US Gutter installation Business Case: An
Extensive Sample Plan

GutterGuard Solutions LLC, Colorado LLC taxed as S-Corp, founded January 2023 in Denver. CEO Michael Reynolds
(Colorado Contractor License #987654, 12 years at ABC Roofing generating $18M annual revenue) leads a team
providing residential/commercial gutter installation at $12-$40/linear foot. Targeting $620,000 Year 1 revenue with 45%
gross margin. Plan dated October 26, 2023.



SECTION 1: EXECUTIVE SUMMARY

45,000 U.S. gutter contractors generate $4.1B annual revenue (IBISWorld 2023), yet 68% of homeowners report water
damage from failed systems (NAHB 2022), costing $9,200 average repair. GutterGuard Solutions installs 6" K-style
aluminum systems ($12-$15/LF) with 25-year warranty, solving drainage failures through drone-assisted SmartFlow
Assessments. We target 200-LF average jobs ($3,200 revenue) at 45% gross margin, capturing 0.95% of Denver's
$65M market.

Revenue model: 65% close rate on $3,200 average jobs. Year 1: 194 jobs ($620,000 revenue). COGS: 55% (35%
materials, 20% labor). Operating expenses: 37% of revenue. Break-even at 224 jobs/year. Positive EBITDA by Month
10. Year 3 revenue: $1.48M with 18% net margin.

Seek $350,000 funding: $250,000 SBA 7(a) loan (10 years, 6.5% interest), $100,000 equity. Funds allocated: $92,000
vehicles (26.3%), $45,000 marketing (12.9%), $38,000 equipment (10.9%). Enables 35% Denver market penetration
by Year 3, $266,400 Year 3 net profit (18% margin), 2.2x ROl on equity by Year 5.



SECTION 2: COMPANY OVERVIEW

Colorado LLC taxed as S-Corp for pass-through taxation (saving 15.3% self-employment tax vs sole proprietorship).
Denver location targets 7-county metro's $65M annual gutter market with 412,000 single-family homes (U.S. Census
2022). Founded January 2023. Ownership: Michael Reynolds (60%), Sarah Kim (30%), Robert Lang (10% angel).

Michael Reynolds: Grew ABC Roofing Denver division from $2.1M to $18M revenue (2015-2022), holding Colorado
license #987654. Sarah Kim: Managed 12-person crews at Peak Roofing, reducing rework by 33% through OSHA
30-certified safety protocols. David Tran: Master installer with 15 years, 99.2% defect-free completion rate.

Date Milestone Status Next Steps

Jan 2023 Business registration, Complete N/A
EIN 87-6543210

Feb 2023 Colorado DORA license Complete N/A
#GG-2023-001

Mar 2023 Leased 2,500 sq. ft. Complete N/A
warehouse
($2,800/month)

Apr 2023 Purchased 2 Ford Complete N/A
F-250s ($46,000 each)

May 2023 Secured $150,000 Complete Expand to $250,000 by
supplier credit from USA Q2 2024
Seamless

Jun 2023 Launched Google Ads Complete Scale to $8,500/month
campaign ($5,000 test by Month 3
budget)

Oct 2023 Close $350,000 funding Pending Deploy within 14 days of
round close

Mar 2024 Achieve 15 jobs/month Target Hire 2 additional

run rate installers



SECTION 3: MARKET ANALYSIS

TAM: $4.1B U.S. gutter installation/repair market (IBISWorld 2023). SAM: $65M Denver metro (7 counties), calculated
from 412,000 single-family homes (U.S. Census) x 1.8% annual replacement rate (JLC 2022) x $875 average job
(IBISWorld). SOM: Year 1 target $620,000 (0.95% SAM), based on 194 jobs x $3,200 average revenue. Methodology:
SAM = (Homes >$400k value) x (Annual gutter replacement rate) x (Average project value).

