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Wayne Dalton Launches 
New Sectional Steel CX-Series 

TEXAS - Wayne Dalton has introduced three 
new Sectional Steel CX-Series models that offer 
an efficient design for strength and longevity 
in demanding commercial settings. Launched 
on September 26, 2022, the new Sectional 
Steel Models CX-20, CX-24 and CX-2400 are 
replacing the C-Series Models C-20, C-24 and 
C-2400 for non-wind load applications. The 
new CX-Series remains compatible with the 
C-Series allowing for section replacements as 
needed.
 “Our goal in launching the new 
Sectional Steel CX-Series is to provide 
customers with a wider range of options 
suitable for a variety of project budgets and 
building requirements,” said Bill Loughridge, 
Wayne Dalton Product Manager. “Models 
CX-20, CX-24 and CX-2400 offer a durable 
and stable door system for commercial and 
industrial applications.”
 Each of the three models in the Sectional 
Steel CX-Series offers a more efficient pan 
door design. The series’ attributes include an 
enhanced low-maintenance design and steel 

and polylaminate backer options that allow for 
a wider variety of commercial and industrial 
applications for warehouses, industrial 
manufacturing facilities, storage buildings and 
distribution centers, among others.
 All models still include many of 
the proven features of the C-Series product 

platform: the quick installation and impact 
sections, R-value of 7.64 for optional insulation 
and Wayne Dalton one-year limited warranty. 
The Sectional Steel CX-Series incorporates 
tongue-and-groove construction with self-
forming rivets clinched to face, and rails for 
superior stability throughout the door.
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3" SUPER QUIET TRIPLE C
CARRIAGE * CAR WASH * COMMERCIAL

LONG STEM WITH LOCK NUT
100,000 CYCLES @ 130 LBS

888-600-8852
www.UniqueGarageProducts.com

WORLD'S QUIETEST ROLLERS
"QUIET TIP" "QUIET SHAFT"
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QUIET SHAFT

ASK ABOUT OUR QUIET HINGES!

PATENT 10,280,668 10,280,667 AND PATENTS PENDING US AND CANADA

SPECIAL PATENT PENDING 
WIND-LOAD LOCK NUT/THREADED SHAFT TIP 

HASSLE FREE ON/OFF DESIGN

3'' SUPER QUIET

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 finest 
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 finish 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

REV_12-E
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Letters to the Editor regarding anything 
that you see in this newspaper or elsewhere 
in the industry are welcome. Letters should 
be approximately 200 words, and faxed to: 
THE EDITOR, Garage Door News, fax to 
866-838-2967. Please include your name 
and phone number. Your letter will appear 
anonymously if requested.

The Garage Door News
Published by  KRUBUS Inc.

Publisher: Dave Bussière
    dave@garagedoornews.com
Editor:     Lucia Krupa
    lucia@garagedoornews.com
Administrative Support:  Accu-tel

The Garage Door News welcomes comments 
and suggestions. Letters to the Editor and  
articles are also welcomed. The Garage Door 
News is a monthly publication for garage door 
installers and manufacturers. The information 
included in this paper is intended solely for the 
use of the reader. No part of this publication 
may be reproduced in any matter without the 
expressed written  permission of the Editor. The 
ideas and suggestions expressed in this paper are 
those of the writers. KRUBUS INC. will not be 
liable for the use of the information, opinions 
or products expressed, advertised or otherwise 
contained herein.

The Garage Door News
1331 Harvest Bend

Lasalle, ON Canada
N9H 2B5

Toll-Free Tel:   866-854-0561
 Toll-Free Fax:  866-838-2967

 e-mail: gdn@kos.net

LETTERS TO THE EDITOR

POSTMASTER:   Please forward address corrections to:
The Garage Door News 

1331 Harvest Bend
Lasalle,  ON  Canada   N9H 2B5

The Garage Door News
269 Walker St., #637

Detroit, MI   USA   48207

Doors     Frames
Hardware      Access Systems

Cylinders & Keys

50 Sovereign Court Unit B
Woodbridge, Ontario L4L 8M1

Phone: (905) 761-6400
Fax:  (905) 761-6424

canadafiredoorandframe.com



www.devancocanada.com      855-931-3334      
LOGIN OR CALL FOR PRICING

SEE CLEARLY. 
CONTROL SECURELY.
Introducing the NEW 84505R smart garage door opener 
with video capability.

