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NOW AVAI LABLE !

The New KWM
Half-Round G2!

2ND GENERATION

6" Half-Round G2
Seamless Rollformer

Run aluminum, copper, steel and
galvalume products with ease on this
redesigned Half-Round machine from KWM.
All KWM machines are backed by our
ROCK SOLID GUARANTEE:
n 3-Years Parts & Labor/Mechanical
n 1-year Parts & Labor/Electrical

DOWNLOAD
KWM’S APP!

PLACE YOUR ORDER TODAY!
www.kwmgutterman.com • Toll-free (888) 729-4290
After business hours call Ken at (815) 405-1731 or Keith at (815) 405-1729.
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go with the flow

Conventional inside box miters and miter strips tend
to overflow in heavy rainwater conditions. Now
available in both 5” and 6”.

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.
Extreme Miter

Standard Miter

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

The Extreme Miter’s extra large basin
prevents overflowing.

6"NOW AVAILABLE

Clean Sweep™ is a drop in system that doesn’t
go under the shingles protecting the integrity of
the roof. Its weatherproof rubber back provides
a seal along the back edge of the gutter and can
withstand the heaviest of rainfalls. Choose from
copper, 7 standard colors, or custom colors.
Available in 5", 6", 7" & 8".

We’re so certain you’ll love our products,
we want to send you a FREE Sample.
Contact your supplier or email:
BobJ@HancockEnt.com and ask for
Extreme Miter, Clean Sweep and any
other product you’d like to try.

20655 Northline Road
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.
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Publishers Note
With all that is going on in this
already unsettling business
environment, an overwhelming
number of the businesses Gutter
Enterprise talked to are flat out
busy. They’re either exceeding
previous years’ numbers, or holding
prior years’ totals. The biggest
setbacks they face are: Gas prices,
raw materials, supply chain issues,
rising freight prices and finding
good help. But that hasn’t stopped
suppliers and manufacturers from
finding ways to keep production
going, meeting the unending
demand. For some who are
scrambling to find products, many
suppliers have been able to accommodate, but most are focused on
taking care of their existing customer base.
In this issue, we cover commercial installs and why installers should
embrace them and who to talk to about taking them on. We also talk
about the marketplace overall and OSHA safety, rules and regulations.
Hurricane season is upon us and installers need to know what to share
with homeowners. Each region has their own set of issues to address.
On the East Coast, hurricanes bring with them the threat of flooding
and torrential downpours. On the West Coast, the 2020 wildfire season
was unprecedented, causing its unique problems for homeowners in the
region. This issue GE discusses regional severe weather concerns and
why it’s important for installers to have important conversations with
homeowners.
Please keep the stories coming for the “Gutter Laughs” column. Installers
enjoy hearing what other installers are always running up against. We
appreciate the new subscribers to the publication. Please use the QR
code below to add or make updates to your contact information.
Thank you for reading,

Brian Mahoney
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brian@gutterenterprise.com
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publication located in Lancaster PA at
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not be reproduced or stored, in whole or in
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digital or electronic formats, or as part
of a computer or web-based retrieval
system without prior written consent of
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Enterprise LLC. All Rights Reserved.
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Commercial Installs: Should You
Add Them to Your Project List?
By Brian Mahoney

M

any of you have been installing residential
gutters for years, and at times, thought of
adding commercial/industrial installations and
retrofitting to your product offering. But, for
reasons, such as proper licensing or a lack of understanding of
the commercial/industrial market, your businesses have not
ventured into this market.
“In the gutter system installation business, it is common
for residential installers to steer clear of commercial

6

opportunities, due to its potentially higher level of complexity.
In fact, commercial installations are remarkably similar.
More importantly commercial installations usually afford the
installer to charge higher profit margins,” said Greg Bach of
Roof Drainage Components & Accessories, Inc.
Gutter Enterprise recognizes that it is not necessarily a
straight-forward proposition and will require your due
diligence but the profit on these types of projects is substantial
and once you have established your company in the
commercial arena there are tremendous benefits.
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Defining your company or adopting
commercial or retrofit work will
differentiate your company as well as
create ongoing opportunities with a
less significant amount of competition
coupled with greater profits.
For many, already in the industry a
brake onsite or a sheet metal shop is
used to fabricate gutters for commercial
applications and that does take time
and skill. But there are alternatives to
purchasing a brake and training an
individual to create the commercial
box gutter or the required experience
of a skilled sheet metal mechanic. “In
many instances when specific tools,
such as grinders or shears are required
for installation they can be purchased
and worked into the initial bid or rented
from a local rental shop and then priced
into the cost of the job,” mentions Derek
Chute from Hydra-Flo Guttering.
Alternatives
“There are common differences
and respective solutions to ensure
organized, trouble free, and profitable
commercial installations,” Bach said.
“There are some requirements unique
to commercial/industrial installs, such
as expansion joints but when properly
coordinated like any residential gutter
installation, the ease of installing these
systems and the higher profit margins
far outweigh any reason not to add this
to your product offering.”
In most cases, the General Contractor
will carry the necessary paperwork
that will cover any subcontractor
working onsite. You will still need your
contractor’s license, but the GC should
have the required paperwork.
The following is a brief overview of what
you need to address in a commercial
install, provided by rdcaa.com.
Do your homework early before
submitting a quote to your customer:
1. Confirm the material specifications
including:
a. Metal and Metal thickness
b. Color-- In the commercial gutter
world you must also know whose
color is required. There is a
tremendous variance in colors
between metal vendors.
c. How are the gutter sections
being joined? Lapping? Splice
plates? Expansion joints?

d. Remember to include outlet tubes
for a quality installation.
e. Are ‘box’ mitered corners
required? How many?
f. Gutter and downspout mounting
hardware. In the commercial gutter
world, there is a tremendous variety
of downspout attachments, gutter
support brackets, hidden hangers,
spacers, and custom design work.
You should know both the type and
quantity required before you make a
proposal.
2. Once you determine the material
specifications, determine the
quantity for each item. This can be
done by either reviewing the
customers drawings/prints or,
potentially an on-site visit. When
making your count you should allow
for potential mistakes and re-works
during installation. In commercial
installations mistakes are more
prone to occur.
3. Find a dependable, knowledgeable,
and comprehensive manufacturer/
supplier.
		
		
		
		

A. Can the manufacturer/supplier
provide answers when drawings
or specifications are not clear. They
can guide you as to:

		
		
		
		
		
		
		
		
		

a. Metal thickness
b. Gutter size required for roof
size/ pitch
c. Color matching and supply from
most metal suppliers
d. Options for gutter support
brackets and hangers
e. Should you lap, splice, or use
expansion joints

		 B. Does the manufacturer have
		 comprehensive capabilities? Make
		 sure they can do the following:
			 a. 3”- 10” round downspout in
			 aluminum up through .050”
			 aluminum, 22-gauge steel, 22
			 gauge stainless and 24-ounce
			copper
			 b. 5”- 12” half round gutter in
			 aluminum up through .050”
			 aluminum, 22-gauge steel, 22
			 gauge stainless and 24-ounce
			copper
			 c. Can they produce 3x4 and
			 4x5 corrugated downspout up
			 through .040” aluminum and
			 22-gauge steel?

			 d. All possible K-style, custom,
			 and box gutter styles in 20’
			 lengths in aluminum up through
			 .063” aluminum, 22-gauge steel,
			 22 gauge stainless and 24-ounce
			copper
			 e. Do they offer colors from
			 numerous metal suppliers? If
			 the supplier offers this, it will save
			 the installer from spending a lot
			 of time looking for a supplier.
C. Make sure your supplier is set up
effectively for shipping products,
without it being damaged. Do
they ship nationwide on a regular
basis? (What is their warranty if the
product is damaged during transit?)
D. And with raw material and
supply chain interruptions more
importantly than speed, does your
vendor ship the order when they say
they will ship the order? You must
have this information to set reliable
scheduling for your installations.
"Nobody is perfect, but this should
almost be a given for your supplier,”
emphasizes Bach.

