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If your fi nishes aren’t fl awless, it refl ects poorly on your fi nal product. 

Don’t let inadequate methods and machinery hold your skills back.

 

Stiles brings you sanding technologies that offer a wide variety of 

functionality and capability. Technologies that allow you to make 

the highest quality product with an affordable investment. We offer 

solutions for all sanding projects, from solid wood to veneer, 

lacquers and complex edges.

TECHNOLOGIES TO COMPLEMENT 
YOUR CRAFTSMANSHIP

616.698.7500 | www.stilesmachinery.com

LET’S START TODAY.
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Rated #1 in testing by Rensselaer Polytechnic Institute (R.P.I.) for load 
carrying and wear reduction. Odorless. Prevents rust. FDA and USDA accepted 
in use areas with potential incidental food contact, i.e., food warehouses and 
farms. Silicone or Silicone-free lubricants. Compound, Spray or liquid. 
Available in a range of sizes.

DON’T LUBE IT. SLIPIT.

SLIPIT. 
A 70-year love 

affair with a
lubricant. 

After 70 years, you might not think a lubricant would 
retain the loyalty and devotion of customers around 
the world. Yet SLIPIT customers have found it to be the 
best lubricant around. Something we were reminded 
of when RPI, one of America’s top engineering 
schools, conducted independent research, which 
conclusively proved SLIPIT to be the leader in load 
carrying and wear reduction.

SLIPIT is odorless, stays where it’s put and doesn’t 
attract dust or grime. Join the legions of SLIPIT users 
and discover the best in the business.  

Visit www.slipit.com to order and to learn more about 
our three silicone-free professional grade lubricants, 
or call 845/778.7219 or email us at info@slipit.com. 

We’d love to hear from you.
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Merger and acquisitions have been 
the talk of the woodworking in-
dustry in recent months. Let’s start 
with SawStop’s purchase by Fes-

tool parent company TTS Tooltechnic Systems.
I’ve had a front-row seat to watching Saw-

Stop grow from an idea into a manufacturer of 
high-end cabinet saws. Stephen Gass invented 
Active Injury Mitigation technology, which 
prevents saw operators from suffering serious 
cuts and wounds by stopping the blade within 
a few milliseconds if the saw blade comes in 
contact with the operator’s skin, in 1999 but 
couldn’t find a saw manufacture willing to 
license it. SawStop eventually decided to build 
its own saws and has been selling them with 
great success since 2004.

In June, SawStop announced a purchase 
agreement with TTS. It’s a surprising develop-
ment that suddenly makes sense for a safety-
conscious brand (Festool) that doesn’t make 
table saws.

“For TTS and the company’s subsidiaries, it 
has always been a top priority to deliver preci-
sion results with maximum operator protec-
tion. The newly acquired technology, which 
TTS will continue to develop together with the 
SawStop team, supports these priorities and 
prepares TTS to face stricter safety require-
ments that are likely to be imposed on power 
tools,” the company said in a statement.

The acquisition is expected to close in July. 
SawStop will be integrated into the TTS group 
as a separate legal entity and both the name 
and brand will be preserved. The company’s 
current management team will continue to op-
erate SawStop. For more on the purchase, see 
our story on Page 8.

Axalta Coating Systems recently completed 
its acquisition of the Valspar Corporation’s 
North American industrial wood coatings 
business, which includes the Zenith, Ultra-

guard, Lifeshield and Color Choice brands. 
Valspar divested the business in connection 
with the antitrust approval of its acquisition 
by the Sherwin-Williams Co.

In July, Rev-A-Shelf acquired Glideware 
LLC of Grand Junction, Colo., a manufacturer 
of home organizing solutions. “The acquisi-
tion of Glideware is a perfect fit for Rev-A-
Shelf,” Rev-A-Shelf general manager David 
Noe said in a statement. “These are versatile 
products that resonate in many applications 
and we expect our broad exposure to provide 
even more success to the line.”

* * *
Festool recently announced it started pro-

ducing its FS guide rails, an integral system 
component and accessory of many of its 
power tools, at the company’s North Ameri-
can headquarters in Lebanon, Ind. Festool 
plans to expand its Lebanon-based manufac-
turing facilities for additional production lines 
and other products in the future.

The guide rails, produced with U.S.-sourced 
material, will begin shipping throughout the 
U.S. and Canadian markets later this year, ac-
cording to the company. The guide rails are 
aluminum tracks that work in collaboration 
with some of Festool’s most popular products, 
including its track saws, routers and jigsaws.

* * *
The Cabinet Makers Association scheduled 

its first national conference to celebrate the 
trade group’s 20th anniversary for March 1-2, 
2018, in Denver at the Crowne Plaza Denver 
Airport Convention Center.

Presentation topics will include pricing 
strategies, transitioning to CNC, technolo-
gy tools, workforce development, succession 
planning, and sales and marketing training.

For more, visit www.cabinetmakers.org. 

SawStop acquisition could
change the safety landscape

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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S awStop LLC was scheduled to be ac-
quired by Festool parent company 
TTS Tooltechnic Systems by the end 
of July. 

The sale for an undisclosed amount includes 
all of SawStop’s patents, intellectual property, 
products and facilities, according to SawStop 
vice president of marketing Matt Howard. He 
says SawStop’s owners reached out to TTS 
earlier this year to initiate the sale.

“We’ve always been admirers of TTS and 
their companies,” Howard says. “We see a lot 
of parallels with SawStop and the values of 
their products and brands. They build comple-
mentary products to ours and they focus on 
safety. We’re a safety company.

“With the support of TTS, we are excited
to grow our business and to invest in the 
development of new tools. This acquisition 
will also continue the stability of customer 
support that SawStop owners have always 
enjoyed.”

Established in 1999, SawStop manufactures 
table saws designed to minimize saw-related 
injuries and the costs associated with them. 
Its saws feature a safety device that stops and 
retracts the blade on contact with skin. 

TTS Tooltechnic Systems is a third-gen-
eration, family-owned company based in 
Wendlingen, Germany. Its family of com-
panies includes Festool, Tanos, Cleantec  
and others.

“We are proud to join a company with a 
shared passion for customer safety, product 
quality and meticulous engineering,” SawStop 
president and founder Stephen Gass said in 
a statement. “Speaking for our entire team in 
Tualatin, Oregon, and across North America, 
we are excited to join with TTS to bring safer 
woodworking to more people through new 
tools and in new markets around the world. 
With a family like TTS at our side, I can’t wait 
to see what we will accomplish together.”

SawStop’s current management team will 
continue to operate the company from its Or-
egon headquarters.

For more, visit www.sawstop.com. 

Festool parent company 
buys SawStop 

By Jennifer Hicks

T he Architectural Woodwork Institute Education Foundation is 
awarding $25,500 in financial aid to 10 scholarship winners.

The winners were chosen from a pool of applicants nomi-
nated by woodwork technology instructors from secondary and 

post-secondary schools across the U.S.
“This year’s scholarship program attracted a larger number of new 

schools and a greater variety of institutions participating than in previous 
years. We believe that students are envisioning the architectural woodwork 
industry as a viable career path, whether on the manufacturing side or the 
management side,” foundation chairman Kent Gilchrist said in a statement.

Winners include Bryce Ahlers, Preston Boyd and Kelson Classen 
(Pittsburg (Kan.) State University); Ben Gonzales (Cerritos College); Mi-
chele Brenes (Fox Valley Technical College); Ellen Cahill (Madison Area 
Technical College); Jake Cazja (New England School of Architectural 
Woodworking); Jason Astor (MILL National Training Center); Andrew 
Dearing (Utah Valley University), and Lucas Pipkin (Appalachian State 
University).

Nominees were judged on grades, references and personal letters. Spe-
cial consideration was given to those pursuing a career in the woodwork 
industry.

For more, visit www.awinet.org. 

AWI foundation names 
scholarship winners 

By Jennifer Hicks

NESAW director Greg Larson (right) with student scholarship winner 
Jake Cazja.

NEWS DESK





NEWS DESK

T he Woodworking Machinery Industry Association Educa-
tion Foundation recently awarded $31,500 in scholarships 
toward pursuing a career in wood technology, machinery 
and related fields. To date, the foundation has provided 

nearly $380,000 in scholarship funding.
This year’s awards included $16,500 to 11 college students and a 

total of $15,000 to three schools — Pittsburg (Kan.) State University, 
New England School of Architectural Woodworking in Massachu-
setts, and Quebec’s National School of Furniture and Cabinetmaking 
— that distributed scholarships to 12 students.

Eleven of the 23 scholarship recipients are female.
“Once again this year, WMIA’s Education Committee and the 

Foundation Board of Trustees were quite impressed with not only 
the skills and accomplishments of the scholarship recipients, but the 
passion they expressed about having a career in the woodworking 
industry,” says Chris Hofmann, WMIA’s education committee chair-
man and Lamello product manager at Colonial Saw Co.

“We have been very pleased with the increased quality of the schol-
arship applicants and the continued surge in the number of female 
students receiving awards bodes well for our industry. WMIA is very 
proud to support the industry in this way year after year.” 

The WMIA Educational Foundation is supported by contributions 
from business groups and individuals in the woodworking industry 
and the International Woodworking Fair.

For more, visit www.wmia.org.

WMIA education  
arm hands out  
scholarships 

By Jennifer Hicks

Your benefits: Production with all
CNC machines, faster machining & 
assembly, stronger connections

Lamello USA is a division of

888.777.2729 - East Coast
  800.252.6355 - West Coast

www.csaw.com

Time-saving RTA 
cabinet connector for 
nested-based CNC routers 
without edge drilling and 
with a very high clamping 
force!

Milwaukee expands warnings,
instructions for battery pack

In consultation with the U.S. Consumer Product Safety Com-
mission, Milwaukee Tool is voluntarily expanding the warn-
ings and instructions of its M18 High Demand 9.0 battery pack, 
model No. 48-11-1890.

The expanded product warnings address situations that could 
lead to a battery pack failure and/or other safety hazards. This 
safety notice does not require users to return their 9.0 battery 
packs.

“Should highly conductive or corrosive fluids get inside the 
M18 High Demand 9.0 battery pack in sufficient quantities, it 
can cause battery pack failure,” the company said in a statement. 
“Failure can include short-circuit which, in the extreme situation, 
can result in smoking or fire, even when not in use. Examples of 
highly conductive or corrosive fluids include seawater, certain in-
dustrial chemicals and bleach or bleach-containing products.

“Because Milwaukee Tool is committed to continuously im-
proving safety, quality and customer satisfaction for the pro-
fessional trades, the company is proactively taking immediate 
action, issuing expanded warnings and instructions for the M18 
High Demand 9.0 battery pack.”

For more, visit www.milwaukeetool.com.



Are you creating parts or 
running production?

s5x10 FMT Plus

The Freedom Machine Tool CNC Router is built and designed for 
production. Fully manufactured and supported in the USA, this 
machine empowers you to produce more parts with a higher 

quality at a lower cost. Turnkey packages and custom solutions 
available to fit your unique needs.

(888) 436-8768
freedomcnc.com
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While it’s not used as often as 
some of its mainstream domes-
tic counterparts, alder (Alnus 
rubra), also known as red alder, 

still strikes interest from those looking to in-
corporate a striking appearance in their proj-
ects. Native to the Pacific Northwest, the light 
rust-hued hardwood is moving steady at lum-
beryards, according to hardwood distributors 
interviewed by Woodshop News.

“We show it to customers every once and a 
while, depending on what they’re looking to 
do, and they wind up buying it. Sometimes 
they’re not aware of it here on the East Coast,” 
says Rob Lamoureaux of Parkerville Wood 

Products in Manchester, Conn. 
“The wood’s tone is similar to cherry, but 

not as pink/red. It has a similar grain pattern, 
but not the same texture. Cherry’s texture is 
more like a maple and this has more of a softer 
texture when machining it. We offer a clear 
grade, but it does have a knot or two in it. It’s 
knottier than our regular premium cherry. 
People looking for something more rustic like 
smaller tabletops find it’s perfect for them. It 
gives them a cherry look, gives them some-
thing a little more unique, but it’s still domes-
tic. When they find out about it they like it 
because nobody else has it.”

Alder sales have increased in the last year 

for Scott Roberts at Roberts Plywood of Deer 
Park, N.Y., who says customers give him 
positive feedback on using it for cabinetry 
applications and also for culinary purposes.

“Whenever I sell alder to someone, they 
call me back and say they love it, that it’s 
easy to work with, it’s light in weight, easy to 
finish, takes stains well … and a lot of them 
put the scraps in a smoker for their fish or 
chicken for flavoring,” Roberts says.

“It is a little bit soft, so if you’ re running it 
through a molder, the blade better be sharp 
because it will leave a nick in it. I see a lot of 
it used for residential cabinetry. It’s too soft 
to use for flooring or stairs. And that rus-
tic look is pretty desirable right now. Even 
though I offer clear and rustic, more people 
want the character grade.”

