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Wilson Industrial Electric: At Home in Elberton Granite Country

Wilson Indus t r ia l 
Electric Incorporated, 
Elberton, Georgia was 

founded by Ray Wilson in 1982. 
Since then, Wilson’s original saw 
design, as well as the many pol-
ishing solutions offered over the 
last 35 years, has continued to 
evolve. 

The company, now owned and 
operated by son and president 

Please turn to page 2
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Matt Wilson, and daughter and 
CFO Melissa Black, continues to 
stay focused and solution-driven. 
Ray Wilson (now 66 years young) 
remains active in all aspects of the 
company. With over 18 models of 
machines to choose from, Wilson 
Industrial Electric continues to be 

Please turn to page 14
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Weeping Water Stone Works

The quarry town of 
Weeping Water lies close 
to the Missouri River in 

southeastern Nebraska, and it’s a 
town with two well-kept secrets: 
a special “living rock” limestone 
and the mason-turned-sculptor 
who loves it.

Tom Stander runs the one-man 
show that is Weeping Water 
Stone Works, and he’s taken up 
the cause of this often-discarded 
stone that he calls Weeping 
Water Wall Stone. Gold in color, 
the stone comes in ledges that 
local quarries strip away to get 
at deeper, whiter layers of stone. 
Stander said the gold stone was 
used locally as a building stone, 
but it stopped being used in the 
1920s or 1930s. It forms much 
of the historic infrastructure of 
Weeping Water itself, including 
the Weeping Water Academy, the 

“I think it’s just a natural pro-
cess like a wrinkle on a person’s 
face,” he said.

Stander started off as a mason 
and has done both commercial 
and industrial masonry. Back in 
the late 90s, he donated a carved 
stone to the Limestone Days 
auction in Weeping Water. It 
said “Weeping Water, Nebraska, 
Home Of The Rock.” He men-
tioned to someone on the Weeping 
Water School Foundation that he 
was interested in attending a stone 
carving school in Vermont.

Soon, the foundation awarded 
Stander a full scholarship to at-
tend Vermont’s Carving Studio.

“I was overwhelmed by peo-
ple’s ability to work marble,” 
Stander said. “I came back with 
as many techniques as I could 
remember and started doing little 
projects.”

Weeping Water City Council 
hired him to design and build a 
welcome sign for the city, which 
he did out of Weeping Water 
stone.

Shannon Carey

Weeping Water Congregational 
Church, and even parts of the Fort 
Crook House in Omaha.

“It would be nice if I could 
get it to be used more in veneers 
and decorative work, mosaic, 
flagstone walks,” said Stander. 
“It should be utilized. It’s very 
durable, it’s hard, and it’s got a 
good burnish. It’s been exposed 
to the elements for 147 years, and 
it has very little weathering or 
deterioration.”

One interesting facet of the 
Weeping Water Stone is its ten-
dency to “bleed.” Over the natu-
ral course of the stone, iron oxide 
will surface and bring a rusty 
color with it. While some people 
think of that as a detriment, it’s 
something that Stander treasures.

Tom Stander Builds a Firm Foundation Working in 
Historic Weeping Water Limestone

a one-stop solution for large and 
small stone producers.      

In his younger days, Ray Wilson 
worked for a motor company and 
then got talked into working on 
a few stone processing machines 
in Elberton. This additionally in-
volved working on the controls. 
Inevitably, it wasn’t long before 
someone talked him into building 
his first saw. Being both mechan-
ically inclined and resourceful, 

the saw was built with parts from 
a salvage yard, explains Matt 
Wilson. “It is not a pretty ma-
chine, but to this day continues 
to saw like crazy. When we were 
little, we had a barn out behind 
the house, and that’s where we 
worked on panels and rewound 
motors. Dad pretty much started 
the company from a dirt floor with 
basically nothing, and brought us 
to where we are now. So it’s kind 
of a rags-to-riches story. I fol-
lowed in those footsteps, as big as 
they still are to fill. Melissa has 
done the same thing.” 

“Yes, we grew up in the business 
from the beginning,” explained 

Melissa Black. “We worked with 
him at home, rode with him, and 
worked on the weekends learning 
the ropes. I’ve been building con-
trol panels and doing things for 
him since I was seven years old. 
Matt and I are both hands-on, and 
do a lot in the business without a 
lot of free time to do other things 
that we would love and enjoy 
doing. We all wear a lot of hats, 
but I mostly take care of market-
ing, sales, and accounting. It’s still 
a family-run business, and that’s 
something that we pride ourselves 
on. Dad calls himself semi-retired, 
but we haven’t seen it yet.” 

Innovative Brace Setter 
Solves a Time 

Consuming Task
Shannon Carey
Photos Courtesy 
Fabricators for Fabricators

Photos Courtesy 
Weeping Water Stone Works

August and Matthew 
Iocco of Pittsburgh-
based Fabricators for 

Fabricators, LLC have solved a 
time-consuming and potentially 
costly problem with a tool devel-
oped specifically for stone coun-
tertop installation.

The Brace Setter works seam-
lessly with the I-Brace floating 
countertop support system to 
set a perfect groove every time, 

eliminating the need for ham-
mers, chisels and power saws 
with multiple cuts.

The Ioccos are a father-and-son 
team with a construction back-
ground. The pair got into granite 
fabrication when the industry was 
still fairly new.

“The granite countertop in-
dustry is still a fairly new 
industry, whereas wood-
working has been around 
since the beginning of time. 
We saw the need for new 
concepts, new tooling, new 
ways of doing things that 
weren’t there,” said August. 

Matthew Iocco came up 
with the Brace Setter idea 
while looking for a better,  
faster way to install I-Brace 
countertop supports.

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

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


2 |  June 2017 Slippery rock Gazette

Continued from page 1

company, as well. 
“I did have my own granite 

producing company for awhile. I 
was in partnership with a cousin 
of mine, but we got out of that 
around 2002, selling out to an-
other interest. Fortunately, that 
had given me a good opportunity 
to learn. I had been building saws 
for quite a while but had never 
run them and thought I knew ev-
erything about them. It gave me 
a whole different outlook when 
I had to run my own equipment 
and also made me more receptive 
when talking to the operators and 
asking what can we do to make 
things better. 

“So we are very savvy on what 
a machine needs to do for the cus-
tomer, and that doesn’t necessar-
ily mean putting on a lot of bells 
and whistles, but that’s what you 
find in the marketplace today. 
Many times you get a machine 
that’s a jack of all trades and a 
master of none, whereas, when 

“We also offer employee train-
ing on the job,” added Melissa. 
“You can only get people that 
have just so much experience. 
They might know how to weld 
or the basics of industrial main-
tenance, and that’s about it. So 
we’ve actually come up with our 
own set of classes and pay them 
to attend. This helps them to learn 
programming and hydraulics. So 
we invest in our employees and 
try to do what we can to help 
promote them, so ultimately they 
help us be a better company.” 

Built-In American Pride & 
Quality Through In-House 
Research & Development

According to Matt, Wilson 
Industrial Electric does everything 
themselves. “All of our machines 
are built in-house. We have our 
own machine shop, research and 
develop our own technology and 
write our own software. We are 
a completely American-owned 

Wilson Industrial manufactures wire saws to four standard 
cutting heights based on the size of the main wire wheels, 

like this seven foot model.

Matt: “Dad calls semi-retire-
ment going from seven days per 
week to five days per week. He 
still stays busy wiring control 
panels. We’ll come up with a de-
sign and he’ll go out in the shop 
and wire them up and get every-
thing good to go. Dad also does 
local service calls (for Wilson 
Industrial machines) around 
Elberton.” 

Matt attended the University 
of Georgia with a focus on engi-
neering. Also wearing many hats, 
Matt mostly works the engineer-
ing duties as well as writing the 
machine programs and anything 
else needed, he explains. “I travel 
a lot and do a lot of installations. 
Our machines are throughout 
America, Canada and Mexico. 
Unfortunately, when I travel, you 
don’t hear much about family-run 
businesses anymore unless it’s 
the small Mom and Pop grocery 
stores, and even those are start-
ing to go away. So, yes, we pride 
ourselves on being family-owned 
and run.” 

Wilson Industrial Electric em-
ploys a total of 17 people and is 
currently hiring. Staff includes 
one full-time engineer, two part 
time engineers, 10 shop/installa-
tion personnel and six office staff. 
Everyone multi-tasks, explains 
Matt. “I will shift our people 
around when needed, and usually 
send two techs for machine instal-
lations. We always keep a crew in 
fabrication, but I can rotate them 
out as needed. That works really 
well.” 

Wilson 
Industrial

we build a machine, it is a master 
of what it does. Moreover, we al-
ways welcome feedback from our 
customers, and we will modify 
any piece of equipment to help 
produce faster and easier. 

“We are really big on opera-
tor interface and keeping things 
as simple as possible. Our R&D 

always keeps that in mind. You 
see a lot of machines out there, 
beautiful machines, but they’re 
engineered down to the 4th dec-
imal place and lightened up to re-
duce weight for shipping, whereas 
we are old-school. We like it 
heavy, and we like it tough. 

“We build our machines to run 
20 years at full throttle, not 10 
years and the depreciation is gone. 
We have machines in Canada that 
have been running close to 30 
years. In our R&D, we build it 
bulletproof, so whatever the en-
gineering book says, we’ll double 
or triple that, and that makes for a 
very robust machine. If we think 
we can tear it up, we’ll make it 
a little heavier, or use bigger 
bearings.” 

In-House Marketing
The majority of what the com-

pany builds is for the beginning 
part of the stone process, basically 
quarrying, cutting and polishing. 
Traditionally the majority of sales 
have been for the monument in-
dustry, but currently 80 percent of 
their machines are for producing 
building stone. 

Please turn to page 26

Matt Wilson in the Wilson Industrial Electric machine shop, in front 
of their CNC lathe. Wilson builds all its machines in-house, with an 
in-house R & D department to develop new software and technology.

Mark Hill, of Hillcrest Granite: “Our Wilson block saws operate 24 
hours a day, seven days a week, and they really do that. We probably 

have 40 different Wilson machines in operation here.” 

Hillcrest Granite Company’s 
Wilson surface polisher is 
another machine that can run 
24-7. Mark Hill: “They know 
about stone and know what 
the machines need to do.”
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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 with Mounting Screws, 24” $3.98

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

 10763 E-Z Dishwasher Bracket with Mounting Screws, 24” 
  Ship Saver 100 Pack $369.00

 10764 E-Z Compact Bracket with Mounting Screws, 18” 
  Ship Saver 100 Pack $369.00

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.

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 !

More than 899,425 sold!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket
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“Politics is like football; if you see 
daylight, go through the hole.”
– John F. Kennedy

Please turn to page 16

MIA+BSI Announce Pinnacle and 
Tucker Design Awards Call for Entries

17th Annual Sax Stonecarving 
Workshop – Two Summer Sessions

The Natural Stone 
Institute is pleased 
to announce that the 

submission periods for both 
the 2017 Pinnacle Awards 
and the 2018 Tucker Design 
Awards are now open.

 
The Pinnacle Awards rec-

ognize natural stone indus-
try companies whose works 
exemplify professional 
mastery in the use of natural 
stone. Awards are given in 
six categories:
• Commercial Interior 
(sponsored by Mapei)
• Commercial Exterior 
(sponsored by Mapei)
• Residential Interior/
Exterior (sponsored by 
GranQuartz)
• Renovation/Restoration 
(sponsored by Coldspring)
•Kitchen of the Year (spon-
sored by Vitoria Stone Fair/
Marmomac Latin America)

•Bath of the Year (spon-
sored by Vitoria Stone 
Fair/Marmomac Latin 
America)

A Grande Pinnacle Award 
(sponsored by Marmomac) 
will be presented to the best 
overall project. The 2017 
Pinnacle Awards are open 
to MIA+BSI members 
only and will presented at 
TISE 2018 in Las Vegas, 
Nevada.

The Tucker Design 
Awards recognize de-
sign professionals whose 

projects achieve excellence 
in the use of natural stone 
in design and construction. 
No project categories are re-
quired. The Tucker Design 
Awards are open to any de-
sign professional or natural 
stone industry member on 
behalf of the design team. 
The 2018 Tucker Design 
Awards will be presented 
in February 2018 in San 
Antonio, Texas.

To access entry forms 
and submission guide-
lines for the 2017 Pinnacle 
Awards, 2018 Tucker 
Design Awards, or to learn 
more about the MIA+BSI 
Awards Program, visit 
www.naturalstoneinstitute.
org/awards.

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   PROMO Price 

  11477 Makita® 18 Volt LXT Lithium Ion Sub Compact   $239.00 
  Brushless Cordless 2 Piece Combo Kit

Limited Supply! Hurry–Special Offer Ends June 30, 2017

Makita 18 Volt LXT

Best Products, Lowest Prices, 
Better Service

Sub Compact Cordless 

Combo Kit
Buy

Get 
FREE

A

$ 95 37

VALUE

The Combo Kit includes two18 volt batteries, an ultra-compact 
2-speed brushless driver-drill with two speed settings that weighs 

only 2.8 lbs., and a variable speed brushless impact driver 
with two speed settings that weighs only 2.6 lbs.

An EXTRA 
Makita 18 Volt 

Compact Lithium 
Ion Battery

First Session: Fundamentals of Stonecarving –The English Tradition, with 
Guest Instructor Joseph Kincannon, Presented by Southwest Stonework

IN this workshop, stu-
dents will learn carv-

ing techniques from guild 
certified master carver, 
Joseph Kincannon. 

This class is suitable for 
all levels of experience. 
Students will learn and 
practice the time-honored 
techniques and traditions 
passed down from master 
to apprentice for hundreds 
of years.  Joseph Kincannon 
is a product of that lineage, 
having spent five years as 
an apprentice carver at the 
Cathedral of St. John the 
Divine, and then serving as 
the lead stonecarver there 
for an additional six years.  
The workshop is structured 
around five main activities:  
carving, demonstrations, 
video presentations, and 
individual instruction. The 
fifth component is the hearty 
lunch served each day. 

roughing out, texturing, 
polishing, drilling, pinning, 
power tool use and safety 
(grinders, chainsaws, drills, 
pneumatic carving tools), 
lettering, rigging, and 
gold-leafing.

2017 Summer Session 
Two: East Meets West is of-
fered August 12-18, 2017, 
with Matt Auvinen, Guest 
Instructor, and Kazutaka 
Uchida, Guest Artist.

This workshop will ex-
pose students to traditional 
and innovative Italian ston-
ecarving techniques and 
approaches.  

The scope of the work-
shop includes: basic geol-
ogy of carving stone, tool 
selection and care, basic 
design considerations, basic 
layout (measuring) systems, 

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Pro ADA Countertop Support

http://www.slipperyrockgazette.net
mailto:k.richards%40braxtonbragg.com?subject=Address%20Update%20for%20My%20Slippery%20Rock%20Subscription
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10719/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10719/


6 |  June 2017 Slippery rock Gazette

The old black and white 
movies are full of busi-
ness people in suits and 

dresses having the leisurely two- 
and three-martini lunch, and then 
going back to work. Sometimes 
they were executives entertain-
ing clients. Sometimes they were 
regular folks just wanting to get 
out of the office for a while. 
Those sort of lunches, for various 
reasons, gave way to a shorter, 
more formal “lunch hour” in a sit-
down restaurant with waiters and 
actual silverware. 

Dining Al Desko

Fast forward to “newer times,” 
when the lunch hour is spent run-
ning errands like picking up dry 
cleaning or prescriptions, and 
possibly a trip to the grocery store 
to pick up a few things. Then 
“lunch hour” became driving 
through a fast food joint while 
you run some errands. And all 
that has now evolved to eating 
lunch at your desk.

In an effort to eat healthier or 
to save money or to save gas and 
wear and tear on our vehicles – or 
to get more accomplished in our 
busy day – we are now using our 
desks as a destination for lunch. 
A recent Gallop survey shows 
that 67 percent of Americans eat 
lunch at their desk more than once 
a week. I do several times a week 
(unless I have to go out and run 
some errands).

The thing is, eating lunch at 
your desk is really not good for 
you or your work. Snacking or 
eating alone at your desk can lead 
to increased calorie intake. People 
usually eat a greater amount of 
food when they eat with others, 
but those meals are usually more 
balanced. We tend to snack more 
or eat a bit less healthy alone at 
our desks, since there is no one 
with us to judge us or to keep 

us from eating that sinful desert. 
Those extra calories can lead to 
weight gain.

Eating at your desk also 
makes you more sedentary. 
Approximately 86 percent of 
American workers have desk jobs 
and spend the majority of their 
day sitting down. Use your lunch 
break to get up and move, get 
the blood flowing.  A change of 

Please turn to page  18

Please turn to page 7

Sharon Koehler
Artistic Stone Design

Laws made by common consent must not be 
trampled on by individuals.
–Thomas Jefferson, Letter to Colonel Vanmeter, April 27, 1781

Thursday.  If someone routinely 
brings offensive smelling food, 
just talk to them. Most issues can 
be resolved with a simple con-
versation. For example, I have 
an office worker in my area who 
drinks a lot of coffee, and I mean 
a lot. I hate coffee. I don’t like the 
taste or the smell. Every time he 
walked by my desk with his cup 
of joe I wanted to hurl. So, we 
had a conversation and reached 
a compromise.  He now drinks 
his coffee out of a cup with a lid 
on it. He drinks all the coffee he 
wants and I don’t have to suffer. 
Problem solved.

