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Now with 

Visit Dealer.LiftMaster.com, contact your LiftMaster®  

Sales Representative or call Customer Care at 800.323.2276  

to upgrade your product line with our best openers yet.

© 2015 LiftMaster All Rights Reserved  

Wi-Fi® is a registered trademark of Wi-Fi Alliance

MyQ® Users Are 92% More Likely to Recommend 

Your Business to Their Family and Friends.

Now that our newest Garage Door Openers have Wi-Fi® built in,  

it’s never been easier to get homeowners connected to MyQ so 

they drive more leads to your business.

TOP
IO

The top 10 
greatest hits
Door + Access Systems 
Newsmagazine, 1999-2018

Since 1999, Tom Wadsworth has produced almost 80 complete magazines 
and hundreds of articles. Several of his articles were blockbusters that 
changed the way we look at the industry.

We asked Wadsworth to give us his assessment of the top 10 articles 
he’s published. He developed this list after analyzing many factors, including 
online clicks, survey results, letters to the editor, industry buzz, and the 
article’s overall impact on the industry. 

For each article, we asked Wadsworth to add a comment that would 
reveal some details you might not have known.
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Successful 
Upsell 
Strategies
100 Door Dealers 

Share Sales Secrets

Garage Door Replacement 

Makes Top Five Home 

Improvements … Again

Sales Idea: 
Oldest Opener Contest
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© 2013 The Genie Company

Money in Your Bank

Genie’s Dealer Locator makes it easy for 

customers to find  your business & help send 

sales your way. That’s because Genie, one of 

America’s most well-known brands, generates 

a continuous flow of hits through  

www.GenieCompany.com. Those leads need 

new openers, accessories, parts, or service.

Genie® Launches New 

ReliaG 850 & 650 Openers

High-Quality Models Geared to 

Value-Driven Homeowners & Builders

The ReliaG 850 & 650 openers are designed and 

manufactured with new processes that incorporate 

high quality and offer features that homeowners 

& installers alike will appreciate.

Both feature DC motors with the Model 850 standing 

out with its Power Plus and Soft Start/Soft Stop 

distinction. They are available in steel-reinforced 

belt or chain drive options.

To learn more, please visit www.GenieCompany.com.

                 Follow us on Facebook and Twitter.

Genie ReliaG 850 & 650 openers are Homelink® compatible,  

feature Auto-Seek Dual Frequency Remotes and accept most CFL & LED bulbs.

To become a Genie Pro Dealer, send a request to 

TeamGenie@GenieCompany.com.
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GDS technicians sue their company

Consumer alert videos now 

available to dealers
High performance roll-up doors 

and when to spec them

GDS TECHNICIAN 

PLEADS GUILTY TO FELONIES
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New NBC investigation: Is GDS 

operating illegally in California?

Mark Fisher’s proudest installation

DASMA and IDA launch Scammer 

Reporting Service 
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What’s Happening at Martin Door?An Exclusive Interview With the New Owner 
How Social Media Has Helped Us Sell Garage DoorsReal Stories of Sales Gained From Facebook and Houzz

  
 Milestones and Mergers FroM 1921 to 2014
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TWOMULTI-MILLION-
DOLLAR LAWSUITS 

IN ONE DAY
Jury: $21 Million Judgment Against Indy Door Dealer

Damage Award May Be the Industry’s Largest Ever

 

New Jersey Door Dealer Faces $3.5 Million Judgment

Case Spotlights Failure to Install Safety Equipment

 Lessons From the Lawsuits

12 Key Questions to Ask Yourself

www.GenieCompany.com / Easy

For more ways on how Genie can make life easier for your installers 

and business, including links to on-line training videos and support, go to: 

To become a Genie Dealer, please send a request to 

TeamGenie@GenieCompany.com.

© 2015 The Genie Company

Follow us on Facebook, Twitter, LinkedIn, 

YouTube, Google+, Houzz and Pinterest.

