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£1,000 Anti-Snap
Guarantee
Absolute reassurance,
complete security.

A
N
T I-SNAP GUAR

AN
TE
E

£1000

We are proud to introduce the £1,000 anti-snap guarantee.
The Yale Platinum 3 Star cylinder is our most secure lock yet, that’s why we are offering a
£1,000 anti-snap guarantee in the unlikely event that the cylinder is snapped under attack
due to a forced break-in. Providing maximum security to homeowners, the Yale Platinum
3 Star Cylinder is TS007:2014 3 star accredited and Secured by Design approved for
ultimate peace of mind.

For more information, please contact the Yale marketing team on
01902 364006 or visit yaledws.co.uk

An ASSA ABLOY Group brand
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In association
with

Comment
This month we should be congratulating Steve Rice on appointment as
managing director of the Glass and Glazing Federation. But given the history
of the job the devil may well be in the detail.

Rice, who has been with the GGF for 3 0years, was previously 'director of
technical affairs' (I have noticed that the titles at the GGF have got a lot
grander in recent times.What is wrong with 'technical director' for heaven's
sake?) The reasoning of the GGF board i sthat putting the director of
technical affairs in charge of the organisation will strengthen its technical side
to provide members with 'the support they need'.

This is the latest in a series of restructures at the GGF. It i sonly just over
a year ago that Kevin Buckley was appointed chief executive 'to take the
federation and its subsidiary companies through their next phase of
development'. The announcement was headlined 'solid experience to lead
GGF to new phase'. In this latest announcement Buckley is dismissed,
anonymously as 'no longer employed by the GGF'. For the record the head of
membership suffered the same fate. No mention of who they were, they just
vanished!

The federation seems to have got through a few senior people in recent
years. Re-organisations have seen presidents resign (two of those) and senior
managers dismissed. Buckley replaced the previous CEO, Phil Pluck who
lasted, I think, just over a year.As far as the trade press is concerned Pluck's
main claim to fame was writing to us, cautioning us to be careful what we
wrote as he had a panel of experts monitoring every word. His letter said:
'the GGF is now employing legal experts to investigate any speculation and to
establish the sources from where i toriginated'.The problem, apparently, was:
'speculation...originating from former employees and ex-board members of
the Glass and Glazing Federation (GGF) and its group of subsidiary
companies'.That was two years ago and you will note the plural.

Don't get me wrong, I have always had a lot of time for the GGF.As a trade
association it has always done a good job for its members.As a lobby group
it is effective around Westminster and Whitehall. It was a not-for-profit
members' organisation; I remember once it did make a profit and had to give
members a refund. Everything was pretty relaxed – one year, at a GGF
convention, I, along with a colleague, was asked to attend the AGM because
so many members were on the golf course that they didn't have a quorum to
hold a legal meeting.

Things seemed to change when it got commercial. It introduced competent
persons schemes to the industry i nthe body of FENSA and bought the official
sounding British Fenestration Rating Council. It split the commercial side from
trade association which seemed like a good idea but since then has re-
organised several times. On page four of this issue a long standing member of
the GGF says that he wonders what confidence the constant changes give
employees, members or the wider industry? He says that after 21 years as a
member he has never been more disillusioned.

I first met Steve Rice around the time he joined the GGF.A nice guy, very
personable and he did a good job running the technical department. 30 years
is a long time in any job but history tells us that, at the GGF, recently the top
job hasn’t had that kind of longevity.

John Roper
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“I just don’t see how the federation
could maintain nor build on its position
as the leading trade body with so many
changes. Members will rightly be asking
just how much of members' funds has
been spent on these changes and
perhaps more importantly, what are the
reasons behind this change and what
confidence does it give t oemployees,
members or the wider industry?

“Masterframe Windows celebrated
21 years of membership this week but
frankly we’ve never been more
disillusioned with how i ti sbeing run.”

The Fabricator has been unable to
contact Kevin Buckley and the GGF has
not responded to our request for a
comment.” ❐

development environment.”
He will be responsible for providing a

construction viewpoint when assessing
development viability for new projects,
and for the delivery of all on-site
construction projects for Sladen
Estates.

Nick Sladen, chief executive of Sladen
Estates, says: “Carl’s experience and
specialisms mean that he has a well-
rounded understanding of how projects
progress from all sides and we’re
delighted to have him in the team.

“We’re very much looking forward to
working with Carl on our existing and
future schemes as they start on site
covering a range of sectors.”

Sladen Estates is a commercial
property development company
operating nationally, in the industrial,
offices, retail, PRS and student
accommodation sectors with a forward
development portfolio of £750m. ❐

NEWS
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Carl Ward has joined Sladen Estates’
senior team as the national

developer’s new projects director,
bringing with him more than 15 years’
experience in the industry.

Having worked across a variety of
sectors – including logistics, education,
healthcare, student accommodation and
airports – Ward has experience leading
large-scale capital construction projects
across the UK.

He says: “I’m thrilled to be joining the
Sladen Estates team. Having worked in
operational roles on both the
contractor and client side, I’m really
looking forward t othis new position
giving me the opportunity to use my
expertise to influence projects in the

Buckley goes

After a year in the post Kevin Buckley
is no longer CEO at the Glass and

Glazing Federation. In a recent press
statement the federation announced a
management re-structure with director
of technical affairs Steve Rice taking
over as managing director. Rice will be
responsible for the full running of the
federation’s operations.

The statement says that 'the chief
executive and head of membership are
no longer employed by the federation'.

According to the GGF this is a
strategic decision to restructure and
was unanimously agreed by the GGF
board. It is designed to bring the internal
GGF departments closer together with
a greater focus on the technical side of
the federation.

Buckley was appointed interim CEO
in June last year following the departure
of Phil Pluck. Pluck took over in May
2017 and replaced Nigel Reese who
retired in December 2016. Pluck
resigned in April 2018.

Chairman of the GGF heritage group
and past president Alan Burgess, MD of
Masterframe Windows, says: “No
surprise that Steve Rice has finally been
offered the position of MD but to have
yet another strategic restructure and
lose two more 'leaders' with immediate
effect, is more than unfortunate.

“The GGF has chopped and changed
repeatedly over the past four years.
Some departments i nthe federation
have had six or seven managers in just
three years.

Ward of
the Estates

CarlWard

Kevin Buckley

Steve Rice



ORDER TODAY

Quotes available in
60 minutes.

Tel: 0113 277 8722
Email: info@morleyglass.co.uk
Direct fax for quotations: 0113 277 8723

from

www.morleyglass.co.uk

Morley Glass & Glazing Ltd, Unit 3, Leeds 27 Industrial
Estate, Bruntcliffe Way, Leeds LS27 0HH

Increase your
profits with
integral blinds



HEALTH & SAFETY MATTERS
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If your business operates a fleet of
vehicles or has a workforce that is

regularly using the roads as part of their
job, you’ll recognise how important it is
to improve road safety. Having well-
trained drivers and well-maintained
vehicles brings many business benefits
including better road safety, lower
insurance premiums and claims,
reduced fuel consumption and vehicle
wear and tear, as well as protecting your
corporate image.

Setting high standards
It may be surprising but by 2030, the

World Health Organisation predicts road
accidents will become the fifth leading
cause of death, ahead of diabetes,
malaria and HIV/AIDs.

As a business, setting high safety
standards from the outset is a must.This
will not only protect your drivers (and others) from harm,
it’ll also reduce the risk of damaging criminal
prosecutions and costly insurance claims. The highest
standard of compliance you can achieve i sBS ISO 39001.
Operating a road traffic safety management system can
help formalise your risk management processes and
document evidence of your preventative actions such as:
driver training, safe driving speeds, vehicle checks and
drug and alcohol testing. Smaller businesses can still take
advantage of BS ISO 39001; services can be packaged and
customised to only include what you need, removing any
unnecessary costs and complexity.

The fight against fatigue
Fatigued driving is a common safety issue and one

which businesses can find difficult to monitor and
address.

While there are currently no laws in the UK stating that
it’s an offence to drive while tired, scientists have recently
developed a blood test which police could soon be using
to identify and prosecute fatigued drivers.

