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Quality Overhead 
Door Installs Door 

on 10th Floor of 
Hospital 

MINNESOTA - Quality Overhead 
Door in Rochester, Minnesota 
installed a new Raynor DuraCoil 
garage door for the helicopter pad 
at St. Mary’s Hospital in Rochester. 
Located on the 10th floor of the 
hospital, the project involved a crane, 
fork lift, two scissors lifts and a 
technician from Otis Elevators. 
 The original door was in-
place since 2006 and had broken 
springs. To change the barrel, a 
crane would need to be involved to 
raise a new barrel and lower the old 
one. Instead, the hospital decided to 
replace the entire door.

 The crane started at 2:30 AM 
on a Saturday with the door install 
starting at 3:30 AM. The new door 
took four techs to install (two ran the 
forklifts and two ran the scissor lifts). 
 It was completed by 2 PM on 
Saturday. The door weighs 9,900 lbs. 
with the barrel at 16” diameter with 
a 2.5” shaft. The crane came from 
Minneapolis and was the second 
largest crane in their fleet.
 “This was quite the project 
and one for the memory books,” said 
Quality Overhead Door Manager Ben 
Pehling. “The quality of the door will 





ADVERTISER 
INDEX

3The Garage Door News JULY  2020

Advanced Plastic Corp.      847-674-2070    Page 19
Airlift Doors Inc.       888-368-4403    Page 9 

American Garage Door Supply      800-233-1487     Page 7

BD Loops       714-890-1604    Page 19

Canada Fire Door & Frame     905-761-6400    Page 3

Collier        877-548-2799    Page 18

Croskill Overhead Doors      800-567-7472    Page 8

DEK Canada Inc.       800-361-3198    Page 1, 11

Devanco Canada       855-931-3334    Page 12

Napoleon/Lynx       800-338-5399    Page 4

Newton's Apple        800 583-9903     Page 3

Schweiss Doors       507-426-8273    Page 8 

Service Door Industries Ltd.     905-670-1200    Back Page

Service Spring Corp.      800-752-8522    Page 10 

SuperSeal Manufacturing      800-337-3239    Page 6

Unique Garage Door Products     888-600-8852    Page 2

Wayne Dalton       wayne-dalton.com   Page 13

GARAGE DOOR
T    H    E

N
 E

 W
 S

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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last the hospital a long time, plus it gives it a 
very clean and professional look. This was an 
extremely fun, yet challenging project and it 
reminds us that the sky’s the limit when it comes 
to garage door installation.”

INSTALLATION (Cont'd)

MINNESOTA - Five Schweiss bifold doors were 
recently installed on a private hangar project at 
the Weiner Neustadt East Airport near Vienna, 
Austria.
 KAT.AT building contracting, an Austrian 
company that specializes in greenhouse construc-

tion, built three plane rental hangars there that 
feature five Schweiss bifold liftstrap doors. The 
largest hangar is 197 feet by 131 feet and has three 
doors: one measures 63 feet, 5 inches by 23 feet, 
8 inches and the other two are 55 feet, 9 inches 
by 19 feet, 10 inches. Two other hangars are 65 

feet by 65 feet and each 
has a door measuring 
43 feet, 5 inches by 23 
feet, 8 inches.
 Weiner Neustadt 
East Airport serves the 
Austrian state of Low-
er Austria. It is used 
for business and gen-
eral aviation and is the 
home to the corporate 
headquarters and man-
ufacturing facilities 
of Diamond Aircraft, 
Austria’s most famous 
aircraft factory.

Schweiss Doors Installed on 
Private Hangar in Austria

TOUGH
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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 29-6 Answer:

COVID-19

Case 29-6: Successful Service 
Contracts

COVID-19 continues to impact our communities and businesses. We know that the industry is working hard to keep 
doors, gates and docks operational. Industry associations are providing on-line updates and resources to help businesses 
navigate the changing conditions. It is important to take care of family, employees and customers. Stay healthy. Stay safe.

 This case presents a business that is experiencing strong sales 
results in the commercial service sector. The sales team has highlighted 
two potential reasons for that success: the sales team itself and advertising. 
It is useful to consider the implications of these ideas.
 It is important to acknowledge that the sales team’s efforts may 
have played a substantial role in the sales increase. As they gain experience 
and market exposure, results can improve. Similarly, advertising can 
have an incremental impact on sales. Both of these explanations point 
to internally controlled variables. GDN Doors determines who is on 
their sales force, how they are trained, how they are compensated, etc. 
Likewise, it has control over ad design and placement. The team could 
have added the quality of GDN Doors' prior work as a third internal factor 
influencing sales.
 But the case adds in an additional insight: the quantity of pricing 
requests has not grown – they are simply more successful in closing the 
sale. This suggests two additional factors that could be at play.
 First, it is possible that the sales and advertising efforts are not 
bringing in more prospective customers, but prospects who are better 
suited to GDN Doors' operations. 
 Second, it is possible that outside factors are influencing GDN 
Doors' sales. Are competitors advertising less? Has a competitor lost an 
experienced salesperson? Have major competitors implemented a price 
increase?
 It is important for Bill to look at both internal and external factors.

Case 29-7: The New Normal
 Over the last 20 years, Bill 
had built up GDN Doors to be a 
solid residential door and access 
company in a mid-sized city. The 
company was very loyal to a few 
manufacturers and used that con-
sistency as part of the company’s 
branding.
 GDN Doors positioned it-
self as a premium, trustworthy 
company with a commitment to the 
local community. As such, they did 

not have low prices for the market.
 Bill believed that the com-
pany had a good reputation in the 
marketplace, but he acknowledged 
that many people in the communi-
ty could not name a single garage 
door company, unless they had re-
cently renovated their door or had a 
problem with their door.
 Given the changes required 
by the COVID-19 virus, Bill was 
concerned about maintaining that 

community presence. Much of the 
company’s promotional efforts and 
communication strategies were 
impacted by COVID-19: inviting 
people to the company showroom, 
visits to houses, sponsoring lo-
cal sports teams, attending home 
shows, etc. 
 He is not concerned about 
the short-term. GDN Doors re-
mains busy and they are getting by 
while still social distancing. They 

have adjusted.
 Bill wonders, however, if 
this will have longer-term implica-
tions. Will people continue to insist 
on distance and remote sales even 
as jurisdictions open up? Is this the 
new normal?

