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more i ndepth articles, not just about the industry but on topics that are
relevant to fabricators and manufacturers.
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Composite Door Manufacturers, reports that the industry has resumed the
supply of fire doors and there i scomment from the Fire Sector Federation
on Dame Judith Hackitt's review of building regulations.
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In this issue there is more about health and safety. Following the successful
prosecution of a landlord and a building contractor over the release of
asbestos fibres caused by the demolition of a conservatory, our regular
contributor, GGF health and safety director Phil Pinnington writes about the
proper disposal of asbestos. And continuing the 'fire' theme Jane Embury of
Wrightstyle talks about accidental fires in the workplace.
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Did you know that 75% of all of the aluminium mined since 1880 is still in
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benefits of recycling.
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In our marketing column Andrew Scott of Purplex writes on the
importance of building, protecting and promoting your brand.
In our doors feature we look at the rise of the composite door and the
importance of maintaining automatic gear to keep it functioning properly in
winter.
An finally there is our glass and structural glazing section followed by a
smorgasbord of industry news and products with a page devoted to people
moving around the industry.
And at this 'will we won't we' 'should we shouldn't we' moment there is
nothing about Brexit.
Except:- our trade and industry secretary went to the World Economic
Forum in Davos with the message for the leaders of the rest of the world that
they should prepare for us leaving without a deal. Like the rest of the
headbangers, the man responsible for our commercial well-being seems more
interested in the politics than in the damage to our economy. He said in an
interview with the Today programme that the political concerns are more
important than 'short term' economic gains from delaying departure. And so
far he has failed to secure any significant trade deals with any other countries.
The great fantasy of the politicians pushing Brexit has always been that it is
still 1757, we have a great navy that rules the world (instead of just an overly
expensive white elephant of an aircraft carrier), countries are gagging to get
piece of our pie and if all else fails The East India Company can send in its
private army to subdue the natives and grab the trade.
Meanwhile companies the size of Airbus make i tclear they may well leave
the UK in the event of no deal and, get your head around this one, Brexiteer
Dyson moves to Singapore which, I believe, has just signed a trade deal with
the European Union!

John Roper
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Long-lasting quality is our guarantee
For almost 30 years Edgetech has provided
customers throughout the world with reliable and
innovative insulating glass products they can
build their business on.

We’re so certain our products are the best-inclass that we guarantee them, extending a
Super Spacer® unit warranty to 20 years, if service
requirements are met.

Let us show you why our customers put their trust in Edgetech.

T: 02476 998113

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

NEWS

Fully compliant
Following three months of
intensive discussions between
the Association of Composite
Door Manufacturers (ACDM)
and Ministry of Housing,
Communities & Local
Government (MHCLG) to
resolve the industry’s selfimposed moratorium on
composite fire door sales, an
agreement has been reached
to allow sales to resume

A

S

ales of composite fire doors were
suspended following the issue of a
press statement by the MHCLG that
named a number of manufacturers
whose products had failed to comply
with building regulations after testing
was carried out as part of the Grenfell
Tower investigations. Following early
discussions with the government, the
ACDM and its members took the
decision to suspend sales unilaterally
until evidence could be shown that
manufacturers and suppliers of such
products were testing in full compliance
with the building regulations, in addition
to a number of other criteria.
These state that fire door set
manufacturers must have primary test
evidence illustrating that products have
passed the required fire tests from both
sides, with written confirmation from
the test house confirming this result.
Additionally, a director from
the
manufacturer of the doors should write
a confirmation to the supplier of the
door blank, enclosing successful bidirectional test evidence confirming that
the door sets they intend to
manufacture and supply will use, without
exception, only the components within
the door sets tested. Continued supply
of door blanks will continue only when
such evidence has been provided.
Andrew Fowlds, chair of the ACDM,
says that the discussions have been
lengthy, detailed and challenging but with
a positive outcome: “The cost to the
composite door industry during this
period has been very heavy, with a
number of casualties in terms of jobs and
revenue. However, as long as all
manufacturers of such products have
completed bi-lateral testing in strict
accordance
with
the
building
regulations, and provided the necessary
written confirmation to their supplier,
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Welcome
change

