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Silvelox Introduces 
Securelap Sectional Door

ITALY - Silvelox displayed the new Securelap 
sectional overhead door at the recent IDA Expo 
in Atlanta. The door features a sectional bifold 
design, and operates without horizontal tracks or 
springs. The door is available in a wide range of 
wood models.
 “This is a high end residential door that is 
designed for prestigious homes,” explains Stefano 
Rezini, Chief Executive Officer of Silvelox 
Europe. “Architects appreciate the aesthetic and 
functional features of the Securelap.”
 Rather than using horizontal tracks, the 
door folds in place within the garage, in the 
header space. The company notes that this design 
enhances the look of the garage and allows space 
optimization due to reduced internal dimensions. 
This minimal protrusion means that there is much 
less forward projection when being opened. It 
also means that a much greater percentage of the 
door, when up and open, is protected inside the 
garage, thus shielding it from the elements. A 
completely non-protruding mechanism is also 



THE DOOR WITH MORE.
For a complete list of products and specs, visit steel-craft.ca

ELITE SERIES CHARCOALESTEEM SERIES CEDAR ELITE SERIES WALNUT

BEST NEW DOORS 
ON THE BLOCK.

INTRODUCING THE ELITE AND ESTEEM SERIES
Steel-Craft’s Elite and Esteem series of superior doors are the perfect blend of form and function. Available in a rich walnut 
woodgrain that requires no additional staining or a distinctive matte charcoal colour that won’t warp when exposed to heat 
or sun, the Elite Series adds sophistication to any home without any of the maintenance issues. For a modern look, the 
Esteem Series of aluminum doors can be custom fitted to suit your home by selecting from a wide variety of custom colours, 
coloured glass and sizes.
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Letters to the Editor regarding anything 
that you see in this newspaper or elsewhere 
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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on his team for a safe and successful race. Our team 
of commercial door operators and accessories works 
together to provide your customers with a complete 
safety solution. So they stay on track. 
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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.

The Case Page:
Case 26-6 Answer:
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e  info.abbotsford@flexiforce.com

www . f le x i f o rce . com

Case 26-6: Is Growth Always Best
 Bill was an independent installer for five years when he hired his 
first employee. He was so busy with installations that he needed the extra 
help. So he hired a young guy with solid technical skills and he taught 
him how to install residential and light commercial doors.
 Over the years, Bill slowly expanded his company, GDN Doors, to 
include a total of four installers, one part-time sales person, a receptionist/
secretary and one shop person who handled inventory and scheduling. It 
was a small, but profitable organization. More important, it kept all of the 
employees busy and Bill never had a problem with cash flow.
 Bill’s current problem is actually being driven by a very healthy 
regional market. He could, realistically grow revenues by 20-30% this 
year – at strong enough margins. His best guess is that 2018 will be just 
as strong. 
 Bill’s concern, however, is that he could expand this year, and 
regret it next year if the market softens. His concern is that he would be 
forced to aggressively go after business to keep his expanded workforce 
busy. That could lead to price cutting as a means of maintaining market 
share.
 And yet Bill recognizes that turning down business may 
unintentionally strengthen his competition. And years of business have 
taught Bill that he has to keep his eye on his competitors just as much as 
he does his own operations.  
 That, in the long run, may be riskier than expanding. How can Bill 
evaluate the relative risks and rewards of the two options?

 This case brings up a business issue that is much debated. 
Some managers focus on the top line while others are more concerned 
about the bottom line.
 The top line is revenues or sales. It looks at sales growth 
and assumes that any growth in sales is positive. Generally, it leads 
to management policies that encourage growth. This strategy is 
appropriate in a competitive market when a company has a solid 
handle on their cost structure. If, however, the company starts letting 
competition drive pricing in spite of their cost structure, there is a 
problem.
 The bottom line is profits – revenues minus expenses. It looks 
at impact on profitability rather than sales. As such, it would generally 
favor a project that had a lower revenue figure in favor of a project 
that had a higher profit-to-revenue ratio. This strategy is generally 
more appropriate in a market where a company has specific expertise 
or limited competition. 
 So growth is usually good, but only if it fits within the strategic 
goals of the company. Forgoing profitability for the sake of sales 
growth is usually ill-advised. But strategic sales growth – not based 
on competitive pressure but an intentional decision – is positive.
 In this case, Bill needs to determine whether forgoing short-
term growth will impact longer term profits. At times, strategically 
forgoing some short term sales is a positive long term business 
move.

Case 26-7: Can You Diversify Too Much?
 Bill inherited GDN Doors 
when his father died 10 years 
ago. While Bill had worked for 
the company in his youth, he 
had been an electrician for most 
of his career. When he took over 
the business, he quickly realized 
that the competition was directly 
driving most of GDN Doors’ 
strategic decisions.
 At that time, the company 
only worked on commercial and 
industrial door projects. This 
included large sectional and 

rolling steel doors, as well as dock 
levelers. The company had highly 
qualified installation and service 
teams, and made most of their 
profits on service work. Two large 
regional competitors focused on the 
same market.
 So Bill decided to maintain 
that aspect of the company’s 
operations, but also add in two 
new divisions. The first attacked 
the parking and gate markets. This 
division banked on the technical 
expertise of GDN Doors, but went 

after a whole new customer 
base. The second division went 
after new business with existing 
customers. This division went 
after man door and other access 
products within the same 
commercial/industrial customer 
base.
 While sales growth was 
positive, Bill is now concerned 
that many of his key staff are 
being stretched. In addition to 
the technical staff, salespeople 
and office staff were stressed 

by the expansion. Bill had also 
noticed that Accounts Receivable 
had dramatically increased.
 Bill is wondering if these 
were growing pains or signs that 
he had over extended the company. 
What should Bill do?
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Renner Supply Provides Garage Doors for 
2017 St. Jude Dream Home Showplace

