
The Smartest Lock Yet

Requires one
screwdriver

Battery
operated

Tamper
alarm

Secure push
& turn thumbturn

Keyless 2 year
guarantee

9v

Battery
backup

Fit the Future
www.yale.co.uk/smart-living

WINNER

As featured
on the ‘Best
Stand Under
80m2’
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andy@uksuperfold.co.uk

Acorn Industrial Estate
Oldham, OL1 3NE

UK SUPERFOLD LTD TEL0161 804 6304
MOB07811 488 583

*THIS OFFER IS APPLICABLE TO NEW CUSTOMERS ON THE

FIRST SET OF DOORS AND EXCLUDES GLASS AND DELIVERER

0161 804 6304
07811 488 583
0161 804 6304

MOB07811 488 583

ERY.
andy@uksuperandy@uksuperandy@uksuper

TEL0161 804 6304
andy@uksuper

TEL0161 804 6304
MO

SLIM 55MM SQUARE LOOK SASH

WITH ADJUSTABLE JAMB FOR EASY INSTALLATION

Max height 3000 mm
Max panel width 1200mm
Multiple threshold options
Adjustable jamb option
Ultra smooth bottom running
30mm polyamide thermal break
for increased thermal values
Document Q Compliant,
Including PAS 24 and
BS6375 Part 1Weather Testing

SLIM 55mm SASH

andy@uksuperfold.co.ukandy@uksuperfold.co.ukandy@uksuperfold.co.ukandy@uksuperfold.co.uk

UK SUPERFOLD LTD IS PART OF THE AFFORDABLE WINDOWS GROUP - ONE OF THE UK'S LEADING
MANUFACTURERS OF ALUMINIUM AND PVCU WINDOWS, DOORS AND CONSERVATORIES
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News
We’ve turned page 6 over to
coverage of this year’s FIT Show –
with a brief look back at its first
Birmingham NEC iteration...but a
damn fine effort from both the
organisers and the exhibitors and
of course, the visitors is the general
consensus on how things went.
Page 5 has general News. Turn to
page 35 for all things trade
related.

GGF Health & Safety
Column
As he did at the FIT Show,
Phil Pinnington, Director of Health
and Safety at the GGF, shares his
top 8 tips to reduce the risk of
accidents occurring.

The Certass Column
The Installer spoke to Simon Swift
of Certass about how he spends
an average working week. Read
more on page 12.

MWCIA Technical Article
All Fenestration Surveyors should
be aware of the dangers of
building a conservatory close to
any trees, writes Don Waterworth,
starting on page 15.

Feature – Heritage Windows
All the best vertical sliders,
alternative wood replacements and
authentic glass

Aluminium – 33
Products & Projects – 29

Forthcoming
Features

Contents

July 2017
• Conservatories &
Conservatory

Accessories
• Doors
• Timber Products

August 2017
• Doors continued
• Hardware & Security
• Software

September 2017
• Energy Efficiency
• Lead Generation
• Packers & Sealants

Read TheInstaller online – www.profinder.eu
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FIRST ORDER DISCOUNT*
Is your supplier letting you down ?

from only

£350
per leaf

*Offer applicable to new customers on your first set of doors only. *Excludes Glass and Delivery.
*Lead Time depending on delivery day to your area. *Based on a like for like quote.

Aluminium Bi-Fold Doors
Up to 1200mm sash widths

15%
*

Working Days
Lead Time10

FROM

www.madefortrade.co

Tel: 01642 610798
Fax: 01642 671026£GET A PRICE

COMPARISON
TODAY

Quote turnaround within 2 hrs

Stock colours : White, Black, Grey, Grey on White
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News

Damp and dark homes across
the UK are having a direct im-
pact on the levels of serious
health conditions being re-
ported, according to a new re-
port by Velux.

The Healthy Homes Barometer
highlights a clear correlation be-
tween poor housing stock and ill-
health in all countries across Europe.

UK residents living in dark homes
are revealed to be 27% more likely
to report poor health conditions in-
cluding asthma and chronic obstruc-
tive pulmonary disease. In addition,
people living in unhealthy buildings
in the UK with damp are 34% more
likely to be suffering from health
conditions.

Across Europe, one in six house-
holds are currently living in an un-
healthy (meaning damp or mouldy)

building, increasing their chances
of illness by 66%.

On the back of the findings, Velux
is calling for buildings to become
more energy efficient and for the
UK’s housing stock to be brought up
to par.

Grant Sneddon from the firm
said: “We know instinctively that liv-
ing in unhealthy surroundings is
bad for our health. This study re-
veals to just what extent those in the
UK and Europe are suffering on ac-
count of their homes; and also the
staggering financial costs to society
of not bringing our aging housing
stock up to par.”

The costs of unhealthy buildings
are not just felt by individuals either.
The overall (direct and indirect)
costs to European governments and
societies of just two of the many dis-

eases associated with damp living
environments – asthma and chronic
obstructive pulmonary disease –
reach a staggering EUR 82 billion
per year.

One solution is to modernise Eu-
rope’s existing buildings through en-
ergy efficient and healthy
renovations. This would not only
lead to improved health outcomes,
lower societal costs and reduced
CO2 emissions but would also pro-
vide a much needed catalyst to Eu-
ropean economies.
The Healthy Homes Barometer
2017 goes on to examine the level
of private capital available for ren-
ovation in EU member states – EUR
30 trillion – and what would be re-
quired to help unlock some of that
total to invest in renovation. i

NetworkVeka is to rebrand as
Independent Network.

More Member companies –
many of which have been part of
the pioneering installer support
organisation since its advent in
1996 – got their first look at In-
dependent Network’s new
branding at the recent Members’
Weekend.

Dawn Stockell, MD for The
Veka UK Group unveiled the new
branding. She commented:
“When the organisation formed,
the double glazing trade was
synonymous with shady sales-
people and guarantees that
weren’t worth the paper they
were printed on. Conversely, our
goal has always been to provide

consumer confidence - something
that’s been strengthened with
each successive support initiative
we’ve introduced.

“Our brand purpose and val-
ues remain unchanged. That
said, the evolution of our brand

identity shows that we are more
consumer aware - we know what
customers want and we are
adapting our communication to
resonate with their needs. We’ve
done much to redress public
opinion in the industry with our
many loyal customers. However,
the mistrust that still exists else-
where makes Independent Net-
work – still powered by Veka – as
relevant as ever.”

The organisation’s new ‘seal of
approval’ style logo reads ‘Inde-
pendent Network – powered by
Veka’. Member companies were
shown mock-ups of how the new
branding would translate into
marketing materials, both physi-
cal and online. i

Dark Houses – Poor Health

Independent Network
Powered by Veka
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FIT Show Preview
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The FIT Show in May at Birming-
ham's NEC was proof the window
industry can have a stonkingly
good exhibition every two years.
There was plenty to see as many,
many exhibitors had pulled all
the stops out to make sure they
had new products to show and
had made massive efforts to get
customers and potential
customers to come for a day.

We’ve picked-out just a handful of
examples.

Flag flying
Bowater by Birtley has already
reported that it is reaping the re-
wards of flying the flag for compos-
ite doors at this year’s FIT Show. “As
a brand new range from two of the
biggest names in doors, we knew
we’d attract a lot of interest at the
show,” says Kevin Kiernan from the
company. “However, the response
we’ve had from visitors has been
fantastic. They are impressed with
the breadth of the offering, the qual-
ity of the products and the resources
behind the range that combines

Birtley’s investment and stability with
the well-established Bowater brand.
“Of particular interest among fabri-
cators and installers at the show was
our double rebate composite door –
the part of Bowater that has been
missed by a large proportion of the
market and the part of Bowater that
other manufacturers haven’t been
able to match in its absence. As well
as our 68mm double rebate door,
we also offer the 44mm composite,
fire and storm door options.

“Visitors to our stand were also

keen to hear about our colour offer-
ing – demonstrated well by the doors
on display that were colour-matched
to the bright colours in our logo.”

Another dynamic debut
Dekko Window Systems enjoyed a
successful FIT Show debut, that saw
it unveil a number of new additions
to its product ranges. The firm’s

Räum collection of sleek, contempo-
rary aluminium sliding doors has
now been expanded with aluminium
windows and two varieties of high-
end garage door. Also prominently
displayed on the fabricator’s stand
were examples of its seamlessly-
welded Infinity PVC-U windows and
doors, as well as a number of timber-
alternative products from the Resi-
dence Collection. Dekko also used
the show as an opportunity to launch
its Make It Yours campaign – an ini-
tiative that will see the firm offer cus-
tomers an extensive range of sales
material that can be personalised
with their own logos and branding.

Flash the sash
Sash window manufacturer Rose-
view was on its second FIT Show
appearance which also coincided
with its 40th anniversary. The firm
was a bit flahier that previously and
reaped the awards by drawing
twice as many leads and visitors
than its first appearance at FIT. On
a stand that stood out from the
crowd with its open, airy English
garden feel, the firm was perfectly
placed to showcase its wares. The
company’s authentic Ultimate Rose
was the biggest draw. First intro-

duced in 2013, it features slim tim-
ber-like profiles, meeting rail and pe-
riod features such as mechanical
joints, run-through-sash horns and
traditional sash furniture.

