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hat's the value of things vou can’t see”
Things hike centunies’-old tradition,
handeraftsmanship that’s been passed
down generation after generation, and a
passion for making an instrument that
embodies the very essence of a national culture. OI
i course, the answer depends on whom you ask, but the
Spanish Guitar Master Crafisman’s Guild, an association
comprising 15 esteemed manufacturers, is striving o
narrow the range of responses. The Guild’s mission s to
open the eyves and cars of retailers and their cus-
tomers worldwide to the beauty and musical-
ity thal are unigue to instruments made in
Spaun
Camaradene bome of common pur-
pose might be a perk for Guild
members, but its current mandate
has less to do with fraternity than a
fight for the Spanish industry’s
survival. In recent yvears a number
of factors unrelated to Spanish
classical guitar’s romantic heritage
or fine Old World craftsmanship-
most notably, the flood of product
from China—have taken a substantial
toll on Spanish manufacturers, who
have banded together specifically to
promote the Spamsh brand identity,
The Spanmish guitar industry's
growth in the late 1990s decel-
erated as the euro’s value rose,
particularly aganst the dol-
lar. Already saddled waith
Europe’s highest labor
costs, Spain’s guitar man-
ufacturers  have
pressed to find new ways
to reduce the production
expense gap between their
products and their Asian
competitors’, Some of the
larger factorics employ cut-
CNC  automation,

R

been

Ling-edge

_ INDUSTRY AT A CROSSROADS

gque Spanisk

Global competition and other challenges are
forcing Spain’s manufacturers to face a
turning point in their long, noble history.

This approach might
be seen 1o contradict
the romanticized bas, --J..:i.
and marketable SRR,
notion of small-out- :
put Juthiers wielding
age-worn hand
teols, though those
[actories  contend
that such technolo-
gies are adopted to
improve precision
and consistency, not
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to increase produoc-

ttion. Other Old
World New World
dichotomies chal-

lenging this commu-
nity include: slow,
painstaking  con-
struction versus the
global markel’s
demand for greater
output; traditional
maternals and
designs versus the
need to drive the market with innovations; and coopera
versus competition among Guild manufacturers. The M

Trades visited a number of factories to discuss and see
hand how Guild members are meeting the escalating denis
of the modern market while retaining the venerable qual
that distinguish and, indeed, define the Spanish classical;
Lar.

Combined, Guild member manutacturers account for
ly 98% of the instruments made with the stnctly Spl
method of guitar production. (See sidebar on page 1608
association was established to promote cooperation in
ber of areas, including acquisition of strings and’ mud
heads and coordination of their strategies aganst a g
number of competitors in Chile, Eastern Europe, and &
ctally China. Several Guild manufacturers formed loose§
nerships to pump up their purchasing leverage, enhance
access to suppliers, and effectively double their allotmen
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mEincied materals imports and finished-product exports. The

st prominent and formal of these partnerships patrs one of
\hambra, with
qoe Ould's youngest company, Guitarras Almansa
Manufacturas Alhambra, S.1.
1be one of Spain’s major suppliers of classical puitars, pro-
g approximately 35000 instruments per vear. About
- of them reach the U.S. market, with 1 retail prices
pinzing trom 3470 to 5904, The company now also offers a

HE region s largest classical guitar producers,

o8 rounded i YOS, has grown

goe of steel string guitars, including dreadnought, jumbao, and
154 and 54.05]

Mhambra Direcior (CEC)

gume Juha describes his factory's location near the lovely

puditorum models that retail {or between S1

-,l' Esessed of a4 w Iy, relaxed wit,

wutheastern Alicante provinee town of Muro De Adcoy

bt
“not
¥ convement for distribution. but for very good for living

e than an hour’s drive from the nearest Mrport—as

puch chonces epitomize the Spanish industry’s resolve to pre-
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serve quality-of-life priorities even as more ascetic and

ageressively profit-driiven production centers surged up
around it. Most Spanish Gactories close for the entire month of
Sirict

faws as well

Mugust for vacations
wisrket

adherence to environmental and
[1the¢ral |'|r.||1:_lu1pr:-. ._'|1'.|1|n1..;.,
benefits unheard of in China all contribute 1o Spain’s cost-of-