MISSOURI - Renner Supply 
Company recently announced that 
they have provided the garage 
doors and openers for Kansas 
City’s 2017 St. Jude Dream Home 
Showplace, built by Summit 
Custom Homes. Willy Dahms, 
Renner Supply salesperson for 
Summit Homes, has expressed his 
gratitude to the builders for this 
worthy cause. Renner Supply is a 
family owned garage door sales, 
installation and repair company, 
serving several cities in Missouri 
and Kansas. 
 “I’m very grateful to 
Summit Custom Homes for giving 
me the opportunity to work on this 
project and to provide St. Jude’s 
with top quality garage doors from 
one of our new contemporary 

collections,” said Dahms. “It really 
is a privilege to be able to impact 
the lives of these children in a way 
that simultaneously fulfills the 
personal and professional goals of 
Renner Supply Company. We are 
passionate about giving back and 
creating custom garage doors, so 
this was the best of both worlds 
for me and something I see as a 
milestone in my career,” he added.
 “Over the years, with the 
help of their trades, Summit Homes 
has raised over $4 million to fight 
childhood cancer,” said Randy 
Ramos, director of purchasing and 
estimating for Summit Homes. 
100% of proceeds from the sale 
of the Dream Home Showplace 
is donated to St. Jude Children’s 
Research Hospital in support of 

its mission to save lives and find 
cures for childhood cancer.
 This specific home features 

Delden model Delcraft 138 (DC-
138) in Flush design with Obscure 
glass in a vertical pattern.

Wire Hide Solution 
Launched

SOUTH DAKOTA - Wire Hide has introduced a new product at the IDA 
Expo in Atlanta that allows installers to provide a cleaner installation option 
for residential photo-eyes. The system offers aesthetic and functional benefits.
 “Our product is simple,” explains Brian Burge, President of Wire 
Hide, “but it improves the aesthetics and durability of a residential garage 
door opener installation.”
 Wire Hide is a low voltage wire cover kit that enhances the wiring 
of photo-eye assemblies by covering open wire connections. The kit is 
designed to provide a cleaner installation because it looks more similar 
to cable or satellite wiring than traditional photo-eye wiring setups. It is 
also designed to decrease electrical issues, as the fully contained wiring is 
protected from environmental conditions.
 “The design of the installation kit also provides installation 
consistency,” explains Burge. “Many dealers have explained that 
each jobsite looks different. With the Wire Hide, installation becomes 
standardized and the technician becomes more efficient.”
 The idea for the Wire Hide was developed after Burge attended a 
home show in DesMoines, Iowa. He visited a garage door company booth 
and was surprised at the open wiring around the photo-eye. A mechanical 
engineer by training, he developed the solution, but had no garage door 
industry experience. 
 With three design patents in hand, Burge then traveled 18,000 
miles in December 2016 and January 2017, cold calling 320 door dealers 
in 34 states with his new product. With only a simple, handheld display, 
Burge asked to speak to owners and managers. He estimates that 90% of 
the companies he approached were willing to give him the 20 minutes 
required to explain the product, its use and pricing.
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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

available. With this, the door in its entirety 
slides into the garage interior. Situations where 
no protrusion is important include locations 
where the garage faces directly onto pavement, 
or in an arched opening where the geometry of 
the aperture would preclude any protrusion. 
 The door is 3” thick (75 mm) and 
operates using an integrated counterbalance 
system and a UL 325 compliant operator – both 
of which are fully-concealed for aesthetics and 

SILVELOX (Cont'd)
security. 
 Daniel Chaaya, 
Export Manager, 
explains that the 
bifold panels are 
made with multilayer, 
marine-grade quality 
Okoume hardwood 
to increase durability 
and resistance to 
the environment. 
“The reliability of 
this technique is 
demonstrated by 
the fact that this 
same material is 
used extensively for 
nautical applications. This material also allows 
for flexibility in exterior design. Securlap is 
available in a wide range of models, spanning 

Midland Introduces FullView Doors
NORTH DAKOTA – Midland 
Garage Door Manufacturing 
launched their new FullView line 
of sectional doors at the recent 
IDA Expo in Atlanta. Available in 
residential and commercial models, 
the doors are available in three 
standard colors or in a custom 
ordered color. 
 “We know first impressions 
last, so we designed a door that 
not only provides strength and 
durability, but also looks good while 
doing it,” explains Brad Morris, 
Sales Manager. “The commercial 

from traditional vertical 
line decorations to 
sophisticated geometric 
combinations and wood 
grain effects.”
  The company 
notes that within the 
multilayer construction 
is a honeycomb structure 
that provides thermal and 
acoustic insulation.
  The doors are 
offered in different stains 
on various woods or 
lacquered in different 
RAL colors, both standard 
or custom choice. The 

metal-look coated version is available for all 
models in various finishes and colors, as well 
as in a wood look.

line offers flexibility for a variety 
of applications, from traditional 
auto dealers to high-end restaurant 
installations, while the residential 
line gives homeowners a timeless, 
upscale look.”
 The FullView line offers 
six glass designs, and is available 
in widths up to 24’ 2”. Residential 
doors are 2” thick, while commercial 
doors are available in either 2” or 
3” thicknesses. Both commercial 
and residential models can be used 
for new construction or renovation 
work.
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… with the Hermco™ Counterweight 
System for high cycle industrial doors. 
Also a better balance in your bank account.

Our North American made gravity powered 
Hermco™ Counterweight System is 
guaranteed from 100,000 cycles and up on 
all conventional garage & service doors up 
to 32 feet high.

Obtain the Right Balance

TM

 newtons.apple@newtons-apple.cawww.hermco.ca

TOLL FREE: 1-800 583-9903
TEL: 1-416 292-0699

SEND YOUR REQUIRMENTS TO:

FAX: 1-416-292-9800
|

Overhead Door Launches New Impact Section on 
Sectional Steel and Thermacore Commercial Models 
TEXAS - Overhead Door has 
introduced a new Impact Section 
for its commercial and industrial 
Sectional Steel and Thermacore 
door models. The impact-resistant 
door section replaces the door’s 
bottom section to help protect it 
from forklift damage and other 
warehouse traffic. 
 “Industrial doors are 
susceptible to repeated impact by 
forklifts that can cause significant 
damage, potentially shutting down 
a loading dock for days,” said Russ 
Lowe, Sectional Commercial Door 
Product Manager of Overhead 
Door. “Overhead Door’s new 
Impact Section reduces costly 
downtime for our warehouse 
customers and minimizes return 
calls for our installers, making it 
an excellent solution to protect the 

most vulnerable part of a door.” 
 The Impact Sections are 
made of an expanded polystyrene 
core surrounded by a composite 
skin and can be installed on 
Overhead Door’s Sectional Steel 
insulated models (418, 422, 426, 
432) and non-insulated models 
(416, 420, 424, 430), as well as on 
the steel-polyurethane-steel panel 
Thermacore models (591, 592, 596, 
599). 
 The sections are available 
in 21” and 24” heights with widths 
ranging from 8’2” to 16’2” in one-
foot increments. The sections are 
adjustable to suit multiple door 
thicknesses and include hinge and 
section adapters that provide a 
customizable fit. 
 “Replacing a traditional 
bottom section with Overhead 

Door’s Impact Section is an 
easy installation process and is 
far less expensive for end users 
than replacing an entire new 
sectional door,” added Lowe. 
“With the Impact Section in 

place, our customers have the 
peace of mind knowing that the 
section will provide protection 
from damage while minimizing 
the costs of energy loss and door 
replacement.” 

Farming and Trucking 
Company Use 
Bifold Doors

MINNESOTA  - As a second-generation farmer in Buffalo Lake, Minn., 
Brian Ryberg’s fields produce yields of corn, soybeans and sugar beets. 
His trucking business, Country Transport, delivers anything that will fit 
on any of his six step-deck trailers to 48 states. That business employs 
five drivers and two additional owner-operators, along with Ryberg’s 
wife Sandy, who is in charge of the bookkeeping, and Josh Paulson, 
who handles the dispatching duties.
 Ryberg’s post-frame storage buildings, all erected by Country 
Wide Lumber of Hector, Minn., were constructed with Schweiss bifold 
doors. The newest bifold liftstrap/autolatch doors include a 40 x 18 
foot door on an 80 x 150 foot cold storage machine shed and a 36 x 
18 foot door on a 60 x 135 foot shop with in-floor heating. Two of his 
older Quonset buildings have 30 x 14 and 24 x 14 bifold cable doors 
on them.
 “Schweiss installed the two bigger doors, we hung the other 
ones,” says Ryberg. “We walked our way through the install book; it 
was very simple. We chose bifold doors for the shorter canopy and they 
are a lot better for snow conditions. ”
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Carlo Gavazzi Launches Long Range 
Door and Gate Photoelectric Sensors

ONTARIO - Carlo Gavazzi recently introduced 
the new PD140 Series Long Range Photoelectric 
Sensors, a product line targeted 
specifically for door and gate 
access applications. The 
company notes that this high 
performance sensor handles 
the challenges typically found 
in the door and gate industry, in 
a cost effective, simple to use 
design. 
 The design of the PD140 
makes it a suitable choice for 
harsh outdoor use, where strong 
ambient light, fog, rain, snow 
and dust might be present. The  aluminum and 
polycarbonate housing also protects the sensors 

against vandalism. The PD140 has an outdoor 
sensing range of up to 60 metres (200 feet). For 

controlled indoor environments, the 
range is up to 120 metres (400 feet).

  Recognizing that 
installing and setting up infrared 
sensors at long distances can be a  
challenging and tedious task, the 

optional APD140-
LA01 Green 
Laser Alignment 

Tool aligns the 
PD140  in seconds, 

including distances greater 
than 60 metres (200 feet). 

 Full UL325 certification ensures that 
the PD140 has the features necessary to meet 

the UL requirements for Door and Gate Access 
applications.  
 Features of the PD140 Series 
Photoelectric Sensors include: aluminum and 
polycarbonate housing; sensing range: outdoor 
up to 60 metres (200 feet), indoor up to 120 
metres (400 feet); adjustable alignment: ± 
100° horizontal, ± 15° vertical; emitter mute 
(test input); two alignment tool options: visible 
green laser (APD140-LA01), voltage output 
(APD140-TC01); crosstalk elimination with AC 
power supply and synchronization mode (2 set); 
SPDT relay contacts; 12-24 VAC/DC power 
supply; IP65, NEMA 1, 2, 3, 3R, 3RX, 3SX, 
3X, 5, 12 and 12K rating; UL325 and UL508 
certifications; and CE, EN12453, EN12445, 
EN12978 ESPE type 2, performance level d.

For links to our advertisers go to 
www.garagedoornews.com
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Amarr Coastal Collection 
Available in Additional Colors

NORTH CAROLINA - Entrematic has 
introduced twelve new colors for its 
Amarr Coastal CO3000 vinyl garage 
doors. The colors, which are UV 
resistant, are being offered in the two 
traditional and all eight carriage house 
designs. The new colors are:  Antique 
Parchment, Antique White, Canvas, 
Cashmere, Classic Cream, Dove Gray, 
Gray, Ivory, Nautical Gray, Porcelain 
Khaki, Sandalwood and Wicker.
 “Our Coastal collection is 
perfect for harsh salt environments but 
also can be used on any home in any 
location,” said Entrematic vice president 
of marketing Vickie Lents. “We’ve 
answered the call from architects, 
designers and homeowners to offer more colors 
in our popular Coastal collection. The additional 
colors extend the palette of home exterior color 

combinations and would look particularly 
stunning in a beach setting or inland home 
with coastal architecture.” 

Garage Door 
Vent System 
Introduced

TEXAS – Windeevent introduced a new 
closeable and adjustable louver vent system for 
residential garage doors. The vents are designed 
to address temperature and ventilation issues that 
exist in both hot and cold climates.
 The vents are designed to be installed in 
the place of residential panels, and can be used 
on doors up to 2.5” thick. The vents, which 
come in sets of two, can be installed in existing 
residential doors without having to remove the 
door section.