#2 – If possible, time your meal 
to normal lunch hour times. If ev-
eryone else is out to lunch or even 
eating at their desk as well, you 
are less likely to distract your of-
fice mates with your desk meal. 
Plus, if you eat when they eat, 
they are also less likely to distract 
you.

#3 – Be prepared for interrup-
tions. When people see you at 
your desk they assume you are 
working and may try to start a 
conversation or ask you to do 
extra things.  How you handle that 
is up to you, and depends on your 
office environment.

#4 – Turn your phone off. You 
are “out to lunch.” You don’t 
want to answer the phone with 
a mouth full of food, so why let 
your phone ring and disturb other 
people?  Just remember to turn it 
back on, later.

#5– Chew slowly. Not only 
does this help prevent you from 
overeating, it is also less annoying 
to your co- workers. Loud eating 
or crunching food is on the Top 
10 Most Irritating Co-Worker 
Habits list (see page 10). 

#6 – Don’t dump your leftovers 
in your office trashcan. Food that 
doesn’t start out as stinky can be-
come stinky quickly when left to 
rot in a trashcan  –especially if the 
trashcan is not emptied on a daily 
basis. 

For your own well-being, please 
know that your desk now harbors 
400 times more bacteria than the 
average toilet. Your keyboard 
is the biggest offender. If you 
tend to dine al desko frequently, 
for your own health, clean and 
disinfect your desk more often, 

Throughput Accounting 
is the operational deci-
sion-making tool of 

Synchronous Flow. 

Cost accounting is necessary 
for the IRS and the bank, but 
Throughput Accounting focuses 
on key operational metrics de-
signed to provide control and sta-
bility to the business flow system.

The fundamental metric of that 
approach is Throughput ($T), 
which is defined as the measure 
of value added by the company.  
All manufacturers simply trans-
form raw materials into finished 
products. That transformation can 
be measured as the Throughput of 
the business.  For any order or for 
any period of time, the sales rev-
enue value of the finished prod-
ucts, less the cost of the materials, 
freight and outsourcing in those 
products, equals $T. Using this 
basic metric, the business system 
can be managed to an optimum 
mix of products, Customers and 
market segments toward a prede-
termined financial goal. 

In the effective Synchronous 
Flow business system, every key 
person is aware of the current 

Ed Hill
Synchronous Solutions

$T goals and understands the $T 
value of each job.  The common 
language of daily communication 
becomes $T rather than square 
feet, sales value or numbers of 
jobs.  All of the management met-
rics are based on $T rather than 
cost or efficiency statistics.  

Throughput Accounting focuses 
on revenue generation, not prod-
uct costing.  As such, it focuses 
on the positive potential of a com-
pany (the generation of wealth) 
and not on the reduction of costs.  
That is not to say that good stew-
ardship of resources is ignored.  
It’s just that the focus is on gen-
erating revenue, not cutting costs.   

The amount of $T planned for 
each day in each product line is 
a calculated amount that consid-
ers three very important factors 
necessary in effective business 
planning:

• Market demand
• Manufacturing capacity
• Financial goals

Principles of Synchronous Flow
Throughput Accounting- Synchronous Flow Part Two

Throughput, expressed as $T, is the measure of value 
added by the company. Fabricators’ “value added” is the 
transformation of sheets/slabs of raw material into custom 
countertops for its customers. That “transformation” is 
measured as the sales price minus the investment in mate-
rials, freight and outsourcing. The result of that calculation 
is $T. 

A job priced at $5,000 and having $2,000 worth of ma-
terials would have $3,0000 worth of $T. That is a 60% 
Throughput Ratio.

The desired mix of products and customers is scheduled 
each day based accumulating the $T value of each job to 
achieve the maximum profitability and customer service. 
This finite schedule based on the $T for each job becomes 
the “drumbeat” for the company.

What’s Your Throughput?

Eat at your desk?  A waterproof keyboard is highly recommended. 

scenery is good for you. It makes 
you more alert. Getting up and 
being active gives your brain and 
eyes a break. This mid-day activ-
ity also helps relive the afternoon 
“slump” that happens between 2 
and 3 p.m.. There is nothing that 
says you can’t grab a chair and eat 
that sandwich and chips outside. 
(If you go out and run errands, try 
not to run through the fast food 
joint.)

If there is no way around it and 
you must eat a meal or two at 
your desk, there are some “Desk 
Etiquette” tips you should be 
aware of. 

#1– Don’t eat stinky food in 
the office! Pungent smells can 
spread through an office quicker 
than gossip, and can be an issue 
for your co–workers. Example: 
I tend to eat at my desk several 
times a week, but I only bring 
tuna on Thursday, because my 
office mate, due to her schedule, 
is usually out of the office on 
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Principles of Synchronous Flow

In the ideal world, and that 
which the Synchronous Flow sys-
tem seeks, there is alignment in 
all three of these elements.  

In that situation, Customers are 
being satisfied, the manufacturing 
system is in control and the com-
pany is making money.  Daily 
Synchronous Flow reports make 
known the performance status of 
the company relative to the pub-
lished goals on a real-time basis.  
Overall company performance 
status can be posted daily in the 
form of a Productivity Score, 
which reflects the ratio of $T gen-
erated relative to the operating 
expense of the business.

This means that Managers can 
know the status of performance 
every day rather than after the 
financial statements are prepared 
several weeks into the following 
month.  Since the Productivity 
Score does not reveal sensitive 
financial information, it can be 
shared with the workers and can 
be used as a primary motivational 
tool by the Operations Managers. 

Continued from page 6 Protective Capacity
Another important principle 

of Synchronous Flow is the im-
portance to establish and main-
tain Protective Capacity within 
all the functions up-stream and 
down-stream of the Control Point. 
Protective Capacity is additional 
capacity at each resource step 
planned for absorption of the in-
evitable delays, mistakes and 
confusions that occur during the 
work day. The system’s capacity 
must be unbalanced. This is one 
of the counter-intuitive elements 
of Synchronous Flow. 

The idea is that it is essential to 
plan for the necessary capacity to 
absorb the “attacks by Murphy” 
that are sure to occur. Protective 
Capacity is not “excess capacity” 
which implies waste; rather it is 
essential capacity required for a 
smooth and predictable process 
flow. Protective Capacity does 
not increase costs, it provides op-
portunity for creation of more $T. 
Maintaining the planned amount 
of Protective Capacity at all times 
allows a company to:

• Achieve and maintain short 
lead times
• Absorb the daily attacks by 
“Murphy” without affecting the 
Control Point schedule
• Finitely schedule the business 
with confidence that the sched-
ule can be met
• Bring stability and calmness 
into the business system 
• Confidently sell because there 
is knowledge that manufacturing 
can meet the demand

The Synchronous Flow 
Protective Capacity Planning 
Report is the tool to use in plan-
ning for profitable growth.  Kept 
up to date, this report indicates the 
current status of the business plan 
and will allow a “what if” analysis 

to check the effects of most any 
action. It is the “long-term plan-
ning tool” for the business. It 
allows proactive management of 
the demand growth in the coming 
months. It is the essence of plan-
ning using the Synchronous Flow 
business system.

It’s All About Behaviors…
Synchronous Flow brings an 

array of procedures, policies, 
tools and techniques to trans-
form the business process from a 
chaotic, reactive, out-of-control 
process into a disciplined, proac-
tive and fully-in-control business 
system. The entire business oper-
ation is transformed from a “cost 
oriented” balanced system to a 
“Throughput oriented” synchro-
nized system. All functions of 
the business process are focused 
on serving the Control Point and 
measures are readily available to 
indicate the “health” of the op-
eration at any point in time. The 
approach brings an opportunity 
for the Operations Managers to 
deal with the inevitable issues of 
the day in a proactive rather than 
a reactive manner.

Total process lead times are 

fully controllable at one week 
from Template through Install.  
As needed, the lead times can be 
reduced even further.  Most im-
portantly, the concept provides 
an improvement in the reliability 
of the quoted lead times.  Being 
both quick and reliable is ac-
complished. Manufacturing and 
Operations Managers report that 
the Synchronous Flow program 
brings a sense of calmness and 
stability to an otherwise cha-
otic environment.  Being able to 
address an issue before it has a 
chance to affect productivity and 
Customer service is an important 
part of a successful operation.  
Synchronous Flow brings that 
ability.

Results
The results of the concept from 

a group of stone fabricators who 
have implemented have been 
impressive.  Under full load, the 
average improvements in key op-
eration metrics are:

 • Lead Times from Template 
(information complete) through 
install have been maintained at 
one week.

…It is essential to plan for the 
necessary capacity to absorb 
the “attacks by Murphy” that 
are sure to occur. Protective 
Capacity is not “excess ca-
pacity,” which implies waste; 
rather, Protective Capacity 
is essential capacity required 
for a smooth and predictable 
process flow.
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This old man, yours 
truly, has been in 
the stone business 

nearly all of his life. I won’t 
mention how old I am, but 
I remember my dad doing 
carvings of wooly mam-
moths on the cave wall. 
All kidding aside, it still 
amazes me what folks will 
sue over. Today I got one 
of those cases, and I’m sure 
you will be as amazed and 
perplexed as I was.

As usual, I was sitting at 
the counter in my favorite 
greasy spoon listening to 
the retired admiral telling 
me one of his salty old 
stories. Thankfully my 
phone rang, interrupting 
his monologue. I flipped 
it open and answered in 
my normal Spencer Tracy-
imitation voice, “Stone 

Frederick M. Hueston, PhD

The Stone Detective
The Case of the Wave

Detective here, can 
I help you?” 

The voice on the 
other end said he was 
an attorney representing a 
restoration contractor who 
was being sued by a client. 
Apparently, the claim was 
that the floor was “wavy,” 
along with some baseboard 
damage. He asked if I could 
come take a look at it. I 
asked where the house was 
located and he told me it 
was out in the sticks, some-
where in Montana. Well, 
I’ve never been to Montana, 
so I agreed and told him I 
would look at flights and 
get back to him.

The day of my flight ar-
rived and I was off to the 
airport very early, but the 
line was already out the 
door. Thank goodness I 
had registered for TSA 

prescreening. For those 
of you who travel a 

lot, it’s well worth 
it. There was no line 
with the precheck, 
and I breezed right 
through.  

I got on my flight 
and avoided being 
beaten up by the 

airline (LOL). The 
attorney said he would 
meet me at baggage claim.  
He said he would also be 
holding a sign with my 
name on it. I walked into 
baggage claim and imme-
diately saw a tall gentleman 
wearing a red suit and a big 
bow tie holding a sign that 
said Mr. Stone Detective. I 
kid you not, for a moment I 
thought I was about to be in 
a McDonald’s commercial 
with Ronald McDonald.

As we were traveling to 
the home for the inspection, 
he got on his cell phone and 
began talking about some 
other case. He was on the 
phone the entire drive. I was 
hoping I could get some 
background information 
before we got to the jobsite, 

but noooo. 
After about an hour’s 

drive, we arrived at the gate 
of an enormous house. It 
looked more like a hotel, 
only out in the middle of 
nowhere. My first thought 
was, “Who owns this mon-
strosity?” I would soon find 
out.

A young gentleman an-
swered the doorbell and in-
vited us in. This guy could 
not have been any older than 
25, and he owned this place? 

He wasn’t a celebratory  
celebrity, but I later found 
out that he had invented 
some financial software and 
was one of those Silicone 
Valley billionaires. I keep 
telling myself I should have 
changed my major in col-
lege to computer science. 

He pointed to the floor and 
began complaining about 
the waviness of the shine. 
I got down on my knees to 
take a look. By the way, at 
my age it’s not easy getting 
down – not to mention back 
up. I ought to charge extra to 
kneel for inspections! 

The first thing I noticed 
was that the far end of the 
living room had some huge 

windows. The sun happened 
to be shining in and the 
floor did look wavy. I asked 
Billionaire Kid if we could 
close the shades so I could 
take a better look at the floor 
without the sun shining in. 
He was holding a remote 
control in his hand and 
pressed a button and these 
enormous shades began 
closing. Once the shades 
were closed, I noticed that 
the wave was gone. About 
this time the restoration con-
tractor showed up. I wanted 
to ask him about the process 
he used, but did not want to 
do this in front of the kid.  
So, I walked around and 
looked for the other damage 
the kid claimed the contrac-
tor had caused.

I couldn’t find a thing 
wrong with the finish on 
the floor or any significant 
damage. There were several 
small areas with a tiny nick 
or two on the baseboard, and 
I would later find out that 
there were other tradesmen 
in the house at the time the 
restoration contractor was 
doing the floor. For this rea-
son alone, it was impossible 
to determine who actually 

nicked the baseboards. 
Long story short: the job 
looked great, no wave, no 
damage. Ronald McDonald 
seemed happy and so did 
the contractor. As for the 
Billionaire Kid? Not so 
much. It will be interesting 
if this goes to trial, or if the 
kid hires his own expert. I 
wish all my cases were this 
easy. Now, since I am stuck 
here for awhile, what is 
there to do in Montana?

BTW, in case you haven’t 
figured it out, the problem 
wasn’t the floor: it was the 
light shining in, creating 
an optical illusion on the 
highly polished floor.

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

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

Bullet Proof ® Apron DELUXE

FABRICATOR 

TESTED!

Available from

 ITEM 9122

$84.56

 
PO Box 188, Stinesville, IN 47464 

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

“Everyone should 
be respected as an 
individual, but 
no one idolized.”
— Albert Einstein
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Extending Careers Lowering Costs

TM

Tough to Find  Installers?New

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

Keep Your Current Crew Working Longer!

Stop sending shop guys to the job 
site to help with awkward counters!

Eliminate wear and tear on your
highly skilled installers.

Keep your most skilled installers
in the field forever!

Lower your hiring and training costs!
Watch videos online at

www.NoLiftSystem.com!

$189/mo
for

60 months!
Cash Discount

Available

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

“In matters of style, 
swim with the
current. In matters

of principle, stand like a rock.” 
– Thomas Jefferson

A newly discovered species of 
shrimp that uses a bright pink 

claw to create a sound loud enough 
to kill small fish has been named for 
the band Pink Floyd.

The shrimp found on Panama’s 
Pacific coast has been dubbed 
Synalpheus pinkfloydi in the 

Loud Shrimp – Aren’t 
They a Band from Seattle?

peer-reviewed journal Zootaxa. 
Oxford University Museum of 
Natural History researcher Sammy 
De Grave is one of three research-
ers credited with discovering the 
creature. He says the description of 
the shrimp was “the perfect oppor-
tunity to finally give a nod to my 
favorite band.”

According to Oxford, pistol or 
snapping shrimps close their en-
larged claws at a rapid speed to cre-
ate an imploding bubble. The result 
is a sound so loud it can kill or stun 
a fish. Whoa, dude!

Pink Floyd is also honored in na-
ture with a damselfly named after 
its 1969 album Ummagumma.

• Communication and account-
ability have significantly im-
proved through the practice of 
Buffer Management.

• Planning and budgeting tools 
are being used monthly to im-
prove profitability.

• Level loading has improved 
through the use of $T as a sched-
uling metric.

• Chaos has been signifi-
cantly reduced in the entire op-
eration through the practice of 
Synchronous Flow principles.

• Net Profit increases have ex-
ceeded the established goals.

It is important to note that trans-
formation of a business system to 
Synchronous Flow is not an easy 
task. Effective use of the princi-
ples means that essentially every 
employee in the company will be 
affected by the process changes.  
While the essential elements are 
standard within the Synchronous 
Flow approach, each implemen-
tation will be specifically cus-
tomized to apply to the particular 
processes and unique features of 
each company.  

While it is a challenging task, 
the results of an effective trans-
formation to Synchronous Flow 
can be an exciting journey for 
the forward-thinking countertop 
manufacturer.

Ed Hill is President of 
Synchronous Solutions and 
is based in Charlotte, North 
Carolina.  Contact him at 
EdHill@SynchronousSolutions.
com or call 704-560-1536.

Principles of 
Synchronous Flow

Continued from page 7
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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

Firefighters in Kansas res-
cued a cat from a tree. Then 

they rescued its owner… from 
the same tree.

The Topeka Capital-Journal 
reports that the woman climbed 
the tree one Wednesday trying 
to get to her cat, but she wasn’t 
able to get back down – which 
is precisely the problem the cat 
was having.

Topeka Fire Department Shift 
Commander Todd Williams 
says the woman and her cat were 
about 16 feet up in a large tree 
when they were plucked out.

What’s more, he says such 
rescues aren’t that uncommon 
in Topeka.

The cat owner’s name wasn’t 
released. “Generally, we try to 
save them the public embarrass-
ment,” said a spokesman for the 
fire department.

This Job Calls 
for an Expert

Video Captures 
Dramatic Horse 
Versus ’Gator

Visitors to a state park in Florida 
got a dramatic glimpse at the 

wild kingdom when a wild horse 
attacked an alligator.

Krystal Berry was one of several 
park goers who took video of the 
attack at Paynes Prairie State Park. 
She tells Tampa’s WTVT-TV that 
she was part of a group who spot-
ted wild horses grazing alongside a 
path. She says the alligator came up 
beside them and stopped.

Video she posted to Facebook 
shows one of the horses going over 
to the alligator hiding in the tall 
grass, stomping and kicking it until 
it retreated – moving right onto  the 
path the hikers were occupying. 
The stallion again approached and 
began stomping the alligator, which 
then began to fight back. The horse 
then repeatedly kicked the reptile, 
nearly turning it over. The alliga-
tor scuttled on its way, the horse 
returned to its herd.

Berry writes on Facebook that 
there were “no clear signs of dis-
tress” when they left the area, but 
certainly plenty of “OMG, why’s it 
doing that?!” on the video.
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step further and offering pet cloud 
technology as part of their pack-
ages so employees can check on 
their pets throughout the workday. 
This adds a new dimension to the 
term fur babies!