Relationships - Get to know
your roofing contractors,
architects, commercial
realtors, property management
companies and get involved in
local business organizations
such as the Chamber of
Commerce
Today there are numerous companies
across the United States that cater
exclusively to the manufacturing
of gutter components strictly for
commercial applications. Many
companies offer shipping as well as cutand-drop programs, providing all the
necessary components from gutter in
different profiles (square, box or halfround) and widths up to 12” to endcaps
and downspouts to easily accommodate
commercial projects. “Just adding 4-6
jobs a year of these types of projects can
increase your bottom line substantially,”
Dave Garrety from Garrety Mfg in
Pennsylvania, said. Just a quick overview
of the many benefits: higher profit
margins, less wear and tear on your
www.gutterenterprise.com
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trucks (these types of projects typically
take longer to install) along with less
callbacks and once you have established
a reputation in the industry your return
business is steady.
Garrety Mfg., which operates out of
Pennsylvania serves the tri-state area
and offers cut-and-drop program as well
as, nationwide shipping exclusively for
commercial/industrial and high-end
residentials homes in various colors,
sizes, and gauges. The materials available
range from aluminum in .032 and .040
to 22- and 24-gauge steel in .0299 and
.0239 and copper in 16 and 20 oz. “With
more than 150 colors to choose from
in Polyester and Kynar 500 PVDF, your
choices are numerous.” Garrety also
mentions that the staff is knowledgeable
and will walk you through any concerns
you may have.
“Whether you know a roofing
contractor, building owner, building
maintenance engineer or an architect.
These are just some of the individuals
you will want to start with. Building
these relationships will open doors to
opportunities down the road,” Garrety
states.

Photo credit- Nordic Steel

“For many in California, commercial
and industrial projects are sent to bid
outside of California, due to the high
cost of union wages and material in the
state,” according to Victor Rojas of RMS
Manufacturing, located in Manteca,
Calif.
The environment is a big concern
in California, as well as across the
nation, and there are choices that
are eco-friendly such as Nordic Steel
gutters available in traditional and
contemporary colors.

When copper or your choice of material
is specified on a project for historical/
architectural purposes, Classic Gutters
out of Galesburg, MI has a deep
product line to accommodate the most
discriminating palate. Eight-inch half
round in 20 ounce for commercial
applications can be shipped in lengths of
6, 10, 15 and 19 feet. Gutter can also be
shipped at 20- & 26-foot lengths.

Scroll Bar Bracket & Classic Bar Bracket
8”, 6” & 5” Copper, Aluminum & Steel
New Heavy Duty 1 1/4 ” x 3/16”
Also Extreme Duty 1 1/2” x 3/16”
The strongest on the market
Roof Mount Bar Brackets also available

Radius Gutter available
in Half Round 8”, 6”, 5”
K-Style in 7”, 6”, 5”

ClassicGutters.com
(269) 665-2700

Copper, Mill Finish
Aluminum &
Galvalume
Custom
profiles
available.

Plain Rib Cast Fascia Bracket
Shown with Cast Wedge for
Angled Fascia, available in
45º, 37.5º, 30º, 22.5º, 15º & 7.5º
Over 30 different styles of
Cast Fascia Brackets available
Streamline
Cast Fascia Bracket
Cast Fascia Brackets
available in 8", 6" & 5"
Brass & Aluminum

108”~or~132”Sections

New!
45º

8

These systems come in European style
half-round 10-foot sections with all the
components required to install 7- or
8-inch systems. “Many of our systems
are installed on churches, schools as
well as homes. No special tools are
required. Gutters and downspouts
connect without having to caulk, rivet
or screw the pieces together. The thick
23-gauge galvanized steel with its unique
bead design and Greencoat® paint
system is completely based on canola oil.
This makes it the Eco-friendliest paint
available and extremely durable yet light
enough to ensure a quick install,” said
Jan Tomberg of Nordic Steel. Tomberg
also mentions, “the round shapes are the
most efficient way to move water, and
the half round gutter system is simply
that; a half pipe.”

37.5º

30º

22.5º 15º 7.5º

Open Curl
Cast Fascia Bracket
Aluminum Cast
Fascia Brackets available in
3 Powder Coated Colors: White,
Dark Bronze & Galvalume-Hue

Stamped Fascia Bracket 8”, 6” & 5”
Available in .050 Copper, Galvalume,
13 Aluminum Colors in .063 Aluminum

Half Round Reverse Bead Spherical End Cap
Installs left or right
8”, 6” & 5” Copper & Aluminum

Cast Wedges for Angled Fascia
Downspout Brackets also available in 5”, 4” & 3”

The Only Half Round Reverse Bead
Spherical End Cap in The Gutter Industry!

Gutter Enterprise July/August 2021

70658_Gutter_Enterprise_July.indd 8

7/13/21 10:16 AM

Strength and beauty are hallmarks of the half round gutters
offered by Classic Gutter Systems. The front gutter hem
design, in combination with Classic Gutter’s many hanging
systems offer unequaled strength. An extensive selection of
artistically designed cast fascia brackets, downspout brackets
and decorative components provides a level of charm and
durability unmatched in half round gutter systems. All
cast components are available in solid brass or chromated
aluminum (ready for paint) call for more information. While
copper installations require a working knowledge of soldering
this should not be a deterrent to accepting copper projects
and if there are questions there are plenty of YouTube videos
referencing copper gutter and soldering applications.
In addition to copper, galvalume gutters offer the aesthetics
and durability without the price, also offered by Classic.
www.classicgutters.com
Advanced Architectural offers architectural sheet metal
products at the most reasonable prices. “Our product line
ranges from commercial and oversized residential gutters,
6” k-style and 7” box gutter, end caps, outlet tubes, 3x4
and 4x5 downspouts, elbows, and offsets. Advanced also
fabricates architectural sheet metal and flashings. All
products are available utilizing galvalume or prefinished steel
and aluminum in the Kynar 500 paint system. With 98% of
our products made-to-order and manufactured in-house it
provides us the ability to meet deadlines.” mentions Adam
Schouten of Advanced Architectural Sheet Metal & Supply.
Located in Shelby, MI we have shipping options within the
U.S. and Canada for your convenience.
Experienced & Knowledgeable
Since 1994, the company’s mission has always been to
supply architectural sheet metal and flashings, gutter, and
rain accessories for small to medium sized roofing and
metal building contractors—filling their sheet metal needs.
Advanced Architectural Sheet Metal is proud to present our
Product Resource Guide, which is an information filled binder
or email file, to help you determine exactly what you need for
your job. If the product you need is not shown, we can work
to custom fabricate the pieces you need. After you measure
out your job, consult the Resource Guide, and then Call Us.
You will get the best, most consistent sheet metal products
available without paying premium prices, increasing your
profitability, and improving your cash flow. Contact us 231861-0050 to receive a copy of the Product Resource Guide.
Skyline Enterprises out of Wheat Ridge, Colo. offers new
as well as used equipment for commercial and Industrial
applications. Gutter accessories available from Skyline are
downspouts in 3x4 and 4x5, both in steel and aluminum.
“Soon to be part of their product offering 4x5, 24-gauge steel
or aluminum downspouts,” Rich mentions. In need of new or
used equipment give Nick Rich of Skyline a call for a quote.
Industrial Series Gutter Systems focuses on large custom
install gutter projects. “We do offer a cut & drop program but
if we do it’s typically $10k-plus,” Vlad Grechka, construction
specialist at Industrial Gutters said.
“Our key machines are the 50-foot break and modified
industrial gutter roll forming machines.

If it could be done in 10’ sections, we typically deflect to
other companies. We do what others can’t,” Grechka told
Gutter Enterprise. Industrial Series gutters and downspouts
come in 7in, 8in, 9in, 10in or 12in. Their Commercial
grade gutters and downspouts come in 4in, 5in, 6in or 7in.
Heating elements, Covers, Snow rails, Snow stops and Fascia
replacement, Fascia trim metal wrapping as well as, Dripedge and Roof rake-edge rounds out their product offering.
Available in popular colors and the following metals:
• 0.027, 0.032, 0.040, 0.050-gauge aluminum
• 16oz, 20oz, 24oz copper, lead coated, copper-clad
			stainless-steel.
• 22, 24, 26-gauge steel, galvanized, galvalume
• 22, 24, 26 gauge in 316 grade stainless-steel or 304
			 grade rhyzinc
SERVING: CT, RI, VT, NH, ME, NY, NJ, PA, DE, MA.
SAF Perimeter Systems has been designing, fabricating,
finishing, and supplying roof edge architectural metal
solutions to the construction industry for over 30 years.
Our team is dedicated to customer service providing quick
responses with detailed information to assist our customers
with design support, detailed takeoffs, and thorough quote
generation for each project. “We strive to be the premier
fabricator for Aluminum Architectural Cornice and
Gutter Systems along with Copings, Snap-on Fascia’s as well
as Pediment and Entablature building elements. All of our
products are fabricated per project to meet the Architect’s
design intent.” Corey Faciane, CDT product manager, SAF
Perimeter Systems Division mentions.
Custom Bilt Metals out of Texas supports the midwest
and Hawaiian Islands with gutter coil and all the necessary
components for 5”, 6” and 7” residential and commercial
gutter. “They also service the metal roofing industry with
standing seam roofing panels, and Supplies Rustic aluminum
shingle, brought to market in 1959, that has a true lifetime
warranty.” said Chris Lorenz of Custom Bilt Metals. The
company has been considered one of the key industry players
in the Western U.S. and Hawaii because it actively supports
architects, contractors, and homeowners to realize the beauty
and benefits of metal products.
Relationships - Get to know your roofing contractors,
architects, commercial realtors, property management
companies and get involved in local business organizations
such as the Chamber of Commerce.
“These organizations have individuals who own a building or
in some cases several buildings,” Derek Chute of Hydra-Flo
Guttering adds.
In Summary, projects that fit commercial uses, as well as
industrial, retrofit, and historic or architectural applications,
provide lucrative revenue and with the many suppliers
mentioned and support in the industry just adding 6-8
projects a year can add substantial income to your bottom
line with little or no additional upfront costs. GE

www.gutterenterprise.com
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As Hurricane Season Hits Full Swing,
Installers Should Remind Homeowners to
be Prepared for Natural Disaters in 2021
By Cassie Miller

