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Wayne Dalton Launches New Flexible 
Bottom Interior High Speed Fabric Door

TEXAS - Wayne Dalton has 
launched Model 880 ADV-X, a 
flexible bottom interior high speed 
fabric door. The door is designed 
to satisfy commercial applications 
where safety, reliability and end-
user focused features are important. 
Equipped with a flexible bottom, 
the new Model 880 ADV-X reduces 
damage in case of accidental 
collisions, unlike traditional models 
which feature a non-bending steel 
bottom. The company notes that 
due to its breakaway bottom bar 
design, robust operating and easy 
troubleshooting have been made 
possible. 
 “It’s important for warehouse 
and facility managers to have a 
safeguard to guarantee a streamlined 
workflow. Wayne Dalton’s Model 
880 ADV-X is built for areas with 
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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 
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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.
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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 26-12 Answer:CASE 26-12: An Unhappy Customer

 In this case, the managers of GDN Doors have noticed a fairly 
specific but anonymous online complaint about the company‘s installation 
quality. This is made worse by the fact that the managers really focus on 
customer satisfaction – and balancing quality and price. This situation is 
understood from short term and long term perspectives.
 At times, it is easy to identify online commenters. This would 
allow a company to look at the service delivery and evaluate the quality 
of the work. However, there are times when comments come from people 
who cannot be identified. It can be frustrating, but it is the reality of online 
communities.
 In this case, Bill and Barb should be commended for watching 
online comments, and understanding that they are important to future 
business. They do, however, need to understand that even a company 
that focuses on quality and customer satisfaction will experience periodic 
failure. That recognition does not solve the current problem, but it does 
reduce management stress.
 Next, they need to understand that today’s consumers are smart. 
They read multiple comments and look for trends. One person complaining 
will not alter sales nearly as much as repeated negative comments about 
the same issue. If the social media site allows replies, the company could 
apologize for any inconvenience and ask the person to contact them.
 Bill and Barb should also use this as an internal training opportunity. 
They should not hide the online comment. Instead, they should share it 
with salespeople, explaining that potential customers may be seeing the 
complaint. They should show it to installation crews so that they understand 
that daily work quality can impact future sales.

 In the 15 years that Bill and his sister Barb had been running GDN 
Doors, they had always focused on balancing product quality and price. 
They understood that high end products are nice, but most people want to 
buy a garage door that simply does what it is supposed to do – look good 
and open and close on demand.
 As such, Bill and Barb had typically focused on affordable options 
that were backed by manufacturer warranties and GDN Doors' honest 
backing of their installation.
 The pair readily acknowledged that their company was not always 
perfect, but they strived to correct any problems. Barb frequently told of-
fice and installation staff: “If someone is unhappy….send them to me. 
We’ll fix it.”
 Despite this over-riding company commitment to quality and 
customer satisfaction, GDN Doors is currently faced with a frustrating 
situation. 
 Apparently, a former customer was unhappy with the company’s 
installation. On-line complaints indicated that the individual was not 
pleased with their new door or the overall installation experience. They 
claim that the door isn’t working well and the installation crew left the job 
site in a less-than-perfect state.
 That lone customer has complained on the GDN Doors website, 
Yelp and other online sites. There is no way to identify who is actually 
complaining. And yet Bill and Barb understand that others will see these 
comments. 
 They want to accept responsibility for real problems and refute 
false issues. How can they handle this situation?

Case 27-1: Dealing With Pressure
 GDN Doors was launched 
in 1990 by two door installers and 
their accountant brother. They were 
truly entrepreneurial, risking their 
own cash and money provided 
by relatives. They worked untold 
hours. Sales and invoice collection 
dominated their early years. They 
eked out a living and eventually 
developed a strong business.
 The company works almost 
exclusively in the industrial market, 
installing and servicing exterior 
and interior doors, dock levelers 

and access gate systems. The larger 
or more complex the project, the 
more likely that GDN Doors will be 
the selected provider.
 As the years went by, one 
brother left the company to pursue 
other opportunities. Sadly, the 
second brother became ill, and 
had to leave the management of 
the company in the hands of the 
youngest brother Bill. So now Bill, 
a well-qualified door technician, 
is running a company with sales in 
excess of $1 million. 

 Bill is comfortable with the 
operations side of the business. He 
understands installations, service 
work, inventory and scheduling. 
He is fine talking with current and 
potential customers because he is 
confident in his technical skills.
 Bill is, however, very 
nervous about managing the 
broader internal organization. 
He is worried about his ability 
to properly hire people and 
develop training programs. When 
the accountant asked about the 

profit sharing plan, Bill got really 
nervous. He had never thought 
about the accounting side of the 
business. And the thought of being 
responsible for the profitability of 
the company is really stressing Bill. 
How can he learn to deal with the 
added pressure?

Las Vegas, Nevada
April 25-28, 2018
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Garex Acquires Assets of Laforge Doors
QUEBEC - Garex garage doors recently 
announced that it has acquired the Laforge Door 
assets located in St-André, New Brunswick.
 Garex specializes in the manufacture of  
polyurethane insulated metal garage doors. The 
acquisition of Laforge Doors' assets allows the 

company to add new models of garage doors to 
the 13 models already available.
 The company notes that all doors are 
crafted with attention to detail by an experienced 
team committed to product quality and customer 
satisfaction, whether residential, commercial or 

industrial.
 For more than 25 years, Garex has fol-
lowed a management philosophy that has put the 
respect of employees first.
 The opening of the plant located in New 
Brunswick is scheduled for winter 2018.