Andrew Fowlds,ACDM
chairman
then supply may resume.
“The Task Force set up by the ACDM
to tackle this issue has spent a great deal
of time and energy t obring this to the
earliest possible conclusion. I am
pleased that we have been able to
finalise and agree the process to allow
the resumption of the manufacture and
supply of GRP fire doors to the market
under the terms outlined to the under
secretary. This is essential to prevent
further damage to an industry that is
already severely weakened and suffering
job losses, but which has reacted
positively and responsibly by voluntarily
withdrawing from the market until this
resolution could be found.”
Regarding the issue of remediation,
Fowlds adds: “I have advised the under
secretary that this will be dealt with
separately from the re-supply of new
products.A proposal and action plan by
the ACDM on how this may b edealt
with is currently under consideration.”
The ACDM will also become the
governing body for the composite door
industry, leading the development,
implementation and policing of
standards whilst also promoting the use
of composite doors in established
markets as well as developing further
opportunities. In response to the
MHCLG the association will also
compile a database of all fire door
products tested by members, in addition
to providing technical advice. ❐

spokesman for the the Fire Sector
Federation says it welcomes
publication of the government’s
implementation plan in response to
Dame Judith Hackitt’s Independent
Review of Building Regulations and Fire
Safety.
The spokesman says: “The FSF
welcomes the government’s recognition
of the need for a step change in systems
and behaviour ‘to radically improve
culture and capability.’ However, this will
take some time to achieve and require
broad input from a range of
stakeholders.”
The federation is pleased to note the
plan’s endorsement of:
● Placing people’s safety above all
other interests in buildings
● Calling upon everyone engaged in
the building safety process to accept
their responsibilities and improve their
competency, culture and behaviour
● Consulting on extending the scope
beyond 10 storey residential buildings
and the role of duty holder
● Consulting on a tougher regulatory
regime and creating the safety case
mind-set needed with a more explicit
use of building inspectors
● Creation of a Joint Regulators
Group and the review of ‘golden thread’
information
● A technical review of AD B and
other guidance and consultation on the
role of BRAC
● Developing a third party
accreditation framework for building
products, where the FSF believes
evidence already exists of better
products, and more effective product
marking
● Helping all residents gain
information and engage to protect
themselves better
● Assisting industry address
standards and new approaches to safety
Welcoming the key elements of the
government’s implementation plan, FSF
chairman Michael Harper says:“In urging
the government to continue its
commitment to improve fire safety, the
federation confirms it will positively
contribute through the consultation
process and any other route by offering
whatever technical and moral support it
can to advance public fire safety.” ❐
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NEW
Slimline SL16
integral blinds
Ideal for composite doors and vertical sliding windows
Slider or cord controlled options
Available in white, beige or silver
ONLY from Morley Glass & Glazing

ORDER TODAY
Quotes available in
60 minutes.

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

www.morleyglass.co.uk
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MANUFACTURING – MAINTENANCE

Bearing with us
Implementing condition monitoring can reduce the frequency and cost of equipment maintenance.
Specifically, vibration analysis can provide valuable insight into machine condition, flagging up
problems before extensive damage occurs. Chris Johnson, managing director of ball bearing supplier
SMB Bearings, explains the steps machine builders should take to reduce the likelihood of bearings
being the root cause