To encourage best practice, set clear and rigid rules
about the length of time they can drive safely without
taking a break. EU legislation states HGV and coach
drivers must take at least a 45-minute break after every
4.5 hours of driving, while van drivers are subject to 30
minutes per 5.5 hours. However, as a rule of thumb, all
drivers should plan to take 15-minute breaks every two
hours. According to the Highway Code, employees should
pull over somewhere safe when they start t ofeel tired,
have a couple of cups of coffee or another high caffeine
drink, a short nap (15 minutes) and a brief walk to freshen

No fleeting advice
up. A responsible employer should also
encourage individual awareness about
the importance of a good night’s sleep,
as well as a morning routine where
workers have at least an hour to wake
up before driving.

Drivers behaving badly
While you may put a lot of trust in

your staff, there will be occasions
where someone isn’t abiding by the
rules. Every driver’s licence should be
checked and verified annually, or even
as often as every six months.This is to
make sure that their licence is in-date
(and therefore legal) and the driver
hasn’t accrued penalty points which
could affect their ability to drive at
work. It must also be regularly
communicated to your fleet about the
dangers and illegality of driving under

the influence of alcohol or other banned substances, using
a mobile phone while behind the wheel and ignoring the
rules of the road. Any driver caught breaking the law will
risk their job, licence and freedom.

Get smart
In a world where technology is advancing rapidly, dash

cams, speed limiters and telematics will be more friend
than foe when managing a fleet.

Telematics are an invaluable source of data, providing
information on a driver’s speed, location and fuel
efficiency. Real-time information allows route planners to
react to changes and potential hazards on the road,
helping drivers avoid long delays and dangerous
conditions. Preventative maintenance schedules are also
easier to create using telematics, providing data on
parameters such as mileage, fuel consumption and engine
hours, as well as offering a wider view on failure trends in
vehicles of the same model and any fault codes which
would otherwise go unreported. Retrospectively,
telematics will indicate how safe the driver is, providing
opportunities for managers to tailor driver training. If
you’re a fleet manager, implement a ‘safe driver of the
month’ competition to incentivise drivers to strive to be
better. Although speed limiters may seem harsh or
intrusive, more than 70 people are killed or seriously
injured on Britain’s roads each day. Having them in place
will always keep your drivers at the correct speed,
increasing fuel efficiency and reducing emissions, while
increasing safety. ❐

www.hippoleasing.co.uk

In any company, the safety and wellbeing of employees is a top priority.After all, a happy
and healthy workforce is more likely to be productive and loyal. Tom Preston, managingd
director of Hippo Leasing gives practical tips for how businesses can improve fleet driver
safety…

Tom Preston
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We offer a declaration of
performance for three of
our core products; jacks,
structural brackets and
baypoles/couplers. These
are available on request or
from our website and can
be used to show compliance
to your building inspector.
#TrustPink

D O P Cer�ficate No:0002

Manufactured by:

Window Widgets LLP,Unit C Quedgeley WestBusiness Park,Bristol Road,Gloucester,GL2 4PA.

Tel: (01452) 300912Fax: (01452) 416654www.windowwidgets.co.uk

Declaration of Performance
WINDOW WIDGETS hereby declares that itsStructural Brackets ,for Structural use in the Installation of Windows, Doors & Conservatories ,

co
rovisions of Annex ZA, BS N 1090-1:2009+A1:2011i�al inspe

l n Fa t od ontrol (FPC) and

n�nuous

duc
roup
ark Houseylands Avenueel HempsteadQNo�fied Body Number:

0
FPC Cer�ficate Number:

0 R-614908
Structural CharacteristicsLoad Bearing:

Ref tructural calcula�ons, see BBA Repor

263
Design:

Acco to EN 1993-1 for use with “Mighty
Mulli nge

Manufacturing:
Accor g to component specifica�on
2: Exe on Cl 2 (EXC2)

Resistance to Fire:
NPD

Fa�gue Strength:
NPDManufacturing Characteristics

Tolerances on Dimensions: As EN 1
eel components

Weldability:
X5CrNi1 cording to EN1088-3
S275 acc to EN1025-2

Fracture Toughness:
X5CrNi18- 0 J @ 20°C

Deforma�on at serviceabilitylimit state: See design and relevant loading calcu ons

Reac�on to Fire:
Class A1

Release of Cadmium:
NPD

Emission of Radioac�vity:
NPD

Durability:

NPD

Signed for, and on behalf of the manufacturer,

. Gill (Co Director)Se ber, 2014

D.O.P Cer�ficate No:
WW 0001

Manufactured by:

Bristol Road,
,

GL2 4PA.

Tel: (01452) 30

Declarat o Performance
DOW WIDGETS hereby declar i s
dow Baypole Jacks,ructural use in the I nstallatio Windows, Doors & Conservatories ,rm to the provisions of Annex BS EN 1090-1:2009+A1:20112+.

inspec�on of manufactu a t d Factory Produc�on Control (FPC) and
uous surveillance, asses e t and evalua�on of the Factory Produc�on Control is

co ted by:

No d Body:
SI Group
itemark House
aylands Avenue

emel Hempstead
H 2 4SQ

No� Body Numb 86FPC ficate Num 86-CPR-614908
St ral Chara icsLo ring: Refer to structural calcula�ons, see BBA Report No.2630Desig

According to EN 1993-1Manu uring: According to component specifica�on and EN 1090-2& EN 1090-3: Execu�on Class 2 (EXC2)
Resista to Fi NPDFa�gue ength NPD

Ma turin risticsTole e s ons: As EN 1090-2 for steel componentsAs EN 1090-3 for aluminium components
Weld

X5CrNi18-10 according to EN1088-3S275 according to EN1025-2EN AW-6063 T6 and EN AW-5083 according toEN1011-4 and EN1999-1-1Fract ness: X5CrNi18-10 - 60 J @ 20°CS275 – 27 J @ 0°C
Not required for aluminium components

Defor at serviceabilitylimit st See design brief and calcula�ons in BBA Report No.2630Reac� re: Class A1eleas admium: NPDissio Radioac�vity: NPDrabili
Surface prepara�on as EN 1090-2 prepara�on gradeP2

S ed for, and on behalf of the manufacturer, by:

D.O.P Cer�ficate No:
WW 0003

Manufactured

Window Widgets LLP,
Unit C Quedgeley West
Business Park

ation of Performance

WINDOW hereby declares that its

Windo and Coupling Sections,
for Struct se in the Installation of Windows, Doors & Conservatories ,

conform t provisions of Annex ZA, BS EN 1090-1:2009+A1:2011

Syste

Ini�al c�on of manufacturing plant and Factory Produc�on Control (FPC) and

con� surveillance, assessment and evalua�on of the Factory Produc�on Control is

con u by:

N � dy: BSI Group
Kitemark House
Maylands Avenue
Hemel Hempstead
HP2 4SQ

o�fied Body Number: 0086
PC Cer�ficate Number: 0086-CPR-614908

tructural Characteristics
oad Bearing: Refer to structural calcula�ons, see BBA Report No.

2631
esign: According to EN 1993-1
anufacturing: According to component specifica�on and EN 1090-

3: Execu�on Class 2 (EXC2)
esistance to Fire: NPD

Fa�gue Strength: NPD

Manufacturing Characteristics
Tolerances on Dimensions: As EN 1090-3 for aluminium components

Weldability: EN AW-6063 T6 and EN AW-5083 according to
EN1011-4 and EN1999-1-1

Fracture Toughness: NPD
eforma�on at serviceability

limit state:
See design brief and calcula�ons in BBA Report No.
2631

Reac�on to Fire: Class A1
se dmium: NPD

ss o adioac�vity: NPD
Durabilit

Bristol Road

a
R

Business Park

�ficate No: 
WW 0003 

Declaration of Performance

WINDOW WIDGETS hereby de

Window Poles and Couplin
for Structural use in 

conform to the provisions of Annex ZA, BS EN 
System 2+. 

Ini�al inspe
con�nuous survei
conducted

No�fie

D.O.P Cer�ficate No: WW 0002 

Declaration of Performance
WINDOW WIDGETS hereby declares that its Structural Brackets ,for Structural use in the Installation of Windows, Doors & Conservatories , 

conform to the provisions of Annex ZA, BS EN 1090-1:2009+A1:2011

System 2+. 

lant and Factory Produc�on Control (FPC) and
n of the Factory Produc�on Control is 

No. 

