The Tennessee
Turner
Volume II Number 3

A Message From the
Presidea:3t: Deryl Duer

Contents
President's Message
Announcements
February Instant Gallery
Demonstration Report
Which Galleries Are Right
Approaching Galleries
Talasi Mountain Wood
Meeting Info
Calendar of Events
As Seen on the Internet

o

1
2
3
4
5
6
7
8
9
9

March Meeting Agenda
7:00 Business Portion
7:10 Raffel Drawings
7:15 Instant Gallery
7:30 Demonstration Begins
This Month s Demonstration is a
presentation of Metal Spinning
by Dave Collier. Please see
Page #2 for a description of the
demonstration.
9:00 Meeting Adjourns

r

March 2003
May 2nd, 3rd, and 4th, we will be
participating in the 25th Annual
Tennessee Crafts Fair.
Demonstrations will be from
10am to 7pm on Friday, and from
10am to 6pm Saturday and
Sunday. Set-up will begin at 7am
on Friday.

I want to
thank everyone who
attended the
February
Saturday
More information about the event
turning
can be found at http://www.tenevent. I
nesseecrafts.org/tncfair.htm
.
believe that it I
was a great
2002 TA W President
We have received the acceptance
success,
Deryl Duer
of the following demonstrators for
because of the
our TAW symposium in August:
efforts of our club members that
were willing to help those who
1.
Frank Sudol
were seeking to improve their
2.
Lyle Jamieson
skills. Our next Saturday meeting
3.
Bobby demons
will be held on the 3rd Saturday
4.
Willard Baxter
in March. Please bring your ques- 5.
Dave Collier
tions and expertise to share with
others.
Details of their programs will be
made available next month.
On March 28th-30th, our club will
be taking part in The Wood
We will also be offering demonWorking Show, which will be held strations in basket weaving and
at the 1-24 Expo Center.
other crafts for the wives and
guests who want to experience
The show will provide the
something other than woodtuinTennessee Association of
ing.
Woodturners the following, free of
charge:
- Space on the exhibit floorlOxlO I encourage everyone to register
early for our August symposium!
- Draped tables with chairs
Registration forms and further
- One 500 Watt electrical outlet
- One day admission pass to all
details will be available at the
members staffing the booth each
March meetings, in April on our
day
website, and in our April newsletter.
Our Booth responsibilities are:
- Set up/tear down of display
- Staffing the booth during all
show hours
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TAW Announces the list of
Demonstratorsforthe 2003
Annual Symposiuml
by Ray Sandusky
The TAW is pleased to announce
that the slate of demonstrators for
the 2003 Symposium has been
confirmed. "This should be one of
the best Symposia ever sponsored
by the TAW" said Deryl Duer,
TAW President. " I just received
the a confirmation from our third
internationally recognized woodturning demonstrator."
In addition to showcasing the talents of our own Dave Collier, who
will be demonstrating the combined skills of woodtuming and
metal spinning, we have Frank
Sudol, and Willard Baxter. Each
of these turners have their own
special approach to turning and
have a broad artistic following.
Frank Sudol, best know for his
"Ribbons" vases is passionate
about capitalizing upon your own
creative genius to transform your
work into a showcase of creativity.
Willard Baxter will be demonstrating his special thread ehasing tool,
conduct the annual auction and set
up his Belmont Shop for sales.
Our own Dave Collier will conduet a full set of demonstrations
on making wooden forms on the
lathe and using those forms to
make metal vessels with metal
spinning tools and techniques.
Each demonstrator is a master at
their own area of specialty and a
unique personality in their presentation techniques.

"We are still awaiting the confirmation of 2 other master woodturners (they have been confirmed
- see page 1) to demonstrate at this
year's symposium" said Deryl.
"Either of these two gentlemen
will add a unique artistic dimension to the educational opportunity
the TAW symposium."
In addition to two full days of
demonstration rotations, there will
be a panel discussion, a slide presentation and an opportunity to
interact personnally with each of
these highly accomplished woodtuming professionals.
The TAW Syposium will be held
on August 22-24 at Arrowmont
Sehool of the Arts & Crafts in
Gattlinburg, TN.

