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www.kwmgutterman.com • Toll-free (888) 729-4290
After business hours call Ken at (815) 405-1731 or Keith at (815) 405-1729.

• Next Generation Smart Machine
• 5" • 6" • 5/6" Combo • 7"
• 5" Junior • 6" Junior 
• 5/6" Junior Combo • Fascia
• 6" Half-Round

The LARGEST Manufacturer 
and #1 SELLER of 
Gutter Machines in the USA

Family-owned and operated since 1983

In the early 1960s, Karl W. Minor, Sr. was  
a self-employed roofing, siding, and gutter  
contractor. He purchased the first continuous  
gutter forming machine in his area. Soon he 
became an expert in adjusting and repairing the 
machines, traveling across the country to service 
all types of equipment. Karl established KWM 
Gutterman, Inc. in 1983—knowing he could  
manufacture the best machine on the market!

Karl’s legacy continues as sons Keith and Ken 
oversee the company, with three generations of 
the Minor family involved in KWM’s day-to-day 
operations. Building outstanding gutter machines 
is in the DNA of the Minor family!

To ensure the highest quality, KWM’s entire product 
line is manufactured at its 60,000 sq. foot state-of-
the-art facility, 45-miles southwest of Chicago. 

Family values, integrity, and superior products. 
That’s why KWM is #1.

CHECK OUT

THE NEWEST ADDITION  
TO THE IRONMAN  
PRODUCT LINE! 
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When evaluating a cost esti-
mate, here are a few of the 
important questions that 

you should ask yourself and make sure 
the customer understands. 

1. Has the contractor provided proof 
of insurance?

2. What size gutters are being in-
stalled? 4 inches? 5 inches? 6, 7, or 8 
inches? How does this compare to the 
size of the current gutters?

3. If the quote is flat fee based on an 
estimate in linear feet, is the cost sub-
ject to change if the actual guttering 
measures more or less?

4. What type of gutters are being 
installed? Is the correct material rep-
resented in the quote? 

5. What style gutter is being installed? 
(half-round, K-style, etc.)

6. What color are the gutters? Will 
they match the siding on the house?

7. Does the quote represent the cor-
rect gutter material (vinyl, galvanized, 
aluminum, wood, copper)?

8. If the gutters are being replaced be-
cause of storm damage, does the quote 
include repairs to the house or siding?

9. Are the gutters seamless or section-
al? How many connectors/joints will 
be used?

10. Are all of the necessary materials 
included in the cost estimate? This 
may include hangers, nails, end caps, 
leader heads, and other joints. 

11. Will gutter guards or covers be 
installed? How much will this add 
to the cost of installation? Will the 
covers make the gutters more difficult 
to clean in the future?

12. Is there an additional charge for 
installing gutters on the second (or 
third) story?

13. Are downspouts included in the 
quote? How many are need? Where 
will they be located?

14. Do you need extensions or under-
ground lines for drainage? Where will 
they be located? Is this work included 
in the cost estimate?

15. If installing copper gutters or 
wooden gutters, will a sealant be ap-
plied to protect the material?

16. Will the contractor remove the 
existing gutters and dispose of them? 
Is this included in the cost of installa-
tion?

17. Will you be billed for the work? 
Or, will you have to pay upon comple-
tion of the job? Does the contractor 
accept credit card payments? 

18. Does the contractor have any ref-
erences that you could contact?

Thank you Promatcher.com GE

When evaluating a Gutter project 
here are some questions you should 
address with your customer.
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I have been in the marketing 
industry overall for 30 years. My 
company has been in business 
since 2002 and focuses predom-
inantly on providing marketing 

and advertising support, such as print 
and electronic media, for building, 
racing and industrial manufactures.

My building background primarily 
includes gutter, metal roofing and 
frame building industries. I have spent 
several years researching the seamless/
sectional gutter industry and over the 
past 20 years I have had Q&A’s with 
gutter installers, suppliers, manufac-

tures of gutter products and roof installers.

Gutters play an important role in keeping homeowners’ single biggest 
investment free from mold, rot and mildew as well as controlling water 
run-off from their foundation. The industry, as it stands is well over $5 
billion, according to a recent study, and that is expected to grow. With that 
in mind, the editorial concept of Gutter Enterprise is to create a com-
munity: Readers helping and informing other readers. The audience of 
Gutter Enterprise is diverse and encompasses residential and commercial 
gutter installers, roofers (looking for installers), contractors, suppliers and 
manufacturers and is fueled by new commercial buildings, replacements, 
housing starts and inclement weather. 
 
