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Life has taught me to think, but thinking has not taught me how to live. (Alexander Herzen, 1812-70) 
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 OXY-Morons:   Terribly pleased 
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What one problem stands out beyond all the rest when it comes to communicating with others in the 
office, at home or when dealing with any other living creature?    
 
NUMBER 1 in life!   WE ASSUME WHAT WE WANT TO HEAR!   

STOP RIGHT THERE!!   
 
Nearly every one of us humans have the same problem, unless we change our habits.  The habit to change 
is: stop assuming, and start listening. Make sure of your sources. Don’t let your mind fool you into 
thinking there is something in the communication, that’s not in the communication. Either verbally or 
written. The following appeared in the February 24 issue of Newsweek in 1958....   
 
A man living beside the road sold hot dogs. He had no radio. He had trouble with his eyes, so he read no 
newspapers. But he sold good hot dogs. He put up a sign on the highway, telling passers by how good they were. He 
stood beside the road and yelled: “Hot Dogs!,  Buy your hot dogs here,” and people bought his hot dogs. 

He increased his meat and hot dog roll orders and he made his little store bigger to handle the trade. With his 
little business, he was able to send his son off to college. Sonny finished his studies and returned home.  

And then something happened. His son said, “Father haven’t you been listening to the radio?  There is a big 
depression going on.  The international situation is terrible, and we’re not doing well here on the domestic front 
either.” 

Whereupon his father thought: “Well, my son has been to college.  He listens to the radio and reads the papers.  
He ought to know.”  So, his father cut his bun order, took down his advertising sign and no longer stood by the edge 
of the road yelling “Hot-dogs, get your hot-dogs here.” His hot dog sales fell off almost overnight. 

“You were right son,” the father said to the boy. “We are certainly in the midst of a great depression.”  
 

Bottom line: Communicating with other people is our weakest link in work or life!  And we don’t know 
why!      
        
We all can get caught the same way. Whether you are a purchasing professional, or a business owner, we 
often will be doing something to waste a lot of time, and energy because we don’t check out the territory. 
We often assume everyone thinks as we do. We let our minds tell us that is what that sales rep said, or 
why the Engineer designed it that way. We also believe we are superb listeners and we hear what 
everyone else misses (especially if we’re married males).  We are also very overloaded with information 
that comes from all 360 degrees. And if we express ourselves clearly, no one hears or pays any attention, 
mystifying us. Plus, why can’t others do what we’re thinking, and only do what we say? We know it’s 
always the other guy’s fault. 
 
20 BASIC TECHNIQUES YOU CAN USE TO FIX ANY TYPE OF PROBLEM 
1. DON’T ASSUME ANYTHING!!!    Get all the facts before you make ANY decisions. 
2. Identify the problem. 
3. Make sure it really is a problem.  

 A GATEWAY EDUCATIONAL  
ENLIGHTENMENT ARTICLE  

 

Subject:  COMMUNICATIONS 



 6 Scientific Truth in Product Warning Labels   
WARNING: This product warps space and time in its vicinity.   

  
  

COUNTY	HEAT	TREAT	

HEAT		
TREATING	

Centrally Located in New England. 2 miles from MA Pike, Exit 10A   
24 Hour Service and weekends if Needed.  

  

 VACUUM 
 INTEGRAL QUENCH 
 CONTINUOUS BELT 
 NITRIDING 
 STRESS RELIEVING 
 ANNEALING 

Aluminum Heat Treating  
Sandblasting  
Brazing 

Long Vertical Capability 
Parts Cleaning                               

Straightening 
  
  

32 Howe Avenue      Millbury, MA 01527 
Tel: 508-865-5885       Fax: 508-865-4033 

Website: www.countyheattreat.com 
ISO 9001: 2008 CERTIFIED 

Certified By General Dynamics for AMS 2759 
Pick-up and Delivery Available 

 
 

MATERIALS 
   High Speed Steels 
      Alloy Steels 
        Tool Steels 
            Stainless Steel 
                Aluminum 
                   Plastics 

Vacuum High Pressure Quench 
    Non-Ferrous Heat Treat 
        Austempering 
            Marquenching 
                Carburizing 
                    Nitrogen Tempering 
                          Solution Heat Treating 
                              Water Quenching 
                             
