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Cornell Iron Works Introduces 
Extreme Performance Door

High Speed and Half Million Cycle Performance

PENNSYLVANIA – Cornell 
has introduced the new 524 Ex-
treme Performance Door. The 
door has a half million cycle 
performance and opens at the 
speed of 24 inches per second. It 
is designed to ensure increased 
productivity at high traffic open-
ings, to quickly seal buildings to 
achieve maximum energy sav-
ings and to improve security at 
sensitive openings. 

Cornell's 524 Door is 
available in a single slat curtain 
design, or in an insulated curtain 
configuration to further reduce 
thermal transfer and generate 
increased energy savings. With 
stainless steel or galvanized 
steel curtain construction with 
Cornell's CycleShield low fric-
tion powder coat as standard, 

the 524 Door comes complete 
with UL325-2010 entrapment 
protection and offers a full 
range of available options. Ad-
ditionally, to answer the call at 
critical openings, all 524 Ex-
treme Performance Doors are 
designed to be fully operation-
al under windloads of up to 10 
PSF.

“The combination of 
speed and durability make this 
door attractive in the market,” 
explains Dean Forget, General 
Manager of Atlas Rolling En-
try Systems. “Cornell has rec-
ognized a specific access issue 
and developed a door to fix it.”

Cornell was founded in 
1828 and has operated produc-
tion facilities in Mountaintop, 
PA, since 1965. 



THE DOOR WITH MORE.
A personalized Door Designer awaits you at Steel-Craft.ca

Steel-Craft doors give your customers the same reliability you’re known for. With a patented 
WeatherLock system, the highest quality insulation and weather-ready hardware, it’s Steel-Craft’s 
superior engineering that makes the difference.

Sell more than just a door – sell quality, craftsmanship and Canadian know-how.

WEATHERLOCK
Our patented system overlaps the interior 
and exterior skins, keeping moisture out 
and extending the life of your door.

CLIMACORE
We have the highest quality insulation 
between the panels which provides higher 
R-Value, better strength and consistent 
protection from the elements.

DURAWARE
Every Steel-Craft component is made by 
Steel-Craft. Track, hinges, and rollers are 
made to handle our weather.
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Letters to the Editor regarding anything
thatyousee in thisnewspaperorelsewhere
in the industry are welcome. Letters
should be approximately 200 words, and
faxed to:
THE EDITOR, Garage Door News, fax to
866-838-2967. Please include your name
and phone number.Your letter will appear
anonymously if requested.
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articles are also welcomed. The Garage Door 
News is a monthly publication for garage door 
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MANUFACTURER OF QUALITY 
GARAGE DOOR COMPONENTS:
ROil Tempered Wire Springs (.192 to .468)
RTrack: 2" and 3"
RPerforated Angle: 1-1/4 x 1-1/4"  (16, 14 and 13g)
RHorizontal Angle: 2" x 2"
RVertical Angle: 1-1/2" x 4-1/2"
RStruts 2-1/4" and 3"
RClips, brackets, etc.
Rand more...!

WE SATISFY YOUR DEMANDS WITH QUALITY PARTS.

Our manufacturing facility is situated at
1187 Tessier Street,

Hawkesbury, Ontario
K6A 2S2

TEL: 800-361-7123
FAX: 613-632-9320

Since 1948
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  LAST MONTH'S CASE & ANSWER

NOTICE TO CASE READERS:
All business cases in the Garage 

Door News involve fictitious
companies facing realistic business 

problems.

E-MAIL: CustomerService@DynamicClosures.com     PHONE: 1•800•663•4599
The Case Page:

Case 21-6 ANSWER:

1 - 8 0 0 - 6 6 3 - 4 5 9 9

Case 21-6: Understanding the Past
Bill is facing a fairly common management issue – how do you turn around 

a sales trend. It is common because there are always market losers (because there 
are market winners), but also because new managers are typically brought in to 
implemement change.

While the overall situation of GDN Doors is problematic, this case has 
two very positive aspects. First, Bill has been brought in to the position of General 
Manager with substantial sales experience. That is not to say that sales experience 
is always needed. But it is important to be led by someone who has the experience 
and skills required to face the organization’s most important obstacle. The second 
positive aspect of this case is that Bill recognizes that he needs more information 
before he makes strategic decisions. Too often, experienced people ignore new 
data and simply repeat what they have done successfully in the past.

So Bill has the experience, all he needs now is market specific insight. 
This means that he has to focus on two separate sources of data. First, Bill needs 
to spend substantial time understanding the past sales of GDN Doors – pricing 
history, sales trends by region and product category, advertising history, sales 
efforts, etc. This provides the historical context and also serves to anchor Bill in 
GDN Doors' history. 

Second, Bill needs to focus on the current competitive market. He needs 
to fully understand current pricing of rival door companies, their advertising 
strategies, and their technical strengths and weaknesses. He needs to see doors 
that GDN Doors' competitors have installed and he needs to get an idea of what 
prices his competitors are quoting.

The closer that Bill gets to full information, the more useful his sales 
experience will be.

For the last 12 years, Bill has been in management 
positions within the door industry. He is not overly technical, 
so he has always focused on improving sales, scheduling and 
general operations. His success was noticed by several people in 
the industry. And so, after four months of discussions, Bill was 
offered the position of General Manager with GDN Doors.

GDN Doors is a medium sized door installation and 
service company with a long history in the market. For many 
years, they were market leaders, but over the last five years, 
sales had lagged. No new competition had entered the market. 
Despite the economic downturn, the local economy had been 
fairly stable. So, realistically, GDN Doors had lost market 
share.

Bill was brought on board for one reason – turn around 
the sales trend and regain GDN Doors’ traditional market 
share.

Because of his sales experience, Bill arrives at GDN 
Doors with strong ideas of how a sales program should be put 
together and strong ideas of successful advertising strategies. 
He is also confident in his ability to implement any changes he 
decides to introduce.

But Bill knows that he needs to better understand the 
specific issues facing GDN Doors before he introduces changes. 
How should he evaluate the current sales force and structure? 
Are there sources of data that he should consider? 

Case 21-7: Generational Differences
Bill's father, Will, owned 

a second generation garage door 
company, GDN Doors. By the time 
Bill was 20, he had helped with 
installations and sales.

Over the next few years, 
Bill’s experience in the garage 
door industry continued. But unlike 
his father, Bill decided to go to 
university. He studied business, and 
did well in marketing and finance. 
Soon after graduating, he took over 
the company at age 25 because his 

father had been hurt while servicing 
a large rolling steel fire door.

So Bill had a strong sense 
for the garage door industry, and 
a formal education that provided 
him with the management training 
he needed. What he lacked was 
the management experience that 
his father had accumulated over 
a 30 year period. And it was the 
difference in experience that has 
led to the current problem.

Bill has decided that it is 

crucial for GDN Doors to expand 
its geographic market. He is 
particularly concerned that a focus 
on a tight region is limiting the 
company’s ability to bid on large 
commercial/industrial projects.

Bill’s father, Will, thinks that 
GDN Doors should use its limited 
resources to solidify its position 
within its current geographic 
market – “protect our home market 
and we will be alive next year” was 
Will’s favorite business advice. 

This contrasted substantially with 
Bill’s unstated business philosophy: 
“growth leads us to profit.”