The gutter industry is expected to continue to grow. With increased con-
struction activity, including demands for home improvement and repair, 
businesses in the industry can capitalize on this growth. Gutter Enterprise 
wants to assist them in that.

This data is confirmation of the value and opportunity of a publication like 
Gutter Enterprise. As the publication is released and the gutter industry 
gains exposure to it, the potential for more editorial content and adver-
tisers is vast. I look forward to providing high-level content in all future 
issues, and I ask that you please reach out to me or the editor regarding 
advertising opportunities, editorial prospects, pictures of unique installs 
and new products in the gutter industry. 

Thank you for your time. 
 

Brian Mahoney, Publisher 
717-940-6231 
brian@gutterenterprise.com
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You’ve invested in buying a high-quality gutter 
machine. Now that you have it, keep in mind these 
tips to ensure your gutter machine performs well for 

years to come.

To keep your gutter machine running smoothly, read the own-
er’s manual and note specifics to your machine’s operation.

Remember that power supply is critical. Know the voltage of 
the electrical outlet of where you’ll plug in your gutter machine. 

“Low voltage is one of the leading causes of electrical 
failure with a gutter machine,” said Keith and Ken Minor, 
owners of KMW Gutterman, a family-owned gutter ma-
chine manufacturer. 

Ken Minor says extension cords should be a minimum 
10-gauge. If a generator is used, it needs a minimum of 5,500 
watts with the idle-down feature turned off. Also, extension 
cords must be kept at a maximum of 100 feet, Minor says.

When using your gutter machine, also consider these tips 
from Minor:

1. The gutter material or coil must be loaded correctly on a 
spool or cradle by positioning it in-line with the entrance 
guide. The entrance is where the material enters the machine.

2. When preparing material with a fixed width, make sure 
the entrance guide is spaced correctly. Guides that are wid-
er than the material will cause fluctuation of the hanger lip 
on the roll-formed product, creating an inferior connection 
between the hanger and the gutter.

3. The corners of the material that are fed into the machine 
must be trimmed 3 inches by 3 inches off each corner prior 
to feeding a new coil.

4. The run-out stand position is important in the roll-form-
ing process. The first support stand must be no further 
than 10 feet from the machine, with downstream spacing 
occurring every 20 to 25 feet.

5. Depending on the machine type you’re operating, pas-
sive roll-formers, such as rubber drive machines, should 
be empty of material at the end of each day. Meanwhile, 
pressure driven steel drive machines need the presence of 
material during transport and should always have material 
through the entire machine.

6. A passive roll-forming gutter machine will have less 
waste than the old traditional pressure machines. The last 
section of gutter for the day should be the length of the 
machine. Cut the coil prior to the entrance of the machine 
before running your last piece.

7. The guillotine, which is the exit point for the material, 
should be lubricated daily prior to operation.

Cleaning your machine and your work 
surfaces
As you use the gutter machine regularly, keep the area 
around the machine and inside the machine clean and free 
of dust, dirt, and debris, preventing foreign objects from 
damaging your machine. Also, schedule time for routine 
cleaning of the machine, helping extend the life of all me-
chanical and electrical components.  

Dirty rollers can be cleaned with solvents such as mineral spir-
its to remove paint, grease, and dirt. Galvanized materials will 
leave a residue on the rollers that can mark painted stock.  If 
you’re changing from galvanized to painted material, clean the 
rollers with a galvanization remover, such as Galv-Off. Run-
ning galvanized and paint grip material is not recommended.

Cracks on the roller surface can scratch or mark painted 
coil stock. Eliminate this by rubbing-out marks on the 
roll-forming surface with a fine-grade emery cloth. 

In addition to the daily practices to keep your gutter machine 
running smoothly, there are also monthly maintenance tasks, 
including proper lubrication of the gutter machine by oiling 
the following parts with #30 weigh motor oil or an equivalent:

• Sprockets and roller-chains;

• Set-screw pressure adjustments;

•  Left guide-cranks and right-hem adjusters;

•  Blades, guides, and other moving parts of the cut-off 
assembly.