safely
production burden, Julia comments, “Chinese manufacturing
is like it was in "-|'|:|||:u 100 yvears ago: Labor is cheap and mate-
rials are expensive. Today in Spain materials are cheap and

labor 15 expensive.” However, maintain
and cults-

craflsmen required to

Juliy and his peers
that Spamn’s IITL'HI}lL‘ s a critical Factor in relaming
vating the experienced, highly skilled
produce the highest-quality instruments
For Alhambra. sophisticated automation and modem menu-
HIsuilg NE Processes |h..||" reduce the |1||_'|-|_|I,|-_|_|:|,|l| COSL rap o
example, the company invested in g E150,000 {(abou
S200,0000ar current exchange rates) CNC machine that shapes
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Spain’s Guitar Tradition

WHAT MAKES A CLASSICAL GUITAR “SPANISH”?

.

neck Blocks, drills headstocks for luming
machines. cuts side braces for purlling.
ete. Likewise, hundreds of bins contain-
ing tops, necks, sides, braces, elc. arc
har-coded to help the company expedite
production and materials procurement,
and a barcode on each instrument’s
label allows the factory to idenuly nol
only when the instrument was made, but
alse which craftsman worked on each
step of the instrument’s production
Factory sawdust is collected, com-
pressed into cylinders, and used for fuel
to power the plant (and the surplus 1s
sold 1o local bakeries 1o heat thew
ovens). These and other measures help
offset the expense of making complex,
labor-intensive mstruments, (For exam-
ple, the production ol the neck alone
requires 17 different sieps n the high-
end models.) Such signs of 4 modern,
high-production factory might detracl
from the Spanish traditional mystique.
but Director Julia insists  thal
Alhambra’s path 15 no less worthy
“Building one quahily guitar is nol diffi-
cult” he quips. “Building thousands of
quality guitars [every year| is difficult,”
In 1965 Julia, an engineer by training.
iomed two other investors 10 take over
the troubled Manufacturas Hachi guitar
factory in Muro De Aleoy 1o launch
Alhambra. In Julid's eyes, one of the
company s less sparkling early periods
was preoccupied with churning owt
entry=level  instruments under  the
“Cordoba’ brand. He now doesn't want
160

Alhambra o be associated with those
guitars, preferring 1o focus on building
higher-gquality instruments along with a
sironger, prouder brand. Markets all
over the world have responded 10 this
new direction, and the company
ohserved a major milestone in February
20105 with the laneh of Alhambra USA,
s 118, distribmor in Asheville, North
Carolina.

Eighty-five employees averaging neat-
ly 22 years of service stafl” Alhambra’s
200, (-square-foot production facility
Tulia’s son, Luis, is the factory's engi-
peer. A cavernous warchouse 15 used 10
store a broad range of tone woods for @
minimum of two vears. The company
uses primanily the varetes dictated by
centuries of tradition: European spruce
or Western cedar for tops: mahogany tor
sides and backs: Spanish cedar for the
neck: Indian rosewood for fingerboard
and rosettes: spruce for bracing, and
cypress or North American cedar for
flamenco puitars’ lops and sides,
Alhambra also possesses about 300 sets
of hook-matched Brazilian rosewood
for premiume-level struments. “We
helieve in experimenting with different
kinds of woods,” savs Julid, “but if we
create a demand for cenain matenals,
we must be able to supply them contin-

uously to satisfy it over a long pe iod ol

time.” The shortage of good-quality
tone woods 15 @ concern voiced

throughout the industry, and much ol

the blame is aimed at high-volume pro-
MUSIC TRADES FEBRUARY 200

The Spanish classical guitar Is

defined primarily by its slotted

heel. The guitar's sides are

inserted into those slots to pro-

vide greater rigidity, strength

and stability without using add:

tional or heavier bracing. This |
design also affects the way the

tension of the strings and, toa |
lesser degree, the bent wood

sides, is distributed throughout

the instrument. This unique con

struction contributes signifi- |
cantly to the instruments dis-

tinctive sound.

Photo by Merche Gonzalez Rerran

duction in Asia and Eastern Euiope
(See sidebar on page 166.)