Symposium Registration
Available at Next Meeting
Please see Bill Gray, Treasurer, to
register your intent to attend this
year's syposium at the next meeting on March 4.
If you plan to attend, you can register at the regular price of $90.00
until July 1. After the July 1 meeting, the price will be $100.00.
We are working on getting information on meal plans, lodging and
hotel rooms. That information will
be available at the next meeting as
well.
If you know you are going to
attend and would like to make
your own arrangements for lodging, you may call Arromont directly at 865-463-5860.
If you would like, I have made

arrangements with Johnson's
Motor Inn for a special nightly rate
of $55.00 plus tax for members
and guests of TAW. The telephone
number for Johnson's Inn is 865436-4881.
Arrowmont will also have meal
plans available at the time of signin on the weekend of the symposium. Personally, I have found the
food at the Arrowmont cafeteria
quite good for Breakfast and
Lunch. I have never eaten Dinner
thare, so I have no opinion on that
meal.

2 Basic Turning Tips
By Larry Hancock
First I will start with the best tip
I can think to give any turner. Seek
out the best tumers in your area
and leam hands on. There is no
better way to develop the needed
skills required to become good in
anything than to leam from the
best you can find in person. If it
means taking a drive of 200 miles
do it if at all possible, I do and
will continue doing so to keep
learning where I think the opportunity exists. Woodturners are the
most freely giving of their knowledge that I have ever met and I am
sure there will be someone that
can help you.
The second thing that will help
your tuming and requires only that
you take the time to do it regularly
is to keep your tool rest smooth
and nick free. Take a file and
smooth your tool rest followed by
a wipe with some wax, a candle
will do.
Safety Glasses or a Face Shield are
*Requiied Equipment* when operating a woodturnmg lathe or any tool
Remember to practice safety at all
timesi

February Instant
Gallery

Darold Kessler showed off a vase
he made from Splated Elm

Simon Levy presented two beautifully decorated pieces

John Lucas made a "puppet"

Ray Sandusky with a tall, convex
form made from Black Walnut

Andy Woodard with an offset bowl
made from a maple burl

Al Flatt presented a cookie jar
made from spalted maple

Dan Cranor made 2 rocking
chairs with turned parts

Brevard Haynes made a beautiful
coffee table with 3 part elipse legs

Marvin Smotherman used a very
old piece of Oak from a ships timber to mount a clock

Dan Caffey, at hisfirstmeeting
since his heart transplant, showed
us a block and gavel he made.

Ernest Sherrell turned a sphere
inside of an egg carved from a
solid piece of wood.

Alice Jensen made a bud vase at
the Open Turning Session on
1/18/03 at Deryl Duer s Studio

Please tadiig tbe itan }cu aza
most pmiti cf to next imith's
meting - we all vauM benefit
from seeing yaar vadcl

Februaiys Demonstration Basic Bowl Tuming with
Clay Crowder
by Ray Sandusky

Last month we were treated to a
special demonstration by Clay
Crowder of Maryville, TN. Clay
conducted a multi-media presentation which provided us all with a
few new ideas to ponder.
-

waste block to begin the bowl
tuming process.
Once mounted, the first step is to
balance the blank on the lathe so it
spins without wobbling. While
balancing the blank, the shape of
the outside should begin to be evident. After the initial shaping is
complete, Clay fonus a tennon on
the base end o fthe blank then
remounts the blank using a scroll
chuck.

While he worked the inside of the
bowl. Clay stopped often to check
the wall thickness and ensure the
curve was following the exterior.
After he reached the desired thinness of 3/16-1/4", Clay used a
scraper to clean-up and smooth the
interior surface.

