APRIL 2018

THE FABRICATOR
Commercial Glazier and Glass Processor

Sawing and Machining
as it should be

Proven British Innovation and Engineering

– 450 ‘VS’ version
600 – 700
800 – 1000
Autoﬂow2 400
per week also available ZX3 per week ZX5 per week
All models manufactured entirely in the uk from components resourced in this country.
Whatever your production output or budget requirements if you fabricate upvc window or door frames we have
the sawing and machining center for you. Stuga fully guarantee the output of their sawing & machining centers.
Save operators • Save proﬁle • Reduce skills • Improve efﬁciency, quality and consistency.
All models have rotary tooling, reusable offcut management, high frequency prepping heads, barcode &
picture label printer and management analysis software. Routing and notching on both sides of a proﬁle
simultaneously, standard on all models. Also fully guaranteed factory rebuilds offered subject to availability.
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Do you want
consistent IGU production?

Your factory will run
like clockwork with
Super Spacer®
With its non-metal, ﬂexible foam
construction, creating insulating glass units
with Super Spacer® is simpler, faster and
streamlined. We offer three production
entry levels, with proven equipment
choices selected from several leading
manufacturers:
• Our manual system, Super Shop, enables
a three-man team to produce up to 250
units per eight-hour shift.
• The semi-automated system allows the
same three-man team to produce up to
400 units per eight-hour shift.
• A fully automated system allows a two
or three-man team to produce up to
1200 units per eight-hour shift using
automated robot spacer application,
gas ﬁlling and perimeter sealing.
Super Spacer® is the leading warm edge
solution for high speed, fully automated
IGU lines worldwide.

For a supplier you can rely on, it’s time you called Edgetech.

T: 02476 998113

www.edgetechig.co.uk
E: ukenquiries@edgetechig.com
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Comment

I confess to being a bit confused. Looking at a few trends: car sales
down, businesses going under – not particularly in our sector. I have
input from grocery and believe me it's a mess. Major food wholesalers
are being taken over and going bust in droves. Watch the prices next
time you are shopping! Some of the decline in car sales is being blamed
on the diesel problems but the industry is relating much of the blame
to consumers worried about Brexit.
As far as our industry is concerned, in this month's marketing article
Andrew Scott refers to “This current world of acquisitions, mergers
and closures – especially in the fenestration industry...” And Andrew is
pretty plugged in to what is going on.
On the other hand employment is once again going up – or so we
are told, 'more people in work than since records began'.The previous
couple of months employment had stalled; the cynic in me can't help
wondering whether the department for work and pensions hasn't just
come up with another scam to get people off of the unemployment
register. (Did I ever tell you the one about the self-employment
scheme? It happened to someone I know a few years ago. She was
persuaded to give up job seekers' status and offered mentoring and
advice on setting up her own business.The caveat was that she had to
register as self-employed with our good friends at HMRC. She
immediately received a demand for class four national insurance in
spite of the fact that she had no income, the business didn't work, and
she no longer qualified for job seekers' allowance.)
Anyway, it seems inflation is falling so the pound is hitting the roof
against the dollar and, we are told, the prices and pay gap is closing.All
of which will probably mean a hike in interest rates some time soon.
So, where are we? The signs are conflicting but I can't help wondering
whether we are actually on the brink of another recession. Or maybe
we are already in one; a 'secret' recession.
The government is already admitting that leaving the EU without a
customs deal will affect our GDP, reducing it by as much as 5%. No one
I have read on the subject thinks that we could come close to replacing
that with 'world' trade deals. In fact we actually have deals with other
commonwealth countries that could not be improved on. As far as
other countries are concerned Australia and India both have indicated
that any deal would have to include more immigration. So, what were
we told the Brexit referendum was about?
Given that post-Brexit we are very likely – almost certain if we do
leave the customs union – to go into a recession, the last thing the
government could cope with is one happening now. It has already
suffered a blow in a House of Lords debate on the customs union and
could well lose a similar vote in the House of Commons. If the public
gets a whiff of a recession Mrs May and Co will really be in trouble.
In her book Fascism:AWarning Madeleine Albright, who was president
Clinton's secretary of state, describes Brexit as 'An exercise in
economic masochism that Britons will long regret!'

John Roper
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RENOLIT EXOFOL PX
Black

RENOLIT EXOFOL PX
Black Ulti-Matt

RENOLIT EXOFOL PX
Black Ulti-Matt

Black is Black!
Genuine black exterior foil
Take a look at the new RENOLIT EXOFOL PX Black exterior film. For the first time Black is really Black
with the launch of this technologically advanced film which defies convention by combining the darkest
colour with low heat build-up.
RENOLIT EXOFOL PX films offer improved performance with the latest modern designs and textures.
Discover a new dimension of realism. Samples of the new RENOLIT EXOFOL PX Blacks are available
to order from www.renolit.com/exterior/en/sample-ordering.
www.renolit.com/exterior

NEWS

Building on progress
S

ynseal Group has announced the
appointment of Matthew Mycock as
CEO in a permanent capacity.
Mycock has a wealth of board
experience, including as managing
director for Plumbing Trade Supplies, a
business unit at Travis Perkins, managing
director at Autoglass, and managing
director at Frontline Group, the UK’s
largest magazine distributor.
His early career was spent in fast
moving consumer goods, including
spells at Levi Strauss, Diageo and Mars
Confectionery.
Synseal Group chairman,Adrian
Fawcett, says:“Matthew is well placed
to lead the group through its next
exciting chapter of cultural and business
change, supporting new routes to
market, and re-energising growth in
sales across all product categories with
new business partners.”
Mycock will replace Deborah Kemp
who has been interim CEO at Synseal
Group since September.
Fawcett says:“I would like to take this
opportunity to welcome Matthew to
the group and thank Deborah for her
leadership and support over her short
but significant tenure.”
Commenting on his appointment,
Mycock says:“I am delighted to be

Joining
champions
J

on Vanstone has been appointed new
chair of Certass.
Vanstone joins Certass with a wealth
of industry knowledge and he holds
several positions in trade bodies and
associations. He i
s chair of the Trade
Association Forum (TAF) and the
Competent Persons Forum (CPF),
Trustmark director and RoofCert
delivery director.
Vanstone says: “Certass as an
organisation appealed to me because it
champions the local installation
companies that are dedicated to great
workmanship and best practice. Going
forward, we want to continue to
promote members and grow our
services to ensure that Certass
membership offers real value to home
improvement companies.”

Matthew Mycock
joining Synseal Group at such an
exciting time for the business. I am
really looking forward to building on
the progress already achieved by
Deborah and the team with the aim of
delivering the very best products and
service to our customers.” ❐

Jon Vanstone

SFS has reported a successful four days at Fensterba.
Nigel Wood, Director of sales – hinge and fastening technology at
SFS says:“It was fantastic to see such a high level of interest in our
hinge technology range across all four days of Fensterbau.
“Our European designed and manufactured products truly have
raised the bar in terms of a hinge’s build quality, adjustability and
visual appeal and we look forward to expanding our relationships
with UK architects, joinery manufacturers and door fabricators. ❐
4

As well as growing Certass’ current
offering, Vanstone will work with the
team to plan ahead for future regulation
and best practice improvements. His
existing industry positions mean that
Certass members will be some of the
most well-informed tradesmen in the
UK, helping them to prepare their
businesses for exciting opportunities
that lie ahead.
Jason Clemmit, managing director at
Certass says: “We’re really pleased to
have Jon on-board as part of the Certass
team. We’re focused on using our
combined industry and technical
knowledge to create new ways to help
installers get even more out of their
membership and grow their businesses.” ❐
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INTERLOCK

10-DAY LEADTIME
WEEKLY NATIONWIDE DELIVERY
(STOCK COLOURS GREY & WHITE,
ON VISOGLIDE PATIO DOORS)

BIFOLD DOORS | SLIDING PATIO DOORS | WINDOW SYSTEMS | LANTERN ROOFS

VISOFOLD 1000

7-DAY LEADTIME
WEEKLY NATIONWIDE DELIVERY
(STOCK COLOURS WHITE, BLACK, GREY,
DUAL GREY ON WHITE, & BLACK on WHITE)

MIDLAND

ALUMINIUM

2 HOUR QUOTE TURNAROUND

CALL JASON WOOTTON

01785 287907
MOB 07538 800203
TEL

sales@midlandaluminium.co.uk

STAFFORD ROAD, KNIGHTLEY, STAFFORDSHIRE, ST20 0JR
MIDLAND ALUMINIUM IS PART OF THE AFFORDABLE WINDOWS GROUP
ONE OF THE UKS LARGEST MANUFACTURERS OF ALUMINIUM AND PVCU WINDOWS AND DOORS

