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PREMIUM GUIDE

Before You Begin
Gutter cleaning is usually strongest as a recurring exterior-service add-on rather 
than a stand-alone year-round business. The value comes from seasonal agreements, 
route density, photo documentation, and disciplined height-safety rules.

SCOPE RULE
This guide focuses on debris removal, downspout flushing, visible condition reporting, and 
recurring service. It does not treat roofing repair, structural inspection, wildlife removal, or code 
compliance as included work.

 Start with single-story homes and simple, repeatable scopes.☐

 Price for travel, setup, access, cleaning time, disposal, insurance, and profit.☐

 Sell spring/fall agreements instead of re-selling the same customer twice.☐

 Keep higher-risk access outside the offer until insurance, equipment, and training support it.☐

CHAPTER 1

The Business You Are Actually Building
This is a seasonal route business, not a ladder business.

The customer buys a clear, functioning drainage path and a documented result - not simply leaf removal.
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• Demand tends to cluster around leaf fall, spring debris, overflow complaints, rentals, and 
preventive maintenance.

• A one-off clean is useful for acquisition; a twice-yearly agreement is the recurring asset.

• The business improves when several nearby homes or portfolio properties can be serviced on one 
route.

• The strongest cross-sell is with window cleaning, pressure washing, roof/exterior service, or solar 
maintenance.

CHAPTER 2

Build the Offer in Layers

Starter scope
 Single-story gutter clearing☐

 Downspout flush where safely accessible☐

 Before/after photos☐

 Simple visible-condition notes☐

 Optional recurring spring/fall agreement☐

KEEP REPAIRS SEPARATE
Minor reseating, sealing, fascia work, roof repair, guard installation, and similar work may require 
separate pricing, licensing, insurance, or trade qualifications.

CHAPTER 3
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Equipment and Site Setup
Insurance and safe access come before equipment expansion.

Prepare the ladder, debris containers, hose, tarp, and access area before climbing so the job is not improvised from the rungs.

Core item Purpose

Appropriate extension ladder Access for the approved job height

Standoff / stabilizer where suitable Helps protect gutter and improve positioning

Buckets / debris containers Controlled removal

Gutter scoop / hand tools Manual clearing

Hose / flush tools Downspout check

Tarp / ground protection Keeps debris controlled

PPE Matched to site and work method
CHAPTER 4

Ladder and Height Safety
The major business risk is the fall exposure.
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 Use ground-based tools where they can do the work safely.☐

 Inspect ladders before use and remove damaged equipment from service.☐

 Set non-self-supporting ladders at a stable angle and on firm footing.☐

 Keep the area below clear of customers, children, pets, traffic, and trip hazards.☐

 For employees, follow applicable OSHA or state-plan requirements for ladders, walking-working ☐
surfaces, training, and fall protection.

 Decline work that exceeds your training, insurance, equipment, or site-control capability.☐

OSHA NOTE
OSHA has specific ladder and fall-protection rules for employers. Construction, maintenance, and 
other work can fall under different standards, so verify which rules apply to the actual activity.

CHAPTER 5

The Cleaning Workflow
A repeatable sequence reduces missed sections and callback risk.

 Confirm the agreed scope and access.☐

 Photograph obvious pre-existing damage or heavy blockage.☐

 Control the ground area before ladder placement.☐

 Remove debris without forcing it into downspouts.☐

 Flush downspouts when included and practical.☐

 Check for visible overflow points, loose sections, or blocked outlets without diagnosing structural ☐
causes.
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 Take after photos and leave the ground clean.☐

A clean handoff includes the gutter, downspout flow where included, and the ground area below.

CHAPTER 6

Pricing and Route Economics
The route matters as much as the roofline.

Price from
• Travel and parking

• Ladder setup / movement

• Linear footage and debris level

• Number of stories and access complexity
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• Downspout flushing

• Debris disposal

• Insurance / safety overhead

• Photo/report time

• Profit

ILLUSTRATIVE ONLY
The chart teaches the route principle. It is not a recommended rate card.

CHAPTER 7

Twice-Yearly Agreements
The agreement turns a seasonal job into a planned account.

Define in writing
 Spring and fall service windows☐

 Included rooflines / buildings☐

 Downspout flush scope☐

 Photo documentation☐

 Access requirements☐

 Weather reschedule policy☐

 Price and payment timing☐

 Additional debris / storm work☐
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 Repair and guard exclusions☐

CHAPTER 8

Residential, Landlord, and Portfolio Clients
Different buyers care about different outcomes.