However, when Millennials 
do have chil-
dren they want 
a parental leave 
program to help 
them adjust to 
life with a new, 
wiggling, human 
that must be ca-
tered to and loved 

constantly. General leave time is 
being offered to the tune of 16 
weeks for the primary caregiver 
and six weeks for the secondary 
caregiver. Millennials definitely 
look at child birth and adoptions 
as a family affair to be shared by 
both parents. 

Millennials as a group are very 
concerned about their futures. A 
staggering number of Millennials 
are already saving for their retire-
ment. In a recent survey, it was 
found that approximately 70% of 
Millennials are saving for their old 
age and retirement – 70 percent! 
And most of those 70 percent 
started their retirement savings in 

Millennials, Oh My

Much has been written about 
Millennials and their atti-

tudes in the last couple of years. 
Granted, a lot of it is true, but 
some of it is not. But no matter 
what, we have reached the point 
where the Millennials are the 
largest group in the present day 
work force. Let me repeat that for 
you: “The MILLENIALS are the 
LARGEST group in the present 
day work force.”

That may not seem like a big 
deal, but in a way, it is. Why? 
Millennials, as a group, are 
steadily changing the face of com-
pany benefits. The old standard 
policy of offering some vacation 
days with some sick days thrown 
in, plus paid holidays and some 
insurance benefits is slowly going 
by the wayside. Millennials have 
different ideas about the benefits 
they want and employers are start-
ing to listen. 

Vacation time and sick time are 
being pushed aside for FTO or 
PTO (free time off or paid time 
off). Basically, what this means is 
that everyone gets unlimited paid 

time off to do whatever. What 
happens is that vacation time and 
sick time are no longer separate 
things. Now, I know what you are 
thinking: “OMG, that is a disas-
ter waiting to happen! Someone 
will be taking off every time we 
turn around. This program will be 
taken advantage of!” 

Well, not really. 
Recent surveys show that young 

professionals are NOT abusing 
this plan and that employers are 
actually seeing increased produc-
tivity with this plan. There are 
several examples, but here is the 
one that seems to show it in the 
best light. Mary has five sick days 
a year (that is the most common 
amount in the United States). In 
February, Mary gets food poison-
ing and she takes two days off.  In 
April, Mary has an accident in the 
yard and she goes to the hospital 
and takes two more days off to get 
straight with doctors, meds and 
other accident related issues. Then 

Sharon Koehler
Artistic Stone Design

in December, Mary gets the flu. 
Mary only has one sick day left. 
She takes that sick day but shows 
up to work after that one day, still 
sick with the flu. She cannot af-
ford to take any unpaid time off, 
so Mary spreads the flu to three or 
four other people 
who then have to 
take time off be-
cause they now 
have the flu. The 
other three or four 
sick people come 
back to work still 
sick because they 
cannot afford any unpaid time off, 
and the flu just keeps recirculating 
through the office. Productivity in 
the office plummets. All that was 
needed to prevent this was a cou-
ple more sick days for Mary.  This 
is FTO at its best application. 

For whatever reason, millen-
nials are waiting longer to have 
children, but 66 percent of them 
own pets. An ever-increasing 
number of employers are adding 
pet-related options to their bene-
fits packages. It has been reported 
that over 33 percent of Fortune 
500 companies now offer pet in-
surance in their benefits packages. 
Some employers are even going a 

their early 20s, with 22 being the 
prime age. They want a company 
with a retirement savings plan and 
percentage match to help them 
save.    

Planning for their old age is not 
the only thing they are concerned 
about. They have concerns about 
their health as well. They do like 
health insurance, but they have 
some other novel ideas on the 
health topic such as free exercise 
classes on site after work, as well 
as yoga, and other stress manage-
ment options. Or, in lieu of that, 
discount memberships at nearby 
gyms to help burn off the desk-job 
spare tire. 

96 percent of Millennials sur-
veyed indicated that they wanted 
an eco-responsible work environ-
ment. They like to see the com-
panies they work for encourage 
programs like carpooling and 
telecommuting. They like to see 
and participate in recycling pro-
grams. So, show your millennial 
workers how eco-friendly you are 
by using energy efficient lighting 
and equipment. Staring a recycle 
program is easy, but takes every-
one’s cooperation, plus someone 
to manage the bins.

• Remote operation clamp and  
 release reduces risk of injury
• 360° rotation by hand-held  
 remote
• 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!

 Item # Description  Price 

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

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

70 percent of 
Millennials are 

already saving for 
their old age and 

retirement. 

Please turn to page 23

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the new Rock Jockey
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Continued from page 1

Weeping Water

of the old buttress.
Stander is a man-of-all-

work in the stone industry. 
He does restoration and 
repair, decorative work, 
even sculpture. In his ma-
sonry repair work, he tries 
to rebuild out of the same 
material and painstakingly 
match the mortar.

“I do whatever I can to 
make a living,” he said. “I 
love to work with stone. 
I’ve worked out of the back 
of a Buick. I do all my carv-
ing in my backyard.”

His tools include a steel 
cut-off saw, a flaming 
tool, grinders, chisels, 
hand-carving tools, and 

rocky soil, and the roots 
twist around in the soil 
around the rocks, and 
that is like the progress 
of Weeping Water Stone 
Works.”

Which brings us back to 
a Bible verse from Isaiah 
58:12. Stander said that 
verse is a touchstone for 
him.

“Repairer of broken 
walls,’” he said. “I read that 
a long time ago, and I really 
liked it. Before that, it talks 
about sharing your gifts and 
helping other people. That’s 
where I’m at.”

“I got the job, and I didn’t 
really have much,” he said. 
“But my mother loaned me 
$1,400 for a portable air 
compressor. I was so grate-
ful that someone stood be-
hind me with actual money. 
Everything came out really 
well, and I paid her back.

“My business, it grows by 
the kindness of others.”

Stander gained more 
acclaim when one of the 
Romanesque buttresses 
of the old Weeping Water 
Academy started to crum-
ble. The building, built 
in the 1860s, had been a 
school, a church and finally 
a library.

“I tore the bad one down,” 
said Stander. “It was win-
ter. I was trudging through 
snow. I would put up blan-
kets and heat the ground.”

Then one day, he got a 
surprise.

“I hit something that was 
metal,” he said. “I thought, 
‘Oh, gosh! I’ve hit the water 
line.’ But then I remem-
bered that they didn’t have 
a water line when this was 
built.”

There, in a cavity near the 
bottom of the buttress, was 
a tin and pewter time cap-
sule, forgotten in the march 
of years. And by happy co-
incidence, it was the 150th 
anniversary of the building. 
But unfortunately, all the 
contents of the time capsule 
had crumbled to dust, save 
for one corner of a Bible.

The city placed a new time 
capsule under Stander’s 
new buttress, and Stander 
included a hand-carved 
cross made from the stone 

For more information 
on Weeping Water Stone 
Works visit online at www.
weepingwaterstoneworks.
com, or call 402-227-5186.

Above: Limestone medallion in dry set patio flags. Stander: “The 
stone in these photos is all limestone from Weeping Water. The gold 
colored limestone is found close to the surface in ledges and has been 
harvested since the mid 1800s; the white colored vine table is from 
the mines which have been quarried since the mid 1950s.”

Left, bottom left and center right: Disassembly before restoration 
of the Weeping Water school building, built in the19th Century. The 
red spots or iron oxide stains are part of the characteristics of old 
Weeping Water stone installations. 

Weeping Water limestone also is carveable. 
Stander uses it for memorials, headstones, 
and functional decorative pieces like this 
bowl and vine table.

Above: Weeping Water town sign, designed and built by Stander using 
the local limestone that made Weeping Water famous. 

polishing pads he buys 
from Braxton-Bragg. He 
compared Braxton-Bragg 
to an old-timey hardware 
store that’s just as helpful 
with customers coming in 
for “just one nail.”

“When you complete a 
project, it’s very gratify-
ing,” he said. “You know, 
it’s just kind of hand to 
mouth, and I would like to 
grow and share the fruit of 
that growth with others. I 
don’t want to grow just to 
grow.

“The oak trees around 
here, they grow in really 

Below: Some of Stander’s tools of the trade against 
a repaired wall using recovered stone.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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This Is Not a Strip Mall

Tell Us How You 
Really Feel About 

Your Taxes

The Irony Award of 
the Year Goes To…

Police say a man was arrested 
while taking photos of a 

woman who was wearing only 
thigh-high black stockings and 
high heel shoes at a strip mall near 
Pittsburgh.

Monroeville, Pennsylvania, 

police say 21-year-old Chelsea 
Guerra, of Indiana, was posing 
in front of businesses at Miracle 
Mile Shopping Center for 
64-year-old Michael Warnock, of 
Pittsburgh, on April 8.

Police say Warnock told them 
he hired Guerra after placing an 

ad for a nude model on Craigslist.
She was charged with indecent 

exposure. He was charged with 
criminal solicitation, criminal 
conspiracy, disorderly conduct 
and possession of controlled 
substances.

It’s not known if they have law-
yers. They face preliminary hear-
ings on June 19.

A Montana resident who wrote 
“sexual favors” in the memo 

line on a check to pay his prop-
erty taxes is complaining that the 
check hasn’t been cashed.

Scott Dion of the city of Havre, 
Montana says he sent the check 
for $745.77 to the local treasurer 
last November.

Dion tells the Billings Gazette 
that tax checks he sent in the past 
with similar memo line notes have 
been cashed.

Dion’s lawyer sent a letter to 
Hill County Treasurer Sandy 
Brown, saying that not cashing 
Dion’s check amounts to offi-
cial misconduct and the treasurer 
should be prosecuted.

County Attorney Jessica Cole-
Hodgkinson declined to comment 
on Dion’s situation specifically, 
though she said in general, the 
treasurer can’t cash a check if it 
isn’t clear what the funds should 
be applied to. 

Some folks would say that Dion 
is being disrespectful and offen-
sive, regardless of his tiny tax 
rebellion. 

Connecticut police say a man 
wearing a T-shirt that says 

“Hold My Beer And Watch 
This” has been arrested for driv-
ing under the influence after he 
crashed into a graveyard.

The Hartford Courant reports 
state police say 25-year-old 
Woodstock resident Harrison 
Wootton crashed his car into a 
graveyard’s low stone wall in 
Putnam.

A mug shot shows Wootton 
wearing a black shirt with “Hold 
My Beer And Watch This” printed 
on the front.

Police say Wootton was charged 
with driving under the influence 
of alcohol or drugs, failing to 
drive in the proper lane and mis-
use of plates.

It’s unclear whether Wootton is 
represented by an attorney who 
could comment on his behalf, or 
he’s letting his T-shirt speak on 
his behalf. A phone listing under 
his name has been disconnected.

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 PERFECT color match to ANY quartz product
Akemi Colour Bond Cartridge Adhesives

See the full list of available 
colors on our website

www.braxton-bragg.com

Akemi Colour Bond 2-component Cartridge Adhesives are 
epoxy based and can be used for bonding engineered stone, 
engineered marble, engineered quartz and various kinds of 
other composite stones. 

Akemi Colour Bond is offered in a wide range of colors 
specially formulated to match all major manufacturers, 
including Silestone®, Caesarstone®, Zodiaq®, 
Technistone®, Quarella, Cambria®, Okite®, Compac, 

Diresco, HanStone® and others. It can be used for miter 
joints, laminating stone and applications using the 
V-grooving process.

The Akemi Colour Bond Cartridge Adhesive is a gel-like 
consistency, which allows it to be applied to horizontal and 
vertical surfaces. It can also be applied for extremely thin and 
invisible bonding joints, as well as used with natural stone.

All colors are only $21.95 /cartridge

White
CC 1100
Item# 46635

White
CC 1120
Item# 46636

White
CC 1130
Item# 46637

Transparent
CC 2200
Item# 46681

White
CC 1140
Item# 46638

Cream
CC 1620
Item# 46644

Cream
CC 1640
Item# 46646

Cream
CC 1600
Item# 46643

Cream
CC 1650
Item# 46647

Cream
CC 1660
Item# 46648

Cream
CC 1670
Item# 46649

Gray
CC 1815
Item# 46662

Gray
CC 1830
Item# 46663

Gray
CC 1805
Item# 46661

Gray
CC 1800
Item# 46660

Black
CC 1010
Item# 46631

Black
CC 1000
Item# 46630

Black
CC 1040
Item# 46634

Beige
CC 1725
Item# 46655

Beige
CC 1700
Item# 46650

Beige
CC 1715
Item# 46653

Khaki
CC 1920
Item# 46670

Khaki
CC 1900
Item# 46669

Khaki
CC 1940
Item# 46672

Brown
CC 2010
Item# 46676

Brown
CC 2040
Item# 46678

Brown
CC 2030
Item# 46677

Brown
CC 2000
Item# 46675

Note: Color samples show the cured 
state of products.
Actual colors may vary due to printing 
alterations.

 NEW

LOW
PRICE!

“There’s no trick to 
 being a humorist when 

you have the entire 
government working 

for you.”   
—Will Rogers

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Color Bond Adhesive
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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.

NED SHAW MACHINERY
SASSO MACHINE PARTS/SERVICE

15 Shady Lane
Deer Park, IL 

60010

ned@nedshawmachinery.com

847-980-7629
Formerly USG 
Machinery

He that drinks his 
Cyder alone, let him 

catch his Horse alone. 
—Benjamin Franklin

17th Annual 
Saxe Workshop

Continued from page 4

This session is most appro-
priate for intermediate and 
advanced participants. Guest 
Instructor, Matt Auvinen, has 
spent more than twenty years 
in Italy - studying, carving and 
teaching.  

Matt worked for several stone 
Kazutaka Uchida (back to cam-
era) teaches an edge pitching 
class at the 2016 session.

carving ateliers in the Pietrasanta 
area, the epicenter of Italian ston-
ecarving, where he learned and 
practiced stonecarving under the 
tutelage of master carvers per-
fecting the techniques that have 
been passed down from profes-
sional to apprentice for hundreds 
of years.  While in Italy, he be-
came the sculpture instructor 
at Temple University Rome as 
well as a sculpture and draw-
ing instructor at the Studio Arts 
Centers International in Florence.  
Upon returning to the US, he be-
came the 3D design instructor at 
Chico State University, in Chico, 
California, where he currently 
lives.

Matt has the ability to present 
what he has learned in an imagina-
tive and interesting way, weaving 
the classical with the contempo-
rary.  His extensive knowledge of 
the history of stone sculpture adds 
dimension to the class. 

Guest Artist, Kazutaka Uchida, 
from Tokyo, Japan, has been a 
sculptor for over forty years, and 
his work is in numerous museum 
collections worldwide.  He brings 
his unique Japanese aesthetic to 
participants through demonstra-
tions and a slide presentation.

Tuition of $875 includes a gen-
erous piece of limestone, individ-
ual instruction, demonstrations, 
daily lunch, work space, air and 
electricity.

For additional information, see 
www.saxstonecarving.com or call 
505-579-9179.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon 4-Step Quartz pads
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Stone Restoration and 
Maintenance Corner
Restoring a 100-Year-Old Floor

Bob Murrell 
M3 Technologies

Photos by Bob Murrell
There is an exquisite 

home built around 
the turn of the 

century, located is in a very 
upscale neighborhood. The 
general contractor (GC) for 
this complete restore and 
update is well known and 
has an excellent reputation. 
Therefore, this restoration is 
a very high profile project 
to say the least. I will say 
that I have been in many 
very nice and expensive 

more modern 3/8-inch 12 x 
12 tiles. It was a very solid 
installation. The only issue 
with this marble install was 
that all of the borders were 
comprised of the black mar-
ble. Of course, this meant 
that all border edges had to 
be perfect, especially since 

This was more than likely 
accumulated over many 
years of improper mainte-
nance procedures. It was 
most evident in the grout 
lines, under doors hinge 
areas, low areas (lippage), 
and along the baseboards.

Another issue for this 
project was sharing the job-
site with other contractors, 
who were all working on 
their projects at the same 
time. Doors and trim were 
being refinished while gran-
ite countertops and marble 
backsplash were being in-
stalled. The best time for 
me to work was after 4 p.m., 
when most of these other 
companies were leaving.

Majestic Ultra Strip was 
used, per the directions 
on the label, in combina-
tion with a black stripping 
pad under a slow-speed 

homes in my lengthy career, 
but this one had a natural 
charm about it, for sure. Not 
overly fancy, just cozy and 
very well made. 

I expected to see the tra-
ditional black and white 
marble foyer, and was not 
disappointed. Thicker mate-
rial was used instead of the 

honing process could offi-
cially begin.  

Naturally, just when you 
think you have removed 
all of the finish coatings, 
you have are not done yet. 
Bummer, right? The afore-
mentioned grout lines, low 
areas, and areas along the 
baseboards had to be dealt 
with using razor blades. The 
stripper softened the hard-
to-reach finish and the razor 
blades were able to get it 
off. Unfortunately, this all 
required all handwork that 
was both very meticulous 
and time-consuming. And, 
just when you think you’ve 
got it all, you find some 
more. Remember: always 
allow for plenty of time to 
get coatings removal prop-
erly done prior to a natural 
polish conversion. 

Once the finish coatings 
were 98 percent removed, 
Majestic Deep Cleaner 
Stripper/Degreaser was used 
with a non-abrasive scrub 
brush under the marble 
machine. This helped to re-
move any residues left from 
the stripping process and to 
further clean the grout lines. 