Declaration of Performance
t its 

ation of Windows, Doors & Conservatories , onform to the provisions of Annex ZA, BS EN 1090-1:2009+A1:2011

turing plant and Factory Produc�on Control (FPC) ssessment and evalua�on of the Factory Produc�

BSI Group
Kitemark House 
Maylands Avenue 
Hemel Hempstead
HP2 4SQ 

0086
0086-CPR-614908

Structural Characteristics
Refer to structural calcula�ons, see BBA R2630
According to EN 1993-1According to component specifica�on and& EN 1090-3: Execu�on Class 2 (EXC2)NPD

NPD

acturing Characteristics
mensions: As EN 1090-2 for steel componentsAs EN 1090-3 for aluminium componentsX5CrNi18-10 according to EN1088-3S275 according to EN1025-2 EN AW-6063 T6 and EN AW-5083 according to EN1011-4 and EN1999-1-1ture Toughness: X5CrNi18-10 - 60 J @ 20°CS275 – 27 J @ 0°C

Not required for aluminium componentst serviceability See design brief and calcula�ons in BBA Report 2630
Class A1dmium: NPDac�vity: NPD

Surface prepara�on as EN 1090-2 prepara�oP2

d on behalf of the manufacturer, by: 

and F

Bristol Road, 

me
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 Cadmium:Emission of Radioac�
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Certificate of Conformity of the Factory Production Control

This is to certify that:

WindowWidgets (2006) Ltd

Unit C Quedgeley Trading Estate

Bristol RoadGloucesterGL2 4PAUnited KingdomHolds Certificate Number:

0086-CPR-638382

In respect of:EN 1090-1:2009+A1:2011 - Execution of steel structures and aluminium

structures.
The design and manufacture (including welding) of structural work in

steel and aluminium up to and including Execution Class 2 (EXC 2) as

defined in EN 1090-2 and EN 1090-3.

In compliance with Regulation 305/2011/EU of the European Parliament and of the Council of 9 March 2011 (the

Construction Products Regulation or CPR), this certificate applies to the above construction product. This certificate

attests that all the provisions concerning the assessment and verification of constancy of performance described in

Annex ZA of the above standard(s) under system 2+ are applied and that the product fulfils (products fulfil) all the

prescribed requirements set out above. This certificate remains valid as long as the test methods and/or factory

production control requirements included in the harmonised standard(s), used to assess the performance of the

declared essential characteristics, do not change and the products(s), and the manufacturing conditions in the

plants(s) are not modified significantly.For and on behalf of BSI, a Notified

Body for the above Regulation

(Notified Body Number 0086):

Gary Fenton, Global Product Certification Director

First Issued: 24/06/2015

Latest Issue: 24/06/2015

Page: 1 of 2

This certificate has been issued by and remains the property of BSI Assurance UK Ltd, Kitemark Court, Davy Avenue, Knowlhill, Milton Keynes MK5 8PP, United

Kingdom and should be returned immediately upon request.

To check its validity telephone +44 (0) 845 080 9000. An electronic certificate can be authenticated
online.

BSI Assurance UK Limited, registered in England under number 7805321 at 389 Chiswick High Road, London W4 4AL, UK.

A member of BSI Group of Companies.
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Since 2014 we have ensured our load
bearing products are fully certified in
accordance with EN1090-1 Execution
of steel structures and aluminium
structures. This is a legal requirement
for structural and load bearing
products, don’t get caught out!

Trust Pink!
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There are over 15,000 businesses in British glass and
glazing. How is yours standing out?

Over the last three decades, I’ve seen an incredible
number of companies rise and fall. Some that started as
tiny one-man bands are now multimillion-pound global
corporations. Others launched, limped along for a few
years, then disappeared off the face of the earth – getting
bought out, merged, or just going bust.

What sets these two types of business apart? They were
all offering broadly the same products and services in the
same industry. But some thrived, and some sunk.

Why? It all comes down to branding.

Trusted brand -- the silent seal of approval
The average person is exposed to 5,000 marketing
messages per day – which makes having a powerful,
recognised brand so vitally important.
Audiences naturally gravitate towards brands they trust.
Apple is the strongest brand in the world, closely followed
by Google – when was the last time you Asked Jeeves?

Lead the generation?
There’s a critical difference between businesses that focus
on lead generation and brands that focus on lead
generation. Leads are obviously crucial. They’re the
lifeblood of any company. But lead generation on its own
is a dangerous and risky business.
Without a strong brand, just focusing on lead gen is like
throwing mud at a wall and hoping it will stick.You could
spend a million pounds on Pay-Per-Click advertising –
but consumers would still choose a company they know
and trust more than you.
For your lead generation efforts to be effective you also
need to spend time and money building your brand.

Network, network, network
Companies are increasingly reliant on a narrow range of
marketing channels. But today, brands need to ‘be’ where
their clients are, wherever and whenever they are – and
this means taking a much wider and more integrated
omni-channel approach.

How to build a brand
Building a trusted brand means investing in traditional

marketing. When planning a branding campaign, it’s
important to ask yourself a few questions:

● What does my business do?
If you had 10 seconds to explain your product to a
potential customer, what would you say to them?

● What are my competitors doing?
There’s a famous quote from James Caan: “Observe the

masses and do the opposite”. When it comes to your
branding, do something different – find a way of setting
yourself apart from the other businesses in your niche.

Andrew Scott founder and CEO of Purplex, full-service marketing agency, gives his insights into
how great brands make better businesses

Business vs. brands

The USP
Ultimately, all businesses want leads. But how d oyou
want to be perceived? Why would customers choose you
over the competition? Do you offer the best service or
value? Are you incredibly charitable? Are your products
better than anyone else’s? Are you growing?
Once you’ve found your USP, then you can get to work
executing the PR campaigns, sponsorships, advertising
and brand awareness initiatives that will make you stand
out from the crowd.

The edge with a cause
Sponsoring award schemes and good causes, having a

regular presence in the press and generally getting yourself
in front of your prospects as much as possible will build
brand awareness and trust – giving you that critical edge
over your competitors. ❐

www.purplexmarketing.com

Andrew Scott
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Look and feel of timber in 10 grained foil colours - inc the new Turner oak

Two Jointing Solutions - Full Weld & Mech/Weld

PAS24 security accreditation

The New Rehau Rio
Flush Fit Casement
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“There is a huge trend
for trade counters to
supply windows to, for
example, builders. As
things stand it is likely that
the people on the trade
counter will not have the
full program knowledge
currently used for
windows. If he has one of
our easy-to-use modules
on his computer he can
give the builder a quote on
the spot.”

Another powerful
feature of the software
allows a window company
to expand its trading area
without leaving home. The D-mods central module has
the capability to create online branches. Rod Sait says:
“Let's say an installer wants to set up in the next town.The
cost of renting, fitting out and manning premises can be
prohibitive. With our system he can have an online shop
with its own web address so it will look as thought he has
an actual presence. Joe'sWindows has a link on its website
to 'Next-town' which opens up as a complete website in its
own right with a complete quotation system.”

This even gives the potential for householders to buy
online. Rod Sait says that while such quotes must be
subject to survey there are guidelines for domestic
customers – or DIYers on how to measure their windows
and doors.

He says: “We believe that this software has the potential
to change the way that the whole industry trades.To open
areas of the market we have not previously been able
penetrate. For example, builders merchants don't tend to
sell windows. They know nothing about them. D-mods
can change all of that.With this system they don't need to
know – i twill do all of the work for them.

“There has been quotation software before, we
launched Real Window Quoter, but until now i twas only
able to do part of the job. It i sessential for window
manufacturers and retailers to fully take advantage of the
opportunities offered by the internet. This new software
will do exactly that.” ❐

TECHNOLOGY
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D-Mods comprises many modules that starts, at its
simplest level, with a rapid quotation service. Any

window company can load this onto their website to
provide visitors with a quick way t oobtain a quote for
windows and doors; it is a fantastic lead generator
according to Rod Sait.

