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GMA is able to maintain a constant supply of GMA Garnet™ to our customers, as we fully control our supply chain from mine to customer.

Uninterrupted garnet supply keeps our
customers' businesses running
Globally, the supply of garnet abrasives has
been impacted since early 2017, due to an
embargo on the export of garnet from India.
Prior to the embargo, India together
with GMA were the major suppliers of
garnet abrasives globally. Since then,
GMA has remained the only supplier of
significant volumes to the global market.
Ramifications of the global shortage are
being felt across all markets despite GMA
growing its production volumes over the
last year.
Fortunately, we have been able to
maintain a constant supply of GMA
Garnet™ to our customers as we fully
control our supply chain from mine
to customer.
We have multiple secure sources of garnet
– our mines in Australia and the USA and
our significant supply source from South
Africa. We process these resources into
finished products at our own processing
facilities in Australia and the USA, which
we then sell to our customers through our
direct sales teams and distributor outlets
across the globe.
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New bulk handling plant in
Saudi Arabia

We are also expanding our sources of
supply further and investing in additional
state of the art production facilities to
meet the needs of the market.
We have significantly increase production
volumes over the past year with some
further growth coming on-line that will
help alleviate supply constraints long
term. These production increases are the
result of planned investments which were
already in development prior to the garnet
supply shortage.
We will be adding another new processing
plant to our operations in USA before
the end of this year. The new garnet
processing and recycling plant in Coos
Bay, Oregon will provide GMA with
additional production capacity - in excess
of 100,000 metric tonnes per annum.
We are continuing to evaluate options
for further expansion of our processing
facilities to support our customers' needs
and the broader market requirements.
However, building and operationalising
new processing plants take time. Despite
volume expansion projects already
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JETTALK: Essential tips for
waterjet cutting on glass

initiated and underway, we cannot
accelerate our critical production timelines
in the short term. This is due to our
quality standards and commitment to not
compromising the safety of our people.
We recognise that many of our customers
did experience longer delivery times as we
strived to meet the needs of our customers
and the broader market over the past year.
Our response to this is to prioritise
product allocations to our long-term
customers and new customers where
possible. We are focused on working
collaboratively and finding the best
possible solutions to keep their businesses
in operation, and we are committed
to supporting our existing long-term
customers with continuous garnet supply.
Where possible, the additional supply coming
on-line is to meet new customers needs.
As the extensive range of projects to
expand our supply capacity continue to
progress, we have also addressed some of
the major challenges we experienced last
year. This has enabled us to move back
to timely delivery and meet the growing
needs of the market. By Stephen Gobby, Perth
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BLASTTALK: Getting to know
your blasting medium

CORPORATE | AMERICAS

Scott joins as
head of GMA
Global Mining
Division

Warehouse and training
facility in the heart of
Texas’ petrochemical hub
GMA’s new warehouse in Houston has been serving our
customers since the middle of last year.
Strategically located in La Porte on the south-east side of
the city, and in the heart of Texas’ petrochemical hub, our
customers receive prompt service and quicker deliveries
of our garnet products to their site.
Spanning 2137m2 of floor space, the warehouse
has a storage capacity of up to 1000 tonnes of our
packaged products. In addition, the warehouse serves
as a collection centre for used garnet material which is
deposited into roll-off hoppers. It is then transferred into
two tonnes bulk bags and delivered to the nearest GMA
recycling facility. Moreover, our Garnet Recycling System
trailers are based at the warehouse and are available for
rental in the US southern states.
“This facility is more than just a warehouse and
distribution centre,” GMA Americas President Rod
Liebeck said.

Scott Mathewson came on board as Executive
General Manager - Global Mining in January
this year.
He is responsible for all primary garnet mining and
production, and the development of future growth
including expansion of our existing mining operations
and new potential opportunities.