Target customers: Homeowners in Highlands Ranch, Cherry Creek, Parker (median home value $625,000, median
income $112,000). 72% are aged 45-65, 68% have >$100k household income (U.S. Census). Budget range:
$2,400-$5,200 per project. Buying behavior: 83% research online first (Angi 2023), 65% require 3+ quotes, 41%
prioritize warranty length over price.

Market trends: 1) Extreme weather events increased 300% since 1980 (NOAA), driving 12% annual gutter
replacement growth in Front Range. 2) Aging housing stock: 34% of Colorado homes built pre-1980 (U.S. Census),
requiring system upgrades. 3) Premiumization: 58% of homeowners pay 20%+ premium for 20+ year warranties (JLC
2022).

Segment Size ($) Growth Rate Our Share Target Rationale

Single-family homes $48.8M 5.8% 0.95% Y1 72% of SAM; highest

($400k+) LTV ($1,200)

Multi-family (5+ units) $9.8M 7.2% 0.2% Y1 Requires property
manager

partnerships

Commercial $6.5M 4.1% 0.1% Y1 Longer sales cycle;
target 3 property
firms by Y2

DIY repair kits $12.4M -1.5% 0% Not target; low

margin, high liability

Category Total Addressable Serviceable Serviceable Methodology
Available Obtainable
U.S. Market $4.1B N/A N/A IBISWorld 2023

revenue data

Colorado Market N/A $180M N/A 412k homes x 1.8%
replacement x
$2,430 avg job

Denver Metro N/A $65M $620,000 294k homes >$400k
x 1.8% x $1,170 avg
job



SECTION 4: COMPETITIVE ANALYSIS

Market fragmented: Top 5 players hold <8% share. Peak Roofing (revenue est. $22M) offers gutters as roofing add-on
at $135/LF but has 22% rework rate (Google reviews). Mountain View Gutter Co. (est. $4.2M revenue) charges
$145/LF with strong local SEO but no financing. ABC Seamless (national franchise, $180M revenue) uses captive
pricing ($165/LF) with 35% franchisee turnover (Franchise Direct 2023).

Competitive advantages: 1) Specialization: 100% gutter focus vs competitors' 15-30% revenue from gutters, enabling
28% faster installation (3.2 hrs vs 4.5 industry avg). 2) Proprietary SmartFlow Assessment reduces callbacks by 41%
(pilot data). 3) 25-year warranty (vs 10-15 industry standard) increases LTV by 33%. 4) Mobile roll-forming cuts
material waste to 3% (vs 12% industry avg), lowering COGS by 9%.

Competitor Revenue Est. Pricing Key Strength Key Weakness Our
Differentiation
Peak Roofing $22M $135/LF Brand 22% rework rate Specialized
recognition crews; 41%
lower callbacks
Mountain View $4.2M $145/LF Google No financing 0% APR
dominance financing; 15%
lower price
ABC Seamless $180M $165/LF National scale 35% franchisee Local ownership;
turnover 25-year warranty
Dave's $180k $95/LF Low price Unlicensed; no Full licensing;
Handyman warranty $2M liability
insurance
Home Depot $12.4M $8/LF kit Retail access 57% failure rate Professional
DIY (Angi) installation
guarantee
Strengths Weaknesses

Specialized crews (3.2 hr avg install) Limited brand awareness (0 Google reviews)

25-year warranty (industry: 10-15 yrs) No commercial portfolio (Year 1)
Mobile roll-forming (3% waste vs 12% avg)

Dependent on 2 key suppliers

SmartFlow Assessment (41% lower callbacks) Seasonal revenue (70% Q2-Q3)



Opportunities

Climate change: 12% annual weather-driven demand
growth

Property manager contracts: $2.1M SAM untapped

Financing partnerships: 35% conversion lift (pilot)

HOA partnerships: 12,000 homes in target zones

Threats

Economic downturn: 15% homeowner deferral risk

Aluminum price volatility (LME +22% 2022)

New competitors: 8% annual market entry rate

OSHA regulation changes (2024 proposed)



SECTION 5: PRODUCTS & SERVICES

Core offering: On-site fabricated 6" K-style aluminum gutters (0.032" thickness, Kynar 500 finish). Includes SmartFlow
Assessment (drone slope analysis + 5-point inspection) and 25-year warranty. Standard job: 200 LF gutter + 4
downspouts + basic guards. Installation includes laser-level alignment (+/-1/8" tolerance) and ice shield integration in
high-snow zones.

