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Wayne Dalton Debuts 
All-Glass Frameless Garage Door

TEXAS  - Inspired by glistening modern 
skyscrapers, Wayne Dalton has introduced 
Luminous, a full-view glass door with no 
visible framework from the exterior. The 
company believes that the design produces 
an ultra-modern frameless appearance 
perfect for contemporary homes, restaurants, 
bars and urban office environments. It is 
available for residential (Model 8450) and 
commercial (Model 464) installation.
 “Hands down, Luminous is the 
sleekest all-glass garage door currently 
available in the market,” said Joe 
Dachowicz, Vice President of Marketing at 
Wayne Dalton.
 The doors, Wayne Dalton’s first all-
glass models, are built-to-order and can be 
customized in five glass finishes: Opaque 
White, Opaque Black, Mirrored Gray, 
Mirrored Bronze and Translucent Black.
 “The translucent glass is perfect for 
restaurants, bars and other retail settings 



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.

The Garage Door News
Published by  KRUBUS Inc.

Publisher: Dave Bussière
    gdn@kos.net   
Editor:     Lucia Krupa
    lucia@garagedoornews.com
Administrative Support:  Accu-tel

The Garage Door News welcomes comments 
and suggestions. Letters to the Editor and  
articles are also welcomed. The Garage Door 
News is a monthly publication for garage door 
installers and manufacturers. The information 
included in this paper is intended solely for the 
use of the reader. No part of this publication 
may be reproduced in any matter without the 
expressed written  permission of the Editor. 
The ideas and suggestions expressed in this 
paper are those of the writers. KRUBUS INC. 
will not be liable for the use of the information, 
opinions or products expressed, advertised or 
otherwise contained herein.

The Garage Door News
1331 Harvest Bend

Lasalle, ON Canada
N9H 2B5

Toll-Free Tel:   866-854-0561
 Toll-Free Fax:  866-838-2967

 e-mail: gdn@kos.net
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POSTMASTER:   Please forward address corrections to:
The Garage Door News 

1331 Harvest Bend
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Detroit, MI   USA   48207

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

 NOW

AVAILABLE

COMMERCIAL, SIDE AND TOP 
WEATHERSTRIP ALUMINUM / VINYL
Comes in lengths of 8’, 10’, 12’, 14’, 16’ and 24’

CF-101

devancocanada.com855-931-3334

AT GREAT
    PRICES!!!



LiftMaster®-sponsored driver Kasey Kahne depends 
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. 

© 2017 LiftMaster All Rights Reserved
© 2017 Hendrick Motorsports, LLC.
 

OPERATOR
DOOR
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LIGHT
RED/GREEN

To place an order, visit Dealer.LiftMaster.com, 
call Customer Care at 800.323.2276 or contact 
your LiftMaster Sales Representative.
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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 26-5 Answer:

w w w . f l e x i f o r c e . c o m
p  8 7 7 . 3 0 0 . 7 4 1 2

e  info.abbotsford@flexiforce.com

www . f le x i f o rce . com

 GDN Doors had earned success over 30 years by focusing on 
quality and dependability in the commercial market.
 Bill is now interested in diversifying the company’s market 
base through a residential renovation advertising campaign. The ad 
campaign would target homeowners in mid-priced neighborhoods – 
likely 10-15 year old houses. The goal is to convince these homeowners 
to contact GDN Doors by phone, in showroom or online about garage 
door options. To achieve this goal, Bill was considering a few different 
options. 
 First, Bill thought that he could use the company’s commercial 
expertise to drive residential business. The general message would 
focus on installation and service quality. The ad would highlight the 
technical skills and experience of GDN Doors. 
 Second, Bill was considering a campaign to gain rapid sales so 
that GDN Doors was seen in numerous neighborhoods. This campaign 
would focus on driving sales through a focus on price competitiveness. 
It may even include an aggressive price point on a basic door or opener.
 Finally, Bill thought that GDN Doors could focus on aesthetics 
and value. This would highlight the value added and curb appeal of a 
new garage door. This could be attractive to individuals who are hoping 
to sell their house, or even to families who had made the decision to 
invest in their home because they had no plans of moving.
 Bill understands that he needs to decide the best positioning for 
GDN Doors' ad campaign. How should Bill decide?

Case 26-5: Advertising Campaigns
 The key to successful marketing is the profitable matching of your 
company’s skill set with a specific target market. This is generally called 
positioning – having the potential customer understand the product and 
service promise that you are offering. This case highlights three viable 
market positions: homeowners should buy from GDN Doors because of 
their technical expertise, their price point, or their ability to improve the 
curb-value of their home.
 Price leadership requires a focus on cost-based purchasing. It means 
that the company needs to be willing to change suppliers for a 1-2% cost 
savings. It means that the company needs to favor suppliers who are willing 
to extend payment terms. This seems inconsistent with GDN Doors current 
commercial position.
 A focus on aesthetics and design requires a sales team that understands 
the perspective of the homeowner and the impact of the daily drive up to the 
garage door. It requires an understanding of color combinations, architectural 
design, and the impact of windows and other accessories. Again, this seems 
to be outside the skill set of GDN Doors as described in the case.
 Establishing a market presence based on technical expertise would 
require a commitment to installation satisfaction, extended warranties and a 
knowledgeable sales and installation staff. These benefits are substantially 
more consistent with GDN Doors’ current skill set, which means that they 
are much easier for GDN Doors to deliver for any given sale.
 Any of the three suggested positions are viable. But it is important 
for the market position to match the skill sets of the company. 