NEWS

Pluck resigns
P

hil Pluck, group chief executive of the
Glass and Glazing Federation (GGF)
left the organisation suddenly on 12th
April after less than a year in the post.
Pluck joined the organisation in May
2017. He has introduced a substantial
change programme at the GGF bringing
together the commercial companies of
GGF and its membership side. He also
brought in a new senior management
team as part of a complete re-structure
programme.
In a statement Pluck said: "The GGF
Group is now in the best shape it has
been for years and is ideally positioned
to grow its influence and value to its
members and customers. A new
management team is in place and has the
skills and commitment to realise the
potential of the GGF Group for the
benefit of its customers, members and
the industry. I am immensely sad to be
leaving such a great organisation and its
people but for personal reasons this is
the right time to be departing.The GGF
Group is a fantastic organisation and I
wish it the very best for the future.”
GGF President John Agnew, said:
"Under the leadership of Phil Pluck the
entire GGF Group has undergone a
period of transformational change with a
clear strategic plan now in place.
The GGF board is indebted to Phil

Phil Pluck
for the key role that he has played in
driving forward the changes needed for
the business. His clear strategic vision
coupled with the focus on behavioural
and cultural management practices have
been key skill sets that the GGF Group
has benefitted from.”
During his tenure Pluck had a less than
happy relationship with the trade press.
Following a series of departures from
the
organisation, including
two
presidents resigning in a short space of
time, he reacted to reports in The
Fabricator and elswhere by issuing a
strongly worded statement reproving us
for the reports and stating that the GGF
has a legal team in place to monitor our
publications. ❐

Jarman
and Scaife
C

ustomade Group has announced
two senior appointments.
Mark Scaife has joined Customade
Group as group chief operating officer
and Simon Jarman, who joined the group
in 2016, has become managing director
of Fineline Aluminium.
Scaife spent10 years at Safestyle UK
as group operations director and most
recently as group technical director.
During his time at Masonite/Premdor
he was responsible for introducing lean
manufacturing. At Customade he will
oversee each of the group’s

Simon Jarman

Mark Scaife

Eurocell has been shortlisted in this year’s National Recycling Awards in
the manufacturer of the year category.The awards, held in association
with specialist magazine Materials Recycling World, celebrate best practice
and innovation in the UK waste and resource management industry.
Chris Coxon, head of marketing, says:“We are delighted to make the
shortlist in what is probably one of the most competitive and demanding
categories in the awards.We felt our entry really highlighted the
achievements we have made to date in making recycling central to
everything we do.”
Winners of the National Recycling Awards will be announced at an event to
be held at the London Hilton on Park Lane on Thursday 28th June. ❐
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manufacturing sites to fully optimise
their manufacturing capacity and
support group-wide growth.
Simon Jarman has more than 20 years’
experience in the industry and has a
strong track record in consumerfocused businesses including seven
years as CEO at Everest.
The appointments follow a recent
investment of more than £2.5m to
strengthen Customade Group’s range
and capabilities and enable the business
to deliver high levels of service to help
customers achieve long-term growth. ❐
The Fabricator 2018

MARK OF
DISTINCTION

70MM WINDOWS HAVE NEVER LOOKED SO GOOD

Heritage hardware designed to enhance both flush sash & 70mm systems
Exclusively available from Window Ware
T 01234 242720

E sales@windowware.co.uk W windowware.co.uk

COVER STORY

High five the ZX4
Steve Haines writes: Stuga has completed the installation of a Stuga ZX4 sawing and machining
center in the new extension at Polyframe Norwich, based in Lenwade and part of the Customade
Group.The site has recently been expanded by 50% to cope with high demand for the windows and
doors produced at this facility. Capacity has reached above 5,000 windows per week and there are
ambitious growth plans for the future including for more machinery to take capacity to in excess of
7,000 windows per week

P

olyframe Norwich currently has
over 150 full time employees at
Lenwade
and
whilst
further
expansion will result in more
automation and technology, further
job creation is also inevitable
together with security for the current
workforce. The company is a major
user of Rehau at this particular site
but offers alternative profiles from
other sites within the group.
This is the fifth Stuga ZX4
installed at Lenwade, with the first
one, installed in 2005, has run flat
out for nearly 13 years. The ZX4 is a
high output sawing and machining
center capable of producing 800 to
1,000 windows per week depending
on styles and operations. All
necessary saw cuts and prepping
operations utilised on PVC-U
windows and doors can be dealt Steve Haines
with
quickly, efficiently
and
accurately on the ZX4. The Stuga ZX4 can work with all
UK profiles up to 6.5m long and automatically process
them giving excellent optimisation including random use
of offcuts which are re-optimised ‘on-the-fly’.
The close proximity of Polyframe Norwich to Great
Yarmouth where all Stuga machines are manufactured
creates the opportunity for excellent synergies between
Stuga service and Polyframe maintenance teams, so
looking after five high output centers running flat out is
not as demanding as it could be with regular servicing
easily achieved. Stuga also has internet diagnostics and

8

internet enabled cameras onboard every machine that the
Customade Group owns and a
number of personnel in Great
Yarmouth and in the field with
the knowledge and ability to use
this resource.
Stuga manufactures a wide
range of sawing and machining
centers at our Great Yarmouth
factory and the Customade
Group has a current total of 14
Stuga lines spread over five sites
throughout the UK, the majority
of which are the popular ZX4
model. Stuga also builds the
small footprint AutoFlow-2 as
well as the ZX3 and ZX4 which
covers the full range of
requirements
for
most
fabricators. In addition we
rebuild machines traded-in and
offer a great opportunity for
smaller fabricators with a limited budget to purchase a
pre-used model with the same warranty as a new machine.
We also offer stand-alone prepping centers and automatic
saws as well as automatic ancillary saws which are popular
for volume manufacture of sills and other suitable
ancillaries and add-ons.
All Stuga machines come with a free service contract
during the warranty period. Subsequently customers can
buy a warranty and most fabricators find this
comprehensive product very worthwhile. ❐
www.stuga.co.uk
The Fabricator 2018

Link Vent Mk 2
Tricklevents from Glazpart
Compact
Quiet
Quick
Precise
Discrete
Approved

Half the size or twice
the performance!
51dB (closed)
Clip or screw fix
Locates automatically
Over 30 colours from stock
LABC registered detail

Whilst also reducing stock and routing costs
Now ava
available
ailable from

glazpart
For more infor
information
m
mation
or to find your local stockist visit: glazpart.com/products/trickle-ventilation/
rt.com/products/trickle-ventilation/
2
to speak with one of the team.
to see ourr rang
rangee of BBA and LABC certified vents or call 01295 264533

Come visit us at stand 263:

MARKETING

The data decay
With the industry changing rapidly, Insight Data’s managing director Andrew Scott writes
exclusively for The Fabricator on the importance of data cleansing

I

t is not hard to see why more and more businesses
across the industry are turning their hands to email
marketing. Not only does it provide the best way to
connect with new customers, it can maintain good
relations with existing clients and build brand awareness.
However, it is important to remember that an effective
email campaign is only as good as its data. For the deluge
of responses desired to deliver a return on the investment,
businesses need to actively cleanse their data to ensure
they are contacting the right people and getting the right
results.
In this current world of acquisitions, mergers and
closures – especially in the fenestration industry, the issue
of data decay has never been more significant. If
businesses have purchased data or a one-off list of email
addresses, they could be wasting their time contacting
decision makers who have changed jobs, retired or even
passed away – and businesses that might no longer be
trading.
Not to mention the potential of damaged reputations
with high bounce rates leaving businesses looking
unprofessional and resulting in possible blacklisting from
email providers, meaning the hard work and investment
could all be in vain. On the other hand, data which has
been effectively cleansed can transform an email
campaign, producing high deliverability with low bounce
rates and will help to drive customers and sales to the
business.
With the industry landscape changing, almost on a daily
basis, it is becoming increasingly common for businesses
to outsource their data management. In doing so, they
don’t need to worry about data decay or the vital upkeep
that great data demands. It is something we are seeing
more and more of at Insight Data, as businesses across
every sector of the industry sign up to our service.
We specialise in data and marketing intelligence for the
fenestration and wider construction industries. At the
heart of this is our pioneering ‘real-time data’ which is
cleansed and validated by our seven-stage verification
process. In just one of those stages, our team of in-house
researchers make 20,000 phone calls every month to
confirm every detail.
In another, we have a direct feed from a credit reference
agency which confirms credit ratings and identifies
companies on our database that have gone bust, moved or
changed directors.
It is all accessed through Salestracker, our online
prospect database which now combines a powerful CRM
system and a brand-new email marketing platform called
STEM (Salestracker Email Marketing). Information from
across our five databases including fenestration and
glazing, house builders and architects is available 24/7 via
a computer or mobile device, empowering field-based
10

