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gutter cover like no other. The perforated openings 
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insert is weather resistant providing added support 
and positive drainage.  
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Welcome Back!
Several weeks ago, I was visiting a friend 
and we got into a conversation regarding 
gutters, as they had just had a company 
install gutters on their house. The install, 
located in the northeast experiences rain, 
snow and ice events and this was the 
third time they have had to put gutters on 
their house in 15 years by three different 
installers. 

We walked the perimeter of the house 
and she pointed out areas that they 
were having trouble with, areas where 

overflowing rain is cascading off the roof because gutters were improperly 
installed on a slanted fascia application. Upon closer inspection, the gutters 
were installed too low on the wedges and set far back from the roof line so 
that they would never catch much, if any rain coming off the roof. They did 
not consider downspout locations. The installers had not thought through 
the installation and the homeowners have had to purchase additional gutter 
accessories to divert the water from the siding and foundation. With further 
research I found that this company no longer installs gutter. 

It only made me further realize how important a warranty, recommenda-
tion and research in this industry is. Some in the industry are advocating 
a 5-year warranty challenging the industry to raise the level of their instal-
lations, as well as proper licensing be displayed on all paperwork. Another 
suggestion was some type of certification. Possibly an apprenticeship or 
Journeymen certification should be considered in the industry. (A journey-
man is a worker, skilled in a given building trade or craft, who has successfully 
completed an official apprenticeship qualification. Journeymen are considered 
competent and authorized to work in that field as a fully qualified employee. 
They earn their license by education, supervised experience and examination. 

I’m sure many in the industry have witnessed enough improper installations 
that it may well warrant some type of oversight. Not only will the customer 
be reassured they are dealing with a reputable company, your closing ratio 
will go up. 

As always GE welcomes your feedback. Please respond to 
brian@gutterenterprise.com with any feedback regarding this issue and  
additional concerns or articles you would like to see in your publication.

SEPTEMBER 2020    
VOLUME 2, ISSUE 4

PUBLISHER 
Brian Mahoney 
brian@gutterenterprise.com 

EDITOR 
Cassie Miller

Gutter Enterprise LLC is a bi-monthly  
publication located at PO Box 5191, 51 
Northview Drive Lancaster, PA 17601. 
Phone 717-940-6231  
Fax 717-344-5469 

Gutter Enterprise LLC accepts and consid-
ers only unpublished, non-copyrighted, 
original articles for publication with no 
guarantee stated or implied. Publisher 
reserves the right to accept, edit and/or re-
ject any article or advertisement submitted 
to this magazine for any reason without 
showing cause. 

This magazine, or any part thereof, may 
not be reproduced or stored, in whole or in 
part, by any means whatsoever including 
digital or electronic formats, or as part of 
a computer or web-based retrieval system 
without prior written consent of the pub-
lisher. Copyright © 2019 Gutter Enterprise 
LLC. All Rights Reserved.
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When purchasing your gutter accessories 
several options were discussed. Which 
option works best for you? 

Option 1- Price Shopping- The practice 
of comparing prices in advance of actu-

ally shopping in order to achieve the best deals and pricing 
on merchandise. 

Option 2- Tolling- You have your coil shipped to a compa-
ny (referred to in the industry as Tolling) that will output 
your accessories from installer-supplied coil.

Option 3- You buy into one company called (On-Board-
ing), that supplies all the accessories.

Every option has its pros and cons.

Price Shopping: 
Pros- Buy popular colors in bulk and carry a lot of inven-

tory for the best pricing.

Cons- You purchase your clay trim coil for gutter from one 
company, purchase clay endcaps and elbows from another 
company and clay downspouts from yet another company. 
You hope they all match when you go to install, or your 
customer may not catch the subtle color difference from 
your clay box miter to endcap or elbow. It is time consum-
ing to always be price shopping to stay competitive, suppli-
ers charge more for broken boxes and coil orders. You tend 
to stay with just the popular color choices and profiles.

The Color 
Conundrum

By Brian Mahoney

Image Credit Petit Tool
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On-boarding: If you are buying all your 
accessories from one company 
Pros- You develop a relationship with your sales team, your 
colors, for the most part will match, and should you have a 
call back and need to replace an accessory they most likely 
have the correct product and color in inventory.  

Cons- You are tied into any price increases, partial ship-
ments and when you are bidding on price every penny 
counts. If they are out of stock you must wait on the prod-
uct or go with someone else.

Tolling: If you ship your coil to a compa-
ny to output accessories  
Pros- Colors will match. You develop a relationship with 
one company.

Cons- Incur shipping charges, setup costs and at the whim 
of company scheduling. 

Gutter Enterprise talked with several 
suppliers, manufacturers and installers 
and here is what they said:
Manufacturer- Supplier

Randy Simmons of Gutterworks.com out of Barnes City, IA, 
“We purchase all our color material from one manufacturer 
so all of our components that we offer in colors match each 
other.  Existing customers know our colors and how they 
would match up with material they would buy from other 
suppliers as in coil or downspout. We work with potential 
customers to provide them with color samples, so they 
know exactly what they are getting from us if they were to 
order a color item.”