The Data Exchange module is where it gets exciting.
The fabricator can input his price book. He also inputs all
of the window components at cost. He can then input
profit and discount margins. Discounts can be applied on
a customer-by-customer basis so allowing accurate
individual quotes based on business levels.

One of the reasons it is not possible to buy windows
online is the long quotation chain. A customer –
householder perhaps – goes to an installer, the installer
must, potentially, ask the fabricator for a quotation, then
the installer must go back to the customer with the price.
At best it might take a week. Through D-mods the
customer can access the installer’s website. If the salesman
is with the customer he can input the customer's

requirements and obtain an accurate quote on the spot.
And for the installer on-the-go there is an app becoming
available soon for his smartphone. It could make the
difference between securing the order or not. The
potential is to reduce a transaction from days, maybe
longer, to hours. Rod Sait says: “This can make a huge
difference to a window company closing a sale. And the
system has the potential for a fabricator to expand his
customer base in all directions.

The window wide web
We are i na time when you can buy anything you want or need online. Log into your chosen
supplier, pick your product, give them your card number and sit back to await delivery.True
for everything.Well almost everything – windows and doors are still an exception: perhaps
until now. Rod Sait, sales director of RealWindow Quoter, the company behind D-mods has
come up with software that has the potential to make buying/selling windows online a reality

Rod Sait





leases the panels or the energy
company installs and owns the
panels and sells the energy
produced by them to the home
owner or building occupier.

It’s similar to the model we see
with phones. People will rarely
spend £1,000 on the latest mobile
phone, but they will happily spend
£30 a month leasing it. Just as the
way we currently use data, where
we can easily buy, store and move
data around, the energy market
could adopt the same model, enabling us to buy unlimited
energy at a particular rate. This could be a successful
model, providing the energy companies ensure that
energy is used and moved around in the most efficient
way.
Since solar energy is generated during the day, when
people are out of the house, it will also be crucial to
develop a mechanism to capture and leverage that energy
whether it’s for our own use or for export. Therefore, as
the smart export tariff becomes more embedded, we will
begin to see the emergence of supportive technologies
such as lithium batteries that allow u st ostore the energy
to use or sell later.
But one of the most important technologies – which, like
batteries, exists at the moment but i syet to be adopted on
a widespread scale – i ssmart apps and programmes that
can connect real-time weather predictions to excess solar
energy and immediate consumer needs. This technology
will know you are generating excess solar energy at
midday because the sun’s shining, and will use that energy
to do tasks you’d normally do when you come home from
work, like run the washing machine.

And if you don’t have any daytime need for energy it is
stored for you to use later, or sell to someone down the
street because, perhaps, they work from home and most of
their energy usage is during the day.

MANUFACTURING – POWER
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The energy system was designed around 60 years ago.
For years after our behaviour as consumers remained

predictable. Most of us would come home at around 6pm,
cook a meal, have a shower and watch TV. Now that
pattern i schanging and our use of electricity is much less
predictable.We have a lot more devices but they are more
energy efficient and our homes are better insulated.

We also have more households producing their own
energy through solar panels. This trend began in 2010
with the introduction of the government’s feed-in tariff.
The original feed-in tariff – which ended in April 2019 –
was designed to incentivise the use of solar technology
which, at the time, wasn’t economically viable for most
householders.

Through the feed-in tariff, homeowners were paid a set
rate for each unit of electricity generated; they could use
as much electricity as they needed and export the
remainder for which they would be paid.

Today solar technologies are more affordable and under
the new smart export guarantee homeowners who install
solar after 1st January 2020 can still generate free
electricity but instead of being paid a flat rate for every
kilowatt of surplus energy they export they will be paid a
variable amount depending on the value of that energy at
the time.

Energy is still more valuable at 6pm when people come
home from work than it is at 3am when most of us are
sleeping. Rates will depend on this usage model as well as
the package being offered by the energy providers. It is
hoped that this will create a thriving market for surplus
energy sellers. They will know when it is most
advantageous to produce, store and use or sell energy, and
be able to seek out the most competitive export packages.

The National Grid and the District Network Operators
have yet to develop models around this market.There will
invariably be opportunities for homeowners with solar
panels and a battery to sell energy at the most
advantageous rates, but we may also see the emergence of
more complex models where the homeowner effectively

Cleaner,
greener

The government’s new plans to implement a smart export guarantee for solar panel owners
from 1st January 2020 could represent a significant step towards creating a cleaner, greener
future.The question is, how big of a step? Paul Hutchens, leading green energy advocate and
CEO of Eco2Solar, answers this question and explores how energy models might develop

14

Paul Hutchens
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We will also see more technologies that allow u sto sell
energy to a specific buyer at a certain location, such as our
next door neighbours or nearby schools, shops and
services. No dirty power stations, no endless cables; just
clean, green, locally produced energy, directly from the sun.

But there is another, more pressing driver behind the
need to create more sustainable energy. As our lifestyles
change our electricity usage will grow. Currently a typical
UK household uses around 4,000 kilowatt hours of
energy every year, within a matter of years that same
household could be using 10 times as much.

As the most convenient and cost-effective form of
renewable energy, solar is undoubtedly an essential part of
our future.

If the smart export tariff succeeds in creating a full-
blown marketplace for energy, and if energy providers can
build competitive models, and if housebuilders construct
the kind of homes that move us towards our net zero
target, and if we as consumers begin to explore producing
our own energy – a cleaner, greener future could be closer
than we think. ❐

eco2solar.co.uk
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West Midlands based Addison Saws recently
installed a total of 4 Mecal CNC machining centres
into Hydro Components (formerly SAPA) to
increase production of complex aluminium parts
destined for state-of-the-art electric vehicles.

Hydro Components recently invested £9.6m in the re-
furbishment and re-opening of its manufacturing plant
based in Bedwas, Wales. Addison Saws installed three
Mecal Kosmos 4-Axis machining centres and a Mecal
Geos MDT 5-Axis machining centre, the first of its kind
within the UK at Hydro’s factory. Fuelling this decision
was a large contract for the supply of aluminium body
components intended for manufacturers of zero emis-
sions vehicles aiming to tackle pollution levels on the
streets of the UK.
“At first, Hydro needed to outsource the CNC machin-
ing element as issues with their previously bought ma-
chinery meant they lacked the functionality to produce
the parts themselves,” says Mike Grogan, Addison re-
gional sales manager. “It soon became apparent that
bringing the operation back in-house would be more
beneficial in terms of turn-around time, overall cost and
allow for greater control over the manufacturing
process.”

After the successful installation of the Kosmos machines,
Hydro’s production manager at the Bedwas plant was in-
terested in setting up a single step automated production
line, eliminating the need for additional saws.To achieve
this, Hydro placed an order for the new five Axis MC
302 GEOS MDT 8.6m CNC machining centre.
Hydro’s production managersays: “Addison has been a
great help all round, from selecting the right machinery
to assisting in the program writing and ensuring we get
the very best out of all our machines.They even supplied
an engineer to assist us with machining centres bought
elsewhere.We are very pleased with our choice; it’s en-
abled us to tender and win several similar upcoming con-
tracts with major names in the automotive industry.” ❐

news@addisonsaws.co.uk

Investing in
manufacturing





increases, invading people’s privacy, so
some will pay to keep it.

Security was once just a better handle.
Today its high security locks, fitted with
smart technology, are able to detect
when windows are open, closed, locked
and unlocked, all controlled from an app
on your mobile phone. However, just
like with cars, sales people worry that
customers won’t pay the extra, they fear
it’s putting the affordability beyond the
reach of their clients; obviously that’s a
real concern.

Many of u swould love a £1m supercar
but quite frankly that will NEVER
happen, it is way beyond the budget of
most people. A £100k sports car may
also be unthinkable for many, but for
some, it just may be do-able.

If you really want something, the brain
generally figures out how i tcan be done

and it’s amazing what people will sacrifice to obtain the
item of their dreams, once the determination kicks in.

Yes all these products cost more and just like the high
end cars, they may have a limited market of those who can
afford the extra cost, but i ntime, those clients with
disposable wealth and those who have the strongest desire
for unique solutions, will invest in products perceived to
have better quality, construction methods or special
features, than their ‘standard’ equivalents.