Matt Gilland of Superior Veneer & Ply-
wood in New Albany, Ind., has seen a slight 
increase in alder veneer sales, especially with 
rustic variations.

“We’ve sold quite a bit of alder since Feb-
ruary. It seems like the rustic’s been a little 
bit more popular for us than the clear has. 
The clear that we’ve been producing has 
been going predominantly out West. The 
knotty turns out beautiful because we ran-
dom-plank it. We will cut it up and disperse 
the knots so that way the knots are appearing 
top to bottom, left to right, and it looks really 
nice,” Gilland says. 

Alder as an alternative 
sells well with consumers 

By Jennifer Hicks
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Grex Power Tools has a new 21-
gauge pneumatic brad nailer, 
model H850LX, aimed at wood-
workers and trim carpenters.

Product manager Raymond Wong explains 
that 21-gauge nails offers users a middle 
ground between the small hole size left by a 
23-gauge pin and the holding strength of an 

18-gauge brad nail. 
“The reason why people like the 21-gauge 

nowadays for finish applications is because 
it’s a good compromise between the two. It’s 
got a little bit of a bigger nail, so we can get 
more of the structural holding power closer 
to an 18-gauge, but it’s still got a really small 
head size, closer to the 23-gauge,” Wong says. 

“Most professionals will have both the 18- 
and 23-gauge tools. But there are certain sce-
narios where somebody might just want to 
bring one tool instead of having to carry two 
tools with different nails around and the 21-
gauge gives them that opportunity.”

The nailer weighs about 3.5 lbs. and shoots 
fasteners ranging from 3/8” to 2” long. It fea-
tures an adjustable edge guide, metal body, 
steel-belt hook and auto lockout to prevent 
dry firing with an override function.

The 21-gauge nailer sells for $399 with a car-
rying case and accessories.

For more, visit www.grexusa.com. 

Grex Power Tools
debuts new brad nailer 

By Jennifer Hicks
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Safety Speed Mfg., a provider of pan-
el-processing equipment, introduced 
a new screw-pocket machine, model 
SPM301HD, featuring a direct-drive, 

continuous-duty electric-spindle motor for re-
petitive jobs in high-production facilities. 

“The key benefit of our pocket-hole prod-
uct line is superior mechanical performance 
versus other models on the market, which 
are generally air-driven to create the pocket 
and pilot hole,” company president Brian 
Donahue says. “Now, with the HD model, 
the cutting performance of the spindle motor 
can’t be matched. It’s the same motor seen 
on high-end CNC equipment, very industrial 
and heavy duty for a customer with high 
production.

“With [our] original SPM301 machine, we 
found our customers wanted to run it more 
than three to four hours a day. They wanted 
to run it eight hours a day or more, so that’s 
why we developed and implemented the 
CNC spindle motor into the HD model.”

The machine’s design allows the pilot hole 
and pocket to be cut at the same time, com-

pleting the process in less than a second per 
pocket without sacrificing cut quality, accord-
ing to the company. 

“The six-degree screw pilot hole and pocket 
created by our system makes for a very strong 
joint and requires less clamping when assem-
bling than other methods of joinery,” Dona-
hue says.

Other features include a built-in analog 
depth gauge and access from the top of the 
machine for quick bit changes. The machine 
requires standard 220-volt power and 30 cfm 
of compressed air at 80 psi.

The SPM301HD retails for $6,999 and is 
manufactured in the U.S.

For more, visit www.safetyspeed.com. 

Safety Speed rolls out new  
screw-pocket machine model 

By Jennifer Hicks
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TigerStop announced the addition of 
the AutoLoader, an automatic infeed 
station, for the TigerSaw 1000, the 
company’s fully automated cross-cut-

ting saw system. 
AutoLoader reduces manual material-han-

dling time. It can be customized with two to 
seven loading stations and accommodate ma-

terial 4’ to 24’ in length.
“A TigerSaw customer can be anyone from 

a small cabinet shop to a shop that requires 
multiple machines or anywhere in between. 
For maximum efficiency, the saw requires two 
operators, one to feed and one to tail, which 
allows the machine to run as efficiently as pos-
sible,” product manager Mike Anderson says.

“With AutoLoader, the operator can load up 
to five pieces of material and, once they press 
go, it will continue until they’re completely 
processed. But, without it, they will have to go 
back and forth, one piece at a time. So, by add-
ing AutoLoader, a shop owner can increase 
throughput without adding extra labor.”

The AutoLoader delivers finished-part cut 
quality along with five-piece door optimi-
zation and pack-and-bundle processing. It 
comes with Dynamic Optimization software 
for achieving maximum material yield and a 
Crayon Defect Marking System that allows 
shops to manually defect in-house and use 
lower-grade, less-expensive material, accord-
ing to the company.

Pneumatically powered, each loading sta-
tion on the AutoLoader features sensors that 
recognize when material is pressed against 
the back fence, signaling that it’s ready to be 
processed through the saw and to continue 
feeding material until more is needed or the 
cut list is complete.

For safety, a switch and kill line runs the en-
tire length of the infeed station. 

The price is about a third of the cost of com-
parable saw systems with automated infeed 
stations currently on the market, according to 
TigerStop.

For more, visit www.tigerstop.com. 

TigerStop adds AutoLoader 
to cross-cutting saw system 

By Jennifer Hicks

   Cabinetry       Melamine       MDF       Plywood       Hard Woods        Soft Woods       Plastics       Chipboard

Tel: 800.361.3408   Visit: www.axyz.com

Book your CNC Router demonstration today at one of our 8 sales and service facilities across North America
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ETemplate Systems, a provider of 3-D 
measuring and templating technol-
ogy, recently updated its ELaser Pro 
system that creates an “intelligent” 

CAD model from a visit to a job site, allow-
ing users to model as they measure. The up-
dated technology creates CAD files that are 
fully compatible with downstream design and 
manufacturing systems. 

Company president Paul Hansen says the 
new ELaser Pro exports data files to communi-
cate directly with popular cabinet-design soft-
ware such as Cabinet Vision, 2020, KCD and 
Pro Kitchen, as well as standard DXF output 
to AutoCAD and Microvellum. 

“We build files that are directly compatible 
to those systems, so the ELaser end-users can 
continue the design processes inside their soft-
ware,” Hansen says.

“This system eliminates extra steps and 
makes the design process go faster. Typically, 
members of the wood industry are out there 

doing manual measur-
ing, hand document-
ing, then having to key 
in all of the data back in 
the office. Here they are 
getting digital measure-
ments on the fly and 
they’re getting more ac-
curacy with the abilities 
of the 3-D laser.”

ELaser quickly creates 
a floor plan and push-
es it out to the ceiling 
height. Next, the user 
can add doors, win-
dows, switches, outlets and plumbing to the 
design and have all the data pass to the cabi-
net-design software, saving time and reducing 
measuring inaccuracies.

The update also makes it easier to measure 
odd 3-D shapes and has additional tools to 
input out-of-level and out-of-plumb surfaces 

into the CAD model. 
“These additional measuring tools not only 

aid in the design and installation of millwork, 
they also provide inspection capabilities to 
verify the as-built to the original design,” 
Hansen adds.

The system has a base price of $14,000.
For more, visit www.etemplatesystem.com. 

ETemplate enhances
ELaser Pro system 

By Jennifer Hicks

How  

Improved My Business

  

“The locking function of the 
Clamex fastener has greatly
decreased production time during 
glue-ups because we no longer have 
to fumble around with cumbersome 
bar clamps”.

Jonathan & Michael Buell
Wright Architectural Millwork - Northampton, MA

Learn more about Lamello from the industry experts at Lamello USA, a division of Colonial Saw    
www.csaw.com/lamello  -  800.252.6355 (Headquarters)  -  800.252.6355 (West Coast)



In conversations with some of my pro-
fessional colleagues (refinishers, restor-
ers and furniture-repair technicians), the 
subject of pricing practices often leads 

into how to best handle jobs that would cost 
more than the replacement of the object. And 
there’s usually a story relating to the item that 
helps seal the deal.

For example, I had a client referred to me 
in 2015 for a quote on restoring two teak deck 
chairs. The chaise lounge-like chairs were 
finished with house paint, had broken and 
cracked slats, seat and back frames, and some 
missing parts. Before giving a quote, I asked 
the owner about the history of the chairs and 

about his expectations and hopes for the out-
come of the repair or restoration. I took pic-
tures, made notes and I told him I’d like to do 
some research before giving him a quote.

Hidden under the paint and almost unno-
ticeable were brass plaques with the name 
“S.S. Nieuw Amsterdam.” A little time on the 
Internet revealed that the Amsterdam was an 
ocean liner built in 1937 and that she was the 
Netherlands’ ship of state. After the Nether-
lands fell to Hitler’s army, she was requisi-
tioned by Britain and spent the remainder of 
the war as a troop transport.

My client, a retired U.S. Naval officer, was 
given the chairs when he retired by an old 

friend who had purchased them as salvage 
after they were removed from the ship and 
stored for some years. I shared with him the 
results of my research and he became quite 
excited by the history of the ship and chairs. 
He revised his expectations. Even before I had 
picked up the chairs to begin work, he envi-
sioned guests admiring the gleaming polished 
brass plaques with the iconic name of the fa-
mous vessel, while he regaled them with his 
new stories.

He authorized a detailed restoration, which 
pleased me for several reasons. For starters, I 
was going to make more money and that cer-
tainly boosted my enthusiasm for the job. But 
my contributions would also make me part of 
the story, while the client gained a more ex-
pansive relationship with the chairs and their 
history.

The story was a product of the experience 
that this officer had with the chairs and his old 
friend and the history of the famous ship itself 
as brought to light by the research I shared 
with him. The value of the whole experience 
exceeded the price of the repair he paid for and 
the cost of the labor and materials on my part.

Who knew?
Sometimes the stories emerge after a com-

pleted restoration. One piano restorer couldn’t 

FINISHING
with GREG WILLIAMS

Back stories can make  
restorations well worth the time



understand why his client was crying on the de-
livery date. Was she dissatisfied with the work? 
No, they were tears of joy. The piano had been a 
wedding present from her father to her mother, 
who died giving birth to her only child.

Another piano restorer was asked to restore 
a Hardman 5 Grand, a family heirloom that the 
grandfather used to play a bit. The customer 
was the granddaughter, who wanted a player 
mechanism installed since she didn’t play.

“I had to take it to Washington, D.C., and 
deliver it to a second-floor condo,” the restorer 
says. “The daughter was quite something. She 
worked for the CIA, had been in combat and 
could fly a plane and helicopter. She was a 
tough one. After I did a final tuning check, I 
started the player and selected one of a short 
list of tunes in the digital memory. It was 
the “Battle Hymn of the Republic.” She was 
quickly in tears. It turned out that that was 
one of the only tunes her grandfather played. 
What are the odds of that? She was thrilled 
and I hear that she uses it all the time now to 
remember her grandfather.”

In these two examples, the restorer did not 
know much of the story until the item was 
complete and delivered. I’m sure that they 
were doubly glad that they had done an ex-
cellent job on the piece when they saw how 
important the journey of that piece was to 

the recipient and that telling their part of the 
story, expressing how and why they valued 
the piece, was important to the person receiv-
ing the piece.

Clinching the deal
As craftsmen — whether restorers, finishers, 

repairmen, upholsterers or fabricators — we 
must act as salesmen. Often, listening closely 
to the story that the client has to tell will make 
the sale less difficult. When the client feels that 
you are involving yourself in that story, he or 
she will be more willing to trust you to offer 
and deliver your best work and advice.

A restorer said to me, “I find most of our 
work exceeds the monetary value of the object, 
but we sell the job when we acknowledge how 
the client has valued the object. Listen to the 
story. Add to the story with your knowledge 
of wood, of antiques, of history. In working 
on the piece, we often find more information 
about it that clients love to hear. This can be 
documented in a condition report or treatment 
report or any detailed description. This can be 
added value to your work.

“Spending an extra half hour to put together 
this information is well worth it, especially in 
getting repeat business. It demonstrates our 
passion for the work we do and it is infec-
tious.”

So talk to your customers and get the back-
story on their projects. It might take a while 
longer to clinch the deal that way, but I guar-
antee the customer will be happier. And you 
might get more enjoyment from the work as 
well. 

Greg Williams, formerly senior touchup and 
finishing instructor for Mohawk Finishing Prod-
ucts, is now a freelance instructor and consultant.

CMA elects new board  
members and officers

The Cabinet Makers Association has 
re-elected Matt Krig of Northland Wood-
works in Blaine, Minn., to a fourth term as 
president and Leland Thomasset of Tagh-
kanic Woodworking in Pawling, N.Y., as 
vice presedent.

