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Off to
the races
Saratoga Custom
Cabinets jockeys
for more growth

Controlling waste:
Identify & eliminate

Maintain what
you’ve got

Nailers, pinners,
staplers and more

NEW TOOLS
• Grizzly router trables
• Laguna table saws
• NGX Clamp Edge
• Talent T3 CNC router

$3.95 (Canada, $5.95)

®



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

TECHNICAL SERVICE: 570-546-9663 

20698

19WOODS

 
Due to rapidly changing market conditions and tariffs, our advertised 

prices may be increased at any time without prior notice.

QUALITY MACHINES, GREAT PRICES! BUY DIRECT & SAVE!
MOST ORDERS SHIP THE SAME DAY  

Christmas Promotions
OCT.28TH – DEC.31ST

VISIT GRIZZLY.COM FOR

175370 175370

175370

175370

$169
shipping

lower 48 states

G0855
ONLY $115000

G0856 WITH HELICAL CUTTERHEAD

ONLY $159500

FREE
PAIR OF SAFETY 
PUSH BLOCKS

RE-INTRODUCING A GREAT LINE OF PLANERS & JOINTERS
We have dealt with this amazing factory in Taiwan for more than 35 years—long before Powermatic®, 

Sawstop®, and others started working with them. The President of the factory is a personal friend of the 
President of Grizzly, and these machines are of exceptional quality. Buy with confidence!

FREE
PAIR OF SAFETY 
PUSH BLOCKS

$169
shipping

lower 48 states

G0857
ONLY $129500

G0858 WITH HELICAL CUTTERHEAD

ONLY $172500

MADE IN AN 
ISO 9001 
FACTORY

G0858 Spiral Cutterhead

• Motor: 3 HP, 230V, single-phase
• Table size: 8" x 76"
• Fence size: 4 5⁄8" x 38"
• Maximum depth of cut: 1⁄8"
• Rabbeting capacity: 1⁄2"
• Cutterhead speed: 5500 RPM
• Cutterhead diameter: 3"
• Cutterhead knives (G0857): 3
• Cuts per minute: 16,500

15" PLANER WITH CABINET STAND

$169
shipping

lower 48 states

$169
shipping

lower 48 statesG1021X2 ONLY $199500

• Motor: 3 HP, 230V, single-phase
• Max. cutting width: 15"
• Max. cutting height: 6"
• Min. stock thickness: 3⁄16"
• Min. stock length: 6"
• Max. cutting depth: 1⁄8"
• Feed rate: 16 FPM & 28 FPM
• Number of knives: 3
• Knife size: 15" x 1" x 1⁄8"
• Cutterhead speed: 5000 RPM
• Table size with extension rollers: 15" x 50"
• Approx. shipping weight: 517 lbs.

MADE IN AN 
ISO 9001 
FACTORY

PRECISION-GROUND 
CAST-IRON TABLE

G1021Z ONLY $145000

EXTREME SERIES 15" PLANER
WITH HELICAL CUTTERHEAD

MADE IN AN 
ISO 9001 
FACTORY

• Motor: 3 HP, 230V, single-phase
• Max. cutting width: 15"
• Max. cutting height: 6"
• Min. stock thickness 3⁄16"
• Min. stock length: 6"
• Max. cutting depth: 1⁄8"
• Feed rate: 16 FPM & 28 FPM
• Cutterhead speed: 5000 RPM
• Table size with extension rollers: 

15" x 50"
• Approx. shipping weight: 553 lbs.

MADE IN AN 
ISO 9001 
FACTORY

• Motor: 3 HP, 230V, single-phase
• Table size: 8" x 72"
• Fence size: 45⁄8" x 38"
• Maximum depth of cut: 1⁄8"
• Rabbeting capacity: 1⁄2"
• Cutterhead speed: 5500 RPM
• Cutterhead diameter: 3"
• Cutterhead knives: 3 (G0855)
• Cuts per minute: 16,500

• Number of cutterhead inserts:
 36 (G0856)
• Insert size: 15.0 x 15.0 x 2.5mm
• Power transfer: Poly-V belt drive
• Switch: push-button 

with large off paddle
• Approx. shipping weight: 450 lbs.

Center Mounted Fence with Positive 
Stops at 45°, 90° & 135°

8" X 72" DOVETAIL JOINTERS WITH BUILT-IN MOBILE BASES

• Number of cutterhead inserts 
(G0858): 36

• Insert size: 15.0 x 15.0 x 2.5mm
• Power transfer: Poly-V belt drive
• Switch: push-button 

with large off paddle
• Approx. shipping weight: 484 lbs.

8" X 76" PARALLELOGRAM JOINTERS WITH BUILT-IN MOBILE BASES



Thank You
To our customers for 50 

years of trusting Lamello 
with your business.

From the invention of biscuit joinery to the 
versatility of the P-System and excellence of 
Cabineo, Lamello continues a now 50-year 
legacy as the leader in quality, innovation 

and functionality in woodworking shops all 
over the world.

1969 - 2019

www.csaw.com/lamellowww.csaw.com/lamellowww.csaw.com/lamello

1969 - 2019
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ALTENDORF’S high-
performance edgebanders 
come in all shapes and sizes 
to suit every kind of application.  
Our precise and dependable 
edge processing systems are 
the choice of professionals all over 
the globe. This established product 
has an amazing reputation for reliability 
and adaptability. In short, we produce 
edgebanding technology that is designed 
to suit everyone. 

Take a look at our edgebanders or reach 
out and ask us for help with choosing your 
ideal edge processing machine. 

For more information visit our website:
www.altendorfgroupamerica.us
or call us at:
(704)360-4119

THE PERFECT EDGE

“I just wanted to tell you that we love our (Altendorf)
edge bander and what a great performance it is giving us.
I just wanted to tell you how good the machine was” 

Thomas Clayton of South Georgia Cabinet Co.

CHOOSING THE
RIGHT ALTENDORF
EDGEBANDER FOR YOU

(704)360-4119



Quality + Service
Pay Less

With the enthusiasm and passion of woodworking, Castaly Machinery 
offer the machines to allow woodworkers to create more with less cost. 
The featured tools are engineered with multi-functions that bring out 
the best quality and easy adaption. Contact us for more details! 

Castaly Industries Corp.
FULFILLING ALL YOUR MACHINERY NEEDS

TEL: +1 626 968 6330 | FAX: +1 626 968 6333
ADDRESS: 637 VINELAND AVE. LA PUENTE, CA 91746 

TWIN-408
Twin Table 4’x8’ CNC Router

$43,990.00

Basic-408
Basic 4’x8’ CNC Router

$12,990.00

Super-510
Super 5’x10’ CNC Router 
Standard

$49,990.00

CLC-3624
36”x24” Engraving 
Laser

$5,690.00

CS-18AAT-12
18” Auto 
Program 12FT 
Cut Off Saw

$22,990.00

TRS-0016
16” Single Rip Saw

$13,990.00

SM-236A
9”6 Spindle Moulder

$32,990.00

PL-18
18” Two Side 
Planer with Straight 
Knife Cutter

$19,990.00

WEBSITE: WWW.CASTALY-CNCMACHINE.COM | WWW.LOBO-MACHINE.COM



DECEMBER 2019    WWW.WOODSHOPNEWS.COM 5

22

45

Visit us online at www.woodshopnews.com

n  Contact Customer Service
www.woodshopnews.com/subscribe
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Streamline® RTA Cabinets
DRS131 3/4” (131), 2-1/2” Frame, Satin White
Morningside 3/4” (119), Fog Insert
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M y wife and I are expecting 
another house. We’re so ex-
cited. We’ve been trying for 
months.

We’re about three weeks away from clos-
ing on a four-bedroom investment prop-
erty. It’s not a flip, as I see it, because we’re 
not going to turn around and sell it in six 
months. Instead the plan is to have it ready 
to rent by next spring. It’s a 50-year-old 
house that needs a new kitchen and bath-
rooms, so I’ll be busy.

For inspiration, I’ve been on a YouTube 
tear. Renovation videos sort of fall into two 
camps: showing how to do something or 
what was accomplished. The best, in my 
opinion, show a project from start to finish. 
Not in real time, of course, but with enough 
detail to cover every step of the process.

Here are some of my favorite YouTube 
channels:

The Essential Craftsman: Scott Wad-
sworth shares his knowledge on construc-
tion and blacksmithing. Currently explain-
ing how to build a house in painstaking 
detail. We’re 50 episodes in and the walls 
are just going up. But the tricks of the trade 
are invaluable.

Home RenoVision DIY: Jeff Thorman, 
a general contractor in Ottawa, is a natu-
ral in front of the camera. I’ve picked up 
some painting and tiling tips that will 
definitely help.

Homemade Home: Hosted by the Home-
stead Craftsman, who renovates really 
cheap houses. There aren’t many $10,000 
houses in my neighborhood, but he can find 

them. Wish I had his plumbing and electri-
cal skills.

Finish Carpentry TV: Richard McMurray 
basically brings viewers to his jobsite, shar-
ing the tricks of the trade. A fine example 
of how to market a business with YouTube.

The Handyman: Focuses on operating 
a handyman business with lots of how-to 
instruction. Makes me think about a ca-
reer change.

The Wood Whisperer: Long-time fan of 
Marc Spagnuola’s channel that often incor-
porates humor with solid woodworking 
knowledge. The projects are great, but I es-
pecially appreciate the videos that focus on 
setting up shop.

April Wilkerson: Picks a project and 
dives right in. It’s been impressive to watch 
her skills grow, and over a million subscrib-
ers seem to agree. The series on “Building a 
giant bandsaw mill” is quite good.

Pure Living for Life: Watching this mar-
ried couple build a house with structural in-
sulated panels makes me wish they hadn’t. 
I’m rooting for them, but everything is just 
so hard.

The Samurai Carpenter: The Samurai 
uses the third person too much, but he’s 
got skills. Good source for Japanese joinery, 
blacksmithing and old tool information.

AvE: Canadian MacGyver who doesn’t 
give a puck with his tool reviews. He’s a man 
of mystery, smarter than your average bear, 
and happy to expose a tool’s underbelly. 

Looks like I’ve strayed from my original 
home renovation topic, but YouTube has a 
way of leading us down a rabbit hole. 

Congratulations: It’s a
two-story raised ranch

Working with tools and wood is inherently dangerous. We try to give our readers tips that will enhance their understanding of 
woodworking. 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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I n effort to elevate safety messaging on 
home furnishings websites, the Ameri-
can Home Furnishings Alliance is taking 
on an industry-wide education initiative 

to better communicate key furniture safety in-
formation to consumers. 

The 20+20 Project was announced at AH-
FA’s 2019 Regulatory Summit in October with 
the goal of getting 20 manufacturers and 20 

retailers to help launch the initiative. 
“Although we initially are seeking 40 indus-

try leaders to spearhead the effort, we intend 
for the 20+20 Project to eventually result in 
better safety communications on hundreds of 
home furnishings websites,” says AHFA vice 
president of communications Patricia Bowling. 

The AHFA wants to achieve safety aware-
ness by first addressing the most high-profile 

websites, so more consumers understand the 
importance of selecting compliant furniture 
and how to identify it in the marketplace. The 
project follows an AHFA review of its member 
company websites. 

“Our member companies are leaders in 
product safety. But, when we reviewed their 
websites, we discovered that their efforts and 
significant accomplishments are mostly hid-
den from public view,” she adds.

Specifically, the AHFA found that most compa-
nies fail to state that their products comply with 
the voluntary furniture stability standard, ASTM 
F2057-19. Also, companies seldom mention the tip 
restraint kit for anchoring to a wall that is included 
with the purchase of any compliant product.  

For more, visit www.ahfa.us. 

AHFA is promoting   
furniture safety awareness 

By Jennifer Hicks

T he Cerritos College Foundation has 
received a $2.3 million gift from the 
late John B. Smith, Jr. to support the 
school’s woodworking program. 

Smith, an alumnus of Cerritos College in Nor-
walk, Calif., designated the gift for wood-
working scholarships. It is the school’s largest 
financial donation to date.

“We are truly humbled and inspired by Mr. 
Smith and his family’s generosity,” Dr. Jose 
Fierro, president and superintendent of Cer-
ritos College, said in a statement. “Mr. Smith’s 
gift will help students attain advanced skills 
in woodworking and master the artistry of 
woodcrafts for many years to come.” 

The foundation will establish the John B. 
Smith Scholarship Fund to benefit students 
enrolled in woodworking courses at Cerritos 
College. Scholarships will be available starting 
later this year. 

Cerritos College has offered woodwork-
ing courses for more than four decades. The 
program emphasizes hands-on training and 
real-world experience in more than 40 classes, 
including face frame and frameless cabinet 
construction, CNC woodworking, architectur-
al millwork, table and casegood construction, 
hand tools, woodturning, and veneering. 