Alhambra’s three different headsioss
designs identify its three major Tines
Basic. Conservalory (student), a8
Concert. In a small workshop within s
factory, three master luthiers (averagig
nearly 28 years tenure) “do things Tike
the independent luthiers™ and sign each
guitar they produce. For the lower-eal
models, the tops are fed through a co
putérized planer 1o cnsure win Fon
thickness. For more expensive modds
the thickness s determined (o com
ment the rigidity and grain sruciure g
cach  individual prece ol
Polyurethane finish is used lor Hase
models. nitrocellulose for Conservii
models, and French polish for premi
Concernt models. All models, regardich
of price, are subjected 10 NUMCTRS
stages ol quality control. For exumj
ane of the company’s MOSE TESPHEES
(and leared) velerans uses a special fil
arescent light o expose minule SOt
excess glue prior o the finishifg
process, “We have many steps of i
guality control.” says Julia, “but thelss
ane 1s not at the factory, it's at the S
wmer's house. It's [or them thal WeEs
so-carclul.”

About 55 miles northwest in the Ciys
Almansa in Albaccte  proving
Guitarras Almansa, S.A. prodies
approximately 21,000 instrumenss '
year, about 2,000 of w hich are solds
Worth Amenca. Almansa's LS. bis

e
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Spain’s Guitar Tradition
ness is particularly challenged by the
currency exchange rate (at this wriling,
€1.00 = $1.32) but doing well through-
out Europe. According to Almansa
Director Pedro Angel Lopez, 60% to
70% of the guitars produced and sold by
Almansa are low-to middle range
instruments that sell for around 5380,
China is pushing us very hard,” he
says, “We can’t compete with their low
production costs, so we had to improve
our efficiencies and compete mostly in
the midrange and high-cnd markets.”

Lopez explains that Spanish dealers
preler to sell Spanish instruments over
Chinese instruments. “First, they can
make a bigger profit with [Spanish-
made] guitars, But outside of Spain, and
especially in America and Europe,
much of the society is now focused on
getting things that are cheaper. We leel
that this cycle will pass, that more peo-
ple will again want to have better-qual-
ity instruments, but right now we may
be experiencing a “natural selection” not
just in the guitar industry, but in all
industries, We have to survive this
eyele, and we have to keep paying our

skilled employees, who are so much a
part of what we do.”
Almansa is unique among the many-
facturers we visited in that all of its
instruments’ parts are actually manufac-
tured at the Alhambra factory in Muro
De Alcoy, then shipped to Almansa for
assembly, finishing, and sctup. Bul
Ldpez is quick to point out their distine-
tions, noting that its instrument parts are
all made to Almansa’s specifications,
and that the substantial amount of hand-
work required to assemble and finish a
Spanish classical guitar contribute sig-
nificantly to its quality and “character.”
Relative to Alhambra instruments,
Almansa guitars’ dimensions are slight-
ly smaller. Asked to compare the two
brands”™ characteristic sound qualities,
he says Alhambra guitars have a
“stronger sound with better projection.”
whereas Almansa guitars have “a
-sweeter’ tone. We have a very good
cooperation with Alhambra,” he adds,
“but they are also our main competitor.”
Founded in 1989, Almansa quickly
made inroads into the European market.
Like Alhambra. it began gaining trac-
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tion in North America in the late |
but its progress was impeded b
inflation of Spain’s currency. “T!
not the best moment for exports ir
eral,” says Lopez, “but especiall
classical and flamenco guitars.”™
Nevertheless, Almansa, like
Spanish manufacturers, fully co
hends both the challenges an
opportunities of the global marke
it is striving to penetrale all ma
including those it wouldn’t have 2
second glance ten or 15 years ag
the Asian market, Almansa is
very well in Thailand, Japan
China,” reponts Lopez. “We sell
600 guitars to China annually.
now we're happy with that. We
that most Chinese families don’
much purchasing power, but beca
the nation’s one-child policy, |
want the best for that child—th
piano...why not the best classic
tar? With more than 400 million
tial customers, we must try [to b
established in] the Chinese mark;
In addition to classical and fla
ouitars in a range of scale k




mansa offers cutaway and thin-body
idels with optional pickups as well as
Skloric I 2-string beaneleerilliss
wizcedents 1o modern mandoling) and
wies {lutes), The wide range of mate-
g8 used ncludes German spruce,
mduran cedar. mahogany, jacaranda
dnzilian rosewood), Indian rosewood,
anh American sycamore, and African
DAY,

e Nl iy —

tifnzed by the relative longevity and
mlage of some of Almansa’s competi-
i, Lopez shrugs and says, “We are o
Buny company. Some companies have
wng history, and that helps them sell
i history doesn’l guarantee a quality
pilar, Almansa’s history is not long,
after nearly 15 vears in business and
enving mmn markels on four conti-

e EE s B e . g

giis, our customers” confidence in us
Bligh:

Lirrently observing s 30th anniver-
o, Guitarras Francisco Esteve, S AL
pduces nearly. 200000 guitars annual-
Approximately 18,000 bear the
sicve brand, while the balance are sold
wih other proprietary brand names or
UM 10 other companies

74

Age-old method

s are still very much in evidence in many Spanish guitar fac-

tories, including use of cords or string to apply uniform pressure upon the

binding as the glue dries.

e company was founded in 1957 b
Valud, and
Antomo Monlort. Operating the oldest
Factory in Valencia, its 30 emplovees
have worked there for an average of 17
vears. In fact, other Guild manufacturers

Francisco Esteve, Muanuel

Victor Raimundo, Amonio Apancio, dnd
Juan Hernandez were all once employees
al Cantinras BEsteve before starting their
own businesses. Manuel Adalid Ir, son
of one of the founders and current dinee-
Lor. shrugs and suys, “It's normal.”
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The broad Esteve line includes classi-
cals, flamencos, cutaways, electric-
gcoustics, short-scale models, specially
sized models for women and children,
as well as traditional octovas, Bajos,
conirabafos, reguintos, es ciibanos,
faeetes, and bandurrias

In addition to standard Spanish ¢lussical
cuitar woods—mahogany., European
spruce, cedar. Indian rosewood, and
ebony—Esteve makes instruments fea-

turmg less conventional species such as
pau  ferro, walnut, bubinga. ebony.
ovengkol. and cocobolo. The company
alse possesses 3533 seis of documented
Brazilian jacaranda rosewood. Like his
Guwld counter parts, Adalid favors
European spruce  for  guntar  tops,
“Engleman looks very good.” he says.
“but it isn’t as rigid as European spruce.”

The most affordable guitars receive
three or four coats of funsh, with sand-

VoI 44
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mg between coats. The most expensive
guitars, which retul for approximately
51500, receive o three-step fims
process: [irst polyurethane, then nite
cellulose, then French polish, otaling
cight or more costs. For the final Stags
of fimishme, climate controls mainta
60% humidity and 227 C. temperature
The standard thickness for Esteve ;m-'
tar tops s 2.5 millimeters for cedar o
2.1 mullimeters for European spruce
However, for its premium instruments
the top thickness and even the designd
the bracing s modified o suit the ngid
ity and grain structure ol the wood.
Adalid has been mstrumental in build
ing the Esteve brand around the workd
While mamtaming the spirit of trad
craftsmanship, he has ake

tional
encouraged development of new desiz
and construction echnigques in an effod
o adapt 1w the demands of the modes
international market. For example; i)
joant venture with Dieter Hopf
Germany, Esteve developed a mode
with a large oval “membrane™ on e
top that’s 0.9 millimeters thick. The
membrane 15 designed (o enhance the
instrument’s sensitivity, volume, o
projection. Called the  Arist
[haphragm in the [ieter Hopf cataleg
it retails for just over 53,900, Similark
adventurous, Esteve has worked wil
fellow Guild member Juan Hernande
to create a protolype imstrument wig
carbon fiber “tension bars™ that run pa
allel to the tone hole but touch neithe
the bracing nor the top. Allowing ford
thinner yet strong top, the bars help i
mstrument produce a big sound wiki
strong high end. “We must not relw
says Addlid. "Every vear we test ne
innovations, improve the quality,
improve the sound because we must o
to fight the Chinese guitars, and we g
not fight on price. All the improvemes
will eventually be incorporated mto o
lower-priced lines as well, so that i
overall standards rise continuously.”
Arguably the most innovative of i
Cunild manufacturers and fully embng
ing modern technology and manufachs
img methods, Esteve 1s no less prouds
Spanish classical guitar-making i
tions.  Though his 32.000-square-fog
tactory bristles with an arrav ol lug
powered woodworking  equipmes
Manuel Adahd insists, “We don't &
machines; we use artisans’ lols.”