How should Bill proceed? 
Should he follow his father’s advice 
or his business instincts?
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Carlo Gavazzi Launches 
New Surge Arresters for PV Systems

ONTARIO - Carlo Gavazzi has 
launched new DSF-PV Surge Ar-
resters. Compact and DIN rail 
mounted, these devices pro-
tect the long-term investment 
of photovoltaic installations 
and feature Type 2 (Class 
C) protection from tran-
sient over-voltage due to 
indirect atmospheric dis-
charge and switching ac-
tions.   

Approved per UL 
1449 3rd Edition, CSA and 
EN61643-11 (VDE 0675, part 
6-11), the DSF is compliant with future norm 
EN50539-11 and the new French standard 
UTE#C 6-740-5, which specifically prohibits 
the use of fuses for mandatory backup protec-
tion. The company notes that the internal tech-
nology provides for backup protection enabling 
the DSF series to be safe in the event of a short 

circuit, saving cost and space of fusing. The DSF 
Surge Arrester is a solution for combiner box 
manufacturers and as a replacement for older 
products.

According to the company, significant 
advances in technology yield a product 
representing the best-of-the-best in PV surge 
suppression. Internal varistors are protected 
against any leakage current that would otherwise 

damage or cause premature aging when the 
nominal DC voltage is temporarily exceeded. 
This condition is likely to occur in the early hours 
of daylight when the solar panels are cold. A red 
optical indicator shows the protection status, 
and voltage-free contacts offer remote status 
monitoring. The removable plug-in cartridges 
ensure fast and easy maintenance without the 
removal of any connections.

Continued Page 8

Canadian May 2012 Housing Starts
ONTARIO - The number of housing starts was 
trending at 212,400 units in May, according to 
Canada Mortgage and Housing Corporation 
(CMHC). The trend is a moving average of 
the monthly seasonally adjusted annual rates 
(SAAR) of housing starts. The standalone 
monthly SAAR was 211,400 units in May, down 
from 243,800 in April.

“As anticipated, the pace of housing starts 
observed in April was not sustained in May. In 

fact, the pace in May was more in line with the 
average over the last six months,” said Mathieu 
Laberge, Deputy Chief Economist at CMHC’s 
Market Analysis Center. “Although some ups 
and downs are likely to continue in the months 
ahead, the pace of housing starts should trend 
lower as the year progresses,” added Laberge.

For some markets, CMHC uses the 
trend measure as a complement to the monthly 
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Set your business apart by offering your customers MyQ™ technology 
from LiftMaster.® It gives them the ability to monitor and control their 
garage door, gate operator, and house lights from anywhere in the 
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doors from anywhere.
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Pentalift Designed 
Triple Scissor 

Hydraulic Lift Table 
& Up-Ender

ONTARIO - Pentalift has designed 
and engineered two sets of hydraulic 
lift tables and hydraulic up-enders 
for use in a foundry application. 
According to the company, this 
foundry casts engine blocks for 
many of the largest diesel engines 
used in the locomotive, mining and 
marine industries. 

The up-ender is first 
positioned vertically. Using 
overhead cranes, sand molds are 
“stacked” onto the up-ender. The 
crane operator works from the 

adjustable height hydraulic lift 
table as the sand molds are stacked 
one of top of each other. An 8 
cylinder engine requires 4 molds, 
12 cylinder-6 molds, 16 cylinder-
8 molds etc. Once the molds are 
positioned and bolted together, 
the 25,000 capacity up-ender tilts 
downward 90 degrees until the 
finished mold is in the horizontal 
position. The finished mold is then 
moved to an adjacent station and 
liquid metal is poured into the sand 
mold creating the engine block.

Overhead Door Named 
“Brand Leader” in 

Builder Magazine’s 2012 
Builder Brand Use 

Study
TEXAS - Overhead Door Corporation was recently recognized as No. 1 
in Builder Magazine’s 2012 Builder Brand Use Study, dominating all four 
measurements in the garage door category as selected by leading home-
builders. Measurements included brand familiarity, brand used in the past 
two years, brand used most and brand quality. 

“We are honored to have been recognized once again by Builder 
Magazine as the leading manufacturer of garage doors,” said Jennifer Mal-
cuit, Brand Manager of Overhead Door Corporation. “This recognition is 
a testament to both our company’s longstanding commitment to consumer 
and builder satisfaction as well as the continued production of high quality 
and innovative garage door solutions.” 

Builder Magazine has conducted the Brand Use Study every year 
in its current format since 1995. The study measures 83 different product 
categories ranging from appliances to windows.

CANADIAN HOUSING (Cont'd)
SAAR of housing starts to account 
for considerable swings in monthly 
estimates and obtain a more 
complete picture of the state of the 
housing market. Analysing only 
SAAR data can be misleading in 
some markets in some situations, 
as they are largely driven by the 
multiples segment of the markets 
which can be quite volatile from 
one month to the next.

The seasonally adjusted 
annual rate of urban starts decreased 
by 15.8 per cent to 189,600 units in 
May. Urban single starts decreased 
by 4.2 per cent in May to 64,300 

units, while multiple urban starts 
decreased by 20.7 per cent to 
125,300 units.

May’s seasonally adjusted 
annual rate of urban starts decreased 
by 35.8 per cent in Québec, by 18.3 
per cent in Ontario, and by 7.7 per 
cent in the Prairies. Urban starts 
increased by 6.4 per cent in Atlantic 
Canada and by 20.9 per cent in 
British Columbia. In each region, 
the decrease or increase was mainly 
due to changes in multiple starts.

Rural starts were estimated 
at a seasonally adjusted annual rate 
of 21,800 units in May.
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Linear’s LDCO800 DC Operator 
delivers peace of mind… 

The LDCO800 includes 

a Wall Station and Visor 

Remote Control

See how the LDCO800 with 

BBU can enhance your 

business.  Contact your 

Linear sales representative, 

call 1.800.421.1587

for information, or visit  

www.linearcorp.com/
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Advanced Plastic Corp 
Announces Winners From 
IDA EXPO iPad Contest

ILLINOIS -- Advanced Plastic Corp, a 
Lincolnwood, Illinois manufacturer of 
garage door weather seals, held a give-away 
at the recent IDA Expo in Las Vegas. The 
goal of the promotion was to reward current 
customers and to encourage new potential 
dealers to learn about Advanced Plastic 
Corporation’s product line.

“We have been designing and 
manufacturing weather seals for over three 
decades,” explains Mark Fisher, Marketing 
Manager of Advanced Plastic Corp. “And 
the Expo was an opportunity to show off our 
co-extrusion dual durometer manufacturing 
capabilities. We would like to thank our 
distributors and customers for making our 
iPad promotion at the recent IDA Garage 
Door Expo 2012 a huge success.”

The following door dealers were 
winners of an Apple iPad for orders placed 
with Advanced Plastic Corp distributors 
during and after the IDA Show: Don Burns 
of Garage Door Supplies in Bedford Park, 
IL; Don Marshall of South Jersey O.H. Door 
in Vineland, NJ (A-Tech - Distributor); 
Jeff Dalton of Gandert Door in Mansfield, 
OH (Denco Marketing – Distributor); 
Gary Cloer of Wilson Garage Doors in 
Huntsville, AL (Fehr Bros. – Distributor); 
Eric Fletcher of Texas Overhead Doors in 
Burleson, TX (National Door Industries – 
Distributor); Mike Laton of Custom Doors 
in Albemarie, NC (Re-Source Industries 
– Distributor); and Jill Bailey of Crawford-
Kimball in Kimball, MI (Service Spring 
– Distributor).