It was decided that initial 
honing with a diamond im-
pregnated pad might help 
prevent any picture framing 
due to any low areas (lip-
page). Also, the homeowner 
thought a honed floor might 
be more reflective (pardon 
the pun) of the original look 
of the floor. So a 200 grit 
PLP diamond impregnated 
pad was tested to see how 
well it would hone the floor. 
It would have saved count-
less hours had it worked as 
intended. This was not the 
case however, so honing 
with diamond discs was the 
new plan. 

Do you remember that I 
mentioned the entire border 
was comprised of the black 
marble? This meant that 
the border edges basically 
had to be perfect. All of the 
floor finish and scratches 
had to be perfectly removed 
and restored as they would 
certainly stick out like a sore 
thumb. So, 5-inch Velcro-
backed resin diamond discs 
with a right-angle slow 
speed hand tool were tried. 
Sadly, because the border Please turn to page 34

This black and white marble foyer was showing its age, 
and was part of a whole-house restore and makeover. 
This was a high-profile project, but it also meant work-
ing around the other contractor’s “stuff.”

Working around black marble edging is very challeng-
ing, and most always means there will be complications.

Removing decades of layers of wax buildup meant re-
sorting to razorblades and handtools, very time-con-
suming but sure-fire methods.

the floor did require some 
honing due to long term 
wear, scratching, and some 
etching.  

There was only some very 
mild lippage so I did not 
need to totally flatten. Just 
to complicate the job, there 
was plenty of old wax and 
acrylic floor finish present. 

weighted marble ma-
chine. I know what you 
are thinking: a black pad 
could scratch the marble, 
and you would be correct. 
However, the marble was 
already scratched so hon-
ing was required. So, it was 
decided to go ahead and 
get the old coatings off as 
quickly as possible, so the 

was black, the resulting, 
unacceptable round leading 
edge was way too notice-
able against the baseboard, 
and of course the corners 
could not be adequately ad-
dressed, either. Therefore, it 
was decided to use diamond 

hand pads (2 ¼ x 3 ¾) in 
220 grit, 400 grit, and fi-
nally 800 grit to address all 
borders, corners, and any 
low areas. 

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Learn Market Strategies 
that Push & Pull Customers 

IT is exciting to see stability 
and positive projections 

for 2017 in the recently published 
global stone and tile research re-
ports. Companies are positioned 
to accomplish great things ahead 
with the anticipated solid indus-
try growth, a stabilizing housing 
market, dramatically dropping 
foreclosure rates and steady posi-
tive economy. Stone and tile com-
panies should assume fair or high 
growth as the overwhelming ex-
pectation through 2021. Whether 
you are a business owner or fab-
ricator, you should be excited to 
hear this news!

 
In my previous series of articles 

starting in February 2017 through 
May 2017 in the Slippery Rock 
Gazette, I focused on the basics of 
small business development con-
cepts, understanding what market 
strategy is and why how you view 
your company in the marketplace 
is important. What we learn about 
our market position enriches our 
understanding of how and why 
our customers behave they way 
they do. Ultimately, many differ-
ent aspects of the stone and tile 
industry affect our consumers. 
This market knowledge is the 
most critical information for any 
company that wants be sustain-
able long term. Given the state of 
expansion in our industry, we can 
only imagine that many market 
strategy influencers, like the push 
and pull positioners, will continue 

promote the growth of anything, 
plus after you blow it out with air, 
you can hit it with a disinfectant. 

It is generally better for your 
health for you to not eat at your 
desk, but if you must, then be a 
wise and courteous desk diner. 
Your co-workers will appreciate 
it, and so will you. 

       
Please send your thoughts on 

this article to Sharon Koehler at 

especially your keyboard.  
Your keyboard is full of lit-
tle cracks and crevices that can 
catch crumbs and promote the 
growth of germs, bacteria and 
mold. (Yuck!) One good way to 
fight this is to blow out your key-
board with canned air. Another 
good way is to get a waterproof 
keyboard. (I have one, and 
highly recommend it.) There are 
far fewer cracks and crevices to 

Dining Al Desko
Continued from page 6

Michele Farry 
Humblestone

to be very active with their overall 
impact on consumers. 

Anticipating the tends by keep-
ing up with trade magazines, 
communicating with sales reps 
and paying attention to manu-
facturer’s advertising campaigns 
always help us stay in touch with 
what’s next, and maybe even 
ahead of what consumers are see-
ing and will ask for. We explored 
this last month with an interior 
designer and tool manufacturer 
with their fingers on the pulse. 
But who is putting this visual cue 
in front of our customer? A push 
company pushes product mes-
sages to the stone fabricators or 
the tile contractor’s clients and 
the result is the customers drive 
demand by pulling the product 
back when they ask for it. Here is 
a chart of market positions and an 
example of how they fit together.

Please turn to page 19Please turn to page 19

Clorox® has a new term for this keyboard mess… Board-‘oeuvres.

Top 10 Irritating 
Co-Worker Habits

A big part of many jobs is to 
collaborate effectively with 

others. That’s tough to do if your 
colleagues and supervisors find 
you irritating. And it’s easier than 
you might think to rub people the 
wrong way, even when you’re 
sitting at your desk minding your 
own business.

Jen Star of The Jennifer Group, 
a New York City-based recruiting 
firm that specializes in placing 
and maintaining support staff, 
cites 10 surefire ways to become 
a workplace annoyance:

1. You’re unprepared.
“Showing up for meetings, in-

terviews or arranged work ses-
sions without the equipment or 
data that you need demonstrates a 
lack of respect for your coworkers 
and yourself,” Star says. “And it 
wastes time. Get off on the right 
foot, and make like a scout and be 
prepared.”

2. You’re not a team player.
“You have to be willing to 

pitch in when another member of 
the team needs help,” Star says. 
“There’s nothing more annoy-
ing than watching somebody do 
a crossword puzzle while you’re 
buried in work.” And if a co-
worker needs a little time off to 
run an important errand, be flex-
ible and help out when you can, 
she suggests.

3. You’re not self-reliant.
Ask for help only when you 

really need it. “Giving up on the 
paper jam after only one try and 
expecting a coworker to fix it be-
cause you know she can does not 
contribute to good team spirit,” 
Star says. Try everything you can 
to solve your own problem before 
involving somebody else.

4. You, umm, smell.
Your scent is important than 

you think, especially when you’re 
working in a small, poorly ven-
tilated space with lots of other 
people around. Be considerate 
of your neighbors by taking care 
not to generate strong smells that 
will permeate their space. That 
includes that can of tuna you’ve 
opened at your desk.

For instance, don’t cook eggs or 
onions in the office, Star suggests. 
And if you smoke, be sure you 
air yourself out before you walk 
back in the office. The same goes 
for colognes. “Fragrance is a very 
personal choice, so it should be re-
served for those who are close to 
you, not 20 yards away,” she says.

5. You’re loud on the phone.
Loud telephone conversations 

can be offensive to your neigh-
bors, so try to keep your voice low 
and even. And keep personal calls 
short. “Phone fights or, worse 
yet, phone foreplay can really 
drive one up a wall after a certain 
point,” Star says. “Remember that 
you are not in your living room.”

strategy means getting many 
different customers interested 
enough that they will go to com-
panies and ask for the product. So 
the customer ‘pulls’ the product 
through multiple companies by 
asking for it, and hopefully, com-
panies will sell it as part of their 
regular inventory.  The idea here 
is that companies will listen more 
to their customers than to a com-
pany’s sales reps trying to place 
new product in your shop. Plus, 
because more customers are ask-
ing for it at different businesses, 
the pull strategy helps get prod-
ucts sold in multiple locations 
throughout the market faster, 
rather than making just one sale 
at a time to individual customers.  

“So in a way, the customers help 
you define what product you retail 
with less effort from you.  Often 
some type of promotion efforts 
is made by the new product com-
panies advertising, visibility with 
early adopters in commercial set-
tings and social media placements 
and celebrity endorsements. 
You’ve heard those advertise-
ments that tell you to go to your 
local store and ask for a certain 

Speaking with business de-
velopment industry expert and 
college professor Brett Golann, 
who just published the book 
Navigating the Whitewater 
Rapids of Entrepreneurial 
Success (now on Amazon), said, 
“The strategies of push or pull 
can really help to clarify what the 
company needs to do to go after 
new customers.  A push strategy 
is the traditional marketing sales 
approach where a company sells 
directly to customers with vari-
ous forms of advertising. That is 
often effective but it takes time 
and generally you may only reach 
a few customers at a time.  

“As an alternative, the pull 

product. 
“Sometimes when introduc-

ing a new product to the mar-
ket it makes sense to use both 
strategies.  Push to explain what 
the product is and why people 
would want it - and build initial 
sales.  Then, use pull strategy to 
get customers to ask for it at mul-
tiple retailers and quickly expand 
sales throughout the market.”  

We can see why the push and 
pull market position may work to-
gether by how often they overlap. 
It is also possible for a company 
to be a trendsetter and a push 
company as well. 

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

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

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.

Learn Market Strategies 

“I don’t know where it comes from, but once a day 
someone comes through, collects my paperwork, gives 

me a thumbs-up, and returns the way they came.”

Continued from page 18

Success is not measured 
by what you accomplish, 
but by the opposition you 
have encountered, and the 
courage with which you 
have maintained the strug-
gle against overwhelming 
odds.
–Orison Swett Marsden, 
1850-1924, Founder of 
Success magazine

6. You’re unhealthy.
If you’re sick, stay home. If 

you have the sniffles or must 
come in, cover your mouth and 
do whatever you can to avoid 
infecting your coworkers. 

7. You walk like an
elephant.
Try to move around the of-

fice quietly to avoid disturbing 
the people around you. And if 
you must speak to another col-
league, keep your voice down.

8. Your cellphone is
always on. Loudly.
Unless absolutely necessary, 

or needed for your work, cell-
phones should be turned off 
while you’re in the office. If 
you need to keep your phone 
on, use a soft or silent ringer 
or vibrate mode.

9. Your computer volume
is blasting.
Nobody wants to hear some-

body else’s beeps, bells and 
whistles – or speed metal , or 
hip-hop – when they’re trying 
to concentrate.

10. Your handshake is like 
a dead fish and you avoid 
eye contact.
Being shy is not the same as 

avoiding reasonable, amicable 
interaction with your cowork-
ers, clients, customers. When 
somebody won’t look me in 
the eye or give me some en-
ergy in their handshake, I feel 
like they’re avoiding me or 
snubbing me in some way,” 
Star says. Awkward…

Top 10 Irritating 
Co -Worker Habits

Continued from page 18
We see this especially in luxury 

product stone and tile manufac-
turers, and urban or commercial 
marketplace early adopters of 
new products. 

In July, we are going to hear 
from a business owner on how 
they utilize their market position 
and what good or bad t impacts 
this can have on understanding 
the marketing efforts motivat-
ing consumer behavior. We can 

learn a lot about how product 
companies reach our customers 
and what approaches are most 
effective. 

Michele Farry co-owns 
Humblestone and is passion-
ate about entrepreneurship and 
small business growth. Michele 
has received awards for her 
work with profit-based and non-
profit charity organizations.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Side Protection Dry Core Bits
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Five specialized bearings increase 
tool performance

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

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

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

  Back-Up Pad Sold Separately  

Hercules® Variable Speed  
Wet Air Polisher

with Side Exhaust

#1 Seller! 
Most Popular

Save time 
AND money! 

Get maximum productivity 
with a high-quality tool that  

fits your budget!

YOU
SAVE

$11600

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

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

MIA+BSI: The Silica Rule 
Update–What You Need to Know

Laser Products Announces 
Canadian Expansion

There are two standards 
for OSHA’s Silica 

Rule: the Construction 
Standard, which effects 
all companies with field 
or jobsite silica-generating 
activities, and the General 
Industry and Maritime 
Standard, which effects 
companies with silica-pro-
ducing activities in a 
production or shop environ-
ment. Per both standards, 
Permissible Exposure Limit 
(PEL) is 50 µg/m³ and 
Action Level is 25 µg/m³.

MIA+BSI is working 
on a customized Exposure 
Control Plan (ECP) for 
stone shops, which will 
be made available in the 
coming months. In the 
meantime, here are six sug-
gestions to ensure that you 
will be in compliance with 
this ruling:

1) Have air sampling 
and analysis done now for 

various employees and 
duties throughout your fa-
cility. This will give you 
an idea on how/where you 
should focus efforts on 
additional controls. Air 
sampling may be available 
through your local OSHA 
office, your WC Insurance 
provider, or you may need 
to hire a private Industrial 
Hygiene testing firm.

2) Implement controls to 
try and reduce worker ex-
posure to below the PEL 
(good) or below the Action 
Level (best).

3) Implement new house-
keeping methods to reduce 
airborne silica.

4) Establish and imple-
ment a written Exposure 
Control Plan (ECP).

5) Train workers and keep 
records of training and any 

medical exams.
6) Prepare to offer med-

ical exams to existing em-
ployees who are expected 
to be exposed above action 
level for 30+ days per year.

MIA+BSI Accreditation 
& Technical Manager Mark 
Meriaux notes that shop 
owners who have imple-
mented strict new house-
keeping rules and controls 
have been able to achieve 
levels that are below the 
new Action Level. These 
actions, combined with an 
ECP, a training program, 
and a good recordkeeping 
program for both, will help 
ensure your company’s 
compliance and the safety 
of your workers.

Please visit www. 
naturalstoneinstitute.org/
silica  for additional re-
sources detailing this im-
portant issue. 

Laser Products (LPI) 
has  announced 
expansion of its sales 

force into Canada. The 
move is in direct response 
to the continuing growth of 
the countertop industry and 
is intended to position LPI 
to better meet the needs of 
its Canadian customers.

“We have been watching 
the steady growth of our 
industry in Canada and be-
lieve it is time for us to be 
there, on the ground, and 
in person with our custom-
ers” said Rich Katzmann, 
president. “This strategic 
change will allow us to help 
revolutionize the countertop 
industry in Canada like we 
have in the United States. 
Fabricators are considering 
the benefits of going dig-
ital and we want to be the 
company that shows them 
how they can boost their 

productivity and sales.”
Eric Harrison, Northwest 

Sales Manager with 20+ 
years of experience in 
solid surface applications 
will be responsible for 
Alberta, British Columbia, 
Saskatchewan and the 
Northwest and Yukon 
Territories.

JT Hoffman, North 
Central Sales Manager, a 
ten-year LPI employee, 
will bring his hands-on 
experience into Ontario, 
Manitoba, and Nunavut.

Matt Thomson, Northeast 
Sales Manager, a solid in-
dustry veteran with over 
25 years of experience, 
will help customers in 
Quebec, Newfoundland, 
and Labrador.

The new team attended 
the inaugural STONEX 
Canada convention in 
Toronto on May 16 through 
18, Booth #517. 

Please visit www.laser 
productsus.com/contact 
or call Laser Products at 
630-679-1300.

Shop www.braxton-bragg.com for Hercules VS Wet Air Polisher Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Bellinzoni�is�one�of�the�worldʼs�
largest�chemical�producers�for�the�
most�varied�types�of�surfaces.

Bellinzoni�brings�you�another�great�idea.
New�Idea�Gold,�water�and�oil�repellent.

Premium�sealer�developed�with�nanotechnology�to�
provide�exceptional�efficiency�against�stains.

S I N C E 1 9 3 7
info@bellinzoniusa.com�-�(407)271-8253
www.bellinzoniusa.com���

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Our First Experience with Dekton®

Right off the bat, you should 
know that Dekton® is a 
very hard material. We 

knew this going in with our bid 
on a BBVA Compass Bank job 
in our local market. The job was 
bid 20 percent higher than what is 
normally charged for harder gran-
ites or natural quartzites just as a 
contingency for any unknowns 
we would come across, and it was 
a good thing, too, because there 
were several unknowns we came 
across during fabrication and 
installation.

Dekton® is a newcomer to the 
American market, and it has been 
well received by the designer 
community. It has increasingly 
shown up in the specifications 
for countertops on commercial 
projects, and if your shop has not 
become an approved fabricator, 
then that should be remedied so 
that your shop can profit from this 
new material. However, because 
of the challenges in fabricating 
Dekton®, it is not a material that 
should be fabricated for novice 
fabricators or newer shops, and 
especially not shops where the 
owner does not come from a 
stone fabrication background. 

We bid the above-mentioned 
job in the fall of 2016 and re-
ceived our contract this past 
January. In between, we educated 
ourselves with readily available 
videos on YouTube and from fab-
rication guides available from the 
manufacturer. For a while, we felt 
that perhaps we made a mistake 
in taking this job on, but after 
practicing on an actual slab of 
Dekton® in our shop we became 

confident in our ability to pull 
this job off.

Some shops have expressed a 
concern about fabricating this 
material because it has some pe-
culiarities not common with natu-
ral stone. First is the fact that you 
have to relieve stresses within the 
slab by cutting off about a ½ inch 
on all four sides of the slab before 
you can begin to cut your parts 
for your job.

What is so challenging about 
that? Those cuts have to be done 
in a very specific order or you 
may break the slab before you 
even begin fabrication! Secondly, 
if this material breaks you can-
not repair it. While you can glue 
a broken piece back together, 
the repair will show, but this is 
also the case with most granites 
and many other natural stones. 
Third is that the now very popu-
lar mitered edges being specified 
around the country can be very 
difficult to profile, versus natural 
stones and quartz stone. No argu-
ment there, but this is a problem 
that requires communication with 
the designer community. 