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?
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SUPERIOR DESIGNS
SUPERIOR PRODUCTS
SUPERIOR QUALITY!

 
Advanced Plastic Corporation leads the way as the only manufacturer 
to offer a complete line of weatherseals and gaskets for the overhead door 
industry. Our superior co-extrusion process guarantees the fi nest and most 
durable weatherseals available. Our superior customer service will go 
above your expectations by meeting just-in-time demands and earning your 
business. Our products don’t just fi nish the job 
but add value to your overhead garage door.

WWW.ADVANCEDPLASTIC.COM
3725 W. LUNT • LINCOLNWOOD, IL 60712
Phone: 800-708-7527 • Fax: 847-674-2072

All products available from these reliable distributors!

For complete information call or visit our website...

PDD

Best of
Business

Winner of the Best 
Business Awards...
2009, 2010 and 2011

Bottom Seal Combo Btm. Seal Retainer Rolled Door Stop

Door Stop (11 Colors) Guide Seal Top Cap

Reverse Jam Angle Seal Rolling Steel Bottom Seals Reverse Jam Seal

Threshold SealTop SealSpring Filler

12-E

Overhead Door 
Launches RSX Egress 

Operator for 
Security Grilles

TEXAS - Overhead 
Door has launched a 
fully-integrated stan-
dard duty com-
mercial RSX 
Egress Operator 
for use with Mod-
el 670/671 security 
grilles requir-
ing emergency 
egress opera-
tions. The opera-
tor offers smart 
electronics and in-
novative hardware, 
including an ac-
cessory board 
for remote egress 
opening from an alarm 
panel, a drive release 
mechanism to allow non-motor 
operated openings and a governor 
to control door speed during ascent 
from an egress activation.
 “With only one main con-
trol panel, the operator provides 
quicker installation, hassle-free op-
eration for installers already famil-
iar with the RSX platform, reduces 
service board inventory and allows 
for a variety of mounting options, 

which also provides 
a cleaner, more ap-
pealing aesthetic,” 

said Jennifer 
Castro, Roll-
ing Steel 

Product Man-
ager for Overhead 
Door. “The RSX 
Egress Operator is 
the answer for our 
distributors who 
need to provide 
their customers 

with an easy-to-use 
safety solution to 
help protect interior 

spaces including retail 
facilities, airports, sta-

diums, malls and multi-
purpose buildings.”

 The fully-integrated Egress 
Operator module contains all the 
necessary electronics to integrate 
with most alarm systems and allows 
for remote activation of the door 
opening. In the event of a power 
failure, both the integral drive 
release mechanism that activates 
the door to release to a fully open 

Continued Page 19



Discover the rewarding possibilities of selling a trusted line of stylish garage doors to 
customers who are eager to transform their home. With innovative online visualizer tools, 
a powerful marketing campaign and unprecedented sales support, Clopay® is standing 
behind you every step of the way. 

To see how Clopay can open up new sales opportunities for you, call 1.800.245.2480 
in ON and East, 1.800.525.6729 in MB and West or visit clopay.com! 

© 2013 Clopay Building Products Company, Inc., a Griffon company.

more sales and profi ts. 

Gallery® Collection Canyon Ridge® CollectionCoachman® Collection

044478clopayTradeNwsprnt10x12.indd   1 7/12/13   2:23 PM
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Miller Edge Debuts New RBand 
Transmitter and Receiver

 
PENNSYLVANIA - On May 1, 
2017, Miller Edge Inc. launched 
the Miller Edge RBand sensing edge 
transmitter and receiver. This prod-
uct quickly and accurately transmits 
a monitored wireless signal from 
a sensing edge sensor to operator 
controls and is ideal for applica-
tions where a monitored sensing edge 
is recommended but hard wiring is 
not desired. 
  The Miller Edge 
RBand wireless, monitored, 
transmitter/receiver kit is 
designed specifically for auto-
mated gate systems, monitoring the presence 
and function of T2(10k) Miller Edge Sensing 
Edge and transmitting a wireless, monitored sig-
nal to the operator controls. Bi-directional com-
munication between the transmitter and receiver 

improve immunity to RF interference, 
and onboard diagnostics make 
setup and troubleshooting hassle-
free. 
        Exclusively available through 
Miller Edge, the RBand Receiver 
can be paired with up to 6 TX 
Transmitters on 2 channels. The 
Miller Edge RBand RB-G-K10 
kit meets the 2016 UL 325 stan-
dard for gate operators. 
   “Miller Edge is committed 
to bringing our customers the 
absolute best products in the 

automated gate marketplace. 
The Miller Edge RBand is another example of 
Miller Edge going out, listening to customer 
needs, and finding the best solution,” said Tim 
Castello, Vice President Operations of Miller 
Edge Inc.

