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Clopay Commercial Energy Series Door 
Available in Sizes Up to 40’2” Wide

OHIO - Clopay is now offering its commercial 
Model 3720 Energy Series 2” polyurethane 
insulated steel door in widths up to 40-feet, 
2-inches and heights up to 26-feet for large 
openings in a variety of applications, including 
agricultural buildings, construction machinery 
and equipment facilities, and aviation 
warehouses.
 The Model 3720 provides an 
energy-efficient, thermal barrier against 
extreme temperatures and weather. The 
three-layer Intellicore construction features 
environmentally safe CFC- and HCFC-free 
polyurethane insulation, foam injected between 
two layers of galvanized steel, with a thermal 
break, to provide an R-value of 18.4. 
 The polyurethane foam insulation fills 
the entire steel frame making the door stronger 
and quieter. The interior and exterior door 
panels are primed and coated with a baked-
on polyester paint finish for a durable, low-
maintenance, rust-resistant surface.
 Doors 36’2” and wider come standard 

with Clopay’s new High-Per-
formance Hardware. Designed 
to meet the extreme demands of 
a larger, heavier door in high-
cycle environments, High-Per-
formance Hardware kits include 
3” sealed rollers with a 5/8” 
diameter stem, 10-gauge steel 
end hinges, and heavy-duty top 
brackets. 
 The High-Performance 
end hinge features a proprietary 
graduated design that can be 
adjusted to fit the roller position 
as needed, depending on where 
the hinge is placed on the door.
 “The versatility of 
the adjustable design means 
our dealers require less hinge 
inventory for the installation or service of large 
commercial doors. Two hinges cover a wide 
range of sizes, from 3 to 7 and 8 to 14,” says 
Dylan Fransen, Clopay commercial marketing 

manager. “Our High-Performance Hardware 
exceeds industry standards for strength and 
durability. Clopay is the only manufacturer 

Continued Page 6



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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may be reproduced in any matter without the 
expressed written  permission of the Editor. 
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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. 
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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 26-10 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

Case 26-10: Switching Suppliers
 After 15 years of dealing with the same residential door suppli-
er, Bill is considering changing to a different manufacturer. As General 
Manager of GDN Doors, he is convinced that the move is necessary, but 
he is worried about the implications.
 Bill began thinking about changing suppliers two years ago when 
he noticed two things: deliveries were delayed and there were increasing 
amounts of minor problems with the doors and hardware.
 At first, Bill just started looking casually at other door 
manufacturers. Then he started getting into more serious negotiations 
with two manufacturers. He has decided to shift purchases to one 
supplier, but he has not yet informed that company. His decision was 
based on door quality, pricing and the proximity of the company’s 
warehouse. No local competitors currently sell this brand.
 Bill is concerned about the transition from one supplier to another. 
Specifically, he is worried about two streams of potential problems.
 First, Bill is worried about GDN Doors’ ability to service 
existing installations if they break all ties with their current supplier. He 
understands that he may need access to replacement sections for damaged 
doors. In situations where a home has two garage doors, this is particularly 
important.
 Second, Bill is worried about the old adage: “the grass is always 
greener on the other side.” Is he moving away from a known supplier in 
favor of a salespitch? What does Bill do if the new supplier does not or 
cannot fulfill its promises?

 For some managers, the issues brought up in this case may 
seem unimportant. Changing suppliers is a common event for some 
companies. But for others, it is a substantial move that requires 
substantial forethought and preparation – because they have been 
loyal to a limited supplier base for a long time.
 In this case, Bill has expressed two concerns. Both are 
legitimate. And each of the two concerns may influence how he 
approaches this supplier change.
 He realizes that after years of selling one brand of doors, he 
will need to be able to service those doors with replacement parts 
and sections. In theory, that company will still sell to him, but if he is 
concerned, there are things that he can do to minimize the risk. Before 
changing suppliers, he should consider committing to appropriate 
levels of inventory, and securing an alternate source of those parts 
and sections. He may also want to maintain some level of purchases 
from this current supplier to keep the relationship open.
 Bill’s second concern is that he is seeing only the upside of 
the new manufacturer. So he is not yet in a position to understand 
the true positives and negatives of the company’s products, delivery 
times and service standards. He can learn more by talking to dealers 
in other cities who deal with the new manufacturer. This can give him 
a better understanding of the company’s true offering. And again, 
viewing the move as more gradual than all-or-nothing can help this 
concern.

Case 26-11: A Growing Business
 GDN Gates & Doors had 
been in business for just over two 
years. At first the company had 
taken almost any work that came 
their way, but the owner Bill soon 
realized that by specializing he was 
able to focus his advertising dollars 
and promotional efforts.
 Seeing a gap in the regional 
market, Bill focused exclusively 
on the residential and commercial 
gate markets – including new 
installations and service work. This 
allowed him to avoid most of the 

direct competition with local door 
dealers and begin to build a regional 
reputation. While the company 
did continue to do some work 
on overhead doors, over 90% of 
revenues came from the gate market.
 Sales grew gradually, and 
Bill was pleased to have shown 
a small profit in the most recent 
quarter. But this success has been 
offset by increasing cash flow 
concerns. To grow, he hired a 
salesperson, additional installation/
service technicians and has increased 

parts inventory. 
 His residential customers 
pay on installation of new gate 
systems, but often the time between 
the first site visit, providing a price 
quote and then the final installation 
is a matter of months. Scheduling 
issues sometimes mean that he 
orders a gate earlier than the 
installation time, and unavoidably 
holds the pre-sold gate in inventory 
for a period of time.
 His commercial accounts 
are all profitable on paper, but 

payment terms put substantial 
pressure on his cash flow. He is 
constantly worrying about having  
cash on hand to pay the bills. 
 How should Bill handle 
the situation? Is this a sign of 
trouble with his business model or 
an expected outcome of his sales 
growth?
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THE HIGHER THE CYCLES THE BETTER WE ARE

The Hermco™ Counterweight System 
for high cycle doors in condos and other 
skyscrapers.