 

HEAT	TREATING	

134 Ashland Ave.   Southbridge, MA 01550 
www.hardlineheattreating.com 

Tel: 508-764-6669   Fax: 508-764-6654 

Consistent On-Time Delivery 
Pick-up & Delivery Available 
Member MTI / ASM 

OTHER SERVICES 
	 Bright Hardening 
	 Cryogenics to –300oF 
	 Glass Bead Blast 
	 Grit Blast Clean 
	 Plastics Thermal Treatment 
	 Precipitation Hardening 
	 Anneal & Normalization 
	 Metallography 
	 Stress Relieving 
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 4. Think like a doctor. Treating the symptom will not treat the problem. 
5. Communicate clearly with ALL those involved.   
6. If others are involved, first, solicit their ideas of what you want or hope to accomplish.  
7. Give advise, and consider others’ advise as well. 
8. Review your understanding of the problem.  
9. Determine the importance of the problem.  
10. Could the problem solve itself. 
11. When should it be fixed. Prioritize and set a review, or a schedule!  
12. Verify! Verify! And check it again. Make sure you have the correct info.   
13. Make sure your solution doesn’t make problems for other areas, and other people. 
14. Look at all the options. Know where your team is on the ideas. 
15. Don’t assume the hardest way is the best. 
16. Implement a change.  Make a decision.    THEN FIX IT!! 
17. If that turns out wrong, fix it again.  Erasers are made to change thoughts.  
18. It’s OK to make a mistake. It’s only a mistake if you don’t try. 
19. If it’s important enough to do, then try to do it right the first time. 
20. Think like a surgeon. Replacing parts that were removed isn’t a good option.  
 
STRATEGY TO BETTER COMMUNICATIONS 
None of us are  perfect communicators. If you think you are perfect, you still have to deal with imperfect 
communicators like me.  But, if we follow some simple guidelines we can all do a better job of 
communicating. 
► LISTEN TO THE WHOLE MESSAGE, NOT JUST WORDS. 
      Watch expressions. Listen to the tone of the voice.  Listening is only 50% of any communication.  If 
you are busy thinking how you will respond, or come back to what’s being said, you’re not in the 
communication. So, how can we listen better?  Here are some simple steps to practical LISTENING: 
► LOOK DIRECTLY AT THE PERSON SPEAKING.  
      Communications with another person should be done with your undivided attention.  You are not 
trying to solve the problem, you’re trying to hear what someone has to say.  If you want to talk to a 
person, LOOK,  LISTEN AND CONTRIBUTE. DON’T CHEW GUM AND LISTEN AT THE SAME 
TIME.  Stop trying to do two things at one time.   Give your 100% attention to the person speaking.  
KEEP AND STAY FOCUSED!      Slouching in your chair, tapping your pencil,  looking into never-
never land, being bored shows you really don’t care to communicate. 
► DON’T INTERRUPT UNLESS THE PERSON ISN’T MAKING SENSE.   
      Listen to what the person is saying.  This is one of the quickest ways to end good communications.  
Your interruption says to the other person, “SHUT UP, WHAT I HAVE TO SAY IS FAR MORE 
IMPORTANT!!   REMEMBER YOU MAY WANT SOMEONE TO LISTEN TO YOU SOME DAY. 
►  BE AWARE OF COMMUNICATION INADEQUACY. 
      We have been communicating a long time. Longer than we can remember.  But doing it a long time 
doesn’t mean we do it well.  It’s complicated, and it has too many areas that can go wrong, and probably 
will.  We have no other choice. It’s all we’ve got, so let’s do our best to use it well. 
► CHECK OUT THE TERRITORY 
      Get all the facts. Know before you hear NO, or say YES! 
► CONSIDER THE SOURCE 
      People will tell you what they want you to hear, not necessarily what’s good for you. Salespeople will 
only tell you the good points of their product, or the bad points if they want to sell you the upgrade.  Your 



 8 Love demands infinitely less than friendship. (George Jean Nathan, 1882-1958) 

	

