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Canimex Introduces 
Low Headroom Conversion Kit

QUEBEC – Canimex launched the Torque Force ezLHR 
Conversion Kit at the recent IDA Expo in Las Vegas. 
The kit includes a top adjuster track, two new specially-
designed double top brackets with pre-assembled rollers 
and all required fasteners.
 “This new ezLHR Conversion Kit allows an installer 
to react to an unexpected low headroom situation without 
having to return to the shop or delay the installation,” 
explains Patrick Morin, Sales Director. 
 The kit allows installers to quickly convert a 
standard lift door to a low headroom door without using an 
outside hookup configuration. It fits on 15” and 12” radius 
tracks, and results in reduced headroom of 8” by removing 
4” off the bottom of the standard vertical track. The kit 
can be used on manual or opener operated garage doors. In 
manual operation, the system provides a secured top panel 
and an improved door seal.
 Over the last year, approximately one hundred kits 
were field tested by installers across the US and Canada. 
This experience has convinced Canimex that the kit 
delivers the needed benefits to installers.
 “This is a quick and cost-effective solution to a 
frequent, last-minute job site issue,” notes Morin. 



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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Griffon Corporation Announces Acquisition of 
CornellCookson by Clopay Building Products

OHIO - Griffon Corporation recently 
announced that its subsidiary, Clopay 
Building Products (CPB), has en-
tered into a definitive agreement to 
purchase CornellCookson, a manu-
facturer of rolling steel doors and 
grilles, for $180 million. After tak-
ing into account tax benefits result-
ing from the transaction, the effective 
purchase price is approximately $170 
million.
 The proposed acquisition 
significantly enhances Clopay’s scale 
in the sale of commercial and indus-
trial doors by broadening its portfolio 
of products and customers.
 “We are excited to add Cor-
nellCookson to the Clopay Building 
Products family,” said CPB president 
Steve Lynch. “They have an impec-
cable reputation for quality products, 

strong customer relationships, and an 
excellent management team. This is 
a strategic opportunity to bring two 
outstanding brands together, to better 
serve our customers with a comple-
mentary portfolio of products that is 
one of the most comprehensive in the 
commercial door industry.”
 CornellCookson produces 
custom closure solutions found in 
stadiums, hospitals, hotels, museums, 
retail businesses, parking garages, 
and schools and universities. These 
include roll up doors, fire doors, se-
curity doors, accordion doors, and 
safety gates and grilles. 
 “Clopay is an organization 
whose values and culture align with 
our own,” said CornellCookson pres-
ident Andrew Cornell. “We are both 
U.S. owned and operated companies 

looking for opportunities to expand. 
Clopay doesn’t make coiling doors, 
and Cornell doesn’t make overhead 
sectional garage doors. This acquisi-
tion is focused on growth and value. 
Our two companies working togeth-
er, with the capital support of Griffon 
Corporation, is going to benefit our 
employees, our customers, and the 
industry. I wouldn’t be making this 
decision if I didn’t firmly believe it 
was in the best interest of our stake-
holders.”
 CornellCookson is expected 
to generate $200 million in net sales 
during its first year as part of CBP. 
The company operates facilities in 
Mountain Top, Pa. and Goodyear, 
Ariz., and has over 750 employ-
ees. Its brands have operated in the 
United States since 1828 and 1938. 

Products are sold through a network 
of more than 700 Cornell and Cook-
son dealers primarily to customers in 
North America and Mexico.
 The transaction is expected 
to be completed in June 2018, sub-
ject to customary closing conditions, 
including applicable regulatory ap-
provals. 
 Following closing of the 
transaction, the two companies will 
continue to operate as they currently 
do, with Andrew Cornell serving as 
president of CornellCookson, re-
porting to Steve Lynch, president of 
Clopay Building Products. 
 There are no immediate 
plans to change the brand strategies 
for CornellCookson or Clopay. Both 
companies will maintain operations 
at their respective facilities. 
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CROSKILL OVERHEAD 
DOORS LTD.

MANUFACTURER OF 
INDUSTRIAL-COMMERCIAL 

CR175 STEEL INSULATED 
SECTIONAL DOORS

POLYCARBONATE DOORS

CUSTOM BUILT WOOD 
CARRIAGE HOUSE DOORS

24 GA STEEL 
REPLACEMENT SECTIONS

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

519-291-1034 • FAX: 519-291-5661

Atlas’ Sponsored Team Wins 
League Championship

TORONTO – Recent-
ly, the Atlas Rolling 
Entry Systems' spon-
sored Raiders won 
the Labatt’s League 
Hockey Champion-
ship.
 For several 
years, Atlas Rolling 
Entry Systems has 
been sponsoring local 
amateur sports teams.
 “In general, we 
sponsor sports teams 
as a way to show our 
community support. It 
doesn’t really matter 
how they do,” explains Dean Forget, General 
Manager of Atlas Rolling Entry Systems.
 The company also sponsors other 

regional sports teams – often teams that 
include sons and daughters of Atlas 
employees.

