Caesar Guerini has built its business and a base of
loyal customers by making “only one gun” but in
iterations tailored to appeal to American market

niches. This approach has led to variants that
include the Ellipse Evolution Sporting (opposite)
and the creation of a custom shop capable of
meeting every buyer’s wishes.







HAIL, CAESAR!

Continued from page 55

Guerini has invested heavily to make its
guns appear more expensive than they
are. Take the shapes of the actions and
furniture, for example: On a square-
frame, sideplated Guerini, the flutes and
fences behind the barrel breeches have
been lengthened and pushed back, allow-
ing room for Guerini’s CNC millers to
sculpt the sort of elegant ball fences and
action shoulders normally found only on
bespoke sidelock O/Us costing far more.
And the round-body Ellipse model has
incorporated the complementary curves
between the action shape and the trigger
and trigger guard that calls to mind the
svelte Bertuzzi Orione, a handmade box-
lock side-by-side that if you

lock. “It cost in excess of $30,000 to re-
engineer these changes,” Lang explained.
“Is everyone going to notice the shape of
the trigger? Noj; but cumulatively through
changes like this we add value to the
gun.”

As good as a gun looks, it is only as good
as it shoots. Handling qualities have earned
Guerini respect from seasoned competi-
tors. “I've always felt the old Browning
B25 was one of the best-handling sporting
clays guns,” said John Woolley, a shoot-
ing instructor and repeat winner of world
sporting clays and FITASC champion-
ships. “When I first put a Guerini in my
hands, that’s what it felt like.”

Woolley now campaigns a Guerini in
competition, and in just over a year he has
won several major competitions with it.

combs. Hunting models are racier still,
and Guerini grip shapes are particular
strong points, each being tailored to the
application of the gun.

British gun writer Michael Yardley, the
author of Gunfitting and a stock-design
consultant to British gunmakers, is par-
ticularly impressed by the sleek semi-
pistol grip of a Guerini model (the St.
James) made for London’s William Ev-
ans. “It is near ideal in radius and propor-
tions,” Yardley noted. “I have rarely felt
better on a game gun—high praise but
deserved. I am exceptionally picky about

grips.”’

Building a Brand

Cambridge, Maryland. The heart of
Guerini’s US operation is its service cen-
ter, and in it four gunsmiths

can find one costs in excess
of $30,000. An Ellipse starts
at less than $4,000.

Guerinis are engraved
with a combination of la-
ser-, roll- and hand-work
by Bottega Incisioni C.
Giovanelli, the world leader
in mechanized engraving.
Guerini engraving typically
integrates traditional fine
scroll with bolder floral ele-
ments, geometric patterns
(a la the influence of Mario

work at neatly organized
benches in the middle. Along
the far wall there is another
bench—3%" taller than the
others. This is Lang’s work-
station, where on some days
the 6' 5" president might be
found, say, fitting in a set of
barrels with a file in hand.

It is probably unprecedent-
ed for the president of a com-
pany the size of Guerini USA
to dirty his hands in everyday
gunsmithing, but dirty them

Terzi), gold highlights and
gamebirds. The patterns are
largely made by machine but
designed with considerable

At the bench in Guerini USA’s service center (from left):
Brian Palmer, gunsmith; Wes Lang, president;
and Andrew Wertenberger, senior gunsmith.

Lang does. “I learned it early
on when there was no one
else,” he said. He is also a
painter, a wood carver and a

taste by some very clever ar-
tisans—and what is thankfully missing is
some of the wacky futuro embellishment
that inexplicably finds its way onto guns
made in the nation that gave the world the
Renaissance.

Well-figured walnut is another Guerini
hallmark. “Americans love good wood,
and it sells guns,” Lang said, “and we
grade and put on the best we can afford.”
To this Guerini applies a hand-rubbed
high-gloss oil finish—a proprietary mix-
ture but something along the lines of Tru-
Oil, and it produces a sheen that, while
durable, does not appear plasticized.

Lang showed me two triggers: the first
a plain design from the early days and a
second that Antonio had redesigned. Not
only had the pivot point on the latter been
moved to give the sears sweeter pulls,
but also it was now shaped to look like
a trigger found on a bespoke Italian side-
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“It feels every bit like the old Browning
but at a fraction of the cost. I love shoot-
ing it.”