 Fabricating &  Machining 
Specialist 

► CNC Turning to 48” dia. 
► CNC Milling  (40” x 120”) 
► 250” Milling Travel 
► 206” Turning Capacity 
► Repair Specialist 
► 100% Quality Control  
► Certified Welding ASME Sec 8 

► AWS Certified Aluminum, SST 
► ISO 9000 Compliant 
► Pickup & Delivery 

Innovative 

 

40 Snow Road • Winchester, NH 03470 

Tel: 603-239-8082   
Fax:603-239-6380 

Contact:  Terry Haskins 
www.innovative-machine.com 

tmhaskins@innovative-machine.com                  

MACHINE● INC. 

 
 
 
 
 
 
 

 

RIGGING	AND	
HEAVY	HAULING	

	 70 Years Experience 

	 Forklift Capacity to 60,000 lbs 

	 Machinery Moving 

	 Mill-Wright Services 

	 Domestic & Export Crating	

	 Inside Storage / Warehousing 	

lpcote.com 

 

TRACEY 
  
 

ISO 9001 CERTIFIED GEAR & PRECISION SHAFT 

  
 

Custom Gears,   
Thread Grinding, 

& Precision Shafts! 
 

Serving New England 
since 1945 

 

740 York Avenue       Pawtucket, RI 02861  
Tel: 800-774-GEAR         www.traceygear.com 

 sales@traceygear.com   
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Continued on page 11 

stock broker gets paid to advise you of hot stocks. It is called commission if it’s a sale. Check out the 
reason someone tells you something. There’s a reason for everything said! 
► SPEAK TO THE LEVEL OF YOUR AUDIENCE 
      Don’t assume everyone understands your level of communication.  People are often too proud to ask 
what a term or word means because it makes them feel inferior.  Take a Fog Index of your writing every 
so often. 
► ASK QUESTIONS 
      You won’t appear stupid, but you will show interest. This could stop a lot of our problems.  One good 
way to do this is paraphrase the information back to the speaker to see if they confirm what you believe 
you understood.  If the speaker seems intolerant of your questioning him, it usually means they don’t 
know the subject too well. 
► KNOW WHAT YOU’RE TALKING ABOUT 
      Too often we offer something we don’t fully understand. We pass on comments, ideas or judgments 
on subjects every day.  What do you think about cyclamates?  Any two cyclamates who live together 
should get married.   
► BE CAREFUL WHAT YOU SAY AND HOW YOU SAY IT 
      EXAMPLE   “Maurice has had a lousy year getting shipments out the door.”    
Instead,  try this, “Maurice’s Production Dept. has had some poor results from outside sources with pump 
problems, hydraulics designs and electronics, that has held up getting shipments out on time.”   Get your 
facts right, look at it from another view point before putting your foot in mouth. 
► DISPLAY YOUR TEMPER BUT KEEP EMOTIONAL CONTROL 
      It’s OK to get upset, angry, if the people working for you, or with you, are not paying attention to 
business. Prove to them you care. If morale is down, no one seems to care.  Say so. Not as a fly off the 
handle, but as a strong statement of needed change. 
If you do this, do it sparingly, only do it if it’s an honest reaction, never abuse anyone and be quick. 
BUT UNDER NO CIRCUMSTANCE, NEVER, EVER CHEW OUT A WORKER WHERE OTHERS 
CAN HEAR OR SEE YOU.   
► COMMUNICATE AT THE PROPER TIME 
      Don’t ask for a raise at the Christmas party. Don’t discuss rabbit trail issues at a meeting not 
designed for that purpose. If you want your ideas to be received, do it when the other person’s frame of 
mind is in the right light AND THEY ARE READY TO LISTEN. 
 
HOW TO RUN A SUCCESSFUL MEETING 
      FIRST, What is the primary purpose of a meeting?  Do they facilitate communications? Do you go to 
meetings and leave feeling little is accomplished?  Do meetings seem to wander from subject to subject 
with no real purpose?  Does anything really get done in meetings?  To change this, here are steps to 
having a good meeting. 
 