AIR CURTAINS

Inflatable 
Shelter

TRAFFIC
LIGHTS

DOCK PLATES

ACCORDION
SKIRT BOLLARDS

OVERHEAD
DC DOOR

OPERATOR

TRAILER
STAND

www.supersealmfg.com1-800-337-3239
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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 27-5 Answer:

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

Case 27-5: An Aging Customer Base
 When Bill launched GDN Doors thirty years ago, the company 
was, like its owner, very aggressive. The company immediately went 
after the new housing market and successfully installed a substantial 
number of doors in the city.
 As the years passed and GDN Doors broadened its expertise, 
its residential renovation and light commercial sales increased. This 
meant that new housing construction became a less important but stable 
portion of GDN Doors’ revenues. The company actually developed a 
profitable business model of installing some new housing doors and 
years later selling those same houses replacement doors. While the 
timeframe was extended, customers proved to be very loyal.
 This follow-up market proved to be very lucrative. The company 
had benefited from a level of trust that was largely based on the sticker 
on the inside of the original garage door. In fact, Bill considered the 
thousands of doors that they installed over the past 30 years as assets – a 
reliable source of sales. For a long time that held true.
 But that market is slowing down. Homeowners seem to be less 
loyal to the original installer – maybe because of the internet or price 
concerns. Added to this is the fact that GDN Doors has had a declining 
role in the new housing market. This means that every year they have 
fewer previously installed doors to act on as that future sales asset. 
There were also correspondingly fewer word-of-mouth based sales.
 In many ways, GDN Doors’ customer base has aged with the 
company. How should Bill address the situation? Can this be turned 
around?

 This is a fairly typical business situation. Not that every business 
is able to use prior sales to drive new sales even when the house has been 
sold, but that a company with a long history will have an established 
business model that gets old.
 In this case, GDN Doors has demonstrated many years of successful 
sales that are largely based on their prolonged market presence. Simply 
put, they have been in business for a long time and so that gets them more 
business. And yet, it is possible for a company to be a victim of its own 
success – success can lead to complacency.
 So, GDN Doors shifted their focus away from new construction. 
This was likely done to improve profit margins, but it has had an impact 
on current replacement garage door sales. Given the market conditions, 
Bill should possibly consider these future revenues when he is making 
decisions about new construction bids.
 But there is likely also a second issue impacting GDN Doors sales. 
As the case correctly suggests, consumers now have access to multiple 
sources of information. The sticker on the back of the garage door is still a 
valuable starting point, but most homeowners would also supplement that 
with a web search for other qualified suppliers. For any given installation 
company, this is either good or bad. 
 So Bill needs to look at the long term picture rather than short 
term sales. Are his current decisions likely to lead to a business model 
that is sustainable over the next 5-10 years? Does he need to look at other 
revenue models?

Case 27-6: Investing in Employees
 Bill took over GDN Doors 
from his parents in 2010. This 
made him the third-generation 
owner. The company had a steady 
and diverse customer base --- in-
cluding residential and commer-
cial sales, installations and repair/
service work. 
 For the first several years, 
Bill focused on updating the man-
agement and communication 
structure of the company. These in-
ternal changes did not grow sales, 
but they helped modernize its op-

erations. This was particularly im-
portant because Bill needed long-
term employees to understand that 
he would not run the company the 
way that his parents had.
 So, for example, Bill start-
ed a monthly company update that 
he circulated to all employees. In 
the update, he talked openly about 
sales growth targets and customer 
feedback. He also highlighted key 
issues that the company faced. 
This monthly update was posted 
on company bulletin boards and 

was emailed to each employee. 
At first, some employees seemed 
skeptical about the updates. They 
now expect them.
 Bill also dedicated com-
pany resources to training and 
development. This included IDA 
certification for installing techni-
cians, but also included college 
and university courses for some 
managers. Each year, Bill brought 
people from multiple levels of the 
organization to the IDA Expo. 
 While most of the feedback  

has been positive, some employees 
joke that Bill is more interested in 
providing a stimulating workplace 
than securing the financial future 
of the company. 
 How can Bill convince 
these employees that any resources 
used on personnel development are 
investments rather than expenses?
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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
|

hermco

ThermoTraks Introduces 
New Vertical Track Design

MINNESOTA – A new company, ThermoTraks, 
introduced a new track structure at the IDA Expo 
in Las Vegas. It is designed to provide a better 
closing seal by altering the traditional vertical 
track. The new patented design has indentations 
in the track that push the entire door horizontally 
3/8” into a specialized jam seal creating a 
positive seal around the perimeter of a sectional 
door. 
 “I designed this when I was working in a 
fabrication shop in Minnesota; it was very cold 
in the winter because the overhead door wasn’t 
properly sealed,” notes company founder Carl 
Peterson. “I saw the problem and developed a 
new track design that provides a better seal.”
 Peterson and co-owner John Patock state 
that the innovative sealing system will provide 
a substantial energy saving in cold climates, 
maintain a cooler garage space in warm climates, 
as well as provide a barrier to keep garage spaces 
clean in windy/dusty environments.

