H&H ENTERPRISES, INC.

The advantages of diversification

BY ANITA R. PAUL

WHAT’S A DEDICATED WIFE TO DO WHEN
her husband comes home and says he
quit his job and then suggests they start
their own company? Kathy Huff took
the news in stride, offering him the
name of her existing administrative
company along with the $6.39 that was
in the checking account. Since that fate-
ful day in 1980, H&H Enterprises, Inc.
has grown to become a respected orna-
mental and architectural metals builder

in the greaterfDenver area.

The small family-run outfit employs
nine tradesmen and brings in about $1
million in annual revenue working on
projects that range from pharmaceutical
plants and renewable energy labs to ho-
tels, stadiums, and airports. Kathy Huff
sits at the helm as president of the com-
pany, and she relies on husband, Jim,
and son, Chad, who share the role of

vice president, to keep business coming

in the door and ensure that what goes
out the door is nothing but the best

quality.

“We run the business like a three-legged
stool,” Jim Huff explains. Sales, produc-
tion, and finance are the three legs. “If
one leg is missing or ignored, the stool
falls over.” Jim, a retired volunteer fire-
fighter and former construction worker,

handles the sales and bidding proce

es,
and huilding lasting relationships with
clients—making it possible for the com-
pany to rely on word of mouth, referrals,
and repeat business for a steady stream
of work. Around the shop he is known

as MacGyver because he is the go-to guy
for practically everything at the compa-
ny’s 60,000-square-foot facility. Chad
takes care of production—which could
include anything from ordering materi-
als to overseeing in-house design work

to managing S(‘archvcngim‘ optimization
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for the company’s Web site. Leg num-
ber three is Kathy’s territory. “When
we first started the business our banker
said get all your eggs in one basket and
watch that basket,” Jim explains. That is
where Kathy shines. Her administrative

expertise and old-fashioned sensibility
during difficult economic times.

The company started out as a fabrica-
tor and installer of architectural met-

als and has added manufactured and pre-
fabricated projects to its service line—
building products in the shop and set-
ting them in the field. “The pre-designed
system makes it faster to erect projects
in the field,” Chad Huff explains. “That’s
where most of the risk is in the trade.
Th(t more we can C()ntr()l in our ('"\'i'
ronment, the smoother things go.” Pro-
viding this complete package is one

key to the success of H&H Enterprises.
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