery rock Gazette

Continued from page 26

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!

The Hercules Universal 
Sink harness is inexpensive, 
works on any configuration 
of sink and installs fast. The 
Hercules Sink Harness is 
Braxton-Bragg’s best sell-
ing sink-fastening system, 
and has gained acceptance 
by fabricators and home-
owners alike over seven 
years of use. This is truly a 
go-to product for on the spot 
repairs. What more could 
you ask for? 

I-Brace Floating 
Countertop Supports 

by InnoTops
Fabricators: How many 

times have you had your 
customers jump for joy 
when told that corbels 
might be needed to support 
their island, high bar or 
breakfast nook? How about 
never? I thought so. Friend, 
you are behind the times if 
you think customers want a 
support that kids can bang 
their heads on and adults 
can bruise their knees on. 
Furthermore, corbels go in 
and out of style, chip, and 
always collect dirt and dust. 
So why not offer I-braces at 
the point of sale? They’re 
virtually invisible, easy to 
install and powder-coated 
for durability. 

I-Brace Countertop 
Supports also add profit! 
How, you ask? Not only do 
they save installation time, 
but many customers actu-
ally opt for larger counter-
tops, and that, my friend, 
equals more square footage 
sold. You’re happier, your 
bottom line is happier and 
your customer will be hap-
pier when penning the deal. 
Available in 13 and 20 inch 
lengths, I-Brace Counter 
Supports come pre-drilled 
and countersunk, and should 
be your #1 go-to support for 
all of your overhangs.

Viper ® 3-Step Dry 
Polishing Pads

Viper® 3-Step Dry 
Polishing Pads are by far 
Braxton-Bragg’s best-sell-
ing dry pads. Lots have 

Ten Go-To Installation Tools

The Hercules Universal Sink Harness is a favorite with 
installers who’ve been called by a homeowner in a 
panic over their sink unexpectedly  falling out. With the 
Hercules Harness, it’s an easy save.

I-Brace Countertop Supports are virtually invisible when 
installed, and available in several lengths to fit your 
overhang. They install easily, and with the release of the 
Brace Cutter tool (see ad, page 23), installation is a snap.

imitated — none have ever 
worked as well. That’s 
because Viper® 3-Step 
Dry Pads use patented 
TrifectaMate technology, 
allowing them to polish 
wet or dry to above 90 on 
the gloss meter. Shops use 
them too, but where they’re 
most valued is on the jobsite 
for touching up areas that 
were forgotten or modified. 
“Viper 3-Step Dry Polishing 
Pads are best in the world. 

Viper® 3-Step Dry – best in class 4-inch dry polishing pads

Quality wise, no other 
pad can touch them,” said 
Braxton-Bragg sales vice 
president Bill Hickey. The 
4-inch Viper® 3-Step Dry 
Polishing Pads are avail-
able in single grits or by the 
pack.

Visit www.braxton-bragg.
com or call 800-575-4401 
and talk to one of their sales 
staff for these ten installa-
tion favorites and much, 
much more.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Sink Profile Wheels
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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

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!

As Seen at 
StonExpo 2017

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the Stone Pro Coring Vacuum Template
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NEW!NEW!

Braxton-Bragg Now Carries

Dekton Large Blades
 Item # Description Price
 55802  ItalDiamant Dekton Core Bit, 1-3/8” (35mm) $105.95

 55803 ItalDiamant Dekton Blade, 5”, 20mm, 3,000 RPM  $68.95

 55804 ItalDiamant Dekton CNC Core Bit, 1/2 Gas, 1-3/8” (35mm)  $105.95
     1,900 RPM Max, Feed Rate: 1” to 1-1/2” per minute

 55805 ItalDiamant Dekton Finger Bit, 1-3/8” (35mm),   $145.95
     4,100 RPM Max, Feed Rate: 9” to 10” per minute

  55906  ItalDiamant Dekton Blade, 14”, 10mm (H), 50/60mm   $213.95
     1,900-2,500 RPM Max

  55907  ItalDiamant Dekton Blade, 16”, 10mm (H), 50/60mm $259.95
     1,700-2,300 RPM Max

  55909  ItalDiamant Dekton Blade, 18”, 10mm (H), 50/60mm Bushing  $368.95
     1,400-2,000 RPM Max

Dekton 5˝ Blade

Dekton CNC Core Bit

Dekton Core Bit

Dekton Finger Bit

ItalDiamant 
Dekton

ItalDiamant 
Dekton

 I was just starting to open my menu 
when something caught my eye.  