Wayne-Dalton Places 
Second in Builder 
Magazine’s 2012 

Builder Brand Use 
Study

TEXAS - Wayne-Dalton was recently recognized in 
Builder Magazine’s 2012 Builder Brand Use Study, 
placing second in all four measurements in the garage 
door category. Measurements included brand familiarity, 
brand used in the past two years, brand used most and 
brand quality. 

“Wayne-Dalton has been a leading brand in the 
garage door industry since 1954 and to be recognized 
by Builder Magazine for our accomplishments is a 
great honor,” said Ali Isham, Brand Manager of Wayne-
Dalton.” The relationships that we build with our 
customers are extremely important to our company and 
we stand committed to continuing to provide them with 
innovative, high-quality products.”



  Exclusive Canadian Distributor for Haas Door

www.accessentry.ca1-866-735-0406

320 Sycamore  Wauseon, OH 43567 haasdoor.com

open the door to
endless possibilities

Introducing the Long Carriage House Panel, the Recessed Ranch 
Panel and Sahara Tan color as new options this Spring.

The new panels are available in the 2000, 700 and 600 series, with a full 
array of window options. With the addition of Sahara Tan, all insulated 
door series are now offered in 13 beautiful color choices. Sahara Tan is 
also available in the American Tradition and Residential Aluminum series.

Haas Door is Proud to Announce
Two New Panels & One New Color

Long Carriage House Panel
2064, 764, 664

Recessed Ranch Panel
2073, 773, 673

Above: 2064 Long Carriage House Panel in white with 6 pane arch lites

Left: 2073 Recessed Ranch Panel in Sahara Tan with colonial lites
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CROSKILL OVERHEAD
DOORS LTD.

MANUFACTURER OF 
INDUSTRIAL-COMMERCIAL 

CR175 STEEL INSULATED 
SECTIONAL DOORS

POLYCARBONATE DOORS

CUSTOM BUILT WOOD 
CARRIAGE HOUSE DOORS

24 GA STEEL 
REPLACEMENT SECTIONS

1-800-567-7472
email: lynda@croskilldoors.ca

519-291-1034 • FAX: 519-291-5661

For links to our advertisers: 
www.garagedoornews.com

Advanced Screenworks 
Announces Lifestyle 

Garage Screens 
GEORGIA - Advanced 
Screenworks has recently 
begun manufacturing the 
patented Lifestyle Garage 
Screen, a fully retractable 
garage screen that works with 
existing garage door systems. 
This allows homeowners to 
quickly switch between the 
garage door and the Lifestyle 
garage screen system. When 
in use, the Lifestyle garage 
screen exchanges positions 
with the garage door. The Lifestyle features a 
fully retractable passage door for ease of entry 
and exit without having to retract the entire 
system. The Lifestyle garage screen uses a 
spring counterweight system. 

The Lifestyle system works with most 
garage door systems, including wind loaded and 
hurricane reinforced doors. The company notes 
that now all Lifestyle Screen kits are pre-drilled 
and use the Milano series retractable door. 

The Lifestyle Screen is framed with 
2" x 2" architectural grade aluminum with a 
wet painted shell for a durable and consistent 
finish. The screen runs on maintenance free 
tracks, independent but similar to traditional 

garage door tracks. Lifestyle's optional door-
within-a-door feature allows for easy entry and 
exit. When in use, the Lifestyle screen occupies 
the same position as your solid garage door. 

Currently the Lifestyle garage screen is 
available in 8' to 18' wide models and 7' to 8' tall 
and is available in white or brown. 

Lifestyle's optional privacy superscreen 
meets many homeowner's associations 
requirement that the garage be closed at all times. 
There is a five year limited warranty covering 
parts. The company notes that the screen mesh 
is not included in the warranty. 

Advanced Screenworks is based in 
Winder, Georgia. 

New U.S. Residential Construction 
in May 2012

WASHINGTON - The U.S. Census Bureau and the 
Department of Housing and Urban Development 
jointly announced the following new residential 
construction statistics for May 2012:
BUILDING PERMITS

Privately-owned housing units authorized 
by building permits in May were at a seasonally 
adjusted annual rate of 780,000. This is 7.9 
percent (±1.0%) above the revised April rate of 
723,000 and is 25.0 percent (±1.5%) above the 
May 2011 estimate of 624,000.

Single-family authorizations in May were 
at a rate of 494,000; this is 4.0 percent (±0.8%) 
above the revised April figure of 475,000.

Authorizations of units in buildings with 
five units or more were at a rate of 266,000 in 

May.
HOUSING STARTS

Privately-owned housing starts in May 
were at a seasonally adjusted annual rate of 
708,000. This is 4.8 percent (±12.7%) below the 
revised April estimate of 744,000, but is 28.5 
percent (±10.7%) above the May 2011 rate of 
551,000.

Single-family housing starts in May were 
at a rate of 516,000; this is 3.2 percent (±12.5%) 
above the revised April figure of 500,000.

The May rate for units in buildings with 
five units or more was 179,000.
HOUSING COMPLETIONS
Privately-owned housing completions in May 

Continued Page 19
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Fashion and Architectural Trends
The Staying Power and Return of Mid-Century Modern 
Design and its Potential Impact on 
the Garage Door Industry

By Dave Bussière

As America began to 
exit the Great De-
pression in the sec-

ond half of the 1930s, fashion 
and design explored ways of 
portraying the modernism 
and change  that society was 
craving. This was strength-
ened as the country moved 
into the post-War baby boom 
period – and its expanding 
suburban base.

The style that 
emerged, Mid-Century Modern, is largely 
credited to the famous architect Frank Lloyd 
Wright. It not only impacted architecture, but 
also interior, furniture, product and graphic 
design. The style focused on dramatic lines, 
angles and curves. It was frequently sleek and 
it included the use of bold colors and patterns. 
It was different. It stood out from traditional 
design. Glass was used generously as a way to 
combine the indoors and outdoors.

It started in the late 1930s, but is probably 
best remembered for its mid-1960s look. It was 
a time of transition, so the top 25 pop hits of 
the time included artists of such diversity as the 
Four Tops, the Righteous Brothers, the Beatles, 
Elvis, Herman’s Hermit, Roger Miller, Sonny & 
Cher and the Rolling Stones. It was a time of 
change.

In the housing market, the Mid-Century 
Modern style first took root in Los Angeles and 
San Francisco – leading to the alternate title of 
California Modern. It moved across the country 
from there. Most people think of the early 1970s 
when they see the style.
Mid-Century Modern Garage Doors

The garage door industry was also 
impacted by the Mid-Century Modern/California 
Modern design movement. At the time, the late 
1960s and early 1970s, wood doors continued to 

dominate the residential market. That single fact 
enabled the design to spread to the door industry. 
In fact, it was the wood construction of garage 
doors that provided the flexibility necessary to 
implement the diverse outcomes of the design 
school.