Past issues of The Garage Door 
News are available at 

www.garagedoornews.com
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MARKETING

Understanding why some sales messages fail

You have seen it in some 
tourist or downtown 
locations – people outside 

of a restaurant trying to draw you 
in. They speak about their menu, 
their dining environment, etc. And 
yet,  most of us just walk by. It is 
not that the food offering is bad, 
or that the food has been judged 
as poorly prepared. In fact, it is 
the opposite. The offer has been 
made, but we simply brush it 
aside.
 So if the message itself 
is not the problem, what causes 
consumers to reject the purchase 
opportunity?
 First, the timing may be 
wrong. We may have just eaten 
or we may feel that it is too early 
to eat. We are simply not ready 
for the product offering. Second, 
the aggressiveness of the sales 
pitch may spark or deter sales. 
Or, third, the restaurant may seem 
too empty….a sign that the food 
may not be good, the physical 
environment is undesirable or the 
prices are too high.
 As consumers, it is easy 
to imagine these restaurant 
opportunities. Interestingly, these 
same issues occur in residential 
garage door and gate sales.
TIMING
 It would be great if 
every ad that you paid for 
perfectly corresponded to when 
homeowners wanted to purchase 
a new garage door, opener or gate. 
The reality, however, is that your 

message will almost certainly hit 
a number of homeowners when 
they are not specifically looking to 
purchase a new entrance product.  
This may be because they do not 
need the product, there may be a 
higher priority purchase on their 
minds, or they simply do not have 
the available funds to consider a 
major purchase at this time.
 This means that an ideal ad 
makes an offer that is attractive right 
now, but also positions the com-
pany for longer term sales. Short 
term sales --- 
10% off this 
week – are use-
ful, but they 
do not build 
longer term 
brand equity. 
Brand equity 
is the residual 
impact from 
your years of 
advertising and 
installation work – what the com-
munity thinks of your company, its 
products, its workmanship and reli-
ability.
 This means that ads – 
whether online or on traditional 
media – need to be evaluated 
based on both their short and long 
term impact.
MESSAGE TONE
 It is also possible that how 
the message was delivered had a 
negative impact on its success. 
 It is not uncommon for 
the owner of a door company to 

want his salespeople to actively 
go after new sales. Revenue 
generation is a vital component 
to a company’s success. But any 
sales approach can deter as many 
people as it attracts. Some people 
respond to sales cues, others may 
react negatively.
 Some people react 
positively to the use of humor, 
while others do not. This can be 
caused by differing views of what 
is actually funny. Alternatively, 
the use of humor may seem ill-

matched with a 
serious purchase 
situation.
 At times, 
a sales pitch can 
have an almost 
threatening tone 
-- that a failure 
to purchase their 
product now will 
lead to higher lev-
els of risk. This 

approach is generally trying to 
present a clear problem/solution 
connection, but the use of a fear  
appeal can put off some people.
VISUAL CUES
 For many products, people 
are not expert buyers. They seek 
information from suppliers, but 
they also seek online information 
to make them more skilled in the 
buying process. But most buyers 
also seek social cues. They want 
to know that their purchase 
decision is supported by others. 
 At times we call this 

Brand equity is the 
residual impact 
from your years 

of advertising and 
installation work.

word-of-mouth because it is 
a function of comments from 
consumer to consumer. But at 
times it is simply an alternative 
proxy for popularity: store traffic, 
lawn signs, web comments. The 
implied rule-of-thumb is that 
the volume of traffic can imply 
quality. Alternatively, a lack of 
comments can suggest a lack of 
experience.
 This means that it is 
important that ads and sales 
messaging recognize the 
importance of social cues. It is 
a well-researched phenomenon 
that people prefer to follow trends 
rather than set them. Most people 
want to make the popular/unrisky 
purchases. Your ad and sales 
messaging can help create that 
low risk environment.
CONCLUSION
 In general, it is important 
to view your marketing outreach 
efforts from the perspective 
of the reluctant consumer. It 
will help you develop multiple 
streams of messages, and adjust 
your expectations. Marketing 
messages work when the right 
message is sent to the right 
individual. By definition, this 
means that some messages are 
less on target.
 This does not mean 
that any one tactic should be 
abandoned. Instead, it suggests 
that managers should establish 
realistic goals and use multiple 
messaging tactics.

The Impact of Timing, Tone and 
Visual Cues on Sales Message Success

By Dave Bussière
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Skylink Announces Tamper-
Proof Garage Door Opener

ONTARIO - PRNewswire - Skylink Group 
announced the Atoms Garage Door Opener's 
latest patent-pending feature, a tamper-proof 
trolley designed to safeguard the home. 
To implement this feature successfully, 
the Skylink Group has designed two 
components, including a blocking plate 
that does not allow potential intruders to 
disengage the emergency release latch, as 
well as a protector shield to prevent the 
release handle from being pulled on from 
outside the door. 
 "Standard garage door openers 
are exposed to the wits of intruders who 
use clothes' hangers and similar objects to 
disengage emergency releases," says Gallen 
Tsui, president, Skylink Group. "With 

our patent-pending blocking plate, we can 
safeguard the largest entry point of the home 
and give families peace of mind."

Alliance Moves to 
New Facility

VIRGINIA - Alliance Machine and Engraving recently 
moved to a new facility in Ashland, Va. The facility offers 
a larger footprint, improved plant layout, better lighting, 
additional storage, and a more efficient material flow. 
The extra floor space allows Alliance to keep up with the 
demand of an increased customer base.  
 Alliance’s manufacturing capabilities span a 
broad range of products and industries including metal 
embossing machines, heated roll calenders, calendering 
rolls, laminating and thermal bonding cylinders for 
converting paper, textiles, film, non-wovens, magnetic 
media, and extruded rigid and flexible plastics.
 Services offered by Alliance include: new 
equipment, on-site engraving technicians, machinery 
installations, product development, machinery 
evaluations, used equipment refurbishing, new roll sets, 
and technical support.
 Alliance Machine and Engraving is a part of The 
Bradbury Group of companies.