Dekton® is basically a giant ce-
ramic tile. It cannot be mitered 
to a fine point without chipping, 
and all it takes is one large chip 
to ruin the whole piece, because 
the chips cannot be patched well 
enough to match the factory sur-
face – especially if the surface 
is textured. The manufacturer 
clearly states that when making 
a mitered edge that 1mm of the 
edge should be left to prevent 
chipping. However, in its zeal to 
reach perfection, the American 
fabrication community wants 

its mitered edges to produce a 
seamless monolithic look with 
minimum beveling, but it is an 
unrealistic goal with Dekton®. 
We found that even with 1mm 
left behind, chipping still oc-
curs, but to a much, much lesser 
degree that is manageable, com-
pared to attempting to achieve a 
fine knife-edge miter (which for 
this material, is truly an exercise 
in futility). If you leave behind a 
1mm edge as the manufacturer 
states, then you will have to 
make a bevel to grind out all of 
the chips.

Some of the unknowns we 
came across were that Dekton® 
needs to be cut on a very flat, 
stable surface. If the slab vibrates 
during cutting and it’s not fully 
supported, then it will vibrate 
enough to possibly cause the slab 
to crack. Putting the slab down on 
a saw bed that has boards or even 
concrete that has hundreds of 
grooves in it will surely cause the 
slab to vibrate. To solve this we 
placed the second slab we fabri-
cated on top of blue Styrofoam (a 
very stiff material) while cutting 
on the saw, but we used regular 
white Styrofoam when we cut on 
our waterjet. Our first slab actu-
ally broke while cutting on the 
waterjet.  We discovered we had 
a slat that was high, holding up 
the slab on one end. Fortunately, 
the slab broke in such a way as to 
not cause any harm.

A waterjet, we found, is by far 
and away the best piece of equip-
ment to fabricate Dekton®. If it 

 Mark McMunn

was possible, we would simply 
lay the entire slab on the wa-
terjet and cut the entire job, but 
unfortunately for us Dekton® is 
produced in slabs that are 126 
inches (10.5 feet) long, which is 
longer than our current waterjet 
cutting envelope of 123 inches. 
That would not be so much of a 
problem, except we end up hav-
ing to cut three inches off the end 
of the slab, which increases the 
waste-factor cost.

Another unknown we quickly 
learned about was that you should 
not drag the edge of Dekton® 
along any surface, because it 
will chip. In their haste to get the 
work done, our fabricators put a 
finished edge on a carpet-padded 
cart, but when they removed it 
from the cart, they slid the piece 
to one side while also lifting, 
causing the edge to just slightly 
touch a metal part of the cart – 
and you guessed it, the material 
chipped. We learned the hard way 
to be careful to always transport 
this material with finished edges 
up, and to lift the pieces straight 
up from a cart, and not slide them 
off.

If you do not have a waterjet, 

that is okay. There are plenty of 
readily available blades and tools 
that can work Dekton®. A water-
jet certainly removes a lot of risk 
from the fabrication, but a well-
trained fabricator can achieve 
very good production if proper 
care is taken, and procedures are 
carefully followed during fabri-
cation. Also, do not be afraid to 
raise your fabrication price, be-
cause this material does require 
more money per square foot to 
fabricate.

The final word from our shop 
is that Dekton® has a very prom-
ising future. The material is very 
sound and runs about the same 
price as the natural quartzites. 
Also, there is uniformity of mate-
rial in size and strength, meaning 
that you do not have to deal with 
any hidden natural seams or ir-
regular-size slabs, making it eas-
ier to calculate the number slabs 
required for a job. 

Get your shop ready for 
Dekton® and the profits that will 
surely come from it. Check the 
Cosentino website for Dekton®  

distributors in the USA.

“The only thing 
that is new is the 
history that we 
don’t know.” 

–Harry Truman

Dekton® White Storm Mitered island, photo courtesy Cosentino

MIA+BSI: The Natural Stone 
Institute is pleased to an-

nounce that the entry period for 
several industry recognition awards 
is now open. MIA+BSI mem-
bers may apply for the following 
awards:

Natural Stone Craftsman 
of the Year Award

Sponsored by Polycor and 
TexaStone Quarries, this award 
honors an individual who has 

MIA+BSI Announce Call for Entries for 
Industry Recognition Awards

performed outstanding stone fab-
rication and/or installation over a 
period of many years. Deadline: 
Friday, June 23.

Migliore Award for 
Lifetime Achievement

This award pays tribute to an 
individual who has made extraor-
dinary contributions to the natural 
stone industry and the association. 
Deadline: Friday, July 7.

Women in Stone 
Empowerment Scholarship
This scholarship recognizes an 

MIA+BSI member with a strong 
passion to grow their career. The 
winner will receive a free trip to 
TISE, Coverings, or the MIA+BSI 
Study Tour. Deadline: Friday, 
August 4.

Natural Stone Scholarship
 Sponsored by Coldspring and 

Delaware Quarries, Inc., this 

scholarship will provide a trip to 
TISE 2018 to an aspiring fabricator, 
installer, or administrative appren-
tice interested in furthering their 
career in the industry. Deadline: 
Friday, July 14. 

Women in Stone 
Pioneer Award.

 This award recognizes an advo-
cate within the stone industry for 
their role in recruiting, retaining, 
and advancing women. The win-
ner’s performance in promoting 
women should be exemplary, hon-
orable, and inspirational. Deadline: 
Friday, August 11. 

To learn more about these indus-
try recognition awards, please visit 
www.naturalstoneinstitute.org/
awards. 
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Continued from page 8

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

Most importantly, millen-
nials apparently really want 
to do a good job for their 
employers. 84 percent of 
Millennials want career ad-
vice and mentoring. By con-
ducting “Stay Interviews” 
you can show your younger 
staff that you are interested 
in their opinions and input. 
Job coaching is another tool 
that can help you connect 
with your younger staff 
and put them on the path 
to career advancement. 
Another thing is feedback. 
Millennials like real time 
feedback with recognition 
or rewards being based on 
performance instead of ten-
ure or seniority.

Flexible hours that help 
them balance their family 
lives with their work lives is 
also important. 43 percent of 
Millennials say they would 
leave a job for another with 
more flexible hours and 75 
percent believe that more 
flexible hours make them 
more productive. I just 
watched my daughter-in-
law do this very thing. As 
her family (my family) grew 
and became more active, 
she left a company where 
she had been working for 
five years to take a position 
that had hours better suiting 
her family life. 

So, the times they are 
a-changin’, and to keep 
your turnover rate as low as 
possible, you might want to 
be a-listenin’, because the 
Millennials aren’t on the 
employment horizon, any-
more ; they are here. Are 
you ready?

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

Continued from page 13

Millennials, 
Oh My

“This country has come to feel the 
same when Congress is in session as 
when the baby gets hold of a hammer.”

– Will Rogers

Is the Conditioned 
Response a Limiting 
Factor on Your Business?

When was the 
l a s t  t ime 
someone in 

your company failed to 
perform an important task 
correctly or on time, or 
made a costly mistake?

Was it last week?  
Yesterday?  This morn-
ing?  Perhaps it was only 
a few minutes ago.

How did you respond?
If you’re like many, 

you lost your cool, caught 
up in the emotion of the 
moment and maybe said 
the first thing that came 
to mind.  Or perhaps you 
maintained your compo-
sure just long enough to 
get to a quiet place where 
you could vent your fury 
in private.

Either way, if your auto-
matic reaction was anger, 
accusation, and the in-
stinct to fire and replace 
the employees you be-
lieve responsible without 
dealing with the under-
lying cause, you have a 
problem.

Yes, this conditioned re-
sponse is a problem.

If this response isn’t 
re-conditioned, your abil-
ity to systematically pre-
vent these situations from 
repeating themselves 
in the future is limited.  
And that right there will 
limit the size and success 
of your business in the 
future.

As such, it is crucial 
that you adopt a different 
and better response that 
is activated when fail-
ures and mistakes occur.  
When this better response 
becomes second nature, 
the entire business-own-
ing experience and the 
business itself can be 
transformed.

First, a bit of history, and 
then the better response: 
the conditioned response 

 Aaron J. Crowley
Crowley’s Granite Concepts

of anger, accusation, and 
instinct to replace has its 
origins in the old saying, 
“If you want something 
done right, you better do 
it yourself.” Think about 
how impractical and ab-
surd that statement really 
is for a business owner 
with employees.  Can you, 
the owner, really do it all 
yourself?

Obviously, the answer 
is no.

But despite the obvious 
foolishness, it’s a very 
seductive belief because 
it leads us to think that 
failures and mistakes are 
the result of ignorant, 
negligent, or indifferent 
employees, instead of 
our own shortcomings as 
managers and leaders.

Believing this lie en-
ables the vicious cycle of 
anger at the employee to 
continue, including accu-
sation or assigning blame 
(not my fault), and the 
short-sided remedy of re-
placing, or day-dreaming 
about replacing, the em-
ployee who supposedly 
made the mistake.

So what’s the better 
response?

Please turn to page 43

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10022/
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

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

MADE IN THE USA

Simply attach a shop vac hose in place.

1

2
Position the Coring Vacuum Template. 

Drill completely through using the template guide.

3

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

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

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11045/
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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 $18.64

 1022 Viper® Turbo Granite Dry Blade, 4-1/2˝ x 5/8˝, Quad Holes, 13,300 RPM $28.95 $19.51

 1023 Viper® Turbo Granite Dry Blade, 5˝ x 5/8˝, Quad Holes,12,000 RPM $29.95 $20.97

 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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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“Our bigger machines are our 
bread and butter,” continued Matt, 
“while our surface and edge pol-
ishers constitute close to 10 per-
cent of our sales. We offer a wide 
range, but the bigger machines are 
the largest part of our market, and 
we tend to dominate it. As far as I 
know, we build the biggest rotary 
saw in the world. Nobody builds 
a 14-foot diameter machine, and 
we still do. 

“It really hasn’t been difficult 
to compete with the Europeans. 
We do keep an eye on them to 
see what’s new. We evaluate it 
and like to talk to the operators 
after it’s been installed. When I 
visit the companies where we are 
putting our machines in and I see 
a European machine, I’ll go and 
talk to the operator. You can ask 
the owner of a company all day 
long about a new machine, and 
he’ll tell you it’s the greatest thing 
in the world, because he just spent 
a million dollars on it. But it’s not 
the same story when you talk to 
the operator. So even though it’s 
pretty, it’s huge, it’s got a million 
parts, and running it is another 
ball game. So we look at it to see 
which way the industry is going, 
but we hang back and let them 
prove the technology for us.” 

There’s something awe-inspiring about a seven- or eight-foot diam-
eter saw blade patiently slicing through a solid cube of stone.
The largest machines that Wilson manufactures are their bread 
and butter, and form the bread and butter of many stone compa-
nies that harvest and process raw stone for delivery to the world.Continued from page 2

Wilson 
Industrial

Machine Du Jour 
at Wilson Industrial

One-off, modified or standard, 
Wilson Industrial Electric will 
make it, explained Matt. “We’ve 
worked with several companies, 
start-ups especially, helping them 
to layout their shops. Our ma-
chines will do a wide range of 
things, but we don’t build CNC 
or countertop edge polishers. 
We’ll start with a standard saw 
or polisher that covers as much of 
your requirements as possible and 
customize it further. We don’t en-
gineer for what we think it’s sup-
posed to be. We engineer for what 
they want and need it to be, of-
fering options and add-ons. Being 
able to produce for a specific cus-
tomer’s needs is our strongest suit, 
whereas a lot of other companies 
produce a cookie cutter machine 
with a few listed options. With us, 
however, it doesn’t have to be a 
listed option. You can come to us 
with something you dreamed up 
and we will try and incorporate 
it into the machine. That kind of 
service is what we pride ourselves 
on, and there’s nothing too big or 
too small for us; if I can’t do it, 
I’ll tell you I can’t do it.” 

At Wilson Industrial Electric, all 
machines are installed by employ-
ees and only subcontracted when 
absolutely necessary, explained 
Melissa. “We used to work with 
a company in Pennsylvania when 
needed, but 95 percent of the time 
we only use our own people. Our 
turnaround times, if you called in 
a custom (prototype) order, would 
take about six months to get it, 
and less time if it’s one of our 
standard machines. It all depends 
on our lead times.”

All machines conform to 
OSHA, the Mining Health 

and Safety Administration 
(MSHA), Compliance-Safety-
Accountability (CSA) and the 
National Electrical Installation 
Standards (NEIS). As far as re-
pair, if it’s something control 
wise, Matt can usually diagnose 
it over the phone, especially if 
it’s just a setting, he explained. 
“We are very good at this, and 
that’s another reason we keep 
our controls as simple as pos-
sible. Machine operators in the 
field can break down rock all day 
long, but looking at wires in a 
control cabinet, they don’t have 
a clue and don’t want to touch it. 
Fortunately, most times, we can 
get them up and going over the 
phone.” 

Melissa: “We keep all of the 
parts here on our shelves to repair 
anything and can have them on 
site the next day. Our warranty on 
any machine we sell is 30 days on 
labor and 50 days on parts, how-
ever, we warranty all outsourced 
parts per manufacturer’s war-
ranty. That said, all the motors, 
gearboxes, switches and things 
like that, are warranted for at least 
one to two years. That’s as long as 
the user does everything they’re 
supposed to do for maintenance 
and it’s not human error.” 

Notable Projects
As far as notable projects, there 

have been a few, said Melissa. 
“When they were working on the 
Ground Zero project, there’s a 
company here in town that sup-
plied some of that, and they used 
our machinery to make it. We 
usually don’t get recognition for 
notable projects. We, being ma-
chine manufacturers, are always 
the ones that get left out.” 

Please turn to page 38
For Wilson gantry and 
wire saws, the descrip-
tion is usually given 
in feet, by blade size 
or capacity. Many run 
on rails, or a highly 
reinforced structural 
steel gantry, and need 
dedicated water filter 
and supply systems, 
which Wilson also 
manufactures.

The Wilson parts  
department helps keep 
customers supplied and 
up and running. Pictured 
left to right: Matt Moon, 
Tracy Maxwelland 
Darrell Burt.

Seven foot Wilson wire saw in-
stalled at Buckingham Slate in 
Arvonia, Virginia, founded in 
1867. Buckingham Slate pro-
cesses one of the finest veins of 
durable slate in the world. 

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

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

Achieve better shine with Viper 
than with any other wheels!

NEW!NEW!

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

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

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

•Revolutionary design and function

•Achieve exceptional shine

•Use on both platforms

•Can run at fast speeds

 Item # Description MSRP OUR Price

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

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

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

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

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

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

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

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

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

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

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

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

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

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

As Seen at 
StonExpo 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 

I was preparing to butter a roll 
during lunch a few days ago 

when an odd thing caught my eye.

Instructions. On a pat of butter. I 
am not kidding.

This tiny rectangle of delicious 
lipids was sealed in a foil wrapper. 
On the bottom layer, where the 
edges of the foil overlapped, were 
the words “PULL OPEN”—along 
with an arrow indicating which di-
rection to pull.

I did as instructed.
The flap unfurled, exposing 

the opposite side of the foil. Sure 
enough, there was another “PULL 
OPEN” directive with a corre-
sponding arrow.

“Wow!” I thought to myself. 
“What a brilliant person I must be! 
All my life I’ve been opening pats 
of butter and never once did I have 
to be told how!”

Then a frightening thought 
occurred.

“Yikes! What if I hadn’t paid at-
tention to the instructions? What if 
I had opened the foil top-to-bottom 
instead of side-to-side? Would the 
butter police come rushing into 
this restaurant, whisks pulled and 
ready for action? What sort of jail 
sentence do butter law violators 
face?”

Maybe instructions like these 
have been printed on butter packs 
since long before Mrs. O’Leary’s 
milk cow kicked over that lantern. 
If so, I’ve never noticed them. 
Still, I couldn’t help coming away 
from an otherwise pleasant meal 
with the discomforting notion 
that Americans have been dumb-
ed-down once again.

I’ve seen these things. You’ve 
seen ’em. Everybody has seen 
’em. We’ve become so immune to 
warning labels that we rarely pay 
attention—even if, in fact, there 
truly is the potential for danger.

For instance, consider those lit-
tle packets of moisture-absorbing 
crystals that come inside medicine 
bottles. The ones that say “DO 
NOT EAT.”

OK, at least that’s vaguely un-
derstandable because people are, 
in fact, consuming contents from 
the bottle.

But what about when this same 
packet shows up in a shoe box 
along with new sneakers? That 
makes about as much sense as 
a label on the shoelaces stating: 
“NOT FOR FLOSSING TEETH.”

The Plague of Nutty Instructions

I don’t know why these nutty 
warnings and admonitions bug 
me so. I realize we have become 
a nation of “sue-ers,” ready to 

pounce on the faintest hint of a 
manufacturing error. And this is 
simply the corporate cover-your-
butt response.

Still, I have to shake my head 
in mirth, if not dismay, when I 
pick up a product that is riddled 
with stupid instructions. Such as 
a box of birthday cake candles 
that clearly states, “PRODUCES 

FLAME AND HOT WAX.” You 
don’t say!

Then again, some of these lame 
instructions don’t go far enough. 
Not long ago, I bought a three-
pack of bath soap. Sure enough, 
it came with the standard rules: 
“WET BAR, LATHER, RINSE, 
REPEAT.”

That’s silly enough. But if 

somebody is so dense they have 
to be told how to use soap, why 
don’t the instructions also say, 
“REMOVE WRAPPER FIRST?”

Sam Venable is an author, en-
tertainer and columnist for the 
Knoxville (TN) News Sentinel. 
He may be reached at sam.ven-
able@outlook.com.