CHECK OUT OUR FULL LINE OF GARAGE DOOR HARDWARE!

WE HAVE 
STOCK!

VIEW OUR PRICES 
ONLINE AND ORDER 

YOURS TODAY!

HURRY!
WE STILL

HAVE STOCK 
ON SL595!

Introducing the NEW IHSL24UL heavy-duty 
variable speed industrial slide gate operator 
for gates up to 5,500 lbs.
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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 31-10 Answer:

Past issues of The Garage Door News 
are available at  

www.garagedoornews.com

Case 31-10: Price Matching
 Pricing is a tremendously important issue in a business’ success. 
It is influenced by internal factors (cost of goods sold, labor costs, buying 
volumes, etc.). It is also influenced by internal strategic decisions. 
This is complicated by external factors that include interest rates and 
competition.
 In this case, the General Manager, Bill, witnessed a salesperson 
offer a quote 5% less than a competitor to make a sale. While this has 
been interpreted by Bill as price cutting, there are actually three possible 
perspectives on this situation.
 First, let’s assume that the salesperson was right: a 5% decline 
in price still added profit to the company. In this view, giving in a bit 
adds work and profit to the company. It acknowledges that company 
pricing is not perfect. It focuses on short term sales and operations. Many 
companies successfully operate this way. They tend to like volume.
 Second, let’s assume that Bill was right: a 5% decline in price 
signals the market. In this view, giving in on price makes GDN Doors and 
Gates look like a price discounter. This has fewer short term implications, 
but can have major medium and long term implications. It speaks to 
the strategic positioning of the company. It asks the question: Does our 
quality merit higher prices? Many companies successfully operate this 
way. They tend to like profit margins over volume.
 But there is a third view. The salesperson offered a quote that was 
5% less than a competitor. The case did not say that it was a 5% discount 
from their own pricing. The competitor may be a high priced competitor. 
This changes everything.

 Bill joined GDN Doors and Gates only 6 weeks ago as the 
General Manager. He had managed a similar business in another 
town before the owner sold it and new management was brought 
in.
 While Bill does have a technical background in the industry, 
most of his experience has been on the management side. He has 
done sales, scheduling and team supervision.
 Today, Bill witnessed an interaction between a salesperson 
and a homeowner that had him thinking.
 The homeowner wanted a new garage door and opener to 
replace his aging, but still functional current door. The homeowner 
had clearly been shopping around because he was aware of brands 
in the industry and had pricing from other door dealers.
 In fact, he had a written quote from a major competitor. The 
GDN Doors and Gates salesperson explained that the company 
could provide the same brands of opener and doors, and would 
offer it at 5% less than the competitor.
 The sale was made. The salesperson was pleased.
 Bill, however, was not pleased. And he said so as soon 
as the customer left the building: "If the door and opener are 
identical, then the only thing that is potentially cheaper in this deal 
is the quality of our work. It would have been better if we simply 
matched the price. When did we become a discount company?”
 Is Bill mis-reading the situation? Is there an upside to the 
pricing decision?

Case 31-11: Questioning a Business Model
 Bill had owned GDN Doors 
and Gates for 20 years, but his 
family had owned the company 
for over 40 years. The company 
was generally successful, but Bill 
would acknowledge that there had 
been several ups and downs. The 
company was always forced to 
focus on a shorter time frame for 
sales, profits and cash flow than the 
owners and managers had wanted. 
And yet, the company had survived 
for 40 plus years.
 But recently, Bill had 

encountered a fellow small business 
owner. She and her sister owned a 
non-franchise pizza restaurant in the 
same community – Sisters Pizza. 
Because the pizza restaurant was 
not part of a franchise, they did not 
benefit from national advertising 
and brand recognition. And yet, 
Bill knew that they offered a really 
good pizza that was priced higher 
than the competition. 
 So he asked the co-owner 
a simple question: “So how do 
you make money against this huge 

competition?”
 Her answer had Bill 
thinking.
 Years ago, Sisters Pizza was 
approached by a local school that 
wanted to offer a fun “Pizza Day” 
for their students. Sisters Pizza cut 
their profit margins on the deal, 
but sold 100 pizzas in one day. 
They have since expanded these 
sales – they now break-even on 
overall operations simply by selling 
to schools. It also ensures regular 
cash flow and cost discounts on 

volume purchases of ingredients. 
It has really redefined the business. 
The premium prices in the actual 
restaurant give the company the 
extra profit they are after.
 Bill wonders if there is 
a parallel opportunity for GDN 
Doors and Gates.
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Martin Door Is 
Acquired by 

