
2012 Advertorial Program

CONTROL YOUR EXPOSURE THROUGH OUR MIXED-MEDIA ADVERTORIALS
These Print + Digital Special Sections offer an estimated exposure  

of over 100,000 readers, via integrated, year-long, promotions

Print – E-Mail – Website

HOW IT WORKS:

1.  Our writer will take your information (documents, phone calls) to generate the 

write-up, of which the marketer (you) will have final approval.  The writer is tasked with  

creating the section to have the same voice, theme and style, throughout - the mar-

keter (you) will control the factual content.  This will be a special section within the 

pages of our monthly issue.

 Distribution in print - 40,000 (with pass along - 70,000 total print readers)

2.  The advertorial section will then be re-created, digitally (live links and embedded 

video added).  This digital section will then be sent to our 20,000 opt-in e-mail readers, 

roughly 3 weeks after the issue releases.

 Distribution - 20,000 v

3.  The section will then be posted as a reference piece in our Special Maketing 

Section on our Web site, linked from the home page, for one year.

 Distribution via click-throughs - estimate 30,000
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March                   “Making the best cabinets & furniture”    1/24

May                       “Portability – working the job site”  3/24

September         “The Finishing Touch”  7/25 

November          “Retooling for 2013”  9/26

SCHEDULE Deadline

CONTACT INFORMATION

ALEX ROBERTSON
(860) 767-3200 Ext. 284, Fax (860) 767-1048

E-mail:  alex@woodshopnews.com

AK, AR, DC, DE, ID, KS, KY, LA, ME, MD, MA,  
MI, MS, MO, MT, NE, NH, NY, NC, ND, OK, RI,  

SC, SD, TX, UT, VT, VA, WI, WV, WY

RORY BEGLIN
(860) 767-3200 Ext. 242, Fax (860) 767-1048

E-mail:  rory@woodshopnews.com

AL, AZ, CA, CO, CT, FL, GA, HI, IL,  
IN, IA, MN, NJ, NM, NV, OH, OR,  
PA, TN, WA, & all international

*20% savings for running an additional ad in the main issue – Quarter page minimum

Advertorial Spread full page ad + full page Advertorial $4,800 net

Advertorial Full Page no ad $2,900 net

Half & Half half page ad + half page Advertorial $2,700 net 

Advertorial Half no ad $1,700 net
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Compiled by BHSW Inc.

Ben Franklin’s adage, “a penny saved is a penny earned,” can be es-

pecially relevant during an economic recovery, when every cent counts.

In fact, the saving is more than a penny, because the money has already

been taxed. And as businesses need to sell several dollars in products or

service to see $1 of net profit, a penny saved is really a whole pocket full

of change earned. One dollar in cost savings can be worth $7 or $8 in

sales. Those savings come in many forms. 

Some of the most effective are ways that make existing machinery

more efficient, software upgrades that help optimize materials and

time, and adding value to existing products where much of the invest-

ment has already been made.  

Woodshop News has invited several companies to illustrate how

their products can maximize your workshop space, time, work flow,

margins and profitability.  

www.americanfabricfilter.com  .  .  .  pg.42

www.epiloglaser.com  .  .  .  .  .  .  pg.44

www.kcdsoftware.com  .  .  .  .  pg.40-41
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Expanding its Ironwood line of machines
Stiles Shop Solutions, a division of Stiles Ma-

chinery, has expanded its Ironwood line of ma-
chines for the elite craftsman and small shops. Any-
one who has attended IWF and AWFS recognizes
Stiles as a large CNC manufacturer under brand
names such as Weeke, Holzma, HoIma, Altendorf
and many more. In 2009, the company introduced
Stiles Shop Solutions for the smaller shop with bor-
ing and drilling equipment, and straight-line rip
saws. Now the company has added five shapers,
two planers and two jointers.

“The beauty of this Ironwood program is one of
the driving factors focuses not only on the future
customer, but also the future of our company,” says
Chris Dolbow, Ironwood’s product manager. “If we
can reach these smaller woodworking shops and
the smaller guys with our shapers, jointers and plan-
ers, we can bring them to the next phase that, in
four years from now, maybe they’re looking at a
CNC router. And then maybe five years from then
they’re looking at a larger CNC system. Whatever it
may be, it allows us to introduce ourselves to the op-
erator and a customer in a shop earlier in their pro-
fession and allows us to grow with them.”

Among the nine new machines are five shapers,
ranging from a 5-1/2-hp, five-speed model with an in-
terchangeable spindle to a 10-hp, six-speed machine
with a 40 GB hard drive for storing motorized controls
of spindle height, tilting angle and infeed fence.