 As Bill looked at his monthly sales figures, he had a strange 
question in his mind. He had just finished a meeting with his sales staff 
to go over current projects. While GDN Doors was active in a broad 
range of product categories, most of the discussion had focused on the 
commercial service numbers.
 For the fifth month in a row, there had been substantial year-
over-year growth in service contracts. Bill had entered the meeting 
wanting to understand what was driving the successful growth patterns. 
He knew that the service contract growth was far outpacing the growth 
in the number of commercial buildings/businesses that needed service 
work.
 Not surprisingly, the sales staff thought that their efforts were 
strong contributors to the market share growth. One salesperson also 
acknowledged that GDN Doors has been advertising more aggressively 
for the last two years: “Maybe we are now seeing the payoff for that 
investment.”
 Bill believed that those explanations helped understand the 
growth rate. And that was good news. But it was one comment that 
had him curious: “It’s interesting because we aren’t really getting more 
requests for pricing and service contracts, we are just winning way 
more of them than we did in the past.” There was general agreement in 
the room that this had been a growing trend.
 How should Bill interpret that insight? Can he help it continue?
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Raynor Launches 
Smart Garage 

Camera Accessory
ILLINOIS - In May, 
Raynor announced 
the addition of a 
Smart Garage Cam-
era to their residen-
tial opener offering.  
The camera is built 
with a magnetic 
mounting base and 
Bluetooth technol-
ogy that allows for 
quick installation and connectivity for added convenience and se-
curity. 
 It works seamlessly with the MyQ app providing live video 
streaming, 2-way communication and real time alerts. This makes 
receiving packages and groceries seamless as well as provides 
homeowners with peace of mind. The Smart Garage Camera can be 
added on to any of Raynor’s current residential opener models.

New Amarr Classica 
Full View Option

NORTH CAROLI-
NA - Amarr recent-
ly announced that 
the Amarr Classica 
CL3000 is now avail-
able with a Full View 
option. The three-
section tall Classica 
combines large win-
dows for maximum 
natural light with  
energy efficient poly-
urethane insulation.    
 The Classica Full View option 
is only available on triple-layer, poly-
urethane insulated doors (CL3000).   
This option can be ordered in all stan-
dard Classica solid and woodgrain 
colors plus Amarr Color Zone with all 
available tempered single pane and in-
sulated glass options.

 “The Classica Full View is 
perfect for homeowners who want the 
light and view provided by the large 
windows,” Amarr residential prod-
uct manager, Maura Delvecchio said.  
“Dealers have been asking for a Full 
View Steel option with large windows 
and we’re happy to deliver it.”
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Custom Clopay Door Featured on HGTV 
Designer’s New Renovation Reality Series

OHIO - Anthony Carrino, TV host and 
designer on HGTV and DIY Network, has 
launched his own Vlog series and TV show 
–  TheBuild.tv – to share the realities, along 
with the reveals, of renovating a home.
	 For	 his	 first	 series	 of	 TheBuild.tv,	
Carrino takes viewers through the ins and 
outs of his personal renovation project: 
turning	a	1890s	firehouse	in	Jersey	City,	NJ	
into his new home.
 Garage doors are the face of every 
fire	 station	 and	 since	 this	 particular	 door	
had to adhere to strict historic preservation 
guidelines, Carrino partnered with Clopay 
to design, build, and install a carriage house 
style door. 
 He wanted a low-maintenance, 
insulated, faux wood garage door that 
would stand up to the exposure of mid-
Atlantic winters. Clopay’s wood specialty 
team recommended using Extira, because 
it is moisture, rot, and termite resistant. 

The company notes that it offers superior 
performance to paint-grade materials like 
MDF and many wood species. 
 All of the exterior products and 
colors had to be reviewed by the local 
Historic Preservation board. Extira is the 
first	 wood	 composite	 product	 that	 they	
have approved for use on a building. 
Clopay dealer Aquarius Door managed the 
installation.
 The 12-part series is now available at 
www.TheBuild.tv. 
 In addition to the regular episode, 
Carrino also shares a video tour of Clopay’s 
Ohio manufacturing facility on TheBuild.tv 
vlog to show viewers how a handcrafted wood 
garage door is made.
 “I’ve put together real, actionable 
information for homeowners through this 
series,” Carrino said. “Something to prepare 
them for what they’re in for and help them 
make their own projects successful.”
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CROSKILL OVERHEAD 
DOORS LTD.

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

519-291-1034 • FAX: 519-291-5661

CUSTOM POWDER COATING
OF HARDWARE

----------
MANUFACTURER OF:

FULL VIEW ALUMINUM DOORS
----------

POLYCARBONATE DOORS
----------

CR175 STEEL INSULATED DOORS
----------

CUSTOM BUILT WOOD
CARRIAGE HOUSE DOORS

----------
24 GA STEEL

REPLACEMENT SECTIONS
----------

1-800-567-7472
Email:  sales@croskilldoors.ca

Garage Door Opener Installation Services

MARKETING

Earlier this year, The Genie Company 
conducted a survey of American 
homeowners who have garages with 

garage door openers. While the overall survey 
collected data on a broad range of questions 
that focused on the value of services offered 
by garage door professionals, this article deals 
exclusively on a set of questions that focused on 
a relatively simple core question: “The next time 
you need to replace your garage door opener, 
which installation options would you choose?” 
Four options were presented:
•	 Mechanical, electrical installation and 

programming services

•	 Wi-Fi and app set-up
•	 Training on how to use the app
•	 None of the above
 Possible answers were presented with 
prices attached. If the survey participant did not 
state that they would purchase a service option, 
they were offered the same service at a cheaper 
price. The goal of that question structure was to 
evaluate price sensitivity.
 This article sets aside the pricing issue. 
Instead, it analyzes the differences between 
homeowners who select various service options. 
The goal of this analysis is to provide garage 
door professionals with tangible homeowner 
characteristics that can help their sales and 
marketing efforts.

