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Balancing
act

N.E. Joinery Works
handles the curves
thrown its way

The right time
to outsource

Reap the rewards
of an association

Color matching
done wrong

NEW TOOLS
• Latest from DeWalt
• Felder CNC
• Grizzly air filter
• Festool TS 55 REQ

$3.95 (Canada, $5.95)

®



•  OVER A MILLION SQUARE FEET PACKED TO THE RAFTERS WITH MACHINERY & TOOLS
•  2 OVERSEAS QUALITY CONTROL OFFICES STAFFED WITH QUALIFIED GRIZZLY ENGINEERS
•  HUGE PARTS FACILITY WITH OVER 1 MILLION PARTS IN STOCK AT ALL TIMES
•  TRAINED SERVICE TECHNICIANS AT ALL 3 LOCATIONS  •  MOST ORDERS SHIP THE SAME DAY

PURVEYORS OF FINE MACHINERY®, SINCE 1983!

MADE IN TAIWAN 

$79$79
shipping

lower 48 states

3 GREAT SHOWROOMS!  BELLINGHAM, WA • MUNCY, PA • SPRINGFIELD, MO
TECHNICAL SERVICE: 570-546-9663  FAX: 800-438-590115600

CAST 
IRON 

WHEELS

CAST 
IRON 

WHEELS
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G0555LANV
14" DELUXE BANDSAW

G0513ANV
17" BANDSAW

 FEATURES:
•  Deluxe extruded aluminum fence
• 4" dust port
• Deluxe heavy-duty stand
• Includes one 3⁄8" blade, fence, 
 and miter gauge
• Rack-and-pinion guide post 
 adjustment for upper blade guides
• Cast iron wheels

SPECIFICATIONS:
• Motor: 1 HP, TEFC, 110V/220V, 
 single-phase (prewired 110V)
• Amps: 11 at 110V, 5.5 at 220V
• Cutting capacity/throat: 131⁄2"
• Max. cutting height: 6"
• Footprint: 231⁄2" x 161⁄2"
• Table height above fl oor: 43"
• Table tilt: 45° right, 10° left
• Frame construction: cast iron
• Precision-ground cast iron table
• 2 blade speeds: 1800 & 3100 FPM
• Blade size: 931⁄2" long 
• Blade width rande: 1⁄8" – 3⁄4" wide
• Table size: 14" x 14"
• Sturdy T-shape fence design
• Overall size: 
 671⁄2" H x 27" W x 30" D
• Approx. shipping 
 weight: 247 lbs.

 FEATURES:
•  Deluxe extruded aluminum fence
• Includes miter gauge
• Two 4" dust ports
• Quick-change blade release/tensioner
• Blade tension indicator
• Micro-adjusting geared table
• Blade height scale measurement
• Blade tracking window
• Includes 1/2" blade

SPECIFICATIONS:
•  Motor: 2 HP, 110V/220V, single-phase, 
 TEFC capacitor start induction, 
 1725 RPM, 60 Hz, prewired 220V 
• Amps: 20A at 110V, 10A at 220V
• Power transfer: Belt drive
• Precision-ground cast iron table
• Table size: 17" x 17" x 11/2" thick
• Table tilt: 10° left, 45° right
• Floor to table height: 371/2"
• Max. cutting height: 121/8"
• Blade size: 1311/2" long
• Blade width range: 1/8" – 1" wide
• 2 blade speeds: 1700 and 3500 FPM
• Wheels: computer-balanced 
 cast aluminum with polyurethane tires
• Wheel covers: pre-formed steel
• Blade guides: Euro-style roller disc 
 with full enclosure protection
• Bearings: sealed and permanently lubricated
• Overall size: 73" H x 32" W x 32" D
• Approx. shipping weight: 342 lbs.

$79500$44500
MADE IN TAIWAN 

$99$99
shipping

lower 48 states

$54500
Reg.

$89500
Reg.

In celebration of our 30th Anniversary, we have taken two of our most popular saws and created a special edition color 
scheme that is sure to be the eye candy in workshops and small businesses nationwide.  Both the G0555LANV and the 
G0513ANV are the exact same machines as our popular G0555LX and G0513 except for our anniversary special edition 
colors.  Grab one quick, these are sure to sell out fast!

AVAILABLE JUNE, 2013!
IN STOCK AND 

READY TO SHIP!



Stiles has the largest factory-certified service team in the country.

Whether you have a machine down and need it running now, or you just need answers to help you be more productive, 
Stiles has over 100 field service representatives available to you. Our technicians are available for quick dispatch from 
any of our five regional centers across the country.

We have the right people, in the right place to provide you exceptional service, without exception.

For more information, contact John Casto at 616.890.9654 or jcasto@stilesmachinery.com.  
Or visit us at www.stilesmachinery.com.

I didn’t know...



FROM THE JOBSITE TO THE WORKSHOP,  
YOU CAN COUNT ON ROLAIR TO DELIVER.

If you depend on air power, you need a compressor that will 
deliver every single day — no excuses. That includes holidays. 
That includes every minute of every shift. As a third-generation 
manufacturer known for craftsmanship, Rolair Compressors will 
quickly become one of the most valued assets in your shop.  

Rolair. Delivering the goods since 1959.

ROLAIR.COM | HUSTISFORD, WISCONSIN
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TAKING STOCK
with TOD RIGGIO

After returning from the Wood-
working Industry Conference in 
May, where the industry’s key de-
cision makers gather every two 

years to talk business and attend association 
meetings, I was left with one distinct im-
pression: these folks are genuinely enthused 
about the prospects of 2013 and beyond. See 
ya, great and formidable recession. It’s time 
to invest and prosper.

But before the party got carried away John 
Satagaj, a consultant for the Wood Machinery 
Manufacturers of America, raised several im-
portant issues during a public policy forum. 
There are many unresolved issues on the ho-
rizon, he says, from the expiration of the tem-
porary direct expensing allowance increase 
to corporate tax rates to possible regulatory 
initiatives such as combustible dust regulation 
to health care reform.

Satagaj was referring to Section 179 of the 
Internal Revenue Code that allows a business 
to deduct, for the current tax year, the full pur-
chase price of financed or leased equipment 
and off-the-shelf software that qualifies for the 
deduction. The Section 179 limit for tax years 
2010 through 2013 is $500,000 and the phase-
out threshold in those years is $2 million. Ab-
sent further legislation, these amounts drop to 
$25,000 and $200,000, respectively, in tax years 
beginning in 2014.

And that would be bad.
On the flip side, there’s the Manufacturing 

Reinvestment Account Act, introduced by 
Rep. Rosa DeLauro, D-Conn., in April to allow 
manufacturers to reinvest in machinery, facili-

ties and job training through a Manufacturing 
Reinvestment Account.”

“The MRA is like an IRA for manufacturers,” 
says Jamison Scott, owner of Air Handling Sys-
tems in Woodbridge, Conn. “It allows manu-
facturers to make annual pretax contributions 
of up to $500,000 for seven years and use the 
funds to reinvest in their businesses.”

The idea originated with members of the 
New Haven Manufacturers Association and 
this marks the third time the bill has been in-
troduced. “We started working with Rosa in 
2009 and we knew it would take several cycles 
for something to happen,” Scott says. “There 
is definitely more interest right now in Wash-
ington, D.C., so the timing is really good.”

Woodworking companies, which are mostly 
S corporations, would certainly benefit. If a 
company contributed $500,000 annually to 
an MRA account earning 5 percent interest, it 
would have approximately $3.6 million to re-
invest after seven years, with a 15 percent tax 
rate on amounts distributed from the MRA.

Maybe the third time is the charm.
WIC also turned into a tear-jerker when 

Oregon shop teacher Dean Mattson accepted 
the Educator of the Year award from the 
Woodworking Machinery Industry Associa-
tion. The lead instructor at North Salem High 
School gave an impassioned speech on help-
ing students from disadvantaged back-
grounds and resurrecting a failing program. 
He left the podium to a standing ovation. 
Mattson’s program is thought to be the larg-
est in the U.S. and next year will double in 
size to 950 students. 

A brighter horizon with
tax clouds in the way

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.
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By Jennifer Hicks

The 19th annual Philadelphia Invita-
tional Furniture Show, held April 5-7 
at the 23rd Street Armory in down-
town Philadelphia, had a full slate 

of exhibitors, dominated by furniture makers 
seeking a share of a resurgent high-end clien-
tele that frequents this retail show of hand-
made products.

Show director Josh Markel said there were 
60 exhibitors, up from 53 last year, and about 
1,800 attendees, a 15 percent increase from 
2012. Many of the furniture exhibitors were 
from beyond the Philadelphia metropolitan 
area, a sign of strength for the show and an 
improving economy.

“I think it’s a result of the fact that over 
time, there are less and less venues devoted 
to this specific type of show. There are still 
plenty of craft shows but very few that are 
focusing on furniture and furnishings,” says 
Markel. “We have kept at it and demon-
strated that we’re a great place to market 
this kind of product. So if you’re a furniture 
maker, you know this is where you’ve got to 
be to be exposed.”

Leonard Marschark, a maker of 18th century 
clocks, was exhibiting for the 11th time. He 
confirmed an increase in attendance, which 
he attributed to a warm spring weekend and 
more familiarity with the show’s venue.

“Every time you change a venue, the num-
bers are a little low the first year. But with a 
sold-out show, that proves the administration 

is marketing it the right way. I made a few 
sales and had a few leads. But I’m not like 
your typical exhibitor because all of my cus-
tomers are new. I sell 18th century clocks and 
usually my customers only want to buy one. 
So the show is a nice place for me to make a 
good first impression,” says Marschark.

Jarrett Maxwell, a furniture maker and 
owner of Geometric Innovations in Oklahoma 
City, Okla., says he made the long drive to test 
the East Coast high-end furniture market.

“I had heard about the show for years. 
Oklahoma City is a decent-sized market, but 
there’s not a huge market for high-end luxury 
furniture products and I was just wanting to 
go somewhere else and I thought that would 
be a stepping stone to at least test and see it,” 
says Maxwell.

Robert Hare, a furniture maker from Ulster 
Park, N.Y. said he did very well this year, a 

big turnaround from previous years when the 
economy was down. He has been a frequent 
exhibitor through the years.

“I started with the very first show in at the 
Pennsylvania Convention Center, then a few 
times at the Navy Pier and then backed off for 
a while. This year was great. I liked the size 
of the show. I made a very big sale to existing 
clients and over the years that’s been the main 
reason why I’ve continued exhibiting because 
I’ve developed my client base here and they 
see my work. I like them to see me there so 
they know I didn’t just make a sale and walk 
away,” says Hare.

The show also featured an emerging-artist 
contest for the first time. It was won by Ryan 
Meacham of Just in Grain in Chester Springs, Pa.

Contact: Philadelphia Invitational Furniture 
Show, 3605 Hamilton St., Philadelphia, PA 
19104. Tel: 215-387-8590. www.philaifs.com 

NEWS DESK

Philly furniture 
show breeds 
optimism
Attendance and exhibition            
participation increase as more   
high-end clients find their way    
back into the market

Leonard Marschark’s clocks 
and booth at April’s show.



EVERYWHERE YOU LOOK.
With an expanded trade show floor, more new exhibitors, lively show features 
and 50-plus educational seminars, this year’s AWFS®Fair will offer greater 
opportunities to hone your skills and improve the way you do business. This 
year you’ll find more new products, equipment and information than ever 
before—making this show a must attend event—full of real possibilities to 
help you compete more effectively and grow your business. 

REGISTER NOW:  www.awfsfair.org  |  877.303.0711

INNOVATION 
AND IDEAS 

Find us:

Scan to view event  
details and complete  
seminar information.
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Boston craft show endures 
despite tragedy 
By Jennifer Hicks 

T
ebrated its 12th annual Craftboston 
Spring Show April 19-21 at the Sea­
port World Trade Center in Boston. 

After being shut down for one day because of 
the hunt for suspects in the Boston Marathon 
terrorist attacks, attendance was still close to 
what it had been in previous years. 

Alyce Delbridge, programs associate for 
the society, confirmed an exhibitor count of 
roughly 200 individuals, with about 30 of 
them specializing in handcrafted wooden fur­
niture and other items. 

"The Craftboston Spring Show has tradition­
ally been our larger show and then Craftbos­
ton Holiday is a more selective show of about 
90 artists that happens in December. This year 
we had about 6,000 attendees. We usually we 
get between 6,000 and 8,000 attendees, but the 
bombing scare affected that." 

Mark Del Guidice, studio furniture maker from 
Concord, Mass., is a regular exhibitor and a member 
of the society's board. He said he was impressed 
with the turnout in light of the horrific tragedy. 

"We set up Wednesday and Thursday, had 
a gala Thursday night, then Friday everything 
fell apart here in Boston and they basically shut 
the city down. But it reopened Saturday and I 
was impressed with the craft show attendance 
on Saturday and Sunday, despite what had hap­
pened. It wasn't a really enthusiastic buying 
crowd. The events earlier in the week certainly 
dampened everyone's spirits," says Del Guidice. 

"For me, the show is also a form of advertis­
ing. Sometimes I sell big pieces, sometimes I 
sell small pieces and sometimes it's just adver­
tising, and sometimes it's my market here be­
cause I live here. This turned out to be a little 
more advertising for me, but I really chalked it 
up to the events of the week." 

Duncan Gowdy, a furniture maker from 
Holden, Mass., says he did so well this year 
that he will definitely exhibit again. 

"This is my second year exhibiting and I 
did much better than last year. Maybe it was 
just the people that were in town by chance or 
maybe people recognized my work form the 
previous year. It's a great show," says Gowdy. 

Show attendees generally come from the Great­
er Boston area. Delbridge says this year's mix was 

Mark Del Guidice's booth at the 12th annual 
Craftboston Spring Show. 

more diverse than ever, illustrating the general 
public's growing appreciation for fine crafts. 

"With a lot of crafts shows, the demographic 
tends to be an older, more affluent population. 
We've gotten a lot of feedback from our exhibi­
tors saying that while that definitely rings true 
for our demographic as well, our show-goers are i:J 
a much younger crowd than what exhibitors see g 

:::J 
at other shows. So we feel like we are starting to � 
pull in more people that are in their 30s and 40s � 
and people in their early 20s," she says. � 

Contact: The Society of Arts and Crafts, 175 ;,; 
b 

Newbury St., Boston, MA 02116. Tel: 617-266- b 
1810. www.craftboston.org l!.i!l it 
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PURVEYORS OF FINE MACHINERY®, SINCE 1983!
• OVER A MILLION SQUARE FEET PACKED TO THE RAFTERS 
 WITH MACHINERY & TOOLS • 2 OVERSEAS QUALITY CONTROL OFFICES 
 STAFFED WITH QUALIFIED GRIZZLY ENGINEERS • HUGE PARTS 
 FACILITY WITH OVER 1 MILLION PARTS IN STOCK AT ALL TIMES 
• 24 HOUR ORDERING BY PHONE OR ONLINE   •  MOST ORDERS SHIP  
 THE SAME DAY  

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  $79500
$79$79

shipping
lower 48 states

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  $52500  SALE $49500

MADE IN TAIWAN 
$79$79

shipping
lower 48 states

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  ONLY $79500
$99$99

shipping
lower 48 states

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 

G1035P  ONLY $56000
$79$79

shipping
lower 48 states

$79$79
shipping

lower 48 states

• 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
FREE PAIR OF
SAFETY PUSH 

BLOCKS

$79$79
shipping

lower 48 states

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  ONLY 
$122500

G0656P  ONLY 
$82500

$150$150
shipping

lower 48 states

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: 

4800 RPM
• Approx. shipping 

weight: 660 lbs.