Sam Venable 
Department of Irony

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Viper In-Line Polishing System
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My Cat Is a 
Gangsta 

Lessons in Dating

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

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

Please note:
GlossFire-B ® is the new name for Toro-B resin polishing 

wheels for horizontal in-line machines. 
Same great product — funny new name.

It’s Not Complicated:
$54.01 is LESS THAN $59.95

 14421   Resin Snail Lock, 50 Grit $54.01 $59.95

 14422 Resin Snail Lock, 100 Grit $54.01 $59.95 

 14423 Resin Snail Lock, 200 Grit $54.01 $59.95 

 14424 Resin Snail Lock, 500 Grit $54.01 $59.95 

 14425 Resin Snail Lock, 1,000 Grit $54.01 $59.95 

 14426 Resin Snail Lock, 2,000 Grit $54.01 $59.95 

 14438 Resin Snail Lock, Buff Grit $54.01 $59.95

5  ̋Resin Snail Lock GlossFire® Polishing Wheel

*GranQuartz Website
Prices as of 5-02-2017 

GlossFire-B®

Police in Oregon issued a 
“verbal warning” to a cat 

reportedly seen armed with 
what turned out to be a gun-
shaped stick.

The Newport, Oregon Police 
Department shared a photo on 
their Facebook page of a black 
and white cat perched in a tree 
with its paw draped over a 
stick that appeared to resemble 
an automatic rifle.

Officers responded to the 
scene and were ultimately able 
to determine the cat did not 
pose any real threat.

“Reports of an armed cat this 
morning were unfounded,” po-
lice said. “The feline was con-
tacted by our canine and was 
determined to be in possession 
of a non-lethal branch.”

The officers ended the 
tongue-in-cheek post by stat-
ing the cat had been appre-
hended and charged with 
several offenses.

“The cat was given a verbal 
warning for posing with what 
could be mistaken as an assault 
rifle while wearing poor cam-
ouflage attire,” police said.

Police say a Phoenix man has 
been arrested for allegedly 

stealing a woman’s purse during 
his first date with her.

They say 38-year-old David 
Harlow met the woman on an on-
line dating site and the two talked 
for several weeks before meeting 
in person at a Phoenix resort.

During the date, the unidenti-
fied woman went to the restroom 
and asked Harlow to watch her 
belongings. When she got back, 
Harlow and her purse were re-
portedly gone.

Police say Harlow allegedly 
took the victim’s credit card to 
a casino and tried to withdraw 
money from several banks.

Harlow has been booked into 
jail on suspicion of felony theft, 
theft of a credit card and taking 
the identity of another person. 
Hopefully he’s also been banned 
from the online dating service.

“We cuss Congress, and we 
joke about ’em, but they are 
all good fellows at heart, and 
if they wasn’t in Congress, 
why, they would be doing 
something else against us 
that might be even worse.”

– Will Rogers

Shop www.braxton-bragg.com for Glossfire Polishing Wheels Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Airline Humor

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!
Spanish Courses Added 
to MIA+BSI’s Natural 
Stone University

MIA+BSI: The 
Natural Stone 
Institute has 

announced the expansion 
of Spanish course offerings 
available online through the 
Natural Stone University. 
To date, Spanish versions 
of all Safe Slab Handling 
courses and the Basics of 
OSHA Compliance course 
have been uploaded. In 
addition, 42 Spanish 
Toolbox Talks are now 
available, covering a wide 
variety of safety topics.

Funding for the trans-
lation of these materials 
was sponsored in part by 

“Great minds discuss ideas;
average minds discuss events;
small minds discuss people.”
- Eleanor Roosevelt

The news about airlines 
(and one in particu-

lar) is not so funny, lately. 
Lighten up! Here’s to the 
lighter side of flying.

Q: What’s the difference 
between a jet engine 
and a flight attendant? 
A: At the end of the 
flight the jet engine stops 
whining!

Q: What’s the difference 
between a fighter pilot 
and God?
A: God doesn’t think He’s 
a fighter pilot. 

Q: How do you know 
you’re overweight? 
A: They make you pur-
chase an extra ticket be-
fore you can board. 

Q: Why do 747s have 
humps?
A: So the pilot can sit on 
his wallet!

Laticrete. Sean Boyle, 
Senior Director, Marketing 
& Product Management 
for Laticrete commented: 
“Safety is of the utmost 
importance. Whether in 
our own factories or on the 
jobsite, anything we can 
do in order to improve the 
safety of those in construc-
tion is among our highest 
priorities. This initiative 
by MIA+BSI is one we are 
very happy to support.”

According to MIA+BSI 
Education Manager, Aaron 
Dahnke, the addition of 
these courses is crucial 
to helping the University 

reach a broader sector of 
the industry. He stated: 
“The inclusion of Spanish 
courses in the Natural Stone 
University will help us 
reach our goal of creating a 
safer and more productive 
workforce through educa-
tion for the natural stone 
industry.” 

To learn more, visit www.
naturalstoneinstitute.org/
university. 

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

“I’m going on vacation and this carry-on has 
my smartphone, my work laptop, and a ton of 
important paperwork I could do on the plane. 
How much extra for you to lose it?”

© MARK ANDERSON. www.andertoons.com

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

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


30 |  June 2017 Slippery rock Gazette

“Baseball ain’t 
like football. 

You can’t 
 make up no 
 trick plays.”
– Yogi BerraOrder 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

NTCA Names Martin Howard 
Tile Person of the Year

The National Tile Contractors 
Association’s (NTCA) pre-
sented Martin Howard of the 

David Allen Company in Raleigh, North 
Carolina with the 2016 Tile Person of 
the Year award. With more than 36 
years of experience in the construction 

Howard, President of the 
National Tile Contractors 
Association and the Executive 
Vice President of David Allen 
Company was recognized at 
the NTCA Awards Program, 
held April 6th at Coverings in 
Orlando, Fl. “Martin Howard 
has been actively involved in 
the NTCA for many years, and 
as a leader in the David Allen 
Company, he has supported 
and encouraged many of their 
employees to be involved in 
our association. He has been 
extremely generous with his 
time and his leadership on our 
board of directors and execu-
tive committee and has helped 
us to transition into a new role 
of industry leadership,” said 
NTCA Executive Director Bart 
Bettiga.

Howard serves on the NTCA 
committees for Standards and 
Methods, Training, Education, 
and Finance. He is a voting 
member of the ANSI A108 
Subcommittee for Ceramic 
Tile Installation, represents the 
association on the Tile Council 
of North America Handbook 
Committee, and has served as 
an NTCA board member for 
ten years. 

NTCA is a non-profit trade 
association serving every seg-
ment of the industry, spear-
heading education for the 
professional installation of 
ceramic tile, natural stone and 
allied products.  For more infor-
mation, please contact NTCA 
executive director Bart Bettiga 
at bart@tile-assn.com, via tele-
phone at (601) 939-2071, or 
visit www.tile-assn.com.

Martin Howard, center, President of 
the NTCA was the surprised recipient 
of the Tile Person of the Year award. 

industry, Martin is a highly regarded 
expert and consultant in the technical 
aspects of tile and stone.

 

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6812/
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 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 

Why TileSM Debuts at Coverings 2017

The tile industry has united 
in a marketing and educa-
tion initiative designed to 

inspire consumers and provide 
information on all of tile’s ben-
efits. The campaign, called Why 
TileSM, is being introduced to the 
industry here at Coverings.

Why Tile is an industry effort 
with input sought from various 
industry organizations including 
the Ceramic Tile Distributors 
Association (CTDA), the 
National Tile Contractors 
Association (NTCA), the 
Ceramic Tile Education 
Foundation (CTEF), the Tile 
Contractors Association of 
America, and the Tile Heritage 
Foundation (THF), in addition 
to manufacturers worldwide. 
Why Tile is coordinated by the 
Tile Council of North America 
(TCNA).

“We’re so pleased to give Why 
Tile a ‘friends and family’ in-
troduction here at Coverings,” 
says Eric Astrachan, Executive 
Director, TCNA. “In developing 
Why Tile, we’ve had the plea-
sure of reaffirming everything 
that’s so wonderful about tile. 
With Why Tile, we’ll be deliv-
ering this messaging to consum-
ers and to the A&D community 
as never before and in new and 
impactful ways ---  most notably, 
through the website, WhyTile.
com.”

WhyTile.com provides ex-
tensive messaging on the ben-
efits of tile, centering on four 
main tenets: Design, Easy Care, 
Healthy Spaces, and Heritage. 
The site features an Inspiration 
Gallery; downloadable Project 
Guide, schematics, and mainte-
nance tips; and a Test Your Tile 
IQ feature where users can take 
a simple 10-question quiz for a 
chance to win a prize.

“As with any website, WhyTile.
com will constantly evolve and 
provide a means for our audi-
ences to derive inspiration and 
access planning resources ---  we 
want this to be both engaging 
and a helpful tool,” says Kathy 
Meyer, Marketing Director, 
TCNA. “We’re excited to get 
out there with Why Tile, and this 
is just the beginning of what I 
know will be a long and colorful 
story.”

  

“Developing Why Tile even 
to this nascent stage has been 
very rewarding, in that it is the 
culmination of the vision of such 
a diverse group coming together 
---    including competitors, and 
folks who would normally never 
be around a table together – in a 
cooperative manner I’ve never 

seen in nearly 30 years in market-
ing and advertising,” says Julie 
Peck, Creative Director, TCNA. 
“We’re proud of the work we’ve 
done to date, and look forward 
to refining and expanding upon 
it with the further input of our 
partners and the industry as it is 
introduced here at Coverings.”

 
 The TCNA is a trade associa-

tion representing manufacturers 
of ceramic tile, tile installation 
materials, tile equipment, raw 
materials, and other tile-related 
products. Established in 1945 
as the Tile Council of America 
(TCA), it became TCNA in 
2003, reflecting its membership 
expansion to encompass all of 
North America.

“Things do not 
happen. Things are 

made to happen. 
Conformity is the 

jailer of freedom and 
the enemy of growth.” 

– John F. Kennedy

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11181/
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Buy factory direct. We ship all over the U.S.Buy factory direct. We ship all over the U.S.

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

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

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

Thassos White MarbleThassos White Marble

Ads not meeting guidelines will not 
be published. 

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

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

2017 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

July 2017 Wednesday, May 24, 2017

August 2017 Wednesday, June 2, 2017

September 2017 Wednesday, July 26, 2017

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

 • #17928199 Demo Omni Cubed Stealth Seamer, $200 
• #1812999 Demo Talon 3cm E Bevel Bits, Position 1, $49 

• 17920199 Demo Omni Cubed VCA Seam Setter, 6˝ cups, $495 
• #922399 Slightly used Abaco 75 Pro Series Lifter, $375

• #9235099 Slightly used Abaco 50 Pro Series Slab Lifter, $315
• #378499 Demo Stone Pro Hydraulic Beaver, Like new, $2,223

• #510499 Demo Edgemate 100 with 12 foot rail, $4,500

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

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

•132 TON SPLITTING FORCE   

• 25.2” BLADE LENGTH and   

 17.72” SPLITTING HEIGHT

•15 KW PUMP UPGRADE   
 PRODUCING BLADE SPEEDS of;

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

•TESTED and PRESSURES SET   
 PRIOR TO SHIPMENT

IGLOO 120 
640 X 450 

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

List it Free www.slipperyrockgazette.net

Stone Care Program for stone fab-
ricators that purchase their supplies 
directly from us. It is easy to sign up 
and we do all of the work for you! 
All you have to do is let us know that 
you’re interested in becoming a par-
ticipant in this program and we will 
print for you custom postcards and 
brochures to hand out to your clients 
and prospective customers interested 
in your countertop services.
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.

For Sale

FOR SALE: 48˝ Hensel/Burkhardt 
Bridge Saw 567/105P 2004 - 5 axis 
CNC; 25,381 operating hours; always 
in heated building; equipped with STi3 
- 2010 software for profiling/milling; 
comes with 12 blades; asking $79,900. 
Buyer disassemble at Cheyenne, WY 
location; Overhead crane in place for 
loading. Call Eldon Strid at 307-631-
1998 or email: mail@stridmarble.com 

___________

FOR SALE: 2000 Park Industries 
Pro Edge III Basically brand new. 
Recently new C arm with bearings, 
spindle, multi-function proportional 
valve dual driver unit and water power 
valve unit. Machine is under power 
and available for viewing. Price is 
as is/where is, no warranties, bank 
letter of credit needed prior to discon-
necting power. We will load on flat 
bed truck, purchaser responsible for 
shipping. ALL tools, accessories and 
accessories from another Pro Edge III 
included. $19,500.00 or offers accept-
ed. Call Rob, 248-477-8848 or email 
rob@worldstone.cc

___________

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.

_____________

Business Opportunities

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

Stone Care

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

MAKE BIG MONEY, VERY 
GOOD RESTORATION 20+ year, 
very well established team within 
firm....for sale to the best offer asap 
from an MIA member now retiring to 
travel, spend more time with family 
and friends, and try to complete his 
“bucket list.” Profitable - backed by 
years of tax returns. Great SEO and 
database of 9,000 + very well trained 
and loyal team of restoration employ-
ees. Grow your company or build on 
this business. Email: mike.sungloss@
gmail.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Order online or call 1-800-575-4401 before 
5:45 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”  $61.39

	 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”	 $129.61

 19406 KDrill CNC Core Bit, 3” $164.74

NEW!NEW!

Actual KDrill 
 Core Bit used by 
Stone Spectrum

KDrill Blind Hole Core Bits

Did You Miss Me?

A dog that escaped from a 
Virginia animal hospital after 

opening several doors has been 
found and reunited with his owner.

Travis Campbell tells news out-
lets that his family was boarding 
their 10-year-old Great Pyrenees 
named General at the Aquia-
Garrisonville Animal Hospital in 
Stafford, Virginia while they vaca-
tioned in Virginia Beach when the 
dog decided he missed his humans 

and escaped the clinic early one 
Monday.

Surveillance video shows the 

124-pound dog unlatching the door 
to his kennel and opening a second 
door before wandering down a hall-
way. Footage then shows General 
using his mouth to open another 
door.

The dog was next caught on cam-
era in an office area, before open-
ing yet another door leading to a 
parking lot behind the building, 
and simply walking out. Campbell 
says General was eventually located 
after being found at a home nearby.

“There are 1011 stars in the galaxy. 
That used to be a huge number. 
But it’s only a hundred billion. It’s 
less than the national deficit! We 
used to call them astronomical 
numbers. Now we should call  
them ‘economical numbers.’ ”

– Richard Feynman

© MARK ANDERSON. www.andertoons.com

© MARK ANDERSON. www.andertoons.com

“How was your vacation? While you were gone we 
messed up some of your work, ignored the rest, and 

left it all in a pile on your desk. Welcome back!”

“Are we done bonding yet? ’Cause I 
brought my Pokemon Go.”

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/
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Stone Restoration and 
Maintenance Corner
100-year-Old Floor Restoration

Continued from page 17 The client initially asked 
for a “period” honed fin-
ished, but they relented 
after I demonstrated 
the effect of a complete 
repolishing.

project as it tends to per-
form well on both white 
and black marble. Majestic 
5X or Marble Polishing 
Compound may well have 
worked just fine, too. So all 
of the edges were polished 
first with the hand tool and 
then the main floor was 
polished with the floor ma-
chine, overlapping to blend. 
The XXX Shine did the 
job perfectly and the floor 
shined like the top of the 
Chrysler building!  

Of course, no project is 
complete until an easy-
to-follow maintenance 
program is given to the 
homeowner, complete 
with product and specific 
instructions. In this case, 
Majestic No-Rinse Neutral 
Cleaner was prescribed.

Both the GC and the 
homeowner were very 
pleased, and that is, of 
course, the main objective. 
When you attain this goal, 
it generally equates to pay-
ment in full.

Most every project has 
some issues. Black or dark 
marble around the borders 
can most assuredly add 
complications. So I can-
not stress enough: always 
try to submit a test area to 
confirm both the results 
and procedure before gen-
eral application, and please 
consult your distributor for 
direction, product recom-
mendations, and technical 
support.  

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

This was extremely te-
dious and time-consuming 
to do correctly, but the re-
sults were exactly what the 
doctor ordered. 

So ultimately, honing of 
the main floor started with 
220 grit TX Triple Thick 
diamond discs under the 
marble machine, after the 
220 grit diamond hand pad 
had been applied around 
the border edges. I nor-
mally use five of each grit, 
but some prefer six. This is 
a personal preference and 
also has to do with the stone 
and the application. Once 
the floor looked consistent 
and after each additional 
edge step, the TX 400 grit 
discs were used, and then fi-
nally finished using 800 grit 
TX discs. 

A small amount of 
Majestic Stone Soap was 
added to the solution tank to 
help increase diamond life, 
help condition the stone for 
better color, and it also help 
with slurry removal. Pro 

Tip: I always suggest keep-
ing some Stone Soap in the 
solution tank when grind-
ing, honing, and polishing. 

At this point, the floor 
looked OK, but just didn’t 
have that overall histori-
cal appearance factor the 
homeowner desired. PLP 
diamond impregnated pads 
in both 800 grit and 1500 
grit were tried to help with 
both color and gloss lev-
els, which helped a little, 
but certainly was no slam-
dunk. It was at this point 
the honed floor idea was 
thankfully abandoned. So 
in the end, a polished look 
was agreed upon to deliver 
that perfect touch.  

The Majestic XXX Shine 
premium polishing powder 
with a natural (hog hair) 
pad was chosen for this 

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

Makita®  5˝ Grinder 
Variable Speed

FRESH 

MAKITAS!