Andrew Scott
sales teams looking for prospects wherever they are in the
country.
In short, Salestracker brings together data for over
60,000 potential customers, providing up-to-date contact
details and business information including key decision
makers, suppliers, output and of course, credit ratings.
This allows users to effectively evaluate prospects before
any approach is made.
The introduction of STEM now means users can
design, build and send dynamic, powerful email
campaigns from within Salestracker. Any leads or
enquiries drop directly into Salestracker and can easily be
tracked using the CRM system, and then passed onto the
sales team to follow-up.
Through Salestracker, we have provided systems
houses, fabricators, component suppliers and sealed unit
manufacturers with the necessary data to improve their
sales and marketing strategies. We provide these
businesses with a reliable and efficient platform which
removes the need to internally manage and cleanse their
data and more importantly allows them to connect with
the right decision makers and win new business.
For more information, contact Insight Data on 01934
808293 or via email at hello@insightdata.co.uk ❐

www.insightdata.co.uk
Andrew Scott is managing director of Insight Data
The Fabricator 2018
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Bi-Fold Doors from Metal Technology
define spaces for living
L

eading architectural aluminium
manufacturer Metal Technology’s System
26 Bi-Fold doors, within its
range, offeri premium quality, superior
performance and design flexibility in the
house building sector.
Metal Technology’s high insulation BiFold door has been developed to offer
exceptionally low U-values while the
Slimline profiles maximise daylight into
the living space. With options ranging
from a single door to seven opening

panes offering 18 design variations and
up to 6 metres in width, design flexibility
is guaranteed, whatever the project.
System 26 Bi-Fold is available in ‘open
in’ or ‘open out’ applications with either
curved or flush profile door leaves and
fully rebated or low thresholds. The result
of two years product development work
and rigorous testing across all aspects of
performance, System 26 offers elegant
and aesthetically appealing home living,
combined with durability, security and

energy efficiency.
Illustrating the system in action, this private
home in Northern Ireland uses open-our
doors to create a living space that moves
fluidly from indoor to outdoors, without
compromise on the thermal performance to
ensure warmth and efficient running costs.

For more information visit
www.metaltechnology.com

System 26 Bi-Fold Door Credentials
•
•
•
•
•
•
•
•
•
•

Door U-values as low as 1.4W/m2K with double glazing and 1.0W/m2K with triple glazing.
Available in single or dual colour standard RAL finishes
Stock finishes - 9016 white gloss or 7016 grey matt reducing profile lead times to 48hrs
Severe weather tested to BS6375 Parts 1 and 2
PAS24 Security tested options to comply with Secure by Design criteria
Glass units 28mm DG - 50mm TG
Door energy rating DER A+
Sash weights up to 100kgs
LogiKal Estimating and Production software for manufacturing, glass and U-value calculations
Bespoke punch tooling / jigs to assist with rapid manufacture

GLASS & STRUCTURAL GLAZING – SEALED UNITS

False economy

If there’s one terribly expensive lesson Britain has learned about the cost of buying cheap
and substituting quality products in specifications to cut costs, it’s that the risk and damage
done is many times greater than any apparent saving writes John Cooper, commercial
director at Swisspacer

John Cooper

P

roduct failure, and unhappy customers who suffer the
failure, hurts the reputation and business of the
installer directly. They complain to the fabricator, who in
turn complains to the sealed unit maker. At that point big
cost-multipliers kick in.
A pound saved on cheaper warm edge spacer bars in a
sealed unit bears little comparison to the very significant
cost of a remake and replacment in the home.
In practice, buying cheap rarely is cheap, and not all
failures are rectified. Homeowners expect a moneysaving, energy-efficient window with a long, trouble free
life, but across the country, many homeowners are buying
one thing and getting another. I recently spoke to a
homeowner who doesn’t even open her living room
curtains on sunny days, as her sealed units have ‘blown’ in
her words – failed so badly there is no outside view.
Leads are scarce and margins are tight, so it’s n
ot
surprising that there have been more brands selling on
price. But the key question is not ‘how well does this
spacer bar perform now?’ but ‘how well will it perform
over the expected lifetime of the unit and window?’ If the
homeowner has been sold the window based on savings
on heating bills, that’s what he will be rating the installer
on.
Warm edge spacer bars separate the panes of glass in a
sealed unit, creating a thermal break to stop heat escaping

12

through the edge of the unit. Together with the desiccant
and sealant, they should stop gas leaking out and water
vapour getting in because it’s when gas escapes and
moisture gets in that units fail.
I say ‘should’ because the ‘barrier’ foil backing on some
warm edge spacer bar may do a reasonable job when new
but only slow the passage of gas and moisture rather than
preventing it. And time is the key factor, because installers
sell windows they expect to last. Other warm edge spacers
have no barrier at all, relying totally on sealants and
desiccants to do the job for them.Warm edge spacers need
to be 100% impermeable to guarantee a window’s longterm performance.
Cheaper warm edge spacer bars can also be more
difficult for sealed unit makers to process, being made
from a lower quality material that’s more prone to
breakages, or suffer from warping or ‘ripple effects’
appearing with the sealant, especially with soft spacer
bars.
With its rigid structure, Swisspacer creates precise edges
and clean, crisp parallel lines for a high-quality,
aesthetically pleasing finish. It works just as well in Mr and
Mrs Jones’ windows, as in huge, oversized, triple-glazed
commercial IGUs, as the composite material is strong
enough to cope with the weight of the glass without
modification. Unlike cheaper alternatives, there’s less risk
of snapping and brittleness. The thought of replacing
hundreds of sealed units on a commercial high-rise due to
failure after a year or so is not worth thinking about.
Outstanding thermal performance, long-lasting results
and a rigid structure make Swisspacer ideal for triple and
quadruple glazing. Approximately 90% of the world’s
ultra-energy efficient and ultra-premium Passivhaus
installations are specified with Swisspacer. ❐
www.swisspacer.com
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GLASS & STRUCTURAL GLAZING – SEALED UNITS

Exceptional standards
Fabricators, installers and end-users don’t just expect great performance from the most
expensive windows anymore, they expect it from all products, no matter the price.
That presents IGU manufacturers with a challenge – the need to produce huge volumes of
windows, all of which offer best-in-class energy efficiency. Chris Alderson, MD of warm-edge
pioneers Edgetech, explains how more and more companies are adapting to the new
normal

T

echnological progress is rarely smooth and
predictable. Much more often, it advances in fits and
starts. Suddenly, something will happen – a discovery, an
innovation, the availability of a material or component –
that makes huge improvement possible in a relatively short
amount of time.
Over the last few decades, that’s exactly what happened
with energy efficiency. Ground-breaking innovations
appeared – polyamide thermal breaks, warm-edge spacer
bars, and others. Manufacturing techniques improved.
And now, in the second decade of the twenty-first century,
the best window products offer a l
evel of thermal
performance that would not have been conceivable not
that long ago. For the time being, at least, those drastic
gains have flattened off and exceptional thermal efficiency
is the new norm.
We have watched the make-up of the IGU market shift
quite dramatically over the ten years we’ve been operating
in the UK. Back in 2007, there were approximately 1,300
companies making glass units. Today there are only 848.
But despite the number of IGU manufacturers dropping
by over a third in just a decade, the total number of units
being made has increased. So how has that happened?
The answer is unsurprisingly complex, with any number
of different factors at play. But one of the biggest has
undoubtedly been automation.
The idea that exceptional thermal performance is now
the norm is borne out by two key trends we have watched
closely over the last decade – first, the fact that between 70
and 80% of sealed units now incorporate warm edge
technology, compared to just 5% in 2007. And second, the
soaring interest we’ve seen in automation.
Particularly in America, we are now experiencing huge
demand for automated Super Spacer lines, and in time
that’s a shift we fully expect to be replicated this side of the
Atlantic.
One of the automated lines available can make an IGU
every 15 to 20 seconds. The efficiency gains are obvious.
But there’s more to automation than just producing
more windows with better thermal performance.
Increasingly, it’s automation that’s driving businesses and
industries forward in a much broader sense.
Automation is allowing businesses to operate more
efficiently, to continuously improve and to up quality and
consistency. But to fully realise its potential, we need to be
bold, and embrace change throughout whole sectors and
industries.
The Brookings Institute estimates that there were 1.9m
industrial robots in operation in 2014. By 2020, that’s
expected to have risen to more than 2.9m.
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Chris Alderson
Automation is not primarily about shedding jobs, it is
about redirecting manpower elsewhere. Less point of
contact during certain stages of the manufacturing
process reduces human error, while allowing you to
reassign workers to the most valuable tasks.
But at the same time, it does offer a way through one of
the biggest problems facing the construction sector over
the next few decades – the skills shortage. The
Manufacturing Institute estimates 3.5m construction jobs
will need filling in the next ten years and that the lack of
qualified candidates will mean that as many as two million
of those could go unfilled.
Going forward, it’s likely that automation technology
will allow us to make even greater efficiency gains. More
and more businesses around the world are coming to rely
on what’s known as the ‘internet of things’ – a term given
to all sorts of different machines and devices
communicating with each other using the internet.
The pace of change is only going to accelerate which
means the earlier you embrace automation, the easier
you’ll find it to adapt to the world that lies around the
corner. ❐
www.edgetechig.co.uk
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New Georgian
Spacer Bar sizes.
A perfect finish
to heritage-style
windows.