Stay ahead of consumer trends. Innovate, evolve,
develop, invest and improve your product offerings,
because the market for standard, shiny white solutions is
in decline, especially in the ‘heritage’ market.

Finally, those who understand this market and offer
their clients the choice, expensive or otherwise, are
genuinely surprised that price isn’t the first topic of
conversation, it is: ‘Does it look real? Does it look the
same as a wooden window, from every angle?’

Don’t be afraid to show products which are more
difficult to make and thus cost more. Let your customer
decide if the extras have added value. ❐

www.masterframe.co.uk

HERITAGE
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The pros and cons

The problem has been that for too
long, mass production has driven

consumer choice. Large capex investment
has dictated that only bog standard, shiny
white windows should be made, ones with
internal Georgian canes and artificial clip
on components like sash horns. Keep it
simple and above all else, cheap.

Times are changing. Products and
customer tastes are changing too.Take the
car industry, once your choice was just
one colour, black. Gradually alternatives
were offered, then a limited number of
metallic colours, now you can chose
practically any colour you can imagine. If
you wish to own a car with a totally
bespoke colour, leather interior and
matching clock, then you can have it, it
just costs a shedload more than the
standard model.

In the early years – the 70/80/90’s –
mitred, welded and grooved corners were standard for
windows and doors. Colour was limited to the co-
extrusion of two different plastics; textured foils were
rarely considered or offered to consumers. Today, foil
accounts for 95 % of our production, white is less than
50%.

Extruders now stock ‘57’ profile variations, in small
packs with next day deliveries. Monkey tail handles,
dummy sashes and Georgian grids which fully align are
now common place. The public have got to know about
these new colourful, wood grained flush sash and box sash
windows.

The same is true of construction techniques. If the
client wants a mock timber window then they expect a
foiled finish with traditional timber look joints. They
dislike the grooved joints and reject open ended profiles
(when they get shown them) in favour of ‘proper’ welded
corners, ones which are closed ends and timber butt joints
on both the inside and outside faces.

Photo sensitive glass, which changes from clear to
opaque in an instant provides complete privacy for
owners. Again the process is costly, the market is limited
but as Google, drones and neighbours’ proximity

What do we mean by the heritage market? Is it buildings in which it is difficult to replace
windows because of their listed status or simply high end homes with wealthy owners who
dislike anything artificial? Alan Burgess, looks at the scope
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Go back far enough and Britain was a colourful place. In medieval times, even the insides of
cathedrals were a riot of colour, not the dull grey we’re used to today. More recently, the Georgians
and Victorians decorated every inch of their houses and buildings with bright, strong colours and
patterns writes Chris Jones, sales and marketing director at Deceuninck

Is your supply chain colour-enabled?
Just under 30% of the market is colour, but many

fabricators are selling much more than that. How much
colour are you selling to your installer customers?

Maybe you want to offer your customers colour but are
put off by long lead times and incomplete deliveries. For
fabricators t omeet the growing demand for colour, their
supply chain needs to be colour-enabled. And that starts
with the systems company (SysCo). But most SysCos
aren’t rushing to invest in stocks of colour because of the
huge cash implications. Whatever money they have sunk

COVER STORY
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By the 20th century our housing stock was i na sorry
state.The aftermath of depression and two world wars

left dull, grimy houses with rotting timber windows and
doors with faded, peeling paint colours.

By the 1980s, homeowners couldn’t wait to replace their
rickety timber windows with shiny white PVC-U. Clean,
fresh, and maintenance-free, white PVC-U windows
transformed the face of Britain.

In recent years colour has been making its way back into
our homes – it’s n olonger all white and magnolia. It
started with leading paint brands such as Dulux
promoting off-the-shelf colour and paint mixing services
to let homeowners create whatever new colours they want
in their homes. Then the trend really took off with
aspirational, luxury paint brands like Fired Earth, Farrow
& Ball and Little Green. Give homeowners the choice,
and they’ll go for colour!

Colour is back, big time!
That includes the outside of our homes and over the

past five years or so foiled windows and doors have taken
off. Colour, along with heritage-style windows, is a
growing and important trend. I say important because
colour is sold at a premium, and this top end of the market
is growing fast. It’s thriving thanks to a growing group of
mostly older homeowners, who we call ‘The Haves’.Their
homes have appreciated dramatically in value. They are
mostly mortgage free, and account for most of the UK’s
housing wealth and savings. The Haves want the best
products to enhance and add value to their properties,
and they love colour. Looks and performance come first,
and they’re prepared to pay for what they love. At a time
when the mass middle-to-budget market is shrinking, this
is a huge opportunity for fabricators and installers.

Colour comes
back

Chris Jones
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into stocking white needs multiplying by the numbers of
colours they stock. For Deceuninck that’s now 30!

Any SysCo can make colour to order of course, that’s
not what I mean by colour-enabled. Colour-enabled is
having a wide range of colours permanently in stock, ready
to supply, along with colour matched ancillaries and trims.
So if you order, it comes. No surprises, and no to-follows.

Not having colour in stock means having to make to
order, and in a fast growing market that puts pressure on
SysCos, which significantly increases the likelihood of late
deliveries, incomplete orders and errors t ofabricators.

These supply problems make it almost impossible for
fabricators, and their installer customers t osell lots of
colour to homeowners. And as the demand for colour is
increasing, the disruption and frustration caused by
SysCos making to order will only get worse.

Removing the barriers to colour
Not long after our MD Rob McGlennon and I joined

Deceuninck we made a strategic decision to supply a wide
range of colourways across our range, along with all the
matching trims, cills, end caps and accessories that
fabricators need. And to supply them from stock. We
looked at the strong demand for colour in Ireland and
parts of the continent and saw the potential for the UK
too. We recognised colour was an opportunity for our
fabricator customers t ostand out and sell more.

So, we invested in a state-of-the-art foiling plant, a
world-class foiling team and a vast warehouse to supply 30
colourways from stock. Our 140,000sq ft warehouse is
filled to the brim with foiled profile, and matching foiled
cills, end caps, trims and mouldings. So, whatever they
order, from a stillage to a single piece of profile, it is
guaranteed to arrive on their next delivery – because it is
already in stock – which is why our OTIF (on time, in full)
delivery record is consistently over 98%.

The investment has accelerated Deceuninck’s colour
sales, which are now 60%, more than twice the market
average. Our top 20 fabricators sell over 50% colour, and
customers tell us it gives them a great sales advantage.
Glen Cain, owner of Mr Windows says: “Colour is the
future. Our sales are flying because we listen to customers
and give them what they want. That, plus Deceuninck’s
quick turnaround and guaranteed availability – a service

no one else seems able to match – is what’s setting us apart
from the competition.”

Mike Parczuk, MD at Sternfenster says: “We are in a
competitive market and customer demand is becoming
more about the aesthetics of a window as it helps
homeowners change the look of their properties and
enhance their homes. Colour plays a huge part i nthis and
Deceuninck’s colour range, product quality, service and
deliveries are very good. Our ability to respond quickly to
customers, knowing that whatever we order from
Deceuninck will arrive on our next delivery, gives u sa big
sales advantage.”

From September we will be supplying 30 colourways
from stock, plus 20 colours i n15 working days.

We reckon we are already No.1 for colour but this
September we’re making our colour offering even better
by supplying 30 colourways from stock across the full
Heritage Collection, available on your next delivery.We’re
also launching 20 additional colours on a 15 working day
lead time to give our customers an even bigger sales
advantage. ❐

www.deceuninck.co.uk



New autumn contractual awareness seminars
This autumn we launch the 3rd and 4th in our 2019

series of contractual awareness seminars which will as
usual be presented by Geraldine Fleming, operations
director at international construction consultancy, Driver
Trett. The seminars are aimed at those involved in
working with main contractors or who subcontract work to
others, whether in either an operational, commercial or
financial role. Seminars can be booked at:

c-a-b.org.uk/cab-events-programme

1. CAB contracts seminar: ‘What every
subcontractor needs to know’

Madejski Stadium, Reading, 25th September 2019
This full day seminar includes topics such as:

Introduction to formation of contract; How a contract is
formed (battle of the forms); Post tender negotiations
including the pre-contract meeting; The quotation
(qualifications and assumptions); Letters of Intent;
Express / implied terms; Contracts executed as a deed or
under hand; Third party rights; Correspondence and
communication clauses; Record keeping and notices and
payment under the Construction Act 2009 and covering
related issues such as discount and retention.
2. CAB contracts seminar ‘We’ve done the work,
how do we get paid? Marriott Forest of Arden
Hotel, Warwickshire 12th November 2019

New member – 3 DAluminium
CAB is delighted to announce aluminium fabricator, 3D

Aluminium based in Eynsham, Oxfordshire as the most
recent new CAB member.