A North American made gravity powered 
Hermco™ Counterweight System 
is guaranteed for 500,000 cycles 
(on 500 lbs x 8 ft. doors) using the 
Millennium 2000 System

The Hermco™ system will remain secure 
and reliable for over 20 years when prop-
erly maintained by door technicians!

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
|

offering commercial hardware of this kind.”
 High-Performance Hardware can be 
purchased with doors, or separate as a service 
kit for existing doors.  
 Clopay Model 3720 
complies with the 2015 IECC 
(International Energy Conservation 
Code) with an air infiltration rating 
of .40 cfm/ft. or less (IECC, 
Section 402.5.2) and also meets 
the U-factor requirement of .37 
or less (IECC, Section C402.4, for 
Climate Zones 1 through 8.) 

CLOPAY (Cont'd)

CALIFORNIA /PRNewswire/ - 
Momentum recently launched its 
new Wi-Fi garage camera. The new 
camera features live HD streaming 
and event recording, garage door 
control, night vision, and dual-
band Wi-Fi compatibility.
 The Wi-Fi garage camera 
attaches to the bottom of a garage 
door opener and allows users 
to live stream HD video on the 
Momentum mobile app for iOS 
and Android smartphones and 
tablets. Remote garage door 
control through the Momentum 
app requires hard wiring the 
Momentum camera to the garage 
system.
 The app features a tile-
based interface with two-way talk 
capability. By designating 'Rules' 
users receive mobile alerts when 

motion and audio are de-
tected in specified time-
frames, and consumers 
can also choose to auto-
matically record video to 
capture any activity in 
their garage.
 The Momen-
tum Wi-Fi garage 
camera, along with 
all Momentum Wi-
Fi home cameras 
work from the same 
mobile app, as well as 
other home-based consum-
er electronics from NEST.
 "Momentum is dedicated 
to giving people the peace-
of-mind they want in a value 
proposition they can afford," said 
Jason Liszewski, Momentum 
Vice President of Sales. "With 

the new Wi-Fi garage 
camera, we've expanded 
our collection of home 

monitoring products so 
that you no longer have to 

worry if you left the 
garage door open or 
if there's suspicious 
activity. View your 
garage anytime from 
anywhere using the 
Momentum mobile 
app, and remotely 

open or close the 
door for family, friends or 

deliveries."
 In addition to real-time 
video monitoring through the 
mobile app, Momentum offers 
users the choice to save recorded 
video on either a microSD card (up 
to 128GB) or in its online cloud.
 Additional features of the 
Momentum Wi-Fi garage camera 
include: 720p HD resolution 
(720x1280), 110-degree viewing 
angle, built-in night vision, motion 
and sound detection alerts, dual 
band Wi-Fi support (2.4GHz and 
5.0GHz).

Momentum Adds to Home Monitoring 
Collection with Wi-Fi Garage Camera

Schweiss Doors Founder 
Mike Schweiss Featured on 

Minneapolis 
Television Station 

MINNESOTA - Mike Schweiss, founder and owner of Schweiss Doors, 
was recently featured in a television news feature titled, “Small Town 
Minnesota Door Business Goes Galactic.”
 In the interview produced by WCCO-TV of Minneapolis, Schweiss 
explains how he got into the business and how it’s grown. During the three-
minute feature, WCCO reporter John Lauritsen details some of Schweiss’ 
project highlights, including manufacturing doors for NASCAR, the 
NBA’s Sacramento Kings and SpaceX.
 The interview is available online at minnesota.cbslocal.
com/2017/10/08/fm-schweiss-doors/
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OHIO - From Oct. 4 through Oct. 
9, 2017, volunteers from The 
McAlear Group, parent company 
of Ohio-based Service Spring Corp 
and Draincables Direct traveled to 
Houston, Texas to assist in cleanup 
efforts following Hurricane Harvey. 
 “We know the Houston 
community is in great need, and 
we wanted to do something. As a 
company of giving, we want to 
physically show up for people 
and make a difference,” said Nate 
Reid, Director of Corporate Social 
Responsibility for The McAlear 
Group. 
 Reid organized the trip 
through Experience Mission, 
an organization specializing in 
planning domestic and international 
mission experiences and aiding in 
disaster relief, for himself and five 
fellow team members.
 The goal of Experience 
Mission is to help get people back 
on their feet by partnering with 
local families, churches, other 
organizations and companies, like 
The McAlear Group, wanting to 
help.
 “It was incredible to walk 
and drive around the city of Houston 
and the outskirts, just because 
the devastation was so huge,” 

said Yonathan Moya, Regional 
Coordinator for Experience 
Mission. 
 “In a disaster the size of 
Hurricane Harvey, and the flooding 
that happened, I think it is hard to 
understand the scope of how much 
need there is, and it’s hard to know 
where to start,” Moya added.
 Committed to making a 
difference, The McAlear Group 
was eager to help in the restoration 
and clean-up process. They were 
put in touch with the Ibarra family, 
whose home sustained substantial 
flood damage making their home 
unlivable.
 “It had been raining here for 
about three days nonstop. It would 
be really hard at times and then it 
was very light. We really didn’t 
think flooding was a possibility, 
just because it wasn’t a hard rain,” 
said Sara Ibarra, homeowner.
 In the early morning hours 
of Sunday Aug. 27, Ibarra woke her 
husband, Juan Ibarra, and told him 
water was beginning to enter their 
home. At that time, the water was 
ankle deep, by 2:45am, water was 
above knee level inside the home.  
 Ibarra was taken up to the 
attic with her six-year-old nephew, 
while her son and husband went 

to the roof to try and attract the 
attention of rescue helicopters and 
boats in the area.
 It was 12-hours later when 
rescue teams were able to get to the 
Ibarras. The water was chin high at 
this point. 
 The McAlear Group 
volunteers spent each day at the 
Ibarra home replacing insulation, 
drywall and cleaning; making the 
house feel more like home again. 

