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We also carry an extensive 
selection of moulding knives 

for this machine!

Self-adhesive
measuring tape &

adjustable magni  ed
cursor for quick positioning.
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Produces 
perfect tenons 

for mortise and 
tenon joinery.
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WOODSTOCK INTERNATIONAL, INC. IS ALSO HOME TO PRO-STICK®, PLANER PAL®, JOINTER PAL®, AND MANY OTHER FINE BRANDS.
PLEASE VISIT OUR WEBSITE OR CALL TOLL FREE TO FIND AN AUTHORIZED DEALER NEAR YOU.
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 machines are 
backed by a 2 Year Warranty!

D3246



Whether you make raised panel doors or custom moulding, Stiles can help improve your quality and efficiency.  

We offer a complete line of Ironwood classic machinery geared to simplify the specific needs of small shops  

and custom craftsmen. Let us put our expertise to work for you.

For more information, contact Stephan Waltman at 616.698.7500 or swaltman@stilesmachinery.com. 

Or visit us at www.stilesmachinery.com.

Let Stiles help simplify  
your production process

Ironwood Boring Machines Ironwood CUT Saws Ironwood Straight Line Rip Saws

Ironwood Planers Ironwood Shapers Ironwood Jointers

Ironwood machinery now 
available for purchase online

STARTING AT

$7,890
STARTING AT

$3,990
STARTING AT

$12,990

STARTING AT

$10,890
STARTING AT

$5,990
STARTING AT

$5,990



TECHNICAL 
SERVICE:

570-546-9663
FAX: 800-438-5901

15259

12WOODS

 FEATURES:
 Motor: 1 HP, TEFC, 110V/220V, 

 single-phase (prewired 110V)
 4" dust port
 Deluxe heavy-duty stand
 Two blade speeds—1800 & 3100 FPM
 Includes one 3⁄8" blade, fence, 

 and miter gauge

SPECIFICATIONS
 Cutting capacity/throat: 131⁄2"
 Maximum cutting height: 6"
 Overall size: 671⁄2" H x 27" W x 30" D
 Footprint: 231⁄2" x 161⁄2"
 Table height above fl oor: 43"
 Table tilt: 45° right, 10° left
 Frame construction: Cast iron
 Table construction: 

 Precision-ground cast iron
 Amps: 11 at 110V, 5.5 at 220V
 Blade size: 931⁄2" long (1⁄8" – 3⁄4" wide)
 Table size: 14" x 14"
 Sturdy T-shape fence design
 Fence construction: 

 Shape deluxe extruded aluminum
 Rack-and-pinion guide post adjustment 

 for upper blade guides
 Approximate shipping weight. 247 lbs.

INTRODUCTORY PRICE!  

14" DELUXE BANDSAW
INCREDIBLE PRICE!

Built with heavy-duty cast-iron frame and wheels, the G0555LX provides greater 
blade tension, which results in better performance, more accurate cuts, and 

reduces vibration. It has a six inch resaw capacity supplied, however, an optional 
riser block (T25555) that extends the resaw capacity to twelve inches is available.

Optional Riser
Block Available

T25555  

ONLY  $7900

$44500

G0555LX
14" Deluxe Bandsaw

COMPUTER-BALANCED
CAST IRON WHEELS
WITH RUBBER TIRES

UPPER AND LOWER
BALL BEARING
BLADE GUIDES

BLADE QUICK
RELEASE LEVER

Increases cutting
height to 12"

MADE IN TAIWAN 
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: Design for manufacturing software for woodworkers

  Custom Cabinet & Room Design

  Photo Realistic Renderings

  Material Optimization

  Full Costing Direct from Design

  Cutlists & Bill of Materials

  Designed for ease of use

Right-sized solutions. 

Download a 30 day free trial 
Visit essential.cabinetvision.com or call 800-280-6932

From entry level cutlist packages to fully integrated Screen-to-Machine™ solutions, and every step along the 
way, we have a software that is right for your business. But unlike other software companies, every product level 
we offer delivers the core functionalities that cabinet and casegood manufacturers need to get the job done. With 
Cabinet Vision, you don’t need to purchase add-ons or upgrades to automatically generate shop drawings,  
3D customer renderings, cutlists, and material requirements, or estimate and price your jobs.
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TAKING STOCK
with TOD RIGGIO

T his month’s cover story is about Car-
mana Designs, a Philadelphia cabinet 
shop that, according to co-owner Car-
men Vona, has kept its doors open 

through the recession by having a second in-
come from rental properties.

“In today’s climate, most shops need to find 
out how to make alternate income. I started 
doing that when I was 20 years old with the 
rental properties, but it’s never too late to start 
that,” says Carmen. “You can’t always rely on 
income that’s coming in from the jobs. You don’t 
know what’s going to happen. Who expected 
the whole economy to collapse? I would have 
been one of the casualties. We would have shut 
down without that income.”

Vona goes so far as to say he could be more 
profitable by shuttering his business and renting 
his huge 23,000-sq.-ft. shop, but his passion for 
woodworking is too great.

Obviously, not everyone has the means to 
make a land grab. And I can tell you from per-
sonal experience that being a landlord involves 
way more than just cashing checks from tenants. 
Well done if you’ve got a second income. For 
those who don’t, there are ways to supplement 
your primary shop income.

Let me explain. First, consider all of the talents 
already in your possession as manager or owner 
of a woodworking business. Chances are you’re 
also a marketer, designer, salesman, estimator 
and problem solver. This can lead to part-time 
gigs as a consultant to other businesses, a writer 
or a teacher. Your knowledge and experience is 
valued by others and can net a good hourly fee.

Take a look at all of that machinery in your 
shop. Maybe you’ve got something — a CNC 
router, molder or spray booth — that other near-
by shops lack. Putting the competition’s money 

in your pocket qualifies as another source of 
income and can also feel really good.

I’ve met woodworkers who are profession-
al-quality photographers, incredibly proficient 
with design software and are machinery experts. 
They could quit their day job. They won’t, of 
course, because they share Vona’s passion for 
woodworking. But they have other options.

Something else Vona said, which didn’t make 
the story, caught my attention.

“My advice for woodworking business own-
ers is to stay organized. Organization is the key 
to success. You have to be organized with ac-
counts receivable, accounts payable, with clients, 
vendors. And you need to have a database and 
know what all of your supplies are and where 
they are.”

As it happens, Pro Shop columnist John Eng-
lish covers shop organization on Page 16, fol-
lowed by Bob Flexner’s seven suggestions for 
getting a richer and darker finish on Page 20. 
Howard Grivna, in the seventh of a series of 
wide belt sander articles, explains sanding head 
variations on Page 24.

We also look at how laser technology is chang-
ing the woodworking business, new tools for the 
job site (New Products, Page 22), walnut’s con-
tinued popularity (Wood Markets, Page 26), and 
efforts to turn Gustuv Stickley’s upstate New 
York home into a museum (Page 8).

Your talent can open doors 
to new revenue streams

Working with tools and wood is inherently dangerous. We try to give our readers tips that will enhance their understanding of woodwork-
ing. But our best advice is to make safety your first priority. Always read your owner’s manuals, work with properly maintained equipment 
and use safety devices such as blade guards, push sticks and eye protection. Don’t do things you’re not sure you can do safely, including 
the techniques described in this publication or in others. Seek proper training if you have questions about woodworking techniques or the 
functions of power machinery.

Consider all of the talents 

already in your possession as 

manager or owner of a business.



EVERYWHERE YOU LOOK.
For leading-edge technology, profi t-making solutions and career-advancing 
education, look no further than the industry’s main event. Now more than 
ever, it pays to attend AWFS®Fair 2013—the one resource focused 100% 
on helping you take advantage of the new opportunities presented by the 
strengthening economy.

REGISTER NOW:  www.awfsfair.org  |  877.303.0711

BUSINESS-BUILDING 

SOLUTIONS

Find us:



Stickley’s 
home brought 
to life
Funding is sought for a $2 million 
museum for admirers of the Arts & 
Crafts legend in New York

By Jennifer Hicks
STAFF WRITER

I t’s been done with Frank Lloyd Wright, 
Mark Twain and other historical figures. 
Now the former home of Gustav Stick-
ley, located in a residential area on Co-

lumbus Avenue in Syracuse, N.Y., will likely 
be turned into a public museum sometime in 
the future if adequate funding can be secured.

Dave Rudd, a specialist on Gustav Stickley 
and owner of Dalton’s American Decorative 
Arts, a Syracuse antique gallery, confirmed 
that efforts are under way to convert the now-
abandoned home. During the summer, archi-
tects and urban planners got started on a feasi-
bility study, which is the first step in assessing 
the building’s potential.

Rudd once owned the home before selling it 
to the Stickley-Audi Co., of Fayetteville, N.Y., 
in the mid-1990s. Stickley-Audi Co. operates 
as a museum featuring the work of the famous 
Stickley brothers. Rudd says that although he 
is not privy to all of the dealings between those 
involved, he is aware that Stickley-Audi is cur-
rently collaborating with the Everson Museum 
of Art in Syracuse on the museum proposal.

Built in the late 1890s, the Queen Anne-style 
building is essentially Gustav Stickley’s first 
attempt at creating a building with an Arts & 
Crafts-style interior. In December 1901, after 
Stickley had bought it and moved in, a fire de-
stroyed the interior. Stickley then took it upon 
himself to design and have someone remodel 
the home in his desired fashion, focusing on 
craftsmanship and the use of natural materials. 

“The whole structure is significant to me be-
cause it really tells the story of the beginning of 
the Craftsman style and the beginning of Arts 
& Crafts as we know it because you walk up 
to the front of this Queen Anne house and the 
first thing you notice is a doorway that has been 

changed to a Craftsman-style door and you’re 
fully emerged into one of the most fantastic inte-
riors Gustav Stickley produced,” says Rudd.

Rudd believes the structure is worth turning 
into a museum for the enjoyment of future gen-
erations. He says that nothing was done with 
it for a long time because of the transitional 
urban neighborhood in which it is located.

“This is probably one of the most impor-
tant 20th century interiors in the country. 
When we first bought it, my partner had 
ideas of getting the city and state involved 
and creating some sort of Williamsburg, Vir-
ginia-type Arts & Crafts colony there. That 
never took off. We agreed to sell the house 

and that’s when the Audis stepped up and 
purchased the house from us.”

The two museums have applied for vari-
ous funding and are hoping for good news 
before the end of the year. As stated in vari-
ous news reports, the renovations are ex-
pected to be in the $2 million range and 
could take several years.

“That’s the number they are throwing 
around. I think that’s accurate. I don’t think 
the house is in that much of disrepair. It’s 
just that if you’re going to turn a historic 
structure like that into a museum-quality 
structure, you have to go way beyond creat-
ing a home to live in.” 

In 1902, Arts & Crafts legend 
Gustav Stickley gutted the 

interior of this Queen Anne 
home in Syracuse, N.Y. and re-
modeled the interior with Arts 
& Crafts style touches. Local 

museums are now seeking 
funding to preserve the build-

ing’s historical significance 
and turn it into a museum.
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Fa s ter.  E a s ier.  Smar te r.

The New Domino XL Joiner

You’re a professional who’s passionate about his work. You know 
that it takes a dedication to the craft and years spent honing your 
skills to deliver exceptional work you can be proud of.

But when you spend the majority of your precious time on needless 
prep work or cleanup, you’re left with less time to focus on value-
adding work, and slimmer profi ts at the end of the day. 

That’s why Festool builds tools that work as a cohesive 
system—designed for precision, effi ciency, and 
ultimately, to make you better at what you do. 
We want you to reach the highest levels of 
excellence in your work, in less time, and 
with more money in your bank account. 
And most importantly, we want you to 
be proud of what you accomplish.

Do Less. Make More.

Visit us at festoolusa.com to learn how you can produce 
better work and make more money, while spending less 
time on the thankless tasks that get in the way.
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Annual AWI conference focuses on growth
While the economic forecasts have been mediocre, members gathered to find ways to increase their market share 

By Jennifer Hicks
STAFF WRITER

T he last few years have been difficult 
for woodworking businesses as the 
U.S. and world economies struggle 
to recover. With that mind, a theme 

of rejuvenation was stressed at the Architec-
tural Woodwork Institute’s recent annual con-
vention in Phoenix.

For three days, attendees heard economic fore-
casts, participated in roundtable discussions and 
networked with their peers. But mostly they were 
encouraged to leave their day-to-day struggles 
behind and focus on new opportunities.

“One of the best things about coming to the 
convention is that business owners get to step 
away from the immediate things they have to 
do and have the chance to think of their busi-
ness as a whole,” AWI senior director of op-
erations Teresa McCain says. “They also meet 
with members from across the country who are 
really willing to share information and some 
end up partnering work with each other.”

The AWI offers year-round networking and 
educational opportunities, such as the Best 
Practice Group, which typically involves eight 
to 10 non-competing members who share their 
challenges and offer support.

AWI membership is generally comprised of 
top management from architectural millwork 
companies. Membership currently stands at 
1,290 companies, including 1,070 involved in 
manufacturing and 220 on the supply side, ac-
cording to McCain.

“Our membership is staying steady now,” 
she says. “Our all-time high was in 2009 
when we had 1,227 manufacturing compa-
nies alone. I think we’re really very steady 
for the construction industry as far as asso-
ciations go, but we are down.”

In August, 20 companies joined the AWI, 
making it the organization’s best month since 
the recession. McCain attributes it to soliciting 
memberships at IWF 2012 in Atlanta.

“I think this shows that the economy is get-
ting better, even though everyone is still very 
cautious about how they spend their money.”

Contact: AWI. Tel: 571-323-3636. www.awi 
net.org  

Members attending 
business seminars 
at the AWI’s annual 

conference.

In August, 20 companies joined 

the AWI, making it the best month 

since the recession.
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888-680-4466
ShopBotTools.com

Are you prepared for the 
new economy of woodworking?

The housing market is beginning to grow again, which means that woodworking 
and cabinet making will follow. But it's a new ballgame: The most successful shops 
are integrating digital processes. ShopBot Tools is your go-to resource, for both 
tools and support:

Tools of the Digital Trade
Perform 5-Axis CNC Routing for less than $40K. Ready for production 
cutting, drilling, trimming, as well as prototype-and fixture-machining in a large 
work envelope, accessible from all angles.

High-Performance Full-Size Shop Tools. Our PRSalpha series CNC tools 
provide advanced technology for working with wood, plastics, aluminum, and 
more. Get rapid transit speeds of 1800 inches/minute (600 inches/minute for 
cutting).

We invented agile CNC tools that are affordable for every shop. There's no 
need to invest in hugely expensive, big-iron CNC to get up and running. 

We pioneered easy-to-learn software and controls that make it easy to get 
productive.

here for you, free, 7 days a week. 

We've put technology and social media to work to help our customers grow 
their businesses. The 100kGarages.com community is here to put you and your 
shop in front of customers anywhere in the world. 

Get ready! Learn how agile, affordable, 
well-supported technology can empower your 

business. Visit WoodworkersGoDigital.com  
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New woodworking school opens in Illinois
By Jennifer Hicks
STAFF WRITER

O utfitted with an impressive col-
lection of professional-grade ma-
chinery, the new CU Woodshop 
School of Woodworking in Cham-

paign, Ill., held its grand opening in Septem-
ber. School founder Dennis Coleman says 
classes are running smoothly and he’s already 
working on next year’s schedule.