•  Keep in mind that bearings are self-lubricating, and so 
they require no maintenance.

Another monthly task is to inspect all the electrical compo-
nents of your gutter machine. Look for loose, exposed, or 
frayed wires, loose connections, or burned insulation. Repair 
your gutter machine immediately. Electrical issues could be a 
shock hazard that could result in serious injuries. GE

Basic Gutter Machine Operation
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Most Common Job Site Problems
Maybe this has happened to you, or it may happen in the future: your gutter machine has been working smoothly, 
but one day it’s not giving you its usual reliable service. Or maybe something doesn’t sound quite right with your 
gutter machine. What should you do?

If you find a problem arising with your gutter machine, consider these tips from Keith and Ken Minor, owners of KMW 
Gutterman, a family-owned gutter machine manufacturer founded in 1983.

They suggest unplugging the machine from its power source. Then, contact the manufacturer prior to making any 
adjustments or modifications. You can also consult the manual prior to performing any adjustments or service to the 
machine. 

Below is a list of the most common types of job site problems, according to Ken Minor:

1. Coil width is different than the entrance guide spacing.  The right entrance guide doesn’t normally need 
adjustment. Keep the left entrance adjusted to the coil width.  The material needs to move freely forward and back 
with no side-to-side movement. The right and left sides of the machine are determined by looking from the entrance 
to the exit of the machine.

2. Low voltage results from using a generator that’s too small or doesn’t have enough power, or employing a thin 
wire-gauge extension cord. 

3. Machine has no power. Emergency stop was depressed inadvertently. Twist and release the E-Stop.

4. To correct an inward bow: The swing shaft (blue station) assembly controls the top lip. Adjust to the right, to-
wards the lip box to correct, and away from the house bow of the top lip. Adjust to the left away from the lip box to 
correct an inward bow.

5. To correct the down-hill: The exit end of the lip box (green station) can be adjusted up-or-down. Raise the exit of 
the box to correct uphill, lower to correct downhill.

In addition, ensure all safety covers are present before 
operating your machine. Next, inspect any color-coded 
adjustments. They’re user-friendly once they’re under-
stood, Minor says. Keep the manual near-by for more 
information about the color-coded adjustments. 

“A clean work area will keep your installers productive and 
your machine in good working order for a very long time,” 
Minor says.
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The Gutter 
Industry:
Past, Present,  
and Future

By Craig Hoffman, Editor
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The dictionary defines a gutter as “a trough along the 
eaves to catch and carry off rainwater.” For those 
in the gutter industry, there are many steps, tools, 
and systems involved to carry that rainwater away 
from the building. Water remediation is the sole 
focus of Gutter Enterprise, the new, comprehensive 
bi-monthly guide to the gutter industry. As an intro-

duction to our mission to inform, educate, and inspire gutter profes-
sionals, we offer a look at the past, present, and most importantly the 
future of the industry.

The Ghost of Gutters’ Past
Although we can’t be sure of the gutters Ebenezer Scrooge used on his 
house, the industry has come along way from the mid-Victorian era. 
Indeed, gutters have made significant progress from bricks made from 
burnt clay and gargoyles. The modern version of the gutter progressed 
from wooden V-shaped troughs and into the 20th century with the 
invention of metal rolling machines, leading to half-round steel gutters 
being installed on buildings. According to the Trust for Architectural 
Easements, the most common gutter style in America today is the 
aluminum, K-style gutter, which is formed to fit flush against the eaves 
with a contoured profile turned to the outside of the building. 

Gutters Now!
Despite the many advancements in gutters over the centuries, the 
industry today still retains its core mission of installing, repairing, and 
maintaining water remediation systems to keep residential and com-
mercial buildings free from moisture. 

The building industry’s comeback from the devastating losses suffered 
during the Great Recession allowed gutter manufacturing to tag along 
on its growth. New home construction and storm-related damage 
repairs have U.S. roofing contractors enjoying their fourth consecutive 
year of profitability and double-digit increases in sales, according to 
data from Sageworks, a financial information company. 
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However, contractors face higher worker costs in 2019, ac-
cording to the report. Three-quarters of residential roofers 
and gutter installers surveyed said they are seeing increased 
labor costs. 