Pricing: $14.50/LF base (vs $135/LF competitors) due to mobile fabrication savings. 12% discount for GutterGuard
Club members ($149/year). Financing: 0% APR for 18 months via partner lender (Sunbit), increasing average job
value by 22% to $3,900. Gross margin: 45% ($644 gross profit per $1,430 material cost + $512 labor).

Tier Price Features Target Expected % Gross Margin
Customer Rev
Basic Install $12/LF Aluminum, Budget-conscious 35% 42%

standard colors

Premium Guard $18/LF Micro-mesh High-end homes 50% 47%
guards, copper
accents

Commercial $8,500 avg Custom Property 10% 52%
drainage, managers

service contract

Maintenance $199-$499 Seasonal clean, All customers 5% 68%
emergency
Metric Value Calculation/Notes
Price per unit $3,200 200 LF x $14.50 + $200 guards
COGS per unit $1,760 $1,120 materials (35%), $640 labor
(20%)
Gross Profit/unit $1,440 $3,200 x 45%
Gross Margin % 45% Industry avg: 40-50% (JLC 2022)
CAC $285 $8,500 marketing / 29.8 leads

(3.2% close rate)



LTV

LTV:CAC

Payback Period

$1,200

4.2X

6.2 months

$3,200 x 45% margin / 12% annual
churn

$1,200 / $285 (healthy >3x)

CAC / (Avg monthly profit per
customer)



SECTION 6: MARKETING & SALES

Go-to-market: 70% digital (Google Ads, SEO), 20% partnerships, 10% direct. Google Ads: $8,500/month targeting 12
Denver suburbs. Expected CPC $2.40 (Denver avg), CTR 3.2%, conversion rate 4.1% -> 145 leads/month at $58.60
CAC. SEO: 12 location pages targeting "gutter installation [suburb]" (est. 320 organic leads/month by Month 6).

Partnerships: 15% referral fee to roofing contractors for closed leads.

Sales cycle: 1) Lead capture (15-min response time, 82% capture rate). 2) SmartFlow Assessment (92% completion
rate). 3) Quote delivery (24 hrs, 65% close rate). 4) Installation (7-day avg scheduling). Sales cycle length: 11.3 days

(vs 18.7 industry avg). Conversion funnel: 145 leads -> 119 assessments -> 77 quotes -> 50 closes.

Retention: GutterGuard Club ($149/year) includes 2 cleanings + 10% off repairs. Target 35% membership rate by Year
2, reducing churn from 15% to 8% annually. Referral program: $100 credit -> 22% of new customers in pilot. Emalil

campaigns: 4.1% click-through rate on maintenance tips, driving 18% repeat revenue.

Channel

Google Ads

SEO

Partnerships

Direct Mail

Total

Month

10

11

12

Monthly Budget

$8,500

$1,200

$0

$750

$10,450

Google Ads

$5,000

$6,500

$8,500

$8,500

$8,500

$8,500

$8,500

$8,500

$8,500

$8,500

$8,500

$8,500

$58.60

$29.30

$115.00

$75.00

$285.00

Social
Media

$0

$0

$0

$0

$0

$0

$0

$0

$0

$0

$0

$0

Expected CAC

Content/SEO

$500

$800

$1,200

$1,200

$1,200

$1,200

$1,200

$1,200

$1,200

$1,200

$1,200

$1,200

E Conversion
L Rate

148.1%

320

4515%

254.0%

538.5%

Events

$0

$0

$0

$0

$0

$1,000

$1,000

$1,000

$1,000

$1,000

$1,000

$1,000

Expected

Customers/Mo

5.9

3.2%

6.8

1.0

23.9
Other Total
$0 $5,500
$0 $7,300
$0 $9,700
$500 $10,200
$500 $10,200
$500 $11,200
$500 $11,200
$500 $11,200
$500 $11,200
$500 $11,200
$500 $11,200
$500 $11,200