Profiling preference for mechanical, electrical 
installation and programming services
 The study indicates that there were 
three main differences between those American 
homeowners who chose to pay for mechanical, 
electrical installation and programming services 
(price range $150-250) and those who rejected 
all service options. All differences highlighted 
below	 are	 statistically	 significant	 at	 the	 95%	

confidence	rate.
 The study evaluated the relationship 
between preference for installation services and 
demographic factors including age, gender, and 
income. Among these factors, age was the only 
factor	that	was	statistically	significant.		American	
homeowners who chose to pay for mechanical, 
electrical installation and programming services 
are younger than those who rejected the offer – 
by almost 8 years.
 The study also evaluated the relationship  
between preference for installation services 
and garage attributes, including the number 
of garage door openers owned, the frequency 
of problems with their garage door, who 
repaired their door when there were problems 
(themselves or a door pro), and frequency of 
garage door use.  Homeowners who have more 
garage doors and use their garage door more 
frequently are more likely to select professional 
installation. 
 On average, American homeowners 
who chose to pay for mechanical, electrical 
installation and programming services are more 
likely to be younger homeowners with multiple 

A recent study by The Genie Company analyzed homeowner perceptions of the value of services provided by 
garage door professionals. An article by Tom Kerber, Genie’s Director of Product Management for Connected 
Platforms appeared in the May issue of the Garage Door News. This article further analyzes the data to give 
marketing advice to door professionals.

By Dave Bussière
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Miller Edge Launches 
Showroom Displays

PENNSYLVANIA - Miller Edge has introduced a line of showroom 
displays that are available to their customers. The company notes that the 
displays are focused on how essential the look and function of a showroom 
is to a business. 
 Miller Edge's new displays can be customized to highlight a 
dealer’s unique blend of products. 

Raynor Announces the 
Availability of 1” Glass 

on TM300 & TM320
ILLINOIS - In May, Raynor announced that in addition to offering 1” 
insulated glass on the AV300 it would now be available on the TM300 and 
TM320 ThermaSeal doors.
 The company notes that it continues to expand its commercial 
product lines to meet the needs of architects and designers. Raynor’s 
ThermaSeal products are designed for commercial warehousing, 
agriculture, fire station and ambulance bays, refrigerated buildings, 
underground parking and high-security facilities.

Past issues of 
The Garage Door News 

are available at: 
www.garagedoornews.com
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PENNSYLVANIA - Hörmann's Version 2 of their Service Support app is 
now available free from the App Store and Google Play.  
  The Service Support app was introduced in May 2019 as a tool 
for assisting Hörmann door service technicians with accessing service 
information in the field and eliminating a call into the service department.  
The app contains helpful installation and troubleshooting information, 
searchable fault codes, quick start tips, common issues, schematics, and 
diagrams. Updates included with Version 2 include: support for TNR 
door models including five new controllers; the ability to export or 
email a diagram or print it for easy viewing; a pre-selected list of the 
most encountered issues; and more diagrams including wiring for two 
motion/presence detectors on a door opening, a common set-up for retail 
automotive applications.
 App users still have the option to call into technical support with 
the press of a button if additional support is needed.

Hörmann Releases 
Version 2 of Their 

Service Support App

U.S. Monthly New 
Residential Construction 

for May 2020
WASHINGTON, D.C. - The U.S. 
Census Bureau and the U.S. De-
partment of Housing and Urban 
Development jointly announced 
the following new residential con-
struction statistics for May 2020:
Building Permits: Privately-
owned housing units authorized by 
building permits in May were at 
a seasonally adjusted annual rate 
of 1,220,000. This is 14.4 percent 
(±1.1 percent) above the revised 
April rate of 1,066,000, but is 8.8 
percent (±1.0 percent) below the 
May 2019 rate of 1,338,000. Sin-
gle-family authorizations in May 
were at a rate of 745,000; this is 
11.9 percent (±1.9 percent) above 
the revised April figure of 666,000. 
Authorizations of units in buildings 
with five units or more were at a 
rate of 434,000 in May. 
Housing Starts: Privately-owned 
housing starts in May were at a 
seasonally adjusted annual rate 
of 974,000. This is 4.3 percent 

(±15.5 percent) above the revised 
April estimate of 934,000, but is 
23.2 percent (±6.2 percent) below 
the May 2019 rate of 1,268,000. 
Single-family housing starts in 
May were at a rate of 675,000; 
this is 0.1 percent (±11.9 percent) 
above the revised April figure of 
674,000. The May rate for units in 
buildings with five units or more 
was 291,000. 
Housing Completions: Privately-
owned housing completions in 
May were at a seasonally adjusted 
annual rate of 1,115,000. This is 
7.3 percent (±12.3 percent) be-
low the revised April estimate of 
1,203,000 and is 9.3 percent (±9.8 
percent) below the May 2019 rate 
of 1,230,000. Single-family hous-
ing completions in May were at a 
rate of 791,000; this is 9.8 percent 
(±11.5 percent) below the revised 
April rate of 877,000. The May rate 
for units in buildings with five units 
or more was 310,000.