 The company notes that typical sectional 
doors have air gaps around the perimeter, which 
enable them to operate without binding.
	 “This	 gap	 also	 allows	 air	 to	 infiltrate	
around the edges of the door, causing energy 
loss,” adds Peterson. “The indentations in the 
ThermoTraks	effectively	compress	the	sectional	
door against a propriety seal eliminating 
unwanted	 airflow	 and	 dramatically	 increasing	
energy	efficiency.”
 The indentations in the vertical track are 
also designed to allow the face of the door to 
quickly separate from the weatherseal when the 
door begins moving. This reduced friction will, 
Peterson believes, minimize the wear on the 
weatherseal, rollers and garage door openers.
 A study conducted by Xcel Energy 
indicates that the ThermoTraks sealing systems 
could generate annual energy savings of $132 
per door and has helped the commercial food 
industry pass USDA inspection.

devancocanada.com855-931-3334



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

To see how Clopay can open up new sales opportunities for you, call 1.800.245.2480 
in ON and East, 1.800.525.6729 in MB and West or visit clopay.com! 
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800-567-1647

“SEAL THE DEAL” 
with our NEW Double 
Astragal Bottom Seal 

Retainer
Advanced two piece design features a permanent retainer 
with co-extruded bottom seal that is easily replaceable by 
adding an astragal if the fl exible bulb is ever damaged. You 
also have the ability to add an additional T-shape astragal 
to provide more compression to fi ll voids from an uneven 
surface under your door.
This design also gives you the option to install shorter 
lengths of the retainers and by adding an astragal seal 
that makes a seamless weather seal. Shorter retainer 
lengths will save on carrying inventory as one length added 
together will fi t every length door.

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

All products available from these reliable distributors!For complete information call or visit our website...

Double Astragal Bottom Seal Retainer
available in sizes to fi t doors 1-3/8” thru 3”. 
Add a secondary or replacement astragal 
available separately from 4” to 6” for a 
dependable seal. (AR series)

Universal Astragal Bottom Seal Retainer 
Available with one vertical leg or no legs 
for a clean exterior look. Available in widths 
from 1-3/8” thru 1-3/4”. Astragal available 
separately. (UR/URF series) 

3” Long leg Double Astragal Bottom Seal 
Retainer uses an extra long leg for situations 
where the door bottom is damaged or the 
surface is uneven. Available in sizes 1-3/8” 
thru 2” door thickness. (ARL series)

TEXAS - For the second year in 
a row, Wayne Dalton has been 
recognized by Builder Magazine’s 
2018 Brand Use Study as the top 
provider of quality garage doors. 
 “We work hard to 
earn the trust of customers. 
Being recognized for a second 
consecutive year as the highest 
quality garage door provider shows 
that we have earned – and kept 
– that trust,” said Wayne Dalton 
Brand Manager Sarah Schram. 
“We look forward to continuing 
to provide both classic and on-
trend residential and commercial 
garage door solutions, as well as 

 Wayne Dalton 
Recognized by 

Builder Magazine’s 
2018 Brand Use Study

introducing more builders to the 
Wayne Dalton brand.”
 The 2018 Builder Brand 
Use Study, conducted in collabo-
ration with market research firm 
The Farnsworth Group, sheds light 
on the construction industry’s at-
titudes towards the products they 
recognize, use and trust, as well as 
their overall willingness to try new 
products. This year, more than 950 
qualified builders, developers and 
general contractors participated in 
the online survey, which focused 
on 51 categories of the home, from 
structure to finishes and everything 
in between.

Alumatec Introduces 
New Counter Shutter

UTAH – Alumatec Pacific Products 
recently launched the Ligo 
aluminum counter shutter. The 
shutter includes a new H-guide 
design that allows for multiple 
mounting options including face 
of wall, between jamb and self-
supporting.
 According to Cord 
Christiansen, National Sales 
Manager, the Ligo security shutters 
are ideal for countertop and 
storefront applications including 
pharmacies and concession stands.

 The counter shutters have an 
aluminum slat thickness of 0.056” 
and are available in widths of up to 
20’. There are no height restrictions. 
The coil plates are designed to mount 
to back of guide dimension to allow 
clearance for multiple operating 
options. The new slat profile design 
will accept stop heights up to 11’3” 
to remain on 8” square or coffered 
head plate for maximum opening 
height with a minimal coil box.
 The Ligo shutter is available 
in any color.

Past issues of The Garage Door News 
are available at 

www.garagedoornews.com



I need door protection 
with more vertical range 
than a single beam  
photo eye. 

–Tim, Chicago, IL
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superseal

Goff’s Introduces New 
Structural Door Support Frame

WISCONSIN - Goff’s 
Enterprises, Inc. has an-
nounced the addition of 
the Structural Door Sup-
port Frame to  its product 
line.
 The Structural 
Door Support Frame 
simplifies installation of 
a Goff’s door in any lo-
cation at any facility – no 
door opening is needed. 
Easily assembled, the 
Structural Door Support 
Frame ships with only 
three components and 
a hardware box. The 

frame bolts directly 
to the floor pro-
viding stability 
and support. De-
signed to fit all 
standard Goff’s 
doors up to 14’ x 
14’, the compa-
ny notes that the 
Structural Door 
Support Frame al-
lows the ability to 
build a scalable 
work area with no 

permits required.
    Additionally, the new 
Structural Door Support Frame is 

Links to our advertisers are available at  
www.garagedoornews.com

available in aluminum, pow-
der coated steel and stainless 
steel.
 “The new Goff’s Struc-
tural Door Support Frame now 
gives users the ability to buy 
a turnkey project from one 
supplier when a complete cur-
tain wall package is required,” 
states Tra Tramonte, VP of 
Sales & Marketing at Goff’s 
Enterprises. “The curtain wall, 
the door framing, a strip door 
or a high-speed door can now 
all be supplied by Goff’s En-
terprises for a turnkey pack-
age in any facility.”

