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Safe Harbor Statement

Certain information set forth herein includes statements that express our opinions, expectations, beliefs, plans,
objectives, assumptions or projections regarding future events or future results and, therefore, are, or may be deemed
to be, “forward-looking statements.” These forward-looking statements can generally be identified by the use of
forward-looking terminology, including the terms “believes,” “estimates,” “anticipates,” “expects,” “seeks,” “projects,
“plans,” “may,” “will” or “should” or, in each case, their negative or other variations or comparable terminology. These
forward-looking statements include all matters that are not historical facts. They include statements regarding our
intentions, beliefs or current expectations concerning, among other things, our results of operations, financial

condition, liquidity, prospects, growth, competition, strategies and the industry in which we operate. By their nature,
forward-looking statements involve risks and uncertainties because they relate to events and depend on circumstances
that may or may not occur in the future. We believe that these risks and uncertainties include, but are not limited to,
those described in Item 1A “Risk Factors.” Those factors should not be construed as exhaustive and should be read with
the other cautionary statements in Item 1A “Risk Factors.” Although we base these forward-looking statements on
assumptions that we believe are reasonable when made, we caution you that forward-looking statements are not
guarantees of future performance and that our actual results of operations, financial condition and liquidity and the
development of the industries in which we operate may differ materially from those made in or suggested by the
forward-looking statements contained herein. In addition, even if our results of operations, financial condition and
liquidity and the development of the industries in which we operate are consistent with the forward-looking statements
contained in this document, those results or developments may not be indicative of results or developments in
subsequent periods. Given these risks and uncertainties, you are cautioned not to place undue reliance on these
forward-looking statements. Any forward-looking statements that we make herein speak only as of the date of those
statements, and we undertake no obligation to update those statements or to publicly announce the results of any
revisions to any of those statements to reflect future events or developments. Comparisons of results for current and
any prior periods are not intended to express any future trends or indications of future performance, unless expressed

as such, and should only be viewed as historical data.
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Item 1.Business

The Company

Gibraltar Industries, Inc. (the "Company") is a leading manufacturer and distributor of building products for industrial,
transportation infrastructure, residential housing, renewable energy and resource conservation markets. Our business
strategy focuses on significantly elevating and accelerating the growth and financial returns of the Company. We
strive to deliver best-in-class, sustainable value creation for our shareholders for the long-term. We believe this can be
achieved from a transformational change in the Company’s portfolio and its financial results. Our business strategy has
four key elements, or "pillars,” which are: operational excellence, product innovation, portfolio management, and
acquisitions as a strategic accelerator.

Operational excellence is our first pillar in this strategy. 80/20 simplification ("80/20") is a core part of the operational
excellence pillar and is based on the analysis that 25% of the customers typically generate 89% of the revenue in a
business, and 150% of the profitability. Through the application of data analysis generated by 80/20 practice, we are
focusing on our largest and best opportunities (the “80”") and eliminating complexity associated with less profitable
opportunities (the “20”) in order to generate more earnings year over year, at a higher rate of return with a more efficient
use of capital.

We have recently completed the second year of our multi-year simplification initiative. Since initiation of 80/20 in
2015, we have achieved nearly 250 basis points of operating margin improvement from 80/20 simplification
initiatives and exceeded our initial five-year target ending 2019 of $25 million of pre-tax savings. We currently sit at
the start of the "middle innings" of this 80/20 initiative, which means that there is both more work and more
opportunity ahead. We are targeting greater structural changes affecting the balance sheet. We are just starting the
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follow-on management tools of in-lining our manufacturing processes linked with market-rate-of-demand
replenishment tools. These follow-on tools are focused on process manufacturing the highest-volume products for our
largest customers, and on a much higher level of capacity utilization. We expect these methods will yield additional
benefits including lower manufacturing costs, lower inventories and fixed assets, and an even higher level of service
to customers. Additionally, we will being focusing on driving top line growth with new and innovative products. Our
initiatives will be tailored toward reallocating sales and marketing talent to target specific end user groups in order to
better understand their needs and the various market opportunities that may be available. This effort is expected to
produce ideas and opportunities that generate profitable growth.
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Product innovation is our second strategic pillar. Innovation is centered on the allocation of new and existing
resources to opportunities that drive sustainable returns. We are focused on those products and technologies that have
relevance to the end-user and can be differentiated from our competition. Our focus on innovation is centered on four
markets: postal and parcel products, residential air management, infrastructure and renewable energy. These
respective markets are expected to grow based on demand for: centralized mail and parcel delivery systems; zero
carbon footprint homes; the need for repairs to elevated bridges that are deficient or functionally obsolete; and energy
sources not dependent on fossil fuels.

The third pillar of our strategy is portfolio management, which is a natural adjunct to the 80/20 initiative. Using the
80/20 process, we conduct strategic reviews of our customers and end markets, and allocate leadership time, capital
and resources to the highest-potential platforms and businesses. Following the sale of our European industrial
manufacturing business to a third party in April 2016, we next decided in December 2016 to exit our small European
residential solar racking business and U.S. bar grating product line, which are proceeding as planned. These portfolio
changes have helped contribute to the Company's realization of a higher rate of return on invested capital in 2016. We
have now acted on all near-term portfolio assessments and expect no additional changes in 2017 while we continue to
position our resources on more attractive projects and markets.

The fourth pillar of our strategy is acquisitions. We are focused on making strategic acquisitions in five key markets,
four of which are served by existing platforms within the Company. The existing platforms include the same areas in
which we are targeting the development of innovative products: postal and parcel solutions, infrastructure, residential
air management and renewable energy. The remaining new platform is water management and conservation. These
platforms are all large markets in which the underlying trends for customer convenience and safety, energy-savings
and resource conservation are of increasing importance and are expected to drive long-term demand. We believe these
markets also offer the opportunity for higher returns on our investments than those we have generated in the past. The
acquisitions of Rough Brothers Manufacturing, Inc., RBI Solar, Inc., and affiliates, collectively known as "RBI" in
June 2015 and more recently, Nexus Corporation ("Nexus") in October 2016, were the direct result of this fourth pillar
strategy.

The Company serves customers primarily throughout North America and, to a lesser extent, Asia. Our customers
include major home improvement retailers, wholesalers, industrial distributors, contractors, solar developers and
institutional and commercial growers of plants. As of December 31, 2016, we operated 44 facilities in 17 states,
Canada, China, and Japan giving us a base of operations to provide customer support, delivery, service and quality to
a number of regional and national customers and providing us with manufacturing and distribution efficiencies in
North America, as well as a presence in the Asian markets.