peevernl respects the other end of the
peetrum from Alhambra, Almansa, and
epitomized by  Vicente
trritlo. Located in Casasimarro, mid-
B between Madnd and Valencia, this
il workshop has been producing
gars continuously since 1744, Other
i i band saw. all work 15 still execut-
Riith hand tools, and production aver-
g 15 nstroments per month, The
sEpany is run by Carrillo
S5, who represents the eighth gener-
fin of a family that has been making
jars since | 836, Camllo (who does-

SEvE 15

Vicente

se “Casas’™) was the company’s
i luthuer from 1982 unul 1994, Since
B0 he has tramed five others “who are
i better™ ol the cradt than he is

rrillo recently completed a modest
amansion of his shop, and he has adopt-
22 lew glements of modern technolo-
¢ For example, the shop's humidity is
il a1 a constant 60% (compared with
& region s natural 30%) 1o prevent the
i from twisting and 1o ¢nsure the
imal conditions for the multi-lay-
gl ultra-thin French lacquer fimish
ke most of the other Guild L'-.1r|1|1;mi1,':-,,
geente Carnllo also [1rl_'|1_1|p;_'|._'t.. fsiant
llas, landes. and flamenco guitars,
pstnguished by their lack of bridge
waie; lighter sides, top, and back: and
ghier bracing. flamenco guitars are
mractenzed by a shghtly raspy. more
ercussive sound than Spanish classical

e L ypress 15 preferred wood for the

mmenco guitar’s back and sides, but
gadar from Canada and the US. is com-

mnly used because it's more readily
Rguired and less expensive

ough  Vicente Carrillo’s prices,
Hnling from $3.800 1o S8.900 in the
0y, soar far above those of instru-
gents produced in China, Carrillo feels
& npple eflect of what he deems the
sumping” ol instruments  priced
low the cost of production,” and his
gwth has been impeded by the high
hange rate of the euro. Nevertheless.
g 5 heartened that instruments made
& him and s ancestors i a town of
@ 2300 have enchanted players all
ber the world, from sertous students to
¥ mmitable Luca,
orded his landmark 2004 Namenco
Rase Cosiras Buenay on a Yicenie
amllo guitar, He continues (o reach
oo new dealers in the US. and other
ions at the winter NAMM show and
@ Frankiurt Musikmesse, ever com-

Paco de who

mitted to the principle of “keeping pro-
duction low and quality high.”

Guitarras Manuel Rodrigoez and
s>ons, S.L.. was a member of the Guild
at the nme of The Musi
but has smee left the organization, In
some respects it might be perceived as
straddling the OId World and the New
World of guitar making. Located in
Toledo, the H:1i.|rl|.r1l-:.‘f I"cli.'lhlr'} 15 still
M-year-old Manuel
Rodriguez, grandson of celebrated fla-
guitanst Manuel Rodriguez
Mareguw and son of luthier Manuel

?-n"q |'|,.|Iq_"-.1 VISIT

overseen by

Mernso

on the planel feels
and sounds (ke
a Rickenbacker,

Play one and

you'll know.

Rirckenlsacker

Rickenbacker International Corporation |

Rodriguez Perez. who began makin
1905. The factory's 3
emplovees produce between 7,000 and
7,500 guitars o year. In 2005 the compa-
ny ended a long-standing U.S. distribu-
tion deal with Fender, though Manuel
|-'.u::|l’1£_"t|=.'.-’ Jr.

i
L4
:

&

EUILars in

confesses an ongoing
admiration for the company and its
management.  (“Great businesses are
created with big personalites like [thal
of] Bill Schulte.™ he says.) Starting in
2006, the company began selling its
products in Guitar Center stores

Afier beginning his apprenticeship in

wiww. Rleckenbacker.com

3895 S. Haln Streel, Sanfa Ana. CA 92707 USA | (714) 545-5574

B33 Fachenbacker internadionad Corporatian
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Spanish classical guitars rely on much

[ =

handwork, but larger manufacturers

also employ CNC technology (left) and specially designed equipment such as
a machine (right) at the Alhambra factory that applies precise, uniform pres-
sure to secure the bridge while the glue dries on up to 20 guitars.