Worker shortages are not only pressuring bottom lines but 
also top-line revenue. The National Roofing Contractors 
Association has called the chronic shortage of qualified 
workers the top limitation on construction employers’ 
ability to grow their businesses. “Most contractors indicate 
they could be doing 10 to 20 percent or more work if they 
could only fill vacant positions, which translates into an es-

timated $3.6 billion to $7.2 billion in lost economic activity 
annually,” the association wrote in a letter to the industry.

New trends in product design and installation are influ-
encing the gutter industry. According to Ralph Wilhelm 
of Seamless Spouting in Lancaster, PA, “the bigger gutter 
and downspouts are being used throughout the industry 
because of heavier storms. 7-inch seamless gutters are the 
norm as gutters are being specked for 1000-year storms 
rather than 100-years. Everything has to be bigger to ac-
count for storms and weather.” 

Installers and consumers should also be aware of recent 
trends in gutter materials including zinc and copper. 
According to Mike Witt of Heritage Sheet Metal in Glen-
view, Ill, “Everybody loves copper,” says Witt, whose family 
business has installed the metal for three generations. “We 

started offering zinc gutters about 10 years ago and in re-
cent years they’ve become very popular as well. Zinc has a 
neutral gray or blue-gray color that fits a lot of looks and is 
especially popular on homes with contemporary designs.”

Finally, technology is affecting worksite efficiency, accord-
ing to Wilhelm. “Technology is making gutter machines 
more efficient and economical to use. The machines are 
smaller and cheaper. Like buying a car, you can buy a Kia 
or a Ferrari. Gutter machines are the same. You buy a lower 
quality one, it will last you 3-4 years for a house a week. I 
use KWM machines and we’re doing a house a day.” 

Channeling the Future of Gutters
The future of the gutter industry looks strong, 
based on economic trends and new product 
development. Buoyed by long-term growth in 
new housing construction and remodeling, 
demand for aluminum gutters and down-
spouts is projected to increase 3.4% annually 
to $4.0 billion in 2022 according to a new 
study from The Freedonia Group, a Cleve-
land-based industry research firm.  Growth 
will also be supported in the short term by 
price increases implemented in response to 
the Trump administration’s aluminum tariffs. 

Those tariffs are of special consideration to 
many business analysts and construction 
industry leaders. According to the Freedonia 
Group’s Gutters & Downspouts study, over 
70% of gutters and downspouts are made of 
aluminum, and a much smaller – but still size-
able – 20% are made of steel. With over 90% 
of its products in the balance, will the rain-
ware industry be a winner or loser in Trump’s 
trade war?

According to the Fredonia Group, the gutter 
and downspout industry is mature and higher 
prices can damage contractors’ competitive-
ness, but two factors will likely shield them 

from reduced demand:

Unlike siding and roofing, there are no competitive prod-
ucts that homeowners are likely to choose over aluminum 
and steel to avoid higher prices; while DIY plastic products 
exist, they are much less durable than metal types.

Gutter installation is a relatively low-cost project that’s 
often tagged onto more costly renovations like reroofing or 
re-siding, so the cost of the gutter system will not make or 
break the homeowner’s decision to install.

Since gutters are such an essential building product, lik-
ened to buying gas or groceries, the industry can continue 
the forecasted growth despite the current tariffs and worker 
shortages. Only new or increased restrictions on gutter 
materials could reach into the industry’s back pocket. GE
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16 oz. Traditional Bead Seamless Copper Gutter 
with #12 shank installation by Ralph Wilhelm 
Seamless Spouting of Lancaster, PA
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Gutter Tools & Accessories

Extreme Miter
The new EXTREME MITER™ Inside Gutter 
Corner is fabricated with an extended front 
end. It directs rainwater away from the front 
edge to help prevent overflowing, a com-
mon problem with inside box miters and 
miter strips. If your preferred supplier of 
gutter accessories doesn’t carry the Han-
cock brand, have your distributor contact 
Hancock directly.  For a list of available 
distributors and free samples for product 
testing contact— Hancock Enterprises, Inc. 
734-287-8840 or 800-544-0393.  
Email: bobj@hancockent.com.

