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1. INTRODUCTION 

The International Woodworking Machinery and Furniture Supply Fair (IWF) was held on 
August 26-29 at the Georgia World Congress Center in Atlanta, Georgia (Figure 1). The IWF 
presented more than 1,200 exhibitors related to the secondary wood processing sector. The 
primary purpose of the IWF is to offer the unique opportunity of showcasing a wide variety of 
exhibitors all under one roof. 

As a buyer, or observer, one has the unique opportunity to see thousands of square feet of the 
latest technology, new machinery, suppliers, raw materials and services, as well as the most 
current technology available to the marketplace. Most major woodworking machinery 
manufacturers in the world were present to talk and meet with industry leaders; see the machines 
in operation, and learn about all the new advancements in technology being shown for the first 
time. This opportunity is unmatched in our industry. The IWF venue also brings together 
industry trade associations and educational resources to help with the day-to-day challenges 
facing the industry. 

Representatives of the Eastern and Western laboratories of Forintek Canada Corp. attended IWF 
2004. The purpose of the mission was to view and gather technical information on the latest 
equipment and processes related to the secondary wood products manufacturing industry and 
bring the relevant information back to value added products industry of Canada. This mission 
was also useful to find technical information relevant to Forintek research projects supported 
under the National Research Program (NRP). 

The mission report presents information on leading-edge technologies, new products, and 
knowledge and services that could be considered to increase the productivity and competitive 
level of secondary wood manufacturers in Canada. 

2. REPRESENTATIVES 

Forintek’s western laboratory 
Phil Ginter – Secondary Wood Products Specialist Winnipeg 
Elias Mucha – Adhesives Technologies Specialist - Vancouver  
 
Forintek’s eastern laboratory 
Marcel Lefebvre – Industry Advisor in Quebec laboratory 
Hugues Lévesque – Industry Advisor in Saguenay – Lac St-Jean 
Carl Tremblay – Research Scientist in Quebec laboratory 
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Figure 1 Georgia World Congress Center in Atlanta 

3. IWF EXHIBITION SHOW 

3.1. Rip Saws 

One specific objective of the project Determination of Kerf Quality for Edge Gluing (No. 4024) 
is the evaluation of roughness related to edge gluing quality. Good edge gluing quality is 
required when producing strips for furniture edge-glued panels with a straight line or gang rip 
saw. Discussion with Weinig Group and Mereen-Johnson gang rip saw manufacturers and saws 
manufacturers like Gladu Tools, Freud, CMT, Super Thin Saws Inc., Tenryu and Bosch shows 
that no roughness measurements have been performed by these companies in order to establish a 
roughness range related to edge gluing quality. 

Weinig Group exhibited the Raimann gang rip saws models KR 310 M, KR 450 M and the new 
KR 610 M. The model’s number corresponds to the maximum cutting width and the M letter for 
moving blades: up to two movable saw blades for model 310 M, up to 3 for the 450 M and up to 
four for the 610 M. Each model is also available with fixed gang rip saws. Weinig Group also 
presented the Valu-Rip optimizing rip saw in feed models II, III and IV. With Valu-Rip, camera 
technology measures board width and displays the optimized ripping solution to the operator via 
laser lights and also positions the moving saw blades in the rip saw. In the same way, Mereen-
Johnson presented models of gang rip saws with fixed arbour or moveable blades. As an option, 
machines may be equipped with the ‘Select-A-Rip’ saw positioning system designed to 
maximize lumber yields. 
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Figure 2 Mereen-Johnson rip saw 

3.2. Thermally Modified Wood 

Two thermally modified wood producers presented at a booth at the show: Perdure from PCI 
Industries in Quebec, Canada, and West-Wood from Russia. PCI is also an equipment 
manufacturer. Heat-treating of wood at temperatures between 180 and 230oC improves 
dimensional stability and decay resistance while imparting a darker color on the wood. Both 
producers marketed the environmental aspect of the treatment since no chemical treatment was 
used. Softwood and hardwood species such as aspen, birch, oak, fir and pine can be heat-treated. 
The price of wood treated by Perdure in Quebec is close to the price of western red cedar 
available in shopping centers like Home Depot, Rona and others. From Russia, one cubic meter 
of heat-treated boards of fir-wood, pine, birch, aspen and other similar species can be delivered 
at the Miami Seaport for $495 US. 