“Woodworking can be a very rewarding ca-
reer for students who are just graduating from 
high school or people looking to develop a 
highly skilled hobby,” said Reuben Foat, chair 
of the college’s woodworking program. “The 
job market for woodworking is very strong 
with careers that range from cabinet mak-
ers, furniture finishers, machine operators, 
and craft woodworking artists. Students who 

complete the program generally are incredibly 
satisfied working within this meaningful and 
gratifying vocation.”  

Smith established a trust to create a wood-
working scholarship fund at the college fol-
lowing his and his mother’s death. He was 
born in Wichita Falls, Texas, and graduated 
from North High School in Torrance, Calif. in 
1962. He worked as an engineering draftsman 
in the aerospace industry for ten years. He 
took woodworking courses at Cerritos College 
before moving to Paso Robles, Calif., where 
he lived at the time of his passing. He also do-
nated his woodworking equipment, including 
a drill press and bandsaw, to the college. 

For more, visit www.cerritos.edu. 

Cerritos College benefits from 
gift to woodworking program 

By Jennifer Hicks

Students working in the Cerritos College woodworking shop.



INFO@ANDERSONAMERICA.COM
ANDERSONAMERICA.COM

SALES: 704-522-1823

WHEN YOU’RE
SERIOUS ABOUT 
YOUR BUSINESS,

IT DESERVES A
SERIOUS MACHINE
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Remodeling market expected  
to stall in 2020

Annual gains in homeowner spending for improve-
ments and repairs are set to give out by the second half of 
next year, according to the Leading Indicator of Remodel-
ing Activity released by the Remodeling Futures Program 
at the Joint Center for Housing Studies of Harvard Uni-
versity.

The LIRA projects that annual home improvement and 
maintenance expenditures will post a modest decline of 
0.3 percent through the third quarter of 2020.

“Continued weakness in existing home sales and new 
construction will lead to sluggish remodeling activity 
next year,” Chris Herbert, the center’s managing director, 
said in a statement. “Slowdowns in other key indicators 
of improvement spending—project permitting, sales of 
building materials, and home prices—also suggest the re-
modeling market may be reaching a turning point.”

“At $325 billion, owner improvement and repair spend-
ing in the coming year is expected to essentially remain 
flat compared to market spending of $326 billion over the 
past four quarters,” added associate project director Abbe 
Will. “However, today’s low mortgage interest rates may 
help counter some of these headwinds, which could buoy 
home improvement expenditure over the coming year.”

ASID opens 2020 awards programs
The American Society of Interior Designers has opened four of its 

awards programs for submissions, including 2020 National Honors, 
Fellowship, Ones to Watch, and Outcome of Design.

“These awards highlight the true power of design,” said Randy Fiser, 
CEO of the ASID. “The practice uniquely impacts the lives of the peo-
ple who design and inhabit spaces. We’re thrilled to honor those who 
advance the profession and the top projects that prove its value.”

For more, visit www.asid.org.

New president & CEO at  
Bürkle North America

Bürkle North America announced that its board of directors has 
appointed Kurt Palmer as president and CEO, replacing Helfried 
Weinzerl who is stepping down after seven years. This leadership 
appointment is effective immediately.

“We are fortunate to have someone of Kurt Palmer’s caliber and 
experience step up to lead Bürkle North America,” said board chair-
man Richard Crowe in a statement. “We are at an important mo-
ment and we need continued leadership to successfully implement 
our strategy of utilizing our core technologies of lamination and 
coating for a variety of markets.”



.
Manufacturing a machine

capable of shredding it is ours

weima.com

What you do with your wood waste 
is your business.

888.440.7170  |  info@weimaamerica.com
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T he Cabinet Makers Association expects 
about 200 members to attend its sec-
ond national conference – exploring 
the theme, “2020 Vision: A Clear View 

of the Woodworking Industry” – scheduled for 
Mar. 4-6, 2020 at the Q Center in St. Charles, Ill.,.

The group’s executive director, Amanda 
Conger, says woodworkers and related in-
dustry counterparts, whether CMA members 
or not, are invited to attend and benefit in 
several ways. 

“It’s important for a few reasons. One is 

stepping out of your shop into a different 
perspective. You’re so focused on your day-to-
day responsibilities. At the same time, you get 
that perspective of other people in similar situ-
ations or who’ve been there and succeeded. 
Networking is huge at these events. We try to 
keep everyone busy with educational sessions, 
but we provide them with a ton of experiences 
to just talk to other members,” says Conger. 

Guy Bucey, a decorated Marine turned 
woodworking plant manager and COO at 
Inova in Guilderland Center, N.Y., will give 
the opening keynote address, “Stay in Your 
Lane”, on being an effective leader. 

Bucey’s “presentation will discuss how to be 
a servant leader, not a domineering leader. He 
talks about how it’s important to know your 
role, not overlap, and allow your employees to 
do their job. He touches on culture, employee 
retention and general management and lead-
ership strategies,” Conger says.

Dominic Rubino, a woodworking business 
consultant, will close the conference. Rubino 
“will talk about how you need a plan to get 
where you want to go. He’ll provide strategies 
for people to do that and implement so they 
walk away with specific marching orders,” 
says Conger.

Local plant tours are also on the agenda.
For more, visit www.cabinetmakers.org. 

Networking,  
education part of 
CMA conference 

By Jennifer Hicks

Email us at woodshopnews@scmgroup.com | scmwood.com
FOR DETAILS CALL | 770.622.6585

CONTACT SCM NOW WHILE STOCK LASTS FOR EXCLUSIVE PRICING.
CALL FOR A QUOTE AND TO FIND YOUR LOCAL DISTRIBUTORS TODAY.

Get answers from experts at the CMA conference.

Stay in your lane: Guy Bucey will open the conference.



SENCO.com
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WOOD MARKETS

W hile certain mainstream do-
mestics dominate the hard-
wood market year after year, 
there’s a less appreciated 

species just waiting to be brought into the 
workshop: yellow birch (Betula alleghaniensis). 
Comparative to hard maple in density and 
appearance, it has its own set of advantages 
with price and stark color contrasts, according 
to suppliers interviewed by Woodshop News. 

Yellow birch offers a few different prod-
ucts with its muted yellowish white sapwood 
and a bold red heartwood, says Ron Baker of 
Baker Lumber in White River Junction, Vt. 

“You could get a combination of color if you 
want by getting it unselected which has the 
red and white together. Or you could just get 
the sapwood, which is pretty close to white, or 
you could go to the red birch, the heartwood, 
which is very pretty. It’s got that real red color 
to it for something a little different, and it’s 
not super expensive,” says Baker. 

Baker, who gets his supply from Canada, 
says boards are available in all of the above 
and in standard widths from 4” to 7” to wider 
selections at 8” and above. Still, customers 
tend to be a bit hesitant.

“Yellow birch is not exactly a real hot item. 
We don’t sell large volumes of it. I’m not quite 
sure why. It could be that yellowish color. It’s 
not exactly white like maple, and the grain is 

also pretty coarse, so it’s a little harder to work 
with,” Baker says. “But if you get the unselect-
ed you still get the red and you get both colors 
and it makes a really nice looking floor, or you 
can buy just the sap and better, which is what 
we buy the most, that is pretty close to white 
and you can use it for cabinet doors.”

Doug White of Doug White Hardwoods in 
Marissa, Ill. is a proponent of yellow birch, 
but says it has had its heyday and is rather dif-
ficult to find. 

“It’s not really selling like it should be. We 
don’t push it that much. It’s just out of favor 
right now. In the 50’s and 60’s, all kitchens 
around here were made with yellow birch, but 
in more recent times we went through the oak 
stage,” says White. 

“Hickory and hard maple are comparative 
to it and they’re the two selling for us. Birch 
just isn’t asked for. We are trying to push 
this white birch, but if I had my preference, 
it would be the yellow birch. It’s a very nice-
looking wood. We sold some to a guy making 
bookshelves and when he put the finish on 
this yellow tone just popped out. It was just 
beautiful,” says White.

White also says appearance and workability 
varies greatly depended on its growing location. 

“I try to get it whenever I can. The only 
place I’ve ever found a good source for it was 
out of Canada. Canadian birch grows slower 

and has a tighter grain, so it works a lot bet-
ter and stays straighter than anything we get 
around here.”

Doug Grove of Groff & Groff lumber in 
Quarryville, Pa. says he doesn’t sell much yel-
low birch but sees an increased interest in the 
figured red when available. 

“The flamed birch is pretty, and it seems to 
sell quickly. It’s tough to get. It’s not as preva-
lent as curly maple would be. But birch is less 
stable and gets more tear out. Maple is a lot 
easier to work. It’s a good substitute for beech 
if you can’t find beech,” says Grove. 

Retail prices for 4/4 yellow birch were quot-
ed at $3.56/bf for unselected, $3.75/bf for sap-
wood, and $5.85/bf for red in 4”-7” widths. 

Yellow birch flies  
under the radar 

By Jennifer Hicks
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Mozaik gives you the tools you need to
design and detail all your jobs.
It’s fast, simple, and accurate.

No upfront costs and no hidden fees. 
One easy monthly payment includes 
your software license, updates, online 
support, video training, post processor 
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Laguna Tools has introduced its new 
line of Fusion F1, F2 and F3 tables, 
featuring three price points.

The F1 features a 110-volt, 1.5-hp 
motor and 30” aluminum rip fence. “La-
guna’s goal with the F1 was to bring a high-
quality hybrid saw to the market for under 
$1,000,” says Laguna’s Benjamin Helshoj. 

“The big difference with the F1 compared 
to the F2 and F3 is that it sits on a tabletop. It 
includes an enclosed stand, which makes it 
more compact and easier to ship to bring the 
price down.” 

The F2 is a unibody design featuring a 
solid cabinet as part of the base. It has a 
110-volt, 1.75-hp motor. The rip capacity in-

creases to 36”, and the fence is made of steel.
The 220-volt, single-phase F3 has a 3-hp 

motor, 36” steel rip fence and special miter 
gauge.

“It’s got a much bigger body than the F1 
or the F2. The trunnion is cast iron instead of 
aluminum. The fence is also steel throughout 
the bar and rails so its heavier than the oth-
ers,” says Helshoj.

The F2 and F3 have built-in mobile bases. 
All three models come standard with an 
overhead hose for dust collection.

Prices are $999 for the F1; $1,399 for the F2, 
and $2,199 for the F3.

For more information, visit www.laguna-
tools.com. 

Laguna rolls out
three Fusion saws 

By Jennifer Hicks

 The Fusion F1.
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Same-day shipping
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End of year 
Edgebanding 
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Two new router tables from Griz-
zly Industrial feature built-in, 
micro-adjustable router lift as-
semblies and cast-iron tables. 

Model T28780, with a table measur-
ing 32” wide x 24” deep, sells for $795. 
There are two extension wings on model 
T28781, creating a 56” x 24” table, which 
sells for $1,095.

Both tables are ideal for making raised 
panel doors, molding, decorative boxes 
or embellished edges on workpieces des-
tined to become tabletops, bookcases, 
cabinets and more, says Grizzly product 
manager Todd Young.

“Many cuts that one would tackle 
with a hand-held router can be per-
formed with improved efficiency on 
a stationary router table. This type of 
setup allows for greater cutter capac-

ity to make cuts with larger bits not de-
signed for use with a hand-held router. 
These tables provide cutting capacities 
that are nearly equivalent to a smaller 
dedicated shaper,” says Young. 

He adds that the tables particularly 
excel when working with small stock, 
which can be difficult and risky to make 
with a hand-held router. 

“The entire workpiece is supported, and 
the router is held firmly in place, so there’s 
very little chance of bit bite or other irregu-
larities caused by an improperly supported 
router,” he says.

Both models are sold with a 32” x 
2-3/4” aluminum fence, an aluminum 
table insert and stand, and have T-slots 
for hold-down accessories.

For more information, visit www.griz-
zly.com. 

Grizzly router tables
offer precision, support
By Jennifer Hicks

Model T28781 with extension wings.
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Bora Tool’s new NGX Clamp Edge 
is all about the accessories. It is 
available as a standard clamp edge 
guide in 24”, 36” and 50” lengths, 

but extends to 100” when a 50” extension is 
combined with a 50” clamp edge. 

Additional accessories include the Pro 
Saw Plate Guide and T-Square attachment 
which allow users to experience track-saw 
like results with a circular saw, says the 
company. The basic clamp edge works as a 
cutting guide and features one-sided adjust-
ability for faster cuts.

“From the clamping side, you place the 
NGX Clamp Edge across the wood, pull 
it back to you and the clamp mechanism 
slides in the extrusion for you to clamp 
down. So, there’s no need to place it, walk 
around, and keep adjusting. You can do all 
of that from one side,” says product man-

ager Rod Bonham.
The saw plate guide is a key accessory, 

according to Bonham. It includes a non-
chip strip that is especially beneficial when 
working with expensive materials and 
doing on-site applications. 