If you are running the meeting: 
► YOU MUST PREPARE FOR IT 
      Know what the meeting is to accomplish. 
      Make a written agenda. 
      Make sure you have a grasp of the items. If you don’t, go find out before the meeting. 
      Know who should be in the meeting. 
      Keep it simple. Don’t bring in a lot of people who shouldn’t be there. 
      Assign someone to take notes.  Concentrate on controlling the agenda. 
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We carry our nemesis within us: Yesterday’s self-admiration is the legitimate father of  
today’s feeling of guilt. (Dag Hammarskjold, 1905-61) 

 

L A S E R  
S H E A R I N G  
S T A M P I N G  
B E N D I N G  
F O R M I N G  
A S S E M B L Y  
M A C H I N I N G  
D R I L L I N G  
T A P P I N G  
G R I N D I N G  
D E B U R R I N G  
R O B O T I C  W E L D I N G  
WELDING (MIG,ARC,TIG AND SPOT) 

  FINISHING SERVICES 
  CAD/CAM 
  DEPENDABLE ON-TIME DELIVERY 
  ACCOUNTABILITY 

  ENGINEERING ASSISTANCE 
  JIT DELIVERIES 
  ZERO DEFECT QUALITY 
  PROTOTYPE TO PRODUCTION

 1 West Main Street          South Hadley, MA  01075        
Tel: 413-532-9022       Fax: 413-536-4647     

Email: info@tfabinc.com  www.techfabinc.com 

 
PRECISION	METAL	FABRICATION	SPECIALISTS	
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► RUN THE MEETING 
      START ON TIME.  TIME IS PRECIOUS.  
      Cancel or change time only for an extreme emergency.   
      State up front the purpose of the meeting. 
      Keep things on subject. 
      Let all people have their say. 
      Stop a discussion if it goes too long and perhaps call a separate meeting for that subject. 
      Slow down and stop any arguments immediately. 
      Don’t let any one person dominate. 
      Watch the clock.  1 to 1.5 hours should be max. for any meeting.  
      If a meeting is to simply get everyone on the same page, or the agenda is short, conduct the meeting 
      with no one sitting in chairs.  You may be very surprised at how short and effective meetings can be.   
      Summarize and get agreement.  THIS IS IMPORTANT 
      If formal notes are to be passed out, do it immediately while things are fresh. 
► YOU MUST FOLLOW UP CLOSELY 
      Never assume everything takes care of itself. 
► DO NOT OVER COMMUNICATE 
      If you say too much, you may confuse the listeners.   
      Saying too much takes the focus off your major points and buries them in the rubble. 
      Over communication is just plain boring. 
      The word ‘and’ is dangerous to other’s health. It can make them sick of you. 
► REMEMBER COMMUNICATION IS A TWO WAY STREET 
      Communication should be a two way street with lots of interaction.   
      It’s the joint responsibility of both parties. 
  
SUMMARY 
 

BECOMING A BETTER COMMUNICATOR TAKES AWARENESS OF THE 
PROBLEM,  

FOLLOWED BY EFFORT TO CORRECT THE PROBLEM.   
THIS OUTLINE MAY MAKE YOU AWARE OF PROBLEMS.  

 HOWEVER, THE REST IS STRICTLY UP TO YOU.  
 

Author’s notes: When I changed vocations from Engineering to Purchasing, I discovered I had another 
problem that I didn’t address in the coverage above.  It is something every person needs to address and 
hopefully take actions to correct.  Listening is the problem.  When you are listening, is your mind going 

100 miles an hour thinking about your come back, or focused more on what you’ll say, or ask next. 
 

I had that problem, and it’s a hard one to correct.  But you can do it, then once you command that ability 
you’ll begin to notice other people doing that very thing.  They hear, but they don’t listen!  They believe 

they need to be 10 steps ahead of the speaker’s position.   
 

