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For fellow woodworkers who need guidance for the artisan saw 10 in.radial arm. I and others have sent PDF copies for the following owners of the guide to this site for your access. above the website of these owners guide: Model 103.29310 9-inch Radial Saw. Model No. 113.29410 Craftsman Accra-Arm
10 inches Radial Saw. Model 113.29440 Craftsman Accra-Hand 10 Radial Hand SawModel 113.23100 10 Radial Hand Saw Model 113.19760 10 Radial Saw Model 901.23181 Radial Hand Saw Instructions and PartsModel 113.199200 Radial Hand SawModel 113.197110 10-inch Radial Arm
SawCraftsman 10 Radial Hand Saw Field Service ManualModel No 113.29003 Craftsman Accra-Arm 10 inches Radial Saw Saw. Model No. 113.29411 Craftsman Accra-Arm 10 inches Radial Saw. Model 113.29401 10 Radial Hand Sawgood Good luck, Walt I just inherited my father's 10Craftsman
Radial Hand Saw, which was never opened until yesterday - even if it was purchased and stayed in the box for over 14 years! Unfortunately, it came only with the management of the owners of FRENCH!!! Does anyone have a copy or know where I can get one? I contacted Sears as well as the OWMM
website listed here, but still unlucky. I found a similar model on the internet, but not this particular one. I really don't want this copy translated as it's over 88 pg in length! Hope someone can help!! Ps... it also emerged that he was involved in the recall a few years ago. I ordered new parts - hope they can
be delivered! A link posted for Manuela not working OldWoodWorkingMachines recently changed servers/code/computers..... it's still right there...... just moved around go to OWWM and choose a Craftsman and then post and then find yours..... Try the link.... Scroll down to find yours.... ...... measure



once..... cut in half.... Throw that one away and cut a new one.... I HAVE A CRAFTSMAN 10 RADIAL HAND SAW MODEL 113-23100. MY PROBLEM IS THAT I CAN'T SWING MY HAND LEFT AND RIGHT AFTER I LET GO OF THE LOCK HANDLE AT THE END OF MY HAND. PLEASE HELP.
SENDCHETS Need owners' guide to model number 113-190600 Need a guide to owners for model number 113.190600 Post response as Anonymous Editor note: This is an excerpt from a recently published book, a startup owner's guide written by entrepreneurs-turned educators Steve Blank and Bob
Dorf. Come back every week for more information on how to get out of this 608-page guide. Whether your business is a new pizzeria or the hottest new software product, beware: these nine erroneous assumptions First, the deadliest of all is the founder's unwavering belief that he or she understands who
customers will be, what they need, and how to sell it to them. he or she can only guess about the customer, the problems and the business model. On the first day, a startup is a faith-based initiative based on guesswork. To succeed, the founders must turn these guesses into facts as soon as possible,
get out of the building, asking customers if the hypotheses are correct, and quickly change those that are wrong. The second erroneous assumption is implicitly conditioned by the former. The founders, assuming that they know their customers, assume that they know all the functions that customers need.
These founders specify the design, and build a full featured product using classic product development techniques from the comfort of the building. However, without direct and continuous contact with customers, it is unknown whether the features will conduct any appeal to customers. Traditionally,
engineering, sales and marketing are all focused on a real-estate launch date. Marketing tries to choose an event (exhibition, conference, blog, etc.) where they can launch a product. Executives look at this date and calendar, working backwards to light fireworks on the day of the product launch. Neither
management nor investors tolerate wrong turns that lead to delays. The launch of the product and the date of the first customer are only the dates when the product development team believes that the first product release is finished. This does not mean that the company understands its customers or how
to sell or sell them, but in almost every launch, ready or not, departmental watches are installed irretrievably on the first ship of the customer. Worse, startup investors are also managing their financial expectations by that date. Established companies run business models where customers, problems and
the necessary product functions are all known; Startups, on the other hand, should work in search mode as they test and prove each of their initial hypotheses. They learn from the results of each test, refine the hypothesis and test again - all in search of a repeatable, scalable and profitable business
model. In practice, startups start with a set of initial guesses, most of which end up being wrong. Thus, focusing on the performance and delivery of a product or service based on these initial, untested hypotheses is a strategy to go out of business. Traditional business plans and product development
models have one big advantage: they provide boards of directors and founders with a clear path with well-defined steps that the board expects will be achieved. Financial progress is tracked by indicators such as income, balance sheet and cash flow. The problem is that none of these metrics are very
useful because they don't track progress toward the only launch goal: find a repeatable and scalable business model. startups simply borrow positions from well-known companies. But remember, these are jobs. an organization that runs a well-known business model. The term selling in an existing
company refers to a team that repeatedly sells a well-known product to a well-understood group of customers with standard presentations, prices, conditions and conditions. Startups by definition have several, if any, of them. In fact, they're on the lookout for them! Customer detection requirements
require people who are comfortable with change, chaos, and learn to fail and calmly work in risky, unstable situations without a road map. Hiring VPs and execs with the right names, but the wrong skills leads to further troubles as powerful sales and marketing people come on a payroll to execute the plan.
