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The founder's vision was in Tulf Shed's
eatly homemade TV commercials: One
day, it would be the only shed manufac-
turer s4ill standing.

Years of dynamiting and riding motor-
cycles over the thin-walled competition
1 later, Tuff Shaed's
signalureg TV
Ccommercials  on
nathonally syndi-
cated shows haive
lefit thedr mark.
| Thoughcompe-
. tition still exists;
Tff Shed is the undisputed industry leader
among storage-shed manufacturers,

Tuff Shed exploded any remaining
doubt in 2004 by sealing the deal to
acgiiiie Dallag-based Wood Master Ine.,
its leading rival. The acquisition was
seleciod as the deal of the vear inothe cat-
cgory of Basle Industries: by the Denver
Business journnl,

Tuff Shed was being more than growth-
minded when @ went shopping lor acdgiri-
gitions. The Wood Master deal was more
than just o bargain — it was a shrewd
move that eliminated & major retailer’s
negotiating tactic of playing one shed
supplier against the other.,

“Thiy were always telling us how good
Wood Master is,” CEO Tom Saurey said.

Apparently, Saurey agreed, and went
to work on negotiating the purchase that
closed in February 2004,

Saurey has overseen huge growth for his
company that moved its beadquarters (o
Denver in 1986, Not until 1991 did busi-
ness start accelerating, prowing from £5
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‘In Salt Lake, where |
had moved the company
[before arriving in 1986 to
stay in Denver], | told my
landlord that I'd make a
quarter-million dollars the
next year. He looked at me
like I was clean crazy.’

Tam Saurey
president

miillion in sales to many multiples of that
Fegune bast year,

Tuff Shed has been growing ar a com-
pounded 26 percent a year over the last
decade. Last year, the manufacturing and
retail business at a hrisk pace thanks
to pobast sales i ot markets like the bus-
thing Sacramento-Stockton, Calif., region.

Most of the success was driven inter-
nally; Tuff Shed's salespeople Improved
sales for the 2004 fiscal yvear by 530 mil-
lion, hining a goal of $131 million. Wood
Master’s contribution o the sales paal
i 520 milion.

Wood Master ook the lead In dealing
with Home Depot. Ithas been doing busi-
reess with the home improvement reétafler
sinee 1996 and was in 227 Home Depot
stomes when acquired. Tull Shed staned
selling its Jower-end Sundance series af
sheds and carports exclisively ar Home
Diepot locations in salect markets [n 2003,
Through the acquisition; the combined
company became Home Depot’s lorgesi

muker and installer of panelized garages,
seldling Tull Shed products in 800 Home

ots in 27 states, Tuff Shed also works
with 10 independont dealers.

“Wereseeing tremendous growth,” said
Phil Waorth, vice president af commu-
nications for Tull Shed, “We're building
everything from restaurants and coffes
shops to commercial storage facilities.™
The company also has construcied a
workout facility at the Pepsl Center for
the Denver Nuggeis,

In 2004, Tulf Shed also opened new fac-
tones in Pitisburgh; Helena, Mont.: Spo-
kane, Wash.; El Paso, Texas: and Chicago.

The beginning was humble. With a
pickup and the use of a friend's garage,
Saurcy began building his empire in
1981 In Rexburg, Idaho, There was no
encoungement fom his mother, who
pointed out that storage sheds could be
purchased from stores,

Encouragement wasn't necded, Saurey
had been inspired by the success he saw
Inn & local starmup, the D¥et Center. To his
credit, Snurey’s Tuff Shed story now rivals
that hugely successful franchise seller.
The two companies, however, bear little
resemblance, except for their orlgin in
Rexburg.

With “big dreams,” Saurey envisioned
his operation spreading across the coun-
iy, just like Diet Conter. But he had no
franchises in mind. DMet Center used
pther people’s money 1o gross A Diet
Center franchise was offered af S35 0040
in 2004, according to the Southern 1K-
nois University at Carbondale, Sauney
says he could have used more financial
backing for his ambitions, but he didn’t
command the respect among lenders
that he does roday.

']'h[l' shed's garly days were shaky,

"In Salt Lake, whene I had moved the
:lmlnpai!l:. [before arriving in 1966 1o stay
in Denver], T told my landlord that 1'd
ke o UATTEr- lll|.||l|_|-_l1 dollars the next
year, He looked at me Hke | was clean
crazy,” Saurey recalled. Looking at his

tenant appraisingly, the lndlord “won-
dored how | was going (o maike it. That
[amount] wouldn't pay the rent today,”
hi added.

But a lov has changed since the early
diys of working with the help of o fow
friends out of a garage. Profits from a
good year In 18980 were reinvested, and
Saurey bas been busily expanding cver
sloce. The year 1991 was pivoral for
the company that parayed its eamings
inio more success with improvements
10 its products, new accounting software
and the addition of a new product line
—= RATOECS,

It hasn'thurt that the company received
national attenthon with its commercials
that show Saurey and others destroving
poody crafted tin sheds made by com-
petitors.

EmstandYoungtooknotice and named
him Young Rocky Mountain Entrepre-
newral the Year for 2004,

Tuff Shed reaped plenty of press from a
Mederland man's widely publickzed effort
10 keep his dead grandfather’s remains
in cryogenic safekeeping. The man's tin
shied was pmnt-::-lupplinsin wind gusts.
Tulf Shed was called, and grandpa and
shed were made mmorial

Mow. they are the stulf of documenta-
ries and an annual festival,

Tuff shed has worked hard for its solid
reputation.

According to company documents, Tall
Shed thoroughly tests its line of products.
Thie company claims to have developed a
superior standard of manufacturing and
insiallntion,

Design feapups that includg, galvanized
steel Mooring and special fasteners as well
ns materials used for residential constrie-
i grive the Tulf Shed producesan advan
fupe over other types of put-bulldings.
That’s why the competition crumples in
the lopg-running commercials,

“Bottom line is that we take cusiome
saitisfaction very seriously,” Warth said.

"We have a seven-yvear materials and

nmmmmmm avariety of
markets including defeere and aerspace.

Reswenuaess rone 53 pencent to $62. 7 million for 12
maniths ended in December 2004, Results include
mmmu{mnﬁuw

Mw lncated in
Dordrecht, the

6
:ﬂuhﬂ:ﬂnﬂhmm 5
Premotec mke el peecision slectrk moior.
Enharoad domessic and offshore sales and

mnmmmn

wnrltnmn«hIp jvarmnty on our premier
series of bufldings and a rw-l. @[T War-
ranty on our siandance series.” The com-
HEDETES ATE bhacked |1'!.' manulfaciurers'
WOTTANIeES,

In typical company style, oven the
product backing is tough to beat.
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