Buyer Primary concern Best offer

Homeowner Overflow / avoiding ladder 
work

Single clean -> recurring plan

Older homeowner Safety / convenience Planned spring + fall service

Landlord Remote property condition Photo report + scheduled 
service

Property manager Multiple units / less 
coordination

Portfolio route + standard 
report

PORTFOLIO ADVANTAGE
Several properties under one client can change the economics because travel, sales, billing, and 
scheduling are consolidated.

CHAPTER 9

Photo Documentation and Condition Notes
The report builds trust without turning you into a roof inspector.

 Take an orientation photo and close-ups of notable conditions.☐

 Use neutral wording: 'visible,' 'appears,' 'loose,' 'missing,' 'not accessed.'☐

 Do not diagnose roof leaks, structural failure, or code violations unless qualified.☐

 Keep original photos according to a written retention policy.☐

 Separate repair recommendations from cleaning completion.☐

CHAPTER 10

Marketing and Referrals
The best lead is often already paying someone for exterior work.

• Roofers and gutter installers who do not want routine cleaning calls

• Property managers and landlords

• Window cleaning and pressure-washing clients
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• Solar maintenance clients

• Local neighborhood and community groups during seasonal demand

Simple message
 Before/after proof☐

 Spring + fall plan☐

 Photo report☐

 Single-story starter service☐

 No-pressure recurring reminder☐

CHAPTER 11

Scheduling and Seasonality
Do not mistake a busy October for a year-round market.

 Build spring and fall route blocks.☐

 Pre-book recurring clients before the season starts.☐

 Group neighborhoods and property portfolios.☐

 Use other exterior services to smooth off-season gaps.☐

 Track recurring agreements, not just completed jobs.☐

CHAPTER 12

Your First 90 Days

Validate the service before building equipment around it.
Days 1-30

 Verify local business requirements and insurance coverage for the intended height.☐
 Define the single-story starter scope.☐
 Create the service agreement and photo-report template.☐
 Build a small target list of homeowners, landlords, and referral partners.☐

Days 31-60
 Complete a few authorized pilot jobs.☐
 Track setup, cleaning, travel, and report time.☐
 Refine pricing and exclusions.☐
 Offer the first twice-yearly agreements.☐

Days 61-90
 Group recurring clients into routes.☐
 Approach one property manager or multi-unit owner.☐
 Cross-sell only services that share customers and equipment.☐
 Keep higher-risk access off the menu until insurance and controls are ready.☐
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CHAPTER 13

Workbook and Field Sheets
Use these pages on the route. The open space is intentional.

Job intake
Client:  ______________________________________________________________

Property:  ______________________________________________________________

Stories:  ______________________________________________________________

Gutter length / sections:  ______________________________________________________________

Access concerns:  ______________________________________________________________

Debris level:  ______________________________________________________________

Downspouts included:  ______________________________________________________________

Photo report:  ______________________________________________________________

Weather:  ______________________________________________________________

Price:  ______________________________________________________________

Recurring offer:  ______________________________________________________________

Completion sheet
Before photos:  ______________________________________________________________

Debris removed:  ______________________________________________________________

Downspouts flushed:  ______________________________________________________________

Visible loose / damaged sections:  ______________________________________________________________

Areas not accessed:  ______________________________________________________________

After photos:  ______________________________________________________________

Ground cleanup:  ______________________________________________________________

Client follow-up:  ______________________________________________________________

Next service date:  ______________________________________________________________
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CHAPTER 14

Sources & Annual Verification Checklist
Recheck requirements whenever you add a city, employee, height category, repair 
scope, or new access method.

• Internal source: VSG_Gutter_Cleaning_Business_Model_2026.docx.

• U.S. Small Business Administration - state and local licenses and permits.

• Occupational Safety and Health Administration - ladder safety resources.

• Occupational Safety and Health Administration - walking-working surfaces and fall-protection 
resources.

 State / local business licensing☐

 Sales-tax treatment☐

 General liability and vehicle coverage☐

 Height-work exclusions☐

 Employee ladder / fall requirements☐

 Local debris / disposal rules☐

 Repair / contractor licensing before expanding scope☐

 Current route, labor, equipment, and insurance costs☐

FINAL QUALITY RULE
The premium gutter-cleaning business is not the highest ladder. It is the safest recurring route you 
can deliver consistently and profitably.
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