Get your
FREE sample
Insist on SWISSPACER inside for a high-end
finish to your heritage-style windows.
Call 01908 335 190, email info@swisspacer.com
or visit swisspacer.com for your FREE sample.
@Ultimate_Spacer

GLASS & STRUCTURAL GLAZING

Going to Cambridge

W

ales based Dudley’s Aluminium has won a contract
to start work on Babraham Research &
Development (R&D) Campus in Cambridge.
The contract, which was awarded by SDC
Construction, is worth in excess of £1.5m and is to
support the construction of Babraham R&D College.
Dudley’s Aluminium will install Kawneer curtain walling
with feature caps throughout the campus, as well as steel
curtain walling, fire rated windows and doors, and top-ofthe-line revolving doors and automatic swing doors.
The new building will house life science start-ups and
scale-ups in the same way as the existing campus, which is

now home to over 60 enterprises.
Colin Shorney, managing director of Dudley’s
Aluminium, says: “We are thrilled to have secured the
contract for the construction of the Babraham R&D
Campus in Cambridge. We have worked on a number of
great construction projects in the educational sector that
support new technologies and innovation, and it is great
to be part of the development that will potentially shape
the future.”
The project will begin construction in summer 2018
with an estimated date of completion of autumn 2018. ❐

www.dudleys.uk.com

Having worked with Village Hotels
since 2015 to install fully integrated
mobile access solutions into all
existing properties, dormakaba’s
Saflok Quantum RFID has now been
specified for the new Portsmouth
site. Combined with the hetras
cloud-based property management
system, the Bluetooth Low Energy
(BLE) capable lock allows guests to
use their mobile device as a room
key.
To ensure consistency across its
portfolio, Village
Hotels
has
continued working with dormakaba
to provide Portsmouth guests with
the same mobile access system that
is found in all its other UK properties.
Specified for all hotel bedrooms, the dormakaba Saflok Quantum RFID not only offers a two-piece
modular design for a contemporary finish, but also uses BLE technology to deliver a seamless, reliable
and highly secure guest experience.
Answering the increasing demand for mobile compatibility within the hotel and leisure sector, the hetras
cloud-based property management system interfaces with the dormakaba lock.This means guests can
check-in online with their mobile device and use it during their stay as their very own mobile room key. ❐
www.dormakaba.com/gb-en
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DESIRABLE. DURABLE.
DELIVERED IN JUST 10 DAYS
ORDER TODAY
To ﬁnd out why you should offer your
customers Uni-Blinds integral blinds,
call us now.

Tel: 0113 277 8722
Email: info@morleyglass.co.uk
Direct fax for quotations: 0113 277 8723
Morley Glass & Glazing Ltd, Unit 3, Leeds 27 Industrial
Estate, Bruntcliffe Way, Leeds LS27 0HH
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Safety under fire
The CAB Aluminium in Building Conference 2018 The Facade as Protection against Fire and
Flanking Acoustics takes place at the Jaguar Visitor Centre, Birmingham on Wednesday 16th
May. CAB chief executive Justin Ratcliffe outlines the programme

D

ame Judith Hackitt’s interim report as part of the
independent review of building regulations found
that the whole system of fire safety regulation regarding
complex and high-rise buildings was ‘not fit for purpose’,
and left room for those who wanted to take shortcuts to do
so. A programme of change is needed to safeguard our
built environment.
The first theme for CAB’s Aluminium in Building
Conference 2018 at the Jaguar Visitor Centre,
Birmingham looks at the issues facing our industry,
particularly considering this on-going review of
regulations. Our early confirmed speakers are:
Keynote Speaker: Merlyn Forrer, fire protection
manager, Greater Manchester fire and rescue service who
will set the scene with his first-hand experience of a variety
of pertinent fire safety issues.
David Metcalfe, director, CWCT will focus on
windows and curtain walling including such areas as:
● fire performance of facades – glazing systems
● fire performance of curtain wall and windows
● cavity barriers and fire stopping in curtain walling
● spandrel panels as used in curtain walling
● curtain walling testing.
Clive Everett, facades technical standards director,
MD Insurance Services will speak on fire compliant
facades – practical considerations.
He will consider several issues including:
● The warranty perspective
● Other façade elements requiring consideration
● Complying with BCA Guidance Note 18
● Defects we continue to see
Our second theme is flanking acoustics in curtain
walling. As more curtain walling systems are used in high18

rise living accommodation, how do you protect against
flanking acoustics from one apartment to another? Can
simple design changes make a big difference to
performance? How do you test systems for their flanking
acoustic performance and what impact does the
installation have?
Our first speaker is: Nick Colan, acoustic consultant,
Apex Acoustics whose presentation is entitled Making
sense of the Acoustic Performance of Flanking Paths for
Curtain walling Systems.
The presentation looks at how the different types of
performance data provided for curtain walling systems are
used to predict the sound insulation between spaces. It
shows how the sound reduction index and the flanking
level differences can be both
used for the calculations. He
will also describe common
types of curtain walling and
the associated flanking paths
along
with
typical
performances achieved and
methods for improvement. A
case study will demonstrate
the
contribution
from
flanking paths. ❐
Justin Ratcliffe
We will shortly be announcing further speakers. Please email
julie.harley@c-a-b.org.uk for further details or go to www.ca-b.org.uk to download booking forms.
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Assembly Kits
For aluminium doors and windows
• Dualframe Residential door
• Crown Residential door
• Crown Sliding Patio door
• Crown Sliding Patio door
• Crown Sliding Folding door
• Vertical Sliding windows
• Horizontal Sliding windows
• C160S Sliding door

Save money
Increase ﬂexibility
Quick turnaround

Kits working
for you
www.sapabuildingsystems.co.uk

Call us to find out more
01684 853500
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Three focus points
CAB technical director Justin Furness reviews CAB’s progress in promoting aluminium’s
sustainability credentials and highlights CAB’s sustainability activity in 2018

C

AB is involved in several activities and initiatives to
demonstrate that aluminium is meeting the
sustainability challenge and here we focus on three areas:
● end-of-life recycling rate
● circular economy
● responsible sourcing.