WITH SPIRAL CUTTERHEAD

G0453PX  ONLY $169500

G0453P  $109500 SALE $105000

$150$150
shipping

lower 48 states

17" HEAVY-DUTY BANDSAWS

• 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"
• Blade size: 1311⁄ 2" long
• Approx. shipping 
 weight: 342 lbs.
MADE IN ISO 9001 FACTORY!

G0513P  ONLY $89500

$99$99
shipping

lower 48 states

G0452P  $52500  SALE $49500

CLASSIC GRIZZLY GREEN

G0513  $89500 SALE $87500

G0513P
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MADE IN TAIWAN 

G0562ZP 
$67500 SALE $62500

• Motor: 3 HP, 240V, single-phase, 12A
• Blower/impeller: 123 ⁄4" balanced cast aluminum
• Airflow capacity: 2320 CFM
• Max. static pressure: 16.9"
• 7" inlet has removable “Y” 

fitting with three 4" inlets
• Canister filter size (dia. x 

depth): 195 ⁄ 8" x 235 ⁄ 8" (2)
• Bag capacity: 11.4 
 cubic feet
• Overall dimensions: 577⁄ 8" 

long x 32" wide x 71" high
• Approx. shipping weight: 

232 lbs.
• CSA certified

3 HP DUST COLLECTOR

APRIL 1ST - SEPTEMBER 21ST

®
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Contact Us!
Toll Free: 1-800-665-0623

Follow Us!
We’re on Facebook, 
Twitter, YouTube, 
and LinkedIn.

View the 
catalog online:

w w w. e l i a s w o o d w o r k . c o m

...including a vast selection of cabinet 
doors and drawer fronts, along with 
beautiful accessory 
options such as 
moldings, drawer 
boxes, corbels, 
island legs and 
more.

Printed copies of the 
catalog are being mailed now!
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Manufacturers hold
Long Island expo
Held at FMT Machinery warehouse, 10 sponsors joined for the event that 
brought out a cross-section  of buyers

By Jennifer Hicks

The second bi-annual Long Island 
Woodworking Machinery and Sup-
ply Expo was held April 11-13 at the 
FMT Machinery warehouse in Bay 

Shore, N.Y. In addition to FMT Machinery, 
the event was supported by 10 other sponsors, 
including C.R. Onsrud, Martin Machinery, 
TimeSavers, Robert’s Plywood, Colorspec, 
Cabinet Vision, Alphacam, Simantec, Weinig 
Group and Woodshop News. 

“I think this year’s event was a big success. 
We had representatives from about 50 differ-
ent woodworking companies 
and cabinet shops, with a total 
of 68 [attendees]. These were 
serious buyers, since the mini-
mum purchase was $25,000 for 
some of the CNC routers and 
molding machines,” says FMT 
Machinery’s George Yurcak.

Yurcak said his company 
used to exhibit at TSI shows, 
but when the producer went 
out of business in 2008, there 
was no longer a regional show 
offered. He got together with 
other manufacturers who de-
cided as a group to hold their 

own trade show, making sure it was held in 
opposite years from the IWF in Atlanta, in 
order to boost attendance. 

“During our first year in 2011, we had 40 
companies exhibiting and we sold equip-
ment. People were generally satisfied with 
what we had to offer and thought they 
were getting what they did at the Atlanta 
show, but with more one-on-one dialogue. 
We will keep holding this on the odd years 
in the future.”

Contact: FMT Machinery, 22 Corbin Ave., 
Bay Shore, NY 11706. Tel: 800-786-0086. 
www.fmtmachinery.com 
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DeWalt debuts a host of 
new tools at event
By Tod Riggio

DeWalt hasn’t changed its colors — 
still yellow and black — but it’s 
leading the movement to brushless 

motors in cordless tools. The company host-
ed an April media event at its training and 
testing facilities in Towson, Md., to unveil 
more than a dozen cordless and corded tools 
as well as some accessories, including a new 

brushless drill/driver and impact driver in 
the 20-volt Max XR line.

“You’ll see us launch more and more prod-
ucts on the brushless motor platform,” says 
Frank Mannarino, the brand’s vice president 
of cordless product development.

“The biggest benefits of a brushless 
motor are a higher-power density, in-
creased control and longer motor life,” 
marketing director Jorge Silveira says. 
“Nailers are probably next to feature brush-
less motor technology, but for now we’re 
concentrating on drills and fasteners.”

DeWalt says its brushless motors deliver 
up to 57 percent more run time versus stan-
dard brushed motors, while the new XR 2.0 
Ah lithium-ion battery packs offer 33 percent 
more capacity than the brand’s 20-volt Max 
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DeWalt’s new 20-volt Max XR drill/driver, 
featuring a brushless motor.

DeWalt also introduced a cordless framing nailer 
with a brushless motor, model DCN690M1.
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battery packs.
DeWalt has added a fuel gauge to the battery packs allowing users 

to check the state of charge remaining in their pack during use. It also 
moved the LED worklight to the top of tool’s base, effectively reducing 
chuck shadow.

The drill/driver, model DCD795, is a compact 7.2” from front to back 
and weighs only 3.5 lbs. It has a two-speed transmission (0 to 600/0 to 
2,000 rpm) and a ratcheting metal chuck.

DeWalt’s new impact driver, model DCF886, is smaller than the 
drill/driver at 5.55” and lighter at 2.9 lbs. One hand works the 1/4” hex 
chuck that accepts 1” bit tips.

Both tools retail for $129 to $139 and are available as a kit with two bat-
teries, charger, belt hook and case for $219 to $239, according to DeWalt.

DeWalt also used the event to unveil a new line of professional me-
chanics tools, including ratchets, sockets, wrenches and sets. What was 
even more surprising is they’ll be sold exclusively at Sears and posi-
tioned as a premium brand over Craftsman.

Contact: DeWalt. Tel: 800-433-9258. www.dewalt.com/xr.

EVERYWHERE 
YOU LOOK
 INNOVATION 
 AND IDEAS

MORE EXHIBITORS.
MORE NEW PRODUCTS.
MORE SHOW FEATURES.
REGISTER NOW AND SAVE $25.
www.AWFSfair.org

CLICK OR SCAN 
FOR SHOW BROCHURE

The top-of-the-line 204-piece tool set, 
sold exclusively at Sears.

This impact clutch is suited for metal-to-metal
fastening and deck building.
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Felder drilling machine 
takes up little space
By Jennifer Hicks

Felder has introduced the Format 4 C-Express 920, a CNC 
through-feed drilling machine designed specifically for small 
custom woodworking shops. Sales manager Jim Stevens says 
the machine allows ho rizontal and vertical CNC processing 

and boring of panels and the option to add a router head for grooving. 
“It is different than other machines available in this price point as 

it offers faster machining in a production environment with the accu-
racy of a CNC machine. This machine incorporates the advantages of 
horizontal processing that has been proven in larger CNC machines,” 
Stevens says.

“It’s easy to program and operate, can handle workpieces of any 
length and transports the workpiece very smoothly.”

While CNC machines typically take up a lot of shop space, the C-
Express 920 has a relatively small 75” x 51” (approx.) footprint and 
workpieces can be loaded from both sides of the machine. An addition-
al roller support guarantees an exact processing of narrow workpieces 
between 70 to 150 mm, according to the company.

The standard machine is sold with a 14-spindle drilling head, which 
can be equipped as required. The grooving saw comes as standard and 
enables the grooving of rear panels or construction joints, which Stevens 
says are an important asset when it comes to processing of completely 

finished workpieces. As an option, the machine can be fitted with a mill-
ing spindle for the routing of cutouts, pockets, grooves and rebates.

The machine also features a distance measuring system and laser 
called the Encoder for finding the exact length of a workpiece. This en-
sures that construction connection can be done without any overhang-
ing material, according to Felder.

The control unit features a 19” LCD color monitor and Woodflash 
programming software. There’s also a wireless bar-code reader and a 
function that allows the workpiece to be unloaded from the rear of the 
machine for production-line purposes.

The machine starts at $57,995.
Contact: Felder Group USA. Tel: 866-792-5288. www.feldergroupusa.com 

1-800-365-6677
Free Shipping on orders over $300!

AUTHORIZED DEALER JETTOOLS-ONLINE.COM

WWW.BEAVERTOOLS.COM

Call us at 1-800-365-6677

Felder’s new Format 4 C-Express 920 has a small footprint 
that makes it a good fit for shops with space limitations.
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By Jennifer Hicks

Grizzly Industrial offers a new three-
speed hanging air filter, model 
GO738, that can be set to run while 
you work — and with a timer when 

the shop is closed — to clean the air of fine 
dust particles.

Grizzly’s Jon Shafer says the filter is de-
signed for any woodworking shop where 
the finest dust produced by normal wood-
working operations becomes suspended in 
the air. 

“Even shops with highly efficient dust col-
lection systems cannot capture all of the dust 
created. This is due to the normal escape ve-
locity of sawdust at the saw blade or sanding 
machine and the physical limitations of fixed 
dust hoods. This fine dust will usually stay 
suspended by air currents caused by shop 
activities and then settle out of the air over-
night. Once shop activities start again, the 
dust becomes re-suspended. Therefore, the 
only viable solution to capturing this sus-
pended dust is to use a hanging air filter such 
as this,” says Shafer.

At the maximum fan speed, it will filter 
409 cu. ft. of air per minute. Shafer says this 
equates to filtering all of the air in a 10’ x 
10’ x 8’ shop every two minutes. Increasing 
the shop size to 12’ x 22’ x 8’, or that of a 
typical two-car garage, will result in a 5.2 
minute air recycle time. Multiple units can 
also be operated simultaneously to han-
dle any size shop depending upon desired 
cycle time.

The G0738 features a 1-micron filter rat-
ing, remote control with timer, pleated 
and bag filters and necessary hardware 
for a ceiling installation. Ceiling mount-
ing is ideal for unobstructed airflow, quiet 
operation and less clutter in the shop. Its 
13” height dimension means it won’t limit 
headroom. Low noise levels of 62 o 69 
dB are comparable to a handheld electric 
mixer, according to Shafer.

“Besides the obvious health benefits of 
having a recirculating dust filter system 

in a wood shop environment, the G0738 is 
CSA-certified and is made in an ISO 9001 
approved factory. Its 1-micron filtration 
captures the finest suspended dust and its 
two-stage filter system is easy to clean or 

replace,” he adds. 
The Grizzly three-speed hanging air filter 

sells for $199.95.
Contact: Grizzly Industrial. Tel: 360-647-

0801. www.grizzly.com 

Grizzly air 
filter works 
even when 
you don’t
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Grizzly’s new hanging air filter 
features an internal squirrel cage 
impeller that will stand up to the 

toughest shop environments, 
according to the company. 

Grizzly’s new hanging air filter 
features an internal squirrel cage 
impeller that will stand up to the 

toughest shop environments,
according to the company.
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Festool adds 
features to 
plunge-cut saw
By Jennifer Hicks

Festool redesigned its TS 55 REQ 
plunge-cut saw with a large, readable 
depth scale for cuts on or off the guide 
rail, a micro-adjustable depth control 

and a flat housing offset to make straight cuts 
parallel to any edge.

“The flush housing lets you cut up against 
an adjoining wall so you can get as close as 
possible,” says Festool applications specialist 
Brent Shively. “We’ve also added an in-place 
splinter guard, which eliminates tear-out on 
both sides of the blade. You can put a clear 
plastic window on that’s going to help with 
the dust extraction and allow you to see where 
the blade is cutting exactly.”

The saw, designed for use with or without a 
guide track, is an alternative to a job-site table 
saw and can make life easier in the shop, too, 
eliminating the need to lug heavy sheets of 

plywood to a cabinet saw. It can also make 
compound-angle cuts by beveling the saw and 
angling the guide rail.

The new saw also features a redesigned 
riving knife that emerges before the saw 
blade for easier positioning in existing cut 
lines and an improved dust channel design. 
A detent override function allows for a great-
er bevel range of minus-1 to 47 degrees. Limit 
stops will keep the saw base from rising dur-
ing a plunge cut and can also be used as both 

beginning and ending stop guides. 
Festool is offering the saw at an introduc-

tory price of $585, which includes a 48-
tooth carbide blade, 55” guide rail, splinter 
guard, limit stop, Plug-it power cord and 
the T-Loc Systainer SYS-4 storage contain-
er. The company offers a 30-day money-
back guarantee and a three-year limited 
warranty.

Contact: Festool U.S.A. Tel: 888-337-8600. 
www.tracksaw.com  

TOOLS & TECHNIQUES
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Every industry has its share of profes-
sional organizations and the wood-
working industry is no exception. Is 
it worth joining one?

The answer is definitely yes, but with some 
provisos. The key is to ask what the organi-
zation can do. For big shops with lots of em-
ployees, association benefits range from trade 
show exposure to management consulting. 
For one-man shops, membership can lead to 
word-of-mouth marketing, new skills and 
even insurance discounts. The downsides can 
include minor competition issues, the cost of 
membership fees and sometimes a time com-
mitment. But these are almost universally 
offset by gains. 

One of the oldest and most respected trade 
associations for millwork, furniture and case-
work shops is the Architectural Woodwork 
Institute. This venerable organization has 
been around since the 1950s, but it has ear-
lier roots in the Millwork Cost Bureau, a trade 
association of custom millwork operators 
founded in 1914. Today, AWI represents near-
ly 4,000 members consisting of architectural 
woodworkers, suppliers, design professionals 
and students from around the world.

The current cost of membership begins at 
$600 and is based on a shop’s gross annual 
sales. Benefits of membership include listing 
in the Resource Directory, use of the AWI 
logo, a host of education resources, access to 
several must-have publications including the 
industry-changing Architectural Woodwork 
Standards handbook, local chapters and shop 
visits, and a high level of networking across 
the industry. AWI also offers Design Solutions 
magazine to its members, an estimating cost 
book, an installation manual for millwork, a 
guide to cabinet fabrication and the results of 
a comprehensive survey on the cost of doing 
business in this market.

One organization that shop owners and 
managers might want to seriously consider 
joining is the non-profit WoodLINKS USA. 
Anticipating the current shortage of skilled 
workers entering our industry, this organi-
zation was established as a partnership be-
tween woodshops and both secondary and 
post-secondary woodworking programs. It 
helps to build and maintain a strong, skilled 
workforce so that U.S. manufacturers can re-
main competitive. It is comprised of two staff 
members, three volunteer directors, 13 board 
members and hundreds of national volunteers 
who have a passion for the wood industry 
and wood education. Owners, managers and 
skilled woodshop staff can get involved on 
many different levels. The benefits include 
helping to mold the future of the industry, 
providing our shops with trained workers, im-
proving the lives of lots of young people and 
creating a strong bond between our industry 
and the educators who support it.

Common bonds
The American Society of Furniture De-

signers was founded in 1981 and is “the only 
international non-profit professional organiza-
tion dedicated to advancing, improving and 
supporting the profession of furniture design 
and its positive impact in the marketplace.” 
Its members specialize in the design of both 
residential and contract furnishings and acces-
sories and include both American and interna-
tional designers, teachers and students. Along 
the same lines, The Furniture Society is a non-
profit, educational organization founded in 
1996. Its mission is “to advance the art of fur-
niture making by inspiring creativity, promot-
ing excellence and fostering an understanding 
of this art and its place in society.”