The facility has a full blast booth for testing various
blasting products, and supports our blast team to
provide in-house blast training to GMA customers using
garnet abrasives.
"This is part of our commitment to help our customers
blast more productively while achieving the technical
outcomes required," Rod added.
By Pete Mitchell, Houston

Scott has over 25 years of experience in senior
operational, technical and leadership roles in the
metals, mining and mineral processing sectors with a
focus on operations, mining, process engineering and
business improvement. He has a passion for safety
and fostering a caring culture across the business.
Prior to joining GMA, Scott has held senior
management roles in both large mining organisations
including Alcoa and Rio Tinto, and in smaller mining
operations similar to GMA. He has also worked as
Technical Director with Seabourn Capital which
invested and developed new mining operations in
Australia and internationally.
Scott holds a Bachelor of Chemical Engineering from
Curtin University and an MBA from the University of
Southern Queensland where he majored in OHS and
Corporate Finance. He also holds an Unrestricted WA
Quarry Manager Certification.
By Stephen Gobby, Perth
The warehouse also serves as a collection centre for used garnet material.
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MIDDLE EAST

GAC joins major
construction show in
Saudi Arabia
Garnet Arabia Company (GAC) - GMA's joint venture
company, participated in The Big 5 Saudi exhibition from
5 to 8 March this year.
Held in Jeddah, the show has become one of the largest and
most important construction exhibitions in the Kingdom of
Saudi Arabia. The event is an ideal platform for construction
professionals across the Gulf Cooperation Countries.
Over 500 exhibitors from 36 countries showcased the latest
construction products, technologies and services.
GMA Sales & Marketing Executive Sibin Abraham (right) explaining
the features of a waterjet cutting component to a visitor.

Our sales team showcased GMA Garnet™, the industry's
leading garnet abrasives for waterjet cutting, along with
top of the range waterjet spare parts and blast cleaning
equipment from IBIX. By Soni John, Jubail

New bulk handling
plant in Jubail
Garnet Arabia Company (GAC) launched a new bulk
handling plant in Jubail, Saudi Arabia on 7 March 2018.
The 3,500m2 facility has the capacity to store and
package up to 36,000 tonnes of loose bulk GMA Garnet™
from our Australian mining and processing operations.
“The launch of the new bulk handling plant is timely due
to the increased frequency of bulk shipments coming into
Jubail to meet the growing needs of the Saudi and Kuwait
markets. The shorter lead times will enable us to provide
quicker delivery of our garnet products to our customers
to support their project requirements,” said GAC General
Manager Soni John.
The opening ceremony was attended by CEO Stephen
Gobby and CFO Grant Cox from GMA, and Director
Mohammad Al Suhaimi and Director Khalid Al Madi from
our joint venture partner - Global Suhaimi.
During the event, Asharq Al Baeid Contracting was
awarded a Certificate of Appreciation for their excellent
work on the construction of the plant.

From left: Stephen Gobby, Khalid Al Madi, Soni John,
Mohammad Al Suhaimi and Grant Cox.

By Sibin Abraham, Jubail
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JETTALK

F E AT U R E S E R I E S
The Garnet Edge brings
you JetTalk - a series on
waterjet cutting tips and
solutions contributed by
our experienced waterjet
solutions team.
Compared to metals, glass cut with a waterjet machine has a higher tendency to crack or chip if not treated properly.

JetTalk:
Essential Tips for Waterjet Cutting on Glass
Every material presents its own unique challenge for waterjet cutting, but few require more special considerations than glass.
Compared to metals, glass cut with a waterjet machine has a higher tendency to crack or chip if not treated properly. In this
article, we will discuss four essential tips to ensure an uninterrupted, high performance result for waterjet cutting of glass.

Tip 1: Strong Support for the Glass Sheet

Tip 2: Control the Cutting Speed

To prevent the glass from cracking, the operator must level
the entire glass sheet as precisely as possible, without gaps in
between the support. Any significant difference in the elevation
of the glass sheet, whether side to side or end to end, can
result in torque being focused onto a small area. Cracks can
subsequently form, undermining the integrity of the material.