If that describes you, work to correct it, and hone yourself to become a listener,  
and actually a better person to carry on a conversation with.   Bill       



 12 If all else fails, immortality can always be assured by spectacular error.  
(John Kenneth Galbraith, 1908-2006) 

 

PROCESSES 
	 Hardening  
	 Tempering  
	 Annealing 
	 Carburizing 
	 Carbo-nitriding  
	 Normalizing 
	 Stress Relieving 
	 Precipitation HT 

VACUUM AND ATMOSPHERE 
HEAT TREATING   

   +  BLACK OXIDING 

MATERIALS 
	 Tool Steels 
	 Stainless Steels 
	 High Speed Steels 
	 Alloy Steels 
	 Carbon Steels 
	 Super alloys 
	 Non-Ferrous 
	 PH Steels  
 Tel: 860-523-9090 

Fax: 860-236-8052  
565 Cedar Street 

Newington, CT 06111 
Andy@sousacorp.com 
www.sousacorp.com 

ISO 9001 and AS 9100  

Nadcap 
Certified

    

Commercial Black 
Oxide 

 

Federal 
Firearms 
License 
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MICROSCOPIC 
DEBURRING 

ISO 9001:2008 Certified 
 
 
 
 
 

Please tell them you saw 
their ad in  

The Gateway! 
 

	 ISO  9001:2015 CERTIFIED 
	 COMPLETE QUALITY SYSTEM 
	 COMPLETE INSPECTION LAB W/ 

TOOL  REPORT 
	 COMPLETE INVENTORY OF ON-LINE  
             CATALOG 
	 COMPLETE COATING SERVICE 
	 ANNUAL CATALOG DEVELOPMENT 
	 PICK-UP AND DELIVERY 
	 CUSTOM LABELING 
	 EXCEPTIONAL CUSTOMER SERVICE  
	 ALL ORDERS ACKNOWLEDGED   

 O-D Tool & 
Cutter, Inc. 

PO Box 372  
150 Gilbert St.  

Mansfield, MA 02048 

508-339-7507 
www.odtool.com 



 14 
Bumper Stickers:   

Outside a Muffler Shop:    "No appointment necessary.We hear you coming."   

         AS9100 & ISO 9001 Certified 

CENTERLESS GRINDING 
& THREAD ROLLING 

  

25 Rosenthal Street    	East Hartford, CT 06108 
phone: (860) 289-2987    	fax: (860) 289-3142 

web: www.unitedcgtr.com 
e-mail: njgoulet@unitedcgtr.com 

UNITED 

 

PO Box 427 
Durham, CT 06422 

Tel: 860-349-1756 

Fax: 860-349-3602 
info@hobsonmotzer.com 
www.hobsonmotzer.com 

ISO 9000:2000 

PRECISION	STAMPING	&	ASSEMBLY	

METAL	STAMPINGS	
PRECISION	COINING	
PROGRESSIVE	DIES	
LASER	WELDING	
ASSEMBLY	
FINISHING	

	
A	'Can	Do'	Attitude	Since	1912	

 

Connecticut Tooling & Machining Association 
  
 

 

 CENTERLESS GRINDING 
& THREAD ROLLING 

 

25 Rosenthal Street    	East Hartford, CT 06108 
phone: (860) 289-2987    	fax: (860) 289-3142 

web: www.unitedcgtr.com 
e-mail: njgoulet@unitedcgtr.com 

UNITED 

  Dee Babkirk     
The Executive Suites     

440 North Main St     Bristol, CT 06010                  
Tel: 860-604-8963       Fax: 860-254-7191        

www.ct-ntma.org/    
If you have a question, or need more info, 

contact:  d.babkirk@centralctchambers.org 

Membership Doesn't Cost....It Pays! 
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 FAST,	FRIENDLY,	KNOWLEDGABLE	

HEAT	TREATING	
		

SNOW’S	METAL	TREATING	
Formerly Innovative Tool Sales 

81 Holliday Drive        Shaftsbury, VT  05262 

Tel: 802-442-3866  
hardsnow@comcast.net 

 Heat Treatment 
 Annealing 
 Stress Relief 
 Hardening 
 Small Lots 
 Fast Service 
 Personalized  
   Service 
 Reasonable Prices 
 

 MATERIALS 
Tool Steels 
Alloy Steels 

Carbon Steels 
PH Metals 
Stainless 

 
Harold Snow has decades 

of solid heat treating 
knowledge and he does all 
the processes personally! 

Nothing that goes through 
Snow’s Metal Treating is 

left to someone else! 
 