Chamberlain Group Acquires Systems Inc.
Automated dock-levelers now a part of CGI’s product suite

ILLINOIS - Chamberlain Group (CGI) has 
acquired Systems, Inc. (SI), a North American 
dock-leveler manufacturer.
 “Online retailers are driving growth in the 
warehouse space and that growth has increased 
the demand for integrated and efficient access 
solutions,” said JoAnna Sohovich, CEO of 
CGI. “We’re very excited about this acquisition 
because it expands the scope of solutions CGI 
provides by adding dock-levelers to our product 

offering and expanding our brand portfolio to 
meet the diverse needs of warehouse managers. 
It will also allow us to offer enhanced efficiency 
to end-users through the integration of automated 
solutions on our connected platforms.”
 Sohovich noted that SI will continue to 
operate as they do now, with their President, 
Mike Pilgrim continuing to lead the dock-leveler 
business.
 “We’re very excited to be a part of the 

CGI team now,” said Pilgrim. “A family-owned 
company of their caliber has the kind of resources 
and values-driven culture that any organization 
would want to be a part of.”
 “SI has excellent strength in 
manufacturing, they have great customer service 
and a very robust network of independent dealers, 
installers and national accounts,” Sohovich 
added. “We’re looking forward to the great things 
Mike and his team will do as a part of CGI.”



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 
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heavy foot traffic and its innovative, flexible bottom 
design delivers an easier maintenance option for any 
commercial workspace,” said Mark Sawicki, Senior 
Product Manager at Wayne Dalton. 
 The Model 880 ADV-X high speed door can 
be reset back to its original position via breakaway 
self-repair. The door comes complete with safety 
measures, including a wireless monitored reversing 
edge which stops and reverses the door when an 
obstruction is detected. 
 Ideal for separating controlled environments, 
such as healthcare facilities, Model 880 ADV-X 
doors allow facility managers to keep activities 
running efficiently with opening speeds of up to 70” 
per second. Additional operational features include a 
strutless design which helps to lower the noise of the 
door for quiet and smooth activity while the inclusion 
of Wayne Dalton’s patent-pending curtain lock allows 
for easy repair in the field. Its high cycle, springless 
design requires less interruption for maintenance and 
its variable frequency drive reduces sudden jolts from 
door start and stop. Additionally, its direct-mounted 
gear drive minimizes wear and tear. 
 The high speed fabric door is made of two 
lightweight layers of PVC-coated polyester with 
one layer of polyester weave and is available up to 
12’x12’. 

WAYNE DALTON (Cont'd)Amarr Classica Garage Doors 
Now Available in Black

NORTH CAROLINA - Entrematic has intro-
duced a black color option for its Amarr Clas-
sica collection of garage doors. The Classica 
collection features durable, low-maintenance 
steel construction with the look 
of authentic wooden carriage 
house doors.
 “For some time, we 
have received more and more 
requests for black garage doors 
and are pleased to now offer 
black as an option in our Clas-
sica collection. Black is a popu-
lar garage door color option in 
some regions of America and 
particularly in Canada,” said 
Entrematic vice president of 
marketing Vickie Lents. 
 In addition to steel con-
struction, garage doors in Am-
arr’s Classica collection fea-
ture large-sized windows, Safe 

Guard pinch protection and a high R-Value 
for superior energy efficiency and noise re-
duction.  Classica is available in both poly-
styrene and polyurethane options.
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800-567-1647

PENNSYLVANIA - Hörmann High Performance 
Doors recently announced Brian Fulton as 
their new Regional Sales Manager for the Mid-
Atlantic Region, which includes the following 
states: Virginia, Tennessee, North Carolina and 
South Carolina. 
 As a 23 year veteran of the door 
industry, Fulton will work with existing and 
new customers.

Hörmann Appoints New 
Regional Sales Manager

Brian Fulton

APPOINTMENT

Past issues of 
The Garage Door News are available at  

www.garagedoornews.com

A Tribute to Donald Schmidt 
Vice President of 

Overhead Door of Columbus, Indiana

 I wanted to take a minute to recognize the accomplishments of 
Donald Allen Schmidt. Donald passed away on August 22, 2017, after 
a 12½ year fight with a rare cancer. 
 He turned a “mom and pop” company into a model for success 
in commercial and residential garage doors. He began his career in 
the door business in 1979 upon graduation from Indiana University 
with a bachelor’s degree in Marketing. Donald was Vice President of 
Overhead Door of Columbus, Indiana for 38 years. He was the most 
knowledgeable door man I have ever met, and a legend to those who 
knew him. Donald was an excellent and innovative salesman, manager, 
boss, and mentor. The name Donald Schmidt and Overhead Door are 
synonymous throughout Indiana and the tri-state area (Indiana, Ohio, 
and Kentucky). 
 I wanted to write this to recognize his accomplishments within 
our distributorship and beyond. His loss has left a void in our company 
so large it may never be able to be filled. I try to honor him by continuing 
the legacy he left. The integrity and hard work he put in day in and day 
out will not be forgotten.
 I love and miss you more than words can describe Dad. Thanks 
for all you did for our work family.

     Love, 
     Collin S. Schmidt
     Overhead Door of Columbus 
     Indiana

IN MEMORIAM
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Overhead Door's 
Envy Garage Door 

Earns Award

TEXAS - Overhead Door brand’s new Envy garage door, the company’s 
first seamless glass exterior door, has been selected as an Architectural 
Record 2017 Product of the Year winner in the Openings category. 
Determined by a panel of six judges from the nation’s leading architectural 
firms, Envy received the highest total score and earned Best in Category 
for its innovation, usefulness and aesthetics.  
 “Given Architectural Record’s outstanding reputation in the 
architecture community, earning a Best in Category is quite an honor 
for the Overhead Door Brand. We anticipated Envy would shake up the 
industry with its seamless, all-glass and customizable styles. It’s rewarding 
for the brand to receive this recognition,” said Heather Meiner, Overhead 
Door Brand Manager. 
 Envy is available for commercial (Model 522) and residential 
(Model 956) applications, and all doors are unique and built-to-order. 
Envy is available in five glass finishes to include Opaque White, Opaque 
Black, Mirrored Gray, Mirrored Bronze and Translucent Black, which all 
convey an ultra-modern look designed to modernize the exterior of a home 
or business, as well as provide a versatile option for room dividers and 
patio doors.  
 Winners of the 12th annual Architectural Record’s Product of the 
Year competition are featured in the publication’s December issue.

