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Nova Technology Launches 
New Rain Deflector

WISCONSIN - Nova Technology 
recently unveiled the newest 
product in its line of dock seals 
and shelters: the Rain Deflector 
Xtreme. This new rain mitigation 
system blocks and redirects 
water runoff from trailers and is 
designed specifically for declined 
approaches.
 “We were approached by 
a local facility that was looking 
for a new solution to an old 
problem,” says Jason Sickler, 
Sales Manager for Dock Seals and 
Shelters. “Water infiltration is an 
issue that virtually every loading 
dock is faced with, but until now 
there wasn’t a product that could 
perform reliably at declined 
docks.”
 The Rain Deflector Xtreme 
maintains a positive seal against 
the tops of trailers and redirects rain 
away from the building and down 

the sides of the trailer. It features a 
pivoting design and flexible front 
foam-filled pad that compresses 
and moves with the truck and 
conforms to irregularities.
 Sickler continued, “We 
spent years researching and testing 
designs until the Rain Deflector 
Xtreme was able to uphold a zero-
tolerance policy for rainwater 
entry at a food-grade storage 
facility. We’re excited about this 
addition to our product line and 
the number of businesses it can 
help protect against water damage 
that previously had no viable 
solution.” 
 Designed for versatility, 
the Rain Deflector Xtreme is 
compatible with most existing 
seals and shelters and a wide 
variety of vehicles and trailer 
sizes, covering truck heights 
ranging from 12'6" to 13'6".





ADVERTISER INDEX

3The Garage Door News

GARAGE DOOR
T    H    E

N
 E

 W
 S

MAY  2021

Advanced Plastic Corp.      847-674-2070    Page 18

American Garage Door Supply      800-233-1487     Page 4

Atlas Rolling Entry Systems     800-267-8773    Page 10-11 

BD Loops       714-890-1604    Page 8 

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

Collier        877-548-2799    Page 17

Croskill Overhead Doors      800-567-7472    Page 14

DEK Canada Inc.       800-361-3198    Page 1

Devanco Canada       855-931-3334    Page 3

Genie Company       800-843-4084    Page 19 

J. C. Gury Signs & Decals      800-903-3385    Page 6

Napoleon/Lynx       800-338-5399    Page 13 

Newton's Apple        800 583-9903     Page 6

Premier Door Co.       320-562-2222    Page 17

Schweiss Doors       507-426-8273    Page 14 

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

Service Spring Corp.      800-752-8522    Page 7

Unique Garage Door Products     888-600-8852    Page 2

Wayne Dalton       wayne-dalton.com   Page 9

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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Clopay Doors Installed on 
Habitat for Humanity Project in Ohio
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OHIO - The Habitat for Humanity 
house under construction in 
Sydney, Ohio is starting to look 
more like a home.
 At the groundbreaking 
ceremony held in September, 
Clopay Corporation president 
Steve Lynch announced that the 
company was sponsoring the local 
Habitat project with a $100,000 
cash donation and would also be 
providing a Clopay garage door 
and entry door for the home. 
 “This project is a natural 
fit for us as a building products 
company to give back to our 
community not only financially, 
but by donating our products as 

well,” said Clopay president Steve 
Lynch. 
 Clopay worked with the 
soon-to-be homeowner Marie 
Strunk and her family to select 
durable, low-maintenance doors to 
match the home’s Craftsman style 
and warm, earthy color scheme. 
 They decided on a Smooth 
Fiberglass entry door and a 
Coachman carriage house garage 
door. Both were made at Clopay’s 
Ohio manufacturing facilities.
 Clopay Master Authorized 
dealer County Door Systems 
installed the doors. The home 
is on track for completion and a 
dedication ceremony in May.

Marie Strunk checks out the new Clopay garage door and front door installed on 
her future home in Sydney, Ohio.

Past issues of The Garage Door News are available at  
www.garagedoornews.com
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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 30-4 Answer:

COVID-19

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.

Case 30-4: A Potential Customer
 This case focuses on a potential customer who has been identified 
as a potential problem customer. It asks the owner of GDN Doors, Bill, 
whether to avoid a potential sale because the homeowners have been 
identified as complainers. In many ways, this is a one-time decision for Bill. 
How does he handle this specific potential sale? In other ways, however, the 
case highlights an issue beyond the current short term transaction.
 In the current situation, Bill really has three options. He can over-
price the project so as to avoid the sale. This would result in lost profits, but 
little potential downside. For example, they could tell others that you are an 
expensive company. Alternatively, he could ignore the insight provided by 
the salesperson. As such, he would be treating the couple as he would any 
other potential customer. This is a valid tactic, especially if Bill questions the 
insight – maybe he is confident that GDN Doors could be a better supplier 
than the previous door and window company. Finally, Bill could accept the 
advice he has been given about the potential customer and build in enough 
profit to counter the risk. This may include higher margins or total pre-
payment of the purchase. 
 In any industry, not all customers have the same value to a company. 
This is especially true when a manager takes a longer term view of customer 
value. This decreases the focus on a single transaction and instead looks at 
the lifetime value of a customer. In some cases, this means an evaluation of 
the potential for repeat purchases from that customer. So a company may 
be willing to accept lower margins on an initial purchase as a means of 
establishing a long term customer relationship. At other times, a broader 
view is required. A manager may consider how selling to one individual will 
influence future sales to others – to the positive or negative. 