Manufacturer-

Bob Joly of Hancock Enterprises, about 70 percent of our 
business is Tolling – making parts from customers coil.

Supplier-

Peter McElvogue of Central Aluminum Supply with locations 
in New Jersey and Pennsylvania

Primary focus is customer service. Small companies tend to 
price shop, so we understand the need to be price compet-
itive. We make every effort to meet fill rates. Encourage 
customers to order full boxes and trim coil. 

Manufacturer-

Scott Whaley of Spectra Gutter Systems, Atlanta “Your in-
stallers, especially big guys, typically buy from one man-
ufacturer, (On-boarding) their coil and accessories, as to 
keep the palettes the same. They do this so if they ever must 
do a repair, the colors will match in the future. 

This isn’t always the case as many of the smaller companies 
may run from vendor-to-vendor trying to capture the lowest 
price over loyalty and service. Most of the colors match ‘close 
enough’ that they can be blended but isn’t always the case with 
every color. White is a safe color to play with as they are all 
pretty much the same and even if off a bit, you can’t tell once 
they’re up. Some manufacturers that make siding have “their 
own” colors and sell the siding, gutter, and trim coil to match.”

Installer-

Ryan from Brothers Who Just Do Gutters in New York, “We 
typically purchase the bulk of our material from one sup-
plier and try to match all colors to their swatches. However, 
that’s not always possible so we do carry swatches from 
other suppliers as well and will order everything we need 
for that particular color job from that supplier. 

We typically purchase every accessory such as elbows, end-
caps, u clips… from the same supplier of the coil. We’ve found 
it’s not worth the time and effort to save a few pennies to go 
through the trouble of mix matching different suppliers’ colors.

One tip on color choice. Have the homeowner hold up the 
sample color they chose next to a downspout and take their 
picture with swatch in hand. Some homeowners will swear 
after the gutters are up that it’s not the color they picked. 
We have the color all over the contract as well as a picture 
of them holding it.” 

Installer-

Pete Erickson of The Gutter Guy from New Jersey, “Central 
Aluminum takes care of all my special-order needs.  We 
don’t see many requests for special colors when there are 
20 standard colors to begin with. The price for the average 
house will double or triple with a special order color.”

Installer-

Rock from Rain Gutters By Rock out of Palm Springs, Calif.; 
“On this subject I’m finding out even if you go to just one spot 
to get all your supplies (not always) do the accessories match 
the color of the gutters or the elbows match the downspouts 
colors (to me) is a big thing, but to me, EVERYTHING is a big 
deal. These days, most younger installers don’t care if a color is 
off, nor can an average customer even notice. Some suppliers 
have so many whites, I can’t even see a difference.”

Supplier-

Pete from Valley Gutter Supply in Sylmar, Calif., “Contrac-
tors tend to stay with one company for all their needs. Most 
suppliers’ colors will not totally match someone else’s, so 
the contactor wants to make sure the miter will match the 
gutter, downspout matches the elbow, etc.”

Many of you have all experienced the options mentioned 
above. In upcoming issues, GE will discuss Time and ma-
terials pricing: Knowing your material costs can help you 
determine if your operating margins are set up properly. GE
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There Are Generally Two Different Paint Systems Offered:
Architectural- 
Polyester paint- Used by most gutter manufactures because of its malleable and fade resistant attributes. Polyester is a 
three-component paint that utilizes the resin + catalyst + accelerant.  It has a solid content of +/- 96% which gives the 
product superior mechanical and chemical resistance, and limits the VOC content dispersed into the environment. 

Performance-

High-Performance Kynar 500® PVDF Fluoropolymer-Based Coating used primarily on commercial and industrial installations. 
Kynar 500® FSF® resin is a special grade of PVDF resin used by licensed industrial paint manufacturers as the base resin in long-
life coatings for aluminum, galvanized steel, and aluminized steel. It is used generally in applications requiring the highest purity, 
strength, and resistance to solvents, acids, bases and heat and low smoke generation during a fire event. Applications include 
metal roofing, siding, gutters and other miscellaneous metal trim components. Color choices are limited to primary colors.

Hybrid Coatings- 

On the horizon, a mix of architectural and performance-based coatings referred to as (Hybrid Coatings) will give home-
owners greater color choices, according to Russ Ackercnecht- Plant Manager at Petit Tools.

Russ Ackerknecht holds a mastery level on most forms of coatings. Liquid (electrostatic, HVLP, HPLV) and powder (electro-
static, tribostatic, hot dip, etc) are in this sector. Also, most commonly known coatings are within this grouping (vapor depo-
sition, plasma, PVD-dip, circuitry coatings). I teach application and design by nature and I hold an upper echelon level in 
coating technologies.