This year the product has been up-
graded with both a slimmer meeting
rail – which at just 35mm is the
slimmest on the market – and
Secured by Design accreditation.

Doing trade
Made for Trade took full advantage
of the 2017 FIT show ensuring the
all-aluminium Korniche roof lantern
took centre stage.

Following the prototype Korniche
roof’s first unveiling at the 2016 FIT
Show, Made for Trade worked
through the end of 2016, polishing
the design and getting the Korniche
ready for full production which
began in January this year. MFT
claim in adverts that the lantern is the
fastest to assemble, strongest,
warmest and slimmest system avail-
able, so FIT was bound to be a time
when installers were going to put
those claims to the test.

Bradley Gaunt, who is mostly re-
sponsible for the design said: “Ad-
vertising is only as good as words
and pictures so it was very important
to use this opportunity to physically
underline the Korniche’s USPs and in
particular the speed of fit. To achieve
this we designed a stand allowing a
transparent approach to the product
and our build demonstrations really
hit home just how easy and manage-
able a Korniche lantern is to fit.”

Three demonstration installations
every day at the FIT Show stopped
people in their tracks, as they
gathered around the stand to watch
the installation of a 1.5 x 1 metre
Korniche. By day three, the team
had hit a record – 5 minutes and 55
seconds.

So writing about speed – that’s all
for now folks except to say the FIT
Show 2019 website is already up
and running (how’s that for fast). It in-
cludes a 2017 review in words and
video – well worth a look at. i

The FIT Show in May at Birmingham's NEC was proof the
window industry can have a stonkingly good exhibition
every two years

FIT for Purpose
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www.madefortrade.co

Tel: 01642 610798
Fax: 01642 671026

FIRST ORDER DISCOUNT*

Is your supplier letting you down ?

from only

£350
per leaf

*Offer applicable to new customers on your first set of doors only.
*Excludes Glass and Delivery.
*Lead Time depending on delivery day to your area.
*Based on a like for like quote.

Quote turnaround within 2 hrs

Up to 1200mm sash widths

Stock colours :
White, Black, Grey, Grey on White

Aluminium
Bi-Fold Doors

£GET A PRICE
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TODAY
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Lowest price anywhere

15
Working Days
Lead Time10

%
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The GGF Health & Safety Column

321,000 work related injuries
and 144 deaths were re-
ported i the year In 2015/16.
The number of deaths is
down by 7% but is still too
high. We seem to have
reached a plateau in current
years and continue, quite
rightly, to be challenged to
re-double our efforts in re-
ducing work related injuries
and deaths.

The pressure continues to be
placed on industry to up its
game. Penalties are also on the
increase with fines going from
£14 million in 2014/15 to over
£20 million in 2015/17.

At FIT 2017 I was able to share
my top 8 tips to reduce the risk
of accidents occurring. I'll repeat
them here:

Identify the risk
Ask your workers. Often they
can tell you about things you
weren’t aware of.

Actively manage the risk
Once you’ve asked you now
know. Continue to talk with your
workers. What can be done?
What works and what doesn’t.
You need them on your side so
include them in creating the con-
trols. People work better when
they participate. Imposing what

you think is right can make man-
aging the risk more difficult.

Work with suppliers,
contractors and the
supply chain
Often installers work as part of a
chain of teams. You all have a
responsibility for safety but very
rarely does anyone establish
who is in overall control. As-
sumption we know can lead to
all sorts of confusion and many
accident investigations find a
lack of communication a contrib-
utory factor.

Document your actions
You need to protect yourself. If
you’ve agreed your risk assess-
ment or method statement make
sure it’s documented. This should
be clear and appropriate to
need, avoid pages and pages
when it’s unnecessary and it’s
unlikely to be read.

Keep your policies and pro-
cedures up to date
Again, clear and appropriate.
Many companies choose to have
a suite of polices ‘just in case’

Provide your employees
with information and training
We at the GGF have recently
launched our Employee Safety in

the Glass and Glazing Industry
Handbook. It’s pocket-sized and
covers the most common Health
and Safety subject areas appro-
priate to the industry. It won’t
replace your obligations to
inform your workers but does go
a significant way towards
proving to both your workers
and HSE that you do take Health
and Safety seriously.

Create a positive Health
and Safety culture
Seeing is believing and cultural
change comes from the top. If
your workers see you taking
safety seriously they should start
seeing it as important.

Be aware of absolute
obligations
This can be a challenge as legis-
lation can often be influenced by
case law so keep in touch with
others in the industry. Health and
Safety has no commercial
boundaries and it’s in the indus-
try’s best interest to pursue the
highest of standards.

Number 9
What is important to remember
that although a challenge good
Health and Safety is good busi-
ness so protecting your staff does
also help your prosperity. i

Phil Pinnington, Director of Health and Safety at the GGF, shares his top 8 tips to reduce the
risk of accidents occurring

Accidents Happen
Top Tips to Avoid
Them Happening to
You or Your Staff
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www.madefortrade.co

Tel: 01642 610799
Fax: 01642 615854

Is your supplier letting you down ?

LEAN-TO
3m x 2m

£382
+VAT

25mm Opal PolyEDWARDIAN
2.8m x 2.9m

£1014
+VAT

Active Blue Glass

DOUBLE HIP

£1286
+VAT

Active Blue Glass

3.4m x 2.3m
inc. Box Gutter

*Offer applicable to new customers on your first roof only.
**Based on a like for like comparison.

Conservatory
Roofs

£GET A PRICE
COMPARISON
TODAY
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Quote turnaround
within 2hrs

Very competitive roof glass

Lowest price anywhere

FIRST ORDER DISCOUNT*10
Working Days
Lead Time5

%
FROM

NEW
LOW

PRICES

FP Roofs MAY 2017.indd 1 07/04/2017 08:18
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Cover Story

Yale Door and Window
Solutions is now offering a re-
pinning service that maintains
the British kitemarked accred-
itation of its maximum security
Platinum 3 Star cylinder.

Yale’s Platinum 3 Star cylinder is
Secured by Design approved and
provides the highest level of secu-
rity. To achieve TS007:2014 3
Star accreditation it has been in-
dependently tested by BSI (British
Standards Institution) against
known cylinder attack methods.

Paul Atkinson, for Yale says: “If
cylinders are suited and re-pinned
by non-accredited organisations
they no longer qualify as
Kitemarked products. Under this
new offering, customers who take
the Platinum 3 Star cylinder can
have it suited and re-pinned at
our Centre of Excellence for Door
Products in Willenhall under our
BSI kitemarked license. This
means there is no compromise to
the cylinder as it still maintains the
quality and security. And more im-
portantly maintains the Kitemark
accreditation.”

The Platinum 3 Star cylinder has
been designed to protect homes
with its anti-snap, anti-bump, anti-
pick, anti-drill and anti-pull tech-

nology. Available in both brass
and nickel finishes, the cylinder
has sacrificial break away front
section designed to release if at-
tacked, maintaining the cylinder
security within the door.
Atkinson adds: “This new serv-

ice offers convenience to the fab-
ricator, retailer and installer as a
feature that the homeowner val-
ues. The home owner can use the
same key to work multiple locks,
whilst still maintaining the 3 star
high security that will deter even
the most determined intruder.”

Yale examines future smart
home trends at FIT
Smart home security was the focus
for Yale at this year’s FIT Show.

The security experts showcased
a range of connected security
products as well as presenting a
seminar slot which saw Neil
Vann, Market Regional Manager
at Assa Abloy UK, discuss future
trends in home automation.

Paul Atkinson said after the
show: “We are already seeing
significant interest in the smart se-
curity market as homeowners,
housebuilders and retailers are
beginning to recognise the
benefits of being able to remotely
access home security systems
from anywhere in the world, via a
smartphone or tablet. We see this
as a revolutionary shift that is
coming our way driven outside of

our industry by the tech
companies.

“The main reason we decided
to take a stand ourselves this year
was to showcase our range of
connected security products, with
the aim of inspiring our customers
to consider how they can create
business models taking advan-
tage of this trend.”

Opportunity knocks
Atkinson continued: “The appetite
for smart products amongst home-
owners provides fabricators, in-
stallers, retailers and housebuilders
with an opportunity to invest in
new door and window products
that will open up lucrative new rev-
enue streams and position their of-
fering at the forefront.”