  

Call: 617-583-8242  
or visit www.recarbllc.com 

28 Wolcott Street   Readville, MA 02136 
 

RECYCLE YOUR 
CARBIDE 

Inserts, Drills, Solids, Sludges, Filters 

 

(860) 928-7965 

 

 

 

  

 Chromium (860) 928-7965 
Fax (860) 928-1408 

10 Senexet Road    Putnam, Connecticut   06260 

Plating of  Hard Chrome, Electroless Nickel, 
Mass Finishing Media, Equipment and Supplies 
Mass Finishing, Tumbling & Deburring 
Web Page: www.nationalchromium.com 
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Uncle Willy's Funny Bone Gateway 

Home is any four walls that enclose the right person. (Helen Rowland, 1876-1950) 

WE NEED 
SPOTLIGHT 

FEATURE 
STORIES! 

  
 

If you have an informative web site, 
we can often use that information to 
draft a story for a Spotlight Feature 
story for your company.  OR… We 
can send you a few easy to answer 
questions that give us your story.  
Then, you edit the story to your 

liking, send us a few photos, and we’ll 
feature your company in an up 
coming issue of The Gateway.    

If you are interested in getting your 
company in the spotlight, contact us 

at thebuyersgateway@gmail.com and 
we’ll help you with the options. 

You do not need to be an advertiser 
and we have never asked anyone to 

advertise in The Gateway. 
We offer a FREE 1/4 page ad for one 

month following your published 
story. 

YES, IT IS THAT EASY, 
AND IT IS FREE!      

 

My wife and I went to a new restaurant 
we’d never stopped at before, with a 
Gateway customer.  
 
The young, perky receptionist led us to 
one of those huge, corner circular booths.  
We all noticed  the vinyl seat was covered 
with crumbs and other unknowns, so my 
wife asked if it could be cleaned off for 
us? 
 
The young lady promptly sat down at the 
left hand end of the booth, slid quickly 
around to the other end, jumped up 
proud as a peacock, with a huge smile 
and asked,  “Did I get it all?” 
 
Do you enjoy your work this much? 
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  Spur & Helical Gears 
Internal / External Splines 

Internal/External Acme Threads 
Involute & SAE Splines 

Reverse Engineering 
515 Main Stree t  

Yales vi l le ,  CT 06492  
203-949-9097  

203-949-9697 Fax  
www. labthreads .com 

LAB THREADS 
& 

GEAR WORKS ,  INC .  

Contract Broaching Services, Broaches, Tooling, 
Broach Sharpening, & Broaching Machines, with 

over 45 years experience. 
info@Minibroach.com  

Tel: (978) 386-7959  
Fax: (978) 386-7123  

Mini-Broach	Machine	Co.,	Inc. 

Rush Broaching Services Available! 

	 BEARINGS 
	 MOTOR REPAIR 
	 BALL SCREW REPAIR 
	 ENGINEERED PROJECTS 
	 POWER TRANSMISSION PRODUCTS AND MUCH MORE 

www.qpgllc.com    1-866-868-9574 

Complete Bearing & 
Industrial Supply Solutions   

   

PRECISION  GRINDING  

21 Center Parkway    Plainfield, CT 06374 

Tel: 860-230-0054  Fax: 860-230-0027 
baystatemachine@hotmail.com 

Bay State Machine, LLC 

ID & OD GRINDING         SURFACE GRINDINGID & OD GRINDING         SURFACE GRINDINGID & OD GRINDING         SURFACE GRINDING   
HONING                                 CNC CYLINDRICALHONING                                 CNC CYLINDRICALHONING                                 CNC CYLINDRICAL   
8Top Quality   8Any Quantity   8Pickup & Delivery  8Same Day Quotes    

  
We serve job shops and do not do machining work!    

Don’t turn jobs away if you don’t offer grinding!  We can help you! 
 

Automatic screw machine and CNC 
Machined products for your industry    

  
Merrimack Manufacturing Company 

Inc.  

