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What to expect

Gutter cleaner interviews usually focus on safety, practical ability and how you deal with customers.
Employers want to know you can work at heights without cutting corners and that you will represent the
business well on site.

 Safety and working at heights: Questions about ladder setup, harness use, roof access and WHS
obligations.

» Technical and equipment: How you use gutter vacuums, blowers, pressure washers and hand
tools.

» Customer service: How you explain problems, quote additional work and handle awkward
conversations.

* Process and planning: How you organise a run of jobs, check weather and prepare equipment.

» Behavioural and scenario: Past experiences and hypothetical situations that test judgement.

Most interviews start with a short phone screen, then a face-to-face or site-based chat with the owner or
supervisor. You may be asked to demonstrate equipment or complete a paid trial. Expect a mix of safety
guestions, practical scenarios and customer service examples.

1. Walk me through how you would clean the gutters on a two-storey home,
from arriving to packing up.

Why they ask

This tests your process, safety awareness and ability to plan a job from start to finish.

How to structure your answer
Step-by-step walk-through. Start with the site check, then ladder setup, cleaning order, downpipe
testing, customer handover and pack-up.

Example answer

“First | park safely and do a site check for power lines, uneven ground and anything that could make
ladder placement unsafe. | set up the ladder on firm level ground, tie it off if needed, and put on my
harness and gloves. | start at the downpipe end and work away from it, using the gutter vacuum for
most of the debris and a hand scoop for the corners. | check the downpipe by flushing it with water
and watching the flow at the bottom. If | find damage | take a photo and let the customer know before |
finish. | pack up, clean any mess on the ground and do a final walk-around with the customer to show
them the result.”

2. What safety checks do you do before you get on a ladder or a roof?
Why they ask

Safety is the number one concern for this role. Employers want to hear a consistent routine, not a
one-off answer.

How to structure your answer
List with reasons. Cover ground conditions, overhead hazards, ladder condition, harness use and
weather.

Example answer

“I check the ground is firm and level, and | look up for power lines, overhanging branches and loose
tiles. | inspect the ladder for damage and make sure the feet are secure. | set the ladder at the correct
angle, usually one in four, and tie it off if | can. | wear a harness when working at height and | never



overreach. | also check the weather, because wind or rain can make the job unsafe. If anything looks
risky, | stop and reassess.”

3. Tell me about a time you found damage you weren't expecting while
cleaning gutters. What did you do?

Why they ask

This reveals your honesty, customer service instincts and ability to solve problems without overstepping.

How to structure your answer
STAR. Describe the situation, the task, the action you took and the result for the customer.

Example answer

“I was cleaning gutters on a weatherboard home when | noticed a section of fascia had rotted through
and the gutter was pulling away. | stopped work, took photos and called the homeowner over. |
explained what | had found, that it was beyond a standard clean, and that it needed a carpenter. | did
not try to fix it myself. The homeowner appreciated the honesty and booked me for a regular clean
once the repair was done. | noted the damage in my job record so there was a clear history.”

4. A customer asks you to clear a blocked downpipe that is not part of the
guoted job. How do you handle it?

Why they ask

This tests your judgement on scope, pricing and customer service under pressure.

How to structure your answer
Judgement under pressure. Acknowledge the request, assess the extra work, explain the variation, get
agreement before proceeding.

Example answer

“I would first make sure | understood what they were asking. If it is a quick flush and | have the
equipment on hand, | might do it as a courtesy if it only takes a few minutes. But if it is a bigger job, |
would explain that it is outside the quote and offer to add it as a variation. | would give them a price
before starting any extra work. If they agree, | would do it and note it on the invoice. If not, | would
finish the original job and leave them with advice on who to call.”

5. What experience do you have with gutter vacuums, blowers and pressure
washers? How do you decide which tool to use?

Why they ask

This checks your technical competence and whether you can match the tool to the job without causing
damage.

How to structure your answer
Experience plus decision criteria. Name the tools, state your experience, then explain when you would
and would not use each one.

Example answer

“I have used a gutter vacuum on most jobs because it sucks up debris without making a mess on the
ground. | use a blower for dry leaves in open gutters where there is no risk of blowing debris into a
neighbour's yard. | use a pressure washer for flushing downpipes and cleaning concrete paths, but
not on gutters themselves because the pressure can damage them. | always match the tool to the job
and the site conditions.”

6. How would you explain to a homeowner that their gutters need more
frequent cleaning than they thought?
Why they ask



This looks at your customer education skills and whether you can give advice without being pushy.

How to structure your answer

Consultative explanation. Show evidence, explain the factors, suggest a practical schedule, offer a
reminder.

Example answer

“I would start by showing them what | found, like a photo of the debris or the water not flowing. | would
explain that nearby trees, roof pitch and local weather can all affect how quickly gutters block up. |
would suggest a schedule that fits their situation, maybe every six months instead of once a year, and
offer to send a reminder. | would keep it friendly and practical, not pushy.”