PGT Innovations
UTAH - Martin Door Holdings 
has announced that they have 
been acquired by PGT Innovations 
(NYSE: PGTI).
     “PGT Innovations’ long-stand-
ing focus on innovation, safety, and 
quality, as well as their exceptional 
dedication to their team members, 
made the decision to join their fami-
ly of brands an easy one,” said Scott 
Huntsman, Chief Executive Officer 
of Martin. “We are honored that the 
group saw similar qualities in our 
team and selected Martin to be the 
brand to help them enter into the 
overhead garage door industry. We 
are excited to work with the PGT 
Innovations team to advance fur-
ther our manufacturing capabilities 

and serve as their flagship brand in 
the garage door product category. 
This transaction would not have 
been possible without the incred-
ible efforts of innumerable people 
– from our passionate employees, 
to our loyal dealers, and dedicated 
vendors who worked in synchrony 
to bring Martin to the company it 
is today. The support we received 
from every side was amazing, and I 
look forward to a long and success-
ful continued relationship with each 
of these partners. We also would 
like to thank Black Oak Capital and 
Ridgeline Capital, for their support 
over the past several years helping 
us achieve the growth we have seen 
in recent years.”

Chamberlain Garage Door 
Opener Wins Award

ILLINOIS - /PRNewswire/ - 
Chamberlain recently announced 
that its Chamberlain B6753T 
Secure View Camera Ultra-Quiet 
LED Wi-Fi Battery Backup Garage 
Door Opener has won the Good 
Housekeeping's Home Renovation 
Award in the Garage Wonders 
category.

 The award selection process 
was run by home building and en-
gineering experts through the Good 
Housekeeping Institute Home Im-
provement & Outdoor Lab. The 
Chamberlain Secure View Garage 
Door Opener underwent months of 
rigorous testing in order to be con-
sidered for the Home Reno Award.

If you’re honest and upfront with a customer, 
it goes a long way to finding a resolution to 
almost any issue.  
SSC.. .60 years of innovation that’s
uniquely better. 

servicespring.com  
833.SSC.DOOR

Follow us:
f t Qi x

Matt J.  
Accounting
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Canadian Housing Starts 
for September 2022

ONTARIO - The standalone 
monthly SAAR of total housing 
starts for all areas in Canada was at 
the highest since November 2021 
(305,889 units) in September, 
with 299,589 units, up 11% from 
August. The SAAR of total urban 
starts increased 12% to 276,142 
units in September. Multi-unit 
urban starts increased 16% to 
216,549 units, while single-
detached urban starts were flat at 
59,593 units.
 Rural starts were estimated 
at a seasonally adjusted annual rate 
of 23,447 units.
 “Both the six-month trend 
and monthly SAAR in housing 
starts were higher in September 
compared to August. September’s 
increase in monthly SAAR housing 
starts in Canada’s urban areas was 
driven by higher multi-unit starts. 

Montreal, Toronto and Vancouver 
recorded large increases in SAAR 
multi-unit starts, resulting in the 
overall increase for Canada. While 
single-detached units were up 85% 
in Vancouver, single-detached 
starts were flat in Toronto and 
Montreal. Housing starts activity 
remains elevated in Canada in 
2022,” said Bob Dugan, CMHC's 
Chief Economist.
 The trend in housing starts 
was 276,682 units in September, up 
3% from 267,813 units in August, 
according to Canada Mortgage and 
Housing Corporation (CMHC). 
This trend measure is a six-month 
moving average of the monthly 
seasonally adjusted annual rates 
(SAAR) of housing starts.
 CMHC uses the trend 
measure as a complement to the 

Continued Page 10



atlas rolling entry systems
1-800-267-8773    DIRECT: 416-661-4008 FAX: 905-264-7142

...you can make one call!