For exterior applications like siding and decking, a finishing product that gives good UV 
protection is required since the colour of wood changes over a period of time from the original 
brown appearance to a grey weathered colour when exposed to sunlight. Many finishing products 
manufacturers were present at the show. Since thermally modified wood can be considered as a 
new material in North America, no finishing manufacturers were aware of this except Akzo 
Nobel who’s working with the Perdure wood producer located in Quebec. Other finishing 
manufacturers like Renner and IC&S, ICA and Sayerlack were confident that they already had a 
good product for thermally modified wood. 
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Figure 3 West-Wood and Perdure pamphlets 

3.3. Optimizing Cross Cutting 

TOO 250 is run by software which makes it easy to use after setting the machine and specifying 
the quantities. The operator simply marks the wood with fluorescent chalk and TOO 250 does 
the rest in less than two thousands of a second. The software develops all possible calculations, 
even the most complicated, and finds the best cutting combination within the parameters and 
optimizing criteria established for the specific job. Due to its special construction exclusive to 
SALVADOR, the optimizing crosscutting saw reaches extremely high throughput speed with 
ultra fast acceleration and cutting times. 

 
Figure 4 TOO 250 cross cutting unit 

The software is for Windows TM, and is powerful, particularly fast and easy to use with 
intuitive, effective graphics. It requires minimal data entered by the operator - mainly 
measurements, quantities and ejector number. There are many possibilities to customize and seek 
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the best individual solution for each job as well as running five qualities and widths and a full 
range of parameters for managing optimization (such as recovery for finger joints, recovery on 
the previous and following piece, table skipping, running the percentage of waste, length 
preference, value, linear meters, set priorities, etc). The equipment includes a large section for 
the collection of cutting statistics and a diagnostics sector. The same software also has an 
innovative graphic simulation function with which to assess the best solution for every case 
when data and parameters must be varied, without actually cutting. The TVB 400 crosscutting 
optimization/sorting equipment has the option of sorting electronically with a PLC or PC mode. 
It has another more manual sorting option ideal for a small shop that does not have a lot of 
automated equipment or computer access. 

 
Figure 5 TVB 400 cross cutting unit 

3.4. Board Edger 

The Baker heavy-duty portable board edger is road ready. It comes with a standard trailer 
package, so it can be easily moved to your site. (The trailer package can be deleted for stationary 
installation). Your choice of gasoline, diesel, or electric power is available. 
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Figure 6 Baker portable board edger 

3.5. Band Re-Saw 

The Baker “AB” and “ABX” feature the frame and head rig of the “B” or “BX” models, but use 
an “A” or “AX” model conveyor belt. This means that the head rig can be adjusted up or down 
and the conveyor stays at a fixed height. Because the conveyor belt stays at a fixed height, it is 
easier to interchange and integrate with other material handling systems in your facility. 

 
Figure 7 Baker board edger 



  Technical Mission Report – IWF 
Atlanta, USA – August 2004 

 

   7 
 

3.6. Small Scale Automated Finishing Lines 

Venjakab Spraying machine for flat / moulded parts type 
 
This machine type is especially constructed for companies with a low production output. 
Minimal floor space is required, due to the very compact construction and the swivel transport 
for the out feed and indeed of the machine. This machine can be delivered ready for use (very 
little installation time). 

A technical innovation is the conveyor belt in relation with the paint recovery system, which can 
be operated without using cleaning materials. The optional available minimum quantity color 
supply unit (Paint Shuttle) offers a useful additional supply to the standard spraying equipment. 

 

Figure 8 Venjakob finishing line 

All machines have a large volume spray area with smooth wide inner walls to reduce build-up of 
paint mist and ease cleaning. The booth ceiling serves as the supply-air filter roof. The booth 
housing can be supplied as a “clean room” where extreme surface finishing is required. The gun 
drives for all these units are located outside the spray area. 
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Figure 9 Inside view of the finishing booth 

3.7. Computed Aided Software for the Kitchen Cabinet Sector 

Software Products: 
• The designer 
• Case planner 
• The detailer 
• Cabinetworks 
• Panel optimization 
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Figure 10 Cabinets 

The designer: Is ideal for the kitchen and bath designer, commercial designer, contractor or 
cabinet manufacturer needing a room and cabinet design program. The designer allows you to 
design with both stock and custom cabinets. Enter appliances from a library of sizes and graphics 
that you have created. Pick and display different door designs, moldings, windows, cabinet pulls, 
and floor patterns. 