GE

Talk about bragging rights! We are seeking submissions of dedicated installers for publication
Get Your Company Featured In Gutter Enterprise Magazine
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Steel Powder Coated Screen

Small hole 
step downSmall hole

UltraFlo Small Hole UltraFlo MicroX
•  Small hole steel screen
•  Available in regular or step down
•  Less than 3/16 inch openings

•  Step down design
•  Less than 1/16 inch openings

Call U.S. Aluminum  |  800-877-7026
We pay the freight on any order over $100!

Prevents leaves, pine 
needles, seeds and debris 
from clogging your gutters!

Provided by PennEngineering, Danboro, PA

Galvanic corrosion potential is a measure of how dissimilar 
metals will corrode when placed against each other in an 
assembly. Metals close to one another on the chart generally do 
not have a strong effect on one another, but the farther apart 
any two metals are separated, the stronger the corroding effect 
on the one higher in the list. This list represents the potential 
available to promote a corrosive reaction, however the actual 
corrosion in each application is difficult to predict. Typically, 
the presence of an electrolyte (eg. water) is necessary to pro-
mote galvanic corrosion. Please see chart below. 

Galvanic Corrosion 

Graph provided by Daniel 
Overbey, AIA, LEED Fellow

NCARB, LEED AP (BD+C, 
ID+C, O+M), WELL AP, 
EcoDistricts AP

Assistant Professor of Archi-
tecture / NCARB Architect 
Licensing Advisor

Ball State University

GE

● 2.5x bigger than present outlets
● Fabricated of 0.040 heavy duty powder coated aluminum
● Works with both 5K and 6K style rain gutters

Add-on or retrofit products
generate an upsell opportunity
separating you from competitors.
Like gutter guards, larger outlets
are a popular way of boosting
profit margins on installations.

 610-420-0378
WWW.THESPOUTOFF.COM
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Gutter color is usually an afterthought for 
many homeowners when they’re deciding on 
what kind of repairs or remodels, they want 
to make. Being the standard color that it is, 
white is an obvious choice because it has the 

ability to match most any color. But for those homeowners 
who are looking to take their exterior to the next level there 
are a lot of options. The truth is that gutter color matters! 
A carefully selected gutter color can accentuate certain fea-
tures on the home’s exterior. When working with homeown-
ers to choose the right gutter colors for a house is a big part 
of any home’s curb-appeal, in addition to offering superb 
functionality, 

• Do they want gutters to blend in or make a striking
contrast? Many homeowners prefer to have matching
gutters that blend in with their home’s facade. But if
they prefer a striking visual element on the exterior of
their home, suggest color schemes that will make your
gutters stand out.

• Is ease of maintenance a concern? Light colors tend
to show stains and debris like splashed up mud, grass
clippings or mulch particles, while these will not be as
noticeable on a darker color.

• Are there any neighborhood or HOA spaces? Make sure
your choice is not restricted by your neighborhood before
settling on a color for the gutter system.

5 Pro Tips to Help You Select the Perfect 
Gutter Color.
Here’s advice for the 5 common ways you might be looking 
to select your gutter color:

1. Matching Roof Color: This is important if you want
their gutters to look like an extension of the roof, so
they do not stand out. While the gutter color does
not need to be an exact match, do choose a shade that
closely matches shingles or metal roof finish.

2. Going Bold: If they want to use the gutters as a con-
trasting design element, steer them to pick a comple-
mentary shade that is either much darker or lighter
than the colors on the home’s roof, trim and cladding.

3. Duplicating an Existing Color Palette: When choosing
gutters, picking a color for the gutters and downspouts
that’s close to the home’s cladding or siding color will
make them blend in with the exterior walls, increasing
the chance they will go unnoticed.

4. Picking a Shade Similar to Your Fascia/Trim Color:
Choosing a color that harmonizes with the home’s
fascia and corner trim boards can make the gutters and
downspouts meld into the outline of the home so they
don’t stand out as a distinct feature.

5. Mixing and Matching: Another alternative is to choose
one color for the gutters themselves so they match
either the roof or the fascia, then pick a second color
for the downspouts so they mesh with the corner trim,
cladding color, or house color.

The BELDON® Group of Companies

By Brian Mahoney

Choosing the Best 
Gutter Color

GE
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GE

In talking with many of you, estimates (roughly calculate or judge the value, number, 
quantity, or extent of) can be just that, an estimate. A professional gutter installation 
quote should include much more than just an estimate for how much the project will 
cost. If it only contains an estimate, then you are doing a disservice to both you and 
your customer, which could involve miscommunication and legal issues. To avoid 
such issues, which are time consuming and eat away at your bottom line. You will 
want to make sure everything is covered in your quote, including the following:

• The type of gutters – The quote should include the type of gutter system you are
installing and color.

• The cost of materials – The quote should not only include how much the materials
will cost, but how many materials will
be required for a particular project.

• The cost of labor – The quote
should break down how much they
are paying for the actual replace-
ment and/or installation services. In
addition to installation costs, list how
much you are charging to remove old
materials (such as existing gutters)

• Time it will take – Make sure the
quote goes over how long it will
take to install everything. An hour-
ly rate or total cost of the project.