Canada’s Garage Door Supply House

Replacement 
Springs Door Hardware

Fire Doors Counter ShuttersService Station Doors

Commercial 
Operators

Soft Touch 
Safety Edge

Gate Hardware

Bug Barrier® Doors Light CurtainsVinyl Doors

Rollshutters and Screens

Whiting Truck Door Hardware Weatherstripping Slide LocksPhoto Cells

Zap Operators Gate & Entrance Systems

TrackDrums Dewalt Drill Sets

Rolling Grilles Commercial Overhead Doors Side Sliding Grilles Counter Fire Doors

Residential Openers

Residential 
Overhead Doors
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Replacement Sections
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Nice Completes Transformation 
of Nortek Control

CALIFORNIA - Nice recently announced the 
completed transition from Nortek Control to 
Nice North America.
 As part of this transition, the company is 
sunsetting Nortek Control and announcing the 
convergence of several commercial brands for the 
CI channel. By integrating ELAN, SpeakerCraft, 
and Panamax into Nice, the company will 
progressively leverage its full portfolio of 
solutions for home and building management. 
This transition will take place over the next year. 
 “This name change is an important 
milestone for the development of our organization 
in North America. With a combined experience 
of 90 years of innovation and a talented and 
diverse team, we are well positioned to bring 
passion and innovation in the market,” said Luca 
Longhin, Deputy CEO of Nice North America. 
“We’re committed to developing new solutions, 
focused on design and the highest and easiest 
experience for partners and end users.”
 “Brand convergence has been a key 

pillar driving our actions since the acquisition,” 
said Mark Owen Burson, CMO of Nice North 
America. “To simplify everyday movements, 
as our mission states, we must start by 
streamlining the experience for partners and 
creating more value for customers. With today’s 
announcement, Nice embarks on a journey from 
a house of brands to a branded house, offering 
the most complete, integrated product ecosystem 
in the industry for residential, commercial, and 
industrial applications.” 

monthly SAAR of housing starts to account 
for considerable swings in monthly estimates 
and obtain a clearer picture of upcoming new 
housing supply. In some situations, analyzing 
only SAAR data can be misleading, as the multi-
unit segment largely drives the market and can 
vary significantly from one month to the next.

CANADIAN HOUSING 
STARTS (Cont'd)
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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

U.S. Monthly New Residential 
Construction for September 2022

WASHINGTON, D.C. - The U.S. Census 
Bureau and the U.S. Department of Housing 
and Urban Development jointly announced 
the following new residential construction 
statistics for September 2022:
Building Permits
 Privately-owned housing units 
authorized by building permits in September 
were at a seasonally adjusted annual rate 
of 1,564,000. This is 1.4 percent above the 
revised August rate of 1,542,000, but is 3.2 
percent below the September 2021 rate of 
1,615,000. Single-family authorizations in 
September were at a rate of 872,000; this is 
3.1 percent below the revised August figure of 
900,000. Authorizations of units in buildings 
with five units or more were at a rate of 
644,000 in September.
Housing Starts
 Privately-owned housing starts in 
September were at a seasonally adjusted 
annual rate of 1,439,000. This is 8.1 percent 

(±14.9 percent) below the revised August 
estimate of 1,566,000 and is 7.7 percent (±11.5 
percent) below the September 2021 rate of 
1,559,000. Single-family housing starts in 
September were at a rate of 892,000; this is 
4.7 percent (±10.7 percent) below the revised 
August figure of 936,000. The September rate 
for units in buildings with five units or more 
was 530,000.
Housing Completions
 Privately-owned housing completions 
in September were at a seasonally adjusted 
annual rate of 1,427,000. This is 6.1 percent 
(±11.0 percent) above the revised August 
estimate of 1,345,000 and is 15.7 percent 
(±13.1 percent) above the September 2021 
rate of 1,233,000. Single-family housing 
completions in September were at a rate of 
1,049,000; this is 3.2 percent (±8.8 percent) 
above the revised August rate of 1,016,000. 
The September rate for units in buildings with 
five units or more was 376,000.