U.S. Monthly New 
Residential Construction 

November 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 November 2017: 
Building Permits 
 Privately-owned housing 
units authorized by building 
permits in November were at a 
seasonally adjusted annual rate of 
1,298,000. This is 1.4 percent (±1.7 
percent) below the revised October 
rate of 1,316,000, but is 3.4 percent 
(±2.3 percent) above the November 
2016 rate of 1,255,000. 
 Single-family authoriza-

tions in November were at a rate of 
862,000; this is 1.4 percent (±1.6 
percent) above the revised October 
figure of 850,000. Authorizations 
of units in buildings with five units 
or more were at a rate of 395,000 in 
November. 
Housing Starts 
 Privately-owned housing 
starts in November were at a 
seasonally adjusted annual rate of 
1,297,000. This is 3.3 percent (±9.1 
percent) above the revised October 
estimate of 1,256,000 and is 12.9 
percent (±11.7 percent) above the 
November 2016 rate of 1,149,000. 
 Single-family housing starts 

Continued Page 18
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Yankee Stadium Enhancements Include 
Five Bifold Doors From Schweiss Doors 

MINNESOTA - The famous old 
Yankee Stadium was nicknamed 
“The House That Ruth Built,” 
acknowledging Babe Ruth, the 
legendary baseball icon whose 
prime years coincided with the 
stadium’s opening and a great run 
of World Series teams in the 1920s 
and 1930s.
 In 2006, construction started 
on a new $2.3 billion stadium 
adjacent to the historic Bronx 
ballpark, which closed in 2008, 
giving way to the new stadium at 
the start of the 2009 season.
 Any of the Yankees legends, 
including Ruth, Lou Gehrig, Roger 
Maris or Mickey Mantle would be 
thrilled to step into the batter’s box 
at the new park, which underwent 
numerous enhancements during 
the months leading up to the 

2017 season. Among the retrofit 
improvements are five bifold 
liftstrap designer doors from 
Schweiss Doors.
 The largest of the custom 
doors measures 27 feet, 5 inches 
wide and 11 feet, 4 inches tall. Two 
more doors are 23 feet, 4 inches by 
9 feet, two inches, and two more 
measure 21 feet, 10 inches by 9 feet, 
2 inches. All five doors are fitted 
with electric photo eye sensors, 
black liftstraps, manual latches and 
alike-keyed opening and closing 
switches. Four doors are clad in 
a high-tech brushed aluminum to 
blend in with the façade whether 
the doors are open or closed.
 One of the stadium doors 
performs at the AT&T Sports 
Lounge at the mezzanine level on 
the leftfield line. The AT&T door is 

clad in wood and tile on the outside 
and when it’s closed, you can’t 
tell it’s an operational door. Two 
additional concession/bar areas, 
with two doors each set at right 

angles, are located in the right-
center field and left-center field 
areas on the Triple Zero level.
 Hunters Roberts Construc-

Continued Page 18
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Golf Tournament Info:
www.IDAExpo.org/events

IDA Scholarship
IDA Golf Tournament
Desert Pines Golf Club
3415 E. Bonanza Rd., Las Vegas, NV 89101
www.DesertPinesGolfClub.com
Wednesday, April 25, 2018 
Registration Deadline April 6, 2018

Online Registration
Visit IDAExpo.org for 

more information.

*Member of DASMA

You can’t afford to miss the educational 
programming at IDAExpo 2018!
Each year, IDEA produces two full days of seminars 
covering the most timely and critical challenges and 
opportunities facing door and access systems dealers. 
Attendees take away solutions, new ideas and answers 
to critical questions that benefit their companies and 
enhance profitability.

IDAExpo® 2018 Plenary Workshops
It’s Your Life; Recalibrate How You Engage In It!
Wednesday, April 25, 1:00 p.m. - 2:00 p.m.
Mark Evans will share his unique stories and experiences to 
demonstrate how being more emotionally connected or 
engaged can make your life better and learn how to recalibrate 
how you look at work, home and community.

SPECIAL SESSION
Join Bill Rossiter, CEO & Principal Interrupt, for his insightful approach to...
Creating a Killer Customer Experience
Thursday, April 26, 10:00 a.m. - 11:30 a.m.
Learn about the new expectations of today’s customer and how 
their experience with your company can dramatically impact your 
business results.

INDUSTRY VETERANS DAN AND SANDY APPLE WILL PRESENT 
TWO WORKSHOPS:
Sales Pros VS Order Takers
Thursday, April 26, 8:00 a.m. - 9:30 a.m.
Any idiot can sell price!  This workshop focuses on how 
professional sales people sell value, not price.

Finding, Training and Retaining Top Performers
Thursday, April 26, 3:00 p.m. - 4:30 p.m.
Turnover of employees is a big expense for any door dealer.  In this workshop 
Dan and Sandy will discuss using online recruiting methods to attract and hire 
better qualified personnel.

SHAWN HALL WILL HELP YOU UNDERSTAND AGE DIVERSITY:
Let’s Work Together - Getting Stuff Done in an Age Diverse 
Workforce (Part 1)
Thursday, April 26, 1:00 p.m. - 2:30 p.m.
Generationally, today’s workforce consists of Baby Boomers (33%), 
Gen Xers (27%) and Millennials (38%).  Shaun Hall will help you 
explore the strengths of each generation and how they can be 

leveraged to thrive in today’s marketplace.

Millennial Leadership Roundtable (Part 2)
Thursday, April 26, 3:00 p.m. - 4:30 p.m.
Shaun Hall joins industry Millennials for roundtable discussions on Millennials in 
the workforce.  Discussion topics will include leadership, management, sales, 
technology and much, much more.