ROI

3.8x

10.2

5.2x

2.1x

4.2x

Expected
Leads

94

125

166

175

175

192

192

192

192

192

192

192

8.1x

Expected
Customers

4.3

5.6

7.5

7.9

7.9

8.6

8.6

8.6

8.6

8.6

8.6

8.6



SECTION 7: OPERATIONS

Daily workflow: 1) Dispatch via Jobber (7:00 AM). 2) Crews (4 installers each) travel in Ford F-250s (max 30 miles
radius). 3) SmartFlow Assessment (45 mins). 4) Installation (3.2 hrs avg). 5) Digital sign-off with 30-day follow-up.
Capacity: 2 crews handle 16 jobs/week (800 LF/day). Quality control: 12-point checklist; 30-day inspection. Dispatch

software reduces scheduling errors by 63% (Jobber case study).

Key suppliers: USA Seamless (aluminum coils, $1.85/LF, net 30 terms). Alu-Rex (guards, $3.20/LF, 2% discount for
90-day payment). Backup: ABC Seamless (emergency supply at $2.10/LF). Technology: Jobber ($129/month/crew),

QuickBooks Online ($50/month), DJI Mavic 3 drone ($4,200 one-time).

Vendor/Supplier

USA Seamless

Alu-Rex

RingCentral

Jobber

QuickBooks

Tool

Jobber

QuickBooks Online

SEMrush

Mailchimp

DJI Mavic 3

Service

Aluminum coils

Gutter guards

VolIP phone

Field service

Accounting

Purpose

Scheduling, invoicing

Accounting

SEO tracking

Email marketing

Drone assessments

Monthly Cost

$1,850

$640

$89

$258

$50

Monthly Cost

$258

$50

$119

$20

$0

Contract Terms

Net 30, 2% discount

Net 60

Month-to-month

Annual contract

Month-to-month

Users

Backup Option

ABC Seamless
($2.10/LF)

GutterBrush
($2.95/LF)

Nextiva ($79/month)

Housecall Pro
($199/month)

Xero ($30/month)

Alternatives
Considered

Housecall Pro
(rejected: $42
more/month)

Xero (rejected: poor
contractor
integration)

Ahrefs (rejected: $68
more/month)

Constant Contact
(rejected: $15 more)

Autel EVO (rejected:
$1,200 more)



SECTION 8: MANAGEMENT TEAM

Organizational structure: Flat hierarchy with 8 FTEs Year 1. Compensation: Installers $28/hr (15% above Denver avg
$24.35), sales reps 50/50 base/commission. No bonuses; profit-sharing at 5% net profit threshold. Advisory board:
Mark Chen (ex-CFO ABC Roofing) provides monthly financial reviews.

Advisors: Mark Chen (20 years home services CFO, exited 2 companies), receives $1,000/month + 0.5% equity. Lisa
Rodriguez (marketing specialist, grew Angi category share by 22%), $1,500/month retainer.

Month Role Salary Priority Source Onboarding
Time

1 Lead Installer $65,520 High Indeed 30 days

2 Installer $58,240 High Employee 21 days
referral

3 Installer $58,240 High Employee 21 days
referral

4 Installer $58,240 High Employee 21 days
referral

6 Sales Rep $50,000 Medium LinkedIn 45 days

9 Operations $75,000 Medium Industry referral 60 days

Manager
12 Service $52,000 Low Indeed 30 days

Technician



SECTION 9: FINANCIAL PLAN

Key assumptions: Year 1: 16.2 jobs/month (194 total), growing to 38.6 jobs/month by Year 3. Average revenue per job:
$3,200 (Year 1), $3,400 (Year 2), $3,600 (Year 3). Monthly churn: 1.25% (15% annual). COGS: 55% (materials 35%,
labor 20%). Fixed costs: $24,500/month. CAC: $285. LTV:CAC 4.2x.

