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Overcoming the Impact of COVID-19

The Door Industry has seen its fair 
share of tough times over its long 
history, but none quite like what we’re 
facing today. The COVID-19 pandemic 
has had a dramatic impact, not only 
on the economy but the day-to-day 
interaction we have with both our 
customers and our co-workers. 

In an effort to help dealers navigate 
these challenging times, Miller Edge 
has conducted a survey of the industry 
to learn from dealers their best 
practices that they have implemented 
to help keep the commercial segment 
of their business thriving, despite the 
pandemic. 

The survey questions focused on 
learning how dealers adapted their 
business strategy to adjust to what’s 
been going on the past six months—
and for the foreseeable future. We’ve 
compiled their answers to provide 
insights on where their time, money, 

Results From the COVID-19 Door Industry Strategy Survey

and efforts have been focused to keep 
their businesses growing.

Providing a higher level of service has 
become a top priority for many. For 
some, this meant eliminating the auto-
prompt phone answering system and 
routing calls directly to a key person in 
sales or service, ensuring reduced wait 
times for customers. Providing a more 
personal response to service calls and 
job requests has enabled dealers to 
elevate their customer relationships. 
Other dealers indicated that faster 
lead times for customers was the 
answer, reducing the time between the 
order and the installation. Ultimately, 
although the tactics implemented by 
the various dealers who responded to 
the survey may be different, the theme 
came through very loud and clear – 
better, faster, more considerate service 
was one of the keys to their success in 
weathering these uncertain times.
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Q: What does the P-R switch do on the 
MEL-II?

A: This switch selects whether the 
Receiver will act like a photo eye or 
as an edge. For most garage door 
applications, you will want to connect 
to the photo eye input, and set this 
switch to the ‘P’ position.

Q: How can you tell if the batteries need 
to be changed in the RBand receiver?

A: Save time on checking batteries 
by listening for the 4-beep tone the 
receiver will emit when the battery life 
is low. 

Tech Tip: Miller Edge carries 3.6 volt batteries. Contact your Miller Edge  
Sales Representative about stocking them for your service trucks.
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Our Tech Support team is available to answer your installation 
questions about Miller Edge products. Call: 800-220-3343

By George
Technical Support Expert

UPCOMING EVENTS

TALK TO THE TECH

Frequently Asked Questions Answered  
by Miller Edge Technical Support!

Many dealers responding to the 
survey touched on how important it 
was to adjust their bidding process. 
Several dealers indicated that they 
were expanding the number of bids 
they were completing each week. 
Others had indicated that they had 
implemented a more aggressive bid 
follow-up program. This ensured that 
each bid sent out received multiple 
follow-ups, giving customers ample 
opportunity to provide any feedback 
that could help close the sale. Also, 
many dealers doubled their efforts to 
complete bid packages faster, reducing 
the time customers waited to receive 
their proposals.

In some markets, dealers are still 
able to make door-to-door sales calls, 
depending on the state’s coronavirus 
mitigation requirements. In these 
markets, where door-to-door selling 

STAY TUNED FOR MORE EVENTS 
COMING IN 2021*

*Due to the impact of COVID-19: 
Miller Edge is taking the appropriate 
measures for the health and safety of 
our employees and customers. Please 

contact us directly for updates on 
events and attendance. 

ONLINE CUSTOMER PORTAL
Place & Track Orders 24/7

Manage Your Business Faster & Easier
Easy Access to Sales Tools & Resources
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Meeting the Needs of Architects

ARCHITECT’S CORNER

Architects and construction specifiers rely on Miller Edge products 
to comply with safety standards for motorized doors and gates. We 
take pride in offering resources and opportunities of education to 
architects in the door and gate industry. In order to provide architects 
with accurate information, we have updated our architect’s brochure.

Davis Door Service, Inc.
Seattle, Washington
In business since 1959

The new brochure covers topics meaningful to architects such as 
Continued Education course information, specifications, product 
descriptions, and important resources we offer on our website. 

If you’d like to request brochures or find out more about Miller Edge 
products, feel free to contact your Regional Sales Manager at 800-
220-3343. We’ve got you covered, from the front gate to the back 
door and everything in between.