• Licensed and insured – provide
proof of Insurance and carry any
required license, if it is required by
your state

• A warranty –Make sure there’s a war-
ranty on the materials and the labor.

• Does the estimate include taxes if
applicable? – The estimate may not
include taxes that you will have to
pay as well.

• Recommendations- Include testimo-
nials from at least three prior customers

Always make sure that you provide 
a written quote that offers thorough 
information concerning the gutter 
installation. This will ensure a smooth 
relationship and increased testimonials 
and referrals from the customer as well 
as, keeping legal issues and callbacks to 
a minimum. 

What Should Your Gutter Quote Include?



10 Gutter Enterprise September 2020

Most of us in business base our prices on 
our competitors’ pricing. My question 
to you is, “Why?” They do not pay your 
bills. It does not matter what they charge. 
In the 20 years I’ve been in the gutter 

business, I have never asked a friend to find out what a 
competitor charges.

Here is why: I don’t care what they charge. 

All of my competitors charge less than me. If your compa-
ny does the best job possible for your customer and gives 
the best warranty in your area, don’t you feel your gutter 
installations are worth more?

To get your prices higher, there is one thing that is most im-
portant: You must become a better salesman, not an estimator. 

I realize, for some of us, “sales acumen” does not come 
easy. I will demonstrate, with the tools below how to close 
more sales. Many of you may already apply some of the 
suggestions and tools recommended: 

1. A sample of your gutter, 16 inches long, with end
caps, oval outlet (if that’s what you use), strong hidden
hangers with the end caps caulked well. I use, (RUS-
COE Professional Strength Nitrile Rubber Sealant #1).

2. A sample of an old gutter, 12 inches long, without end
caps, a crude outlet made by marking an X in the gut-
ter with a utility knife, and without hangers.

3. Cheap hangers that can be easily bent

4. A photo album with pictures of your good jobs and
someone else’s poorly done jobs

5. Your warranty printed on warranty or certificate stationary

6. A written contract with the “Three Day Rescission”
rule included

7. A camera (You should have a camera with you at all
times, opportunities will show up to help get photos of
bad gutters to add to your photo album.)

I will be teaching you how to use these tools in your presentation.

I’ve talked with many of you who have purchased my EZ 
Miter about your businesses. I found a lot of diversity in 
the pricing of gutters. The majority of installers are worth 
more than what they are charging. 

Here’s how to get your prices higher:

Let’s start with raising your prices $1.00 per foot. 

Next, meet your customer and give them your business card.

Ask your customer: what his or her needs are?

Listen very carefully and they will ask you the next ques-
tion. (It’s very important to ask questions and not simply 
make a lot of statements.)

Walk and measure the property with them. 

Discuss where the drainpipes should be located. 

Here are a few questions you might want to use:

Are Your Gutters Worth More
Than What You Are Charging?

By D.J. Mills installer and inventor
Picture Credit Bing Images
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1. Do you know what a valley shield or splash guard does?
(Then explain if they don’t know.)

2. Do you know the maximum distance the hangers
should be placed from each other?

3. Would you like to know how gutter jobs should be
properly installed?

Then take them back to your vehicle and show them the 
tools listed above.

You will need a rack with four drawers in your vehicle. 

At this point, the first thing I typically say to a potential 
customer is, “Most customers believe that all gutters are 
installed the exact same way. And the customer will just 
choose the lowest price. I’m going to show you how gutter 
companies cut corners to get their prices lower.”  

Show them your 16-inch gutter sample. Tell them that, “every 
gutter company has the exact same K-style aluminum gutter.” 

Say to the customer:

“The proper hangers are so important because water is so 
heavy. You’ve heard of gutters on houses that are sagging or 
falling off because that company used weak hangers manu-
factured overseas.”

This is when you show them the weak hangers from your 
rack. Hand it to the customer and ask them “to bend it”. 
They will be able to do this easily. 

Now show them your strong hanger from your 16-inch 
gutter sample, hand it to them, and ask them “to bend it.” 
This will be much more difficult. 

Hold up the strong hanger and say, “This hanger is manu-
factured in the U.S.A. America.” 

Now show them your oval outlet from the 16-inch gutter. 
Explain to them that “this outlet is what you will hang 
your downspouts from.” Show him the 12-inch gutter’s X 
downspout. Say, “There are whole neighborhoods that have 
houses with gutters like this 12-inch gutter. With time, the 
downspouts are coming loose.”

Show them your caulk at the end caps of the 16-inch gutter. 
Say, “We use a very special caulk sealant called free flow. 
(RUSCOE Professional Strength Nitrile Rubber Sealant 
#1). This caulk seals all the crevices. That is why we offer a 
warranty. Our gutters will never leak. Forever.” 

Now, get your photo album. Show them your jobs and bad 
jobs. Talk about each picture in detail with the customer. 