Nice to see you
Atkinson concluded: “It was great
to see so many visitors through
the doors across the three days.
The FIT Show has provided us
with the perfect opportunity to
bridge the gap between the man-
ufacturers and distributors of
products, like us and the compa-
nies and individuals that fabricate
and install them. It also provided
us with a great opportunity to net-
work with our customers and po-
tential new stockists, as well
meeting face-to-face with key
press contacts at The Installer and
The Fabricator.” i

Suited
Locks
and FIT
Show
Flocks
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25%
DISCOUNT*

THE QUICKEST,
MOST EFFICIENT
LANTERN TO

INSTALL AVAILABLE

THE MOST
ELEGANT ROOF
ON THE MARKET

FASTER SLIMMER

Working Days
Lead Time5

FROM

* Discount limited to first order for a single roof,
offer excludes glass. www.korniche.co.uk

Tel: 01642 610799
Fax: 01642 615854

SAVE TIME AND
MAXIMISE PROFIT

ALUMINIUM
ROOF LANTERN

GLAZED IN SECONDS

SUPERIOR ,CLASS
LEADING THERMAL
PERFORMANCE

WARMER

SUBSTANTIALLY
STRONGER THAN
COMPETITORS

STRONGER
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Certass Column

Simon Swift is Certass’ Business
Development Executive. He
doesn't always roam the
country helping new mem-
bers join-up and existing
members with technical
queries – but it is a mainstay of
the job Simon has been doing
for a decade or so.

The Installer asked Simon to de-
scribe a ‘typical week’. He chose
one from early May.

Monday – By 8:45 I like to
have looked through all the emails
from last week to make sure I’ve
not missed anything and I’m up on
my administration.

I’ll then take time to plan the
week to make sure I've got all I
need for my days out on the road
seeing customers. I also like to text
people to remind them I'm coming
and making sure they've got me
in my diary. It's nice to add a per-
sonal note saying I'm looking for-
ward to seeing them.

As the traditional working day
starts, I’ll put in calls to prospective
customers. A lot of these have al-
ready made it clear they want to
join. They need prices and
processes – I will explain the kind
of documents, insurances etc they
will need.

Both new and existing customers
are in touch with me with an array
of questions – they might be strug-

gling to upload a document or not
sure which one to supply or ask-
ing about accreditations. I can
normally help over the phone but
Certass is a customer focussed or-
ganisation, so if they need a visit,
I’ll make an appointment for as
soon as possible.

On the road
I check my bag and the car and
set off from Huddersfield where I
live. Straight to my first contractor
to drop off some Refer a Friend
leaflets to put out on the trade
counter. It’s an opportunity to say
hello. Half-an-hour well spent.

Then a bit of a drive to a trade
supplier in Peterborough – more
leaflets dropped off. I could have
got them there by courier but it’s
always nice to put a face to a
name and bring them up to date
with changes and new schemes.

Monday finishes with an hotel in
Essex. Nice early night.

Tuesday
My first point of call was to an ex-
isting Certass contractor that uses
our window energy rating
scheme. They had questions on
how to produce labels and the re-
quirements of those labels. We
talked about the new CQ Scheme
(Certass Quality) for conservato-
ries and warm roofs. I was in and
out in about an hour – they’ve
been with us for a long time so it
wasn’t as if I was taking them
through from scratch.

On to another new contractor
that applied online but I’d told I
would pop in for a cuppa the next
time I was in their area.

Then it was on to a trade sup-
plier near Southend to drop-off

some Refer a Friend leaflets. And
then on to Romford to give an up-
date on the Refer a Friend scheme
and some leaflets to start.

Then I turned around and made
my way to my Northampton hotel
for 7:00pm. Bit of dinner watch-
ing the Fulham v Reading play-off
game to see who Huddersfield
would be playing in the Final.

Wednesday
An appointment with an existing
Certass contractor who had ques-
tions kicks-off the day where I
killed three birds with one stone.
The contractor had invited a friend
to come over so I could tell them
more about Certass – they joined-
up; the contractor also invited an-
other friend whose account had
become non-active because of an
issue with an insurance backed
guarantee. I resolved that issue
and thus got them running again.
The original contractor had tried
to update a certification but he got
stuck – so I sorted that as well and
was on my way.

Home in time to watch the
mighty Huddersfield win their sec-
ond leg play-off against Sheffield
United. They won. I was never in
doubt. Reading in the Final (which
we won – EPL here we come.

Thursday
All the follow-up work form the
week’s visits and on Thursday af-
ternoon I had to go to York for a
new contractor sign-up. I signed
him up on a laptop in his van on-
site. It was well after 5:00pm by
the time I was back.

Friday
Office duties and phone calls and
making sure I’ve covered all my
leads that I get from the office
based sales team. Paperwork
and the weekly report. Then it’s
preparing for the FIT Show the
coming week – that could be a
long one...but I always enjoy it
anyway.

Simon

i

Moving Swift –
Doing the Biz
The Installer spoke to Simon
Swift of Certass about how
he spends an average
working week in between
family duties and following
his beloved Huddersfield
Town as they head to the
promised land that is the
English Premier League
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Solid Conservatory Roofs

(GuardianWarm Roof)

• Fast installation – including full guide

• 10-year product guarantee

• Two external tile options – variety of

colours available

• Internal options – plaster, cladding, roof

windows and lighting

• Fully LABC and LABSS approved system

• Perfect for any size and type of

conservatory

Glazed Conservatory Roofs

(Eurocell Conservatory Roof)

• Glazing options - Glass and

Polycarbonate

• 10-year product guarantee

• Designed for faster and smoother

installation – including full guide

• A choice of frame, glass and

polycarbonate colours

• A range of high performance glazing

panels available

Skypod Skylights

• Designed for superior performance

• Fast, accurate installation

• U-values as low as 1.0**

• 10-year guarantee

• Fixed 20˚ pitch
• A choice of frame and glass colours

• Cheaper than other aluminium

alternatives

1000mm x 1500mm = £490*

1000mm x 2000mm = £580

1000mm x 3000mm = £730

1500mm x 3000mm = £840

2000mm x 3000mm = £980

2000mm x 4000mm = £1220

Made to Measure = Contact us

Contact us today!

T: 0191 455 8866 F: 0191 447 6618

E: trade@premierroofsystems.co.uk

W:www.premierroofsystems.co.uk

Premier Roof

Systems offer a

passionate, honest

and dependable

service

*All prices exclude VAT. **Prices are based on White profile

and Ambi Blue - Self Cleaning Glass with U-Value of 1.2.

Quick quote turnaround

Nationwide delivery

Technical support

Design,

Manufacture

and Delivery
Conservatory Roofs | Roof Lanterns

10%OFF
Your First

Order



600 1500 1700

1070 1170 1170

£69.00. £138.00. £175.00.

Let us quote you for casements, doors, bifold’s in Eurocell
upvc or Smart Aluminium delivered on time every time.

all glazed
and plus vat

Aluminium bifold £540.00. per leaf glazed plus vat delivered in uk

WARWICK DEVELOPMENT WINDOW SYSTEMS Ltd
Unit 9 Butterthwaite Lane Ecclesfield Sheffield S35 9WA

www.warwickdevelopmentwindowsystems.co.uk

Authorised
Manufacturer 0800-707-6954

Email: heritagealuminiumdirect@yahoo.com

ALUMINIUM STEEL
REPLACEMENT
WINDOWS AND DOORS
TILT AND TURNWINDOWS
SASHWINDOWS
BI-FOLD DOORS PATIO DOORS
DOUBLE DOORS

ALL TRADESWELCOME
INSTALLERS BUILDERS
ARCHITECTS DEVELOPERS
DIRECT TRADE SUPPLIES
NATIONWIDE DELIVERY

THE FABRICATOR
Commercial Glazier and Glass Processor
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Take a look at the first Photograph with this ar-
ticle. Notice how close the mature trees are to
the conservatory in the foreground of the pho-
tograph. All Fenestration Surveyors should be
aware of the dangers of building a conserva-
tory close to any trees - mistakes can prove
costly.

Take a look at the first Photograph with this article.
Notice how close the mature trees are to the conser-
vatory in the foreground of the photograph. All Fen-
estration Surveyors should be aware of the dangers
of building a conservatory close to any trees - mis-
takes can prove costly.

Not only are these mature trees within 10 metres
of the conservatory, they are also covered by a Tree
Protection Order (TPO) and thus could not be cut or
removed without the permission of the Local Author-
ity. (The Authority in question were most unlikely to
ever give that permission.)

Susceptible to movement
A consequence of building a lightly loaded and
more than likely a shallow foundation conservatory
(although the foundation should be a standard
750mm deep 650mm wide) close to trees, is that it
will be more susceptible to movement rather than the
main house.

The MWCIA Technical Article

Building
Conservatories
Near Trees
All Fenestration Surveyors should be
aware of the dangers of building a
conservatory close to any trees, writes
Don Waterworth. The conservatory here
may need to be demolished and rebuilt
with a proper base...costly!
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Toothing pains
The second Photograph shows the toothing-in of brick-
work and also a shocking level of mortar pointing.
This toothing-in will accelerate any movement. The in-
staller should have used a sliding crocodile clip joint
or similar, filled up with a low modulus silicone seal.