The Association of Closet and Storage Pro-

Joining an organization 
can give you a leg up
The woodworking industry has a wide array of trade groups and                
associations that you can sign up for to gain insight to your market
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fessionals offers designer certification in this 
field and a number of marketing benefits includ-
ing an online search engine that can be used by 
interior designers or homeowners to find a spe-
cialist who has completed their program.

With a pedigree stretching back to the 1930s, 
the Association of Millwork Distributors 
brings together millwork distributors, manu-
facturers of products and services and sales 
representatives through annual meetings, 
leadership and education conferences, con-
ventions and trade shows and through its 
member committees, advocate groups and a 
LinkedIn community.

The Cabinet Makers Association is a profes-
sional organization where cabinetmakers and 
woodworkers from both the residential and 
commercial markets get together and share 
their hard-earned knowledge and experience 
to help one another. The CMA doesn’t look at 
woodshops as competition. Rather, it believes 
that “working together is the best way to im-
prove our own individual companies as well 
as the industry as a whole.” Members enjoy 
discounts at major woodworking shows, in-
dustry educational seminars and other indus-
try events. The CMA also offers their “Shop 
Finder” service to potential clients. The associa-
tion also provides professional certification that 

lends an air of trust and confidence to a busi-
ness, uses the Wood Diamond Awards pro-
gram to enhance shops’ reputations and offers 
peer-to-peer networking online. The network 
offers extraordinary access to the accumulated 
knowledge and experience of other woodwork-
ing business owners.

One example of how this works is that 
you might find yourself in need of, say, 
some CNC programming assistance on a 
weekend with a deadline looming and one 
of your fellow members will usually be will-
ing to give you some answers and shortcuts. 
The CMA also provides a quarterly maga-
zine, a monthly e-newsletter, access to a list 
of members, representation at industry and 
policy venues and a presence in the industry 
press. The annual membership fee for gen-
eral members is currently $275.

Industry groups
The Kitchen Cabinet Manufacturers As-

sociation is a voluntary, non-profit trade asso-
ciation representing North American cabinet 
manufacturers and suppliers to the industry. 
The association is an influential advocate for 
the industry and since 1955 has “administered 
nationally recognized performance standard 
for cabinets (ANSI/KCMA A161.1). Today, 
the association is also leading the way in pro-
moting responsible environment practices in 

the industry.” Membership benefits include 
legislative and regulatory updates; surveys 
that help with business planning; plant tours 
and other educational programs; a voluntary 
testing and certification program for cabinets; 
an environmental stewardship program, and 
member visibility through its website.

The National Association of Home Build-
ers and the National Association of the Re-
modeling Industry are great resources for 
woodshop, especially when one considers the 
strong relationship between our products and 
housing starts.

The National Hardwood Lumber Associa-
tion was founded in 1898 to “establish a uni-
form system of grading rules for the measure-
ment and inspection of hardwood lumber.  
Since then the group has taken on the role 
of educator, whose mission is to provide the 
industry with the training it needs to succeed 
in a changing and global economy.” While 
its original focus was as a support system for 
some of our most valuable suppliers, the as-
sociation now has a great deal to offer wood-
workers, too, including education on grading 
and a host of information channels including 
Hardwood Matters magazine, the monthly 
e-newsletter Hardwire and, of course, its web-
site. These media resources can help keep 
shops informed on issues such as ash borers 
and other dangers or perhaps the resurgence 

PRO SHOP from previous page
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of species like chestnut and elm.
The National Kitchen and Bath Asso-

ciation offers several benefits to its mem-
bers, including access to consumer leads, the 
credibility of its logo, ad templates and busi-
ness forms, local chapter meetings, member 
discounts, industry job boards and profes-
sional certification. And the Wood Com-
ponent Manufacturers Association makes 
it easy for buyers to find members that can 
produce components in both solid and en-
gineered wood materials. The WCMA also 
exhibits at no fewer than six domestic and 
international trade shows each year with 
displays highlighting the various products 
produced by WCMA member companies.

Membership benefits of the Wood Products 
Manufacturers Association include an insur-
ance program, a discount on FSC certification, 
newsletters, a sourcing directory, credit checks 
and an online “items for sale” page that’s 
quite interesting.

Online and local options
For very small shops, there are several free 

(and mostly online) groups such as the Mod-
ern Woodworkers’ Association that offer local 
chapter meetings, educational opportunities at 
woodworking shows and their popular online 
podcasts that are essentially small radio shows 
featuring some very interesting guests. 

A similar online community for woodwork-
ers, especially those who are into old tools, is 
Vintagemachinery.org. Thanks to Twitter and 
Facebook, such organizations now have a 
chance to survive and grow in their service to 
the woodshop community. As membership is 
free and nobody is asking for volunteer hours, 
there doesn’t seem to be any downside to 
membership.

Local woodworking clubs, especially orga-
nizations such as the American Association 
of Woodturners (more than 13,000 members) 
are a great way to become part of a local com-
munity, as many of the members are either 
business owners or managers or are newly 
retired from businesses where they are still in 
a position to influence buying decisions.

AWFS and IWF
One can’t discuss associations in the wood-

shop world without mentioning two of the 
biggest organizations that serve our industry. 
The Association of Woodworking & Fur-
nishings Suppliers is best known because 
of its biennial fair, which will take place July 
24-27 at the Las Vegas Convention Center 
in Nevada. This international organization 
includes manufacturers and distributors of 
machines, hardware, lumber, upholstery ma-
terials, bedding, wood products and other 
suppliers to furniture and cabinet manufac-

turers. It also welcomes educational insti-
tutes and non-profits (but not woodshops) 
as members. If you supply other shops with, 
for example, outsourced components, then 
you’re eligible for membership. For shops 
interested in lean manufacturing, this year’s 
fair seminars are heavily flavored in that 
area. Other subjects being tackled are de-
sign/CAD, CNC, finishes, estimating, going 
green/LEED and a host of practical classes 
such as incorporating marquetry and vacu-
um forming. The fair seminars have special 
programs for shop teachers, custom furniture 
builders, and a section specifically for small 
shops with fewer than ten employees.

Another venue, even bigger than the AWFS 
fair, is the International Woodworking Ma-
chinery & Furniture Supply’s show. This is the 
largest woodworking machinery and supply 
show in North America and the second largest 
in the world. It is held in even-numbered years 
in Atlanta. The hosts are the Wood Machinery 
Manufacturers of America Association and the 
Woodworking Machinery industry Associa-
tion. Woodshops looking to improve any as-
pect of production, including machinery up-
grades, can visit with every major manufactur-
er under one roof and comparison shop for 
four days every other year. The next IWF is 
scheduled for Aug. 20-23, 2014, at the Georgia 
World Congress Center in Atlanta. 



Belt loading can occur when sand-
ing virtually any wood species, espe-
cially if excessive material removal is 
being attempted, but is especially en-

countered when sanding soft resinous woods. 
To minimize belt loading, do not force the cut, 
keep material removal rates within the recom-
mended maximum parameters for each spe-
cies being sanded and within the feed speed 
parameters.

The true end point of any abrasive belt should 
be when the sharpness of the cutting mineral is 
worn so that the belts no longer cut, not when 
they no longer cut because of sanding residue 
building up in the voids between the mineral 

particles and masking the abrasive minerals.
Cleaning of abrasive belts can significantly 

increase belt life and lower sanding costs if belts 
are currently being discarded because they 
are loaded and there is still mineral life left. 
Through the years, I have encountered and ex-
amined various types of abrasive belt cleaning.

Air nozzle blow off: Nondestructive to belts, 
even paper-backe d belts, and will slightly in-
crease belt life. However, a large volume of 
clean, compressed air is required. It does delay 
loading and streaking and reduces belt chang-
es. Because of marginal improvements, most 
systems are not in use on older machines.

Eraser-type load removal: Extends belt life 
marginally and can be used on paper belts. Belt 
width is limited by manual reach. There is no 
cost for equipment. Erasers are consumed. In-
complete load removal reduces sanding quality.

High-pressure water/steam blasting: Ex-
tends belt life, but can’t be used on paper belts. 
Low cost for equipment. Water saturation/
shrinkage affects belt backings. Belt removal 
for cleaning reduces sander production time. 
It requires a significant amount of labor for 
belt removal, transport, cleaning, drying, re-
turn and reinstallation of belt. Additional floor 
space for cleaning and drying racks is needed.

Caustic soaking with removal brushes: Ex-
tends belt life and can’t be used on paper 
belts. Low cost for equipment. Water satura-
tion/shrinkage affects belt backing and sand-
ing quality. Belt removal for cleaning reduces 
sander production time. It also requires signif-
icant amount of labor for belt removal, trans-
port, cleaning, drying, return and reinstalla-
tion of belt. Additional floor space for cleaning 
and drying racks is needed.

Wire brushing: Some extension of belt 
life due to eliminating streaking. Incom-
plete or excessive brushing reduces sand-
ing quality. Belt cleaned on sander can 
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mm

Automaxx™ Clamps adjust  automatically to match any thickness.
Just set the clamping pressure once, and  Automaxx™does the rest!

Available in several styles...
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slightly improve sander production time. 
However, direct interaction with a run-
ning belt is not entirely safe. No additional 
floor space for cleaning is needed.

Glass bead blasting: Limited extension 
of belt life since the process is destructive 
to belts, affecting the belt and sanding qual-
ity. There’s a cost for equipment and only 
fair return on the investment. Belt removal 
for cleaning does decrease sander produc-
tion time. Additional floor space required for 
cleaning equipment.

Dry ice blasting: Removes all loading. 
Not destructive to belts, even paper-backed 
belts. Maximizes belt life and reduces quan-
tity of belt changes. Minimizes streaking 
and burning. It can be used for other clean-
ing requirements throughout a plant. High 
initial cost. Small amount of additional 
space required.

Belt cleaning is not for everyone, but in cer-
tain cases, it is a cost-saving and quality im-
provement tool that should not be ignored.

Multiheaded machines in production lines 
offer the greatest savings potential. Also, any-
one sanding resinous materials such as Pon-
derosa or Loblolly pine should investigate its 
use. Applications that have a low tolerance for 
longitudinal streaks are also prime candidates 
for this concept.

Small shops are not normal candidates for 
abrasive belt cleaning except by the eraser 
concept. Depending on the application, mid-
size shops using two or more multiheaded 
sanders might consider an offline high-pres-
sure water blasting system or a machine-
mounted dry-ice-blast system. Depending on 
the application, large shops using multihead-
ed sanders in a production line should con-
sider a machine-mounted dry-ice-blast system.

Sanding fuzzy wood
There are many contributing factors to 

fuzzy or blotchy finishes. Simply stated, 
fuzzy surfaces are the result of wood fibers 
being bent instead of cut cleanly. These fi-
bers then stand up after staining. Some spe-
cies of woods, such as cotton wood, red oak 
and soft maple, are more prone to having 
the characteristics that contribute to this end 
result, but a fuzzy surface can occur in all 
wood species.

One major contributor to the problem is the 
moisture content of the wood at the time of 
sanding. Wood should be dried to the mini-
mum acceptable level of moisture content.

The type of abrasive mineral is another 
major contributor. There are three basic types 
of minerals used in abrasive belts: silicon car-
bide, aluminum oxide and ceramic. Silicon 
carbide is the sharpest, followed by aluminum 
oxide and then ceramic. Use the sharpest min-
eral (silicon carbide) when trying to eliminate 
fuzz. High abrasive belt speeds (5,000 to 7,000 
sfpm) are desired in conjunction with slow 
through-feed speeds.

Generally speaking, using finer grit miner-
als does not eliminate fuzzing. You just end 
up with finer fuzz. Care should be taken not 
to exceed the cutting capabilities of any given 
grit belt at the feed speed being run on a 
given species of wood. In other words, do not 
force the cut.

If possible, run the finishing sanding heads 
in opposite directions. This will tend to cut 
fibers that have been bent or laid down in one 
direction by a sanding head. Harder durom-
eter contact drums might help, but care must 
be exercised not to go too hard, which could 
result in chatter or belt splice marks. Attempt-
ing to sand some types of products hot —  
such as plywood or particleboard — can also 
contribute to fuzzy sanding. If possible, use a 
size coat before sanding.

For help with sanding problems, contact: How-
ard Grivna, Sanding Systems Consulting Inc. Tel: 
218-678-2929. www.sandingsystemsinc.com 
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1800BunkBed is a nationally
recognized woodworking business
with a 19-year proven track record.
It offers a turnkey woodwoorking
business, geared toward one-to
four-man shops.By using existing
equipment and know-how, shop
owners are able to create a reliable
cash flow and eliminate slow times.
What started as a small backyard

operation is now the nation’s fastest
growing woodworking business and
the country's largest producer of
custom bunk beds and loft beds.
Joining 1800BunkBed is quite

affordable. Pricing is minimal and
determined by population (currently
averaging just $285 per/month per
territory) and a 1-time setup fee of
only $95.

Bunk Bed Company
Creates Cash Flow

for Small Shops

An A+ member of the Better Business Bureau
and the U.S. Chamber of Commerce.

Visit www.1800bunkbed.com/wn
for more information.

The following is a list of the most common causes
of fuzzy sanding results with suggested remedies:

CAUSE CURE

Panel too hot Cool panels

Abrasive belts too coarse Try finer grit belt

Wrong type of abrasive mineral Try silicon carbide

Abrasive belt speed too slow Speed up belt speed

Feed speed too fast Slow down feed speed

Open grain in wood Turn panel 180 degrees and rerun

Too much sanding pressure Take lighter cuts
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Alder prized in the
West for its rustic look
By Jennifer Hicks

Known for its favorable working 
properties, plentiful supply and rel-
atively low price, alder is a staple at 
West Coast shops and selling well 

in other parts of the country.
Commonly referred to as red alder, Ameri-

can alder and Western alder, the species (Alnus 
rubra) is a rapid-growth tree that is found 
mainly on the West Coast from California into 
Canada. It comes in clear and knotty variations, 
depending on how much visual character the 
buyer wants in their final product.

Norman Roberts of Roberts Plywood in Deer 
Park, N.Y., says sales of alder have recently 

increased. “It’s starting to pick up, but it’s more 
popular on the West Coast in places like Or-
egon, Washington, Idaho and Montana. People 
out there prefer it more for its rustic look.”

Myles Gilmer of Gilmer Wood Co. Portland, 
Ore., limits his alder sales to the clear varia-
tion. Most of his goes into the solid-body guitar 
business, though it’s also specified for framing 
cabinet carcasses and upholstered furniture.

“It is a prolific tree in the Northwest that 
grows rapidly and generally has fairly decent 
size characteristics in the logs so you get some 
pretty nice pieces. One of the things we sell 
are one-piece solid-body blocks and they gen-
erally run about 14” to 15” wide and 2” thick, 
so that’s a pretty decent size,” says Gilmer.

“Some people don’t really like alder’s finish-
ing characteristics because it’s prone to blotch-
ing, especially if a coloring agent is used, but 
I’ve talked to numerous people that have 
overcome that problem with using different 
chemicals for finishing.” 

Noah Jackel of West Coast Woods of Wat-
sonville, Calif., has also seen alder sales im-
prove. “Alder works well; it’s easily workable. 
The cost of the lumber is relatively low. And 
it stains well. People can color it whatever fla-
vors they want if they want to stain it.”

Retails prices for 4/4 alder range from 
$3-$5/bf. 