 “There are no words to 
appreciate what you guys are doing 
here,” Ibarra said. “It makes you 
have to be humble and appreciate 
where your next meal is coming 
from,” she added.
 “The Ibarras are going to be 
impacted by this for eternity,” said 
Andrew Martinez, Territory Sales 
Manager for Draincables Direct.
 Martinez lives and works in 

Volunteers From The McAlear Group 
Travel to Houston to Assist With 

Hurricane Harvey Cleanup Efforts

The Ibarra Home during construction.

Paul McManus (Service Spring Corp), Chris Bagrowski (Service Spring Corp), 
Juan Ibarra (homeowner), Dave Bazin (Experience Mission), Andrew Martinez 
(Draincables Direct), Monica Chavez (Service Spring Corp), Nate Reid (The 
McAlear Group), Madison Kintigh (Experience Mission), and Rae Pobst (The 
McAlear Group).
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the Houston area and saw first-hand the damage 
and devastation caused. 
 A customer of Martinez, Emet Ramos of 
Emet’s Plumbing was also affected by flooding, 
having about 16 inches of water in his business' 
shop. 
 Ramos hired a contractor to help in the 
repairs, but the process had been slow. The 
McAlear Group volunteers were able to help 
Ramos put in new insulation. 
 Ramos was grateful for the assistance 
from The McAlear Group and plans to pay it 
forward.  
 “Just like we are getting help, we are also 
helping other people that were really affected in 
their homes,” Ramos said. 
 While volunteers were working with 
the Ibarra family and Ramos, Paul McManus, 
Director of Sales for the Service Spring Corp 
division, along with Territory Sales Manager at 

Service Spring Corp, Chris Bagrowski visited 
six Service Spring customers affected by the 
hurricane. 
 “The dealers were overwhelmed that we 
took the time to come down and visit them. They 
truly appreciated our assistance and the work 
we completed for their community,” McManus 
said. 
 Overall, The McAlear Group and 
Experience Mission volunteers were able to get 
a lot accomplished for both the Ibarra family and 
customers of Draincables Direct and Service 
Spring Corp. 
 “We want to positively impact the world, 
and we can start with the areas we operate and 
have business relationships. Going out of our 
way to support them in this time, by physically 
showing up, was powerful – both for those 
we visited as well as for the volunteers,” Reid 
concluded. 

THE MCALEAR GROUP (Cont'd)

Canadian Housing Starts Trend Decreased in September
ONTARIO - The trend in housing starts was 
214,821 units in September 2017, compared 
to 220,573 units in August 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 are trending lower 
in September after increasing for eight 
consecutive months,” said Bob Dugan, 
CMHC’s chief economist. “Nevertheless, new 
home construction remains very strong as the 
seasonally adjusted number of starts was above 
200,000 units for four straight months.”
Monthly Highlights
St. John’s
Drivers such as population, income and 
employment have put downward pressure on 
new home construction activity. Total housing 
starts fell 34% in September compared to the 
prior year. Single-detached starts declined 33%, 
while multiple starts declined 42%.
Prince Edward Island (PEI)
Tightness in PEI’s resale sector continues to 
cause demand to spill over into the Island’s 
new home market. Starts of single-detached 
homes were up 93% year-to-date in September, 
with most of the activity concentrated in the 
Charlottetown area. Record high levels of 

international migration continue to support 
starts of multi-family dwellings, which were up 
16% year-to-date.
Quebec
In the third quarter of 2017, the annual rate of 
housing starts for the province overall reached 
43,736 units, up from the level registered for 
the previous quarter (40,564 units). This last 
result, as were the relatively high totals for the 
previous quarters, was attributable to the strong 
momentum observed in the multi-unit housing 
segment, particularly in the case of rental 
apartments, for which starts remained significant 
in the Montréal and Québec areas. Given the 
strong activity observed so far, Quebec starts 
will likely post a gain in 2017.

Toronto
Homebuilders broke ground on fewer homes in 
the Toronto Census Metropolitan Area (CMA) 
during September 2017. Total housing starts 
trended lower by 7% in September from the 
previous month led by lower apartment starts. 
Monthly variations in high-rise starts are typical 
given delays in getting large scale projects off 
the ground. Low-rise starts remained strong. The 
overall pace of new home construction remains 
stable as strong demand for new homes in the 
Toronto CMA continues to persist.
Brantford
Single-detached starts were high in Brantford 
in September. New single-detached homes in 

Continued Page 18
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Wayne Dalton Launches 
Garage Door Design Center App

