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Allison Door Sales was on the verge 

of closing last fall. 

The Lancaster County garage door 

installer had fallen on hard times since 

the death a few years earlier of its found-

er, Stanley Allison. 

Allison’s son, Pete, took over man-

agement, but by all accounts service 

deteriorated. Customers were order-

ing products but never receiving them. 

Their repeated calls to the company 

went unreturned.

By the end, people were leaving 

sticky notes pleading for service on the 

door at Allison’s business office, to no 

avail, Dan Boarman said. 

Boarman, president of Swatara 

Township-based commercial and resi-

dential garage door installer Central 

State Distributors, said he was confident 

he could restore Allison’s formerly ster-

ling reputation. 

He arranged in November to buy 

Allison’s brand and its customer base of 

25,000 clients, and immediately began 

setting matters right.

Even before the transaction was 

completed, Central State transferred Al-

lison’s phone number to its offices and 

reached out to its unsatisfied customers, 

Boarman said. 

Those who had paid Allison a de-

posit for an installation had their con-

tracts honored, he said. Central State 

installed the doors, provided the cus-

tomers agreed to pay the remaining 

balance, he said. 

It took several weeks to clear the 

backlog of unfilled orders, and one still 

occasionally crops up, Boarman said. 

However, almost all calls today are new 

business, he said.

Central State has a full-time em-

ployee dedicated to the Allison service 

area, with additional employees avail-

able as needed, and has outfitted a 

new truck with the Allison logo.

“We do about 20-plus transactions 

in Lancaster County a day,” Boarman 

said. 

Taking over a faltering business is 

tricky, but Central State adopted the 

right approach, said Bob Cook, a busi-

ness intermediary with Summit Ad-

visory of Strasburg who consults on 

acquisition and business succession 

issues. 

Central State’s willingness to honor 

Allison’s unfulfilled contracts showed 

concern for customers’ welfare, Cook 

said. That builds the foundation for 

positive business relationships going 

forward, he said. 

“They took the high ground,” he said. 

“I commend them. They’ve done it in the 

appropriate way.”

Central State’s installation man-

ager, Karen Remley, worked at Allison 

for 20 years, rising to the position 

of administrative manager. Stanley  

Allison’s business had 15 to 20 em-

ployees at the time of his death, she 

said. 

“Customer service was his top prior-

ity,” she said. 

However, there were no remaining 

employees when Central State took 

over, Boarman said. Remley said Allison 

laid her off last January. 

Ron Martin is a project supervisor 

with Vanguard Development Group, 

a real estate developer based in the 

outskirts of Lancaster. He said he was 

pleased when he heard Central State 

was taking over Allison. 

Central State has been Vanguard’s 

garage door installer for several years, 

while Allison was Martin’s install-

er through 2003, when he ended his 

27-year career as an independent resi-

dential contractor. 

“Service was always great,” he said. 

Allison’s difficulties after its  

founder’s death don’t surprise suc-

cession planning experts. Only  

30 percent of family businesses survive 

into the second generation and only 12 

percent survive into the third, accord-

ing to the Family Business Institute, a 

Raleigh, N.C., consulting firm. 

Outside advisers can help family 

business owners maximize their chanc-

es of a successful transition to new 

leadership, inside or outside the family, 

Cook said. 

Their suggestions may include steps 

such as evaluating leadership capacity, 

setting up a secondary leadership team 

and making sure finances and busi-

ness practices are well documented, 

he said. 

Boarman said he hopes to expand his 

service in Lancaster, York and Chester 

counties, Allison’s former service area. 

While technically Allison is no longer a 

separate company, he has no plans to 

stop using the name. 

“We’re going to maintain that name,” 

he said. “It was a very good name for 

many years.” <
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The small number of investors buy-

ing distressed commercial properties in 

the midstate not only must have suffi-

cient capital but operational know-how 

to get a bank to back them, a real estate 

agent and investors said. 

Banks are not eager to lend money to 

just any investor interested in distressed 

Distressed
properties 
need capital, 
know-how
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