Case 30-5: A Recent Company Purchase
 GDN Doors and Gates had 
been in business for over 40 years. 
In that time, it had built up a solid 
commercial and residential market 
share. It had a general reputation as 
a quality company that was neither 
a discounter nor a high-price 
company. The company’s history 
resulted in strong repeat sales with 
both commercial and residential 
customers.
 Bill has worked in the door 
and gate industry for over 20 years 

in various technical and sales roles. 
As a mid-career professional, Bill 
was interested in moving back to 
his hometown, and was thrilled to 
hear that the owners of GDN Doors 
and Gates were preparing to retire.
 Two weeks ago, Bill and 
another investor bought GDN 
Doors and Gates from the original 
founders of the company. He takes 
possession of the company in six 
weeks. Bill is confident in all aspects 
of the operation of the company. 

It has excellent employees and 
systems in place that should make 
the transition successful from an 
operation's perspective.
 Bill’s only concern is market 
presence. He is concerned that the 
company is tied to the previous 
owners in much of the market 
– especially in the commercial 
sector. He wants to make sure that 
the ownership transition does not 
negatively impact future sales.
 The out-going owners have 

agreed to stay on with the company 
for a six month period. How can 
Bill use the time available with the 
two out-going owners to optimize 
the transition? Are there specific 
actions that would have the best 
payback?

 GDN Doors has been in business for over 40 years. The 
company was started by the parents of the current owner, Bill, and 
operated in a city with a population of 250,000. Because of the 
nature of the community, GDN Doors pursued all kinds of projects – 
residential, commercial, doors, gates, shutters, etc. The company has 
a good reputation and steady sales.
 One of the salespeople recently came to him with a problem 
that Bill had never encountered before. A potential customer owns a 
nice home in a sought-after neighborhood. They want to replace their 
two 9x7 garage doors with high-end doors that will “add to the curb 
appeal of the house.” 
 When Bill heard this, he immediately thought that this was 
great. His salesperson had a different view because of a conversation 
that he had with another employee. That person had recently joined 
GDN Doors after having worked for a local door and window 
installation company. He cautioned them about this potential 
customer: “There is no pleasing that couple. They look for the 
slightest error – real or imagined – and treat it like it ruins the whole 
value of the project. So they claim that they shouldn’t have to pay. 
And they watched installation teams and tried to tell them how to do 
their jobs.”
 Based on these comments, the salesperson’s advice was 
direct: “I think that we are setting ourselves up for complaints and 
slow payment if we sell to these people. Who knows what they tell 
their neighbors. I would prefer to walk away from this sale.”
 What should Bill do?
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Clopay Leadership 
Conference Announced 

OHIO - Clopay announced that 
it will host its annual Leadership 
Conference for qualifying Master 
and Authorized dealers October 22 
– 25, 2021 at the JW Marriott Marco 
Island Beach Resort in Florida. 
 The annual incentive 
trip is an opportunity for Clopay 
dealers and employees to connect 
in person to share information 
about new products and programs, 
and celebrate their business 

achievements over the past year. 
 Clopay usually hosts 
this event in May. The company 
cancelled its 2020 conference 
because of COVID-19, and moved 
the 2021 meeting to October to 
allow more time for widespread 
vaccine distribution.
 “The health and safety of 
Clopay associates and our dealer 
families is our top priority,” says 

Bardowell Launches 
Commercial Advisor 

Service
ARIZONA – Industry veteran Roy Bardowell 
has launched an advisory service, My Door Team 
Advisor, that is designed to help door companies 
expand and improve their presence in the commercial 
and industrial installation and service market. His 
expertise focuses on the selection, specing, quoting, 
installing and servicing of commercial and industrial 
operators. Bardowell has over 40 years of industry 
experience across the US and Canada including 
several years of industry training at regional and 
national door events.
 “For years I have been giving training sessions at IDA and CDI 
shows,” explains Bardowell. “I think that there is an opportunity to provide 
more benefits to dealers across North America who need one-time or on-
going training and support.”
 Bardowell notes that the simplest level of service that he can provide 
to a door dealer is team training. Available virtually via platforms like 
Zoom or on site at the dealer’s location, this would entail team technical 
training on commercial/industrial operator operation, troubleshooting, 
installation and service. It can also take a more sales-oriented focus to 
include understanding specs, project requirements, operator selection, 
sourcing and pricing.
 “Typically, training is only available for people who come to 
industry events. My service will allow teams of people – including 
technical and sales staff – to easily and cost-efficiently become more 
skilled in commercial/industrial operator sales and service.”
 If dealers want to move beyond the team training sessions, 
Bardowell is planning on introducing a contract advising option.
 Bardowell has worked for several top operator manufacturers 
and has written numerous articles for Door & Operator magazine and 
DASMA’s magazine.