Justin Furness

End-of-life recycling rate

When a building is renovated or demolished, metal
products are routinely collected and directed to recycling
or to reuse. Currently more than 95% of metal products
used in buildings are collected at end-of-life. A study
performed on several demolition sites in Europe by the
European Aluminium Association has demonstrated that
more than 96% of the aluminium-content of these
buildings was selectively collected and sent for recycling.
High economic value is the main driver for this
systematic collection and recycling. In contrast to other
materials, metals are recycled without loss of quality. The
fact that metals do not degrade ensures that they can be
recycled and used for the same application, with the same
quality, again and again. Recycled metals and alloys have
the same properties as the original material. Aluminium
recycling provides energy savings of 95% compared to
primary production.
Life Cycle Assessment (LCA) is a tool typically used to
assess the environmental impacts of a product, process or
activity throughout its life cycle; from the extraction of raw
materials through to processing, transport, use, recycling
and end-of-life. In LCA, two metrics are typically used for
recycling: ‘recycled content’ and ‘end-of-life recycling rate’.
Recycled content looks at how much recycled material is
used in the production of a new product. The recycled
content indicator is situated at the start of the supply chain
– i.e. at the manufacturing stage of a product. This
indicator makes sense for products containing materials
for which the recycling industry is not profitable and
mature. For such products and markets, the recycled
content might be an adequate indicator to stimulate
recycling by creating a market pull for these recycled
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materials. For metal products, however, the recycled
content is not a relevant environmental metric, since it will
artificially direct scrap towards specific products and will
then interfere with a recycling market, which is limited by
the availability of scrap. As a result, requesting high
recycled content in specific metal products will be
counter-productive, leading to a higher environmental
impact of the metal recycling value chain.
As stated in the 2006 Metals Declaration on Recycling
Principles, the end-of-life (EoL) recycling rate is the most
appropriate metric to measure efficiency in collecting and
recycling metal products at EoL. The EoL recycling rate
compares the actual amount of metal coming from
recycling with the amount of metal theoretically available
from an EoL product. The EoL recycling rate is
independent of a product’s lifetime and market
developments. By ensuring that metals are recycled, the
EoL recycling rate is maximised.
So, if aluminium enjoys high EoL recycling rates, why
does the recycled content in aluminium building products
not always seem to reflect this? This is because recycled
content is limited by scrap availability. The upper limit of
what is recycled today is governed by what was produced
in the past. The rapid growth in the use of aluminium over
recent years, and the fact that aluminium building
products typically have a service life of decades, means
that there is a shortage of aluminium scrap coming from
buildings. As there is insufficient recycled material to
satisfy growing demand, virgin material must be
introduced into the supply chain. Hence, the average
recycled content in aluminium supply is still today
relatively limited, usually between 30% and 50%. As a
result, recycled content inadequately reflects the
recyclability of aluminium building products.
Environmental Product Declarations (EPD) have been
developed as a standardised way of communicating the
environmental impact of a product, determined using
LCA techniques. In Europe, the rules for presenting EPD
for construction products are set out in EN 15804.
EN 15804 describes the life stages of a construction
The Fabricator 2018
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product by means of different ‘modules’, with Module A
covering the product and construction process stages,
Module B the use stage, Module C the EoL stage and
Module D the reuse, recovery and recycling potentials.
As Module A reflects only the environmental benefits
related to the recycled content in the materials used to
manufacture the product, it makes sense to use Module D
to reflect the additional environmental benefits resulting
from recycling of the metal product at EoL. Module D
reports the additional environmental benefits resulting
from EoL recycling, deducting the recycling benefits
already considered at the production stage, avoiding any
double counting. For example, with a high EoL recycling
rate of 90%, a product made of 1kg of metal with 40%
recycled content will comprise 0.4kg of recycled metal at
the production stage and will report additionally the
benefits of 0.5kg of recycled metal produced at the EoL
stage (i.e. 90% - 40% = 50%). Module D is used by the
metal industry to reflect the recycling aspects of metal
products on a full life cycle perspective.
An important aspect of CAB’s activity is to promote and
defend the use of Modules C and D in EPD. We sit on
B/558, the UK mirror committee to CEN/TC 350, the
European committee that manages EN 15804 and other
important standards related to sustainability in
construction. While this activity may not at first sight
appear to be at the sharp end of day-to-day activity for our
members, we recognise the increasing importance of EPD
and their likely future use in building sustainability
assessment schemes such as BREEAM and LEED, as well
as in providing sustainability data for building information
modelling and their possible uptake in regulations such as
CE marking and building regulations. It is vital that such
initiatives properly consider whole life issues and that
metals are not essentially discriminated against by
ignoring or discounting EoL.
Through our membership of FAECF (the European
Federation of National Window & Curtain Walling
Manufacturers’ Associations), we are a member of the
European alliance, Metals for Buildings. This alliance is at
the forefront of promoting the sustainability credentials of
metals and in promoting the use of Module D.

Circular economy

As the population of the world surpasses seven billion
and continues to rise, the earth’s finite resources must be
shared out between a lot more people. The concept of the
circular economy has arisen from consideration of material
flows and the need to maintain access to those materials and
resources for future use. For a circular materials flow,
there is a need to maintain, refurbish, reuse and recycle
products at end-of-life, feeding the components and
materials back into the lifecycle of the original product.
With their durable nature, reusability and excellent
recyclability, metals lend themselves to the circular economy.
While consideration of the circular economy has tended
The Fabricator 2018
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to focus on products such as fast-moving consumer goods
and short-lived electronic goods, policy makers are seeking to
address the circular economy in construction, where the time
between manufacture and end-of-life can be relatively long.
For example, the European Commission has adopted
an ambitious new circular economy package to help
European businesses and consumers to make the
transition to a stronger and more circular economy, where
resources are used in a more sustainable way. The
proposed actions will contribute to ‘closing the loop’ of
product lifecycles through greater recycling and re-use,
bringing benefits for both the environment and the
economy. The plans aim to extract the maximum value
and use from all raw materials, products and waste,
fostering energy savings and reducing greenhouse gas
emissions. A monitoring framework for ten indicators has
been established that should help citizens and policy
makers see what works and where more action is needed.
By weight, construction and demolition waste is the
single biggest waste stream in the EU. While most
member states have reported that they already recover
over 70% of their waste, the target set for the EU by 2020,
this ‘recovery’ target includes backfilling, which does not
keep the value of the materials in the economy and is
therefore not conducive to a circular economy.
While high economic value is the main driver for
systematic collection and recycling of aluminium building
products at end-of-life, with more than 95% of aluminium
products used in buildings collected, there is considerable
current interest in developing a closed loop recycling
scheme for aluminium building products in the UK. Such
a closed loop scheme should allow for closer control of the
composition of the recycled material, with a high-quality
window profile recycled into another high-quality profile.

Responsible sourcing

Responsible sourcing of construction products should
involve managing a product from the point at which
materials are mined or harvested, through manufacture,
processing, use and end-of-life. This requires management of
the supply chain and product stewardship considering social,
economic and environmental factors. Responsible sourcing
is assessed as part of building sustainability assessment
schemes such as BREEAM and LEED.
There are now standards developed specifically for the
aluminium value chain – the Aluminium Stewardship Initiative
(ASI) and Performance and Chain of Custody Standards.
ASI’s standards are applicable to all stages of aluminium
production, specifically: bauxite mining, alumina refining,
primary aluminium production, semi-fabrication (rolling,
extrusion, forging and casting), material conversion, and
refining and re-melting of scrap, as well as material
stewardship criteria relevant to downstream users. CAB
was part of the ASI standards committee leading up to the
launch of the standards in December 2017. Existing ASI
members in the ‘production and transformation’ and
‘industrial users’ categories are committed to achieving
certification against the ASI Performance Standard by the
end of 2019.
CAB is also a member of the BSI committee SDS/3/6 –
Chain of custody, which is responsible for UK input into
ISO/PC 308, currently working on a standard concerning
general terminology, concepts, requirements and
guidance related to chain of custody. ❐
For more information on CAB’s sustainability contact
justin.furness@c-a-b.org.uk or visit www.c-a-b.org
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PVCU SYSTEMS

Your personal portal
V

ekaGroup has launched a brand new marketing portal
for Veka and Halo customers and members o
f
Independent Network and its installer programme.
Marketing director Dawn Stockell says: “Over the years,
our marketing has expanded to include everything from
vehicle livery and showroom graphics to bespoke email
campaigns, website review and quote facilities, finance
solutions and everything in between.
“Customers were delighted when we unveiled our webto-print portals. These allowed them to sign in and
personalise professionally written and designed brochures
and adverts easily and at a fraction of the cost they might
have expected. All items were pre-populated with address
details and logo, so it took minimal effort to o rder a
bespoke set of literature. This offering built up over time
and each aspect went live as soon as it was ready, which
led to more than one username and password being
required.
“Now we have overhauled the existing portal system to
make it even more useful, more streamlined and more
valuable.The ‘next generation’ marketing portal is not
only a web-to-print service, it is an all-in-one online
resource of marketing materials which is accessed by a
single sign in.
“So no more remembering multiple usernames and
passwords. Everything’s in one place and tailored to the
customer. Depending on whether it is a Veka customer,

part o
f the Veka installer programme or a member of
Independent Network, with one login it is possible to
order branded workwear and brochures, personalise
literature, search a high res image library of products,
access digital assets such as web banners and Facebook
adverts, manage and store all sales leads and control
various elements of a website. Some users can even access
templated T&Cs and contracts.” ❐

www.vekauk.com

Rehau PVCR has appointed Luke Jones to the new
role of purchasing manager for feedstock. A Rehau
spokesman says that the position signifies how
important the growth of the recycling market is to
Rehau.
The PVCR factory in Manchester is a recycling
facility recovering post-consumer PVC waste, and
turning it into pellets that can be used to create new
PVC window profiles at Rehau’s factory in Blaenau.
As more and more PVC windows get replaced the
need for PVC recycling plants will become more
essential – particularly as the world seeks to dispose
of less plastic.
“In the coming years we expect to see a huge
growth in the number of frames requiring recycling,”
says Jones.“My appointment is part of our growth to
match this demand at PVCR. By 2019 we could see
up to 27,000 tonnes of frames requiring disposal
every year and without plants ready to take in this
volume we will see a lot of this go into landfill.This
would go against Rehau’s own commitment to being
more sustainable, and it would also be in contrary to
the worldwide push for less plastic disposal.” ❐
www.pvcr.co.uk
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Rainbow’s gold

C

olour sales have doubled at Kestrel Windows since
moving to Deceuninck. The Chorley-based trade
fabricator reports across-the-board growth, and a 100%
increase in colour in less than two years which it attributes
to Deceuninck’s range of 26 colourways available from
stock.
Director Mark Whittle says: “Colour was a main driver
behind our move to Deceuninck in 2016. We saw it as a
growth area and a way of differentiating ourselves from
rivals. The move has paid off and now over 50% of our
total sales are in colour. We know we can get whatever
colour we need from stock at Deceuninck, so when the
order comes in from a customer, we’re ready to turn it
around.”
Kestrel, which fabricates Deceuninck’s Heritage
Window Collection and Slider24 patio door is also seeing
strong growth in Deceuninck’s flush sash. Until recently
the company dual-sourced but said it was the natural
progression to become a Deceuninck-only fabricator.
Whittle says: “Deceuninck is one of the best, especially
in terms of product choice and colour. We are very happy
with the product range and service. Deceuninck is a
customer-focused innovative company, which is a good fit
for our business.”
Deceuninck’s head of sales Chris Jones says: “Kestrel is
a great success story. Mark and his team quickly
recognised the growing trends to flush sashes and colour,
and as a result Kestrel is flying high! Deceuninck is fully
#ColourEnabled and we’ve invested in manufacturing,
logistics and marketing so our customers are
#ColourEnabled too and can sell colour with confidence.
Our sales, and our major customers’ sales, are over 50%
colour now. Colour is growing strongly, and well ahead of
the market.” ❐

www.kestrelwindows.co.uk
www.deceuninck.com
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Tired of producing quotes
with pen and paper?