Clo}' Crowder of Maryville, TN

He began the program with a comprehensive slide show on everything that happens to the piece of
wood before you mount it on the
lathe. During the slide show, Clay
discussed cutting the blanks from
a log. Then he showed how each
blank is effected by where it was
positioned in the tree. Next he discussed the use of a handsaw to cut
out the blanks and how special
care needs to be taken while using
the handsaw for this procedure.

the bowl's lip. This cut should be
carried all of the way from the lip
to the middle of the bottom in one
long sweeping cut which follows
the curve of the outside.

After the blank is remounted, then
the bowl's outside surface begins
to take shape. Clay uses a 5/8"
bowl gouge to do the majority of
the cutting on his bowls. When
the outside is formed. Clay takes a
final cut using a scraper held at a
45 degree angle to clean up the
outside and smooth over any
rough areas left by the gouge.
Then a well executed lip must be
established on the bowl. This is
done by addressing the bowl with
the gouge tumed on its side and
the flute facing the bottom of the
bowl. This will produce a very
clean cut to establish the inside of

When mounting the bowl blank on
the lathe. Clay uses many different
techniques, from gluing on a
waste block to using a scroll
chuck. In this case, he used a

At this point, the bowl is removed
from the scroll chuck and reversed
between centers to finish forming
the bottom. After the inital sanding using 100 grit through 320 grit
sand paper, the bowl is treated
with sanding sealer then sanded

down to 400 grit. Clay then uses
Watco Danish Oil as a final finish.
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How to Decide Which
Galleries Are Right For You
to Approach
by Sylvia White
One of the most difficult aspects
of being an artist doesn't take
place behind the studio walls. It is
an unpleasant, sometimes degrading aspect of your career: promotion. Nevertheless, as an artist,
you need to develop a method to
promote your work and still mainain your integrity. To minimize
the unpleasantness of this particular responsibility, the method you
devise should complement your
personality and temperament. The
problem begins when you decide
it's time to start approaching galleries.
At this point, it's important to
examine your feelings about your
work. Are you emotionally prepared to deal with the possible
rejection and criticism. Before you
undertake the task, are you convinced that no matter what anyone
says about your work (it's too decorative, it's student work-go back
to school, it's too personal-there's
no market for it) you will be able
to go back into the studio imaffecied? There are times when constructive criticism can be of great
value, particularly if you are just
beginnmg to show your work.
Listen carefully to me criticism. I f
it is something that you have been
struggling with in relation to yoiu
work, then there might be some
truth to it. If on the other hand, the
criticism sounds off the wall,
ignore it, and carry on with business as usual. You must be secure
enough with your work to want to
know its weaknesses.
Assuming you're the type that
begins to cringe at the very
thought of approaching galleries,
there are several ways to help alleviate the pain and frustration. First
of all, you want to minimize your
chances of failure and rejection by
determining beforehand the galleries that are appropriate for your
work. The methodology I suggest
for this is a simple, yet frequently
overlooked alternative called
"How to Establish Which
Galleries to Approach." Doing
your homework thoroughly greatly
reduces the risk of rejection and at
the very least will help you in
establishing some significant contacts for the future.
Two of the biggest mistakes inex-

penence artists frequently make is
either not researching the type of
work a gallery represents before
they approach them or, following
up on contacts that haven't been
researched. For example, your
mother's best friend has talked to a
gallery owner about your work
and they are anxious to meet you.
You set up an appointment and
walk in carrying your work, only
to discover me gallery specializes
in primitive art or whatever. It's a
waste of time and energy that
could have been put to oetter use .
. . How To Establish Which
Galleries to Approach.
This format will provide you with
a methodology for determining
what galleries are appropriate Tor
your work. The first thing you will
have to do is develop a set of criteria that meets your particular
needs as an artist. I f you are a
sculptor, you are confronted with a
unique set of problems. Physical
demands make sculpture more difficult and costly to transport and
store, making galleries more reluctant to deal with you. Secondly,
there are fewer sculpture collectors than there are collectors of
paintings and flat work. Even
major collectors only have a small
percentage of their collection
devoted to three-dimensional
work. It takes a more sophisticated
eve to understand the need to fill a
three-dimensional space, whereas
everyone who walks into a room
notices a blank wall. To your
advantage, however, there are
great oppoifunities in the area of
public art and corporate commissions, making a gallery relationship less important in the total
review of your career development. Nonetheless, many artists
are determined to pursue galleries
and feel unsatisfied if they are not
affiliated with a gallery. Here are
examples of some general questions that should be considered by