“A lot of people look for shapers in a lot of differ-
ent configurations,” Dolbow says. “We want to come
in at a competitive price point. The FX550 entry-level
model is in the $5,000 price range. We wanted to
make sure that we had half the series of equipment
under the $9,000-to-$10,000 range and we also had
the higher end — the HSK, the CNC models — for
the higher-end customer. They are meant to be de-
pendable machines.”

The jointers added to the Ironwood line are a 5-
hp, 12" machine and a 7-1/2 hp, 16" model. Each
machine comes standard with a spiral cutterhead
with carbide inserts.

“With the jointers, we really wanted to beef them
up, make sure they were heavy duty, that they could
offer smooth cutting during these intense operations
when working with the raw lumber and raw material.
The jointers have cast-iron tables, a heavy-duty steel
base, spiral cutting system, the parallelogram table
design that allows the operator to keep the table
traveling in the same arc as the cutting circle, and
maintaining the clearance between the table fingers
and the cutterhead.”

The jointers also offer an interchangeable cutter
guard. The machines are delivered with the standard
European-style phenolic bridge guard that pulls out
of the way and allows the operator to walk around
the machine quicker. In addition, they include an in-
terchangeable version of the more traditional spring-
loaded swing-away guard, a steel guard that is more
familiar to the American woodworker.

Two planers round out the new offerings, including a
7-1/2-hp, 20" wide model and a 10-hp, 24" wide ma-
chine. The planers have a cast-iron base constructed
with four jack screws. Standard features include a seg-
mented infeed roller and chip breaker, outfeed pres-
sure rollers, anti-kickback fingers, spiral cutterhead,
variable-feed speed controls and digital controller.

Dolbow admits that the Ironwood brand is a
change in the company’s philosophy, although there
is absolutely no intention of abandoning any of its
CNC machinery lines.

“It is a big switch. When I started building this pro-
gram a couple of years ago, there were a lot of ob-
stacles I had to get around and let people in here
know that this will work. There are a lot of suppliers
and a lot of other brands out there right now, but we
have the support and a lot of capabilities that our
competition does not.

“We’re expanding our capabilities and we’re in-
vesting in the future of our industry and our cus-
tomer. We’re trying to introduce ourselves at an ear-

lier point. The marketplace at this level deserves all
equipment at an affordable price tag, but they also
deserve the support. The sooner we can get that
customer to understand the capabilities, the offer-
ings and the value of Stiles, the more we can help
them grow to the next level — and that depends
whether they want to grow to the next level or
whether they are content where they’re at.”

Stiles Shop Solutions, a division of Stiles Machin-
ery, has expanded its Ironwood line of machines for
the elite craftsman and small shops. Anyone who
has attended IWF and AWFS recognizes Stiles as a
large CNC manufacturer under brand names such
as Weeke, Holzma, HoIma, Altendorf and many
more. In 2009, the company introduced Stiles Shop
Solutions for the smaller shop with boring and
drilling equipment, and straight-line rip saws. Now
the company has added five shapers, two planers
and two jointers.

The beauty of this Ironwood program
“The beauty of this Ironwood program is one of

the driving factors focuses not only on the future
customer, but also the future of our company,” says
Chris Dolbow, Ironwood’s product manager. “If we
can reach these smaller woodworking shops and
the smaller guys with our shapers, jointers and plan-
ers, we can bring them to the next phase that, in
four years from now, maybe they’re looking at a
CNC router. And then maybe five years from then
they’re looking at a larger CNC system. Whatever it
may be, it allows us to introduce ourselves to the op-
erator and a customer in a shop earlier in their pro-
fession and allows us to grow with them.”

Among the nine new machines are five shapers,
ranging from a 5-1/2-hp, five-speed model with an in-
terchangeable spindle to a 10-hp, six-speed machine
with a 40 GB hard drive for storing motorized controls
of spindle height, tilting angle and infeed fence.

The jointers also offer
The jointers also offer an interchangeable cutter

guard. The machines are delivered with the standard
European-style phenolic bridge guard that pulls out
of the way and allows the operator to walk around
the machine quicker. In addition, they include an in-
terchangeable version of the more traditional spring-
loaded swing-away guard, a steel guard that is more
familiar to the American woodworker.

“We’re expanding our capabilities and we’re in-
vesting in the future of our industry and our cus-
tomer. We’re trying to introduce ourselves at an ear-
lier point. The marketplace at this level deserves all
equipment at an affordable price tag, but they also
deserve the support. the more we can help them
grow to the next level whether they or whether they
are content where they’re at.”

“It is a big switch. When I started building this
proThere are a lot of suppliers and a lot of other
brands out there right now, but we have the support
and a lot of capabilities  competition does not.

“We’re expanding our capabilities and we’re in-
vesting in the future of our industry and our cus-
tomer. The marketplace at this level deserves all de-
serve the support. The sooner and that depends
whether they want to grow to the next level or
whether they content where they’re at.”