TEXAS - Wayne Dalton has launched its Garage 
Door Design Center iOS app on Apple’s App Store. 
This is the company’s first product visualization 
application to provide dealers with an on-the-go tool 
to aid customers with garage door design. Requiring 
no internet connection or data usage, the app enables 
dealers to walk customers through hundreds of 
options, including styles, sizes, colors, windows, glass 
and hardware. Once the design is finalized, the garage 
door can then be viewed on a photo of their home or a 
similar home style chosen from an image gallery. 
 “The Garage Door Design Center app was 
created to help our dealers work better while on-
the-go, with our residential product catalog at their 
fingertips. Assisting customers with the garage 
door selection process has never been easier,” said 
Wayne Dalton Brand Manager Sarah Schram. “The 

app takes the website version of our Garage 
Door Design Center even further with sharper 
images, more realistic colors and the ability 
to zoom in and view a door’s texture.” 
 Homeowners can also download and 
use the app to explore on their own. After 

the user creates their dream garage door, 
their tailor-made design can be shared by 
email or social media with friends and 
family. 
 The iPad app is free to download in 
the Apple App Store. 

For links to our advertisers go to 
www.garagedoornews.com
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Smart Phone Connectivity 
Just Got Smarter!

Schedule specifi c hour 
and minute to close 
door and/or notify.

Give virtual key access
to friend, relative, or 

service person.

 Set door to automatically
close and/or notify after 

a set length of time.

Allows for 
multiple individual 

user accounts.
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Overhead Door Expands Thermacore 
Collection Wood Grain Finishes

TEXAS - Overhead Door has 
expanded the Thermacore 
Collection with bi-directional 
wood grain finish options on its 
most premium insulated garage 
doors. Thermacore Collection 
models 494 (Standard Panel), 
496 (Long Panel) and 497 (V5 
Panel) now offer three wood grain 
finishes in the colors of Golden 
Oak, Walnut and Mission Oak. The 
Thermacore 490 series features an 
R-value of 17.5 making them the 
most thermally efficient doors in 
the collection. 
 “By adding wood grain 
finishes to more models of the 
Thermacore collection, our 
customers won’t have to sacrifice 
the look of their garage doors 
for maximum thermal efficiency 

and functionality,” said Heather 
Meiner, Overhead Door Brand 
Manager. “The new finishes 
provide homeowners with an 
attractive and low maintenance 
option for those who love the look 
of stained wood, but desire less 
maintenance.” 
 The embossed wood-
grain texture adds beauty and 
sophistication to a door that 
is built with two layers of 
corrosion-resistant steel. Models 
494, 496, and 497 meet IECC 
requirements for both U-Factor 
and air infiltration, ensuring 
a thermally efficient solution 
for a broad range of residential 
applications.
 To customize the style of 
door, the wood grain finishes can 

be paired with optional vertical or 
horizontal windows and decorative 

hardware, including handles and 
hinges.
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ASO Safety Solutions 
Announces 

Website Relaunch
NEW JERSEY -  ASO Inc. has 
launched a new website with 
intuitive user guidance, new 
content and a new corporate 
design.
 According to the 
company, the main reason 
for adapting the new online 
communication was growth 
based on continual expansion 
and optimization of the ASO 
product and service portfolio. 
The primary goals of the website relaunch were to explain and present the 
vast portfolio, combined with the possibility of individual customization 
according to customer requirements.
 "ASO strives to be more than a supplier – we want to be a co-
operative and forward-thinking partner to our customers. ASO’s engineers 
provide expertise and the ability to transform standards into individual 
solutions," says Olaf Grobe, Vice President at ASO Safety Solutions. "For 
us it was important to communicate this added value and to show the 
various individual possibilities without losing our content or the reference 
to our basic products." Grobe concludes.

Monthly New U.S. 
Residential Construction 

for September 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 September 2017: 
Building Permits 
 Privately-owned housing units authorized by building permits in 
September were at a seasonally adjusted annual rate of 1,215,000. This is 
4.5 percent (±1.6 percent) below the revised August rate of 1,272,000 and 
is 4.3 percent (±1.7 percent) below the September 2016 rate of 1,270,000. 
Single-family authorizations in September were at a rate of 819,000; this 
is 2.4 percent (±1.7 percent) above the revised August figure of 800,000. 
Authorizations of units in buildings with five units or more were at a rate of 
360,000 in September. 
Housing Starts  
 Privately-owned housing starts in September were at a seasonally 
adjusted annual rate of 1,127,000. This is 4.7 percent (±8.1 percent) below 
the revised August estimate of 1,183,000, but is 6.1 percent (±8.8 percent) 

Continued Page 20
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SEAL THE DEAL WITH SUPERIOR QUALITY 
FROM ADVANCED PLASTIC CORP.

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...

Bottom Seal

Door Stop (11 Colors)

Rolling Steel Bottom Seals

Spring Filler

Combo Btm. Seal Retainer

Guide Seal

Threshold Seal

Top Seal

Advanced Plastic Corp is the industry leader in manufacturing weatherseals and gaskets for all Commercial and 
Residential Overhead Doors. Our superior co-extrusion process guarantees the finest durable weatherseals available. 
Our superior customer service will go above your expectations by meeting just-in-time demands. Our products will 
add value to your overhead door.

17-A

ILLINOIS - Hörmann LLC recently announced it is 
planning a second production facility which is expected to 
be operational before the end of 2019. 
 Preliminary designs size the facility at approximately 
350,000 sq.ft. and will include approximately 20,000 sq.ft. 
of office space, training facilities, and a showroom. Hörmann 
Montgomery will continue to produce the product lines 
currently in production and will save floor space by reducing 
inventories of products purchased from the other Hörmann 
group companies. The company notes that additional space 
in Montgomery will allow for more efficient production of 
current products through the ability to build to stock and will 
better position Montgomery to serve as a distribution hub for 
customer’s currently served from this location.
 Plans are to expand the existing distribution network. 
No consolidations or closures are planned. The new facility 
will be located in an unincorporated area of White County, 
Tennessee adjacent to the Upper Cumberland Regional 
Airport. Construction is expected to begin by early 2018 with 
first production runs to start by mid-2019.  