Powder-coated springs from SSC.
In any color you can dream of.

color your world

servicespring.com  |  800.752.8522
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NanaWall Opening Glass Wall Systems 
to Offer Copper Handle Options

 
CALIFORNIA - Recognizing 
concerns raised by COVID-19, 
NanaWall Systems recently 
announced that it will begin offering 
antimicrobial copper handles as an 
option for their opening glass wall 
systems. These copper finishes 
will be offered as options for all 
NanaWall systems.  
 "We have been working 
to address our customers' rising 
concerns about viruses and germs, 
and wanted to find a material we 
could incorporate into our products 
that would help them feel safer," said 
Ebrahim Nana, Founder and CEO 
of NanaWall. "After exploring all 
the available options, we concluded 
that the best material is copper. 
Unlike the new antimicrobial 
powder finishes with unknown 
long term environmental effects, 

copper has more than five thousand 
years of history and tradition 
for its unsurpassed antiviral and 
antimicrobial properties."
 Virologists at the US 
National Institutes of Health 
(NIH) and the Rocky Mountain 
Laboratories in Montana have 
conducted some of the first tests 
of how long the coronavirus 
SARS-CoV-2 can last on different 
surfaces, and their studies show 
that copper surfaces tend to kill the 
virus in about four hours while it 
can last for days on other surfaces. 
 "After more than 100 years, 
the copper bannisters in Grand 
Central Station are still effective at 
killing viruses and reducing germ 
transmission," said Matt Thomas, 
Director of Marketing for NanaWall. 
"Nothing else has been proven that 

effective in a high traffic 
commercial environment, 
and we can bring that level 
of performance into people's 
home as well."
 NanaWall antimi-
crobial copper handles will 
be available as an option 
on all NanaWall aluminum 
systems. Existing NanaWall 
customers will have an op-
tion to order new handles 
that will incorporate these finishes. 
 "Copper is the perfect 
material for the built environment 
of the future," said Nana. "Copper 
actively starts to kill viruses 
within minutes and leaves them 
undetectable within hours, and the 
antimicrobial effects do not go 
away over time. By incorporating 
copper into our opening glass wall 

systems, we are able to provide a 
solution for our clients without 
sacrificing any of the aesthetic 
qualities people expect and demand 
from NanaWall. We believe our 
customers will respond positively to 
copper's history, antiviral properties 
and beauty, and we hope that other 
players in the marketplace will 
follow our lead."
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Triple-Wall Polycarbonate Lite a New Option 
on Clopay Commercial Door

OHIO - Clopay is now offering 
5/8”-thick triple-wall polycarbonate 
glazing for its commercial Model 
904 full-view aluminum overhead 
sectional garage doors. 
 Available in clear and tinted 
material, the honeycomb window 
design has a unique appearance 
that filters natural light without 
compromising privacy.
 Polycarbonate panels have 
several qualities that make it a 
sustainable choice. The material is 
durable and weighs less than glass, 
which reduces wear and tear on the 
door over time. 
 The triple-wall construction 
helps reduce the transfer of heat or 
cold through the glazed portion of the 
door for improved energy efficiency. 
 Polycarbonate is also 
corrosion-resistant, making it ideal 

for commercial environments where 
high humidity and moisture are a 
concern such as car washes, animal 
shelters, warehouses, chemical 
facilities, and coastal buildings. 
 Clopay’s Model 904 features 
a 2-1/8”-thick commercial grade, 
rust-resistant aluminum frame with 
smooth, flat stiles and rails and a 
modern, “squared off” edge.
 An integral bulb seal 
between the tongue and groove 
section joints keeps out air and water. 
The door meets ASHRAE 90.1 and 
IECC air infiltration (AI) compliance 
requirements.
 Twelve window options 
are available for the Model 904 as 
well as solid aluminum panels for 
maximum privacy. Multiple colors, 
including powder-coated or anodized 
frame finishes, can be ordered. 

Canada’s Housing Starts 
Continue to See Regional 

Impacts in May 
ONTARIO - CMHC’s monthly 
Starts and Completions Survey 
(SCS) for April was conducted in 
each province with the exception of 
Québec, following the introduction 
of pandemic measures in the 
province in late March. Residential 
construction in Québec resumed 
on April 20. CMHC resumed 
the SCS in Québec in May. This 
release includes national housing 
starts totals without Québec in 
order to assess the impact of the 
COVID-19 pandemic where the 
SCS survey was conducted in both 
April and May.
 The trend in housing starts 
was 196,750 units in May 2020, 
down from 198,644 units in April 
2020. Excluding Quebec, the 
trend was 151,072 units in May 

2020, down from 155,600 units 
in April 2020. This trend measure 
is a six-month moving average of 
the monthly seasonally adjusted 
annual rates (SAAR) of housing 
starts.
 “Outside of Quebec, the 
national trend in housing starts 
decreased in May,” said Bob 
Dugan, CMHC's chief economist. 
“Higher multi-family starts in 
Ontario and the Atlantic provinces 
were offset by declines in British 
Columbia and the Prairies. We 
expect national starts to continue 
to register declines in the near 
term, reflecting the impact of 
COVID-19 measures.”
 CMHC uses the trend 
measure as a complement to the DevancoCanada.com855-931-3334
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Texas Homeowner’s Bifold Door Is Hidden 
Beneath Matching Siding

MINNESOTA - A vanishing garage 
door is what Wayne Braun wanted 
and the Houston homeowner ac-
complished it with his 21-foot by 
10-foot bifold liftstrap door from 
Schweiss Doors. 
 “The door is hidden under 
the siding, matching the rest of the 
house,” says Braun, who recently 
retired as the Principal in Charge 
of Design for PDR Corporation in 
Houston. “I had a local metal fabri-
cator make a continuous steel metal 
plate bracket to ‘cradle’ the siding 
system along both vertical edges 
and welded it to the door frame. 