Attempting to cut too quickly can prove costly when dealing
with glass. The force from a vertically focused waterjet stream
adds stress to the glass sheet. Usually, this stress is relieved by
the cutting action itself. However, moving too quickly across
a sheet of glass – particularly a thin one – may not allow the
stress to be relieved fast enough, and can cause cracks to form.

To ensure the glass sheet is properly supported, the operator
can place a sacrificial material on top of the waterjet table’s
grating system. This can be something as simple as a sheet of
quality plywood, or a series of polyethylene waterjet bricks.
Use a spirit level to check that the material is sitting evenly
before you begin cutting the glass sheet.

BONUS TIP

The sacrificial material used to support the
sheet of glass will also protect the underside
of the sheet from being “frosted” by garnet
bouncing back from the grates below.
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BONUS TIP

While reducing speed has the potential to
interfere with productivity, it is sometimes
possible to compensate by stacking multiple
sheets of glass to cut multiple parts at the
same time.
Watch this space for more tips in the next edition.
By Chris Waters, Houston

BLASTTALK

F E AT U R E S E R I E S
The Garnet Edge now
includes BlastTalk - a
series on blast cleaning
tips & solutions to help
you achieve maximum
value and results in your
blasting projects.
Abrasives are classified in three different shape types: rounded, subangular and angular.

BlastTalk:
Getting to know your blasting medium
In the last edition, we talked about corrosion, the importance of protective coatings and the benefits of abrasive blasting.
The next key factor to look at is the
blasting medium. A wide variety of options
are available in the market, ranging from
soft abrasives like baking soda to hard
abrasives such as garnet. Selecting the
right abrasive for the job should not be
based on price per tonne or habitual
practices. In addition to achieving the
highest productivity rates, the main criteria
should include achieving the required
anchor profile and high quality surface
cleanliness to ensure effective adhesion
and long-lasting coating life.
In addition to achieving high quality
technical results, the overall cost per
square meter cleaned should also be a
prime consideration — not the price per
tonne of abrasive. Cheap, inferior abrasives
generally require more tonnes per unit
area cleaned, more clean-up and disposal
handling, and they often yield more dust.
Other considerations that are equally
important are safety risks to the workers
on site and the environment.
In order to compare different blasting
abrasives, it is important to understand
their physical properties and how they
impact blasting performance.

Size
Larger particles will produce a bigger
indentation; however, they produce less
impact per square meter than the same
volume of smaller particles, which work
faster. Smaller particles also produce a
more uniform surface profile and a cleaner
surface. In addition, smaller particles can
increase the number of peaks produced
per square centimetre of surface, which
can create more surface area to adhere to
than a deeper surface profile. Therefore,
the most efficient approach is to use the
smallest particle necessary to achieve the
required anchor profile.
Shape
Abrasives are classified in three different
shape types: rounded, subangular and
angular. Rounder particles without cutting
edges will pound or ‘peen’ a surface, while
sharp particles with points and edges
remove surface material on impact. Both
angular and subangular abrasives will
create angular profiles.

As for subangular particles, they present
a larger surface area for contact while
still maintaining sufficient angularity for
cutting. Moreover, subangular particles
are more resilient to breaking down than
angular particles and less likely to cause
embedment (abrasive splinters stuck in the
metal surface).
Hardness
A harder particle will generally be more
aggressive in cleaning the surface and
imparting a deeper profile; however, if the
particle is friable (the tendency of a solid
substance to break into smaller pieces)
and shatters on impact, the force on the
surface will be reduced. A good example
is diamond, which is extremely hard but
also brittle.
In the next edition, we will look into why
abrasives need to be both hard as well as
tough to be effective and efficient for blast
cleaning. We will also talk about density and
inertness. By Martin Taylor, Perth
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STAFF NEWS

Tek achieves a
decade of service
with GMA
Arriving in Dubai in 2008, Tek Bahadur was a
long way from his home in Nepal. Tek joined us
as General Labour in April that year, and soon
became a favourite among his colleagues
and managers.

The GAC team with GMA management and service anniversary recipients.
First row from left: Mahabubur Rahman, Sharif Balkhi, Soni John, Stephen Gobby,
Grant Cox, Ali Ibrahim Hammad & Thani Al Enezi.