The Company operates and reports its results in the following three reporting segments, entitled:
Residential Products;

dndustrial and Infrastructure Products; and

Renewable Energy and Conservation.

Our Residential Products segment services new residential housing construction and residential repair and remodeling
activity with products including roof and foundation ventilation products, mail and package storage products, rain
dispersion products and roof ventilation accessories. This segment's products are sold through major retail home
centers, building material wholesalers, buying groups, roofing distributors, and residential contractors.

Our Industrial and Infrastructure Products segment focuses on a variety of markets including industrial and
commercial construction, highway and bridge construction, automotive, airports and energy and power generation
markets with products including perimeter security, expanded and perforated metal, plank grating, as well as,
expansion joints and structural bearings for roadways and bridges. This segment sells its products through steel
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fabricators and distributors, commercial and transportation contractors, and original equipment manufacturers.

Our Renewable Energy and Conservation segment focuses on the design, engineering, manufacturing and installation
of solar racking systems and commercial, institutional, and retail greenhouse structures. This segment's services and
products are provided directly to developers, select distribution channels, and end users/owners.
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The following table sets forth the primary products, applications, and end markets for each segment:

Residential Products Segment

Product Applications End Market

Roof and foundation ventilation Ventilation and whole-house air

products flow

Postal and parcel storage (single and  Secure storage for mail and Residential: new construction and repair
cluster) package deliveries and remodeling

Rain dispersion, trims and flashings,
other accessories
Industrial and Infrastructure Products Segment

Water protection; sun protection

Product Applications End Market
. Perimeter security barriers; walkways Industrial and commercial
Fabricated expanded metal and L . . .
/ catwalks; filtration; architectural construction, automotive, energy and
perforated metal products .
facades power generation

Structural bearings, expansion joints  Preserve functionality under varying

and pavement sealant for bridges and weight, wind, heat and seismic Bridge and elevated highway

construction, airport pavements

roadways conditions
Renewable Energy and Conservation Segment
Product Applications End Users
Solar racking systems: Ground mounts; roof )
. £y . Solar developers; power companies; solar energy EPC

design, manufacture and mounts; canopies for
. . contractors
installation carports

. Retail, commercial, Retail garden centers; conservatories and botanical
Greenhouses: design, S . . .

. . institutional and gardens; commercial growers; public and private
manufacture and installation . .

conservatories agricultural research; car washes

We believe our operating segments have established reputations as industry leaders with respect to quality, service and
innovation and have achieved strong competitive positions in our markets. We attribute their competitive standing in
the markets primarily to the following strengths:

Leading market share. We have a leading market position in many of the products and services we offer, and we
estimate that a majority of our net sales for the year ended December 31, 2016 were derived from the sale of products
in which we had one of the leading U.S. market shares. We believe we have leading market shares in five distinct
product families: roof-related ventilation; postal and parcel storage; structural bearings and expansion joints for
bridges and other structures; institutional and retail greenhouses; and fixed-tilt ground mount racking for photovoltaic
solar systems.

Provider of value-added products and services. We increasingly focus on providing innovative value-added products
and services, such as mail and package storage solutions, expansion joints and structural bearings for roadways and
bridges, ventilation products, solar racking systems, and greenhouses which can solve end customer needs while also
helping to improve our margins and profitability. Our products use complex and demanding production and treatment
processes that require advanced production equipment, sophisticated technology and exacting quality control
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measures, along with specialized
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design and engineering skills. We also focus our acquisition strategy on manufacturers offering engineered products
and services in key growth markets.

Commitment to quality. We place great importance on providing our customers with high quality products for use in
critical construction applications. We carefully select our raw material vendors and use inspection and analyses to
maintain our quality standards so our products meet critical customer specifications. To meet customer specifications,
we use documented procedures utilizing statistical process control systems linked directly to processing equipment to
monitor many stages of production. A number of our facilities’ quality systems are registered under ISO 9001, an
internationally recognized set of quality-assurance standards, and other industry standards.

Strong liquidity profile. We strive to manage our cash resources to ensure we have sufficient liquidity to support the
seasonality of our businesses, potential downturns in economic activity, and to fund growth initiatives. During the
year ended December 31, 2016, we purchased Nexus for approximately $25 million funded by our cash on hand. Our
liquidity as of December 31, 2016 was $457 million, including $170 million of cash and $287 million of availability
under our revolving credit facility. We believe that our current low leverage and ample liquidity allow us to
successfully manage our business, meet the demands of our customers, weather the cyclicality of certain end markets
and take advantage of growth opportunities.

History of growth through acquisitions. Over the last decade, we also have grown through acquisitions, such as Nexus
(greenhouses), RBI, (solar racking systems and greenhouses), D.S. Brown (expansion joints and bearing for roads and
bridges), and Florence Manufacturing (mail storage), to help augment and diversify our products and customers while
growing our net sales and earnings, and improving our operating characteristics. One of the key pillars of our
Company's value-generating strategy is to use acquisitions as a strategic accelerator to drive a transformational change
in our portfolio and its financial results.

Recent developments

On February 6, 2017, the Company completed the sale of substantially all of its U.S. bar grating product line assets to
a third party. The Company had previously announced, on December 2, 2016, its intentions to exit its U.S. bar grating
product line as part of its portfolio management initiative. These assets were a part of our Industrial and Infrastructure
Products segment.

On December 2, 2016, the Company announced its decision to exit its European residential solar racking business and
U.S. bar grating product line as part of its portfolio management and 80/20 strategic initiatives. These businesses
contributed a combined $75 million in revenue and pre-tax operating losses of $6 million in 2016. This action will
include the sale and closing of 5 facilities in early 2017.

On October 11, 2016, the Company acquired all of the outstanding stock of Nexus for approximately $25 million
subject to a working capital adjustment and certain other adjustments provided for in the stock purchase agreement.
The acquisition was financed through cash on hand. Nexus is a leading provider of commercial-scale greenhouses to
customers in the United States and is expected to generate revenues of $30 million in its fiscal year ending December
31, 2016. The results of operations of Nexus have been included within the Renewable Energy and Conservation
segment of the Company's consolidated financial statements from the date of acquisition.