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
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THERE’S NO CEILING FOR THIS OPENER
With the LiftMaster® 8500 in your lineup, you can relax knowing you have a solution 
for any garage. With ultra-quiet performance, a secure power lock deadbolt and 
MyQ® Technology for smartphone control, the only residential wall-mount garage 
door opener opens new opportunities for your business. 

To place an order, visit Dealer.LiftMaster.com, 
call Customer Care at 800.323.2276 or contact 
your LiftMaster Sales Representative.
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LiftMaster Launches Residential Garage Door 
Opener Targeting Cost-Driven Home Builders

ILLINOIS - LiftMaster has 
introduced the LiftMaster 8010 
DC Contractor Series residential 
garage door opener, designed for 
dealers selling to entry level home 
builders.   
 The new LiftMaster 8010 
features a DC motor with soft start/
stop for smooth operation and a 
Square Steel Rail (SSR) chain/cable 
system.  The opener comes standard 
with a Door Control Button (Model 
883LM) and a 1-Button Remote 
Control (Model 891LM).  
 “The new LiftMaster 8010 
gives dealers the opportunity to 
offer price-conscious residential 
builder customers a value-priced 
opener backed by LiftMaster brand 
quality,” said John Villanueva, Vice 
President and General Manager, 
Residential Access Solutions.

 The new LiftMaster 8010 
is powered by a DC motor and 
is outfitted with Security+ 2.0 
technology, a multi-frequency, 
narrow band radio system which 
provides greater radio range 
performance to automatically 
find the right frequency – either 
310, 315, or 390 MHz – for each 
installation, every time. The radio 
system within the LiftMaster 
8010 greatly reduces any source 
of interference and increases the 
range of the unit resulting in fewer 
callbacks. The LiftMaster 8010 
also accommodates one 60 Watt 
light bulb and has a 45% smaller 
ceiling footprint and 3 inches more 
headroom than other LiftMaster 
Contractor Series openers.  
 In addition, setting the 
LiftMaster 8010’s force and 

electronic travel limits is 
simple with the built-
in automatic guidance 
feature, which means less 
time on the job adjusting 
the limits manually.  
During installation, the 
opener’s limit and force 
settings are programmed 
once by the touch 
of a button and 
will automatically 
readjust to adapt to weather 
and environmental conditions, 
requiring less maintenance and 
fewer callbacks to dealers for 

simple readjustments.  
 The opener features a 
1-year motor and 1-year parts and 
accessories warranty.

Untitled-7   1 5/4/17   1:03 PM
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LiftMaster 
Celebrates 50th 

Anniversary
ILLINOIS - LiftMaster is celebrating its 50th 
anniversary.  Established in 1967, the LiftMaster brand, 
with the support of their dealer network, has helped 
transform the garage door opener into a fundamental 
access solution that people rely on every day. To help 
celebrate the anniversary and support its network of over 
4,000 dealers in North America, the LiftMaster 50th 
Anniversary Sweepstakes offers consumers the chance 
to win $50,000. In addition, the dealer who installs 
the winner’s garage door opener will win $50,000 in 
local advertising dollars. Official rules can be found at 
LiftMaster.com/Sweepstakes50. The promotion runs 
from April 17 - June 30, 2017.    
 “We’re excited to celebrate 50 years of 
LiftMaster,” said Bob Markwart, Chief Operating Officer. 
“We’re proud of our innovations and the leadership 
we’ve provided to the industry, and we are indebted to 
our dealers for the unwavering support they’ve provided 
us for a half century.” 

Fehr Expands 
Its Line of 
Lubricants

NEW YORK - In April, Fehr 
Bros. introduced Fehr Ultra, 
a PTFE heavy duty Multi-
purpose Lubricant designed 
to protect doors, gates, and 
other equipment. 
 Fehr Ultra dispenses 
as an oil-like lubricant that 
penetrates and then sets up 
as a viscous high impact 
grease minimizing friction 
and wear. It is very versatile 
with a wide temperature 
range of -30°F to 600°F, 
non-chlorinated, and VOC 
compliant in 50 states. Fehr 
Ultra is available for private 
label.  

Past issues of The Garage 
Door News are available at 
www.garagedoornews.com

where some visibility from the 
interior is desired. Opaque glass is 
a great option for residential and 
commercial spaces where privacy 
is a priority. And the mirrored 
glass adds an extra touch of style 
for those seeking a contemporary 
flair,” said Dachowicz.
 To ensure safety and 
reliability, Luminous underwent 
rigorous testing which included 
being placed in an environmental 
chamber to test the door in extreme 
temperatures and user testing on 
homes.
 A flexible vinyl bottom 
seal helps prevent glass breakage 
and provides a weather barrier that 
helps deter dirt and other elements.

WAYNE DALTON 
(Cont'd)



THE KEY TO BIGGER SALES.
The LiftMaster® Mini Universal Remote Control (374UT) lets everyone in the 
household, even frequent guests, easily come and go—no matter what brand 
garage door opener is in the home. When you sell one for each member of the 
family, this little remote has big potential to drive larger pro� ts.