Also elected were treasurer James Fox 
of Fox Woodworking in Phoenixville, Pa., 
secretary Monika Soos of Sofo Kitchens in 
Maple Ridge, British Columbia, and Matt 
Wehner of Cabinet Concepts by Design in 
Springfield, Mo.

For more, visit www.cabinetmakers.org.
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A niche is commonly defined as a 
product or service that appeals to a 
small or specialized market sector. 
In the broadest sense of the defini-

tion, if you work in the woodworking indus-
try, you are already in a niche market.

Woodworking, like every other specialized 
craft, caters to a relatively small portion of the 
available market. To an outsider, your work 
is probably viewed as niche-esque, but to the 
insider you have an understanding of how the 
different nuances of the craft lead to special-
ization. Figuring out your specific niche can be 
daunting, but if you follow the money you’ll 
usually discover what your niche market is. A 
true niche is one that creates a comfortable or 
suitable position for your company or even for 
yourself as an individual.

View from the top
Many years ago I worked for what was, at 

the time, the largest architectural woodwork-
ing company in North America. The company 
boasted five locations across Canada and the 
United States. There appeared to be no job the 
company couldn’t handle. Hotels, corporate 
offices and large government projects oozed 
from the job book like a melted cheese sand-
wich. Each subsidiary not only served the 
local building industry, but could also be used 
as a subcontractor to other branches helping to 
meet production schedules. And even though 
each branch was totally self-sufficient, they all 
possessed a specialty niche that set them apart 
from the other divisions.

For instance, one branch was well-equipped 
to do veneering, while another was the lead-
er in CNC technology. Even location was a 
niche. I worked in the lone U.S. branch, which 
provided the company with better inroads 
into the Lower 48. Being a lowly project man-
ager, I was certainly not privy to upper man-
agement’s philosophy or business plan, but 
it seemed fairly apparent that the company 
direction was designed with the purpose of 
carrying out a plan of North American domi-
nance. 

During my tenure at the company, I was 

provided with the opportunity to receive 
training at their British Columbia branch. 
Even though they called me the “Southern 
Yank” (a sarcastically demeaning term, yet 
with a hint of puppy-dog affection), I was able 
to find their soft spot and work my way up-
stairs. It was there that I was provided insight 
on how the company ran its day-to-day plan-
ning and long-term business objectives. While 
spending time with their chief estimator, I was 
given a crash course on how large projects are 
estimated and what it takes to keep them prof-
itable. I mentioned a recent trade article about 
the “top dogs” in the architectural woodwork-
ing industry. The article went into great detail 
about the type of work each of these compa-
nies specialized in, their sales volume, years 
in business, number of employees, etc. And 
there at the top of the list (by a fairly signifi-
cant margin) was the company for which we 
worked. The chief let out a hearty laugh and 
said, “Those numbers don’t tell the whole 
story. By sales volume we are clearly No. 1, 
but half of those sales come from a very profit-
able tenant-improvement business where we 
act as the general contractor.”

It was at that moment a light bulb went off 
in my head about the importance of niches. 
Although, on the outside, this company was 
a leader in the woodworking industry, the 
numbers on the inside revealed a different 
story. Custom woodworking appeared to be 
the niche that set them apart from the compe-
tition, but it was the general contracting that 
created the bread-and-butter of the books. So 
the question that rattled around in my brain 
was: what is their niche? Woodworking or 
contracting? Were they employing the use of 
two niches to carry out their business plan or 
was the unseen general contracting their true 
niche since it appeared to be the driving force 
behind their sales and profit?

Profitable and sustainable
I believe finding a niche is not as simple as di-

verting all your energy into one differentiated or 

PRO SHOP
with BY DAVID GETTS

Seeking a niche?  
It’s not all dollars and cents

The MultiTasker

The MultiTasker line of tooling is 
designed for dual purposes.  For 
small production runs on a shaper 
the MultiTasker can be fi tted with 
precision ground HSS knives for a 
low cost to complete the project.  
For larger runs, the MultiTasker 
can be fi tted with carbide inserts 
for longer tool life and steel backer 
for support. 

Another innovation from W. Moore Profi les, LTD.

JUST RE-LAUNCHED
www.wmooreprofi les.com

IT’S FAST & EASY.

Continued on Page 22
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You are at the end of a long design 
process for a large and very profit-
able job. The client has not been the 
easiest to work with, but you and 

your staff have persevered. The process is at 
the point of signing the contract and getting 
the first deposit, when the client says: “I’d 
really like to see what the finished kitchen 
will look like.” You close your eyes, take a 
deep breath and struggle for a response.

There are software programs that can take 
rough, colored elevations of a cabinet instal-
lation done in CAD and produce photo-
graphic-quality images from any view. This 
process is called rendering and the programs 
that do this are called renderers.

The rendering process depicts the 3-D na-
ture of a CAD drawing as a 2-D picture, 
taken from a specified location and perspec-
tive under specific lighting conditions, much 
as you would frame a scene to take a pho-
tograph with a camera. Rendering brings a 
CAD-generated image of a cabinet installa-
tion to life by adding the simulation of real-
istic lighting, shadows, atmosphere, color, 
texture and optical effects such as the refrac-
tion of light. With some rendering programs, 
their output is so realistic it is difficult to 
identify the difference between a rendered 
image and a photograph.

Rendering programs are available as open 
source (free), stand-alone or as part of a CAD 
software package.

To run a rendering program, your com-
puter will need a graphics card and plenty of 
memory. A graphics card will take some — 
though not all — of the processing load off 
the computer’s central processing unit. For 
use with a Windows-based operating sys-
tem, make sure to get a rendering program 
made to work with a 32- or 64-bit process-
ing system, depending on what you have. 
There are similar requirements for Apple 
and Linux-based computers.

A 64-bit processor is faster than a 32-bit 
processor and rendering programs that re-
quire many calculations per second to func-
tion smoothly operate faster and more effi-
ciently on 64-bit processors.

If rendering is only done occasionally, a 32-
bit computer is more than adequate, though a 
better graphics card and more memory might 
be a good addition.

I’ve experimented with two inexpensive 
rendering programs and SketchUp’s CAD 
program. I used the same design for compari-
son: a simple set of cabinets with marble and 
solid-surface countertops, sink, appliances and 
recessed lighting. Renderings were made with 
different light levels, at different times of day 
and at different times of year.

Indigo RT, a stand-alone program ($199) 
from Indigorenderer.com, has more than ad-
equate capabilities to render any scene for a 
cabinet installation for a small- to medium-
sized shop. Conditions of the object and en-
vironment that can be changed including the 
lighting, materials and their textures, glass 
characteristics, reflections, and shadows.

THE CUTTING EDGE
with R.W. LEE

Rendering can seal
the shakiest of deals

reliability and technology
 without comparison.

 

 

The #1 Selling Sliding Table Saw

SI400 Nova
The best solution for every application. The SI400 Nova lets you increase ef-
ficiency with the 9 horsepower direct drive motor, while allowing you to have 
a cleaner work station thanks to the dual dust extraction. Also, every SI400 
Nova comes standard with a 10 year warantee on the sliding mechanism.

10 years 
guaranteed

Continued on Page 22
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technical market. It certainly can be that, but for 
small, custom makers it’s not so simple. A spe-
cialized niche only works if it provides you with 
enough work to remain profitable.

Geographic location also plays a key role 
in how you set up your niche market. As a 
small maker you can probably do quite well 
focusing on a single type of job if you work in 
a large metropolitan area. But if you live in a 
small town or rural part of the country, you’re 
going to need to specialize in many different 
things just to put food on the table. Don’t think 
of niches as having to be one specialized craft 
only. A niche can be a multitude of things you 
do well. Again, the best measure of a niche is 
how profitable and sustainable it can be.

Awhile back I had a visitor to my shop. He 
was a friend of a friend. He and his wife were 
moving to the area and asked if I could show 
them around. Curious about what I did, he 
came to my shop to see exactly what kind of 
business I was in. His very first comment was 
that I needed to hire more employees so that 
I could really start making money. I was so 
unimpressed by his insight into my life and 
business after spending a total of six minutes 
with me that I just had to know how it was he 
could exude such confidence in the direction 
my business needed to go. Surely he must be 
an industry expert, a successful businessman 
or perhaps a life coach to have such intrepid 
insight. When I inquired of his background, 
he said he was between jobs. In other words, 
unemployed with no credentials.

The point? A niche in business is not neces-
sarily obvious and sometimes even following 
the money trail won’t get you there. A niche is 
first and foremost personal. You might be able 
to find a niche for your business that is profit-
able, but if you don’t like doing it, it will not 
really be your niche.

A sustainable niche is twofold; it must ad-
dress the ability of a business and the human-
ity of the person. Craft markets rely heavily on 
the skill of the individual. Therefore, in order 
to have a successful niche, you must find the 
balance between what you’re good at and 
what makes you happy. 

David Getts is a certified kitchen designer and 
owner of David Getts Designer Builder Inc. in 
Seattle.

Using Indigo with SketchUp has advan-
tages as there is a toolbar with Indigo buttons 
to control Indigo operations, plus there is a 
plugin that provides easy access to tools that 
allow you to complete the rendered scene in 
SketchUp.

Learning to use Indigo is a step-by-step 
process and, with patience and experimenta-
tion, you can render any cabinet-installation 
image from a simple bathroom to a complex 

kitchen/dining room scene. The resulting out-
put will please most clients and speed the ap-
proval process.

I also tried Kerkythea, an open-source pro-
gram available at Kerkythea.net. A plugin is 
available for direct export to SketchUp and 
other CAD programs.

Kerkythea has a simple graphic user in-
terface that separates out each material or 
color used in the 3-D model from the CAD 
drawing. A dropdown menu makes it easy to 
modify the design in terms of materials, color 

and lighting options. Kerkythea has a large li-
brary of materials, backgrounds and lightning 
choices.

Either of these rendering programs can 
change the 3-D images from a CAD program 
into photorealistic images that can help sell 
your kitchen and bathroom cabinets. Both 
take patience and perseverance to learn and 
it is best to start out with a very small and 
simple design.

Rendering is ultimately a sales tool to help 
the client make a final decision. 

PRO SHOP from Page 20

CUTTING EDGE from Page 21
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W hile it’s the most effective way to achieve a perfect sur-
face, sanding is also the most challenging to manage. 
There’s the debris, of course, which includes a lot more 
fines than other operations such as planing, routing or 

shaping. And then there’s the disposable nature of the abrasives, which 
can wear or clog a lot faster than a carbide edge will dull. So making 
purchasing decisions isn’t only about the machine. But it does start there.

Sanding machines come in a variety of sizes and shapes, from profile 
or molding units to spindle, disc, stroke or edge sanders, plus wide 
belt/panel machines. For the purposes of this discussion, let’s define 
machines as stationary units to which one brings the work, rather than 
devices that are brought to the work. (For more on portable solutions, 
stay tuned for November’s article on hand-held sanding options.)

LARGER PROCESSES
One of the most iconic names in woodshop equipment, Timesavers 

(timesaversinc.com) has built sanding machinery for more than 70 years. 
The Minnesota-based company’s panel sanders are its most robust of-
ferings. The 3300 Series is a customizable machine that can be outfitted 
with up to four heads, while the 5300 Series is an immensely heavy and 
powerful machine that can be outfitted with up to five heads and is 
suited to the largest and most demanding panel-sanding projects. For 
small- and medium-sized cabinet and furniture shops, a popular option 
is the SpeedSander, which uses a combination drum and platen head to 
process small-to-medium-sized woodworking projects. For larger jobs, 
there’s the 2300 Series that comes with either a 75” or 103” abrasive belt 
and can be configured with up to four heads. Timesavers also builds 
task-specific machines for orbital, veneer and lacquer sanding, plus 
brush sanders and heavy stock removal machines.

Felder Group USA (feldergroupusa.com) is an Austrian manufacturer 
with U.S. headquarters in New Castle, Del. The company recently added 
two new machines to its stable of seven wide-belt sanders. Both the Fin-
ish 1352 and 1353 models offer an option for touch-screen control and 
can be set up as either a two- or three-belt arrangement. The model name 
comes from the 1350mm processing width and an optional carbide insert 
planer head can be added on the machines’ infeed sides. These Finish 
models have an electro-pneumatic sanding pad that is lowered onto the 
work at both front and rear with precise tolerance and the controls are 
designed to prevent veneered surfaces from being sanded through. A 
vacuum table, brushes and roller extensions are all offered as options.

Biesse America (biesse.com/na) currently offers a range of nine Viet 
brand wide-belt sanders. With headquarters in Italy, it has offices in 

Anaheim, Calif., and Charlotte, N.C. The company is very accessible: 
it operates 200,000 sq. ft. of showrooms and every year conducts 7,000 
demos worldwide. One of its latest support innovations is Parts, a 24/7 
online system where shops will be able to locate and order spare parts. 
With green goals in mind, Biesse’s Viet range of machines includes the 
ESS system, which allows for energy savings of up to 30 percent and 
that affects both electricity consumption and CO2 emissions. The entry-
level S211 is ideal for smaller, artisan workshops and the machines 
increase in power and ability from there.