It is always accepted by Building Control and Sur-
veyors generally that the movement of a conserva-
tory would be somewhat different to the movement
of a property and therefore the 'toothing-in' of brick-
work from a conservatory to an existing structure is
not recommended. Always use a vertical sliding
joint. Therefore any 'differential movement' of the
conservatory is accommodated within the joint. And
make sure your builders do not put in a vertical mor-
tar joint as this could readily crack and give the cus-
tomer a real shock.

Underpinning
The conservatory shown in these photographs had
already been underpinned, however movement was
continuing (the conservatory is being monitored over
a 12 month period). This conservatory may need to
be demolished and a specialist foundation designed
and the conservatory re-built again. The cost to the
conservatory company could be prohibitive.

A couple of Golden Rules
In general, it is important first of all to establish
whether the soil is sinkable clay. Then identify the
species of any trees on or adjacent to the site and es-
tablish their likely maximum height. Include any ma-
ture trees that have been removed in the last 10
years. Once you have done this, you need to estab-
lish the safe distance for normal foundations to be
suitable. N.B. These safe distances can be found
on the NHBC website and Building Control web-
sites. You must make sure that you are covered.

Presumption leads to mistakes
Do not presume anything with trees. A one metre
sapling within 3 metres of a conservatory might
seem nothing. In 10 years it could be a substantial
tree and it may involve you in a guarantee claim...if
the conservatory has subsided, it most likely
will...and I may still be around to be the Expert Wit-
ness to testify against you. Doni

The MWCIA Technical Article
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Book a call with our expert team:

01204 705 718

Look what’s
on the tin...

Keyframe are recognised
as being one of the industry’s
most respected fabricators,

supplying unparalleled levels of
Quality, Service and Value for money.
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Range of
Products

On Time
Delivery,
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Cutting Edge
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Market leading aluminium windows that deliver not only
the aesthetics required for sensitive Victorian and Art deco
refurbishment projects, but also the thermal efficiency that
is demanded by developers, architects, planners and building
occupiers.

• Signature slim profiles and sightlines associated with
traditional steel doors and windows.

• Outstanding thermal performance.

• Available in a number of formats, including fixed-pane,
top-hung and side-hung casement. Doors are also
available in this range.

• All available with a full suite of hardware options
synonymous with Victorian and Art Deco styles including
‘Monkey Tail’ and ‘Bulb’.

Also in Aluminium:

Bi-Fold Doors

Vertical Sliders

Call us now for enquiries :
Tel : 01296 668899
Fax now for a quotation : 01296 668450
or email : enquiries@garrardwindows.co.uk

Visit our website :
www.garrardwindows.co.uk

Alitherm Heritage
The perfect solution for sensitive refurbishment and
renovation projects.

We pride ourselves on our reliability
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Energy Efficiency

Deceuninck’s Rob McGlen-
non says six months after
launch, sales are continuing
to climb for the Heritage Win-
dow Collection.

The He says: “We’re not sur-
prised by the success of the Her-
itage Window Collection
because we work hard to design
and deliver products the market
wants but our customers tell
us they’ve been particularly
impressed with the whole pack-
age of products and marketing
support.

“They tell us their installer cus-
tomers have been impressed too.
As soon as people see it -
whether fabricator, installer or
homeowner – they want it, which
is why demand is showing no
signs of slowing down.”

Market demand
McGlennon continues: “True in-
novation doesn’t come along that
often, especially innovation that
offers fabricators and installers a
real sales opportunity, yet that’s
exactly what the Heritage Win-
dow Collection has done. It
meets the market demand and as
a result is helping to drive new
business. That’s why the Slider24
sliding door from the Collection
has recently reported a produc-
tion rate of 1,000 doors per
month.

“The colour offering that comes
with the range has created a
great deal of interest in itself – 26
colourways from stock, with
matching ancillaries. We don’t
think our customers should have

to ‘make do’ where colour is con-
cerned and it’s the whole pack-
age they need – there’s no point
in supplying coloured profile
quickly if we don’t have the
coloured ancillaries available at
the same time.”

In addition to the 26 colours
held in stock, Deceuninck also
has an array of other colours
available to ensure installers can
also meet the more unusual re-
quests that inevitably come in.

Under review
McGlennon continues: “We’ll
continue to review every aspect
of our offering and invest to im-
prove wherever possible. The re-
cent announcement that we’ll be
launching a new grey substrate is
a good example of this. The new
grey base substrate can also be
foiled which gives our customers
yet another way to deliver colour
in an increasingly colourful mar-
ket. Grey continues to be a pop-
ular colour choice for end users
and our new grey substrate uses
RAL 7021 which we think will
meet this demand perfectly.” i

Heritage Still Soaring
Six Months On

Six months after launch,
sales are continuing to
climb as more people
discover the benefits of the
Heritage Window Collection
timber alternative
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Heritage Windows

Victorian Sliders has intro-
duced a dynamic way to
demonstrate its product
quality to installers and
homeowners, writes market-
ing director Mark Schlotel.

The A new fleet of mobile show-
rooms is now out and about on
UK roads, professionally kitted-
out with stylish sample ECOSlide
PVC-U vertical sliding sash win-
dows and informative display
graphics.

The 14 eye-catching demo vans
are part of an additional £1.5
million investment in increased
sales & marketing initiatives de-
signed to stimulate consumer de-
mand for ECOSlide sash

windows and trigger opportuni-
ties to quote for Victorian Sliders’
trade customers.

Why are we doing this?
Why are we doing this? Because
we want to offer the very best
field sales support to help Profes-
sional Trade Installers win retail
sales. The 'ECOSlide Experience'
enables our direct purchasing
customers and new prospect cus-
tomers to appraise the impressive
quality of our ECOSlide PVC-U
vertical sliding sash windows.
Everyone who steps on to one of
our demo vans will discover an
unbeatable combination of good
looks, easy-to-use operating hard-
ware, practical window cleaning
and security features, excellent
thermal performance and value
for money.

Designed for trade installers
and their homeowner customers
who want to see a sample win-
dow before placing an order,
these special sales demonstration

vans provide the perfect way to
closely inspect ECOSlide PVC-U
vertical sliding sash windows
and review foil colour and hard-
ware finish options.

A new way to show-off
Rather than the Sales person
dragging a tatty sample from the
back of their estate car and wast-
ing time preparing the relevant
parts, these demo vans have 10
windows installed and ready to
view including a bay window
sample. The variety of samples
on the vans are specially pre-
pared to give an excellent idea
of what the product looks like
and how it performs in use.

ECOSlide is our consumer-fac-
ing brand and these demo vans
are part of a marketing package
which includes an appealing re-
tail sales brochure and dedicated
website which are all branded
ECOSlide, to assist installers
when they are selling our prod-
ucts.

Brand awareness and
customer support
We are building brand aware-
ness as the vans zoom up and
down our British roads but the ac-
tion really starts when our demo
vehicles arrive at a customer’s
premises. Each van is driven by

Drive
and
Energy

Mark Schlotel at Victorian
Sliders, reveals how the
company is driving
increased demand for its
Heritage Windows by
demonstrating their quality
at first hand

Victorian
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one of our Business Development Managers, who
are all fully trained to present the features and
benefits of ECOSlide. The quality of our products
will speak for themselves, with details such as our
signature extruded anti-jemmy bar cill designs;
toughened glass in both top and bottom sashes
supplied as standard and our metal hardware of
our own design - all of which are exclusive to Vic-
torian Sliders.

On the spot quotes
We will turn around each Trade Installer quota-
tion in just one hour. We will deliver our high qual-
ity manufactured products to mainland UK
locations within five working days from confirma-
tion of order.

Order a van today
And as part of our market leading service philos-
ophy to Installers, wherever possible we will drive
one of our ECOSlide sales demonstration vans to
the mainland UK location of their choice, on the
specific date (and at the precise time!) they want.

To assist with the retail sales process, the demo
vans are liveried with the logo and slogan 'E-
COSlide – the No.1 sash window brand' only
and there is no Victorian Sliders branding on
show at all.

Any references to the '£199 Any Size' trade in-
staller price points or unbeatable value for money,
which are of course important Victorian Sliders
messages into the trade market arena, are delib-
erately excluded from these mobile showrooms to
maximise margin making possibilities.

Professional Trade Installers are
encouraged to book an ECOSlide
demo van appointment online by visiting
www.victoriansliders.co.uk or alternatively
by simply telephoning Tracey Ervine,Cus-
tomer Care Manager,on t.01269 846200

i

Heritage Windows
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The Heritage sector has for a
long time been full of poten-
tial for those companies with
the requisite level of knowl-
edge and experience to
sympathetically replicate
craftsmanship with the bene-
fits of modern products.

Old timber windows in heritage
properties whilst adding greatly
to the aesthetics of the façade,
still conjure up images of worse
for wear windows with peeling
paint, condensation and mould.
Unfortunately, there are still
plenty of these old draughty win-
dows that would benefit from re-
furbishment or replacement. And
yet, homeowners and facilities
managers are still hesitating to
do anything about it because
they aren’t wholly aware of
what’s out there and they don’t
know who to trust to get it right.