Is there proper lighting wall
space? How has the gallery been
maintained? Nail holes? Floors?
Needs paint?
Does anyone greet me or make an
attempt to talk to me about the
work?
In general, how do I feel when I
walk into the space?
Each artist will have different
questions depending on his or her
specific needs. Try to develop a
set of questions tailored to your
work.
The next step is the visit the galleries. The easiest way to attempt
this is to divide gallenes geographically and visit as many as
you can in one area. The best time
of the year is usually summer, or
during the holidays, when galleries nave group shows or ill
their artists. It is a fast way to
determine the type of work the
gallery represents. Under no circiunstances send slides to a gallery
you have not visited, unless you
have followed their exhibitions
and are certain your work would
fit in. Don't use this as an opportunity to introduce yourself or talk
about your work. Remember, you
are How To Establish Which
Galleries to Approach; take notes.
By the time you've completed
your visits to the galleries you
should have a fairly good idea
about the type of work they represent. It may oe necessary to go
back three or four times before
you can make a judgment. How
To Establish Which Galleries To
Approach when there is a group
show (usually summer or
Christmas) can help to consolidate
these trips by familiarizing you
with several artists the gallery represents in one visit. Eventually,
you will have a handful of galleries that you feel are ideal for
your work. These will be the gal-

all artists:

leries you approach in an attempt

Stylistically, how does the work in
the gallery now compare to my
owii? Only abstract, only figurative, or conceptual?
Is the artwork in the same general
price range as my work? (Ask to
see price list)
Is this artist in the same general
career range as I see myself? Does
this gallery show just emerging
artists, mid-career artists, or established artists? (Ask to see artist's
biography.)
Is this gallery large enough to
accommodate my work? bmall
enough to achieve a sense of intimacy?

Although most gallery relationships are made as a result of contacts, often these attempts are
fiitile if the gallery doesn't handle
work that relates to your own.
Once you have narrowed down
your cnoices, you can take advantage of your resources and contacts. Also, be sure to get on mailing lists of galleries. It s important
toTceep yourself informed so you
can develop a sense of how you fit
into the art community.
Remember, it is you who is going
to be selecting a gallery for your
work, not the other way aroxmd!

to familiarize them with your
work.

Guide to Approaching
Galleries
by Sylvia White
After reading the article "How To
Establish Which Galleries to
Approach," you should have a fairly good idea of how to determine
which galleries are appropriate for
your work. Once you've narrowed
your target list down to those galleries that you feel relate to your
work, and would be a good fit for
you both stylistically and as a
match for your career level, you
are ready to develop an approach.
Ideally, if you know another artist
that is represented by the gallery,
invite them to your studio to see
your work. Not surprisingly, artist
referrals carry the most weight in a
gallery's decision to acquire a new
artist. If you are not fortunate
enough to know an artist that the
gallery represents, you're left with
the option of calling the gallery
cold to request an appointment to
meet with the gallery director and
discuss your work.
At this point, you may be faced
with three possible responses:
1. The gallery is not interested in
looking at new work at this time,
or they say the gallery calendar is
booked for the next 10 years. In
this case, the only way you will
get the gallery to see your work is
through an artist referral...and even
this is a long shot.
2. The gallery prefers that you
mail your slides in. This is a
screening process. Mail not more
than 12 slides of your recent work,
a cover letter which acknowledges
the initial phone call, your biography (resume) and a self- addressed
stamped envelope to ensure the
safe return of your slides. Most
artists make the mistake of sending
too many slides. Just send a cohesive body of work...slides that are
representative of your current
work, not every single example.
Lots of mature artists work in
many styles concurrently.