On April 15, 2016, the Company sold its European industrial manufacturing business to a third party for net of cash
proceeds of $8.3 million. This business, which supplied expanded metal products for filtration and other applications,
contributed $36 million in revenue to the Company's Industrial & Infrastructure Products segment in 2015 and had
nearly break-even operating results. The divestiture of this business is in alignment with the Company's portfolio
management assessments.

On June 9, 2015, the Company acquired RBI for $148 million. RBI has established itself during the past seven years

among North America’s fastest-growing providers of solar racking solutions and is also one of the largest
manufacturers of commercial greenhouses in the United States. RBI is a full service provider that engineers,
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manufactures and installs solar racking systems for solar developers and power companies. In addition, RBI designs,
manufactures and erects greenhouses for commercial, institutional and retail customers. The acquisition of RBI has
enabled the Company to leverage its expertise in structural metals manufacturing, materials sourcing and logistics to
help meet the fast-growing global demand for solar racking solutions. The results of RBI have been included in the
Company’s consolidated financial results since the date of the acquisition. The acquisition was financed through cash
on hand and short-term borrowings under our revolving credit facility.

Structured succession plan. In November 2016, the Company announced the planned retirement of Chief Financial
Officer ("CFO"), Kenneth Smith, in early 2017. As part of a succession plan, the Company has used an outside search
firm to identify

6
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potential internal and external candidates to fill the CFO role. The plan calls for the completion of the search process
to conclude in early 2017. Mr. Smith will remain with the Company in order to facilitate a smooth transition prior to
his retirement. Mr. Smith joined the Company in March 2008.

Experienced Management Team. Our executive management team is composed of talented and experienced managers
possessing broad experience in operational excellence, new product development, and driving profitable growth
gained over multiple business cycles. We made other senior leadership changes in 2016. Cherri Syvrud was hired and
appointed successor to Paul Murray as Senior Vice President of Human Resources and Organizational Development
in April 2016 in concert with the announcement of Mr. Murray’s planned retirement in early 2017. Other developments
include the hiring of John Neil in the newly created position as Vice President of Strategic Operations and the hiring
of John Mehltretter as successor to David McCartney as Vice President of Information Services upon announcement
of Mr. McCartney’s retirement in early 2017, along with the promotion of William Vietas as successor to Richard
Reilly as Group President of Renewable Energy and Conservation upon announcement of Mr. Reilly's retirement in
early 2017.

Economic Trends

End markets served by our business are subject to economic conditions which include but are not limited to interest
rates, exchange rates, commodity costs, demand for residential construction, demand for repair and remodeling,
government funding, tax policies and incentives, the level of industrial construction and transportation infrastructure
projects, and demand for renewable energy sources.

During 2016 and 2015, residential construction markets continued to steadily and slowly improve with U.S. new
housing starts reaching 1.2 million in 2016. Residential repair and remodel activity also continued to improve over the
past two years, along with a slight increase in re-roofing activity, which correlates to demand for our roof-related
products.

In our Industrial and Infrastructure Products segment, sales declined for 2016 by 22%. The divestiture of our
European industrial manufacturing business contributed to 7% of the decrease. The remaining decrease was primarily
due to volume declines in our industrial products sold to the energy-related sector resulting from lower oil and gas
prices as compared to 2015. Demand for our infrastructure products also declined as compared to 2015. While a new
infrastructure bill was passed in December 2015 authorizing U.S. federal funding for five years, the FAST Act, the
matching state funding required to obtain the federal funds was not available in key states we serve. We expect that
enacted changes in legislation in many of these key states will provide funds that will support projects beginning in
the latter part of 2017 which should positively impact future demand for products sold by this segment.

Demand for solar racking systems increased over the past year as end users continue to look for renewable energy
sources that are not dependent on fossil fuels. In late 2015, U.S. legislation extending the Solar Investment Tax Credit
was signed into law extending the credit beyond 2016 for both residential and commercial projects which is expected
to stimulate continuing demand for solar racking systems. Demand for greenhouses was relatively stable in 2016;
however, we expect demand to increase in 2017 for locally grown produce as well as public and private horticultural
research.

Commodity prices for materials such as steel and aluminum began to rise towards the end of the year. These
fluctuations impact the cost of raw materials we purchase and the pricing we offer to our customers.

Products

Residential Products

The Residential Products segment is primarily a manufacturer of metal and resin-based products used in residential
new construction and for home repair and remodeling. This segment operates 12 manufacturing facilities throughout
the United States giving it a base of operations to provide manufacturing capability of high quality products, customer
service, delivery and technical support to a broad network of regional and national customers across North America.
We manufacture an extensive variety of products that are sold through a number of sales channels including major
retail home centers, building material wholesalers, buying groups, roofing distributors, and residential contractors.
Our product offerings include a full line of: roof and foundation ventilation products and accessories, including solar
powered units; postal and parcel storage products, including single mailboxes, cluster boxes for multi-unit housing

12
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and package locker systems; roof edging and flashing; soffits and trim; drywall corner bead; metal roofing and
accessories; rain dispersion products, including gutters and accessories; and exterior retractable awnings. Each of
these product offerings can be sold separately or as part of a system solution.

7

13



Edgar Filing: GIBRALTAR INDUSTRIES, INC. - Form 10-K

Within our Residential Products businesses, we are constantly striving to improve our product/solution offerings by
introducing new products, enhancing existing products, adapting to building code and regulatory changes, and
providing new and innovative solutions to homeowners and contractors. New products introduced in recent years
include adhesive roofing applications, electronic parcel lockers, roof top safety kits, chimney caps, heat trace coils and
exterior, remote-controlled deck awnings for sun protection, and solar-powered ventilation products. Our electronic
parcel lockers provide residents in multifamily communities a secure receptacle to handle both package deliveries and
receipt of other delivered goods. Our ventilation and roof flashing products provide protection and extend the life of
structures while providing for a safer, healthier environment for residents. Our cluster box mail delivery products
provide delivery cost savings to the postal service while offering secure storage for delivered mail and packages. Our
building products are manufactured primarily from galvanized and painted steel, anodized and painted aluminum, and
various resins.

Within our manufacturing facilities, we leverage significant production capabilities which allow us to process a wide
range of metals and plastics for our residential products. Most of our production is completed using automatic roll
forming machines, stamping presses, welding, paint lines, and injection molding equipment. We maintain our
equipment with a thorough preventive maintenance program allowing us to meet the demanding quality and delivery
requirements of our customers. In some cases, the Company sources some products from third-party vendors to
optimize cost and quality in order to provide the very best and affordable solution for our customers.