12The Garage Door News NOVEMBER  2022

CLASSIFIED ADS ARE FREE 
E-mail your ad to: 

gdn@kos.net

Garage Door Company In North Texas 
Grayson County For Sale 

We do garage doors as well as custom gates, 
Annual sales $440,000 Nets $140,000 plus. 
Comes with the 2011 3500 HD Z-71 truck and 
trailer for installs. Truck has 210,000. We have 
lots of door and gate parts to go with as well 
as some equipment. Skyjack 3219 Scissor Lift 
W/Trailer, Genie Lift, Millermatic 175 Welder, 
Lincoln 120 welder, Generac 4000 generator, 
Chop Saw, Stihl Chop Saw, Concrete Mixer, 
Hot Water Pressure Washer, Trencher. Price 
$330,000 that's less than 3 years Net. For more 
info contact me at: 

gatesofiron@yahoo.com or 
Call/Text 903-647-0876

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

County, California.
In Business for almost 17 Years. Average 
Sales of approx. $1.6 million. Average cash 
flow to owners in excess of $300K per year. 
Asking price is 5X cash flow. Servicing all 
of San Diego County & Southern Riverside 
counties. Current Long-Term contracts in 
place with many large Customers. (Hospitals, 
retail, Government, etc..) Servicing 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 small salary. 
We currently have a total of 10 service & sales 
vehicles. All vehicles included in sale. Other 
company assets include all inventory and 
equipment, forklift, trailers, office furniture, 
computers, copiers. Long term lease of current 
5000 Sqft. office and warehouse are available 
or the Property could be purchased Separately. 
Easy Access to major freeways. Serious 
Inquires only!

Email: sdcommercialdoor@gmail.com

CLASSIFIEDS

The Lighter Side

Company for Sale
We've been in business for 30 years and are 
operating with a 37% profit margin.  Our gross 
is 1.2mm. Asking 750,000. Our techs have 
been with us for decades are remarkably good 
(we trained them). We're in Los Angeles where 
the weather is fine and you can work every day. 
Here's your chance to live in LA and actually 
afford it. Owners will stay for up to 6 months 
for training: Dyer's Garage Doors, Inc.

818-703-7462

We Will Purchase Your Residential Garage 
Door Business PRIVATELY

Attention Southern California garage door 
dealers. If you have a business that you want 
to sell call us now, we are looking to expand 
through acquisition. No need to list with a 
broker and have all your employees find out. 
No need to pay broker commissions. Our 
company will purchase directly, discreetly and 
with integrity. 

Email: Aleko@radforddoors.com 
Phone: 310-920-0365

For Sale Locksmith Company 
For sale locksmith company in Central 
Wisconsin. Only locksmith in town and 
within 45 minutes. Expand your door 
business into locksmithing. 

Call 715-341-6838

Work, Live & Play in Vermont
25 yr. established door & Custom door 
Business. Web site since 1996. 30 minutes from 
5 Ski areas, 40 min. from 5 colleges & Lake 
Champlain. 2,270 sq ft, Full wood & metal shop 
with parts room, can include tools & fixtures. 3 
bedroom, 1-1/2 bath apartment over the shop. 
Great 5 acre wooded lot. 

E-Mail: www bnbmoulton@comcast.net

Garage Door Business For Sale
Clearwater/St. Petersburg, Florida

Successful garage door & opener business 
for sale,  In business since January 1990, 
Retiring, Must have Experience, Doing 
service, repairs, Installing, sales, Selling 
Clopay & LiftMaster/Chamberlain openers, 
75 to 80% residential, 20 to 25% commercial/
industrial. Contact: 

Dale Hawkins
727-580-9492

Dale@Hawkinsdoor.com

NOW HIRING!
GARAGE DOOR INSTALLERS, 

SERVICE TECHNICIANS 
& FIELD SERVICE TECHS

TAMPA, ORLANDO, VENICE
No cubicles here! The more you work, the 
more you earn. If you are a self-starter and 
like to work outside with your hands, Banko 
Overhead Doors has a career for you. We 
offer full time hours with a full benefits 
package and great pay. We welcome hard 
workers from the construction trades, HVAC, 
mechanics or electrical backgrounds. We 
can also train. In business since 1984 & 
continuing to grow. 