© 2017 LiftMaster All Rights Reserved 
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OHIO - Service Spring Corp, 
a McAlear Group Company, 
announced that Mike 
McAlear, CEO, passed away 
on May 15, 2017 after a long 
and courageous battle with 
colorectal cancer. 
 “The entire team has 
heavy hearts as we have lost 
a true leader and visionary. 
Mike’s philosophy was to 
treat all customers, regardless 
of size, as if they were the 
most important. Mike also 
promoted and provided an 
environment of being the 
'employer of choice' for all 
employees. He had great 
respect for the men and 
women in the trenches of the 
manufacturing facilities. Mike will be missed and never forgotten,” 
said Kevin Michelson, Chief Operation Officer of SSC.
 McAlear started working for the family business in 1978 and 
wrote the first software to streamline engineering and order writing 
functions. In 2005, he became CEO and continued his family’s legacy 
of providing innovations, leadership and 
education to the industry. In 2009, he 
opened a second manufacturing location in 
Visalia, Calif. amidst one of the country’s 
toughest economic times. 
 Under guidance and directive 
of Mike McAlear, SSC was able to 
take orders only 30 hours after an EF4 
tornado caused significant damage to the 
main manufacturing plant and offices 
in Millbury, Ohio in 2011. It restarted 
production just three days after power was 
restored. 
     From the start of his career, Mike 
was involved in his community, both as 
a member of several local and regional 
boards and philanthropically. In 2016, 
he was named as the International Door 
Association Humanitarian of the Year for 
being a leader in the community. 
 McAlear earned his BBA-
Information Systems from the University of 
Toledo in 1982 and an MBA-Finance from 
the University of Toledo in 1990. In 2006, 
McAlear graduated from the Ohio Peace 
Officer Training Academy and assisted the 
Wood County Sheriff’s Office as an Auxiliary Deputy and served as a 
Steuben County Sheriff’s Reserve Deputy. He is survived by his wife 
Gloria; four children, Kevin (Sarah) McAlear, Michelle McAlear, 

Matthew (Jennifer) McAlear, 
and Brian McAlear; and his 
parents, Pat and Marilyn 
McAlear.
 As Service Spring looks 
ahead, it will continue to 
provide unequaled service 
through innovation to its 
customers, employees, and 
the industry. This legacy is 
rooted deep in the culture and 
will continue to be a guiding 
principle in the way that it 
conducts business with every 
customer. It will remain 
under the sole ownership of 
The McAlear Family with 
Matthew McAlear as CEO.
 Matthew has been a part 
of the SSC family since his 

childhood. He assisted in the opening of the Visalia Manufacturing 
location as well as developing the strategy of moving the main 
manufacturing plant from Millbury, Ohio to Monclova, Ohio in 
2011. In 2015, Matt launched the first Service Center in Orlando, 
Fla., providing manufactured springs and replacement parts to the 

local market. For the past year, Matt has 
shadowed his late father on the inner 
workings of the company.  
 “My dad’s passion for life and Service 
Spring were inspirational. I experienced 
what makes Service Spring great first hand. 
I’ll follow in my father’s legacy of being 
a company that cares for its employees, 
customers, and community. Our future is 
extremely bright and our focus continues 
to be providing the same unequaled service 
through innovation our customers have 
experienced from previous generations,” 
stated Matthew McAlear, son of Mike 
McAlear and CEO of Service Spring Corp.
 At the time of his death, Mike McAlear 
served on the Cedar Creek Church Financial 
Advisory Board, Owen’s Community 
College Board of Trustees, and Winzeler 
Stamping Advisory Board.
 His past involvement included: Big 
Brother/Big Sister Board, Lourdes College 
Trustee, Rossford Exempted Village 
School Board, East Toledo Family Center 
Life Time Board Member, YMCA Eastern 
Community Board, YMCA of Greater 

Toledo Trustee, All Saints Catholic Church Vision 2000 Steering 
Committee, Bay Park Hospital Board, and Red Cross of Greater 
Toledo Board.

Industry Veteran Remembered 

Matt McAlear & Mike McAlear during a Service 
Spring Corp Webinar/Seminar series.

Mike McAlear outside of the Ohio manufacturing plant.
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New Door Finder 
Program From 

Haas Door
OHIO - Haas Door has 
launched a new Door 
Finder program that  pro-
vides door installers and 
homeowners with techni-
cal information regarding 
any Haas Door.
            Door Finder is de-
signed to be used with any 
QR code reader app on a 
mobile device, but can also 
be accessed from a desktop. 
By scanning the QR code on 
new Haas Door labels, the user can 
quickly obtain technical details on 
the door.
           "Our new door labels are 
designed with this QR code to 
make it simple for anyone to gain 
information about a specific door," 
says Jeffrey Nofziger, president of 

Haas Door. "Door Finder 
provides in-
stant access to 
door and mod-
el informa-
tion, as well 
as springing 
informat ion, 

door weight and oth-
er technical details. 
Door, spring, track 

and windload draw-
ings can also be viewed from 

Door Finder. Even if a person wish-
es to use the Door Finder to gain 
information on an older door, all 
they need to do is enter the serial 
number from a previous label. This 
device makes it simple for anyone 
to gain specific details on a door 
within seconds."
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MARKETING

Enhancing the Booth Environment
Drawing attendees into your booth, and keeping them there longer
By Dave Bussière