As we continue to highlight progress on a number of
exciting programmes and initiatives that highlight added
value for membership, we are seeing an increasing number
of enquiries and applications. We look forward to
announcing further new members across the supply chain
in September and October. ❐

CAB is delighted to once again be an event partner for
the Glazing Summit in its second year. It takes place

in Edgbaston, Birmingham on 12th September. This
entails not only branding but also exhibition space. Last
year’s event was fantastic, and it provides a great
opportunity for our sector to highlight the biggest issues
currently affecting the industry and how we can tackle
them. For CAB, the key focuses will be recycling and
fabricator and installer training.

This event for the window, door and conservatory
industry brings together business owners, directors and
senior management from across the entire supply-chain
for a packed one-day summit.

From industry consolidation and mergers and
acquisitions to smart technology and the latest trends, the
event tackles the biggest issues facing the industry. The
Glazing Summit will map out the future of the industry,
with expert speakers and industry leaders, a central
networking and refreshments hall, and an optional
leaders’ dinner in the evening. It has become a ‘must
attend’ event for industry professionals. Alongside the
main stage this year, there will be the new Tech Talks
stage. Tickets for the event being held at the Edgbaston
Stadium and Conference Centre, Birmingham are still
available at: glazingsummit.co.uk/tickets/

Conservatory and Orangery Awards – 30th
October Manchester

CAB is pleased to be a supporting organisation for the
inaugural 2019 Conservatory and Orangery Awards.The
shortlist has been announced, with organisers revealing
that the quality of the entries for the event has been
'exceptionally high'. The levels of innovation, skill and
energy in this sector continue to be remarkable as the
industry responds to the demands of homeowners for
additional, modern living spaces that can be enjoyed all
year round.

Launched to celebrate the skill, innovation and talent in
the sector, the C&O Awards will be held at the Midland
Hotel Manchester on 30 October 2019.

For tickets please go to:
conservatoryorangeryawards.co.uk/book-now

The Fabricator 201920

If you would be interested in receiving a CAB proposal
highlighting the association’s value propositions please
email jessica.dean@c-a-b.org.uk or see our website c-a-
b.org.uk/about-cab/why-join/

ALUMINIUM – THE COLUMN

CAB CEO Justin Ratcliffe rounds up what has been a busy July/August, highlighting the association’s support for
key industry events (Glazing Summit) and awards (Conservatory & Orangery) together with the launch of new
autumn contractual awareness seminars and growing membership

Summit season in swing

Geraldine Fleming
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According to Yale the Platinum 3 Star Cylinder is its
most secure lock to date. So confident isYale that i tis

offering a £1,000 guarantee if the cylinder is snapped due
to a forced break-in.

The Yale anti-snap cylinder guarantee is intended to
provide peace of mind to homeowners and in turn,
fabricators, distributors, and installers. (subject to the terms
and conditions*).

Paul Atkinson, sales and commercial director of Yale
Door and Window Solutions, says: “We have the utmost
confidence in the performance of ourYale Platinum 3 Star
Cylinder and are extremely pleased to be able to launch
this latest assurance to our customers.

“The anti-snap cylinder guarantee promises consumers
that one of the crucial components of the door – the
profile cylinder – i ssupplied by an experienced, market
leading manufacturer. The guarantee truly demonstrates
the confidence we have in our product here at Yale,
generating a feeling of trust for the consumer.

“TheYale Platinum 3 Star Cylinder provides maximum
security against known attack methods, it can be suited
and re-pinned at Yale’s head office in the Midlands or by
kite mark approved stockists.The 3 star cylinder has been
independently tested by BSI to be awarded the British
Kitemarked TS007:2014 three star accreditation – a
standard developed in response to concerns around
cylinder attacks.

Pull in the welcome mat

“In addition, the 3 Star Cylinder has been tested to
the British Standard BS EN1303:2005 and is Secured by
Design approved – meaning it could save homeowners
money when it comes to renewing their insurance
premiums.
“As well as being anti-snap, anti-bump, anti-pick and anti-
drill, the Yale 3 Star Cylinder also features a sacrificial
front section which secures the home in the event of a
snap attack. ❐

*For full terms and conditions
www.yaledoorandwindowsolutions.co.uk

With research revealing that there were a staggering 644,000 domestic burglaries in
England and Wales last year and with 70% of these burglars gaining entry through a door, it
is now more important than ever that maximum-security locks are in place to offer
protection from potential break-ins

Now available from Window Ware, the Yale
Lockmaster 21 is the newest iteration of one
of Britain’s best-selling multipoint door locks.
It is called ‘21’ because it comes 21 years after
the very first Lockmaster was released.
According toWindowWare the latest offering
delivers the same reliability, ease of use and
long service life expected from Lockmaster,
coupled with the usual high levels of security
and superior performance.Window Ware highlights several new features:
● Lockmaster’s hook and pin unit and precompression rollers are positioned within 100mm
of each other to assist with PAS 24 testing.
● Coming soon – the push-in latch snib feature has been specifically designed to prevent
accidental lock-outs.
● Lockcase now comes with secure centre hook as standard.
● New hardened screw-in plastic tidy boxes last longer and give a neat, streamlined finish.
●There’s a new selection of profile-related packers to choose from.
● A new 13mm axis one-piece keep can withstand greater loads during security testing. ❐

windowware.co.uk
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You Ready?
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Asmart tech advancement by FUHR can benefit users
of Carl F Groupco’s SmartSecure electronic door

locking and access control system in the UK. Users can
now use Alexa-enabled devices, such as Amazon Echo, to
control the SmartConnect app functions.

SmartConnect is an intelligent, WLAN-based
SmartSecure option that uses a smartphone app to set
access rights and manage security. The addition of
Amazon Alexa, which can be asked to control smart home
devices, is a significant SmartConnect advancement with
straightforward set-up. Amazon Alexa functionality is
available with an update of the SmartConnect app,
ensuring existing users can also enjoy its smart
capabilities.
John Crittenden, Carl F Groupco’s managing director
says: “It is incredible that, when we launched

SmartSecure in 2016, we talked about being able to use
an app to monitor your door and provide access keys.
Now you don’t even need to log into the app – you can talk
to Amazon Alexa.

“Because Alexa lives in the cloud it is always getting
smarter which means new capabilities are always being
delivered to your device. Using Alexa with SmartConnect
is simple and hands-free – just ask, and Alexa will respond
instantly. Voice control is a massive trend in home
automation that provides enormous benefits including
speed and simplicity."

Carl F Groupco’s technically qualified advisors are on
hand to provide advice on the integration of Amazon
Alexa with SmartSecure functionality and capabilities. ❐

www.smartsecure.co.uk

Alexa, lock the door

Kenrick has launched a suited range of heritage
hardware, which has been developed to bring a
period feel to both PVC-U and aluminium
windows.
Combining the traditional aesthetics of 19th
century ironmongery with the durability and
performance of modern hardware,the new range is
available in monkey tail and tear drop styles and
includes handles, stays and dummy stays.
The Heritage Range suits any style of PVC-U or
aluminium window and is particularly well-suited to
flush sash windows. SteveWilliams, Kenrick’s sales and marketing director says:
“The market for flush sash windows is booming at the moment and nearly half of fabricators see them
becoming as important as standard casement windows within the next decade.
“We introduced this range in response to customer feedback and it is already proving popular with those
who want to tap into the growing heritage market and make the most of the sales opportunities it
brings.” ❐

www.kenricks.co.uk
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With the launch of our NEWAntique Black

and Enduro Steel, you can now choose from
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Veka Recycling has launched a
fresh new website that is in
keeping with the continuing
construction of what will be
Europe’s most advanced PVC-
U window and door recycling
facility.
Using new photography and
graphics the website describes
Veka Recycling’s role in the
reprocessing of virgin offcuts
and post-consumer and
industrial end-of-life windows
and doors and how the
company is highly adept at
working with fabricators and
installers to turn waste
products into new.
On the websiteVeka Recycling
emphasises just how simple
the company makes it for old
frames to be recycled, for the
increasingly important benefits to the environment of course, but actually as a sound business
proposition too.
Veka Recycling’sWellingborough plant is scheduled to become fully operational from early 2020. Whilst
the plant currently recycles material from over 90,000 windows each month, further stages are being
added that will enable the full processing and separation of rubber, metals and other impurities from
PVC-U, entirely on site. ❐

veka-recycling.co.uk
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Such is the growing demand in the domestic sector that
Senior Aluminium Systems says it has secured 74 new

business accounts since the launch of its ‘Ali’ range in
2018. Many of these include fabricators that had moved
away from the aluminium industry as well as fabricators
who had never previously worked with aluminium.