Madnid's Ramirez factory at the age of
13 and later opening his own shop in
Spain, Manuel Rodnigues Sr. emigraled
to Los Angeles in 1959, where he made
puitars  for professional
teachers, and students before
returning to Madnd in 1973, In 2000 hs
company expanded mto a new 75,000-
square-foot factory whose equipment
traces the history of 20th century classi-
cal guitar making, Alongside hand tools
dating back to 118 founder’s youth and a
1920s band saw ("1t 1s so beaunful, so
solid, it will last for 4,000 years!™) are a
1959 Sears Rocbuck “Shop Smith™
multi-purpose table saw/sander and a
CNC machine, purchased m 2003, that
routs, cuts, and shapes six guitar necks

IMUSIC LIRS,

NCtors.

al a time, Recently the company used

vovernment grants o add a new

machine every two to three months
Rather than reducing the size of the
workforee, increased use of automation
facilitates more lines  and
improved efficiency.

Manuel Rodriguez Sr. accepts each
level of technology on 11s own merits,
but he is personally gratitied by produc-
ing a few very high-end instruments
with his own hands put of woods he's

diverse

acquired over the decades: Honduran
cedar from |939; jacaranda, ebony,
eypress, and Brazil rosewood dating
back 1o the 1950s: and German spruce
puttar tops harvested as long ago as
1962. He worships the wood. the older
the better, and takes pride in the radition
he represents; declaring. “1'm the oldes:
guitar maker in the world: I'll never

renre!™

However. Manuel Rodriguez has aldl
passed along the skills, knowledge, s
passion for goitar making to his Wl
sons, Manuel Jr. and Norman, who @
advancing the company in @ number o
directions. In addition o mcorporating
modern production systems. they hag
explored a vanety of non-tradition
product features. For example, =
optional Mobile Bridge compensates 1
the ditlerent thicknesses ol strmgs an
the parallel freting up 1o the 18th ng
facilitating tuning the guitar by octaves
like 4 piano. The company also offes
cutaway models, optional LR, Bagg
pickups, a mid-priced classical guins
with a “suspended™ fingerboard. a fob
ture typically found only on high-price
instruments, and a  full line @
Maccaterm “gypsy Ja2s " guitars,

Much more controversially, Guitam$
Manuel Rodriguez 15 the sole Guill
(now former) member 10 offer insins
ments produced outside of” Spain. Tw
models made 1in China 1o the company$
specifications wholesale lor €142 8
Europe and 5121 in the US. “II' w8
don't address both the nuddle- and high
level mstrument markets, we'll go ban
rupt,” explams Manuel Jr. “We (o
make cheap mstruments in Spain—ao
labor costs are too high—s0 we havel
use Chinese manufactunng to build 18
cheaper ones. On our Asign-made [me
the fimish and fremng are done hered
Spam., but evervilnng else 15 consiructs
in China—and the instruments arc pa
fect. [Our ofishore factones| reprodug
the design and ¢ven the bracing perfeo
ly. God bless the Chinesel™

LIMITED RESOURCES

As if economic and market chal-
lenges weren’t enough, Spanish
guitar makers must also con-
tend with dwindling supplies of
the woods the industry has used
for hundreds of years, primarily

because those resources are
now being consumed at an
alarming rate by manufacturers
outside of Spain. Some Guild
members imply (and a couple
state outright) that increasingly
rare materials are being “wast-
ed” on the flood of undeserving
Asian-made products. I this

| 66

sounds a bit elitist, they stand
unapologetically on centuries-
old pride and devotion to instru-
ments identified with their cul-
ture. The scarcity of European
spruce, much-favored for its
rigidity, might force manufactur-
ers to use Sitka or Englemann
varieties. Rosewood is being
sourced from previously
untapped locations such as
Madagascar and even grown on
plantations. Similarly, as
cypress supplies in Spain and
italy are depleted, some manu-

MUSIC TRADES FEBRLIARY 2007

facturers have begun sourcing
the wood in Turkey. Citing}
declining ebony production

Alhambra currently gets Iiis
ebony from Cameroon, but in
the near future it may seek oul
new sources in Gabon, and he
predicts that ebony’'s use will be
regulated within two vyears