Although the young pony-tailed 
server had not stopped at their table 
just yet, she approached them with 
a tray containing two glasses of 
water, two coffee cups and saucers 
and a pot of coffee.     

She chatted with them as she 
poured and then left them to peruse 
the menus. When she came over to 
take my order, I reminded her they 
had not ordered yet. She just smiled 
and assured me it was fine. Three or 
four minutes after she had finished 
with me she wandered back over to 
their table.

“Alright,” she said addressing 
the elderly man by name, “are you 
ready to try something new yet or 
are we going with your regular?”  It 
was said in a teasing and somehow 
intimate way and he laughed as his 
wife smiled. 

I was close enough to hear what 
was going on but far enough away 
as to not appear too “snoopy.” The 
server came by several times before 
their entrées were brought over, 
once bringing extra napkins, once 
just stopping to check on their cof-
fee and chat. 

After she served their meals, she 
must have come to check on them 
at least another three times, at one 
point looking around and taking a 
quick seat and whispering some-
thing that I couldn’t hear but made 
them all laugh. 

She then quickly hopped up and 
disappeared to the back of the 
restaurant. When it became evident 
they were done, she brought their 
bill, spending another short time 
talking with them, and then offered 
the elderly gentleman her arm to 
first help him, and then his wife up 
from the booth without being asked. 
Their conversation was casual and 
light, and it was evident she was 
very fond of them.

When I finished my meal I asked 
if the manager was available.  I was 
told she was busy but would be out. 

Twenty minutes later the man-
ager finally appeared, somewhat 
apprehensive, obviously, as it is 
rare that anyone takes the time to 
say anything good nowadays. Isn’t 
it interesting that we will go out of 
our way to complain when we feel 
we have been treated badly, but 
cannot be bothered to take the same 
time to recognize when we have 

Customer Care Versus 
Customer Service

Continued from page 39

had someone provide outstanding 
customer care to us?

I explained to the manager that I 
owned a small business and what I 
had observed. I just wanted to let 
her know how the young lady serv-
ing us represented her business in 
the best possible way, and that she 
was the type of employee we would 
all love to have. I told her I would 
definitely be back. And I did– 
twice – before I came back home. 

Customer service is something 
any competent business should be 
able to say they have. But a shop 
that focuses on customer care is 
a shop that is remembered by their 
customers. 

I have closed many jobs where I 
was several hundred dollars higher 
then another shop’s bid, but where 
the customer said they appreciated 
the personal and warm service they 
received, and the fact I took my 
time, not making them feel I was 
trying to get them to sign on the 
dotted line and out the door. 

Customer care is a conscious 
choice we can choose to offer. One 
of my best moments was with a po-
tential new customer who looked 
at me and said, “Talking with you 
is like talking to one of my girl-
friends.” And yes, I definitely 
closed that job!

Business is picking up. We can all 
feel it all around us. The question is, 
will we have short-term memories 
and decide to once again choose 
quantity over quality and customer 
care, or will we remember that what 
goes up, will, again sometime in the 
future, come down when the econ-
omy has its next hiccup. 

But those shops that have in-
vested in quality and thoughtful-
ness towards their customers, who 
practice customer care over just 
customer service, those are the 
businesses that when times get lean, 
customers will still want to support.

Jodi Wallace is a 15-year veteran 
of the stone industry. She also vol-
unteers as a Disaster Responder 
for the American Red Cross.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for ItalDiamant Dekton tools
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“The U.S. Constitution 
is less than a quarter 

the length of the 
owner’s manual for a 
Toyota Camry, and 

yet it has managed to 
keep 300 million of the 

world’s most unruly,  
passionate & energetic 

people safe, 
prosperous and free. ” 

— P.J. O’Rourke

Please turn to page 44

Fax 800-915-5501 

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

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

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

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

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

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

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

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

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

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

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

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

$300/ea $11/ea

Old-style corbels

SEE THE

ANIMATED VIDEO

WWW.BRAXTON-

BRAGG.COM

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

	 12460	 The	Original	I-Brace	XL	Countertop	Support,	20˝	x	2-1/2˝,	3/16˝	Thick $22.95 $12.99

	 12461	 The	Original	L-Brace	Upper	Bar	Support,	10˝	x	2-1/2˝	Thick	 $23.95 $14.99

	 12462	 The	Original	L-Brace	Upper	Bar	Support,	15˝	x	2-1/2˝	Thick	 $29.95 $16.99

	 12464	 The	Original	Upper	Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	1/4˝	Thick $17.95 $10.99

	 12465	 The	Original	Upper	Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	1/4˝	Thick $22.95 $12.99

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

  Centers should be spaced every 18-24˝.

www.braxton-bragg.com

MADE IN THE USA

You can onlY get

the original

i-Brace

at Braxton-Bragg

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

The owner of a weekly upstate 
New York newspaper says a 

man bought hundreds of copies 
in an unsuccessful effort to keep 
people from reading about his 
embarrassing drunken-driving 
arrest.