One such new trade customer is GRM Windows in
South Wales, an experienced PVC-U window and door
fabrication and installation company which started out
working with aluminium and is now returning to its roots
by adding Senior’s range of aluminium fenestration
systems to its service offering.

Jonny Greenstreet, Senior’s marketing manager says:
“The launch of our Ali doors and windows range has
opened up new opportunities in more ways than one as it
has allowed u st oincrease our own market share and
generate new business for our trade fabricators and
installers.
“Many of our new customers are experienced at working
with aluminium systems and have chosen our products
above our competitors, not only as they are easy to work
with but also because of our commitment to great
customer service. Others have previously only offered
their customers PVC-U or timber solutions and now have

New opportunities

decided to move into the aluminium market by working
with our Ali range.
“The last few years have marked the start of an exciting
journey for Senior and we are well-positioned and
committed to supporting our customers every step of the
way.” ❐

www.seniorarchitectural.co.uk



www.armstrongindustries.co.uk



Veka UK Group is offering customers matched
solid panels from 3D Laminates, a subsidiary
company ofVeka AG.
3D Laminates provides 28mm silica infill panels
for use in doors, sidescreens and windows
laminated in the same finish asVeka’s Variations
colour options.
Veka says the panels are available in all 14 of the
ex-stock colours in theVariations collection and
can be laminated both sides in different colours
each side or laminated one side only with the
inside left in base white to match Veka’s white
profile.Veka says that panels are also available in
its new Spectral finish.
Veka claims these panels will not bow, bend or
crack.They are also UV stable for a minimum of
10 years on both white and coloured finishes.
Panels can be supplied to customers as a full sheet measuring 3000 x 1250 x 28mm, or 3D Laminates’
professional cutting service can cut them to bespoke sizes. ❐

www.vekauk.com
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Paul Stevens has joined Independent Network as
technical support manager. Stevens says: “I am

delighted to be joining the team at Independent Network
and I’m looking forward to building fantastic relationships
with IN members and driving our businesses forward
together. The responsibilities of my new position include
offering technical support and running training
workshops regionally and at our members' premises.

“As well as assisting members with installation advice
and queries, I’ll be supporting the IN team with
homeowner concerns and membership audits.

“I was attracted to the technical support manager
position because IN has maintained a fantastic reputation
over the years, and the chance to work with the best
installer network in the UK was not to be missed! In an
ever-changing industry like ours, it's refreshing to see
long-established organisations like Veka Group and
Independent Network continue to progress and move
forward.”

Stevens has been involved in the window and door
industry for 25 years, and served an apprenticeship in
carpentry and joinery. He moved into the PVC-U sector
as an installer and believes that understanding the fitting
process and the challenges that installer members face will
be an advantage in his role at IN.

He says: “During my career so far, I’ve worked as an
installer alongside small, local fabricators as well as having
built relationships with some of the big UK market
leaders. My previous roles include service engineer,
service manager, installation manager (PVC-U and
aluminium), conservatory project manager, surveyor and,
more recently, regional operations manager.” ❐

www.inveka.co.uk

IN team management

Paul Stevens





Tel: 07932 243008 Email: mehreen.haroon@profinder.eu

Baypole Jacks

Colours

Aluminium
Bi-Folding doors

PROFINDER www.profinder.eu

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

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

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

Aluminium Fabricators

Conservatory Roofs

Fly/Insect Screens

www.kolorseal.co.uk
sales@kolorseal.co.uk

THE ORIGINAL
COLOUR
COATING
EXPERTS

Tel: 0121 740 0217
Kolorseal Midlands
Tel: 01924 454856

Kolorseal North
Window openers

Colours

Glass Handling



Machinery

Limited
SERVING THE WINDOW INDUSTRY

www.wmduk.com
WE PROVIDE A FAST, FRIENDLY AND COMPETITIVE SERVICE

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

SERVING THE WINDOW INDUSTRY

Tel: 0113 393 8939
Email: sales@wmduk.com

WE PROVIDE A FAST, FRIENDLY AND COMPETITIVE SERVICE

G llGemskilGeGG s llem kilGG iGemskill

PROFINDER www.profinder.eu

Machinery

Sawing and Machining as it should be

01493 742348
Ask for machine sales or visit www.stuga.co.uk

ZX3 550 – 650
per weekAUTOFLOW-2 350 – 450

per week ZX5 800 – 1100
per week

Profile Bending

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 profiifile bending arch
and angle specialists

■ 7-10 working day turn
around

■ Over 20 years experience
■ Competitive prices

Recycling

MISMEASURED WINDOWS &
DOORS MUST BE GLAZED

BOUGHT FOR CASH

01895 239 607
07860 812 675

THE YARD
RECYCLING CENTRE

www.theyardrc.co.uk

Spares for Repairs

Racking Systems



Window Bags & Display Cases

Machinery

Tel: 07932 243008 Email: mehreen.haroon@profinder.eu

PROFINDER www.profinder.eu

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
IIINNNDDDUUUSSSTTTRRRYYY FFFOOORRR OOOVVVEEERRR 222555 YYYEEEAAARRRSSS

INSTALL

SPECIALISTS TO UPVC AND
ALUMINIUM INDUSTRY

SAVE TIME & MONEY – We are Scotland’s number one contact for
new or secondhand machinery required to manufacture aluminium or

uPVC windows or doors. With over 25 years experience, we can supply
anything from starter packs to full turnkey packages.

For buying or selling Contact:

John Thomson on Tel: 0141 949 0440
Mobile: 07774 144156 or Email: thomsonjohn7@aol.com

UNIT 7, Great Western Business Park,Allerdyce Court, Glasgow

MACHINE SALES & SERVICE

G15 6RY



Uncertainty
un / certain / ty

Fact
Companies that invest in marketing during
uncertain times perform better in the long-
term than those that cut their budget.*

It’s simple economics: if a pie shrinks
by 10%, and your competitors cut their
marketing budget by 50%, your share of
the pie can increase.

*Marketing is the key revenue growth driver for more than 30% of companies (CMO Survey)

Certainty
pur / pl / ex

Purplex is the strategic marketing agency
which sees the bigger picture.