The school is part of CU Woodshop Sup-
ply, a business Coleman started in 2009. It’s 
comprised of a retail store and what’s known 
as the Dream Shop, a woodshop used by the 
owners of the store.

In 2010, Coleman started offering classes in 
the Dream Shop to store patrons and students at 
nearby Parkland Community College. “Those 
classes were very successful and there was gen-
erally a waiting list, but we found that we re-
ally couldn’t meet the need because it became a 
conflict with use of the shop by the owners. The 
owners couldn’t turn a planer on right next to 
where someone was trying to lecture students. So 
we really had to restrict our classes to times when The new CU Woodshop School of Woodworking in Champaign, Ill. is aimed at hobbyists, but also of-

fers advanced technical classes for pros.

DETAILS  
MATTER
THE RIGHT BALANCE OF  
FEATURES FOR A FINE FINISH

It’s all about the details. In your finishing touches and our finishing 
tools. The Porter Cable BN200C 2" Brad Nailer has been updated 
from its previous version to be more compact, lightweight and easy 
to use. All at a lower price. Touting an oil-free design, rear exhaust, 
tool-free depth of drive, tool-free jam release and more, it’s the 
right balance of features to add your finishing touches. The same 
great features also available in the NS150C Finish Stapler.

To learn more about Porter Cable  
Finish Nailers, visit portercable.com  
or stop by a retailer near you.

BN200C NS150C

www.PorterCable.com
© 2012 Porter Cable, Inc

See School, Page 27



By Jennifer Hicks
STAFF WRITER

B iesse America introduced two CNC machines at IWF 2012: the 
Rover J for smaller shops and Klever 1224G for production 
shops.

“The Rover J is ideal for smaller custom woodworkers because it is a 
machine that has a lot of advanced technology and the price is very af-
fordable,” says sales manager Cesare Magnani.

With a base price of $52,000, the entry-level machine offers features 
to cover a broad range of nesting applications such as making cabinet 
components and doors. The price point was achieved by providing a 
hand-held DSP numerical controller instead of a built-in controller, ac-
cording to Magnani.

“The controller is very user-friendly that makes it easy to do a lot of 
operations like tooling setup, launching programs and so forth.”

Available with table sizes of 4’ x 8’ and 5’ x 10’, the machine also 
features a seven-position tool changer and 15-hp electro-spindle that 
ranges from 3,000 to 24,000 rpm.

The Klever CNC router is ideal for panel processing and cabinet 
and furniture component manufacturing. It moves much faster for 
higher production shops and features a built-in controller for pro-

TOOLS
    TECHNIQUES&

See Biesse, Page 27

Biesse debuts two 
new CNC machines
Rover J and Klever models for under $60K
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Jet table saw 
includes 
cast-iron 
surface
By Jennifer Hicks
STAFF WRITER

J et introduced the new 12” Xacta table 
saw at IWF 2012, model JTAS-12-DX, 
with the brand’s first extension table 
made of commercial-grade cast iron.

 “This saw features a massive 80” precision 
ground cast-iron table with a beveled front edge. 
It’s not wood, it’s not laminate. It’s a full cast 
iron surface from end to end. Once leveled, it’s 
going to give you a very solid and true surface 
to work on that is very heavy and won’t move,” 
says product manager Joan Duvall. 

The saw has a 31-1/2” x 80” footp rint and 
weighs 630 lbs. It’s powered by a 5-hp, single-
phase motor, providing up to 4,300 rpm. A 
poly V-belt design provides a constant trans-
fer of power, reducing slippage and minimiz-
ing vibration, according to Jet.

The saw comes with a 40-1/2” Xacta commer-
cial-grade fence that glides along the rails until 
locked in place and a magnifying rail guide al-
lowing users to pinpoint the desired stop. 

The left-tilt saw supports sheet goods and 
other dimensional lumber within its 50” maxi-
mum rip capacity to the right of the blade and 
14” to the left. The saw also accommodates 8” 
dados with a 13/16” width. A dado insert is 
included with the saw.

The saw also features a riving knife design 
to help reduce kickback and a see-through 
blade guard.

“As part of any safety feature with a saw, hav-
ing a riving knife is one of the first designs you 
can do in order to prevent kickback. With the 
release of this saw, all of our Jet table saws will 
have riving-knife technology,” says Duvall.

The saw, priced around $4,000, also has an 
enclosed base and dust collection components.

Contact: Jet. Tel: 800-274-6848. www.jet 
tools.com 

MOLDERS
7  Y E A R  W A R R A N T Y

www.williamsnhussey.com
70 Powers Street • Milford, NH 03055 
Toll Free 800-258-1380
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APPLICATIONS
Straight  •  Curve  •  Elliptical

Model 209 
Molder 

PATENTED

Model 206 Molder
with Optional Mobile Base
PATENTED

Model 154CE 
Molder
PATENTED

W&H
C U S T O M & S TA N D A R D 

K N I V E S

Jet’s 12” Xacta table saw, 
model JTAS-12-DX.

“It’s not wood, it’s not laminate. 

It’s a full cast iron surface from 

end to end.” 



TOOLS & TECHNIQUES

Hoffmann planer is noted for its precision
By Jennifer Hicks
STAFF WRITER

H offmann Machine Co. exhibited the latest version of the 
Adler BH-556 Edge Lipping Planer at IWF 2012. Devel-
oped in Switzerland in 1970 and given regular updates 
through the years, the hand-held power planer is designed 

specifically for flush-trimming solid wood edges, as well as laminate, 
veneer and plastic edgebanding.

The tool has earned a place in shops of all sizes because of its ease 
of use, precise adjustment and safety features, according to Hoffmann 
USA general manager Markus Hueber.

“You can use this any time your edgebander can’t handle extra wide 
banding or where a panel is very large and it’s easier to leave the panel 
stationary and walk around with the machine,” says Hueber. “It also 
works well on curved edges, half round or free-form designs. With an 
edgebander, you’re mostly limited to straight edges.”

Weighing about 11 lbs., the planer has a 120-volt motor that reaches up 
to 16,000 rpm. It has a planning width of 2-1/4” and uses double-sided 
knives. Panel edges wider than 2-1/4” can be planed in multiple passes.

Cutter depth adjustments are made in 4/1000” increments with a turn 
of a knob. The setting remains in place until it’s changed by the operator, 
eliminating inadvertent damage to the workpiece, according to Hueber.

Another safety feature is a spring-loaded cutterhead guard, which 
closes when the planer is lifted from a work surface.

The cast-aluminum base plate has a powder coat finish to slide easily 
and prevent surface marring.

The Adler Edge Lipping Planer, model BH-556, sells for $1,174.
Contact: Hoffmann Machine Co. Tel: 866-248-0100. www.hoffmann-

usa.com 

The Adler BH-556 Edge 
Lipping Planer, 
available from 

Hoffmann 
Machine Co.
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Laguna debuts its new 
4-axis CNC turner
By Jennifer Hicks
STAFF WRITER

Among the new and affordable CNC 
offerings at IWF 2012 in Atlanta 
was the 4-axis multifunction turn-
ing machine from Laguna Tools.

Geared for professional turners and furni-
ture makers, the machine shares features with 
Laguna’s larger CNCs but has a small 36” x 
80” footprint, while offering 13” of Z travel at 
10” diameter on the A (rotating) axis.

Laguna sales manager Steve Alvarez says 
the fourth axis allows woodworkers to create 
anything they envision.

“There are a lot of applications away 
from a standard 3-axis machine that fur-
niture manufacturers can do like make a 
furniture leg and then a mortise-and-tenon 
joint. There’s also a huge demand from 
the gunstock market that needs a 4-axis 
type application where you’re machining a 
piece of material that’s turned, but you still 
need to come in and do pocketing for all of 
the firing mechanisms and internal cham-
bering. Those are all 4-axis type moves.”

Flat stock can also be processed by simply 
removing the turning attachment.

The machine features Laguna’s CNC Touch 
Controller from B&R Automation and a dust-

proof and waterproof touchscreen and non-
Windows-based operating system.

“Our customers love it because it means 
trouble-free operation with no security 
nightmares,” says Laguna president Torben 
Helshoj. “You can also easily run remote 

diagnostics via the Internet or PC. In fact, 
these machines can actually be operated 
with a mounted touchscreen or through a 
VNC-linked laptop, Netbook, smart phone 
or your iPad.”

The machine sells for about $17,000 and is 
also available in a “two-up” version with two 
spindles and two rotary axes for even higher 
turning productivity.

Contact: Laguna Tools. Tel: 800-234-1976. 
www.lagunatools.com  

“There are a lot of applications 

away from a standard 3-axis 

machine that furniture 

manufacturers can do.”

Order online at 

www.shapertooling.com

Or Call 800-228-8151

and receive free shipping on orders over $50000

MOORE VALUE 

MOORE QUALITY

MOORE VALUE 

MOORE QUALITY
For Over 20 Years

35% OFF
Freeborn shaper cutters 

& Amana router bits 
HUGE INVENTORY

Precision Ground 
Moulding Knives

MADE TO ORDER 
IN 2 DAYS



One of the best things about wood-
shops is that no two are alike. 
And one of the worst things 
about woodshops is that no two 

are alike. It’s a lot of fun to wander through 
several shops and see the huge variety of 
things we make — furniture, cabinets, turn-
ings, carvings, moldings, millwork and 
so on. But trying to come up with a set of 

guidelines for managing shops that share 
one thing (wood) in so many different ways 
can be a real challenge. Most businesses like 
grocery stores or restaurants or car lots have 
a certain flow and logic to them. Our world 
is a mix of one-man shops and large pro-
duction facilities, artists and artisans, sheet 
goods and natural edges.

But one thing we all have in common is 

that things flow through our shops. Manag-
ing that flow can be either chaotic or con-
trolled. And how well it is managed is often 
the key to how well a business is doing. If 
the shop is organized well, then the odds are 
that marketing, production and sales are all 
in tune, too.

The logical way to organize is to divide 
the flow of materials and product into three 
zones: raw, in process and complete. That 
sounds remarkably simple, but most shops 
don’t do it. For example, does your shop have 
more than one plywood pile? While most of it 
is in a main rack, are the cutoffs stored across 
the shop under the stairs and are there several 
sheets in a back corner somewhere — or per-
haps up on a balcony? Moving materials and 
product efficiently around the shop is inextri-
cably tied to storage.

A place for everything
In the decades before the Civil War, a Yale 

graduate named Charles Goodrich became a 
Congregational minister in Worcester, Mass. 
He also became a widely read author. In 
1827, when he was still in his 30s, he pub-
lished an article on neatness in the Ohio 
Repository, a Canton newspaper that’s still 
published today. In that article, Goodrich for-
ever became part of Americana when he ad-

PRO SHOP
with JOHN ENGLISH

Go with the flow and 
organize your shop
Putting all of your supplies, tools and lumber in the right place 
can speed up your work rate and improve safety
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 Factory-provided technical and application support
 Heavy, one-piece, welded tubular steel frame
 Compact design
 6-zone independent vacuum table (maximum flexibility)
 Laguna B&R industrial control with VNC PC front link 
 Ethernet connection, USB and serial connectivity for network integration
 Full 3D capability with Helical interpolation
 8 position tool change
 12-inch clearance under the gantry
 Revolutionary user interface (10-button touch screen)
 Automatic tool touch-off
 Remote diagnostics

The Smartshop II introduces you to a world of limitless machining 
possibilities. Laguna Tools continues to break new ground, bridging 
the gap between state-of-the-art innovation and affordability.

 Factorry-provided technical and appl

opted the catchphrase “a place for everything 
and everything in its place.”

Almost two centuries later, that’s still the 
key to moving stuff around in the shop. By 
first organizing storage, things tend to get 
moved just twice — when they’re added to 
inventory and when they’re used.

Big shops generally have the space to store 
things efficiently. One- and two-man shops 
are almost always cramped for space, so 
while storage is more challenging it’s also 
more important. With no spare square feet, 
moveable storage is an often-overlooked op-
tion. For example, cutoffs and single boards 
of rarely used species can be stored in a 
lumber cart rather than a lumber rack, so it 
can be moved out of the way when needed, 
and even moved to a workstation or the 
table saw when several small pieces are 
required. The same is true of clamps: stor-
ing them on a wall behind each workstation 
makes sense in a large shop with enough 
clamps to go around, but storing them on a 
mobile cart is a lot more logical in a small 
shop with limited resources.

Having parts (door stiles, drawer sides, 
etc.) on carts also makes a lot of sense. In-
stead of stacking them on a stationary work-
bench and then walking a few feet from 
there to the machine with each part, it 

makes a whole lot more sense to move the 
inventory to the machine.

And having cutoffs, clamps and inventory all 
on carts also makes it a whole lot easier to cre-
ate a highway system. It’s not the Eisenhower 

Interstate Highway System, but a simple sys-
tem of established walkways through the shop 
makes life a whole lot easier. Marking these 
with yellow painted stripes engenders a feeling 
of sacrosanctity: people are less likely to block 
the aisles when they see where the aisles are.

Those walkways need to be wide enough for 
the method being used to move stuff around 
the shop. In many cases, that’s a pallet jack. 
Pallets are fairly inexpensive and the jacks are 
widely available both used and new. Storing 
everything possible on pallets — from full sheets 
of plywood to ready-made parts and even com-
pleted cabinets — can really help the flow of 
materials through the shop. One cabinetmaker 
I knew in South Dakota years ago even went 
so far as to use a pallet (often with a half sheet 
of MDF screwed to the top) as his workbench 
and he would jack it up in the air when assem-
bling cabinets, to save his back a little. Then he’d 
lower the pallet and leave it right there with the 
clamped-up assembly drying, while he moved 
to the next cabinet on the next pallet. There was 
no downtime clearing the workbench between 
assemblies and he never needed a second pair of 
hands to move a large sink-base or pantry.

If a pallet jack isn’t an option and the shop 
is too small for a forklift, the options are two-
wheel carts, freight carts (also called warehouse 

See Pro Shop, next page

Clamps on a mobile cart.



carts: www.easyrack.org offers several options) 
and large biceps. Freight carts have been around 
almost as long as the wheel, but they are per-
haps most familiar to modern Americans as the 
lumber carts at the big-box stores. By adding a 
platform to a warehouse cart and raising the bed 
to perhaps two feet off the floor, they make ex-
cellent parts carts for woodworking tasks.

Lifting right
Learning how to lift properly by using the 

legs rather than the back is something that 
should be reviewed every now and then with 
employees. Too many back injuries happen 
because a shop manager didn’t take 15 min-
utes a year to go over this basic technique.

Here are some lifting tips:
• Wear gloves if splinters, nails, metal straps
 or sharp edges are involved and steel-toed
 boots if frequent lifting is part of your job
 description.
• Suck in your gut: doing so actually adds
 some support to the lower back.
• Make sure the weight is distributed evenly
 and, if not, be aware of where it is heaviest
 and lightest so you’re not surprised.
• Can the object be tilted or carried sideways
 in a safer manner?

• Remove any obstacles from the intended
 path before you pick up something heavy.
• Get solid footing and sweep the floor first
 if there’s a chance it could be slippery (as in
 sawdust on a hardwood floor).
• When bending down and raising up, use
 the knees rather than the spine. Your back
 should be as vertical as possible and your
 body should be centered over your boots.
• Avoid twisting your spine while toting
 heavy objects. Move your entire body 
 (including feet) to the right or left and not
 just your torso.
• Don’t be a hero: ask for help if the job is too
 big for one spine.
• Get a good grip.
• Shoulder straps, such as those used by 
 appliance movers, are quite inexpensive and
 hey transfer the weight to the strongest part
 of your body.
• Don’t be lazy and reach over your head: go
 get the ladder.