SINCE 1857

A RELIABLE PARTNER 
TO THE GARAGE DOOR 
INDUSTRY

WEATHERSEAL
ROLLERS
HARDWARE
TOOLS

OUR KNOWLEDGE IS YOUR STRENGTH

www.fehr.comFEHR BROS. INDUSTRIES, INC.  
895 KINGS HWY, SAUGERTIES, NY 12477

CALL 800. 431 . 3095 
FAX   888 . 352.1790

FREE FREIGHT ON ORDERS OF 
$500 OR MORE 

WITHIN THE CONTINENTAL U.S.
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National Door Announces Partnership
With Boot Campaign

Left to Right: James Webb – VP of Sales & Marketing, National Door; 
Marcus Luttrell – Retired Navy SEAL, Lone Survivor author; Shelly 
Kirkland – CEO Boot Campaign; Kelsey Smith – Programs Director of 
the Boot Campaign; Morgan Luttrell -- Retired Navy SEAL; Britt Barnard 
– Owner, National Door; Mike Barnard - Owner, National Door.

TEXAS – National Door Industries 
launched a partnership with Boot 
Campaign, a foundation dedicated to 
supporting American military families, at 
the recent IDA Expo in Las Vegas. The 
partnership focuses on promotion and 
funding.
 “The whole National Door 
organization is supportive of the military,” 
explains James Webb, Vice-President 
Sales and Marketing. “So, when I brought 
this partnership forward, everyone agreed 
that we had to do it.”
 Boot Campaign was launched in 
2010 after five Texas women read Lone 
Survivor, the national best-seller by 
veteran Navy SEAL and fellow Texan 
Marcus Luttrell. His harrowing in-the-
field and traumatic post-service story 
revealed an unmet need to support and 
give back to those who risk their lives 

to secure freedom for Americans. 
It compelled the five friends into 
action. They started wearing combat 
boots and set out on a mission to get 
more Americans to do the same.
 Boot Campaign has raised 
more than $19 million, including 
$2.7 million in 2017. The organiza-
tion gives more than $2 million an-
nually to help service members, vet-
erans and their families from every 
generation.
 In 2016, the organization 
narrowed its programmatic focus, 
launching a health and wellness pro-
gram. 
 “The goal is to improve 
the quality of life for veterans. We 
are providing access to first-rate, 
innovative care that treats the whole 

Continued Page 21
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Automatic Technology Introduces New 
DC Rolling Steel Operator

ILLINOIS - Automatic Technology 
displayed the new Dominator 
Easyroller DC rolling steel door 
operator at the recent IDA Expo in 
Las Vegas. The 24V DC permanent 
magnet motor features a short-term 
lifting force of 600N. The unit 
requires 1.6” sideroom.
 “This design drives the drum 
wheel,” explains Wayne Horton, 
Vice President of Sales, “and this 
is a design that the company has 
tested extensively in Australia.”
 The opener can be used 
on doors of up to 180 sq.ft. and 
is ideally suited to boat and RV 
applications.
 The unit includes bright 
LED lighting, and comes with soft 
start and stop operation. The unit 
includes a 5 year, 10,000 cycle 

warranty on parts and a 1 year 
warranty on accessories.
 The Dominator also 
includes an Auto-Programmer tool 

that is provided to installing dealers. 
The Auto-Programmer allows 
dealers to plug in to the operator 
and easily access system diagnosis. 

This allows dealers to accurately 
count opener cycles, review opener 
operation, restore transmitters and 
diagnose faults.

Raynor Worldwide Announces Richards-
Wilcox Regional Manager of the Year

Neil DeChamplin

ILLINOIS - On April 25th, Raynor 
Worldwide announced the 2017 Regional 
Manager Award winners during their Sales 
Awards Banquet which annually recognizes 
the top sales achievers. 
 Raynor Worldwide announced that 
Neil DeChamplin was named Richards-
Wilcox Regional Manager of the Year for 
2017. Neil is responsible for the Yukon, 
British Columbia, Alberta, Saskatchewan 

and Manitoba territories. 
 Richards-Wilcox Director of 
Canadian National Sales, Mike Maguire 
stated, “The Richards-Wilcox Regional 
Manager of the Year award is based on 
several categories, which Neil exhibited 
with outstanding results in each of those 
categories. We appreciate Neil’s above 
and beyond efforts and look forward to his 
continued success.”
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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

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

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

For Sale  Residential & Commercial 
Door Company Northern California
Located in the heart of wine country 
this established 19 year old business 
is turn-key, debt-free, profitable, with 
unlimited growth potential. Gross 
revenue $403,000. Company has 2 + 
full time employees, & owner, who is 
retiring, will assist for up to 6 months. 
Company has a 6 yr reasonable lease on 
shop/office approx. 2000 sqft, & outside 
fenced storage area approx. 1800sqft.. 
Sale to include 3 trucks, scissor lift, 
trailers & large inventory. We specialize 
in CHI for residential doors & Porvene 
for commercial. Asking price $149,000, 
owner financing available. Phone:

Rod 707-263-4830 
email: mendolake@earthlink.net.