The Case Planner: Is ideal for the cabinet manufacturer building custom or stock cabinets and 
looking for an entry-level software program. The case planner is capable of complete room and 
cabinet design, plus the added capability of generating manufacturing information. From your 
design, the program automatically prints cutting lists, material lists, hardware lists, and 
proposals. 

The detailer: It provides you with the room and cabinet design power of the designer program, 
plus the added capability of generating manufacturing information. From your design, the 
program automatically prints cutting, hardware, material lists, along with change orders, labour 
reports, and job costing reports. 

Cabinetworks: Is ideal for the residential or commercial cabinet manufacturer who needs to 
submit detailed drawings to architects, building contractors or government agencies. It provides 
you with all the options of both the designer and the detailer software, plus additional features 
such as cabinet construction details, extensive cross-sectioning capabilities and a multiple-view 
blueprint creation screen. 

Panel optimization: It is estimated that up to 40% of the saw operators time is spent manually 
figuring out cutting layouts for panels. If someone is not figuring out the most optimal cutting 
layouts, then you may be losing valuable profits to material waste. 
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The panel optimization program can eliminate this manual effort and guesswork by figuring 
hundreds of material patterns in minutes. 

3.8. Finger Joint Equipment 

Many manufacturing companies exhibited their latest models of finger jointing equipment and a 
variety of optional equipment to complete the finger jointing system. The ones that caught the 
IWF visitors’ attention were the new small finger jointers that can make horizontal or vertical 
joints with one or maximum two operators. These units are perfect for small and medium size 
companies, which have accumulations of small pieces that are too short for their production but 
too valuable to throw them away or for companies that do not have enough material to justify a 
large finger jointer, but they need long, high quality pieces. 

The New ProfiJoint 
The Grecon finger jointing line “Profijoint” is especially designed for small and medium size 
companies to recover residual timber economically. It is a complete solution consisting of 
shaper, transfer station and press. It includes an automatic glue applicator system that applies 
precise glue spread rate and an easy cleaning feature by the patented Flankenjet system. 

 
(Quoted Price FOB factory $115,000 US) 
Figure 11 Grecon finger jointing unit 

Website: www.weinig.com 
Contacts: info@grecon-weinig.de or info@weinig.com 
 
CKM Fingerjointing System 
Advanced manual finger jointing system manufactured by Cheng Kuang Wood Machinery 
Works Co. Ltd., Taiwan. 
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The FJ-15A for low production consists of a left-hand finger shaper, a glue unit, and an assembly 
press. The production rate of this unit is about 5000 linear feet per shift (Quoted Price FOB 
factory $35,000 US). 

The FJ-15B for medium production consists of FJ-15A and a right-hand finger shaper. The 
addition of a right-hand shaper can increase the production rate to over 10,000 linear feet per 
shift (Quoted Price FOB factory $50,000 US). 

These fingerjointing systems are ideal for operations where production needs do not justify the 
cost of high production systems. 

 
Figure 12 CKM finger jointing unit 

Websites: www.ckmtw.com.tw or www.sunhillmachinery.com 
Contacts: ckmmail@ckmtw.com.tw or info@sunhillmachinery.com 
 
Small Manual Fingerjointing Equipment 
Shandong Gongyou Group Co. Ltd. showed a finger joint shaper and assembler press. This unit 
can finger joint wood up to 94” in length, 6” in width and 4” in thickness. This equipment could 
be ideal for small door and window manufacturers. 
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(Quoted Price: $2,600 US - FJ Shaper, and $3,000 US – Assembler press, FOB factory) 
Figure 13 Gongyou finger jointing unit 

Website: www.gongyouNA.com 
Contacts: info@gongyou.com or info@gongyouNA.com 
 
Optional Equipment for the Finger Jointing System 
The new CCS 1000 automatic crosscut saw is an addition to Conception RP Inc.’s equipment 
line. It provides high productivity, high precision, vision system compatibility and it is cost 
effective. This automatic crosscut saw is meant to match the fastest finger jointing system in the 
market (up to 200 lugs per minute). 