Several manufacturers suggest
ed that the industry may soo
have to begin experimenting
with substitute woods and ever
synthetics, a painful propositior
to these staunch traditionalists
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Noting that about 60% ol his
company’s guitars are sold n
the U.S.. Manuel Rodriguez 5r.
reports that the sagging LS.
dollar has reduced profits 25%,
the
pay in LS. dollars!
“It’s a tough market,
continues. “These days
customers are looking tor price
above That puts us

lwo battles: price as well as

(“Even l-!u-iwum-a want o
*he adds.)
s son

Iy

all else.

quality and history.
address all of these issues. The
problem is. outside of Spam no

ow hard 11 18

One can magine
o make a Spamsh classical gui-
tar. We have o convey o Cus-
tomers the many steps of manufaciure.
the attention 1o detail. the tremendous
amount of handwork.” To this end he
wenl so far as to write a book, The An
and Craft of Making Classical Gunars,
and hangs on the neck of every Manuel
Rodriguez guitar a CD-ROM detailing
his family's guitar making hentage and
methods. “Even so. we have to ask our
dealers to bring the CD 1o the customers’

Raimundo Guitars' Victor Raimundo (left) with craftsman I
David Berdusa.

attention so they don’t just throw it in the
garbage. But unless Spanish manufactur-
ers reach out to our customers and °
our flag.” only high-end customers will
care about the quality we work so hard
for. and we will forfent the rest of the
market 1o factories in Asia. Romama,
and the Czech Republic.

Vicetor Raimundo represents the second
Raimundo

generation of |L';|.lii.."|"f‘l-“|'1' al

Guitarras. Founded b
father. Manuel Rar
Estrems, in 19263, the col
operates a 32,0(H)-squan
factory in Paterna (Val
that has won numerous &
for craftsman

. qual
successiul export. Ran
annually produces 23,0
tars under 1ts own bran
SAOHN) to ®,O00 mmstrume
other Spanmish
with each company's s
bracing p

CUItar 1

headstock.
and other design
Rammundo’s @

rosetic.
total.
annual vield 15 aboul
instruments, About 83
exported to Europe, Asia. and b
ncluding about 700 primanly mi
instruments sold in Sam Ash stol
Rammundo’s classical guitar n

divided into four major series
Congert, and
whose LS. retail prnices
S400 to $3.3500. 1t also makes fla
and Fishman-pickup-ec

models, as

Prolessor. Hands

PR
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all” gurtars, hanchirillas, and Laicdes.
its guitar necks Raimundo buys
ple cedar trees from Brazil or
tduras, It also uses European spruce
sperior o Sitka and Engleman vari-
5 for classical guitars™) and red
ar from Canada for the tops, as well
goony. rosewood, cypress, ele, In the
shing area, standard models get five
gits of very thin polyurethane; custom
pcels get seven, with sanding between
Rimundo's main factory produces
Eiruments  ranging from student to
Bi-level models. A small workshop
ghin the factory mukes higher-end
slom instruments. Overall, its 47
mployees (including several groups of
fihers, fathers, and sons) average
pre than 20 vears of experience, an
pensive yet indispensable asset. “We
in them, we form them, and we try to
gep these highly skilled workers.” says
amundo. “Handerafting and experi-
e are  very important  here”
pwever., he also pomts oul numérous
Bchines that perform proceésses once
ine entirely with hand tools. One auto-

See Us At NAMM Booth 5735

- B00-282-5630 Eefephone - BOT-532-8404 Lelephone - 6075329530 fox
oW bokproducts.com - ipshot & hipshotproducts com

ity-control stages, special fluores-
cent lights are used to expose
minute spols of excess glue prior to
the finishing process.

matically stamps fret wire into the slots
in the fingerboard. Another that is com-
puler-programmed and accommodaltes
up to five tools enables a single employ-

MUSIC TRADES FEBRLUARY 2007

iPlayMusic

www.iplaymusic.com
1 866 594 3344

¢e 10 make 24 necks 1n an hour and then
move on to another AT OF Process. Like
most of the other Guild members,
Raimundo has rased its use of technol-
ogy and automation in response Lo the
madern market and especially competi-
tive pressure from the Far East,

With more automation and use o CONC
machines, can the Chinese duplicate the
work Rammundo and the other Guild
manufacturers are doing? “In China,”
Victor responds, “if they need 1o
increase production, they don’t buy a
machme, they just hire another 100
workers. The cost of one of my employ-
ees, mcluding all the 1axes, insurance,
social security, ete. 15 close to €20 [$S27]
per hour. In China. ..