Industrial and Infrastructure Products

The Industrial and Infrastructure Products segment is primarily, but not exclusively, a manufacturer and distributor of
fabricated metal products used in a variety of end markets such as industrial and commercial construction, highway
and bridge construction, automotive and power generation. We operate 13 manufacturing facilities and 4 distribution
centers throughout the United States and Canada giving us a base of operations to provide customer support, delivery,
service, and quality to a number of regional and national customers, and providing us with manufacturing and
distribution efficiencies in North America.

We manufacture an extensive variety of products that are sold through a number of sales channels including steel
fabricators and distributors, as well as, commercial and transportation contractors.

Our product offerings include a full line of: expanded and perforated metal and plank grating used in walkways,
catwalks, architectural facades, perimeter security barriers, shelving, and other applications where both visibility and
security are necessary; fiberglass grating used in areas where high strength, light weight, low maintenance, corrosion
resistance and non conductivity are required; and expansion joint systems, bearing assemblies, and pavement sealing
systems used in bridges, elevated highways, airport runways, and rail crossings.

We strive to improve our offerings of industrial and infrastructure products by introducing new products, enhancing
existing products, adjusting product specifications to respond to commercial building code and regulatory changes,
and providing additional solutions to original equipment manufacturers and contractors. New products introduced in
recent years include customized perforated and expanded metal to penetrate a range of new markets such as
architectural facades for buildings (museums, sports stadiums and retail outlets) and perimeter security barriers for
protecting critical infrastructure. In addition, we have extended our transportation infrastructure products into new
markets. For example, long-lasting pavement sealants for roadways are now being installed on airport runways,
structural bearings for elevated highways and bridges have been installed on an offshore oil production platform, and
corrosion-protection products for cable-suspension bridges are now marketed and sold internationally.

Our production capabilities allow us to process a wide range of metals necessary for manufacturing industrial
products. Most of our production is completed using computer numerical control ("CNC") machines, shears, slitters,
press brakes, milling, welding, and numerous automated assembly machines. We maintain our equipment with a
thorough preventive maintenance program, including in-house tool and die shops, allowing us to meet the demanding
service requirements of many of our customers.

Renewable Energy and Conservation

The Renewable Energy and Conservation segment is primarily a designer and manufacturer of fully-engineered
solutions for solar mounting systems and greenhouse structures. Our solar racking and greenhouse businesses employ
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a fully integrated approach with in-house engineering and design, fabrication, and installation capabilities. We have 7
manufacturing facilities and 2 distribution centers and operate in the United States, China and Japan.
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An integral part of each customer project is the fabrication of specifically designed metal structures for
highly-engineered applications including: racking for ground-mounted solar arrays; racking for solar installations on
rooftops of carports; as well as commercial-scale greenhouses and canopies. Both the solar racking and greenhouse
projects involve holding glass and plastic to metal and use the same raw materials including steel and aluminum. Most
of our production is completed using CNC machines, roll forming machines, laser cutters and other fabrication tools.
The structural metal components are designed, fabricated and installed in accordance with applicable structural steel
and aluminum guidelines.

We strive to improve our offerings of products by introducing new products, enhancing existing products, adjusting
product specifications to respond to commercial building codes and regulatory changes, and providing solutions to
contractors and end users. New products introduced in recent years include metal framed canopy structures for car
washes and pool enclosures, and solar racking systems for carports and canopies. Our car washes and canopy
structures serve a market preference for light- transparent structures. Solar racking systems for carports serve as
protection for cars from the effects of the sun and intense heat while providing a renewable energy resource. Similarly,
solar racking systems installed on idle land, such as solid waste landfills, converts such land into a useful property by
providing power generating capabilities.

Engineering and Technical Services

Our businesses employ engineers and other technical personnel to perform a variety of key tasks. These personnel
staff fully-equipped, modern laboratories to support our operations. These laboratories enable us to verify, analyze,
and document the physical, chemical, metallurgical, and mechanical properties of our raw materials and products. In
addition, our engineering staff employs a range of drafting software to design highly specialized and technically
precise products. In our Renewable Energy and Conservation segment, drawings are designed, signed and sealed by
licensed engineers. Technical service personnel also work in conjunction with our sales force to determine the types of
products and services that suit the particular needs of our customers.

Suppliers and Raw Materials

Our business is required to maintain sufficient quantities of raw material inventory in order to accommodate our
customers’ short lead times. Accordingly, we plan our purchases to maintain raw materials at sufficient levels to satisfy
the anticipated needs of our customers. We have implemented enterprise resource planning systems to better manage
our inventory, forecast customer orders, enable efficient supply chain management, and allow for more timely
counter-measures to changing customer demand and market conditions.

The primary raw materials we purchase are flat-rolled and plate steel, aluminum, and resins. We purchase flat-rolled
and plate steel and aluminum at regular intervals on an as-needed basis, primarily from the major North American
mills, as well as, a limited amount from domestic service centers and foreign steel importers. Substantially all of our
resins are purchased from domestic vendors, primarily through distributors, with a small amount direct from
manufacturers. Supply has historically been adequate from these sources to fulfill our needs. Because of our strategy
to develop longstanding relationships in our supply chain, we have been able to adjust our deliveries of raw materials
to match our required inventory positions to support our on-time deliveries to customers while allowing us to manage
our investment in inventory and working capital.

The cost of our raw material purchases of steel, aluminum, and resins is significantly linked to commodity markets.
The markets for commodities are highly cyclical and the costs of purchasing these raw materials can be volatile due to
a number of factors including general economic conditions, domestic and worldwide demand, labor costs,
competition, import duties, tariffs, and currency exchange rates. Changes in commodity costs not only impact the cost
of our raw materials but also influence the prices we offer our customers. We have largely managed fluctuations in the
market by maintaining lean inventory levels and increasing the efficiency of our manufacturing processes. However,
in limited situations, where we have fixed price contracts to supply goods covering multiple quarters, we have used
hedge contracts to mitigate the risk of changes in commodity costs.

We purchase natural gas and electricity from suppliers in proximity to our operations.

Even though we have long-term relationships with our suppliers, we have no long-term contractual commitments.
Management continually examines and improves our purchasing practices across our geographically dispersed
facilities in order to streamline purchasing across similar commodities.
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Intellectual Property

We actively protect our proprietary rights by the use of trademark, copyright, and patent registrations. While we do
not believe that any individual item of our intellectual property is material, we believe our trademarks, copyrights, and
patents provide us with a competitive advantage when marketing our products to customers. We also believe our
brands are well recognized in the markets we serve and we believe they stand for high-quality manufactured goods at
a competitive price. These trademarks, copyrights, and patent registrations allow us to help maintain product
leadership positions for the goods we offer.