For information, visit  www.stilesshop.com.
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We’re expanding
our capabilities and

we’re investing in the
future of our industry

and our customer.

The Ironwood FX750 shaper.

Stiles Expands Its 
Ironwood Brand
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Fusion legs combine  
decorative wood and  
metal elements

Georgia-based Osborne Wood Products, 
Inc. is introducing a new line of table legs, 
aptly named Fusion, which combines both 
decorative wood and metal elements. The 
company has been providing professional and 
hobbyist shops with table legs, island legs, cor-
bels, bun feet and moldings since 1979. This 
new product line represents a patent pending 
design concept that has been in development 
for some time. Now the first two products are 
available: the Electra (Part #2411) and the So-
laris (Part #2410). 

The Electra is a highly shaped square leg 
that is composed of a four-sided metal element 
positioned between the upper block and the 
lower shaft of the leg. The leg finishes with a 
second metal element that serves as the foot. 
Shops can select from a variety of eight wood 
types and five different metal finishes to create 
a unique leg. The Electra is available in 34-1/2” 

and 35-1/2” heights.
The Solaris is a 

square leg that is com-
posed of an oval metal 
element positioned be-
tween the upper block 
and the tapered shaft 
of the leg. Here, there 
are nine wood types 
and five different met-
al finishes available. 
Heights are the same 
as the Electra.

Osborne’s design 
goal was to create 
a new leg style that 
combines both classi-
cal and contemporary 
aesthetics. The new 
Fusion line achieves 

this in several ways. The leg designs maintain 
profiles that reflect traditional origins, but they 
avoid a strident appearance by including metal 
elements as part of the design. 

The mixing of wood and metal itself is a de-
sign concept that has strong associations in 
several periods of classical furniture such as 
the bronze dore (gilt) mounts associated with 
formal pieces in the Louis XV style. Gilding, 
which has risen to favor during numerous 
periods, is a way of applying metal on wood. 
The Fusion Line’s design, created by Osborne, 
is more nearly reflected by Directoire pieces, 
however, where metal mounts were often 
used at the knee and foot of fluted legs. Even 
so, no one would confuse a Fusion Leg with 
any of its antecedents. It is distinctly twenty-
first century. 

Osborne has added two new videos to The 
Video Center on their website, one showing the 
design of these legs and a second showing how 
to disassemble them for wood finishing (to 
protect the metal), and then reassemble them 
when the finish is dry. 

Osborne Wood Products, Inc
Phone: 800-849-8876
E-mail: info@osbornewood.com 
Website: www.osborneparts.com
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Arguably the most versatile 
sander on the planet

A superior finished product is heavily de-
pendent on a terrific sanding job.  Since the fin-
ish is what a customer sees first, all the other 
effort put into building the end product is for 
naught.  The sanding job needs to be flawless, 
something the engineers at FESTOOL recog-
nized when they sat down to reinvent the tools 
to make it happen. 

The result is the Rotex family of sanders, 
multi-function tools that are nothing less 
than essential to any shop aiming to build the 
best.   The Rotex switches seamlessly from an 
aggressive rotary sander to a 
random orbit finish sander 
with the press of a button, 
allowing the user to work 
both quickly and effi-
ciently towards the 
perfect finish.  

In gear-
driven ag-
g r e s s i v e 
mode, the 
Rotex trans-
forms rough 
surfaces with 
startling power; 
stripping stubborn 
paint and removing 
material much like a grind-
er. With the press of a button, the 
Rotex seamlessly transforms from aggressive 
mode to feather-touch random orbit, creating 
sensationally smooth finishes with ease.  In 
tune with the vac’s suction control, the sander 
“floats” on the surface, enabling quick progres-
sion through higher grits, with no swirl marks, 
low vibration... and virtually zero dust.

But there’s no point in re-sanding the waste 
you’re removing. Each Rotex sander was de-
signed for highly-effective dust removal, criti-
cal for removing spent abrasive and dust that 
otherwise continue to grind into the mate-
rial surface. Working cleaner significantly im-
proves the life-expectancy of the sander as well 
as the efficiency of abrasives, not to mention 
the quality of a shop’s work environment.  

While the aggressive, gear-driven mode 
makes quick work of tasks normally performed 
by a belt sander, the same rotary function can 
deliver silky smooth surfaces when used for 
polishing.  Equip the Rotex with a polishing 
pad to achieve the ultimate polished finish, on 
virtually any surface. 

A vital component of any effective sanding 

system, Festool’s award-winning dust extrac-
tors are an excellent addition to any shop in 
their own right.  Effective dust extraction can 
shave countless hours off a busy workweek, 
whether for sanding, sawing or just about any-
thing else.