Roy Bardowell

Continued Page 12
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Wayne Dalton Expands 
Product Offerings for 

Model 881 
ADV-Xtreme Doors

TEXAS - Wayne Dalton has released a new stainless steel upgrade package 
for Model 881 ADV-Xtreme. The new stainless steel options added to 
Model 881 ADV-Xtreme doors provide consumers with extended upgrade 
and design options that can suit a wider variety of applications, such as 
food processing facilities and other operations with frequent wash downs 
or similar conditions.
 “As an innovative producer of quality garage door solutions, we are 
continuously finding ways to enhance upon the safety, security and design 
of our products,” notes Mark Sawicki, Director of Product Management. 
“The new stainless steel upgrade package provides an easier to clean 
option that makes it ideal for companies who operate in environmentally 
controlled areas where sanitation is important.”
 Model 881 ADV-Xtreme is an interior fabric high-speed door that 
features an air infiltration-rated design for environmentally controlled 
areas, to help reduce airborne contaminants and making it suitable for 
manufacturing, cold storage, pharmaceutical, food and beverage and 
warehouse/distribution facilities. The new stainless steel upgrades of 
Model 881 make the door easier to maintain and clean. The company 
notes that these upgrades also provide better protection against bacteria 
growth, and are resistant to corrosion, cleaners, soaps and other chemicals. 
The new offerings follow good manufacturing practices and can also help 
facilities meet FDA and USDA standards.
 The launch of the stainless steel options also include added 
customization. Consumers now have the choice to upgrade the following 
features to stainless steel: front guide and wall guide, sloped hood, head 
plates, operator cover, bottom bar hardware, and additional option of barrel 
assembly. In addition, its strutless design lowers the operational noise of 
the door translating to a quieter operation. 

FOLLOW US ft ix

SERVICESPRING.COM 
833.772.3667

FIRST-RATE
S P R I N G  E N G I N E E R I N G  A P P  F O R 

INFORMATION 
A T  Y O U R  F I N G E R T I P S



8The Garage Door News MAY  2021

Overhead Door Brand 
Earns Women’s 
Choice Award

TEXAS - During its 
100th year anniver-
sary, Overhead Door 
Brand has earned 
the 2021 Women’s 
Choice Award by 
WomenCertified Inc 
for ‘America’s Most 
Recommended Ga-
rage Door Brand’ for 
the 10th consecu-
tive year, based on 
customer ratings and 
a national survey 
distributed to up to 
200,000 women. 
 “Once again earning 
the honor of ‘America’s Most 
Recommended National Garage 
Door Brand,’ it’s clear our top 
quality garage doors and innovative 
solutions continue to resonate 
with women, who make up the 
most powerful buying force in the 
market,” said Christian Morrow, 
Senior Brand Marketing Manager 
for Overhead Door Brand. “As 
Overhead Door Brand celebrates 
our 100th year anniversary, earning 
this achievement for the 10th-
consecutive year shows that we 
are consistently hitting the mark 
for our customers and delivering 
unmatched performance and 

satisfaction.”
  Delia Passi, 
founder and CEO of 
the Women's Choice 
Award says, "Today's 
marketplace is more 
cluttered than ever, 
yet women have less 
time than ever to sift 
through the saturated 
online options and 
store shelves. And with 
women on a constant 
hunt to identify the 
best brands for herself 
and her family, the 

Women's Choice Award serves 
as a trusted endorsement and 
visual beacon of empowerment, 
simplifying her choices. When 
consumers see that other women 
recommend a brand, through the 
Women's Choice Award seal, it 
provides an unparalleled level of 
trust and validation, putting her 
mind at ease- and that's priceless."
 For a decade, products and 
services that earn the Women’s 
Choice Award designation have 
been touted for their achievement 
as being the most recommended in 
their category and for which female 
customers would recommend to 
their family and friends.

2021 NAHB Study 
Finds Differing Views 

of Garage Choice
WASHINGTON, DC – The National Association of Home Builders 
(NAHB) recently released the results of the 2021 What Home Buyers 
Really Want study. The study included insight into the parking preferences 
of recent and prospective home buyers. Recent home buyers were defined 
as households that had purchased a home in the last three years. Prospective 
home buyers were defined as households that expect to buy a home in the 
next three years. The study identified substantial regional, income-based 
and age-related differences in preferences.
 The NAHB survey of 3247 Americans, approximately proportional 
and representational of the general US population, asked individuals 
about their purchase preferences for homes with differing types of parking 
options. Individuals were asked to choose between carports, no garage, 
and garages with one, two, or three or more garages. Because cost is an 
important factor in this decision, the survey included approximate costs 
for each parking option. In the survey, costs were noted as follows:

 

 Overall, the respondents demonstrated a strong preference for 
garages (72%) over carports (25%) and no garage (4%), but those overall 
statistics do not explain the true US market.

EXPERIENCE MATTERS
 First time homeowners are more likely to select a carport (38%) 
or opt for no garage (4%) than repeat home purchasers (carport 22%; 
no garage 4%). Over half of repeat home purchasers prefer homes with 
two or more garages (56%), while only 39% of first time home buyers 
demonstrate the same preference.

AGE MATTERS
 Home purchasers under 35 years of age demonstrated a strong 
preference for lower cost garage options including carports (26%) and 
single car garages (17%) and only 38% preferring 2-car garages and 11% 
preferring a three or more garage option. This is substantially different 
from Americans 55+ who ranged between 45-46% with a preference for a 
two car garage. 