Sales and Marketing

Our products and services are sold primarily by channel partners who are called on by our sales personnel and outside
sales representatives located throughout the United States, Canada and Asia. We have organized sales teams to focus
on specific customers and national accounts through which we provide enhanced supply solutions and improve our
ability to increase the number of products that we sell. Our sales staff works with certain retail customers to optimize
shelf space for our products which is expected to increase sales at these locations. Our sales regularly involve
competitive bidding processes, and our reputation for meeting delivery time lines and strict specifications make us a
preferred provider for many customers.

We focus on providing our customers with industry leading customer service. Our business units generate numerous
publications, catalogs, and other printed materials to facilitate the ordering process. In addition, we provide our retail
customers with point-of-sale marketing aids to encourage consumer spending on our products in their stores.
Continual communication with our customers allows us to understand their concerns and provides us with the
opportunity to identify solutions that will meet their needs. We are able to meet our customers’ demand requirements
due to our efficient manufacturing processes and extensive distribution network.

Customers and Distribution

Our customers are located primarily throughout North America and, to a lesser extent, Asia.

Our Residential Products segment operates principally in the North American residential new construction and repair
and remodeling markets. A majority of our products are sold through sales channels to include home improvement
retailers, building product distributors, residential contractors, and postal services distributors and providers.

Our Industrial and Infrastructure Products segment serves a variety of commercial construction markets; bridge and
highway construction markets; and a variety of industrial markets. Discrete and process manufacturers, transportation
contractors, and power generating utilities are major customers in our Industrial and Infrastructure Products segment.
Our Renewable Energy and Conservation segment primarily contracts with solar owners and developers, retail garden
centers, conservatories and botanical gardens, commercial growers, and schools and universities.

One customer, a home improvement retailer which purchases from both the Residential Products segment and
Renewable Energy and Conservation segment, represented 11% of our consolidated net sales for both 2016 and 2015,
and 12% for 2014. No other customer in any segment accounted for more than 10% of our consolidated net sales.
Our products are distributed to our customers using common carriers and our own fleet of trucks. We maintain
distribution centers that complement our manufacturing plants from which we ship products and ensure on-time
delivery while maintaining efficiency within our distribution process.

Backlog

While the majority of our products have short lead time order cycles, we have aggregated approximately $116 million
of backlog at December 31, 2016. The backlog primarily relates to certain business units in our Industrial and
Infrastructure Products and our Renewable Energy and Conservation segments. We believe that the majority of our
backlog will be shipped, completed and installed during 2017.

Competition

The Company operates in highly competitive markets. We compete against several competitors in all three of our
segments with different competitors in each major product category. A few of our competitors may be larger, have
greater financial resources, or have less financial leverage than we do. As a result, these competitors may be better
positioned to respond to any downward pricing pressure or other adverse economic or industry conditions or to
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identify and acquire companies or product lines compatible with their business.
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We compete with competitors based on the range of products offered, quality, price, and delivery, as well as, serving
as a full service provider for project management in certain segments. Although some of our competitors are large
companies, the majority are small to medium-sized and do not offer the large range of building products that we offer.
The prices paid for raw materials used in our operations, primarily steel, aluminum, and resins, are volatile due to a
number of factors beyond our control, including but not limited to demand, supply shortages, general industry and
economic conditions, labor costs, import duties, tariffs, and currency exchange rates. Although we have strategies to
help mitigate the volatility in raw material costs, such as reducing inventory levels, our competitors who choose not to
maintain inventories as large as ours may be better able to mitigate the effects of this volatility and, thereby, compete
effectively against us on product price.

We believe our broad range of products, high quality, and sustained ability to meet exacting customer delivery
requirements gives us a competitive advantage over many of our competitors.

Employees

At December 31, 2016 and 2015, we employed 2,311 and 2,628 employees, respectively. We also employ a number
of temporary employees to address peaks in staffing requirements. Approximately 11% of our workforce was
represented by unions through various collective bargaining agreements ("CBAs") as of December 31, 2016. Three of
the Company's six CBAs expired and were successfully renegotiated in 2016. None of our CBAs expire until April 30,
2018. We historically have had good relationships with our unions and we expect future negotiations with our unions
to result in contracts that provide benefits that are consistent with those provided in our current agreements.
Seasonality

Our net sales and income are generally lower in the first and fourth quarters compared to the second and third quarters
primarily due to the seasonality of construction activity. Our sales volume is driven by residential new build and
renovation and other industrial construction activities which typically peak during warmer weather and decline due to
inclement weather in the winter months. Operating margins are impacted by this seasonality because our operating
costs have fixed cost components.

Governmental Regulation

Our manufacturing facilities and distribution centers are subject to many federal, state, and local requirements relating
to the protection of the environment. Our production processes use some environmentally sensitive materials. For
example, we lubricate our machines with oil and use oil baths to treat some of our products. While we cannot
guarantee that we will not incur material expenses to comply with environmental requirements, we believe that we
operate our business in material compliance with all environmental laws and regulations, do not anticipate any
material expenditures to continue to meet environmental requirements, and do not believe that future compliance with
such laws and regulations will have a material adverse effect on our financial condition or results of operations.
However, we could incur operating costs or capital expenditures in complying with new or more stringent
environmental requirements in the future or with current requirements if they are applied to our facilities in a way we
do not anticipate. In addition, new or more stringent regulation of our energy suppliers could cause them to increase
the price of energy.

Our operations are also governed by many other laws and regulations covering our labor relationships, the import and
export of goods, the zoning of our facilities, taxes, our general business practices, and other matters. We believe that
we are in material compliance with these laws and regulations and do not believe that future compliance with such
laws and regulations will have a material adverse effect on our financial condition or results of operations.

Internet Information

Copies of the Company’s Proxy Statements or Schedule 14A filed pursuant to Section 14 of the Securities Exchange
Act of 1934 and Annual Reports on Form 10-K, Quarterly Reports on Form 10-Q, Current Reports on Form 8-K, and
amendments to those reports filed or furnished pursuant to Section 13(a) or 15(d) of the Securities Exchange Act of
1934 are available free of charge through the Company’s website (www.gibraltarl.com) as soon as reasonably
practicable after the Company electronically files the material with, or furnishes it to, the Securities and Exchange
Commission.