Trade shows such as IDA’s 
Door Expo or a regional 
home show are an important 

promotional opportunity for 
many companies. They provide a 
venue to display product, answer 
questions and interact with current 
and potential customers. 
 Because of this, companies 
often invest substantial funds in 
the design, storing, shipping and 
installation of displays. Having 
dedicated and knowledgeable 
employees in the booth over the 

course of the trade show is another 
expense.
 And yet retail research has 
long shown that companies must 
balance two goals – attracting 
individuals into the retail space and 
keeping them there longer. Both 
have been shown to have a positive 
impact on revenues. Similarly, a 
company displaying at a trade show 
wants to attract individuals into the 
booth, and find ways to enhance the 
time spent in the booth.
 In preparing for the recent 

IDA Expo in Atlanta, Matt Courtney, 
President of Artisan Custom 
Doorworks, was considering ways 
to enhance booth traffic when he 
was approached by Tony Brischler, 
owner of Caricatures by Tony. 
Brischler is a digital caricaturist 
based in Atlanta. 
 “As soon as I saw Tony’s 
work, I knew that it was a great 
idea,” explains Courtney. “But 
not because it would attract door 
dealers into our booth – our doors 
should do that. Instead, it provided 
a fun thing for the spouses and 
family members of our customers 
and potential customers.”
 Within the 30’ x 10’ booth, 
Brischler took up about 40 sq. 
ft. Attendees were invited to sit 
and have a full-color caricature 
done by Brischler on a tablet. A 
large screen behind the caricature 
subject allowed others to watch 
the progress. A typical caricature 
took 5-7 minutes. Once completed, 
the color drawings were printed 
in 4” x 6” format and placed 
within a name tag so that people 
walked around the rest of the show 
with Artisan’s logo around their 

neck…. and a caricature that was 
designed to spark word-of-mouth 
conversations.
 This did not result in door 
dealers or their technicians lining 
up for caricatures. Instead, it was 
their children and spouses who did 
so. And so dealers and technicians 
felt comfortable spending more 
time in the Artisan booth.
 “While people were waiting 
they were looking at our doors and 
talking to our people. They weren’t 
rushed at all,” notes Courtney. 
“That time is so important to 
us. It allowed us to have actual 
conversations with our current 
customers and people who had 
never installed a single one of our 
doors.”
 This is the first time that 
Artisan has used a promotional 
device like this, but Midwest 
Territory Sales Manager George 
Carlozzi noted a positive impact on 
both days of the IDA Expo: “Traffic 
was very steady…very solid. For a 
perimeter booth, we had excellent 
traffic.”
 At times there were only 3-5 

Continued Page 19
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Miller Edge Debuts 
New MEL-II at IDA

GEORGIA - Miller Edge Inc. unveiled their latest in UL 325 recognized 
door sensing products at the 2017 IDA Expo. 
 The MEL-II transmitter and receiver system detects the presence 
and function of a monitored sensing edge while providing a monitored 
wireless signal transmission from the sensor to the operator controls. A 
916 MHz operating frequency gives the MEL-II an improved immunity to 
RF interference, and by eliminating the need for coil cords and retracting 
reels, users save installation time and create a clean appearance, free 
of dangling wires. The MEL-II receiver features LED indicators for 
simplified diagnostics, and the MEL-II transmitter is built to endure rugged 
environments while being powered by standard AA lithium batteries.
 “Miller Edge is committed to bringing our customers the absolute 
best quality and widest breadth of products in the marketplace. The MEL-
II integrates the latest technology advances, bringing a new generation 
of monitored transmission that builds on an already successful line,” 
said Flossie Mohler, Executive Vice President of Miller Edge Inc. “We 
are excited to be showcasing the MEL-II at IDA alongside our extensive 
powerhouse of sensing edges and photo optics. Our goal is to provide 
solutions for the problems plaguing our door customers and to help them 
to provide safe, reliable answers to their customers’ needs. We have the 
knowledge and experience to find the right solution for every application,” 
she added.

Schweiss Doors 
Announces New System

MINNESOTA - Schweiss Doors 
recently announced the invention 
of its new hydraulic door Splice 
Connection system. Schweiss engi-
neers came up with the Splice Con-
nection which allows the doors to 
be broken down, shipped and easily 
assembled at a fraction of the cost. 
 The patent pending Splice 
Connection allows the installer to  
slide both hydraulic door sections 
together and secure corresponding 
splice plates with bolts. No welding 
is necessary and the splice connec-
tion is self-aligning for quick field 
assembly.
 The company notes that the 
customers like that the door can be 
easily shipped or picked up from 
the factory and that it makes large 
over-width doorframes extremely 
sturdy.
 One dealer said, "With this 

innovative system you’re not deal-
ing with costly over-width permits. 
Shipping those huge doorframes 
can be dangerous and illegal when 
not complying with DOT regula-
tions."