For links to our advertisers go to: www.garagedoornews.com

NEW
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Doors     Frames
Hardware      Access Systems

Cylinders & Keys

50 Sovereign Court Unit B
Woodbridge, Ontario L4L 8M1

Phone: (905) 761-6400
Fax:  (905) 761-6424

canadafiredoorandframe.com

Wayne Dalton Ranked 
Top in Quality in 2017 

Builder Magazine 
Brand Use Study

 

Garaga Receives 
Honorable Mention 

for Community 
Involvement

QUEBEC - At the recent Beauce 
Business Gala, Michel Gendreau 
and his two sons, Martin and 
Maxime, president and co-
vice presidents of Garaga, were 
awarded the Jarret Honorable 
Mention prize by the St-Georges 
Chamber of Commerce for their 
involvement in the Beauce area. 
 This prize recognizes a 
member company from its network 
who stands out in the business com-
munity.
 Michel Gendreau was in-
volved as the honorary president 
of the 2016 International Sym-
posium of Sculpture of Saint-

Georges. Started three years ago, 
this annual event has led to the 
creation of a permanent loca-
tion for sculptures in St-Georges. 
By 2024, there will be 100 large 
sculptures placed in downtown 
St-Georges.
 Martin and Maxime Gen-
dreau were co-chairs of a fundrais-
ing campaign for the Fondation 
de l’hôpital Beauce-Etchemin, a 
local foundation whose mission is 
to improve the quality of regional 
health care and services,  which 
raised more than $700,000 for the 
health of children served by the 
hospital.

TEXAS - Wayne Dalton has been ranked first in the quality category 
for garage doors in a survey of home builders, developers and general 
contractors in Builder magazine’s 2017 Brand Use Study. 
 “Being trusted and recognized as a top brand by builders and 
contractors themselves validates our dedication to quality and innovation 
for the commercial and residential markets. We look forward to continuing 
to provide garage door solutions for their projects, as well as introducing 
more builders to the Wayne Dalton brand,” said Brand Manager Sarah 
Schram. 
 The 2017 Brand Use Study was conducted in collaboration with 
The Farnsworth Group, an industry market research firm, and focuses on 
51 categories of the home. More than 900 qualified builders, developers 
and general contractors participated in the survey which examined 
factors such as decision-maker involvement in the final building product 
selection process and the importance of factors influencing brand 
selection. 

Multi-Fab Products 
Announces IDA Expo 

Winners
WISCONSIN - Multi-Fab Products announced that Johnathan Gerdes 
from Doors by Mike of Convers, Ga. and Ranee Patel of Loading Dock 
Incorporated in Lodi, N.J. were the winners of their daily drawing at the 
IDA Expo. They each won a Multi-Fab Products new 36” Heavy Duty 
Dock and Door Repair Safety sign. Drawings were held at the end of 
both Friday and Saturday during the exhibits portion of the IDA Expo in 
Atlanta. 
 A company release states: “We at Multi-Fab Products are happy 
to play a small part in safety by providing a higher level of protection in 
what can be a very dangerous environment. The simple addition of proper 
and informative signage around the worksite can, and does save lives. 
And always remember to use two forms of support when working in and 
around dock levelers. As they say, safety is no accident.”



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:

careers@all-ritedoors.com
Visit us online: www.all-ritedoors.com
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CLASSIFIEDS
WISCONSIN COMPANY SEEKING

INSTALLERS & TECHNICIANS
Joe Wilde Company, located in 
Southeastern	 WI,	 proudly	 serving	
customers since 1945 has several 
opportunities	 for	 both	 Residential	 and	
Commercial	 Garage	 Door	 Installers	
and	 Technicians.	 Joe	 Wilde	 Company	
provides	a	fun,	flexible,	family	orientated	
atmosphere where employees are treated 
with loyalty and respect.
•Competitive	Pay
•Full	Benefits	Package	 Including:	Health	
Insurance,	 Vacation,	 Paid	 Holidays,	
401(k)	and	Profit	Sharing
For	 immediate	 consideration	 please	
contact us with work history to any of the 
following: Email: work@joewilde.com

Phone:	(262)	439-6905.
www.joewilde.com

The Lighter Side

For Sale
Residential Door & Operator Co.

Southern California
*Established August 1988
*Annual	sales	135k	-	170k
*No	advertising	expenses,	No	Yellow	page	
ads,	No	newspaper	(	No	paid	ads	)
*Completely referral based, On several 
neighborhood	 web	 sites,	 Google,	Angies	
list, Yelp (none paid)
*Several	 Corporate	 Clients,	 Property	
Mgmt,	 Restoration	 Companies,	
Homeowner	associations
*Located in the heart of Orange County, 
Near	Disneyland,	 serving	all	of	Southern	
California
*Have	 completed	 medium	 and	 large	
projects,	 45	 ,	 60	 ,	 110	 doors	 and	 many	
others	(	Source	of	Frequent	Service	Calls)

*	Interested	Parties	contact:
 Arthur Morgan, Owner @ 714-992-2408 

or Email unclearte@aol.com

Excellent Business Opportunity
Equipment available will provide the 
buyer everything needed to manufacture 
a	line	of	Rolling	Doors.	
Specifics	include:
•	Equipment	will	produce	3”	Curved	
Slats
•	Tooling	also	available	for	2”	baby	
curved slats for service repairs and 
starter	slat	for	bottom	bars	for	2”	and	
3”	curved	slats.	
•	Hood	machine	to	manufacture	round	
hood covers up to 22 ft. wide. 
•	Installation,	setting,	and	alignment	
can be quoted separately. 
•	Training	on	process	(if	needed)	is	also	
available. 
For	 shipping	 and	 loading	 costs	 to	
your location (along with any other 
questions) send e-mail to:

MFGGD@HOTMAIL.COM

Don’t Miss Out
Excellent	 Business	 Opportunity	 –	 Used	
Roll	 Forming	 Line	 will	 enable	 buyer	 to	
produce	 Completely	 Smooth	 (i.e.	 No	
Woodgrain)	 Contemporary	 Flush	 18”	 &	
21”	Panels.	
•	Uncoiler:	6,000	Lbs.	36”
•	Pre-Cut	to	Length	Line
•	Roll	former	–	11	Stations
•	2-1/2”	O.D.	Shaft	(30”	Roll	Space)
•	Tooling	for	Flush	Tongue	&	Groove	
Panels
•	Pictures	of	panels	&	machinery	
available upon request. 
Installation	 of	 machinery	 and	 operator	
training is also available. 
For	additional	information	E-Mail:	

MFGGD@HOTMAIL.COM

Warehouse worker, apprentice 
installer (Burnaby)