For Hotel Reservations:
www.IDAExpo.org/hotel-travel

Official Host Hotel
Rio All Suite Hotel 
and Casino
3700 W. Flamingo Road
Las Vegas, Nevada 89103
Rates: $134 Sunday - Thursday
            $164 Friday - Saturday
Reservation Center: 888-746-6955 
(use code SRIDA8)
Discounted rates through  
March 23, 2018
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Two Delden Garage Door 
Veterans Retire

MISSOURI - Sales manager, Philip Goff and purchasing manager, Larry 
Nauser have retired after 62 combined years with Delden Manufacturing 
Company.
 Philip Goff was only 23 years old when Delden founder, Gene 
Renner, hired him personally. Goff previously worked for La Crosse 
Lumber Co. based out of Mexico, MO. Prior to his working experience, 
Goff earned a degree in Building Materials Merchandising from State Fair 
Community College.
 Goff’s 41-year career at Delden began as a salesperson for the St. 
Louis, MO location. Goff remained there from 1976-1983. In 1984, he 
was offered a chance to move back home to Kansas City. He jumped on 
the opportunity. During his time back in KC, Goff worked in wholesale 
sales, marketing and eventually was promoted to sales manager.
 Phil Goff stated, "I would like to express my appreciation for the 
time I worked with all my customers throughout the Midwest. Of all the 
door guys, lumber dealers and my teammates at Delden, you guys/gals 
are the best. It has been my pleasure to work with all of you these years. I 
thank all of you for your thoughts and prayers, and I wish you continued 
success and good health.”
 Goff’s retirement came unexpectedly early due to health issues. 
Upon recovery, he expects to take up golfing again and spend much of his 
time in retirement with his grandson and fishing. Goff officially retired 
October 31, 2017.
 Larry Nauser arrived at Delden at age 46. Previously working at 
his family owned Inter-City Beverage Company, he then went to work for 
Broadway Commercial Sales. In 1996, Nauser was hired by Frank Hays 
for the position of Delden’s purchasing manager. Nauser has a Journalism 
degree from the University of Missouri.
 During Nauser’s 21-year tenure at Delden, he operated and oversaw 
nearly all aspects of purchasing and logistics. He stated, “It was a pleasure 
working for Gene Renner and I learned a lot from him.”
 Nauser’s retirement plans include traveling and getting back into 
photography. He expects to continue residing in the Kansas City area. 
Nauser officially retired September 15, 2017.
 During this transition, Joe Rethford will be handling Kansas City’s 
inside sales and working in new product introductions. Rethford has 22 
years of experience in the garage door industry. Nauser is succeeded by 
Todd Whitney, former receiving supervisor and 13-year Delden team 
member.
 Delden president, Denise Dahms stated, “Phil and Larry will be 
missed, they were an important part of the Delden Manufacturing team. 
Joe and Todd have big shoes to fill but I know they are up to the challenge, 
and I look forward to working with them.”

RETIREMENTS

For links to our advertisers 
go to 

www.garagedoornews.com
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tion Group of New York, was awarded the off-
season enhancement project. The company also 
performed design/build services to construct 
three 5,000-space parking garages at the new 
stadium facility. Hunter Roberts has led some of 
the most complex projects on the east coast.
 Paul Wassenbergh, senior project 
manager and director of interiors preconstruction 
for Hunter Roberts, was part of the Construction 
Management team that procured and managed 
the installation of the doors. The actual 
installation work was performed by AJ Garage 
Door & Service of Oakdale, N.Y. Exterior 
cladding was applied to the doors by Barrett Inc. 
of Danbury, Conn.
 “The Yankees were looking for a bifold 
door. Schweiss wasn’t in the specs, but I did 
put the name forward as an equivalent,” says 
Wassenbergh. “We recommended Schweiss 
to the architectural and design team and they 
accepted it.”
 After scouting a few other door 
companies, Wassenbergh decided the simplicity 
of design, along with the liftstraps, was a part 
of why Schweiss Doors was chosen. Bifold 
doors were also chosen because they didn’t have 

room for other components, such as a hydraulic 
pump or counter weights. The compact fit of the 
Schweiss door was the deciding factor.
 “The bifold doors are heavy duty, very 
solid and functional,” Wassenbergh says. “They 
will be a long-lasting solid piece of equipment 
that I don’t ever see failing. I like how easy they 
are to use.”
 Anthony Rosalia, owner of AJ Garage 
Door, has installed both the hydraulic and bifold 
doors from Schweiss. He believes the price and 
functionality of the doors played a big part in 
choosing Schweiss for the Yankee Stadium 
projects.
 “I’m very familiar with the larger doors,” 
Rosalia says. “I like the Schweiss doors a lot. 
They are very unique and user-friendly once 
installed. Everywhere I’ve ever installed these 
doors, they have become the focal point of the 
entire property, they really do. There were 30 
trades on the Yankee Stadium job and when we 
had those doors working, it basically came to 
a standstill. There are some particulars of the 
Schweiss doors that are very favorable to some 
people.”
 Fans attending Yankees games will now 

experience a more fan-friendly atmosphere with 
such features as an expanded Batter’s Eye Deck, 
bullpen landings, sports lounge and party decks.
The new Sunrun Kids Clubhouse is outfitted with 
a variety of interactive and engaging activities 
for the Yankees’ youngest fans.

SCHWEISS (Cont'd)

in November were at a rate of 930,000; this is 
5.3 percent (±10.2 percent) above the revised 
October figure of 883,000. The November rate 
for units in buildings with five units or more was 
359,000. 
Housing Completions 
 Privately-owned housing completions in 
November were at a seasonally adjusted annual 
rate of 1,116,000. This is 6.1 percent (±10.4 
percent) below the revised October estimate of 
1,189,000 and is 7.2 percent (±12.5 percent) 
below the November 2016 rate of 1,203,000. 
 Single-family housing completions in 
November were at a rate of 752,000; this is 
4.6 percent (±12.0 percent) below the revised 
October rate of 788,000. The November rate for 
units in buildings with five units or more was 
353,000. 