Clean Sweep
To keep gutters clean and free flow-
ing, Hancock offers the CLEAN 
SWEEP™ Gutter Protection System. 
This drop-in cover is fast and easy 
to install, and restricts leaves and 
debris from entering gutter troughs 
for maximum rainwater flow. For 
a free sample for product testing 
contact—Hancock Enterprises, Inc. 
734-287-8840 or 800-544-0393. 
Email: bobj@hancockent.com.

Hangfast Hanger
THE INNOVATIVE NEW DESIGN FOR FAST AND EASY  
INSTALLATION. Complete More Jobs and Reduce Installer  
Fatigue Oil free – no cleanups. Available in 5” and 6” Aluminum 
& Brass with or without clip- FREE SAMPLES! For more  
information contact Raytec Manufacturing.  
Toll Free (877)800-2500  Fax (717)445-0511 Pat. #6,726,155 
To see more innovative Gutter products visit www.raytecLLC.com

SpoutOff Outlet
The large SpoutOff Outlet is a Self-Cleaning outlet. 
When water and debris reach The SpoutOff Outlet the 
water and debris have no place to go but DOWN! With 
the SpoutOff, no ladder, no climbing, no tools are need-
ed. Simply remove the SpoutOff SpoutSecure and bring 
your 1, 2 even 3-story downspout down to you safely on 
the ground, a great selling feature for gutter installers. 
For more information visit online www.thespoutoff.com 
or call (866) 289-1442.
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Upcoming Issues

JULY 2019
Theme Feature . . . . . . Design Trends

Profile . . . . . . . . . . . . . . . Gutter Installer

Technical Article . . . . . Gutter Machines vs. Onsite delivery

Departments . . . . . . . .  News, Installer Column, Q&A,  
Sales Column, Sales Q&A

SEPTEMBER 2019
Theme Feature . . . . . .  Gutters and Roofs – Why they  

should work together?

Profile . . . . . . . . . . . . . . . Gutter Installer

Technical Article . . . . .  Materials – What gutter options  
are available to installers.

Departments . . . . . . . .  News, Installer Column, Q&A,  
Sales Column, Sales Q&A

NOVEMBER 2019
Theme Feature . . . . . . Gutter Covers – What you should know!

Profile . . . . . . . . . . . . . . . Gutter Installer

Technical Article . . . . . Foundations and diverting water

Departments . . . . . . . .  News, Installer Column, Q&A,  
Sales Column, Sales Q&A

JANUARY 2020
Theme Feature . . . . . .  Dealing with an aging inventory – 

Tips to keep inventory under control

Profile . . . . . . . . . . . . . . . Gutter Installer

Technical Article . . . . .  Hiring and Training – What you 
should know when hiring and  
training your workforce

Departments . . . . . . . .  News, Installer Column, Q&A,  
Sales Column, Sales Q&A

MARCH 2020
Theme Feature . . . . . .  Water Conservation – Rain water 

collecting units

Profile . . . . . . . . . . . . . . . Gutter Installer

Technical Article . . . . . Dealing with Gutter Miters

Departments . . . . . . . .  News, Installer Column, Q&A,  
Sales Column, Sales Q&A

I truly appreciate those companies who have put their faith in the Gutter Enterprise  
concept and are onboard advertising with Gutter Enterprise. Thank you for believing  

that this publication will no doubt benefit us all.

This is your publication and an opportunity to grow sales, industry awareness  
and exposure to over 7500 subscribers nationally.
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For our inaugural issue, Gutter Enterprise reached 
out to two industry leaders, Kenneth W. Minor 
Sr. of KWM Gutterman and Bob Joly of Hancock 

Enterprises to share their mutual career beginnings in a 
family-run business, how their respective companies have 
grown in relation to the overall gutter industry, and where 
they believe gutters are headed in the future. 

How long have you been in the industry, and where did 
you start out? 

Minor: “My father Karl W. Minor Sr. purchased the first 
of its kind continuous machine in the Midwest in the 
late 1960s. The machines in the early stages had all kinds 
of issues with keeping them in adjustment and making 
them run correctly.  With this training and experience, 
he eventually started selling and servicing to customers 
nationally. It’s always been a family-run business from 
the beginning.” 

Joly: “We are a second-generation family-owned compa-
ny. My uncle, John Hancock, started Crescent Tool and 
Die in 1939, a tool-and-die shop that supplied tooling to 
the big three. Crescent started making fittings for Wol-
verine Aluminum in 1957, creating Hancock Enterprises.  
One of our first nationwide customers were Reynolds 
Metal Building Products. John Hancock Sr. passed away 
in 1996 and John “Corky” Hancock, Jr. took over as CEO 
when Senior passed away. 