This allowed us to extend the sid-
ing beyond the width of the door to 
align with the corners of the house. 
Using cabinetry terminology, the 
door is designed as a ‘flush over-
lay door’ and gives very few clues 
as to its existence and how it might 
work.”
 The bifold liftstrap designer 
door on Braun’s two-car garage is 
equipped with an automatic latch 
system, electric photo eye sensors 
and remote opener.
 To conceal the garage door, 
he placed weather-treated 1x4s on 
the top of the steel door framing 

and then a layer of ½-inch marine-
grade plywood. On top of that he 
used the same vapor barrier that 
was used on the house. The siding 
was then screwed to the plywood.
 “I’ll tell you, everyone who 
has seen the house for the first time 

asks, ‘Where is your garage?’” 
Braun says. “They are kind of 
shocked when I tell them the ga-
rage is actually under the siding.”
 The door was installed by 
Hangar Rental Inc. of Brookshire, 
Texas.
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What to Look for in a Field Service Solution

It is important for companies in the door and 
access industry to have easy and accurate 
access to financial, inventory and scheduling 

data. This can be achieved through the use of 
software designed to meet your specific industry 
and company needs, with the functionality 
and features tailored to streamline day-to-day 
business practices now and into the future. 
There are several areas to keep in mind when 
looking for a field service ERP solution for your 
garage door installation, repair, and maintenance 
company.

Field Service ERP Software
ERP stands for enterprise resource planning 
which is a scalable and comprehensive software 
system that integrates all resources, information, 
and activity of a company. ERP software 
developed for field service industries 
standardizes and streamlines business 
processes including accounting, human 
resources, dispatching and scheduling, 
distribution, inventory, sales, and 
reporting. With a shared common 
database, real-time data visibility 
provides a single source of information 
for all company stakeholders from the 
front office to service techs to sales 
representatives and management, 
anytime and anywhere.

An industry-specific, centralized 
system is key
The software solution to best meet your 
business needs is one that has a user-
friendly interface, with real-time data 
that is centralized and easily accessible by users in 
the company that need information. Technicians 
in the field should be able to locate job details 
quickly, while sales reps want the ability to 
easily turn quotes into orders – with accessibility 
from an all-in-one system available anytime, 
anywhere, and on any device. It is important 
for the designers of the business management 
software to have a broad understanding of 
the garage door industry in order to develop a 
comprehensive system with the features that 
meet your many needs. By actively participating 
in garage door industry associations, 

maintaining relationships with dealers, and 
staying current with trends, industry-specific 
field service solutions incorporate functionality 
beyond the basics of “out of the box” software. 
Software vendors who are industry experts are 
able to utilize their knowledge - incorporating 
best practices, terminology, market climate, 
and business methods into their field service 
software for garage door companies.

Important core functionality
Specific functionality is important in a field 
service ERP solution for garage doors and 
should include:
Dispatching & Scheduling – Appointments for 
maintenance and service are assigned based on 
the next available, best-qualified technician for 
the job. Technicians are categorized by their 

ability level and selected for each job depending 
on its requirements.
Mobility – Access to the software on a mobile 
device provides technicians and sales reps in 
the field with information regarding upcoming 
appointments, along with task completion ability 
– including inspection checklists, work orders, 
schedule changes, and estimates. 
Equipment Management/History – Tracks the 
movement and documents the maintenance 
history of equipment used by technicians to 
install, maintain, and service garage doors.
Quotes/Work Orders – Management of orders 

from quote creation through order fulfillment.

Fully integrated solution
With information centralized in one, 
interconnected database that allows for a bird's-
eye view of the day-to-day operations of your 
garage door business, communication and 
knowledge-sharing are facilitated across the 
company – streamlining operations, saving 
time, and allowing better decision-making. This 
complete visibility across the board ensures that 
each team member is always on the same page, 
especially in the following areas:
Inventory – Monitoring and controlling inventory 
is essential to ensure that there is always an 
appropriate amount on-hand in the warehouse 
and in the service tech’s vehicle to meet your 
customer’s needs. The selected solution needs to 

be able to consume materials in the field 
as well as consume non-inventory items 
to an assigned job.
Accounting – An ERP’s integrated 
solution centralizes financial 
information and automates key 
accounting tasks such as receiving 
payments for garage door service in 
the field. Contract pricing for materials 
and billable time can be calculated for 
specified customers.
Reporting - Personalized and flexible 
reporting is based on a field service 
solution’s ability to gather and analyze 
data. With a comprehensive ERP 
solution, data is accumulated at every 
stage of the job from sales, quoting, 
dispatch, installation, maintenance, 

and follow-up services  – providing informed 
decision making for your garage door business by 
taking a whole business view into consideration.
 Fostering integrations with industry-best 
solutions that complement the software is also 
important as partnerships with specific leaders 
in the industry can provide added benefits to 
garage door companies and their customers. 
For example, the integration of a field service 
ERP solution with a garage door manufacturer’s 
retail sales application provides an easy-to-use 
tool to improve the overall customer experience 

MANAGEMENT

By Kent Stallo

Continued Page 15
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and company profitability. Seeking out ERP 
software vendors who actively find and maintain 
key industry integrations can provide many 
benefits to your business now and in the future. 
 In the search for a software solution for 
your field service company, it is important to 
focus on the necessity of an industry-specific 
and centralized system. Equally important is 
selecting a solution with a core set of integrated 
functionality developed for field service 
professionals and necessary for garage door 
businesses to be successful. By selecting a 
vendor that incorporates the unique requirements 
and processes of garage door sales, installation, 
and service businesses, you will be able to better 
meet your customer’s needs.