Better and better
As an industry, we’ve come a
long way with our wood win-
dows, the sealed units inside
them and the alternatives to tim-
ber. Although there is no true
comparison when it comes to an
authentic heritage wood window
compared with PVC-U or metal,
several systems companies have
worked towards offering the mar-
ket an alternative maintenance
free option aligned with some of
the design characteristics tradi-
tionally only achieved with real
wood.

Glass adds class
An aesthetically suitable and cer-
tified sealed unit to complement
these frames and the properties
they are installed into is vital.
Anyone that works in this arena
will understand immediately the
historical problems that fabrica-
tors and installers have had to
overcome when specifically con-

sidering the glass inside the
frame.

When it comes to listed and pe-
riod properties, Planning Officers
are always keen to maintain the
traditional appearance of the
windows. Often, this means nar-
row units and slim sightlines are
required on the glazing bars – as
low as 5mm in places. This desire
to please aesthetically means the
quality and integrity of the units
can be compromised, which can
lead to premature unit failure. A
legitimate certified solution to the
heritage market has been hard to
come by because quite simply,
it’s a tough nut to crack.

Compliant IGUs
As a sealed unit manufacturer
that places the emphasis on meet-
ing and where possible, exceed-
ing the necessary standards to
future proof products, we recog-
nised the huge potential in the
heritage sector and the lack of
fully certified solutions. As a
team, we have worked hard over
an 18 month period to be the first
company in the UK to offer fully
independently certified EN1279
Parts 2 and 3 compliance for our
heritage IGUs.

We’ve always been inundated
with requests from our existing
customer base and from further
afield to make heritage units but
we have always resisted the
temptation until we were able to

offer a suitably tested and certi-
fied product that we were happy
to put our name to.

Clarity Classic
Now with an optimum combina-
tion of high performance coat-
ings, sealant and gas filling
incorporated into our Clarity
Classic range, it means cus-
tomers can rely on our third party
independently tested Kitemark
compliance for consistent quality
and performance.

With just an 8.5mm sightline,
the IGUs which can achieve as
low as 1.1W/m2K, offer the best
of both worlds in terms of aesthet-
ics and energy performance. The
units genuinely have the appear-
ance of single glazing so retain
the character, charm and her-
itage of a building and when
glazed into sash or casement
windows, are almost unde-
tectable with none of the double
reflections you sometimes see
with standard IGUs.

Further authenticity can be pro-
vided by incorporating one of
our restoration glasses on the
outer leaf to give an appearance
in keeping with the period of the
property. i

The Heritage sector is full of
opportunities for those with
the right products to deliver.
Nick Welsh, MD of
SafeGuard Glazing Supplies
in Peterborough takes a
look at how far we’ve come
and what our industry now
has to offer period
properties

Glass Replication
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www.astraseal.co.uk/trade

Call 01933 227 233 and get your aluminium bifold doors from Astraseal today!

Astraseal House
Paterson Road
Finedon Road Ind. Est.
Wellingborough
NN8 4EX

T: 01933 270 552
F: 01933 274 852
E: sales@astraseal.com

A low price doesn’t mean poor quality. As standard, our doors come with the new Smart integrated cill
threshold, which is a fully weather sealed low threshold, incorporating a projecting cill. A further benefit is the
presence of the, also new, bottom roller with steel pin for dead loading (this eliminates sashes from dropping).

Poor quality bi-folds with inferior hardware can cost you money, time and damage your reputation.
Save money and enjoy superior quality with Astraseal!

It’s ttthe high quality bifolds
yooou expecttt, at a price you

wwwooouuullldddddnnn’’’ttt bbbeeellliiieeevvvvveee!!!

Three panel aluminium
bifold from only

£1,491
Four panel aluminium

bifold from only

£1,988
Five panel aluminium

bifold from only

£2,485

At Astraseal you can get our aluminium bifold doors for just £497 per sash glazed,

with a 2 week lead time when ordered in white or 7016 grey
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HWL Trade Frames, the Leeds
based fabricator of windows
and doors, is the first R9 man-
ufacturer in the country to be
able to offer butt-jointed Res-
idence Collection of win-
dows unglazed.

With butt-jointed R9 windows
currently come factory glazed as
standard, which can make them
heavy, cumbersome and difficult
to fit, the unglazed window

comes with a number of benefits
to installers.

Firstly, companies will be able
to buy their own glass, allowing
increased margins. Secondly, the
window is easier to handle as
glass can be installed on site,
making for safer manual han-
dling. Thirdly, if a piece of glass
were to fail, rather than having
to replace the full sash as you do
with traditional method R9 win-
dows, installers are able to just
replace the sealed unit.

Graham Howatson, director at
HWL Trade Frames, said: “Some
installers have stayed clear of the
Residence Collection in the past
due to the issues that can be
faced with factory glass bonded
windows. Our new unglazed of-
fering though offers installers,

and homeowners, the visual ap-
pearance and benefits of tradi-
tional R9 windows, with a
number of additional advan-
tages.”

The Residence Collection,
which includes R9, R7 and R2,
has been very popular since it
was launched in 2012. Practi-
cally maintenance free, and with
minimal U Values, the system
replicates timber windows, with
all the benefits of PVC-U.

Graham Howatson added:
“We pride ourselves on our tech-
nical expertise, knowledge and
our ability to make R9 easier for
installers. That is why we have
created a handy Residence 9
product guide which cover all
the options available for in-
stallers.” i

R9 windows currently come
factory glazed as standard,
which can make them
heavy, cumbersome and
difficult to fit...one fabricator
has a solution

Butting In – No Glass
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When we’re not riding waves and singing sea shanties, we’re into glass.
With 15 manufacturing and distribution hubs from Penzance to London,

and some of the UK’s most technically advanced glass processing facilities,
Cornwall is closer than you think.

Architectural glass • Multi-laminate glass • Glass toughening
Sealed units – including over-sized IGUs • Acoustic glass

CNCmachining • Water jet cutting

01726 66325 info@cornwallglass.co.uk www.cornwallglass.co.uk

We believe being Cornish is a mind-set.

It’s about sea, sand
and of course... pasties!

The people behind the Glass

HORIZOPNTAL page horiz-04:Layout 1 20/06/2017 11:38 Page 1



Popular with homeowners,
horned PVC-U casement
windows can mimic the style
of traditional timber framed
units. Until recently however,
such additions on the Veka
fully sculptured system have
visibly been appended to
the main frame, with a seam
separating the two sections.

Scott Law, MD of Express
Trade Frames explains: “Our run-
through horn design offers au-

thenticity for homeowners who
want the look of traditional tim-
ber framed windows but with all
the thermal, acoustic and weath-
erproofing performance of a
PVC-U system.

“As well as fabricating these
frames ourselves, we are also of-
fering the sash in kit form, so
other fabricators are able to as-

semble them too, making the or-
dering and production process
more efficient for them and their
customers.”

Two variants
Express Trade Frames is offering
run-through horns on two types
of fully sculptured top-hung case-
ment window styles - those with a
small, top opener; and those
with a half-sash top opener, giv-
ing the look of a vertical sliding
sash.

Colour
Law continues: “Tthese run-de-
signs are available in a variety
of colour and woodgrain finishes
and we are able to deliver
quickly and economically
throughout the country. i

Express Trade Frames has
a new extension to its suite
of PVC-U window systems
from The Veka UK Group,
with a run-through horn
option for its top-swung
casement windows

26|Heritage Windows | The Installer

Heritage Windows

Getting the Horn Right
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Two new brochures have been unveiled by Dekko Windows,
designed to help their trade customers boost conversions and
win more business.

The brochures each showcase two of Dekko’s premium-end product ranges
– one spotlighting its high-end Raum collection of aluminium windows and
doors, the other its Infinity range of seamlessly welded PVC-U

Sales Director Kurt Greatrex explains: “As we look to massively step up our
operations in the months and years, you can expect a lot more of this kind of
high-quality installer support literature from Dekko. With top quality sales
material like this, it’s easy to quickly establish your credentials, and reassure
homeowners that they’re dealing with a reputable, experienced installer.

“We want to go further than just producing identikit brochures, though.
Going forward, we’re going to be putting great emphasis on supporting
installers establish their own identities with end users in their area – as part of
a campaign we’re calling Make It Yours. We’re going to be providing a huge
range of customisable sales material that we can help them personalise with
their own logos and other information about their business. Watch this space
for more details.” dekkowindows.comi

Liniar’s EnergyPlus 90, launched at the FIT Show has seen the
company join an elite band of window systems that are able to
comply with the exacting Passive House standards.

The 90mm system with its 9-chamber profile has been designed to meet the
triple challenges of thermal efficiency, noise reduction and security, while still
maintaining the appearance and operation of a 70mm system.

Liniar’s Design & Development Director, Adrian Redshaw, explains: “With
more and more developments being built on recycled brownfield land, often
near busy transport links, architects are tagging acoustic criteria in addition to
thermal and security specification.