• Belt, chain, or screw rails are interchangeable 

between similar models to keep inventory on the 

truck and in the warehouse to a minimum

• DC motors greatly reduce the weight of the 

powerhead, in some cases over 50%

• Remotes pre-programmed right out of the box

RESIDENTIAL ADVANTAGES

• LCD display provides a user-friendly interface 

to easily guide installers through quick set-up

• MultiVolt ® Selector allows the installer to 

select the voltage at the job site

• Tensibelt ® primary drive reduction eliminates 

the need to adjust belt tension

COMMERCIAL ADVANTAGES

GENIE OPENERS ARE DESIGNED 

WITH INSTALLERS IN MIND

Our openers are designed to be lighter for easier handling and 

have fewer assembly parts for faster installation. They also feature 

simple, fast programming and are easier to inventory thanks to 

common rails, parts and accessories between models.
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continued on page 62

#10 TW: You may have missed this heavily researched story, but it revealed 
some rarely spoken facts about our industry. 

You have probably heard that “C.G. Johnson invented the sectional garage door in 1921.”  
But this historical sketch cast significant doubt on that claim, pointing instead to a senior 
associate of Johnson's.

In addition to the other surprising facts in this story, we included a photo of the likely 
building where the first sectional garage door was produced. It’s still standing today in Detroit—
at least it was in 2015. Before anyone makes any claims about the beginnings of our industry, 
they need to read this article first.

Forest McKee’s signature, taken from his 
1917 registration for the draft.

FROM THE PAGES OF
HISTORY
Overhead Door: 
Tracking Its Early Leaders

Milestones

1890 
Clarence Gilbert Johnson, son of 
Swedish immigrants, is born on Feb. 17 
in Marquette, Kansas, a small Swedish 
farming settlement.

1893
Forest E. McKee is born in Okeano, Ohio, 
on Aug. 26. His parents are Dr. Charles 
and Effi e McKee.

1910 
C.G. Johnson, 20, is a farmer living at 
home with his parents and two siblings 
in Kansas.

1923 
A later account of Overhead Door’s 
beginnings says that C.G. Johnson began 
promotion efforts by “fi rst demonstrating it 
at the 1923 New York automobile show.” 
The source of this 1923 information is 
not identifi ed.
 
C.G. “Johnson and his wife plugged the 
product (in the early 1920s) with an exhibit 
mounted on the rear of a Model T Ford 
truck. En route to Indianapolis, they drove 
through Hartford City (Ind.). Purely by 
coincidence a street fair was in progress, 
and they set up their display. A local 
enthusiast, impressed by their product, 
inquired whether they would be interested 
in a factory site.” This account appears 
in a 1949 Indiana newspaper story about 
Overhead Door’s beginnings.

1924 
Production of garage doors begins in 
Hartford City, Ind.

1926 
Herbert Cady Blodgett of Kalamazoo, 
Mich., fi les a patent application on Feb. 12 
for an “automatic electric door control.” 
The patent is assigned to “Door Control 
Company” of Hartford City, Ind.

On July 14, the Indianapolis News reports 
that “The Door Control Company” has 
been formed in Hartford City, Ind., “to 
manufacture electric controls for overhead 
doors.” H.C. Blodgett is president, C.G. 
Johnson is vice president, and Clyde Strait 
is secretary and treasurer.

Thanks to new source data now available online, we have uncovered 
more details about the beginnings of the garage door industry and 
about Overhead Door’s key executives in its early history. The following 
information comes from records from the U.S. Census, birth and death 
certifi cates, military records, school yearbooks, marriage licenses, patents, 
old newspapers and magazines, and similar sources.

C.G. Johnson, 
ca. 1927. 
Photo courtesy of 
Jim Maguire.

C.G. Johnson’s signature, taken from 
his 1917 registration for the draft.