The Mid-Century Modern designs 
transitioned well into the garage door industry. 
The designs included the key lines, angles and 
curves of the design movement. The garage 
doors incorporated stars, squares, diamonds, 
triangles and checkerboard designs. They 
generally included two colors – white plus 
one other fairly basic color. In addition to the 
designs shown above, they often included a 
checkerboard design that had the door panels 
painted white with a primary color used to paint 
the door stiles, or vice versa.

These garage doors used the boldness 
of the design movement and its desire for 
modernness to individualize the look of the face 
of the house. And that is really the key to how 
the Mid-Century Modern design movement 
influenced the garage door industry. 

It resulted in a general design structure 
that did not encourage mass production. On the 
contrary, it allowed garage doors to demonstrate 
the individuality of home owners. 

The style recognized the fact that the ga-
rage door is a large portion of the home’s street-
view, and therefore plays an important compo-
nent of the home’s overall street appearance.
Recent Garage Door Design Trends

This is in sharp contrast to the mass 
production stage of the garage door industry that 
emerged in the late 1980s and into the 1990s. 
As the residential garage door market moved 
substantially to metal doors, mass production 
became the efficient business model. 

As such, standardization became the 
norm. Door design became more homogeneous. 
It became tougher to tell the difference between 
the doors produced by the major North American 
garage door manufacturers (from the sidewalk….
we are talking design, not insulation values or 
joint construction). 

As such, manufacturers began to 
differentiate based on levels of insulation, 
hardware, windows and joint design. These 
are all important factors, but they all ignore 
the aesthetics of the garage door as a point of 
differentiation.

This began to change about 15-20 years 
ago as garage door manufacturers started adding 
colors to their steel and aluminum door lines. 

It was strengthened with the introduction 
of custom windows and the initial work on 
custom hardware. Panel design changes were 
also introduced. 

TRENDS

Continued Page 16

Source: www.garagejournal.com

Source: Wikipedia: Mid-Century Modern
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HoMeoWner’s favoriTe GaraGe door

We’ve been working our doors off to be homeowners’ #1 choice for residential 

garage doors. Here’s a big “Thank You” to all of our partners across north america for 

your business and support. and if you’re a door dealer that wants to partner with us, 

give us a call at 800 526-4301. We’re never too busy for you.  oK, now it’s time for us 

to get back to work.
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stars are gone, but the general con-
cept of the design remain – curves, 
lines and angles that are bold and 
sleek.

There is a small but growing 
attention to the revival of the Mid-
Century Modern design in housing 
exteriors. It includes more attention 
to the use of glass and angled lines 
in design.

There are currently about a 
dozen blogs and websites that fo-
cus on how existing Mid-Century 

Modern design garage 
doors can be celebrated 
and maintained. They 
include midcenturyliv-
ing.blogspot.com, ga-
ragejournal.com, mod-
ernfindings.com and 
pinterest.com. They 
receive comments from 
hundreds of individuals 
who call for the re-in-
troduction of the design. 
And so these websites 
and blogs are beginning 
to move in that direc-
tion. Home design mag-

azine web pages are next.
CONCLUSION

This is not an attempt to 
say that the Mid-Century Modern 
design will dominate the garage 
door market over the next decade. 
Instead, it highlights the need to 
understand fashion trends and 
design history as a predictor of 
future trends. Fashion, to some 
degree, is never totally new. It is 
more frequently a re-thinking of 
past fashion trends to meet current 
needs.

As such, dealers and manu-
facturers need to understand the 
fashion and style trends in the gen-
eral economy – especially as they 
take root in the housing market. 
These trends speak to the aesthetics 
of the garage door as a key compo-
nent of the home’s overall look. 

But these changes were mi-
nor and generally incremental. This 
incremental approach changed sub-
stantially when, ten years ago, the 
carriage door design was intro-
duced to the market. 

Actually, it is probably more 
appropriate to say that the carriage 
door design was re-introduced to 
the door market. It was a retro style 
that spoke to the aesthetic desires of 
homeowners. It was a trend that was 
lead by high end homes and custom 
built door manu-
facturers and it 
transitioned to the 
broader market. 

The de-
sign moved from 
custom wood 
doors to mass-
produced metal 
doors. The car-
riage door was 
a known design 
that was inter-
preted by many 
manufacturers – 
using steel, wood, 
wood on steel, and other materials 
to achieve the required look. Some 
manufacturers focused on achiev-
ing the design using custom pro-
duction techniques. Others focused 
on mass production efficiencies. 
The carriage house design has been 
very profitable for door manufac-
turers and door installers.
MID-CENTURY 
MODERN REVIVAL

There is a growing body of 
articles in design and home maga-
zines that focus on recent interest in 
Mid-Century Modern design. This 
has largely focused on furniture 
and interior design. It has recom-
mended the re-introduction of the 
lines, curves and angles of the Mid-
Century Modern design – but in a 
way that speaks to homeowners in 
2012. The colors are updated. The 

ARCHITECTURAL TRENDS (Cont'd)Martin Part of Florida 
TV Renovation 

Project

FLORIDA -  Installation of a 
Martin Garage Door was a key 
component of a show on the Arts 
& Entertainment network.

Episode 21 of “Fix This 
Yard” featured an 8 x 8 white Martin 
Door, with a hurricane rating, as 
part of a home makeover for the 
Michael & Christie Anderson 
family.  

A crew from United Garage 

Doors of Orlando installed the 
high tensile steel Ranch Door with 
Canterbury Windows in February.

The new production is 
geared towards people who can't 
get it together when it comes to 
their outdoor space, according to 
Bart Makatche, one of the show's 
founders.  Projects cover everything 
from a home’s façade to new 
landscaping and construction.

Professionals Choose 

When Quality Matters 

800-541-5677 
www.americanaccess.com 

Source: pinterest.com

Past issues are available at 
www.garagedoornews.com
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Carlo Gavazzi Introduces 
Compact 240 Watt Power Supply

ONTARIO -  Carlo Gavazzi re-
cently announced the launch of a 
new and powerful switch-mode 
power supply in a compact hous-
ing. The SPD240C Series features 
a 150% peak load capability for a 
full three seconds and, at an in-
stalled width of only 64mm, this 
new series saves approximately 
25% DIN-rail width compared 
with their standard 240 watt 
power supply. This enhanced 240 

watt series also includes Active 
Power Factor Correc-
tion which improves 
the power factor to 
0.97 @ 230VAC re-
sulting in an increased 
output power capa-
bility. Therefore, the 
SPD240C series offers 
more power, uses less 
panel space, thus mak-
ing it an ideal choice for 

DC loads.
Additional stan-

dard features included 
with the SPD240C 
series compact power 
supplies are parallel 
function, universal AC 
input, enhanced CE 
certifications, a power 
“ready” relay output 

and short circuit protec-
tion. 

Technical features in-
clude: 150% peak load capability, 
universal AC input 88-264VAC, 
active power factor correction, 
parallel connection, compact 
dimensions, power ready relay 
output, LED for DC power “low” 
and high efficiency to 83%.

The compact SPD240C 
series power supplies are UL and 
cUL listed, and TUV and CE ap-
proved. 