However, galleries tend to perceive an eclectic body of work as a
sign of immaturity in an artist's
development. You have to also try
to separate the best work from the
best slides. Remember you have
about 10 seconds to make an
impression, usually, while your
slides are being held up to a light
or window. Unfortunately, most
galleries do not project your work.
Select slides that "read" the best.
Remember, you are just trying to
pique their interest so they will
want to see the actual work.
Galleries do not look at a slide
sheet to find one piece they
like...they are looking to find one
piece NOT to like. By sending too
many slides, you are lowering
your chances of success. Be sure
not to select work that is
a) unfinished;
b) no longer representative of your
current style;
c) not properly labeled;
d) sold, or otherwise unavailable.
Follow up with phone call within
two weeks saying you are just
checking to see if they received
the materials. In reality, don't
expect the slides back...it's actually
a good sign if you don't get them
back. It means the gallery wants to
keep them in their files to show
people...so don't nag a gallery
about returning your materials.
Consider it a good marketing tool
and say goodbye forever to every
package of slides you send out!
3. If the gallery agrees to see you
at a mutually convenient appointment time, be prompt. Remember,
it is just as bad to be too early as it
is to be too late. Be sure to call if
you are going to be late or have to
cancel the appointment. Try to
reschedule another appointment in
the same call...it may be your last
chance. Bring to the appointment
3-6 original pieces (if possible),
more slides and a copy of your
6

biography to leave with the
gallery. If the gallery appears interested enough to want to see more
work, invite them to your studio.
(See Tips on How to Conduct
Studio Visits and Gallery
Interviews) If you decide to leave
work on consignment, be sure to
get a signed consignment receipt
with an anticipated pick up date
not to exceed two months.
Finally, a note on pricing. As in
other areas of business, the law of
supply and demand determines
pricing. At the moment, most
artists have a big supply and little
or no demand. An increase in price
is only justified when this balance
shifts. Consequently, I recommend
artists price their work as low as
they can possibly bear to start out.
Remember, it is more important to
cultivate on-going relationships
with dealers and consultants dian
to sell one piece. Low prices will
attract their interest and encourage
them to take a risk on you until
they test their market. Ultimately,
it is better for the work to be out
there than sitting in your studio. I
believe art is a verb, not a noun.
And, part of the process necessitates that the work be exhibited,
purchased and appreciated by others. By the same token, I don't
want you to price the work so low
that you'll regret selling it and
resent the process.

Here is a picture of one of
John Jordan's pieces 1 found
on the internet that is on display at the Del Mano Gallery
in Los Angeles, CA

Talasi Mountain
Hardwoods Newsletter
By Gary Evans
I apologize for not getting out a
copy of this messaage in January. I
was occupied with a temporary
job helping to build the venue for
the American Bowling Congress
tournament here in Knoxville. It
was supposed to be a 30 day job
which ended up lasting almost 40
days. I was doing 12 and 14 hour
days, and at one stretch had
worked 18 days in a row. My
brother-in-law called it a "death
march", but we both came out
with only minor injuries. 8^]
Obviously, I have not had much
opportunity to search for new
wood, so I will just list the woods
I have on hand at the moment.
Currently the list includes, spalted buckeye, spalted and unspalted elm, cherry (including crotch
and stump wood), walnut, box
elder, spalted and unspalted
maple, ambrosia maple, osage
orange, ash, grapefruit, eastern
red cedar and oak burl. I have
an excellent source for the cedar if
anyone is interested in big pieces.
I can get log sections up to 20"
diameter. Typically, the pieces I
have are log and half-log sections
10" to 16" diameter and 14" to 18"
in length. Most of the pieces run
$25 to $45. Shipping normally
runs about $.40 to $.50 per pound
in the SouthEast. Quantities are
limited on some of the species, so
let me know what you want as
soon as possible.
I am about to get set up so I can
cut and dry dimensioned blanks.
I have made arrangements for a
handsaw mill and am negotiating
for a place to set up my solar kiln.
More information will be forthcoming on this and on the wood
that will be available. Any input
on blank sizes and desired wood is
greatly appreciated.