U.S. CONSTRUCTION (Cont'd)
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MARKETING

Setting Strategic Goals
Is your company a sprinter, a marathon runner or an Ironman athlete?
By Dave Bussière

As business owners, it is logical to focus 
on the immediate needs of the business. 
It helps a business stay in business. So 

a manager focuses on current costs and pricing, 
open quotes and upcoming installations and 
service work.
 But a manager also needs to be strategic 
– to think beyond current issues to develop a plan 
for longer term operations. Strategy deals with 
the question: “What do we want to be to succeed 
in the market?” Tactics deal with the more 
immediate. They deal with how to implement 
the strategy – “How we be what we want to be.”
Strategic goals often deal within specific time 
periods that actually define or limit the goal. 
And these goals also speak to the key elements 
of a firm's operations.
 At times, it is easier to convey a strategy 
by speaking in analogies. 
 Consider three types of elite athletes – 
a sprinter, a marathon runner and an ironman 
athlete. All have the potential to excel. All can 
achieve local and national wins. But they are 
different….not only in title, but also in the skills 
required to succeed, how they train and how 
they are judged.
 The sprinter is, by definition, fast. They 
focus on the short run….literally. Their training 
is focused on any small thing that can introduce 
even the smallest time benefit. They want to 
outpace the competition. The details matter 
immensely. A sprinter is about speed. Only 
speed. And the start. Starting well is key.
 A marathon runner, in contrast, is about 
the long run. Their training focuses on endurance 
and the ability to outlast the competition. This 
means that they worry about stamina, heart rate 
and consistency. Starting the race well is nice, 
but not essential. The important thing is being 
able to maintain the pace over an extended 
period of time.
 Ironman competitions are about being 
solid at multiple events – running, biking 
and swimming. It requires a wide range of 
skills and training. Like marathons, it focuses 
on consistency and perseverance. Unlike 

marathons, it also requires the development of 
substantially different muscle sets. It is about 
physical excellence coupled with a diversity of 
skills. Excellence at one thing is not enough. 
In many ways, the Ironman is judged by his 
weakest skillset – the one that is holding him 
back.
A Door Perspective
 In the door industry, the company 
that follows a sprinter marketing strategy also 
focuses on speed and the short term. This 
company wants short term gains and is eager 
to get current projects. Typically, this includes 
a focus on volume: more installations and more 
service work. Installation/service teams will be 
hired, trained and rewarded based on their ability 
to quickly undertake their tasks. There will be a 
minimum service standard, of course, but speed 
and volume will matter most.
 The marathon runner strategy, in 
contrast, focuses on perseverance and the long 
run. They are willing to forgo short term sales 
in favor of long term market position and brand 
development. They lose an installation this 
week on two commercial doors? No problem, 
if it avoided them from having to lower their 
standards or pricing. It would be typical to 
hear the owner/manager of a “marathon” door 
company say: “We lost that sale, but it will pay 

off in the long run.”
 In the door industry, the Ironman 
competitor focuses on cross-training – on being 
solid in multiple aspects of the industry. So for 
example, this company may want to be door 
experts, gate experts and a third area of expertise 
such as dock levelers, parking facility access, 
etc. They do not focus on one area of expertise, 
instead they base their success on a broader range 
of skills. This protects them from fluctuations 
in individual areas…..diversification reduces 
their risk. It requires a dedication to training. It 
changes the style of people who are hired and 
the diversity of skills that the company seeks.
CONCLUSION
 Strategic decisions tend to move away 
from the short term. They focus on the longer term 
decisions that define an organization or brand. 
While this article has focused on the running 
analogy, it is important to understand that the 
key is to know that timing and skills impact the 
brand. A manager needs to understand what they 
want their company to be in the market. This 
will impact who they hire, how they train them 
and how they evaluate/reward them. Strategic 
decisions do change the timeframe associated 
with success. All forms of evaluation—including 
rewards and reprimands – should also be shifted 
to parallel the stated strategy.
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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

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.

CLASSIFIED ADS 
ARE FREE 

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

CLASSIFIED ADS 
ARE FREE 

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

Garage Door Business for Sale
New Orleans, Louisiana

Successful business selling, installing, repairing and servicing Steel, Aluminum and 
Wood residential and commercial garage doors and operators since 1979. A fully 
functioning company with a sterling 38 years professional reputation in the Metro 
area and a solid, loyal and diversified customer base. Owner-Manager retiring. The 
company can grow exponentially with a new generation of visionaries. Authorized 
dealer of LiftMaster and Wayne-Dalton products. Sale includes name, trademark, 
phone number, customer’s list, inventory, materials, one Chevy “Silverado” truck, 
tools, ladders, etc. NO DEBTS INCLUDED IN SALE. Price on demand. Contact:

504-241-1138 Off.
garagedoorco@hotmail.com
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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

LEAD TECHNICIAN/Technician 
(Flagstaff, AZ)
Full time job

We are Stapley Action Garage 
Door,  located in Mesa, Arizona, 
near the Phoenix Metro area. We 
have an immediate opportunity for 
EXPERIENCED Technicians and a 
UNIQUE OPPORTUNITY for a Lead 
Technician in beautiful Flagstaff, AZ. 
Candidates must be well groomed, 
organized, and reliable. We need 
motivated individuals who are willing 
to work hard and help us grow. Must 
have a clean DRIVING RECORD 
and be able to pass an EXTENSIVE 
background check. Inexperienced? 
We would be willing to train the right 
individual. For consideration, please 
FAX your resume and cover letter 
ATTENTION:

James 480-396-7938.

Canadian Housing Starts Trend Sees Large Gain in November
ONTARIO - The trend in housing 
starts was 226,270 units in 
November 2017, compared to 
216,642 units in October 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.
 “The trend in housing 
starts reached its highest level in 
almost 10 years this November, 
reflecting a second consecutive 
increase in multiple starts,” 
said Bob Dugan, CMHC’s chief 
economist. “This largely reflects 
construction of multiple units 
in Toronto, where evidence of 
overbuilding is low due to the 
decreasing inventory of completed 
and unabsorbed multiple units 
and strong demand.”