INCOME MATTERS
 Not surprisingly, the home buyer’s household income has an 
impact on garage preference. This is especially true because the survey 
noted approximate costs for each alternative. The impact of income is most 
noticeable at the low end of garage options (no garage or carports only) 

Continued Page 12
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HS Metalworks Forms Strategic Alliance 
With Opex Steel Processing

NORTH CAROLINA - The Metalworks busi-
ness of HS Manufacturing, LLC (“HS Metal-
works”), a wholly owned subsidiary of Hickory 
Springs Manufacturing Company (“HSM”) has 
formed a strategic alliance with wire manufac-
turer Opex Steel Processing LLC (“Opex”) to 
manufacture induction-tempered spring wire for 
HS Metalworks at its Bedford Heights, Ohio, 
facility. Along with expanding HS Metalworks’ 
capacity, the strategic alliance enables it to bet-
ter serve its spring-wire customers based in the 
Midwest.
 “This new strategic alliance provides 
us with additional capacity, as well as a major 
geographical advantage, that will support our 
customers’ growing demand for this product,” 
said Tim Becker, president of HS Metalworks. 
“It also cements our position as one of the larg-
est producers of induction-tempered spring wire 
in North America, at a time when there is a real 
shortage in supply due to the recent spike in de-
mand for home furnishings, products used for 

housing upgrades and automotive products as a 
result of the COVID-19 pandemic.” 
 Becker added that the alliance gives 
HS Metalworks what he terms a “triangle” of 
manufacturing facilities for spring wire. HS 
Metalworks also manufactures this product at 
its facilities in Conover, North Carolina, and 
Phoenix, Arizona. Production and shipments 
from the Bedford Heights factory began in late-
February. 
 HS Metalworks will be Opex’s sole 
and exclusive customer for induction-tempered 
spring wire, which is used to manufacture over-
head springs for garage doors and has applica-
tions in the furniture, automotive, agricultural and 
construction industries in products which require 
springs that have a large load-bearing capacity. 
 HS Metalworks manufactures this wire 
by drawing it to a certain size and heat-treating 
it through the induction heating method, which 
brings the wire to a specific tensile range that al-
lows it to operate under a heavy load or over an 

extended life cycle.
 Opex is a business formed using some 
of the wire making assets formerly owned and 
operated by American Spring Wire Corp. “We 
are very excited to expand our production capa-
bilities and further service our customers through 
this strategic alliance,” Becker said. “The Opex 
team, from the executive level to the production 
floor, is one of the most highly respected wire 
manufacturers in the industry. Dedicated to man-
ufacturing high-quality products with an empha-
sis on customer service, this collaboration aligns 
well with both of our companies’ core values and 
we look forward to continued growth together.”
 “I am very pleased to have joined forces 
with HS Metalworks and to put our wire making 
assets, and our people, back to work.” said Tim 
Selhorst, CEO of Opex. “Demand for induction-
tempered spring wire has grown dramatically, 
and to be part of this alliance is a terrific opportu-
nity for Opex Steel Processing and, we believe, 
HS Metalworks.”
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Colorfully Clad Schweiss Hydraulic Designer 
Door Enhances Colorado Office

MINNESOTA - A Schweiss Doors hydraulic 
designer door with a multi-colored glass exterior 
cladding on it was recently installed in an 
extensive Boulder, Colo. commercial remodel 
project.
 The Prism Plane project by Tres Birds 
Architectural uses a Schweiss hydraulic door 
to create an artistic look. The door is clad with 
curtainwall glass with colored film layered 
inside the laminated glass. As it’s being looked 
at, the alternating change in glass color gives 
off a dynamic effect of color shifts when 
viewed from different angles, as pedestrians 
are walking past, or as the sun or weather 
transforms it. The curtainwall itself weighed 
4,178 pounds, close to the weight of the door it 
is mounted on.
 Tres Birds, a full-service architecture 
and general contracting firm based in Denver, 
was in charge of the total remodel.
 “The area where the hydraulic door 
went was at an old loading dock,” says Aaron 
Tweedie, Architectural Project Manager for Tres 
Birds. “The Schweiss door opened that space up. 

The door really allowed us 
to connect it to the inside 
of the Class A office space 
building that now opens 
up to an outdoor whole 
green area that the owner 
wanted to create.”
 The 36-foot, 
7-inch by 9-foot, 11-inch 
hydraulic engineered door 
is equipped with electric 
photo eye sensors, a keyed 
up/stop/down switch, a 
hydraulic two-speed valve 
and bottom foam seal. A 
Schweiss hydraulic pump 
and two large cylinders were required to lift the 
9,728-pound total weight of the door.
 He noted that the energy code in Boulder 
is extremely stringent. Boulder requires projects 
be 20 percent more energy efficient than the 
building code would otherwise require. The 
ability to use a Schweiss door required glazing 
that had to be NFRC-rated and certified for the 

glass and entire curtainwall system. Sensors 
that connect to the building management 
system require that if the door is open that it 
automatically adds 10 degrees of difference 
between cooling and heating whether or not it 
feels comfortable.
 The Gold Label Door company in 
Denver installed the door.

and at the 3 or more garage preferences. Over a third of home buyers with 
income under $50,000 prefer not to pay for a garage or opt for carports 
(38%). That number declines to 31% for home buyers with income 
between $50-75,000, and below 20% for the higher income brackets.
 Homeowners willing to pay the stated $65,000 price for 3 or more 
garages grows steadily from 6% for lower income brackets to 19% for 
higher income brackets.

 

LOCATION MATTERS
 The survey also demonstrated regional differences in willingness 
to pay for garage options. As the following chart indicates, eastern regions 
are more likely to favor the lower cost options (no garage or carports). For 

the New England region, this trend continues to single car garages with 
rates over 50% higher than the national average.
 Central and western US regions favor 2 or more car garages. 

Percentages in green indicate that the region displays above national average for 
that garage category.