To be a good salesman, you must know the rules of selling. 
There are five major reasons why customers will not buy 
your products or services while you are at their residence:

1. No money

2. No need

3. No hurry

4. No trust

5. No desire

Which do you feel is the number one reason they don’t buy 
from you?

The number one reason people do not buy products or 
services is that they don’t trust the individual. 

The trust value is 85 percent of the sale.

Your presentation gives your potential customers a moun-
tain of trust in your company. 

And you will be able to get that $1.00 more on your next sale.  

If you give a sloppy presentation, and your competitor does 
the same, the customer will just choose the lowest price. 

So, improve your sales skills and in return make more money. 

D.J. Mills is a gutter Installer and 
Owner of EZ Miter Gutter Template

Are Your Gutters Worth More
Than What You Are Charging?

GE



12 Gutter Enterprise September 2020

While other industries have had to 
weather the COVID storm, the home 
improvement industry is seeing a surge 
due to much of the sector being classi-
fied as essential businesses. The spike 

in home improvement needs is a much-needed brightside 
in a taxing year, but how long will the boom last? 

Business for days
Given COVID-19 virus expert and Director of the Nation-
al Institute of Allergy and Infectious Diseases, Dr. Anthony 
Fauci’s phrase that “the virus decides the timeline,” It’s 
impossible to say how long this increased demand will 
continue since the demand is dependent on the pub-
lic working from home and having more discretionary 
income as closures and spikes in cases limit the public’s 
normal spending behaviors. 

According to a report from Dodge Data and Analytics, 
heavy civil contractors appear to be satisfied with the level 
of backlog they have right now. 

The report found that the average months of backlog 
reported and the average ideal backlog were in alignment 
at 92 months. For commercial contractors, the current av-
erage of ideal backlog is 73 months. If stocks and trading are 
any tell, then the boom will be here until at least Spring 2021. 

Stocks for home improvement stores Home Depot and 
Lowe’s are trading at record highs, according to CNN Busi-
ness, who reported that the stocks for both companies have 
seen 20 percent gains this year. 

The national news site also reported that home selling has 
continued at a “brisk pace,” which usually spurs an uptick 
in home improvement and repair needs. 

What contractors are seeing
It’s one thing to see the data and hear the rumblings on 
Wall Street, but what are contractors across the country 
seeing and experiencing? 

Michael DeMarco, owner of On The Spot Home Improve-
ments in Saddle Brook, N.J., told NorthJersey.com in May 
that his sales have increased 25 percent since the 
pandemic started.  

“People have called us saying their home is going to be 
their office for the foreseeable future, and they want to 
make it nice,” DeMarco told reporter Rebecca King. 

But DeMarco isn’t the only one seeing increased sales. 

In neighboring New York, the gutter experts at Brothers 
Who Just Do Gutters told Gutter Enterprise that the rise in 
discretionary income from people staying home has led to 
an increase in jobs. 

“There are many that have not been impacted by COVID 
financially and have more discretionary income because 
vacations have been canceled or changed resulting in many 
staying home,” they said. “Therefore, we have seen our 
average sale go up, our close rates go up and our business 
[increase]. When it rains outside the leads and bookings 
increase. The difference this time around is so many people 
are home when it rains, which further pushes our service 
to the top of the list.

Challenges
Of course, in any industry there are challenges to be met. 

One of the biggest challenges businesses in the home 
improvement industry have faced is keeping their supply 
chains fully stocked. While contractors may be essential, 
not all of their suppliers are. 

Additionally, suppliers have faced workforce shortages due 
to sick and quarantined employees, making it difficult to 
acquire construction materials.

The increased demand for home repair and improvement 
work is a dream for businesses in the sector. In fact, 56 
percent of commercial contracting firms have a high level 
of confidence about the market’s ability to provide new 
business opportunities, Dodge Data and Analytics found. 

However, with increased demand for services comes the 
challenge of finding skilled workers to do the job. The 
same report found that 60 percent of commercial contrac-
tors currently have a high level of difficulty finding skilled 
workers. Fifty-three percent of respondents to the survey 
said they expect the cost of skilled workers to increase in 
the next six months. 

The Home Improvement Industry Is 
Booming. How Long Will It Last?
By Cassie Miller

GE
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30+ Years. 19 Gutter Guards. 
1000 Different Environments. 

We Have a 
Gutter 
Guard 
for That. 

www.E-ZGutter.com
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Installer Spotlight

Gutter Installation 101 with Raingutters by Rock
By Brian Mahoney
Rock of Raingutters by Rock located in Palm Springs Calif. 
“Back in the day, the best way to find a gutter installer was 
the Yellow Pages. You look up two or three companies and 
each one would call you back, make an appointment, keep 
the appointment and you would pick the one you felt the 
most comfortable with. Today it is a vastly different envi-
ronment. The ease of starting a gutter company is minimal. 
Suppliers do not scrutinize the installers and suppliers 
know who the real players are in the 
industry. You should have the proper 
paperwork and insurance to put the 
customers mind at ease.” Rock goes on 
to say, “As long as I have my license my 
workmanship is guaranteed. I challenge 
all Rain Gutter companies to raise the 
bar of their workmanship to a 5-year 
warranty in writing.” 