Wood to the Smoky Mountain
Woodturners monthly meeting.
The information seemed to be well
received. If any of your local
clubs would be interested in this
presentation, I would be happy to
discuss it with you.

You can never have too much
wood!
and
Wood is cheaper than psychotherapy!

I will be attending the monthly
meeting of the GAW in Atlanta
tomorrow night. Anyone wanting
me to bring some wood down for
them, let me know by lunchtime
tomorrow.

Thanks for your interest in
Talasi Mountain Hardwoods.

I am also planning my return trip
to FL within the next week or so. I
will be taking my brother-in-law
back to Marathon and would be
pleased to deliver any woods that
you might be interested in to those
of you who live in Georgia or
Florida. No extra charge for delivery.

Phone #: 865-856-2833

If anyone has information on
Woodtuming activities in the
SouthEast, please send that along.
I would like to include it in future
newsletters.
Thanks for letting me take a few
minutes from your busy schedule,
and remember:

Gary Evans
6655 Calderwood Highway
Tallassee, TN 37878

FOR SALE
A colleague of mine, told me Friday he
is interested in selling a Shopsmith
model lOE he no longer wants. Based
on the picture at their website, all he
has is the tool portion, mounted on a
home-made table, not the folding one
shown. This is an early model and the
only other tool it makes is a table saw.
Unfortunately, he does not have all the
pieces for this. It is set-up for a lather
and still has an unfinished project
chucked in it. He is located in
Murffeesboro.
If anyone is interested, they can call
me for details. 641-6899
Josephg Voda
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I had the pleasure last evening of
presenting a program on Drying
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About Our Monthly
Meetii^'s Schedule
By Mike Zinser
At the February meeting it became
more apparent that we must make
some changes in our meeting
schedule. Both demonstrations
this year have been rushed, with
our February demonstrator. Clay
Crowder driving all the way from
Maryville, TN, and having less
than one hour to make his presentation. We have heard from several
club members expressing their
concern and the consensus of
thought centers around several
issues:
1. Once the meeting starts, there
should be only one person speaking, either the club president or
whoever is addressing the group.
Side conversations should move to
the hallways as to not interfere
with either the program or those
seated around you.
2. The president has an agenda
for the business portion of the
meeting. He wants it to take no
longer than 15 minutes. I can tell
you from experience, when YOU
come to the meeting with an issue
YOU want to present, and have
not advised the president beforehand, his 15 minute schedule is
not possible to keep. If you have
an issue you want brought to the
memberships attention, or you
want to have Deryl do the same
for you, please call him in
advance so it can be included on
HIS agenda.

reasons for having the club. But
the presentation of the gallery
takes too long. When the president calls us to present the pieces
from the gallery, please start to
line up at the gallery (as opposed
to remaining seated, looking at
one another to see who will stand
up next and taking the time for
one to be seated, before someone
else moves to the front) and as
your turn comes, state your name
and present the one or two pieces
for which you are most proud. I f
there is something you think
unique in the tuming or finish, let
us know, answer any questions,
have your picture made for the
newsletter and be seated. The
presentation of the gallery should
take no more than 15 minutes.
We are scheduled to start the
meeting at 7:00 pm and have an
unwritten ending time of 9:00 pm.
With that in mind, we think many
of you are at the meetings to pick
up tips from the demonstrator. We
want the demonstrator to have the
time slot from 7:30 pm to 9:00 pm
whenever possible.

At The Next Meeting...
There will be sign-up sheets for
the TACA Show Demonstration
Schedule on May 2-4.
There will be sign-up sheets for
the Woodworking Show in
Lavergn on March 27-30 at the
1-24 Expo Center.
During the Instant Gallery portion of the meeting, please be
sure to bring your best work and
plan to speak briefly about it.
Prior to speaking about your
Instant Gallery Item, please lineup along the wall to the left of
the gallery table.
If you have any extra chunks of
wood or i f you have an old tool
that is just collecting dust, bring
them to the meeting to donate for
the raffel.
If you would like to have a conversation with a friend, please go
out in the hall.