With the 2021 hurricane season already
upon us and experts again forecasting
an above-normal amount of activity in
the Atlantic, governmental officials are
urging homeowners to be prepared for
severe weather.

flooding, lightning, high winds, storm
surge and tornadoes.
“With hurricane season starting on
June 1, now is the time to get ready
and advance disaster resilience in our
communities,” Federal Emergency
Management Agency Administrator
Deanne Criswell said in a statement.
For those living in or near coastal parts
of the country, “Now is the time for
communities along the coastline as well
as inland to get prepared for the dangers
that hurricanes can bring,” Secretary of
Commerce Gina Raimondo said.
But it’s not just hurricanes, homeowners
need to be ready for.

Image by the Washington Post

For the 2021 season, running June 1
to Nov. 30 in the Atlantic and central
Pacific, forecasters have predicted a
60 percent chance of 2021 being an
above-normal hurricane season, a
30 percent chance of a near-normal
season, and a 10 percent chance of a
below-normal season, according to the
National Oceanic and Atmospheric
Administration (NOAA).
While it will almost certainly be an
active season, experts don’t expect a
repeat of the historic level of activity
experienced in 2020.
NOAA’s current projections anticipate
13-20 named storms with between 6-10
of those hurricanes. Of the hurricanes,
experts expect that three to five will be
major storms.
NOAA defines tropical storms as
storms with winds between 39 and 73
miles per hour that can bring heavy
rain, lightning and significant flooding.
Hurricanes, on the other hand, are
storms with winds at or above 74 miles
per hour.
Hurricanes can cause catastrophic
damage from heavy rain, severe
10

Installers should provide
homeowners a checklist for
Hurricane and Flooding
preparedness.
Wildfires
Last year, the West Coast recorded
record-setting wildfires that burned
more than 5 million acres across
California, Oregon and Washington.
Experts have attributed the increase in
frequency and the intensity of wildfires
on the West Coast to outdated forest
management practices and a morethan-normal extreme weather pattern,
according to a report from the New
York Times.

reporters Blacki Migliozzi, Scott
Reinhard, Nadja Popovich, Tim Wallace
and Allison McCann noted.
For those who don’t occupy the West
Coast or the nation’s coastal regions,
who may be thinking they are safe from
natural disasters - think again.
Flooding
While the west has been experiencing
lengthened wildfire seasons, and with it,
longer, more frequent drought seasons,
“the potential for extremely heavy
rainfall becoming more common in the
eastern states” is becoming more likely,
according to a federal government
report.
Last year alone, Michigan, Missouri,
Texas, and several other states
experienced floods.
Flooding is the third most-frequent type
of natural disaster in the United States,
causing 15 deaths per year and costing
$4.6 billion per flood event.
In 2020, the United States experienced
22 separate weather/natural disasters,
costing $96.4B in damages and causing
more than 250 deaths.
Before the severe weather season
for much of the country begins,
governmental officials, insurance
companies and weather experts are
urging Americans to be prepared
should a severe weather event occur in
their area.

In the report, experts warned that the
wildfire season, which typically runs
from late summer into the fall, has
grown, starting earlier, and lasting
longer in recent years.
“In the last 20 years, on average,
the number of square miles burned
annually across California, Oregon
and Washington has increased sixfold
compared with the average between
1950 and 2000,” New York Times
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To prepare for a flood, homeowners should:
1. Know Their Risk for Floods
2. Purchase or Renew Flood Insurance
3. Prepare/Plan for a Flood
4. Keep a Kit with Important
Documents and Have Digital Copies
To prepare for a hurricane or severe weather, homeowners
should:
1. Know Their Risk for Hurricanes
2. Make an Emergency Plan
3. Know Their Evacuation Zone
4. Prep Their Home
Declutter drains and gutters, bring
in outside furniture, consider
hurricane shutters.
5. Review and Properly Store Important Documents
6. Gather Supplies
To prepare for a wildfire, homeowners should:
• Watch for Warnings and Alerts
• Make an Emergency Plan
• Review and Properly Store Important
Documents
• Prep/Strengthen Their Home
• Use fire-resistant materials to build,
			 renovate or make repairs.
• Find an outdoor water source with a
				 hose that can reach any area of your
				 property.
• Create a fire-resistant zone that is free
				 of leaves, debris or flammable
				 materials for at least 30 feet from
				 your home.
• Designate a room that can be closed
				 off from outside air. Close all doors
				 and windows. Set up a portable air
				 cleaner to keep indoor pollution levels
				 low when smoky conditions exist.
• Know Their Evacuation Zone
• Gather Supplies GE

See more at RaytecLLC.com

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

Circle Reader Service #229
www.gutterenterprise.com
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Saving the Sale! An Installer’s Tale
By Mark Roloff of Gutter Filters of Utah

O

ne of the
most

interesting things
we see in the sales
process is the
way salespeople
are trained.
Salespeople are
asked to spend
time with the
installers to understand the importance
of correct paperwork, processes, and job
expectations.
This gives them understanding about
the product and hopefully makes sure
the salesperson does not over promise
or put an installer in a position where
they are unable to complete a job.
Making too many promises not based
on reality is the quickest way to kill a
sale. You all know that salesperson!
What makes this interesting? This is
not done on the installer side of the
sales process. Yet, installers are on the
front line of the process and can make

12

or break a sale. We are going to discuss
this process in detail and hopefully
suggest some changes in the way
installers are trained.
My first experience working with an
installer in the gutter industry was as
a green salesperson. We pulled up to
the house and knocked on the door
to get started. The Homeowner came
out saying they read some bad reviews
about our gutter covers and decided
to do some more research. I started
backing away figuring we were done for
the day.
The installer was amazing, and it was
fun to watch. He said “I understand
completely, I bought a bed that was
more than I wanted to spend” I can tell
you today that is the best decision I ever
made. Let me ask you something if you
don’t mind. Were those reviews from
this area? The reason I ask is because
we had a branch close in Florida and I
noticed some unhappy customers who
wanted to purchase, but were put off for
a month. The customer said, “I think it
was from Florida.”

Let me show you something if you
don’t mind. He then went to his truck
and pulled out a box of the product he
was going to install along with several
competitors’ samples he had in the front
of his truck.
He showed the homeowner, “we both
know you could have saved a little
money and gone with one of these
box-store products, handing the
customer the samples. But here is what
we are installing for you today.” He
then opened a box and pulled out our
product and showed it to the customer.
Isn’t this the product you want on your
home?”
The customer held all his options and
said to the installer “you should be in
sales”. He laughed, looked at me and
said, no, those guys are punks. He then
got serious, (at least I hope he was
kidding) and explained that he loved
what he did, adding that he looked
at every house as if it was his. “The
satisfaction I get after a well-done
installation makes me feel like I am

Gutter Enterprise July/August 2021
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adding value, making a house into a
home,” he said.
Speaking to the homeowner, he said,
“If you are agreeable, I can get started
now.” The customer had a few more
questions on specific areas of his house,
which were answered with professional
confidence. He was pleased with the
care taken and said, “I will let you get to
your work.”
The salesperson never knew the installer
saved the job and his commission,
but he had. The installer expected no
special recognition. He was doing his
job and doing it well.

never have to worry about work. They
are the ones that are sought after.
Even though you may not have the title
of a salesperson, we are all in sales to an
extent.
Lesson 2: We Should All Be Learning
Something New Every Day
That installer who saved the sale studied
the product and knew its benefits.
The funny part was that he was an
independent contractor and installed
for several companies. I asked him

how he could possibly know about all
the different manufacturers. His answer
was that he studied them and practiced.
One of his best tips was to install the
product on his own house. I said that
sounded great, but that was good for
one manufacturer. He smiled and
said before he starts working with a
manufacturer he requests a product to
test. He then finds a neighbor in need
and will ask to practice installing on
their house. I laughed and told him he
must be the most popular person in his
neighborhood. He just smiled.