Specializing In 
Mountain Installation
Specializing In Mountain Installation 
Raingutters By Rock has over 30 years of 
experience in the gutter industry. Rocks 
biggest issue- how to deal with snow 
and ice loads. In the mountains they 
get a lot of slow melting of snow and ice 
build-up on the roof. Additionally, the 
snow and ice loads create other issues 
and if gutters are not installed properly, 
homeowners will have problems with 
the 1st seasonal snowmelt, such as a 
large amount of snow or ice slides from 
metal roofs. Rock offsets that problem 
with strapping the gutters to the roofline 
providing additional strength and 
holding power. For slanted fascia, Rock 
uses a continuous wedge that runs the 
entire length of gutter to accommodate 
the additional weight of the snow loads. 
With Metal roofs, to lessen the prob-
lem of snow loads, gutters are set lower 
on the fascia board with gutter covers 
applied and then a curved piece of metal 
is placed under the roof line allowing 
the water runoff from the snow loads 
to drip into the gutter. On a composite 
roof, gutter guards are placed on the 
roof to create a slide for the snow. Metal 
leaf guards are mandatory for mountain 
applications to mitigate fire hazards. 
Although, according to Rock, “unless 

followed up by the county it goes unnoticed.” Over the past 
30 years, Rock has installed thousands of feet of aluminum 
gutters in high desert and mountain terrain. Rock has 
pulled back on having additional installers due to lack of 
experience. Rock goes onto say, “The work ethic is just not 
the same and suggested there should be a seminar on the 
proper way to install gutters.” If there was a university for 
gutter installers Rock would be the professor. GE
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The folks at E-Z Gutter Guards, located in Saint Clair Missouri are a wealth of knowledge, having spent years as gutter installers 
across the Midwest. Jim Ealer Sr. began installing seamless gutters back in the 60’s and by the 80’s was responsible for up to 75% 
of the installs in the St. Louis metro area. In the early 80’s Jim Sr. and family started manufacturing gutter screens and covers 
for in-house use and by the end of the 90’s transitioned the company to make E-Z-GUTTER GUARDS only. Today Mid-
West Enterprises, parent company to E-Z Gutter Guards 
manufactures over 12 million feet of gutter screens a year. Jim 
Ealer Jr. mentions, 

“Over time we have come to realize… 
There is not just one type of gutter 
guard to fit all applications.”
Midwest Enterprises started with the E-Z-Lock screen in 
the 1983. Their original screen is still the most versatile in 
their deep product line. Over forty years later E-Z Gutter 
offers two distinct gutter lines. “We produce 25 different 
covers and screens in an assortment of colors and profiles 
to fit most any residential and commercial application, 
from 5, 6 and 7-inch k-style up to an 11 inch screen for 
industrial applications”,  Jim said. 

“We did a lot of R&D prior to manufacturing our screens and covers. Installers know 
what works for each region of the country.
We listened and are constantly evolving and enhancing our product lines, one of the deepest in the industry,” Jim goes on 
to say. “For instance, locations where salt spray and extreme environments cause other products to corrode, E-Z Gutter 
offers an aluminum line of proprietary powder-coated screens that can handle the heaviest debris loads and tough weather.

Some installers want a gutter guard that screws into the front of the gutter and 
installs under the shingles. Others want a guard that ‘snaps’ in for quick and easy 
installation and removal — all without disturbing the shingles.”
With all that is required to make outstanding products, taking into consideration the different environments and 
installer requests E-Z Gutter has done a thorough job considering all the necessary requirements. Their website is very 
comprehensive and offers installers and homeowners an informative tool about the entire product line. E-Z Gutters 
are available through a network of distributors and wholesalers throughout the country. One of their latest products is 
E-Z-HYDROCLEAN, the only solid cover on the market that just snaps into the gutter, not disturbing the shingles.  It is
formed from .027 painted aluminum and utilizes their patented multiple radius curve at the front nose.  This line includes:

Optional High-Capacity Panels for Heavy Rain Volume Areas

Professionally-Stamped Endcaps to Keep Animals and Pests out of Gutters

Pre-Cut 4’ Long Inside and Outside Miters

For more information visit them online at www.e-zgutter.com

Industry Spotlight

GE

Talk about bragging rights! We are seeking submissions of dedicated installers for publication
Get Your Company Featured In Gutter Enterprise Magazine
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ROLL FORMED SEAMLESS GUTTER & ACCESSORIES

1-800-628-5849 • info@garretymfg.com
www.garretymfg.com

150 COLORS AVAILABLE • CUSTOM DOWNSPOUTS AND ACCESSORIES

COMMERCIAL  
& INDUSTRIAL
•  Aluminum .032-.050
•  Steel 22-24 gauge
•  Copper 16 & 20 oz