2021 NAHB STUDY (Cont'd)

Clopay vice-president Pat Lohse. 
“We are optimistic that people will 
continue to follow CDC guidelines 
related to the virus over the next 
several months so that we can 
safely meet in person once again.”

  Master and Authorized 
Clopay dealers are required to 
achieve specific sales goals in order 
to qualify to attend the conference. 
This will be the 32nd event since its 
inception in 1989.

CLOPAY CONFERENCE (Cont'd)

%
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Clopay Adds Slim Window Option 
to Modern Steel Garage Doors

OHIO - Clopay is introducing a 
new “slim” window option to its 
residential Modern Steel and com-
mercial Steel Full-View garage 
door lines. 
 The 37” x 8” contempo-
rary slim window features an alu-
minum frame in a choice of two 
colors, either silver or black, and 
can be paired with 5/8” thick clear 
or frosted tempered glass. 
 “An easy way to elevate 
the design of your garage door is 
by painting the window frames a 
contrasting color seen elsewhere 
on the exterior,” says Justin Ev-
ans, Clopay’s director of residen-
tial marketing. “Black window 
frames on a wood-look door or 

silver frames on a sleek black door 
are eye-catching combinations 
that add visual interest, depth and 
texture. The effect can be dramatic 
or subtle, depending on the colors 
selected.”  
	 Available	 on	 both	 flush	
and ribbed panel doors, the win-
dows	can	be	configured	down	one	
side of the door for a Mid-Century 
Modern look, in the top section 
of the door for a more traditional 
placement, or in every panel of the 
door for maximum daylight and 
visibility. 
 Clopay’s new contempo-
rary slim windows are available on 
2”-thick Intellicore and 2”-thick 
polystyrene insulated residential 

steel door Models 4308, 4309, 
9208 and 9209, as well as com-
mercial insulated steel door Mod-
els 3208, 3209, 3728 and 3729. 

 Frame colors other than 
black or silver can be ordered 
through Clopay’s ColorBlast cus-
tom paint program.

1-800-338-5399
WWW.LYNX-NSW.COM

TC3

CDJH

CUSTOM CONFIGURATIONS.
RELIABLE.

Most models in stock for immediate shipment.

QUIET OPERATION
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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

Overhead Door Brand Launches 
Residential Exterior Security Shutter

TEXAS - Overhead Door Brand has launched 
Model 653RX Allura Security Shutter, a UL 
325 compliant and listed residential exterior 
security shutter opener with a weather resistant 
enclosure. This new door system is designed 
for the application of securing exterior access 
to residential properties. The company notes 
that the Model 653RX Allura Security Shutter 
is uniquely designed to provide an aesthetically 
pleasing, compact design that can be custom-
ordered in a variety of colors to boost a home’s 
curb appeal while preventing unwanted access 
to residential streets and driveways. 
 “By expanding our product offerings with 
our first-ever residential exterior shutter Model 
653RX Allura Security Shutter, Overhead Door 
Brand continues to offer homeowners attractive 
door designs that both enhance security and 
upgrade aesthetics,” said Christian Morrow, 
Senior Brand Marketing Manager for Overhead 
Door Brand. “Traditionally engineered for 
commercial installations, exterior shutters for 
residential usage are growing in demand for 

high traffic areas 
where people want to 
prevent access into 
their driveway.”
 Engineered to 
be UL 325-compliant, 
Model 653RX Allura 
Security Shutter is 
designed with an 
exterior mounted tube 
frame structure and 
is equipped with safe 
direct drive operation. 
Monitored photo 
eyes are available in 
a fully perforated or 
fenestrated pattern, 
allowing for 22% and 24% open area visibility 
respectively. The sloped hood design of Model 
653RX Allura Security Shutter provides a 
weather resistant enclosure and promotes 
moisture runoff. For additional security, cylinder 
locking options are available. The system comes 
with a residential exterior security shutter 
opener and is engineered to offer smooth and 
quiet operation. 
 Model 653RX Allura Security Shutter 
features an extruded aluminum curtain, guides 
and bottom bar that allow a finished look when 
the shutter is closed. For enhanced customization, 

the security shutter is available in four standard 
PowderGuard Premium powder coat finishes, 
silver, bronze, white or almond, in addition to 
approximately 200 other powder coat color 
options, or can be color matched to architect 
specifications. Model 653RX Allura Security 
Shutter comes with a two-year limited warranty 
on parts, components and finish. The opener’s 
motor or gearbox comes with a limited lifetime 
warranty while its core unit parts include a two-
year limited warranty and its accessories and 
other parts and components come with a one-
year limited warranty.

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

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

The Lighter Side

Well Established Commercial & 
Industrial Door Company for Sale in 
Sunny San Diego County, California

Servicing all of San Diego county & 
Southern Riverside counties for more 
than 15 Years. 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. Sale 
Includes multiple service vehicles 
ranging from 2016-2019. All vehicles 
included in sale including all inventory 
and equipment, forklift, trailers, office 
furniture, computers, copiers. Current 
long-term lease of office /warehouse 
building will transfer to new owner 
if desired. Asking 5 x Profit = approx. 
$2.2- 2.5. Owner is willing to stay on 
during transition period 6 months-1 
year. Serious Inquires only!
Email: sdcommercialdoor@gmail.com

Central Illinois Garage Door Company for Sale
High profit margin 20% residential, 80% commercial Service and Sales. 24 years 
in business. “Very loyal” customer base. $250,000.00. Company has No debt. Sale 
includes Name, phone number, Customer list, 2011 F450 cab and aluminum service 
box, ladders, ladder rack, Lincoln Welder, torch on board. Inventory, Heavy duty 60 – 
40 split tilt galvanized trailer and 26’ Terex platform lift. Owner will be available for 
transition up to 3 months. Will do introductions where needed. 