Hörmann to Open a 
New Production Facility in Tennessee

Christoph Hörmann shaking hands with Tennessee Governor Bill Haslam.
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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

CLASSIFIEDS

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

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

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

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

Service Technician
Grizzly’s Door Systems is looking for both 
Lead and Service Technicians to provide 
technical support to our customers for the 
installation, maintenance and repair of 
residential and commercial garage doors. 
We are looking for applicants that have 
previous experience in door service and 
installation, excellent communication and 
customer service skills. Our Grizzly team 
is professional and offers a safe positive 
work environment with competitive 
pay, an excellent benefits plan. We value 
those with integrity, initiative and trouble 
shooting skills. If you are able to lift 50lbs, 
have your OSSD, and are willing to drive/
travel within the GTA region please email 
your resume to: 

Lisa at landerson@upwardor.com

Business for Sale
Successful garage door company for sale 
in the Heartland. This business provides 
commercial and residential garage door 
service and installation, as well as residential 
and commercial operators. Approximately 
60% business is residential; the remaining 
40% commercial. Technicians work on 
all types of doors and operators. This is 
a fully functioning company with a good 
staff. Primarily needs a manager/owner 
with door/operator experience. With a 
diversified customer base, experienced 
staff, and established history of sales and 
profits, this business should make an ideal 
acquisition for the right candidate. Owners 
retiring and wife has health issues. This 
is a very busy established business with 
a solid customer base. Authorized CHI, 
Authorized LiftMaster, Install Door Link, 
HAAS, Linear. Annual sales last year 
$446,260.00. This company does have 
potential to grow. ONLY serious inquiries! 
Sale includes inventory, materials, 2 
equipped Chevy trucks, trailer, tools, 
ladders, fully functioning and furnished 
offices. No debts included in sale. 
$295,000.00.  

uniquelymeg@windstream.net

EXPERIENCED OVERHEAD 
DOOR INSTALLER 

Island Overhead Door is the oldest 
overhead door company on Vancouver 
Island B.C., family owned and operated 
for over 30 years. We specialize in 
commercial and residential overhead 
doors, custom gates, security shutters, 
sliding/rolling grilles, and decorative 
hardware for overhead doors and gates. 
We are looking for an EXPERIENCED 
Overhead Door Installer to join our 
team. The experienced candidate must 
be well groomed, organized, reliable, 
bondable and must have a valid drivers 
license. The ideal candidate must be 
willing to work some evenings, and 
weekends. Certifications in First Aid, 
WHIMIS, Fall Arrest Systems and 
Fork Lifts is an asset. Must have own 
tools and steel toed boots. Only serious 
candidates need apply. Please send your 
resume with reference to: 

bobbi@islandoverheaddoors.com

Brantford were selling for $550,000 
to $700,000 early this year, 
attracting the growing number of 
households from Hamilton and the 
GTA who could no longer afford 
detached homes in their markets.
London
Both single-detached and multiple 
housing starts in London CMA 
posted the highest levels for the 
month of September since 2006. 
Strong population growth and recent 
income gains have strengthened 
demand for new single-detached 
homes – encouraging builders to 
continue to keep single-detached 
starts elevated over recent months.
Saskatoon
Total housing starts trended lower 

in September after production of 
both single-detached and multi-
family units slowed. While the 
pace of construction in the singles 
sector has been on par with last 
year, multi-family construction 
was down 30% after nine months 
this year. Elevated inventory of 
completed and unsold condo 
apartments have remained a drag 
on this sector. All told, total year-
to-date housing starts in September 
were down 13%, compared to the 
same period a year ago.
Vancouver
Housing starts in the Vancouver 
CMA trended downwards in 
September as fewer multi-family 
home projects got underway. The 

high level of housing starts over the 
past year has led to a record number 
of units being under construction 
in the region, leaving little 
spare capacity to start additional 
projects. New home construction 
in the Vancouver CMA is being 
supported by population growth, 
a strong local economy, and low 
financing costs.
 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 217,118 units 
in September, down from 225,918 
units in August. The SAAR of 
urban starts decreased by 5.1 per 
cent in September to 198,910 units. 
Multiple urban starts decreased by 
10.7 per cent to 131,388 units in 
September. Single-detached urban 
starts increased by 8.2 per cent, to 
67,522 units.
 Rural starts were estimated 
at a seasonally adjusted annual rate 
of 18,208 units.

CANADIAN HOUSING STARTS (Cont'd)
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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

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.

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

CUSTOM SUPPLY AND INSTALL 
COMPANY 

Custom supply and install company 
based on Long Island selling great turn 
key operation. Over 16 yrs in business, 
1.2M in gross sales in 2016. Comes with 
trucks, tools, quick books accounts, cell 
numbers, web site, emails. Willing to stay 
on 6 months if need be. Asking $180k. 
ROI about 1 yr to 18 months, potential to 
double revenue. Serious inquires only. No 
brokers.  516.297.0171

Fantastic Sales Representative Opportunity
Dependable Overhead Door Service has been proudly servicing the Greater Toronto 
Area since 1980 and we are a currently looking for an Experienced Sales Representative 
to join our fast growing Service and Installation company. All applicants must have 
the following:
* Minimum three (3) years' experience * Valid driver's license * Technical experience
We specialize in all Commercial and Industrial Doors and Dock Levelers as follows: 
* Sectional overhead doors * Rolling steel doors * All types of fire doors * Dock 
levelers * Dock seals & bumpers * All related loading dock areas

Job Type: Full-time
Please email your Resume to:

 Merais@dependabledoorservice.ca
We look forward to receiving and reviewing your Resume.