Short Lead Times

Patented Products

Excellent Warranties

Over 30 Years Experience



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

Service Technician/Installer 
Industry	 Experience	 A	 Must!	 We	 are	 a	
family-run,	Chicago	(IL)	area	business	that	
is seeking a service technician/installer 
to	 join	 our	 team.	 Sales	 and	 estimating	
experience	 a	 plus!	 Our	 successful	
establishment seeks an individual that 
will	bring	additional	value	to	our	existing	
organization. We seek a candidate that has 
multifaceted	industry	experience;	product	
knowledge, repair and technical know-
how,	and	excellent	people/communication	
skills.	 The	 candidate	 will	 approach	 all	
aspects	of	the	position	(service,	sales,	co-
workers,	 and	 customers)	with	 a	 positive,	
solution-focused attitude and be adaptable 
and	motivated.	 If	you	have	well-rounded	
industry	 experience,	 an	 outstanding	
attitude,	 and	 polished	 written	 &	 verbal	
communication send your resume to:

	jaa@forestdoor.com
Good	 driving	 record,	 resume	 and	 strong	
references required.

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



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

position and the internal centrifugal 
governor, which controls the 
door ascent speed, helps business 
occupants escape quickly and 
safely in an emergency. 
 During an egress test 
activation, the floor level auto-reset 
feature does not require manual 
intervention and the door can be 
motor operated normally after 
resetting the flush-mounted test 

OVERHEAD DOOR (Cont'd)
key switch to the normal position, 
in addition to the limits staying 
synchronized with the door. A 
progressive 24VDC disc braking 
system, similar to anti-lock brakes, 
brings the door to a soft stop for less 
wear and tear on the door system. 
 According to the company, 
the RSX Egress Operator provides 
trouble-free installation due to  
features such as the patent-pending 

electro-mechanical Limit Lock 
that quickly and easily sets and 
maintains limits, an LCD display 
for user-friendly calibration and 
Voltamatic to easily correct the 
voltage in the field if specified 
incorrectly. 
 “The operator has an ad-
vanced logic board with 16 char-
acter display giving our installers 
a quick, easy calibration to get the 

operator up and running, advanced 
troubleshooting capabilities that re-
duces the time on site to determine 
the cause of an issue, creates less 
work and maintenance for our in-
stallers and is a safer overall prod-
uct for our customers,” added Cas-
tro.
 The Egress Operator offers 
a 2-year, 20,000 cycle limited war-
ranty.

MARKETING (Cont'd)
people watching the drawing pro-
cess, but usually the crowd watch-
ing the caricaturist was in excess 
of 10. They smiled, commented on 
the drawing, spoke to the ‘model’ 
and often stayed to watch a second 
one.
 According to caricaturist 
Brischler, this reaction is typical: 
“I can’t sell a garage door, but I 
can make that selling environment 
more pleasant – almost sought-af-
ter.”

 As Tony Brischler notes, 
a promotional device like this 
will not itself sell more product. 
Instead, it helps create an envi-
ronment that is attractive to the 
attendees and their families or 
co-workers. It can draw people 
into the booth and may keep them 
there a bit longer.
 It is also important to note 
that the promotional device should 
ideally match the company’s mes-
saging. Artisan Custom Doorworks 

focuses on the workmanship and 
design of their door products. Part-
nering with another artisan, a cari-
caturist, is logical, and was not lost 
on door dealers.
 “My kids are thrilled with 
this,” explained one door dealer, 
“And I didn’t have to quickly move 
to the next booth. And this is Arti-
san…of course they would have an 
artist in their booth!”
 Participating in a trade 
show, home show or any similar 

event is a major investment. It is im-
portant to carefully plan the booth 
space and design – and the people 
who will work the booth. But it is 
also important to think about booth 
traffic. The goal is to bring people 
into the booth and have a conver-
sation. You want them to look se-
riously at your product and under-
stand the strengths of a company. 
A promotional device like the one 
described can help achieve those 
goals.

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
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Indented Hex Washer 
Head Self Drillers

Indented Hex Washer Head
Machine Screws - Plain &
Serrated Heads

Indented Hex Washer 
Head Serrated Self 
Drillers

Indented Hex Washer 
Head Serrated Tapping 
Screws Type A

Pan Socket Type A - AB
Tapping Screws

Pan Head Quadrex
Self Drillers

Indented Hex Washer 
Head (Lag Screw) Type A

Carriage bolts

Special High Hex Washer 
Head Tapping Screw Type A

Flat Head Carriage Bolts

Knurled Track Bolts

Short Neck Carriage Bolts

Flat Head, Round Head 
& Shoulder Rivets

Special Low Profile
Carriage Bolts

UNC Finished Hex Nuts

Hex Head Cap Screws

All product is JS1000 plated
Withstands 1,000 hours Salt Spray Test & 5 cycles in 
Kesternich (1 litre S02 per cycle) testing

Serrated Flange 
Locking Nuts

Flat Washers - Lock Washers
* NOTE: using serrated hexwasher screws & nuts 
eliminates the need for flat & lock washers

100% MANUFACTURED IN NORTH AMERICA 

1•800•263•3393 NORTH AMERICA-WIDE
www.lelandindustries.com • info@lelandindustries.com

QMI Announces 
New Appointment

ILLINOIS - QMI Security Solutions recently announced that Wes Hines 
has joined QMI in the capacity of Outside Sales. Hines brings nine years 
of experience in dealer sales for security and hurricane protection products 
throughout the United States. Hines previously owned and operated his 
own shutter and screen company in Sarasota, Fla. He will be based out of 
the Roll-a-way St. Petersburg, Fla. office. Roll-a-way is a wholly- owned 
subsidiary of QMI. 
 Hines will join Ken Pendleton, Storm Protection Sales Manager 
based in Miramar Fla., providing dealer support and training of QMI 
storm protection products. In addition, Hines will provide dealer support 
nationally to non-hurricane dealers and corporate accounts.  
 “The knowledge Wes has, combined with his history of customer 
care, makes him a perfect addition to the QMI team,” stated Steve Miller, 
QMI VP Sales. “I have known Wes for nearly 10 years through the 
International Hurricane Protection Association (IHPA). The talent Wes 
brings to QMI could not have come at a better time as we continue to 
experience positive growth within both our storm and non-storm related 
core industries.”
 QMI is a manufacturer of security shutters, and has just celebrated 
their 30 year anniversary of continuous operation. 