Monthly Highlights
St. John’s
 Total housing starts 
increased in November due to a 
notable increase in the multiple 
segment. The shift from single-
detached to multiple housing starts 
has been driven by millennials and 
first-time buyers seeking lower 
priced alternatives in an uncertain 
economic environment. In fact, 
year-to-date housing starts are 
trending 12% lower than in 2016.
Trois-Rivières
 The trend in housing starts in 
the Trois-Rivières CMA, although 
down from a year earlier, remained 
high in November. Overall, the 
renewed growth in starts observed 
since the beginning of the year 
has been mainly attributable to an 
increase in activity in the rental 
housing segment. This gain has 
been supported in part by demand 

from older households, who will in 
fact continue to have an impact on 
this market over the coming years.
Sherbrooke
 The slight downward trend 
in housing starts that began a few 
months ago in the Sherbrooke CMA 
continued in November 2017. The 
slowdown in activity observed 
since the beginning of this year 
has been due to decreases in the 
rental apartment and condominium 
segments. In fact, the rental housing 
vacancy rate remains high and 
inventories of condominiums for 
sale are still sizable. However, starts 
of freehold homes stayed stable 
supported by strong employment 
among people aged 25 to 44.
Toronto
 Total housing starts in the 
Toronto Census Metropolitan Area 
(CMA) trended higher in November 
2017. Multiple-family dwelling 

starts trended significantly higher 
and contributed to the overall 
increase. Given escalating house 
prices of single-detached homes, 
more homebuyers continued to 
shift demand towards lower priced 
condominium apartments and 
townhomes. Higher sales of pre-
construction condominium units in 
the past two years will continue to 
break ground throughout this year 
resulting in more condominium 
apartment starts.
Guelph
Guelph builders started 269 homes 
in November, significantly higher 
than the 62 homes started a year ago. 
This increase was due to the jump 
in apartment starts which are above 
the ten-year average in response to 
strong demand from downsizing 
seniors, young households, 
immigrants and students. The rental 

Continued Page 25

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
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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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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.

THIS MONTH'S QUESTION

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:   Finding replacement control switches

QUESTION 1:
I want to replace the two biased 
architrave switches that control the 
garage doors with a standard dual 
switchplate, but can't find any that 
have the usual white rocker but 
are momentary action (biased off). 
Does such a thing exist? 
 If I can't find anything, the 
fallback is to get an MK blanking 
plate and fit a couple of push 
buttons to it, but I'd prefer it to look 
like a light switch.

QUESTION 1, ANSWER 1:
One way would be to use a grid 
plate with two momentary press 
switches. 

QUESTION 1, ANSWER 2:
You'll likely have to go to a grid 
switch system.

QUESTION 1, RESPONSE:
Thanks. 
I hadn't looked at those.

QUESTION 1, ANSWER 3:
I prefer the Scolmore minigrid. One 
CMA402 and two MD004WH. 
And maybe a plastic backbox. 

QUESTION 1, ANSWER 4:
Now the further thought occurs, 
would a mid position switch 
work? eg. a MD075WH in a single 
module? 
 I am not sure if the poster 
has multiple garage doors and a 
switch for each door or one garage 
door and one switch to open it and 
one switch to close it.

QUESTION 1, ANSWER 5:
K4878PWHI from MK any good? 
That’s a single and so far I can't find 
a dual. 

QUESTION 1, RESPONSE:
You've done better than I did.

QUESTION 1, ANSWER 6:
Screwfix 21849

QUESTION 1, ANSWER 7:
Bell push achitrave switch - MK 
used to make them.

QUESTION 1, ANSWER 8:
Google grid switches and use a 
doorbell push. 

QUESTION 1, RESPONSE:
There are two doors. To operate 
them, the relevant switch needs 
to be held down and the direction 
toggles with each operation. 
 A DP center off switch on 
its side would be good (a SP center 
off switch might be OK, but I 
need to open up the control box to 
check).

QUESTION 1, ANSWER 9:
Why not just look inside the 
existing switch?

QUESTION 1, RESPONSE:
There are two cables from the 
control box, one to each of the 
current architrave switches. 

QUESTION 1, ANSWER 10:
What do the cables connect to 
inside the switch (although I 
already know the answer)? 

QUESTION 1, ANSWER 11:
Yes - MK Grid and GET Grid both 
have retractive center off rockers.

QUESTION 1, RESPONSE:
Thanks, but what contorted version 
of English uses "retractive" to mean 
"biased" or "momentary"? (Walks 
off, muttering into beard ... ) 

QUESTION 1, ANSWER 12:
Several makers still, as you say. 
Search for 'architrave push switch' 
and you should find some.  I bought 
one recently from Edwardes 
Electrical. 

QUESTION 1, ANSWER 13:
Everyone in the electronic 
engineering world, I think.

QUESTION 1, RESPONSE:
Not everyone - I have an Electronic 
Engineering degree.

QUESTION 1, ANSWER 14:
I'd say it's rather new being used 
for this purpose in things like the 
TLC catalogue. Of course it's not 
a bit I look for that often. Out of 
interest, it's not in my basic English 
dictionary either, dated 1994.

QUESTION 1, RESPONSE:
That's true but my message started 
with: "I want to replace the two 
biased architrave switches ... with a 
standard dual switchplate." 

QUESTION 1, ANSWER 15:
Which was ambiguous. I thought 
you meant a standard dual 
'architrave' switchplate, even 
though I didn't know if such things 
existed. 

QUESTION 1, ANSWER 16:
Must admit I'd not seen the term 
before either. Momentary or 
fleeting or non latching are those 
I'm familiar with. 

QUESTION 1, ANSWER 17:
My purpose made garage door open/
close push button switch failed 
recently. After much searching for 
a like replacement with no success 
whatsoever, I replaced it with a 
standard bell press which I had in 
my spares box. It works fine for 
opening and closing the garage 
door. 