Circle Reader Service #229

CALL (877) 800-2500 
Email Sales@RaytecLLC.com

See more at RaytecLLC.com

DOWNSPOUT TILE ADAPTERS  
Universal to fit ANY drain tile in the ground

Available in 
Black or White 
for the same  
low price

Sizes 2x3x3, 
2x3x4, 3x4x3, 
3x4x4, 4x4x4, 
5x5x4, 6x6x6 
and also 4x6x4 & 
4x6x6 which also 
fit 4x5 down pipe

PRICING ON WEBSITE
FREE SHIPPING ON ORDERS OVER $300

Many more items available 
at www.gutterworks.com

888-376-6871
DISTRIBUTOR PRICING AVAILABLE

Contact Randy: sales@gutterworks.com or 888-376-6871

Manufactured  
in Iowa by  

Gutterworks Mfg Inc.
Rain Gutter Components

Gutterworks Mfg. 
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Growth in Linear Feet to Shrink Through 
2022 After Period of Heavy Replacement
Gutter and downspout demand depend heavily on im-
provement and repair activity, especially on residential 
buildings. Strong sales gains during the 2012-2017 period 
were driven by increased reroofing activity. As economic 
conditions improved after the recession, homeowners un-
dertook more reroofing projects, which often involve gutter 
replacement. Severe weather in 2016 and 2017 – includ-
ing one of the costliest hurricane seasons to date in 2017 
– also boosted demand. As a result, replacement activity
is expected to slow from that high base going forward, ac-
cording to a recent study by The Freedonia Group, a global
market research firm based in Cleveland, Ohio.

Steel and Aluminum Tariffs Expected to 
Boost Value Gains in the Short Term
The Trump administration’s tariffs on aluminum and steel 
are benefiting US steel and aluminum coil producers, (Ac-
cording to Factcheck.org.) As these suppliers raise prices, 
contractors who fabricate the coil into gutters and down-
spouts are passing these higher costs on to customers.

The market for steel and aluminum gutter and downspout 
products is highly price competitive, so higher prices may 
hurt a contractor’s competitive advantage. However, since 
gutter systems face few competitive products and are often 
additions to larger projects – like re-roofing or re-siding – 
that typically are not delayed due to gutter costs, higher prices 
for aluminum and steel are not expected to reduce demand 
in linear feet and will likely lead to overall value gains. 

Diverse Product Lines and Value-Added 
Accessories Combat Market Maturity
Suppliers that diversify their product lines are most likely 
to capture new sales opportunities in this highly mature, 
price sensitive market. Growth opportunities include novel 
materials, coatings, colors, and gutter styles, such as:

aluminum half-round gutters coated to mimic high-end 
copper or zinc Galvalume steel in place of standard galva-
nized steel on homes with a more traditional style

Add-on products like gutter guards, rain chains and rain 
harvesting equipment are also common means of boosting 
profit margins on gutter installations. 

Aluminum Outpaces Other Materials
While steel has been historically the most popular type of 
gutter product, suppliers are seeing an increased demand 
for aluminum gutter products. Cost is a big driver for the 
shift from steel to aluminum, but many contractors are also 
turning to aluminum because it’s a lightweight, easy-to-in-
stall material that comes in a range of color options.

Aluminum isn’t completely taking over, though. Steel, 
copper and vinyl materials will still account for a healthy 
portion of the overall $6 billion gutter and downspouts 
market by 2022, according to the Freedonia Group study.

While it’s more expensive than aluminum, many people 
still opt for steel gutter products because of their durability 
and warranty. For contractors working on high-end projects, 
copper is often selected because of its expensive appearance.

Highly Price-Competitive Market
Guttering has always been a niche specialty that faces 
challenges with increasing overhead and price competition. 
As a result, it can be difficult for contractors to find that 
pricing sweet spot to win the bid and turn a profit. And 
with the recent tariffs on steel and aluminum, material 
costs are going up, placing even more pricing pressure on 
gutter contractors.

The good news is that gutters and downspouts are often 
part of larger roofing projects, so rising costs aren’t expect-
ed to negatively impact the demand for projects. Instead, 
material prices are influencing the type of gutter and down-
spouts selected for jobs. GE

Eye on the Future

Picture Credit Freelancer.com



Hancock Enterprises, Inc.
www.hancockent.com

KWM Gutterman, Inc.
www.kwmgutterman.com

Raytec Manufacturing LLC
www.raytecllc.com

Diamond Back Gutter Covers
www.diamondbackguttercovers.com

Ralph Wilhelm Seamless Spouting Inc.
www.wilhelmspouting.com

Liberty Seamless Enterprises
www.libertyseamless.com

Gutter Supply
www.guttersupply.com

US Aluminum
www.usaluminuminc.com

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

www.disastersafety.org
Insurance Institute for Business & 
Home Safety

www.allweatherarmour.com
The Only Four Season Roof & Gutter 
Protection™

Petit Tool
www.petittool.com

Front Street Manufacturing, Inc. 
www.gutterworks.com

SpoutOff Rain Gutter Outlets 
www.thespoutoff.com

Garrety Manufacturing 
www.garretymfg.com

EZ Miter 
www.ezmiterguttertemplate.com

American Gutters
www.guttermaterials.com

EZ Gutter Guard Protection
www.e-zgutter.com

Industry Resources and Websites

Upcoming Issues

November 2020
Theme Feature . . . . . . Installing Hidden Hangers                                 
Profile . . . . . . . . . . . . . . . . Gutter Installer and manufacturer/supplier 
Technical Article . . . . .  Cordless Compact Drills and Drill Drivers
Departments . . . . . . . .  News, Installer Column, Q&A, Sales 