Wayne-Dalton Expands 8000 Model Garage 
Door Series for West Coast Consumers to 

Include Sonoma Design
TEXAS - Wayne-Dalton recently announced 
the addition of the Sonoma design to the 
8000 and 8100 model residential steel 
garage doors for West Coast customers.  
Wayne-Dalton added the popular design to 
this model series as part of the company’s 
plan to continue to expand its product line 
by offering more design options to its entry 
level doors.

A garage door with a Sonoma 
design has the traditional square paneling 
but with additional grooves carved within 
each square panel. The additional grooves 
provide a stylish appearance to what would 

be considered a standard door design.   
“By making the Sonoma design 

available on the Models 8000 and 8100 
for West Coast consumers, Wayne-
Dalton dealers will have the competitive 
advantage of offering this prevalent 
design at an affordable price,” said Daniel 
Christian, Wayne-Dalton Residential Steel 
Product Manager. “The Sonoma design 
is also available on Models 8300, 8500 
and 9100, which feature polyurethane 
insulation.”

Wayne-Dalton plans to expand the 
Models 8000 and 8100 Sonoma design 

beyond the West Coast in the near future. 
The Wayne-Dalton Models 8000 and 

8100 are entry level steel garage doors. The 
Model 8000 is a non-insulated, single-layer steel 
door while the 8100 Model features polystyrene 
insulation. Each door is offered in a variety 
of colors, designs, and optional decorative 
windows.

The doors are also available with 
TorqueMaster, Wayne-Dalton's exclusive 
counterbalance system that safely and cleanly 
contains door counterbalance springs inside 
a steel tube to help prevent injury from an 
accidental release of tension. 



Flexon product offerings as well as the needs of the dealer 
network. Vice President of Sales and Marketing, Peter 
Burnham, is thrilled to have McClinton move from inside 
sales to the position of Western Regional Sales Manager: 
“Brian has a wealth of product understanding and has 
developed solid relationships with many of the dealers with 
whom he has been working. Our dealers in that region will 
benefit as a result of his sales management and leadership 
skills.”

ILLINOIS - Lift-
Master recently an-
nounced Stacy Butin-
daro as a new member 
of the marketing team, 
serving as a Market-
ing Channel Manager 
for ProVantage. The 
ProVantage program 
helps to identify and 
support dedicated 
LiftMaster dealers who exhibit excellent busi-
ness practices, superior product knowledge and 
commitment to customer service. 

Butindaro joins the LiftMaster team from 
American Hotel Register Company, a supplier 
of hotel products, where she worked as Business 
Development Manager and honed her skills in 
developing business projects for her team. In 
her new role, Butindaro will be responsible for 
developing new programs and incentives for 
ProVantage dealers and will work to expand the 
program across all of the LiftMaster product 
lines.

“We highly value the strong relation-
ships we’ve built with our dealers over the years 
through the ProVantage program,” said Dan 
Nixa, Director of Channel Marketing for Lift-
Master. “With her strong background in busi-
ness development, we’re confident that Stacy 
will continue to build upon our dealer relation-
ships and forge new ones in the future, as well 
as develop innovative programs that we can use 
to expand this unique program to benefit even 
more dealers across all product lines.”

Butindaro attended Florida State Univer-
sity where she earned a bachelor of science in 
marketing communications. 

ILLINOIS - LiftMas-
ter recently welcomed 
Josie Slaughter as a 
new member of the 
marketing team, serv-
ing as a Marketing 
Product Manager for 
New Products in the 
Commercial Door 
Operators division.

In her new 
role, Slaughter will manage the major product 
development projects, especially those related 
to product line platform changes and complex 
engineering efforts. Working with the com-
mercial marketing team, Slaughter will help to 
develop and maintain the current departmen-
tal products channel while also continuing to 
innovate and expand LiftMaster’s line of com-
mercial door operators.

“We’re extremely excited to have 
Josie join the Commercial Door Operators 
Marketing Team,” said Jennifer Lee, SBU 
Marketing Leader for Commercial Door Op-
erators. “With her strong background in prod-
uct marketing and proven leadership skills, 
we’re confident that Josie will help LiftMas-
ter continue to develop innovative and ad-
vanced products with the goal of expanding 
our product line.”

Prior to joining the LiftMaster team, 
Slaughter worked as a Product Marketing 
Manager for System Sensor, a manufacturer 
of smoke and heat detection products. Slaugh-
ter has also previously worked at Motorola, 
Inc. and attended Northern Illinois Universi-
ty where she earned a bachelor of science in 
business management. 
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ILLINOIS - Lift-
Master recently an-
nounced Dorota 
Bartosik as a new 
member of the mar-
keting team, serving 
as a Marketing Prod-
uct Manager for Mar-
ket Development.

In her new 
role, Bartosik will 
be responsible for the overall management and 
commercialization of LiftMaster products and 
technologies. She will also work with the mar-
keting team to perform sales analyses, create 
marketing plans and forecasts, and introduce 
new products and innovations into the market-
place.

“LiftMaster thrives on the strength of 
its product line and merchandizing strategies, 
and we’re thrilled to bring a product manager 
like Dorota to the team,” said Tom Brookbank, 
Director of Market Development. “With her 
vast experience in product management, Dor-
ota will greatly help us to introduce LiftMas-
ter’s innovative products and technologies to a 
larger, more diverse market while also working 
to expand our sales base.”

Bartosik joins the LiftMaster team from 
Midtronics, Inc., a manufacturer of battery 
management technology, where she worked 
as Product Manager for Asia Pacific and Lat-
in America and honed her skills in sales and 
business management.  Prior to her experience 
there, she also worked with Asico, LLC. Bar-
tosik attended Benedictine University where 
she earned a bachelor of arts in international 
business and economics. 

Hörmann Flexon Promotes From Within
PENNSYLVANIA - Hörmann Flexon recently announced 
the promotion of Brian McClinton as their new Western 
Regional Sales Manager. McClinton joined Hörmann 
Flexon in August of 2009 as an inside sales coordinator 
working to support the dealer network and outside sales 
team. 

McClinton is a highly accomplished professional 
and brings with him 15 plus years of experience in sales. 
He is very well informed and educated on all Hörmann 

APPOINTMENTS
LiftMaster Announces New Appointments

Dorota Bartosik Josie Slaughter Stacy Butindaro

Brian McClinton

For links to our advertisers go to www.garagedoornews.com
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Hiring Garage Door Repair and 
Installation

National Overhead Door, Inc.
Looking to relocate to Buffalo, NY? 
Great job opportunity available for 
experienced Commercial garage door 
repair person! Experience in hollow 
metal doors a plus. Some benefits 
include 2 weeks vacation, up to 6 
holidays/year, heath insurance, 401K 
available, and more! Pay based on 
experience.

Send Resume to Don Larson at: 
national4doors@aol.com
Fax to:  (716) 667-0982 

Experienced Persons Only Please.