“The non-chip strip will go on the bottom 
of your NGX extrusion and it is a support 
to the top edge of your material, so as the 
blade is cutting the material, some materials 
want to tear out that top edge, and the non-
chip strip is giving support for a flawless 
cut,” he says.

A router plate is offered with the sys-
tem as well, useful for cutting dados and 
more. Track clamps can also be fitted for 
angled cuts.

The NGX Clamp Edge system with acces-
sories retails from $50 to $120. 

For more, visit www.boratool.com. 

Add-ons stretch 
NGX Clamp Edge
By Jennifer Hicks

Standard & Custom

Standard & Custom 
Profiled Insert Heads

Charles G.G. Schmidt & Co., Inc.
301 West Grand Ave., Montvale, NJ  07645   www.cggschmidt.com

Call: 1 800 SCHMIDT or Email:  sales@cggschmidt.com
for information or for your free Catalog

Accessories, Grinding Room  Supplies, Machinery and more Since 1926

Two Knife Cutter Heads
For Shapers & Moulders
Two Knife Cutter Heads

Multi-profile Rosette CuttersMulti-profile Rosette CuttersMulti-profile Rosette CuttersMulti-profile Rosette Cutters

Laser Cut - Low 
Noise Saw Blades
Laser Cut - Low 

Standard & Custom Shaper 
Cutters 

Standard & Custom Shaper 
Cutters 

Schmidt Tooling
For Shapers, Moulders 

Tenoners, CNC Routers Saws 
Haunchers & Planers

"SCHure Lock" 
Carbide Knife System 

"SCHure Lock" 

Insert Style 
Tenon Heads
Insert Style 

Tenon Heads
Insert Style 

Standard & Custom
 Knife Grinding 

Standard & Custom
 Knife Grinding 

The  Innovators
Corrugated Back 

Panel Raising 
Cutters

The  Innovators
Corrugated Back 

T1,  M2 &  M3, XLW Corrugated and  
Williams & Hussey Bar Stock

Carbide & S-Alloy Tipped Knives

Custom Router Bits
Insert and Brazed Styles

Custom Router BitsCustom Router BitsCustom Router BitsCustom Router BitsCustom Router Bits

Hollow Mortising
Chisels & Bits

Insert Style Surfacing Heads
Up to 13" Long 

Standard & Custom

Insert and Brazed Styles
Custom Router Bits

Insert Style Surfacing Heads
Up to 13" Long 

Solid Carbide Spiral
& Diamond Tipped 

Router Bits

Solid Carbide SpiralSolid Carbide SpiralSolid Carbide Spiral

Larry’s Clamp For 
Flattening Door Panels

Insert Stile, Rail & Panel Raising 
Cutters For Cabinet Doors

CNC Tooling, Tool 
Holders & Accessories

CNC Tooling, Tool 

Carbide Knife System 

Insert Stile, Rail & Panel Raising 
Cutters For Cabinet Doors

Corrugated Back
Router Head

Corrugated BackCorrugated BackCorrugated Back

Custom Insert Tooling
For HSK Machines

The NGX Clamp Edge offers one-sided adjustability.
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The Talent T3 CNC Router from 
New CNC is an industrial-grade, 
panel-processing machine geared 
for cabinetry production, furniture 

making and more. Available with a 4’ x 8’ 
(model 408) or 6’ x 12’ (612) table, the ma-
chine is fully loaded with innovative com-
ponents that offer end-users efficiency and 
flexibility at an affordable price, according 
to the company.

The T3 features optional auto load and 
unload (AL/UL) attachments. Company 
president Doug Huizenga says for about 
$15,000, end-users dealing with labor short-
age issues or who otherwise want to focus 
on one-person operation can benefit from 
these add-ons.

“The T3 can be purchased as a stand-
alone CNC router but it’s preconfigured to 
put the AL/UL on it so our customers can 
add it at a later date if they don’t purchase 
it initially,” says Huizenga. 

The 3-axis machine is also configured 
with Delta servo motors and a 12-hp 

main spindle, capable of 18,000 rpm. 
The automatic tool changer has a 12-po-
sition traveling carousel with servo po-
sitioning and there’s a nine-spindle in-
dependently controlled drill block, ac-
cording to the company.

“The carousel tool changer is a ride along. 
We have chip to chip times of about eight 
seconds from the time you initiate a tool 
change to the time it’s picked up. The drill 
block saves about 50 seconds per nested 
sheet,” says Huizenga. 

The company’s Clean Sweep technology 
automatically engages between panel pro-
cesses. The table features automatic twin 
vacuum manifolds for cleaning. There is a 
single vacuum pump on model 408 and two 
vacuum pumps on the 612. A 6” diameter 
outlet is available for dust extraction. 

The Talent T3 480 starts at $52,780. The 
AL/UL upgrade brings the cost to $67,780. 
Model 612 starts at $62,780.

For more information, visit www.newcnc.
com. 

New CNC’s Talent T3
now AL/UL compatible
By Jennifer Hicks

Orion® Pinless Wood 
Moisture Meters.

10 Times Faster Than 
Pin Meters.

FAST. DURABLE. ACCURATE.

888-266-8093  |   WagnerMeters.com

ORION METERS

PIN METERS
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Tools are expensive, but tools that 
don’t do their job well are very ex-
pensive. They cut slower, create lots 
of re-work and touch-ups, and even 

present some dangers. Basic maintenance can 
go a long way toward eliminating those nega-
tive effects.

Almost every tool in a woodshop will ben-
efit from occasional cleaning with a pitch and 
resin remover. This liquid or aerosol solu-
tion can be used on bits, blades, tables, bear-
ing guides, splitters, riving knives, even zero 
clearance inserts. Proper dust collection is 
another key aspect of tool maintenance, not 
only for your own well-being but also for the 
longevity of honed edges. Without it, we’re 
often asking tools to cut the same material 
more than once. And guide bearings on router 
bits and shaper cutters need to be occasion-
ally cleaned and lubed. There are slip lubes for 

tables that don’t contaminate wood or cause 
finishing problems, and special treatments for 
V-belts that prevent slipping. Replacing some 
V-belts with segmented link belts can also 
reduce vibration and drag, both of which can 
help tools and edges last longer.

All this maintenance can be organized into 
three loose categories – hand tools such as 
chisels and planes; dimensioning tools that 
include saw blades and planer knives; and 
milling or profiling tools such as router bits, 
shaper cutters and CNC tooling.

Hand tools
On a recent fall afternoon, Ken Froelich 

watched as his shop cat, Trip, stretched lan-
guidly across his workbench. The man is sur-
rounded by hand tools, and I swear both he 
and the cat were purring.

Froelich, a furniture artist and master crafts-

man, thinks he knows why so many shop 
aprons have empty tool pockets nowadays. It’s 
not just because machines are more efficient, 
but also because woodworkers no longer feel 
that they have the time to invest in sharpening. 

No matter how much Industry 4.0 seeps 
into woodshops, Froelich maintains that there 
will always be a need for a few hand tools. 
He also notes that woodworkers who know 
how to sharpen and maintain tools always 
seem to accumulate – and use – more of them. 
Even those who show little respect for manual 
methods will usually have at least a block 
plane and a few bench chisels lying lazy in a 
drawer somewhere. Froelich thinks it’s time to 
drag them out and tune them up. His point is 
there’s not really all that much to their mainte-
nance. It takes a little time to sharpen and tune 
tools, but the payoff is that it usually takes a 
lot less time to bring a sharp hand tool to the 
workpiece than it does to carry the part to a 
machine and process it. That’s because there 
are so many steps in machining such as setting 
fences, locking in the depth of cut, hooking up 
the dust collector, running the board through 
and perhaps making more adjustments before 
bringing it back to the bench. 

Time saved isn’t the only benefit, accord-
ing to Froelich. Breaking an edge with a 
freshly sharpened block plane is definitely 
more satisfying than using sandpaper. It’s 
also more accurate and controllable. The 
resulting tiny chamfer looks so much more 
professional than a crude round-over that 
was gouged by garnet. 

Sharp tools are safer, smoother, faster and 
more enjoyable. And sharpening is no longer 
the chore that it was back when Ken (who is 
currently enjoying his ninth decade) learned 
his trade. For establishing a primary bevel, 
a slow-speed bench grinder (available from 
companies such as Rikon and Grizzly) that’s 
equipped with a Norton white wheel is a good 
combination for minimizing heat. And for 
honing a secondary bevel, there’s an inexpen-
sive solution from Rockler called the plate 
glass system (item GRP5983_2). 

If you’re doing some serious hand tool 
work, then take a look at Tormek (tormek.
com/usa/en). This slow-speed and highly ac-
curate Swedish system will not just tackle 
bench tools, it will also work for many ma-
chine knives and blades. 

The bottom line here is that there are all 
kinds of jigs and machines available for sharp-
ening, so the guiding principle is to find one 
that keeps tools cool as it grinds. Woodturn-
ing forums are great places to pick up brand 
recommendations, because turners need to 
sharpen constantly. That means they’ll know 
the options for sharpening hand tools better 
than most machine-biased woodworkers will. 

• Syntec industrial controller – non 
PC/Windows reliant

• Servo-gearbox-helical rack
• Brand name components from 

your local suppliers!
• HSD 12hp spindle

• 8-position tool changer
• HSD 9 V-drills on 32 mm
• 10hp vacuum pump
• 4’x8’ phenolic table top

704-200-9964
“Market’s best in class cnc”

Info@Limtechindustries.com

704-200-9964704-200-9964
“Market’s best in class cnc”

704-200-9964704-200-9964
“Market’s best in class cnc”

$54!

Stick to a schedule 

Sharp tools and well-tuned machinery makes for a safer and  
more profitable shop

By John English
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Dimensioning tools
The first step in maintaining tools 

for ripping, cross-cutting, thicknessing 
and dressing is to invest properly and 
buy the best. These knives and blades 
can last an incredibly long time if they 
are built with the right quality carbide 
and steel. Upgrading to industrial saw 
blades from top grade manufacturers 
such as Forrest, Carbide Processors, 
Total Saw Solutions or Freud can el-
evate both the processes and products 
of a woodshop. These blades can han-
dle more work, more sharpening and 
more heat than mass market versions. 
And when they do eventually go dull 
or have damage to a tip, most of these 
industrial manufacturers offer service 
and sharpening that meets the original 
factory specs. 

A well-tuned and adjusted machine 
will help tools and blades last longer. 
Improperly aligned tables and fences 
make the knife or blade work hard-
er, burn hotter, and wear unevenly. 
They’re also unsafe. High quality af-
termarket fences can upgrade a con-
tractor saw to a thing of beauty. The 
factory fences and miter gauges on 
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use any of dozens of jigs from manufacturers such as Grizzly or 
Rockler to touch up the bevels. Woodworkers who like to make 
simple shop jigs will enjoy an article on the Paoson Woodwork-
ing website (paoson.com) that outlines a simple wooden jig used to 
sharpen planer knives.

Band saw blades are rarely worth sharpening, either in-house 
or sent out. Once again, the key here is to buy the best blades your 
budget will allow. Adding aftermarket blade guides can seriously 
upgrade the performance of many small- and medium-sized band 
saws. If possible, try to stay away from using band saws to cut 
solid surface materials. It initially feels like they’re cutting through 
butter, but the blade dulls quickly and won’t follow a straight line 
afterwards when you try to cut wood. If it’s an option, use a router 
to machine these materials. 

Many models of band saw can be retrofitted with a wheel brush 
that removes sawdust build-up from the tires. And those tires tend 
to wear out, too. Some of the new aftermarket replacement tires are 
easy to change out and can really help tracking.

Profiling tools
While sharpening saw blades in-house doesn’t usually pay for 

itself (all those tips can take a long time to process properly), wood-
shops that profile a large volume of manmade sheet stock such as 
multiply or MDF might want to look into in-house sharpening of 
router bits. Here, the concern is usually just two to four faces rather 
than dozens of tips as it is with a saw blade. The core requirements 
of an accurate sharpening system are a diamond-tipped cone and a 
vise that holds the bit at the correct angle. Once set up for a specific 
bit, workers on the production line can usually touch up a handful 
of bits in a few minutes. The resulting fine dust would need to be 
evacuated properly.

Another approach is to purchase tooling with carbide insert cut-
ters that can be rotated or replaced as they become dull. Shop own-
ers are often surprised by the discounts offered on bulk quantities 
of inserts. And they’ll sometimes find that several different tools 
can share the same size insert.

Standard twist drill bits can be sharpened many times in-house 
using an inexpensive benchtop sharpener such as the Drill Doctor 
models or grinding guides from companies such as General Tools 
that hold the bit at the correct angle for a grindstone. 

The internal cutting bevels on a Forstner bit can be honed, but 
one shouldn’t touch up the exterior edge as this will alter the di-
mensions of the hole being drilled, and possibly take the bit out of 
round. Run a mile from inexpensive Forstner bits – they’ll burn and 
wander and ruin your day. 