Lathe For Sale
Nova 3000 Lathe
IHP DC Variable Speed Motor
Metal Stand
$900.00
Fiuchased just under 2 years ago.

3. The Instant Gallery is becoming a great success, with more and
more members bringing their turnings. That's great and one of the

CaU Brian Clarry 615-356-5628 in NashviUe
8

Calendar of Events
Arrowmont School - Gatlinburg, TN
Mar 24-28 Small-Scale Turned Boxes & Containers - Bonnie Klein
Mar 31- Apr 4 Woodtuming: Artistic & Functional - Ray Key
Apr 7-11 Advanced Turning - Ray Key
Apr 14-18 Tumed Bowls and Platters - form, texture & color - Al Stirt
Appiilacian Center For Crafts - Smithville, TN
Apr 12 & 13 Tuming Green Wood - Bobby Clemmons
J. Campbell Folk School - Brasstown, NC
Mar 9-14 - Beginning To Intermediate Woodmming (5-night week) Willard Baxter
Mar 23-29 - Tuming With Sing - Dick Sing
1-24 Expo Center
Mar 27-30 The Wood Working Show - Please sign-up to demonstrate at the March Meeting
TACA
May 2-4 32nd Annual Tennessee Crafts Fair in Centennial Park, Nashville
Please sign-up to demonstrate at the March Meeting

As Seen Cn the Ihbemet
Compliledfrom posts on the rec.crafts. woodtuming newsgroup by Ray Sandusky
Q. Where do you get your turning blanks?
A, Found wood is always best....its free. I like finding my own wood when I can, but that isnt always possible. Try making friends with your local tree cutters/surgeons, thats a great source for wood. Also, keep your
eyes open when driving along the roads - there are always trees being cut down and discarded!
Q. How do you deal with soft and "punky" wood?
A. After having had moderate success using CA glue (which stains the wood). Deft, and a wood hardener, I
tried yet another method. I rough mm as carefully as I can at slow speed to avoid tearing the soft wood, then
I soak it for about 24 hours in a 50/50 mixmre of white glue and water. After drying for a few days, I fmd
that the wood has firmed up nicely and mms and sands quite well. A real plus with this method is that i f
there are cracks, all but the largest will disappear.
Q. Is it better to leave a log as is or should I cut out bowl blanks?
A. This answer depends on a few variables like how long will it be tmtil you are ready to mm the wood and
do you have a way to properly seal the wood after you cut it. However, if you are planning to use the wood
rather quickly - within 3 weeks, it may be best to leave the log whole and cut as you need it. I f you are going
to seal the wood and store it, it would be best to cut the wood into usable blanks without the pith included
and seal the entire section with one of the available products, like Anchorseal.
Q. lam about to buy a bowl gouge. What size bowl gouge should I buy 3/8" or 1/2" width?
A . My advise is for you to buy the best bowl gouge you can afford and focus on one that is made from a
5/8" round HSS or other alloy. The best brands to consider are Glaser (Red), Crown (Pro-PM) and Sorby.
9

The Tennessee Association of Woodturners is a local chapter of the
American Association of Woodturners. Our purpose is to provide
a meeting place for local turners to share ideas and techniques and
to educate the general public regarding the art of turning. The
TAW meets the first Tuesday of each month in Brentwood, TN and
periodically sponsors local exhibitions and demonstrations as well
as an annual symposium.

We meet the first Tuesday
of every month at 7:00pm
at the Harpeth HiUs
Church of Christ
Map to Monthly Meeting
Location

Tennessee Association of Woodturners
Board of Directors:
President
Vice President
Treasurer
Secretary/Newsletter
Librarian
Board Member
Board Member
Board Member
Board Member

Deryl Duer
Gary Martin
Bill Gray
Ray Sandusky
Gene Thomas
Fred Takacs
Dave Collier
Randy Trentham
John Lucas

TenneesM Association of
Woodturners
do Ray Sandusky
9307 Fan Court West
BrentMnod. TR 37027
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