Biesse and Intermac Canada 
plan Toronto showroom

Biesse and Intermac Canada are opening 
a new sales and service center in Toron-
to. The 6,500-sq.-ft. facility will feature a 
showroom for machinery demonstrations.

“We at Biesse Canada are excited to bring 
a state of the art showroom to our local 
market,” Biesse sales manager for Ontario 
and Western Canada Matt Fleming said in 
a statement. “This investment will allow us 
to showcase both our machines, as well as 
our service to new and existing customers, 
quickly and efficiently.”

“With this new investment in Ontario 
for sales and service, only five years after 
our new Quebec building, Biesse Canada 
wants to show once again our commit-
ment to the Canadian customers. With 
local, experienced and well trained sales 
and support staff resident in the Greater 
Toronto Area, we are taking our mission 
seriously,” Biesse Canada president and 
CEO Federico Broccoli said.

For additional information, visit www.
biessecanada.com.

WOOD MARKETS



During the last three months, I’ve 
been exposed to a number of fin-
ishing scenarios that dealt with 
matching a color or, more broadly, 

matching a look.
Here are two scenarios illustrating common er-

rors in matching one component of the look: color.

Not liking the look
A cabinet manufacturer produced cabinet 

boxes of prefinished veneered plywood, cut-
ting and assembling them in both stock and 
custom configurations, and installed custom 
or stock doors, drawers and hardware. Having 
no finishing facility of its own, and insufficient 
skill and machinery to manufac-
ture the doors, it purchased un-
finished doors and drawer fronts 
from a major supplier.

The stain, sealer and topcoat 
were specified by the cabinet 
manufacturer, but the exact pro-
cess was not. The manufacturer 
of the doors did not have a fin-
ishing shop, so he engaged a 
finisher, as a subcontractor, to 
finish the doors in both stock 
and custom colors. This subcon-
tractor was provided with a sample panel, not 
a door, of the cabinet manufacturer’s cabinet 
boxes to match.

The custom colors were not a problem as the 
finisher worked from a sample of the panels 
used and carefully matched all the doors and 
drawers in one batch (per kitchen) so that any 
variation was obvious and could be corrected 
before the kitchen was completed. Generally 
one or two people worked on a given kitchen.

For the stock product, however, a certain 
minimum number of doors and drawers were 
finished in a large batch, extending over sev-
eral days. In a large open booth, one operator 
sprayed a pigmented stain onto doors and 

drawer fronts passing by on an overhead con-
veyer chain. The doors continued to an area 
where they were control-wiped by two to 
three stain wipers and then to a short drying 
tunnel before entering the sealer booth. At 
the sealer booth they were coated with seal-
er, dried and conveyed to a standing station 
where they were removed from the hooks and 
scuff-sanded, then rehooked for topcoat.

While there were color standards (sample 
panels from the cabinet), there were no actual 
doors with the contour and grain of the wood 
evident. The operator was simply looking for 
some degree of consistency in the overall look. 
Mostly he was interested in keeping up with 

the speed of the conveyor. Of 
course, his job — applying the 
stain — did not allow him to 
see the dried, wiped stain with 
sealer and topcoat on it.

The wipers, similarly con-
cerned with keeping up with 
the input of panels, wiped as 
consistently as likely under the 
circumstances, regardless of dif-
ferences in the wood, the sand-
ing, how long it had been since 
the panels were sanded, the 

moisture content of the wood or any other of 
the myriad factors affecting the stain’s ability 
to color the wood. Consequently, there were 
variations in the result, but these were not 
noted or corrected at this time.

The drift or gradually increasing deviation 
from the desired results at each step culmi-
nated in an unacceptable mismatch between 
the cabinet boxes and the doors and drawers. 
This most often occurred between different 
batches. But it also happened within a batch, 
such as doors finished on Monday and Friday 
being installed together.

This could have been avoided by having a 

FINISHING
with GREG WILLIAMS

Color clash can cause
a deal to collapse
Two scenarios show that when a business and its client don’t communicate, 
the finished product is seldom done correctly

continued on next page

A better under-

standing between 

the client and the 

finisher could have 

avoided the extra 

work and expense.
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clear understanding among all parties of the 
look that was to be achieved. That look would 
include the color, depth, sheen, texture and 
level of the finish.

Standards, in the form of step panels, show-
ing the desired result of each step of the opera-
tion, should be available for comparison with 
the actual doors at each step and sufficient 
education of the employees should be given 
to ensure that each person knew exactly what 
was expected.

Additionally, bracketing standards showing the 
acceptable range of look or color would be help-
ful to establish a go or no-go comparison. Doors 
outside the acceptable range could be rejected or 
corrected prior to any additional finishing.

Sufficient lighting, often overlooked, is a ne-

cessity for any operation that requires discrim-
inating between colors, sheens, textures or 
other visual components affecting conformity 
to standard. The spray booth was adequately 
lit, but other areas had only ambient light of 
lower intensity. While the idea of each person 
as his own inspector sounds good, it is only 
effective when there is a system in place to 
reward the desired performance and provide 
clear guidance as to what that desired perfor-
mance is and how it is to be accomplished.

A distorted view
In another situation, a finisher was engaged 

to apply a finish to wooden wall panels to be 
installed in an office. He was given sample 
panels to match — and did so in his shop 
— and secured written approval from the cli-
ent on the match. After the panels had been 

finished and installed, he was called to the 
office to see the end product. The client was 
disappointed that the panels did not match the 
standard to an acceptable degree.

The finisher pointed out that the standard 
supplied and the sample he had produced 
had matched and he showed the client that 
the agreed-upon sample the finisher had pro-
duced, in turn, matched the installed panels 
when viewed together in the shop lighting. 
However, they did not match when viewed in 
the office lighting.

Part of the problem was what is called a 
metameric match, which is a match under 
one illuminant (light source) but not a match 
under another, usually caused by the use of 
different colorants for the different samples. 
Fluorescent lights are most problematic unless 
they are of the full spectrum type. Since the 
finisher had produced the working standard 
by matching a panel to the client-supplied 
panel, the products used on the working stan-
dard were the same as those on the wall pan-
els. However, since the match of the working 
standard to the client-supplied color sample 
was performed in the shop lighting, not in 
the office lighting, the match of the wall to the 
client-supplied sample was not satisfactory.

To further complicate the issue, the angle 
at which the surface is viewed, the incident 
angle of the light and the sheen of the top-
coat will also affect the perception of color. 
A lower sheen will typically look lighter and 
the higher sheen will look darker. In this 
case, the panels in the shop were sprayed in 
a horizontal position, but they were installed 
on the wall vertically. The light, therefore, 
was striking the panels largely at a down-
ward angle from the high, ceiling-mounted 
fluorescent fixtures.

The finisher could have stood on the fact 
that the wall panels did indeed match the 
agreed-upon standard, but to maintain good 
relations with the client and to protect his own 
reputation, he agreed to on-site tweaking of 
the wall panels. Fortunately, he was able to 
make the adjustment with dye toner and top-
coat and, because the building was still unoc-
cupied, was able to spray at the site.

Not all situations can be solved so readily. 
In an occupied building he might have had to 
work at night or remove the panels for finish-
ing back at the shop.

A little more care in matching under the light-
ing used in the office and a better understanding 
between the client and the finisher could have 
avoided the extra work and expense.

Greg Williams, formerly senior touchup and fin-
ishing instructor for Mohawk Finishing Products, 
is now a freelance instructor and consultant for 
finishing and touchup. He can be reached at 
gregalwil@yahoo.com. 

888-680-4466
ShopBotTools.com

Their craftsmanship 
depends on ours.

Durham Bookcases has been a 
fan of ShopBot 10 years running.

Founded in 1995 by furniture maker Phillip 
Fletcher, Durham Bookcases designs and 
builds custom entertainment centers, wall 
units, office and bedroom furniture. About 10 
years ago Fletcher added a ShopBot 96 X 48 
PRSAlpha to the core of his manufacturing 
process. He has been pleased with the tool, 
and his relationship with ShopBot, ever 
since. “My ShopBot is a workhorse,” says 
Fletcher. “Quite simply, it's reliable.” Over 
the years Fletcher has found that the Shop-
Bot's easy interface is a boon because it's 
easy to train employees in the software.

 

ShopBot has a tool for every size shop and 
project. Check out our website, then give us 
a call. We'll help you find a tool you'll love — 
for many years to come.

Read Phillip's story at 
ShopBotTools.com

FINISHING from previous page
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IN BRIEF

Oregon shop teacher 
honored at WIC

An Oregon shop teacher, SCM Group North America, Koetter 
Woodworking and Stanley Furniture received Wooden Globe awards 
at the recent Wood Industry Conference in Tempe, Ariz.

The annual awards are presented by the Wood Machinery Industry 
Association. Dean Mattson, the lead woodworking instructor at North 
Salem High School in Oregon, won the Educator of the Year award 
and received a standing ovation for an impassioned speech that cov-
ered helping students from disadvantaged backgrounds and resurrect-
ing a failing program.

Mattson’s program is thought to be the largest in the U.S. and next 
year will double in size to 950 students.

SCM Group North America captured the Partner of the Year award, 
given to a manufacturer or importer that best exemplifies the spirit of 
partnership in its dealings with woodworking machinery distributors.

“I would like to thank WMIA for this recognition and especially our 
distribution network that has, through their loyalty and support, helped 
make SCM Group a leading machinery supplying company in North 
America,” said group president John Gangone when accepting the award.

Koetter Woodworking, a family-owned architectural millwork shop of 
more than 50 years in Borden, Ind., won the Innovation in Technology award.

Executives of Stanley Furniture received a Wooden Globe for com-
mitment to the industry, based largely on the company’s reshoring 
effort. The company has returned manufacturing of its Young America 
line to the U.S. and retooled its plant in the process.

WMIA elects SCM’s John Park as president
John Park of SCM Group North America was elected president of the 

Woodworking Machinery Industry Association at the group’s annual 
meeting during the 2013 Woodworking Industry Conference.

Park assumes the presidency after many years of service to the 
WMIA in a variety of leadership roles, most recently as vice president 
for the past two years.

“I believe in WMIA, its members and our industry, and I look for-
ward to the opportunity of serving as WMIA’s president,” Park said in 
a statement.

Park’s goals for his presidency include:
• Expand the services and programs offered to members.
• Continue to strengthen the WMIA’s leadership.
• Develop programs to attract young people to the woodworking industry.
• Provide a forum to discuss key issues and identify strategies to ad-
dress them.
• Increase communication to WMIA members.
• Continue to enhance the Woodworking Industry Conference.

Other newly elected officers include vice president Scott Mueller of 
Edward B. Mueller Co. and secretary/treasurer Dave Rakauskas of 
Colonial Saw Co. John B. Henderson of John Henderson & Co. will 
continue on the board as immediate past president.

The WMIA also elected four new members to its board of directors: Stan 
Paszkowski of First Choice Industrial, Jason Neafus of Hoosier Woodwork-
ing Machinery, Andreas Muehlbauer of Stiles Machinery and Pascal Doucet 
of Doucet Machineries. They join current directors Jim Besonen of Wood 
Machinery Systems, Madison Burt of WEIMA America, Roberto Ghizzoni 
of OMGA Inc. and Robert Heskett of West Coast Machinery.

The WMIA is an association of companies whose primary business is 
providing the North American market with the latest woodworking 
technology, equipment, computer software and distribution service 
channels available globally. For information, visit www.wmia.org. 



PURVEYORS OF FINE MACHINERY®, SINCE 1983!
•  OVER A MILLION SQUARE FEET PACKED TO THE RAFTERS WITH MACHINERY & TOOLS
•  2 OVERSEAS QUALITY CONTROL OFFICES STAFFED WITH QUALIFIED GRIZZLY ENGINEERS
•  HUGE PARTS FACILITY WITH OVER 1 MILLION PARTS IN STOCK AT ALL TIMES
•  24 HOUR ORDERING BY PHONE OR ONLINE   •  MOST ORDERS SHIP THE SAME DAY  

3 GREAT SHOWROOMS!  BELLINGHAM, WA • MUNCY, PA • SPRINGFIELD, MO

TECHNICAL SERVICE:
570-546-9663

FAX: 800-438-5901
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BEAUTIFUL WHITE COLOR!
•   Motor: 2 HP, 110V/220V, single-phase
•   Precision-ground cast iron table with
 wings measures: 27" x 40"
• Arbor: 5⁄8"  
• Arbor speed: 3850 RPM
• Capacity: 31⁄8" @ 90º, 23⁄16" @ 45º
• Rip capacity: 30" R, 12" L
• Quick change riving knife
• Cast iron trunnions
• Approx. shipping weight: 404 lbs.

• Motor: 2 HP, 110V/220V, single-phase, TEFC
• Precision-ground cast iron table size: 17" sq.
• Table tilt: 45º R, 10º L
• Cutting capacity/throat: 161⁄4"
• Max. cutting height: 121⁄8"
• Blade size: 1311⁄2" L (1⁄8"–1" W)
• Blade speeds: 1700 & 3500 FPM
• Quick release blade tension lever
• Approx. shipping weight: 342 lbs.
BEAUTIFUL WHITE COLOR!

INCLUDES DELUXE EXTRUDED ALUMINUM FENCE, 
MITER GAUGE & 1⁄2" BLADE

MADE IN TAIWAN 

G0513 HEAVY-DUTY 17" BANDSAW 

$89500  SALE  
$87500

G0513P  ONLY  
$89500

$99$99
shipping

lower 48 states

$99$99
shipping

lower 48 states

ALSO AVAILABLE IN GRIZZLY GREEN

10" HYBRID TABLE SAW 
with Riving Knife

INCLUDES BOTH REGULAR & 
DADO BLADE INSERTS

G0715P
  

ONLY  
$79500

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

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

• Motor: 3 HP, 220V, single-phase
• Precision-ground cast iron table
• Table size with extension: 27" x 743⁄4"
• Arbor: 5⁄8"  • Arbor speed: 4300 RPM
• Max. depth of cut: 31⁄8" @ 90º, 23⁄16" @ 45º
• Max. rip capacity: 50" • Max. dado width: 13⁄16"
• Approx. shipping weight: 572 lbs.

10" CABINET TABLE SAW
with Riving Knife & Extension Rails

17" HEAVY-DUTY BANDSAWS

• Motor: 11⁄2 HP, 110V/220V, single-phase
• Precision-ground cast iron table with wings
• Table size: 251⁄4" x 40" • Arbor: 5⁄8"
• Arbor speed: 4000 RPM
• Capacity: 

31⁄8" @ 90°, 
21⁄4" @ 45°

• Rip capacity: 
 30" R, 12" L 
• Approx. shipping

weight: 221 lbs.

MADE IN TAIWAN 

MADE IN ISO 9001 FACTORY!

G0732  $79500  SALE  $69500

• Motor: 3 HP or 5 HP, 240V, single-phase
• Precision-ground cast iron table

size with wings: 27" x 48"
• Arbor: 5⁄8"
• Cutting capacity: 255⁄8" R, 8" L
• Max. depth of 

cut: 3" @ 90º, 
21⁄8" @ 45º

• Approx. shipping 
weight: 546 lbs.

$99$99
shipping

lower 48 states

MADE IN TAIWAN 

FREE 10" 
CARBIDE-TIPPED 

BLADE G1023RLW 3 HP   
ONLY $135000

G1023RLWX 5 HP

ONLY $139500

FREE 10" 
CARBIDE-TIPPED 

BLADE
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3 HP LEESON® 
MOTOR!