If a Forstner bit needs to be used in a portable drill (most manu-
facturers recommend only using them in a drill press), it’s a good 
idea to drill through a piece of 3/8” plywood first, and then align 
that with the hole to be drilled in the workpiece. Clamp it in place 
and use the plywood as a jig that will guide the bit and prevent 
wandering. 

It’s hard to remember to perform maintenance tasks. One solu-
tion is to mark a day on the calendar every three months as the 
seasons change and spend eight hours doing nothing but tuning 
and sharpening. 

Such a regimen can be as relaxing as watching a cat stretch on a 
workbench.

John English is the author of “Woodworker’s Guide to Sharpening” and 
“Bench Planes & Scrapers”, both of which are available from www.wood-
workerslibrary.com (item Nos. 14-509 and 14-511).  
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28" PORTABLE SAWMILL

21" SUPER HEAVY-DUTY 3 HP BANDSAW
WITH MOTOR BRAKE

• Motor: 13.5 HP Briggs 
 and Stratton®, gas engine
• Maximum log diameter: 28"
• Maximum cut width: 22"
• Maximum cut thickness: 6"
• Blade size: 1" x 144"
• Wheel diameter: 19"

• Motor: 3 HP, 230V, single-phase, 16A
• Cutting capacity/throat: 20"
• Max. cutting height: 141⁄4"
• Table size: 291⁄2" x 203⁄4" x 17⁄8"
• Table tilt: 5° left, 45° right
• Floor-to-table height: 351⁄2"
• Blade length: 165"
• Blade width: 1⁄4"–13⁄8"
• Blade speed: 4600 FPM
• Overall size: 391⁄2" W x 285⁄8" D x 78" H
• Approx. shipping weight: 684 lbs.

Mill your own lumber right off your property! The all-new Grizzly G0901 28" Portable Sawmill is 
designed for quick setup with a rock-solid, modular steel track system and adjustable feet capable 
of leveling on just about any surface. With a 9'3" log length standard, you can easily attach 
additional 6-foot track sections, allowing for practically any length of lumber that you need to mill. 
The cut thickness is set in 1⁄16" intervals with the locking hand crank, and the saw carriage moves 
smoothly along the track with 4 ball-bearing rollers. Two adjustable work stops hold the log in place, 
while a manually-adjusted workpiece clamp prevents movement during cuts. Our engineers worked 
hard to create the ultimate sawmill with the capacity and solid performance needed to get the job 
done right in the field!

G0901 ONLY $550000

G0566B ONLY $245000

$50
Gift Certifi cate

with
Purchase

181721

$199
shipping

lower 48 states

$199
shipping

lower 48 states

19" ULTIMATE BANDSAW
WITH MOTORIZED GUIDE POST ELEVATION

• Main motor: 5 HP, 230V, single-phase, 22A
• Cutting capacity/throat: 183⁄8"
• Max. cutting height: 191⁄2"
• Table size: 28" x 24" x 17⁄8"
• Table tilt: 5° left, 45° right
• Floor-to-table height: 351⁄4"
• Blade length: 166"
• Blade width 3⁄8"–13⁄8" 
• Blade speed: 4975 FPM
• Overall size: 37" W x 33" D x 861⁄2" H
•  Approx. shipping weight: 810 lbs.

G0701 ONLY $375000

$50
Gift Certifi cate

with
Purchase

$199
shipping

lower 48 states

181721

MADE IN AN
ISO 9001 FACTORY

PRESIDENT'S CHOICE!

VARIABLE-SPEED GEARHEAD DRILL PRESS
WITH CROSS-SLIDE TABLE

• Motor: 11⁄2 HP, 220V, 3-phase, 5.5A
• Swing: 203⁄4"
• Max. dist. spindle-to-table: 171⁄2"
• Max. dist. spindle-to-base: 42"
• Table size: 71⁄2" x 23"
• Vertical table travel: 173⁄4"
• Head tilt: 5° left, 45° right
• Spindle travel: 47⁄8" 
• Spindle taper: R-8
• Spindle speed: Variable, 0-2500 RPM
• Drilling capacity: 19⁄16" mild steel
• Overall size: 42"W x 771⁄2"H x 461⁄2"D
• Approx. shipping weight: 739 lbs.

G0808 ONLY $429500
$169

shipping
lower 48 states

MADE IN 
AN

ISO 9001 
FACTORY

$50
Gift Certifi cate

with
Purchase

25" EXTREME-DUTY PLANER 
WITH HELICAL CUTTERHEAD

• Cutterhead motor: 15 HP, 220V/440V* 
(prewired 220V), 3-phase, 37A/18.5A

• Table elevation motor: 1⁄2 HP
• Max. stock width: 25" 
• Max. stock thickness: 9"
• Max. cutting depth: 1⁄4" 
• Min. stock thickness: 1⁄4"
• Min. stock length: 10"
• Cutterhead type: 6-row helical with 170 

indexable carbide inserts
• Feed rate: 20, 25, 30 FPM 
• Cutterhead speed: 4900 RPM
• Overall size: 573⁄8" W x 543⁄8" D x 601⁄4" H
• Approx. shipping weight: 2054 lbs.

G0603X ONLY $999500
$375

shipping
lower 48 states

MADE IN AN
ISO 9001 
FACTORY
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SINCE 1983

$50
Gift Certifi cate

with
Purchase

$50 Gift Certificate with 
purchase of select machines. 
See full selection and 
details online.

Christmas Promotion
BUY DIRECT & SAVE!
MOST ORDERS SHIP THE SAME DAY  
OCT.28TH – DEC.31ST

Christmas PromotionChristmas PromotionChristmas Promotion

71⁄2 HP SPINDLE SHAPER
• Motor: 71⁄2 HP, 220V/440V*, 3-phase, 20A⁄10A
• Table size: 993⁄4" x 331⁄4"  
• Spindle travel: 5"
• Spindle speeds: 5500, 7500 & 10,000 RPM
• Spindle size: 11⁄4" 
• Max. cutter dia.: 113⁄4"
• Approx. shipping weight: 1832 lbs.

G9968 ONLY $579500

$50
Gift Certifi cate

with
Purchase

$299
shipping

lower 48 states

MADE IN AN
ISO 9001 FACTORY

16" JOINTERS
WITH SPIRAL CUTTERHEADS

3-PHASE, SPIRAL CUTTERHEAD

SINGLE-PHASE, SPIRAL CUTTERHEAD

• G9953ZX Motor: 5 HP, 220V, single-phase, 25A
• G9953ZXF Motor: 5 HP, 220V/440V* (prewired 

220V), 3-phase, 14A/7A
• Table size: 161⁄4” x 991⁄4”
• Fence size: 431⁄2" x 65⁄8"
• Maximum depth of cut: 5⁄16”
• Maximum width of cut: 16”
• Cutterhead type: 6-row spiral with 120 

indexable carbide inserts
• Cutterhead speed: 5000 RPM
• Cuts per minute: 30,000
• Floor-to-table height: 303⁄4”
• Overall size: 991⁄4” W x 451⁄2” D x 32" H
• Approx. shipping weight: 1742 lbs.

G9953ZX ONLY $749500

G9953ZXF ONLY $729500

$299
shipping

lower 48 states

$299
shipping

lower 48 states

FREE
Pair of Safety 
Push Blocks

MADE IN AN
ISO 9001 
FACTORY

5 HP CYCLONE DUST COLLECTOR
• Motor: 5 HP, 230V, single-phase, 

TEFC Class "F", 27A
• Switch: Remote-controlled, magnetic, with 

overload protection
• Intake hole size: 2 @ 8"
• Airflow capacity: 2577 CFM @ 1.4" SP
• Max. static pressure: 12.1"
• Filter rating: 0.2–2 micron
• Impeller: 153⁄4" steel radial fin
• Sound rating: 83dB
•  Material collection capacity: 90 gal.
•  Machine collection capacity at one time: 4
• Overall size: 621⁄2" W x 473⁄4" D x 1031⁄2" H
• Approx. shipping weight: 860 lbs.

G0850 ONLY $309500
$199

shipping
lower 48 states

MADE IN AN
ISO 9001 
FACTORY

265752

MADE IN AN
ISO 9001 FACTORY

10 HP DUAL-FILTRATION HEPA 
CYCLONE DUST COLLECTOR
• Motor: 10 HP, 220V/440V*, 3-phase, TEFC Class 

“F”, 30A/15A
• Prewired voltage: 220V
• Intake hole size: 12"
• Airflow capacity: 4029 

CFM @ 4.3" SP
• Max. static pressure: 16.8"
• Primary filter rating: 0.2–2 microns
• Secondary HEPA filter rating: 0.3 microns
• Impeller: 181⁄2" steel radial fin
•  Material collection capacity: 110 gal.
•  Machine collection capacity at one time: 4
• Sound level: 82-85 dB
• Overall dimensions: 961⁄4" W x 521⁄2" D x 1391⁄2" H
• Approx. shipping weight: 1555 lbs.

G0638HEP ONLY $579500
$299

shipping
lower 48 states

MADE IN AN ISO 9001 FACTORY

201825$50
Gift Certifi cate

with
Purchase

12" SLIDING TABLE SAW
WITH INDEPENDENTLY-POWERED SCORING BLADE

• Main motor: 71⁄2 HP, 220V/440V*, 3-phase, 
prewired for 220V, 20A/10A

• Main table size: 351⁄4" x 211⁄2"
• Sliding table size: 126" x 14"
• Rip capacity with standard rip fence: 493⁄4"
• Max. crosscut width with 

crosscut fence: 126"
• Max. depth of cut: 

35⁄16" @ 90°, 23⁄8" 
@ 45°

• Main blade arbor: 1"
• Scoring blade arbor: 20mm
• Overall size: 139"W 

x 133"D x 45"H
• Approx. shipping weight:  1498 lbs.

G0699 ONLY $729500
$299

shipping
lower 48 states

Sliding table size: 126" x 14"
Rip capacity with standard rip fence: 493⁄3⁄3 4⁄4⁄ "
Max. crosscut width with 
crosscut fence: 126"

Main blade arbor: 1"
Scoring blade arbor: 20mm

Approx. shipping weight:  1498 lbs.

$50
Gift Certifi cate

with
Purchase

MADE IN AN
ISO 9001 
FACTORY

14" SLIDING TABLE SAW
WITH DIGITAL CONTROLS AND FENCE
• Main motor: 10 HP, 220V/440V*, 3-phase, 26A/13A
• Scoring motor: 1 HP
• Main blade size: 14"
• Main blade tilt: 0–45°
• Depth of cut at 90°: 4"
• Depth of cut at 45°: 23⁄4"
• Main blade speed: 3000, 4000, 5000 RPM
• Main blade arbor: 1"
• Scoring blade size:

120mm (43⁄4")
• Scoring blade arbor: 20mm
• Scoring blade speed: 8000 RPM
• Scoring blade tilt: 0–45°
• Sliding table size: 155⁄8" x 126"
• Maximum rip capacity: 511⁄2"
• Length of crosscut: 126"
• Overall size: 132" W x 1553⁄4" D x 651⁄4" H
• Approx. shipping weight: 2176 lbs.

G0853 ONLY $12,79500
$375

shipping
lower 48 states

$50
Gift Certifi cate

with
Purchase

MADE IN AN
ISO 9001 FACTORY
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(Top row, from left) The SuperFinisher 
from Max USA; Porter-Cable’s cordless 
16-gauge nailer, and DeWalt’s DCN662B.

(Second row) Cordless 18-gauge brad 
nailers from Milwaukee and Paslode.

(Third row) Ridgid’s HyperDrive brad 
nailer and the Bostitch SB-2IN1. 
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M uch of what’s new in nail guns and sta-
plers has to do with the cordless revolu-
tion, where batteries have replaced air 
hoses. That’s a boon for jobsite work, but 

there’s still a lot happening with pneumatic guns 
too, and those are still very popular on the shop 
floor. Quite often, the same companies are produc-
ing state-of-the-art tools in both formats.

The GCP650 from California-based Grex Power 
Tools (grexusa.com) fits that jobsite profile. Billed as 
‘the first and only’ cordless 2”, 23-gauge pinner on 
the market, this is a gun that drives the finest (as in 
thinnest) pin nail possible. Its light weight and hose-
free compact body makes it a lot easier to be very ac-
curate, which is usually a requirement when pinning 
fine moldings and the like. 

Another cordless gun from Grex, the GC1850, came 
out a couple of years ago and was designed to be the 
most compact and lightweight 18-gauge nailer avail-
able. It can sink 2” nails in solid hardwoods. This 
hybrid is gas powered, and its spark comes from a 
couple of standard AAA batteries. The trigger feels 
as responsive and fast as a pneumatic nailer, but keep 
in mind that the gun might need to be oiled right off 
the shelf, for best performance. It operates at high alti-
tudes and in cold weather, and the fuel cartridges are 
low cost, with minimal odor and no expiration dates. 

