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Some people see the glass as half full, and some see it 
as half empty.  Your perception of “warranty” work can 
have a big impact on your bottom line. 

What homeowners see as “warranty” work, we as Ram 
Jack dealers need to see as “failing to meet 
expectations.”  The occurrence of pier failure is 
non-existent.  However, an insufficient number 
of piers or improper installation can result in a 
“call back” phone call from a customer, and 
warranty work ensues. 

Over the course of time, another area of the 
home may show signs of failure that were not 
previously addressed.  During recent visits to 
dealers, I’ve learned that many dealers don’t 
take advantage of a huge opportunity to gener-
ate business:  warranty work.  Whether or not 
the home is covered by your warranty (if your 
warranty has expired, or if it was never trans-
ferred to a new owner, or even if another com-
pany did the piering), a customer calling in has a need, 
and you have an opportunity to meet that need and sell 
piers.  In any case, make an appointment to evaluate the 
problem.  Before the appointment, look at the home’s file 
to determine what work was previously done and what (if 
any) warranty was issued.  During the appointment, ask 
the owner for any paperwork they might have (a former 
service plan and/or warranty document).  After your 
evaluation, you will be able to address warranty claims.  
In almost every case, additional work needs to be done, 
and this is an opportunity to work with the homeowner to 
solve their problem satisfactorily. 

If the work was done by another company, tell the home-
owner that, while your company doesn’t warranty work 
done by others, you have a solution for their problem, 
and sell the work just as you would a new piering job.  If 
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your company did the work previously, but the warranty 
has expired, offer to restore the warranty for a small fee 
and then offer your solution for the foundation problem 
(possibly adjusting current piers, and installing new 
ones).  If the warranty was never transferred to a new 

homeowner, offer a warranty transfer for a 
small fee, and again, offer your solution, includ-
ing additional work needed. 

In all cases, it is important for your paperwork to 
have been done properly in the first place.  
Every job done should have a contract that in-
cludes a description of what the work does, and 
a description (in detail) of things that can hap-
pen beyond the scope of the work, during the 
work, and after the work is done.  The service 
plan should have a complete scale drawing of 
the structure with relative elevations inside and 
out (basement and first floor), damages noted, 
and any contributing factors (especially if they 

might affect future performance).  The paperwork should 
also show the cost of services, with costs for all potential 
services that may be needed now or in the future.  By 
denying any services in writing, the client acknowledges 
that the contract is not an all-inclusive fix.  In the limita-
tions of the contract, the term “fix” should be specifically 
disclaimed, along with the level, surviving bushes and 
closing cracks.  Finally, your warranty document should 
reinforce the paperwork language with limitations. 

At Ram Jack of Texas, Steve Gregory has found that 
“call backs are a huge portion of (Dallas) revenue.”  He 
states that “We are not afraid to put in writing exactly 
what the work is, what it can do, and what it cannot do.”  
That attitude has fostered not only a great reputation for 
Ram Jack of Texas as a company, but has also added a 
lot of profit to the business.  So, is the glass half empty 
or half full?  It depends on your attitude! 

In our never-ending quest to help you succeed as a dealer, we 
are in the process of a major overhaul of our web page.   

The first step was to create a temporary page that would re-
place, for a time, the ancient page with the picture of Darren in 
his 20’s!  Next, we got the engineer page up and added engineer 
drawings and a download link for Ram Jack Foundation Solu-
tions™ software.   

Recently, we’ve been working on creating a dealer login page 
which will allow you to access all the marketing materials, cata-
logs, logos, etc., as well as a link to download our new Ram 
Jack Leads software.  Our final step will be to re-write and re-
design all the informational pages that help homeowners in their 

quest to decide on and find a foundation repair company, as well 
as go through a web optimization process which will help our 
page rank higher in the natural results when using major search 
engines.  We also want to offer online ordering as a part of this 
process. This step will begin immediately and will take a few 
months.   

In the meantime, check out your dealer page at 
www.ramjack.com/dealer/login.php.  You can email 
(jscott@ramjack.com) or call (580-332-9980) me for login de-
tails.  Please offer your comments (both positive and negative) 
and suggestions for content to be added to the page for your 
convenience.  And, as always, let us know how we can better 
serve you! 
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Case Study: Rabobank                                                    Chris Bacon 

In the early 
spring of 
2007, Scott 
Kremke and 
Ram Jack of 
C a l i f o r n i a 
were con-
tacted for a 
bid on the 
r e p a i r s 

needed on  a Rabobank property 
in Calexico, California. The bank 
building had a large crack across 
the floor, and the windows and 
doors were misaligned.  The bank 
owners were concerned that the 
vault might become inoperable due 
to the building settling.  Working 
with Grenier Engineering of Phoe-
nix, Arizona, Ram Jack of Califor-
nia proposed a repair design con-
sisting of 70 Ram Jack® Deep 
Driven Steel Piers on the perimeter foundation of the 
structure and 30 Ram Jack® Helical Piers on the interior 
slab. 

Due to the condition of the structure and the extent of the 
repair and remodeling plan, a complete relocation was 
required. Earlier attempts at repairing the structure pre-
sented some challenges within the scope of the project. 
One of the support beams for the roof system was placed 
directly over the rear opening and was causing the 
header to fail and had opened a large crack in the above 
wall. During the concrete removal for the pier locations on 
the interior slab, the header and roof system began to go 
into further failure. A design and repair of the failing 
header and roof system was installed and a decision was 
made to remove the entire interior floor system and use 
the 30 Ram Jack® Helical Piers as preconstruction an-
chors. 

The loads created by the 3’ by 3’ footing system and the 
25’ masonry walls with the free span roof presented a 
challenge for Ram Jack of California to perform the re-
quired lifting of the structure. A Ram Jack® Manifold Lift 
System was purchased for this. The lift system allows for 
a uniform lift to be made at several pier locations. With an 
ultimate lift capacity of 50 kips per location, most residen-

tial and commercial structures are within the design ca-
pacity of the system. 

The Ram Jack® Deep Driven Steel Piers were driven to a 
final depth of 60’ with an ultimate capacity of 60 Kips and 
the Ram Jack® Helical Piers were driven to a final depth 
of 20’ with an ultimate capacity of 40 Kips. With all of the 
piers installed, a lift was made on the structure using the 
Ram Jack® Manifold Lift System. The final elevation re-
covery was 3.5”, leveling the front of the structure with 

the built-in concrete vault system. 
This corrected the misaligned win-
dows and doors and allowed for 
the new slab to be installed without 
any slope. 

Ram Jack of California was able to 
provide Rabobank with all of the 
services they required to get their 
property back in a safe, stable 
working condition. The versatility 
and strength of the Ram Jack® 

S y s t e m s 
allows for 
most resi-
dential and 
commercial 
applications 
to be com-
pleted with 
ease. 

Engineer News & Notes 
• Ram Jack Foundation Solutions™ is available to download 

from the Engineer page on our website.  Encourage all engi-
neers with whom you work to download and begin using the 
software.  Call Julie for installation assistance; call Darin 
Willis for assistance with using the software. 

• The International Code Council (ICC) has adopted the 
AC358 Acceptance Criteria for Helical Foundations and 
Devices. These new criteria establish a much-needed stan-
dard for evaluation of helical piers and foundation brackets. 
(For more information, see Howard Perko’s article in Octo-
ber’s Structure magazine.)  Ram Jack® has contracted with 
a company to begin testing of our helical piers immediately.  
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