QUESTION 1, ANSWER 18:
Thing with most bell pushes is 

Continued Next Page
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they are designed for low voltage only. The sort 
described here are safe at mains voltage. 

QUESTION 1, ANSWER 19:
And there are different types of controls for 
different garage door openers. 
 My parents have a push to make 12V 
switch on their garage door. Press once and 
the door opens. Press again while the door is 
opening and the door stops. Press it again and 
the door starts to close. One button does it all. 

QUESTION 1, ANSWER 20:
Same as mine - are you my long lost son?

QUESTION 1, ANSWER 21:
My up & over door does that too. I had to replace 
the switch earlier in the year - it didn't really like 
the damp air in the garage. 

QUESTION 1, ANSWER 22:
Please don't tell me that yours also has a lamp 
that comes on when you open the door and the 
lamp fails frequently because of the vibration of 
the door opener. 
 Well before LEDs or CFLs were available 

(which should stop that happening), I used the 
output of the lamp to operate a contactor and 
switch on the garage fluorescent lights. 

QUESTION 1, RESPONSE:
I think we're at crossed purposes. The switches 
are SPNO. What I don't know is whether the two 
separate control systems can have one side of 
their inputs joined, which is what I would have 
to do to use a  SPDT(centre off) biased switch. 
If the connection simply pulls an input to ground 
then, clearly, I can use an SPDT switch. But in 
the (admittedly) unlikely case that the switching 
is not ground-referenced, then I can't connect 
them and would need a DPDT switch. That's 
why I said I needed to investigate the control 
circuitry. 

QUESTION 1, ANSWER 23:
Maybe. But I now understand what you have. 
 And if they are separate control cables, 
you are back to my first suggestion of one 
CMA402 and two MD004WH. Or everyone 
else's grid switch suggestion (same difference 
just the Scolmore stuff looks like a normal 
switch). 

WEB (Cont'd)
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Managers Learn Better From Others' Failures 
Than They Do From Their Successes

Psychology research provides abundant 
evidence that bad events have more impact 
on people's thinking than good ones do. 

Yet, this lesson has been largely absent when it 
comes to the training and education of managers, 
according to a paper in a recent issue of the 
journal Academy of Management Learning and 
Education, “Learning from Others' Failures: The 
Effectiveness of Failure Stories for Managerial 
Learning.” As the report explains, "Best-selling 
managerial books and case studies, such as Jim 
Collins' Good to Great or General Electric's 
success story during Jack Welch's reign, are 
expressions of a one-sided focus on other 
people's successes...Although [case studies] 
typically describe a manager whose organization 
is facing a challenging situation that could lead 
to failure, virtually all of the cases turned into 
successes for the organization."
 As a result, the paper contends, "current 
learning practices [in management] fall short of 
fully utilizing the learning potential inherent in 
other people's experiences...Drawing lessons 
from other people's failures is a particularly 
effective but underused form of learning. Hence, 
the best practice...is to focus not only on others' 
best but also on their worst practice – and to 
share with others not only one's success but also 
one's failure stories."
 Reaching these conclusions through an 
experiment in a classroom setting, the authors 
see their findings as highly pertinent to business 
practice. Comments co-author Ronald Bledow 
of Singapore Management University, "Our 
findings certainly apply to informal learning on 
the job – for example to the reluctance managers 
may have about revealing past failures, even 
though such stories are particularly likely to 
be of value to workers who find themselves in 
similar situations."
 Adds management consultant Diana 
Bister, who collaborated with Prof Bledow on 
the research (along with Bernd Carette of KPMG 
Belgium and Jana Kühnel of Ulm University in 
Germany), "Employees should be encouraged to 
see errors as natural byproducts of learning that 
help lay the basis for further improvement. Yes, 
a primary aim of organizations is to avoid errors, 

but mistakes are inevitable, and encouraging 
workers to talk about them openly isn't lax 
management – it’s good management."
 All the more so, the study suggests, 
because failure is not just a useful alternative 
to success as a teaching tool but a better one. 
"Failure stories lead to more learning transfer 
than success stories," the researchers find. 
Why? Because "people respond to failure 
stories with a heightened level of elaboration," 
a term that "refer[s] to the extent that people 
allocate cognitive resources and display self-
directed learning when processing vicarious 
experiences."
 In short, failure stories move managers 
to reflect harder than tales of success do.
 The researchers reached this conclusion 
through an intricate experiment involving 50 
university students in the social sciences, whose 
average age was about 24 and 30 of whom were 
women. The study consisted of sessions lasting 
about an hour in which up to six participants 
worked individually without any interaction. 
Participants listened to five fictional stories, each 
read as a first-person narrative by a different 
actor portraying a manager. Each story dealt with 
one of five important aspects of management 
– recognizing changes, analyzing a market, 
managing time effectively, dealing with conflict, 
and providing leadership. Half the participants 
heard five stories that ended with success, and 
half heard five tales of failure. The structure 
of the scenarios and the training content were 
similar for both conditions, even while differing 
in their positive or negative outcomes.
 For example, one story was about a 
young man who wants to open a bar selling 
unusual coffee creations and thinks the best 
location would be near a university. In the 
success scenario, he invests in a market 
analysis, despite a tight budget, and is advised 
that students are unlikely to have the money to 
spend on his unusual creations and that a better 
location would be in the city center. The result 
is a flourishing business. In the failure scenario, 
the young man is not willing to spend for a 
market analysis and follows his inclination to 
set up shop near the university. With students 