There’s a simple power adjustment knob for different 
wood density or nail length, and the driver tip is ta-
pered to create the smallest mark possible. It has auto 
trigger lockout, a Posit-Lock nose to prevent jams, a 
fastener supply window and more.

Cincinnati-based Senco Co. (senco.com) has roots 
that stretch all the way back to 1935. In August of 
2017, it was acquired by the Japanese manufacturer 
Kyocera Corp. Senco offers three cordless Fusion 
nailers – the F-15, a 2-1/2” angled finish nailer; the 
F-16S (no angle); and the F-18, a 2-1/8” brad nailer. 
They run on an 18-volt system, and the F-18 is an 
especially handy tool that drives both slight and 
medium-headed brads. It was built with trim crews 
and remodelers in mind. Senco also caters to shop 
and workbench needs with a huge array of pneu-
matic guns – everything from the PC1195 mini hand 
nailer (it literally fits in the palm of your hand and 
drives nails up to 3-1/2” long) to complete families 
of pinners, finish and framing guns, brad nailers 
and specialty tools for applications such as flooring, 
insulation and roofing. Among the pin guns is the 
FinishPro 23SXP, an industrial strength headless pin 
nailer that’s useful for intricate finish and trim work.

The catalog from Milwaukee Tool (milwaukeetool.
com) includes 11 nail guns and staplers, seven of 
which use 18-volt batteries. There’s a 3/8” crown 

SHOPPING FOR
NAILERS AND

STAPLERS
THERE’S A PLETHORA OF CORDLESS AND PNEUMATIC OPTIONS AVAILABLE  

IN TODAY’S MARKETPLACE, WHERE INNOVATION RULES.

BY JOHN ENGLISH
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stapler and a cordless palm nailer that both run on 12-volt power 
packs, and a couple of roofing and framing guns that use pneumatic 
power. The newly released 2746-20 is an 18-gauge brad nailer pow-
ered by the company’s M18 Fuel battery. Milwaukee is also about to 
introduce a couple of cordless framing guns where the operator can 
switch out the stock magazines for extended capacity ones that will 
accept two full strips of nails. They’ll be available in both 21- and 
30-degree options. 

Paslode (paslode.com) is a division of Illinois Tool Works that has 
been in business for more than 80 years. The company pioneered fuel 
powered cordless tool technology (gas cylinders), and one of its more 
recent additions is an 18-gauge cordless brad nailer, the IM200Li.2. 
The tool is lighter (just 4.25 lbs.) and more compact than its predeces-
sors, a feat achieved in part by going with a smaller magazine. The 
new footprint and one-strip magazine deliver better access in tight 
spaces, and they also improve visibility and decrease the chances of 
damaging the wood. 

THE STANLEY FAMILY
Founded before the Civil War, Stanley Black & Decker (stanleytools.

com) was once known as The Stanley Works. Among its brands are 
such familiar names as Bostitch (bostitch.com), DeWalt (dewalt.com) and 
Porter-Cable (portercable.com). In January 2017, the company acquired 

the Craftsman brand from Sears. 
The revitalized Craftsman division (craftsman.com) has recently re-

leased a new three-tool combination kit (item CMEC3KIT-CA) that is 
ready to use right out of the box. This is a good option for small shops 
and installers who don’t want to break their budget. It comes with a 
six-gallon air compressor, an 18-gauge brad nailer that drives nails 
from 5/8” to 2” in length, and a 16-gauge straight finish gun that han-
dles nails from 1” to 2-1/2” long. Also included is a 3/8” stapler and an 
air hose. 

Bostitch makes more than 2,000 different fasteners, so it’s no surprise 
that the company also offers a good choice of tools. There are 16 finish 
and brad nail guns, four of which feature Smart Point technology that 
includes smaller noses that eliminate the need to compress the contact 
trip to actuate the tool. This reduces work surface damage, and the risk 
of pushing the material out of position. The company also offers four 
pneumatic oil-free or oil-powered 18-gauge finish and trim staplers. 
Among these is the SB-2IN1, which drives both 18-gauge brads and 
narrow crown finish staples. This tool has another popular feature 
found on lots of the newer pneumatic tools – an adjustable exhaust that 
conveniently directs air away from the user.

Porter-Cable’s catalog includes several 20-volt cordless tools and 
half a dozen pneumatic options. The company’s new, sleek look-
ing PCC792B cordless 16-gauge nail gun accepts fasteners from 1” to 

(Clockwise from top left) The Cadex V3/90.40 stapler; Grex GC1850 18-gauge nailer and GCP650 pinner, and Ryobi P317 3/8” stapler.
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2-1/2” long, and it has a 100-nail magazine capacity. It also showcases 
a couple of aspects of newer guns to be found industry-wide such as 
tool-free settings, dual LEDs, light weight and a well-designed center 
of gravity.

DeWalt’s 20-volt Max batteries include 2.0, 3.0, 5.0 and 6.0 Ah (Amp 
hour) versions that are designed to give varying reserves of power and 
present a range of physical sizes. That’s because sometimes one needs 
a smaller, lighter tool and at other times raw power is the answer. Cost 
is also a factor. Using the latest in Lithium Ion technology, most of the 
batteries have an LED fuel gauge system that lets a woodworker in-
stantly check the state of charge. Among the newer guns from DeWalt 
is the DCN662B, a 16-gauge cordless straight finish nailer that drives 
nails from 1-1/4” to 2-1/2”.

MORE INNOVATION
Among the latest offerings from Max USA (maxusacorp.com) is an 18-

gauge brad nailer, the SuperFinisher (NF255SF2/18), that has a couple 
of new tweaks including a patented button that can send a quick blast 
of air to clear dust and debris from the work surface. It also has that 
very precise nose for guiding nails to an exact area on the work, and a 
flat top design that allows nails to be fired as close as 1/8” to a vertical 
wall. And there’s simple dial-up depth adjustment that lets the wood-
worker drive nails into either hard or soft materials without leaving 
large craters (or protruding heads). Plastic guards stop the tool’s metal 
parts from touching and damaging finished surfaces. It also has built-in 
dry firing protection that prohibits repetitive auto-firing when seven 
nails remain in the magazine. Without this, the hammer would make a 
dent without driving a nail.

Metabo HPT (metabo-hpt.com) offers North American woodshops a 
massive range of products (in the neighborhood of a hundred tools) in 
its nail and staple gun catalog. These include both cordless and pneu-
matic options. Several are powered by a gas fuel rod combined with a 

Lithium Ion battery, and this means that there isn’t much downtime 
on the job. The fuel rods can be replaced immediately upon depletion, 
instead of waiting for a compressor cycle or recharging a large battery. 

Ryobi (ryobitools.com) is one of the brands owned by Techtronic 
Industries (that also include Milwaukee, AEG and Homelite, among 
others). One of the latest tools to join Ryobi’s One+ stable is the P317, 
a 3/8” crown stapler. This gun handles staples from 1/4” to 9/16” and 
is also compatible with Arrow’s T50 staples. There’s an onboard attach-
ment that will guide staples when working with window screens and a 
belt clip. 

Makita (makitatools.com) has introduced a new 21-degree, full round 
head nailer (AN924), a pneumatic gun that drives plastic collated fram-
ing nails from 2” to 3-1/2” in length, and 0.113 to 0.148 in diameter. It 
has many of the features an installer would want such as a two-mode 
selector switch (bump, sequential); lightweight design (only 8.3 lbs.); a 
heat-treated S7 steel driver blade; a solid aluminum top-loading maga-
zine; and a nail lock-out mechanism that protects the tool and work 
surface from dry-fires. There’s also a tool-less depth adjustment for 
flush or countersink nailing. 

Cadex Tools (cadextools.com/en) offers five 23-gauge, three 21-gauge, 
an 18-gauge and a soon to be introduced 16-gauge nail guns, all of 
which are pneumatic. Also powered by compressed air is a cabinetry 
stapler called the V3/90.40. It shoots 90 Series or Senco Type L staples, 
an all-metal body, a built-in air blow gun, adjustable depth control, a 
long two-strip magazine and a 45-degree plastic tip for angle nailing on 
floors and siding. 

Campbell-Hausfeld’s 1/4” crown stapler; Makita AN924, and Metabo-
HTP’s cordless nailer.
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Ridgid (ridgid.com), part of Emerson Electric Co., offers a 15-gauge 
angled nailer and a 16-gauge straight gun, plus an 18-gauge brad 
nailer and finish stapler. All of these are pneumatic. The company’s 
HyperDrive cordless category includes a 2-1/8” brad nailer and 2-1/2” 
straight finish nailer. 

Campbell Hausfeld (campbellhausfeld.com) has several pneumatic brad 
nailers and a 1/4” crown stapler sold in a kit (CHN10399AV). 

Other manufacturers’ catalogs worth exploring are Apach (apach-
tools.com), Arrow (arrowfastener.com), California Air Tools (califor-
niaairtools.com), Duo-Fast (duofast.com), Freeman (freemantools.com), 
Grizzly (grizzly.com), Master Air Tool (masterpalm.com), Prona (pro-
natools.com), Speedaire (a Grainger product, online at grainger.com), 
Stinger (stingerworld.com) and WEN (wenproducts.com). 

For shops setting up jobs on a CNC, Senco and Raptor Nails & 
Staples (raptornails.com) offer plastic nails that can be used to secure 

parts for milling. These composite staples, nails, 
and specialty fasteners can be cut and sanded 
without damaging router bits, saw blades and 
sanding belts. If a CNC cutter accidentally hits 
one, it won’t do any damage to the carbide. Senco 
makes guns for its nails, while Raptor sells sev-
eral Omer guns.

A woodshop looking to upgrade its nail, pin 
and staple gun arsenal may want to think about 
the way each tool will be used. Cordless guns 

and staplers are incredibly handy on the jobsite, and perfect for wood-
workers who build one-of-a-kind custom furniture where power nail-
ing is an occasional task. Shops building lots of cabinets might be better 
served by choosing pneumatic tools that deliver all day and have far 
more power available than they’ll ever need. 

When shopping for a cordless gun, the battery voltage (12, 14, 18 or 
20) seems to be taking a back seat to the Amp hour rating. While volt-
age measures the strength of the current, the Ah number measures the 
amount or volume of juice available. 

LED lights are becoming much more widely available, and these min-
iature spotlights that illuminate the work right at the nose of the gun 
can really help a woodworker produce cleaner, better nailing jobs. And 
those new, thinner noses also open up possibilities for better results – 
an operator can actually see exactly where the nail will go, rather than 
making an educated guess based on experience.  

FAST ACCURATE, CHIP FREE CUTS.
SAFE, SIMPLE, SPACE-SAVING.

Senco’s F-16S finish and F-18 brad nailers.
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Small business lending has taken a sig-
nificant blow over the past few years. 
Lower interest rates have translated 
into lenders being more selective. For-

tunately, with many larger businesses reduc-
ing their borrowing needs, there is increased 
attention on small business lending.

Although often overlooked, two factors im-
pact on how much a business loan will cost: 
the interest rate charged and the fees required 
before, during and after the loan process. 
These factors combine to create the annual 
percentage rate (APR), which is the real cost of 
the loan every year a balance remains.

In reality, it is the type of loan needed by a 
business that directly affects the interest rate 
charged. All too often the interest rate stated 
by lenders does not reflect the true cost of a 
loan. The loan agreement may require borrow-
ers to maintain compensating balances and 
pay a number of fees.

Among the most common fees are:
Packaging: When applying for a loan, bor-

rowers are usually required to provide a lot of 
information about their business, its finances, 
etc. all of which generally needs to be backed 
by a great deal of documentation.

Processing/application: Checking the credit 
of both the borrower and their business, as 
well as perhaps a personal background check, 
are often required. The processing fee com-
pensates the lender for the time, work and 
expertise required to complete this analysis.  

Underwriting: Once a loan application 
package is complete, it normally goes to the 
lender’s underwriting department, where 
it is studied to verify all information pro-
vided is true. The lender also assesses the 
risk it would be taking by approving or de-
nying the application.  

Closing costs: These are usually associated 
with mortgage loans and can include – but are 
not limited to – expenses such as attorney fees, 
title search, realtor fees, etc. If a loan includes 
a real estate transaction, the lender will cer-
tainly incur closing costs that may be absorbed 
by the lender or the seller in order to encour-
age the sale.

Maintenance or servicing: These are fees 
the lender may charge on an ongoing basis 

(monthly, quarterly) to service a loan, such as 
handling payments, sending out notices, re-
sponding to inquiries, etc.

SBA guaranty: When an SBA loan is grant-
ed, the borrower usually reimburses the fee 
the lender is required to pay to the SBA. Simi-
lar to points, this fee is based on a percentage 
of the amount of the guaranty that SBA is pro-
viding. Fortunately, the fee can be financed, 
allowing the borrower to add it to the princi-
pal amount to be repaid.