W

ith large numbers of
rolling elements in
industrial machines, it can
be tricky to decipher
exactly what i sgoing on
inside a unit. Condition
monitors
often
use
accelerometers t omeasure
vibration. It is possible to
differentiate
between
vibrations by examining
the individual frequencies
present in the overarching
vibration signal. These
frequencies can then be
used to match to individual
parts
or
certain
malfunctions.
This analysis can warn of
faults well before failure. In
the case of bearings, it is
possible to detect excessive
rolling element wear or
damage due to poor fitting
techniques. This will allow
the bearing to be changed rather than allowed to
deteriorate further, potentially causing other components
to fail.
Other problems that vibration analysis can detect are
misalignment, lubricant problems or incorrect
shaft/housing fits. With early detection, it may be possible
to rectify these issues well before costly bearing failure.
As a safety net, regular vibration analysis can be used to
confirm bearing condition and prevent catastrophic
failure. However, if the right precautions are taken to
lessen bearing vibration during machine design and
bearing selection, the likelihood of faults is greatly
reduced.
From a bearing manufacturing perspective, a low noise
or vibration rating is achieved by paying attention to the
surface finish of the raceways and balls, their roundness
and selecting the correct cage design.
Finely filtered low noise greases can also be used to
reduce vibrations. These contain fewer, smaller solid
particles which can generate noise when they pass
between the balls and raceway.
Accidental dirt or dust contamination can also increase
noise and vibration levels, as this inevitably affects the
rollability of the bearing. Bearing shields or, even better,
contact seals are a good solution to this problem.
6

To maintain rollability, it is
vital that bearings are
lubricated sufficiently and to
a suitable fill level dependant
on torque, speed and load
requirements. Equally the
type of lubrication should be
carefully considered for the
application,
based
on
temperature, speed
and
environmental conditions.
If bearings are found to be
inadequately lubricated, or
filled with an incorrect
grease, manufacturers should
contact a bearing supplier to
inquire
about
bearing
relubrication. SMB Bearings,
for instance, has an in-house
relubrication service which
can clean and refill bearings
with a new lubricant.
The bearing’s internal
clearance can make a big
difference. Choose tighter
clearances for accurate running but beware of any
temperature differences that reduce internal clearances
during operation. Choose looser clearances where
interference fits are used or there is slight misalignment
between shaft and housing.
As tempting as it may be, end users should avoid using
a bearing close to its maximum load capacity. Bearing
load ratings are only a guide. In reality, bearings should be
used at around a tenth of the dynamic load rating if long
life is required. Heavier loads can be tolerated, but the
bearing lifespan will be shortened.
Fitting the bearing inner ring on to a shaft by pressing
on the outer ring, transfers the fitting force via the balls
and will damage the raceways. A heavy shock load can
occur when the bearing is dropped on to a hard surface
which can also cause damage, leading to high levels of
vibration.
Condition monitoring is becoming more prevalent and
this technology allows for early identification of bearing
problems but, by taking precautions to prevent issues
arising in the first place, machine builders can ensure their
bearings are fitted to last. For more information on
keeping bearing vibration to a minimum, contact
sales@smbbearings.com. ❐

www.smbbearings.com
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PVC-U | ALUMINIUM | GRP
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COLOUR COATING EXPERTS
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www.kolorseal.co.uk | sales@kolorseal.co.uk
• 7 day turnaround
• Same day quote
• All RAL/BS colours
• Bespoke colour matching service
• Fade and UV Resistant
• Proven durability and guaranteed for 10 years

PVCu Colour Coaters

GET A QUOTE! Send us your window dimensions
and colour choice for a same day quote!
Kolorseal North

Kolorseal Midlands

Tel: 01924 454856 | Email: sales@kolorseal.co.uk

Tel: 0121 740 0217 | Email: midlands@kolorseal.co.uk

Bretﬁeld Court, Bretton Street Industrial Estate, Dewsbury, WF12 9BG

Unit 24, Kelvin Way Trading Estate, Kelvin Way, B70 7TN

HEALTH & SAFETY MATTERS

Quick,cheap & dirty
A landlord and building contractor have been fined after large quantities of asbestos fibres
were released from the demolition of a conservatory at a rented property.
Birmingham Magistrates’ Court heard how the landlord commissioned a building
contractor to replace a conservatory containing asbestos panels. Asbestos was spread as
the panels were removed in a ‘haphazard and uncontained’ way.An investigation by the
Health and Safety Executive (HSE) found that the landlord should have had an asbestos
survey carried out prior to work beginning, and the building contractor should not have
started work without one. GGF health and safety director Phil Pinnington discusses the
correct removal of asbestos insulating building board (AIB)