 

●  217 HARRISON ROAD  ●   BRIDGTON, MAINE 04009 
TELEPHONE  207.647.3566  ●  FAX  207.647.3588 

mmc6@myfairpoint.net 
* Also available: Inserts for rubber / plastic moldings 

- Precision Machining - 
- Toolmaking -                    

- Jig Grinding Service - 
 

CLASSIC JIG GRINDING 
 

jiggrind@snet.net   
classicjiggrinding.com                                
    Ph (860) 870-4900      
    Fax (860)870-1900 

PRECISION MACHINING  
- SINCE 1963 - 

 

Border Tool and Die, Inc. 
DBA Bengtson Tool and Die 

Fast Hole, Wire and Sinker EDM   
Precision Tools, Dies, Jigs and Fixtures 

240 Gale Street  Canaan, VT 05903 
T: 802-266-9666   F: 802-266-9667 

richard.btd@gmail.com 

(860) 928-7965 

 
 

 

  

 Chromium (860) 928-7965 
Fax (860) 928-1408 

10 Senexet Road    Putnam, Connecticut   06260 

Plating of Hard Chrome, Electroless Nickel, 
Mass Finishing Media, Equipment and Supplies 
Mass Finishing, Tumbling & Deburring 
Web Page: www.nationalchromium.com 

	

 B&F	Model	&	Pattern,	Inc. 
301	Brewster	Road,				Milford,	CT.	06460	
203-878-1576				www.bfmodel.net	

CNC	Precision	Machining	
Thermoforming	Tool	Design	
Blow	Molds	
Prototypes	
Solidworks	Design	
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AIRLINE PILOT ANNOUNCEMENT YOU DON’T WANT TO HEAR   
As the plane turns around right after takeoff)....uhhhhh....we have to go back . 

...we ..we …uhhhhhh ....forgot something..... 
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DYNAMIC	BALANCING	
 

Industrial, Medical & Commercial  
applications from one piece to large production runs. 

8 Donnelly Road, PO Box 303 Spencer, MA 01562 

www.ne-spintech.com 
Tel: 508-885-5300  Fax: 508-635-6831 

Pump Impellers - Fan Wheels - Prototype Development 
Gears - Motor Armatures - Sheaves and Pulleys - 

Flywheels Couplings - Much More 

 

JOB	SHOP	

MACHINE 
SANDBERG 

 

Your own maintenance department,  
with no cost until you need it! 

Large turning, boring, milling, welding, 
fabricating.  W.5 

e also have a large variety of CNC 
machines available.  

Large or small, we can do it all! 
401-568-1602    

 
 

“Now offer blind keyway 
broaching up to 3 tons!” 

Wanted Used Electric Forklifts, 
running or not.  
Also looking for LARGE  
Used Batteries good or bad. 
Must be reasonable, we  
pick-up and pay cash. 
           Call Walt  
        860-508-9164 

WANTED	OLD	
ELECTRIC		
FORK	LIFTS	

 

 

THE	GATEWAY	CLASSIFIEDS	

  

The	Gateway	Magazine																																																							
	Bill Bryson, President         

The Gateway     336 Governors Road,     Milton, NH 03851 
All rights reserved. Duplication of this magazine or parts thereof without written permission is prohibited.   

This magazine is distributed at no charge to engineers, purchasing decision makers, business owners, advertisers and qualified personnel in manufacturing 
companies.  The cost of a subscription is FREE.  

Spotlight feature articles, New Products and Literature announcements are published free of charge at the discretion of the publisher and with the availability of 
space.  Contact us for details. 

We hope you’ll enjoy reading about these fine companies and tell them you saw them in The Gateway.  
 

The Gateway reaches: 7500+ NE Companies    2500+ NE Job Shops,    25,000+ Readership 
     

OUTSIDE SALES REP/United States East Coast Territory 
We specialize in industrial cutting tools; specials to print; complete regrind 
services.  We are seeking a positive, upbeat person who believes they can 
make a strong contribution to our outside sales team and grow with our 
Company  
RESPONSIBILITES: Identify and cultivate a group of prospective accounts. 
Introduce new tools to customers, 
Specials to Print. Introduce our Regrind Services.  
Track and maintain Prospects and Customer results. 
Collaborate with inside sales staff. 
JOB REQUIREMENTS: Self –motivated with a desire to learn and grow with 
the Company. Positive Attitude. An outgoing personality that can relate to all 
types of customers, High energy level. COMMISSION BASED  
If you are interested we would love to hear from you!   