G0691 
$142500   SALE $137500

• Motor: 11⁄2 HP, 110V/220V,
single-phase, TEFC, 1725 RPM

• Amps: 15/7.5
• Precision-ground cast iron table 

size: 201⁄2" x 14" x 11⁄2"
• Floor to table height: 44"
• Table tilt: 15° L, 45° R
• Cutting capacity/throat: 131⁄2"
• Max. cutting height: 6"
• Blade size: 921⁄2"–931⁄2" L (1⁄8"–3⁄4" W)
• Approx. shipping weight: 262 lbs.

14" EXTREME SERIES BANDSAW

MADE IN TAIWAN 

MADE IN ISO 9001 FACTORY!

$99$99
shipping

lower 48 states

$150$150
shipping

lower 48 states

$150$150
shipping

lower 48 states

G0555X $82500  SALE $79500

ULTIMATE 14" BANDSAW

$79$79
shipping

lower 48 states

$99$99
shipping

lower 48 states G0555P $52500 SALE $49500

19" EXTREME SERIES BANDSAWS
• Motor: 3 HP, 220V, 
 single-phase, TEFC
• Precision-ground cast 
 iron table size: 263⁄4" x 19"
• Table tilt: 45º R, 5º L
• Cutting capacity/throat: 181⁄4"
• Max. cutting height: 12"

DELUXE RE-SAW FENCE 
INCLUDED

• Blade size: 143" L (1⁄8"–11⁄4" W)
• Blade speeds:  1700 & 3500 FPM
• Approx. shipping weight:

460 lbs.

MADE IN TAIWAN 

(G0514X ONLY)

G0514X  
$149500 ONLY $139500

ALSO AVAILABLE G0514XF W/ FOOT BRAKE 

ONLY $139500

• Motor: 1 HP, 110V/220V, 
single-phase, TEFC 

• Precision-ground cast 
 iron table size: 14" sq.
• Table tilt: 45º R, 15º L
• Cutting capacity/throat: 131⁄2"
• Max. cutting height: 6"
• Blade size: 921⁄2"–931⁄2" L 

(1⁄8"–3⁄4" W)
• Blade speeds: 

1500 & 3200 FPM
• Approx. shipping 
 weight: 196 lbs.

MADE IN TAIWAN 



764 PAGES OF HIGH
QUALITY TOOLS AND

MACHINERY AT 
INCREDIBLE PRICESPLEASE GO TO GRIZZLY.COM® TO SEE ALL SALE PRICES

OVER 15,000 PRODUCTS ONLINE!

FOLLOW US ON:

Starts April 1st - Ends September 21st 

FREE CATALOG

• Motor: 5 HP, 220V, single-phase
• Jointer table size: 14" x 591⁄2"
• Cutterhead dia.: 31⁄8"
• Cutterhead speed: 5034 RPM
• Max. jointer depth of cut: 1⁄8"
• Max. width of cut: 12"
• Planer feed rate: 22 FPM
• Max. planer depth of cut: 1⁄8"
• Max. planer cutting height: 8"
• Planer table size: 121⁄4" x 231⁄8"
• Approx. shipping weight: 734 lbs.

12" JOINTER/PLANER
COMBINATION MACHINES

CARBIDE INSERT SPIRAL 
CUTTERHEAD!
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MADE IN TAIWAN 

NEW 
END-MOUNTED 

FENCE

ALSO AVAILABLE IN GRIZZLY GREEN

G0633 JOINTER/PLANER  ONLY $199500

G0634Z SPIRAL CUTTERHEAD MODEL  ONLY $259500

G0634XP  ONLY  
$229500

• Motor: 11⁄ 2 HP, 110V/220V, single-phase, TEFC, 3450 RPM
• Air suction capacity: 775 CFM
• Static pressure at rated CFM: 1.08"
• Intake port: 6" with included 

5" optional port
• Impeller: 131⁄2"
• Height: 651⁄2"
• Built-in remote 

control switch
• Approx. shipping 

weight: 210 lbs.

CYCLONE DUST COLLECTOR

PLEATED FILTER IS 
PROTECTED BY A 

STEEL CAGE

ONLY 
651⁄2" 
TALL!

FULLY MOBILE 
WITH BUILT-IN 

CASTERS

$79$79
shipping

lower 48 statesG0703P ONLY 
$79500

BEAUTIFUL 
WHITE COLOR!

MADE IN TAIWAN 

• Motor: 3 HP, 220V, single-phase, TEFC
• Precision-ground cast iron table size: 9" x 721⁄2"
• Max. depth of cut: 1⁄8"
• Max. rabbeting depth: 1⁄2"
• Cutterhead dia.: 3"
• Cutterhead 

speed: 4800 
RPM

• Cuts per minute: 
 20,000 (G0656P), 21,400 

(G0656PX
• Approx. shipping weight: 

500 lbs.

8" JOINTERS

CHOOSE EITHER 4 HSS KNIVES OR 
SPIRAL CUTTERHEAD MODEL BUILT-IN 

MOBILE BASE

FREE 
SAFETY 
PUSH 

BLOCKS

$150$150
shipping

lower 48 states

4 KNIFE CUTTERHEAD 

G0656P  ONLY      
$82500

SPIRAL CUTTERHEAD 

G0656PX  ONLY 
$122500

• Motor: 3 HP, 220V, single-phase, TEFC
• Precision ground cast iron table size: 13" x 60"
• Fence: 53⁄8" x 311⁄4"
• Cutterhead dia.: 33⁄4"
• Cutterhead speed: 4950 RPM
• Bevel jointing: 45º, 90º, 135º
• Max. depth 
 of cut: 1⁄8"
• Approx. shipping 

weight: 832 lbs.

PARALLELOGRAM TABLE 
ADJUSTMENT

12" X 60" SHORT BED JOINTER 
with Spiral Cutterhead

FREE 
SAFETY 
PUSH 

BLOCKS

MADE IN 

ISO 9001 

FACTORY!

G0706  ONLY 
$249500

$179$179
shipping

lower 48 states

15" PLANERS

CHOOSE EITHER 3 KNIFE 
OR SPIRAL CUTTERHEAD 

MODEL

BUILT-IN 
MOBILE BASE

• Motor: 3 HP, 220V, single-phase
• Precision-ground cast iron table size: 

15" x 20"
• Min. stock thickness: 3⁄16"
• Min. stock length: 8"
• Max. cutting depth: 1⁄8"
• Feed rate: 16 & 30 FPM
• Cutterhead speed: 

4800 RPM
• Approx. shipping 
 weight: 660 lbs.

$150$150
shipping

lower 48 states

G0453P 
$109500 SALE $105000
 WITH SPIRAL CUTTERHEAD 

G0453PX  ONLY  $169500

18" OPEN END DRUM SANDER
• Sanding motor: 11⁄2 HP, 110V,
 single-phase, 15A
• Drum surface speed: 
 4000 FPM
• Conveyor feed rate:
 Variable, 2–12 FPM
• Max. stock dimensions:
 36" W x 41⁄2" H
• Min. board length: 6"
• Min. board thickness: 1⁄8"
• Sanding drum size: 4"
• 21⁄2" dust collection port
• Overall size: 

35" W x 50" H x 24" D
• Approx. shipping 
 weight: 328 lbs.

$99$99
shipping

lower 48 statesG0458  $89500 SALE 
$85000

• Motor: 11⁄2 HP, 220V, single-phase, 1720 RPM
• Cast iron sanding disc size: 15"
• Cast iron table 
 size: 12" x 20" 
• Table tilt: +15º to –45º
• Floor to table height: 37"
• Dust port: 21⁄2"
• Approx. shipping 
 weight: 232 lbs.

15" DISC SANDER with Stand

FEATURES BUILT-IN MOTOR 
BRAKE & STORAGE CABINET 

WITH SHELF

MADE IN TAIWAN 
$79$79

shipping
lower 48 states

$79$79
shipping

lower 48 statesG0719 $87500 ONLY 
$82500

INCLUDES 
MITER GAUGE

$150$150
shipping

lower 48 states

G0562ZP 

$67500 SALE $62500

• Motor: 3 HP, 240V, single-phase, 12A
• Blower/impeller: 123⁄4" balanced cast aluminum
• Airflow capacity: 2320 CFM
• Max. static pressure: 16.9"
• Sound rating: 87dB
• 7" inlet has removable “Y” 
 fitting with three 4" inlets
• Canister filter size (dia. x 
 depth): 195⁄8" x 235⁄8" (2)
• Bag capacity: 11.4 cubic feet
• Overall dimensions: 
 577⁄8" long x 32" wide x 71" high
• Approx. shipping weight: 232 lbs.
• CSA certified

3 HP DUST COLLECTOR

®
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By Jennifer Hicks

W
ith a mix of vintage machines and dedicated setups, New 
England Joinery Works in Essex, Conn., can quickly pro-
duce custom millwork, doors, windows, flooring and more 
in its spacious 12,000-sq.ft. shop. Curved millwork is the 
shop’s specialty, which is often made from PVC products.

Hands-on owners Matthew Ouellette and Peter Leffingwell started 
the business in 1988 after working together at a shop in Newington, 
Conn. They’ve set up shops in buildings that once processed eggs and 
built pianos before moving to their current location — where pallets 
used to be made — in 2008. Unfortunately, that’s about the time the 
economy went in the tank.

“It’s been very slow over the past five years and we’re sort of getting 
back to normal now,” says Leffingwell. “Profit margins have decreased 
in this industry. It’s tougher and tougher to get the job because compet-

Peter Leffingwell and Matthew Ouellette
Owners of: New England Joinery Works

Size of shop: 20,000 sq. ft. 

Number of Employees: 5

About: Offering a range of architectural millwork products and 

services for the residential and commercial building industries of 

southeastern Connecticut.

Quotable: “The most gratifying part about this business is seeing 

your finished product. When you start out with the foundation of a 

house and then it all starts to come together, that’s really something 

you look back and feel good about.”

— Peter Leffingwell

Balancing
 act
The owners of New England Joinery Works find a way to 
make money while still giving clients the  value they seek

continued on next page

COVER STORY
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)itors will sell themselves short. We’ve found that we don’t have to do 
that by remaining diverse in what we do. We take on the strange things 
that others shy away from.”

This includes interior and exterior trim packages, casement windows, 
double-hung windows, sliding and swinging patio doors, entrance 
doors, radius and geometric windows and more. Many projects are 
done for waterfront homes and are specially designed to withstand 
hurricane-force winds and flying debris.

“We don’t have any stock product that we just produce here and sell. 
We sell stock materials, but they’re not made here. Anything we make 

here is generally a one-off, one-of-a-kind type of thing,” says Ouellette.
 

Retail and custom
New England Joinery Works carries a wide selection of building 

products — Kolbe windows, Rogue Valley doors, Masonite doors, 
Lamuix doors and Garden State moldings — and hardwoods for con-
tractors and homeowners. Customers can drive inside a 9,000-sq.-ft. 
warehouse, load up and be on their way.

“We do sell a certain amount of stock products, but primarily we 
manufacture custom millwork to order with moldings to match. We do 
lots of curved work, especially with PVC. That make up about a third 
of our business and it’s taken over the wood,” Leffingwell says.

 ROBERTS PLYWOOD COMPANY
 DIV. OF DIE-BOARDS, INC

 YOUR SOURCE FOR PLYWOOD LUMBER AND VENEER FROM AFROMOSIA, 
TO ZEBRAWOOD INCLUDING CROTCH MAHOGANY AND MANY OF THE BURLS.

3/4 4x8 Block Mottled 
Figured makore 
A - 1 SM on MDF

1/42” FIGURED NIGERIAN 
SATINWOOD

8/4 Moabi pomelle 
natural edge

45 NORTH INDUSTRY COURT • DEER PARK, NEW YORK 11729 
631-586-7700           www.getwood.com            Fax:631-586-7009

NEW ENGLAND JOINERY WORKS from previous page

Employees Steve Bananno, left, and Adam Brooks work in the shop with the hands-on owners.
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Ouellette adds, “This might not be appealing to hardcore woodwork-
ers, but a lot of what we do is in PVC plastic, which mills the same as 
wood basically, but it holds up differently in the weather. It’s a new 
alternative to wood. It does cost a little bit more than some woods and 
you have a known waste factor that helps make it more affordable to 
do millwork with.

“A lot of times what happens is someone comes in with a rotten 
artifact from a historical building or something and asks us to repro-
duce it in wood or in PVC plastic. We did the steeple of the Clinton 
(Conn.) town hall a few months ago and that was all out of PVC. 
That’s really the type of thing we do. We also make custom moldings, 
crown moldings for exterior trim, storm windows, shutters, a lot of 
fencing, railings and more.”

Local clientele
Currently, about 80 percent of work is done for homes with an aver-

age value of more than $1 million.
“Our clientele developed mainly by word of mouth,” says Leffin-

gwell. “We’ve never advertised and we don’t really have a road sales-
man, so to speak. Our geographical coverage area is a two-hour radius 
that includes Greenwich to Long Island to the Stonington area. Most of 
our work is done in Middlesex, New London, Hartford, and Fairfield 
counties. Typical clients are high-end residential contractors and lots of 
local homeowners.”

Ouellette explains that the company doesn’t do marketing because it 
has a good reputation for handling unique projects. This is what distin-
guishes them from competitors, which are generally other lumberyards 
with limited millwork shops. 

“People generally come to us with an object and ask us to make them 
something or come to us with something that an architect has designed 
and say they can’t go to Home Depot and buy it. That’s our little niche. 
And curved work is really our specialty too. Curved trim, curved 
moldings, curved windows, curved doors, archways, those are what set 
us apart from competitors,” says Ouellette. 

Commercial work has come from institutes of higher education — 
including Sacred Heart University in Fairfield, Conn. and Wesleyan 
University in Middletown, Conn. — and local municipalities.

Some designs are drafted in-house, but architects generally pro-
vide the plans. As for material preferences, poplar, Spanish cedar and 
sapele are in demand. The company subs out its installation needs 
and does not do any finishing as there are usually painters on site for 
each project. These are some of the ways they keep operating costs to a 
minimum, along with keeping existing machinery well-maintained to 
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If You Know Our Name 
You Know Our Number

1 800-SCHMIDT

Tooling and 
Accessories 
Since 1926
 For: Tenoners

Moulders
Shapers
Routers
Planers

Saws

Charles G. G. Schmidt & Co., Inc.
301 West Grand Ave
Montvale, NJ 07645
Fax 201 391-3565

www.cggschmidt.com

See all of Tools and pick up a copy of our 
catalog at AWFS, Booth 7931 July 24-27

For Surfacing, Grooving, Routing 
Tenoning and Pro ling

For a complete List of our Tooling, Accesories 
and Machinery ask for our New Catalog

Specializing in Insert Tools

Standard
or

Custom

continued on next page

The shop has dozens of jigs to form curved products.
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eliminate the need for purchasing anything new.
“We try to keep our overhead done as much as we can. We don’t have 

any CNC equipment and things are pretty low-tech here. Some of our 
equipment here is very old, but still going strong,” says Leffingwell. 

Machinery includes a Buss planer; TimeSaver sander; SCM Mini-
max joiner; Northtech SRS-12 straight-line rip saw; Wadkin five-
head molder and profile grinder; American band saw; Frommia 
over-arm router; Powermatic table saw and tenoner; Crescent hol-
low chisel mortiser; Dario articulated band saw; Sand Pro down-

draft table; Kraemer dust collection system with return air and 
Ingersoll Rand air compressor.