Compensation: *Wages commensurate 
with	ability	$13.00	to	$15.00	per	hour.*
Employment type: *full-time*
Doormaster	 Door	 and	 Gate	 Systems	
has	 over	 30	 years	 of	 experience	 in	
industrial, commercial, rolling, sliding, 
swing, garage doors and gates which 
has made us the dealer of choice in our 
industry. 
		The	Warehouse	Worker	is	responsible	
for picking, shipping and receiving 
orders, as well as face-to-face customer 
service.	 S/he	 helps	 load	 and	 unload	
trucks, and completes general labour in 
the	warehouse.	There	is	an	opportunity	
to advance and learn a skilled trade 
as	 an	 apprentice.	 This	 is	 a	 full-time,	
permanent position with on the job 
training provided for growth and 
advancement.
  Applicants shall meet the following 
requirements:	Good	physical	condition;	
able	to	lift	up	to	75	lbs.	alone;	Self-starter,	
ability to work well independently 
and	 in	 cooperation	 with	 others;	 Solid	
communication and customer service 
skills;	 Ability	 to	 recognize	 and	 retain	
numbers;	Provide	 own	 steel	 toe	 boots;	
Overhead door knowledge and forklift 
operator training are an asset but not 
required.
  Our employees enjoy a great work 
environment with competitive pay and 
an	 excellent	 benefit	 plan.	 We	 provide	
all necessary safety and on the job 
training as part of our comprehensive 
onboarding	 program.	 If	 this	 career	
opportunity	 sounds	 like	 the	 right	 fit	
for you please apply online to hans@
canadiandoormaster.com. Applications 
will be accepted until the position 
has	 been	 filled.	 Our	 Head	 office	 is	 in	
Burnaby, BC. Check us out at 

www.canadiandoormaster.com

Serviceman/Installer for overhead/rolling/slide/swing/garage doors and gates. 
Wage $25.00 or more to the right candidate.

Doormaster	 Door	 and	Gate	 Systems	 has	 over	 30	 years	 of	 experience	 in	 industrial	
and garage doors has made us the dealer of choice in our industry. Our vast product 
selection,	expert	service	technicians,	and	constant	innovations	have	allowed	us	to	be	
recognized	as	a	leading	force	in	the	industry.	Our	training	program	is	led	by	an	IDEA	
Certified	Master	Technician.	Must	 have	 experience	 servicing/installing	 commercial	
doors	and	gates.	Good	customer	service,	communication	and	problem	solving	skills.	
Possess	a	valid	driver's	license	and	clean	driver's	abstract.	Comfortable	with	heights	
(ladders	&	 lifts).	 Good	 physical	 condition.	 CDI	 Certification	 is	 an	 asset.	 Relevant	
safety training and tickets are an asset (such as fall arrest, lift operation, etc.)
					Subject	to	pre-access	drug	and	alcohol	testing.	Must	be	willing	to	travel	to	multiple	
locations in some of the most beautiful parts of British Columbia. Contact :

hans@canadiandoormaster.com

TERRITORY MANAGER--
SOUTHEAST, DOOR OPERATORS 

& HARDWARE: 
Open	 position	 (GA/MS/AL/TN/SC/NC/
VA) with growing company for person 
who	wants	 to	make	a	difference.	Door	&	
operator	 industry	 knowledge	 with	 field	
sales	 experience,	 willingness	 to	 take	
ownership, eagerness to provide personal 
service and ability to build long-term 
relationships	are	required.	Send	resume:

brian@adhguardian.com

CLASSIFIED ADS ARE 
FREE 

E-mail your ad to:  
gdn@kos.net



Overhead Garage Door Business 
for Sale

Providing sales, service & installation of 
garage doors, we are Long Island N.Y.’s 
most impressive garage door showroom 
with over 20 full size doors on display.   
Successfully & profitably established as 
a premier high end garage door dealer 
since 2006 and growing. The sale is all 
inclusive, including a F150 Ford pick-
up truck, tools and inventory. Please 
contact seller by email – 

michael@dreamgarageusa.com
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CLASSIFIEDS
Garage Door Business For Sale

Tired of the big city rat race and traffic?
Here's your opportunity to live and work 
in an outdoorsman/sportsman's paradise 
and make money! This business located 
in Jackson Hole, WY, is and always has 
been the largest retailer of garage doors 
in Teton Co, WY & ID for the past 30+ 
years. This business has over 100,000 
clients, boasting annual average sales of 
$660,000+ for the past 5 years. The Teton 
County area of WY & ID is very rural, 
mountainous and beautiful. With Teton 
County, WY being the wealthiest county 
in the U.S. this a great opportunity to 
make great living in a spectacular place. 
Call Matt @ 208.351.3863 for more 
details.

CLASSIFIED ADS ARE FREE 
E-mail your ad to:  gdn@kos.net

BUSINESS FOR SALE
East Coast of Canada

Well established in residential, 
commercial and industrial doors and 
operators. Garaga dealership goes with 
the business. Serious inquiries only.

Call 1-866-606-6158

Established Door Company For Sale 
in South West Montana

Hiking, boating, skiing, hunting, fishing, 
camping and Yellowstone Park are all 
minutes away from one of the highest 
growth areas in the country. Owner 
wants to retire, and this well established 
garage door installation and service 
company can be yours. This opportunity 
has a great reputation with many loyal 
residential, commercial, and custom 
door accounts. Annual sales in 7 figures. 
The area is becoming a haven for multi-
million dollar custom second homes, and 
this opportunity has built a large niche 
to take advantage of the custom wood 
garage door market. Business specifics 
are available with a signed nondisclosure 
agreement.

Contact:
Evan McCaw Broker

McCaw & Company Real Estate
406-587-5540

etmccaw@gmail.com

Garage Door Installer/Service Tech 
(Beaufort County, South Carolina) 

Are You looking for a good paying job? 
Do you like to work outdoors in nice 
weather? Do you have mechanical and 
technical skills with hand and power 
tools? Hilton Head Garage Doors has 
immediate openings. Join our fast 
growing team. Hilton Head Garage Doors 
is a successful garage door  company in 
Beaufort County, SC seeking motivated 
men & women to join our team. Excellent 
pay and opportunity for mechanically 
minded  individuals. Will train, but should 
have aptitude to mechanically trouble 
shoot, install and repair and know how to 
use tools. Very strong focus on customer 
service and have a clean  police and 
driving record and pass a drug test.