Hard work really pays off at Banko.
SUBMIT RESUME today 
gethired@bankodoors.com

 

WAREHOUSE ASSOCIATES / TAMPA
Full-Time – 2 Shifts Available – Great Team

SUBMIT RESUME today:
gethired@bankodoors.com

 

FLEET COORDINATOR / TAMPA
Full-Time – Full Benefits – Great Pay. Must 
have: 2+ years fleet experience; understand 
fleet safety; be hands on and a self-starter; 
have attention to detail and be organized; 
experience in GPS systems, reporting and 
logistics.

SUBMIT RESUME today
gethired@bankodoors.com

 

CUSTOMER SERVICE REPS / TAMPA
Full-Time – Full Benefits – Great Team. 

SUBMIT RESUME today 
gethired@bankodoors.com

Profitable Turnkey Business 
Suburban Chicago Market

Lucrative 30+ year old Residential Garage 
Door & Opener Business is ready for new 
blood. No A/R or low profit business. 
Owner retiring but will stay on short term 
if needed. Debt Free & an EXCELLENT 
Reputation within the affluent North & 
Northwest Suburban Chicago market. 
Excellent reviews & ratings. Clopay & 
Liftmaster primary product lines. Long 
term experienced staff will stay on so an 
easy stress free transition is on the horizon. 
Money comes in every day! Hit the ground 
running. Office, design showroom & 
warehouse available for takeover or move 
everything to your own location. This is 
a highly profitable opportunity for a new 
owner or a great addition to an existing door 
or construction company. Serious inquiries 
only please. Non Disclosure & privacy is 
essential for a smooth transition.

Email owner: nyst8omynd7@gmail.com

Metro-West Boston Area 
Metro-West Boston area. Turn-key full service 
garage door business with over 70 years 
continuous operation. Our business plan by 
design has been a max 4 man operation offering 
personal sales assistance, clean and courteous 
installation, full maintenance and repair 
services to residential and business customers, 
contractors, condominium associations, and 
municipal facilities. FY’21 reported gross 1M 
with enormous growth potential. Sale includes 
stock, hardware, tools, ladders and equipment; 
also a 2021 Ford F350 crew cab with custom 
built boxes/racks is included with the sale. 
Second generation owner retiring but willing 
to be available to insure a smooth transition. 
Serious inquiries only please. 

Contact: joedoorcorp@gmail.com
Cell/Text # 617-947-5857

Commercial Door and Gate company of 
15+ years is hiring 

With our annual sales climbing to close 
$7 million we have immediate openings 
for Commercial Installers and Service 
technicians. We are looking to hire only 
the best, who have the experience to take 
good care of our customers. Western Door 
and Gate is based in Las Vegas, NV with 
additional licenses in Arizona and Utah. We 
offer great benefits and have an amazing 
office staff to support you in all aspects of 
daily responsibilities. Please email us your 
resume to: 

StuT@NVWestern.com 
or give us a call at 702.839.3600

Looking for a Pedestrian Door Inside/
Outside Estimator/Detailer 
Located in South Elgin IL

Hands on, a self-starter; have attention to 
detail and be organized. Knowledge in Blue 
Print Reading. Full Time, Full Benefits, 
Great Pay. Serious inquiries only.

Email scott@webmarcwholesale.com

CLASSIFIED ADS ARE FREE 
E-mail your ad to: 

gdn@kos.net

CLASSIFIED ADS 
ARE FREE 

E-mail your ad to: 
gdn@kos.net
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• Zero Hinge Design for 
residence and retail space 

• Single panel or 

• Bi-fold hydraulic 

• NO straps, cables or bulky 
hinges 

• Meticulous steel fabrication 

• Unrivaled hydraulic 
performance features  

• Quiet hydraulic operation

      P: 320-562-2222      
PREMIERDOORCO.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:     Garage door sticks halfway up
QUESTION 2:     Garage door arm falls off
QUESTION 3:     Maximum garage door size

THIS MONTH'S QUESTIONS

These questions and answers are 
from Quora.com

QUESTION 1:
What are some ways to fix a garage 
door that gets stuck halfway up or 
down?