H

istorically Asbestos Insulating Board was to be found
behind cladding around windows and in many selfbuild conservatories. As the company contracted to
replace old windows or a conservatory are you sure there
isn’t any AIB present? This continues to be a real
challenge.
Most people in any building related trade will be well
aware of the risks of asbestos exposure. It’s been well
documented and there are many people’s lives that have
been touched either directly or indirectly to conditions
linked to asbestos exposure. That said, there is a problem
with how installers are addressing this issue.
In 2012 the Asbestos Liaison Group (ALG) which is led
by an eminently qualified expert on the subject, issued a
guidance memo. The aim of this was to provide practical
guidance for installers to follow when faced with AIB.
Unfortunately in its current form i tdoes put high
expectations on installers which do come at a cost. That
said it should not be allowed to discourage responsible
asbestos management.
Since 2016 we, at the GGF on behalf of the industry,
have lobbied HSE to look at reviewing the guidance. After
meeting HSE’s director of construction we are
encouraged that a review is under way and changes will be
considered.
We are committed to the protection of individuals and
the environment but, increasing evidence is showing that
potential customers of installation companies are refusing
to pay for expensive enclosures as directed in the memo.
The HSE is however concerned that homeowners are
either removing AIB themselves or unwittingly employing
unscrupulous workers who are happy to declare the
boards as asbestos cement or plasterboard when it’s
clearly AIB. This is simply irresponsible and if fibres are
not controlled they risk exposing the homeowner to
asbestos with all the health implications.
If you are an installer; who may, even occasionally, come
across AIB you must make sure you and your employees
are aware of what it looks like. If in doubt get it tested and
follow the control procedures. Prosecutions are not made
against the homeowner it is the installer that stands in the
dock so don’t be that person answering to a charge.
The GGF has produced an asbestos guide for
homeowners which is free to download from the GGF
website: https://www.ggf.org.uk/publications/health-andsafety-publications/asbestos-dont-play-russian-roulette8

Phil Pinnington, health and safety director for
the GGF
asbestos-ref-60-8/ this provides clear information for
homeowners as to where to find asbestos and what the
risks are. It also directs them to further information.
We as a responsible industry need to be part of the
solution here.We must consider how to protect customers
from the risks associated with asbestos and being properly
and independently informed can be a significant first step. ❐
The GGF’s health and safety committee meets quarterly to
discuss key issues affecting the industry. If you are interested in
finding out more about the GGF and its health and safety
function, please email info@ggf.org.uk
The Fabricator 2019

RENOLIT.
RENOLIT.
Das Original.
Original.
Das

The first for exterior films.
RENOLIT EXOFOL products have reliably remained at the forefront of exterior surface technology for over thirty
years and have a highly valued reputation for innovation and quality.
A commitment to development and investment in new designs and aesthetics deliver added value for our
customers in a market where there is an increased demand for colour and realistic natural finishes. Dedication
to customer care, service, technical and marketing support ensure that the original continues to lead the way.
Contact us for further information at renolit.cramlington@renolit.com

HEALTH & SAFETY MATTERS

Cause and control
Jane Embury, marketing director at Wrightstyle, the steel and aluminium glazing company,
looks at accidental fires in the workplace…and how to avoid them