APPOINTMENTThe McAlear Group Forms 
to Create Employee Unity 

OHIO - May 2017 marked the official launch of The McAlear Group, 
bringing companies Service Spring Corp, Draincables Direct and Innova-
tive Machine and Manufacturing together to support one goal and vision, 
as well as create a recognizable and unified brand to serve employees.
 The company notes that the goal of The McAlear Group is to 
offer the same resources, support and opportunities to employees across 
multiple companies, that share the same goal of serving customers through 
unequaled service through innovation. This will allow each company to 
channel talent, time and attitude into technological advancement, personal 
growth and collective action and coming together as one entity allows 
all employees to deliver exceptional customer service, diverse product 
offerings and U.S based manufacturing and distribution, regardless of the 
company. 
 The company also notes that Service Spring Corp customers can 
expect to receive the same exceptional service, quality manufacturing and 
diverse product selection they have received for over 55 years. 

800-567-1647
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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:    Torsion spring lacks tension
THIS MONTH'S QUESTION

Continued Next Page

QUESTION 1:
The torsion spring on my garage 
door transmits load to the door 
through a large threaded 'collar' 
end fitting similar to those shown 
on this image. (link to photo)
 However, unless it is 
broken, there seems to be no 
positive retention of the spring on 
the collar. (link to photo)
 With no tension on, the 
spring can be easily threaded on 
like a nut on a bolt. The spring is 
then tensioned up and locked by 
rotating the other end. The door 
worked fine for several years until 
the spring worked itself loose, until 
it came off the end fitting (with I 
expect a large bang, but I have not 
been around to hear it), and opening 
the garage door is dead weight with 
no spring assist. 
 Now the door worked fine 
for 20+ years until the first failure 
of this type, but having reassembled 
and re-tensioned it about five years 
ago, it has now failed again in 

exactly the same manner. 
 Bearing in mind how nerve-
racking re-tensioning the garage 
door spring is, I would like to 
extend the period between failures 
back to something like 20 years. 
 Does anyone have any tips/
ideas as to what I could do to stop 
the spring slowly working itself off 
the end fitting? Now is the time to 
do it as the spring is un-tensioned 
and easy to manipulate.
 Unless of course this is the 
way garage door mechanisms wear 
out and it is time for a new door. 
(Parts other than cables for this 
door seem to be unavailable.)

QUESTION 1, ANSWER 1:
A good smear of one of the stronger 
threadlock compounds maybe? 

QUESTION 1, ANSWER 2:
Might a Jubilee clip tightened 
around both spring and where it 
goes on the fitting help clamp it in 
place?

QUESTION 1, ANSWER 3:
I don't have experience with torsion 
springs (the two garage doors I'm 
familiar with either have tension 
springs or concrete counterweights, 
respectively), but looking at the 
pictures you linked to, and reading 
some of the descriptions as to how 
to fit and torsion up such springs, 
I don't quite understand why your 
spring works its way off the fitting. 
As I understand it, once torsioned 
up, the spring should hold itself 
onto the 'thread' on the end fitting. 
The only way I can see it working 
its way off is if the torsion gradually 
weakens over the years. Also as I 
understand it, the end fitting that 
gets turned in order to torsion the 
spring has a couple of locking 
bolts that are tightened up onto the 
torsion shaft when the spring is 
torsioned by the correct amount. If 
over time those bolts gradually slip 
on the shaft, it will allow the torsion 
in the spring to relax, meaning 
that it won't be screwed onto the 
'thread' quite so strongly, and may 
eventually work its way off. Does 
that make any sense at all?

QUESTION 1, RESPONSE:
Well, I have been trying to get 
my head around it as well, and 
struggling, but the way I think it 
works is this. 
 I should just say that (in 
case it makes any difference) this is 
a Cardale compact door which has 
the spring on the back of the door 
rather than on the door frame above 
the door. I believe these are a bit 
rare with only about 900 of them 
being made in the 1980s. Most 
advice on the net seems to be for 
torsion springs on the frame above 
the door. 
 All fitting is done with the 
door closed.
 First of all, the spring can 
be threaded over the end fitting by 