State police arrested Joseph 
Talbot on December 29, in Wayne 
County, NY, and charged him 
with driving while intoxicated.

Police also charged him with 
refusing to be fingerprinted or 
photographed. They say he told 
troopers he didn’t want his mug-
shot in the newspaper.

The 12,000-circulation Times of 
Wayne County says it obtained a 

mugshot from the county jail. It 
says it printed the mugshot and 
a story on New Year’s Eve and 
published them online.

Newspaper owner and edi-
tor Ron Holdraker says Talbot 
bought nearly 1,000 newsstand 
copies at $1.25 each.

A telephone message left at a 
number listed for Talbot hasn’t 
been returned.

Give Him an A for Effort

Continued from page 20

Language 
Shortcuts

IRL – In Real Life. 
IKR – I Know, Right?
JIC – Just In Case.
JK – Just Kidding.
LI - LinkedIn
LMAO – Laughing My A** Off
LMK – Let Me Know.
LOL – Laugh Out Loud. (An 
oldie but still in use.)
NBD – No Big Deal.
NM – Not Much.
NSFW – Not Safe For Work – It 
usually indicates inappropriate 
content that would probably 
be offensive to coworkers and 
bosses alike if they saw it.
NVM – Never Mind.
OMG – Oh My Gosh, or the 
more irreverent Oh My God!
OMW – On My Way.
OTW – On The Way.
POTD – Photo Of The Day.
PPL – People.
PM – Private Message -  Used 
mostly on Facebook.
QOTD – Quote Of The Day.
ROFL – Rolling On the Floor 
Laughing (Another commonly 
used oldie).
ROI – Return On Investment.
SM – Social Media.

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/


44 |  March 2017 Slippery rock Gazette

• Remote operation clamp 
   and release reduces risk of  
   injury
• 360° Swivel
• Rechargeable battery

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 

Rock Jockey 
NOW Available!

Rock Jockey Can Reduce the 
Number One Cause of Injuries 

in the Stone Industry.

Another fine tool from Stone Pro

MADE IN THE USA

As seen at
StonExpo 2017

NEW!

Is this new service in shop or in-
stallation training? 

Fred: “Actually, I am offering 
both, but installation is a big one. 
Many of the failures that we see 
in finished countertops are due to 
improper installations. My visit 
can consist of shop or onsite in-
stallation techniques from basic 
to advanced, individual or group.”

Where does the customized 
training come in? 

Fred: “What’s nice about my 
in-house training is that it truly is 
custom designed. What I mean by 
that is this: There are some fabri-
cators who are comfortable with 
most aspects of fabrication and 
those who aren’t, such as doing 
repairs or surface polishing for 
countertops that were scratched 
during fabrication. Additionally, 
edge polishing can be difficult for 
newer employees. The beauty of a 
customized program is I first have 
a conversation with them to figure 
out their needs, and then custom 

tailor my visit. What are you hav-
ing trouble with? Are you looking 
to train new craftsmen or train a 
specific employee to learn spe-
cific techniques? Things like shop 
and production evaluation that 
help achieve a better bottom line, 
are also part of the service. Lastly, 
you don’t have the downtime.”

Why offer this program now? 
Fred: “I have been training fab-

ricators for over 20 years, and I 
can tell you that every shop I’ve 
visited, whether it’s a one man 
operation or a 100 man operation, 

in most cases, efficiency is not 
maximized. Many times, too, 
safety is not what it should be. 
Fabricators, in general, don’t see 
accidents waiting to happen — 
then, someone gets hurt. Not all 
shops have to spend money fixing 
these problems. They just need 
to utilize what they already have 
more safely and efficiently. 