Revenue model: 90% from installation (residential/commercial), 10% from maintenance/repairs. Growth drivers: 1)
Google Ads scaling to 192 leads/month by Month 6. 2) Property manager contracts adding $1,200/month revenue by
Month 8. 3) GutterGuard Club membership increasing repeat revenue by 18%.

Cost structure: Fixed costs 61% of OpEx ($24,500/month: salaries $16,200, rent $2,800, software $447, insurance
$1,667). Variable costs 39% ($15,950/month: materials, payment processing, marketing). Costs scale at 0.7x revenue
growth (e.g., 10% revenue increase -> 7% cost increase).

Funding: $350,000 total. Use: $92,000 (26.3%) vehicles, $45,000 (12.9%) marketing launch, $38,000 (10.9%)
equipment, $25,000 (7.1%) inventory, $18,000 (5.1%) facility, $12,000 (3.4%) legal/insurance, $130,000 (37.1%)
working capital. Funds 14 months runway to positive cash flow.

Category Ite Cost

Legal/Formation LLC$1,500
filing,
operating
agreement

Licenses/Permits Con$a00
license,
local
permits

Equipment Roll$ay560
machine

Equipment Droi$&,200
+
thermal
camera

Equipment Tools15,300
(drills,
sealant
guns)

Notes

Coloradc
SOS
$500

+

attorney

DORA
$1,200
+

city

permits

USA
Seamles
model

DJI
Mavic

3
Enterpric

DeWalt
industria
kit



Technology Setup

Initial Inventory

Initial Inventory

Initial Inventory

Marketing Launch

Marketing Launch

Marketing Launch

Working Capital

Insurance

Insurance

Jobl$dr,200
setup,
QuickBooks
config

Aluris2s0
coils
(5,000

LF)

Gutt$6,400
guards
(2,000

LF)

Fas®aas)

sealants

Wel8:600
SEO
setup

Googte000
Ads

seed
budget

Vehise500
wraps

3  $73,500
months
fixed

costs

Annga|000
general
liability

Work&re00
comp

Consulte
fees

$1.85/LF
X
5,000

$3.20/LF
X
2,000

Home
Depot
Pro
bulk
order

WordPre
+

SEMrust

Month
1-2
spend

Ford
F-250s

$24,500
X
3

$2M
coverage

Coloradc
statutory



Professional Fees

Office/Facility

Contingency (10%)

Total

Category

Salaries/Payroll

Benefits

Rent

Insurance

Software

Loan Payment

Utilities

T Monthly Cost

Fix&d6,200

Fix8@,430

Fix&a,800

Fix&d,667

Fixéd47

Fix&a,838

Fix&850

AccH2riiog

setup

Leagd 8,000
deposit

4

buildout

Unp%k8$6a0

costs

$350,000

Annual Cost

$194,400

$29,160

$33,600

$20,000

$5,364

$34,056

$4,200

CPA
fees

$2,800
X
6
months

10%
of
total

Notes

8
FTEs
@

avg
$2,025

15%
of
payroll

2,500
sq.

ft.
warehou:

General
liability
+
workers'
comp

Jobber,
QuickBo«
SEMrush

SBA
7(a)
$250k

6.5%

Electricity
internet



Marketing Vargiilgl50 $125,400 12%
of
revenue

Materials Vargil®25 $132,300 35%
of
revenue

Vehicle Fuel/Maintenance Varsho0o $16,800 5%
of
revenue

Payment Processing Vaigize $7,440 2%
of
revenue

Subcontractors Vaiggige $11,160 3%
of
revenue

Fixed Total $24,500 $294,000

Variable Total $25,425 $305,100

Combined Total $49,925 $599,100
Line M1 M2 M3 M4 M5 M6 M7 M8 M9 M10 M11 M12 Year
Item 1