Author: Kent Stallo, 
Director, Service Division. 
With over 20 years of experi-
ence in the service industry, 
Kent has utilized his exten-
sive business management 
software expertise to drive 
the OSAS product develop-
ment of service solutions for 
6 years. Currently, as the Director of Service, Kent 
oversees the Traverse Master and Traverse Global 
Service product lines by focusing on ensuring that 
the technology solutions meet current and future 
market demands. Leveraging his comprehensive un-
derstanding of in-bound and out-bound repair, the 
unique business trends of this marketplace, and in-
formation gathered from market analysis and cus-
tomer feedback, he guides product offerings, sales, 
and support services. Kent appreciates opportunities 
to gain further insight into the industry and make 
connections within the marketplace.

INSTALLATION SERVICES (Cont'd)

FIELD SERVICE (Cont'd)

Clopay Introduces Safe-T-Stop Chain Hoist
OHIO - Clopay is introducing Safe-T-Stop, a 
manual chain hoist for commercial overhead 
sectional doors.
 Unlike standard chain hoists, Safe-T-
Stop features an integral braking mechanism 
that prevents the hoist from spinning out of 
control, causing the door to slam down. With 
Safe-T-Stop, the door only moves when the user 
pulls the chain. Once the user lets go, the brake 
engages to hold the door in place anywhere in 
the opening.
 “By controlling the rate of descent, Safe-
T-Stop can help extend door life by reducing 

wear and tear from misuse,” says Clopay 
commercial products manager Jill Dodson. “The 
braking system also allows building operators 
to open the door partially to let fresh air inside 
without using a chain keeper.”
 Safe-T Stop’s compact design makes it 
an easy upgrade for retrofit or new, manually 
operated sectional doors in automotive service 
stations, restaurants, warehouses, and drive-
thru buildings. It can be installed in about an 
hour. 
 Kits are offered with either a 24 or 32 
tooth sprocket that fits on a 1" solid shaft.

garage doors who use their garage door daily.

Profiling preference for Wi-Fi and app set up 
and training on how to use the app
 The next phase of the analysis was to 
understand who (among homeowners who chose 
to pay for mechanical, electrical installation and 
programming services) are also willing to pay 
for Wi-Fi and app set up, and training on how to 
use the app. There are three differences between 
those who added Wi-Fi and app setup services 
(price range $10-30) and system training 
(price range $10-30) and those who chose no 
additional services.
 The survey indicates that American 
homeowners who had already chosen to pay 
for mechanical, electrical installation and 
programming services, and then opted to add-
on both Wi-Fi/app and training services were 
more likely to be younger – even in a group that 
is already younger than the homeowners who 
chose no installation services.
 Not surprisingly, they have more garage 
doors, garage door openers and use their garage 
door more frequently. On average, American 
homeowners who chose to add on additional 
services open and close their garage door 84.4 
times per month versus 40.0 times for people 

who rejected the offer. They are statistically 
more likely to be daily users of their garage 
door.
 Gender, income, the number of cars 
owned, frequency of problems and who 
repaired their door when there were problems 
(themselves or a door pro) had no statistically 
significant impact on demand for the service.
 On average, among those willing to 
pay for mechanical, electrical installation and 
programming services, those who prefer Wi-Fi 
and app set up and training are more likely to 
be younger homeowners with multiple garage 
doors who use their garage door daily, the same 
profile as those who prefer mechanical, electrical 
installation and programming services.
Conclusion
 This data analysis demonstrates that 
there are identifiable characteristics amongst 
homeowners that will help garage door profes-
sionals identify those people who are more like-
ly to be willing to pay for garage door opener 
installation services. Across all levels, age, fre-
quency of use and number of garage doors were 
significant indicators of willingness to pay. 
These variables are also easy for garage door 
professionals to identify in prospective custom-
ers.

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 excluding 
Quebec saw a decrease of 20.4% in May from 
April. The SAAR of urban starts decreased by 
21.6% in May. Multiple urban starts decreased 
by 27.2% while single-detached urban starts 
decreased by 3.9%.
 Rural starts were estimated at a 
seasonally adjusted annual rate of 7,772 units 
excluding Quebec.

CANADIAN HOUSING STARTS (Cont'd)



The Garage Door News 16 JULY  2020

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.

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:      Using WD-40 to lubricate a garage door

THIS MONTH'S QUESTION

These questions and answers are 
from Quora.com

QUESTION 1:
Is it wise to use WD-40 to lubricate 
a garage door?

QUESTION 1, ANSWER 1:
WD-40 is a water displacement, 
hence “WD.” It is NOT a lubricant, 
no more than water is a lubricant.
 It will drive water out, then 
it will dry, leaving a lacquer-like 
film that will do nothing, or in-
crease friction. My father destroyed 
the hinges on the driver’s side door 
of my car. I had no idea why my 
hinges were wearing out and al-
ways dry of grease. I kept regreas-
ing them, and the grease would be 
gone in a month or so.
 Eventually, I had to lift the 
door to close it, it was worn so badly.
 Then, I found out that my 

father had been spraying all of 
the hinges on my car every time I 
visited my parents. Holidays, the 
random dinner, that sort of thing. 
Each time, he was washing out the 
grease, so it was metal-on-metal 
grinding within a day.
 Get the proper lubricant. 
The kind depends on what part of 
the garage door it is. In general, ro-
tating parts like hinges and wheels 
get a dripless oil; sliding parts and 
chains get lithium grease.
 To further confuse things, 
the same company that makes WD-
40 now puts different kinds of oils 
and greases in spray cans.
 Please note, these are NOT 
the product called WD-40. They are 
a variety of products in a spray can 
sold by the company that named it-
self after its first product.
 I recommend AGAINST 
silicone lubes for rotating parts on a 
garage door. In my experience, the 

silicone oils are too thin and will 
wick away.
 3-In-One actually makes 
a dripless lubricant in a spray can 
specifically for garage doors. The 
solvents help wash away the old 
contaminated oils and get the new 
oil into the hinges. The solvents 
evaporate, leaving the new oil in 
place.