In addition to these potential fees, the loan 
agreement may require the borrowing shop 
to maintain “compensating balances,” pay a 
“commitment fee” or the loan may be “dis-
counted.” And these are only the more fre-
quently encountered terms: 

Discounted loans: When a loan is discount-
ed the interest is subtracted from the total 
loan amount. Thus, the proceeds received by a 
borrower, and available for use, represent the 
difference between the face amount of the loan 
and the amount actually available. Discounted 
loans are usually short-term loans. 

Compensating balances: Similar to dis-
counted loans because the bank requires the 
borrower to leave a portion of the loan in 
the bank, effectively reducing the amount of 
funds available for use. Of course, the bor-
rower pays interest on the entire loan. 

Doubling up: Surprisingly, a business could 
find itself subject to both requirements, that is, 
the loan could be both discounted and com-
pensating balances required.

Insult to injury: The commitment fee can 
be assessed in combination with either a 
discounted loan and/or a compensating 
balance requirement. When calculating the 
combined effect remember to reduce the 
amount of the loan proceeds available for 
use and increase the interest cost by the 
amount of any special charges. 

Before shying away from borrowing, every 
shop or business owner should remember that 
there are costs associated with not borrow-
ing. One common misconception is that using 
savings and investments to finance needed 
purchases or to keep the business going, saves 
on finance costs.

Consider the shop owner who lends his or 

her own funds to the business. In this case, 
the cost, often called a “lost opportunity” cost, 
is the amount those same funds would have 
earned had they remained in savings or in-
vested. Today’s low interest rates earned by 
savings might substantially reduce that lost 
opportunity cost, but it remains a factor for 
consideration.

Another, frequently overlooked cost to not 
borrowing is that the business may stagnate, 
be forced to pass up growth opportunities, 
and even be left in the dust by expanding, 
modernizing competitors, or those better able 
to finance increased efficiency.

Borrowing isn’t the only way to finance a 
business. In order to expand, grow or even 
exist, many shop owners find it necessary 
to tap a variety of financial resources, usu-
ally falling into two categories, debt and 
equity. “Debt” involves borrowing money 
to be repaid, plus interest, while “equity” 
involves raising money by selling interests 
in the business.

Which alternative is the most economical, 
debt or equity financing? According to a re-
port issued by the Joint Committee on Taxa-
tion, “the after-tax effect of debt financing is 
more favorable than equity financing because 
of the deductibility of interest.” That’s right, 
when it comes to managing debt, the inter-
est paid on borrowed funds - even with the 
TCJA’s business interest limited deduction 
– is deductible by a business borrower, while 
funds directed to equity investment are not.

Due to the recent uncertainty of state and 
federal tax rates, along with healthcare costs, 
many businesses have taken a wait and see 
approach when it comes to decisions about 
expansion, acquisitions, and financing. Now 
might be a good time for every shop owner to 
weigh the cost of borrowing against the ben-
efits of the decision.

Obviously, taking out a business loan is 
a big step in today’s uncertain economic 
climate. However, by calculating the cost of 
all available loan options, every woodshop 
business owner will be in a position to make 
a smart borrowing decision that will help 
the business grow and prosper for years to 
come. 

PRO SHOP
with MARK E. BATTERSBY

The real cost of borrowing

The interest rate 

stated by lenders 

does not reflect the 

true cost of a loan.
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SARATOGA CUSTOM CABINETS 

GOT ITS START DURING DIFFICULT 
TIMES BUT CONTINUES TO GROW 

AND EXPAND ITS MARKET
BY JENNIFER HICKS
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ared Phillips, 34, bravely opened his cabinet shop during 
the last recession when other shops were going out of 
business. But you should know that he’s pretty good at 
beating the odds.

The owner of Saratoga Custom Cabinets runs a four-
person shop in Ballston Spa, N.Y., serving what’s known 
as the Capital Region in and around Albany, N.Y. The plan 
is to expand the market, but let’s go back to 2006 when 
Phillips was working as a chef at the Culinary Institute of 
America in Hyde Park, N.Y. He was injured in a motor-
cycle accident and spent a month in intensive care. He had 
broken bones throughout his face and rib cage, along with 
severe bone, tissue and nerve damage to his right arm and 
hand. And he probably needed a new career.

“The start of everything happened while I was sitting 
in a waiting room for physical therapy,” says Phillips. “I 
opened a magazine and there was a bar for sale in a kit 
you could order. I thought, ‘that would be really nice to 
have’. I wasn’t working, so buying anything like that was 
out of the question. But I wanted to make it.”

He built that a bar and impressed a friend, who put it 
on eBay. Over 20 orders rolled in, so Phillips hired some 
help and got busy. About a year into his recovery, he de-
cided woodworking was a viable career.

Rapid growth
In March 2008, Phillips rented a 900-sq.-ft. warehouse in 

Saratoga and formed his company under his name with 



a DBA status. He hired occasional help and 
returned to the restaurant business part-time 
to help fund the operation. In 2009, he took 
out his first and only ad in a local flyer. The 
work poured in.

“I was getting calls before I even knew 
the ad ran. That’s when I decided I needed 
to put all of myself into the business. It 
just evolved immediately from there. I 
offered anything and everything in wood-
working. If you could imagine it, we could 
make it happen.”

By 2011, he relocated to a 3,000-sq.-ft. 
warehouse in Ballston Spa, renamed the 
business Saratoga Custom Cabinets and 
formed a website. Working only through re-
ferrals, he quickly attracted a client base that 
included residential and commercial devel-
opers and homeowners seeking renovations. 
All were within a 50-mile radius, spanning 
from Albany to Lake George. 

Phillips also accepted furniture restora-
tion work through home insurance mitiga-
tion companies. One company he worked 
with frequently presented him with a job 
for over 100 pieces of antique furniture for 
house in Malone, N.Y. that got struct by 
lightning. It was a tall order, but possible in 
the larger facility.

“All sorts of quality antique Victorian era 
furniture had been damaged from smoke, 
soot, water and cleaning solvents. There 
were solid mahogany, cherry and walnut 
tables and dressers and a dining room set. 
At that point we had been in business over 
three years, so refinishing was second na-
ture,” says Phillips.

“Our clients are mostly local. Some are 
visiting the area in the summer and live 

elsewhere, and we just go to where they are. 
We’ll go down to New York City and west 
to Utica and Syracuse for kitchens, insur-
ance work, or whatever they need. We’ve 
had clients that live here in the summer and 
Florida in the winter. We’ve installed four 
kitchens in Florida. It’s easy as that. There’s 
an incentive to go, too, because it’s warmer.”

His clients know the value of the shop’s 
knowledge and skill level, and simply want 
first rate work. 

“There are a lot of people who’ve had a bad 
experience with retail cabinetry and are at the 
point where they’re either getting into their 
final home or at the point they want to spend 
money and invest it properly. They want a 
cabinet that has the duration to last and will 
not settle for anything less,” says Phillips.

The shop is attuned to the various and 
ever-changing style trends clients present to 
them. In recent years, there’s been a transi-
tion from contemporary styles to more tradi-
tional and rustic looks that coincide with the 
Adirondack feel. 

The new shop
As the business continued to grow, so did 

the shop. In 2015 Phillips learned about a 
commercial property in the center of town, 
where a mini-golf course once stood, and 
decided to build to suit.

“I loved the idea of building a new build-
ing, but cost was on my mind. I was very 
apprehensive on building a building that fit 
with Ballston Spa’s aesthetics. The [seller, an 
engineer] offered to do the design and cost 
analysis, but the biggest thing to me was 
what could be done with the inside of it,” 
Phillips says.

CASTLE CSI
Cut a Pocket, Insert a 
Screw in 1.5 Seconds!

CASTLEcsi.com
 800-532-CASTLE

SAVE TIME & LABOR.
MAKE MORE MONEY!

“My CSI is making my shop 
money every hour it runs.  It’s 
paid for itself many times over”

See how this small cabinet shop
was able to reduce labor by 32%
and increase productivity by 28%.

Jared Phillips is a hands-on owner, spraying finish (left page), working in the shop or “doing 
whatever needs to be done”.
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Construction on 10,000-sq.-ft. building 
began in 2016. He’s been in since 2018 and 
rents out the other half. He’s still working 
on the showroom when not busy estimating, 
creating CAD designs or helping in the shop.

“I wear many jackets here. In culinary it 
appalled me when the boss could not do the 
employee’s job. Here I can do anything I ask 
them to do. I spray finish, put cabinets to-
gether, whatever needs to be done.”

Shop employees, including Phillips, Matt 
Fosmire, Thomas March and Ray Thomas, 
have come up with a twist on “Sons of An-
archy”, a television series about an outlaw 
motorcycle club, with “Sons of Cabinetry”. 
Everyone has a unique set of shirts, titles 
and patches with show catchphrases like 
“Men of Mayhem” and spinoffs such as 
‘Hardwood Original’.  Phillips says the 
customers love it and he enjoys the fun 

and feedback.
“It started out as a joke, having work 

shirts to do with the Sons of Anarchy, but 
people thought they were the coolest thing. 
We wore them to a Chamber event and so 
many people came up to say they love our 
shirts, asking if we rode our bikes there. It 
was a way to give us a uniform,” says Phil-
lips, who incidentally chooses not to own 
another motorcycle.
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Future plans
The immediate plan is to get a showroom 

ready for a grand opening. “I would like to see 
that happen within a year,” says Phillips. “The 
thing is, we have to keep up with the work-
flow. Ultimately I want to get the showroom 
up and going and have a customer service 
person on staff to take care of walk-in clients.”

The shop has an eight- to ten-week backlog 

that Phillips is striving to reduce to four to six 
weeks.

“I would like to expedite lead time. That 
would be incredible. The thing is, lead time 
can go by very fast. It depends how many cli-
ents you’re multi-tasking at same time. Right 
now, we’re on an average of multi-tasking 20 
to 30 clients a month. What’s nice is if one gets 
delayed, you can go to another one. Prioritiz-

ing is important. I never want to see 
a customer angry over a deadline.”

Taking nothing for granted, Phil-
lips clearly wants to take the time 
to do everything just right. He’s 
not only proud to have overcome 
that life-changing feat in his early 
20s, but to be able make a name for 
himself even when the odds were 
against him. 

“Age was a big thing when I start-
ed. I was young and had to undergo 

skepticism, so being able to rise above that 
was okay. I told myself I was going to do this 
and put the quality in and it shows, and that’s 
a big thing. It’s just a matter of my clients see-
ing their ideas brought to life.” 

Contact: Saratoga Custom Cabinets, 1 Charl-
ton Road, Ballston Spa, NY 12020. Tel: 518-
956-1756. www.saratogacustomcabinets.com
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A contemporary kitchen from 
the shop’s extensive portfolio, 
featuring maple cabinets with 
an opaque finish, pantry, and 
island.
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Think about where your money goes.
In most shops, the largest expense is usually payroll. That’s 

generally followed by inventory, and after that probably the rent 
or mortgage. Then there are operating costs such as vehicles, loan 
payments and perhaps a lease on the CNC. The list usually wraps 
up with monthly expenses such as utilities and insurance. 

If you’re not sure of the exact order, then you either don’t have a 
budget, or don’t use it as a vital tool. One can’t tackle waste until it 
is identified. A simple spreadsheet showing expenses for the past 
couple of years (grouped in categories such as the ones above) can 
quickly pinpoint where the money goes. Once you know that, you 
can start sharpening your pencil.

When a shop owner thinks about controlling waste, his/her 
mind naturally goes immediately to what’s going into the dump-
ster. But that’s probably one of the areas with the smallest potential 
for savings. Lean manufacturing looks at every aspect of every task 
and expense in the shop, not just materials, and it’s fairly ruthless 
when it comes to avoiding waste.

You need to be, too.
That’s because on average it takes about eight dollars in sales to 

add a dollar to a shop’s net profit. But it only takes one dollar in 
waste avoidance to achieve the same result.

Controlling waste starts with a clear understanding 
of where it’s occurring, so follow the money

By John English
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PAYROLL OPTIONS
The size of a woodshop is a determining factor when it comes to cutting 

payroll. If it’s a one-man shop, there really aren’t many options unless an 
accountant recommends a different business form (perhaps an LLC or an 
S Corp). But that’s usually done for liability and insurance reasons rather 
than taxes. A sole proprietorship may well be the most efficient form for 
many small shops such as furniture artists and turners. Woodworkers 
who are building casework that will be attached to walls probably need 
the liability protection of a corporate structure. But again, that’s a legal 
issue more than a budgetary one so it needs input from a lawyer. 

Small- to medium-sized shops with several employees have a num-
ber of options available when it comes to trimming payroll. Most of 
them seem a little heartless, and because of that they’re often adopted 
as a result of attrition (somebody quits or retires) rather than dismissal. 
Outsourcing is the most obvious way to scale down. If a shop orders 
casework that is finished and delivered to the jobsite ready to assemble, 
that can save a whole lot of man hours. Robots are quickly becoming 
a close second. Robotic arms start out at about half the cost of hiring 
somebody for a year, and the new generation of collaborative robots 
are safe, efficient and extremely robust. They can handle mundane 
tasks such as parts movement, sorting, and even some milling/drilling 
and assembly tasks.