Outside Sales Representative
We currently have outside sales 
opportunities available in the multiple 
US territories for ambitious Sales 
Professionals. Industry knowledge and 
field sales experience required. More 
information available at: 

www.skylinkhome.com/careers
Email resume to:

careers@skylinkhome.com
Contact Frank Cicero 

1-888-272-8667

CLASSIFIED ADS 
ARE FREE 

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

CLASSIFIED ADS 
ARE FREE 

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

BUSINESS FOR SALE
COLORADO

This well respected commercial, 
residential and custom garage door 
installation company has a long history in 
the central mountains of Colorado, from 
Aspen to Vail and Rifle, with thousands 
of satisfied customers. They offer high 
quality products, installed with top notch 
quality and customer service. Relying 
primarily on word of mouth and loyal 
repeat customers, this company is well 
positioned to continue on a path of steady 
growth of sales and profitability. The next 
owner could increase ongoing service for 
new and existing customers, as well as 
explore new marketing channels to grow 
the business. The business is located on 
acreage with a house, shop, warehouse 
and office space. The business alone 
(asking price $185,000) may be relocated 
or purchased with the real estate. Asking 
price for the real estate, separate from the 
business, is $425,000. For a full prospectus, 
please register at: 

www.touchstonebiz.com or 
email: andrews@touchstonebiz.com.
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CLASSIFIEDS

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

Garage Door & Gate Technician 
The leading garage door company in the 
area is looking for qualified candidates 
for full-time employment. We are look-
ing for highly motivated Garage Door 
& Gate Technician. Must have a good 
attitude, clean-cut appearance, enthu-
siastic and hard-working qualities. All 
division requirements are * Experience 
preferred : willing to train the right can-
didate
• Clean cut- Self-motivated
• Customer service oriented
• Team players w/ positive attitude
• Friendly personality
No DUI's, clean driving record, reliable 
transportation Please respond to this 
email with resume and/or related work 
experience.

Monday-Friday: 7:30am - 4:00pm
Job Type: Full-time

Info@accessgaragedoor.com

Garage Door Business For Sale in 
North Texas

Providing sales, service and installation of 
Garage Doors and Custom Built Driveway 
Gates. Established in 2003 we have a nice 
client list with a lot of repeat business 
customers. Located in north Texas, 
Grayson county. Contact seller by email:

gatesofiron@msn.com

Business for Sale
Business is nearly 50 years old 
and located in great town of nearly 
20,000 people. We do residential and 
commercial entry doors, garage doors 
and glass.  We service a 50 mile radius 
of Frankfort Indiana. Will sell for 
$500,000. Business will be debt-free. 
Email:

doorpro1735@yahoo.com.

Overhead Door Company of 
Rockford

Are you interested in working for a 
company that is growing and where the 
opportunities are endless? Overhead 
Door Company of Rockford has several 
positions available and is looking for 
energetic people who are committed 
to excellence. We currently have 
positions available in Management, 
Sales, Operations and Garage Door 
Technicians. Overhead Door Company 
of Rockford provides both residential 
and commercial garage doors and 
other related products to customers 
throughout Northern Illinois and 
Southern Wisconsin including Dekalb, 
IL, Elgin IL and Beloit WI. As part of 
a distributor network with locations in 
Northern Kentucky, Bloomington IN 
and Vincennes, IN, we offer competitive 
compensation, a great benefits package 
including health insurance and the 
opportunity for professional growth.
If you are interested in applying for a 
position, please send your resume to: 

sales@ohdrockford.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

Lowry Overhead Doors located in Orem, 
Utah looking to hire EXPERIENCED 
Garage Door INSTALLERS and SER-
VICE TECHNICIANS. We have an in-
stall and service department, both serve 
residential and commercial customers.  
Both departments offer competitive wag-
es, and for the right tech, potential man-
agement positions.  Lowry Doors has been 
in business since 1950 and are well estab-
lished in our community. We are looking 
for the right person to help take our com-
pany to the next level, and for someone 
who is looking for a career and not a job. 
If you have Garage Door experience that 
is a plus, but we recognize that this is a 
unique industry and so a desire to learn 
and work hard is really all you need. To 
Apply Please Email a Resume: 

jobs@lowrydoors.com



The Garage Door News 21 JUNE  2018

person,” says Boot Campaign CEO 
Shelly Kirkland.
 “By linking arms with 
wellness partners across the country, 
Boot Campaign is able to help clients 
address issues such as traumatic 
brain injury, post-traumatic stress 
disorder, chronic pain, self-
medication and insomnia. This 
can kick-start a veteran’s journey 
to take back control of their health 
and wellness and is also furthering 
scientific research that will improve 
the lives of others in the future.”
 Kelsey Smith, programs 
manager at Boot Campaign shared 
why working for the organization is 
so rewarding. “After going through 
the health and wellness program, 

one of the guys said to me, ‘You 
gave me my life back.’”
 National Door’s Webb 
notes that his son-in-law, Morgan 
Luttrell, and his twin brother, 
Marcus Luttrell, the author of 
Lone Survivor, combined their 
military experiences to prompt the 
partnership.
 “I originally talked to the 
owners of the company about 
a donation to Boot Campaign,” 
explains Webb. “But it quickly 
became apparent that our corporate 
goals were perfectly lined up with 
the organization. So, we made a 
$10,000 donation at this year’s IDA 
Expo, but our dedication to the Boot 
Campaign runs much deeper.”