QUESTION 1, ANSWER 2:
Yes, it is. The old joke is that you 
only need two tools: WD-40 and 
duct tape. You use WD-40 on 
something that should move, but 
doesn't, and duct tape to stop some-
thing that’s moving and shouldn’t.
 Okay, that’s a joke, but 
WD-40 is a good breaker of stuck 
things. Once you get things moving 
through, clean it off and use grease. 
 Your garage door will be ex-
posed to the elements and will oxi-
dize to a degree. When bare metal 
rubs against bare metal, friction and 
dirt will often bind them. Use the 
WD-40 sparingly but oiling after-
ward should keep it on its track.

QUESTION 1, ANSWER 3:
No. WD-40 is primarily a solvent 
with limited lubrication properties.

QUESTION 1, ANSWER 4:
While WD-40 has earned a place in 
my arsenal, at no time have I con-
sidered it more than a semi-perma-
nent lubricant, frozen fastener lube; 
sometimes, but not what I reach for 
when lubricating an overhead ga-
rage door hinges/pivots. Mine gets 
either 30W oil or Lubriplate brand 
grease.

QUESTION 1, ANSWER 5:
A garage door does not usually 
need to be lubricated. The rollers 
and pulleys are usually permanent-
ly lubricated unless they get rav-

aged by the weather. WD-40 is not 
a lasting lubricant. It will lubricate 
enough to loosen parts.
 If you need to lubricate a 
screw drive in a garage door open-
er, white lithium grease is usually 
used.
 The hinges between panels 
may benefit from some lubrication 
but only if they are subjected to the 
weather.

QUESTION 1, ANSWER 6:
The only things that may need 
some lubrication in a garage door 
are the hinges and possibly a tiny 
bit in roller axles, not the rollers 
themselves. I don’t lubricate mine 
but use WD-40 to CLEAN, not lu-
bricate the tracks. I spray WD-40 
on a rag or paper towel and use it 
to wipe the tracks from the dirt and 
grime that accumulates in them. 
Not as lubrication but as a way to 
reduce friction on the plastic rollers 
on the metal tracks. WD-40 is not 
really intended to be a lubricant.

QUESTION 1, ANSWER 7:
WD-40 is a solvent and a poor lu-
bricant. And contrary to other an-
swers, the bearings are not sealed 
and need lubrication. They make 
products just for this purpose.

QUESTION 1, ANSWER 8:
For the main door track - it won’t 
do much if anything. For handles or 
locks, maybe. It DOES lube some-
what, in spite of being called “WD” 
[water displacement] 40. The door 
track needs heavy grease.

QUESTION 1, ANSWER 9:
WD-40 is NOT a lubricant. For 
garage doors it is recommended to 
use a white lithium grease. Only the 
rollers and hinges need lubrication. 
There is no point in gumming up 
your tracks.
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The Lighter Side

Garage Door Company in North 
Texas Grayson County for Sale 

We do garage doors as well as custom 
gates. Annual sales $350,000 and it 
comes with the 2011 3500 HD Z-71 
truck, has 180000 miles and trailer 
for installs. We have lots of door and 
gate parts to go with as well as some 
equipment. Millermatic 175 Welder, 
Lincoln 120 welder, Generac 4000 
generater, Chop Saw, Stihl Chop Saw, 
Concrete Mixer, Hot Water Pressure 
Washer, Trencher. Price $285,000 
OBO, For more info contact me at: 

gatesofiron@yahoo.com or
Call/Text 903-647-0876 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, website, etc. NO 
DEBTS INCLUDED IN SALE. Price on 
demand. Contact: 

Gino Loiacono 504-338-4466
Pat Kahn 504-450-4506

WESTERN COLORADO GARAGE 
DOOR BUSINESS FOR SALE

Lucrative residential and commercial 
door business (of 22 years), serving 
beautiful Western Colorado for sale by 
retiring owner. Sale includes extensive 
customer base, all inventory, equipment 
and GMC vehicles. Would also 
entertain including 42 wooded acres, 
home and two shops. 

Email gregwill01@gmail.com with 
inquiries or for video tour.

Metro Detroit Commercial Door 
Installer Wanted

Jan Door has been servicing the metro 
Detroit area since 1955 and continues 
to grow. We are currently seeking an 
experienced commercial/industrial 
garage door installer. The job is full-
time offering competitive wages based 
on experience. Jan Door also offers 
paid holidays, paid vacations, 401k, and 
health insurance. Jan Door does require 
a valid driver's license and be able to 
obtain your DOT endorsement. So if 
you're looking for a change in scenery 
or just moved into the area and want 
to join a winning team that's family 
owned, send us your resume. 

info@jandoor.com

Miller Edge Offers 
Promotional Items

PENNSYLVANIA - Miller Edge has introduced a line of promotional items 
with customized branding to promote customer loyalty. The company 
notes that the line enables companies to enhance visibility and elevate 
their brand. 
 The promotional items customer program brings personalized 
products to loyal customers, promotes business beyond the showroom, 
and rewards talented employees.