Eurowood Machinery (eurowoodmachinery.com) is an importer and 
supplier of machinery and replacement parts. Its Italian brand Stemas 
(stemas.it/en) offers more than two dozen sanding machines, most of 
which are designed for very specific tasks. They run the gamut from 
quite small to very large and will sand and glaze moldings and profiled 
panel edges.

Global Sales Group (globalsalesgroupllc.com) offers a variety of Castaly 
brand — formerly Lobo — sanding machines that tackle curves and 
rounds, lacquer and orbital finishing and also wide-belt tasks. One of 
the more unique is the RC-420V round pole sander that will even work 
on tapered pool sticks in full automation. The company also carries 
Safety Speed and Dotul wide belt sanders.

Martin Woodworking Machines (martin-usa.com) is a subsidiary of 
a German manufacturer that has been building machinery since 1922. 

We show some true grit in determining the machines in a crowded 
marketplace that will offer you the most for a fair price

By John English

SANDING 
TSUNAMI

The 5300 Series is the heaviest machine that Minnesota-based Timesavers Inc. 
makes, and each machine is custom built to the exact needs of the customer.
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The line consists of six Weber brand wide-belt sanders and the entry-
level model is the LCS that has Weber’s patented ISA segmented platen 
system within the framework of either a single- or double-belt version. 
The single is equipped with a combined station, while the double-belt 
machine has a contact roller station as well as a combined station. Cali-
brating and finish sanding can be performed individually or in combi-
nation. Working widths are 43” and 51”.

ROOM TO GROW
Chicago-based Opti-Sand (opti-sand.com) has a comprehensive line of 

machines including molding sanders that work on trim, flooring, pan-
eling, siding and other linear parts. They’re modular, so a woodshop 
can add top, bottom or side spindle modules as needed. The company’s 
rotary sanders work on cabinet doors, drawer fronts, face frames, entry 
doors, shutters and other three-dimensional parts. They come standard 
with a vacuum conveyor belt and are available with power-adjustable 
twin belts with edge sanders. Opti-Sand also offers panel sanders, 
hanging door line sanders (for entry/passage doors), and wire brush 
options for texturing or distressing panels, siding, flooring and frames.

Voorwood (voorwood.com) offers half a dozen feed-through shape-
sand machines, a range of table shape-sanders and its Turbosand line of 
rotary sanders. These latter sand the profiled edges of doors and panels 
or reach into grooves and decorative features. Most of the profiles in the 
catalog can be downloaded as DXF files. And Voorwood also offers Tur-
boflexPro flap-sanders, which are die-cut to better match a profile with-
out sanding off outside corners or skipping over inside curves. 

Apex Machine Group (apexmachinegroup.com) offers three families of 

single- to three-head configurations with drum, brush, disc or combina-

head options including a cutterhead. And the heaviest duty 3000 Series 

Costa Sanders LLC is part of a global corporation with U.S. headquar-
ters in Archdale, N.C. The company’s machines are available in widths 

process the bottom, top, or both surfaces in one pass. They range from 
the SK Series (which has a vacuum plant for processing small parts and 
built-in roller table extensions) through five families to the S Series. Here, 
the frame, abrasive sizes and power can all be tailored to any production 
level, as well as to aggregate traditionally different processes into one 
single machine body. With its different frame types and lengths, the line 
can accommodate from one to 10 working units.

Roba brand surface, profile/molding, distressing and edge sanding 
machines are the products of MB-Maschinenbau GmbH (mb-mas-
chinenbau.de), located in Herford, Germany. The patented Roba Tech, 
the introductory machine, is equipped with a new sanding belt that 

Mi h ll  Fu s A be e e a  Michelle Fuchs
Cell: 320-260-5731

Amber Hellerman
Cell: 320-266-5989

Financing with 
us is always a 

smooth process.

For equipment finance call 1-800-247-1922
or go to: www.stearnsbank.com

• Aggressive Credit Decisions – We look for 
ways to get the deal done

• Flexible Terms – Terms can be structured to 
accommodate your needs

• Extraordinary personal service – we answer
your call on the first ring!

Among the offerings from SCM Group NA is the Minimax ls, a surface belt 
sander with a double gooseneck and two exhaust hoods.
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contains 174 strips. An area of about 50” square contacts the workpiece 
and 360-degree rotation of the sanding aggregate over the work makes 
it possible to reach all edges and corners. The large sanding area lets the 
machine achieve its best cutting results at low rotation speeds and this 
allows the sanding strips to slide gently into milled grooves and sand 
them properly. For moldings, the Roba SSM is specifically designed for 
MDF and intermediate lacquer sanding, using abrasive wheels.

Familiar to woodshops because of its CNC routers, edgebanders 
and panel saws, NexTech Machinery has just moved into a beautiful 
new tree-lined facility in Cornelius, N.C. where several machines are 
installed and set up to demo and do sample runs. The company (nex-
techmachinery.com) offers a family of four wide belt sanders for small 
to medium sized woodshops. The single-head S37-C is the entry-level 

sanding machine and it has a width capacity of 37.4”. Next in line in 
terms of size, the S43-RC has two sanding heads that handle workpiec-

the added advantage of a 40-hp steel helical planer head. This planer/

The catalog of Oliver Machinery (olivermachinery.net) includes five 

drum sander, two edge machines and a spindle unit. The drum sander 
(model 5555) features more than a half-inch of oscillating travel, quick-
change sandpaper and an independently adjustable rear drum. It has a 
15-hp motor, cast-iron base, four-post table construction, twin 4” dust 
ports and an amp meter.

Biesse offers nine Viet brand wide-belt sanders, starting with the entry-level 
S211 designed for smaller shops. 

The K series of calibrating and sanding machines from Costa handles  
panels, flooring, kitchens, and custom woodshop needs. 
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MORE OPTIONS AND SHAPES
Laguna Tools (lagunatools.com) offers a 

complete range of small- and medium-sized 
machines. Included are several models of 
spindle, belt and disc sanders that accommo-
date the needs of a range of woodworkers 
from hobbyist to small shop pros, or desig-
nated tasks in larger environments. Laguna’s 
DDS 26 is a double-drum head that handles 
work up to 26” wide, and the DDS 38 model 
extends that capability to 38”. The compa-
ny’s family of wide-belt sanders caters to 
work from 25” to 51” and the top of the line 
Pro 51 is equipped with a primary 8” roller 
and a secondary 4” roller followed by a wide 
platen for fine finish. This allows a shop to 
dimension and finish in one pass. 

Cantek America (cantekamerica.com) has 6”, 
9” and 12” wide-edge sanders, a three-sided 
molding sander, combination planer/wide 
belt units ranging from 24” to 51” with insert 
knives, plus two single-head and a double-
head small wide belt. Cantek’s PR series 
wide-belt machines are available with one to four heads and in widths 
from 24” to 51”. The sanding heads available include a 10” contact 
drum (rubber or steel), and a combination head with a 5-1/2” diameter 
drum and 2-5/8” adjustable sanding platen.

Doucet Machineries (doucetinc.com) offers a number of edge belt sanders 
including models with two belts that allow the operator to run different grits 
simultaneously. The Doucet Progress model P-12-60 is an extremely versa-
tile combination machine that includes a 12” disc and a 6” x 60” belt sander. 

Newman Machine Co. (newmanwhitney.
com) manufactures the A-4000 and PST-4000. 
The former is a four-stage wide belt sander 
and the latter adds a helical carbide planer 
cutterhead and comes in 12 different configu-
rations and up to four heads. Both machines 
have quite sophisticated control panels, and 
the range is from 38” to 54” in width. 

SCM Group NA (scmgroup.com) supplies a 
range of 13 machines under the DCM brand 
and three Minimax models. The wide-belt 
sanders range from the entry-level DMC SD 
10 with a 37.4” wide capacity to the 64.9” 
DMC System TT 1650 and beyond. The Min-
imax Is is a surface belt sander with a double 
gooseneck and two exhaust hoods and the 
Minimax U 150 is a standard 6” edge sander 
with a worktable that can tilt to 45 degrees 
and an additional table with rubber rollers 
for shaped workpiece sanding that can be 
quickly installed and removed.

Attendees at major woodworking shows 
are familiar with the impressive presence 

of Stiles Machinery Inc. (stilesmachinery.com) at most venues. Stiles of-
fers a comprehensive range of sanding machines from wide belt and 
edge units to brush, robotic, profile, orbital and calibration sanding. 
The lines include Kuper, Heesemann and Makor brand machines, and 
there’s a Heesemann wide belt sander for almost any size application. 
For example, the KSA-8 is available with one to six heads (top and 
bottom), is designed for sanding lacquer, veneer, or veneer and solid 
wood, and is available in 62”, 70”, 78”, and 86” widths. One major ad-

The versatile A15 Stile & Rail Shaper-Sander from 
Voorwood handles parts as small as 37mm x 89mm 
and offers hopper, Space-Ball, foam and other inser-
tion options. 





PURVEYORS OF FINE MACHINERY®, SINCE 1983!

2 GREAT SHOWROOMS!
 BELLINGHAM, WA • SPRINGFIELD, MO

TECHNICAL SERVICE:
570–546–9663

FAX: 800–438–5901
18563R2

17WOODS

*To maintain machine warranty, 440V operation requires additional conversion time and a $250 fee. Please contact technical service for complete information before ordering.

•   Motor: 2 HP, 120V⁄ 240V,prewired 120V, single-phase
•  Amps: 15A at 120V, 7.5A at 240V
•   Precision-ground cast-iron table 

w/ wings measures:
401⁄ 2" W x 27" D

•  Table height: 353 ⁄ 8"
•  Arbor: 5 ⁄ 8"
•  Arbor speed: 3450 RPM
•   Max. depth of cut:

@ 90° 31⁄4", @ 45° 21⁄4"
•  Rip capacity: 31" R, 163 ⁄4" L
•   Overall size: 64" W x 401⁄4" D x 351⁄ 2" H
•  Footprint: 21" L x 191⁄ 2" W
•  Approx. shipping weight: 371 lbs.

•   Motor: 11⁄ 2 HP, 110V/220V, single-phase, 
1725 RPM, 15A/7.5A, prewired 110V

•  Table tilt: 45° R, 15° L
•  Floor-to-table height: 44"
•  Cutting capacity/throat: 131⁄ 2"
•  Max. cutting height: 6"
•  Blade size: 921⁄ 2" to 931⁄ 2" L (1⁄ 8" to 3 ⁄4" W)
•   Precision-ground cast-iron table size:

201⁄ 2" x 14" x 11⁄ 2"
•  Overall size: 30" W x 26" D x 671⁄4" H 
•  Approx. shipping weight: 259 lbs.

•   Motor: 2 HP, 110V/220V (pre-wired 110V),
single-phase, 1720 RPM

•  Amps: 15A at 110V, 7.5A at 220V
•  Table size: 213 ⁄4" L x 161⁄ 8" W
•  Table tilt: 5° L, 45° R
•  Floor-to-table height: 37"
•  Max. throat capacity: 131⁄ 2"
•  Max. throat capacity w/fence: 12"
•  Max. cutting height: 14"
•  Blade size: 120" (1⁄ 8" to 3 ⁄4" W)
•  Blade speed: 2820 FPM
•  Footprint: 24" L x 18" W
•  Overall size: 29" W x 321⁄ 2" D x 76" H
•  Approx. shipping weight: 388 lbs.

14" EXTREME BANDSAW

14" SUPER HEAVY-DUTY (RESAW-PRO) BANDSAW
WITH FOOT BRAKE

MADE IN AN ISO 9001 RATED FACTORY

252923

G0555X ONLY $85900 G0513ANV ONLY $92500

G0817 ONLY  $129500 G0771Z $89500 SALE $77500

10" HYBRID TABLE SAW
WITH RIVING KNIFE & IMPROVED FENCE

FREE!
10" X 40T 

CARBIDE-TIPPED 
BLADE

FREE!
10" X 40T 

CARBIDE-TIPPED 
BLADE

shipping
lower 48 states

$109
shipping

lower 48 states

$109

shipping
lower 48 states

$159
shipping

lower 48 states

$159

shipping
lower 48 states

$109
shipping

lower 48 states

$109

G1023RLW    ONLY  $142500

INTRODUCED IN 2007, THIS HAS 
QUICKLY BECOME

ONE OF OUR BEST SELLING 14" 
BANDSAWS!

14" RESAW
HEIGHT!