More information on this equipment can be found at: 

Website: www.conceptionrp.com 
Contact: info@conceptionrp.com 
 
3.9. Gluing Equipment 

KONTRA Multi Table Presses – Manual 
The Multi table presses provide a multitude of detail features for edge gluing, and assembling 
window, door and staircase components. The edge clamping is applied with push button 
pneumatic pressure and face pressure is applied with a hand wheel and can remain in place 
during the entire pressing cycle. Unlike other clamp racks with independent arms, each table of 
the press provides a uniform flat surface to press against. The net result is a higher flatness of 
panels, which saves time, labor, material and extra sanding steps. The multi table presses are 
available in twelve different models. The standard model has working lengths from 32” to 12’, in 
3, 4 or 5 table version and clamping depth of 33”, 41” or 49”. 
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Kontra BII is compact and saves floor space – Price at IWF show $12,500 US. 
Figure 14 Kontra multi table presses 

Website: www.beck-maschinenbau.de 
Contact: info@beck-maschinenbau.de 
 
Automated Clamp Carriers 
The automatic clamp carriers are becoming the industry standard for high production edge 
gluing. 

Taylor’s New Automatic Clamp Carrier 
Sizes range from 20 to 80 sections with widths up to 16-1/2’ (5 M) wide. The Automated 
machine doubles operator productivity with its automatic cycle, which tightens the clamps on 
new stock, rotates the machine, and loosens the clamps on panels to be removed. This allows the 
operator to spend 100% of their time preparing and loading stock. It also reduces operator effort 
and paces the overall production. 

 
Price Range: $38,000 to $55,000 
Figure 15 Taylor clamp carrier 

Website: www.jamesltaylor.com 
Contact: info@jamesltaylor.com 
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Quick 20-Section Automatic Clamp Carrier 
The QUICK Automatic Clamp Carrier is the ideal labor-saving equipment for the high-
production furniture or cabinet manufacturer. The Automatic Clamp Carrier cuts labor costs in 
half by allowing the Clamp Carrier operator to perform other tasks (such as applying glue to 
stock, etc.) while the machine automatically flattens panels, tightens clamps, rotates, and loosens 
clamps. The Fully Automatic Clamp Carrier can also be used in semi-automatic mode, by 
pressing buttons on either of the two Control Panels. 

 
Price: $34,320 US FOB Los Angeles, CA 
Figure 16 Quick 20 clamp carrier 

Website: www.quickmachinerycompany.com 
Contact: sales@quickmachinerycompany.com 
 
3.10. New Products Showcase 

IWF gave the opportunity for some manufacturers to show their new or upgraded machines, 
equipment or technology to visitors. For example, Delmhorst presented a new version of their 
resistance type handheld moisture meter named RDM-3 with a new design and an improved data 
save capacity. TigerStop from Vancouver presented the HandyOpt Saw System, an innovative 
non-contact laser marking system. A summary of the new products shown at IWF are presented 
in Appendix A. 

3.11. Associations 

ACIMALL .................................................. BC I 0 
Italian Woodworking Machinery and Tools Manufacturers' Asso. 
Centro Direzionale Milanofiori 
Str. I Palazzo F3 
Assago, 20090 ITALY 
Phone: 39/02 89 210 245 
Fax: 39/02 82 590 09 
Web: www.acimall.com 
Email: info@acimall.com 
 



  Technical Mission Report – IWF 
Atlanta, USA – August 2004 

 

   15 
 

AFEMMA-.................................................. BC 16 
Association of Woodworking Machinery and Tools from Spain 
Calle Teruel 15 
B-6 
Valencia, 46008 SPAIN 
Phone: 34/9 6385 4128 
Fax: 34/9 6382 3537 
Web: www.afemma.com 
Email: afemma@afemma.com 
 
American Furniture Manufacturers 
Assoc. (AFMA)............................................. BC I 
P.0. Box Hp.7 
High Point, NC 27261 
Phone: 336/884-5000 
Fax: 336/884-5303 
Web: www.afma4u.org 
E-mail: bgrubb@afma4u.org 
 
AMPIMM -............................................ BC 18 
Asociacion Mexicana de Proveedores de la Industria Maderera 
Dr. Liceaga No.7 (esquina Eje Central) 
Colonia Doctores 
Mexico City, OF 06720 MEXICO 
Phone: 52/55 5578-7820 
Fax: 52/55 5761-7182 
Web: www.ampimm.com 
Email: ventas@ampimm.com 
 