Past issues of The Garage Door News
are available at 

 www.garagedoornews.com

Commercial & Industrial Door 
Company for Sale 

Well Established Commercial & 
Industrial Door Company for Sale in 
Sunny San Diego County, California.
In Business for 15 Years. Average Sales 
over the last 3 years of $1.6 million seeing 
continued 10% growth. Servicing all of 
San Diego county & Southern Riverside 
counties. Current Long-Term contracts 
in place with many large Customers. 
Servicing all types of Doors: service 
and sales of all types of commercial and 
Industrial doors, Automatic Doors, Roll 
ups, Overhead Sectional, Storefronts, 
Hollow Metals, Fire Door Testing, Gates 
& Operators, Docks, Door Hardware, 
etc. Owner is willing to stay on during 
transition period with proper salary. 
Sale Includes multiple service Vans 
and Trucks. 2016-2019 All vehicles 
included in sale. Company to be sold 
debt free and includes all inventory 
and equipment, forklift, trailers, office 
furniture, computers, copiers. Current 
long term lease of 5000 square foot 
building will transfer to new owner if 
desired. Serious Inquires only!
Email: sdcommercialdoor@gmail.com
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Clopay Updates 
Full-View Aluminum 

Doors Style and 
Performance

OHIO - Clopay has updated its full-
view aluminum and glass garage 
doors with improved style and per-
formance features.
 Based on feedback from 
builders and architects, the origi-
nal beveled edge frame design has 
been replaced by smooth, flat stiles 
and rails with a “squared off” pro-
file, resulting in fewer visible lines 
and a clean, symmetrical appear-
ance.
 An integral bulb seal has 
been added between the tongue 
and groove section joints to keep 
out air and water. The doors meet 
air infiltration (AI) compliance re-
quirements for ASHRAE 90.1 and 
IECC.
 Clopay has also eliminated 
the reinforcing fin on door sizes 
that are 12’ and under. 
 The new models, the resi-
dential Avante AX and the com-

mercial Model 904, are currently 
available. 
 The company notes that 
glass panel garage doors are ideal 
for new construction and remodel-
ing projects that call for a minimal-
ist, modern aesthetic and a direct 
connection to the outdoors. 
 Twelve window options are 
available to control light flow and 
privacy including clear, frosted, 
tinted, mirrored, obscure, and lami-
nate glass, as well as acrylic and 
polygal glazing. Tempered, insulat-
ed glass is also offered for greater 
energy efficiency, as are solid alu-
minum panels for maximum pri-
vacy.
 The glass is supported by a 
2-1/8” commercial grade aluminum 
frame that is rust-and corrosion-re-
sistant. Multiple colors, including 
powder-coated or anodized finishes 
can be specified.

Schweiss Doors 
Publishes Updated 

Brochure
MINNESOTA - Schweiss Doors 
has published a new brochure. 
The 36-page brochure covers 
door comparisons, liftstrap 
bifolds, strap latches, greasable 
hinges, hydraulic doors, hinges, 
power units, wind pins and 
remotes. 
 “This brochure thor-
oughly answers the questions 
anyone would have when considering the purchase of a bifold or hydrau-
lic door,” says Mike Schweiss, owner of Schweiss Doors. “When you’re 
dealing with custom doors, different projects call for different consider-
ations. We wanted to illustrate the possibilities of both bifold and hydrau-
lic doors and this comprehensive brochure accomplished that.”

Jonathon Riviera 
1 Year at Arrow Tru-Line

Commercial PTS

Our company’s strength comes from our  
employees. We hire the only the most  

capable and hardest-working team members 
to ensure our products exceed every  

expectation. When you work with Collier, 
you’re working with the best. 

A true, one-stop source for your Garage  
Door Hardware and Spring Needs.

115 DRUMLIN CIRCLE, UNIT 1 & 2 
CONCORD, ON  L4K 3E6 
(800) 446-6433A DIVISION OF ARROW TRU-LINE, INC.

For links to our advertisers go to www.garagedoornews.com
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SUPERIOR DESIGNS
SUPERIOR PRODUCTS
SUPERIOR QUALITY!

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

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

All products available from these reliable distributors!

For complete information call or visit our website...

Bottom Seal Combo Btm. Seal Retainer Rolled Door Stop

Door Stop (11 Colors) Guide Seal Top Cap

Reverse Jam Angle Seal Rolling Steel Bottom Seals Reverse Jam Seal

Threshold SealTop SealSpring Filler

12-E

OHIO - At the New Jersey Motorsports Park there are a variety of trackside 
private garage condominiums with oversized garages so you can pull your 
trailer and car right inside.
 Phase IV of Exotic Car Garages at the motorsports park is now 
under construction overlooking the Thunderbolt Racetrack in Millville, 
N.J. As with the two previous phases, Platt Construction Company is 
building these luxury units and incorporating Haas Door commercial 
garage doors into each condo setting.
 “The Insulated Steel 600 Series from Haas Door are good, 
reliable garage doors,” says Louis Platt, co-owner of Platt Construction in 
Millville, N.J. “They’ve performed beautifully on Phases II and III in this 
project. 
 “There have been 22 Haas Door products installed so far by Elmer 
Door Company in the racetrack condos. We’ve been very pleased with 
their installations and we’re committed to staying with these dependable 
garage doors.”
	 The	 specific	 Insulated	 Steel	 680	Model	 garage	 doors	 used	 in	
the	premium	condos	are	energy	efficient	and	backed	by	a	10	year	rust	
and delamination warranty. The CFC-free polyurethane foam injected 
between the door panel skins provides strength and durability. The 
26-gauge	 galvanized	 steel	 has	 a	 13.45	 calculated	 R-value	 and	 full	
thermal breaks.

Exotic Car Garages 
Incorporate 

Haas Door Products



Innovative door products

SER VICE DOOR INDUSTRIES 1340 Mid-Way Blvd Mississauga, ON, L5T 2G8
PHONE: (905) 670-1200       FAX: (905) 670-8830       WEBSITE: www.servicedoor.com

anaRasanaRas

Coming soon... MERIK branch in Calgary!
Mississauga Location:
6640 Davand Drive
Mississauga, ON

Vancouver Location:
#701 - 19055 Airport Way
Pitt Meadows, BC

SPRINGLESS SECTIONAL DOOR

SDI  Safedrive    Operator®

Manufactured in Canada

Springless design eliminates standard   
maintenance costs

Panel options include polyurethane            
insulated sections and aluminum & glass 
or lexan sections

Opening and closing speeds up 24” per 
second

SDI  Safedrive    Operator is maintenance 
free, self-monitoring, and ensures
smooth and quiet operation

®