Design software has come a long way of late, and programs are much 
more intuitive with huge libraries and simpler cut/paste/transform 
options. It may be time to upgrade the CAD software and save some 
time (that is, payroll dollars). Many shops are also going to outsourced 
design, but the trick there is to find a designer who has intimate ex-
pertise in all aspects of the type of work you do (such as face frames, 
work in the round, specialty materials, hardware and so on). If you 
have to constantly retrain him/her, or suffer through costly errors, you 
might be creating more waste than you eradicate. Outsourcing design 
tasks can also invite delays, especially if the designer is in a different 
geographical location and must rely on the shop to visit the site every 
time a measurement or other piece of information is needed. Before 
you send out a job, find out how CAM files are going to get to your ma-
chines. Software compatibility is essential.

INVENTORY OPTIONS
One of the primary tenets of lean manufacturing is the concept of 

just-in-time, which essentially boils down to ordering materials for 
each job as it comes online and thereby minimizing how much money 
is tied up in inventory. That approach often needs to be tempered by 
experience. It works well for easily sourced materials, but it may be 
necessary to warehouse some items that vary in supply, price and even 
quality. For example, a local mill may not always have the right species 
or cut available on short notice. However, a woodshop can certainly 
look at minimizing inventory levels on ubiquitous items such as draw-
er slides and MDF. 

Reducing waste in parts processing usually begins with intelligent 
buying, and that can be informed by good optimizing software. On 
the shop floor, adding an automatic stop system to machines such as 
cross-cut or miter saws can save both time and materials, especially if 
the system has good repetitive features (that is, it remembers several 
dimensions and can automatically move to them). Adding an aggregate 
head to a CNC (not always an option on smaller machines) or upgrad-
ing the automatic tool changer (ATC) can dramatically reduce set-up 
and tool changing time. 

A centralized control panel for an automated dust collection system 
can significantly reduce a shop’s electric bill. Central vacuum systems 
draw a huge amount of power to generate adequate suction, and an 

upgraded control system can operate the gates so that the pressure and 
volume requirements are always at their most efficient.

If your dust is going to the landfill, there might be a better option. 
Shops that work in solid woods may be able to find a market for animal 
bedding, composting and other landscape uses. Shops that mill sheet 
goods may want to locate the nearest MDF or stove pellet manufac-
turer, and ask if they buy. If a shop’s waste volume is even somewhat 
significant, it may be time to take a look at buying or leasing a briquette 
machine and either selling the briquettes or using them to heat the shop. 

RENT/MORTGAGE OPTIONS
This may seem to be one of the least likely areas to reduce waste, 

but there are some solid options here. Some of them are tied to other 
shifts in policy. For example, a shop that begins to outsource most of its 
processing and some of its assembly will need a lot less square footage. 
That opens the possibility of subletting some space or renegotiating the 
lease with the landlord.

Similarly, a woodshop that adopts a just-in-time policy as part of its move 
toward lean manufacturing may not need as much warehouse space.

If the business has any high-interest debt and owns its premises, this 
may be a good time to look at refinancing. Interest rates on secured debt 
such as mortgages and equity loans are generally quite a bit lower than 
other forms of financing. Most analysts agree that rates will continue to 
trend upward now, so refinancing is probably going to become a little 
less appealing every quarter. It’s also necessary to lock in a fixed rate, 
and while that costs a little more initially, it is good insurance. If the bot-
tom falls out of the economy, variable interest rates can be deadly.

OPERATIONS OPTIONS
The most obvious way to reduce utility costs is to weather-seal and 

insulate the shop. In bad times, energy costs are the first to rise, and 
they often stay high for a long time. On the cusp of the last major reces-
sion, gas prices in the summer of 2008 hit a national average of $4.11 a 
gallon, and other fuel costs followed suit. Per calorie, natural gas looks 
like it will continue to be a much more economical option that electric-
ity for the foreseeable future, so woodshops might want to take a look 
at how their heat system and drying/curing is fueled. Ceiling fans can 
make quite a difference in shops with high ceilings, and they don’t cost 
a lot to install or run.

The choice between buying and leasing larger equipment such as 
beam saws, CNC routers, forklifts and edgebanders is something that 
should be looked at by an accountant. Doing a detailed cost analysis 
involves looking at more than just the monthly payment. There are tax 
implications, interest rate concerns, service and support issues, even 
insurance questions.

For smaller shops that don’t do a lot of installs, it often makes a lot 
more sense to rent a delivery truck when needed rather than buying 
one. Renting means lower insurance costs and no maintenance expense 
for things such as oil changes and tires. It also eliminates a monthly 
lease or loan payment, and perhaps a parking space rental in some cit-
ies. This is a good subject for a detailed cost/benefit analysis, because it 
depends so much on variables such as miles driven and gas mileage, or 
subjective values such as convenience – for example, the right sized U-
Haul truck may not be available on short notice. 

The bottom line for woodshops is that waste control doesn’t have as 
much to do with what goes in the dumpster as it does what goes into 
the bank account. Any saving in any aspect of the business is worth 
pursuing, and it can be hard to see savings until all the numbers are on 
paper. So, when it comes to waste control, a good budget is the most 
important tool in the shop. 
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AT THE GALLERIES

The exhibit, “Designing the New: Charles Rennie Mackintosh and the 
Glasgow Style,” opened Oct. 6 and runs through Jan. 5 at the Walter 
Arts Museum in Baltimore. It is the first U.S. exhibition in a genera-
tion to highlight the architect and designer’s innovative work and ex-

plore the larger circle of artists and craftspeople with whom he collaborated.
Featuring a variety of media including furniture, posters, textiles, architec-

tural drawings, books, and ceramics, the exhibit celebrates the 150th anniver-
sary of Mackintosh’s birth. Approximately 165 works are on display, drawn 
from Glasgow Museum, The Hunterian, University of Glasgow, The Glasgow 
School of Art, and private collections.

For more, visit www.thewalters.org.

Port Townsend show
The annual Port Townsend Woodworkers Show took place Nov. 2-3 at the 

American Legion Hall in Port Townsend, Wash. The show features original 
works by over two dozen furniture makers, cabinetmakers, instrument mak-
ers, turners and carvers.

Tim Lawson, who heads the Splinter Group that organizes the show, says 
the purpose of the show is to increase awareness of the variety of skilled 
woodworkers in the local area.“We’ve tightened up our reach this year limit-
ing the show to woodworkers in immediately adjacent counties. It’s a delight 
to have more local talent to share but also sad as we are missing some long-
time exhibitors from further afield,” says Lawson.

The show is sponsored, in part, by the Port Townsend School of Woodwork-
ing. For more, visit www.splintergroup.org. 

Mackintosh exhibit  
opens in Baltimore 

By Jennifer Hicks

The Port Townsend Woodworkers Show featured this carved harp 
by John Edwards; lounge chair by Kevin Reiswig, and bench by Tim 
Lawson, all from Port Townsend, Wash.
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NEW
PRODUCTS

CALI BRANDS  has added 
to its luxury vinyl plank col-

lection with Cali Vinyl Longboards. 
The new flooring offers extra-large 
dimensions with planks measuring 
70-7/8” long x 9” wide. The rigid 
core boards have highly detailed 
wood grain imagery, with special-
ized knot and grain embossing. 
They are 100 percent waterproof 
and can be installed in kitchens, 
bathrooms, and below grade, ac-
cording to the company. For more, 
visit www.calibamboo.com.

7

2072 Alton Parkway, Irvine, CA 92606 825 Bistline Drive, West Columbia, SC 29172
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Can Your Old Dust Collector 
Work Better Than A New One? 

Cyclones,  
Stand-Alones, 

Baghouses & more 

Yes, With Optimized Filters From…
•• Optimum PerformanceOptimum Performance

•• Low MaintenanceLow Maintenance

•• Custom DesignsCustom Designs

•• Cleaner AirCleaner Air

•• Longer LifeLonger Life

•• EconomicalEconomical

•• Best Size & FitBest Size & Fit

•• Proudly Made In USAProudly Made In USA

American Fabric Filter Co. 
 (800) 367-3591   americanfabricfilter.com 

We Design & Fabricate Custom Filter 
 Bags That REALLY WORK!

1-Micron Filtration 

Scan Here 
To Visit Our 

Website! 

Mention WSN2019 to 
SAVE 10% on 

Custom bags only in DEC

new products

April 2015    www.woodshopnews.com 49

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

VACUUM PRESSING SYSTEMS, INC.

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

• Auto self cycling electric and 
air driven vacuum pumps

• FlipTop frame table presses

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

• Veneering glue and accessories

Products and information online at

www.vacupress.com

The number one choice of woodworkers everywhere.

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

ACCURIDE  intro-
duces the Tilt Track 

System (model AL4190) for 
drop-down access to draw-

ers and trays installed at shoul-
der level and above. The system 

uses wheels and rollers to extend 
the drawer and an aluminum channel 

guides the back of the drawer upward as 
it slides out of the case, tilting the drawer 

downward for easy viewing and access to 
contents. Model AL4190 carries drawers up to 

40” wide and loads up to 140 lbs., according to the 
company. For information, visit www.accuride.com.

7

WOODCRAFT  has the new Clear-Cut 
TS Stock Guides, manufactured by Jes-

sEm Tool Company. The accessory helps wood-
workers avoid kickback and move stock safely 
through the table saw. It has rollers angled at 
5 degrees to steer stock toward the fence and a 
roller arm that works under spring pressure to 
keep stock firmly in place, according to the re-
tailer. For information, visit www.woodcraft.com.

7

List your Events in
our Calendar

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

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

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

Subject: Calendar Item

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

DEWALT  is introducing the 
ToughSystem 2.0 Radio and 

Charger, model DWST08820, de-
livering 360-degree sound and du-
rability, according to the company. 
Features include Dynamic Range 
Control that gives users the optimal 
sound for indoor or outdoor use, via 
selectable settings, four speakers, 
subwoofer and passive bass resona-
tor, all driven by a 55-watt RMS am-
plifier. It retails for $249. For more, 
visit www.dewalt.com

7
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Your online solution to fi nding the products you need

Link through our website www.WoodshopNews.com or go direct Resourceguide.WoodshopNews.com

Over 300 companies listed, covering well over 250 products and services categories. 
If you are looking for it, we can help you fi nd it.

Resource Guide Showcase Sponsors

A fast and easy research tool to help you determine which companies can supply the products and services you are looking for.

WOODSHOP
NEWS

® 2019 Resource Guide For marketing information, sales@woodshopnews.com

A Great Finish is Only the Beginning

WOODSHOP
NEWSShaping the Successful ShopTM ®

WEATHER GUARD  intro-
duces the All-Purpose Steel 

Van Rack and GlideSafe Load As-
sist accessory. The new rack deliv-
ers a heavy-duty, versatile solution 
for storing and transporting materi-
als and tools to the jobsite. It can 
be installed in under an hour and 
is compatible with all commercial 
cargo vans sold in the U.S. and Can-
ada. The new GlideSafe Load As-
sist creates a safer, easier loading 
and unloading process, according to 
the company. For more, visit www.
weatherguard.com.

7
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•  Sanding Tables
•  Sanding Booths
•  Inspection Lighting

 Sanding Tables, Sanding Booths, & Inspection Lighting

Mention this 
ad to earn

5% off 
December 
purchases

•	 Bench-top	routing	machines	with	manual	or	pneumatic	operation	for	any	size	shop

•	 Equipped	with	larger	motors	and	greater	machining	capacities	vs.	previous	models

•	 Available	with	digital	displays	for	keyway	locations	and	routing	heights

•	 View	videos	and	technical	specs.	online	at	www.hoffmann-usa.com

MU-3PD Bench-top Routing Machine

Hoffmann-USA.com
Toll-free: (866) 248 – 0100

JOIN WOOD AT ANY ANGLE
NO CLAMPS, NO NAILS, NO STAPLES

DECEMBER SPECIAL
Free Dovetail Key Assortment 

Cases in W-1, W-2, & W-3 with 
any bench-top machine purchase!

REHAU  is introducing 
FlipDoor, combining 

modern design with clever 
functionality. The combina-
tion of smooth movement, 
intuitive operation, a unique 
mechanism and an attrac-
tive appearance provides a 
refreshingly different cabinet 
concept, thus offering an al-
ternative to current standard 
systems such as folding lift 
doors or swing flaps. The in-
stallation location is not lim-
ited to kitchens, as FlipDoor 
can also be implemented as 
an individual piece of furni-
ture in shop fittings or living 
rooms, according to the com-
pany. For more, visit www.
rehau.com.