Best Products, Lowest Prices, 
Better Service

Makita®  4˝ Wet Polisher 
Variable Speed

Get ‘Em

While They’re

Hot!

Makita Truckload

 Item # Description MSRP OUR Price

 9375 Makita®	5˝	Grinder,	9565CV	 $282.95 $149.98 

 9001 Makita®	4˝	Wet	Polisher,	PW5001C	 $568.95 $329.95

“Never tell the truth 
to people who are 
not worthy of it.”
– Mark Twain

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

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

Braxton-Bragg Slashes CNC Prices—AGAIN!

Braxton-Bragg 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.

NOTE: For individual position pricing, call 800-575-4401 or visit 
www.Braxton-Bragg.com/ViperCNC

All in stock with IMMEDIATE Delivery!

Call Daryl Sims at 
 877-493-0394 

 if you are ready to improve 
your CNC tooling performance.

WHY PAY
OUTRAGEOUS
PRICES?

•Pos. 1: Segmented •Pos. 2-4: Sintered •Pos. 5: Metal pre-polish •Pos. 6-7: Long life ceramic polish

 CNC Tool Shape  

 A-30 R15   $4,105.00 $1,849.95      $1,064.84

 A-30 R5   $3,750.00 $2,017.95   $968.01

 B-30 R30   $4,509.00 $2,311.95      $1,626.00

 E-30   $3,864.00 $2,099.95      $1,109.54

 FG-30   $5,490.00 $3,348.95      $1,810.00

 FZ-30   $4,452.00 $2,555.95      $1,315.65

 T-20 R3   	$2,784.00 $1,617.95      $1,530.00

 T-30 R3   $3,024.00 $2,008.95      $1,854.17

 T-30 R6   $3,776.00 $2,008.95      $1,864.00

 V-30 R15   	$4,567.00 $2,515.95      $1,882.00

 Z-30   $3,795.00 $2,071.95      $1,098.32

Complete 
Set

Complete 
Set

Complete 
Set

Radius

Demi 
Bullnose

Bevel

Radius

Ogee	
Bullnose

Ogee	
Straight

Double 
Eased

Double 
Eased

Double 
Eased

Full 
Bullnose

Straight

Compare 

at...
Was...

Now...

SAME GREAT 

PRODUCT! 

 NEW LOW PRICE! 

 WHAT’S NOT 

 TO LIKE?

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

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


36 |  June 2017 Slippery rock Gazette

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

 55095 Hercules® Router Edge Profiling Machine, Single Speed $3,448.95 $1,995.00
  with Hydroplaning System

  F.O.B. Knoxville, TN

Now That’s 
Cravin’

First It’s Bedbugs – Now It’s Snakes?

A member of housekeeping 
staff at a Massachusetts 

hotel got a slithery surprise while 
cleaning a room — a guest left 
a 5-foot ball python in a dresser 
drawer.

The Telegram & Gazette re-
ports that staff at the Marriott 
Residence Inn in Worcester, 
Massachusetts, discovered the 

snake and called animal control. 
Animal control took the snake to a 
pet supply store.

Rod Dzivasen, general manager 
of Central Massachusetts Aquatics 
said the snake looked to have been 
well cared for and didn’t present a 
danger.

“They’re usually pretty docile. 
Why on earth they had him in a 
hotel room is beyond me.”

Officials don’t think the snake 
was in the room for long. Police 
say the person renting the room 
and believed to be the snake’s 
owner had checked out the 
prior day. It is thought the guest 
probably abandoned the snake. 
It’s unlikely anyone will be 
charged, and it is not known if 
the snake will be returned. 

Ball python snakes are not 
poisonous or aggressive, mak-
ing them a popular reptilian pet.

Ball Pythons are native to Africa, 
but are easily obtained from pet 
stores and snake breeders. They 
can thrive in captivity, but don’t 
take them on vacation with you!

Have you seen those 
billboards with the 

McDonald’s Cravin’ adver-
tising campaign? Seems like 
it works. A craving for a 
McDonald’s cheeseburger ap-
parently prompted an 8-year-
old Ohio boy to take his 
4-year-old sister for a ride in 
his dad’s van, which he learned 
to drive – wait for it – from the 
internet.

East Palestine, Ohio,  police 
Officer Jacob Koehler tells 
WJW-TV in Cleveland the fa-
ther went to bed that Sunday, 
and the mother fell asleep while 
sitting on the couch with the 
kids. Opportunity knocked, and 
the boy answered.

Koehler says witnesses saw 
the boy driving and called po-
lice in the city, which is lo-
cated about 90 miles southeast 
of Cleveland. He says the boy 
drove about a mile to the restau-
rant, through intersections and 
over railroad tracks, without 
mishap.

Witnesses say the boy ap-
peared to obey traffic laws, and 
in fact, did a pretty good job… 
for an 8-year old who learned 
to drive by watching YouTube 
videos. That’s right, that is what 
he told Officer Koehler.

No charges have been filed.

“ For the anointed 
(i.e. liberals), traditions 
are likely to be seen as 
the dead hand of the 

past, relics of a less 
 enlightened age, and 

not as the distilled  
experience of millions 

who faced similar 
human vicissitudes 

before.”

— Thomas Sowell

NEW &

IMPROVED
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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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Brad Mobley, Indiana Limestone Fabricators: “We’ve had our Wilson 
Rip Saw for five or six years. When it comes to support, they’ll pick 
up the phone and answer everything you need to know.” At the time 
of this story, Ray and Matt Wilson were out on the road doing installs.

Wilson offers the COMES production line machinery to process slabs 
for distribution within the stone industry, including surface polishing, 
coloring (if desired) and slab reinforcement for exotic stones.

Continued from page 26

Wilson 
Industrial

Matt: “There really isn’t recog-
nition that trickles down to us to 
say what our equipment has done. 
I can tell you that Old Quebec 
City, the original town, was sur-
rounded by fortification when it 
was built. It’s the closest thing to 
visiting old-world Europe without 
having to leave North America. 
It’s still there and they keep it 
up, and Parks Canada uses our 
saw for any stone that needs to be 
replaced on the walls. Honestly, 
our customer patronage and 
their word of mouth is an award 
enough” (both laughing). 

What Their Customers Say
“Ray, Matt and Melissa build 

a dependable, well built saw,” 
now explained Brad Mobley of 
Indiana Limestone Fabricators, 
Spencer, Indiana. “We’ve re-
cently purchased their joint saw 
and have had their rip saw for 
five or six years now. They are 
great machinery builders and 
when it comes to support, they’ll 
pick up the phone and answer ev-
erything you need to know. They 
are an absolute pleasure to work 
with. When you deal with a fam-
ily-owned business that actually 
takes pride in their work, the value 
you get from that is priceless and 
not comparable to anyone else, 
in my personal opinion. They are 
fantastic! I can’t say enough good 
things about them.” 

Mark Hill of Hillcrest Granite 
Company, Elberton, Georgia: 
“Ray Wilson is a really smart guy. 
My dad was dealing with him 35 
years ago, but these days I’m 
dealing with Matt and Melissa a 
lot, so it really is a generational 

business here in Elberton. Melissa 
and Matt are also very smart, and 
they have a good crew over there. 
They know about stone and know 
what the machines need to do, 
and when it comes to problems, 
they’ve seen them a hundred-fold. 
Our business is monumental, and 
they are constantly improving 

machines to produce faster with 
more durability. 

“We’ve probably got 30 to 35 
of their saws and polishing ma-
chines, probably more than that, 
and I can’t say enough good 
things about them. They are con-
stantly improving these machines 
by putting new features on them 
to speed things up. On our block 
saws, specifically, they saw 24 
hours a day seven days a week, 
and they really do that! 

“Their polishing machines run 
really well, too. We do a lot of 
custom projects, and when we 
tell them what we need to do, 
they build us a machine to do 
it. I’ve looked at a lot of foreign 
machines and owned a few, but 
the drawback with that is you’ve 
got to wait on parts and help 
from overseas. Their service is 
not like the Wilson’s. I’m con-
stantly weighing the plusses and 
minuses, and Wilson Industrial 
Electric has them beat including 
prices. They can build you a ma-
chine that does the same thing for 
half the money.”   

A Precision 
 Machined Future

Matt concludes: “We are be-
ginning to develop servo drives 
which, of course, lend them-
selves to CNC. We are starting 
slow in this direction because that 
market is so dominated by the 
Europeans, and we need to know 
that we can compete and get mar-
ket share before we jump in with 
both feet. Right now we stay so 
busy with the machines that we 
build, that we are at the limits 
of our capacity, and at that next 
step in business where it’s time 
to make a leap again. It’s kind of 
funny; I thought we were at that 
point years ago and only had to 
do that once. Evidently, life now 
is all about being digital and not 
analog. 

“This is another thing about 
our technology that I express to 
our customers. We don’t have 
the latest and greatest thing, and 
I don’t want the latest and great-
est thing. We usually lag three to 
five years behind the latest tech-
nology. Reason being — if it’s 

not proven — I don’t want it on 
my machine. We’ve gotten bit by 
doing that before and then had a 
lot of problems, and I’m not going 
to jump back into that pool again. 
So we let the technology prove it-
self, and that makes our machines 
three to four times more reliable. 
We are, however, looking into 
getting our feet wet developing 
a contour wire saw that you can 
load in a picture of whatever you 
want and it will cut it out. We’ve 
gotten a lot of interest in that, so 
we are doing the ground work to 
create a machine that will per-
form to expectation. We are also 
looking to expand into the tile 
manufacturing market, where 
companies are doing hundreds of 
slabs per day. 

“So we want to grow, grow, 
grow! We’ve expanded our pro-
ductions facility and looking to 
expand our warehouse, office 
spaces and our service and repair 
spaces. One thing that’s helped 
us out over the years is being so 
diversified. Being able to do ser-
vice as well as OEM (original 
equipment manufacturer) has left 
us real flexible during hard times. 
We faired a lot better than a lot 
of companies, because we didn’t 
put all our eggs in one basket. 
We want to continue that trend. I 
would rather grow in a round way 
versus one direction. It’s a little 
more aggravating in the short 
term, but a much more secure 
way to grow long term. To me, 
this is my legacy and what I want 
to leave.” 

Wilson Industrial Electric 
Incorporated is a member of 
the Marble Institute of America 
(MIA) and the Elberton Granite 
Association. Shows regularly at-
tended include the International 
Surface Event, Coverings, and 
the new Stonex show in Toronto, 
Canada this summer.

For more information about 
Wilson Industrial Electric 
Incorporated and the addi-
tional products they represent, 
go to www.wilsonsaws.com 
and browse their PRODUCTS/
SOLUTIONS section

Six foot Wilson wire saw installed at Anderson Brothers in 
Wausau, Wisconsin, working its way through a granite block.

Slab Surface Coloring: Resin line for granite coloring and surface 
defect elimination

3 Different Features

Slab Reinforcement: Resin line for sensitive materials that 
need structural reinforcement with or without fiberglass net.

Slab Surface Coloring: Resin line for granite coloring and surface 
defect elimination.

Surface Fine Treatment : Polishing line with infrared and ultraviolet ovens.

“Integrity is doing the right thing. 
 Even when no one is watching.”
–C.S. Lewis

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

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

Announcing the Stone Pro 
SR2 Vacuum Support Rail System

MADE IN THE USA

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

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

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

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

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

SR2 Retro Fit 
Rechargeable Cup

No More

Twist and Shout!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

NOW
WITH

RECHARGEABLE

BATTERY

 Item # Description OUR Price 

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

Please turn to page 40

Continued from page 1

Innovative Brace Setter 
Solves a Time- 
Consuming Task

They started developing 
specialized tools just for 
stone fabricators, but they 
keep their own fabrication 
business going, too. This 
helps the Ioccos stay in 
touch with the industry.

A Good Idea
Matthew said that bracing 

floating countertops with the 
I-Brace system is important 
for safety and peace of mind.

“In our occupation, cus-
tomers want cantilevered 
overhangs with seating un-
derneath,” he said. “They 
don’t want to have their 
knees hitting corbels for sup-
porting the stone. Corbels 
can be very decorative but 
very impractical for knee 
clearance, and this is where 
the I-Brace system excels. 

say it is OK to overhang 
the stone up to so many 
inches without support, and 
for some stone this may be 
acceptable, but for some of 
the stone that I have had 
the first-hand opportunity 
of cutting – stone that has 
fissures and cracks filled 
with resin and held together 
with fiberglass mesh – 
these kinds of stone create 
a very dangerous situation, 
especially when I think of 
a homeowner standing on 
the edge of the cantilevered 
countertop to change a light 
bulb. Granite countertop 

“We see different types 
of situations out there like 
pony walls or half walls and 
breakfast bars. If a customer 
wants to place a 20-inch 
stone on that kind of wall, 
a six-inch shelf just doesn’t 
work. That’s when this kind 
of bracing works well.

“There are organizations 
and quarries out there that 

owners might say they 
would never do such a 
thing, but they do.”

August continued, “The 
Brace Setter is measurement 
friendly. There is no think-
ing involved. Everything is 
pre-set within the unit itself. 
Say you have a crew that’s 
not as skilled as you would 
like them to be. You hand 

The Ioccos have designed an adjustable-depth model  
to cut 3/16, 1/4, and 3/8-inch deep slots for I-Braces.

them the Brace Setter, and 
it does the job for them.

“In our industry, a mis-
take is a very costly be-
cause a slab of granite can 
be quite expensive. I’ve 
felt the pain of breakage, 
like many a fabricator. That 
kind of mistake is devastat-
ing because you put a lot of 
work into it. After you go 
through all of this, all of a 
sudden you break a top and 
you have to do it all over 
again. Not only have you 
lost the top, you’ve lost all 
the fabrication and installa-
tion time.”

Two Systems That 
Work Great Together
According to August, he 

and Matthew knew they 
would “have a winner” 
on their hands if they de-
signed the Brace Setter 
to be compatible with the 
I-Brace system available at 
Braxton-Bragg.

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

“Braxton-Bragg was the 
first supplier to have a com-
mercially-made brace sys-
tem (the I-Brace) readily 
available for the fabricator,” 
said August. “Before, we 
had seen a similar concept, 
but you would have to go to 
the steel fabrication shop, 
tell them the size needed, 
and wait forever to get it. 
Braxton-Bragg has various 
I-Brace sizes in stock, mak-
ing it very convenient for us. 

“It’s just a phone call, and 
one day later we have the 
braces without having to tell 
the customer to wait.”

The Brace Setter attaches 
easily to a 5/8 x 11 angle 
grinder with a recommended 
power rating of eight amps 
or greater. It has two cutting 
blades, each one with 18 
teeth, totaling 36 long-last-
ing tungsten carbide teeth.   
Fabricators for Fabricators 
has a three-blade adjustable 
model coming soon that will 
cut from zero to 3/8 of an 
inch deep.

“You can cut a groove 
through a 2 x 4 in seconds,” 
Matthew said. “Before, 
it would take a long time 
cutting the slots, especially 
if you ran into a knot hole 
or two. With 36 tungsten 
carbide teeth, you can cut 
through hardwood, soft-
wood, laminates and com-
posites with ease – and 
even the occasional nail or 
staple.”

August added, “We don’t 
recommend  you cut nails 
with the tool, but if there’s 
one hiding inside the wood, 
it will handle it; just use 
common sense and steer 
clear of these hazards. 

“Before, when we would 
use power saws with mul-
tiple cuts or hammer and 
chisels, there was always a 
high or low spot. With the 
brace setter it cuts a perfect, 
precision groove every time, 
allowing the brace to lay 
perfectly flat in the pocket.”

“The time that it saves is 
incredible,” Matthew said.

The installer simply tem-
porarily attaches a brace 

Brace Setter Solves a 
Time-Consuming Task

Operation is simple, as shown 
below: adjusting the depth of 
the Brace Setter to the thick-
ness of the I-Brace for setting 
up a perfect cut.

The Brace Setter cuts effortlessly through knot holes 
and even nails, which are commonly encountered when 
renovating  kitchens where framing is already in place.

to use as a guide, then cuts 
along the right side of the 
brace for best accuracy. 
Since the I-Brace is 2.5 
inches wide and comes in 
thicknesses of 3/16 and 1/4 

inches, the Ioccos designed 
the Brace Setter to cut a 
groove 2-9/16 inches wide, 
by the appropriate depth.

Continued from page 39

Please turn to page 42

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

VIDEO
ON OUR WEBSITE!

 Item  # Description MSRP OUR Price
17867 Viper® 3-Step Granite Wet/Dry Polishing Pad, 4˝, Step 1 $38.95  $25.95

17868 Viper® 3-Step Granite Wet/Dry Polishing Pad, 4˝, Step 2 $38.95  $25.95

17869 Viper ® 3-Step Granite Wet/Dry Polishing Pad, 4˝, Step 3 $38.95  $25.95

Go to www.braxton-bragg.com/viper3step

Most polishing systems have six, seven, or 
eight steps. That’s a lot of steps… and a lot of 
labor. Viper ® along with Braxton-Bragg has 
announced a breakthrough technology: the 
Viper ® 3-Step System. 

Easy-to-Use
This easy-to-use system comes in either a wet 

pad or a dry pad option. The Viper ® system 
cuts polishing time by 50% while achieving 
the superior polish that Viper ® is known for. 
When we asked the manufacturer how this 
was possible, we were told that this was a secret 
process developed in Asia. 

One-of-a-Kind 
Basically, the one-of-a-kind pad design allows 

the fabricator to “skip steps.” Now, normally, 
skipping steps results in scratches too deep to 

be polished out. However, Viper ® has intro-
duced new technology that overcomes this 
limitation.