“Additionally, my in-house 
training can really work for a 
company that wants more pro-
ductivity, but doesn’t know how 
to get it. Some ask if they should 
move up to a CNC or water jet, 

Hueston Offers On-
Site Training for 
Fabricators

and I simply respond, ‘Do you 
have the work to support this ma-
chinery?’ In these cases, I’ll do 
a payback analysis. Sometimes 
a CNC or water jet works, and 
sometimes not. I do avoid spec-
ifying brands, but I will give a 
company the guidelines neces-
sary in choosing large machinery. 
Things like reliability, learning 
curve and how quickly the manu-
facturer responds with parts when 
something breaks, are vital crite-
ria to consider.”  

The best way to contact Dr.  
Fred is either by phone (321-514-
6845) or by email to fhueston@
gmail.com. “I don’t display at 
the shows, but regularly attend 
StonExpo and Coverings and will 
be walking around the Orlando 
show this April shaking hands 
and meeting people.”

Hueston’s onsite training is tailored to individual shops, and allows 
fabricators to train with their own familiar tools and systems.

SMH – Shaking My Head – 
Usually used when you run 
across something stupid.
SMM – Social Media Marketing.

Continued from page 43

Language Shortcuts
TBH – To Be Honest. (TBH – 
this was the one that confused 
me when I got it.)
TBT – Throwback Thursday. 
This is used a lot on FB 
(Facebook) to post old photos on 
Thursdays.
TIL – Today I Learned.
TOS – Terms Of Service.
TMI – Too Much Information.
TW - Twitter
WOM – Word Of Mouth.
WTF ?– and WTH? – 
Interchangeable, for What The 
****? Usage depends on how 
vulgar and crude you want to be; 
these are very commonly used.
YH – Yahoo.
YOLO – You Only Live Once.
YSK – You Should Know.
YT – YouTube

Writer’s Note: If you have an 
abbreviation or acronym that you 
use frequently that is not on this 
list, send it to me. I am always 
updating my list.  –Thanks.

Please send your thoughts on 
this article to Sharon Koehler at 
Sharon@asdrva.rocks.

 Item # Description  Price 

  11698 Stone Pro Rock Jockey, 115 Lbs. $4,500.00

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the new Rock Jockey

Continued from page 36

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8455,9957,11212/
mailto:fhueston%40gmail.com?subject=On-Site%20Training
mailto:Sharon%40asdrva.rocks?subject=Language%20shortcuts%20from%20SRG
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8455,9957,11212/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8455,9957,11212/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8455,9957,11212/
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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 874,780 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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10476/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10476/
http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8459,10476,8769,10476/
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Celebrate March 6 
National Oreo Day

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 

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!

“The good thing about 
science is that it’s true 

whether or not you 
believe in it.”  

– Dr. Neil deGrasse Tyson

IN 1890, a group of eight large 
New York City bakeries com-

bined to form the New York Biscuit 
Company and built a giant six-story 
factory in West Chelsea. Eight years 
later, they merged with their com-
petitor, Chicago’s American Biscuit 
and Manufacturing to form an even 
larger conglomerate – the National 
Biscuit Company, but the factory and 
headquarters remained in Chelsea. In 
1901, the National Biscuit Company 
put their abbreviated company name 
on a box of wafers for the first time 
– Nabisco. Soon, Nabisco became the 
company’s official name.

On April 2, 1912, the National 
Biscuit Company announced to their 
sales team that they were introducing 
three “highest class biscuits,” in a 
grouping they called the “Trio.” Two 
of the cookies, the Mother Goose 
Biscuit and Veronese Biscuit, didn’t 
sell particularly well and quickly dis-
appeared from the shelves. The third, 
the Oreo Biscuit, flew off the shelves. 

“Two beautifully embossed choco-
late-flavored wafers with a rich cream 
filling,” the Oreo Biscuit was sold in 
a yellow tin with a glass cover for ap-
proximately 30 cents a pound (about 
$7.13 today). While it went national 
in April, it was just a month before 
that the National Biscuit Company 
first registered the product with the 
US Patent and Trademark Office 
(registration number 0093009). It is 
commonly stated the given date of 
registration was March 6th, which is 
why that is National Oreo Day.  

In fact, registration was actually 
filed on March 14, 1912. So, why not 
split the difference – just to be sure?

National Oreo Week, March 6th 
through March 14th, sounds like a 
good excuse to enjoy more Oreos. 
We suggest you include a glass of 
milk daily, to celebrate properly.

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8447,9936,8649/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8447,9936,8649/
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8447,9936,8649/
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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 

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11184/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11184/
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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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11118/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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