“Tests have resulted in EnergyPlus 90 being awarded Passive House certifi-
cation, and weather tests saw a full-sized EnergyPlus 90 window surpassing
3000Pa (155mph)

“The strict conditions of PAS24:2016 have also been met, making the
EnergyPlus 90 window fully compliant with Part Q building regulations and, as
a result, achieving Secured by Design accreditation.” liniar.co.uki

To mark the 10th anniversary of the sale of the very first length
of its profile, Liniar has launched a new Specification Guide –
providing architects and fabricators with comprehensive
information on the entire range.

The 234 page full colour book contains all of the information that anyone
could possibly need to know when it comes to specifying the company’s
windows, doors, conservatory roofs, building supplies and outdoor range.

Liniar’s Design & Development manager explains: “We think it’s a very fitting
way to celebrate the 10th anniversary of Liniar profiles hitting the market. It’s
been a huge task to collate all of this information in one attractive, easy to
understand document, but the finished article looks outstanding and we can’t
wait for people to see it.

“We’ve used full isometric renders of our profile, created with 3D software,
to lift the images right off the page and give architects a much better
representation of how our products would fit into their projects.”

Packed from cover to cover, the Specification Guide contains full details of all
Liniar’s products, including in-depth technical data and measurements on
everything in the range, including ancillaries, case studies and follow up
information. liniar.co.uk/specification-guidedirecti
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Yorkshire fabricator Dempsey Dyer has
strengthened its door portfolio with the
adoption of the Ultion lock.

“At Dempsey Dyer, we’ve always striven to build
door products that excel on all fronts,” comments MD
Peter Dyer. “That makes Ultion a natural partner for
us. 73% of all burglaries come through the front
door, and that makes robust security a vital part of
any outstanding door. Its formidable security creden-
tials, plus a guaranteed £1000 pay-out to the
homeowner if intruders manage to breach an Ultion
lock, make an Ultion-equipped door an easy sell to
end users.”

The Ultion lock is highly accredited achieving
Secured by Design, BSi and Solid Secure Diamond
status. dempseydyer.co.uki

The Window Outlet has collaborated with North West
Bifolds to supply AluK’s premium BSC94 patio doors
to CARGO, the exciting retail space constructed entire-
ly from shipping containers, found in Wapping
Wharf, Bristol’s vibrant new harbour side quarter.

Ben Warren, MD at The Window Outlet comments: “The
BSC94 sliding door system from AluK is the perfect solution for a
project of this nature – it’s a versatile, reliable system that max-
imises natural light and provides uncompromised views with its
large, high-performance glass panes and ultra slim sightlines.”

The addition of AluK’s inline patio doors allows many of the
repurposed shipping containers to feature glass frontages, pro-
viding fantastic views out on to the harbour.

“For commercial projects and retail developments especially,
choosing the right door products is vital given the amount of use
they’ll see over their lifetime,” adds Warren. “The AluK system
provides premium, heavy-duty performance while still
perfectly complementing the contemporary aesthetics of
Wapping Wharf.” the-window-outlet.co.uki

Adrian Barraclough, Chairman of Quickslide, has given his
endorsement to Mighton’s Angel Ventlock, the window open-
ing control devices designed to prevent children opening and
falling from windows.
Barraclough, a father of four including an 18-month-old boy, was in the pro-
cess of reviewing his company’s hardware choices when he decided to go
public with his support for the Mighton designed and manufactured product
‘as a father as well as a manufacturer of windows and doors to the trade’.

Originally designed for traditional sash windows, the Angel Ventlock is a
low-cost, easily fitted and highly effective device that prevents children from
opening windows and thus avoiding the danger of falling; and yet it may be
easily opened for egress by adults. Adrian says installing it is a ‘no brainer’
and that Quickslide will push its customers to ensure they offer it to their home
owner buyers where young children obviously live in the property: “The
Angel Ventlock really is the most effective product of its type in our opinion
and we have no hesitation in offering the device. The cost of peace of mind
where children are concerned is incalculable.” mightonproducts.comi

Products & Projects

Angels Give Peace of Mind
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If you want to win, you need great PR, creative and digital marketing.
That’s why you should team up with Purplex, the world-class marketing agency for the glass and

glazing industry. We help companies up their marketing game, jump ahead of competitors and stay
top of the leader-board.

With Purplex, we take your business to the next level.

PR AND MEDIA RELATIONS
WEB DESIGN AND E-COMMERCE
DIGITAL MARKETING (SEO/PPC)

ADVERTISING AND LEAD GENERATION
BRANDING AND CREATIVE WORK

SOCIAL MEDIA MARKETING
FILMING AND VIDEO PRODUCTION

UP YOUR
MARKETING GAME

Play to win. Call 01934 808 132 and take your business to the next level
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Not all that long ago, alu-
minium was still relatively
niche, says writes The Win-
dow Outlet's MD Ben Warren.
As far as most installers and
end users were concerned,
it was a specialist material,
only suitable for very spe-
cific purposes – heavy-duty
commercial developments,
the most futuristic high-end
residential projects and
so on.

Now, that’s utterly changed.
The explosive rise of residential
aluminium windows and doors
has been one of the key stories
of the last twenty years in fenes-
tration. Today, the material is
prized for its sleek, highly cus-
tomisable looks, higher margins
and all round performance –
and installers around the coun-
try have eagerly sought to cap-
italise on surging demand. But
for companies previously only
used to PVC-U, it can feel like a
daunting leap.

Diversify
Enter The Window Outlet.
We're a Bristol trade fabricator
but we supply nationwide. We
were a local start-up and are

now a £2 million. We’ve al-
ways been about maximising
convenience for the trade, as
aluminium firms have a reputa-
tion for being slow and inflexi-
ble. When we started The
Window Outlet, we wanted to
completely turn that on its head
– putting the systems and proce-
dures in place to deliver the
level of quick, efficient service
that installers have come to ex-
pect from PVC-U fabricators
and doing everything we could
to help them expand into offer-
ing both materials.

Training
I know how daunting the idea
of starting to supply a whole
new material can be – and
that’s why we offer comprehen-
sive support to customers in that
position, including a training
day that covers both the prod-
ucts we provide and how to
properly order them. By taking
the time to sit down with our
clients and show them the most
efficient way to order at the
very start, we make everyone’s
lives easier.

We’ve demonstrated that fur-
ther by implementing everything

from 24-hour quote turnarounds
to two week lead times, both vir-
tually unheard of outside of
PVC-U.

We’re seeing the numbers of
people accessing our online bi-
fold builder growing all the time
and we expect that to
continue. i

The Window Outlet is on the
look-out for new ways to
improve the quality of the
service it provides.

the-window-outlet.co.uk
t. 0117 405 8488

Outlet
–Your
Allies
in Ali
Installers are expanding into aluminium with a little help
from experienced friends, writes The Window Outlet's MD
Ben Warren – pictured above. right: Factory training
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502 Worle Park Way
Weston-super-Mare,
BS22 6WA

E: hello@insightdata.co.uk
@insightdata
www.insightdata.co.uk

insightdata
business is better with insight

or email hello@insightdata.co.uk for a free demo

Are you still wasting time chasing ghosts?
With Insight Data, one simple log-in gives you the contact
details of 60,000 new trade and commercial prospects.

No more directories, internet searches or old mailing
lists. Just instant access to new customers with in-depth
business information, decision makers and even credit
ratings.

Forget the marketing maze and go direct to your next
customer.

Fabricators and Installers
Local Builders
Construction Companies
Architects

Number of Decision Makers

GO DIRECTC TO YOUR NEXT CUSTOMER
FFOORRGGEETTTEETEE TTTHHHHEEEE MMMMAAARRKKEEEEETTTEEEE IINNGG MMMAAAZZZEEE..

16,584
27,561
3,231

15,487

For more information, call us today on 01934 808 293



Tanya Hopkinson, the new customer services
manager for Kestrel, not only has a degree in
business management but is now studying for her
MBA.

With 15 years experience of looking after customers in the
trade, Tanya will now take over the Kestrel customer services
team of seven people.

Tanya says: “Kestrel’s name is built on reliability; customers
know they can rely on us for great service. The challenge of
manufacturing and distributing so many products with such a
quick turnaround really appeals to me.

“Our team is very experienced and knows a lot about our
business which means that they understand the whole process,
which is a key part of ensuring reliability.” i

Business is booming for Alumen as the
aluminium fabricator moves to a larger 15,000
sq.ft facility in their home town of Kettering.

MD Alan Robinson says: “Thanks to our continued
success in the retail and trade sectors, and the growth in
popularity of aluminium windows and doors, we are
busier than ever. This demand has enabled us to expand
into the new premises that will double our manufacturing
capacity, provide additional office space for our growing
sales and support team and provide our customers with a
larger, purpose built showroom facility.

“We are long established partners to both Smart and
Schueco, but also provide our own range of bi-fold doors,
contemporary aluminium entrance doors and rooflights.