APA- The Engineered Wood 
Association................................................. .A4 24 
70 I I South 19th Street 
Tacoma, WA 984/1 
Phone: 253/565-6600 
Fax: 253/565.7265 
Web: www.apawood.org 
Email: maryann.hymer@apawood.org 
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Appalachian Hardwood 
Manufacturers Inc. ......................................A426 
P.O. Box 427 
High Point, NC 27261 
Phone: 336/885-8315 
Fax: 336/886-8865 
Web: www.appalachianwood.org 
Email: ahmi@northstate.net 
 
Architectural Woodwork 
Institute (AWl) ............................................A4 2 9 
/952 Isaac Newton Square West 
Reston, VA 20190 
Phone: 703/733-0600 
Fax: 703/733-0584 
Web: awinet.org 
Email: 
 
ASFI Ltd. ....................................................BC 19 
Elmdene Business Centre 
192 Duffield Road 
Derby, DE221 BJ UK 
Phone: 44/1332 265511 
Fax: 44/1332 265544 
Web: www.asfi-expo.co.uk 
Email: info@asfi.co.uk 
 
ASORA - Argentina......................................BC9 
Bernardo de Irigoyen 972 
3ero B 
Buenos Aires, 1072 AAT ARGENTINA 
Phone: 54/ I I 5235-00 II 
Fax: 54/ II 5235-00/1 
Web: www.asora.org.ar 
Email: info@asora.org.ar 

4. IWF TECHNICAL SESSIONS AND CONFERENCES 

4.1. Conference of Dr. Urs Buehlmann 

Dr. Buehlmann presented a conference on the secondary wood products manufacturing industry, 
the American Furniture Industry and the Asian competition. Many changes have taken place 
within these last years in the furniture industry: market globalization, Chinese presence within 
the industry, decrease of the transportation cost from China, increase of labor costs in North-
America, etc. Furniture imports into the US from China have increased over the past ten or 
twelve years. The largest furniture plants are in China and they work at a very low production 
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cost. Therefore, American industries cannot compete against Chinese plants on costs alone. This 
situation is not only limited to the furniture industry. Similar observations can be made within 
the electronic, camping gear, toys, shoes and other industries. Since American industry cannot 
compete with China regarding production costs, a new business model has to be developed. Dr. 
Buehlmann mentioned some success stories like Starbucks Coffee, Kleenex, Harley-Davidson 
and Dasani water, where consumers are ready to pay more for the product. They pay for taste 
(Starbucks), retro-feeling (Harley-Davidson), and freshness (Dasani). Even General Motors 
continues to have success within the automobile industry by selling good financial services and 
also security with the new On-Star system. To conclude, Dr. Buehlmann suggested that lean 
manufacturing by itself, including Kanban and JIT, will not give the opportunity to American 
industry to compete against China regarding production costs. Even though lean manufacturing 
advantages are recognized, a new business model has to be developed; a model based on 
customer relationships, innovation and education. 

This conference of Dr. Buehlmann is available on: 
www.cfr.ncsu.edu/wps/wp/fps/2004/index.htm. 
 
4.2. Conference of Mr. Keith Wood 

4.2.1. Keith Wood Company 

The Keith Wood Company was set up in 1945 by Mr. John Wood to represent factory owners in 
sales and marketing activities. Mr. Keith Wood joined his father’s company in 1968. He has 
made excellent business relations for over 30 years with company leaders as Sub Zera, 
AristroKraft, Omega, Bentwood and Vent-A-Hood. Today, Mr. Wood is very active in 
production sales and marketing. He is very efficient in selling and in developing marketing 
strategies. He is organising seminars on selling and shares his knowledge through dinners and 
conference. 
 
Conference 
 
Mr. Keith Wood presented a conference on sales opportunities, on ways to improve sales, and on 
American consumption trends. 
 
American Market Overview 
 
Results from a recent survey showed that American families with an annual income of $75,000 
are going to buy more furniture within the next three months. 
 
Women are having a big influence on consumption. Last year, 85% of the purchases were been 
made by women; 85% of the cheques were signed by women; and 71% of online purchases were 
made by women. At home, 75% of the purchase decisions are made by women and in the United 
States, 95% of home choices are made by women. 
 