CLASSIFIEDS
Garage door business 

Garage door business (residential only) 
located in the south San Francisco bay 
area of California. Gross sales for the 
last 3 years have been @ 370 k with @ 
100k+ profit. This is a one man company 
with room to expand. Includes website, 
2 vehicles (1 truck and 1 panel truck for 
service) 13 years of customer receipts 
and current inventory. Asking 200k. 
Owner willing to stay for an indefinite 
period for training purposes.

contact: bntarrow@gmail.com

EMPLOYMENT
All-Rite Dock and Door Systems 
Inc. is an established installation and 
service provider of quality door systems 
and loading dock equipment serving 
a variety of industrial, commercial 
and new construction markets. We are 
located in Brampton and our continued 
growth has created a need for the 
following positions: 
• Sales Representative
• Dock & Door Technician
Qualified candidates should email their 
resume and a covering letter to:

 ksmithson@all-ritedoors.com
Visit us online: www.all-ritedoors.com

OPERATIONS MANAGER
Magic City Garage Door Company of 
Minot, North Dakota has an immediate, 
long-term career opportunity for an 
energetic and experienced overhead 
garage door operations manager. This 
is a mid-level management position 
with growth potential. We have been 
in business since 1975 and are the 
dominant player in a rapidly growing 
market area. The successful candidate 
for this pressure oriented position 
will handle scheduling, estimating, 
purchasing, sales, and personnel.  Garage 
door industry experience preferred 
but not required.  Please send resume 
and salary requirements to info@
magiccitygaragedoor.com.   
**Also hiring experienced installers.**

Re-locate to the beautiful South 
Okanagan Valley!

OK Door is an established and busy 
installation & service provider of 
quality overhead door and security gate 
systems, serving a variety of industrial, 
commercial & residential & new 
construction markets. We are located 
in picturesque Penticton, BC, and 
our continued growth has created an 
opportunity for the following positions:
--F/T Installer/Service Technician
--F/T Gate Technician
Ideal candidates will have a minimum of 
5 years experience with both residential 
and commercial overhead door and/or 
gate systems -- installation & service,  
must be able to pass a drug test, and 
have a clean driving record. Salary 
based on experience. Serious applicants 
please send resume to:

recruiting@okdoor.ca or by fax
#1.888.821.3667

JUNIOR/SENIOR DOOR 
TECHNICIAN

Overhead Door Co. of Sudbury Limited 
is a garage door dealer, contractor and 
retailer operating in Northern Ontario 
since 1960. We have immediate openings 
for Junior/Senior Door Technicians. 
The successful applicants will have a 
technical background, clean driving 
record, and be bondable. Welding and 
electrical knowledge will be an asset. 
We offer training, competitive pay, 
benefit package and pension plan for 
qualified individuals. Send resume to:

jteddy@ohdoorsudbury.com
rglibbery@ohdoorsudbury.com

Phone: 1-705-566-3667
Fax:     1-705-566-4689

www.ohdoorsudbury.com
All applications will remain 

confidential.

CLASSIFIED ADS 
ARE FREE 

Fax your ad to: 
866-838-2967

or e-mail: 
gdn@kos.net

CLASSIFIED ADS ARE FREE 
Fax your ad to: 
866-838-2967

or e-mail gdn@kos.net

were at a seasonally adjusted annual rate of 598,000. This is 10.3 percent 
(±13.2%) below the revised April estimate of 667,000, but is 10.1 percent 
(±14.0%) above the May 2011 rate of 543,000.

Single-family housing completions in May were at a rate of 
458,000; this is 6.3 percent (±13.2%) below the revised April rate of 
489,000. The May rate for units in buildings with five units or more was 
130,000.

US RESIDENTIAL CONSTRUCTION (Cont'd)

Why Does Stating Your 
Intention Lead You to 

Purchase Your Favorite 
Brand?

If you say you’re going to buy something, you’re more likely to do 
it. But why is that? According to a study in the Journal of Consumer 
Research, stating an intention leads consumers to action—and makes 

them more likely to purchase their preferred brands. 
“Simply responding to an intention question has the potential to 

activate an intention,” write authors Anneleen Van Kerckhove, Maggie 
Geuens, and Iris Vermeir (Ghent University). “The activation of an 
intention next changes how easily certain brands come to mind, which 
then influences brand choices.” 

In a series of studies the researchers had participants fill in a 
questionnaire on their preferences among fictitious or existing candy bar 
brands. Some participants answered an “intention question” (How likely 
are you to purchase a candy bar in the near future?), while others answered 
an attitude question (How positive or negative are you about the candy 
bars available to you?). 

“Those who responded to an intention question were more likely 
to choose the brand they previously indicated they preferred the most, 
irrespective of whether they were asked immediately after the intention 
question to make a brand choice decision or whether there was a delay 
between filling in the intention question and making the brand choice 
decision,” the authors write. 

Consumers are motivated to fulfill their intentions, and this 
motivation narrows their focus. “The intention puts the intention-related 
brand to the front of consumers’ minds and pushes other well-liked brands 
to the back until the consumer has accomplished the intention,” the authors 
write.

“To the best of our knowledge, these research findings provide the 
first evidence for the role of a motivational component in the occurrence 
of the question-behavior effect,” the authors conclude. 

Anneleen Van Kerckhove, Maggie Geuens, and Iris Vermeir. “A 
Motivational Account of the Question-Behavior Effect.” Journal of 
Consumer Research: June 2012.

APPOINTMENTS
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CLASSIFIEDS

The Lighter Side

ZEMCO DOOR PRODUCTS
Wanted Door Installers, Technicians 

and Technician Trainees
Expanding Overhead door business in 
Saskatchewan requires Technicians to join 
our team. A thriving overhead door business 
serving Western Canada for over 28 years 
in residential, commercial, industrial, 
mining, and agricultural markets. Join our 
commercial or residential team and share 
our success in a booming province with 
unlimited growth opportunities.Training 
provided, excellent salary and benefits. 
Relocation assistance considered. Send 
resume to

 jzemlak@zemcodoors.com or 
fax: 306-244-9600. 

 www.zemcodoors.com

WANTED: EXPERIENCED 
SERVICE TECHS

Live and work in beautiful Colorado. 
Min. of 3 years experience in Residential/
Commercial Door service. Accepting 
applicants for both our Ft. Collins and 
Colorado Springs locations. Please 
forward resume and compensation 
history to:

marc@frontrangeraynor.com

Commercial/Industrial Door Tech
CN Doors is seeking a commercial/
industrial overhead door tech to join our 
Arctic service team. Position is based out 
of Yellowknife and will require travel to 
remote sites in the Northwest Territories 
and Nunavut. Must be able to outrun 
bison, bears and other large predators. 
Lack of fear with ice roads and small 
aircraft would be an asset. 3-5 years 
experience in commercial maintenance 
or sectional, rolling steel, and rubber 
doors required. Competitive salary and 
benefits. Reply to: sales@cndoors.ca.

FULL TIME COMMERCIAL DOOR 
SALES POSITION AT GARAGE 

DOORS OF INDIANAPOLIS
Qualified candidates must be: self 
motivated, results driven, detail oriented, 
self starter with the ability to generate new 
sales leads. Must have a minimum of 2 years 
experience in the following commercial 
door sales: commercial overhead doors, 
sectional doors, steel entry, store front, 
rolling steel, dock doors, door operators, 
dock levelers, fire & high speed, mini-
warehouse doors, gate operators. Garage 
Doors is an equal opportunity employer. 
Health benefits package & 401k. 