General Manager
Doormaster Door and Gate Systems 
has an opening for general manager for 
their Sechelt, BC location. The present 
manager will be retiring in the Winter 
of 2017 or early spring 2018. Ideally 
suited for an experienced overhead 
tradesman with a sales background. The 
Sunshine Coast of British Columbia is 
one of nature's gems. If you like a friendly 
lifestyle, hiking, boating, fishing in an 
eco-friendly environment surrounded 
by oceans, lakes, mountains in one of 
Canada's best climates this is the job for 
you. You will be overseeing the sales 
in this area, monitoring the installation 
and service jobs, occasional assisting 
of these jobs, but not restricted to only 
these tasks. There is also a support staff 
from our other locations that will assist 
you in your endeavors. There is travel 
required to our other locations, picking 
up of product included. You will also be 
assisting and working with all our sales 
staff. Wages commensurate with abilities. 
Only experienced and qualified personnel 
will be considered. Please email your 
resume to hans@canadiandoormaster.com 
No phone calls at this stage please. Check 
us out at:  www.canadiandoormaster.com

Business for Sale
Well established 25 year-old overhead 
door installation and maintenance 
company operating in and around the 
I-69 corridor between Flint and Port 
Huron. The business-only sale includes 
the name, trademarks, furniture, fixtures, 
equipment, phone number and goodwill. 
Many repeat customers provide new 
sales and maintenance revenue that has 
exhibited consistent growth over the past 
six years with about 50% of the revenue 
being produced from maintenance work. 
This business has operated from the 
same facility for the past 22 years and 
represents well-known manufacturers 
as a dealer. The owner plans to retire 
but would be willing to stay on to help 
train and ensure a smooth transition to 
the buyer. Inventory is not included in 
the sale but the Seller has inventory that 
he would be willing to sell to the buyer 
at his purchase cost. Consistent cash 
flow is easily demonstrated in well kept 
business books and records. Under the 
right circumstances the owner would 
be willing to hold a note. The business 
operates in a proven area of overall 
growth so continued business success is 
highly likely. The business is reasonably 
priced at $330,000 which is about 2.5 
X sellers cash flow. Terms available to 
Qualified Buyer. 

Respond to: 248-620-6754 or 
summitbb@yahoo.com.
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MANAGEMENT

Addressing Aggressive Competition
How to respond to competitive moves that are impacting sales
By Dave Bussière

Frequently, marketing advice focuses on 
moves that an organization can make to 
improve their sales, profitability or market 

share. Generally, this advice assumes that the 
market served by the company remains stable/
constant, and the only shift in the competitive 
landscape is the one initiated by the company.
 But realistically, companies are often 
faced with situations that are instigated by 
the competition. As such they must react to 
competitive moves. This article considers 
three types of competitive moves: new 
product introduction, price reductions and new 
promotional campaigns.
New Product Introductions
 In very large urban centers, virtually 
every door option is available. In many suburban 
or more rural areas, however, there are generally 
a fixed number of competing companies – that 
sell a fairly stable offering of door and operator 
brands and models. 
 Within these markets, a competitor that 
aggressively introduces a new brand, product 
style or generation of products can introduce 
a substantial shock to the geographic market. 
For other companies in the market, this means 
that they may need to respond to comparison 
questions from potential customers: “When 
we visited X Door Company, they said that 
the new Y door (or opener) would provide Z 
benefit.”
 This means that your salespeople need 
to be prepared to respond. Ideally, the responses 
are based on fact, and not a simple desire to 
counter any concerns. 
 To do this, salespeople need to be 
thoroughly trained on current products that your 
company sells, but also on the strengths and 

weaknesses of competing products. If a brand 
offers options or benefits that are superior to 
those provided by your current supplier, it is 
usually best that your salesforce knows it and 
understands how to explain why your offerings 
are still better. This may include a focus on 
product value -- the relationship between product 
benefits/features and price.
Price Reductions
 Most companies prefer to avoid price 
wars, but the reality is that it is not uncommon to 
face a price-based competitor – a company that 
is focused on low-margin, high volume work. 
But if we envision a market with relatively stable 
market shares and sales, where one competitor 
decides to introduce a substantial price cut – say 
10-15% across the board – a reaction is probably 
necessary. 
 First, faced with a price-cutting 
competitor, a company needs to fully understand 
their own costing. Any reactive price-cutting 
decisions that are not based on a thorough 
understanding of all costs are dangerous to the 
company’s long-term success. 
 Second, front-line workers need to be 
trained to deal with price-based objections. They 
need to understand the difference between price 
and value (what the product delivers in relation 
to its price). Frequently, value is augmented by 
superior durability and warranties.
 Finally, salespeople need to be able to 
listen to prospective customers and understand 
the degree to which they are price-focused – they 
need to determine if price is actually driving the 
final purchase decision, or is merely one piece of 
data being considered. If they are price-focused, 
then price should be stressed if the company 
has different price-based options to offer the 