“Really, our plan over the past few years has just been simply to 
stay in existence. Everything keeps going up, from workers’ comp 
insurance to the cost of doing business in general. We are constant-
ly presented with the challenge of balancing between making 
money and giving a fair price so people feel they’re getting value,” 
says Leffingwell. 

Contact: New England Joinery Works Inc., 19 Bokum Road, Essex, CT 
06426. Tel: 860-767-3377. www.newenglandjoineryworks.com

For More Information
Call Us at 800.234.1976

Call Today for Your FREE Demo Video

The new Laguna Tools CNC router has a 
4HP water-cooled variable-speed spindle 
plus helical rack-and-pinion control on X and 
Y axes with ball screw control on Z-axis and 
double precision contoured guide rails on all axes. 

A six-vacuum-zoned table with T-slots on a 
uni-welded base for optimum strength and 
longevity. Powerful Laguna hand-held control 
system. Extremely easy to understand, operate, 
compatible with virtually all cabinet design & carving
software packages for effortless setup and coding. 

THE NEW CNC SMARTSHOP I 

deeo

LAGUNATOOLS.COM

7512

Call Today for Your FREE Demo Viddee

Available with a 48" x 96" or 60" x 120" router table.

NEW ENGLAND JOINERY WORKS from previous page

The shop makes church steeples and entry doors, and just about everything in between.
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By Ann Goebel

L
odged at the end of Lumber Street in Salisbury, N.C., is a clas-
sic brick-and-mortar structure with varnished hardwood floors 
because that’s the way they built lumber mills a century ago. 
Home to Goodman Millwork Inc., it still stands as a sturdy, 
steadfast symbol of a family-owned enterprise that has sur-
vived every up and down, from the Great Depression to the 

recent Great Recession.
“Yes, we’ve been in business over 100 years and we’re not even close 

 CARRYING
     THE TORCH

Franco Goodman is the third-generation owner
of Goodman Millwork in North Carolina and 
he’s certain there will be a fourth

continued on next page
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to dying of old age,” quips owner and president Franco Goodman. “It 
was my grandfather and his brother who laid the groundwork and 
set the highest standards that guide us today. Then my father and his 
generation of Goodman boys picked up the ball and preserved this 
company as envisioned by its founders. Our story includes sons, sons-
in-law, nephews, grandsons and great-grandsons. Seems there may be 
something genetic in our ability to survive and thrive.” With the addi-
tion of Goodman’s two sons, the company is among a scant 3 percent of 
U.S. family-owned businesses still operating into the fourth generation.

“Probably the biggest reason we’ve continued into the 21st century is the 
wide geographical distribution of our custom architectural 
cabinets and millwork,” says Goodman. For years, the com-
pany has built long-standing relationships with contractors, 
interior designers and architects all across North Carolina 
from the mountains to the coast and to adjacent states.

“Our flexibility is also very important,” Goodman adds. 
“We’re geared to perform almost any woodworking job 
that comes through our door. We take pride in maintain-
ing that one-on-one relationship with each client.”

Managing
Franco Goodman, the third generation in the family, 

started working at Goodman Lumber Co. back in the 1960s 
at the age of 14 and learned the basics about wood and 
running the business. After graduating in business from 
East Carolina University in Greenville, his father, Myron, 
who had associated with the company his entire life, sug-
gested he launch out on his own for a time.

“He wanted me to find out what it was like working for 
someone else,” Franco says.

So Goodman worked five years in banking and as an 
industrial engineer for a textile company. In 1982, at 
age 33, he purchased all the outstanding shares of the 
woodworking operation and became president. Under 

MARTIN Woodworking Machines Corp., 
8715 Sidney Circle, Ste. 100, Charlotte, NC 28269, 

Fax (704) 921-0361, www.martin-usa.com
Visit our webshop!
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NEW

NEW! HOT AIR ”LASER EDGE“

Nick, Franco &
Ben Goodman
Owners of: Goodman Millwork Inc.

Location: Salisbury, NC

Shop size: 47,000 sq. ft. 

Employees: 20

Years in the business: 30-plus

Approximate yearly gross: $2.5 

million

Business focus: High-end residential 

and commercial millwork

Other equipment: Dependable 12” 

joiner; Delta 16” joiner; double-sided 

planer for skip dressing rough lumber; 

Wadkin rip saw; Buss 24” and 36” planers; 

Biesse sander; Altendorf sliding table 

saw; Weinig Unimat 19” molder.

GOODMAN MILLWORK from previous page



his direction, the corporate structure was re-
organized and lumber and building supply 
sales were phased out. All the emphasis was 
placed on architectural woodwork and in 1992 
the company was renamed to reflect the true 
nature of Goodman Millwork Inc.

Goodman is a hands-on manager, who 
oversees every project. “I need to know 
that every piece of work is done correctly to 
maintain the reputation of our company. I’ve 
never been able to accept anything but the 
best workmanship.”

So he’s the person a client initially 
talks to about a new project. However, 
he might be flanked by his two sons 
who have joined him in preserving the 
Goodman legacy. Benjamin “Ben” is 35, 
a North Carolina State graduate in for-
estry and now shop manager. Nicholas 
“Nick,” 32, served in the Army, with 
a tour of duty in Iraq, and is manager 
of F. E. Goodman Construction, a sub-
sidiary started by his father to broaden 
the base and to better control product 
installation and quality of work.

But quality control is just one aspect 
of this business. Volumes of paper 
stacked neatly in piles almost cover the 
conference table. They’re visual proof 
of the time and diligence Goodman 
puts into analyzing each job, an as-
signment he assumes with attendant 
comfort.

“Tracking hidden costs like training 
and software always poses a problem 
when doing job-cost estimates,” he says. 
“It never gets any easier, but I enjoy the 
challenge.”

Goodman is cautious about too much 
expansion. “We have to scale according 

to the needs and potential existing at any one 
time. I don’t want to get so big that I lose con-
trol and manageability.”

From the beginning
From the early 1900s, the lumber business 

became a lifelong career for the Goodmans. 
The family farm couldn’t generate enough 
work for four brothers, so Enoch Goodman, 
Franco Goodman’s grandfather, went to town 
and found a job at the sawmill. Anxious to be 

The new evolution in planing precison.  
Amazing planing results, 20 times 
longer usable life of the blades and 
up to 50 % reduction in audible noise 
(-10 dB). The new Silent-POWER®  
spiral knife cutterblock from Felder.

exact 63
24“ planing width meets 
every requirement!

Ultra quiet
ng precis

q

Holzbearbeitungsmaschinen
für Handwerk, Gewerbe und Industrie

DE: 866-792-5288
N Cal: 800-572-0061
S Cal: 866-714-6005
 866-922-8879

FELDER-GROUP USA
East: 2 Lukens Drive, Suite 300, NEW CASTLE, 
DE 19720, salesinfo@felderusa.com
West: 3006 Beacon Blvd., WEST SACRAMENTO, 
CA 95691, west@felderusa.com
S. Cal: 26060 Acero Suite 103, MISSION VIEJO, 
CA 92691, s.ca@felderusa.com

www.format-4usa.com

profil 45
Shaper

c-express 920
CNC drilling and milling centre

NEW

CALL NOW FOR 
MORE DETAILS!

✆

V I D E O  o n l i n e

Booths 8142 & 8146

continued on next page
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independent, he and a brother, Linus, cobbled 
together a portable wood-cutting contraption, 
hooked it up to their mule and toured the 
county, buying and cutting timber. A steady 
supply of hardwood from nearby forests in 
the eastern part of the state and a continuous 
demand from the burgeoning North Carolina 
furniture industry kept them busy.

“That old sawmill had a magnetic power the 
Goodman boys just couldn’t resist,” Franco 

Goodman says.
But in time they had to defer to their wives 

who became fed up with living in shacks wher-
ever they parked the saw. They settled in Salis-
bury and built the present brick retail facility 
adjacent to their homes near the railroad tracks. 
In 1907, Goodman Lumber Company opened 
for business. It was the big-box store of its time 
and touted, “Everything for the builder, from 
the foundation to the roof.” To increase revenue, 
they expanded into real estate, bought land, 
built houses with their lumber and supplies and 

realized hefty profits when they sold them. The 
company and Salisbury grew together.

Eventually, quality custom architectural 
woodwork was integrated into the business. 
Goodman notes that “what they produced was 
never meant for mass consumption, but one-of-
a-kind, carefully crafted, same as today.”

Boom times
Just inside the front entry to the sprawl-

ing plant and on both sides of a long hard-
wood corridor is a row of mostly vacant of-
fices defined by wood-framed glass windows. 
The retro scene is reminiscent of bygone days 
when the labor force reached 60 in the 1970s 
and ’80s. Through the years, the number of 
employees remained stable before the eco-
nomic downturn at the end of 2008.

“Today we employ 20,” Goodman says. 
“The reduction has had more to do with attri-
tion and technology than with the economy.”

Some of the offices are filled by core em-
ployees, the backbone of the company and just 
as important as the wood that goes into every 
job. “It always comes down to the employ-
ees.” Besides Franco, Ben, and Nick, there’s 
Carla Anderson, accountant and gal Friday, 
who tends the books, fields telephone calls 
and greets walk-in customers. Down the hall 
Mike Keene sits at his computer generating 
CAD designs. He joined the company more 
than 20 years ago and is the person who in-
troduced Goodman to computers. Keene can 
readily take a napkin drawing and translate it 
into workable plans.

Before Keene and computers arrived on the 
scene, more than 25 percent of business was 
designing and building mock showrooms for 
furniture galleries. That business extended 
from the High Point area to California, Can-
ada, Mexico and also Saudi Arabia and Ger-
many. The challenge was to create showrooms 
that looked like authentic home settings. “We 
had to keep it simple so backdrops didn’t de-

GOODMAN MILLWORK from previous page
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tract from the furniture,” says Goodman.
Then, in the 1990s, the furniture industry suffered a major downturn 

and almost all the manufacturing went to China. Goodman flexed its 
business muscles and picked up the slack in new directions — high-end 
millwork for homes, churches, institutions, and businesses. It won spe-
cialized contracts for companies like Rangoni Shoes to design, construct 
and install storefront entrances from Charlotte to San Francisco.  

Goodman also launched into historic preservation. The company was 
hired to do a complete renovation of the circa 1700-1800 dorms at the 
University of North Carolina in Chapel Hill. It replaced and matched, 
for an authentic appearance, all the millwork including, floors, win-
dows and cabinets.

“In restoration work, it’s a matter of finding an original piece, taking 
it back to the shop and duplicating it,” says Goodman. “History-book 
pictures help, but it’s always best to get an old piece from the site. We 
were required to finish the UNC job in time for returning students in 
the fall. There’s always a deadline and you hold your breath that the 
materials come in time. And back then we didn’t have the CNC and ad-
vanced equipment so it took a lot longer than it would today.”

For any restoration, Goodman’s molding gallery presents hundreds 
of patterns collected through the years. Again, it’s much easier to make 
the shapes today with the CNC’s many capabilities than it was in the 
days of jigs and hand tools. However, even now if they don’t have the 
tooling they need, they might grind a knife or two.

Steam to electric 
When Goodman Lumber Co. opened for business in 1907, the Indus-

trial Revolution was a driving force toward mechanization. Follow the 
Goodman story and a history of woodworking tools and techniques 
unfolds. Products were being forged to replace hand tools and block 
planes. There were new machines making it easier to cut and saw lum-
ber thanks to the steam engine.

“By the time I took over in the early ’80s, the shop had converted to 
electric power, but before that we had everything powered by steam.”

A 1920s era Hardie/Tyne steam engine kept machines humming. 
Now it’s a permanent fixture resting in a catacomb beneath the deck. 
Slots in the floor at machine stations still show how steam-engine-
powered gears and belts connected to various machines kept the shop 
up and running. It’s a relic the likes of which is rarely seen, perhaps 
only in the Smithsonian. It was retired in the ’70s when safety codes 

• 3D Renderings
• Cutlists
• Bidding
• Panel Optimization

• Direct CNC code
• Inventory Control
• CSV Export/Import
• Grain Matching

www.cabinetpro.com
541-664-2808

FREE 
POSTPROCESSOR

Mail: PO Box 2407 • Hickory, NC 28603
Ship: 406 9th Street SE • Hickory, NC 28602

Toll Free (800) 762-9899
Toll Free Fax (800) 762-6845

Web Site: www.hickorysawandtool.com
Email: hst01@hickorysawandtool.com

Stile and Rail
Cutter Sets

or steel alloy inserts. Has a or steel alloy inserts. Has a 

machined seats. All inserts machined seats. All inserts 

and hardwood, compound and hardwood, compound 

These inserts will also These inserts will also 

heads are made to accept heads are made to accept 
varying shapes of inserts.varying shapes of inserts.

Call Tammy or Mike for all 
your tooling needs.your tooling needs.

or steel alloy inserts. Has a 

machined seats. All inserts 

and hardwood, compound 

These inserts will also 

heads are made to accept 
varying shapes of inserts.

Call Tammy or Mike for all 
your tooling needs.

24-hour turnaround is available
Call (800) 762-9899(800) 762-9899(800) 762-9899

Cutter Sets

llllll

Mention this ad 
for a discount. 

Employee Tony Rickard repairs the shop’s 1920s McDonough 

reciprocating resaw; the row of offices offers a link to the past.

continued on next page



mandated electricity and new equipment demanded high speed and 
greater horsepower.

The plant was heated by a hand-fired boiler until five years ago. It 
was a loveable albatross that burned all the waste products from the 
plant. Now the shavings, chips and scraps go to a nearby horse farm.

Still being used is a 1920s McDonough reciprocating resaw, which, 
in its day, helped speed processing of lumber for the furniture market. 
Tony Rickard, the Goodman’s maintenance man and jack of all trades, 
keeps busy repairing the behemoth. This day he had extracted a pile 
of parts and the band saw blade to get to a frozen gear. “If you can fix 
this, you can fix anything,” he says with a smile.

Now there is a push to retool and purchase top-of-the-line machines. 
About five years ago, just before the recession, Goodman bought a Biesse 
Rover B4 CNC. David Arnold is the chief operator. He learned his skills 
at another job and expanded his knowledge through hands-on experi-
ence at Goodman. He says the secret to his success in running the ma-
chine is to listen to it. “Every sound it makes tells me if it’s doing what 
it’s supposed to.” There are dozens of operations it can do, but only one 
person is needed to run it, so it eliminates the need for more employees.

Case studies
One example of a Goodman customized walk-in project can be found 

in a town near Charlotte where a dentist desired a dedicated theater in 
his expensive new home. He had decided on the look of a classic Eng-
lish pub, sketched out what he wanted and took it to Goodman Mill-
work. The company fabricated, finished and installed all the mahogany 
woodwork and equipment cabinetry.

A recent and most challenging job was the designing, crafting and 
installation of millwork for an upscale home in the Great Smoky Moun-
tains. The challenge was a tight four-month deadline. “It was more 

than intense,” says Ben, who oversaw the work. “Everyone expressed 
their commitment and we worked 70 hours a week for four months. 
Everyone got time off when we finally finished.”

Though they have a good workforce, a major problem that seems to 
be getting worse is the difficulty in finding good skilled and knowl-
edgeable employees. “Fewer people are willing to apprentice and put 
in the effort to learn,” says Goodman. “And woodworking courses are 
being dropped from many high school curriculums. Institutions aren’t 
stepping up to fill the need.”