“With customer service at the heart of our business, our
expanded facility will enhance our capability and
capacity to deliver. We are keen to expand our trade
partnerships with proactive installation companies – why
not choose Alumen support you on your next
aluminium project?” i

Glazerite installers have beaten all previous records, taking
five out of seven national trophies – including overall winner –
at the annual Network Veka Awards.

Top of them all, scooping its 15th national Network Veka Award as
Member of the Year, as well as the £1.5million-plus category, was
Aberdeen-based Thistle Windows and Conservatories, followed by NV
founder member Goliath Homeworld of Cannock in the £1m-1.5m category,
Shane Howells of Ledbury in the £750k-£1m and MG Window Systems of
Northampton in £500k-£750k.

Glazerite UK Group also saw another 15 of its installer partners listed as
finalists in the national categories, including six in the two, smaller turnover,
categories where it did not have a winner, and over half (12 out of 23) of
the total new entries and re-entries into the organisation’s elite 100% Club.

This year’s Network Veka Awards had been reconfigured to replace the
UK regional trophies with seven national awards, in six categories based on
turnover plus a Member of The Year, as well as trophies for best new member
in the North and South respectively as before. The ceremony was held at the Chesford Grange Hotel, Warwick, where the
trophies were presented by Network Veka brand ambassador, snooker legend Steve Davis. i

Trade News

Fab Five for Installer Partners
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Supaglaze Ltd, trading as Shepley, has
undertaken a management-led acquisition
with new investment partner CorpAcq Ltd,
who purchased all shares earlier this year.

CorpAcq specialises in buying successful
companies, and has a philosophy of keeping their
existing identity and culture. These things are
important to the management team at Shepley.

Along with the investment, Ian Griffiths becomes
MD with Tony Ball as Shepley’s Sales Director and
Lindsey Roden as Finance Director. The outgoing
MD Tim Walker and Operations Director Tony Fry,
remain on hand to offer support.

“Careful consideration went into choosing
CorpAcq, who we believe is the ideal fit for
Shepley,” says Griffiths. “We wanted a partner with
whom we could maintain our independence.
CorpAcq is a local company based down the road
in Altrincham and it invests in successful companies
for long-term growth.” i

Thermoseal Group have been presented the Queen’s Award for
Enterprise – International Trade 2017
The awards aim to celebrate and encourage business excellence in the UK.
Following The Queen’s public announcement winners are permitted to fly The

Queen’s Awards flags across their UK sites and are invited to offer input into the
development and delivery of policies across Whitehall. Winners are invited to a

Palace Reception later in the year. The Lord-Lieutenant of the County, The Queen’s
local representative will then present the award at an agreed date later in the year.
Each Award is formally conferred by a Grant of Appointment and is symbolised by the

presentation of a trophy.
Gwain Paterson, MD at Thermoseal Group, comments: “I’m honoured to accept
such a great compliment to the business and recognition for all of the efforts of my

colleagues over the past few years. i

Coinciding with its 20th anniversary celebrations, the East
Midlands based fabricator Frame Fast UK has opened a
new factory to increase space for manufacturing.

Company director Nigel Leivers explains: “Whether customers
need bifold doors, composite doors, conservatory roofs or exclusive
decorative glass designs, we have it all. The new factory is home to
our glass unit production, which has made four times more room for
our aluminium manufacturing.

“It allows us to manufacture more aluminium doors and windows,
decorative glass, composite doors and PVC-U products. We can offer
installers more options so they can offer lots of choice to their
customers.”

Frame Fast has been fabricating windows, doors and conservatory
roofs for the trade in Derby, since 1997. The new factory, which adds
to Frame Fast’s existing 30,000 ft. facility, gives it more space for its
growing range of aluminium products and new Modus S flush
casement system. i

Trade News
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Frame Fast Finds Factory
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QUALITY ASSURED NATIONAL WARRANTIES (QANW)

A KINNELL GROUP COMPANY

QANW is a trading name of Warranty Services Ltd. Warranty Services Ltd is authorised and regulated by the Financial Conduct Authority. Warranty

Services Ltd is a member of Kinnell Group of Companies. Warranty Services Ltd uses a UK based insurer which is authorised by the Prudential Regulation

Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority. QANW is a trading name of Warranty Services

Limited, a company registered in Scotland, with the registered address of 4 Forbes Drive, Heathfield Industrial Estate, Ayr, Scotland, KA8 9FG, and with the

company number SC205797. Warranty Services Limited is authorised and regulated by the Financial Conduct Authority (Firm Reference Number 309580).

CALL TODAY ONUS

01292 292701
www.qanw.co.uk
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PVC-U window fabricator and Veka Group customer,
Qualplas, celebrates three decades of business this year.
The milestone will be marked with a wide range of
activities and customer giveaways throughout the year.

Qualplas chose The Veka UK Group as its number one supplier of
PVC-U profile just one year into trading, before later also joining
Network Veka, which has quality craftsmanship and customer
satisfaction at its core.

Aron McMahon, Manager at Qualplas says: “A huge thank you has
to be said to every member of staff – past and present – who have
worked tirelessly each day in order to deliver the quality products and
service that Qualplas has become renowned for. Also, a massive thank
you to all of our customers over the past 30 years; a number of whom have been with us since day one.

“Last but certainly not least, everyone at Qualplas – from the board of directors, the management team, and all employees –
would like to say a massive thank you to The Veka UK Group. A large part of our success is down to the suppliers we choose.
Qualplas’s long-standing relationship with The Veka UK Group has ensured only the best quality raw material to fabricate with
plus additional support in terms of technical expertise. Qualplas’s partnership with the Network Veka brand has also enabled the
company to be where it is today. Qualplas aims to work closely with both for many more years to come.” i

Renolit has scooped the top accolade in The Veka UK
Group’s second annual Supplier of the Year Awards.

Other category winners included; Chick Plastics for ‘Ancillaries’ and
EWS (Manufacturing) Ltd for ‘Technical In-House Design’. Renolit won
best ‘Manufacturing Consumables’, as well as being named ‘Supplier
of the Year’. The company provides the high spec foils that make up
The Veka UK Group's enviable ‘Variations’ colour collection.

Renolit’s CEO Dave Hall comments: “We are honoured to have
received The Veka UK Group Supplier of the Year Award. We have
a long-standing trading relationship with the Group of over 20 years.
In this time, Veka has grown and developed its business model
significantly. This has naturally led to higher expectations in terms of
service, quality and innovative products. Veka’s collaborative and
professional approach has allowed our business to develop, adapt
and grow with them. For this reason in particular, we are proud to
receive the award.” i

Morley Glass & Glazing has welcomed the first visitors to
its state-of-the-art showroom – part of the company’s £1.5
million move to 49,000sq ft premises in Leeds last July, to
accommodate projected growth at the business.

When visiting, guests will be able to learn more about all five of
Morley’s integral blind systems, including the battery-operated W Swipe
System and the manually operated C System.

The showroom also benefits from a section demonstrating the effects
of different glass options, thanks to a range of products kindly supplied
by the UK’s largest processor, distributor, installer and repairer of glass
and glass systems, Glassolutions.

Visitors to the new showroom will have the chance to see a number of
Glassolutions’ glazing products first-hand, including SGG Planitherm
Total+, SGG Planitherm One and SGG Planitherm 4S, and not only see
but actually feel the advantages of using glass that offers solar and/or thermal control properties.

Ian Short, MD at Morley Glass, says: “We’ve always wanted to provide a space where our customers could have the chance
to see first-hand all the innovative technology that goes into our product range. I’m very pleased with how everything has come
together and look forward to welcoming many visitors in the future.” i

Trade News
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Showroom Welcomes Visitors
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Metal Technology
supplied a comprehensive
suite of architectural
aluminium systems which
complemented the creation
of a futuristic look to the
world class educational
facility for Ayrshire College,
Kilmarnock.

The design places two legs
of teaching accommodation
around a central atrium, creating
a mature, open series of
interconnected spaces. Working
with main contractor McLaughlin
& Harvey and the project design
team, Metal Technology supplied
two variants of its System 17
Curtain Walling (capped and
silicone pointed) allowing light
filled spaces to become a real
feature of this project.

System 10 commercial
doors were used in the main
thoroughfares with System
5-20D Hi+ doors and 4-20Hi+
casement windows from the

range used extensively
throughout the building. These

Ayrshire College gets the Metal
Technology lesson in excellence

For more information visit
www.metaltechnology.com

systems feature bespoke
gaskets, cellular foams and
polyamide thermal isolators,
delivering impressively low U
values.

Developed with an ethos of
sustainability, the exceptional
structural, thermal, acoustic and
security performance of the
Metal Technology systems used
also contributed to the Colleges
BREEAM Excellent rating, as
well as the building’s Secured by
Design status.

The £53million campus was

built on the former Diageo site
and will be used by 5,000
students each year.

Advertisement
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A few days after the election, an old acquaintance of mine posted the
hackneyed adage (slightly modified as follows) on social media that ‘if you
are not a socialist when you are in your twenties, you've got not soul; if
you’re not a capitalist in your forties, you’ve got no brains’.