LiftMaster Wins 2018 Muse Creative Award
 
ILLINOIS - LiftMaster recently 
announced that the integrated mar-
keting campaign introducing its 
Automatic Garage Door Lock won 
a Platinum award in the 2018 Muse 
Creative Award competition. The 
winning campaign was developed 
by Upshot, a Chicago-based mar-
keting agency. 
 The Muse Creative Awards 
is an international competition for 
creative professionals who inspire 
through concept, writing or design. 
“With over 1,350 submissions from 
37 countries, winning a Muse Cre-
ative Award is a great honor,” said 
Beril Altiner, director of marketing 
communications for LiftMaster. 
“Partnering with Upshot has en-
abled us to create a unique, idea-
driven campaign that resonates 
with consumers.”
 As the Automatic Garage 
Door Lock from LiftMaster makes 
garages more secure, the winning 

campaign centers around the sound 
of security and the feeling of peace 
of mind. Upshot’s creative team, 
led by Kat Tushim, developed the 
campaign based on research show-
ing how hearing a lock click makes 
people feel safe and secure. The 
launch campaign started with a 
television spot that took that sound 
of safety –  deadbolts, bike helmets, 
seatbelts – to showcase how the 
LiftMaster Automatic Garage Door 
Lock works.
 Muse Creative Awards is 
administered and judged by Inter-
national Awards Associates (IAA) 
and an elite panel of internationally 
recognized creative professionals. 
Entries were submitted by agencies 
for companies and brands such as 
Porsche, National Geographic and 
Marvel. Winners were selected in 
a wide range of categories, from 
broadcast, print, social media and 
emerging platforms. 

NATIONAL DOOR (Cont'd)

  “Winning a Muse Creative 
Award can be a significant career 
milestone,” said Kenjo Ong, presi-
dent for IAA. “With vetted panel-

ists, tough criteria, blind judging 
processes, and strict bylaws limit-
ing winners, only the best entries 
receive this coveted statuette.” 

                                                                        Styrene 3 layer models    
have the same appearance as Urethane 3 layer models.

                                              Special designs, odd widths, 3” height 
increments on most models, and vertical hinge plates with full section 
height.

                                                                   Many open territories with
exclusivity available.

                                                           Our new black and grey doors are 
the latest example of our continual commitment to stay in step to 
market demand. 
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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 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:     Broken spring damages door
QUESTION 2:     Why one-piece doors are not available

QUESTION 1:
I have an 18' two car garage door that 
was damaged by the spring when it 
broke. The top part keeps buckling 
when it is being raised. I tried to put 
an 18' 2x4 under the sheet metal on 
the top, but it still keeps bending.  
Any suggestions? (link to photo)
 The repair guy wants $700 
for the top panel. Is there a cheaper 
place where to get that?

QUESTION 1, ANSWER 1:
Would putting a piece of garage door 
rail across the broken part do any 
good? The ones I saw at a local farm 
supply store looked a lot like chan-
nel iron. 

QUESTION 1, ANSWER 2:
Or anything steel that's similar, e.g. 
a piece of angle iron. HD sells it in 
lengths. For that matter, I don't see 
why the 2x4 would not work if it was 
properly bolted in place. But angle 
iron would be far less noticeable.

QUESTION 1, ANSWER 3:
I wonder if your homeowner's insur-
ance might help to cover this? 
 Also, if you want to save 
money, have you considered re-
placing the top panel with one that 
doesn't have the windows?  I prefer a 
windowless garage for security and 
to help keep the garage cooler in the 
summer. 
 The 18' 2x4 you installed 
will add substantial weight to the 
door which might necessitate a 
spring adjustment.

QUESTION 1, ANSWER 4:
I can't imagine a homeowner's insur-
ance policy covering wear and tear, 
which is what that is. 
 Besides, homeowner's in-
surance should be used as catastro-
phe insurance- not something to file 
nickel and dime claims. All they'll 
do is increase your premium to get it 
back, and then some!
 There are household warran-

ty programs that cover stuff like your 
appliances, etc. But most people re-
alize these are a waste of money. 
 The fine print and deduct-
ibles and limited range of repair 
people can use will disappoint when 
something breaks. Instead, put the 
money you'd spend each month on 
the premiums in a cookie jar and 
when the appliance breaks, use that 
money to get it repaired. 

QUESTION 1, ANSWER 5:
The policy will not cover the broken 
spring, but it very well might cover the 
damage caused by the spring break-
ing. He has nothing to lose by asking. 

QUESTION 1, ANSWER 6:
Yeah, he does. Read the rest of my 
post which you responded to.

QUESTION 2:
When I was a lad, our garage door 
was hinged across the top. When you 
opened it, it did not use up any space 
inside the garage. They don't seem to 
make these any more: garage doors 
either lift up entirely into the roof 
space or sit with 2/3 in and 1/3 out.   
 Is there a good reason why 
people don't top-hinge them any 
more? For a garage that is really a 

workshop it would seem ideal, leav-
ing all the roof space for storing 
stuff.