I later asked him if he ever thought
about getting into sales. He said he
might someday, but for now, he really
enjoyed being an independent installer.
The lessons learned from this tenminute encounter can serve all of us for
our whole career, no matter which side
we are on the sales process.
Lesson 1: We Are All Salespeople
Salespeople sometimes get a bad
rap, but the truth is nothing happens
until something is sold. From this
point everyone who interacts with the
customer becomes part of that sale and
by default becomes a salesperson.
In Brett Keirstead’s book “We are all
sales people,” He talks about ways to
double your value. One of the ways he
says to do this is to become obsessed
with being a master problem solver.
How many times at an install, or even
in life, do we find a situation that seems
impossible to make work. A gutter that
just doesn’t want to fit under the drip
edge, to a roof that extends out too far.
These are things that make life difficult
as an installer and take more time than
planned. Keirstead points out that
we all should become obsessed with
solving problems and providing real
value in the marketplace, making you
unique from everyone else.
The most successful installers don’t look
at it as just another install, they look at
it as an opportunity to solve a problem.
They are completely obsessed with
becoming a master at solving problems.
This can be a total game changer,
making you the guy people come to
when things get tough. These people
www.gutterenterprise.com
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What comes of this is your confidence is hugely boosted.
These new skills and talents you are learning lead to many
good things. New jobs are acquired, new opportunities
present themselves and this skill will make you invaluable to
everyone in your company.
We won’t gain any new skills unless you are trying out
something new and how do you expect to do that unless you
are learning something new.
Lesson 3: It is Not “US Against Them”

The other wheel cannot compensate and do additional work.
The same philosophy is true when it comes to good relations
in our daily business. We each have our responsibility to the
other elements if we are going to have a strong result.
Sometimes installers are expected to be mind readers.
Making sure that the job is completed to the customers
complete satisfaction requires a lot of information and
communication. Having a system in place that notes any
“non-typical” requests or promises made, what has transpired
before they arrive at the jobsite and special tools needed,
makes for a smooth and fast install.

Many surveys are taken to learn what the biggest challenges
facing companies in today’s marketplace are. What was
found is the “US versus THEM” attitude, that attitude makes
it difficult to work with other teams. Given the necessity for
installation to work with sales, this attitude can be poisonous
for culture and, ultimately, to a company’s growth.

Too many times the installer is put in the position of having
to “figure it out when he gets there.” This is a recipe for
failure. If you expect consistency – then you must provide the
recipe for success.

One of the most important things to understand is the infighting and power struggles never lead to a better outcome
for your customers. So how do we turn ‘US vs. THEM” into
“WE”?

Many will say the sale is not over until you get the money.
This seems short sighted as there is a big danger zone between
the sale and the installation.

I believe this comes back to how installers are trained. I
suggest that installers should run appointments with the sales
crews. This cross training allows all parties to see the other’s
issues. This understanding creates a team feeling and works
better than any company picnic could.
Sales reps and installers actually have much more in common
than many may think. They shouldn’t be fully separated
as two autonomous teams on two separate islands. For any
business to achieve its highest levels, sales and installers
should work together in a cohesive existence.
A sales team and installation team are similar in that they are
both overtly customer facing. Both teams aim to make the
customer happy. So, ideally, both sales and installation teams
work to develop a rapport with their customers to provide
them with the best level of support and products to suit their
needs.
This has actually been proven to increase sales numbers based
on the fact that your company will be known for providing
exceptional customer service during the install.
Lesson 4: Please, No Surprises.
The goal of every installer is to have their customer
completely satisfied with as few “surprises” as possible.
Believe it or not, this is any competent salesperson’s goal, as
well. Too often, though, these goals get sidetracked by poor
communication. This usually results in the customer being
negatively affected.
Think of this process as a Kawasaki Ninja 400 motorcycle.
When each wheel is correctly doing their job, the bike can
support a great deal and go extremely fast.
However, when one wheel (installer or salesperson) is weaker
than the other, the bike will support very little and go very
slow.
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Lesson 5: The Sale is Not Completed Until it is Installed

Local and national laws have a mandatory cooling
down period called a Right of Rescission. This gives the
homeowner explicit rights. Even past the three-day recission,
if a homeowner refuses delivery, it makes collection almost
impossible without creating great animosity and bad press. A
homeowner on the edge, thinking maybe he paid too much,
can be a tough critic of an installation team.
Knowing this makes one realize when the small things
matter the most. How does the installer present himself?
Does he have a company shirt or name badge? What is the
general knowledge of the product when dealing with the
Homeowner? Does the installer instill confidence and have
the experience and training to do the job correctly? Does he
have the experience and training to communicate with the
homeowner correctly?
These are all things that can help save the sale and keep the
homeowner, who has spent their hard-earned money, from
having you pack up and cancel the sale.
As we have seen, there are many ways the installer can affect
the outcome of a sale - either positively or negatively.
By keeping in mind that we are all salespeople and by
learning more about our industry, when possible, we
understand that we have a direct effect on the completion of
the project.
We should be problem solvers, not “US-versus-THEM”
touters. Let’s change the way installers are trained, which
can add a whole new level of understanding between the
installation and sales departments. And while we’re at it, let’s
leave the surprises at the surprise party.
Lastly, know that no sale is completed until the last screw
goes into the gutter.
Remember: When we work together, We build something
bigger than ourselves. GE
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THE NEWEST TEAM MEMBERS IN E-Z GUTTER GUARD PROTECTION.

PREMIUM STAINLESS STEEL GUTTER GUARDS

THAT ARE TOUGH AND EASY TO INSTALL.

E-Z-LEAF
ELIMINATOR

E-Z -LEAF
DESTROYER

STAINLESS STEEL TOUGH
PREMIUM GUTTER FILTER

STAINLESS STEEL TOUGH
PREMIUM GUTTER FILTER

Water from the roof easily flows through
our uniquely designed water separator and
debris lifter.

EASY TO INSTALL!
SLIDES RIGHT UNDER THE SHINGLES.

• STAINLESS STEEL
FILTER
• CORROSION
RESISTANT
• ALUMINUM EDGES
• BEAD LOCKS

• WATER SEPARATOR
• INCLUDES STAINLESS
STEEL SCREWS
• FLEXES TO MATCH
THE ROOF PITCH

Our E-Z-Leaf Destroyer is the only stainless steel
filter, on the market, that “snaps” into standard
gutters with spring tension.

EASY TO INSTALL!
SNAPS RIGHT INTO THE GUTTER.

• STAINLESS STEEL
FILTER
• FILTER-FINE MESH
• SNAP-IN INSTALL –
THE ONLY ONE ON
THE MARKET

•
•
•
•

ALUMINUM EDGE
INVERTED ARCH
BEAD LOCKS
PROFILE SLOPES
TO SHED DEBRIS

VISIT US AT BOOTH #643 OR ONLINE AT E-ZGUTTER.COM TO SEE
OUR COMPLETE LINE-UP OF GUTTER GUARD PROTECTION.
Booth
#643
Booth
#
www.gutterenterprise.com
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Bonding is Not
Brain Surgery
By Sam Page, B.Psych(Hons), M.Psych,
M.B.A., MAPS, Registered Psychologist
Director, NeuroTriggers Group
Image provided by futurism.com

A

key component of great
marketing and salesmanship
is learning how to bond with
your customer, so they feel
good about handing you money.
Have you ever watched a world-class
athlete get psyched up for a race, or a
game? They get into a “zone” where the
world looks decidedly different than it
does at any other time. The opposing
team becomes the hated enemy, worthy
only of humiliation and subjugation.
Winning becomes an almost-spiritual
obsession. They focus and refocus on
their skills and tricks and game-plans.
They become a machine who thinks
differently than they normally do.
It’s the same with world-class salesmen.
Just before pitching a prospect, they
must get into their own “zone” and start
thinking differently than they normally
do.
When that happens for salespeople,
suddenly any opinion they have is not
worth bringing up. What they want, or
wish for, or desire, is irrelevant. Their
own needs climb into the back seat.
The ONLY thing that counts is what
the prospect thinks, wants, wishes for,
desires and needs. The world, the sun,
the entire universe now revolves around
her sales-resistant little head.
I say this over and over, and still people
don’t seem to get it: The best salesperson
is often not the handsome devil with the
snappy suit. Nope. Often, the real killer
in the bunch is the schleppy, balding,
little mutt who always looks like he slept
in his clothes and sounds like he missed
every English class after the fifth grade.
It doesn’t have to be the slob ... but it
often is. It’s the same with winning ads
and marketing content.
16