Shooting Sportsman Gun Review Edi-
tor Bruce Buck concurs. “Wes is a shoot-
er—a serious competition shooter,” said
Buck, who has reviewed four Guerini
models for SSM during the past decade
and has known Lang since his early days
on the tournament circuit. “He’s one of
the only manufacturers who is. I've al-
ways felt his background translates into
the way a Guerini handles and how he
sets up their stocks. After a gun’s balance,
the stock is the most important contribu-
tor to ease of shooting.”

With so many models and configura-
tions available, it’s hard to generalize
about configurations, but the target guns
tend to have slightly longer and higher
stocks and elegant, slim-but-not-thin

builder of big-game fishing
rods—hobbies for him all, but the mark
of a man who enjoys working with his
hands and does it well . . . and who has
applied the same attention to detail in
building the Guerini brand in America.

Elemental in this has been a systemat-
ic, rigorous approach to quality control—
an effort to build the gun right in the first
place—and also a customer-comes-first
approach to service. Guerini’s catalog
states that it has 256 checks for quality
control in the manufacturing process and,
based on my observations at the Italian
factory and US operation, this looks to be
more than marketing hype.

In Cambridge Lang showed me a
forend that had not made the grade. I ex-
amined it; initially it appeared perfect.
“There’s a scratch on it,” Lang said as [
continued to look. “Up near the latch.”
I took off my glasses and held the wood

inches from my eyes. There, finally—a
tiny line barely deep enough to score the
finish. It would be polished out and refin-
ished before the gun would be shipped to
a dealer.

Attention to detail has endeared Gueri-
nis to the network of 130 dealers who
sell them nationwide. “When I first take
a Guerini out of the box to examine it, I
never have to question if everything will
be right,” John Woolley explained. “I
have a shop in the States and sell a lot of
guns. Guerini is the only brand I've never
had to send back for a flaw.”

It’s a sentiment echoed by Bob Schultz,
of Target Shotguns, Inc., a major national
retailer of trap, skeet and sporting clays
guns. “For out-of-the-box quality, I'd put
Guerini right up there with guns costing
twice as much,” Schultz said.

As gun dealer Cyril Adams once re-
minded me, all guns subjected to use
eventually break—and all will shoot loose
given time and enough rounds. Guerini
has a preemptive approach to service: Its
Pitstop program allows original purchas-
ers to send their guns in for free annual
servicing, the only cost being shipping.

Should a gun need repair, Guerini’s
team of in-house gunsmiths (occasionally
aided by Lang) normally provides quick
turnaround. “I’ve never had a Guerini stay
in their repair shop more than five days,”
Schultz said. “If a gun breaks, competi-
tion shooters want it back for the next
weekend’s shoot. That’s a key to success
in the target-gun market. Wes figured that
out pretty quickly.”

Schultz says service like this has been
crucial to the brand’s success. “Today
customer service is everything,” he said.
“For me, sales of Guerinis have skyrock-
eted while everything else I carry has
flat-lined or declined. Guerini’s growth is
coming at [others’] expense.”

The principals at Guerini speak of in-
stilling a “culture of quality” throughout
their company, and Lang credits an expe-
rience he had long ago at L.L.. Bean as a
primary inspiration. It was a Wednesday
morning when he ordered a pair of brush
pants with one-day delivery, as he needed
them hemmed and shipped for Thurs-
day arrival before departing for a grouse
hunting trip Friday. That evening Bean’s
service department called to inform him
there wasn’t enough fabric for his 33"
inseam—would 32%" do? “At first I was
really pleased they’d called me,” Lang
said. “Most companies wouldn’t have

bothered about half an inch. Then I got a
little irritated when I realized they weren’t
hemmed yet and wouldn’t go out in time
for my hunt. ‘No, no, don’t worry, Mr.
Lang, Bean’s rep replied, ‘Your pants
will go out tonight.” And they did.

“That experience left a lasting impres-
sion. I know from experience that it’s very
difficult to build in to an organization a
level of service like that. It made me feel
like I wanted to be a loyal customer of
theirs ...

It’s worth noting that Leon Leonwood
Bean, like Guerini, started out selling one
product: in Bean’s case rubber-bottom
hunting boots, a product the original L.L.
stood behind at great cost when his first
batches proved defective. Bean’s com-
mitment to its customers has become leg-
endary—and the company’s annual sales
now top $1.5 billion . . . . -‘.

Author’s Note: For more information on
Guerini guns, contact Caesar Guerini
USA, 410-901-1131; www.gueriniusa com.

Vic Venters is Shooting Sportsman’s Se-
nior Editor.
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