Led by a CEO with 30 years’ experience
in the window industry, Purplex helps
companies across trade, commercial and
retail sectors gain market share and build
stronger brands for sustainable growth.

pur-pose / pl-anning / ex-ecution



Aluminium Bending Specialists
01623 721172
www.absltd.co.uk
Aluminium Sashes
01452 616581
www.aluminiumsashes.co.uk
Amberley Doors & Windows
01453 889362
www.amberleydoorsandwindows.co.uk
APiC UK
0121 541 2121
www.apicuk.ltd.uk
Arkay Windows
01923 803923
www.arkaywindows.com
AWS Turner Fain
01905 774267
www.awsturnerfain.com
Ayton & McKeown
01733 390422
www.ayton-mckeown.com
BarnshawsAluminium Bending
0121 521 4297
www.barnshaws.com
CDW Systems
01452 414853
www.cdwsystems.co.uk
Clearway Doors & Windows
01242 513322
www.clearwaydoorsandwindows.co.uk
DortechArchitectural Systems
01484 451177
www.dortech.co.uk
Drayton Windows
01603 789389
www.drayton-windows.co.uk
Emperor Shopfitters
020 8590 4466
www.emperorshopfitters.co.uk
Fentrade
01633 547787
www.fentradealuminium.co.uk
Fineline Aluminium
01934 429922
www.finelinealuminium.co.uk
Glasshus Facades
0113 390 0126
ww.glasshusfacades.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

Architectural Metalwork Fabricators & Manufacturers

Fabricators & Manufacturers

Fabricators & Manufacturers

Consultants

Extruders

Presstek
01527 918651
www.presstekltd.co.uk
Q-railing
0800 781 4245
www.q-railing.com/en-gb

Hydro Extrusion UK
01773 549300
www.hydro.com

a2n Management
07766 565027
www.a2n.co.uk
Element
01902 722122
www.element.com
NET Project Management &
Consultancy
01775 712771
www.netpmcs.co.uk
Placing Leaders
01280 817835
www.placingleaders.co.uk
The Design Solutions Business
01922 277310
www.dsbltd.com
VINCITechnology Centre UK
01525 859050
www.technology-centre.co.uk
WintechTesting & Certification by UL
01952 586580
www.wintechtesting.com

3D Aluminium
01865 881403
www.3daluminium.co.uk
4 Aluminium
01733 889533
www.4ali.co.uk
Acorn Aluminium
0115 928 2166
www.acornaluminium.com
AEL
01695 732132
www.a-e-l.co.uk
AlchemyArchitecturalAluminium
Systems
01922 634009
www.aaasl.uk
AlimaticArchitecturalAluminium
Systems
01376 347789
www.alimatic.co.uk
Alumet
01926 811677
www.alumet.co.uk

CAB Members 2019

CAB Members - Buyer’s Guide 2019
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

Howells Patent Glazing
01384 820060
www.howellsglazing.co.uk
IDF Aluminium
0844 8000 683
www.idfaluminium.co.uk
MBE Glazing Systems
01422 311889
www.mbeglazing.com
Metalline (Services)
01543 456930
www.metalline.co.uk
NorDan Aluminium
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
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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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
Sherwin-Williams General
Industrial Coatings
0151 486 0486
www.synthapulvin.co.uk
Superior Paint & Powder
Coating
024 7646 4676
www.sppcltd.co.uk
Tomburn Ltd
02392 692020
www.tomburn.com
United Anodisers
01484 533142
www.unitedanodisers.com
Vertik-Al
0121 608 7171
www.vertik-al.com

AGC Glass UK
01788 535353
www.yourglass.com
Euroview Architectural Glass
01376 503838
www.euroview.glass
Glas Trösch
0208 366 1662
www.glastroeschgroup.com
Guardian Industries UK
01405 726881
www.guardianglass.co.uk
Pilkington UK
01744 692000
www.pilkington.com

Glazing Products

Hardware

Alpro Architectural
Hardware
01202 676262
www.alpro.co.uk
Aluminium Door Supplies
01827 287921
www.aluminiumdoorsupplies.com
AOV (UK)
01484 613612
www.aovuk.co.uk
ASSA ABLOY Entrance
Systems
01932 765888
www.assaabloyentrance.com
ASSA ABLOY OpeningSolutionsUK
&Ireland
0845 873 4838
www.adamsrite.co.uk
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 P Window Controls
01268 724506
www.lpwindowcontrols.co.uk
L J Pratley & Partners
01277 633933
www.ljpratley.co.uk
R W Simon
01805 623721
www.rwsimon.co.uk

Finishing

CAB Members 2019

Hardware

Sapphire Louvres
01455 612222
www.sapphire-group.co.uk
SE Controls
01543 443060
www.secontrols.com
Securistyle
01242 221200
www.securistyle.com
SFS intec
0113 208 5500
www.sfsintec.biz
Sobinco
07955 282910
www.sobinco.com
Titon Hardware
01206 713800
www.titon.co.uk
VBH (GB)
01634 263263
www.vbhgb.com
Vent Engineering
01202 744958
www.vent.co.uk
WindowMaster Control
Systems
01536 510990
www.windowmaster.co.uk
Window Ware
01234 242713
www.windowware.co.uk
Winkhaus (UK)
01536 316000
www.winkhaus.co.uk

Recyclers

Repair and Maintenance
CommercialWindows & Doors
020 8885 8585
www.comwin.co.uk

Elumatec UK
01908 580800
www.elumatec.com
Emmegi (UK)
024 7667 6192
www.emmegi.com

Machinery Suppliers

Roofing Components
Dales Fabrications
0115 930 1521
www.dales-eaves.co.uk
Guttercrest
01691 663300
www.guttercrest.co.uk

Alutrade
0121 552 0330
www.alutrade.co.uk
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Software Design
& Supply
BM Aluminium
01684 856920
www.bmaluminium.co.uk
Soft Tech (England)
0121 468 0140
www.softtech.com
Systems Design & Supply

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
Epwin Window Systems
01952 2909010
www.stellaraluminium.co.uk
Exlabesa
01302 762500
www.exlabesa.co.uk

HUECK UK
0121 767 1344
www.hueck.com
Hydro Building Systems UK
01684 853500
www.hydroextrusions.com
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

Shading Devices

AW Louvers & Ventilation
01684 274608
www.awlouvers.co.uk
Renson Fabrications
01622 754123
www.renson.be

Council for Aluminium in Building, Bank House, Bond’s Mill, Stonehouse, Glos GL10 3RF
Tel: 01453 828851 Web: www.c-a-b.org.uk

CAB is the essential trade body for the Aluminium in Building
sector. For further information on membership benefits
including the extensive range o ffree seminars on contractual
awareness, H & S and specialist technical and marketing
topics, please contact Julie Harley o n01453 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.



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

Whether you work nationally or regionally, you can access over
6,000 national and independent building merchant networks, all
specialising in building materials, tools and supplies.

The database is divided into ‘heavy’ and ‘light’ merchants with
categories for each building sector.

With 8,000 email addresses and over 7,000 contacts available, it
has never been easier to communicate with new customers.

For more information call us today on 01934 808 293.

New Builders
Merchants Database
Coming February 2019

New Builders 
Merchants Database
Coming February 2019



HAND-CRAFTED FOR CHARACTER AND CONSERVATION PROJECTS, BUT WITH A MINIMAL
AND UNDERSTATED APPEARANCE THAT IS JUST AS IDEAL FOR CONTEMPORARY PROPERTIES

Accepted as a variation on Condition
11, they are considered to successfully
mimic traditional flush casements, and
care has been taken over details such
as the cill and trickle ventilation…

Heritage Officer, Cotswold Council

TIMBERLOOK
FLUSH SASH

HERITAGE WINDOW
sales@timberlook.com

01253 888222 07817 816663
For more information, contactPHILMYERS

/
AFFORDABLEWINDOWS

TIMBERLOOK is the Flush Sash system fromAffordable Windows. It boasts an authentic square mortise and tenon looking
fabrication for both the sash and outerframe - with none of the diagonal mitred joints that normally identify uPVC windows.

Featuring a night latch as standard, and with unique design options like a deep bottom rail, traditional cill details, and
concealed trickle ventilation - TIMBERLOOK windows are virtually identical to the most expensive wooden windows.

OUR NEW 28-PAGE
BROCHURE WILL DO ALL
THE SELLING FOR YOU!

NO UNSIGHTLY
TRICKLE VENTS

DEEP BOTTOM RAIL
OPTION AVAILABLE

TIMBERLOOK IS AMODERN UPVC SYSTEM THAT REPLICATES HERITAGE DESIGNS

PAS24 CERTIFIED    |    SPECIFY TO DOCUMENT Q    |    ON-SITE GLAZING | 70MM FRAME

MORTISE & TENON LOOKS | CHOICE OF COLOURS & WOODGRAINS | MATCHING FLUSH DOOR

THE BEST INTERNAL AND EXTERNAL
DESIGN AVAILABLE IN A FLUSH SASH

CALL US ON
01253 888222

TO GET YOUR
SHOWROOM

SAMPLES

CONCEALED TRICKLE VENTILATION | 60MM SASH SIZE | SLIM ASTRAGAL ‘COTTAGE’ BAR