Other methods
Two-wheeled handcarts are great for mov-

ing vertical stuff around the shop, but not 
so great for items with a wide footprint such 
as base cabinets. There is an unusual option 
that woodshops can borrow from mechanics: 
the engine hoist. They’re remarkably inex-

pensive and can handle very heavy loads. 
For example, The Home Depot offers a 2-ton 
foldable engine hoist for about $400. It could 
conceivably be used to move a strapped pallet 
of hardwoods or plywood.

If the space is available, it really helps to 
have a staging area close to the main freight 
door in the shop. As materials come in and 
completed pieces leave, it’s very handy to 
have enough room to be able to move them 
past each other, especially when the same 
door is used for both. Erecting walls, even 
clear plastic ones, around this staging area 
obviates a number of minor problems. By 
separating the shop from the great outdoors, 
there are fewer air exchanges during expen-
sive heating and cooling seasons. That ther-
mal trap also cuts down on changes in hu-
midity that are introduced when moving 
stuff in and out of the shop and it reduces the 
number of cottonwood seeds and other con-
taminants that migrate to the finishing room.
One final note: if you’re a one-man (or 
woman) shop, stop by the library on the 
way home and check out “Working Alone” 
by John Carroll (Taunton Press, 1999). It’s 
written for carpenters, but there’s a whole 
lot in there about lifting large and/or cum-
bersome items without straining your back 
— or your patience.  

PRO SHOP from previous page
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®

CYCLONE DUST 
COLLECTOR

 Motor: 11⁄  2 HP, 110/220V,  
single-phase, TEFC, 3450 RPM

 Air suction capacity: 775 CFM
 Intake port: 6" with included  

5" optional port
 Built-in remote control  

switch
 Impeller: 131⁄ 2"
 Height: 651⁄ 2"
 Approx. shipping weight:  

210 lbs.

MADE IN TAIWAN 

FULLY MOBILE 
WITH BUILT-IN 

CASTERS

G0703P  ONLY  $72500

ULTIMATE 14" 
BANDSAW

Motor: 1 HP, 110V/220V, 
single-phase, TEFC
Precision-ground cast 
iron table size: 14" sq.
Table tilt: 15° L, 45° R
Cutting capacity/throat: 131⁄ 2"
Max. cutting height: 6"
Blade speeds:  
1500 & 3200 FPM
Approx. shipping weight:  
196 lbs.

MADE IN 
ISO  
9001 

FACTORY!

G0555P  $495.00   SALE 
$47500

MADE IN TAIWAN 

10" HYBRID TABLE SAW
with Riving Knife

Motor: 2 HP, 110V/220V, single-phase
Precision-ground cast iron table size with wings: 
27" x 40"  Arbor: 5 ⁄ 8"
Arbor speed: 3850 RPM
Capacity:  
31⁄ 8" @ 90°,  
23 ⁄ 16" @ 45°
Rip capacity:  
30" R, 12" L
Approx. shipping 
weight: 404 lbs.

CAST IRON TRUNNIONS

G0715P  $795.00   SALE  $72500

11⁄2 HP SHAPER
 Motor: 11⁄2 HP, 110V/220V, 

single-phase
 Precision-ground cast iron 

table size: 201⁄4" x 18"
 Spindle travel: 3"
 2 interchangeable spindles: 

1⁄2" & 3⁄4"
 Spindle speeds:  

7000 & 10,000 RPM
 Max. cutter dia.: 5"
 Approx. shipping weight:  

240 lbs.

MADE IN TAIWAN 

 $560.00  SALE $46000
G1035P    

 Motor: 1 HP, 110V, 
single-phase

 Precision-ground 
cast iron table 
size: 71⁄2" x 46"

 Cutterhead diameter: 21⁄2"
 Cutterhead knives: 3

Cutterhead speed:  
4800 RPM

 Approx. shipping weight: 
260 lbs.

6" JOINTER

WITH BUILT-IN 
MOBILE BASE

8" JOINTERS
with Built-in Mobile Base

 Motor: 3 HP, 220V, single-phase, TEFC
Precision-ground cast iron table size: 
9" x 721⁄ 2"

 Max. 
rabbeting 
depth: 1⁄ 2"

 Cutterhead dia.: 3"
 Cutterhead speed: 

5000 RPM
 Approx. shipping 

weight: 500 lbs.

WITH SPIRAL CUTTERHEAD

G0656PX  $1195.00   SALE 
$107550

G0656P  $795.00   SALE 
$71550

15" PLANERS
with Built-in Mobile Base

 Motor: 3 HP, 220V, 
single-phase

 Precision-ground cast 
iron table size: 15" x 20"

 Max. cutting depth: 1⁄ 8"
 Feed rate: 16 & 30 FPM

Cutterhead speed:  
5000 RPM

 Approx. shipping  
weight: 660 lbs.

WITH SPIRAL CUTTERHEAD

G0453PX  $1650.00   SALE 
$148500

G0453P  $1050.00   SALE 
$94500

17" HEAVY-DUTY 
BANDSAW

Motor: 2 HP, 110V/220V,  
single-phase, TEFC
Precision-ground cast iron 
table size: 17" sq.
Table tilt: 10° L, 45° R
Cutting capacity/throat: 161⁄4"
Max. cutting height: 121⁄ 8"
Max. cutting height: 12"
Blade size: 1311⁄ 2" long
Approx. shipping weight: 342 lbs.
MADE IN ISO 9001 FACTORY!

G0513P  $895.00  SALE  $85000

G0452P  $495.00   SALE 
$44550

G0513  $950.00    SALE  $85000

G0513P

               
    

   
  

  
 W

OOD MAGAZINE

               
    

   
  

  
 W

OOD MAGAZINE
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MADE IN TAIWAN 

CLASSIC GRIZZLY GREEN

20" PLANER
 Motor: 5 HP, 220V,  

 single-phase
 Max. cutting width: 20”
 Max. cutting height: 8”
 Max. cutting depth: 1/8”
 Feed rate: 

 6 FPM & 20 FPM
 Cutterhead dia.: 3-1/8”
 Cutterhead speed:  

 5000 RPM
 Feed rolls: solid 

 serrated steel
 Overall dimensions: 

 55-1/2”L x 39-1/2”W x 45-7/8”H
 Approx. shipping weight: 920 lbs.

G0454  $1575.00   SALE $141750

PRECISION-GROUND CAST IRON BED 
& INFEED OUTFEED TABLES

2 SPEED



M any shops use oil stains to get 
the color they want on projects. 
Oil stains are widely available 
at paint stores, home centers 

and distributors and they are very easy to use 
because they provide a long working time.

The problem is that they often don’t add 
a lot of color to the wood, especially dense 
woods such as maple and birch. When you 
wipe off the excess stain, which is the best 
practice for getting an even coloring, you 
might not achieve the intensity of color that 
you’re after.

How do you get darker colors on dense 

wood? Or any wood for that matter? Here are 
seven suggestions:

1. Sand the wood to a coarser grit: The 
coarser the grit, the larger the sanding scratch-
es and the more room for pigment to lodge. 
You just have to sand fine enough so the 
scratches don’t show. You might be able to get 
away with 150 grit, or even 120 grit, as long as 
the sanding scratches are running in the direc-
tion of the grain.

For example, you could do the initial sand-
ing with a random-orbit sander and finish up 
by hand-sanding with the grain.

2. Increase the ratio of pigment to vehicle 
in the stain: The vehicle is the combination of 
binder and thinner — that is, all the liquid. 
The higher the ratio, the darker the coloring 
on the wood. There are several ways to do 
this:
• Add more pigment to the stain. It’s best 
 to use oil-based pigment with oil-based
 stains, but there are pigments available for
 all types of stains. Keep good records so
 you can duplicate what you have done 
 if you need to.
• Leave the stain on the wood longer before
 wiping it off. This allows some of the 
 thinner to evaporate and that increases the
 ratio of pigment to vehicle. (It’s a myth that
 the stain penetrates deeper.) This trick
 works best with fast-drying stains such as
 lacquer stains because you don’t have 
 to wait as long to get a noticeable result.
• Apply a second coat of stain after the first
 has dried fully. This will usually produce a
 darker coloring, but it adds a step to the
 process and slows production.
• Substitute a glaze or gel stain for the liquid
 stain. Glazes and gel stains usually contain
 a higher ratio of pigment.

3. Do a “dirty wipe”: That is, don’t wipe off 
all the excess stain. Leave a dampness of stain 
on the wood that dries to a darker coloring. 

FINISHING
with BOB FLEXNER

Seven ways to a richer 
and darker finish
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This will take practice to get the coloring even, 
especially on large and multiple surfaces. Just 
as with leaving the stain on longer, this tech-
nique is easiest to do with a fast-drying stain 
such as lacquer stain.

There are two downsides to doing a dirty 
wipe. One is that it will muddy the wood more 
than if you wipe off all the excess. The other is 
that it could cause a poor bond to the wood if 
left too thick. The finish needs to be able to pene-
trate the stain and establish a bond to the wood. 
If it can’t do this, the finish could separate at the 
stain layer if it gets knocked or scratched.

Nevertheless, a dirty wipe is such an ef-
fective and often-used method that it has its 
own name.

4. Wet the wood with water before applying 
the stain to raise the grain and leave a rougher 
surface for more pigment to lodge. This adds 
an extra step because you have to let the wood 
dry for this trick to work.

You could shorten the procedure to one step 
by using a water-based stain. It will raise the 
grain and the coloring will be darker when 
you wipe off the excess.

Don’t try to sand the stain smooth or you 
will most likely sand through in places. In-
stead, “bury” the raised grain with the first 
coat of finish. Then sand it smooth after this 
coat has dried.

5. Use dye instead of an oil stain: Dyes 
are available in liquid form, usually called 
non-grain-raising and in powders that you 
dissolve in a liquid. You can get dense 
woods as dark as you want either by using 
a higher concentration of dye to liquid or 
by applying multiple coats. There’s no risk 
of separation at the stain level because 
there’s no build.

If you spray the dye and leave it without 
wiping, you won’t get good grain definition. 
To improve the grain definition, apply an oil 

stain after the dye has dried — or over the 
sealer coat — and wipe off the excess.

6. After applying a stain using any of the 
above methods, spray a toner between coats 
of finish, usually after the sealer coat. A toner 
is pigment or dye added to your finish and 
it is always sprayed on the wood. Pigment 
will muddy the coloring. Dye will darken the 
color without muddying. So most toning is 
done with dye.

In addition to darkening the coloring, you 
can also tweak it if you haven’t gotten it ex-
actly right with the stain. For example, add 
some red or orange dye to the finish to warm 
the coloring or “kill” too much red by adding 
a little green dye. Toning is very useful for 
matching colors when doing refinishing.

Non-grain-raising dyes are the most useful 
for toning. They can be added to all typically 
sprayed finishes, so far as I know.

7. After applying a stain and sealer, apply a 
glaze: This is a thickened oil- or water-based 
stain. It’s thickened so it’s easier to control and 
doesn’t run on vertical surfaces. Leave a little 
of the glaze on the surface to darken it.

The easiest method of applying glaze evenly 
is to brush or spray it on the wood and thin it 
out with a brush. It will take practice to do this 
effectively without leaving noticeable brush 
marks. Glazes are always pigmented, so they 
can’t help but muddy the wood a little.

Because of the difficulty of getting a glaze 
brushed out evenly, toning is usually the bet-
ter method of darkening or tweaking a color. 
But glazing is useful if you don’t spray.

Glazing is more effective for highlighting. 
For example, leave some of the coloring in re-
cesses to darken them or wipe them off in se-
lected areas to create figure patterns. 

Bob Flexner is author of “Understanding Wood 
Finishing” and “Flexner on Finishing.”

(From left) A dirty wipe (right half) produces a 
darker coloring; toning (bottom half) is always 
done with a spray gun.
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 www.epiloglaser.com/wsn or call 888-437-4564 today!
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BOSCH POWER TOOLS 
offers the new 6.6-gallon 

wet/dry vacuum, model 3931B-
SPB. The vacuum’s small size en-
hances its portability, according to 
the company. It has two modes of 
operation, functioning as a regular 
vacuum or with Bosch’s patented 
PulseClean technology, which fea-
tures dual filter cartridges that are 
shaken by pulsing movements to 
remove dust and maintain optimal 
suction power. The vacuum also 
features a soft start and after-run 
for motor protection. The six-gal-
lon tank offers four collection op-
tions including plastic bags, paper 
bags, slurry bags or a canister. It 
retails for $499. For information, 
visit www.boschtools.com.

LIGNOMAT offers thermo-hygrometers for use with its hand-held moisture meters. Mea-
suring both the wood moisture and the relative humidity on site and comparing the mea-

sured value to an EMC chart will tell the installer if furniture, floor planks or panels will shrink, 
warp or cup, according to the company. For information, visit www.wood-moisture.com or www.
lignomat.com.



ROCKLER added Sawhorse Clips for 
its Bench Cookie Plus Work Grippers 

to create a no-slip, non-marring work sur-
face anywhere it is needed. The metal spring 
Sawhorse Clips are mated with Bench Cook-
ies (sold separately) with included pan-head 
screws and allow users to accommodate any 
size or shape of lumber or other workpieces 
that may be laid across sawhorses, according 
to the company. The clips come in packs of 
four and are designed to clip over 11/2” thick 
material. They retail for $9.99 per pack. For 
information, visit www.rockler.com.

SENCO expanded its line of pneumatic 
construction staplers with the introduc-

tion of its SNS200XP for driving 16- and 17-
gauge, 7/16” crown, 1” to 2” staples. The tool 
features an all-metal magazine that holds 160 
staples, dual-action trigger, tool-free adjustable 
depth of drive, a long, narrow nose for access 
to tight corners, rotating belt hook; and a soft 
comfort grip. It has a suggested retail price of 
$239. For information, visit www.senco.com.

FESTOOL offers the CMS Routing System, 
allowing craftsmen to be as precise on the 

job site as they are in their own shop, according 
to the company. The complete set includes a 
portable router table, router plate module and 
fence, auxiliary dust hood with starting pin, 
miter gauge, sliding table, table extension, and 
dust extraction hose set, which sells for about 
$1,600. The base model, which includes the table 
extension, plate, fence and dust hood, sells for 
about $1,000. Other sets are available. For infor-
mation, visit www.festoolusa.com.

ZIPWALL introduced its ZipRail Dual 
Seal accessory to create a dust-tight seal 

along the floor and ceiling without tape. Based 
on ZipWall’s patented spring-loaded telescop-
ic pole and Foam Rail crossbar, it resembles 
an I-beam when assembled. The ZipRail Dual 
Seal is placed on the plastic at the floor and 
then raised and twist-locked into position. 
The pole’s internal spring loading pushes the 
crossbars against the plastic at the floor and 
the ceiling at the same time. The ZipRail acces-
sory is used with the ZipWall barrier system 
for the highest level of dust containment, ac-
cording to the company. Each ZipRail Dual 
Seal includes a 10’ telescopic spring-loaded 
pole and two 4’ foam rail crossbars. The prod-
uct is available in single and triple packs. Sug-
gested contractor pricing is $85.95 for the sin-
gle pack and $149.95 for the triple pack. For 
information, visit www.zipwall.com.