*Veterans encouraged to apply *
516 Browns Cove Road, Suite K

Ridgeland, SC 29936
Phone: 843 645-0691

Email: www.hiltonheadgaragedoors.com

OVERHEAD GARAGE DOOR 
BUSINESS FOR SALE

Great location
Land-business-buildings

40 years in business
Owners retiring

Tulsa, OK
**Call for details**
(918) 834-5795 off 
cell (918) 636-2478

Canadian Housing Starts Trend Increased in May
ONTARIO - The trend in housing 
starts was 214,621 units in May 
2017, compared to 213,435 
units in April 2017, according to 
Canada Mortgage and Housing 
Corporation (CMHC). This trend 
measure is a six-month moving 
average of the monthly seasonally 
adjusted annual rates (SAAR) of 
housing starts.
 “Housing starts trended 
higher in May in Canada’s urban 
areas”, said Bob Dugan, CMHC’s 
Chief Economist. “Row and 
apartment units led the upward 
move, while construction has 
slowed for pricier single- and semi-
detached houses.”
Monthly highlights
Halifax
 Apartment construction 
continues to drive the residential 
market in Halifax with year-to-
date apartment starts more than 
double 2016 levels. The single-

detached demand is also picking 
up pace following a couple years 
of decline. Year-to date, single-
detached construction has grown 
by 16 percent.
Québec
 For the Québec area, the 
gradual decrease in the rate of 
housing starts which started at the 
beginning of the year continued in 
May. Condominium construction 
remains below the average of 
recent years and activity in the 
conventional rental housing 
segment also seems to be adjusting 
downward. This decline is occurring 
in a context where the vacancy rate 
is on the rise, particularly for newly 
built projects.
Toronto
 In Toronto, total starts 
trended lower largely as a result 
of a decrease in single-detached 
and row units. May marks the 
first month that single-detached 

starts have bucked their upward 
trend since September 2016. This 
coincides with a noticeable increase 
in new home listings in the resale 
market, providing added choice to 
homebuyers, causing less demand 
to spill over into the new home 
market.
Kitchener-Cambridge-Waterloo
 The trend of housing starts 
in Kitchener-Cambridge-Waterloo 
(KCW) increased in May due 
to stronger starts for all types of 
housing. Single-detached and 
townhouse starts are higher this 
year. Demand for these housing 
types has been strong in the past 
few months due to the tight resale 
market and the influx of GTA 
households looking to purchase 
a more affordable home. New 
single-detached prices in KCW are 
approximately half of the cost of the 
same type of dwelling in Toronto.
Alberta & Saskatchewan

 Housing starts are on the 
rise this year in most centers in 
Alberta and Saskatchewan – a 
good indication these oil and gas-
dependent provinces are on the 
road to recovery. Strengthening 
labor market conditions in Calgary, 
Edmonton and Regina have 
generated more optimism among 
local homebuilders. In Saskatoon, 
year-to-date starts declined 25% as 
builders there remain cautious due 
to elevated multi-unit inventory.
British Columbia
 Housing starts in BC 
trended higher in May with gains 
in Kelowna, Abbotsford-Mission 
and other urban areas off-setting 
a slower pace in Vancouver and 
Victoria. Low inventory in both 
the resale and new home market 
is fueling new construction with 
single-detached and multi-family 
starts leading the way.

Continued Page 22
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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. 

FROM 
THE
WEB

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.

QUESTION 1:      Repairing a rolling residential door
THIS MONTH'S QUESTION

QUESTION 1:
My son's latest problem is that 
his house came with a large 
roller shutter garage door which 
has been bodge-repaired in the 
past but which needs further 
work. 
 The roller is octagonal 
(or more) that has a full-length 
fitting consisting of a rod on 
to which have been threaded 
hanger clips that expose 
themselves another short piece 
of separate rod that the hanging 
straps for the shutter clip onto. 
This all forms a sort of hinged 
T-piece that clips onto the top 
of the shutter and when the 
roller rolls, the straps bend and 
the shutter rolls up over them. 
After a lot of bending, the straps 
break. 
 Because the whole 
assembly is up near the roof of 
the big double garage, access is 

very limited and nothing can be 
threaded on or off the ends. 
 Spares are unobtainable, 
but he has found some longer 
straps that can be cut down and 
clipped round the exposed rod 
with the whole thing in situ. The 
problem then is how to weld or 
glue the clips together so they 
can't come off the exposed rod. 
They are sort of P-clips. 
 He has found some clips 
that will hold temporarily, but 
the original clips were obviously 
spot-welded to make them 
secure. Neither he nor I can 
weld, and this is all above head, 
badly lit and in a real pain of a 
place. He has been asking me 
about small nuts and bolts, and 
I have been suggesting epoxy, 
but I don't think either are very 
good. 
 Each existing assembly 
is finished off with a sort of 

filament-loaded parcel type 
sticky tape, which we think we 
have identified. 
 Is anyone here expert 
on these doors, or does anyone 
have a creative solution?

QUESTION 1, ANSWER 1:
Probably best to start again with 
a new door. Folding panel doors 
are cheaper but not as secure. 
Easier to DIY as they are not as 
heavy and come in parts. 
 You can get insulated 
ones too, almost totally draft 
proof. 

QUESTION 1, ANSWER 2:
I suspect some small nuts and 
bolts, or even pop rivets might 
do the job, in clamping the loose 
end of the P to the rest. My guess 
is that those metal P's will have 
to flex a lot, every time the door 
is opened and closed, in which 
case they will eventually snap. 
 A better idea might be 
something like seat belt material, 
if the door's weight can be relied 
upon to not need to be pushed 
down by the strap. 
 Mine uses 4x series of 
rigid nylon, curved, hinged 

straps, 5x sections to each, 
rather like a course flat chain 
which fits closely to the roller. 
I managed to damage 1 of the 
4, so now it works fine with 
just 3 straps. 
 As the door is closed, at 
fully closed, the nylon sections 
go over centre, so as to lock 
the door down in the closed 
position.