7
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CRESCENT TOOLS presents the Ex6 Layout Square that provides the functionality of a 
7” square and a 12” square in one tool. This is accomplished with a patent-pending foldout 

extension arm. An easy-to-access thumb lock makes it easy to swing the extension arm out and 
then lock it back into place. Made from solid, lightweight aluminum, the laser-etched markings 
and corrosion-resistant finish provide greater visibility that won’t fade over time, according to 
the company. The Ex6 sells for $27.50. For more, visit www.crescenttool.com.

LAMELLO USA a division 
of Colonial Saw, is adding 

the M6 to its Cabineo family of 
connectors. Available in either 
white or black, it features an inter-
nal, galvanized M6 threaded bolt. 
The Cabineo M6 may be bolted 
directly into metal components, 
or a threaded, helical insert may 
be used in solid wood or sheet 
goods such as particleboard, HPL 
or pheniloc resin. The insert may 
also be used as a through con-
nection on shared partitions. For 
more, visit www.lamello.com.

7

7
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Organizations sponsoring meetings, 
classes or shows of interest to pro-
fessional or hobbyist woodwork-
ers are invited to submit items to: 

Calendar, Woodshop News, 10 Bokum Road, 
Essex, CT 06426; editorial@woodshopnews.com.

Include name, dates, location, description of 
event and a contact address or telephone num-
ber. Calendar items, which should be typed or 
printed clearly, must be received a minimum 
of 60 days before the event.

Please note that fees, as listed, might not 
include materials or shop fees. Check with a 
specific class for further details.

— Compiled by Jennifer Hicks

CALIFORNIA
Monthly — San Fernando Valley Wood-

workers meetings are held on the third Thurs-
day of each month at 7 p.m. at the Balboa Park 
Sports Complex, Gym Building, in Encino. 
www.sfvw.org

Monthly — Society of Wood Manufacturing, 
a chapter of AWFS consisting of educators, 
manufacturers, hardware and industrial sup-

pliers, and machinery dealers, meets during 
the second week of each month. For location 
and dates, visit www.awfs.org.

FLORIDA
Ongoing — The Dunedin Fine Art Center is 

offering six-week woodturning classes at its 
Cottage Campus taught by AAW professional 
member Tony Marsh for beginners and inter-
mediate-level participants. Full-day classes 
are held on Thursdays. Call 727-298-3322 or 
e-mail education@dfac.org.

Monthly — Woodcrafters Club of Tampa 
meets every third Thursday evening at 3809 
W. Broad St. in Tampa. www.tampawoodcrafters.
org

GEORGIA
Apr. 1-3 — 64th World of Wood Convention 

by the International Wood Products Asso-
ciation, featuring industry speakers, exhibitors 
and other events. Location: Hyatt Regency 
Savannah. www.iwpawood.org

ILLINOIS
Mar. 4-6 — Cabinet Makers Association Na-

tional Conference – 2020 Vision: A Clear View 
of the Woodworking Industry. Inspirational 
industry event featuring educational sessions, 
plant tours and networking opportunities. 

Location: Q Center at St. Charles. www.cabinet-
makers.org

INDIANA
Jan. 24-25 — 19th annual Midwest Tool 

Expo and Auction. Over 200 vendors display-
ing woodworking and construction equip-
ment in a new 100,000-sq.-ft. convention cen-
ter. Seminars on both days. Location: Michiana 
Event Center in Shipshewana. www.midwest-
toolexpo.com

MAINE
Jan. 13 – March 6 — Eight-week Turning In-

tensive program with Beth Ireland. Designed 
to prepare woodworkers for successful careers 
as professional woodturners, and also open 
to amateurs who wish to bring their work up 
to a professional level.  Location: Center for 
Furniture Craftsmanship in Rockport. www.
woodschool.org

MARYLAND
Monthly — The Howard County Wood-

workers Guild meets the first Saturdays of 
the month at the Bain Senior Center at 5470 
Ruth Keeton Way in Columbia from 9 a.m. to 
12 p.m. Open to all those working in wood. 
For information, email Manny Flecker at 
aaron0641@hotmail.com. 

CALENDAR

DURABLE. SMOOTH.
BOTH, ACTUALLY.
The Accuride 3832 family of drawer slides from Häfele has something 
for every application. Whether you’re looking for a classic, self-close, 
easy close, touch release, detent out or over travel – these slides 
have it with 100 lb. weight capacity. The Accuride 3832 slides are 
tried and true, making them perfect for your next project.

LET OUR EXPERTS HELP GET YOUR NEXT
PROJECT STARTED!
Online & Livechat: www.hafele.com/us
Phone: 800.325.6202  |  Email: experts@hafele.us

CALL TODAY LIMITED TIME OFFER RETAIL ONLYCALL TODAY LIMITED TIME OFFER RETAIL ONLY
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NEVADA
Jan. 21-23 — International Builders’ Show 

and Kitchen & Bath Industry Show. Location: 
Las Vegas Convention Center. www.ibs.org or 
www.kbis.org

NEW YORK
Monthly — The Woodworkers of Central 

New York hold meetings on the first Thursday 
of each month at 6:30 p.m. at the Belgium Cold 
Springs Fire Department in Baldwinsville. 
www.woodcny.org

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

NORTH CAROLINA 
Monthly — Triangle Woodworkers Asso-

ciation meetings held on the third Tuesday of 
each month at 7 p.m. at Klingspor’s Wood-
working Shop in MacGregor Village in Cary. 
www.trianglewoodworkers.com

Feb. 21-23 — 33rd National Arts & Crafts 
Conference. Thousands of Arts and Crafts 
enthusiasts gather for seminars, workshops, 
exhibits and more. Location: Omni Grove Park 
Inn in Asheville. www.arts-craftsconference.com

SOUTH CAROLINA
May 5-8 — 2020 Woodworking Industry 

Conference. Jointly sponsored by the Wood-
working Machinery Industry Association and 
Wood Machinery Manufacturers of Ameri-
ca, the event features business development 
sessions, professional and personal net-
working opportunities, and more. Location: 
Wild Dunes Resort in Charleston www.wood-
workingindustryconference.com

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

VIRGINIA
Jan. 16-19 — 22nd annual Working Wood 

in the 18th Century at Colonial Williamsburg. 
Themed “Down the Great Wagon Road: Fur-
nishing the Southern Backcountry”, the con-
ference will explore a diverse legacy of crafts-
manship with presentations and workshops 
from craftspeople and scholars. Location: Wil-
liamsburg Lodge. www.colonialwilliamsburg.
com

The Country’s Largest Selection 
of Unique Slabs and Burls

Sheffield, Mass 
413-229-7919

BerkshireProducts.com

Berkshire
 Products

THE FUTURE WAY TO SPRAY, TODAY!
 

NO AIR MAKE UP NO STACK NO ROOFING

NO HEAT LOSS NO DUST NO OVERSPRAY 

GREEN ENERGY    90 % LESS EMISSION!

call us at (646) 696-0809
OR VISIT WWW.VENTLESS.CA
 Sold Everywhere From New York To LA

THE FUTURE WAY TO SPRAY, TODAY!
 

NO AIR MAKE UP NO STACK NO ROOFING

NO HEAT LOSS NO DUST NO OVERSPRAY 

GREEN ENERGY    90 % LESS EMISSION!

NO AIR MAKE UP
NO STACK
NO ROOFING

NO HEAT LOSS 
NO DUST
NO OVERSPRAY

Call us at (800) 666-8174 or visit www.ventless.ca

Sold everywhere from New York to LA

GREEN ENERGY 90% LESS EMISSION!

THE FUTURE WAY TO SPRAY TODAY!

VENTLESS LLC.
GO VENTLESS!

New York - Toronto

CALENDAR

17 new WCA Evaluators 
in Wisconsin

Seventeen more educators completed 
their Woodwork Career Alliance Skill 
Evaluator Training at Madison College 
recently. These teachers are now certi-
fied to award WCA Credentials to their 
students. 

Wisconsin has the highest concentra-
tion of Accredited Skill Evaluators in 
North America. Spurred on by fund-
ing from the Wisconsin Department of 
Workforce Development, high schools 
in the state can receive up to $1,000 per 
student for each credential awarded. 

“Interest in the Woodwork Career 
Alliance is accelerating,” stated WCA 
President Scott Nelson. “Teachers see 
the positive benefits in aligning their 
curricula to industry standards and tak-
ing advantage of the many resources the 
WCA has to offer.”

For more information, visit www.
woodworkcareer.org.
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Your customers do, too.

Do you see 
this ad?

Place your ad here.
Call 1-800-444-7686 x 242

Vacuum Supplies

Veneers

Spray Booth

Services

THE FUTURE WAY TO SPRAY, TODAY!

NO AIR MAKE UP NO STACK NO ROOFING

NO HEAT LOSS NO DUST NO OVERSPRAY

GREEN ENERGY 90 % LESS EMISSION!

call us at (646) 696-0809
OR VISIT WWW.VENTLESS.CA
Sold Everywhere From New York To LA

THE FUTURE WAY TO SPRAY, TODAY!

NO AIR MAKE UP NO STACK NO ROOFING

NO HEAT LOSS NO DUST NO OVERSPRAY

GREEN ENERGY 90 % LESS EMISSION!

NO AIR MAKE UP
NO STACK
NO ROOFING

NO HEAT LOSS 
NO DUST

Call us at (646) 696-0809 
or visit www.ventless.ca

                    introducing
VENTLESS spraybooths

NO FUMES 
Call us at (800) 666-8174 
or visit www.ventless.ca

Pumps

Quality VAKuum Products, Inc.

74 Apsley St. Hudson, MA 01749

Phone (978) 562-4680 Fax: (978) 562-4681

Toll Free 800 547-5484

Vacuum Press

www.qualityvak.com

Bags

Electric

Pneumatic

Frame Presses

Professional automatic pneumatic systems

with 4’6“ x 8’6” bag from $625

Presses

www.qualityvak.com

 superior

 veneer

www.superiorveneer.com
ph:855.940.7827  fax:812.941.8780

1819 Dewey St. New Albany, IN 47150

1/16” Artisan Thick domestic & 
exotic veneers

Artisan Thick Artisan Thick 

exotic veneers

Superior VeneerSuperior Veneer

Available as:
Face
Paperbacked
MDF, Particle Board, Veneer Core
substrates 

4 x 8 & 4 x 10
5 x 8 & 5 x 10

Hardwoods

Lumber

WOODSHOP
NEWSShaping the Successful ShopTM ®

VISIT THE 
ALL NEW 

2019 

RESOURCE 

GUIDE
resourceguide.

woodshopnews.com

WOODSHOP
NEWS

®

Place 
your 
AD 
here!

CALL
1-800-444-7686 

ext. 242

Rare Highly Figured 
Claro Walnut

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

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

winelandwalnut@gmail.com
www.winelandwalnut.com

L.L. JOHNSON LUMBER MFG. CO.

CHARLOTTE, MI
SOUTH BEND, IN

EVERYTHING
FOR THE WOODWORKER

HARDWOODS
SOFTWOODS
EXOTICS
PLYWOOD
TOOLS theworkbench.com

800-292-5937

(207) 364-1520
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Find everything you need to build your 
dream wood home — all under one roof!

Meet with the industry’s foremost log and timber home producers. See first-hand how various building systems are constructed.

Visit www.LogHome.com/shows to find a show near you!

presented by
BECOME A KNOW-IT-ALL!

Attend our Log & Timber University for detailed, step-by-step instructions  
on budgeting, planning and building your dream home. 

The course is $95 per person or $129 per couple (plus $30 for each additional attendee  
with the group). This fee covers the Course Guide, a comprehensive textbook to guide you  
through the entire homebuilding process; a notepad and assorted log & timber magazines;  

continental breakfast or snacks; plus FREE Lifetime Alumni Pass to the Log & Timber Home Shows.  
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Top of their class

Portable sawmill owners who’ve built their dream woodworking projects 
were recognized by Wood-Mizer’s 2019 Personal Best Contest. 

The biannual contest is open to any Wood-Mizer sawmill owner in North 
America interested in competing for their share of $20,000 in prize credits. First-, 

second- and third-place winners were recognized in eight categories, including Homes, 
Small Homes, Barns, Small Barns, Interior, Exterior, Creative Showcase and Goodwill. 

The contest received nearly 200 entries.
“Every year, we continue to be amazed by the creativity and craftsmanship of 

Wood-Mizer sawmill owners all over the world,” says Darryl Floyd, Wood-Mizer’s 
North America president. “Congratulations to every sawyer who has accomplished 
their dream of building a project or business with a Wood-Mizer.”

For more photos, visit pbest.woodmizer.com. 

60 Grit                            Rough humor by Steve Spiro

Award winners included (clockwise from top left) Stephen Antony of Hackensack, Minn. 
(Interior Projects); Russell Jacobs of York, Pa. (Small Homes & Cabins); Tim Lavelle of 
Athens, Ohio. (Exterior Projects); Daniel Goldstein of Scottsville, Va. (Large Barns & Ga-
rages); Wayne Quibell of Wilberforce, Ontario (Homes & Major Structures), and Milo Scott 
of Rifton, N.Y. (Goodwill).