Sanding head variations 
have their roles
From a contract drum head to a hybrid, there are several characteristics to 
look out for with these different methods 

T here are four basic types of sanding 
heads and one major hybrid varia-
tion that can be applicable to any 
sanding head type that incorporates 

a polishing platen.

Contract drum head
Contact drum heads are generally incorpo-

rated in most widebelt sanders as the sand-
ing head “type of choice.” They come in a 
range of diameters (4” to 18”) and a wide 

range of hardness (30 to 95 durometer in rub-
ber, or even steel).

They are used for cut down and dimen-
sioning, using 24- through 50-grit belts; in-
termediate sanding, using 50- through 80-
grit belts; and in some applications, finish 
sanding, using 100- through 400-grit belts. 
They are one of the most critical components 
in a widebelt sander, but have a tendency 
to produce chatter marks if not properly 
constructed and maintained. They interface 

with the part being sanded with a line con-
tact, exerting a high unit pressure.

Combination drum and platen head
Combination type sanding heads employ 

both a contact drum and a polishing platen 
within the same abrasive belt. They nor-
mally have adjustments so that sanding can 
be accomplished with the drum only, platen 
only, or with both drum and platen. A dis-
advantage to these types of sanding heads 
is that the distance between pinch rolls or 
hold-down shoes becomes extended so that 
minimum part lengths are longer. A sec-
ond disadvantage to any platen-type sand-
ing head is their greater tendency to create 
streaking. When using the platen, they inter-
face with the part being sanded with a flat 
surface, exerting low unit pressure.

Platen head
Platen heads (smoothing bars) were de-

veloped to deal with the chatter marks and 
belt splice marks often produced by contact 
drum-type sanding heads. Polishing platens 
perform the exact function that their name 
implies. They impart a polishing-type finish 
that refines the scratch pattern or grit marks 
introduced by previous sanding heads. 
When an abrasive belt is run on a platen-
type sanding head, its cutting and finishing 

THE CUTTING EDGE
with HOWARD GRIVNA

Cabinet Door 
Clamp

Precise Pneumatic 
Squaring

Multi-Level Panel Clamp
Edge & Face Glue Solid Wood Components

Heavy Duty 
Drawer Clamp
1-Second Pneumatic 
Squaring

Custom Shop Clamping Systems

Door and Panel Assembly giving you the BLUES?
JLT Creates Clamping Solutions for the Custom Shop

Call Now for Special PricingCall Now for Special Pricing
800-901-8037

108 Parker Avenue, Poughkeepsie, NY 12601   •   www.JLTClamps.com



characteristics are dramatically changed. This happens because in-
stead of a line contact (obtained on contact drums), platens interface 
with the part being sanded with a large flat surface, keeping the 
abrasive in contact with the product for a period of time This fact 
results in:

• A longer scratch line because of greater dwell time.
• A smoother finish from any given grit belt because of the fact that as
 sanding dust is created, it is progressively trapped between the 
 abrasive belt and the product and therefore the abrasive mineral 
 is not able to penetrate as deep.
• No tendency to create chatter marks because the abrasive backup 
 device [the platen] is non-rotating and also cushioned, it has no 
 tendency to impart a chatter mark.
• Fewer tendencies to create belt splice marks because the abrasive
 belt entry and exit to the platen is relatively flat and it will not impart
 a mark from a stiff or out-of-specification belt splice. Its cushioned 
 construction, low-unit-pressure sanding force due to the large surface
 area of the platen and long scratch line all help to eliminate the 
 possibility of belt splice marks.
• However, platen type heads have a greater tendency to create 
 streaking because dust does become trapped between the abrasive
 belt and the product and the tendency for streaking is increased, 
 particularly if excessive pressures are applied. Also, the graphite 
 pad cover and the pad itself are susceptible to buildup or grooving
 that then imparts its own streaking pattern.

Crossbelt platen head
Crossbelt platen heads employ a relatively narrow (6” to 12” 

wide) abrasive belt running transversely (at a right angle) across a 
piece part. Originally, these were one-piece solid platens, but in to-
day’s modern machines they are always segmented platens. Cross-
belt heads will cut more aggressively with any given grit belt then 
a conventional widebelt platen head — because cutting is at right 
angles to the grain — and are normally used for tape removal on 
veneered parts. They are also required if you’re sanding long parts 
with the grain running at right angles to the parts length, such as on 
desk front panels.

Segmented platen sanding head variation
Segmented platens can be provided on any of the above sanding 

head types that employ a platen. Approximately 30 years ago, the 
concept of a yielding segmented platen sanding head was developed. 
With this concept, yield is achieved within the sanding head so it can 
accommodate not only panel thickness variations, but also variations 
within the face being sanded. This type sanding head is ideally suited 
for seal sanding, lacquer sanding and veneers. It can also be used when 
sanding solid wood parts. It is an undesirable characteristic if thickness 
dimensioning is required.

For help with sanding problems, contact: Howard Grivna, Sanding Systems 
Consulting Inc. Tel: 218-678-2929. www.sandingsystemsinc.com 

Contact drum heads are generally incorporated 

in most widebelt sanders as the sanding head 

“type of choice”. They come in a range of 

diameters  and a wide range of hardness.

MADE IN THE USA 
PATENTED
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By Jennifer Hicks
STAFF WRITER

Consumer interest in American 
black walnut (juglans nigra) is 
holding steady as lumber sup-
pliers interviewed by Woodshop 

News have either experienced an increase 
in sales during the last year or have seen 
no change at all. But all tend to agree that 
the unique growing patterns of the species 

makes its availability unpredictable and, 
in turn, make it difficult to gauge just how 
popular it really is.

Walnut sales are active at Yoder Lumber 
in Millersburg, Ohio, for instance. Company 
president Melvin Yoder says this refle cts cur-
rent consumer preferences for darker wood 
hues and woodworkers’ appreciation of the 
wood’s working properties.

“It’s a softer wood than oak. It machines 

really well. A lot of people like it for that. 
The dark color, once it is finished, has a high-
quality look that people want in their homes,” 
says Yoder.

Availability hasn’t been too much of a prob-
lem for him, but he does notice the species is 
not as readily available as other prominent 
hardwoods.

“Walnut typically grows in the Eastern Mid-
Atlantic and Midwest regions of the country. 
It requires more moisture than other species, 
so it grows more in the lower-lying areas. A 
lot of it can be found in Ohio, Kentucky, Indi-
ana, Illinois and Iowa.”

Peter Sieling, of Garreson Lumber Co. in 
Bath, N.Y., says walnut sells out shortly after 
he gets a supply. He believes he would sell 
more if he could get more.

“Walnut doesn’t grow in big stands, so it’s 
harder to get large quantities of it. So mills 
that are dealing with large quantities a lot 
of times don’t work with walnut other than 
when it accidentally shows up,” says Sieling.

“But I feel like people are using it more 
now than they were in the past because it 
is a pretty wood. It’s just hard to get be-
cause it doesn’t grow like a whole forest 
of maple does. Usually walnut grows in 
people’s yards or stream beds where there’s 
real deep soil.”

Chris Calvert, owner of Yukon Lumber Co. 
in Norfolk, Va., says walnut is being specified 
more for commercial projects.

“Right now we’re seeing a lot of it used 
for lots of restaurants. Some wanted rustic 
walnut so we took the sappy and the knotty 
out of the uppers. We’ve seen it pick up as 
an accent piece for countertops and tables 
and that kind of thing, but as far as flooring 
goes, not a whole lot. I think the trend goes 
in spurts. I think the TV media has a lot to 
do with it when people watch home-and-
garden channels.”  

WOOD MARKETS

Black walnut sales
are holding steady
Suppliers find the wood being used more for commercial projects and 
those that prefer the darker hues
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gramming at the machine.
Available in many variations, the Klever 

has a base price of about $60,000. Entirely 
PC-based, it features helical rack-and-pin-
ion drives for both the X and Y axis, plus 
vacuum and mechanical clamping options, 
according to Magnani.

Also significant to the Klever is a stop-and-
go function where, if the machine stops dur-
ing the execution of a program, it can be re-
started from where it was interrupted.

Contact: Biesse America. Tel: 877-824-3773. 
www.biesseamerica.com  

the shop was not being used by the owners, 
which meant mostly evenings,” says Coleman.

About a year ago, a building across the 
street became available. Coleman acquired 
it for the school and installed an 8,000-sq.-ft. 
shop. Class sizes are limited to eight students, 
who have a work area that features a 4’ x 8’ 
assembly table, bench, clamps and hand tools. 
Students share the machinery.

The school’s website at www.cuwschool.com 
lists its current course offerings.

Coleman is excited about the school’s fu-
ture despite the current economic conditions. 
“We started CU Woodshop Supply when 
the economy was right at its bottom and we 
are still holding in there three years later. So 
our hope is that if we can just keep ourselves 
going until the economy turns around, we’ll 
then be in a position to expand.”

Contact: CU Woodshop School of Wood-
working, 1302 Parkland Court, Champaign, IL 
61820. Tel: 217-355-1244.  

SCHOOL from Page 11

BIESSE from Page 12

The Klever 1224G CNC, available from Biesse 
America.

AWFS renames new 
product awards

The Association of Woodworking & 
Furnishings Suppliers, producer of the 
biennual woodworking industry fair in 
Las Vegas, is changing the name of its Se-
quoia new product awards to the AWFS 
Visionary Awards.

AWFS will also be modifying how the 
awards will be judged, selecting final-
ists prior to the show by a volunteer 
panel of woodworking manufacturing 
professionals.

Get more control and less mess during 

glue-ups! Plus, cleanup is literally a snap 

as dried glue just peels off this flexible, 

reusable silicone material. Our three-

piece kit is only $14.99! 

THE WORLD’S GREATEST

GLUE SYSTEM

 For a store near you or free catalog visit  Rockler.com  1-877-ROCKLER

Materials code:502

Dried glue just 
peels off!

43662
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10" HYBRID TABLE SAW 
with Riving Knife

single-phase

5⁄ 8

1⁄ 8 ⁄ 16

G0715P  $79500  SALE   
$72500

17" HEAVY-DUTY BANDSAWS

1⁄
1⁄ 8

1⁄ 1⁄ 8

INCLUDES DELUXE 
EXTRUDED 

ALUMINUM FENCE, 
MITER GAUGE & 

1⁄2" BLADE

MADE IN TAIWAN 

G0513 HEAVY-DUTY 17" BANDSAW 

                      $95000     SALE    
$85000

G0513P $89500   SALE   
$85000

10" LEFT-TILTING CONTRACTOR-
STYLE TABLE SAW with Riving Knife

1⁄

1⁄ 5 ⁄ 8

1⁄ 8

1⁄

MADE IN TAIWAN 

FREE 10" 
CARBIDE-

TIPPED 
BLADE

MADE IN ISO 9001 FACTORY!

G0732  $79500  SALE  $65000

5 ⁄ 8

5 ⁄ 8

1⁄ 8

10" LEFT-TILTING TABLE SAWS
with Riving Knife & Cast Iron Router Table

MADE IN TAIWAN 

⁄
5 ⁄ 8

1⁄ 8 ⁄ 16

⁄ 16

10" CABINET TABLE SAW
with Riving Knife & Extension Rails

               
    

   
  

  
 W

OOD MAGAZINE

               
    

   
  

  
 W

OOD MAGAZINE
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G0691
$142500 SALE $139500

1⁄

1⁄ 1⁄

1 ⁄

1 ⁄ 1 ⁄
1⁄ 8 ⁄

14" HEAVY-DUTY BANDSAW

MADE IN TAIWAN 

MADE IN ISO 9001 FACTORY!

G0555X  $79500  SALE $77500

ULTIMATE 14" BANDSAW

1⁄

1⁄ 1 ⁄
1⁄ 8 ⁄

MADE IN TAIWAN 

G0555P ONLY $49500

19" HEAVY-DUTY BANDSAWS

⁄

1 ⁄

1 ⁄ 8 1⁄

MADE IN TAIWAN 

(G0514X ONLY)

G0514X  
 $149500   SALE $145000

ALSO AVAILABLE G0514XF W/ FOOT BRAKE 

 $132500  SALE $129500

ALSO AVAILABLE IN GRIZZLY GREEN

G1023RLW 3 HP   
 $125000  SALE $122500

G1023RLWX 5 HP

 $135000  SALE $129500



1⁄
1⁄ 8

1⁄ 8

1⁄ 8

1⁄ 1⁄ 8

12" JOINTER/PLANER
COMBINATION MACHINES

               
    

   
  

  
 W

OOD MAGAZINE

               
    

   
  

  
 W

OOD MAGAZINE
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MADE IN TAIWAN 

ALSO AVAILABLE IN GRIZZLY GREEN

G0633 JOINTER/PLANER   $199500    SALE $195000

G0634Z SPIRAL CUTTERHEAD MODEL 

                                       $245000     SALE $239500

G0634XP     $219500       SALE 
$215000

1⁄

1⁄
1⁄

CYCLONE DUST COLLECTOR

G0703P ONLY 
$72500

MADE IN TAIWAN 

1⁄

1⁄ 8

1⁄

8" JOINTERS

4 KNIFE CUTTERHEAD 

G0656P         $79500    SALE      
$71550

SPIRAL CUTTERHEAD 

G0656PX  $119500     SALE 
$107550

⁄ 8 1⁄
⁄

⁄ 8

12" x 60" SHORT BED JOINTER  
with Spiral Cutterhead

MADE IN 

ISO 9001 

FACTORY!

G0706  ONLY 
$249500

15" PLANERS

single-phase

⁄ 16

1⁄ 8

G0453P  $105000

SALE $94500

 WITH SPIRAL CUTTERHEAD 

G0453PX  $165000   SALE   $148500

18" OPEN END DRUM SANDER
1⁄

1⁄

1 ⁄ 8

1⁄

G0458 $92500  SALE 
$89500

1⁄

5 ⁄ 8

1⁄

15" DISC SANDER with Stand

MADE IN TAIWAN 

MADE IN TAIWAN 

G0719 
ONLY 

$85000

1⁄

impeller

1 HP WALL MOUNT DUST COLLECTOR

G0710
$17495

SALE  
$16500
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OWNERS OF: Carmana Designs
LOCATION: Philadelphia
SHOP SIZE: 23,000 sq. ft.
EMPLOYEES: 2
ABOUT: The shop combines creativity and 
commitment to produce quality custom 
cabinetry, kitchens and interior furnishings 
for its diverse clientele located throughout 
metropolitan Philadelphia.

CARMEN AND 
ANNA MARIA VONA

with
LEANMACHINES

Co-owner Carmen Vona (left) goes 
under the hood of the shop’s Weinig 

molder with employee Craig Cody.



L ocated in the heart of the south end of Philadelphia, Carmana 
Designs was founded in 1981 by the husband-and-wife team of 
Carmen and Anna Maria Vona. The shop is a turnkey operation 

that designs, fabricates, finishes and installs custom cabinetry for resi-
dential and commercial clients.

Carmen is both a versatile designer and cabinetmaker who has won 
several national awards for high-end custom kitchens. Anna Maria is also 
an interior designer and puts the finishing touches on Carmen’s work. 
Talents aside, the key to their long run is having another source of income.

“In today’s climate, most shops need to find out how to make al-
ternate income. I started doing that when I was 20 years old with the 
rental properties, but it’s never too late to start that,” says Carmen.

“You can’t always  rely on income that’s coming in from the jobs. You 
don’t know what’s going to happen. Who expected the whole economy 
to collapse? I would have been one of the casualties. We would have 
shut down without that income.”