MADE IN AN 
ISO 9001 RATED 

FACTORY

MADE IN AN 
ISO 9001 RATED 

FACTORY

MADE IN AN 
ISO 9001 RATED 

FACTORY

MADE IN AN 
ISO 9001 RATED 

FACTORY

Hinge-Open Blade Guard
& Included Dual-Bearing

Blade Guides

17" HEAVY-DUTY BANDSAW
30TH ANNIVERSARY EDITION
• Motor: 2 HP, 110V/220V, single-phase, 

TEFC, prewired 220V
• RPM: 1725
• Amps: 20A at 110V, 10A at 220V
• Precision-ground cast-iron table size: 

17" x 17" x 11⁄2"
• Table tilt: 45° R, 10° L
• Floor-to-table height: 371⁄2"
• Cutting capacity/throat: 161⁄4"
• Blade length: 1311⁄2" (1⁄8" to 1" wide)
• Approx. shipping weight: 342 lbs.

10" 3 HP 240V CABINET LEFT-TILTING TABLE SAW
• Motor: 3 HP, 240V, single-phase
• Precision-ground cast-iron table (w/ extension wings): 48" W x 27" D
• Arbor: 5 ⁄ 8"
• Max. depth of cut: 
 3" @ 90°, 21⁄ 8" @ 45˚
• Cutting capacity:

8" L, 26" R
• Approx. shipping 

weight: 550 lbs. 

G0623X3 ONLY $332500

G0623X ONLY $312500
5 HP, SINGLE-PHASE 

7½ HP, 3-PHASE

10" SLIDING TABLE SAWS
• Motor: 5 HP, 230V, single-phase, 19A 
 or 71⁄2 HP, 220V/440V*, 3-phase, 20A/10A
• Main table size: 143⁄8" x 27" • Sliding table size: 121⁄4" x 63"
• Main blade arbor: 5⁄8" • Main blade arbor speed: 4000 RPM
• Scoring blade size: 31⁄8" • Scoring blade arbor: 22mm
• Depth of cut: 31⁄8" @ 90°, 21⁄4" @ 45°  • Max. rip capacity: 33"
• Approx. shipping weight:
 688 lbs. (G0623X), 
 670 lbs. (G0623X3)

181721

177335

(G0623X)

3092372
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C
ombining his formal business training with a passion for 
building cabinetry, Pete Steele, along with his former business 
partner, opened Astral Plane Woodworks in Wilmington, Del., 
in 1994. The custom shop has been going strong ever since, de-

spite some challenges along the way.
Business fell drastically during the Great Recession from 2008-10, but 

Steele made it a priority to work through the slow times so his employ-
ees didn’t take the hit. “Things dropped off by a third. I had money in 
the bank and just tried to keep work going. I didn’t lay anyone off. I 
didn’t want to do that. They have families,” Steele says.

Of course, not every business owner can keep the doors open when 
the economy goes south. But Steele’s personal business mantra of de-
livering quality products on time in the early years gave him a solid 
reputation that kept work coming in and the lights on.

Astral Plane currently has three full-time employees and one part-
timer building custom furniture and cabinetry, with a focus on com-
mercial projects such as banks, theaters, hotels and professional offices.

DRIVEN TO SUCCEED
Originally from Wilmington, Steele grew up spending time with his 

uncle, who was a woodworker. He started taking shop classes in sev-
enth grade and continued with woodworking courses through high 
school. He graduated from the University of Delaware with a business 
degree. 

“When I got out of college, I ran some retail stores. I liked the man-
agement part and the aspect of running my own business, but I didn’t 
like dealing with the corporate side of things,” Steele says.

So he switched jobs, working for a small cabinet shop before starting 
out on his own.

“I give my ex-partner, Jerome LeBlonde, credit for getting me started 
in this business. We knew each other at the University of Delaware 
where he studied design. Jerome started a woodworking business right 

out of college, whereas I worked in the corporate world. I soon found 
out this was not for me. So I went to work for him for two years before 
we partnered in 1994 to form this company. Jerome helped teach me to 
be more creative in my woodworking.”

The business basically began with a clean slate. “We had contacts 
through my partner’s former business. And both of our wives had pret-
ty good jobs in the first couple of years we were trying to get clients. 
It’s a tough business, but I get a lot of personal satisfaction out of it and 
I like when my clients are happy and like the products,” Steele adds.

The partners did it all in the early years, covering the shop and the 
office. They started in the residential market and added a full line of 
stock cabinets from JSI Cabinetry, based in Fall River, Mass. The focus 

Pete Steele’s four-man Delaware shop punches above its 
weight class, gaining business by finishing complex jobs

By Jennifer Hicks

FINDING HIS WAY IN 
Wilmington
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has shifted to more lucrative commercial work, particularly around the 
state’s coastal areas.

LeBlonde left the company in 2003 to start a shop closer to his home 
in Baltimore. That left Steele with no other choice but to hire several 
woodworkers and shift his role to estimating, designing, managing and 
other ownership duties.

ATTENTION TO DETAIL
Steele prefers commercial work over residential because the jobs are 

bigger. But he welcomes any type of request, putting 100 percent of the 
shop’s resources into every job, catering to a vast range of design styles. 
He works closely with a network of general contractors and designers, 

obtained entirely through word-of-mouth referrals.
Residential jobs include casework and custom kitchen packages. The 

shop also produces conference tables, reception desks, bars, vanities 
and countertops.

“Right now, I’m working on a kitchen with quartersawn white oak 
cabinetry with a liming wax finish,” Steele says. “We work with all 
different types of wood and finishes — some are painted and some are 
natural. We do a little bit of everything. Usually the designer has some 
idea of what the client wants and I give my input.”

Styles are somewhat in between traditional and contemporary influ-
ences. “We do a little of both. Here, the door style is a little more con-
temporary, but it fits into an older school overall design,” Steele says.

A residential kitchen,
 featuring four custom 

stools, by Astral Plane.
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“A lot of the commercial work is more on the laminate side. We do 
some columns and different architectural designs when the prints re-
quires them, along with stock laminate products.”

KEEPING A POSITIVE REPUTATION
Steele notes the competition is pretty fierce in his location. His solu-

tion is to deliver the best custom work money can buy, coupled with 
excellent customer service.

“There are a lot of shops in this area. They’re all pretty much non-
union shops and competition is pretty tough. There are probably 10 
shops within three or four miles of me.

“I’ve always stayed small. I provide excellent service. I always get 
the job done on time. No matter what, I get it done on time. The qual-
ity and the service sets me apart from the other guys that are a little bit 
cheaper than me, but don’t finish the job like they should. It drives the 
general contractors crazy when these shops complete 95 percent of the 
job and leave them stuck with all of these little odds and ends that they 
don’t finish up. There’ve been a number of occasions when I’ve gone 
out and finished another cabinetmaker’s job that didn’t complete the 
job.”

He says he will continue doing what it takes to run a successful busi-
ness for the next decade or so and, from that point, isn’t necessarily 
sure what lies ahead. Everything will depend on finding a potential 
successor.

“I’ve got at least another 10 years before I make any decisions. I’m 
not trying to expand. I don’t need to make a fortune. The business is 
not something I think I can easily sell when I retire, unless one of my 
employees wants to buy me out. But even then, if they didn’t perform, 
my general contractors won’t keep calling, so there’s no guarantee of 

work. It’s tough, but you get rewards out of it,” Steele says. 

Contact: Astral Plane Woodworks, 28B Germay Dr., Wilmington, DE 
19804. Tel: 302-654-8666. www.astralplanewoodworks.com

Steele says craftmanship and 
excellent customer service are 
the keys to his business.

A cherry reception desk made for a wealth management firm. Behind it is a 
Thomas Moser sideboard.
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FINISHING
TOUCH

THE

E
Complied by BHSW Inc.

Every project is judged first by its finish. That’s what 
customers do – they look and touch,  and then make up 
their mind. So, achieving the highest quality possible at 
the finishing stage is absolutely critical. For that, a wood-
shop needs the support of industry leading partners who 
consistently deliver.

SuperMax Tools is located in St. Paul, Minn. and has 
the proven experience and application expertise to assist 
shops with their sanding and finishing needs. The com-
pany manufactures drum and brush sanders in the US., 
and provides industry leading support to its customers.

UNEEDA has been supplying abrasive and sanders to 
woodshops for more than fifty years, and is also noted 
for exceptional customer service. The company has just 
introduced three new sanders and a vacuum system that 
collects fines down to 0.5 microns.

Once a project has been sanded, woodshops turn to 
Cefla Finishing to achieve breathtaking results in coat-
ing. As the new industrial revolution called Industry 4.0 
marries technology to talent, Cefla is leading the charge 
with a number of impressive tools that not only provide 
its customers with a competitive edge, but partner with 
shops to streamline technology as we collectively navigate 
new waters.

And when the coatings are cured, quality hardware 
adds the final finishing touch to a casework or furniture 
project. Accuride has been doing just that since 1962. The 
company is a global presence with extensive resources, a 
deep understanding of design and manufacturing, and 
a reputation as a pioneer in the development of quality 
movement solutions.

Sanding, coatings and hardware – together, these com-
panies partner with woodshops to deliver the benchmark 
in finishing touches.
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Accuride Provides That ‘Finishing Touch’

Slides that deliver smooth, reliable 
movement and nearly limitless op-
tions.

There are few features as impor-
tant to woodworkers as great de-
sign and versatility. Those traits are 
critical to achieving that “finishing 
touch” – a final product that one can 
be proud of, and also be assured will 
last. Accuride movement solutions 
provide that optimal combination. 
For over half a century, the compa-
ny has been offering craftsmen pre-
mium ball bearing slides. And those 
slides have allowed woodworkers to 
bring movement to the most unique 
and creative designs without sacri-
ficing reliability.

Nothing shows a commitment to refine-
ment better than Accuride’s newly enhanced 
9300 family of heavy-duty slides. Already the 
benchmark for its segment, the enhanced 9300 
has added new features while improving on 
those that made it a preferred choice for years. 
These include even tougher construction, a 

new opening for more mounting options, and 
a 20% increased load rating – now a whopping 
600 lbs.

The 9300 is available in many trims, includ-
ing standard lock-in and lock-in/lock-out de-
signs. It’s also available in lengths spanning 10” 
to 60”, depending on a project’s requirements. 

With so many options and a lim-
ited lifetime warranty, it’s small 
wonder that this full-extension, 
non-disconnect drawer slide has 
long been a go-to for craftsmen 
and woodworkers. The 9300 is a 
great option for pullout pantries, 
garage and shed storage and, 
with the enhanced load rating, 
moving interiors in micro-living.

But the 9300 is just one of the 
many great options Accuride 
provides for woodworkers. 
There are countless side mount 
slides, and movement solutions 
for sliding doors and under-
mount drawers. The company 
recently released the 3160EC 
Easy-Close, which is the only un-

der-mount slide engineered to support draw-
ers up to 60” wide.  Better yet, all of Accuride’s 
under-mount slides come standard with a soft-
close feature. 

Then there’s been the long-acclaimed 3800 
Series. As with the 9300, this popular family of 
medium-duty slides has also been enhanced. 
Practically a mainstay in woodworking, the 
venerable 3800 comes in numerous variants 
including heavy-duty, self-close, and Touch 
Release. This range supports drawers up to 24” 
wide and handles loads up to 100 lbs. Given its 
many options, there’s almost nothing you can’t 
do with a 3800 slide. You’ll find it almost ev-
erywhere – in kitchens, bedrooms, bathrooms, 
garages and more. 

With so many dependable options, Accuride 
slides give woodworkers what they need to 
achieve a superb finishing touch.

Accuride International Inc.
562-903-0200
sales@accuride.com
accuride.com

Play Video
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Maximum Value, Minimum Training

When it 
comes to 
putting the 
f i n i s h i n g 
touch on a 
furniture or 
c a s e w o r k 
project, Su-

perMax Tools 
offers a wide 
variety of drum 

and Super-
Brush™ sand-
ers to meet the 
needs of any 

woodshop. The company’s com-
prehensive line of machines tackles 
thickness sanding, raw wood prep, 

white wood and sealer sanding, primer and 
scuff treatment, reclaimed lumber cleaning, 
wire brushing and more. When it comes to 
training, these easy-to use-machines come 
with an extremely low learning curve. 

SuperMax Tools’ award-winning open-end-
ed drum sanders come in two configurations 
and are ideal for both small pro shops and 

woodworking enthusiasts. The fabled 19-38 
Drum Sander is an industry standard and of-
fers 19” of sanding width in a single pass, or 
38” in a double pass. SuperMax Tool’s impres-
sive 25-50 Drum Sander is the largest open-
ended drum sander on the market and will 
handle panels up to 25” wide in a single pass, 
and up to 50” in a double pass. For shops that 
routinely work on wide stock, the company 
offers double drum sanders from 25” to 50” 
wide, and those machines can greatly reduce 
the amount of time spent sanding because they 
can be set up with different grits on the two 
drums. Open-ended and double drum sanders 
produce consistent results and do so at a frac-
tion of the cost of wide belt sanders. Plus, some 
models are mobile enough to transport to the 
jobsite on large projects.  