Better Design=Better Product 
The changes required to achieve a 3-step 

process include:
• These pads are made with the highest qual-

ity diamonds. The diamonds have multiple 
angles and a “polycrystalized” internal shape. 
The diamonds are easily broken during polish-
ing to continuously expose new angles.

• Diamond concentration is 60% of the pad 
weight. This is the highest diamond concen-
tration possible with current technology.

• Bond strength has been increased to hold 
the higher diamond concentration to insure 
that the diamonds are fully used in the polish-
ing process.

Industry Leading Guarantee
Go ahead and give the Viper ® Professional 

3-Step System a try today and rest assured 
you’ll be backed by our industry leading “Bet-
ter! Faster! Cheaper!” guarantee.

Call 1-800-575-4401 today to order your 
Viper ® 3-Step System.

This ORIGINAL 3-Step 
Dry System is still the 
ONLY one that works!

“The Viper 3-Step Pads are the 
best I’ve used...Saves us 60% of 

polishing time and lasts twice as 
long as the previous pads.” 

– Tim Zeng, 
Granite Installation Specialists

Achieve a perfect polish 
on the job site!

No Water Required! 

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 

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8442,8465,9350/
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fraction of the time it took 
before. And August said 
that’s important. With a 
kitchen remodel, so many 
professionals are involved, 
from plumbers to electri-
cians to plasterers, that the 
countertop installer is often 
the last one in.

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

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

Getting to Know Your 
White Stones

“We tested many concepts, 
from power planers to enlarged 
router bits, and then had a blade 
designed to cut the right groove,” 
said August. “It took two years. 
The blade design was tricky be-
cause you could use an aggressive 
blade that would cut faster, but it 
would splinter the material, so we 
used a combination of tungsten 
carbide teeth that would last long, 
but cut smooth.”

Professional Results Leave 
Lasting Impressions

With the Brace Setter, a coun-
tertop fabricator can be in and 
out of a customer’s kitchen in a 

Innovative Brace Setter Solves 
a Time-Consuming Task

Continued from page 40

White kitchens and bath-
rooms are perpetually 
popular. White coun-

tertops brighten your workspace, 
add cheer to a room, and coop-
erate with any color palette or 
design style. No wonder white 
stones are constantly in demand.

Geologically speaking, pure 
white rocks are rare. While there 
are many white minerals, such as 
quartz, feldspar, and calcite, they 
don’t always assemble themselves 
into a perfectly white rock. That 
said, there are plenty of mostly 
white or nearly white stones that 
offer possibilities for bringing 
texture and geologic interest to 
your white countertop.

 

August Iocco testing 
the Brace Setter with 
multiple cuts at the 
test center.

Karin Kirk
Geologist

Marble
A timeless white marble is what 

many of us envision when we 
imagine a serene white kitchen 
or bath. Beautiful marbles have 
been in use for centuries, and with 
good reason. They are gorgeous 
and they never go out of style.

White marbles are usually 
swirled with darker colors. These 
veins are remnants of thin lay-
ers of clay within the original 
limestone, which have been 
transformed into flowing pat-
terns as the rock was heated and 
compressed.   

Yule marble, quarried in 
Colorado, was used in the 

Jefferson Memorial.

Please turn to page 44  

“The customer doesn’t want 
their kitchen torn up for any 
length of time,” said August. “At 
first, they’re enjoying going out 
to eat, but after the first week it 
gets old. They want their kitchen 
back, and speed is of the essence. 
Getting in and out quickly and 
without incident leaves a good 
impression. That’s where a tool 
like the Brace Setter comes in 
handy.”

The Brace Setter is only avail-
able through Braxton-Bragg. To 
see the Brace Setter in action, 
visit www.braxton-bragg.com/ 
bracesetter, or search YouTube.
com for “Brace Setter.”

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 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˝.

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 

WARNING: The Original I-Brace is ONLY Available 
from Braxton-Bragg

IT was bound to happen. Success breeds knock-offs! Hard 
work and creative thought is needed to create a product—
not so much to make a look-alike copy. 

But—as we know, not all copies are as good as the original!

The Original I-Brace has been real-world tested in thousands of 
kitchens. The design was analyzed, refined, computer modeled, 
and tested by highly trained university engineers. It is made in 
America with American steel by a billion dollar company. The 
Original I-Brace is protected with a three step anti-corrosion enam-
eling process to prevent rust and possible staining of the granite. 
There are no sharp edges to catch on clothing or harm toddlers. 
 

The Original I-Brace is exclusively available at Braxton-Bragg. 

By the way, don’t assume that a knock-off is cheaper! At Braxton-Bragg you 
always get the best for less!

Don’t risk your reputation on a copy! Get the Original I-Brace at 
 Braxton-Bragg today. Gain peace of mind and the satisfaction of 
knowing that you won’t have a call back. 

You’ll be glad you did.

The other suppliers are selling knock-offs!

Three I-Braces were used to support this 30˝ × 96˝ island install.

I recently purchased several 15-inch I-Braces to 
support the granite overhang on my kitchen island. 
They worked absolutely perfect! I weigh 250 lbs and 
was able to hang from them to demonstrate how   
strong they are  (although I don’t recommend any  
one doing that).  For $15.00 each, they were a steal. 
    Corbels are a thing of the past!
      – Thanks!  
     Stephen Waldeck  

A Massachusetts man has a 
ready answer when asked 

for his two cents’ worth: He 
presents a check he got from the 
government.

Bruce Rideout, of Lynn, 
Massachusetts, tells The Daily 
Item he got the 2-cent check from 

the U.S. Treasury Department a 
couple of days ago and has been 
carrying it around and showing 
his friends ever since.

He’s not sure why he got the 
check and doesn’t plan on asking.

The 79-year-old Air Force vet-
eran and Lynn, Massachusetts, 
Water and Sewer Commission 

retiree had already received his in-
come tax refund and his monthly 
pension.

He’s not going to cash the 
check. He has already visited 
a store to have a custom frame 
made. The cost?  More than $82.

But that’s good value for pre-
serving a priceless testament that 
shows our tax dollars at work, and 
how much the government cares.

Man Gets a Puzzling 2-Cent 
Check from the Government

Conditioned  
Response
Continued from page 23

Prepare yourself, it’s not a 
popular concept these days be-
cause it requires…

Humility.
The response is simply and 

humbly asking three questions 
about the failed task or mistake.  
They form the foundation of ef-
fective leadership, management, 
and delegation.

1. Did I as the owner fail to 
make it clear “who” was respon-
sible for performing this task?  
Very often failed tasks and mis-
takes are the result of confusion 
as to who was actually responsi-
ble doing the work.  If so, make 
it clear.

2.  Did I fail to provide suf-
ficient guidelines and clear-cut 
standards for the task in ques-
tion?  If the employee wasn’t 
told “when,” it’s likely it will 
be late.  If so, provide the mea-
surable standards, in timing and 
tolerances.

3. Did I fail to provide re-
sources necessary to accomplish 
the task?  These can be step-by-
step instructions, information, 
and even adequate time to per-
form a job.  If so, make sure they 
have the resource from now on.

You see, employees are human 
beings just like you and me.  And 
99 percent of them want to “do 
things right,” and go home at the 
end of the day knowing that they 
did a good job and contributed to 
the success of the team.

The problem for so many is 
that they can’t, because the boss 
has failed to make it clear who is 
responsible, provide guidelines 
and standards, and/or provide 
the necessary resources!

So if that boss is you, renew 
your mind and develop a con-
ditioned response that assumes 
responsibility for asking these 
questions and acting accordingly 
when the next (and the next and 
the next) failure or mistake 
occurs.

Comments? Contact the au-
thor at  aaron@crowleysgranite.
com .

“A lie will go round 
the world while 

truth is pulling its 
boots on.”

– Charles Haddon 
Spurgeon

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the original I-Brace
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Getting to Know Your White Stones

Why pay $66.25 for Ager at GranQuartz? 

Save $16.30 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 

This metamorphic process 
squeezes and stretches the rock, 
producing the wavy move-
ment that characterizes marble 
and makes us swoon over it. 
Meanwhile, the original limestone 
recrystallizes into marble, making 
it less porous and more dense.

The colors of the veins offer 
styling cues that can compliment 
a kitchen or bathroom design. The 
caramel hues of Calacatta Gold 
pair well with warm wood tones. 
Marbles with cool grey veining, 
such as Montclair Danby, are a 

Continued from page 42 good match for contemporary 
accents like nickel or stainless 
fixtures. Some marbles have a 
green hue, caused by the mineral 
serpentine.

In rare circumstances, geo-
logic conditions lead to an ex-
ceptionally pure limestone with 
no clay or sand mixed in. If a 
pure limestone undergoes meta-
morphism, a pure white marble 
is produced. One example is the 
Yule Marble quarried in Marble, 
Colorado, which is 99.5 percent 
pure calcite. This stone was used 
to build the Jefferson Memorial in 
Washington, D.C. . Thassos mar-
ble is another example of a pure 
white stone that offers a sleek, 
uncluttered aesthetic.

A marble breccia adds a dra-
matic flair to a classic look. 
Breccia is a geologic term for a 
rock that is composed of angu-
lar fragments. These rocks were 
subjected to folding and shearing 
stresses that caused the original 
limestone to fracture. Mineral-
rich groundwater glued the frag-
ments back together while also 
lending some color contrast to the 

rock. Rest assured that a breccia is 
not weakened because it was once 
broken into pieces. The pieces 
have been bonded back together 
at great depths in the Earth’s crust 
and have been perfectly intact for 
tens of millions of years or more. 
The stone is just as solid as any 
other.

Super White is an example of a 
dolomitic marble breccia. It has 
subtle colors, but a dynamic tex-
ture. Perfect for making a state-
ment without overwhelming your 
design.

All marble shares similar prop-
erties. Most marble resists stain-
ing, particularly when sealed. 
Marble is around 3.5 on Mohs 
hardness scale, meaning it’s 
softer than knives and cookware. 
Perhaps the Achilles’ heel of mar-
ble is its tendency to etch when 
exposed to acids like lemon juice 
or vinegar. Many people consider 
marble to be a “living surface” 
that develops patina and character 
with use. On the other hand, some 
of us prefer a stone that won’t 
show any wear.

Quartzite
Many homeowners face a di-

lemma as they pine for the clas-
sic beauty of marble but worry 
about its maintenance in a house-
hold with small children or a 
less-than-cooperative spouse. 
This is precisely why quartzite 
has become a superstar of natural 
stone. Quartzite shares the light 
coloration and the soft pattern of 
marble, but it contains entirely dif-
ferent minerals. Genuine quartzite 
is made of quartz, which is 7 on 
Mohs scale and will not etch from 
typical acids you’d use in your 
kitchen. Sounds perfect, right? 
The downside is the price. You 

can expect to pay more for quartz-
ite for a few reasons. Quartzite is 
not as abundant as marble and it 
is considerably more difficult to 
fabricate. Quartzite’s hardness 
and density can be a challenge for 
cutting tools, so be sure your fab-
ricator has experience with real 
quartzite.

With its best-of-both-worlds 
abilities, quartzite is in high de-
mand. However, some stones that 
are labeled as quartzite are actu-
ally marble. To further confound 
the issue, the unfortunate term of 
“soft quartzite” has emerged to try 
to account for so-called quartzites 
that don’t have the properties of 
real quartzite. This mystery can 
be easily solved by doing a few 
diagnostic tests on the stone. (See 
Quartzite hardness chart, page 45.)

Like marble, quartzite colors 
can be warm like Taj Mahal, or 
cool like White Macaubus. For 
that matter quartzite can tinged 
with vivid blue, orange, or green.

White Macaubus quartzite. 
Photo courtesy of Stoneshop.

“Whatever is begun in 
anger ends in shame.”

— Benjamin Franklin

The caramel hues in 
Calacatta Gold’s veining  pairs 

well with wood tones.

Please turn to page 45  
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Continued from page 44

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

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

BEST-SELLING 
BRIDGE SAW BLADE

FEATURING 

ARRAY  
TECHNOLOGY

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

– Mike Weldon, 
 Stone Fuzion

20mm Segment and 
Array Diamond Technology

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

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

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

 Item # Description MSRP OUR Price 

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

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

20mm!
Segments

 
Granulite

Granulite is a geologic 
name for a class of met-
amorphic rocks formed 
under particularly high tem-
peratures. The rock became 
chemically altered, but it did 
not completely melt. In the 
parlance of the decorative 
stone industry, these stones 
would simply be called 
granite. But it’s more fun 
to use their real name so 
you can sound extra smart 
while cruising the aisles of 
the slab yard. Popular exam-
ples of granulite are River 
White, Colonial White, or 
Bianco Romano.

Many granulites are white 
to light grey or light cream 
color. They are made mostly 
of feldspar and quartz, with 

has the same hardness as 
other granites, around 6 on 
Mohs hardness scale.

Granulites are an excel-
lent choice for a durable, 
trouble-free stone that 
won’t break the bank. They 
have just enough movement 
and personality to be inter-
esting, but their light, even 
coloration allows them to 
play well with other colors 
or patterns.

some cases, a single mineral 
crystal can be several feet 
long. The porcelain-white 
crystals are feldspar, while 
the light grey ones are 
quartz. Rectangular-shaped, 
black minerals are horn-
blende. These are the same 
minerals that are in normal 
granite, only supersized!

If you want something 
with a little less drama, 
consider a pegmatite with 
crystals that are large, but 
not huge, such as Mystic 
Spring, Alaska White, or 
Delicatus. These stones are 
predominantly white, but 
they have some pattern and 
movement in them too. (See 
the May Slippery Rock for 
more about the geology of 
pegmatites in A Moment in 
Time: Telling the Stories in 
Natural Stone.)

Whether you’re drawn to 
a strongly patterned peg-
matite or a demure marble, 
you’ve got many possibili-
ties for white stones. Next 
time you find yourself won-
dering exactly what you’ve 
got in your stone show-
room, take a moment for a 

You don’t need to be a geologist to appreciate the 
hardness and durability of quartzite. Not only does 
this make for a tough stone, but it also makes it 
easy to tell quartzite from the imposters. Quartz 
is 7 on Mohs hardness scale. That means it’s harder 
than glass and even harder than a knife blade. These 
things are easy to test with a sample of stone.

River White granite, 
a granulite, formed 

under extremely high 
temperatures. 

Delicatus White granite, a 
pegmatite, can be recog-
nized by its large crystals.

Photo courtesy of M S International.

minor amounts of garnets 
and other darker minerals. 
Some granulites have a 
gentle linear or wavy pat-
tern, while others are evenly 
speckled.

Compared to most gran-
ites, these stones can be 
slightly more porous. They 
require regular sealing to 
prevent staining.  Granulite 

Pegmatite
Pegmatites are a special 

type of granite that have 
huge crystals. They have a 
bold texture that is primar-
ily white, cream, or light 
grey. Pegmatites form in 
the same manner as regular 
granite: from liquid magma 
that slowly cooled under-
neath the surface of the 
Earth.  But pegmatites have 
extra-large crystals because 
water circulated through the 
magma chamber, acceler-
ating the process of crystal 
formation.

Patagonia granite is one 
that will stop you in your 
tracks in the showroom. The 
iceberg-sized minerals are 
geologically fascinating. In 

closer look at these geologic 
beauties.

Karin Kirk is a geologist 
and science educator with 
over twenty years of expe-
rience. She has taught col-
lege level geology, online 
courses and organized field 
trips. She currently works 
as a freelance science writ-
er and education consul-
tant. She brings with her a 
different perspective to the 
stone industry. Karin most 
recently presented a pro-
gram at TISE 2017.

Delicatus White Granite, shown approximately 100 percent

Note the large difference in hardness between quartzite and marble. 
Quartzite is much harder than glass, and marble is much softer than glass.

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

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

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!

More Haste or 
You Get Wasted

When Recycling
Turns Sinister

Police in Cleveland are trying 
to identify a woman they say 

pulled a gun on a barber because 
he was taking too long to cut her 
7-year-old son’s hair.

Cleveland.com claims a police 
report says the woman threatened 
the barber who was working at a 
barber school on April 14.

Police say the woman com-
plained several times before pull-
ing a handgun from her purse and 
pointing it at the barber, telling 
him, “I got two clips. I’ll pop 
you.” The police say the woman 
put the gun back after another 
employee came over to calm her 
down.

The barber was able to finish 
the haircut and the woman left 
with her two children without 
further incident; it’s a good thing 
she was satisfied with the haircut. 

Police say a flower shop 
owner stole plants and 

other items from graves at a 
New Jersey cemetery, and the 
plunder went on for months.

Capt. Christopher DePuyt 
says police installed surveil-
lance cameras at the First 
Reformed Church Cemetery 
in Pequannock Township after 
two plants disappeared from 
the mausoleum and replace-
ment plants were stolen two 
days later.

He says the cameras caught a 
woman in a minivan taking the 
plants, and Riverdale officers 
recognized her as a former 
police dispatcher and current 
flower shop owner.

Authorities charged 59-year-
old Lynda Wingate, of 
Riverdale, New Jersey with 
the disorderly person’s offense 
of theft of movable property.

DePuyt says Wingate 
claimed she was cleaning up 
old flowers from graves of 
people she knew, but he says 
he is not buying that one for 
a minute.

A message seeking comment 
left at Wingate’s flower shop 
was not returned.

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

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

http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11024,11026/
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

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

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

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

NEW!NEW!

MADE IN THE USA

 Item # Description MSRP OUR Price 

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

a

TOOL
not a

Toy!

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

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

http://www.slipperyrockgazette.net
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