Why? Because customers are real
people, and they resonate with other
real people (and stuff written by real
people). It’s not how you look, but what
your SUBSTANCE is. And people will
dole out money to businesses who are
friendly, sincere ... and obsessed with
making the customer happy.
Really, really happy.
Remember: most people slog through
their days in a dark funk. They almost
never get to do anything interesting,
or go to interesting places, or meet
interesting people. They are ignored by
marketers who want them to buy their
overpriced junk and be grateful for it.
They feel disrespected, unappreciated,
and taken for granted.
Nobody wants to take the time to listen
to their fears, dreams, hopes and needs.
And that’s your opening. Whether
you’re writing an ad, an email, shooting
a video, or doing some good old faceto-face selling, pull up a chair and get
simpatico with your prospect.
Don’t come on like a corporate robot
with any “we have perfected the art of
perfection” bullsh*t. And don’t brag.
And for God’s sake, don’t lecture.
Instead, do a little bonding
right off the bat. Let ‘em
know -- in plain English
-- that you hate taxes just
as much as they do. That
you’re at least as big a golf
nut as they are. That you
share the same headaches,
passions, frustrations, and
joys as they do.
Let them know you’re
a human being, you’re
worth knowing (because

you share their views) ... and you have
something exciting for them.
Bonding is not brain surgery. It’s simply
putting yourself into a “zone” where
your prospect’s life, needs and fears are
your only focus.
Give her some attention. Titillate her
with some gossip, or a story that will
please her. Don’t bully her with your
sales pitch -- rather, seduce her with
benefits, and let her come to her own
conclusion to buy from you.
I often tell clients to think of marketing
as romance. You sell something in the,
say, $20 range, it’s like asking for a date.
You start selling stuff over $99, and it’s
like going steady. And when you ask for
the really big bucks, it’s a lot like getting
married. The persuasion needed for a
date is much less than what’s necessary
to win someone’s hand for eternity. But
it’s still persuasion, and that requires
bonding.
Knowing how to bond is the secret of
instant acceptance and trust. When they
discover you like what they like, fear
what they fear, and consider them the
most fascinating person in the world …
they will seldom object to giving you
money for something you vouch for. GE
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GUTTERSLING

TM

A PROFESSIONAL TOOL

GutterSling
is the first tool
designed to help you
install gutters from 35’, 45’, 55’ or longer,
a crew is not needed. Install your own
gutters and put dollars in your pocket.
Order your GutterSling today and start
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being more productive
and profitable. Call (856)
874-0706 or visit us at
guttersling.com.

For all the latest GutterSling
details and current pricing,
go to our pre-sale website
and place your order now.
Watch
the video
Guttersling
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Gutter Laughs
“Safety is More Important Than Dignity! “
“I am sure many of you
have run into this very same
situation and can certainly
empathize. I shook the gate,
called out, even whistled really
loud. There was no ‘Beware
of Dog’ sign posted. Satisfied,
I entered the yard to give an
estimate. About 50 feet into the
yard, I noticed two Rottweiler
dogs charging toward me
around the back corner of the house. Without hesitation, I did
the only thing that came to mind. I ran! I ran so fast and was
just able to close that gate in time before either one of them could
take a chunk out of my hide! I wonder if anyone saw my act of
cowardice? That’s when I decided that sometimes your “safety is
more important than your dignity!”
Derek Chute, Hydra-Flo Guttering, Okla.
“I’ve had a lot of inquisitive customers in the past that have asked
a lot of silly questions.
One was a lady; she had asked so many questions while I was
installing that it made it difficult to get my work done. Her
last question was ‘is there anything special that I need to do to
maintain my gutters?’ With a straight face I said, ‘Whatever you
do, do not let them get wet.’ With that, she left me alone to finish.”
Bill Moore, Gutter Guys, Inc., Ariz.

GutterWorks.com

BY FRONT STREET MANUFACTURING, INC.

DOWNSPOUT TILE ADAPTERS
Universal to fit ANY drain tile in the ground
Available
Availableinin
Black
Blackor
orWhite
White
for
forthe
thesame
same
low price

low price

New 3x4x6 Size
Available!!
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PRICING ON WEBSITE
Pricing on Website

FreeFREE
Shipping
on orderS
over $300OVER $300
SHIPPING
ON ORDERS

Many more items available
Many more items available
at www.gutterworks.com
7“ Box Gutter
7“ Box Gutter
at www.gutterworks.com
Scan theFlange
QR code
888-376-6871
Seamless

888-376-6871

Seamless

DISTRIBUTOR PRICING AVAILABLE 5“ K Gutter
Seamless
Contact Randy: sales@gutterworks.com or 888-376-6871

ROLL FORMED SEAMLESS GUTTER & ACCESSORIES
4x5 Leader

COMMERCIAL
& INDUSTRIAL

TOP CHOICES UNDER ALL
WEATHER CONDITIONS.

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

7“ Box Gutter
Flange

7“ Box Gutter
Seamless

Seamless

5“ K Gutter

Custom

6“ K Gutter
Seamless
Half
Round
Gutter

Custom
Sizes
Available

3x4 Leader

Shop-Broken
Leader

Custom

Sizes AND ACCESSORIES
Sizes
150 COLORS AVAILABLE • CUSTOM DOWNSPOUTS
Available
Available
Seamless

4x5 Leader

3x4 Leader

2x3 Leader

1-800-628-5849 • info@garretymfg.com
Half Round
Round
Gutter
Shop-Broken
Downspout
® www.garretymfg.com

Gutter pros trust and count on Geocel sealants for every
kind of commercial and residential job they have.
Leader

Geocel 2320® and 2321 Gutter
and Narrow Seam Sealants
Prevents the passage of air and moisture
through small joints and seams.
• Excellent adhesion to most surfaces
• Exceptional
resistance
See
more atultraviolet
RaytecLLC.com
• Paintable
• Cleans up easily

Geocel Pro® Gutter Seal
Prevents the passage of air and moisture
during gutter installation and repair.
•
•
•
•

Applies, adheres and cures underwater
High tack, fast curing
UV resistant
Remains flexible with minimal shrinkage

CALL (877) 800-2500
Email Sales@RaytecLLC.com
800-348-7615 • Fax 800-348-7009

Geocel Products Group
Cleveland, OH 44115

GeocelUSA.com
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Sizes

Manufacturer Profile

Make Mine A
Classic! Where
Simplicity Meets Art!
By William Alexandre Dumas

I

n 1993, Classic Gutter Systems of Galesburg,
Michigan invented the reverse bead half round gutter
and designed the first reverse bead half round gutter
machine ever made. In a vision from GOD, like
Moses on Mount Sinai, the Lord said to Augustine, “#11, Thou
shalt ONLY use half round gutters and round downspout on
your house, because that profile is more efficient and represents
the most natural trough available, thus it is superior to all other
gutters.”
But seriously, half round gutters were rarely used at that time.
Their design is superior over a flat bottom gutter because
the water is funneled to one concentrated low point, which
drains much more efficiently. ie; like plumbing for your house.
Augustine Crookston, proprietor of Classic Gutter Systems, knew
that the reverse bead half round gutter would be a game changer,
destined to grow in popularity, because all aluminum colors
along with copper and galvalume could be used. At that moment,
he decided to work exclusively to develop the half round gutter
industry and stopped doing K-style gutters altogether or face the
wrath of the Almighty.
The goal, with only one machine at that time, was to ship the
half round gutter without damage. Also critical was developing
the most advanced and complete array of half round gutter
accessories made in all aluminum colors, copper and galvalume
needed to complete a job; flat end caps, (wide flange .032 thick)
outlets, strip miters, spherical end caps (which adds a stunning
detail), and of course a wide variety of the strongest half round
gutter brackets available anywhere.
Hanging units made of stainless steel or aluminum that use
5/16" threaded rods. The widest and strongest bar brackets in the
market, 1 ¼" / 1 ½" wide out of copper, aluminum and steel. The
thickest and strongest stamped brackets .063 thick made in 13
aluminum colors, copper and galvalume. And their signature cast
fascia brackets in brass and aluminum, which are quite simply
the gold standard in half round gutter brackets.
Simplicity and ease of installation was key, so the half round cast
fascia brackets were designed to attach to a length of half round
gutter while on the ground, because the back screw slots used
BLUE LINE
INDICATES
THE TOP
EDGE OF
GUTTER