With Luigi’s help
It all began in 1979 with Carmen when he was 21, shortly after losing 

both his mother and father to illnesses. He was devastated and quickly 
became disillusioned with religion and school.

It was time for him to move in a different direction. Anna Maria’s godfa-

ther, Luigi Sammarone, an Italian cabinetmaker and well-known in Phila-
delphia design circles, was calling around to his friends and family asking 
them if they knew of someone interested in learning the cabinetmaking 
trade. Carmen joined Luigi and the two formed a bond as the master 
craftsman taught the novice all he needed to know. 

Husband-and-wife shop in Philadelphia has survived tough economic times with the use of CNC and rental income

B Y  J E N N I F E R  H I C K S  /
 S T A F F  W R I T E R

continued on next page

The shop’s current work is 
split between residential 

and commerical. 



After four years, Carmen was sure that he’d 
mastered every aspect of cabinetmaking and left 
to start his own shop. It wasn’t far from Luigi’s 
shop and this didn’t please the teacher, though 
they eventually mended their friendship. 

Carmen gave the business his all, work-
ing seven days a week. But his youth was 
a hindrance. “My first clients did not trust 
or believe I had the talent of an Old World 
craftsman. They did not take me serious-
ly,” he says.

After a frustratingly slow start in the 
early 1980s, the company began to grow 
and prosper during the next decade until it 
gained national exposure. 

“We got a couple of jobs. They were 
all based on word of mouth. It was all 
residential and 90 percent was for custom 
cabinets. And every now and then we 
built a freestanding piece like a conference 
table. It took about five years to really 
build up. We just dumped money into the 
building we were in. By the early ’90s, the 
phone was ringing off the hook.”

The shop’s primary market is greater Phila-
delphia, which includes Montgomery, Phila-
delphia, Bucks, Delaware and Chester counties 
and beyond. “We’ve done work all across the 
world for major retailers,” says Carmen. “We 
shipped a bar to Nigeria in 2009.”

Repeat business and referrals generate most 
of the work, which is about a 50-50 split be-
tween residential and commercial. “Before 
the recession, 80 percent of our work was resi-
dential,” says Carmen. “We’d like to do more 
residential, but you need a mix of both. With 
residential, we can make more money, but 

there is less work. With commercial, you have 
to do a lot to keep the shop busy.

“Right now we really don’t have a choice 
but to do both. Before the recession we were 
able to divorce people we didn’t like. We were 
able not to take the jobs, we were able to be 
picky. Now you don’t have that advantage.”

A spacious shop
By the late 1990s, the Vonas had a 9,000-sq.-ft. 

shop filled with production machinery and eight 
employees. They moved to a bigger shop in 2000 
at the former Abbotts Alderney Dairies complex.

The 23,000-sq.-ft. space is filled with more 
than $2 million worth of machinery, includ-

ing a SCMI panel saw, wide belt sander 
and gang rip saw;, QuickWood Pro sander; 
Ritter clamp table; Sand Pro (SandMan 
Products) sanding table; Mikron Multi-
Moulder; Scheer veneer saw; Hoffmann 
door machine; Gannomat drilling machine; 
Brandt edgebander; Ferguson cold press; 
Weinig planer; Donaldson Torit dust hop-
per and Techno-Isel CNC router.

It also features a double downdraft paint 
booth. The shop mixes custom stains and 
sprays high-gloss polyester and polyure-
thane finishes.

The shop currently has two cabinetmak-
ers, Michael Farrauto and Justin Shomo, 
down from a high of 14 in 2008 when com-
mercial work disappeared. “Our machin-
ery helped us get through the recession,” 

says Carmen. “We don’t need a lot of employ-
ees because of the machines. They don’t need 
holidays or sick days and they’re faster. I’m 
not saying I couldn’t do certain jobs without a 
CNC, but I couldn’t do them with the efficiency 
that that machine allows me to do.” 

CARMANA from previous page

continued on Page 39

A recently completed kitchen.
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SPECIAL MARKETING SECTION  Retooling for 2013 

Gearing up for next year

According to a report on Marketwire in October, new 
home construction in 2012 has increased about 30% over 
last year. In a September article in Builder magazine, 
economist Jonathon Smoke said: “Our initial forecasts 
for 2013 call for greater than 20 percent growth in both 
starts and new-home sales.” With numerous other in-
dications of recovery (the national unemployment rate 
finally fell below 8% in October), it looks increasingly 
probable that 2013 will be a busy year for woodshops.

 Is your business ready?

www.1800bunkbed.com ...............................35

www.besseytools.com ..................................38

www.burnstools.com ....................................36

www.amsna.net ............................................37

www.plmins.com ...........................................34

RETOOLING
for 2013



WWW.WOODSHOPNEWS.COM  NOVEMBER 2012   34

Retooling for 2013 SPECIAL MARKETING SECTION

As Business Grows, 
Cover Your Assets

As the woodshop mar-
ket recovers over the next 
few years, one of the fun-
damental rules of growth 
will be to protect assets as 
they expand. Insurance 
is vital, but it also is not 
guaranteed. John Smith, 
President and CEO of 
Pennsylvania Lumber-
mens Mutual Insurance 
Company recently wrote 
in the company’s news-
letter that: “applications 
being submitted to PLM 
for consideration and 
quotation are up by over 
20% thorough the first six 
months of the year. Unfor-
tunately, we are declining 
many of these.”

The problem is loss con-
trol. Actually, it’s the lack 

of control that some shops 
show in regard to loss 
prevention. Keeping your 
shop, inventory and most 
importantly, your employ-
ees safe is not just common 
sense, it also makes your 
business more insurable 
at better rates. Mr. Smith 
points to several areas 
where woodshop owners 
and managers need to fo-
cus. Shops that do some of 
their own electrical work 
should have it inspected 
by a licensed electrician 
or local inspector. In ad-
dition, “extension cords 
should be prohibited in 
woodshops, as they’re a 
major cause of loss. Open 
and unprotected junction 
boxes need to be properly 

covered and secured. Frayed cords need to be 
replaced. And sawdust build-up around elec-
trical boxes and motors needs to be controlled.”

Poor housekeeping (as in excess sawdust, no 
clear aisles etc.) can cause an insurer to decline 
a shop. And businesses that weld (or have a 
subcontractor on site who welds) need to have 
a written Hot Work Permit program. 

When choosing an insurance partner for the 
good times ahead, woodshops might benefit 
from taking a look at Mr. Smith’s employer, 
an organization that was actually founded 
by lumbermen for lumbermen. They’ve been 
around for 117 years, are rock solid financially 
thanks to very conservative financial manage-
ment - and they are already working with more 
than 5,000 customers in this field, so they’re 
more familiar with our unique challenges than 
anyone else in the insurance industry. The 
company writes all wood-related types of busi-
ness, including policies for woodworkers.

Phone: (800) 752 - 1895
E-mail: info@plmins.com
Website: www.plmins.com

Stronger than ever.
Since 1895, our experts have been providing 
property and casualty insurance products and 
services to the lumber, woodworking and building 
material industries.

Expect quality and value from your 
insurance provider. Contact us direct or 
have your broker or agent call us at

800.752.1895 or log onto 
www.plmins.com/ad/WS

Withstood
13,450 wind gusts
7,427 downpours
452 nor’easters
24 recessions

Stronger than ever.
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Creating Cash-flow 
For Small Shops

Even though 2013 looks to be a healthy year 
for the woodworking industry, economic re-
coveries can stutter and there will still be some 
slow days. 1-800-BUNKBED was designed for 
precisely that. The 
New Hampshire-
based company 
has a program that 
offers small (most-
ly one and two-
man) shops a way 
to use their exist-
ing equipment and 
know-how to cre-
ate a reliable flow 
of cash, and elimi-
nate slow days. 

Jim Rees, presi-
dent and founder of 
the company, says that “hundreds of shops have 
taken up the opportunity to run their own terri-
tory, with business locations in most U.S. states 
and all through Canada”.

The idea started in the early ’90s when Rees 
was searching for bunk beds for his children. 
What he found were either poorly made, or 
just too expensive. So, being a woodworker, he 

built the beds him-
self. When his fam-
ily and friends saw 
the results, they all 
wanted in. 

“I started getting 
phone calls,” says 
Rees, who at the 
time ran a general 
contracting busi-
ness in Glouces-
ter, Massachusetts. 
“Lots of calls. In 
fact, I had so many 
orders that I started 

1-800-BUNKBED as a manufacturing com-
pany, selling directly to the public and also to 
wholesale furniture stores.”

From the beginning, Rees decided against of-

fering franchises. 
“We don’t ask for a percentage of the sale,” 

he says. “A shop’s profit is their profit.” And 
while the business gives participants the bene-
fits of a franchise (such as protected territories, 
instant brand name recognition, and ongoing 
support), it does not require huge up-front fees 
and micromanagement. The program he offers, 
which is described on the company website, re-
quires just a $95 setup fee and a small monthly 
licensing fee. Each 1-800-BUNKBED indepen-
dent owner gets a manual with materials and 
parts lists, a formula to determine pricing for 
all products, building and assembly directions, 
and marketing suggestions. In addition, they 
receive the 1-800-BUNKBED phone number 
routed to their designated phone, a website 
and email address.

With two decades of success, 1-800-BUNK-
BED is a member of the U.S. Chamber of Com-
merce, New Hampshire Business and Industry 
Association, and also the Better Business Bureau.

Phone: (603) 347-8332
E-mail:  jrees@1800bunkbed.com
Website: www.1800bunkbed.com/wn

“Great Program!!! Easy to build, great
product!!! Fantastic marketing program!
Where else can you start a business for so
little money and get national brand

recognition? I love it!”
–Billy M., 1800BunkBed Business Owner

You Get: Construction Plans | Marketing Procedures | Access to our Top Producer.

Become part of 1800BunkBed and create
extra cash-flow while increasing the sales of
your other products!

A Proven Woodworking Business Since 1994!

For details, call 603-347-8332 or visit us

at 1800BunkBed.com/wn

With 1800BunkBed, grow both your
business and your bank account!
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Shop For Tools 24/7
With better days ahead for the housing indus-

try, we’re all going to be a lot busier. And that 
means we’ll need the right tools for the job. As 
shops became leaner and more efficient dur-
ing the recession, they also became more com-
petitive. Being 
able to keep 
up with that 
compet i t ion 
– delivering 
superior work 
on schedule 
and on budget 
- has a lot to 
do with how 
well the crew 
is equipped 
to handle the 
task. Who 
wants to see 
p r o d u c t i o n 
grind to a halt because everyone has to wait for 
the foreman to get back from the big box store 
with a few Sawzall® blades or the right drill bit? 

This is the time to gear up for next year.  
Fortunately, the Internet has made shopping 

for professional tools pretty easy, because it 
gives woodshops all across the country com-
plete access to Burns Power Tools. The family-
owned Fall River, Massachusetts store makes 
more than 37,000 of our favorite brand tools 

and accesso-
ries available 
twenty-four 
seven, and 
their invento-
ry is instantly 
searchable on-
line. Whether 
you’re work-
ing early or 
late, their on-
line store is al-
ways open, no 
matter what 
time zone 
you’re in.

For over seventy-five years, the Burns family 
has been supporting carpenters, cabinetmak-
ers, furniture builders and woodworkers, and 
nobody understands our industry like they do. 
They stock everything from industrial power 

tools to heavy-duty machinery, and offer full-
service sharpening, repairs and related acces-
sories. They even offer pick-up and delivery. 
But best of all, the folks at the customer service 
desk at Burns actually understand what we’re 
doing and can offer advice, technical knowl-
edge and a whole lot of common sense. Try 
getting some of that from the big box store!

Burns also offers expert service repairs and 
parts for most major brands of power tools, 
including DeWalt, Porter Cable, Milwaukee, 
Hitachi, Makita, Bosch, Delta, SawStop, Pow-
ermatic and JET, and they stock thousands of 
parts for the brands that they sell. Their ex-
pert sharpening service is renowned country-
wide as being the best in the industry. Loyal 
customers from as far away as Alaska regu-
larly send in saw blades to be sharpened by 
the experts at Burns.

Phone: 1-800-341-220 / (508) 675-0381
E-mail: www.burnstools.com/contact.html
Website: www.burnstools.com

350 Mariano Bishop Blvd. Fall River, MA 02721  Toll Free 1.800.341.2200 •  Local Phone 508.675.0381 • BurnsTools.com

FACTORY REPS ON HAND FROM:

... and more! Many value added giveaways, such as free batteries with 
cordless kits and free stands with miter saws!
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Complete Cabinet 
Package Now Just 
$99 a Month!

For woodshops, the recovering 
housing market is spotlighting a 
trend. The recession trimmed a lot 
of excess, and shops that now want 
to be part of the recovery will need 
to meet high-
er customer 
expectations 
and new effi-
ciency goals. 
Buyers now 
expect to 
see profes-
sionally ren-
dered draw-
ings – not 
just a set of 
shop draw-
ings – before 
they place an 
order. And 
with all the 
newly lean 
competition 
out there, a 
w o o d s h o p 
also needs 
to be able to 
deliver finished product, either 
manually or on CNC, in a precise 
and timesaving manner. 

The kind of software that can de-
sign a project, optimize materials, 
provide DFX files for CAM, tack 
and manage a project, and even 
deliver rendered images used to 
cost about as much as a new com-
pany truck. To help shops gear up 
for the emerging recovery, AMS-
NA (the publishers of CabMaster) 
have come up with an innovative 
and very timely way to make the 
whole package affordable. Very af-
fordable… just $99 a month!

CabMaster is always near the 
top of every shop’s wish list. So, 
making it affordable for every 
shop, from one man to a hundred 
employees, simply makes sense. 
Think about what most shops 
pay for cellphones or even In-
ternet service, and $99 suddenly 

seems like an extremely afford-
able way to enjoy the absolutely 
latest version of the absolutely 
best complete software package 
on the market. There isn’t even a 

contract. It’s 
just month-
t o - m o n t h 
rental. All 
of the shop’s 
i n f o r m a -
tion stays 
on their own 
PC: all that 
A M S N A 
controls is 
the key that 
allows the 
s o f t w a r e 
to run. The 
w o o d s h o p 
can even 
stop for a 
month, and 
then pick it 
right back 
up where 
they left off. 

And they’ll always have the most 
current version and libraries. 

For shops that don’t want a sub-
stantial initial investment but still 
want access to the very latest tech-
nology, this $99 program is on the 
leading edge of the way the wood-
working industry is changing. 
AMSNA is making it easy to gear 
up for next year.

Phone: 
East Coast: 410-753-2214
West Coast 562 888 1267
E-mail: info@amsna.net
Website: www.amsna.net
Video: 
www.amsna.net/movies/fun

from  
A $15,000.º º Value is NOW available for the 

LOW rental of $99.

fffffffffffffrrrrrrrrrrroooroooooooooooooommmmmmmmmmmmmm
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from  
A $15,000.º º Value is NOW available for the 

LOW rental of $99.

CabMaster

info@amsna.net (562) 888-1267
www.amsna.net
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ability to
 create and modify libraries. 

ready to process in the CAM package of your choice.
that provides 

 seamless integration of your machining needs, whatever they may be! 
Contact us for more info...
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Dial Up Perfect Gaps Between 
Flooring and Walls

With low interest rates and predictions of 
growth in the 20% range in new housing starts, 
both remodeling and new construction are ex-
pected to boom in 
2013. That means 
a lot of new wood 
parquet and lami-
nate flooring will 
be installed, and 
Bessey Tools North 
America have the 
perfect solution 
for shops gearing 
up to meet that 
demand. The AV2 
Flooring Spacer is 
brilliantly simple. 
It holds flooring 
away from the 
walls at precisely 
the distance recommended for various mate-
rials. Expansion joints (gaps between the wall 
and floor) are crucial, and the AV2 gives an in-

staller complete control over the process. The 
days of using shims and scraps of wood or 
other imprecise methods are over.