Contact: bobod@odtool.com                               8 

 
WANT TO RUN A CLASSIFIED? 

 
  Email your proposed ad to: 

thebuyersgateway@gmail.com   
We will lay it out and return a copy of what 
it will look like with the costs for running 

the classified.   

MINI AD RATES:  

Single Column is 2.4”/Double Column is 4.8”/Triple Column is 7.3” $35.00 PER COLUMN INCH.  
 (Ads running only 1 mo. priced at $45.00 per in.)  You only pay for what you use, to closest 1/16”. 

HEADERS ARE SUPPLIED FREE (Yellow background, Red Subway Font)  
Email your info to:   thebuyersgateway@gmail.com       

Questions? call 603-755-9232 
We lay out, quote price, and email a draft copy to you for approval before we will publish.   
No extra charge for photos, graphics, colors or ad layout.  5% discount on all prepaid ads. 
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BUMPER STICKER    

In a Restaurant window:    "Don't stand there and be hungry;  come on in and get fed up."   

 

THE GATEWAY   
IS LOOKING FOR  

SPOTLIGHT FEATURE STORIES  
and  Press Releases. 

 
2, 3 or 4 pages in length 

 
Submit answers to a few simple questions that will describe your business,  12 to 16 different photos 

including a photo suitable for the front cover, and we can either draft a story for your edit and approval, 
or you can write your own story. 

 
It isn’t simply free, but we’ll thank you by giving you a free 1/4 page ad, and design it if you don’t have 
an ad ready to run. We’ll run your ad the month after the story runs to extend your company’s exposure. 

 
Ready for the questions?  Send your request to: 

thebuyersgateway@gmail.com 
 

In 19 years we have never called, faxed, emailed or asked anyone to advertise with The Gateway.    
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 22 Nothing great in the world has been accomplished without passion.  
(George Wilhelm Friedrich Hegel, 1770-1831) 
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 WHERE QUALITY COUNTS 

CNC Machining 
Prototype & Production Quantities 
Let us put our engineering and machining talents to work for you! 

106 Finnell Drive. Ste 24  Weymouth, MA 02188        

We offer one-stop shopping where we will 
handle your complete job. So whether  heat 
treated, plated or painted we can supply to 

your requirements the way you want it.   
ISO 9001:2000  
SAE  AS9100 

 Precision Milling 
 AutoCAD Design 
 Master CAM Machine  

  

Tel: 781-331-4300         Fax: 781-331-4800 
www.rsredco.com        email: sales@rsredco.com 

 Precision Turning 
 Design Capability 
 Quick turnaround 

R & S REDCO, Inc. 

 Personalized Service 
Now offering LASER PART MARKING 

Using our new 
TRUMF VMC1 LASER MARKING MACHINE 

Marena Industries 
433 School Street 
East Hartford, CT 06108 
800-862-7362 
www.marenaind.com 
marenaind@aol.com 

NEW GRINDING CAPACITY 
Our OD Grinder can handle 

material up to 40" in Diameter 
and 144" between Centers. 

We can manufacture complete 
or regrind your existing parts.  

Send us your Blueprints or 
requirements and we will 
ensure the final product 

exceeds your expectations.  Get the quality and 
precision you need from a company with over 50 

years of grinding experience. 

Our newest Vertical 
Grinder can handle 

material up to 48" in 
diameter and 48" in 

height. 

Marena Industries 
433 School Street 
East Hartford, CT 06108 
800-862-7362 
www.marenaind.com 
marenaind@aol.com 

	 New	England’s	Largest	Electropolisher	

	 ISO	9001	&	13485	Certified	

	 12	Electropolishing	Lines	

	 Precision	Rates	of	Removal	(.0001”)	

	 Small	&	Large	Parts	

	 Custom	Packaging	Services	

	 Expedited	Service	Available	

	ELECTROPOLISHING			

SERVICES	

New	England	Electropolishing	

800-672-6616	

www.neelectropolishing.com		

sales@neelectropolishing.com	
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