**SERIOUS INQUIRIES ONLY** 
Send Resumes to: ron@doorstoday.com 

& betsy@doorstoday.com 
Salary- based on experience

GARAGE DOOR BUSINESS
FOR SALE 

Commercial and Residential. 28yrs 
in business. Buildings, trucks, and lift 
inc. Lots of repeat customers / and city 
accounts. Good opportunity for a hard 
working, honest person. Downtown 
location with lots of exposure. 100 
mile radius. Located in a great town in 
Wisconsin. Great rapport with many 
vendors for many years.  Asking 175k.     

    Contact randytom1@live.com

CLASSIFIED ADS ARE FREE 
Fax your ad to: 866-838-2967 

or e-mail gdn@kos.net

Expanding Business Hiring
Well established overhead door company 
located in Oldcastle, Ontario looking to 
hire the following for its rapidly expanding 
business for the Windsor, Chatham & 
Sarnia locations:
Inside/Outside Sales Representative
– preferably familiar with overhead 
doors, operators, loading dock equipment, 
handicap/barrier free doors & openers.  
Able to read blue prints would be a definite 
asset.  Must be personable, organized & 
self motivated.
Service Manager – to schedule & 
expedite commercial service. Must be a 
team leader and be able to handle a busy 
fast-paced environment and be organized 
with excellent communication skills.
Service Technician – preferably familiar 
with overhead doors, openers, loading 
dock equipment etc. or have a background 
in access control, alarms, electrical. Able 
to read a schematic would be a definite 
asset. Must be electrically & mechanically 
proficient, able to problem solve on the job 
and work with minimum supervision.

All applicants must have a good 
driving record. If interested please submit 
resume detailing education & experience 
to jerryc@dor-co.com.

Business for Sale
Home based mobile garage (residential) 
door business established in 1978 in San 
Francisco with 10% growth per year. 
Owner trying to retire (near 80). Make 
money the 1st day. No liabilities, no debts. 
Just 35 years of good will. $185K takes it 
all. HK Door Company (415) 971-2400 
(24-7).

EXPERIENCED OVERHEAD DOOR 
INSTALLERS WANTED

Join our team of professionals. 
THE OVERHEAD DOOR CO. OF 
EDMONTON seeks experienced 
commercial door (sectional and specialized 
doors) installers for our Edmonton, Canada 
area office. Growth in our branch has 
created this opportunity (on a contract or 
employee basis). 

We offer excellent compensation 
and comprehensive benefits (medical/
dental/life insurance and disability 
insurance), as well as safety and other 
training as required.

A Commercial Overhead Door 
Installer will need: An exceptional 
work-ethic, a minimum of 2 plus years 
of successful commercial overhead 
door installation experience, including 
sectional and rolling products, excellent 
quality control and attention to detail with 
a commitment of high quality standards, 
ability to deliver superior customer 
service, a good driving record, capability 
of heavy lifting (up to 80 pounds), 
mechanical aptitude and experience 
trouble-shooting low voltage installation 
issues, able to pass drug & alcohol testing 
for commercial/industrial sites, a well-
groomed, professional presence, well 
organized team player. For consideration 
send your resume to: 

Gregg Becker, 
Overhead Door Co. of Edmonton, 

11703 160 Street Edmonton
g.becker@overheaddoor.ca

CLASSIFIED ADS ARE FREE 
Fax your ad to: 866-838-2967 

or e-mail gdn@kos.netEXPERIENCED LEAD HAND
SALES REP

The Bestdoor Company requires an 
experienced Lead hand with service 
experience on all types of overhead 
doors and docks including hi-speed 
in the Greater Toronto area. Also an 
experienced industrial service related 
sales rep is required. Person responsible 
for servicing and quoting existing clients 
along with soliciting new accounts. Top 
wages and benefits.

Email:bruce@thebestdoor.com  
Fax: 1-905-761-5130
Phone 416-742-2727

CLASSIFIED ADS ARE FREE 
Fax your ad to: 
866-838-2967

or e-mail gdn@kos.net

INSIDE SALES PERSON
A leading Regina based company in the 
overhead door industry is looking for an 
Inside Sales Person. An energetic self-
starter with previous sales experience 
in the door or construction industry is 
preferred. This position includes order 
desk sales, quoting and general office 
duties. This is a full time position that 
offers a competitive salary and benefits 
package. Interested persons should 
submit a resume by dropping off at 
435 Maxwell Cres. or email grolfe@
centraldoor.ca



NOTE: These questions and answers are from various home im-
provement newsgroups on the internet. These questions are real, and 
the answers are provided by other internet users, not by the Garage 
Door News. We are printing these questions to let the industry know 
what types of information people are looking for about garage doors 
and garage door openers. The answers will give you an idea of what 
type of "neighborly advice" is being given out. Please fax us your 
comments or concerns about this column (866-838-2967).
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QUESTION 1:     Is opener causing electrical problems
THIS MONTH'S QUESTION
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QUESTION 1:
My house is about 30 years old. The 
electrical outlets are three prong 
and the circuits are all on breakers. 
One of the circuits in the kitchen 
measures 115v but it seems when 
I put a load on it, like a hotplate or 
some other appliance, it takes a long 
time to heat up and doesn't fully 
heat up. It seems like when you put 
a load on the circuit it can't supply 
the necessary amperage. This all just 
started a few days ago. I flipped the 
breakers but still have a problem. Do 
circuit breakers go bad? Any other 
ideas of what it might be before I 
have to call an electrician? 

QUESTION 1, ANSWER 1:
I had a bad neutral connection on 
the entrance head to my garage 
some years ago. That can cause 
some pretty crazy (and destructive) 
things to happen. Remember, you 
have 240 coming in, and the neutral 
is the centertap giving two 120 
circuits. For example, put a heavy 

load on one leg, such as a circular 
saw, and the saw will run real slow, 
and lights will be real dim. Yet, the 
other leg will produce excessively 
high voltages. Plugging in my 
circular saw is what made me aware 
of a problem in the garage. The saw 
was really slow, but the light bulbs 
on the ceiling were extremely bright 
for a few seconds and were burning 
out quickly. The reason is that with 
the neutral missing, the saw motor 
became connected in series to the 
bulbs, and since the saw uses more 
amps, the bulbs got the high end of 
the voltage.

If you are noticing lights 
are excessively bright, small items 
are burning out, such as small 
motors, computers, tv sets, radios, 
clocks, etc, you have a bad neutral 
connection, most likely inside the 
house's wiring. If it's just that one 
outlet at fault, it's more likely the 
outlet itself or the breaker that feeds 
it (or another connection on that 
circuit). If other devices are burning 

out and you're not experienced, call 
an electrician. Fried computers, TV 
sets, and small appliances can get 
costly real fast. 

QUESTION 1, RESPONSE:
I think what happened to you 
is what's happening here. My 
microwave burned out first, then my 
garage door opener motor. I checked 
the circuits and they are different. 
So since that's the case it could be 
something in the breaker box. This 
breaker box is a secondary box. 
The main breaker box is in another 
part of the house and seems to be 
OK. The central air and all the 220v 
stuff works fine. So I'm thinking it 
might be a neutral problem in the 
secondary box or something. So I 
guess I will call an electrician in the 
morning.

QUESTION 1, RESPONSE:
I think I finally figured out what 
the problem was. The garage door 
opener, which was also about 30 
years old, developed some sort of 
weird problem in the electronics 
that allowed it to draw current 
without throwing a breaker. The 
other circuits which were on that 
side of the 110 were also affected. 
After I disconnected the garage door 
opener, all the other circuits were 
OK. The hotplates, microwave etc. 
went back to normal.