QUESTION 2, ANSWER 1:
I had one back in the 80s. I answered 
an ad in the newspaper for a garage 
door and went down and picked it up 
and carried it back home on the top 
of my van! It was made out of alu-
minum and it was counter-weighted 
by bricks on the top portion of the 
door above the hinge. I go by the old 
house on occasion and it was still 
there the last time. It was perfect as 
it was easy to lift up and gave some 
extra working room in front of the 
garage. 
 I just started looking for in-
formation on one for my new shed 
and as you say, they no longer seem 
to be known about. It was perfect for 
me back then and I'm going to make 
one for my shed. I have no idea why 
they are no longer sold but maybe 
there was no need to repair them. 
The new doors are a pain and always 
need something whether it's a broken 
spring or roller. The only thing is the 
upper hinge door doesn't lend itself 
to remote operation for a couple of 
different reasons. Not a deal breaker 
for me.   
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Overhead Door Brand Recognized in 
2018 Builder Brand Use Study

TEXAS - Nearly 1,000 U.S. 
builders, developers and 
contractors have voted the 
Overhead Door Brand as the 
garage door brand with the highest 
brand familiarity and the brand 
used most, according to the 2018 
Builder Brand Use Study. The 
annual study reveals the top 
manufacturers and products that 
are the best fit for builders’ current 
needs.
 “The Overhead Door 
Brand has remained one of the 
study’s top choices for builders, 
developers and contractors for 
eight years. We’re proud of the 
products and trust that we’ve 
earned for nearly a century,” said 
Heather Meiner, Overhead Door 
Brand Manager. “We look forward 
to the next 100 years of innovative 

product achievements combined 
with superior service.”
 According to the survey 
conducted by market research 
firm The Farnsworth Group, 

product performance and desirable 
features are the top two priorities in 
product selection. Other important 
factors for choosing a product 
include warranty, availability, 

price and ease of installation. 
Survey respondents represented a 
variety of price points, disciplines 
and production volumes across 51 
building product categories.

Raynor Announces 
2017 Regional Manager of the Year

ILLINOIS - On April 25th, Raynor 
announced the 2017 Regional Manager 
Award winners during their Sales Awards 
Banquet which annually recognizes the top 
sales achievers. 
 Raynor has announced that Chris 
Walter was named Regional Manager of the 
Year for 2017. Walter  is responsible for the 
Sunshine Region that includes Florida and 
Georgia. 

 Raynor Director of US National 
Sales, Tim Ashford stated, “The Raynor 
Regional Manager of the Year award is a 
weighted award based on seven unique sales 
achievement categories established by sales 
management. Chris has done an outstanding 
job managing his region over the past few 
years and as our Regional Sales Manager for 
the Sunshine Region, his tireless efforts are 
greatly appreciated by everyone at Raynor.”

Chris Walter

We all know that first impressions are important.  

That’s a responsibility that Wayne Dalton takes 

seriously. Our dedication to innovative design, quality 

construction and rock-solid customer service ensures 

the perfect first impression. With more design options 

than ever before, Wayne Dalton makes garage doors 

that are truly unique.

Learn more about our full line of residential 
door solutions

wayne-dalton.com

Model 9700, Charleston panel, White finish, 24 Window Square

MAKING YOUR HOUSE A HOME
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the 1/8” saw-cut blade width and inserting 
an 18 AWG wire into a 1/8” wide groove. 
The top wire winding would not allow the 
sealant to pass by to encapsulate the wires 
below leaving an air pocket below the top 
wire (see image below). 

 When the gate closed, ground 
vibrations caused by the weight of the gate 
could cause the lower wire to move slightly. 
The detector module looks for a change in 
inductance. Because the lead-in wire signal 
is 180° out of phase, any change in distance 
between the wires would cause the EMF 
fields to react with each other, resulting 
in a change of inductance that can cause 
a false trip. If the change of inductance is 
great enough, the detector will lock up and 
hold the gate open. An installer can hide 
this problem by turning down the detectors 
sensitivity level, but doing so can create 
other problems, such as not being able 
to detect or hold a detection on high bed 
vehicles or motorcycles.
 The lead-in is more sensitive to this 
because the signal will be 180° out of phase 
of the return wire. Imagine that when the 
signal leaves the detector it will travel from 
the detector module go around the loop and 
then return to the detector module as shown 
below.

 

Simply bringing the lead-in wires together 

Eliminating False Loop Detections
To Twist or Not Twist the Lead-Ins

By Ted Dickson, 
      President of BD Loops

TECHNICAL

Periodically, installers ask whether it 
is necessary to have twisted lead-in 
wires in loops to cancel the detection 

fields in the lead-in. This article explains 
the views of some in the industry in support 
of twisted lead-in wires, and then presents 
evidence that this is unnecessary.

Twisted Lead-Ins
 There is the belief that twisting 
the lead-in wires will cancel the EMF 
fields in the lead-in and prevent 
detecting a vehicle or even the gate 
itself if the lead-in wires were run 
underneath the gate path. As such, installers 
are sometimes required to run the lead-in 
wires for the outside reverse loop under the 
gate path -- they are worried that if the lead-
in wires were not twisted the gate closing 
would cause a detection and re-open the 
gate. 
 The following is an example from 
years ago: An installer installed a hand-
wrapped loop using a spool of wire and a 
1/8” blade to cut both the loop and the lead-
in. To fit the wires into the lead-in groove, 
he didn’t twist them as that would require a 
wider cut. When he tried to close the gate 
after the system was installed, the gate was 
detected by the loop lead-in and reopened. 
To fix this issue, he twisted the lead-in wire 
6 to 8 twists per foot. 
 For the twisted wire to fit the saw-
cut groove, he had to cut a ¼ wide groove 
to accommodate the wider twisted pair. The 
problem went away when the lead-in was 
twisted and a wider groove was used. Thus 
a gate industry myth was born: loop lead-
ins have to be twisted to cancel the detection 
field otherwise the lead-ins would detect 
metal objects such as the gate. 