MOUNTING SLOTS REMAIN
ACCESSIBLE ABOVE THE TOP
OF THE GUTTER FOR FAST EASY
INSTALLATION

to secure the gutter to the fascia are left exposed above the back
of the gutter, saving a lot of time and ladder work. This simple,
yet ingenious innovation allows fascia brackets and half round
gutter to be assembled much faster, then lifted into place, and
18
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installed together as a single unit! Ensuring proper grading and
correct installation is easier, and takes less time than ever before.
Another very attractive feature when using half round gutters
with cast, stamped or bar fascia brackets is that there are no
inside brackets in the gutter, because the brackets are designed
to cradle the gutter from the outside taking all the weight and
abuse. Thus, allowing for a totally open trough, which is much
more efficient and easier to clean and maintain.
Also using inside clips for half round gutter is not a good idea. As
opposed to k-style, the half round gutter does not have a flat back
which distributes all the weight evenly when laying against the
fascia. If an inside clip is only used in half round installs the front
of the gutter will eventually pull down. Even when using half
round wedges the back of the gutter will get dented because all
the weight is concentrated to the small areas of the wedges.
Crookston understood that boxing and shipping half round
gutter was not an optimal model, which they still do, but it gets
expensive. It was very inconvenient for the installers; they would
need 6" reverse bead half round gutter machines on site to be
efficient, coupled with the simplistic installation of his brackets
would reduce hours of labor to be more in line with K-style
applications.
So he started manufacturing 6" reverse bead half round gutter
machines for a great price to the installers that would use his
accessories. It is a very robust machine that runs .027 or .032
aluminum, 16 or 20-ounce copper or galvalume. This allows the
installers to make seamless half round gutters on site and drove
the sales of his high quality reasonably priced accessories.
The concept grew along with the popularity of his brackets,
and now Classic Gutter Systems almost 30 years later after
committing to only making half round gutters and half round
accessories and not wanting to upset the Almighty; boasts a
100,000 square foot manufacturing facility with 20 stamping
presses, a foundry to produce all the castings, and a CNC shop
for making half round machines, dies and much more. “The goal
was always to make half round gutter installs faster and not so
intimidating to K-style installers,” said Crookston.
“We try to make everything simple and straightforward. When I
invented the 6" reverse bead half round gutter it only made sense
because of the following four reasons:
1) Only one side of the metal needed to be painted. (So all
aluminum colors would be in play)
2) The stock would be standard 11 ¾" or 11 ⅞" coil.
3) Inside hanger brackets could be used.
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4) Most importantly because of the bend needed in front to make
the reverse bead creates a much stronger hem than the traditional
rolled bead,” which Crookston maintains is inferior.
After developing the 6-inch reverse bead half round gutter market, he felt a larger, reverse bead half round gutter was needed.
So, in 2002, Crookston manufactured the first 8-inch reverse
bead half round gutter machine. That meant all accessories for
the 8-inch half round gutter were needed (which had not yet
been produced); flat end caps, (wide flange) outlets, strip miters,
spherical end caps, stamped, bar and cast fascia brackets the entire gambit. All made in house by Classic Gutter Systems out of
13 aluminum colors, copper and galvalume. With the larger half
round gutters now being produced, this also required Classic to
manufacture larger 5" round downspouts and elbows. Normal
recommendations are 5" half round gutter with 3" round downspout, 6" half round gutter with 4" round downspout, and 8" half
round gutter with 5" round downspout. This market has grown,
particularly in the south, and Classic is now starting to offer
“Chop and Drop” on-site seamless 8" reverse bead half round
gutter, coming soon to a town near you. Classic does not sell 8"
half round gutter machines because they are much more difficult
to produce and maintain.
Classic started targeting the restoration and renovation market,
because there was a demand for reverse bead half round gutter
in historic districts. While at a trade show in Boston, Augustine
met Bruce Irving, who at that time, was the producer of This
Old House. Bruce loved the product and offered to do a project
with Classic Gutter Systems. In 1998, only five years after
working exclusively to develop half round gutters and half round
accessories, Augustine did his first show of a nearly 25-year
relationship and multiple appearances with Tommy, Norm, and
Kevin O’Connor. One of Tom’s favorite quotes from Augustine
is, “Would you plumb your house with Rectangular PVC pipe?
So why the hell would you put a rectangular downspout on your
house?” Therefore, a lot of Classic’s clients up sell K-style jobs
with round downspouts and elbows, which all have expanded
(coupled) ends for easier and cleaner installation. “That show
was huge for Classic,” said Crookston. “It allowed me to get the
word out all over the country pre-internet, and Tom, Norm and
Kevin are so nice to work with. I will always be grateful for what
they did for me and my family – very classy dudes.”
Classic’s latest offering is radius gutters. “That was another
challenge,” said Augustine.

6” K-style copper radius gutter

After a lot of ideas, money and sleepless nights persistence finally
paid off. He thought manufacturing half round gutter machines
was challenging, but this was a new level of difficulty. He now
manufactures radius gutter in copper, aluminum and galvalume
for 5", 6", and 8" half round, 5", 6", and 7" K-style, and even
custom profiles, and they are made in either 9- or 11-foot lengths.
Unheard of before! This is the only type of K-style work that
Classic does. “After extensive prayer, the Almighty gave me a
mulligan on this one.”

The challenge again was to make it simple and painless for the
installers. Most people would be intimidated with a radius
situation, but Classic Gutter Systems has simplified the process
big time. They now send out a template package, free of charge.
The installer marks the template, checks it against the fascia
(because radiuses are rarely uniform), fills out the enclosed
paperwork with all the required info, style, size, material and
number of pieces etc. then returns the completed template
and paperwork in the same box for fabrication. Most of the
time radiuses are not consistent, Classic (in that case), has to
make a special fixture (this is the reason templates are crucial,
some radiuses follow a consistent arc but many don’t). It’s time
consuming for Classic, but necessary to achieve great results for
the client. After the radius sections are manufactured to the specs
provided, they are packed in wood crates for shipping.
“I love when people call me with accolades and send pictures
after doing a radius job, because it truly looks impressive,”
mentions Augustine. They would say, “I wouldn’t have even
bid that job before, but now after completing my first radius
project, I’m excited for the next one. Before, I would have had
to cut 10-to-12-inch pieces, which took a lot of time and looked
aesthetically brutal.“ This would make the installer and his
company look bad, and if it was aluminum, it was literally full of
caulk and always leaked, and for copper installation it would take
hours and hours of soldering all the joints.
Augustine never stops being creative. With 32 different styles of
half round cast fascia and round downspout brackets; from

Some of the
artistic cast
fascia brackets from CGS

very simple designs to mermaids, grapevines and angels, there is
no collection of half round components anywhere in the world
that compares to his selection or quality - NOT EVEN CLOSE.
The castings are so stunning that when aluminum is used most
home owners choose to paint them a different color than the half
round gutter for contrast because they are not just utilitarian,
they’re art. At the same time they are without a doubt the
strongest half round gutter brackets anywhere, and all made in
Michigan. “We were bombarded with offers to make castings in
India and China,” Crookston said. “They said that I could not be
competitive in the United States. I thought just watch me! I am
sick and tired of Chinese junk, or castings made in India out of a
smorgasbord of pot metal. I had to start my own foundry. It was
a challenge, but worth it. I now control the quality, the inventory
and production, while supplying jobs to people here in Michigan;
at one point, nearly 50 employees.”
With almost 30 years of exclusively manufacturing and supplying
reverse bead half round gutters and quality half round accessories
to thousands of customers, they feel privileged that so many have
chosen to adorn their homes with Classic Gutters Systems’ wide
range of unique products, and installation options. It’s truly like
“Jewelry For Your Home!” View the entire line of Classic Gutter
Systems offerings at classicgutters.com GE
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The Market Place- Gas Prices, Labor
Shortages and Competition: Should You
Charge for Bids?
By Brian Mahoney

O

ne of the top concerns of
every company is finding
good, reliable help. It
certainly makes it difficult
in an already tight labor force and with
many receiving stimulus checks from
the government, tack on the pandemic
and it makes finding good help nearly
impossible.
With the cost of raw materials, gas
and labor going up, many gutter
businesses are so busy competing and
slashing prices (stepping over dollars
to make pennies) to win projects that
it is moving the industry in the wrong
direction – toward an unsustainable
business model. With so many of the
necessary resources being squeezed,
how can gutter businesses get a leg-up
on the competition and earn a profit?
In the last issue of Gutter Enterprise,
Rock of Raingutters by Rock shared that
he charges for bids, offsetting the gas
costs his company incurs.
Some homeowners may balk initially,
but if you are a professional with an
established reputation you will start
to see the estimates that you do are on
higher-end homes and neighborhoods,
not competing for the best price.
“As I look at my bid file, I see $20 to a
$50 dollar bill for each bid just sitting
there, and I say to myself, ‘I did not get
the job, but it paid for my gas and then
some,’” Rock of Raingutters by Rock
said. “If customers want to go with
my bid, I take the $20-$50 off the final
payment. I have been installing near
Palm Springs, Calif. since 2012 and in
that time, just three people have said no
to the $20 bid fee. All I say is, ‘OK, but
don’t forget to ask the salesmen how
long their workmanship is guaranteed
for because my guarantee lasts as long
as I am in business, and I have been in
business since 2012.’”
With resources being squeezed, Rock
said charging a small fee for a bid helps
his business handle the costs.
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“Everything we buy is going up in price
lately and believe me the twenties do
add up. I don’t mind setting up four bids
in a day because that can buy a lot of
gas,” Rock told Gutter Enterprise.