Make Selling Easy
Provide professional
quotations on
the go with
Windowlink
software
Priced instantly on your laptop
Professional presentation
Email quote to client

Call now on
01452 348575

Visit us at
www.windowlink.com

PRODUCT EXTRA – SOFTWARE

Priceless price list
Put bluntly – a salesperson needs just one thing when sitting down with a potential client:
confidence. Confidence in the product, and confidence in the pricing structure in use. An
effective, well thought-out and easy to understand pricing system makes life easier for the
salesperson, and engenders trust and confidence in the customer. So why do so many
companies operate from a pricelist ‘borrowed’ years ago from a competitor or former
employer asks Windowlink MD Mark Dudley

P

rinted pricelists are still in use in a surprising number
of companies, large and small. These pricelists tend to
have several different, and conflicting requirements. The
owner/sales director wants to know what the profit margin
is, but this requires a level of complexity and maintenance
difficult to justify, and which may work against the other
main requirement – that the pricelist is easy to use. Over
the years window companies have come up with varied
solutions.
Windowlink is often called in to set up pricing and
presentation software and we have come across all shapes
and sizes of pricelist from single-page much-simplified
efforts to large and bulging lever-arch files. Some are
based on a ‘cost plus’ basis and, at some point in their
history, have probably given an idea of profitability to the
management team. Many m
ore are ‘guesstimates’,
cobbled together as a few pages, or a single matrix uplifted
for coloured foils, varied materials and glazing. The best
to be said is that it is easy to use, and the company seems
to be doing okay.
What could possibly go wrong? The obvious answer: a
lot. Paper pricelists are open to interpretation: it is
possible for three sales-people to price a job from the same
pricelist and to calculate three very different ‘correct’
prices. They are inaccurate and have no relationship with
actual costs and overheads of a business.
The good news is that pricing and presentation software
like Windowlink’s can cope with any m
ethod our
customers care to throw at it. Systems can mirror
software used by suppliers, ensuring that each frame-cost
is correct; prices can then be marked-up. Or it could be a
reproduction of the manual pricelist previously used.
What is important is that cost can now be checked against
selling prices before the invoices come in. Alternatively,
the pricing could be based on any hybrid method used by
the installer.
So, what is the best type of pricelist? From a software
point of view, the ‘right’ method is to take the cost of
frames and glass, add fitting costs and an element of
overhead recovery, then to add the margin required.
However, your target market will influence where you
position your price. If you present yourself as a top-end,
‘grand designs’ kind of company you will present yourself
as best in sector, and you may be able to set your pricepoint independently of competition. If your target is in
the middle or lower part of the market you may need
another strategy.
Common pricelist models tend to be either market or
competitor-led. You can base your pricing on what you
estimate the market will stand, or you can attempt to
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Mark Dudley
match your competitors’ prices. Neither can be claimed
to be accurate; neither will tell you your profit margin. An
advantage though is that they can be quicker (and
cheaper) to build, and can be modified by simply
changing the discount structure.
Many fabricators and trade suppliers now offer versions
of their manufacturing software to give accurate costings.
This can be helpful, but is of little use to a salesperson on
an evening call who needs to give at least a ball-park figure
on the night. These programs are focused on one element
of a wider product range, but are of more use to the
supplier than the installer, removing the need to provide
quotations on demand, and allowing the installer to order
directly through the software.
Presentation, visualisation and pricing software such as
Windowlink’s can be set up to reflect an entire product
range, costed accurately and regardless of supplier, from
PVC-U, aluminium, and timber windows through to
high-end bi-folding and composite doors.
Set up
properly, a software system can act as brochure, pricelist
and sales training manual – if it is in the program it can be
sold; if not, not. It gives confidence to salesperson and
client and has been proven to increase sales. ❐
www.windowlink.co.uk
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Fire fight with glass
K

alsi Plastics, a Birmingham-based
building products manufacturer, is
entering the fire protection market
after becoming licensed to process
Pilkington fire-resistant glass.
The firm will manufacture windows
with fire-resistant capabilities to supply
into homes and commercial properties
– a move that is set to increase sales in
the firm’s glass division by 20%.
In the event of a fire, fire-resistant
glazing acts as a protective barrier to
help a building’s occupants evacuate
safely. It restricts the spread of flames,
smoke and hot gas, as well as blocking
the transmission of radiant heat.
The business will be offering a cut-size
and insulating glass unit (IGU) service
for Pilkington Pyrodur a fire-resistant
glass designed to provide 30 minutes
integrity fire protection and limit heat
transfer.
Steve Bond, customer and technical
support manager – fire protection at
Pilkington UK, says: “As glass becomes
more prolific within the built
environment, demand for fire-resistant
glass has also grown, with building
designers recognising not only its
aesthetic appeal but the vital role it can

play in overall property and occupant
safety.
“Our innovation within the sector has
made Pilkington the go-to company for
firms looking to manufacture windows
for use in commercial and residential
settings.
“Kalsi Plastics is the latest business
we’ve partnered with across our range
of five fire products.We look forward to
working with them during an exciting
period for their glass business.” ❐
www.pilkington.com/en-GB/uk

Saint-Gobain Building Glass
has launched an updated
Planitherm Network. It
follows extensive research,
consultation
and
investment to keep this
initiative relevant and useful
to fabricators and installers,
according to the company.
Kirsty Pamment, market
manager at Saint-Gobain
Building Glass says: “The
Planitherm Network was
first launched in 2011 and it has been hugely successful in helping
fabricators and installers to win more work and increase their
profits. However, the market has moved on and the Planitherm
range has also developed. So, we’ve reviewed the initiative and
revised the offering. We’ve created a suite of tools and support
materials that will help fabricators and installers to really
understand the needs of the consumer and install the right glass for
the right situation.”
The new Planitherm Network reflects the important role that glass
plays in delivering comfort in the home. Existing members and
installers who join the Planitherm Network are being given the
opportunity to win more business by upselling to homeowners
based on the comfort benefits of different types of Planitherm glass. ❐
www.planitherm.com
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Pioneering
and popular
E
dgetech
is the latest big-name
sponsor to sign up to the Glazing
Summit, the major new conference for
UK fenestration.
The event at the St John’s Exhibition
Centre in Solihull on May 22nd, will
bring together senior figures from the
industry to discuss new product
developments, emerging opportunities,
and the future of the sector in the wake
of Brexit.
Coventry-based Edgetech is known
for its pioneering role in the
development of warm-edge technology.
However, it’s also widely respected for
its willingness to tackle the biggest
issues affecting glass and glazing, and as
one of the driving forces behind the
popularisation of window energy
ratings.

Chris Alderson
Given its keen interest in the future
of the industry, it was inevitable the firm
would play a key role in the Glazing
Summit. Managing director Chris
Alderson says: “Edgetech has always
been involved in the big debates shaping
UK glass and glazing.We strongly believe
that we have a responsibility to help
drive the industry forward as a whole.
“In the past, we’ve done that with our
Energy Efficiency in Focus conferences, a
crucial milestone on the road to the
market adopting window energy ratings
in 2006, and our Triple Glazing Question
event in 2014.
“Now, we are supporting what looks
set to be another landmark moment
timely discussion on the development in
glass and glazing, and to be able to take
part in conversations that could shape
the industry for years to come.” ❐
www.glazingsummit.co.uk/tickets
www.edgetechig.co.uk
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THE BIGGEST GLAZING
EVENT OF THE YEAR
THE UK’S MUSTATTEND CONFERENCE FOR INDUSTRY LEADERS

WHO
SHOULD
ATTEND?

The future of the window, door
and conservatory industry

The 2018 Glazing Summit is the mustattend conference for those involved in
the glass and glazing industry, including
domestic, trade, commercial and
new-build sectors.