I

n 2017, fire crews in England attended over 560,000
incidents, 34% fewer than ten years ago. Of those, only
about 170,000 were fires, and over 220,000 were false
alarms.
Every year in the UK more than 20,000 non-residential
fires are reported, with many of those happening in our
workplaces.
While there are a large number of reasons why fires start,
many incidents could be avoided if people better
understood and managed the most common causes of
fire.
While the overall incidence of workplace fires continues to
fall, they do tend to be larger and more complex, not only
potentially posing a risk to life but t othe continuity and
survival of the company affected.
Preventing workplace fire loss requires knowledge of both
the underlying ignition risks and, if fire does break out, the
reasons why the fire might spread.
The main element that then determines the severity of a
fire is the availability of a fuel load – the combustible
materials that a fire needs to develop and grow.
Faulty electrics are the biggest cause of workplace fires
and workplaces are legally obliged to properly maintain all
electrical equipment and to conduct portable appliance
testing (PAT) at least annually.
These tests ensure that electrical goods are fit for purpose
and remain in good working order. Failure to test annually
is therefore not only a fire risk in itself, but could result in
legal penalty.
What’s also needed is a comprehensive fire safety risk
assessment, particularly vital if combustible and
flammable materials are used in the workplace.
That assessment will then guide a fire safety plan to
ensure the most appropriate storage, handling and
disposal of flammable materials.
Again, failure to comply with the fire and safety
regulations is a fire risk in itself and, again, could result in
prosecution.
But it’s not just complacency that’s the main fire risk,
because accidents can happen – for example, an employee
spilling liquid onto electrical equipment.
What’s then crucial is that the workplace has sufficient
and appropriate fire safety equipment, and that staff are
fully trained in their use.
But while accidents can and do happen, a bigger threat is
negligence because, in the event of serious incident, the
company concerned may lose any right to insurance
recompense, leading inevitably to financial difficulty and
possible closure.
While every company must have a named person
responsible for fire safety, everyone in an organisation also
has personal responsibility, because everyone must be
aware of fire risk, proper procedures, and what t odo in the
event of fire.
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As we also constantly point out, one of the main lessons
for building designers and owners is not simply to
incorporate passive and active fire systems, but to look at
the whole building’s capacity to withstand a fire.
That’s why advanced glazing systems are so important,
either for the exterior envelope of a building or for internal
screens and fire doors, providing up to 120 minutes of
protection against the spread of fire, smoke or toxic gases.
Advanced glazing systems also do one additional thing.
By containing the fire, they minimise damage to that
company’s workplace and better provide continuity of
operations. It is, if you like, an investment in peace of
mind. ❐

www.wrightstyle.co.uk
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A GREAT SELLING ADVANTAGE WHEN
YOUR COMPETITORS ARE SELLING
DOUBLE GLAZED UNITS LOSING 20%
MORE HEAT BY COMPARISON

FULLY FABRICATED AND READY TO FIT IN ONE DELIVERY TO SITE IF REQUIRED
WE DELIVER THROUGHOUT THE UK IN OUR OWN FLEET OF 30 DELIVERY VANS, WITH ROUTES TO EVERY
AREA OF THE UK INCUDING CORNWALL, SCOTLAND, ISLE OF WIGHT, JERSEY, GUERNSEY AND ISLE OF MAN.

FREE UPGRADE

TO A 70MM FLUSH LOOK ALUMINIUM WINDOW SYSTEM
WITH CONCEALED MULLIONS AND SLIM SIGHTLINES
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TRICKLE VENT
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BIFOLD DOORS

BI-FOLD DOORS

TO 35MM INTERLOCK

VISOGLIDE+
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FEATURES THAT
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WINDOW SYSTEM
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70mm

FREE UPGRADE

FLUSH LOOK
ALUMINIUM
WINDOW

ADJUSTABLE WHEELS & 1.6 UVALUE

NOW YOU CAN OFFER A
BETTER LOOKING
70MM WINDOW AT THE
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STANDARD ALUMINIUM
WINDOW SYSTEM

NEW BROCHURE
NOW AVAILABLE

Available exclusively from

AFFORDABLE ALUMIN IUM

WINDOWS

PATIO DOORS

AFFORDABLE ALUMINIUM IS PART OF AFFORDABLE
WINDOWS GROUP - ONE OF THE UK'S LEADING
MANUFACTURERS OF ALUMINIUM & PVCU PRODUCTS