“We are being impacted by the Chinese
mamly i the beginners' models. My
cheapest guitar [wholesales Tor] around
€200 {$267]. You can find Chinese gui-
tars for around €30 [$40], It’s quite difli-
cult to compete with that, | can improve
my quality, | can raise my efficiency with
computenized machinery, but we can
never compete on price with the Chinese
A daughter asks her father for a guitar,

Music Education for the
IPod Generation.

i" LT I}
" Kimw ‘“

Now sedling n

Apple Retall Stores,
Amazon, PC/Macmall,
Sears.com, and more!
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but he doesnt know if she’s serious
about it or will still be playing next year,
s0 he thinks he wants the cheapest one,
Not knowing anyvthing about guitars, he
sees that the €200 guitar and the €30 gui-
tar cach have six strings, so he assumes
they must be the same, People who know
about guitars” quality construction and
rich sound will want a Spanish guitar, but
they have to know what to look for and
listen for, IU's a challenge to educate the
dealers; they're only looking for the
products that will benefit them right
away. When the difference in Prices s so
big, it's harder for salespeople to con-
vince their customers 1o buy the higher-
priced ome. And today, unless they appre-
clate the amount of work involved, many
customers want Spanish quality for
Chinese prices.”

Cutarras  Francisco Esteve shares a
cormer of 1ts sprawling Valencia manu-
[acturing complex and some procure-
ment and milling operations with Juan
Hernandez, a limited-production guitar
maker that focuses on high-end instru-

ments. {Amparo Monfort, the wife of
the company’s namesake, is one of

Esteve’s co-owners,) Along with four
other craftsmen, Juan Hemandez lranzo
produces 300 to 1,000 entirely hand-
cralted guitars a year. Materials used
melude  European spruce, cedar,
sveamore, Indian rosewood, and ebony.
A special mitro varmish 15 used on the
Concierto model. The Maestro model
features Brazilian rosewood back and
sides. a French polish fimish, and a
chotce of traditional or raised [rethoard.
I'he company’s catalog lists just seven
classical and two amenco models, all
of solid wood construction, with retail
prices ranging from S750 10 §12,500,
but the company also produces special
cight- and ten-string models and cus-
tom-order instruments, Juan Hernandez
only sells to independent stores,

Guitarras Francisco Bros began 50)
veurs ago as a small Gaimily business
(The company name, pronounced
“Brose,” refers to founder Francisco
Broseta Rogla, not an abbreviation for
“Brothers.”} Three generations of that
family now work at a small lactory in
Gata de Gorgos in Alicante province,
Phe company produces approximately
1,500 guitars a year with retail prices
from %190 1o $960. Special order items
can feature elaborately designed head-

MUSIC TRADES FEBRUARY 2007

Esteve's Manuel Adalid with a prolo|
type quitar featuring an ultra-th
oval “membrane” on the top.

stocks and omately carved backs. F
all models. aboul 80% of the work
done by hand

Francisco Bros offers ¢lassical, f§
menco. thin-body cutaways, and el
tro-acoustic models with Fishman pig
ups. a broad vanety of woods includis
COregon pine {for the entry-level mo
Canadian spruce, cedar, maple, eyprosd
sapele, syeamore, ebony, Indian o
wood. All standard models feature
high-gloss polyurethane finish

“The market for cheap guitars is saf
rated,” comments Francisco Bros §
Manager Rolf Lucas Jong. “That's of
of the reasons we're now concentritis
on producing models of a higher st
dard. Our new top-level instrumet
include Alcazar classical guitars o
Solea flamenco guitars,” The comp
ny's premium Luthier line also offersh
special order the big. bold g
piano” Kai Heumann signature mol
(about 33,080), which [eatures
extended 29-fret (versus the standsy
19-fret) fingerboard and a Carlos Jig
pickup

For more information on the Spang
Guitar Master Craftsman’s Guild and
member companies (including seves
not mentioned in this article), w
www.gmage. For more information
Guitarras Manuel Rodniguez and S
VISIE Www, SUitars-m-r-5ons.comn,



	portada.jpg
	001.jpg
	002.jpg
	003.jpg
	004.jpg
	005.jpg
	006.jpg
	007.jpg
	008.jpg
	009.jpg
	010.jpg
	011.jpg