10 years of service
with GAC
Sharif, Mahabubur, Ali Ibrahim and Thani have achieved 10 years of
service with Garnet Arabia Company (GAC) in Jubail last year.
Sharif Balkhi joined us as Aramco Sales Coordinator in February 2007,
overseeing portal management, delivery and payment follow-ups.
In 2010, he was promoted to Sales Executive and has successfully built
a customer base for our abrasive blasting products and garnet recycling
offers. He also manages bulk handling shipments, and is able to
converse in English, Arabic, Hindi and Rajasthani. Sharif was promoted
to Sales Manager in 2015.

“Tek is a dedicated and hard worker, who always
carries a smile on his face,” Plant Supervisor
Santosh Anthony said.
In 2011, he was promoted to Forklift Operator.
His daily responsibilities include the safe
handling of materials stored in the warehouse
and its subsequent loading on to the trucks.
“Tek is a good performer and capable of handling
work under pressure,” Plant Manager Arvind
Thanki added.
During the service award celebration,
GMA Middle East General Manager Giresh
Ragoowanshi congratulated Tek for achieving a
significant milestone with GMA.
“On behalf of the company, I want to thank Tek
for his contributions and dedication to the work
entrusted to him.”
By Ajay Thanki, Dubai

Mahabubur Rahman was appointed as Store Keeper in May 2007 and
four years later, he was promoted to Sales Coordinator supporting
Sales, Production and Logistics while ensuring timely delivery of our
products to customers. Mahabubur was promoted to Senior Sales
coordinator in 2015.
As for Ali Ibrahim Hammad, he is our Public Relations Personnel and has
been looking after all our public relation matters since he came on board
in February 2007, Ali Ibrahim is also responsible for permit renewals and
liaises with the local authorities.
Prior to GAC, Thani Al Enezi was working for our joint venture partner
- Global Suhaimi in Dammam. He joined us as Logistics Supervisor in
March 2007, and was responsible for obtaining access and prompt
deliveries to major customer sites. In 2015, Thani was promoted as
Admin Manager and manages commercial and human resource matters
for GAC.
By Sibin Abraham, Jubail

Tek (right) receiving the service anniversary gift from GMA
Middle East General Manager Giresh Ragoowanshi.
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GMA Americas pioneer employees
achieve 10-year milestone
Two pioneer employees of GMA Americas – Pete Mitchell and
Carl Borgh achieved 10 years of service last year.
P E T E M I TC H E L L

CARL BORGH

Pete Mitchell came on board as Regional
Sales Manager in April 2007. Within a
year, he was promoted to Vice President
of Sales – a role he holds to this day.

In May 2007, Carl Borgh became
the third employee of GMA based
in Queensbury, New York.

As one of the pioneer employees in GMA
Americas, Pete was the second GMA
employee and has seen the company grow
from the first office in Houston to a large
operation of four garnet processing facilities
and a hard rock garnet mine in Montana.
“One of my most memorable moments with
GMA was watching the first bulk shipment
unload at our plant in Fairless Hills,
Philadelphia eight years ago,” Pete said.
Besides overseeing the sales and
marketing efforts across the North,
Central and South Regions of USA,
he is actively involved in a number of
industry-related professional bodies
and societies. Pete represents GMA in
WJTA, NACE, SSPC, the Houston and
Louisiana Coatings Society, as well as a
USA standards team that works with the
International ISO standards board.

It all began with a phone call
from GMA to Carl. An established
waterjet spares supplier had
recommended him for the new
Regional Sales Manager job
at GMA. One month after the
interview in New York City, Carl
was ‘on the job’.

From left: Pete Mitchell, GMA CEO Stephen Gobby, Carl Borgh
& GMA Americas President Rod Liebeck.

“From the beginning, I could tell this was
the type of outside sales position I could
sink my teeth into, once we were ready to
sell,” Carl said.
“I remember there were just a few people
in the Houston office with Pete Mitchell
and I as Sales Representatives. I drove my
Chevy Impala all over the Northeast US
Region, usually with 10 to 20 bags of GMA
Garnet™, weighing 25kg each in the trunk
(boot). This earned me the title of ‘Road
Dog’ – given by the warehouse staff”.