Item 1A.Risk Factors
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Future results and the market price for the Company's common shares are subject to numerous risks, many which are
driven by factors that cannot be controlled or predicted. The following discussion, as well as, other sections of this

Annual Report on Form 10-K, including “Part II, Item 7, Management’s Discussion and Analysis of Financial Condition
and Results of

11
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Operations,” describe certain business and other risks affecting the Company. Consideration should be given to the risk
factors described below as well as those in the Safe Harbor Statement at the beginning of this Annual Report on Form
10-K, in conjunction with reviewing the forward-looking statements and other information contained in this Annual
Report on Form 10-K. These risks are not the only risks we face. Our business operations and market for our
securities could also be affected by additional factors that are not presently known to us or that we currently consider
to be immaterial in our operations.

Macroeconomic factors outside of our control may adversely affect our business, our industry, and the businesses and
industries of many of our customer and suppliers.

Macroeconomic factors have a significant impact on our business, including our ability to generate profitable margins,
customer demand and the availability of credit and other capital. Our operations are subject to the effects of domestic
and international economic conditions including government monetary and trade policies, as well as, the relative debt
levels of the U.S. and the other countries which form the market for our products. The changing costs of energy, in
particular the depressed price of oil plus other commodities, has, and may continue to, negatively impact demand for
our expanded metal products. In addition, the recent fluctuation of the U.S. dollar impacts the prices we charge and
costs we incur to export and import products. We are unable to predict the impact on our business of changes in
domestic and international economic conditions. The construction market appears to have stabilized. However, as
discussed in this and prior reports, the markets in which we operate have been challenging over the past few years and
the possibility remains that the domestic or global economies, or certain industry sectors of those economies that are
key to our sales, may continue to be slow or could deteriorate, which could result in a corresponding decrease in
demand for our products and negatively impact our results of operations and financial condition.

Our amount of leverage and debt service obligations could adversely affect our ability to raise additional capital to
fund our operations, limit our ability to react to changes in the economy or our industry, and prevent us from meeting
our obligations.

We had total indebtedness of $209.6 million as of December 31, 2016, of which $209.2 million is long-term debt. Our
current level of indebtedness and the debt we may need to incur in the future to fund strategic acquisitions,
investments or for other purposes could have significant consequences to our business, including the following:

Our interest expense could increase if interest rates increase because the loans under our Senior Credit Agreement
bear interest at a floating rate. Depending on interest rates and debt maturities, a substantial portion of our cash flow
from operations could be dedicated to paying principal, premium, if any, and interest on our indebtedness, thereby
reducing funds available for our acquisition strategy and capital expenditures or to dispose of material assets or
operations, seek additional debt or equity capital or restructure or refinance our indebtedness;

Our significant amount of debt could make us more vulnerable to changes in economic conditions and increases in
prevailing interest rates;

Our ability to obtain additional debt or equity financing for working capital, capital expenditures, product
development, debt service requirements, acquisitions, and general corporate or other purposes may be limited;
Our indebtedness may limit our ability to adjust to changing market conditions and place us at a competitive
disadvantage compared to our competitors which have less debt; and

Any increase in the amount of debt we have outstanding increases the risk of non-compliance with some of the
covenants in our debt agreements which require us to maintain specific financial ratios.

Our debt instruments impose operational and financial restrictive covenants on us which restrict our ability to respond
to changes or take certain actions and may adversely affect our operations.

The Senior Credit Agreement and the indenture governing our 6.25% Notes contain several financial and other
restrictive covenants, including restrictions on our ability to:

12

22



Edgar Filing: GIBRALTAR INDUSTRIES, INC. - Form 10-K

* incur additional indebtedness and guarantee indebtedness;

* pay dividends or make other distributions or repurchase or redeem our capital stock;

* prepay, redeem or repurchase certain debt;

* issue certain preferred stock or similar equity securities;

¢ make loans and investments;

¢ sell assets;

e incur liens;

e enter into transactions with affiliates; and

* enter into agreements restricting our subsidiaries’ ability to pay dividends.

A significant decline in our operating income could cause us to violate these covenants. A covenant violation would
require a waiver from our lenders, which could result in incurring additional financing fees that would be costly and
adversely affect our profitability and cash flows. If a waiver was not provided, the lenders could elect to declare all
amounts outstanding under such facilities to be immediately due and payable and terminate all commitments to extend
further credit.

We make estimates in accounting for contracts and changes in these estimates may have significant impacts on our
earnings.

Revenue representing approximately 26% and 17% of 2016 and 2015 sales, respectively, were accounted for using the
percentage of completion, cost-to-cost method of accounting. Under this method, we recognize revenue as work
progresses toward completion as determined by the ratio of cumulative costs incurred to date to estimated total
contract costs at completion, multiplied by the total estimated contract revenue, less cumulative revenue recognized in
prior periods. Changes in these required estimates could have a material adverse effect on sales and profits. Any
adjustments are recognized in the period in which the change becomes known using the cumulative catch-up method
of accounting. For contracts with anticipated losses at completion, we establish a provision for the entire amount of
the estimated remaining loss and charge it against income in the period in which the loss becomes known. Amounts
representing performance incentives, penalties, contract claims and the impacts of scope change negotiations are
considered in estimating revenues, costs and profits when they can be reliably estimated and realization is considered
probable. Due to the substantial judgmental estimates involved with this process, our actual results could differ
materially or could be settled unfavorably from our estimates.

We rely on a few customers for a significant portion of our net sales. The loss of those customers would adversely
affect our business.

Our ten largest customers accounted for approximately 30%, 34%, and 31%, of our net sales during 2016, 2015, and
2014, respectively, with our largest customer, a retail home improvement center, accounting for approximately 11% of
our consolidated net sales during both 2016 and 2015 and 12% of our consolidated net sales for 2014.

A loss of sales due to decreased demand from the construction market, the home repair and remodel market, any
significant customer in these markets, or a decrease in the prices that we can realize from sales of our products to
customers in these markets could adversely affect our profitability and cash flows. The end markets we serve have
been and are expected to continue to be cyclical, with product demand based on numerous factors such as seasonal
weather, availability of credit and capital, interest rates, general economic conditions, consumer confidence,
unemployment levels, and other factors beyond our control. Although our customers periodically provide indications
of their product needs and purchases, they generally purchase our products on an order-by-order basis, and the
relationship, as well as particular orders, can be terminated at any time. The loss, bankruptcy, or significant decrease
in business from any of our major customers would have a material adverse effect on our business, results of
operations, and cash flows.