This Aug. 1, 1921, patent 
indicates that Owen Dautrick 
(not C.G. Johnson) was the 
“inventor” of the original 
overhead garage door. 
Yet it’s possible that C.G. 
Johnson submitted a patent 
earlier that year.

Forest McKee’s 1917 
yearbook photo from the 
University of Michigan.
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Money in Your Bank
Genie’s Dealer Locator makes it easy for 

customers to find  your business & help send 
sales your way. That’s because Genie, one of 
America’s most well-known brands, generates 

a continuous flow of hits through  
www.GenieCompany.com. Those leads need 
new openers, accessories, parts, or service.

Genie® Launches New 
ReliaG 850 & 650 Openers
High-Quality Models Geared to 
Value-Driven Homeowners & Builders

The ReliaG 850 & 650 openers are designed and 
manufactured with new processes that incorporate 
high quality and offer features that homeowners 
& installers alike will appreciate.

Both feature DC motors with the Model 850 standing 
out with its Power Plus and Soft Start/Soft Stop 
distinction. They are available in steel-reinforced 
belt or chain drive options.

To learn more, please visit www.GenieCompany.com.

                 Follow us on Facebook and Twitter.

Genie ReliaG 850 & 650 openers are Homelink® compatible,  
feature Auto-Seek Dual Frequency Remotes and accept most CFL & LED bulbs.

To become a Genie Pro Dealer, send a request to 
TeamGenie@GenieCompany.com.
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#9 TW: From 2000 to 2005, we published a number of stories about Precision Door 
using “Bad Bob” tactics and subsequently being exposed by the news media and incurring official 
allegations of consumer fraud. 

In 2006, I spent five hours interviewing Precision’s top four management at their corporate 
offices in Florida. I took some heat for doing that interview, but to this day, I think the resulting story 
was quite telling. 

It convinced me that 1) Precision is serious about cleaning up their reputation, and 2) there are 
some fundamental flaws in their thinking. What am I talking about? Go back and read that interview.

#8  TW: This cover story addressed the sensitive topic of upselling, which is one of 
Bad Bob’s strategies that has attracted much criticism. To achieve a broad base of support, I first 
gathered detailed input from a survey of hundreds of door dealers throughout the country.

The article attempted to identify some legitimate upselling strategies that any dealer would 
find acceptable and profitable. Even though the story is five years old now, I think that its 
recommended strategies can continue to benefit any dealer in the industry.

#7 TW: This 2003 story didn’t get much attention, but it broke significant new 
ground. By coining the term “Bad Bob,” we initiated a handy way to talk about the problem 
without wading into the legally dangerous waters of mentioning a specific company. This is a 
bigger deal than you can imagine.

The article also identified, for the first time, the telltale characteristics of this new business 
model for the garage door industry. Yes, Yellow Pages advertising is no longer a cornerstone of 
Bad Bob’s strategy. But the Yellow Pages have simply been replaced by internet advertising. 

Of all the characteristics we identified in 2003, almost all of them are still essential 
components of the Bad Bob business model. Once you understand these components, you can 
begin to understand what’s going on and why.

Overhead Door: Tracking Its Early Leaders

The Interview with Precision Door Service

Successful Upsell Strategies

Bad Bob's Yellow Pages Scheme

Spring 2015

Fall 2006

Spring 2014

Spring 2003
61Door + Access Systems | Spring 2019



#6  TW: Our latest cover story was built on 
testimony from not just two or three former employees, 
but eight of them (along with input from about a dozen 
customers). After Precision Door’s corporate headquarters 
reviewed this exposé, they immediately began termination 
proceedings against Charan Gohlwar’s five Precision 
franchises. 

It’s too soon to gauge this story’s long-term impact. But 
I believe this exposé will help Precision address problems in 
its system, and I hope the story will spark some intelligent 
discussion about some problematic business practices. 
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GDS technicians sue their company

Consumer alert videos now 
available to dealers

High performance roll-up doors 
and when to spec them

GDS TECHNICIAN 
PLEADS GUILTY TO FELONIES

GUILTY
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New NBC investigation: Is GDS 
operating illegally in California?