customer. Alternatively, the salesperson may 
need to explain why price should not be the only 
dominant factor.
New Ad Campaigns
 Similar to the price discussion, a new 
promotional campaign by a significant competitor 
requires a review of current operations and an 
openness to changing the sales approach of 
frontline employees.
 Any promotional campaign will likely 
highlight product differences, short term 
pricing opportunities (sales), or be focused on 
building brand awareness. In all three cases, the 
competitive goal is to bring in more potential 
customers. This means that all actions need to 
focus on the same goal. 
 An ad that focuses on a short term price 
cut (“10% off …this week only”) does not need 
to be met with a similar price cut. That is one 
viable option, but it really needs to be met with 
an equally compelling reason to consider your 
company and its product offering as viable 
alternatives.
 This may require a matching promotional 
campaign. But it may also include developing 
a short-term promotion – some flexibility on 
pricing, some additional product/accessory 
offering, etc. 
Conclusion
 Taken together, these potential changes 
to the competitive market indicate that a 
company needs to be prepared to react to changes 
in product offering, price reductions or new 
promotional campaigns. More importantly, a 
manager needs to be in a position to evaluate the 
competitive action, understand its implications 
and make strategic decisions to defend the 
company’s market share.

above the September 2016 rate of 
1,062,000. Single-family housing 
starts in September were at a rate 
of 829,000; this is 4.6 percent (±8.5 
percent) below the revised August 
figure of 869,000. The September 

rate for units in buildings with five 
units or more was 286,000. 
Housing Completions 
 Privately-owned housing 
completions in September were at 
a seasonally adjusted annual rate of 

1,109,000. This is 1.1 percent (±12.4 
percent) above the revised August 
estimate of 1,097,000 and is 10.3 
percent (±11.9 percent) above the 
September 2016 rate of 1,005,000. 
Single-family housing completions 

in September were at a rate of 
781,000; this is 4.6 percent (±11.4 
percent) above the revised August 
rate of 747,000. The September rate 
for units in buildings with five units 
or more was 322,000.

U.S. CONSTRUCTION (Cont'd)
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Overhead Door Earns 
Awards in 2017 

Remodeling Brand Use 
Study

TEXAS - Overhead Door has earned three Remodeling “Brand Leader” 
awards in its product category, receiving first place for Brand Familiarity, 
Brand Used Most and Highest Quality. The study, conducted by market 
research firm The Farnsworth Group, surveyed nearly 1,000 remodelers, 
general contractors and replacement contractors to rank the top materials 
suppliers in the remodeling industry.  
 “With more than 95 years of garage door experience under our belt, 
earning three Brand Leader Awards validates Overhead Door’s customer-
centric culture. Our national network of distributors will always strive 
to provide the best services and products in the industry,” said Heather 
Meiner, Brand Manager for Overhead Door. “It’s been proven time and 
time again that replacing a garage door is one of the smartest investments 
you can make, and it’s important for contractors and homeowners to know 
which garage door company is best recommended for its quality products 
and services.” 

Wayne Dalton Doors Displayed in 
Dallas Decorators Showhouse

TEXAS - Wayne Dalton garage 
doors are on full display in 
Traditional Home’s Dallas 
Decorators Showhouse. Among 
many unique architectural details, 
the approximately 8,000-square 
foot Southlake, Texas home 
features four Contemporary 
Aluminum Model 8850 garage 
doors to maximize the home’s 
curb appeal. 
 “The Dallas Decorators 
Showhouse is the perfect 
opportunity for us to showcase 
one of our most popular doors with 

our contribution of contemporary 
aluminum garage doors, which 
seamlessly complement the 
Showhouse’s natural and stucco 
finishes,” said Wayne Dalton 
Brand Manager Sarah Schram. 
“It’s been almost 10 years since 
Dallas had a national designer 
showhouse, so we were thrilled 
to help bring this home to life.” 
 The garage doors, 
installed by Wayne Dalton Circle 
of Excellence dealer Trinity 
Hearth & Home, feature a black 
powder coated frame surrounding white laminated glass panes. 

By selecting the powder coated 
finish, these aluminum doors 
have a protective barrier that 
provides added resistance to 
chipping, scratching, fading and 
wearing. The Model 8850 garage 
doors can be seen on the home’s 

two separate two-car garages. 
 A portion of proceeds 
from the Showhouse tours, which 
concluded October 22, will go 
to the nonprofit Alzheimer’s 
Association of North Central 
Texas. The home will then be put 
on the market for sale. 

Past issues of 
The Garage Door News are available at  

www.garagedoornews.com
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Overhead Door Launches 
DoorView Garage Door 

Design App 

TEXAS - Overhead Door has developed DoorView, an iPad app that 
uses an actual image of the user’s home exterior to accurately envision 
hundreds of potential garage door designs to simplify the selection 
process. The DoorView App allows users to customize and enhance the 
garage door through a wide-variety of design options, including styles, 
windows, door colors, overlay colors, trim colors, handles and accessories. 
Once downloaded from the iTunes App Store, no internet connection is 
necessary to use the visualizer.
 “With a wide selection of models and customizable options at the 
user’s fingertips, the possibilities to design a garage door that best reflects 
a home’s style and personality are endless, thanks to DoorView,” says 
Heather Meiner, Brand Manager for Overhead Door. “The DoorView App 
is fun to use and can help you get the biggest bang for your buck — 
studies have shown that replacing your garage door is one of the top home 
improvement projects in terms of ROI.”
 In addition to being able to visualize the user’s new garage door, 
DoorView can share the personalized design with friends and family via 
email, as well as send it to a local Overhead Door Red Ribbon Distributor. 
The DoorView app is available for free on the Apple store.