What are the current challenges facing your company 
today?

Minor: “The current challenge as I see it is raw materials – 
the fluctuating prices and material shortages of our domes-
tic raw materials due to tariffs have made doing business 
more difficult. With the new manufacturing incentives put 
in place by the government, we have been able to offset 
the tariffs that have been imposed. Our production has 
remained steady since we have already purchased a lot of 
our raw materials for the next 12 -18 months.” 

Joly: “There are two things that I see as a problem. First, 
the skilled trades labor pool is getting smaller, making 
it difficult to find trained people. Price competitiveness 
is also a big issue in the industry. I find that people try 
to compete with pricing instead of quality and service, 
I believe that this hurts the industry when products are 
sold at discounted prices in order to gain market share. 
Market pricing needs to be competitive and fairly-priced 
from manufacturing to distribution to installation. The 
mutual benefit of the entire industry will be greatly 
strengthened by maintaining a healthy supply chain. 
The cost of doing business continues to go up along with 
the cost of raw materials. We all need to be conscious of 
these expenses and learn to adapt in this ever-changing 
market environment. 

Fortunately, with our developed distribution network, high 
output production facility and high-quality products, we 
are still able to be the major supplier to the industry. This 
allows our distributors to remain competitively priced to 
their customers. 

What does the future of the gutter industry look like for 
you?

Industry Leader

Exclusive Interview with 
Two Industry Leaders 
By Craig Hoffman, Editor
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AND MUCH MORE!
Free Samples Available

Northwest  |  Midwest  |  East
Three warehouses are capable of same day fulfillment 

with short transit times to the lower 48 states

www.RaytecLLC.com

887.800.2500

Gutter Hanger 
with Clip

Gutter Hanger

Minor: “Fortunately for us, we’re in a niche market of 
gutter machine production so we have experienced 
steady growth in our business for some time. The hous-
ing industry is gaining strength, markets are expanding, 
and people are buying our equipment. Our IronMan 
line has become such an industry standard that we’ve 
been able to weather downturns in the gutter market. 
The demand for our product is strong because it’s a 
quality product, produced in the U.S. and excellent 
customer service.  

Joly: “Our future is about innovative new products and 
continuing to maintain a high level of quality, efficiency, 
and service. Our new products including “The Extreme 
Miter” a new and innovative inside miter with a larger 
catch basin; “The “M” Hook” a flashing friendly gutter 
hanger; and our high-performance Gutter Protection 
“Clean Sweep”. These are products that help us stay on 
the cutting-edge in the industry. We are very fortunate 
to have a customer-based partnership in the distribution 
network which has become a great source of feedback to 
what the industry and the installers are looking for.” GE

Kenneth Minor Sr. Bio
Kenneth Minor Sr. is CFO of KWM Gutterman, Inc. in 
Rockdale, IL. Since the early 1960s, when the Mi-
nor Family purchased a continuous gutter forming 
machine, has since built KWM Gutterman, Inc. into 
one of the industry’s leading manufacturers of gutter 
machines. 

There are three generations of the Minor family 
involved in KWM’s day-to-day operations. Kenneth 
W. Minor Sr., along with his brother Keith W. Minor 
COO oversees the company’s daily operations from 
their 70,000 square foot facility 45-miles southwest 
of Chicago, shipping their gutter machines to five 
continents—North and South America, Europe, 
Africa, and Asia.

Bob Joly Bio
Bob Joly has been with the company for over 40 
years and is President of Hancock Enterprises in Tay-
lor, Michigan. He and his family have been in the gut-
ter business since 1957. Kurtis Hornick, Bob’s nephew 
is the beginning of the third generation in the family 
business. He is the Vice President of Operations.  

Started by Bob’s uncle, Hancock Enterprises oper-
ates out of a 100,000 square foot facility in Taylor, 
Michigan 15 miles south of Detroit. The 65 employ-
ees provide rain control management systems in 
aluminum, copper, and steel in items such as miters, 
endcaps, half round fittings, gutter screens, hangers, 
and other related rain carrying products. They ship 
across the United States and to over 20 countries 
around the world.
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Ralph Wilhelm has been serving 
the Lancaster, Pennsylvania, area 
for 35 years. A seamless gutter 

installer, Ralph L. Wilhelm Jr. Inc. 
Seamless Spouting has a reputation for 
high-quality, specialized work, winning 
the Reader’s Choice Award from a local 
newspaper 10 years in a row.