Our business is highly competitive and increased competition could reduce our gross profit, net income, and cash
flow.

The principal markets that we serve are highly competitive. Competition is based primarily on product functionality,
quality, price, raw material and inventory availability, and the ability to meet delivery schedules dictated by

23



Edgar Filing: GIBRALTAR INDUSTRIES, INC. - Form 10-K

customers. We compete in our principal markets with companies of various sizes, some of which have greater
financial and other resources than we do and some of which have better established brand names in the markets we
serve. Increased competition could force us to lower our prices or to offer additional services or enhanced products at
a higher cost to us, which could reduce our gross profit, net income, and cash flow and cause us to lose market share.
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Our future operating results may be affected by fluctuations in raw material costs. We may not be able to pass on
increased raw material costs to our customers.

Our principal raw materials are commodity products consisting of steel, aluminum, and resins, which we purchase
from multiple primary suppliers. The commodity market as a whole is cyclical, and, at times, availability and pricing
can be volatile due to a number of factors beyond our control, including general economic conditions, domestic and
worldwide demand, labor costs, competition, import duties, tariffs, and currency exchange rates. This volatility can
significantly affect our raw material costs.

In an environment of increasing raw material prices, competitive conditions will impact the amount of any commodity
price increases we can pass on to our customers. In the event of rapidly decreasing raw material prices, we may be left
to absorb the cost of higher cost inventory as customers receive reduced pricing related to decreases in raw material
costs. To the extent we are unable to match our costs to purchase raw materials to prices given to our customers, the
profitability of our business and resulting cash flows could be adversely affected.

We are subject to information system security risks and cyber intrusions and other information system threats could
materially adversely affect our business and results of operations.

We are dependent upon information systems technology and networks in connection with a variety of business
activities, in which we distribute information internally and also to our customers and suppliers. We use this
distributed information for a number of important functions, including among other things inventory procurement and
control, management of production, scheduling of deliveries, human resource and legal compliance matters, and
recording and reporting financial and other disclosures required by the SEC. In addition, we collect and store
significant amounts of confidential data and information regarding our employees, customers and suppliers, some of
which is personally identifiable. This information technology and data is subject to theft, damage, or interruption from
a variety of sources, including but not limited to natural disasters, accidents, power disruptions, telecommunications
failures, acts of terrorism or war, malicious computer code, such as worms, viruses and Trojan horses, security
breaches, and defects in design. Our ability to effectively manage our business depends upon the security, reliability
and functionality of our information systems and networks.

We have taken various measures to manage our risks related to information system and network disruptions, to secure
our systems and networks from damage from malicious computer code, and to prevent unauthorized access to our
information systems and networks. Nevertheless, such measures cannot provide absolute security due to software
defects, employee error, malfeasance, faulty password management, or other irregularities. Advanced cyber-security
threats, sometimes developed and exploited by criminal enterprises and foreign government intelligence agencies, are
constantly evolving to attack newly discovered flaws in the security design of software. The vendors of the software
we use support their products by developing updates that address security flaws, but they may not become aware of
the flaw until after a number of companies experience an intrusion through means of the flaw. Therefore we cannot
assure you that we can detect or prevent all attempts to access our systems and networks and misappropriate or
damage our data. A security breach, system failure, or corruption of our systems and networks could prevent us from
conducting our business or otherwise negatively impact our operations and financial results. In addition, cyber attacks
could threaten, or even impair, the integrity and value of our trade secrets and other sensitive intellectual property, as
well as reveal personally identifiable information of our employees and customers.

We rely on subcontractors and suppliers to perform their contractual obligations.

Some of our contracts with customers involve subcontracts with other companies, on which we rely for performing a
portion of the services we provide to our customers. There is a risk that we may have disputes with our subcontractors,
including disputes regarding the quality and timeliness of work performed by our subcontractors or customer concerns
with the subcontractor. Failure by our subcontractors to satisfactorily provide on a timely basis the agreed-upon
services or supplies may materially and adversely impact our ability to perform our obligations as the prime
contractor. Similarly, failure by our suppliers to deliver raw materials, components or equipment parts may affect our
ability to meet our customers' needs and may have an adverse effect upon our profitability. Failure of our raw
materials or components to conform to our specification could also result in delays in our ability to timely deliver and
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may have an adverse impact on our relationships with our customers, and our ability to fully realize the revenue
expected from sales to those customers.
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Our strategy depends on identification, management and successful integration of future acquisitions.

Historically, we have grown through a combination of internal growth plus external expansion through acquisitions.
Although we intend to continue to seek additional acquisition opportunities in accordance with our business strategy,
we cannot provide any assurance that we will be able to identify appropriate acquisition candidates, or, if we do, that
we will be able to negotiate successfully the terms of an acquisition, finance the acquisition or integrate the acquisition
into our existing operations. Failure to integrate any acquisition successfully may cause significant operating
inefficiencies, incur unforeseen obligations, loss of customers, and could adversely affect our profitability.
Consummating an acquisition could require us to raise additional funds through additional equity or debt financing,
which could increase our interest expense and reduce our cash flows and available funds.

Systems integration and implementation issues could disrupt our internal operations.

In connection with the acquisitions we make, we customarily must integrate legacy information technology systems of
the acquired business with our information technology infrastructure, and in some cases, implement new information
technology systems for the business. In addition, as the functionality of available information systems increases, we
may need to implement significant upgrades or even replace some of our primary information technology systems
across significant parts of our businesses and operations. The implementation of new information technology solutions
could lead to interruptions of information flow internally and to our customers and suppliers while the implementation
project is being completed. Any failure to integrate legacy systems of acquisitions or to implement new systems
properly could negatively impact our operations and financial results.

We depend on our senior management team, and the unexpected loss of any member could adversely affect our
operations.

Our success is dependent on the management and leadership skills of our senior executive and divisional management
teams. The unexpected loss of any of these individuals, or our inability to attract and retain additional personnel could
prevent us from successfully executing our business strategy. We cannot assure you that we will be able to retain our
existing senior management personnel or to attract additional qualified personnel when needed. We have not entered
into employment agreements with any of our senior management personnel other than Frank G. Heard, our President
and Chief Executive Officer.

We could incur substantial costs in order to comply with, or to address any violations of, environmental, health and
safety laws.