(U.S. Patent
US D745, 189S)
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a home’s style and personality are endless, thanks to DoorView,” says 
Heather Meiner, Brand Manager for Overhead Door. “The DoorView App 
is fun to use and can help you get the biggest bang for your buck — 
studies have shown that replacing your garage door is one of the top home 
improvement projects in terms of ROI.”
 In addition to being able to visualize the user’s new garage door, 
DoorView can share the personalized design with friends and family via 
email, as well as send it to a local Overhead Door Red Ribbon Distributor. 
The DoorView app is available for free on the Apple store.

(U.S. Patent
US D745, 189S)
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THIS MONTH'S QUESTIONS

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

QUESTION 1:   Garage door opener only hums when actuated
QUESTION 2:   Garage door opening on its own

QUESTION 1:
When turning the on/off switch or 
using the remote, the opener just 
hums. The light comes on but the 
opener does not engage into closing 
or opening. 

QUESTION 1, ANSWER 1:
Probably forgot the lyrics. I do that 
too. 

QUESTION 1, ANSWER 2:
Without taking the cover off and 
telling us what you see, I doubt 
we can help you. Maybe a stripped 
gear, broken belt, motor or drive 
bound up or a bad motor? 

QUESTION 1, ANSWER 3:
That is a common symptom of the 
gears stripping out. Replacement 
gears are not expensive, but a bit of 
a hassle to replace. 

QUESTION 1, ANSWER 4:
Likely needs the gear set replaced 

-- nylon worm and pinion. About 
a half hour job -- last set I did cost 
about $39. 

QUESTION 1, ANSWER 5:
That or a bad motor capacitor.

QUESTION 2:
My son just wrote me the following 
about his automatic garage door 
opener: "We came home today and 
discovered that our garage seems 
to be opening on its own. There's 
nothing sitting on the automatics in 
the cars and nothing stuck at or near 
the garage. To stop this temporarily I 
switched to manual and unplugged. 
But this is a temporary fix for 
something goofy." 
 Anyone have any thoughts 
as to what might be going on? 

QUESTION 2, ANSWER 1:
Have not had mine behave like this 
but have had something bump the 
optical detector and signal light get 

out of line and door acted goofy. 
Tweaking them solved the problem. 

QUESTION 2, ANSWER 2:
Assuming it is the newer ones with 
the optical safety, the reflector 
may have gotten out of whack and 
it thinks the door is going to hit 
something. That would cause it to 
go up. There is also a limit switch 
to tell the door when to stop and 
that may be out of adjustment. 
Manual may have a diagnosis in 
the troubleshooting section. 

QUESTION 2, ANSWER 3:
Possible interference from someone 
else's remote or even another device. 
I have a driveway alarm that, despite 
my trying different 'encodings' on it, 
insists on going off every time one 
of my neighbors closes his garage 
door with his remote. 

QUESTION 2, ANSWER 4:
Tell him to check the manual 
pushbutton wiring for damage. 
Rodents love to chew on wiring 
and can cause short circuits. If the 
control wiring is pinched anywhere, 
the change in temperature from 
sunup to sundown can cause the 
structure to move enough to cause 
a pinched wire to short circuit. 
I learned this working on alarm 
systems years ago.

QUESTION 2, ANSWER 5:
I'd start this guessing-game by 
pulling the cover and blowing the 
spider webs and dust out of the door 
opener, any door safety sensors 
and any of the wall-mounted push 
buttons. 
 Another guess would be to 
change the code on the remotes and 
opener. 
 Another guess would be 
to remove the batteries from both 

remote controls to see if the door 
still opens on its own. 

QUESTION 2, ANSWER 6:
It's unclear whether this is something 
that happens one time, occasionally 
after the button is pushed or if the 
door is 'cycling' constantly up and 
down, never shutting.

QUESTION2, ANSWER 7:
1st - He'll need to make sure his 
threshold sensors or eyes are clean, 
clear and aligned (green light). 
These being less than perfect can 
cause similar behavior. 
2nd - He can replace the batteries (if 
he can't test them) in the remotes. 
For some reason some remotes put 
out signals as the batteries die or 
get too low in power. 
3rd - He can fool with the up force 
and down force knobs. While this can 
ruin the safety of the opener, it has 
allowed doors to operate perfectly 
for many years more. He'd just mark 
or remember their starting position 
(i.e. 1-o'clock) and then twist them 
around a bit to grind debris out of 
the potentiometer switches. But, he 
wants to still leave them set a little 
higher (i.e. 2-o'clock). 
4th - The control or circuit board 
has been blown by a surge or by its 
own parts. Most openers don't have 
decent surge protection and aren't 
plugged into a surge protector. 
He'll need to replace the control 
or circuit board or just get a whole 
new opener, as they can be almost 
the same cost. 
5th - He can try changing security 
codes to stop a neighbor's remote 
from triggering his door. But, if 
we're talking about an opener that's 
10-years old or less, this isn't an 
option. The "newer" openers have 
self rolling codes and therefore no 
ability to change or set a code. 
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FIRE & SMOKE
CURTAINS

SDI is a Canadian distributor for Stoebich, the manufacturer of �re and smoke curtains.  
Fire and smoke curtains are ideal for open concept applications where aesthetically 
pleasing �re prevention is required.  The curtains are suitable for large and irregular 
openings. 

MODEL-UL10B

•  Maximum width: 19’ - 8”

•  Maximum drop length: 14’ - 10”

•  Approved to CAN/ULC-S104 with 2 hr      
    rating

MODEL-S

•  Suits irregular opening shapes and sizes

•  No columns required

•  Self-leveling bottom bar gives the 
   ceiling a �ush �nish

Various models are available. Contact SDI to �nd out more information.