Wilhelm cites his business’s focus on 
repetition and simplification as con-
tributing to his success.

“There are a lot of companies that do 
everything. We just specialize in doing 
what we do best — the gutter busi-
ness,” he said.

His company offers the traditional 5 
and 6” seamless K gutters, and has 
recently added the 7”. They also install 
LeafX. But, the most unique thing 
about the business is its half round 
seamless gutters.

As far as he knows, Wilhelm has the 
only seamless 5 and 6” aluminum half 
round machine on the East Coast, a 
machine he strategically invested in 
to provide top-quality gutters to his 
customers.

“Installation of half-round gutter 
systems are growing in popularity. The 
unique look that they provide is for 
the homeowner who wants a styling 
accent that is distinctive, simple, clas-
sic, and elegant,” he said.

Wilhelm compares using half round 
to installing a slate roof — half round 
costs more money, but works better 
and lasts significantly longer. The cost 
is in the installation, but the custom-
er enjoys the value because the half 
round will outlast and outperform the 
K gutter.

A challenge Wilhelm has faced in 
keeping his business successful is 
the increase in competition. When 
Wilhelm first started working back in 
1987, there was not much competition 
around. 

“There’s ten times more competition 
now,” he said. “The machines and 
everything got cheaper and smaller.”

Wilhelm said he combats the increase 
in competition by doing good work, 
taking advantage of the rising number 
of suppliers, and traveling increased 
distances. And, most of his new busi-
ness comes from word of mouth.

Wilhelm, an easy-going guy as his 
employees would describe him, has a 
laid-back management style based on 
consistency, repetition, and learning from 
mistakes. He focuses on keeping his em-
ployees happy, including two employees 
who have worked for him for 15 years.

“We take great pride in our work and 
full-time staff of employees who pay 
great attention to the smallest details,” 
he said. “We do good work.” GE

Industry Leader

Seamless Gutter Spotlight, 
Ralph Wilhelm, Lancaster, PA By Andrea Anderson
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Your Guide to Basic Gutter Lines
By Ken Minor Sr.

Proper gutter installation is a key 
competent of a properly func-
tioning house. Homeowners 

rely on professional gutter installers to 
complete the project correctly. Gutters 
installed incorrectly will cause prob-
lems for the homeowner and contrac-
tor, leading to mistrust and negative 
reviews for your business. 

To ensure proper gutter installation, 
professionals are mindful of basic 
gutter lines. Keith and Ken Minor, of 
KMW Gutterman, a family-owned op-
eration founded in 1983 that specializ-
es in manufacturing of gutter machines 
for the residential market say proper 
measurements are essential installing 
gutters securely and correctly.

Here are their tips to guide you on 
basic gutter lines:

1)     Verify the pitch of the existing fascia. 
Measure fascia to confirm the gutter 
length. Using end-caps, measure 
from one roof edge to the other. If a 
corner exists, measure the fascia and 
add 5-to-6 inches for each outside 
miter depending on the gutter size if 
using strip miters. If box miters are 
used, deduct half an inch. If instal-
lation is on an inside corner, no 
subtraction is necessary. 

2)    To cut an outside miter (strip 
miter), measure from the end-top 
back edge by 5 inches for a 5-inch 
gutter and 6 inches for a 6-inch 
gutter. Using a square, draw a 
line to the bottom and calculate a 
45-degree angle to the front-bot-
tom corner. Connect that line to 
the top-front edge. To cut an inside 
miter that’s 45 degrees from the 
back-bottom corner to the front of 
the bottom, measure back 5 inches 
for a 5-inch corner and connect.

3)     Run the gutter length to install all 
accessories, including end-caps, 
miters and drop outlets. Only fas-
ten the back of a miter and install 
only one corner piece per section 
of gutter.

4)     If a downspout is needed, locate 
its position and punch a hole your 
Malco outlet or hand cut.

5)     Rivet the outlet and seal it, if 
applicable.

6)    Seal the endcaps, if applicable.