QUESTION 1, ANSWER 3:
I was going to suggest pop 
rivets, recognizing their 
limitations. But you can get 
steel ones, which are much 
stronger than the default alloy 
ones. You need proper lazy 
tongs to set them.

QUESTION 1, RESPONSE:
Many thanks for this. I have 
passed the suggestions on. Said 
son has been out of the country, 
so I will look at it with him 
when he is back home. 
 The door is heavy, but 
I'm not sure how freely it moves. 
As well as the electric motor, it 
has a handle to wind it up and 
down and I've once had to raise 
it manually. Never again. 



Links to our advertisers are available at: 
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WWW.ADVANCEDPLASTIC.COM
3725 W. LUNT • LINCOLNWOOD, IL 60712
PhONe: 800-708-7527 • Fax: 847-674-2072

"P" "O"

PB-100 "P" BULB CLO-400 "O" SEAL

15-PO

NOTE: INSTALL wITh OPENINg 
fACINg AwAy frOm ANgLE

STEP 1 STEP 2 STEP 3

"Seal The Deal" with our Superior Designed...
"P" & "O" STYLE BOTTOM SEALS!

GET A PERFECT BULB EVERYTIME 
FOR A UNIFORM & RELIABLE SEAL!

EASILy INSTALLED By BrINgINg BOTh ENDS TOgEThEr, INSErTINg ThE fOrmED 
ENDS INTO yOUr rETAINEr CrEATINg ThE PErfECT SEAL.

• Available in "P" Bulb & "O" Seal Styles
• Rolled flat to eliminate bulb deforming
• Made of black flexible pvc material
• Holds its shape and remains flexible from -40°F to 150°F
•  Forms a one inch ribbed bulb to eliminate sticking 

allowing maximum cushioning
• Sold in rolls and is packaged UPS friendly
• Eliminates waste and easy to store

Entrematic Introduces Amarr Color Zone
NORTH CAROLINA - Entrematic 
recently introduced its new Amarr 
Color Zone program, which allows 
customized paint colors to be 
applied to all Amarr residential and 
commercial steel sectional doors. 
The customization is factory-
applied using Sherwin-Williams 
SnapDry finishes, which are 
resistant to dirt, fingerprints and 
UV weathering.
 “Whether looking for the 
perfect match to your home’s 
shutters, trim or front door or if you 
want to make a bold color statement 
on a commercial building, Amarr 
Color Zone is the answer to your 
most color-filled dreams,” said 
Entrematic vice president of 

marketing Vickie Lents. “Those 
who are interested in Amarr Color 
Zone options should visit a local 
Sherwin-Williams retail store to 
review and choose from more than 
500 paint color selections.”
 “Using a multi-step process, 
the home or business owner’s 
chosen color is applied as a top coat 
to Amarr pre-painted, galvanized 
steel sections to give their door 
one more layer of protection from 
the elements,” Lents added. “One 
of the key trends we’re seeing in 
garage doors is that customers want 
more color options to customize 
their homes and businesses. This 
is a wonderful tool to give garage 
doors a truly unique look.”
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U. S. Monthly New Residential 
Construction, May 2017 

WASHINGTON, D.C. - The U.S. Census 
Bureau and the U.S. Department of Housing 
and Urban Development jointly announced 
the following new residential construction 
statistics for May 2017: 
Building Permits 
 Privately-owned housing units 
authorized by building permits in May were at 
a seasonally adjusted annual rate of 1,168,000. 
This is 4.9 percent (±0.9 percent) below the 
revised April rate of 1,228,000 and is 0.8 
percent (±1.1 percent) below the May 2016 rate 
of 1,178,000. 
 Single-family authorizations in May 
were at a rate of 779,000; this is 1.9 percent 
(±1.0 percent) below the revised April figure of 
794,000. Authorizations of units in buildings 
with five units or more were at a rate of 358,000 
in May. 
Housing Starts 
 Privately-owned housing starts in May 
were at a seasonally adjusted annual rate of 

1,092,000. This is 5.5 percent (±11.9 percent) 
below the revised April estimate of 1,156,000 
and is 2.4 percent (±11.4 percent) below the 
May 2016 rate of 1,119,000. 
 Single-family housing starts in May 
were at a rate of 794,000; this is 3.9 percent 
(±10.4 percent) below the revised April figure 
of 826,000. The May rate for units in buildings 
with five units or more was 284,000. 
Housing Completions 
 Privately-owned housing completions 
in May were at a seasonally adjusted annual 
rate of 1,164,000. This is 5.6 percent (±9.2 
percent) above the revised April estimate of 
1,102,000 and is 14.6 percent (±10.9 percent) 
above the May 2016 rate of 1,016,000. 
 Single-family housing completions 
in May were at a rate of 817,000; this is 4.9 
percent (±11.6 percent) above the revised 
April rate of 779,000. The May rate for units 
in buildings with five units or more was 
335,000. 

Vancouver
 Despite a slight downward move in May, 
overall housing starts for Vancouver are on track 
to exceed 25,000 new homes this year, nearing 
the record 27,914 starts set in 2016. The decline 
from April was almost evenly split between 
a slowdown in starts of ownership apartments 
(condos) and rental apartments.
 CMHC uses the trend measure as a 
complement to the monthly SAAR of housing 
starts to account for considerable swings in 
monthly estimates and obtain a more complete 
picture of Canada’s housing market. In some 
situations analyzing only SAAR data can be 
misleading, as they are largely driven by the 
multi-unit segment of the market which can vary 
significantly from one month to the next.
 The standalone monthly SAAR of 
housing starts for all areas in Canada was 
194,663 units in May, down from 213,498 units 
in April. The SAAR of urban starts decreased by 
10.2 per cent in May to 178,518 units. Multiple 
urban starts decreased by 10.8 per cent to 
118,694 units in May and single-detached urban 
starts decreased by 8.9 per cent, to 59,824 units.
 Rural starts were estimated at a seasonally 
adjusted annual rate of 16,145 units.

CANADIAN HOUSING (Cont'd)
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