Besides finding capable personnel, late delivery of lumber and sup-
plies can be a big setback. “Our business is nothing without wood,” 
observes Ben. “It may account for 50 percent of the total cost of any job. 
We depend on it being readily available. We buy most of our poplar 
locally and go to Baltimore for cherry and sapele, which we use a lot. 
For the most part, lumber prices have stayed about the same the past 
couple of years.” No problem with storage. The company uses the orig-
inal Lumber Company building from the early 1900s that now features 
a modern sprinkler system.

“Whenever there are glitches, in the end you have to depend on the custom-
er’s understanding and that has to be made clear up front,” says Goodman.

He concentrates every day on satisfying his customers and maintain-
ing the valuable enterprise he inherited. The past has proven a good 
guide for the future. “Through the years, the family did well in deter-
mining what the market needed and where its business fit in,” he says. 
“That’s what we’re continually doing today — observing and adapting. 
We’re applying a century of knowledge to our craft.”

Now 63, Goodman is also thinking about keeping the business in the fam-
ily the way it’s always been. It seems he has a good start toward that goal as 
he guides and nurtures his sons, the fourth generation of Goodmans. 

Contact: Goodman Millwork Inc., 201 Lumber St., Salisbury, NC 
28145. Tel: 704-633-2421. www.goodmanmillwork.com

Nanofiber eats the  
competition’s dust!

(FREE with any Tempest Cyclone!)
The best value in dust collection is now the cleanest. 
Our Tempest Cyclone Dust Collectors now include Nanofiber filters as a FREE 
upgrade (a $54 value). Industry leading, Merv 15 rated Nanofiber filters combined 
with our cyclonic separation process 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.
  2.5 HP - 1450CFM - $1095

$1295
$1495 

$995

Top Quality, Great Prices and Expert Advice!Clean Air! Clean Shop! Clean Tools!

FREE

 

Offer expires 8/1/13. Offer not valid 
online. Prices subject to change 
without notice.

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

SAVE on any system you buy! PSI offers a variety of discounts and offers 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.

GOODMAN MILLWORK from previous page
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By Jennifer Hicks

As many cabinetmakers know from experience, there 
are several advantages to outsourcing standard 
cabinetry components. Take, for example, Max Hunter’s 
prospective that woodworking component suppliers bring a 

wealth of knowledge to their product. The former woodworker is now 
CEO and president of Western Dovetail in Vallego, Calif. Established in 
1993, the company is celebrating its 20th anniversary and has seen sig-
nificant growth, particularly during the last three years.

“When you’re outsourcing things like drawers, you get the advan-
tage of the company like ours constantly trying to develop solutions for 
these common problems. A cabinetmaker might deal with two or three 
clients a month; we deal with two to three hundred a month, so we’re 
exposed to all of the latest demands that customers share with us and 
we can take that info and transfer it into something standard that can 
be ordered rather than reinvented,” says Hunter.

“Another big advantage of putting components orders in the hands 
of experts like us is that our company specifically focuses on the most 
high-profile, high-end, super-custom homes and most innovations hap-
pen with people with the most unlimited budgets.”

The company focuses entirely on drawers. Through the years, cus-
tomers have expressed a growing interest in drawers and receptacles 
to manage waste and recycling needs. The company offers an extensive 
line of stock models in various sizes and configurations, such as the 
new double 35-quart recycle pullout.

Industry doing better
The Wood Component Manufacturers Association, a trade group 

representing manufacturers to supply cabinetmakers with the parts 
they need, offers an annual outlook. This year’s report, written by the 
group’s former executive director Steve Lawser, indicates there are 
strong signs that business is getting better for the companies that have 
survived the recent recession.

Lawser refers to a strong trend toward producing more customized 
products as a way to compete with the large volumes of standard com-

HELPING

OUT 
WHERE IT WHERE IT 
COUNTSCOUNTS
Outsourcing standard cabinetry components 
can help a woodshop juggle several jobs at 
once and offer clients more options

continued on next page

Wood Plus 
decorative 

moldings from 
Outwater plastics

Tri-Mod lighting 
from Outwater 

plastics
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ponent and finished products that are being 
imported from overseas. He suggests that, 
because of this, component manufacturers are 
getting closer to their customers in order to 
anticipate their needs for certain components 
and, in turn, capitalizing on their ability to 
produce smaller and more customized orders 
with a quicker turnaround.

Larry Brookes, owner of Sawtooth Shelf Sys-
tem in Washington, N.J., says he is currently 
taking more daily orders for his custom shelv-
ing component units on a daily basis than he 
ever has done in the past and also has a reor-
der rate of 50 percent of his customers. Speed 
and added value are what make his product 
most attractive.

“If a shop is fully automated and it has to 
drill the shelf holes with a jig or line-boring 
machine, they’re finding that the Sawtooth 
is much easier and faster. They’re also find-
ing that they can charge more for the cabinet. 
We’ve had many calls from architects and 
designers who’ve been putting these shelving 
systems in their plans,” says Brookes.

James McGough, president of Timbercraft, a 
custom dovetail drawer manufacturer in New 
Milford, Conn., says he’s seen an uptick in or-
ders from small- to medium-sized shops in the 
last three years.

“I think a couple of things are happening 
here with outsourcing components. The de-
mand for cabinets remained stagnant for too 
long. People didn’t feel safe and held on to 
their money, but they’re also starting to real-
ize that they do have to replace things. Also, 
I think business is getting better for everyone 
with the housing market starting to pick up,” 
says McGough.

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

OUTSOURCING from previous pageChevron corner drawer dividers
from Western Dovetail

Timbercraft U-shape drawers
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“I’m a good barometer for woodworkers. I 
deal with one- to 15-man shops all of the time 
and our customers are routinely polled about 
our services and products. This company’s 
value proposition is that we make good draw-
ers quickly and that’s the bottom line. There’s 
been a lot of interest in our new U-shaped 
undermount drawer. People like it because it 

solves the problem of going around plumbing 
to utilize more space.”

Unlimited options
For other parts such as legs, bases and ped-

estals, Osborne Wood Products in Toccoa, Ga., 
has a generous offering of new items. These 
include a variety of designs such as fluted, 

contemporary, Shaker, Arts and Crafts, and 
other well-known styles.

Keystone Wood Specialties in Lancaster, 
Pa., is a wholesale manufacturer that sup-
plies the custom cabinet, furniture and remod-
eling industry with cabinetry components. 
Using CNC technology, the company offers 

continued on next page

Timbercraft recycle drawers
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a full product line ranging from doors 
and drawer fronts to dovetailed drawer 
boxes, face frames, solid wood molding, 
wainscoting and more. The company 
recently launched a new door program, 
allowing cabinetmakers to show their 
customers a prototype door sample to 
verify their design and color choice. Cus-
tomers can request up to two 12” x 15” 
prototype sample doors per order for a 
reduced price. Lead times vary, depend-
ing on finishes and various moldings 
requested.

A&F Wood Products in Howell, Mich. 
offers a selection of more than 5,000 
items, including pocket doors, commer-
cial doors, bi-pass doors, bi-fold doors, 
hardware and accessories. The company 
has various divisions that will help in-
dustry professionals get the expertise 
and service they are looking for.

Joey Shimm, of Outwater Plastics in 
Bogota, N.J., spoke about consumers re-
cently expressing a demand for mold-
ings, millwork and ornamental accents to 
suit all needs and budgets in the forms of polyurethane, wood compos-
ite, hybrid resin and solid hardwood.

The polyurethane versions are impervious to adverse climate and 
weather conditions, and also boast clean, crisp detail and will endure 

years of refinishing. The wood compos-
ite moldings comprise a uniform, hand-
selected and premium-grade solid wood 
core harvested from renewable forests. 
The hybrid resin category includes the 
Resin Aritsan Collection, which is com-
prised of a combination of maple and 
resin that makes it non-porous and con-
sistent in its density, enabling stains to 
be evenly dispersed on it, resulting in 
a uniform finish and color. The solid 
hardwood collection includes the Royal 
Wood Collection of more than 1,200 
stocked styles of solid hard maple, red 
oak, cherry and alder decorative wood 
carvings for furniture and cabinet manu-
facturers who require a breadth of diver-
sified styles.

Lighting takes off
Shimm has also seen a lot of interest 

in diversified lighting products, such as 
the company’s new 1/16” thick Tri-Mod 
LED backlighting panels. These are suit-
ed for use in tight applications with less 
than 1” of installation depth and can illu-
minate Onyx or Corain countertops and 

blacksplashes. The panels are offered in six sizes and can be arranged 
in several different configurations to accommodate almost any type 
of application. The lights employ a low-voltage power source and are 
easy to install without any special knowledge of electronics.

IMPROVING YOUR GREATEST ASSET…TIME

OUTSOURCING from previous page

 Keystone cabinet door



JUNE 2013   WWW.WOODSHOPNEWS.COM 45

Jenna Kaba, marketing manager for Hera Lighting in Norcross, Ga., 
says consumer interest in lighting has been huge, especially with LED 
and under-cabinet lighting, for a variety of consumers including indi-
vidual cabinetmakers, as well as distributers and manufacturers, want-
ing them to illuminate cabinets, furniture and displays. 

“We literally just doubled our warehouse for what we have to offer. 
For custom cabinet makers, these products help them increase the 
sales of their kitchens if they add an option such as lighting. We offer 
good, better, best scenarios so they could have the choice of all light-
adding benefits.” 

Resources
• A&F Wood Products: Tel: 800-367-3293. www.afwood.com

• Hera Lighting: Tel: 770-409-8558. www.heralighting.com

• Keystone Wood Specialties: Tel: 717-299-6288.                
www.keystonewood.com

• Osborne Wood Products: Tel: 800-849-8876. 
www.osbornwood.com

• Outwater Plastics: Tel: 800-631-8375. www.outwater.com

• Sawtooth Shelf System: Tel: 908-689-7600. 
www.sawtoothshelfsystem.com

• Timbercraft: Tel: 800-345-4930. www.timbercraftdrawers.com

• Western Dovetail: Tel: 707-556-3683. www.drawer.com

• Wood Component Manufacturers Association: Tel: 770-
565-6660. http://woodcomponents.org Western Dovetail recycle drawers



AT THE GALLERIES

By Jennifer Hicks

The “Current Student Work” furniture 
exhibition was held April 26 through 
May 29 at the Messler Gallery of the 
Center for Furniture Craftsmanship 

in Rockport, Maine.
The exhibition showcased furniture and 

decorative objects created by students in the 
school’s flagship nine-month comprehensive 
course. The students come from a wide array 
of backgrounds and experience, including 

fine arts, science, architecture, boat building, 
advertising and sports education. For many, 
this exhibition was the first opportunity to see 
their work in a professional setting. 

The nine-month program is designed for as-
piring professional furniture makers and dedi-
cated amateurs who seek in-depth training. 
Students complete 11 sequential projects that 
take them from woodworking fundamentals 
through the fine points of design and crafts-

manship. The lead instructor for the course 
is U.K. furniture maker Aled Lewis. Twelve 
teachers include Linden Frederick (painter), 
Stephen Gleasner (turner), Jim MacDonald 
(marquetry), Paul Loebach (product designer) 
and Adrian Ferrazzutti, Tom Kealy and Pete 
Schlebecker (furniture makers).

Participating students included Baron Taft 
Bentley (Kentucky); Judy Bonzi and Chris 
Roy (Maine); Erik Curtis, Marc Cutonilli and P
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Messler 
Gallery 
showcases 
student work
Design in Wood exhibition returns 
to Southern California and The 
Furniture Society schedules two 
exhibitions
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WWW.BEAVERTOOLS.COMOMM Free T-Shirt or Hat 
with any Tool Purchase!Call us at 1-800-365-6677
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Rorschack’s table 

by Judy Bonzi.
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Yoshy Pineles (New York); Mark Galipeau (California); Jason Hebert 
(New Hampshire); Jonathan Reif (New Jersey); David Selditz (Wash-
ington); Brett Simon (Florida), and Karina Steel (Colorado).

Design in Wood
The 32nd annual Design in Wood exhibition, co-sponsored by the San 

Diego Fine Woodworkers Association and San Diego County Fair, is 
scheduled for June 8 through July 4 at the Del Mar Fairgrounds in Del 
Mar, Calif.

The international exhibition of fine woodworking draws about 1 
million visitors and entrants compete for more than $22,000 in prizes. 
This year’s theme is “Game On” focusing on classic board games, video 
game history and culture and the connection between the two. The 
entry deadline has passed for this year’s show.

Furniture Society exhibits
Two studio furniture exhibitions are scheduled in conjunction with 

The Furniture Society’s annual conference called FS2013: L.A. Sympo-
sium, which runs June 21-23 in Los Angeles.

Faculty Selects will feature student works from the country’s top 
furniture and design programs, 
juried by Emily Zaiden and Nick 
Offerman. The works will be 
displayed during the Dwell on 
Design event at the Los Angeles 
Convention Center.

Craft + Design is organized by 
The Furniture Society and curated 
by Steffi Dotson, exploring issues 
critical to today’s designers and 
makers, such as serial production, 
sustainability, innovation and cre-
ative business practices. The exhi-
bition at the Fifth Floor gallery in 
Los Angeles will offer a glimpse 
at the intersection of furniture de-
sign and contemporary life, while 
the works on display share the 

goal of being made by hand in a production environment.

Contacts
Messler Gallery, 25 Mill St., Rockport, ME 04856. Tel: 207-594-5611. 

www.woodschool.org
San Diego Fine Woodworkers Association, P.O. Box 82323, San 

Diego, CA 92138. www.sdfwa.org
The Furniture Society, 111 Grovewood Road, Asheville, NC 28804. 

Tel: 828-255-1949. www.furnituresociety.org 
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553 River Road, Brunswick, Maine 04011 • 800-382-4109 • Fax 207-725-0932

VACUUM PRESSING SYSTEMS, INC.

VENEERING AND
LAMINATING WITH VACUUM
VacuPress®, the leader in vacuum technology
for woodworking offers a complete line of
innovative products for veneering, laminating
and clamping with vacuum.

• Auto self cycling electric and 
air driven vacuum pumps

• FlipTop frame table presses

• Full line of panel and laminating bags
in vinyl and polyurethane

• Veneering glue and accessories

Products and information online at

www.vacupress.com

The number one choice of woodworkers everywhere.

553 River Road, Brunswick, Maine 04011 • 800-382-4109 • Fax 207-725-0932

93 Spencer Plain Road, Old Saybrook, CT  06475
www.ctriverlumberco.com

Specializing in Reclaimed Lumber/ Live Edge Slabs/ 
Native Lumber/ Hardwood & Softwood Lumber/ Specialty 

Plywood/ Veneer/ Hardware and Woodworker Supplies

Open Weekdays: 7:30-5PM, Thursdays until 7PM, Sat 8-12
PH:  860-391-0425                  info@ctriverlumberco.com
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An accent table by Jonathan Reif 
and blanket chest by Erik Curtis.
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NEW
PRODUCTS

SATAminijet® 1000 K

SATA introduces the  
 “mini” industrial spray gun, 
SATAminijet 1000 K series. 

Developed for small and 
medium sized jobs.

The small ergonomic industrial gun

Compact, ergonomic and lightweight  
 (10.1 oz.) industrial spray gun  
 for special coatings.

 Low air consumption
 High material transfer rate due to  

 optimized technology

Call 800-533-8016
www.satausa.com

Dan-Am Co.®  

Exclusive independent 
distributors of SATA 

products in the US and 
Puerto Rico

6204

List your Events in
our Calendar

Woodshop News welcomes event notices. 
Entries must be received by the15th of the month, three months prior to the event. 