Contact: Larry Haedicke. Land line  (309) 699-2100

CLASSIFIED ADS ARE FREE 
E-mail your ad to: gdn@kos.net

Job Description: 
Garage Door Technician

Salary: $20.00 - $32.00/hour based on 
experience

Job Type: Full and Part-Time, Permanent 
(some weekends and overtime)
We are a small family run business based 
in Oliver, BC, with a solid reputation in the 
Okanagan Valley for quality workmanship 
& customer service. 
Job Description & Responsibilities:
• Load and unload product from truck/
trailers
• Prepare installation kits
• Read and interpret work orders
• Ensure safe work practices are followed 
at all times
• Maintain a clean and organized work 
area
• Use various construction related 
equipment
• Safely use all tools 
• Mathematical aptitude and 
understanding of measurements to the 
1/16 of an inch or mm
• Work with minimal to no supervision
• Experience with residential and 
commercial overhead doors
• Effectively communicate with clients 
and other tradesmen
You:
• Have your own truck and tools.
• Excel at customer service
• Mechanically inclined
• Ability to be on your feet for an 8-hour 
shift
• Ability to lift, pull and push 40-50 lbs.
• Comfortable working on a ladder
• Have some AWP or scissor lift 
experience
• No criminal record
   Applicants must have a valid driver 
license and provide a clean driver 
abstract. To apply for this position, email 
your resume, including references to: 
winecountrydoors@gmail.com. No phone 
calls please.

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 42 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 list, 
inventory, materials, Website, etc. NO 
DEBTS INCLUDED IN SALE. Price 
on demand. 

Email: garagedoorco@hotmail.com
Phone: 504-241-1138

Truck driver/warehouse worker
Access Entry Systems Inc. is a leading 
distributor of garage doors and related 
products. Due to our rapid growth, we are 
in need of adding to our team of dedicated 
employees to help serve our customers:
Wanted – Truck driver/warehouse worker
Successful applicant will have a class 
DZ drivers licence with a clean driving 
record. Employment is permanent full 
time.  Starting salary is $ 24.00 per hour. 
Guaranteed 44 hours per week plus 
optional overtime.
Job description:
Delivering garage doors and openers to 
our dealer network throughout Ontario 
and doing pickups from local suppliers. 
Requires 1 overnight trip per week.  
Training is supplied.

Contact: Gary Pryke
906-564-8601 or gary@accessentry.ca

Turnkey Business for SALE 
by retiring owner

Lucrative residential garage door 
business. Located in Southern Colorado, 
Canon City's first residential garage door 
company serving the area over 21 years. 
This is a service & installation business 
providing Wayne Dalton garage doors 
and LiftMaster garage door openers. 
SALE INCLUDES: Name, trademark, 
phone number, & advertising (website) 
etc.; complete inventory; loyal customer 
base; 2008 Chevy Duramax 2500; 2002 
Chevy Silverado 1500; 1996 GMC 
1500; 3 flat bed trailers (18', 16', 10'); 
tools, ladders, compressors, etc. DEBT 
FREE company. Owner willing to 
stay on during transition period of 3-6 
months.

Serious Inquires ONLY. 
Email: a1garagedoors1539@yahoo.com 

Overhead Door Installers 
National Overhead Door has been providing reliable commercial & residential products 
& service to the greater WNY area for over 65 years. We are currently looking for 
experienced overhead door installers who are reliable, have proven experience & have 
a valid drivers license. Our company offers many benefits including but not limited 
to; health insurance, paid vacations with a potential to earn based on hours worked 
& holidays, 401K, Holiday Bonus & the potential to earn commission on any new 
accounts brought in. Candidates will be eligible for a new hire bonus after a set amount 
of time. Also willing to train potential hires on additional seasonal work to increase 
earning potential. Flexible hours & potential to make based on candidates’ willingness 
to work. Please send letter of interest & resumes/history of work to: 

Sara@nationaloverhead.com



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:   Horsepower requirements for openers
QUESTION 2:   Disabling a keypad

THIS MONTH'S QUESTIONS

These questions and answers are 
from Quora.com
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QUESTION 1:
How much horsepower do I need 
for a garage door opener?

QUESTION 1, ANSWER 1:
Most residential installations have 
correctly selected and installed 
springs keeping the door lift fairly 
easy. Horsepower isn’t much of a 
concern. 
 You might want to look at 
other features like silent operation, 
automatic deadbolt locking, battery 
backup, automatic lighting and 
WIFI connectivity. 
 I replaced my garage doors 
and openers a few years ago and am 
so pleased with the improvements 
over the prior versions. I had the 
doors professionally installed so 

the springs are well balanced to the 
door weight.

QUESTION 1, ANSWER 2:
Not much, usually. If you have a 
single car garage door, made with 
modern (cheap) materials, it’s 
probably rather lightweight. (Mine, 
without the springs, is only about 
100 pounds.)
 With the springs, I could 
easily lift it with one hand. That 
would take the lowest power motor 
available.
 I used to live in a house 
that had a huge, double width door: 
even with the big torsion spring 
it was a heavy lift. We got a high 
powered opener for that one.