In the last issue of Gutter
Enterprise, Rock of Raingutters
by Rock shared that he charges
for bids, offsetting the gas costs
his company incurs.

to me,” Rock told Gutter Enterprise.
“They do come in handy when I land
a really big job and can use some extra
help that I do not need to train.”
In addition to helping with labor, Rock
adds that working with other local
installers can give your business a legup on the competition.
“I like to get on the same page about
pricing per foot and learn to stop
beating each other up over pricing,”
Rock said. “I start at $13 per foot for
any normal one story and up to $19 for
a two story and I get those prices each
day, and that is in the desert. So, getting
to be friends with your competition can
make you even more money and help us
all get along and be on the same page.” GE

So, what else can we do to help offset
labor costs? Creating a labor pool
of individuals local to your area can
be an excellent way to offset some of
these issues mentioned above. These
individuals already have a working
knowledge of the industry and in
numerous instances,
it can work both ways.
That installer that you
borrowed may be able
to share installation tips
that make you and your
team better installers. Also
FREE SHIPPING ON ORDERS OF $100+
available is the guttersling
if you need an extra pair
ONE STOP SHOP FOR
of hands. This gutter tool
ALL YOUR GUTTER
allows one installer a safe
ACCESSORY NEEDS!
and efficient way to put up
EZ GUTTER
5” seamless gutters that
GUARDS
are 40’, 50’, 60’ in length
OUTLETS
successfully.
GE realizes this is not
for everyone, but if you
are walking away from
projects because of the
lack of additional help or
selling on price, neither of
these options are a good
working model.
Many installers across the
country are already doing
this with much success.
“I also find it very handy
to be friends with gutter
companies that are close

GEOCEL & RUSCO

PROVIDING
EXCEPTIONAL SERVICE
WITH QUAILTY
PRODUCTS

CAULK
SADDLES, MITERS
& MORE!

CONTACT US TODAY!
319-465-6655

WWW.GUTTERMATERIALS.COM
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Industry News

PRESS RELEASE

E-Z-Leaf Destroyer Stainless Steel Premium Gutter Filter
CLAIR, MO, May 25, 2021 –
Midwest Enterprises is excited to launch our new E-Z-Leaf Destroyer
Stainless Steel Premium Gutter Filter. This stainless steel gutter filter is a tightly
woven heavy gage mesh that is corrosion resistant with significant water infiltration.
E-Z-Leaf Destroyer is the only stainless steel filter on the market that “Snaps” into
standard gutter with spring tension. Created with aluminum edges and bead locks
that firmly lock it to the mesh, the patent pending horizontal beads and vertical ribs
add strength with a flex point that self-adjusts to various roof pitches.
Visit: e-zgutter.com/distributors to find a distributor near you
E-Z Gutter Guards are manufactured by Midwest Enterprises, Inc.
Saint Clair, MO 63077
636-629-6484 | 800-748-7736
sales@E-ZGutter.com | www.E-ZGutter.com

FOR IMMEDIATE RELEASE
KWM Facility Expansion Update

“With the overwhelming demand for our Iron Man product line, KWM has
invested heavily in our future to keep up with the ever-growing gutter industry. We
have done so by not only expanding our facility, which is now 84,000 sq. ft housing
a professional team of just less than 100 staff members, but by adding a new robotic
welding center, six brand new CNC machine tools, and supplemental robotics
to our current machine tools. This expansion is designed to meet the continued
demand as we globally supply the very best residential roll-forming equipment the
industry has to offer.” located at 801 S Larkin Ave, Rockdale, Ill. 60436.

To continue to receive Gutter Enterprise all year long!

Bi-Monthly publication
the Seamless
Gutter Industry.
ToA continue
to receiveforGutter
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all year long! A Bi-Monthly publication for the Seamless
Subscribe
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What Fall Hazards and OSHA Violations
Could Cost Your Gutter Business
By Cassie Miller

The agency enforces these regulations and others by
conducting inspections based on priority, which can include
the injury or fatality of an employee, a worker complaint or
the threat of imminent danger posed by working conditions.
Workers can file formal complaints to OSHA, asking for an
inspection of the workplace to be conducted if they believe
their employer is not following OSHA regulations or if they
feel the workplace is unsafe.
If you own or operate a gutter or roofing business, making
sure your business is compliant with OSHA regulations and
is safe for employees, is just, well, good business.
In fact, employers can receive citations of up to $7,000 for
each day that a failure or violation continues, according to
OSHA.
Part of the exterior construction phase, gutters, siding and
roofing operations all pose fall hazards for workers.

F

alls are the leading cause of death in the
construction industry, according to the nation’s
top labor officials.

The U.S. Department of Labor’s Occupational
Safety and Health Administration (OSHA), the federal
regulatory agency responsible for inspecting worksites,
confirmed that workplace falls accounted for 3,500 fatalities
between 2003 and 2013.
Of those falls, 34 percent were from roofs, making falls one of
the greatest hazards gutter professionals and roofers face.
“Falls are a leading cause of injury and death in the
workplace,” Charles E. Adkins, OSHA’s regional administrator
in Kansas City, Mo. said.
While falls at the workplace or job site are serious, there are
steps employers and business owners can take to protect
professionals - such as gutter installers - from the dangers of
falls.
“It is the employer’s responsibility to provide a fall protection
program that ensures employees are properly trained and
equipped,” Adkins said in a statement. “Employers must
make safety priority number one and take all necessary steps
to eliminate hazards from the workplace.”
According to OSHA regulations, employers must:
• Provide working conditions that are free of known
dangers;
• Keep floors in work areas in a clean and, so far as
possible, a dry condition;
* Select and provide required personal protective
equipment at no cost to workers;
• Train workers about job hazards in a language that
they can understand.
22

That means business owners need to educate and train gutter
installers on best practices to prevent falls and other workrelated injuries.
To prevent falls on the job, OSHA recommends employers
plan, provide and train employees to recognize safe practices
and avoid falls.
Plan
When employees are expected to work from heights (6 feet
or more above lower levels), employers must proactively plan
before beginning the job to ensure worker safety. Answer
questions such as: How will the job be done? What tasks are
involved? What safety equipment is needed to complete each
task?
Provide
Once employers have planned accordingly for the job, it’s
time to make sure they have the right equipment. This
includes ladders, scaffolds, and other safety gear. For gutter
professionals, being familiar with the types of ladders and the
five ladder duty ratings is essential for choosing the right one
for the job.
Types of Ladders
• Articulated
• Extension
• Combination
• Step
Ladder Duty Types
• Type IAA (Extra Heavy Duty), 375 pounds
• Type IA (Extra Heavy Duty), 300 pounds
• Type I (Heavy Duty), 250 pounds
• Type II (Medium Duty), 225 pounds
• Type III (Light Duty), 200 pounds
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Train

• Make sure your harness fits and is not defective when
using a personal fall arrest system (PFAS).
• Always stay connected/tie off.
• Ensure that all anchor points are safe.
• Protect all holes, openings and skylights.
• Don’t sit or walk on skylights or other openings.

According to OSHA training, employees should be educated
in three areas - ladder safety, scaffold safety and roof safety.
OSHA recommends:
* Ladder Safety: Employees must be trained to properly use a
ladder- this includes safety measures like:
• Maintain three points of contact.
• Place the ladder on level footing.
• Always face the ladder.
• Secure the ladder by locking the metal braces at the
center of the ladder.
• Don’t overreach.
• Don’t walk the ladder.
Scaffold Safety: Employees must be trained to safely set up
and use scaffolds- this includes safety measures like:

Depending on the job site location and specifics, ladders,
aerial lifts and scaffolds can all provide stable work surfaces,
balance and some measure of protection from fall risks.
As Mark Roloff of Gutter Filters of Utah reported in the
January 2021 issue of Gutter Enterprise, ladder safety and fall
hazard prevention in accordance with OSHA regulations is
not something to be taken lightly.
“While the fines can be painful, nothing is worse than the
knowledge that through some better company, or personal
training, the injury could have been prevented,” Roloff wrote.