Three sizes of Rotex are available, each 
backed by a complete assortment of Festool 
abrasives, pads, and polishing accessories. The 
Rotex RO 90 3-1/2” sander is ideal for sand-
ing casework and furniture, packing 400 watts 
of power into a lightweight 3.3 lbs.  In addi-

tion to rotary and random orbit modes, the RO 
90 is distinguished by its simple and tool-less 
conversion from a round pad sander to a tri-
angular, detail sander in just seconds. In detail 
mode, you can reach into corners and tight 

crevices for a consistent, even finish over the 
entire surface, a task that normally requires 
two or more traditional sanders.  

The Rotex RO 125 5” sander follows, with 
500 watts of power (5/8 HP).  Despite the mus-
cle, it too is relatively light (4.4 lbs), making it 
ideal for extended use or for overhead work.  

Next, the Rotex RO 150 6” sander features an 
impressive 720 watts of power (9/10 HP) for 
tackling broad surfaces and tough materials or 
finishes. Though it’s well-suited for processing 
large panels, it ensures exceptional results in 
each of its respective modes: as a rotary sand-
er, random orbit sander or even as a polisher.  
With the Rotex RO 150 in hand, the profession-

al woodworker or car-
penter could easily 

leave that heavy 
belt sander, 
the old orbital 
sander and pol-

isher all in the 
truck, or bet-
ter yet, in the 
for sale pile.

As far as 
a b r a s i v e s , 

your best 
results will 

be achieved in 
the shortest time 
when you prog-
ress through the 
full range of grits. 

With minimal space 
between grits, the sand-

ers will do the hard work, 
delivering better surfaces in less 

time while extending the life of the abrasive 
discs.  Though adding steps to save time seems 
counterintuitive , it is true. 

The company is so confident that their sand-
ers have a vital place in every shop’s sanding 
regimen, they’re offering a no-hassle, 30-day 
money back guarantee! Give one of the Rotex 
sanders a try and if you’re not blown away, 
you’ll get a full refund less shipping costs, if 
applicable.  Each sander is backed by Festool’s 
commitment to manufacturing the highest 
quality woodworking tools on the planet, a 
commitment support by a three-year warranty.

 For more information on Festool’s line of 
Rotex sanders, plus abrasives, visit rotex90.
com.  And for more information on their line 
of HEPA-equipped dust extractors, and acces-
sories, visit  http://hepa.festoolusa.com/ 

FESTOOL USA
Phone: 888-337-8600
Website: www.festoolusa.com 
Contact page: www.tinyurl.com/3mrww4l
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The Thinnest Carbide-Tipped 
Saw Blade In The World

If part of a woodshop’s plan for retooling is 
to save material, reduce energy consumption, 
cut down on airborne dust, lower the 
decibels in the shop, and do 
all this with a single table 
saw upgrade, then it’s 
time to take a look 
at the thinnest 
cutting carbide-
tipped 10” table 
saw blade in 
the world. The 
Micro-Kerf 40 is 
manufactured in 
Wisconsin by To-
tal Saw Solutions, 
and all of the manu-
facturing components 
– from the steel to the 
packaging – are purchased 
right here in the USA.

This superb blade is built using the most so-
phisticated robotic machinery in the industry, 

virtually eliminating human error. It replaces 
over twenty different styles and thicknesses 

of 10” table saw blades, essentially 
does away with sanding, has 

the ability to cut paper 
thin strips of wood and 

cuts through knots 
with ease. Cuts are 

as thin as a dime 
(.062k). The 
plate is fully 
hardened, laser 
cut, precision 
ground, and 

tensioned with a 
run-out that is less 

than half the thick-
ness of a human hair.
This remarkable blade 

also has a built in dampening 
system that reduces vibrations, 

making cuts quieter and more precise, and 
thus causing the saw blade to remain sharper 

longer. The dampening system also acts as a 
heat sink. 

The Micro-Kerf 40 comes with a 90-day mon-
ey back guarantee and, because of the quality 
of its steel, it can be re-tipped many times. It 
can also be sharpened ten to fifteen times, and 
the cost to have the factory do it (recommend-
ed) is just $20 and takes about a week.

The goal of Total Saw Solutions is to stand 
behind America’s craftsmen and deliver the 
level of quality shops need in a saw blade. 
The company’s ability to sharpen and repair a 
shop’s old blades (most brands, not just their 
own) is a big part of that. They’re not interested 
in being the biggest manufacturer of table saw 
blades, just the best. That’s why the Micro-Kerf 
40 was developed as an all-purpose blade for 
hardwoods and softwoods, and the best choice 
for both glue-line ripping and crosscutting ap-
plications. It was specifically designed for solid 
wood cutting applications.

The Micro-Kerf 40 comes with an instruction-
al DVD that includes videos.

Total Saw Solutions, Inc. 
Phone: 800-773-3133
E-mail: sales@totalsawsolutions.com
Website: www.totalsawsolutions.com
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