QUESTION 1, ANSWER 1:
What is the definition of stuck. If 
it stops its travel, that is often an 
easy one. If it hits an object in its 
path, then that is an easier one.
 If you have an electric door 
opener, then it likely has safety 
features. There should be/may 
have sensors on both door frames 
a few inches off of the floor. They 
shoot a beam across and if the 
beam is broken, the travel stops. 
 What often happens is that 
beam is just on the edge. Once the 
door starts to travel, there can be 

enough movement to where the 
beam is broken and the door stops.
 A little story. My brother 
had a large door with an electric 
opener and it was breaking travel 
about halfway down. He was 
complaining about spending 
money to have the door fixed. 
I pushed the button and travel 
stopped. I just sort of gave each 
sensor a little tap to point each in 
the general direction of the other. 
I pressed the button and door 
closed. 
 He was impressed but was 
never sure if he knew the purpose 
and function of the sensors. A 
happy camper and a cheap happy 
camper.
 If just a non powered door, 
then many possibilities. Could be 
broken springs, could be a released 
spring. Could just be hitting an 
obstacle. Usually easy to spot.

QUESTION 1, ANSWER 2:
Safest method is to hire a person 
skilled in garage door repair. It is 
dangerous to adjust and change 
our springs in most garage doors. 
Sectional doors require lubrication 
at the hinges on a regular basis. 
The springs have bearing which 
need oil, typically. The door, if 
a wooden one piece, can weigh 
several hundred poinds. In wet 
weather, a wooden one piece will 
gain weight.

QUESTION 1, ANSWER 3:
First, you find someone who 
knows what he’s doing.
 It’s likely that it’s just the 
spring tension that’s off and the 
door just needs an adjustment or a 
spring replacement.

QUESTION 2:
What would cause the arm on a 
garage door to break off?

QUESTION 2, ANSWER 1:
Never realized garage doors had 
arms. What state do you live in? 
I guess there might be some value 

in that if it was an affectionate 
garage door.

QUESTION 3:
How big can garage doors be?

QUESTION 3, ANSWER 1:
Big enough to put big airplanes 
in. But for a residence, a 10 x10 
door will fit almost anything 
you can drive on a highway. You 
kind of go to commercial size to 
house bigger tractors, trucks, RVs, 
trailers, etc. Now, a garage door 
taller than 8 foot will require a 
height extension in the garage. 
Like a 10 foot high door typically 
goes in a garage that has a 12 foot 
high ceiling. A typical garage 
door opener will open a 10 x10 
door. You buy an extension that 
bolts onto the regular track. I do 
not know the maximum size, but 
somewhere there are commercial 
openers.

QUESTION 3, ANSWER 2:
Have you seen the NASA Vehicle 
Assembly Building in Florida? 
Pretty big.
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MARKETING

Influencing Consumer Decision Criteria
By Dave Bussière, PhD

When a consumer needs to buy 
something, there are two types of 
data that are collected. Experienced 

consumers will search for transactional data – 
price, availability, etc. of their preferred brands. 
Asking “Do you have product/brand X and how 
much does it cost?” implies that the consumer 
adequately understands the product to want to 
make a purchase. 
 Inexperienced consumers, however, 
require additional data beyond this transactional 
information. These consumers need to learn more 
about options and product features before they 
can make a decision. They require educational 
data before transactional data.
 So, for example, when consumers make 
a common purchase like a coffee to bring to 
work, they don’t need to do much research. They 
usually have a few options that they like and 
typically have a preferred provider – “Sometimes 
I stop at X or Y, but most days it is easiest to grab 
a coffee at Z.” As such, the information that they 
seek on any specific occasion is transactional – 
what is the closest coffee shop, what does the 
line-up or drive-thru look like, etc.
The Garage Door Market
 The garage door market is different. For 
most homeowners, it is an infrequent purchase, 
so they have no preferred suppliers or brands. 
It may be the first time in 5-15 years or ever 
that they had to make a garage door purchase 
decision. And yet, the cost of a garage door is 
substantial enough that, short of an emergency 
replacement, people will shop around.
 It is easy for a typical garage door 
company to provide transactional data to those 
prospective customers: What would a 9x7 cost 
installed, what is the insulation value, when 
could it be installed, how long will it take to 
install the door, what colors are available, can I 
keep my current hardware or opener, etc.
 This is the type of information that is 
commonly available on a dealer’s or manufac-
turer’s website. It is the information that is pro-
vided in a price quote. This is very important 
information because it allows the homeowner to 
compare one company against another.
 But that is only part of the data concern 
as homeowners make a purchase decision. To 