For woodshops than need to texture, clean or 
finish sand, the SuperBrush sander is the ulti-
mate solution. This unique machine comes in 
sizes ranging from 24” to 49” wide, and in ei-
ther single and/or double brush heads. Super-
Brush machines offer infinitely variable brush 
and conveyor speeds, which allows for endless 
finish possibilities. 

SuperMax Tools offers free sample testing to 
ensure that their products provide woodwork-
ers with the best fitting machine and brush 
head for their specific applications. And the 
company provides an opportunity to expand 
the scope of projects the shop can complete, 
while increasing speed and consistency.

SuperMaxt Tools
888-454-3401
sales@supermaxtools.com
SuperMaxTools.com 

Play Video
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Better Sanding, Better Dust 

Control… Better Finish!

For more than half a century, Uneeda En-
terprizes Inc. has been helping woodworkers 
achieve the industry’s most advanced sand-
ing results. The company was founded in 
the Bronx in 1967 and is still headquartered 
in New York, with additional locations now 
in North Carolina and Utah. From day one, 
founder Herman Fuchs always understood 
that the essence of a great business is devel-
oping strong relationships with his customers. 
Today, Uneeda continues that commitment by 
providing not only the sector’s best customer 
service, but also a host of highly innovative 
sanding solutions.

Take, for example, the company’s system-
atic approach to orbital sanding. It begins with 
EKASAND E-Series electric sanders and then 
supports those with the new EKASAND Vacu-
um, which is optimized to extract the smallest 
fines and the most problematic dust particles.

The two larger EKASAND E-Series random 
orbital sanders are equipped with either a 5” 
or 6” pad, and each model is ergonomically 
designed with a low profile that provides su-
perior balance, comfort, and control for all-day 
work. A brushless 350 Watt motor features four 
adjustable speeds ranging from 4,000 to 10,000 
RPM, which allows a woodworker to select for 
both task and material. These electric central 
vacuum sanders can be equipped with stan-
dard 5, 6 or multi-hole back-up pads, allowing 
greater air flow and more dust extraction. And 
they are available in 3/16 and 3/32 orbits. 

Then, there’s the EKASAND E-Series 3” x 
4” sander, which is the perfect compact tool to 
sand flat as well as recessed and intricate sur-
faces. It delivers consistent performance while 
being extremely energy efficient, and it has an 
overheat system that will shut down the motor 

if the temperature ever reaches 
potentially damaging levels. 
The 3” x 4” is available in both 
non-vacuum and central vac-
uum versions. Compact and 
lightweight, it operates at two 
speeds (7,000 and 9,000 OPMs). 

Better sanding doesn’t mean 
a whole lot if it generates un-
controlled dust that contaminates both the shop 
air and finishes. The brand new EKASAND 
Vacuum system will solve that issue and 
was optimized to connect with any of the 
EKASAND sanders. One of the most important 
features of the new vacuum is its state-of-the-
art Permanent Clean technology, which regu-
larly measures dust levels in both of its HEPA 
filters. Once a factory preset value is reached, 
the filters are alternately cleaned within 3.5 sec-
onds using high performance electromagnets. 
The benefits here include cleaning at constant 
high air flow, while significantly reducing 
costs thanks to longer filter life. And the best 
thing of all is that a woodworker’s workflow 
never gets interrupted! The HEPA filtering re-
moves 99.99% of particles down to an impres-
sive 0.3 microns.

The EKASAND Vacuum also has a Power 
Take-off feature that automatically syncs when 
a tool is switched on or off. And it comes with 
a 10-foot long antistatic hose, so it’s not only 
a workshop solution but also a superb tool for 
installers on the jobsite. 

With a 60,000 square foot manufacturing, 
warehousing and distribution headquarters, 
UNEEDA is the only supplier in the indus-
try to offer technical services to all customers 
and distributors at no charge. Beyond offering 
the widest range of abrasive products for the 

woodworking industry (including the ability 
to supply custom sanding discs from 1/2” to 
42” diameter), Uneeda’s main objective is sim-
ple: to make sure that its customers achieve the 
best results possible while reducing their sand-
ing costs. 

Now, is there a more important finishing 
touch than that?

Uneeda
(800) 431-2494
www.uneeda.com 
sales@uneeda.com

Play Video



AUGUST 2017   WWW.WOODSHOPNEWS.COM 37

SPECIAL MARKETING SECTION  The Finishing Touch for 2017 

Cefla Finishing and Industry 4.0

Industry 4.0’s technology allows compa-
nies to connect the digital world and the real 
world – that is, the world of machines and the 
world of people. It begins with Smart Facto-
ries, where the digitization process allows 
hardware and software to interact at every 
step of the production process. By 2020, there 
will be more than a billion connected devices 
on planet Earth, and Cefla Finishing is already 
part of a future that combines the efficiency of 
mass production with the personalization of 
specific customer needs. The company, which 
is a world-leading provider of finishing, deco-
ration and digital printing solutions for the 
wood industry, is embracing Industry 4.0 in 
order to provide its customers with a competi-
tive edge, and part of that process is a new set 
of powerful and innovative tools.

The first of these, cCloner, is a tool that al-
lows for a realistic overview of a process be-
fore one starts up the production line. It cre-
ates virtual models of machining steps and 
simulates real time so that the actual process, 
once started, can meet production require-
ments and prevent inefficiencies. Simulation 
enables a woodshop to adjust parameters up 
front, and to prevent potential bottlenecks. It 
allows a shop to reach the optimum level of 
efficiency in product changeovers and in pro-
cessing different batches. And it also facilitates 
line starting operations, significantly reducing 
the time required. cCloner is quick and real-
istic: it can simulate a sequence of work days 
and, thanks to its library of 100 machines, rec-
reate down to the smallest detail. Highly flex-
ible and sophisticated, it offers tangible, useful 

support for the management of a single ma-
chine or a complete line.

When it comes to constant monitoring of 
the line, and the collection and analysis of 
data related to productivity, the answer is 
cTracker. This software instantly provides an 
operator with a host of opportunities, mini-
mizing downtime and constantly boosting 
production efficiency. At power-up, cTracker 
displays a view of the line synoptic. A super-
visor can then look into details of individual 
machines as well as alarms, recipes, and so on, 
and make appropriate adjustments. 

Beyond tracking, monitoring and simulat-
ing, a shop also needs to integrate data into 
its enterprise resource planning (ERP). The 
third Cefla Finishing tool, cLink, fills the gap 
between ERP and cTracker so that data retain 
their value over time and can be used to opti-
mize future workflows.

The fourth element in Cefla Finishing’s ap-
proach to Industry 4.0 is Smart Contract. The 
company has always understood that the core 
of evolution is service, and its massive pres-
ence worldwide makes it easy for CEFLA to 
agree with its customers on where and when 
to support them in order to solve any issue, or 
ensure an advantage. Smart Contract is akin 
to an engine kept idling, but able to imme-
diately pick up speed to prevent a problem, 
provide a solution, or ensure improved per-
formance. This is the cornerstone of the part-
nership, and it is flexible enough to be scaled 
up or down according to a customer’s needs. 
It allows the company to stay close, but only 
when necessary.

Among the solutions that Cefla Finishing 
provides are integrated digital printing that 
covers a broad swath of sectors, such as wood, 
laminates and plastic surfaces; OMNIDRY, 
which provides fully automatic management 
of piece height while retaining all the out-
standing characteristics of a standard Cefla 
vertical oven; and the super-fast Smartedge 
for painting and sanding the edges of straight 
and shaped panels. Smartedge allows an op-
erator to change edge shapes in about 10 sec-
onds, and edge thickness in 15 seconds – all 
without having to turn the machine off. To 
learn more about these and other innovative 
solutions for fixtures such as iLoad and iFlow, 
visit CEFLA online. 

CEFLA North America 
704-598-0020
info@ceflaamerica.com 
www.ceflaamerica.com 
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e bond things together. It’s what 
woodshops do. Sometimes joinery 
or hardware helps, but the core 
of what we do is use adhesives 
to make natural and manmade 
products stick to themselves and 
to each other.

As the materials in those products continu-
ally grow more complex and diverse, choosing 
the correct adhesive can be a challenge. Wood-
shops are also getting more concerned about 
environmental issues and whether “safer” 
glues will do as good a job as the old reliable 
ones. The answers lie in educating ourselves 
as to available options and the best way to do 
that is to find a knowledgeable supplier. 

GETTING IT RIGHT
Pierce Covert is the president 

of Glue Machinery Corp. in Bal-
timore (gluemachinery.com). For 
more than 50 years, the com-
pany has been supplying hot-
melt and cold-glue machinery to 
woodworkers. He says the top 
four problems when working 
with adhesives are using too lit-
tle glue and getting a poor bond; 
using too much, which slows 
the cure, causes squeeze-out 
and wastes money; not paying 
enough attention to temperature 
and humidity, both in the ad-
hesive application and the stor-
age environment; and using the 
wrong glue pattern.

“The glue pattern you select,” 
Covert says, “along with the 
pattern’s length, width, com-
pression requirements, type of 
glue and even the age and main-
tenance level of your equipment 
all have an impact in determin-

ing just the right amount of adhesive to use.”
The best way to combat all of these prob-

lems is to work with your glue supplier to 
explore adhesive options that are best suited 
to your specific needs. And when choosing 
a vendor, Covert has some advice there, too: 
“How do you determine if a glue machinery 
supplier has what it takes to go beyond a one-
time sale and actually become your long-term 
partner? Certainly, pricing will be an impor-
tant factor in your decision. But there are other 
things you’ll also want to consider.

“Responsiveness is critical. If it’s hard to get 
a supplier to answer a call or return an email 
during the sales process, one has to imagine 
that it may be even more difficult to get his/

her attention after the sale is complete. Some 
glue-machine companies only sell and service 
one or two specific lines of consumables and 
equipment. If your question is about a sys-
tem that includes pieces of equipment from 
outside their lines, they aren’t willing to help. 
Others take a more vendor-agnostic approach. 
For the greatest level of service and flexibility, 
insist on a partner that can provide compre-
hensive service regardless of brand.”

In addition to adhesives, Glue Machinery 
Corp. carries a comprehensive line of cold 
application equipment including handguns, 
complete delivery systems, label gluers, roll 
coaters, pumps and pressure tanks, and pat-
tern controllers and detectors. The compa-

ny also supplies hot-melt ma-
chinery including handguns, 
benchtop hands-free systems, 
roll coaters and automatic bulk 
systems.

Daubond adhesives from 
Daubert Chemical Co. in Chica-
go (daubertchemical.com) are used 
for thermoforming, lamination 
and assembly applications. For 
shops needing to learn about the 
process, the company has a ther-
moforming training video link 
on its homepage. The segment 
begins with an explanation as to 
why Daubert offers a two-part 
adhesive, instead of the single 
component that many shops 
use. A one-part adhesive has a 
hardener already pre-mixed into 
the adhesive and the company 
says this causes the product 
to age quicker, which reduces 
its heat resistance. That allows 
vinyl on thermofoil components 
to move excessively, eventual-
ly causing the bond to fail. The 

BUSINESS
By John English

On bentwork and forms a slow 
adhesive, adequate clamping time, 

a sturdy form and good planning 
are all essential components.  
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two-part system also requires less heat during activation and during its 
useful life it has better heat resistance. The video explains the applica-
tion process in detail, including recommending a HVLP delivery sys-
tem. It covers mixing, calibration, prep, spraying, drying, press layout 
(including using temperature strips), quality control and cleanup.

Both Daubert and Glue Machinery Corp. point out the critical nature 
of temperature. If pre-heating is too low, the adhesive won’t activate 
and set properly and if it’s too high it can damage the vinyl. 

Beyond thermofoil, temperature sensitive adhesives are also widely 
used in simple wood parts assembly. Hot-melt adhesive, such as item 
No. 3776LM from 3M (3m.com) can be a practical way to assemble 
drawers and other components in woodshops or hold things together 
until a mechanical solution takes over. According to 3M, the adhesive 

is 100 percent solids thermoplastic resin and engineered to remelt after 
bonding if exposed to high enough temperatures. Among the advan-
tages of hot-melt adhesives are that it can be virtually invisible be-
tween surfaces, quickly fills gaps and reaches its bond strength within 
seconds. That last means that a woodshop can move assemblies right 
away, which eliminates the need for clamps, fixtures or additional dry-
ing time and energy.

GOING GREEN
As with every other aspect of the woodshop industry, working with 

adhesives has an environmental aspect. Most manufacturers cater 
to this need. For example, Henkel Corp. (na.henkel-adhesives.com) has 
construction and woodworking adhesives with reduced VOCs and 

Having clamps at hand and knowing the 
open time of an adhesive is critical when 
assembling large components.