Since I checked the panel 
for loose wires, circuit breakers 
etc. and all was OK, the only thing 
it could have been was the garage 
door opener and probably the 
electrolytic capacitor or some other 
component has gone bad. There is 
no obvious burning or anything in 
the opener, so now I have to find 
out if it's repairable or I have to get 
a new one. 

QUESTION 1, ANSWER 2:
If there is no obvious burning in the 

garage door opener, how could it be 
creating such a load that the voltage 
dropped so low in the kitchen that a 
hot plate took longer to warm? And 
how could it affect other circuits? 
Most it could do would be to pull 
15 or 20 amps. And with proper 
wiring, the circuit should deliver 
that rated current to any load and 
not have voltage drop off more than 
5 to 10% tops. 

With that small drop, you 
would not notice longer heating 
times at the hot plate. Beyond that 
it would trip the breaker. And it 
would not affect other circuits, i.e. 
the kitchen. In short, this doesn't 
add up.

QUESTION 1, RESPONSE:
Well, I don't have all the answers 
but with electronics involved in the 
problem, anything can happen. I just 
know everything is now working 
fine including the microwave oven 
which I thought was ruined. The 
circuit breakers are 20 amp - most 
of them anyway. For instance, 
when I would turn on the light over 
the sink and start the disposal then 
the light would really dim and the 
disposal ran slow. But now when I 
turn the disposal on, the light just 
barely blinks and the disposal runs 
full speed. I have worked with 
electronics and know that weird 
things can really happen with them. 
Maybe an electrical engineer could 
figure all this out. I don't have all 
the answers to this.

QUESTION 1, ANSWER 3:
I would suggest you get an electrician 
in to find out what is going on. There 
is no way the garage door opener 
has anything to do with the garbage 
disposal running slow. They are not 
even on the same circuit, correct? 
You could have a serious problem 
that is intermittent and has just 
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temporarily disappeared. If there 
is a loose connection, partial short, 
etc, somewhere which are some of 
the things that could account for 
what you are seeing and you don't 
fix it, you run the risk of burning 
the house down. 

Don't take this the wrong 
way, but your approach is like 
saying I replaced the dripping 
kitchen sink faucet and now the 
water heater stopped leaking, so it 
must have been the kitchen faucet 
that was responsible and it's OK. 

QUESTION 1, RESPONSE:
The circuits could have been on 
the same side of the 220v side. 
The breaker box is a secondary 
box from the main house breaker 
box. So the disposal, microwave, 
hotplates etc. could have been on 
the same 110v side. The 220 v stuff 
always worked fine, even when the 
other was messing up. 

So I don't know, but there 
are lots of circuits off of the breaker 

box and I checked it out and found 
no loose connections or anything, no 
hot breakers etc. So the only thing 
I can think of is that somehow the 
circuits that the garage door opener 
were on were the only ones affected. 
Somehow maybe the garage door 
opener was drawing current but 
not enough to throw a breaker, and 
causing the other appliances to not 
be able to function properly, while 
appliances on the other side of the 
box weren't affected. I plan to talk 
to an electrician and see what they 
think.

QUESTION 1, ANSWER 4:
It sounds more likely that during 
your checking, you tightened a 
neutral connection or disconnected 
the problem that was causing an 
unbalanced load (the red wire going 
to the garage door).

QUESTION 1, RESPONSE:
All the problems quit after I 
disconnected the garage door 

opener. It doesn't work at all, I tried 
it on other outlets by running a long 
extension cord from other outlets in 
the house. 

I am planning on trying to 
see if the garage door company has 
any ideas or if it can be fixed.

QUESTION 1, ANSWER 5:
Replace the opener. New ones have 
valuable safety devices that detect 
anything blocking the door from 
closing properly…. could save a 
kid's life.

QUESTION 1, ANSWER 6:
Your problem is definitely not 
the garage door operator. It may 
contribute to the problem showing 
up, but in itself, is not the problem.

QUESTION 1, ANSWER 7:
Unless something else is very wrong 
somewhere else, there is no way the 
garage door opener drawing high 
current could cause the issues in the 
kitchen. Let's say it pulled 20 amps 

all day long, which is virtually 
impossible. So what? That should 
never cause the garbage disposal to 
slow down and the hot plate to take 
a long time to heat. The circuit is 
there to supply 20A and it should 
supply 20A. 

And as I said before, if the 
garage door opener was sitting 
there drawing current all the time 
anywhere near the  20A breaker 
limit, you'd have something 
smoking in the garage door opener, 
maybe a fire, and it would almost 
certainly not go on for very long 
before something burned out and 
the process stopped. 

QUESTION 1, RESPONSE:
Well, I got a new garage door 
opener. I couldn't find parts for the 
old one, and all is working well 
again. No problem with garage 
door or other appliances. So I don't 
know for sure what the problem 
was, but all is well now. Besides, I 
have fire insurance just in case!



Money in Your Bank!
Quality Business Leads from Genie

Thousands of leads and referrals are generated 
each year through Genie’s Dealer Locator and 
three national U.S.A. call centers!

Millions of Genie openers have been installed 
since the company began making them in 1954. 
Many need new units, accessories or parts.

Isn’t it time you started cashing in on the action?

With Genie’s Dealer Locator, it’s easier than ever for potential customers to fi nd your business and send sales 
your way. That’s because the Genie name, one of America’s most well-known brands, generates a continuous 
fl ow of hits through www.GenieCompany.com. Those leads need new openers, accessories, parts, or service.

www.GenieCompany.com 

Don’t wait another day! Find out if you qualify to be a team player for 
America’s Most Recognized Brand of Garage Door Openers.

Become a Genie Professional Dealer today!
Find out if you can become a member of Team Genie:

Phone:  Call 1-800-843-4084

Email:  Send a request to TeamGenie@GenieCompany.com
     (Canadian dealers also!) Now

Offering
Commercial operators! 
Even more reason to have 
Genie as your one-stop supplier!



THE NEXT TIME YOU NEED

servicedoor.com
                  

SPRINGS AND PLUGS
CUT TO SIZE OR BULK
SQUARE OR ROUND WIRE
DUPLEX SPRINGS 

SECTIONAL DOOR HARDWARE
CABLE DRUMS
TRACK AND ROLLERS

OPERATOR CHAIN HOISTS AND 
HINGES

WEATHER SEAL
ALUMINUM, VINYL AND BRUSH
TRACK MOUNT WEATHERSTRIP

ROLLING STEEL PARTS
BARREL REPAIRS
SLATS
HOODS 
GUIDES

ELECTRICAL ACCESSORIES
SAFETY EDGES AND DEVICES
ACCESS CONTROL
RADIO CONTROLS

SLIDING DOOR HARDWARE
TRACK AND TRACK BRACKETS
ROLLERS AND FLOOR GUIDES

SDI LUBRICANT AND OIL

CALL:
 SERVICE DOOR INDUSTRIES

1340 Mid-Way Blvd. Mississauga On. L5T 2G8
TEL (905) 670-1200     FAX (905) 670-8830

sales@servicedoor.com

SPARE PARTS AND ACCESSORIES...

anaRasanaRas

MICANAN
Commercial Door Opening Devices