Carl considers it his great fortune and
blessing to have landed with GMA, a little
over 10 years ago.
“GMA, as a company has always
upheld and supported my empathetic
approach to customer relationships.
This has allowed me to succeed. I am
very fortunate and blessed for my
understanding wife, Michelle and for
having the GMA family at my back all this
while,” Carl said. By Rod Liebeck, Houston

Regina finds joy in her work
After taking a few years off work since the
birth of her son Fabian, Regina Wohlers reentered the workforce and joined our GMA
office in Hamburg in December 2007.

different business assignments and customers,
and working with external offices and partners
throughout Europe, she found a lot of joy in
her work.

"I was tasked to support a young team, and
the warm welcome by General Manager
Andreas Höfner and my new colleagues have
helped me settle into my job very quickly,”
Regina said.

Prior to GMA, Regina was managing imports
for sister company Jebsen & Jessen’s chemical
department for 13 years. Over the years, she
has worked with many colleagues in both
companies and continues to keep in touch
with them. We wish Regina many more years
of service with GMA.

At the beginning, Regina didn’t find working
with garnet abrasives and waterjet spare parts
overly interesting. However, after managing

By Kristina Kothe, Hamburg
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Kjeld’s 15-year
journey with GMA
Kjeld Lauritzen lives close to his office in Aabenraa, Denmark.
However, he is always on the road as he looks after customers
from different countries in Europe. Kjeld was responsible for
customers in Denmark, Norway and Finland when he joined
GMA in November 2002. Today, he has successfully extended
his customer base to the whole of Scandinavia, Poland, the
Baltic States and parts of the Netherlands.

From left: Jebsen & Jessen Hamburg Managing Partner Fritz Graf von der
Schulenburg, Kjeld Lauritzen, GMA Europe General Manager Andreas Höfner
& GMA CEO Stephen Gobby.

Kjeld’s 15-year journey with GMA was not without challenges.
Besides meeting his performance targets, he was responsible
for penetrating and building new markets where GMA was not
represented while balancing his family life over his constant
business travels.

Over the years, Kjeld has built good relationships with his
customers, business partners and colleagues alike.

According to him, the constant travels actually works to
his advantage:

“I feel comfortable with all my wonderful colleagues throughout
the Group, and I experience good cooperation in our team, and
good support from a responsive and competent management."

“I get new inspirations and a lot of information about the
different markets. These are absolutely necessary for the future
growth of these areas."

"I enjoy working with GMA as I see the Group’s keen efforts in
continuous product development and growth of the business,”
Kjeld said.

GMA would like to wish Kjeld every success, and a smooth
journey towards the next 15 years. By Andreas Höfner, Hamburg

IN MEMORIAM
Mike Duncan from our GMA office in Houston has passed on peacefully on
13th March this year.
Mike was our first employee in the US, and has held several positions within the company.
His last appointment with GMA was Ops Coordinator for our warehouse.
Mike's hard work and commitment to GMA was unrelenting during his many years battling
with cancer, until his illness prevented him working from January this year. Even then, he
continued to care for GMA and think of work matters.
His 11 years of dedication to GMA, his fighting spirit towards his illness and his ability to
keep coming back have been an inspiration to everyone at GMA.
By Rod Liebeck, Houston
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GMA Garnet Group (GMA) is the trusted global leader in industrial garnet. For over 35 years, GMA has been providing the highest
quality garnet to the waterjet cutting and protective coating industries. We offer secure garnet supplies, expert advice and a complete
range of premium abrasive products for improved, fast and effective results. Headquartered in Perth, Australia, GMA offices are
established in major industrial hubs throughout Asia Pacific, Europe, the Middle East and the Americas. GMA Garnet™ products are
distributed in more than 80 countries worldwide, directly from our own warehouses and through more than 90 distributor outlets.