The acquaintance had asked his younger staff why they had voted Labour,
to generally be answered ‘because they represent me; the Conservatives
don’t care’. He was miffed. Didn’t get it. Hence the particular relish at the
No Brains bit.
I disagree. Good on the young for doing what the old won’t.
Too many people in my opinion, vote according to how they’ve always
voted. It’s more like observing biased football fans following the same team
as their daddy did. Just look at the morons who voted for Sinn Fein (who
then waste that vote by not attending Parliament) and the half-baked bigots
that religiously support the DUP.

Clowns to the left, jokers to the right
Following parties blindly no matter what they serve up is why we have a
left-wing Labour Party bent on paving the way to hell with good intentions
and a presidential Conservative Party yet again leaning far too far to the
right. (Not to mention an SNP still droning on about another independence
vote.) The ‘football-fan voter’ takes what’s offered by his or her team no
matter it bears no relationship to what first attracted them to their Party.
This time around, the young didn't vote like socialists – they voted like
capitalists...they voted for themselves; voted for what they want.
(Philanthropy is still self-interest if that's what floats your boat.) They gave
Theresa May a bloody nose for taking them for granted.
Our politicians, Red, Blue, Green, Gold, Purple need more bloody noses to
shift them from their collective bloody-mindedness and remind them of a
simple truth – they should serve the people and not the other way around.
Dyed in the wool oldies ought to learn that lesson as well and start
demanding our politicians come-up with better policies and less hot air. But
you know what they say – there are no bigger fools than old fools.

Grenfell
Home secretary Amber Rudd said when the NHS was the victim of the
massive cyber attack ‘we must learn lessons’, knowing full well that no
lesson will be learnt because its too expensive to upgrade the NHS
computer system. Just another example of unsubstantial hot air.
When MPs, including the Prime Minster, visited the Grenfell tower disaster,
they promised again ‘to learn lessons so this will never happen again’.
In what must ultimately be deemed a national disgrace, Southwark Council
has only just been convicted for the fire that killed six people at Lakanal
House eight years ago – and received a paltry fine. The conviction was not
for building and refurbishment errors, it was for failing to carry out proper
fire inspections.
An All-Party Parliamentary Group Fire Safety & Rescue Group report after
Lakanal said up to 4,000 similar buildings were at risk. It has been sat on
for four years.
Eight years. Four years. ‘We must learn lessons’ – if the politicians meant
what they said, 79 (or greater) people would probably have not lost their
lives recently.
Perhaps hot air and broken promises should carry heavier penalties?

Brian J. Shillibeer, Editor
@theinstallermagazine or installer@profinder.eu
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Access Systems

Bi-folding Doors Planning Consultants

Baypole Jacks

For all your aaacccccceeess control
and door hardware
solutions
● Electric Strikes
● Deadlocking Bolts
● Waterproof Keypads
● Compact Shearlocks
● Deadlocks & Deadlatches
● Lock Accessories
● Transom Door Closers
● Vortex Magnets

01202 676262
info@alpro.co .uk
www.alpro.co.uk

Shaped Aluminium Windows & Louvres
*Circular *Radial Cornered *Arched *Elliptical

Tel: 01952 290961 Fax: 01952 290441www.radialwindows.com

*Gothic *Rectangular *Trapezoidal *Curved-on-Plan
also Aluminium & Stainless Fabrications ‘Trade Suppliers’

by Midland Alloy Ltd., Stafford Park 17,Telford,TF3 3DG
You can buy jacking kits from as
little as £5.00 each (subject to
order). Kits manufactured to fit
most systems with various loadings.
Top and bottom adjustments meet
Fensa requirements.

Systems Duraflex, Swish24/7, Eurocell,
Status, Synseal, Kommerling, Veka
CAP DESIGNS LIMITED

53 Pound Lane Central,
Basildon, Essex, SS15 4EX

Phone: 0844 4772505
Fax: 0871 2214305

E-mail: capjacking@aol.com
Web: www.capdesigns.co.uk

e as £5.00 eac£5.50

Aluminium Systems

Aluminium Lanterns

Conservatory Roofs

Adhesive Tapes

Lowest price anywhere

Aluminium Bi-Fold Doors

Is your supplier letting you down ?

www.madefortrade.co

Tel: 01642 610798
Fax: 01642 671026£GET A PRICE

COMPARISON
TODAY

from only

£365
per leaf

from only

£350
per leaf

Aluminium

Visofold

Lowest price anywhere

Aluminium Bi
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el: 01642 610798
x: 01642 671026

Colour Applicators

For beautiful colours guaranteed
to last insist on using

KOLORBOND
on your

PVCu Profile

Tel: 0121 3268020
Fax: 0121 3271507
www.kolorbond.co.uk

email: enquiries@kolorbond.co.uk

We have the largest range of
industrial tapes for the glass &

glazing industry

T: 01206 871999 F: 01206 871 998
E: sales@adhere.co.uk www: adhere.co.uk

● Security glazing foam tapes ● Mirror safety backing films

● Emergency repair films for broken glass

● Trim mounted tapes ● Glass transporting pads
● Foam glazing tapes ● High bonding acrylic foams

To Advertise
Call Mehreen Haroon 07814

209789
mehreen.haroon@profinder.eu

No Visible Fixings

Slim Unbroken Sight Lines

Fully Thermally Broken

All in one Glass Lock
& Retainer

www.korniche.co.uk

Tel: 01642 610799
Fax: 01642 615854

ALUMINIUM ROOF LANTERN

THE
FASTEST
LANTERN
TO FIT

Up to 6m x 4m
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Doors & Roofing

PROFINDER

To fill this space

Call Mehreen
Haroon

07814 209789

mehreen.haroon@profinder.eu

Fixing Brackets

Gaskets

Recycling

Profile Bending

Flyscreens

MISMEASURED WINDOWS &
DOORS MUST BE GLAZED

BOUGHT FOR CASH

01895 239 607
07860 812 675

THE YARD
RECYCLING CENTRE

www.theyardrc.co.uk

Conservatory Roofs

Manufacturer of Gaskets for all Aluminium and
PVCu Windows, Doors, Shopfronts, Curtain Wall

and Roofing Applications.
•

Pilkington Activ Compatable, no shrinkage,
supplied in Buckets.

•
Carry large stocks of Woolpile, Pressure

Platesand Security Tapes.
•

Nationwide delivery within 48 hours.

CENTRAL EXTRUSIONS LTD
01384 413222 - 01384 413004

www.centralextrusions.co.uk
enquiries@centralextrusions.co.uk

Unit 7 Charlton Drive, Cradley Heath, West Midlands, B64 7BJ

WE WILL
BEAT ANY

PRICE*

Lowest price anywhere

Conservatory Roofs

Is your supplier letting you down ?

www.madefortrade.co

Tel: 01642 610799
Fax: 01642 615854£GET A PRICE

COMPARISON
TODAY

* Offer is based on a like for like comparison
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Reach 7000+ installers In

The Installer
Call Mehreen Haroon 07814 209789

To advertise
Call Mehreen Haroon 07814 209789

mehreen.haroon@profinder.eu

Racking Systems

Veranda Systems

Coorner Protectors

PVC-U Glass Handling & Equipment

“Technically the best way
to toe and heel glass”

Corner protectors • Flat,Bridge,Wedge and Frame Packers • Locking wedges • Run up blocks • Flexible corner wedges

For more information or to find your local stockists visit:
glazpart.com/products/glazing-accessories/
or call 01295 264533 to speak with one of the team.

Profile Bending

“Our in-depth knowledge, attention
to detail and friendly service make
Curved Frame Specialists the ideal
choice to build your custom frames.”

■ PVCU profile bending arch
and angle specialists

■ 7-10 working day turn
around

■ Over 20 years experience
■ Competitive prices

Window Protection Film

Andywrap®Masking Film
The No.1 UK leading Window Protector

Call Freephone:
0800 0850006
sales@andywrap.net

• FREE NEXT DAY DELIVERY
(NO MINIMUM ORDER)

• AVAILABLE IN CLEAR
OR BLUE

• SOLVENT BASED ACRYLIC
(BEST YEAR-ROUND ADHESIVE)

• SUPPLYING THE GLAZING
INDUUUSSSTRY FOR OVER 25 YEARS

Window openers

Installer classified III:21st Century Inst Aug pp 16.qxd 05/05/2017 11:18 Page 1




	Pg 01 The Installer Yale Cover June 2017
	pg 02 Superfold JUNE17
	pg 04 CERTASS REFER A FRIEND ADVERT A4
	pg 07 FP Bifolds JUNE 2017 FP
	pg 09 FP Roofs JUNE 2017 FP
	pg 11 Korniche_generic_A4_JUNE_2017
	pg 17 FULL PAGE KEYFRAME MAY_FINAL
	pg 27 First Degree Systems
	pg 28 HWL
	pg 31 Skyview Warmcore
	pg 32 Up your Marketing Game FP Advert
	pg 37 QA INSURANCE BACKING A4 081015
	pg 44 Victorian Sliders