Mark Fisher’s proudest installation

DASMA and IDA launch Scammer 
Reporting Service 
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continued on page 64

continued from page 61

#5  TW: When manufacturers began to produce 
more residential garage doors featuring attractive upscale 
designs, this report introduced the idea that the garage door is 
“the new front door” for the American home. 

For too long, Americans were only willing to spend more 
money to make an impact with their front entry door. I wanted 
that same attitude to apply to the garage door, which typically 
has much greater visual impact. 

This story planted the seed that in 2007 became 
GarageWowNow, the industry’s national public relations 
campaign. In other words, this article may have sparked a 
significant change in consumer attitudes toward garage doors.

#4  TW: How could a garage door technician, 

by only doing his job, ever commit a felony? For this report, 

we scoured through hundreds of pages of court records to show 

exactly why and how this GDS technician was found guilty of 

four felony counts of elder financial abuse. 

If we hadn’t covered this story, I doubt if our industry would 

have learned about it. The story is powerful. It puts every garage 

door technician on notice. If you are trying to enrich yourself by 

running up a customer’s bill, you could find yourself in jail.

Precision Door of 
Phoenix Exposed

The Garage Door: The New Front 
Door to the American Home

GDS Technician Pleads 
Guilty to Felonies
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What’s Happening 
at Martin Door?
An Exclusive Interview 
With the New Owner
 
How Social Media Has 
Helped Us Sell Garage Doors
Real Stories of Sales Gained 
From Facebook and Houzz

  
 

Milestones and Mergers FroM 1921 to 2014
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the first Comprehensive
#3  TW: Since the 1980s, I’ve been collecting 

an organized storehouse of historical information about the 

industry. This 2014 cover story attempted to present a concise 

yet insightful chronicle of key industry developments at 

scores of companies throughout America. 

The article’s layout was beautifully designed by Eric 

Baron, making it very readable and enjoyable. The report 

continues to attract praise from people around the world who 

are still today finding this story on the internet.

History of the American  
Garage Door Industry

Winter 2018

Spring 2005

Fall 2017

Fall 2014
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GET YOUR GLIDE ON

SLIPIT. 
A 70-year love 

affair with a 
lubricant. 

Rated #1 in testing by Rensselaer Polytechnic 
Institute (R.P.I.) for load carrying and wear 
reduction. Odorless. Prevents rust. FDA and USDA 
accepted in use areas with potential incidental 
food contact. Silicone or Silicone-free lubricants. 
Compound, Spray or liquid. 

DON’T LUBE IT. 
SLIPIT.

After 70 years, you might not think a 

lubricant would retain the loyalty and 

devotion of customers around the world. 

Yet SLIPIT customers have found it to 

be the best lubricant around, something 

we were reminded of when RPI, one 

of America’s top engineering schools, 

conducted independent research, 

which conclusively proved SLIPIT to 

be the leader in load carrying and wear 

reduction. 

SLIPIT is odorless, stays where it’s put 

and doesn’t attract dust or grime. Join 

the legions of SLIPIT users and discover 

the best in the business.

To order or to learn why SLIPIT is the 

best, call 845/778.7219, email 

info@slipit.com or visit slipit.com. 

We’d love to hear from you.
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TWO
MULTI-MILLION-

DOLLAR LAWSUITS 
IN ONE DAY
Jury: $21 Million Judgment Against Indy Door Dealer

Damage Award May Be the Industry’s Largest Ever
 

New Jersey Door Dealer Faces $3.5 Million Judgment
Case Spotlights Failure to Install Safety Equipment

 
Lessons From the Lawsuits

12 Key Questions to Ask Yourself
www.GenieCompany.com / Easy

For more ways on how Genie can make life easier for your installers 
and business, including links to on-line training videos and support, go to: 

To become a Genie Dealer, please send a request to 
TeamGenie@GenieCompany.com.