QUESTION 1, ANSWER 3:
Depends on the size of the garage 
door and what it is made of, so it 

varies.

QUESTION 1, ANSWER 4:
Mine is a 1/2 HP electric motor.

QUESTION 1, ANSWER 5:
1/2 HP for lighter doors, 3/4 HP for 
bigger ones.

QUESTION 1, ANSWER 6:
Generally 1/2 HP will do but 
depends on the weight of your door 
and how fast you want it to open.

QUESTION 1, ANSWER 7:
It would depend on what size door 
and what your door is made of. I 
looked at Amazon and they were 
either 1/2 or 3/4 HP.

QUESTION 1, ANSWER 8:
They usually range along the lines 
of- half, three quarter and jump up 
to one and a quarter horsepower. So 
1/2, 3/4 and 1 1/4 horsepower.

QUESTION 1, ANSWER 9:
Probably a quarter to a half 
horsepower motor depending on 
door weight and how it is geared.

QUESTION 2:
How do I disable a garage door that 
has a keypad on the outside of the 
house?

QUESTION 2, ANSWER 1:
Easy: to disable the outside keypad 
just add an on/off switch on the 
inside. Cut one wire add a switch. 
There you go. A cordless keypad 
might be harder. I would open 
the case and see where you could 
add an external switch. Another 
way would be to get a lockable 
thermostat cover. Cover the remote 

keypad with that. You might be able 
to make a lockable wooden box 
over the keypad.
 If you want to disable the 
opener motor just put a standard 
on/off switch on it. Just like a light 
switch. Set up a switched outlet for 
it. Use a light switch.

QUESTION 2, ANSWER 2:
1.Remove the faceplate. 2. Remove 
and tape the wires, (be sure to 
number the wires, so you can 
tell which ones go where). Wind 
wires back up and push into hole. 
3. Replace faceplate. Garage door 
disabled. Another easier way would 
be to shut off the power to the 
garage door opener motor.

QUESTION 2, ANSWER 3:
Since the keypad is mere trigger to 
cause actuation of the garage door 
opener, simply remove the source 
of power to the opener either by 
unplugging it, or opening the supply 
breaker.

QUESTION 2, ANSWER 4:
You want a garage door that is 
wireless, so you can use it manually 
in case of a fire, or when you come 
home late at night, so can just push 
the button inside your car and the 
light comes on and the door opens.

QUESTION 2, ANSWER 5:
To disable the garage door opener, 
unplug it, usually at the ceiling.

QUESTION 2, ANSWER 6:
Question not clear. You want to 
disable the garage door? You want 
to disable the keypad or the garage 
door opener? Opener - unplug it. 
Keypad? Remove it.



The Garage Door News 17 MAY  2021

• Zero Hinge Design for 
residence and retail space


• Single panel


• Bi-fold


• Meticulous steel fabrication


• NO straps, cables or bulky 
hinges


• Unrivaled performance 
features 


• Quiet hydraulic operation

PREMIER DOOR CO.  
Next Generation Hydraulic Doors

      P: 320-562-2222      
PREMIERDOORCO.COM

Nortek Control Announces 
New Promotion

CALIFORNIA - Nortek Control recently 
announced that Ryan Kosterow has been promoted 
to Business Development Manager for the Linear 
brand in its western region. Kosterow originally 
joined the company as a Linear Pro Channel 
regional sales manager in 2018 representing the 
brand’s Perimeter products. His demonstrated 
expertise of access control products and market 
trends enabled Kosterow to enrich relationships 
with dealers and distribution partners by helping 
them realize additional business opportunities and 
grow their businesses.
 Prior to joining Nortek Control, Kosterow 
held the national sales account manager position at Accounting 
Principals where he was responsible for business development in North 
America. His experience also includes an international sales director 
position at Nexus 21 Concealment Systems where he implemented a 
sales plan to drastically increase non-U.S. sales. Kosterow holds an 
M.A. degree in business from Clark College.
 “In my new role, I’m looking forward to further strengthening 
customer relationships by supplying the support, training and best-in-
class sales tools they need to successfully sell our industry-leading 
Linear products and solutions. I want to help dealers see the full 
potential in our Linear premier access control line that allows them to 
offer everything an organization needs for comprehensive security and 
access control giving them a distinct competitive edge that also opens 
up new revenue possibilities,” said Kosterow.
 “Ryan has shown tremendous leadership and the ability to truly 
connect with our dealer and distribution partners. His deep knowledge 
of our Linear products and technologies will help us enhance and 
expand our customer base while continuing to meet growing demand 
in the West with the superior service and support the Linear brand 
is known for,” said Joe Schenke, Vice President of Sales at Nortek 
Control.

Ryan Kosterow

APPOINTMENT

ONTARIO - Carlo Gavazzi 
recently introduced its new 
family of MC88C Sensors 
to broaden their available 
housing options for the 
growing family of MC 
Safety Magnetic Sensors.
 The new MC88C 
Series of magnetically 
coded REED safety sensors 
monitor the position of sliding, 
hinged and removable safety 
guards.  When connected to a 
safety module, these sensors 
are suitable for safety gate 
applications up to PLe/Category 
4 according to EN ISO 13849-
1. They are designed to stop or 

disconnect dangerous motions 
when mobile protections are 
opened or displaced. These 
applications are common in the 
industrial food & beverage, door 
& entrance, plastic & rubber, 
and material handling market 
segments.