Column, Sales Q&A

January 2021
Theme Feature . . . . . . Screws                               
Profile . . . . . . . . . . . . . . . . Gutter Installer and manufacturer/supplier 
Technical Article . . . . .  Gutter Truck Setup
Departments . . . . . . . .  News, Installer Column, Q&A, Sales 

Column, Sales Q&A

We truly appreciate the companies who have put their faith in Gutter Enterprise.  
We welcome our new advertisers! Thank you for your belief that our  

magazine will benefit the entire industry.

This is your publication and an opportunity to grow sales, industry awareness and 
exposure to over 7500 subscribers nationally.

Ad Index
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Seamless Spouting ......................................................Page 15

Diamond Back Gutter Shield ...................................... Insert





Industry News

As we all work through this pandemic, many in the industry were anticipating a 20 to 25 percent drop in business. Instead, 
we are seeing record setting months with supply and demand being stretched thin. As manufacturers and suppliers work 
through the backlog of business, we hope everyone understands we are all in the same boat. Everyone is experiencing a 
backlog of work from the installer to the manufacturer. 

ArmourGuard® Gutter Guards are the ultimate in gutter protection, function, 
and durability! Now add to that the availability of a black finish and you have a 
product that is sure to increase your sales! This is a professional grade product, 
professionally installed, for professional results – not available through any 
retail or distribution establishments. For more information and a free sample 
visit us online: www.allweatherarmour.com or email: sales@allweatherarmour.
com or call toll free: 888-654-4942.

Supply & Demand Stretched Thin

ArmorGuard® Black

The Petit Half Round Gutter Clamp is a custom crafted tool designed to tem-
porarily hold miters, slip joints, and sections of gutter in place during your half 
round gutter installations.  Available in both 5” and 6,” the half round gutter 
clamp allows for easy, flawless seams by holding your two adjoining ends tight 
and flush while you solder, rivet, screw, or glue them together.  Simply line up 
your two ends, clamp it, and fasten it. Perfect seams have never been easier! 

Petit Tool- www.petittool.com * 1.800.662.5678

For Immediate Release: Attention Gutter Installers 

Gutter Enterprise: July 2020 issue-  

Please disregard ITEMS 2 & 3 printed in the article on page 9 “Maintaining your gutter machine”.  

The reference to LUBRICATING THE ROLLERS IS INCORRECT.  

NO OIL MUST COME IN CONTACT WITH THE ROLLERS 

Gutter Enterprises will always make every effort to print accurate information to inform and educate 
and will strive to do its due diligence in verifying all information prior to print. 

Thank you, 
Brian Mahoney 
Publisher 

 

Petit Half Round Gutter Clamp

Talk about bragging rights! We are seeking submissions of dedicated installers for publication
Get Your Company Featured In Gutter Enterprise Magazine



Calling all Manufacturers, Suppliers and 
Wholesalers! Now’s the chance to make sure 
you are listed in the 2021 Gutter Enterprise 
hard copy directory circulated nationwide! 

2021 Gutter Enterprise Directory
Manufacturers, Suppliers and Wholesalers

Make sure you are listed in the 2021 Gutter Enterprise hard copy directory 
printing the 1st quarter of 2021.

Limited space is available.

Circulation: Nationwide

For information and pricing:
Email brian@gutterenterprise.com 

or call 717.940.6231





YOU’VE TRIED THE REST, NOW TRY THE

The Clean Sweep™ Gutter Protection System is a gutter cover like 

no other. The perforated openings provide maximum rain water 

flow while restricting leaves and other debris. A sloped rubber-

based insert is weather resistant providing added support and 

positive drainage.

The extended front end of the 

Extreme Miter™ Inside Gutter 

Corner provides an enlarged 

catch basin, directing water 

away from the front edge and 

channeling it through the gutter troughs to prevent overflowing. 

The extensive line of gutter 

hangers includes M-Hook, Quick 

Release and Hefty Hidden Hangers 

for installations that are fast, 

straight and secure.

We are the supplier to the major manufacturers and distributors for their 

fittings in their colors.

Taylor, Michigan 48180

734.287.8840 | 800.544.0393 | Fax 734.287.8841

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

A GUTTER PROTECTION SYSTEM THAT ACTUALLY WORKS

For your FREE Samples of these 
products, contact your supplier 
or email: BobJ@HancockEnt.com

BEST

GUTTER HANGER
M-Hook