Our operations and facilities are subject to a variety of federal, state, local, and foreign laws and regulations relating to
the protection of the environment and human health and safety. Compliance with these laws and regulations
sometimes involves substantial operating costs and capital expenditures, and any failure to maintain or achieve
compliance with these laws and regulations or with the permits required for our operations could result in fines and
civil or criminal sanctions, third-party claims for property damage or personal injury, cleanup costs or temporary or
permanent discontinuance of operations, including claims arising from the businesses and facilities that we have sold.
We sometimes use hazardous and regulated substances such as petroleum products, hydraulic fluids, and solvents in
our operations and are responsible for the proper handling, storage and disposal of hazardous materials and wastes.
For certain businesses we have divested, we have provided limited indemnifications for environmental contamination
to the successor owners. We have also acquired and continue to acquire businesses and facilities to add to our
operations. While we sometimes receive indemnification for pre-existing environmental contamination, the party
providing the indemnification may not have sufficient resources to cover the cost of any required measures. Certain
facilities of ours have been in operation for many years and we may be liable for remediation of any contamination at
our current or former facilities; or at off-site locations where wastes have been sent for disposal, regardless of fault or
whether we, our predecessors or others are responsible for such contamination. We have been responsible for
remediation of contamination at some of our locations and, while such costs have not been material to date, the cost of
remediation of any these and newly-discovered contamination cannot be quantified, and we cannot assure you that it
will not materially affect our profits or cash flows. Changes in environmental laws, regulations or enforcement
policies, including without limitation new or more stringent regulations affecting disposal of hazardous substances and
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waste, greenhouse gas emissions or use of fossil fuels, could have a material adverse effect on our business, financial
condition, or results of operations.
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Labor disruptions at any of our major customers or at our own manufacturing facilities could adversely affect our
results of operations and cash flow.

Many of our customers have unionized workforces and could experience labor disruptions such as work stoppages,
slow-downs, and strikes. A labor disruption at one or more of our customers could interrupt production or sales by that
customer and cause the customer to halt or limit orders for our products and services. Any such reduction in the
demand for our products and services would adversely affect our net sales, results of operations, and cash flow.

In addition, approximately 11% of our own employees are represented by unions through various CBAs. Three of the
Company's six CBAs expired and were successfully renegotiated in 2016. None of our CBAs expire until April 30,
2018. It is likely that our unionized employees will seek an increase in wages and benefits at the expiration of these
agreements, and we may be unable to negotiate new agreements without labor disruption or on terms favorable to us.
In addition, labor organizing activities could occur at any of our facilities. If any labor disruption were to occur at our
facilities, we could lose sales due to interruptions in production and could incur additional costs, which would
adversely affect our net sales, results of operations, and cash flow.

Our operations are subject to seasonal fluctuations that may impact our cash flow.

Our net sales are generally lower in the first and fourth quarters primarily as a result of reduced activity in the building
industry due to inclement weather. In addition, quarterly results may be affected by the timing of shipments of large
customer orders. Therefore, our cash flow from operations may vary from quarter to quarter. If, as a result of any such
fluctuation, our quarterly cash flows were significantly reduced, we may not be able to service our indebtedness or
maintain covenant compliance.

Economic, political, and other risks associated with foreign operations could adversely affect our financial results.
Although the large majority of our business activity takes place in the United States, we derive a portion of our
revenues and earnings from operations in other countries, and are subject to risks associated with doing business
internationally. Our sales originating outside the United States represented approximately 8% of our consolidated net
sales during the year ended December 31, 2016. We have facilities in Canada, China and Japan. We believe that our
business activities outside of the United States involve a higher degree of risk than our domestic activities. The risks
of doing business in foreign countries include deterioration of foreign economic conditions, uncertainty over the
stability of the Eurozone and China, the potential for adverse changes in the local political climates, in diplomatic
relations between foreign countries and the United States or in governmental policies, laws or regulations, terrorist
activity that may cause social disruption, logistical and communications challenges, costs of complying with a variety
of differing laws and regulations, difficulty in staffing and managing geographically diverse operations, deterioration
of foreign economic conditions, currency rate fluctuations, foreign exchange restrictions, differing local business
practices and cultural considerations, restrictions on imports and exports or sources of supply, and changes in duties or
taxes. Adverse changes in any of these risks could adversely affect our net sales, results of operations, and cash flows.

Future terror attacks, war, natural disasters or other catastrophic events beyond our control could negatively impact
our operations and financial results.

Terror attacks, war, or other civil disturbances, natural disasters and other catastrophic events could lead to economic
instability, decreased capacity to produce our products and decreased demand for our products. From time to time,
terrorist attacks worldwide have caused instability in global financial markets. Also, our facilities could be subject to
damage from fires, floods, earthquakes or other natural or man-made disasters. Such interruptions could have an
adverse effect on our operations, cash flows and financial results.

The nature of our business exposes us to product liability, product warranty and other claims, and other legal
proceedings.

We are involved in product liability, product warranty and other claims relating to the products we manufacture and
distribute. Although we currently maintain what we believe to be suitable and adequate insurance in excess of our
self-insured amounts, there can be no assurance that we will be able to maintain such insurance on acceptable terms or
that such insurance will provide adequate protection against potential liabilities. Product liability claims can be
expensive to defend and can divert the attention of management and other personnel for significant periods, regardless
of the ultimate outcome. Claims of this nature could also have a negative impact on customer confidence in our
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products and our Company. We cannot assure you that any current or future claims will not adversely affect our
reputation, financial condition, operating results, and cash flows.
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If we are required to take additional non-cash impairment charges to earnings, such charges could be significant and
have a material impact on our results of operations.

We review the carrying value of long-lived assets for impairment when events or changes in circumstances indicate
that the carrying amount of the assets may not be recoverable. We also test goodwill in each of our reporting units and
intangible assets with indefinite-lives for impairment annually in the fourth quarter, or sooner at interim dates if events
or changes in circumstances indicate that the carrying value of the asset may exceed fair value. In recent years, we
have recorded significant non-cash impairment charges for goodwill and other intangible assets as a result of
reductions in the estimated fair values of certain businesses. Should the markets for our products deteriorate or should
we decide to invest capital differently than as expected, or should other cash flow assumptions change, it is possible
that we will be required to record additional non-cash impairment charges to our earnings in the future, which could
be significant and have a material impact on our results of operations.

The expiration, elimination or reduction of solar rebates, credits and incentives may adversely impact our business.
A variety of federal, 