| Shop Snapshot|

| Cabinet Shop Inc.

Proprietor: Raymond
James

| Primary products:
Custom commercial

cabinetry

Number of employees: 6

Shop size: 6,500 square feet

Key equipment:

» Busellato Jet Optima C| CNC
machining center

» Omal HBD 1300 boring, gluing
and dowel machine

inch case clamp

» Planit Cabinet Vision software

GabinetMaker snop visit

Company name: James

il Location: Matthews, Ga.

» Bonacin Closer N2500 FMC 30-

> Mayer PSSZ |05 3800 panel saw

By Peter Hildebrandt

hen the economy soured,
the James Cabinet Shop
in Matthews, Ga., felt the

pinch like everyone else. But owner
Raymond James had already put in
place three important business strate-
gies that helped him stay ahead of
competitors. He has long-term dedica-
tion to improving efficiency that has
led to automated production. He has
been careful to keep the shop from
growing too fast or too large to man-
age well. And he has fastidiously kept
the shop's debt as low as possible.
James feels that a lot of times
businesses grow real big, get a lot of
people on board, end up getting into

too much debt, and then have to bail-

out. In the long run too much debt
can make it tough to survive.

Fast and square — A key part of the
move to automation at the James Cabinet
Shop is this Bonacin Closer 30-inch case
clamp, left, which speeds box assembly and
glue-up.

Efficiency happens

Automated production, rightsizing and low debt
protect shop in down economy

“When you put your money back
into your shop, then you have it for
the tough times,” he says. “I feel
like that's the best formula for this
economy.” James has watched some
of his younger competitors spend a
lot of money buying new trucks. He
drives old trucks and invests in new
equipment that makes it possible to
do more work, but with the same
number of employees.

March to automation

The James shop was already on
the road to more efficiency before the
economy tanked. They began buying
new equipment, including a CNC
router, when things were going well.
Key equipment includes a Busellato
Jet Optima C1 CNC machining center,
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Father and son — Raymond
James and his son Brandon go over
project plans. They use Cabinet
Vision software lo create designs
after getting basic layouts.

an Omal HBD 1300 boring, gluing
and dowel machine, a Bonacin Closer
N2500 FMC 30-inch case clamp and a
Mayer PS9Z 105 3800 beam saw.

To learn how to use their CNC
equipment they went to North
Carolina for a week of training.
When their beam saw was installed,
trainers came Lo the shop. “This
equipment is easy to use once it's
all programmed,” says James' son,
Brandon, who has taken a lead role
in the new technology. They bought
all their equipment from Delmac Ma-
chinery Group. They were introduced
to them by Marco Canducci, a con-
sultant headquartered in Atlanta, Ga.
James gives credit for his efficient,
organized shop to Canducci.

“He's never sold us any equip-

Investment in the future — james started buying automated equipment
like the Busellato Jet Optima CNC machining center before the economy tanked.
He says that has helped him compete in tough times.

From humble beginnings

to modern shop

en you first pull up to
the James Cabinet Shop

in Matthews, Ga., you see a tidy,
well-kept yard and attractive
brick home with an inviting pond
out back that fits well with sev-
eral buildings, hinting at the fact
that not everything here is about
manufacturing.

Owner Raymond James grew
up in the house across the road
and now lives in a house he built
next to his shop. Originally his
family farmed 1,200 acres, but
James' father also did home con-
struction. Early on James helped
with remodeling work. “| told my
father that if he would buy me a
nail gun and a Tech Saw | would
start building cabinets for him,”
says James. “That’s basically how

ment we didn’t need and has really
helped our company to get where we
are,” says James. “I don't care how
good a piece of equipment you might
have, it is no better than the sup-
port and tech support or service you
are receiving,” adds James. “That's
the thing with Marco Canducci and
Delmac: their support is a critical link
in completing the package.”

Managing resources
Brandon recently graduated
from Georgia Southern University
in Statesville, Ga., with a degree in
construction management. What he
found most useful in his course work
was learning how contractors deal
with subcontractors. But one of the
most valuable lessons he's learned
from his dad, is that when you come
into money it's important not to just
blow it: you must be very careful
and be ready. The recent economic
downturn hit the construction indus-
try especially hard — and fast.

| started.”

James’ first shop was 24 feet by
40 feet in a space formerly used
for mechanical supplies. James
started to hire men to work in
the cabinet shop, and eventually
ended up with six employees.
James built all the buildings he
uses for his work, and has dealt
with the challenges arising from
his business for over 30 years.

The shop went from resi-
dential to commercial some
|5-18 years ago and recently
added CNC automation to the
6,500-square-foot operation.
James says they've had the oppor-
tunity to go a lot bigger, but they
decided instead to stay the same
size and simply do what they
could do and still be satisfied.