Carlo Gavazzi  
Introduces New Safety 

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

"P" "O"

PB-100 "P" BULB CLO-400 "O" SEAL

15-PO

NOTE: INSTALL wITh OPENINg 
fACINg AwAy frOm ANgLE

STEP 1 STEP 2 STEP 3

"Seal The Deal" with our Superior Designed...
"P" & "O" STYLE BOTTOM SEALS!

GET A PERFECT BULB EVERYTIME 
FOR A UNIFORM & RELIABLE SEAL!

EASILy INSTALLED By BrINgINg BOTh ENDS TOgEThEr, INSErTINg ThE fOrmED 
ENDS INTO yOUr rETAINEr CrEATINg ThE PErfECT SEAL.

• Available in "P" Bulb & "O" Seal Styles
• Rolled flat to eliminate bulb deforming
• Made of black flexible pvc material
• Holds its shape and remains flexible from -40°F to 150°F
•  Forms a one inch ribbed bulb to eliminate sticking 

allowing maximum cushioning
• Sold in rolls and is packaged UPS friendly
• Eliminates waste and easy to store

Clopay Doors Featured on 
2021 Internatinal Builders’ Show Homes

OHIO - Clopay garage doors are 
featured on two showcase homes 
open for virtual tours as part of the 
2021 International Builders’ Show: 
The New American Home (TNAH) 
and The New American Remodel 
(TNAR).

 The Phil Kean Design Group 
selected Avante AX doors with 
frosted glass for a new three-story 
single-family home that highlights 
the amenities of sustainable urban 
living in downtown Winter Park, 
Fla. 

	 The	inverted	floor	plan	has	
common areas on the top two 
floors	to	take	advantage	of	the	
views and natural light. An 
attached three car garage on 
the	 first	 level	 serves	 as	 “the	
front door.”
	 “The	 garage	 doors	 are	 the	
first	 feature	 you	 see	 as	 you	
approach the house so it was 
important to select a beauti-
ful design,” said Katie Kovac, 
construction manager for The 
Phil	 Kean	 Group.	 “Clopay’s	

Avante	 fits	 the	 mod-
ern industrial feel of 
the exterior. The black 
aluminum frame and 
frosted glass panels 
complement the de-
sign of the windows 
and exterior sliding 
doors perfectly.” 
 E2 Homes 
chose Clopay Canyon 
Ridge Modern doors with aluminum 
inlays for The New American 
Remodel, the transformation of a 
1973 mid-century modern lakefront 
home into an inspiring showcase of 
contemporary living and energy-
efficiency.
 The home’s reimagined 
curb	 appeal	 is	 defined	 by	 clean	
horizontal lines, contrasting 

textures, and large glass doors that 
offer views to the lake. 
 The Intellicore insulated 
Clopay doors contribute to the 
home’s	net-zero	thermal	efficiency	
and protect against moisture and 
high winds. 
 For a free virtual tour of the 
homes, visit tnah.com and tnarh.
com.



The Genie Advantages Are Clear
MODEL 6170 

Eliminate rail & powerhead from ceiling for a clean & open look to your 
garage. Enjoy the view or use freed-up space for storage or other purposes.

Compact design fi ts into tight side room spaces between track & wall.

Integrated battery backup

Powerful, quiet 24v DC motor opens doors up to 14’ high & 850 lbs.;
including standard lift, high lift up to 84”, or vertical lift track.

Bright LED light  fi xture, door lock, & wireless wall 
console with 10, 20, or 30 second closing delay

 RESIDENTIAL WALL MOUNT GARAGE DOOR OPENER

The Genie Advantages Are Clear

Model 6070: Comes without Aladdin Connect®

or battery backup although either can be added later.

SAFE-T-PULSE ™ SYSTEM
Patent Pending Internal Cable Tension Monitoring

• Electronic pulsing during initial door travel detects slack 
cables & stops unsafe operation

• Innovative, internal cable tension detection eliminates safety 
concerns of external detection being bypassed or improperly aligned

• No external cable tension monitor means quicker 
installation & less service calls

www.geniecompany.com

SAVE TIME. SAVE MONEY.
Easy, intuitive setup; instant, clear readouts; advanced diagnostics — these are 
just some of the keys to your commercial operator success. With specifi cations 
available for hundreds of models, Genie® commercial operators will help you 
win even the toughest of projects.

Integrated Wi-Fi control

Genie is your one stop for residential openers, commercial operators, & accessories!



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

6640 Davand Drive
Mississauga, ON

#701 - 19055 Airport Way
Pitt Meadows, BC

Visit our social media for the latest updates

  6210 - 48 Street SE
Calgary, Alberta

www.merik.ca

Insulated Sectional Doors
Integral horizontal reinforcing 
ribbing and ship lap section 
seals are only two of the 
standard features that set 
them apart from other doors 
available on the market today.

Stocked in 11/2” and 13/4” panels
White and Black �nish available

Utilizing the latest in 
polyurethane technology, 
we've attained the highest 'R' 
value per inch of all 
competitive insulation, as well 
as providing superior foam to 
steel adhesion and structural 
integrity.

Local manufacturing ensures quick delivery times

Model C200 Shown
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