hand to the end of the thread. It is 
now effectively "fixed" to one side 
of the door. The other end goes over 
(but is not yet clamped to) a shaft 
that connects the cable pulleys on 
both sides of the door. 
 To fit the spring, I wind up 
(with 2 spanners) the free end over 
the shaft many times. As the spring 
is rotated, it increases in length (to 
my initial surprise but I think it 
makes sense now) and when it has 
been wound up enough, I hold the 
spring/spanner with one hand whilst 
turning 2 allan keys to lock the 
other end of the spring to the shaft. 
I can now let go of the spanner. The 
spring doesn't move, but the cables 
at each end of the door become 
tensioned. This part of the fitting 
has not moved. 
 As the door rises, the end 
of the spring now fixed to the shaft 
rotates to help lift the door, but as 
it rotates both ends are now a fixed 
linear distance apart, so it must be 
coming under linear tension (even 
though the rotational tension will be 
less) since as we were fitting it with 
one free end, the length increases as 
it is wound up. 
 When lowering the door, the 
spring is now 'wound up again' by 
the weight of the door to its original 
position increasing the torsional 
tension but reducing the linear 
tension. 
 I think it is this repeated 
increase/reduction in linear tension 
which is making the spring slowly 
walk off the thread. 
 Just my thoughts on how it 
must work anyway - happy to be 
corrected. 

QUESTION 1, ANSWER 4:
It seems to me that it's the winding 
up of the spring that increases 
the grip that the spring has on the 
threaded collar. This grip will be 
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WEB (Cont'd)

Past issues of The Garage Door News 
are available at  www.garagedoornews.com

tightest when the door is closed and weakest 
when the door is fully opened. 
 The periodic detachment of the spring 
that you're suffering may just be down to a 
slow loss of tension by the spring over the years 
resulting in the grip on the collar failing when 
the door is open. 
 Maybe it's just time for a new spring or 
putting even more tension than you normally do 
when you wind it up? 

QUESTION 1, RESPONSE:
I suspect more tension on the spring when 
installing would result in it smacking you under 
the chin when you open the door. It normally 
comes up to about waist height unaided. 
 The suggestions so far have been thread 
locker and also a Jubilee clip over the spring. 
There is no reason why I can’t do both of those. 
And I hope it will be well over five years before 
I have to come back and say it didn't work.

QUESTION 1, ANSWER 5:
Just a thought, do you wind the spring up with 
the door open or closed? The former would 
obviously be easier and allow you to make sure 
that there's enough "pre-torsion" to stop the 

spring detaching.

QUESTION 1, ANSWER 6:
Here's another thought. The spring simply can 
no longer maintain enough tension over its full 
range of movement to reliably grip the anchor 
spiral when it's at its lowest tension. 
 Let's face it, after all these years, it 
doesn't really owe you anything. 

QUESTION 1, RESPONSE:
The spring is tensioned with the door closed (as 
per instructions). The thought of doing it with 
the door open would mean working directly 
overhead which is just too scary for words. 
(With a fully tensioned spring held only by one 
spanner whilst you put the other spanner down 
and pick up the allen key to lock it. It’s bad 
enough working at waist height). 
 Regarding your other point, well, yes 
that is quite possible and this next repair, if only 

short lived will be its last. 
 Replacement springs are not available 
(as I said in an earlier post the design of the door 
is a bit unconventional and only a fairly small 
number were made). 
 I have been lusting after one of those 
motorized garage doors and I may soon have the 
excuse that I 'need' one as opposed to just 'want' 
one.

QUESTION 1, ANSWER 7:
Our door springs are at least 35 years old and 
still work. 

QUESTION 1, ANSWER 8:
Torsion springs? Anyhow, just because yours are 
fine doesn't preclude his not.

QUESTION 1, ANSWER 9:
No, it doesn't, but it contradicts the suggestion 
that after 20 years, what can you expect.

SINCE 1857

FEHR BROS. INDUSTRIES, INC.  
895 KINGS HWY, SAUGERTIES, NY 12477

|  www.fehr.comCALL 800. 431 . 3095 
FAX   888 . 352.1790 

| OUR KNOWLEDGE IS YOUR STRENGTH

NEW FEHR ULTRA!  
A HEAVY-DUTY PTFE MULTI-PURPOSE LUBE
  PTFE forms a protective coating
  Wide temperature range: -30°F to 600°F
  Non-Chlorinated 
  Protects doors, gates, and other equipment  
  Available for Private Label
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SER VICE DOOR INDUSTRIES     1340 Mid-Way Blvd Mississauga, ON, L5T 2G8
PHONE: (905) 670-1200          FAX: (905) 670-8830         COUNTER FAX: (905) 670-9931

servicedoor.com

 DIRECT DRIVE
        DOOR OPERATORS

SAFEDRIVE - VARIABLE / HIGH SPEED

•  Suitable for balanced or unbalanced sectional doors,

    rolling steel doors, rolling grilles and fabric doors

•  Speeds up to 100”/sec

•  Manufactured to quality standard DIN EN ISO 9001

•  Trouble free installation and operation

•  Inherently safe operation 

•  Maintenance free and self-monitoring

•  Smooth and quiet operation

•  Power supply: 230V/460V/575V 3PH

SE - FOR BALANCED DOORS

•  Shaft mounted for balanced doors up to 450 lbs

•  Designed for minimal side room (6” required)

•  Includes digital limits and dynamic braking

•  NEMA 4 gear reducer and motor

•  No sprockets or chains to corrode

•  Supplied with mounting bracket

•  Power supply: 115V/230V 1PH or 
                                230V/460V/575V 3PH


