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M A R K E T I N G  S E R V I C E S

Situation/Opportunity

Our Solution

Results
Crane recruited several hundred new 
contractors, which in turn helped them to double 
their projected sales goals for the year.

The strategy was simple, position WaterFall as a 
powerful new income stream for contractors and 
have them spec the product to the homeowner. 
To do this, we developed an integrated 
marketing communications plan using images 
of money imprinted in various types of debris 
(i.e. leaves, acorns, etc.) that commonly clog 
gutters.  A seasonal direct mail campaign, 
heavy in the early spring and fall, championed 
the marketing effort and was strategically 
supported by ads, collateral and an interactive 
web site.  All of which promoted the notion of an 
additional income generator for both roofing and 
remodeling contractors.

As one of its proprietary products, Crane 
Products Ltd. developed the WaterFall Gutter 
Guard System, which has a unique design 
that keeps gutters clear of leaves and debris. 
Our mission was to gain market share against 
competitor gutter guard systems by recruiting 
roofing and remodeling contractors to spec 
WaterFall to homeowners they install for.
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