An Alternate Explanation
 We believe that the real problem that 
this dealer experienced was caused by using 

(which are 180° out of phase) cancels the 
lead-in wires EM Fields so that a metal 
object cannot affect the impedance of the 
loop system (see image below). 

 

We believe that it is a myth that the EM 
Fields cancel when twisted. 
 By twisting the lead-in and cutting a 
wider saw cut groove, now the lead-in wires 
cannot move and when loop sealant is applied 
it will allow the sealant to encapsulate the 
two wires further ensuring the wire cannot 
move from ground vibrations and cause a 
false detection. 

Untwisted Lead-Ins
 In April 2006, BD Loops introduced 
preformed saw-cut loops to the door, parking 
and gate industries. We faced some resistance 
at first due to our saw-cut loop design. BD 
Loops preformed saw-cut loops did not have 
twisted lead-in wires, instead we jacketed 
lead-in wires to prevent movement.  
 By having an outer jacket that holds 
the wires together, both the 180° out of phase 
and wire in an outer jacket will eliminate 
false detections. This eliminates the need 
for twisted lead-ins. 

Ted Dickson is President of BD Loops. 
Additional information is available at www.
BDLoops.com
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Indented Hex Washer 
Head Self Drillers

Indented Hex Washer Head
Machine Screws - Plain &
Serrated Heads

Indented Hex Washer 
Head Serrated Self 
Drillers

Indented Hex Washer 
Head Serrated Tapping 
Screws Type A

Pan Socket Type A - AB
Tapping Screws

Pan Head Quadrex
Self Drillers

Indented Hex Washer 
Head (Lag Screw) Type A

Carriage bolts

Special High Hex Washer 
Head Tapping Screw Type A

Flat Head Carriage Bolts

Knurled Track Bolts

Short Neck Carriage Bolts

Flat Head, Round Head 
& Shoulder Rivets

Special Low Profile
Carriage Bolts

UNC Finished Hex Nuts

Hex Head Cap Screws

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

Serrated Flange 
Locking Nuts

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

100% MANUFACTURED IN NORTH AMERICA 

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

PowerMaster Introduces 
New Control Boards

NEW YORK – PowerMaster 
recently introduced the new Turbo 
door control board and the new 
Nitro gate control board. Both 
control boards use technology 
to simplify programming and 
diagnostics. They each have the 
capability to monitor auto-detected 
safety devices – pulse or resistive.
 “The new Turbo board is 
designed to be easier to set up and 
maintain because of the enhanced 
LED diagnostics and three separate 
safety inputs,” explains Renée 
Maloney, one of the members 
of PowerMaster’s sales and 

consulting team. 
 Typical wiring types and 
common features are easily selected 
with one button. Turbo utilizes 
reverse-mount components that 
enhance the protection of sensitive 
electronics from environmental 
risks. Plug-in modules include 
traffic light controls, sally port 
controls and radio controls.
 The new Nitro board has 
a backlit LCD display to provide 
status and a setup wizard to 
guide the user to quickly get a 
unit operating. Its multi-language 
capability (English, Spanish or 

French) offers users familiar 
instructions and diagnostic 
information. There are two sets of 
safety inputs for open and close, as 
well as inherent speed detection. 
The DC motor speed controls 
provide a dynamic response to 
load variations, and the current 

limiter protects the motor from 
short circuits and other common 
failures. The programmable 
auxiliary relay output can be used 
for a variety of external devices.
 Each board can be used 
for single phase or three phase 
installations.

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

Portale Fiberglass 
Doors Introduced

CALIFORNIA – Portale Garage 
Doors was launched this year with 
a line of wood-like fiberglass in-
sulated residential garage doors. 
The doors are currently available 
in three designs: Toscana, Mod-
ern and Hacienda. Two additional 
designs are being introduced this 
summer.
 “I designed these doors 
to address a concern with wood 
doors,” explains Antonio San-
tamaria, President of Portale. “We 
were finding that wood doors had 

trouble performing in high-tem-
perature and humidity areas are 
impacted by cracking and paint 
maintenance. Weight, no insula-
tion and high cost are also a big 
concern.”
 The 2” thick polyurethane 
doors are designed for residential 
renovation projects and high-end 
new housing. While priced sub-
stantially below custom wood 
doors, Santamaria notes that the 
key market strength of the doors 
are their design.



CRUISE
CONFIDENCE

WITH

With Genie Aladdin Connect® Wi-Fi 
technology now built into your 
opener, you won’t worry about 
what’s going on back at the garage.

www.geniecompany.com
The Genie Company  |  One Door Drive  |  Mt. Hope, OH 44660

MODEL 3120 with integratedMODEL 3120 with integrated

To become a Genie Pro Dealer, send a request to 
teamgenie@geniecompany.com  or call 1-800-843-4084.
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All of us at SDI would like to thank our 
suppliers and customers for all their support 

and we look forward to the next 30 years.

     

SER VICE DOOR INDUSTRIES     1340 Mid-Way Blvd Mississauga, ON, L5T 2G8
PHONE: (905) 670-1200           FAX: (905) 670-8830          COUNTER FAX: (905) 670-9931
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