Using AV2s is 
as easy as laying 
the first piece of 
laminate on the 
subfloor and then 
slipping a Spacer 
between one end 
of the laminate 
and the wall. 
Then dial up the 
flooring manu-
facturer’s recom-
mended spacing 
(it can be any-
where between 
5mm and 20 mm 
- that’s a little 

under ¼” to a hair over ¾”), and then place a 
couple more AV2s between the long edge of 
the laminate and the wall.

 Continue dropping in Spacers in this fash-
ion until enough of the floor is laid for it to 
be stable (they’re quite inexpensive – a set of 
four runs about $10), and then remove them. 
That’s just a matter of reducing the pressure 
by dialing each of the Spacers to their smallest 
dimension and just lifting them out. There’s no 
chance of the edge boards being lifted, as hap-
pens sometimes with wedges.

The spacers are infinitely adjustable within 
their range (5 to 20mm), so they can be used 
to compensate for crooked walls. And the 
wide contact and support area avoids pressure 
points on both the flooring and the wall. 

AV2s are lightweight, small, inexpensive, 
and your installer will very quickly let you 
know that they are also indispensable!

Phone: (519) 621-7240 / (800) 828-1004
E-mail: www.besseytools.com/en/
            contactus.php
Website: www.besseytools.com
Facebook: www.facebook.com/
      BesseyToolsNorthAmerica

For 120 years now, whether it is 
clamping, cutting or steel technology, 
BESSEY® offers superior innovation, 
customer service and product quality. 

Make the most of our innovative  
edge and accumulated experience  
and see for yourself why BESSEY®  
is...”Simply Better”.

AV2 SPACER  
With adjustable settings  
(5-20 mm), durable construction  
and a wide contact surface area,  
the AV2 Floor Spacer is a big  
improvement over wedges or  
scrap wood for the laminate flooring 
professional.

BESSEY® Simply Better.

RAPID ACTION CLAMP  
The Rapid Action Clamp comes 
with a double spindle mechanism 
(for accelerated clamping  
action) and a guided  
clamping bolt for very  
direct pressure.  
A robust tool to  
enhance shop  
productivity.

BESSEY® Simply Better.

AUTO-ADJUST TOGGLE CLAMP 
The BESSEY Auto-Adjust Toggle Clamp  
automatically adjusts to variations in  
work piece dimensions while maintaining  
constant clamping force from  
25 to 550 lbs.

Toggle VideoAV2 Video

Clamping Technology I Cutting Technology I Precision Steel

Join us on...
YouTube  http://www.youtube.com/user/BesseyTools
Facebook  http://www.facebook.com/BesseyToolsNorthAmerica
E-Newsletter  http://eepurl.com/erGnk
Website  http://www.besseytools.com
For information call - 1-800-828-1004

BESSEY Tools offers two horizontal 
versions and an Inline version  
with new offerings coming  
Fall 2012.
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On customers and trends
Carmen strives to communicate effectively 

with clients when coordinating projects, keep-
ing them fully informed through design and 
final installation.

Requests often start out with a simple 
kitchen and then expand to include enter-
tainment centers, bars, home offices and li-
braries. The shop partners with other compa-
nies to include stair and millwork packages. 
If a client chooses another shop, Carmen 
charges $1,500 for the use of his designs.

Style preferences have changed from tra-
ditional to contemporary, Carmen says. 
“Green construction is much more con-
temporary and we see a lot of that. Some 
people still want traditional. We do what-
ever anyone wants.

“One of my signatures is that I twist 
things. I turn things on angles to make 
spaces bigger. I just finished an entertain-
ment center and the client wanted to know 
how I widened their house. I built it on an 
angle that protrudes into a space. But some 
people resist that. They like squares and rect-
angles. They don’t always want change.”

Keeping the doors open
During the last three years, the shop’s back-

log has dwindled from 18 to about six months. 

Before the recession, the shop completed about 
150 jobs a year and now averages about 36.

“If it weren’t for the real estate income, we’d 
have been bankrupt,” says Carmen. “I see other 
shops closing down and I can see why. They’re 
paying the mortgages and other expenses with 
no other income than from their shop.” 

Carmen refuses to take a job that won’t turn 
a profit. That’s just good business sense, he 
says. The truth is, Carmen could close the 
shop tomorrow and live comfortably, but he 
enjoys woodworking too much.

“It’s not about the money anymore. I can 
stop now and rent the [shop] for more than 
I’m making, but I wouldn’t have a place to 

go to every day.”
Carmen especially enjoys teaching young 

people who wouldn’t otherwise have a chance 
to learn trade skills. He believes he can show 
them a career path just as Luigi did for him. 
He is bothered that many bright young men 
come to his shop with a technical degree, but 

can’t even read a tape measure.
“They don’t really learn anything. The 

schools just take their money. These kids all 
think they’re going to go work as a carpenter 
for $20 an hour and they can’t even add frac-
tions. Throughout the years I’ve taught about 
seven or eight guys to be just as good as me.”

He says he will probably sell the busi-
ness when he’s ready to retire. Otherwise, 
he will shut down the operation and rent 
the space. Right now, he would prefer to 
expand operations, if possible.

“I would love to go back to more employ-
ees, but what comes first? The chicken or 
the egg? Do you hire more employees in 
anticipation of getting more work and then 
strap yourself of all of your available cash to 

pay guys while you’re trying to bring in more 
work or try to bring in the work first.

“With the machinery here, we’re trying to 
bring the work in first.” 

Contact: Carmana Designs, 1715-19 McKean 
St. at Colorado Court, Philadelphia, PA 19145. 
Tel: 215-952-0133 www.carmanadesigns.com.

CARMANA from Page 32

Justin Shomu in the 
shop’s paint room.

P.O. Box 70, Rutland, Vermont 05701
(802) 773-3240

www.woodshopspecialties.org

REMANUFACTURED

Sandingmaster Wide Belt 
Sander Model 2075–C

37” x 75” Belt.  This 
machine also has Ve-
neer sanding capabilities.  
Combination Head allows 
for light thicknessing as 
well as fine sanding.

Professional  Quality At 
The Right Price

Remember the line of Sandingmaster Wide Belt Sanders we sold 
from the mid 80’s to the mid 90’s?  We now sell them remanufac-
tured to new specifications (subject to availability), along with many 
fine, accurate woodworking machines new and remanufactured.
Call us for parts, service, and advise on your woodworking needs.
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B
ill Lensi, owner of MasterCraft Building 
& Millwork in Phoenixville, Pa., found 
his custom woodworking niche in the 
high-end residential remodeling sector 

shortly after establishing his company in 1987. 
He chose to solicit clients directly after getting 
burned by commercial builders.

“It’s more work to work for the end user, 
actually less work for commercial people, but it 
just seems like they’re the ones getting the cus-
tom work done. The contractors are always try-
ing to cut corners here and there to get it done 
as cheaply as possible. Our niche is high qual-
ity and you just don’t see the real high-quality 
stuff in commercial projects,” says Lensi. 

From pests to wood
Lensi first tried his hands as a business 

B Y  J E N N I F E R  H I C K S  / 
S T A F F  W R I T E R

Bill Lensi’s shop in Pennsylvania has built a steady business despite some bumpy economic conditions

ACTING vs. reacting 
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owner in the pest-control industry in 1983 
in a partnership with his brother. After sev-
eral years, he decided he’d had enough and 
wanted to get into something he liked. Shortly 
thereafter, MasterCraft was born. The first 
shop was located in Kimberton, Pa., in a base-
ment of an antique shop owned by his par-
ents. He brought a partner in and got the busi-
ness off the ground, but when the economy 
went south in the late 1980s, the partnership 
dissolved and Lensi continued on his own.

“[My partner] went in another direction be-
cause we had been burned by three different 
builders who were hit with the recession in ’87. 
We got burned for $25,000 and couldn’t pay 
our bills. I told him I’d absorb everything and 
I acquired all of the equipment — everything.”

After paying his debts, he decided to turn 
down any further work orders from builders 
and cater strictly to clients who contacted him 
directly for residential work and smaller com-
mercial jobs. Formal training wasn’t required 

because a number of unique custom requests 
forced him to learn on his own. He began hir-
ing employees as his workload grew. 

“I tried to get the most skilled people I 
could. I taught them what I knew and through 
other people made a lot of contacts in the busi-
ness and moved from there.” 

Early projects for builders included gen-
eral casework, frameless cabinets and lami-
nate tops. But in deciding not to rely on those 

Owner of: MasterCraft 
Building & Millwork

Location: 
Phoenixville, Pa.

Shop size: 3,800 sq. ft.

About: Two-man shop 
has been serving high-end clients 
within an hour’s drive for more than 
20 years. Projects range from kitch-
ens and baths to custom libraries 
and bars.

Annual gross: $400,000

B I L L  L E N S I

continued on next page

Lensi favors residential work.



sources any longer, he had to take what he 
could get. It took a lot of legwork, but he slow-
ly built a clientele. 

“I did everything from knocking door to 
door to advertising in the Yellow Pages to 
making contacts in different areas and getting 
referrals. Almost everything from then on has 
been referral work.”

By 1996, the company had reached its peak 
in size with six employees and the following 
year Lensi rented his current 3,800-sq.-ft. shop. 
By 2000, he realized it was time to scale back.

“I figured out things really worked the best 
with four employees. We did more business 
with four than with six. Six was too much for 

me here and it just didn’t work out. You were 
constantly chasing your tail, fixing this or that. 
Whether it’s my management style or what, I 
couldn’t keep things how I wanted them. I’m 
real fussy how things are done. Our most com-
fortable level was four when we did $750,000.”

Lensi first felt the effects of the economic down-
turn in 2008, but did well until last year when he 
had to lay off several employees because business 
slowed considerably. He held on to his one long-
term employee, David Furlong, who’s been with 
him for 18 years and whom he describes as one 
of the most competent cabinetmakers he knows. 
Despite the small crew, the company is looking at 
a year-end gross of about $400,000. 

Local clients, high-end jobs
About 80 percent of clients are within 50 miles 

of the shop, residing in Montgomery and Ches-
ter counties. The remaining 20 percent are with-
in 150 miles. He’s had lucrative jobs in Princeton 
and Avalon, N.J. There was another in New 
York that he’d rather purge from his memory.

“I had a job in New York City once. It cost so 
much to get the job into the building. It was a 
nightmare; it was nuts. I didn’t know the ins and 
outs of the city, like getting the truck parked.”

While the majority of work is in the high-end 
residential sector and he is still reserved about 
commercial work from that bad experience in 
the 1980s, Lensi will bend every now and then.

“We do some commercial work for a few 
customers and we usually bail them out when 
other people screw stuff up. These are usually 
banks and restaurants, when their millwork 
company can’t make it on time.”

Shop and services
The scope of services is broad given the size 

of the operation. The fact that his clients are 
wealthy spurs elaborate project requests. They 
include custom doorways and entryways, 
raised-panel wainscot libraries, coffered ceil-
ings, mantle surrounds, entertainment centers, 
theaters and many home bars.

Lensi does all of his drafting by hand. His 
clients favor traditional designs, so almost 
every cabinet project features beaded inset 

frames. Finishing preferences are a 
50-50 split between painted and 
glazed-over stain. He sees color con-
trasting in rooms becoming a more 
prevalent trend, usually something 
like a very light maple-stained kitchen 
with a dark-painted or stained island.

“We do a lot of work in cherry 
and maple. Maple has been at a 
good price point for a long time.”

The company occasionally out-
sources finishing, but it is mostly 
done in-house.

Shop equipment includes a Casolin 
sliding panel saw; General table saw; 
Bridgewood jointer, wide belt sander, 

shaper and edge sander; Grizzly planer; Ingersol 
Rand air compressor, Morso miter machine for 
beaded face frames; Kreg pocket hole machine; 
Agazzini band saw; Delta Unisaw and radial 
arm saw; Detel M-13 line borer; Shop Fox mold-
er, and three Hitachi sliding miter saws. 

Handling the economy
Like other woodworkers trying to make a 

decent living, Lensi is appalled by the under-
bidding going on by his desperate competi-
tors. He calls it a prescription for disaster.

“Other shops are so behind they’ll do any-
thing for cash flow. Which means instead of 
folding up now, they will fold up down the 
road. My opinion of this economic slowdown 
is that it’s weeded out a lot of the wildcard 
smaller guys that used to undercut and put in 
subpar projects.”

Poor business decisions by of other shop 
owners have actually helped Lensi succeed. 
He stayed lean and mean while others gave 
in to their clients’ low-budget demands just 
to get the job. He sticks to his guns on pricing. 
Customers have tried to talk him down and, 
after unsuccessfully calling his bluff, returned 
to accept the initial price. He also declines of-
fers for trades, which he gets quite frequently. 
Once, in lieu of the balance on a project, he ac-
cepted a client’s promise for several thousand 
dollars in advertising that he never received.

ACTING from previous page

There was a bit of woodwork in this home office job.
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Since 2008, Lensi’s backlog has remained 
at four to six weeks, but every now and 
then drops off.

“One thing about this economy is that it’s 
taken all the consistency out of anything and 
that’s why we handle things the way we han-
dle things. We just blitz through stuff when 
we get it so we’re prepared for the next thing.” 

When business was at its worst about a 
year ago, he reduced his employee count to 
one to remain in the game. He also tolerates 
working in a dated building with an un-
stable floor because the rent is cheap. Above 
all, he works to exhaustion when given the 
opportunity.

“I just got done working 40 straight days 
and I’d bet 35 of them were 12-hour days to 
get that project done as fast as possible. We 
took a couple days off after that.

“We will prevail. When things turn around, 
we’re in a great position. Everything’s paid 
for — the truck, the trailer, the equipment. I 
don’t owe anybody any money and that’s how 
we’re going to make it. We haven’t buried 
ourselves in debt.”

While other cabinet shops are doing well in 
the area, Lensi does not consider them to be 
threats because they offer different services.

Lensi says his recipe for getting through the 
tough times will be to seek out the right cus-
tomers and give them exceptional work, while 
screening out the problem customers. 

“There are still some healthy customers out 
there. One of my clients in Princeton who just 
spent $50,000 on his basement works on Wall 
Street. Hopefully his boss or co-workers will 
want some of my work so they can brag to 
each other. I want my millionaire to be hap-
pier than someone else’s.”

Down the road
Lensi has big plans to build a new shop in 

a nearby location when the timing is right. 
He currently shares a showroom with other 
artists in Worcester, Pa., and wants to put a 
showroom in his new building. He will also 
build an inventory of stock cabinets to keep 
his prices low. If he hires anyone at all, it will 
be a marketing professional. 

Woodworking education is important 
to Lensi and he is considering starting a 
school after getting his new shop where 
he can teach the basics such as hand tool 
use and joinery techniques. Right now, he 
donates time every other month at the local 
Cat Pickering School of Art and shares his 
business experiences with instructors to 
help them steer their students in the right 
direction.