The US Home Building Index reports that there is an increase in home ownership in the United 
States. Last year, 1.5 million of houses were built in the USA and 6.5 million houses were sold. 
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This year, 1.6 million of houses are going to be built in the USA. The city of Atlanta is the 
American city with the biggest economic growth. 
 
American Business Concern 
 
A- Similar product: American customers don’t have time to compare, they buy the cheapest 

product. We must be different or cheaper. If we are not different, why do customers 
would pay more? Japanese are excellent in making products different and bring 
customers’ attention in reproducing products or in making them a little different. 

B- Lack of time: American doesn’t want to waste time. We have to be very efficient and 
right to the point when writing, speaking and in our Web site. 

C- Difficulty in doing business: Tendency in the American market is that everything must be 
easy. Product must be easy to buy, easy to sell, bill must be easy to understand. 

D- Very good communication: American studies show that Americans are unsatisfied and 
want to complain directly to the manufacturer. Messages must be clear and distinct. 
According to US statistics, 65% of e-mails are not necessary. 

E- Confidence: Confidence must be established between the manufacturer and the buyer. 
Here is where the manufacturing agent acts. 

 
Four success messages 
 
1- Our image: Brand of enterprise is very important when doing business with American. 

Enterprise history, statistics, production capacity, clients, reputation, investment, and 
growth of the enterprise. 

2- Difference: What is making us different that competition? We must be different. We 
should show production flexibility, offer different service in product details and in our 
values. 

3- Service: Rely on these questions. What is your delivery experience? What is included in 
the service? What is the emergency service? Is it easy to make business with you? Are 
you evaluating your results? In summary, we must be different even in packaging. 

4- Good feeling: One way to have success in business is to ask our customer what way he 
expects to be treated. To adapt to the culture, to the way people with whom we are doing 
business are doing things. Do things correctly at first. 

 
Summary 
 
Penetration cycle of new products is growing shorter. We have to be innovative. 20% of new 
products in the United States will be successful while 80% will fail. Web sites are the best way 
to promote the enterprise and products and services offered. Corporate brochures tend to 
disappear. 
 
4.3. Technical Session Get on Board with Powder Coatings 

Approximately 150 people attended to the conference 

Hosted by the Powder Coatings Institute (Gregory Bocchi Moderator) (Appendix B) 
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Presentators:  
- Chris Merritt, IWT Gema 
Powder Coating is successful mainly on MDF paneling 
Product applications and powder coating process are presented in the attached presentation. 
- Mike Welch, Brainerd Technical Design 
See the attached presentation on the benefits of Powder coatings over liquid application like the 
low temperature operation and the reduction of the floor space used for the equipment 
installation.  
- Rich Saddler, Herman Miller Inc 
No presentation display available 
Presentation was on the success story of their plant on standard cabinetwork and furniture 
products like, cabinetry and furniture components (Flat and non uniform surfaces). 
 
4.4. Technical Session Troubleshooting and Preventing Problems when Finishing Wood 

Veneer 

Hosted by HPVA Hardwood Plywood and Veneer Association (Bill Altman Moderator)  
Approximately 75 people attended 
 
Panel of experts:  
- David Bailey Numatic Finishing Corp 
No handout available 
- Tom Weaver, Roddis Lumber + Veneer Co 
No handout available 
- Steve Morse S.J. Morse Co 
No handout available 
The panel of experts were experienced people from the furniture industry who presented in detail 
how to work with and troubleshoot and repair problems that occur when finishing wood veneer.  

The focus of their presentation was aimed on end-users. The three presenters showed plenty of 
examples of camouflage repairs correctly and incorrectly finished on the same cabinet panel.  

4.5. Technical Session Equipment Cost Justification – Financing, Leasing, New Tax 
Considerations 

This seminar focused on how best to determine equipment needs with an in depth look at 
simulation and how it can aid in helping make purchasing decisions. 

David C. Grubb, one of the three presenters of this seminar, looked at cost justification studies in 
terms of hard production numbers and also discussed other elements that should be considered in 
the development of a business case. A copy of the handouts of this presentation is attached to this 
report (Appendix C). 
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Appendix A 
 

New Products Showcase 
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Appendix B 
 

Technical Session 
Get on Board With Powder Coatings 
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Appendix C 
 

Technical Session 
Equipment Cost Justification – Financing, Leasing, New Tax 

Considerations 
 




















































