Executives and board members, accustomed to measurable signs of progress, will focus on these executive actions because that's what they know how to do it (and what they believe they've been hired to do). Of course, in well-known companies with well-known customers and markets, this focus makes
sense. And even in some startups in existing markets where customers and markets are known, this can work. But in most startups, measuring progress regarding a product startup or income plan is simply false progress, since it occurs in a vacuum lacking real customer feedback and replete with
assumptions that may be wrong. The business plan, its revenue forecast and product implementation model suggest that every startup step goes flawlessly and smoothly to the next. The model leaves little room for error, learning, iteration or customer feedback. Even the most experienced managers are
forced to hire and hire staff as planned, regardless of progress. This leads to the next startup disaster: premature scaling. The consequences of most startup mistakes begin to manifest themselves by the time sales do not occur according to the plan. Shortly thereafter, VP sales were probably
discontinued as part of the decision. A new vice president of sales is hired, who quickly concludes that the company simply did not understand its customers and how to sell them. Since the new vice president of sales was hired to fix the sales, the marketing department now has to respond to the sales
manager, who believes that everything that was created earlier in the company was wrong. (In the end, he got the old vice president fired, didn't he?) Here's the real problem: no business plan survives first contact with customers. Business assumptions are just a series of untested hypotheses. When real
results come, smart startups rotate or change their business model based on results. This is not a crisis, it is part of the path to success. Editor's note: This post is part of a series with excerpts from a recently published book, the owner of the startup, written by serial entrepreneurs, became educators
Steve Blank and Bob Dorf. Dorf. back every week for more like-tos from this 608-page guide. Existing companies already know what works and what doesn't. For them, failure is an exception, if not a crisis. They happen when someone. Startups are different. They are looking for a business model rather
than execution, and the only way to find the right path is by trying a lot of experiments and making a lot of wrong turns. Successful startups run dozens, if not hundreds of pass/fail tests on the sales field, features, prices, and more. So be prepared to accept failure - it's part of the learning process and
figure out how you're going to learn from it. Making continuous iterations and twists covering the glitch requires frequent, flexible iterations and rods. The turnaround is a significant change in one or more of the nine box canvas business models (e.g., price changes from freemium to subscription model).
When a company limps together, only a drastic change to one or more components of the business model can get it back on track for success. Pivots are managed by learning and understanding from the continuous flow of pass/non-tests you work on throughout detection and verification. The best
founders of the startup will not hesitate to make changes. They recognize when hypotheses are wrong and adapt. Design experiments and tests, tests, tests Initially, hypothesis is just a fancy word to guess. To turn hypotheses into facts, the founders must leave the building and check them in front of
customers. But how do you test? And what do you want to learn from the tests? The best experiments on customer development are short, simple, objective pass/failure tests. You're looking for a strong sign: something like five of the first 12 clients you call on to say: I need this right now, even if it's still
buggy. Early tests are not necessarily accurate, but should give you a good enough signal to continue. Start by asking: What understanding do I need to move forward? Then ask: What is the easiest test I can run to get it? Finally, think, How to develop an experiment to run this simple test? one of the
things that trips up to the engineering founders is thinking that these tests should include actual code, hardware, or a real product. They don't. Most of the time you can mock a web page or create a demo or physical prototype to get valuable training. Find out your type of market- It changes everything One
of the radical ideas guiding this book is that not all startups are similar. One of the key ways in which they differ in the relationship between a new startup product and its market. These relationship between the product and the market tend to correspond to one of these descriptions: bringing a new product
to the existing market, bringing a new product to a new market, bringing a new product to the market and attempt to attempt re-segment that market as an inexpensive participant or a re-segment that market as a niche entrant cloning business model that successfully in another country type of market
affects everything that the company does. Strategies and tactics that work for one type of market rarely work on another. The type of market determines the feedback of startup customers, acquisition activities and expenses. It changes customer needs, adoption rates, product features and positioning, as
well as its launch strategies, channels and activities. In general, different types of market require radically different discoveries, minimal viable products, as well as sales and marketing strategies. In existing markets where customers already exist, marketing is relatively simple: customers can describe the
market and the attributes that matter most to them.  In the new market, the company allows customers to do what they couldn't do before, creating something that didn't exist before. Or it drastically reduces the cost of creating a new class of customers. By definition, there are no customers in new markets
yet, so there is no one to know what the product can do and why it should buy. The key is to understand whether there is a large customer base and whether customers can be persuaded to buy. The classic mistake of the founder in the new market is to quickly burnish the costs of sales and marketing
funds, a practice that may be appropriate when selling existing customers in a known market, but does not make sense in the new market.  The new versus existing axis is at the heart of the market type definition. Stay tuned next week for another launch of the Owner's Guide excerpt. Age.
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