make the point, consider an extreme example: 
There are only two companies (A and B) in a 
market and a homeowner collects the same five 
pieces of transactional information from both. 
If A is equal to B on 4 of the 5 factors and is 
better than B on the last one, we assume that the 
customer would select company A.
 But what if there were a sixth piece of 
product/service information that was not only 
important, but strongly favored company B? In 
the above situation, it wouldn’t matter. It was 
never considered.
 So, in this case, the key issue for company 
B is not the transactional data – answering the 
questions that the customer asked. Instead, it 
is the educational data that could have helped 
company B get the sale – what could company 
B have explained beyond answering direct 
questions that would improve their odds of 
success.
Focusing on Criteria
 If a company focuses on answering 
questions about their product and service 
delivery, it is generally addressing transactional 
questions. It is responding to the current criteria 
that are important to a potential customer. While 
this is important, it is not the whole picture.
 Focusing on criteria in the promotional 
message and sales process shifts the message to 
educational rather than transactional data. This is 
particularly important in two areas: introducing 

new variables and impacting the importance that 
consumers place on specific variables.
 To understand the benefits of adding 
variables (types of information asked by 
prospective customers), consider a simple 
example. Imagine that a specific company is able 
to offer 24/7 service because of the commercial 
side of their business. Customers may never 
think of asking if service is available around the 
clock, but it may have a positive impact on the 
final decision.
 So the key is to introduce information 
that goes beyond the core product and explains 
how your company does something additional. 
And the goal is to have the customer not only 
appreciate that extra something, but also 
approach your competitors expecting it – make 
it a decision criteria.
 Equally important, a company can 
influence the impact of any one variable. So 
while any company can list a dozen features 
about their product/service, not all of those 
features are as important on their own or in 
distinguishing between potential suppliers. 
Your messaging can help prospective customers 
prioritize information.
 For example, a competitor may offer 
something that, as a standalone feature, is stron-
ger than your own offering. But if that feature is 
not as important as other features, a dealer needs 
to explain that to the prospective customer.



COMMERCIAL OPERATORS

 y Patented dual frequency feature automatically adjusts  
to handle interference – no external kit required

 y Powerful, quiet 24V DC motor opens doors up to 14’ high  
and 850 lbs.; standard lift, high lift up to 84”, and vertical lift

 y Bright LED light  fixture, door lock, and wireless wall console

RESIDENTIAL WALL MOUNT SERIES
Four (4) models give you more flexibility with your customers!

Easy, intuitive setup; instant, clear readouts; 
advanced diagnostics — these are just some of 
the keys to your commercial operator success.

 With specifications available for hundreds of 
models, Genie® commercial operators will help you 
win even the toughest of projects.

Integrated Wi-Fi control

SAVE TIME. SAVE MONEY. 

GET MORE OUT OF YOUR GARAGE

See the full list at www.geniecompany.com/aladdin-connect-by-genie

 y Electronic pulsing during initial door travel detects slack cables and  
stops unsafe operation

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

 y No external cable tension monitor for quicker installation and less service calls

Internal Cable Tension Monitoring  
For Enhanced Safety

FEATURING

 Models 6170H-B & 6170H 

Compact Design

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

SMART. INTEGRATED. CONNECTED.
Innovative Products to Connect Your Life.



 

With Merik it is possible

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

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, Albertawww.merik.ca

anaRasanaRas

www.merik.us
200-3845 Shopton Road
Charlotte NC 28217

CANADA

U.S.A. 10913 NW 30th St.
Doral, FL 33172

MERIK Webstore

Quick and easy ordering system
Digital price book

Product information

A wide selection of replacement parts, 
operators, door & gate hardware and much 

more!
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