A comfortable working height and 
a logical sequence when gluing 
sub-assemblies both make glue-ups 
more comfortable and manageable.



formaldehyde-free formulations. Henkel has 
obtained GreenGuard certification for five 
of its trademarked brands: Dorus, Bondrite, 
Formica, Hybond and Permagrip.

On the front lines of environmental ad-
vances are research-and-development enti-
ties such as Sirrus (sirruschemistry.com). Its 
polymerization-on-demand technology cur-
rently provides fast cure speeds at ambient 
temperatures to significantly reduce cycle 
times, increase throughput and thereby re-
duce energy costs. In 2014, Sirrus signed a 
development agreement with Elmer’s Prod-
ucts for the development of consumer prod-
ucts from Sirrus’ Chemilian and Forza mono-
mer platforms. 

Another supplier worth watching for ad-
vances in this area is Sonoco Products (so-
noco.com). The company makes Sonotube 
concrete forms and also produces liquid, 
dry-blend and hot-melt adhesives. Its Sono-
Grip brands are designed for assembly and  
wood applications.

TRADITIONAL SOLUTIONS
Hide glue is still available as flakes that 

need to be dissolved in warm water or other 
solutions. According to Pennsylvania-based 
manufacturer L.D. Davis (lddavis.com), “it is 
sold in many different grams strengths al-
lowing adhesive compounders the ability 
to adjust open time, tack level and viscosity 
for running on all types of equipment. The 
higher the gram strength, the stronger the 
glue. The stronger the glue, the less open 
time you have.” Animal products have been 
largely replaced by pharmaceutical industry 
byproducts nowadays as the source for hide 
glue gelatin. 

Not all hide glue needs to be mixed. Tite-
bond’s Liquid Hide Glue (titebond.com) from 
Franklin International is a ready-to-use prod-
uct that “provides superior creep-resistance, 
offers excellent sandability and is unaffected 
by finishes. Its sensitivity to moisture allows 
for easy disassembly of parts, a critical benefit 
in antique restoration or the repair of musical 
instruments,” according to the company.

White glue, such as Elmer’s, is a PVA 
(polyvinyl acetate) compound and is very 
safe to use. The polyvinyl element is a plas-

tic and the acetate is a salt that is formed 
when acetic acid combines with an alkaline 
or metal base. White glue is a viable choice 
for most standard casework and furniture, 
including dovetail and finger joints that need 
more open time. It has a slight disadvantage 
for repair shops in that no adhesive (includ-
ing itself) will stick well to it once it cures. 

Aliphatic resin emulsion or yellow glue 
such as the Titebond II brand is similar to 
and just as strong as white glue, with the 
added advantage that it has a shorter open 
and clamping time. The word aliphatic 
means that it’s non-aromatic or, more pre-
cisely, it’s a chemical compound of an or-
ganic class in which atoms are not linked 
together to form a ring. While white glue has 
a feature known as creep, which means it’s 
elastic enough to move slightly over time, 
yellow glue doesn’t slip as much, especially 
during glue-up. Water-resistant or water-
proof yellow glue such as Titebond III is 
recommended for any wood project that will 
see occasional humidity (on a covered porch, 
perhaps, or in a basement).

Polyurethane adhesives such as Gorilla 
Glue are an excellent choice for outdoor 
furniture. They can require a small learn-
ing curve. For example, parts might need to 
be dampened and some brands will stain 
skin and foam up so clamping must be done 
right. Once the application process is under-
stood and followed, polyurethane adhesive 
is an impressive solution.

Epoxy is a great gap filler and the water-
proof characteristics of many brands allow it 
to be used on boats and items that are some-
times submersed. Many epoxies are formu-
lated with very fast setup times, while others 
allow a little open time.

Instant Glue and other cyanoacrylate ad-
hesives are ideal for small repairs like carv-
ing details that split with the grain by mis-
take. However, these products have a very 
short shelf life, especially after being opened, 
and there are some toxicity concerns. Read  
the labels. 

FIND YOUR 
MATCH!

Questions? 
Call 800.727.0917

to speak with a live, 
non-automated 
team member!

www.dc-dist.com
Fax: 888.633.5923

Sonoco produces liquid adhesive, dry blend and 
hot melt, and its SonoGrip family of brands are 
designed for assembly and wood applications.

In the market for an industrial bulk hot melt glue 
system? Graco’s Therm-O-Flow 200 applies 
sealants and adhesives from 55-gallon drums.
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F
or a long time now, the most com-
mon way to position and hold 
work on a basic CNC table has 
been with T-slot devices. And, for 
most jobs, they function perfectly.

However, there are some repeatability is-
sues. For example, when loosening a T-nut 
fixture, it can occasionally be challenging to 
try to replace it exactly where it was and in the 
perfect orientation. T-nuts can also block collec-
tor flow, so sometimes there’s an accumulation 
of waste in the slot. Despite that, a bed with T-
slot clamps (such as the B3V140A clamp from 
Velox at veloxcncrouters.com, or Next Wave’s 
table hold-down kit at nextwaveautomation.com) 
combined with basic nesting software is still 
a great choice for many small shops. Plus, a 
number of small-machine manufacturers such 
as ShopSabre (shopsabre.com) now offer a hybrid 
T-slot and vacuum table as an option. 

Pod and rail (and if you’re not familiar with 
the system, there’s a short image gallery on 
New CNC’s site at newcnc.com) is the system of 
choice for higher production levels. For larger 
panel jobs, a universal vacuum system can 
handle parts where the edges don’t always 
need to be accessed and matrix tables are sort 
of a hybrid between pods and vacuums. 

Choosing a work-hold-
ing system based on job 
or shop-size parameters is 
becoming a little less cru-
cial as technology advanc-
es. That’s especially true 
for smaller woodshops 
that are becoming more 
sophisticated and increas-
ingly turn to CNC solu-

tions to machine in more than one plane (top, 
sides, bottom). So, even though choosing a 
work-holding method still has a lot to do with 
the physical size of parts and the volume of 
production, other factors such as cost, availabil-
ity and in-house expertise are beginning to play 
larger roles. And the answers don’t always 
point to work-holding methods. Sometimes, for 
example, a timing test might reveal that it’s ac-
tually faster to use a non-CNC option (such as 
line boring) to perform some tasks, rather than 
upgrading the router’s fixtures. Plus, much of 
the new versatility of various holding methods 
also depends on the software being used and 
who is doing the programming. 

Vacuum technology is perhaps the most 
adaptable work-holding option, especially for 
non-linear parts, and advances in pump tech-
nology are affecting the way that woodshops 
hold parts for processing. Take, for example, 
the Danish furniture builder Kvist Industries. It 
makes high-end seating from solid or molded 
wood, so the production-line clamps need to 
handle some interesting shapes. New markets 
in China have recently generated a lot of de-
mand for both nostalgic and new designs from 
the company. So in 2015 the technical director, 
Rune Kvist, turned to Virginia-based Busch 

Vacuum (buschvacuum.com) to upgrade his pro-
duction process. The old system had sometimes 
caused clamping problems because the vacu-
um either didn’t reach the required level or got 
there too slowly. Busch provided three energy-
efficient Mink claw vacuum pumps outside the 
building “that go unnoticed, except for the fact 
that we always have the vacuum we require 
for clamping,” Kvist says. Now, the required 
vacuum is immediately available at any time 
because pipework between the pumps and the 
CNC machines serves as a buffer, where a con-
stant vacuum of 200 millibars is maintained. 
The system only runs enough pumps to main-
tain the vacuum level in the pipework (usually 
one, sometimes two). The third is a reserve to 
avoid any downtime.

HOLD THE LINE 
AND MAKE THE 

Factors such as cost, availability and 
in-house expertise are playing larger roles 
in choosing a work-holding system
By John English

The IQ Vacuum Pod system from Laguna Tools plugs into a shop’s com-
pressed air lines and turns a manual bed into a small vacuum work-
holding system.

CNC centers, such as the Evolution 7405 from 
Holz-Her, feature a vacuum clamping system to 
hold challenging workpieces and mill difficult 
shapes.
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Another approach among the most innovative industry leaders is to 
take the best of several new technologies and combine them to provide 
custom work-holding solutions. For example, Biesse (biesse.com) does 
exactly that on its new Winline 16, an NC multi-center designed specifi-
cally to produce doors and windows. It was designed for “artisans and 
small industries aiming to increase production, and for medium and 
large industries who need to produce small batches of unusual size or 
remakes.” The machine handles loading, unloading and positioning of 
pieces autonomously. One section of the double electro-spindle work-
table is dedicated to linear processing, while a second caters to custom 
elements such as arches, hollow-core doors and squaring. To accommo-
date those different functions, the Winline 16 uses finger clamps with 
pressure regulators to control the force applied (which helps avoid 
denting) and the EPS table for arches and special machining operations 
can be equipped with hyperclamps or vacuum modules.

Small-shop options
A shop doesn’t have to spend a fortune to upgrade its work holding 

for small projects. For example, Laguna Tools (lagunatools.com) offers 
the incredibly simple IQ Vacuum Pod system. Just fasten it in place to 
turn a manual bed into a small vacuum table. Included in the kit is a 
vacuum generator (venturi) and an airline fitting, so all a woodworker 
needs to do is attach that to the airline from the shop’s compressor and 
it’s up and running. There are four 2-1/2” vacuum clamps in the pack-
age.

ShopBot Tools (shopbottools.com) offers the CNC Pressure Foot that 
allows the machine to cut “impossible-to-clamp” parts without using 
tabs or double-sided tape. It attaches to the Z-axis of a router and pro-
vides clamping force directly around the cutter, where it’s needed the 
most. It’s particularly effective for machining small parts and thin/flex-
ible materials that can’t be held by traditional clamping methods.

Another budget-conscious upgrade is aftermarket cups. Using these, 
woodshops can keep up with machine-specific options through sup-
pliers such as Better Vacuum Cups (greenbvc.com). Known for its 
trademark green-colored cups, the company tailors aftermarket solu-
tions to specific manufacturers. For example, BVC is now offering a 
replacement cup for Busellato pod-and-rail systems that’s 55mm tall 
(Part No. BU80155.55B). It comes complete with a base, top cup, ball 
valve and gasket, if needed. BVC points out that Busellato and other 
industry leaders are innovative and change designs often. So machine 
owners might want to check in occasionally and see what new options 
are available. 

The new Biesse Winline 16 uses an array of work-holding solutions to hold 
both straight and curved parts, including finger clamps and vacuum modules.



There’s information on basic work hold-
ing at (makezine.com). All Star CNC Products 
(allstaradhesives.com) has a couple of handy 
guides to CNC gaskets and fixture building 
on its in-board page. Plus, Thermwood (therm-
woodwebstore.com) offers a Urethane Fixture 
Compound (item FSD0086) that is a two-part 
liquid urethane for producing 3-D fixtures. 
Once cured, it’s very durable. 

When exploring options, keep in mind that 
traditional fixture plates, tooling plates and 
quick-change clamping options are all under-
going advances as machines become more 
robotic and also as additive technologies ma-
ture. For example, Diversified Machine Sys-
tems (dmscncrouters.com) has developed a new 
quick-change fixture that dramatically reduces 
the time required to swap out fixtures on its 
CNC machines. The device increases produc-
tion and reduces stress on the operator by 
lowering swap time from about 15 minutes to 
just 30 seconds. And most top-level machines, 
such as the new Profit H08 21.31 Format4 
CNC from Felder Group (feldergroupusa.com), 
feature some form of advanced zoning that 
delivers incredibly flexible vacuum fields.

Integrated solutions
Some CNC centers are designed around 

a superior ability to hold challenging work-

pieces and mill difficult shapes. The Evolution 
7405 from Holz-Her (holzherusa.com) comes 
to mind. It has a patented vacuum clamp-
ing system that allows access to almost every 
plane and even arcs and cutouts are possible. 
The new Connect version opens up new pos-
sibilities, allowing pockets and grooves to be 
cut for connectors such as the P-System from 
Lamello on all four edges, as well as in the 
X and Y directions. Holz-Her has added a 
seventh tool-changer location to the machine 
because of its ability to hold work.

Automation and robotics are not just gain-
ing ground in workpiece holding, but also in 
workpiece feeding and unloading, and they 
are becoming more affordable. For example, 
CNC Factory (cncfactory.com) has a short video 
on its site about its new Python XPR that 
uses vacuum clamping to load/unload and 
Techno’s new ME4 CNC also automates these 
functions. The work cell automatically loads a 
4x8 sheet from a pallet using a scissor lift and 
a movable gantry equipped with suction cups 
uses retractable guide rails and stops on the 
table to accurately guide and place the mate-
rial on the CNC platform. Then the operator 
turns on a vacuum hold-down and starts the 
cut cycle. After processing, the work is pushed 
to a conveyor table at the front, while another 
sheet is simultaneously loaded from the rear. 
What’s new here is not so much the technol-
ogy, but the pricing.