7)     Install the gutter between the gut-
ter flashing and the fascia board 
by placing a 1-1/2 screw 4-feet on 
center. The minimal pitch should 
be no more than one-fourth of an 
inch to 50 feet.

8)     Install the gutter brackets of 
choice over the gutter flashing by 
measuring 24 inches on center 
and tightening.

9)    To complete a miter install, ensure 
both opposing gutters are com-
plete with hangers. Fit the miter 
(strip or box) screw or rivet and 
seal.

10)  Install the downspouts from the 
gutter by moving to the ground. 
The crimped end should go into 
the corresponding elbow or pipe. 
Pipe band or cleat fasten the 
downspouts to the wall. GE
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Hancock Enterprises, Inc
www.hancockent.com

KWM Gutterman, Inc.
www.kwmgutterman.com

Senox Corporation
www.senox.com

Raytec Manufacturing LLC
www.raytecLLC.com

Diamond Back Gutter Covers
www.diamondbackguttercovers.com

Raplh Wilhelm Seamless Spouting Inc.
www.wilhelmspouting.com

Liberty Seamless Enterprises
www.libertyseamless.com

National Weather Service-  
Climate Prediction Center
https://www.cpc.ncep.noaa.gov/ 
products/Drought/

Ad Index
Hancock Enterprises  . . . . . . . . . . . . . . . Back Cover

KWM Gutter Man . . . . . . . . . . . . Inside Front Cover

Senox . . . . . . . . . . . . . . . . . . . . . . . Inside Back Cover

Raytec Manufacturing . . . . . . . . . . . . . . . . . Page 13

Liberty Seamless Enterprise . . . . . . . . . . . . . Page 1

Ralph Wilhelm Seamless Spouting . . . . . . Page 1

Gutter Enterprise Publication . . . . . . . . . . Page 11

Industry Resources and Websites



Scan code with smartphone for more information.



QUICK, SECURE INSTALLATION | SUPERIOR WATER OVERFLOW SOLUTION | CLEAN, ATTRACTIVE APPEARANCE

FIGHT OVERFLOW. PUT THE 
EXTREME MITER  
IN YOUR CORNER

Conventional inside box miters 
and miter strips tend to overflow 
in heavy rainwater conditions.

That’s why many of the top 
professional gutter installers 
are switching to the patented 
EXTREME MITER™ Inside 
Gutter Corner. It’s extended front 
end provides an enlarged catch 
basin, directing water away from 

the front edge and channeling 
it through the gutter troughs to 
prevent overflowing.

It is fabricated to facilitate and 
simplify the installation of the 
gutter troughs, and when properly 
installed and caulked, provides a 
watertight installation.

FOR YOUR FREE SAMPLE OF  
THESE PRODUCTS, CONTACT 
YOUR SUPPLIER, OR EMAIL US:  
BOBJ@HANCOCKENT.COM

20655 Northline Road 
Taylor, Michigan 48180

734-287-8840 • 800-544-0393 
Fax 734-287-8841

Patented, US Patents - D651,697; 8,763,365; 9,062,460 and D725,753
Canadian Patent Pending Nos. - 2,762,764 and 2,868,894

Keep gutters clean with the  
CLEAN SWEEP™ System

•  Fast and easy drop-in installation for 
5" and 6" gutters

•  Sloped rubber-based insert is 
weather resistant, provides added 
support and positive drainage

•  Perforated openings provide 
maximum rain water flow while 
restricting leaves and other debris

•  10-Year Limited Warranty

You’ll get hooked on M-HOOK 
Gutter Hangers

•  Because it’s designed with a 
receiver that allows installation 
behind the flashing with the gutter 
hanger clipped, it won’t disturb the 
roof’s edge

•  Won’t move during the fastening 
process for a straight and secure 
installation

•  Suited for working with longer 
gutter lengths

US Patent Number - D623,279   Canada Registration Number - 132338

GUTTER HANGER
M-Hook

VISIT WWW.HANCOCKENT.COM TO VIEW ALL OF OUR QUALITY,  AMERICAN MADE PRODUCTS.

HANCOCK IS THE SUPPLIER TO THE 
MAJOR MANUFACTURERS AND 

DISTRIBUTORS FOR THEIR FITTINGS 
IN THEIR COLORS