On Tuesday 22nd May 2018, hundreds of fabricators, installers, glass
companies and material suppliers will converge near Birmingham to
debate the future of the window, door and conservatory industry.
A line-up of top industry and business speakers will discuss the most
important issues, share the latest insights and trends, and ask the big
questions that will affect every fabricator and installer.

• Business Owners and Directors
• Senior Managers and Executives

The conference is 9:30 to 4pm, including lunch and networking
with industry leaders.

• Consultants and Advisors

Tuesday 22nd May

BOOK TICKETS NOW

St Johns Hotel & Conference Centre
Warwick Road, Solihull, B91 1AT
•9.30am to 4pm
•Expert conference speakers
•Lunch included
•Networking opportunities

www.glazingsummit.co.uk
or call 01934 808293
The Glazing Summit Organised by
POWER YOUR MARKETING

insightdata
business is better with insight

PRODUCTS

Ironmonger’s choice

For the
minimalist

H

B

undreds of Astra 3000 Series
concealed door closers on
apartment entrance doors are making a
safe, reliable and efficient contribution to
the chic interior design scheme in one of
Docklands’ landmark buildings, Arena
Tower. Since they are concealed in the
door’s h
inge edge, they are totally
unobtrusive yet comply with all building
and fire regulations.
The Astra door closers were chosen
by the architectural ironmonger John
Planck to suit the modern interiors of
the apartments. They form part of an
ironmongery package for over 3,300
individual door sets that featured a
specially designed lever h
andle and
matching accessories for all the
apartments and common areas. John
Planck’s ironmongers worked closely
with developers Galliard Homes to
create a scheme that is not only visually
stunning but complies with all fire,
accessibility and security regulations.
John Planck selected the Astra 3000
series closers because it had worked
very successfully with Astra before and,
with full adjustability, they were powerful
enough to handle the doors’ weight and
width.
The developer’s brief to John Planck
included a strong requirement for fire
safety and so Astra’s 3000 Series fully
controlled and adjustable were the

obvious choice.They are often specified
when clean, minimal design is required
without compromising on performance
– even on half-hour and one-hour fire
doors. The Astra 3000 series is fully
controlled and adjustable, making it a
viable alternative to overhead products.
This adjustability helps specifiers to
achieve doors which comply with the
Equality Act 2010, Building Regs and PAS
24 for entrance doors and the RRO for
fire doors. The size 3 version (3003) is
approved to EN1154 (when the power
latching action is set to maximum) and
CE marked. Fire tests in accordance
with BSEN 1634-1:2000 and BSEN
1634-1:1999 have also been carried out
making the closers suitable for fire
doors. ❐
www.astradoorcontrols.com

Uni-Blind manufacturer Morley
Glass & Glazing’s extensive stock
of accessories and spare parts for
ScreenLine
integral
blind
systems is now available to buy
online from the company’s
website Ian Short, managing
director at Morley Glass &
Glazing, which also has an
accompanying ScreenLine spares
brochure,says:“We hope the new
online shop will make it even
easier for customers to do
business with us, even if they
haven’t bought the original blinds from us.
“We stock the biggest range of ScreenLine accessories and spare
parts in the UK. So when you need a part for our Uni-Blinds or any
ScreenLine integral blind system, we’ll make sure you have it within
24 hours if we have it in stock.” ❐
www.morleyglass.co.uk/accessories-spares/
30

arrier Components has partnered
with
Italian
component
manufacturer Colcom, adding quality
glass
accessories
for
interior
architecture to its product portfolio for
UK customers.
Barrier Components now h
olds a
wide selection of Colcom hardware,
available from stock at its Purfleet
facility or on special order for UK
distribution. The Biloba, Evo and Unica
stainless steel hinge systems for glass
offer a minimalist styling to both
internal and external frameless glass
door installations in a variety of settings.
Biloba is a collection of self-closing
+90°-90° opening hydraulic hinges. It
includes a selection specifically designed
for damp bathroom environments,

shower doors, saunas or Turkish baths.
Unica is an oil dynamic hydraulic hinge
for installation on exterior doors and is
ideal for installing in any type of setting.
It is extremely quick and easy to install
in floor and pivot doors as well and
matches to every type of patch fitting
existing on the market.
Barrier Components is widely
recognised for the supply of high quality
hardware. It provides a one stop shop
for brush strips and seals, swing, sliding
and folding door systems, glass, shower
and gate hardware and glass balustrade
components. ❐
barrier-components.co.uk
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PROFINDER
Tel: 07814 209789

Email: mehreen.haroon@profinder.eu

Access Systems

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

www.profinder.eu
Bi-Folding doors & Sliding Doors

To Advertise
call
Mehreen Haroon
07814 209789

01202 676262
info@alpro.co.uk
w w w. a l p ro . c o . u k

Aluminium Fabricators

Bi-Folding doors

Shaped Aluminium Windows & Louvres
*Circular *Radial Cornered *Arched *Elliptical
*Gothic *Rectangular *Trapezoidal *Curved-on-Plan

also Aluminium & Stainless Fabrications ‘Trade Suppliers’
by Midland Alloy Ltd., Stafford Park 17,Telford,TF3 3DG
Tel: 01952 290961 www.radialwindows.com Fax: 01952 290441

Baypole Jacks
You can buy jacking kits from as
littlee as £5.50
£5.00 each
eac (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

Colours
To Advertise
call
Mehreen Haroon
07814 209789

Conservatory Roofs

PROFINDER

www.profinder.eu

Tel: 07814 209789 Email: mehreen.haroon@profinder.eu
Conservatory Roofs
Glass Handling

Machinery

Gemskill
Geemskil
Gemskil
G
ill

Roofs

Limited

SERVING
INDUSTRY
SERVINGTHE
THEWINDOW
WINDOW INDUSTRY

Tel: 0113 393 8939
Email: sales@wmduk.com
All makes of New Machinery at competitive prices
Large selection of Refurbished Machinery
Part Exchange welcome
All machines supplied with warranties
Highly skilled service engineers for all your repairs,
breakdowns and servicing
Fast response spares department
WE
SERVICE
WEPROVIDE
PROVIDEA
A FAST,
FAST, FRIENDLY
FRIENDLY AND COMPETITIVE
COMPETITIVE SERVICE

www.wmduk.com

Profile Bemding
Colours

Fly/Insect Screens

Window openers

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

■ PVCU profi
file
i bending arch
and angle specialists
■ 7-10 working day turn
around
■ Over 20 years experience
■ Competitive prices

PROFINDER

Spares for Repairs

Profile Bending

To Advertise

call
Mehreen Haroon
07814 209789

Window Bags & Display Cases

Racking Systems

Windows

Window Protection Film

To Advertise
To advertise

Call
07814 209789

call
Mehreen Haroon
07814 209789

TIME IS RUNNING OUT
FOR YOUR MARKETING
On May 25th new European data regulations come
into force with heavy penalties for companies that
don’t comply.
If you’re still relying on your old prospect database
or mailing list, chances are you won’t comply. That’s
why you should team up with Insight Data; we give
you access to the UK’s most accurate and in-depth
marketing data, while helping you comply with the
new General Data Protection Regulation (GDPR).

The Insight database includes:
15,000 fabricators and installers
25,900 local builders
3,200 housebuilders and major
contractors
15,300 architects

Call Insight Data today on 01934 808 293 or email hello@insightdata.co.uk
to make sure your marketing is compliant.

insightdata
business is better with insight

502 Worle Park Way
Weston-super-Mare,
BS22 6WA

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

CAB Members - Buyer’s Guide 2018

The Council for Aluminium in Building’s aim is to support the interests of the architectural
aluminium industry by encouraging the increasing use of aluminium products in architecture and
in the construction industry as a whole
Architectural
Metalwork
Q-railing
0800 781 4245
www.q-railing.com/en-gb
Consultants
a2n Management
07766 565027
www.a2n.co.uk
Exova (UK)
01902 722122
www.exova.com
NET Project Management &
Consultancy
01775 712771
www.netpmcs.co.uk
Placing Leaders
01280 817835
www.placingleaders.co.uk
VINCI Technology Centre
UK
01525 859050
www.technology-centre.co.uk
Wintech Engineering
01952 586580
www.wintechtesting.com
Extruders
Hydro Extrusion UK
01773 549300
www.hydro.com
Fabricators &
Manufacturers
4 Aluminium
01733 889533
www.4ali.co.uk
Alchemy Architectural
Aluminium Systems
01922 634009
www.aaasl.uk
Alimatic Architectural
Aluminium Systems
01376 347789
www.alimatic.co.uk
Alumet
01926 811677
www.alumet.co.uk
Aluminium Bending Specialists
01623 721172
www.absltd.co.uk
Amberley Doors & Windows
01453 889362
www.amberleydoorsandwindows.co.uk
APiC UK
0121 541 2121
www.apicuk.ltd.uk
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Fabricators &
Manufacturers
Arkay Windows
Tel: 01923 803923
www.arkaywindows.com
AWS Turner-Fain
01905 774267
www.awsgroupplc.co.uk
Ayton & McKeown
01733 390422
www.ayton-mckeown.co.uk
Barnshaws Aluminium
Bending
0121 521 4297
www.barnshaws.com
CDW Systems
01452 414853
www.cdwsystems.co.uk
Clearway Doors & Windows
01242 513322
www.clearwaydoorsandwindows.co.uk
Dortech Architectural
Systems
01484 451177
www.dortech.co.uk
Drayton Windows
01603 789389
www.drayton-windows.co.uk
Dutemänn UK
01322 771213
www.dutemann.co.uk
Emperor Shopfitters
020 8590 4466
www.emperorshopfitters.co.uk
Everglade Windows
020 8998 8775
www.everglade.co.uk
Fineline Aluminium
01934 429922
www.finelinealuminium.co.uk
Granada Secondary Glazing
01909 499850
www.gsecg.com
Greenways Contemporary
0121 550 3066
www.greenwayscontemporary.co.uk
HansenFacades
0161 284 4109
www.hansenfacades.com
Howells Patent Glazing
01384 820060
www.howellsglazing.co.uk
HW Architectural
01484 717677
www.hwa.co.uk