being unable to afford his coffee creations, the 
business lasts only a few months.
 After each of the five stories, participants 
were asked to write down what they could learn 
from it – in other words, to reflect on how it 
might be of use to them. The number of learning 
points students derived from the scenarios 
became measures of elaboration.
 To see how these lessons would be 
applied to another situation – that is, for the 
researchers to obtain a measure of learning 
transfer – participants were next presented with 
a case study about an advertising agency and 
asked to respond to five management questions 
related to issues raised in the prior success and 
failure scenarios. For example, they were asked 
to plan a meeting where an employee would be 
dismissed, a task thematically related to a prior 
scenario dealing with conflict. Learning transfer 
would be demonstrated if participants indicated 
they would prepare the employee for the meeting, 
as was done in the success scenario but not in 
the failure case. Two independent raters who did 
not know in which condition participants had 
been trained rated their responses by how many 
elements of the prior stories they applied to the 
transfer task.
 In general, failure scenarios proved 
significantly more likely to result in learning 
transfer. In the words of the study, researchers 
found "higher elaboration and training transfer 
in the failure-story condition...Failure stories 
led to more elaboration and as a consequence to 
higher learning transfer." 
 Experimental results notwithstanding, 
the authors urge that the findings "should not 
be misunderstood as a general recommendation 
to replace success stories with failure stories...
Success stories serve as inspirational examples 
and...can build learners' confidence in their 
abilities, in particular when they see similarities 
between themselves and a role model...Failure 
stories may be particularly effective in learning 
contexts where learners need to intensively 
elaborate a topic, to develop differential and 
flexible knowledge...[or] when learners lack the 
motivation to elaborate on a subject because 

Continued Page 25
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they underestimate its difficulty. Failure 
stories could then serve as wake-up calls."
 The authors concede that 
"managers who have experienced 
failure firsthand may hesitate to share 
failure stories to avoid being viewed as 
incompetent…[even though] protagonists 
who have a history of successes...may 
even be viewed in a more positive and 
humane light if they also share their failure 
stories." They cite several initiatives 
that have successfully used failure as a 
learning resource, such as After Event 
Reviews, originally developed by the U.S. 
Army but now more widely used, and Fail 
Forward, an award-winning management 
consultancy.
 In conclusion, they endorse 
"a culture in which employees at all 
organizational levels are willing to 
share their erroneous actions... The top-
management team of an organization 
can set a powerful example by openly 
discussing past failures. Organizations 
can also institutionalize communication 
about failures by providing a platform for 
employees to share failed experiences.”

market in Guelph is tight with a vacancy rate of 
1.2%. The strong demand for rental apartments 
has translated into more apartment starts. Single-
detached and townhouse starts are lower this year. 
Fewer low-rise new home sales this year have 
translated into lower starts.
Kitchener-Cambridge-Waterloo
 Kitchener-Cambridge-Waterloo builders 
started 658 homes in November, significantly 
higher than the 222 homes started a year ago. For 
the first eleven months of 2017, single-detached 
starts are lower, while starts for townhouses are up 
51% and for apartments, 26%. Demographics are 
playing a role in new home construction as there 
has been a shift to smaller households. One-person 
households, couples without children households 
and lone-parent households are increasing at a much 
faster pace than couples with children households 
which stimulates demand for affordable options 
such as townhouses and apartments.
London
 Total housing starts in London CMA 
posted one of the highest levels ever recorded 
for the month of November. Strong population 
growth and a low supply of resale home listings 
have strengthened demand for new single-
detached homes – resulting in a thirteen year 

high for single-detached starts during the month of 
November. In addition, stronger rental demand this 
year indicated by the lowest vacancy rate in London 
CMA since 2001, has already led to a higher number 
of apartment starts this year than the annual record 
set in 2016.
Regina
 The trend in total housing starts declined 
in November after both single-detached and multi-
family construction trended lower from the previous 
month. However, year to date, actual new home 
starts in Regina were 32% higher than in the same 
period of 2016. This is as a result of the strong surge 
in residential construction led by a 55% increase in 
multi-unit production. On balance, improving labour 
market conditions and continued population growth 
are supporting new home demand in Regina this 
year.
Vancouver
 Seasonally adjusted monthly starts in the 
Vancouver CMA were lower in November mostly due 
to a pullback in apartment starts as the construction 
sector remains at full capacity. Fewer multi-family 
condo and rental projects are getting underway in 
the City of Vancouver, Richmond, and on the North 
Shore, meanwhile, Burnaby and New Westminster 

CANADIAN HOUSING (Cont'd)
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Wayne Dalton Garage Doors 
Featured in Garage Rehab 

Transformation
TEXAS - Wayne Dalton commercial doors helped 
transform a struggling 
automotive shop this past 
fall on Discovery Chan-
nel’s new series Garage 
Rehab, which follows 
American entrepreneur 
and Gas Monkey Garage 
owner Richard Rawlings 
as he travels the coun-
try to revive automotive 
garages on the brink of 
failure. With an original 
air date of October 25, the episode showcased how 
one Wayne Dalton Model 451 Full-View Alumi-
num door and four Model 2411 Sectional Steel ga-
rage doors assisted in the transformation of Abel 
Racing in Midwest City, OK. 
 “With our help, the Garage Rehab team 
was able to create a striking focal point of Abel 

Racing’s storefront. Not only does Model 451 
perfectly align with 
the shops’ design 
aesthetic, but it pro-
vides a clear view of 
the classic cars in-
side, even when the 
doors are closed,” 
said Wayne Dalton 
Brand Manager Sar-
ah Schram. 
 The commercial 
garage doors were 

installed by Wayne Dalton dealer, DoorTec. The 
Model 2411 garage doors feature an embossed 
exterior skin with a white stucco finish to en-
hance the door's appearance. To offer full vis-
ibility and an open look, the Model 451 garage 
door was designed with a clear anodized frame 
and clear glass.

have observed higher multi-family starts so 
far in 2017, relative to the same period last 
year.
 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 
252,184 units in November, up from 222,695 
units in October. The SAAR of urban starts 
increased by 14.4 per cent in November 
to 235,412 units. Multiple urban starts 
increased by 16.9 per cent to 175,016 units 
in November. Single-detached urban starts 
increased by 7.5 per cent, to 60,396 units.
 Rural starts were estimated at a 
seasonally adjusted annual rate of 16,772 
units.
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