“I go over all of their projects and they ask 
me what I think of the curriculum and what 
I would recommend for them to teach in 
the future to better prepare these kids when 
they go out to find a job and what equip-
ment I would recommend for the future. 
They’re just looking for advice. They want 
a professional to look at procedures. That’s 
been a real rewarding thing for me to do.”

In the big picture, Lensi just wants to be fi-
nancially comfortable . He will hang in there 
as long as it takes because he enjoys the satis-
faction of a job done well and simply making 
customers happy. 

“When you see a project start on a piece of 
paper and then it goes into the house perfect-
ly, it’s amazing.”

Contact: MasterCraft Building & Millwork, 
1000 Township Line Road, Suite 2, Phoenix-
ville, PA 19460. Tel: 610-935-2467. www.master 
craftdesigns.com 

David Furlong and Lensi.
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By John English

W
h e n  I  b e g a n 
learning how to build 
cabinets 30-plus years ago, 
we still worked off hand-
drawn blueprints and the 

only way to show a client what a job might 
look like was to jump in the car and visit a 
previous job. Now, technology can create a 
3-D walkthrough of a kitchen that doesn’t 
even exist yet and the cabinetmaker can rotate 
shop drawings through three axes on a screen, 
just to get a better understanding of the join-
ery before he makes a cut.

Commercially viable lasers have been with 
us even longer than design software, although 
they are not as universally present in wood-
shops. The perception once was that they 
were an expensive investment that wouldn’t 
attract enough work to justify the price tag. 
But subtle changes in both attitudes and cost 
have gradually taken place during the last 
couple of decades. Lasers have withstood the 
test of time and, as with most technology, they 
have become more complicated internally, but 
at the same time easier to use.

An outsourced option
Perhaps the most significant change is that 

the investment no longer has to be made in-
house. Small businesses all across the coun-

try (many of them origi-
nally woodshops themselves) 

now specialize in cutting parts and 
engraving designs in wood by using lasers. 
Being able to outsource these tasks has cre-
ated a new opportunity for woodshops. They 
can offer the added value of engraved panels, 
intricately cut fretwork and decorative mold-
ings without having to invest in a laser and 
the time to train an operator.

One such resource is Laser Tech in Bu-
ford, Ga. (www.lasertechatlanta.com). “We can 

cut parts in most wood species up to about 
an inch-and-a-half in thickness,” says owner 
Chris Nowak. “The process starts with some-
thing as simple as a print, a drawing, DXF or 
DWG file, or several other formats. We work 
in solid wood, plywood, MDF and lots of 
other composites.

“One big advantage to having us make parts 
is that they come with a high-quality edge, so 
you don’t have to sand. We can also handle very 
intricate details and we can also nest your parts 
(cutting several at a time) to save you material.

“Our laser cutting is also extremely accu-
rate”, Nowak adds. “Parts are delivered with 
tolerances to plus-or-minus .001” and we can 
set up a test cut on critical parts and produce a 
prototype before making the run.”

Laser Tech operates four laser systems from 
25 watts to a massive 2,200 watts (capable of 
cutting steel) and tables that can handle work 
up to 4’ x 8’. There are thousands of other 
shops across the U.S., most of them offering 
fewer options than this, but still capable of 
meeting almost any woodshop request. For 
small woodshops or smaller jobs, outsourc-
ing is an obvious option and this aspect of 
the laser industry is most definitely changing 
some practices of the woodshop industry.

Taking it in-house
For companies considering bringing a laser 

in-house, the two biggest variables when 
choosing a model are table size and wattage. 
It’s not so much a question of which machine 
has the most power, but rather of being able 
to match the size of the laser to the task at 
hand. For example, Universal Laser Sys-
tems in Scottsdale, Ariz., markets 12 differ-
ent models on its website (www.ulsinc.com). 

A
 C

UT ABOVE

When speed and precision 
are needed for your projects, 

laser technology can keep 
you on the cutting edge
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These range from a 16” x 12” table that sup-
ports one of three lasers beginning at 10 watts 
(model VLS2.30), to a 48” x 24” unit that can 
be equipped with up to 150 watts of laser 
power (ILS12.75). When one considers the size 
of most kitchen door panels, that latter plat-
form is far more than most shops will 
ever need.

Epilog Laser (www.epiloglaser.com) 
in Golden, Colo., also offers several 
distinct lines of lasers. The Zing Start-
er Series is ideal for shops just explor-
ing their options because it doesn’t 
require a huge investment, but it still 
offers the ability to engrave and cut 
a wide variety of material, including 
wood. Their Legend Elite Series can 
engrave with exceptional detail (up 
to 1,200 dpi) and offers more power 
(and thus more speed) than the entry-
level models. And their FiberMark 
Industrial Series can even add bar 
codes to parts, work on material up 
to 5” thick by 12” wide and 24” long 
and do so at remarkable speeds.

Even the smallest model can change 
a woodworking business because it 
allows the shop to offer more choices 
to customers. But the larger units can 
change not just what the woodshop 
offers, but also how it manufactures. 

Instead of buying in fretwork moldings and 
accents such as thin corbels or shelf brackets, 
these parts can be made in your shop.

A versatile tool
There are several reasons why lasers have 

stayed with us and are gradually becoming 
a larger part of what we do. They can cut, 
mill, engrave and shape thin parts without the 
shop having to sharpen steel or carbide cut-
ters, periodically replace bits and knives, train 
a cabinetmaker to sharpen in-house or pay 

for a sharpening service to do the job. 
Their repeatability is an enormously 
valuable tool, allowing shops to create 
themed décor, such as wildlife depic-
tions through the rooms at a fishing 
resort or placing a company logo on 
the door of every office in a building.

Milling small parts that are pre-
cisely the same dimensions is a boon 
to woodshop customers as diverse 
as advertising specialties suppliers 
(who often provide small hand-out 
gifts at conferences, trade shows, etc.) 
to the makers of wooden automotive 
accents and even knockdown furni-
ture. Anywhere that wood parts need 
to fit precisely with other materials, 
laser cutting is now an option. A shop 
can also offer a client the option of 
decorating the part that’s being cut 
with an image, which is another way 
to create added value, strengthen the 
bottom line and expand the wood-
working business. 

CUSTOM
PROFILE KNIVES
For Shapers and Moulders 

Fast Quotes / Delivery 
Competitive Pricing 

Corrugated Back • Lock-edge
Jet/Powermatic • Woodmaster

Williams & Hussey

We will make an
EXACT MATCH

to your wood samples,
CAD or Faxed Drawings

Stock & Custom Moulder & Shaper Heads
Moulder Knife Steel 

Freeborn Tool Shaper Cutters In Stock
35% Off In-Stock Cutters

ORDER ONLINE NOW

CTSAW.COM
Router Bits • Solid Carbide Router Bits

Saw Blades • Collets & Toolholders • Shaper Cutters
Boring & Driling Bits • Planer & Jointer Knives • Profile Knives

800-404-1220
140 Avon St., Stratford, CT 06615

Fax: (203) 378-7346 • EMail: info@ctsaw.com

continued on next page 

This US700 air fi ltering machine, hanging from 
the ceiling in shops up to 800 sq ft, will make your 
shop air 70% to 90% cleaner, signifi cantly reduc-
ing the amount of dust that settles on surfaces and 
in your lungs. Larger machines available. www.
usbodyproducts.com, 800-280-4546
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There are some things a laser can do that 
traditional tooling just can’t handle.

“A CNC machine with even the smallest 
cutter installed will leave a slight radius on a 
corner,” says Steve Cortesy of Cutting Edge 
Systems (www.cuttingedgesystems.com) in 
Costa Mesa, Calif. “A laser can cut a square 
corner. That kind of versatility is essential in 
many specialty woodworking operations such 
as model airplane and railroad manufacturing 
or shops that build scale models of buildings 
for architects.” 

Cutting Edge Systems distributes and sup-
ports Epilog laser systems. Some of their cabi-
net-shop clients are now using lasers to engrave 
a company logo inside drawers and doors as a 
mark of craftsmanship. The idea is based on the 
paper tags that furniture builders used to paste 
on the backs of bedroom sets or the bottoms of 
dining room tables a century ago.

“Another application,” says Cortesy, “is to use 
a laser to cut a very precise version of a part in 
acrylic and then this can be used as a template 
to route multiple copies of parts in wood, using 
a bearing-guided bit. A shop can use this tech-
nique to create a huge variety of templates to 
mark and cut various radii or to make matching 
parts such as chair rockers or to rout designs on 
veneered MDF panels, for example.

“Our woodworking clients have also used 
lasers to create acrylic templates to accurately 
match historic moldings for restoration projects. 
One of these masters can then be used to cre-
ate sets of molding knives and, as the original 
template is not subject to wear, it can be used 
down the road to re-create the knives when, for 
example, a building is expanded and the same 
moldings are being used to continue a theme.”

There’s no limit
About five miles northwest of the Strip in 

Las Vegas, Ken Nelson has created an unusu-

al woodworking business that combines his 
love of turning with the artistic use of lasers. 
Kallenshaan Woods (www.kallenshaanwoods.
com) provides laser-cut wood inlay kits for 
pen makers. They offer kits that allow pen 
turners to include images of just about ev-
erything from shamrocks to dog breeds to 
winemaking themes on the barrels of writing 
instruments. The company also makes key 
chains, plaques, business-card holders, pen 
cases and other items. But the idea of offer-
ing highly accurate and detailed engraving 
services to turners has, well, turned a lot of 
heads. Nelson is typical of people who com-
bine the craft of woodworking with the art 
that can be created with a laser.

“I’m a woodworker by trade,” he says, “and 
I try to stay within the wood arena while using 
the laser. But I keep coming up with new and 
interesting things to do with the system.” 

Nelson used his laser to make a jig that al-
lowed him to equally space a design around a 
pen so he could use an indexing system to en-
grave the entire 360 degrees in increments (usu-
ally about 14) and have the ends match up per-
fectly. That kind of ingenuity allowed him to use 
the laser to change the very nature of his busi-
ness — and he’s not alone. Lasers are changing 
not only how woodworkers work, but also how 
they think. And they’re certainly taking us a 
long way from hand-drawn blueprints.  

LASER from previous page

A TRADITION OF INNOVATIONTM

olivermachinery facebook.com/olivermachinery youtube.com/olivermachinery

www.olivermachinery.net | info@olivermachinery.net | 800-559-5065

Oliver’s 120 year heritage 
of innovative design and 
quality goes into every 

product we sell. 

Oliver offers a full line of 
heavy-duty machinery.

Two-year limited warranty.

Contact your dealer for more information on 
these additions to the Oliver line.

Oliver’s Oscillating Edge 
and Spindle Sanders 

Perfect Additions to any 
Woodworking Shop. Oliver now offers a full line 

of 25” - 43” single and double 
head performance sanders.

Rock Solid Finishers
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ApplePly is now available online in nine species

and thicknesses ranging from ¼" through 1 ½".

BuyApplePly.com is now online!
States Industries is pleased to announce the 

launching of buyApplePly.com, providing online 

access and direct shipment for popular ApplePly 

products. The site offers nine species, ¼" through

1 ½" thick in seven optional sizes.

1.800.203.1686  •  States Industries LLC  •  Eugene, OR

DEHART STYLE
Knives

Now Selling

Mention this ad 
for a discount. 

 Helps Prevent Bad Cuts Like These

 Abrasion, pitch buildup, 
micro chipping and poor 
sharpening jeopardize the life 
and performance of even the 
fi nest carbide-tipped blades 
and dado sets.  Our expert 
factory sharpening will help 
protect your investment.  We 
handle all types and makes of 
blades.  Typical turnaround is 
just 4 to 5 days.  

We’ve been the leader for 
over 60 years, so contact 
us today.      

 www.ForrestBlades.com
1-800-733-7111 
(In NJ, call 973-473-5236)
 © 2012 Forrest Manufacturing    Code WN
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The Society of Arts and Crafts host-
ed the national exhibit, “Wendy 
Maruyama: Executive Order 9066,” 
from Sept. 8 to Nov. 3 at its exhibi-

tion gallery in Boston.
The exhibit featured distinct work that is 

based on the historically significant date of Feb. 
19, 1942, when President Franklin D. Roosevelt 
signed Executive Order 9066, which authorized 
the internment of 120,000 American citizens 
and resident aliens in Japan. They were told to 
pack what they could carry and were forcibly 
relocated to one of 10 camps set up by the gov-
ernment in states throughout the country. 

Maruyama, a third generation Japanese-
American, was deeply affected by this his-
tory and has created a body of work that 
reflects on this period.

The exhibition is composed of three inte-
grated elements: a series of wall-mounted 
sculptural cabinets, 10 sculptures created 
from replicas of the paper ID tags that in-
ternees were made to wear — one of which 
will be exhibited at SAC — and a selection 
of objects that were used or made by people 
interned in the camps. 

Maruyama’s cabinet, “ID”, is made of pine and features replicas of the paper tags that internees wore 
during World War II; “Watchtower” features pine, sitka spruce, fir, ink, painted wood bowls and glass.

Maruyama exhibit focuses on internment
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The exhibition was funded by an Artist Ex-
hibition Grant from the Windgate Charitable 
Foundation.

The exhibit will travel to Arkansas Arts Center 
in Little Rock, Ar.; Arizona State University Art 
Museum in Tempe, Ariz.; San Jose Institute of 

Contemporary Art in San Jose, Calif., and Mu-
seum of Craft and Design in San Francisco, Calif. 

Granite State happenings
The New Hampshire Furniture Masters Associ-

ation hosted an afternoon with the masters Aug. 
12 at Castle in the Clouds in Moultonborough, 
N.H. The event featured presentations from 
seven of the group’s furniture masters and two 
guest artists. Guests were invited to chat with the 
masters and examine their works more closely.

Presenting masters included Aurelio Bolog-
nesi, Jeffrey Cooper, Tom McLaughlin, Terry 
Moore, Richard Oedel, Jeff Roberts, and Brian 
Sargent. The guest artists were Matt Wadja 
and Bruce Eaton. 

The association also held the exhibit “Unique 
Furniture with Style” Aug. 22-Sept. 19 at the 
New Hampshire Historical Society’s library in 
Concord, N.H. It featured recent work by 14 
select members, one guest artist, three emerg-
ing artists and two participants in the guild’s 
prison outreach program.

Contacts
New Hampshire Furniture Masters Associa-

tion. www.furnituremasters.org
Society of Arts & Crafts, 175 Newbury St., 

Boston, MA 02116. Tel: 617-266-1810. www.
societyofcrafts.org 

John Cameron’s “Crane Chairs” made of white oak were featured in August at the New Hampshire 
Furniture Masters Association’s Castle in the Clouds event.P
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Call us today at:
1-800-665-0623

sales@eliaswoodwork.com
www.eliaswoodwork.com

Environmentally friendly laminate protects against 
bacteria, perfect for homes, healthcare facilities, schools, 

and commercial buildings. No finishing required!

1 week lead time on our most popular styles and colors.
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CALL 1-877-278-5853
Available Direct from Timesavers!

at www.speedsander.com

“With over 60 years of providing high-quality sanders,
reliable service and the best value you can find,

TIMESAVERS continues the tradition with SPEEDSANDER!”

25”, 37” & 43”

Widebelt Sanders 

for Small

Shops!

Basic T54 jointer with 20” width capacity, 4 knife Tersa cutter head, extra- 
long infeed table, pre- wired for power feeder install and standard swing 
away safety guard (not show).