“The old saying, ‘make hay while
the sun’s shining and then save it
for a rainy day’ has turned out to be
good advice in these tough times,”
says Brandon.

When the economy went down
they were still able to hold their
own. “We have some good contrac-
tors who know us, and we've done
work for them in the past. We keep
our quality consistent and keep our
price down as much as we can,” says
James. “We're Christian people and
don't cheat anybody out of anything
and we'd rather give than take from
anybody. I give people their money's
worth and always do something ex-
tra for my customers, whatever that
might be. It's a small way of saying
‘thank you' and is something we've
always tried to do.”

Despite the economic slowdown,
they've been able to avoid laying
anyone off, although they have cut
back on the usual 40 hours per week.
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Know your niche

Much of the James' shop’s
commercial cabinet work is office
cabinetry for the medical industry.
James works from a layout to design
the cabinets. Their Cabinet Vision
software helps the professionals they
deal with to visualize in 3-D what
the finished product will look like.

They face the challenge of com-
peting with larger cabinet manufac-
turers. One job they've just started
involves 132 apartments. Mass-pro-
duced cabinets could just as easily
be used on this project, but those
involved also want the “look” that
James Cabinet Shop produces.

“We make our cabinets it your
job,” says James. “You may pay some
more money for our product, but
we still hand-finish all our cabinets,
spraying them in our finishing area.”

The shop also insists on installing
all their cabinets. James says that no

New technology — Brandon James stands at the controls of the shop’s
new Omal boring, gluing and dowel machine. Brandon has taken the lead role
in automation efforts at the shop.

Advice for other shops
The James shop takes up just
6,500 square feet, all of it clean and
organized. When you walk into a suc-
cessful shop like that, it's hard not to
ask for advice for others in the indus-
try. James is humble and helpful in his
answers: “We keep things clean, we
don't use a lot of space — our shop is
very small —but we get the job done.

matter how good your finished prod-
uct is, if the cabinets are not installed
right, the effort can end up wasted.
Most of their installation work
takes place within drivable distances
of their shop, including Augusta and
Atlanta. Business comes chiefly by
word of mouth. There are signs that
building is picking up a bit in the re-
gion, as they bidding more jobs now.
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Why do more woodworkers choose Cabinet Vision than any other software?

Cabinet Vision does everything you would expect from the industry's first and most complete automated engineering software,
including cutlists, material requirements, shop drawings, photo-realistic renderings, dovetail drawers, and much more.

« Screen-to-Machine™ — Produce G-Code for any CNC machine
+ Bridge Nesting — 30% more productivity with no quality loss

+ Total part control — Size it, shape it and machine it

* Seamless integration with Alphacam — The #1 CAM software

« Automated engineering — Meets AW| Premium Specifications

= Grain matching — For nesting and rendering

+ Electronic support system — Join thousands of forum users and
support technicians 24 hours a day
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Finishing touch — Attention
to detail and hand finishing set
James cabinets apart and allow the
company to compete with mass
manufacturers, says Raymond
James. The shop also installs its
cabinets itself.

Clean means an organized, efficient
and well-run business. We time our
jobs so we do them, load them, install
them and finish them in a well-orga-
nized manner.”

Knowing your limits is also
important to James. He knows what
jobs he's got coming up and keeps a
realistic view of what his shop can
produce. “I'm not going to take a
$400,000 job if T won't be able to com-
plete it,” says James. “I know what I
can do. I don't overwork the guys.”

James also is not about to bid low
to just get work. “We do what we
can do, but we don't give it away,” he
says. “We make a fair profit. Over the
years I've seen that just because you
make a lot of quantity doesn't mean
you are going to make more money.
My advice is, when you get paid for
a big job, pay your bills: don't act like
you're rolling in money. We have no
one knocking on our doors to be
paid something we owe them.”

James does not go out and bid on
everything he can. “It's important to
know how many jobs you are able to
handle at one time. You need to be
under some amount of pressure, but
there is a stress point where there is
too much for you to handle, a point
you do not need to reach. It's not
good; the quality drops and the qual-
ity of your thought pattern suffers.”

Miriam, James’ wife, takes care of
all the paperwork for the business.
James admits to earlier days of be-

Get information FAST from suppliers: http:/fcabinetmaker.hotims.com

ing a workaholic. In those times he
typically got only five or six hours of
sleep a night.

“Despite all the work, I still have
to tell anyone who will listen, don't
try to kill yourself in your work, and
please, enjoy your life. Life is short —
even at its longest.” O

For more information on products mentioned in this
article contact the companies below, or go to
abinetmakeronline.com
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Delmac Machinery Group, CNC
machining center, boring and doweling
machine, panel saw, case clamp
336.854.1211  www.delmac.com

Planit Solutions, Cabinet Vision software
800.280.6932  www.planit.com
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