Fabricators &
Manufacturers
IDF Aluminium
0844 8000 683
www.idfaluminium.com
Metalline (Services)
01543 456930
www.metalline.co.uk
NorDan Aluminium
Tel: 01698 376922
www.nordan.co.uk
Norwich Aluminium
01603 327373
www.norwichaluminium.co.uk
Open Entrances
01923 277901
www.openentrances.co.uk
Openwood Facades
01268 574260
www.openwoodgroup.co.uk
Panel Systems
0114 275 2881
www.composite-panel.co.uk
Paul Evans Architectural
07593 074113
www.pe-a.co.uk
Prater
01737 772331
www.prater.co.uk
Ridgeway Glazing
01452 883817
www.ridgewayglazing.co.uk
Sapphire Louvres
01455 612222
www.sapphire-group.co.uk
Solarlux Systems
01707 339970
www.solarlux.co.uk
The Standard Patent Glazing
Company
01924 461213
www.patent-glazing.com
TheWindowGlassCompany(Bristol)
0117 977 9292
www.windowglass.co.uk
Total Aluminium Systems
01823 353395
www.total-aluminium.co.uk
Unique Window Systems
0116 236 4656
www.uniquewindowsystems.co.uk
Vitral UK
01223 499000
www.vitral.co.uk
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Finishing

Hardware

Hardware

AkzoNobel Powder Coatings
0191 401 2281
www.interpon.co.uk
Almetron
01978 660297
www.almetron.co.uk
Axalta Powder Coating
Systems UK
01325 347000
www.powder.axaltacs.com
Barley Chalu
01953 602771
www.barleychalu.co.uk
Chemetall
01908 649333
www.chemetall.com
Powdertech (Corby)
01536 400890
www.powdertechcorby.co.uk
Superior Paint & Powder
Coating
024 7646 4676
www.sppcltd.co.uk
Tomburn Ltd
02392 692020

Adams Rite Europe
0845 873 4838
www.adamsrite.co.uk
Alpro Architectural
Hardware
01202 676262
www.alpro.co.uk
Aluminium Door Supples
01827 287921
www.aluminiumdoorsupples.com
ASSA ABLOY Entrance
Systems
01932 765888
www.assaabloyentrance.com
Aumüller UK
0117 9820440
www.ferralux.de
Axim Architectural
Hardware
020 8685 9685
www.axim.co.uk
Caldwell Hardware (UK)
024 7643 7900
www.caldwell.co.uk
Carl F Groupco
01733 393330
www.carlfgroupco.co.uk
Centor Europe
0121 701 2500
www.centor.com
CiiLOCK Engineering
01455 633346
www.ciilock.com
dormakaba
01462 477600
www.dormakaba.co.uk
Dyer Environmental Controls
0161 491 4840
www.dyerenvironmental.co.uk
ERA Home Security
01922 490050
www.eraeverywhere.com
GEZE UK
01543 443000
www.geze.co.uk
L J Pratley & Partners
01277 633933
www.ljpratley.co.uk
Roto Roof Windows and
Hardware
01788 558600
www.roto-frank.co.uk
R W Simon
01805 624570
www.rwsimon.co.uk

Savio
07725 403600
www.savio.it
SE Controls
01543 443060
www.secontrols.com
Securistyle
01242 221200
www.securistyle
SFS intec
0113 208 5500
www.sfsintec.biz
Siegenia
024 7662 2000
www.siegenia.com
Sobinco
07955 282910
www.sobinco.com
Titon Hardware
01206 713800
www.titon.co.uk
Vent Engineering
01202 744956
www.vent.co.uk
WindowMaster Control
Systems
01536 510990
www.windowmaster.co.uk
Winkhaus (UK)
01536 316000
www.winkhaus.co.uk

www.tomburn.com

Valspar Powder Coatings
0151 486 0486
www.synthapulvin.co.uk
Vertik-Al
0121 608 7171
www.vertik-al.com
Glazing Products
AGC Glass UK
01788 535353
www.yourglass.com
Euroview Archuitectural Glass
01376 503838
www.euroview.glass
Guardian Industries UK
01405 726881
www.guardianglass.co.uk
Pilkington UK
01744 692000
www.pilkington.com
Swisspacer
07795 688061
www.swisspacer.com

Machinery Suppliers
Elumatec UK
01908 580800
www.elumatec.com
Emmegi (UK)
024 7667 6192
www.emmegi.com
Repair and Maintenance
Commercial Windows &
Doors
020 8885 8585
www.comwin.co.uk
Roofing Components
Dales Fabrications
0115 930 1521
www.dales-eaves.co.uk
Guttercrest
01691 663300
www.guttercrest.co.uk
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Shading Devices
AW Louvers & Ventilation
01684 274608
www.awlouvers.co.uk
Renson Fabrications
01622 754123
www.renson.be
Software Design
& Supply
BM Aluminium
01684 856920
www.bmaluminium.co.uk
Systems Design
& Supply
AluK (GB)
01633 810440
www.aluk.co.uk
Aluprof UK
0161 941 4005
www.aluprof.co.uk
Architectural & Metal
Systems
+353 21 4705100
www.ams.ie
Comar Architectural
Aluminium Systems
020 8685 9685
www.comar-alu.co.uk
Exlabesa
01302 762500
www.exlabesa.co.uk

Systems Design
& Supply
HUECK UK
0121 767 1344
www.hueck.com
Hydro Building Systems UK
01684 853500
www.sapabuildingsystems.co.uk
iKON Aluminium Systems
0121 789 9936
www.ikonaluminium.com
Jack Aluminium Systems
024 7646 7449
www.jackaluminium.co.uk
Kawneer UK
01928 502500
www.kawneer.com
Metal Technology
028 9448 7777
www.metaltechnology.com
RAICO UK
01329 848175
www.raico.eu
Reynaers
0121 421 1999
www.reynaers.com
Schueco UK
01908 282111
www.schueco.co.uk
Senior Architectural Systems
01709 772600
www.seniorarchitectural.co.uk
Smart Architectural
Aluminium
01934 876100
www.smartsystems.co.uk

Thermal Barrier
Products
Ensinger Building Products
01443 678400
www.insulbar.com
Technoform BAUTEC
01789 761323
www.technoform.com
Watkiss Thermalbreak
01335 344450
www.watkissthermalbreak.co.uk
Weatherproofing
Adshead Ratcliffe & Co
01773 826661
www.arbo.co.uk
Reddiplex
01905 795432
www.reddiplex.com
SealEco
01698 802250
www.sealeco.com
Sherwin-Williams Diversified
Brands
01752 202060
www.geocel.co.uk

CAB is the essential trade body for the Aluminium in Building
sector. For further information on membership benefits
including the extensive range of free seminars on contractual
awareness, H & S and specialist technical and marketing
topics, please contact Julie Harley on 01453 828851 or email
julie.harley@c-a-b.org.uk
Alternatively go to
www.c-a-b.org.uk/about-cab/why-join
where an application form can also be downloaded.
Council for Aluminium in Building, Bank House, Bond’s Mill, Stonehouse, Glos GL10 3RF
Tel: 01453 828851 Web: www.c-a-b.org.uk

High performance aluminium glazing
systems offering bespoke solutions
and total design ﬂexibility.

Windows
Doors
Curtain Walling
Brise Soleil
Louvres

Environmental

Support

Window Energy Rating software (WER)

Technical design input

BREEAM guidance

Thermal modelling

BRE Green Guide A+ rated products

Free air calculations

Life cycle analysis

Security analysis

Sustainable products

Online BIM models

Responsible sourcing

Secure By Design

metaltechnology.com