Total

Revenue $25,000 $32,500 $46,400 $51,200 $51,200 $56,000 $56,000 $56,000 $56,000 $56,000 $56,000 $56,000 $620,000

COGS $13,750 $17,875 $25,520 $28,160 $28,160 $30,800 $30,800 $30,800 $30,800 $30,800 $30,800 $30,800 $341,000

Gross $11,250 $14,625 $20,880 $23,040 $23,040 $25,200 $25,200 $25,200 $25,200 $25,200 $25,200 $25,200 $279,000
Profit

Marketing $5,500 $7,300 $9,700 $10,200 $10,200 $11,200 $11,200 $11,200 $11,200 $11,200 $11,200 $11,200 $125,400

Salaries  $16,200 $16,200 $16,200 $16,200 $16,200 $16,200 $16,200 $16,200 $16,200 $16,200 $16,200 $16,200 $194,400

Rent $2,800 $2,800 $2,800 $2,800 $2,800 $2,800 $2,800 $2,800 $2,800 $2,800 $2,800 $2,800 $33,600

Software  $447 $447 $447 $447 $447 $447 $447 $447 $447 $447 $447 $447 $5,364

Insurance $1,667 $1,667 $1,667 $1,667 $1,667 $1,667 $1,667 $1,667 $1,667 $1,667 $1,667 $1,667 $20,000

Other $3,886 $3,886 $3,886 $3,886 $3,886 $3,886 $3,886 $3,886 $3,886 $3,886 $3,886 $3,886 $46,632
OpEXx

Total $30,500 $32,300 $34,700 $35,200 $35,200 $36,200 $36,200 $36,200 $36,200 $36,200 $36,200 $36,200 $425,400
OpEx

EBITDA -$19,250 -$17,675 -$13,820 -$12,160 -$12,160 -$11,000 -$11,000 -$11,000 -$11,000 -$11,000 -$11,000 -$11,000 -$146,400



Depreciatiofi3,167 $3,167 $3,167 $3,167 $3,167 $3,167 $3,167 $3,167 $3,167 $3,167 $3,167 $3,167 $38,000

EBIT -$22,417 -$20,842 -$16,987 -$15,327 -$15,327 -$14,167 -$14,167 -$14,167 -$14,167 -$14,167 -$14,167 -$14,167 -$184,400

Interest  $1,354 $1,349 $1,344 $1,338 $1,333 $1,327 $1,322 $1,316 $1,311 $1,305 $1,299 $1,294 $15,900

Taxes $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
(25%)

Net -$23,771 -$22,191 -$18,331 -$16,665 -$16,660 -$15,494 -$15489 -$15,483 -$15,478 -$15,472 -$15,466 -$15,461 -$199,600
Income

Line M1 M2 M3 M4 M5 M6 M7 M8 M9 M10 M11 M12
Item

Beginning $350,000 $308,229 $286,038 $267,707 $251,042 $234,382 $218,888 $203,399 $187,916 $172,438 $156,966 $141,500
Cash

Cash $12,500 $16,250  $23,200 $25,600 $25,600 $28,000 $28,000  $28,000 $28,000 $28,000 $28,000  $28,000
In
(Revenue)

Cash $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
In
(Funding)

Total $12,500 $16,250  $23,200 $25,600 $25,600  $28,000 $28,000  $28,000 $28,000 $28,000  $28,000  $28,000
Cash
In

Cash $13,750  $17,875  $25,520 $28,160  $28,160  $30,800  $30,800  $30,800  $30,800  $30,800  $30,800  $30,800
Out
(COGS)

Cash $26,729  $29,134 = $31,534  $32,034  $32,034  $32,694  $32,694  $32,694 $32,694  $32,694 @ $32,694 $32,694
Out
(OpEX)

Cash $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
Out
(CapEx)

Cash $2,838 $2,838 $2,838 $2,838 $2,838 $2,838 $2,838 $2,838 $2,838 $2,838 $2,838 $2,838
Out
(Debt)