• During setup: fully plank scaffolds, complete all
guardrails, ensure stable footing and plumb
and level.
• Ensure proper access to scaffolds.
• A competent person must inspect the scaffold
before use.
• Don’t climb over cross braces.
• Don’t stand on guardrails.
• Don’t use a ladder on a scaffold.
Roof Safety: Employees must be trained to avoid fall hazards
on a roof and properly use fall protection equipment-this
includes safety measures like:

GE

Downspout & Elbow
Forming Machinery
*Rectangular 2x3, 3x4 or 4x5
*Round 3" or 4"
*Square 2-5/8" or 3-1/4"
*Downspout, Elbow & Offsets
from the same automated machine

Buy & Sell Used Equipment - Call for a Quote
Skyline Enterprises, Inc.- 303-744-3233 - nrich@skyline-us.com

The best just got better.
Now manufacturing 027 gauge 4” smooth
and/or corrugated round downspout & elbows.

20+

COLORS
of accessories in stock
and always available
(additional colors
available upon request)

ALL 1/2 ROUND IS 032 GAUGE.
The
largest
selection
in the
US!

12

COLORS
available for 5” & 6”
traditional bead,
plus copper

Traditional
Bead

K gutters
available
in 5”, 6”
& 7”

30+

COLORS

available for reverse bead,
5” & 6” in aluminum
plus steel downspout
and gutter to 24 gauge

Reverse
Bead

For more information call or visit our website:

717.548.2322 • WilhelmSpouting.com

PA033830

www.gutterenterprise.com
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Skyline Enterprises, Inc.
Buy & Sell Used Equipment Call for a Quote

303-744-3233 • nrich@skyline-us.com

For Immediate Sale-

Used Skyline 2x3 Downspout
& Elbow forming machine.
Very good condition with
new hydraulic plumbing,
includes uncoiler.
Priced to sell at $62,500
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Installer Profile

Todd Richardson, owner of Alaska
Premier Gutters, located in Anchorage,
Alaska tells Gutter Enterprise about his
company in his own words.
We don't have a location per se. Our
material is kept in two storage units and
my office is in my home.
Alaska Premier Gutters was started in
the summer of 2014. 2021 marks our
7th season.
For the first four years, I was a one-man
show. I had hired a person to do my
cutting for me and then he would be
done for the day. This allowed me to
spend all of my time installing.
That scenario worked well, but it created
a lot of frustration trying to keep up
with estimates. My brother came up
from California to help me out one
summer and that is what pushed me to
try to hire a crew. We were obviously
more productive; it was less frustrating
trying to keep up with estimates and the
stress level was less.
Right now, I run one crew full-time. In
2020, I tried to hire a second crew, but
COVID threw a wrench in that plan.
While we were still busy, I was unable to
find another lead installer. It is the same
situation this year. Getting anybody
with gutter hanging experience is very
difficult. They are very few and far
between.
Materials:
Alaska Premier Gutters fills a niche in
Anchorage by utilizing .032 material.
.032 is made for snow and ice climates
and that is why I choose to offer it. The
majority, if not all, of the other gutter
companies use .027 material as their
base product. All our material is .032
unless we just cannot get the color
the customer desires in .032. In those
instances, we will source .027 material
for the job. We do at least 90 percent of
our jobs in .032.

One obstacle to using .032 is sourcing
material. There is only one supplier
that I have found on the west coast that
offers any colors other than White and
Royal Brown and carries any consistent
inventory in .032. Also, lead time
is usually 3-5 weeks so it can make
managing your inventory a challenge.
By taking this approach to the market
it obviously means that I am not the
cheapest company in town, which is
fine. I choose to be competitive on a
price-value relationship and not just
on price alone. Some homeowners see
the value in the heavier material, others
are more price sensitive. I never have
to hard-sell our services and even with
homeowners that decide to use another
installer I get good feedback from them
just appreciating that they knew there
were options and that they were able
to make a more informed decision. My
pipeline stays full, so I have not had to
re-evaluate my business in that regard.
If, by expanding the number of crews, I
started having open days, then I might
re-evaluate my strategy.
Follow The Sun!
As for weather, I do not think Alaska
is necessarily unique in that regard. In
Anchorage our winter climate is not
real extreme like the far north or the
interior. Our snow does stick around
for 5-6 months, which creates a much
shorter season for us. Alaska Premier
Gutters cuts off on October 31st every
year. We usually have some snow by
then but not a lot of buildup. Still, roofs
are dangerous, and I do not want my
guys on a snow or frost covered roof.
When roof tops start to get frost, we
install our gutters following the sun.
Hip roofs are worse in that regard as
there are more shaded areas. NorthSouth facing gable roofs are bad also
because the north-facing side will
remain frost covered. East-West facing
gable roofs are the easiest in the early
winter because each side will get some
sun-usually enough to melt frost

anyway. The sun will melt the frost
enough that we can get to the edge of
the roof and do our work. Then it is a
race to finish the roof work before the
sun sets or goes behind a tree. Areas
that stay in the shade all day never
warm up enough to melt the frost and
the roofs stay dangerous all day. At that
point, productivity goes way down and
the risk way up. I used to shut down
the day before Thanksgiving, but it
just seemed that November was always
snow-filled so I went to Halloween as
our cut-off. Also, the decreased daylight
in the winter really shortens the hours
that you can work effectively on a given
day, which decreases your daily revenue
capability.
Working Late … a Whole New
Meaning
With our summertime extended
daylight we could almost work around
the clock if it were feasible. On the flip
side is our extended summer daylight.
Our jobs will not be called for darkness,
that is for sure. Just last week, I was
driving home from a job in Wasilla at
11:00 p.m. I had to wear my sunglasses
because the sun was directly in my
eyes. Unfortunately, people still want to
get their sleep and would object to the
noise.
Chop and Drop.
That’s actually one of the reasons I got
into this business. The summer before I
started my business, we needed gutters
on two of our rental properties and I
wanted someone to just cut the material
and let me install it, but nobody would
do that for me. So, when the company
I was working for downsized and
eliminated my position, my wife said
why don’t you just do rain gutters. So,
seven years later, here I am. I don’t get
a lot of calls for my chop-and-drop, but
the people that call for it are very happy
that I offer it. GE
Website:
www.alaskapremiergutters.com
www.gutterenterprise.com
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Hancock Enterprises, Inc.
www.hancockent.com

EZ Miter
www.ezmiterguttertemplate.com

Truss Gutter Products
www.gutterflash.com

KWM Gutterman, Inc.
www.kwmgutterman.com

American Gutters
www.guttermaterials.com

Gutter Supply
Guttersupply.com

Raytec Manufacturing LLC
www.raytecllc.com

Geocel Products Group
www.geocel.co.uk

The Royal Gutter & Drain Supply
www.royalguttersupply.com

Ralph Wilhelm Seamless Spouting Inc.
www.wilhelmspouting.com

Petit Tool
www.petittool.com

Skyline Enterprises, Inc.
www.skyline-us.com

US Aluminum
www.usaluminuminc.com

GutterSling
www.guttersling.com

Classic Gutter Systems, LLC
www.classicgutters.com

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

Advanced Arch. Sheet Metal & Supply
www.advarchsm.com

DripStrip.net
www.dripstrip.net

Cleveland Heat Cable
www.clevelandheatcable.com

E-Z Gutter Guard Protection
www.e-zgutter.com

Diamond Back Gutter Covers
www.diamondbackguttercovers.com

Liberty Seamless Machinery
www.libertyseamless.com

Ruscoe Company
www.ruscoe.com
Gutterworks Manufacturing, Inc.
www.gutterworks.com
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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
26 Gutter Enterprise July/August 2021 to over 7500 subscribers nationally.
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Prevents leaves, pine
needles, seeds and debris
from clogging your gutters!

Steel Powder Coated Screen

UltraFlo Small Hole

UltraFlo MicroX

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

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

Small hole
step down

Small hole

Call U.S. Aluminum | 800-877-7026

We pay the freight on any order over $100!

Say Goodbye

Dirty Hangers,
Dirty Hands
& Dirty Gutters

to

Double Rib - 5” & 6”

Elite - 5” & 6”

Ultra Maxx - 5” & 6”
Speed Screw - 5” & 6”
I
N
C

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

www.gutterenterprise.com
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YOU’VE TRIED THE REST, NOW TRY THE

BEST

A GUTTER PROTECTION SYSTEM THAT ACTUALLY WORKS
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 rubberbased 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.

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

20655 Northline Road
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.
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