Year- end special  ..................................................... $18,900
Certain Areas Restricted

*pictured with T45 thickness 
planer, not included in price

www.simantechinc.com
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Organizations sponsoring meetings, class-
es or shows of interest to professional or 
hobbyist woodworkers are invited to sub-
mit items to: Calendar, Woodshop News, 
10 Bokum Road, Essex, CT 06426; editorial@
woodshopnews.com.

The complete national calendar of events is 
updated monthly at www.woodshopnews.com.

— Compiled by Jennifer Hicks

COLORADO
Feb. 1-3, 2013 — The Woodworking Show 
at the Merchandise Mart in Denver. www.
thewoodworkingshows.com

FLORIDA
Ongoing — The Dunedin Fine Art Center is 
offering six-week woodturning classes at its 
Cottage Campus taught by AAW professional 
member Tony Marsh for beginners and 
intermediate-level participants. Full day classes 
are held on Thursdays. Call 727-298-3322 or 
e-mail education@dfac.org for information.

IDAHO
Feb. 23-24, 2013 — The 2013 Idaho Artistry in 
Wood Show invites competitors from all skill 
levels to submit their wood carving, turning, scroll 

work and fine wood working for display and 
judging. Demonstrations, vendors, raffles, auction 
and the opportunity for artists to sell their work. 
Location: Boise Hotel and Conference Center in 
Boise. Contact: www.idahoartistryinwood.org
 

INDIANA
Jan. 18-20, 2013 — The Woodworking Show at 
the Indiana State Fairgrounds in Indianapolis. 
www.thewoodworkingshows.com

KANSAS
Jan. 25-27, 2013 — The Woodworking Show 
at the International Trade Center in Overland 
Park. www.thewoodworkingshows.com

MARYLAND
Jan. 4-6, 2013 — The Woodworking Show at 
the Maryland State Fairgrounds in Timonium. 
www.thewoodworkingshows.com

MASSACHUSETTS
Nov. 16-18 — Five-Day Intermediate Wood 
Carving Classes with David Calvo. David Calvo 
Studio, 186 East Main St., Gloucester, MA 01930. 
Tel: 978-283-0231. www.calvostudio.com

Nov. 16-18 — Paradise City Marlborough. 
Furniture and accessories from 175 craft de-
signers and artists will be exhibited for sale. 
Location: Royal Plaza Trade Center, Marlbor-
ough. www.paradisecityarts.com

Jan. 11-13, 2013 — The Woodworking Show 
at the Eastern States Exposition in West 
Springfield. www.thewoodworkingshows.com

RHODE ISLAND
Nov. 2-4 — Providence Fine Furnishings & Fine 
Craft Show. Pawtucket Armory Arts Center, 
Pawtucket. www.finefurnishingsshows.com
Nov. 29-Dec. 2, Dec. 7-9 — Foundry Artists 
Holiday Show. Join 65 talented artists 
showcasing their work at this 30th annual fine 
art and craft show. Location: Pawtucket Armory 
Arts Center, Pawtucket. www.foundryshow.com

SOUTH DAKOTA
Nov. 17 — One-Day Bowl Turning Class. 
Offered three days this fall, participants will 
work in kiln-dried maple or cherry. Location: 
Arts & Learning Center, Belle Fourche. www.
clccommed.org

TEXAS
Nov. 8-Dec. 8 — 13th annual Texas Furniture 
Makers Show at the Kerr Arts and Cultural 
Center in Kerrville, Texas. This juried 
exhibition is a statewide competition featuring 
handcrafted pieces by the best custom 
furniture makers in Texas and is co-sponsored 
by Woodcraft retail chain. Admission is free. 
For information, call 830-895-2911 or visit 
www.texasfurnituremakersshow.com  

CALENDAR

competition’s dust!
(FREE with any Tempest Cyclone!)

Top Quality, Great Prices and Expert Advice!

The best value in dust collection is now the cleanest. 

as a FREE upgrade (a $54 value). Industry leading, Merv 15 rated 

captures 99.98% of wood chips and dust particles to below 1/2 micron. 
You achieve near surgical quality air and cleaner tools, while practically 
eliminating dust clean up forever! In addition, Tempest Cyclones never 
clog, require almost no maintenance and come with a 5 year warranty.
 F
 F
 F
 or F
SAVE on any system you buy! ff ers a variety of discounts and 
off ers on dust collectors too numerous to list here.  We’re your complete 
resource for everything you need to get the job done right! To get the 
best deal on the system sized perfectly for your shop and number of 
tools, call Bill at (215) 676-7606 x16.

Ask about our solutions for smaller 
shops starting at only $295.

www.pennstateind.comClean Air! Clean Shop! Clean Tools!

FREE Ductwork Plan
Plus Save $100 when you 
purchase  any S-series 
Tempest™ cyclone!
Use Code WSNNAN15
Call 1-800-377-7297 to redeem

online. Prices subject to change 
without notice.
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 Band Saw Blades
Swedish Silicon Steel 

Timber Wolf®

 

        call: Suffolk Machinery 
     800-234-7297                

     Now Order Online
www.timberwolfblades.com

1/8" Through 2"

211 Main St. • Charlestown, NH 03603
Small Lite, Narrow Sight Line Insulated Glass

Silicone Dual Seal, All types, from historic 
wavy to blast resistant glass.

Argon fill and warm edge available.

603-826-4660
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CCF
Industries

• Quality Drawers • Added Selling Tool
• No Minimum Order • Quick Delivery

• Constructed of Solid Wood, Baltic
Birch, White and Wood Grain Ultrafoil

Melamine on an MDF Core.

1-800-581-3683
Web address: www.ccfdrawers.com
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Turn your PASSION 
into BIG PROFITS
with a proven turn-key 
program from ...

woodworking

-keyyyyyy 

Transform your shop 
into a furniture factory 
producing America’s most 
popular Adirondack-style 
outdoor furniture!

877-731-9303     www.eureka-business.com

Be your own boss! 

CUSTOM BRANDING IRONS

FREE-FREE-FREE
information & sample brandings

contact:

NORCRAFT
P.O. Box 606, New Boston, NH 03070

Phone/Fax (800) 538-4831
Names, initials, monograms, signatures
and logos faithfully reproduced.

ANY SIZE or DESIGN
Professional quality tool, electric or torch
heated-can be used both hand-held or
drill press mounted.

“Hallmarks of distinction
worthy of your labor.”

www.BrandNew.net

Electric or Flame Heated
Custom Designs, Logos, Signatures

Custom Branding Irons

(800) 964-8251

Quality for over 20 Years!

Iturra Design
Your complete source for the best information 
and accessories for the home shop bandsaw

• Lenox Cabide-tipped bandsaw blades
• Blade Tension meters
• Bandroller ball-bearing guides
• Ceramic blade guides
• Re-saw and rip fence
• Pulley and Powertwist belt kits
•  Carter Quick Release for Delta/Jet 14”  

bandsaws
• Urethane & rubber bandsaw tires 
• High Tension Springs

Call 904-642-2802 for free catalog

Fasteners

Bits, Cutters

Branding IronsBand Saws

Finishes/Coatings

Equipment

Glass

Drawers

Business Opportunities
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230 S. Clinton Street 
OLEAN, NY 14760

716-373-6434
www.westpennhardwoods.com

Check out our beautiful, new 
Figured Bubinga boards on 

the Unique Boards
page of our website!

The Largest Importer of 

Exotic Hardwoods

From Pen Blanks to the 

Whole Log!

 Walk-ins Welcome! 
Order Online Securely

CORMARK  INTERNATIONAL
EXOTIC HARDWOODS

WWW.CORMARKINT.COM /  CORMARKINT@AOL.COM
181, REEMS CREEK RD, WEAVERVILLE, NC 28787 

(828) 658-8455 

• BEST PRICES -  DIRECT FROM SOURCE
• EXOTIC LUMBERS, BLANKS, BURLS, 
   SLABS, 
• TURNING BLOCKS AND MORE.
• NATIONWIDE DELIVERY 

EISENBRAND INC.
                  EXOTIC  HARDWOODS

Phone 310-542-3576  Fax 310-542-2857
Orders 800-258-2587

www.eisenbrandhardwoods.com
clayton@eisenbrandhardwoods.com

• Quality Guaranteed •
FREE BROCHURE

www.rarewoodsusa.com • (207) 364-1073
120 species of exotic & domestic woods
Ebony, Olive, Rosewood, Satinwood, etc.

$3 million inventory – buy 1 plank or 1000!

Oregon Claro/Black Walnut
Slabs - Wide lumber - 4/4 through 16/4

Turning - Carving Stock - Gunstocks - Veneer
Web Site   www.gobywalnut.com

WALNUT PRODUCTS
5315 NW St. Helens Rd.

Portland, OR 97210

M- F 7- 4; Sat. 9- 4
(503) 477-6744

The trusted supplier from the Heart 
of North Carolina Furniture County.

• HARDWOODS • EXOTICS • THIN 
CRAFTWOOD • AROMATIC CEDAR 

• HARDWOOD PLYWOOD • CUSTOM PANEL 
DOORS • HARDWOOD FLOORING

See Our Catalog on the WEB: walllumber.com

BOX 287 • MAYODAN, N.C. 27027
336-427-0637 • 1-800-633-4062
Email: wood@walllumber.com

SEND $1 00 FOR CATALOG

Rare Highly Figured 
Claro Walnut

1”-3” thick lumber RWL, large slabs, 
turning blocks & gunstocks.

Wineland Walnut (530) 345-4012
Fax: (530) 345-0990 • Mon-Fri 8-3
9009 River Road, Chico, CA 95928

www.wineland-walnut.com

Penna. CHERRY

 

irionlumber.com • 570-724-1895

Plain & Figured - Selected for good color & 
minimal sap • 4/4 - 16/4 widths to 20"+ • 
matched sets • wide matched 5/4 for
table tops • crotches 
BUTTERNUT – Matched sets 18"+, 4/4-16/4
TIGER MAPLE - Good figure • matched 
sets • widths to 20"+ • 4/4 - 16/4
MAHOGANY - Selected for color, density 
& activity • widths to 40"+ • 4/4-20/4
WALNUT - Unsteamed, min. sap • 4/4-20/4 
widths to 20"+ • matched sets • crotches
Custom orders sawn - 150' shipping min.

4/4 - 24/4 Custom Cut Wide Matched Sets
Custom Flooring Available

Specializing in:
Figured & Plain Cherry

Walnut & Claro Walnut, Tiger Maple
58” Wide Bubinga

Plus many other species
1627 New London Rd.
Landenberg, PA19350

Phone: 610-274-8842/Fax: 610-255-3677
www.goodhope.com

We provide Personalized Service

Good Hope 
Hardwoods, Inc.

“Where Fine Woodworking Begins”

Kempton, PA 19529

Ph: (610) 756-6827

 
American Hardwoods 

Specialty Figures and Widths 
Sequential Sets 

 
 
 
 
 
 

Online Inventory 
www.horizonevolutions.com 

814-772-1651 

The Furniture Institute
of

Massachusetts

Summer Workshops Available

116 Water St. (978) 922-0615
Beverly, MA 01915 www.furnituremakingclasses.com

                    Phillip C. Lowe, Director
Two-Year hands-on Program with Master Furniture-Maker

DO 
WHAT 
YOU 
LOVE
EVERY
DAY

Learn the skills 
and values of fine
craftsmanship 
through hands-on
training. 

Workshops and 
full-time profes-
sional programs.

BOSTON MA NBSS.EDU

K   C
 DISCOUNT 

C  1-800-489-6694 
- : @ .

Jointers/Planers

Hardwoods Hardwoods InstructionHardwoods
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www.ctsaw.com

CNC Router Bit
Sharpening

140 Avon St., Stratford, CT 06615-6704
Phone: (800) 404-1220 • Fax: (203) 378-7346

EMail:  Info@CTSaw.com

Specializing In Tooling
For The Woodworking Industry

Solid Carbide Router Bits
To Factory Specifications

Spiral • Compression
Plastic • Wood Cutting

Sales of Techniks
Collets • Toolholders

Accessories

Sales of Onsrud
Router Bits

Wood • Plastic 
Composite

FREE RETURN SHIPPING
On Sharpening Over $100

 (937) 588-4050   Fax (937) 588-4051
236 Dogwood Lane, Latham, OH 45646

www.turningsunlimited.com

Custom Woodturning

TURNINGS
UNLIMITED
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Mon - Fri: 8:00 AM - 4:30 PM 
Sat: 7:00 AM - 11:30 AM

1-800-788-5568

• Domestic & Exotic  
Hardwoods
• Mahogany
• Softwoods
• Plywood
• Turning Squares 
• and much more!

60 Evans Dr. Stoughton, MA 02072
Visit us at downesandreader.com

Help Yourself to a Great 
Selection of Lumber!

Millwork

VeneersLumber

Veneers

Services

Wood Turning

Machinery



NOVEMBER 2012   WWW.WOODSHOPNEWS.COM 55

                                                 C

LLECTION

  T
HE

 

IN A

SAN

L ON

We used only  
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New Jersey
Arizona

1-800-631-8375   www.outwater.com/vip8
Outwater Plastics Industries, Inc.

Serving the Industry  
Since 1972

FREE 
1,000  
page  

Catalog!

Lowest Prices...  Widest Selection...  All From Stock!
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Crafting for a 
cause

In the eyes of many retirees at the Ahwatu-
kee Retirement Village in Phoenix, woodwork-
ing is more than just a way to pass the time.

The village has about 1,600 homes with 
about 3,000 residents. As part of its recreational 
programming, it offers a woodworking club 
that currently has about 100 regular mem-
bers. Many of these individuals are part of the 
group’s Sunshine Club, which focuses on creat-
ing projects for numerous charitable organiza-
tions throughout the city’s metropolitan area.

Program coordinator Tom Rosenthal makes 
sure that one day per week is dedicated to 
charitable efforts.

“A lot of the people here enjoy woodwork-
ing. We have a woodshop to die for. We’re 
open during the regular year and guys come 
in and build all kinds of projects, from turn-
ings to furniture. It’s quite a diverse group that 
we have. But on Thursday mornings you can’t 
work on your own projects. You can only work 
on what we call our Sunshine Projects and we 
do projects for local charities,” says Rosenthal.

Sunshine Projects include toys, bookcases, 
keepsake frames and more for churches, schools, 
hospitals and other entities and groups. Each 
year, for example, his group makes hundreds of 
frames for the water safety program at Phoenix 

Children’s Hospital that awards certificates to 
its participants. The members also spend lots of 
time making toys for children at the hospital and 
it’s one of their favorite projects.

“Right now I think the biggest charity that 
we’re working for would be the Phoenix Chil-
dren’s Hospital. What we do is we make all kinds 
of toys from cribs for girls to planes for boys to 
puzzles for whoever wants them. You name it, 
we make it. We sand them, but we don’t paint 
them. As part of their recuperation, these kids get 
to paint the toys and then take them home.”

Rosenthal networks with charitable orga-
nizations throughout the week to make sure 

participants have enough work when mem-
bers walk in on Thursdays. He says if there is 
not enough work, the enthusiastic volunteers 
get discouraged. 

“Thursday morning is when we really get 
the largest group of members coming out. It’s 
the busiest morning of the week. It’s almost 
like a production factory with every band saw, 
scroll saw and table saw in use. Some guys get 
going on projects and they work all week long 
on them. I’ve got one guy here who gets going 
on projects and doesn’t stop. He comes in every 
day and continues to make the toys.” 

— Jennifer Hicks

60 Grit                  Rough humor by Steve Spiro

Members of the Sunshine Club spend their Thursdays making projects for local charities.