© 2015 The Genie Company

Follow us on Facebook, Twitter, LinkedIn, 
YouTube, Google+, Houzz and Pinterest.

• Belt, chain, or screw rails are interchangeable 
between similar models to keep inventory on the 
truck and in the warehouse to a minimum

• DC motors greatly reduce the weight of the 
powerhead, in some cases over 50%

• Remotes pre-programmed right out of the box

RESIDENTIAL ADVANTAGES
• LCD display provides a user-friendly interface 

to easily guide installers through quick set-up

• MultiVolt® Selector allows the installer to 
select the voltage at the job site

• Tensibelt® primary drive reduction eliminates 
the need to adjust belt tension

COMMERCIAL ADVANTAGES

GENIE OPENERS ARE DESIGNED 
WITH INSTALLERS IN MIND
Our openers are designed to be lighter for easier handling and 
have fewer assembly parts for faster installation. They also feature 
simple, fast programming and are easier to inventory thanks to 
common rails, parts and accessories between models.
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Are Hardware Overhauls 
Justified?

Changes Coming to UL 325 
for Gate Operators

*GDS or Garage Door Services is not the same company as Garage Door Services of Houston, aka GDS of USA, the company that owns Windsor Door.
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Now with 

Visit Dealer.LiftMaster.com, contact your LiftMaster®  
Sales Representative or call Customer Care at 800.323.2276  

to upgrade your product line with our best openers yet.

© 2015 LiftMaster All Rights Reserved  
Wi-Fi® is a registered trademark of Wi-Fi Alliance

MyQ® Users Are 92% More Likely to Recommend 

Your Business to Their Family and Friends.

Now that our newest Garage Door Openers have Wi-Fi® built in,  
it’s never been easier to get homeowners connected to MyQ so 
they drive more leads to your business.

#2  TW: Our Bad Bob stories always attract enormous readership. But this lawsuit 
story beats them all, attracting an astonishing 60,000 clicks. If this list were based on clicks alone,  
this article would clearly be the #1 story in our magazine’s history.

Our research revealed shocking details about how the accidents happened and how the multi-
year lawsuits dragged on. Any dealer or manufacturer can read this article today and learn powerful 
lessons on how to avoid such a debacle.

#1 TW: This 8,000-word investigative report provided, for the first time, eye-opening details 
about how a Bad Bob operation works. Supported by a vast array of evidence, the story showed how 
technicians are trained and motivated to take advantage of customers and revealed the specific strategies 
used to run up a big bill.

The title grabbed our readers’ attention, but it also created a legal risk. The story marked the first time 
that our Bad Bob coverage targeted a specific company. 

That was gutsy by itself, but it was particularly risky to call GDS “the worst garage door company in 
the nation.” We knew the risk, but the story’s enormous amount of evidence justified the title.

This exposé has had an enormous effect on the fight against Bad Bob. The story has been used by 
prosecuting attorneys, governmental agencies, major news media, and (we believe) even Google to curtail 
GDS’s ability to take advantage of customers. For our industry, this story was the tipping point that drove 
IDA and DASMA to form the Task Force on Industry Reputation. 

Two Multi-Million-Dollar Lawsuits

The Worst Garage Door Company in the Nation

Winter 2014

Fall 2015

A personal note:
TW: The magazine’s remarkable success has been a team effort.  
We have been fortunate to have an extraordinary team that has  
been together for every issue since 1999.

I offer my personal thanks and praise to …
• DASMA’s John Addington for his steady hand and stable guidance …

• Naomi Angel and Nathan Breen for their legal advice …

• Ann Marie Cunningham for her leadership in ad sales and her  
second-to-none project management skills …

• Eric Baron and Michelle White for their creative and stunning  
layouts and designs …

• Debby Baron for her razor-sharp proofreading and editing expertise …

• and to all of them for a friendship that I will always treasure. 
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