Mail to: Calendar, 
Woodshop News, 10 Bokum Road, Essex, CT 06426

Fax to: Calendar, 860-767-0642
E-mail: j.hicks@woodshopnews.com  

Subject: Calendar Item

The events are also listed at no charge on the Internet: www.woodshopnews.com
Be sure to include: event name, date, location, sponsor, contact name and telephone number, and Web site URL if applicable.

GENERAL INTERNATIONAL’S 
new disc sander, model 15-205, fea-

tures a fully-enclosed steel stand, 2-hp motor 
and a mechanical brake to automatically stop 
the disc within seconds, according to the 
company. The sander’s 15” cast-iron disc 
has wraparound-style steel guards covering 
the entire rear and side edges and, for added 
safety, half of the front face. A 4” dust port 
at the rear of the disc can be connected to 
any shop dust collection system. Weighing 
212 lbs., the sander offers a 22” x 12” cast-
iron table that tilts to 45 degrees for bevelled 
sanding, 3/4” X and Y axis miter slots and an 
aluminum miter gauge. It also has a two-step 
safety switch with lockout key to prevent 
unintentional startup or unauthorized use of 
the sander. The sander retails for $1,459.99, 
plus any applicable freight or taxes, until 
Sept 1. For information, visit www.general.ca.

UNEARTHED PAINTS is a new nat-
ural-paint company that offers an ex-

clusive selection of eco-friendly paints and 
finishes. Its Hard Wax Oil finish is a durable 
surface treatment, providing protection for 
wood, cork and stone in interior application, 
according to the company. The product is pro-
duced from natural raw materials — linseed 
oil, carnauba wax, tung oil, and colophonium 
glycerine ester (produced by pine tree sap) — 
and is non-toxic and free of VOCs. For infor-
mation, visit www.unearthedpaints.com.
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New Glue Pot Edge Banders 
Tapes of up to 3mm+Laminate strips, speed & temperature 
control, glue spread control, tape feed control, adjustable tape 
exit, glue dosage control and many new features - PEB250TRC 

 

  
For curved & 
Large Panels

 
End cutter 

Speed & Temperature 
Control. Glue Dosage 
and Spread Control

  
Make it portable 
for large counter 
top. PVC, Wood 
Laminate strips 

Laminate cutter, Files 
Veneer Miter Cutter

 
Edge Lipping Planer 

 
Door Tools 
Lock Mortiser 
Hinge Router 
Door Lifter 

 
Hot Air Edge Banders 

 

www.virutex.com 
50 Hill Street, Southampton, NY 11968 

800-868-9663 - virutex@aol.com 

   Custom
Dovetail Drawers

CedarCedar

CherryCherry

MahoganyMahogany

Red Oak

WalnutWalnut

White Oak

White Hard Maple

Birch

Brown Soft Maple

ASI/HVLP, a division of Apollo Spray-
ers, has introduced the ECO Series of 

HVLP turbine systems for small shops. There 
are three models — ECO-3, ECO-4 and ECO-5 
— with a three-, four- and five-stage turbine. 
They each feature reliable turbine motors, a 
compact case design, 20’ air hose, foam filter 
with the company’s Quiet Technology cover 
and the choice of two Apollo HVLP spray 
guns: model E5011 or model E7000. For infor-
mation, visit www.asi-hvlp.com.

AUTOMAXX CLAMPS, from Kreg Tool, use 
new technology to adjust the clamp automati-

cally to match the thickness of the material being 
clamped. The clamps are available in two styles and 
sizes. The Automaxx Face Clamp: Model KHC1410 
offers a 3” reach and clamps materials up to 27 8” 
thick, while model KHC1420 has a 6” reach and 
clamps materials up to 41 4” thick. The Automaxx 
Bench Klamp: Model KKS1120 offers a 3” reach and 
clamps materials up to 2-1 2” thick, while model 
KKS1140 has a 6” reach and clamps materials up to 
4-1 4” thick. Kreg Automaxx Clamps will be avail-
able starting June 15. Prices start at $29.99. For in-
formation, visit www.kregtool.com.
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Perfection is goal
of Doyle Design
in Philadelphia
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sanding solutions
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dyes & pigments
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• Rockler dust extractor
• Excalibur 48" slider
• Dust Router
• Oneida 5-hp collector

®
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SAW TRAX offers a new multifunction dolly, the Dolly 
Max, with posts that can be added horizontally and verti-

cally to the base for increased function. The Dolly Max consists 
of a 25” wide by 30” long one-piece steel box sitting 13” high. It 
uses 12” pneumatic tires and 5” locking casters. The internal post 
design ensures the vertical strength in the steel posts, but also 
makes it easy to reconfigure the dolly. The posts are 56” long, 
1.25” square steel powder-coated tubes. The max load is 700 lbs. 
but extra casters can be purchased increasing the max load to 
1,000 lbs., according to the company. The Dolly Max retails for 
$399.95 with four posts. For information, visit www.sawtrax.com.

SHERWIN-WILLIAMS has introduced four new prod-
ucts to its F3 line of formaldehyde-free finishings: Sher-

Wood F3 Hi-Bild PreCat White Lacquer, Kemvar Plus Conver-
sion Varnish, Kemvar Plus Surfacer and its PreCat Primer/Sur-
facer. F3 products are traditional, catalyzed products with none 
of the formaldehyde typically emitted during application and 
curing and offer the same performance and aesthetics without 
concern of formaldehyde. Finishers benefit by eliminating both 
the strong odor of formaldehyde from their finishing process, as 
well as the residual formaldehyde odor that often causes com-
plaints during installation and unpacking of wood products, 
according to the company. The four new products join the line 
that already includes Hi-Bild PreCat Lacquer, Kemvar Varnish 
and Kemvar Sealer. For information, visit http://oem.sherwin.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

CALIFORNIA
June 8-July 4 — Design in Wood. Interna-

tional exhibition of fine woodworking co-
sponsored by the San Diego Fine Woodwork-
ers Association and the San Diego County 
Fair. Location: Del Mar. www.sdfwa.org.

HAWAII
Aug. 31-Sept. 2 — Marquetry for the Islands 

with Paul Schürch. Class will focus on using 
local indigenous wood and veneer, scrap lum-
ber, urban downfall and sustainable non-com-
mercial sources of solid wood to create art, or 
patterns and pictures made of wood. Loca-
tion: Wood Show in Ohau. http://woodshow.
hawaiiforest.org

IOWA
Aug. 23-25 — Woodfest, sponsored by 

Amana Arts Guild. Location: Amana Col-
onies RV Park in Amana. www.amanaarts 
guild.com

MAINE
July 15-26 — Cabinets and Casepieces: 

Focus on Modernism with Thomas Hucker 
and Brian Reid. Improve casework skills while 
exploring the mid-century modern style. Fee: 
$1,280. www.woodschool.org

MASSACHUSETTS
July 15-19, Aug. 12-16, Oct. 16-20 — Five-

Day Bare Bones of Wood Carving Classes 
with David Calvo in Gloucester, Mass. www.
davidcalvo.com

NEVADA
July 24-27— AWFS fair at the Las Vegas 

Convention Center. www.afwsfair.org
July 29-Aug. 2 — Summer Las Vegas Mar-

ket, an international furniture trade show. 
Location: World Market Center in Las Vegas. 
www.lasvegasmarket.com

NORTH CAROLINA
July 29- Aug. 3 — Ladderback chair class 

with Drew Langser. Students will make a 
bent-back, double slat, post-and-rung chair 

in this six-day summer workshop. Fee: $975. 
www.countryworkshops.org

OREGON
Aug. 5-9 — Greene & Greene Side Table 

with Gary Rogowski at the Northwest Wood-
working School in Portland. Fee: $893. www.
northwestwoodworking.com

Aug. 12-17 — Continuous Arm Wind-
sor Chair with Elia Bizzarri at the North-
west Woodworking School in Portland. 
Fee: $998 plus materials. www.northwestwood 
working.com

Aug. 19-23 — Masterworks: Joinery Concen-
tration in Frames with Gary Rogowski at the 
Northwest Woodworking School in Portland. 
Fee: $893 plus materials. www.northwestwood-
working.com

RHODE ISLAND
Nov. 1-3 — Fine Furnishings Show for ex-

hibitors handcrafted furniture and accesso-
ries. Location: Pawtucket Armory Arts Center. 
www.finefurnishingsshows.com

VERMONT
Sept. 28-29 — 10th annual Vermont Fine 

Furniture, Woodworking & Forest Festival. 
Browse unique items from fine furniture to 
hand turned bowls. Location: Union Arena in 
Woodstock. www.vermontwoodfestival.org

CALENDAR

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

WOODSHOP
NEWSShaping the Successful ShopTM ®

PUBLISHERS PERIODICAL SERVICE (PPS)
READERS PAYMENT SERVICE (RPS)

  UNITED PUBLISHERS SERVICES

PUBLISHED BY SOUNDINGS PUBLICATIONS LLC 
WARNING: PROTECT YOURSELF – KNOW WITH WHOM YOU ARE DOING BUSINESS!

CONSUMER ALERT!  CONSUMER ALERT!  

HOW CAN YOU TELL IF AN OFFER IS FROM WOODSHOP NEWS?HOW CAN YOU TELL IF AN OFFER IS FROM WOODSHOP NEWS?
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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.”

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

www.BrandNew.net

Electric or Flame Heated
Custom Designs, Logos, Signatures

Custom Branding Irons

(800) 964-8251

Quality for over 20 Years!

RIDGE CARBIDE
EXPRESS CUSTOM

CUTTERS & KNIVES
• Custom Router Bits
• CNC Router Bits
• Corrugated Back Knives
• Molder Planer Knives 
   (William and Hussy, Shop Fox, Grizzly)

• Groovers & Cutters
• Profi le Shaper Cutters

Call Toll Free: 1-800-443-0992
Tool Free Fax: 1-888-728-8665

Email: rcttool@verizon.net

www.ridgecarbidetool.com
595 New York Ave Lyndhurst, NJ 07071

We deliver what others 
only promise with 
2-3 day delivery.

 Band Saw Blades
Swedish Silicon Steel 

Timber Wolf®

 

        call: Suffolk Machinery 
     800-234-7297                

     Now Order Online
www.timberwolfblades.com

1/8" Through 2"

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

Freeborn
Cope & Pattern Sets

Now on Sale

Phone (888)344-5545 
Fax (209) 835-9378

www.pmetooling.net
For all your tooling needs

Cope & Pattern
3/4” to 1-1/8”

Glass Panel
3/4” to 1”

Tongue & Groove
1/4”

PMEDistributors, LLC

ELIMINATE SLOW TIMES
Earn extra $ making bunk beds

ACT
NOW!

• 18-year proven
program

• A+ Rank with
the BBB

Visit our website
for more information

1800BUNKBED.COM/WNC

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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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

FastenersBand Saws Business OpportunitiesBits, Cutters

Drawers

Branding Irons

Hardwoods

Bits, Cutters

Glass

Finishes/Coatings

SELL YOUR STUFF WITH
WANT TO MAKE SOME EXTRA CASH?

WOODSHOP
NEWS

®

860-767-3200 
ext. 284

CLASSIFIEDS
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Knobs & Pulls

Hinges

Instruction/Schools

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

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

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!

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

K   C
 DISCOUNT 

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

Oregon Claro/Black Walnut

WALNUT PRODUCTS
5315 NW St. Helens Rd.

Portland, OR 97210

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

Slabs - Wide lumber - 4/4 through 16/4

Turning - Carving Stock - Gunstocks - Veneer

Web Site   www.gobywalnut.com

Exotic Wood Wonderland!
The Largest Importer of 
Exotic Hardwoods From 

Pen Blanks to the Whole Log!

www.westpennhardwoods.com

716-373-6434

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

 
American Hardwoods 

Specialty Figures and Widths 
Sequential Sets 

 
 
 
 
 
 

Online Inventory 
www.horizonevolutions.com 

814-772-1651 

Kempton, PA 19529

Ph: (610) 756-6827

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 

NEED A 
SLAB?

Good Hope
Hardwoods

(610)274-8842
www.goodhope.com

HardwoodsHardwoods

Jointers/Planers

Hardwoods

at
www.woodshopnews.com/classifieds

WOODSHOP
NEWS

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

www.turningsunlimited.com

Custom Woodturning

TURNINGS
UNLIMITED

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
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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!

Services

Miscellaneous

Veneers

Machinery VeneersLumber

Wood Turning

860-767-3200 
ext. 284

CLASSIFIED ADVERTISING

WOODSHOP
NEWS ®

WOODSHOP
NEWS

®

at
www.woodshopnews.com/classifieds

VISIT OUR 
ONLINE 

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

Serving the Industry  
Since 1972

FREE 
1,000 Page 

Catalog!
Lowest Prices...  Widest Selection...  All From Stock! Go to 2012 Web Pages 531-540
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Oliver Macninery Co. ........................................ www.olivermachinery.net ............................................. 18
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PMK Family, L.L.C. ............................................. www.pmksystems.com ................................................. 27
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Stiles Machinery ................................................ www.stilesmachinery.com .............................................. 1
SuperMax Tools ................................................. www.supermaxtools.com ............................................. 44
US Body Products ............................................. www.usbodyproducts.com .......................................... 51
Vacuum Pressing Systems .......................... www.vacupress.com ...................................................... 47
Virutex ..................................................................... www.virutex.com .................................. ............................ 49
W. Moore Profiles Ltd. ................................... www.wmooreprofiles.com ........................................... 19
Williams & Hussey Machine Co. ................ www.williamsnhussey.com .......................................... 14
Witmer Wood Products LLC ...................... ………….. ................................................................................... 49
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49 down, 1 to go
In 2011, Robert Wendt began creating cus-

tom personalized cutting and serving boards 
as a hobby. The business took off so quickly 
that he was able to quit his day job as a main-
tenance mechanic and go full time. To date, he 
has fabricated and sold nearly 3,000 cutting 
boards, with shapes of states being his most 
popular design.

“I really like cutting boards, but I knew 
when I started that if I was going to do any 
good selling them that I had to separate my-
self from the competition, so I decided to focus 
on state-shaped cutting boards. I made a profit 
the first year in business and doubled the 
profit the following year,” says Wendt.

The cutting boards are made for clients all 
over the world, but Wendt has made a few 
signs and plaques for local customers. He 
markets his work through Etsy.com, an online 
store for makers of handcrafted items.

Wendt says most of his products are usually 
bought for someone else as a gift and are often 
only used for decorative purposes. He also 

puts custom engravings on them, giving them 
a personal touch for graduation, wedding 
and birthday gifts. All are made with brown 
maple, which is cut into thin strips and then 
glued together to make a strong board. This 
brings out a multicolored look in each piece. 
He then uses a CNC to cut out any state shape 
or any other landmass the customer requests.

“There’s only one state I haven’t 
done one for and that’s Hawaii. I 
have no idea why. Ohio is the most 
popular. Others are New Jersey, 
Texas and California. I just got one 
for Canada, which was a tough one 

to do with so many islands on the northeast 
part of the country. But I will try to meet all 
customer requests. I have shipped customers 
from all over the world, even Australia.”

The boards range from $35 to $60, depend-
ing on their size and custom modifications.

For information, visit www.woodbob.com.
— Jennifer Hicks

60 Grit                  Rough humor by Steve Spiro