Cash $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
Out
(Taxes)

Total $43,317 $49,847 $59,892 $63,032 $63,032 $66,332  $66,332  $66,332 = $66,332  $66,332  $66,332  $66,332
Cash
Out

Net -$30,817  -$33,597 -$36,692 -$37,432 -$37,432 -$38,332 -$38,332 -$38,332 -$38,332 -$38,332 -$38,332 -$38,332
Cash
Flow

Ending $308,229 $286,038 $267,707 $251,042 $234,382 $218,888 $203,399 $187,916 $172,438 $156,966 $141,500 $126,034
Cash
Balance

Metric Y1l Y2 Ql Y Y2 Q3 Y2 Q4 Y3 Q1 Y3 Q2 Y3 Q3 Y3 Q4 Y3 Total
G-

Revenue $620,000 $262,500 $283352806 $303,876 $319,070 $335,024 $351,775 $369,364 $1,480,000



COGS $341,000 $144,375
Gross $279,000 $118,125
Profit
OpEXx $425,400 $95,000
EBITDA -$146,400  $23,125
Net -$199,600  $12,300
Income
Ending $126,034 $153,000
Cash

Metric

Monthly Fixed Costs

Variable Cost per Job

Price per Job

Contribution Margin per Job

Contribution Margin %

Break-Even Jobs per Month

Break-Even Revenue per Month

Expected Break-Even Month

Safety Margin

Metric Y1l

$1$1520473

$124,031

$92N000

$3%/68233

$19280800

$1923H)000

$167,132

$130,233

$87,500

$49,244

$36,300

$288,000

Value

$24,500

$1,760

$3,200

$1,440

45%

17.0

$54,400

Month 10

5.9%

Y2

$175,488

$136,744

$85,000

$58,582

$45,300

$349,000

$184,263

$143,582

$82,500

$68,261

$54,800

$418,000

Y3

$193,476 = $203,150 = $814,000

$150,761 = $158,299 = $166,214 = $666,000

$80,000 $77,500 $327,500

$78,299 $88,714 $338,500

$64,800 $75,300 $266,400

$495,000 = $580,000 = $580,000
Calculation

Salaries $16,200 + Rent $2,800 +
Software $447 + Insurance $1,667
+ Loan $2,838 + Utilities $350 +
Admin $698

Materials $1,120 + Labor $640

Average revenue

$3,200 - $1,760

$1,440/ $3,200

$24,500 / $1,440

17 jobs x $3,200

Projections show positive EBITDA
Month 10

(19.2 actual jobs - 17 break-even) /
19.2

Industry
Benchmark



Gross Margin %

Operating Margin %

Net Profit Margin %

Current Ratio

Quick Ratio

CAC Payback Period

LTV:CAC Ratio

Monthly Burn Rate

Runway (months)

45%

-23.4%

-32.2%

11

0.9

10.2 mo

4.2x

$16,633

7.6

48%

14.0%

14.0%

1.8

15

6.8 mo

5.1x

$0

N/A

49%

22.1%

18.0%

2.3

2.0

5.1 mo

6.3x

$0

N/A

40-50% (JLC 2022)

5-15% (IBISWorld)

5-12% (JLC)

1.5+ (healthy)

1.0+ (healthy)

6-18 mo (SaaS
Capital)

3x+ (healthy)

N/A

6+ (safe)



SECTION 10: RISK ANALYSIS

Top risks: 1) Labor shortage (Probability 4/5, Impact 5/5). Denver construction unemployment 2.1% (BLS), causing
30-day crew vacancies. 2) Aluminum price volatility (Prob 3/5, Impact 4/5). LME prices rose 22% in 2022, threatening
5% margin compression. 3) Weather disruption (Prob 4/5, Impact 3/5). Front Range hail storms cancel 15% of spring
installations (NOAA). 4) Economic downturn (Prob 3/5, Impact 4/5). 2020 recession caused 22% homeowner deferral

(Lo).