As 3-D printing expands its role in the 
woodshop and the casework industry moves 
beyond boxy shapes, we’re going to see a rev-
olution during the next few years in modular 
(readymade) fixturing. CNC pallet changers, 
which provide work-holding solutions that 
can be switched mid-job, will also become 
more accessible and affordable for smaller 
operations. With a pallet changer, a shop can 
schedule several of the same parts or several 
separate jobs, and the machine will run un-
attended. Multi-line suppliers such as Stiles 
(stilesmachinery.com), and individual compa-
nies such as Midaco (midaco-corp.com) can help 
woodshops explore this option. 

A pod and rail machine is well suited to both cabinet and millwork processing, where the wood-
shop can easily position vacuum pods and rails for a wide variety of fixture options.

Diversified Machine Systems has developed a 
quick-change fixture that dramatically reduces 
the time required to swap out fixtures on its CNC 
machines.



NEW
PRODUCTS

KREG adds the Rip-Cut, a tool that 
turns an ordinary circular saw into a 

precision edge-guided cutting tool. It features a 
long-edge guide that follows the straight edge 
of the sheet you are cutting. The edge guide 
is connected to an aluminum rail that holds 
your saw on a universal saw sled. The rail has 
a built-in measuring scale. The Rip-Cut, item 
No. KMA2685, has a suggested retail price of 
$39.99. For more, visit www.kregtool.com.

BOSCH has new carbide jigsaw blades that are 
tough enough to hit a nail head and keep going, 

according to the company. They include blades for 
all-purpose work and cutting high-pressure lami-
nates. For more, visit www.boschtools.com.
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GRIZZLY INDUSTRIAL  
has a new jointer/plan-

er combination machine, model 
G0809. It is a side-by-side design 
with dedicated jointing and planing 
centers. The 6” jointer and 13” plan-
er are powered by a 2-hp motor. 
The jointer fence adjusts from 90 to 
45 degrees left or right and the table 
features a built-in rabbeting shelf. 
The planer has two feed speeds. 
Other features include a built-in 
mobile base and infeed/outfeed ex-
tension rollers on the planer table, 
according to the company. For 
more, visit www.grizzly.com.

TABLELEGS.COM intro-
duced EasyBase, allowing 

woodworkers to build freestand-
ing, strong, heirloom-quality table 
bases in under 10 minutes with no 
clamps or glue. EasyBase has cor-
ner joints aligned with modified 
mortise and tenon and secured 
with an interlocking corner-block 
system. The tables are available in 
a multitude of wood species and 
table-leg styles. For more, visit 
www.tablelegs.com.

Drawer Box Specialties
A States Industries Company

800.422.9881
DBSdrawers.com

At DBS, we’ve been making drawer boxes for more than 30 years. 

It’s what we do best. Every drawer for every customer is hand-built 

exactly to your specifications, in 5 days or less. We know tight budgets. 

We know fine craftsmanship. We know drawers.

Drawers Components Accessories

Better Vacuum Cups, Inc. provides top notch vacuum cups 
for all CNC Routers. Route into your cups, no problem! 
Check out the videos online at  GreenBVC.com

Home of the GREEN VACUUM CUPS
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niture and other fine crafts by selected arti-
sans and makers from throughout the coun-
try. Location: Three County Fairgrounds in 
Northampton. www.paradisecityarts.com

NEW YORK
Monthly — Sawdust and Woodchips Wood-

working Association meetings are held on the 
first Wednesday of each month at 6:30 p.m. 
at the Cold Springs Fire Department in Bald-
winsville. www.sawdustwoodchips.org

Monthly — Northeast Woodworkers Asso-
ciation meetings held on second Thursday of 
the month at various locations in Albany area. 
www.woodworker.org

NORTH CAROLINA
Sept. 13-15 — Wood Machinery Manufac-

turers of America’s regional networking meet-
ing. Location: DoubleTree by Hilton in Char-
lotte. www.wmma.org

Oct. 14-18 — High Point Fall Market. The 
biannual trade show for the furnishings indus-
try with 11.5 million sq. ft. of showrooms in 18 
buildings. www.highpointmarket.org

Nov. 8-9 — Stiles Manufacturing Solutions 
Seminar at High Point. The latest in technol-
ogy solutions and manufacturing processes 
for the panel processing and solid wood in-
dustries. www.stilesmachinery.com

PENNSYLVANIA
Oct. 18 — Cabinet Makers Association Re-

gional Event. This day-long educational event 
features tours of local woodworking shops. 
Location: Lancaster Host Resort and Confer-
ence Center. www.cabinetmakers.org

RHODE ISLAND
Nov. 3-5 — Fine Furnishings Show offering 

handmade furniture, accessories and fine art. 
Location: Pawtucket Armory Arts Center in 
Pawtucket. www.finefurnishingshows.com

SOUTH CAROLINA
Oct. 29-31 — Architectural Woodwork In-

stitute 65th annual convention featuring panel 
discussions and networking opportunities for 
industry professionals. Location: Charleston 
(venue TBA). www.awinet.org

SOUTH DAKOTA
Monthly — The South Dakota Woodwork-

ers Guild meets the last Thursday of every 
month (except August) at various members’ 
shops. The club has hand tool and woodturn-
ing groups. www.sdwoodworker.org

TEXAS
Oct. 5-6 — Closet & Storage Summit featur-

ing independent closet companies. Location: 

Doubletree by Hilton in Austin. www.closet-
summit.com

Oct. 26-Dec. 1 — 18th annual Texas Furni-
ture Makers Show. A juried exhibit featuring 
furniture makers from Texas. Location: Kerr 
Arts and Cultural Center in Kerrville. www.
kacckerrville.com

Nov. 12-14 — Specialty Tools & Fasteners 
Distributors Association 41st annual conven-
tion and trade show. Manufacturers, distribut-
ers and other industry professionals will con-
vene and take part in educational programs, 
seminars and new product debuts. Location: 
Austin Convention Center. www.staftda.org

WISCONSIN
Oct. 26 — Stiles Sanding Seminar. Join Stiles 

Machinery, 3M and Madison Area Techni-
cal College for this one-day complimentary 
seminar to gain a better understanding of the 
sanding process. Location: Madison College in 
Madison. www.stilesmachinery.com

WYOMING
Sept. 7-10 — Western Design Conference, 

an exhibit and sale of handmade furniture, 
fashion and home accessories in a Western 
theme featuring more than 130 artists. Loca-
tion: Snow King Center in Jackson Hole. www.
westerndesignconference.com

WOODSHOP
NEWSShaping the Successful ShopTM ®
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Family Owned & Operated New Jersey  
& Arizona

1-800-631-8375

Side Mount

FULL EXTENSION DRAWER SLIDES

Soft Close Concealed Undermount

Side Mount

FREE FREIGHT PROGRAM
Must order a combination of 10 pairs.  Freight 
included when shipped in the continental U.S.   

This offer cannot be combined with other items.

Part # Each Pair 10+ Pairs
OI-9500S-10 $5.30 $4.81 pr.
OI-9500S-12 $5.66 $5.14 pr.
OI-9500S-14 $5.89 $5.35 pr.
OI-9500S-16 $6.25 $5.67 pr.
OI-9500S-18 $6.84 $6.21 pr.
OI-9500S-20 $7.43 $6.74 pr.
OI-9500S-22 $7.78 $7.06 pr.
OI-9500S-24 $8.61 $7.82 pr.
OI-9500S-26 $9.45 $8.58 pr.
OI-9500S-28 $9.91 $9.00 pr.

FREE FREIGHT PROGRAM
Must order a combination of 6 pairs.  Freight 

included when shipped in the continental U.S.  
This offer cannot be combined with other items.

Part # Each Pair 6+ Pairs
OI-4100TS-9 $13.27 $11.87 pr.

OI-4100TS-12 $14.73 $13.18 pr.
OI-4100TS-15 $16.00 $14.31 pr.
OI-4100TS-18 $17.61 $15.76 pr.
OI-4100TS-21 $19.16 $17.14 pr.

FREE FREIGHT PROGRAM
Must order a combination of 10 pairs.  Freight 
included when shipped in the continental U.S.  

This offer cannot be combined with other items.

Part # Each Pair 10+ Pairs
OI-4505S-14 $7.07 $6.30 pr.
OI-4505S-16 $7.81 $6.95 pr.
OI-4505S-18 $8.51 $7.58 pr.
OI-4505S-20 $9.20 $8.19 pr.
OI-4505S-22 $9.99 $8.89 pr.
OI-4505S-24 $10.70 $9.53 pr.
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Blum celebrates 40 years 

Blum Inc., a manufacturer of cabine-
try hardware items such as soft-close 
hinges, custom drawer slides, and 
advanced lift systems, is celebrating 

40 years in the United States this year.
The company marked the occasion by invit-

ing all employees to a special event held on 
April 29 at Carrigan Farms in Moorseville, 
N.C.

“We have always believed 
in building long-lasting re-
lationships with employees, 
customers and key suppli-
ers. Many times it is said 
that the customer comes 
first,” Blum CEO Karl Rud-
isser said in a statement. “I 
believe that both the em-
ployee and customer are 
equal. I think if you have 
great employees, the natu-
ral consequence is they will 
take care of the customer.” 

Blum Inc., founded by Julius Blum in Aus-
tria, was established in 1977 in Hickory, N.C., 
in a small rented warehouse and products 
were imported from Austria. Shortly thereaf-
ter, the company moved to its current home 
in Stanley, N.C., where the manufacturing of 
products in the United States began. Today, 
Blum operates in a 450,000-sq.-ft. building on 

75 acres and has more than 400 employees.
“We are continuously innovating new prod-

ucts and services and working to improve the 
quality of existing ones,” Rudisser said. “Be-
cause of this, we can look back on many years 
of continued growth.” 

For more information, visit www.blum.com 
-Jennifer HicksBlum CEO Karl Rudisser at the celebration.

Finalists named for AWFS fair’s
Visionary New Product Awards

The finalists for the AWFS fair’s 2017 
Visionary New Product Award were 
announced. The awards recognize 
creativity and innovation and are 

evaluated on quality, production impact, prac-
ticality, innovation and ease of use.

The winners were selected at the fair, held 
after deadline.

The finalists, in their respective categories, are:

Software
Mozaik CNC Operator — Mozaik Software.
Virtual Vision 3D — Next Wave Automation
Osync Machine Analytics v2.0 — C.R. Onsrud

Woodworking
LT-2D3D-C Laser Templator — Laser Products 
Ind.

Tooling
RiverRax — Techniks /Riverside Tool Corp.
Leitz BrillianceCut Circular Saw Blade — Leitz 
Tooling Systems
CNC Laser Height Control — CNC Factory

Components
Senseon Secure Access — Accuride Int.
Biesse bPad — Biesse
Rev-A-Shelf LLC/Tresco Lighting Snap Panel 
Lighting — Rev-A-Shelf LLC

Machinery Under $50,000
8” Spindle Option for M652R Multi-Moulder 
and Router  Mikron 

Machinery Over $50,000
Durr Ready2Spray Paint Robot — Enhance-
ment Technologies
Vitap Point K2 TOP CNC Work Center — 
Vitap Costruzioni Meccaniche S.p.A.
Master.Pro Triple Tables — Bacci America 

Power Tools
Apollo True HVLP Precision-6 Turbo 
Paint Spray System — Apollo Spray-
ers International Inc.
Composite Fastening Systems — 
Senco
Shaper Origin — Shaper Tools Inc.

Hardware
Salice Air Hinge — Salice America 
3135EC Eclipse Easy-Close Under-
mount Slide — Accuride Int.
3160EC Eclipse Easy-Close Under-
mount Slide — Accuride Int.
Snap On Drawer Slides — Lockdowel

Raw Material
Osync Machine Analytics v2.0 — C.R. 
Onsrud
Lean Robot Cell — SCM

General
Universal Dust-Free Router Hood — 
Oneida Air Systems
TP-CHJ Concealed Hinge Jig — True 
Position Tools
TP-PLJ Puck Light Jig — True Posi-
tion Tools

TP-2312 Long Handle Extensions — True Posi-
tion Tools
Miter Fold Dado Set — Rockler Woodworking 
and Hardware  
AKF with Rombex Technology — Uneeda
Apex — Timber Products Co.

Industry 4.0
Komo Machine Monitoring — Komo Machine
X Line New Air Nozzle System — Krautz-
berger GmbH

60 Grit                  Rough humor by Steve Spiro

FRED FIGURED HE DIDN’T REALLY NEED  
A DUST COLLECTION SYSTEM. 