DEALER SPOTLIGHT

For over 60 years, Davis Door Service, a family 
owned company, has provided the Pacific 
Northwest and Alaska with responsive service 
and quality products. Not only do they service 
and install a wide range of commercial door 
products from parking garage doors and gates 
to hangar doors, they also have a full Pedestrian 
Door Division, allowing them to be a one-stop 
solution for customer needs.

Davis Door has been incorporating Miller Edge 
products into their door systems for many years, 
including projects completed for the Boeing 
Company in which they’ve been a vendor for 
over 30 years. Additionally, equipped with a full 
manufacturing and metal-working facility, Davis 
Door manufactures their own doors and gates.

“Davis Door prioritizes its employees and 
customer service to be the best company it can 
be, and that makes Davis Door both successful 
and profitable,” said Diana Robbins, HR/Payroll 
Manager and 33 year veteran of Davis Door.

Davis Door gives credit of their continued 
success to the effort and dedication of their 
team members, some of which are part of three 
generations of the Davis family. 

Interested in being in our next Dealer Spotlight? 
Reach out to your Miller Edge Sales Rep!

RBand for Gates

Anyone who has ever sold or installed gate or door 

wireless access systems understands radio frequency (RF) 

interference can wreak havoc on even the most reliable 

wireless systems. That’s why last April Miller Edge integrated 

new enhancements to the RB-G-K10 wireless solution. The 

new RBand system features upgraded firmware, and auto 

adjusting transmitter power regulation, helping boost signals 

and improve reliability—even in harsh RF environments. 

Now, RBand units are even more reliable across a wider 

array of installation environments – regardless of its degree 

of RF interference.

PRODUCT SPOTLIGHT

LUNCH & LEARN
Contact your Miller Edge Sales Rep to schedule your course: 

Entrapment Protection for Motorized Doors:  
Applying Safety Standards   1-hour = 1 LU HSW

Miller Edge is a registered provider of AIA Continuing Education

FEATURE
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Monitored Wireless Gate Edge System

Jose Reyes, Technician

RB-G-K10: Receiver with antenna and transmitterSlide Gate with RBand receiver and transmitters on leading/trailing edges

was allowed, dealers indicated that they 
had heavily ramped up their in-person 
activities, arming their sales staff with 
incentives for retro-fit replacement, 
and formalized maintenance programs 
for annual service.  

In other markets where coronavirus 
guidelines prohibit in-person sales 
calls, many dealers are staying visible 
by increasing their online presence 
and implementing a more aggressive 
approach to direct marketing. Dealers 
indicated that they had increased 
their digital media and virtual events 
as a form of outreach in lieu of on-
site events. Some dealers began 

hosting webinars to engage with 
customers more frequently for training 
and education opportunities. They 
also indicated that they increased 
their distribution frequency of other 
messaging in digital media including 
e-blasts, Facebook and more.

In total, the lessons learned from those 
dealers who are growing their business, 
even in these uncertain times, can 
culminate into one underlying theme 
– they did not continue forward doing 
exactly the same things they have 
always done in the past. It would seem 
that these dealers sensed the current 
circumstances required a different 
approach, rather than just “business as 

(cont’d from P1)

What have customers experienced with this upgrade?

• Improved RF immunity through software upgrades 
allowing the units to better ignore RF noise and focus 
on receiver and transmitter communications

• Upgraded software, allowing RBand units to self-
assess and increase power output depending on the 
RF interference levels

• Faster response timing, resulting in exceptional 
synchronization with any and all gate and operator 
brands 

To order RB-G-K10, call our toll-free number 800-220-3343 
or log into your MyEdge account to create a quote.

Architectural  
Resources

usual.” And, at least for many dealers 
who participated in the survey, it would 
seem those extra efforts have paid off.  

All of us at Miller Edge would like 
to thank those who participated in 
this survey and our hope is that by 
sharing some of these best practices, 
together we all will overcome these 
difficult times. We’ll continue to provide 
relevant content as we work together 
to become a stronger industry. And, 
as always, thank you for being our 
customer!
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