Mitigation: 1) Labor: Pay $28/hr (15% above $24.35 market), 10% referral bonus, 401(k) match at Year 2. 2) Materials:
Dual sourcing (USA Seamless + ABC Seamless), 30-day inventory buffer. 3) Weather: Offer ice dam removal
($499/job) in winter, 12% revenue diversification. 4) Economy: Emphasize $10,200 avg water damage cost (NAHB),
0% APR financing.

Risk

Labor shortage

Aluminum price
spike

Weather
disruption

Economic
downturn

OSHA violation

Supplier failure

Reputation
damage

Seasonal cash
crunch

Probability (1-5)

Impact (1-5)

Risk Score

20

12

12

12

10

10

Mitigation
Strategy

Pay 15% above
market wage;
10% referral
bonus

Dual sourcing;
30-day inventory
buffer

Winter ice dam
service
($499/job)

0% APR
financing;
emphasize ROI

OSHA
30-certified
supervisors; daily
checklists

Backup supplier
agreements

NPS tracking;
24-hr complaint
resolution

Pre-sell winter
maintenance
packages

Contingency
Plan

Use temporary
agencies at 20%
premium

Pass 50% cost to
customers via
price adjustment
clause

Reschedule
within 72 hrs; 5%
discount

Target
commercial
clients (less
cyclical)

$2M liability
insurance
coverage

Switch to ABC
Seamless within
48 hrs

Offer 100%
refund + $200
credit

Draw $50k line of
credit

Owner

COO

CEO

Operations

CEO

CoOo

CEO

Marketing

CFO



SECTION 11: IMPLEMENTATION TIMELINE

Year 1 priorities: Achieve 15 jobs/month by Month 6, positive cash flow by Month 10, and 4.5 Google stars by Month
12. Critical path: Google Ads scaling (Month 1-3), crew hiring (Month 1-4), and property manager contracts (Month

6-8). Dependencies: Marketing hires before Month 3, supplier credit line before Month 2.

Month Milestone Deliverables Resources Success Metric Owner
Needed
1 Launch 2 crews hired,; $5,500 5 jobs CEO
operations Google Ads live marketing; $65k completed
payroll
2 Optimize lead CAC < $300; SEMrush 8 jobs Marketing
flow close rate >60% analysis; sales completed
training
3 Reach 10 192 $9,700 10 jobs CEO
jobs/month leads/month; marketing; completed
4.0% close rate installer hire
4 Secure first 1 multi-family Proposal $1,200 recurring Sales
property contract contract signed templates; sales revenue
rep
5 Implement Membership Mailchimp setup; 15% Marketing
GutterGuard portal live $500 promo membership rate
Club budget
6 Achieve cash Positive EBITDA 15 jobs/month $56,000 monthly CFO
flow breakeven run rate revenue
7 Expand to Service area $2,500 licensing; 3 Boulder jobs COO
Boulder map updated crew training
8 Launch 3 property Sales rep; $3,600 Sales
commercial manager commercial commercial
division contracts pricing revenue
9 Implement drone 100% jobs use DJI Mavic 3; 41% callback Operations
assessments SmartFlow training reduction
10 Positive cash Ending cash > 38 jobs; $108k $12,000 net CFO
flow $150k revenue cash flow
11 4.5 Google stars 50+ reviews; 4.5 NPS system; 45% review Marketing
avg review requests capture rate
12 Year 1 review 194 jobs; $620k Financial close; 45% gross CEO

revenue

plan update

margin achieved



SECTION 12: APPENDIX

Supporting documents: Colorado DORA license #GG-2023-001, USA Seamless supplier agreement, SBA 7(a) term
sheet, 36-month financial model with 200+ assumptions. All market data sourced from IBISWorld 2023, U.S. Census
2022, JLC 2022, and NAHB 2022 reports. Assumptions validated against 3 competitor financials obtained via
Colorado SOS filings.
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