CONSERVATORIES

COMMERCIAL

Simon Youles

t - 01253 888233 m - 07794 219773

e - simon@affordablealuminium.com

ALUMINIUM – THE

COLUMN

The permanent loop
CEO Justin Ratcliffe looks at why the Council for Aluminium in Building, in its 25th
anniversary year, will be highlighting aluminium’s recycling qualities with the development
of a closed loop recycling scheme that kicks off as a pilot

A

t the start of the year, many of us are still trying to
predict the future for everything from stocks and
shares to interior design – as if i ti sa natural tendency to
try to fathom out the ‘bulls’ from the ‘bears’ or the next
fashionable colour. I’ll pass on the former but can confirm
that Pantone announced its ‘colour of the year’ for 2019
late last year, and its prediction is living coral, a bright
cheerful peach – something of interest to a number of
companies in CAB’s supply chain membership. Another
trend that members might take an interest in is the switch
to blinds and shutters in the window coverings market
which, according to AMA Research, is expected to rise
15% to £1.6bn by 2022.
Unsurprisingly, further trends in the home are for the
increase use of recycled materials in everything from
homewares to towels to mattresses and one should
applaud many leading manufacturers for highlighting and
bringing focus to the recycling cause.
However, it sometimes comes across that recycling is
some sort of early 21st century phenomenon and we forget
that aluminium, for instance, has been recycled for so long
that 75% of the total production since the 1880’s is still in
use. What’s more, recycling aluminium brings no loss in
quality and crucially creates an ‘aluminium bank’ for reuse in the future as only 5% of the original energy required
for primary extraction is required for re-smelting.
In 2019, CAB’s 25th anniversary year, it is totally
appropriate that the we will focus on the metal’s
recyclability, one of its outstanding and best known
characteristics. In many ways, we take this for granted and
forget not only about the recycling journey for pre and post
12

consumer aluminium scrap, but also how valuable and
important that scrap is in ultimately helping to meet peaks
in demand from a variety of sectors, especially
construction.
CAB’s pilot scheme is open to members as part of their
membership package.
Aluminium is a ‘permanent’ material, which means, as
noted above, that its inherent properties do not change
after repeated recycling. In order to keep aluminium in the
loop, it must be collected and sorted properly. While there
is always an economic incentive to recycle aluminium, one
of the aims of this scheme is to increase closed loop
recycling by encouraging the collecting and sorting of
scrap into specific wrought alloy groups.
While such closed loop recycling of construction
materials is currently voluntary, requirements could be
placed on ‘embedded carbon’ content in the future and
main contractors are increasingly seeking evidence to
demonstrate the sustainability credentials of their supply
chain. Scrap is an important resource and we should
maximise the quantity and quality of recovered aluminium
scrap in the UK to build the circular economy of the
future.
The benefits of joining the scheme are:
● Generate higher quality aluminium scrap with
increased value compared to mixed scrap
● Promotion of members’ sustainability credentials to
customers and (for the full scheme) use of the scheme logo
● Development of the aluminium closed loop recycling
value chain
Why we are starting with a pilot project:
The focus of this pilot project is to test the scheme at the
‘start’ of the closed loop with systems companies,
hardware manufacturers, fabricators, installers and scrap
processors.
Once we have demonstrated the concept, it is our
intention to roll out the full scheme and bring together the
complete value chain.
An important element of the scheme is the collection of
monthly data returns from members. All data will be
collected in strict confidence by CAB and should allow us
to compile aggregated data that demonstrate the quantity
of aluminium recycling in the UK market. ❐
Justin Ratcliffe
Full details regarding membership criteria and how to join
can be found at: www.c-a-b.org.uk/pilot-scheme/
If you are interested in joining the scheme or finding out
more information, then contact Jessica Dean at the CAB
office on 01453 828851 or email jessica.dean@c-ab.org.uk
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MARKETING

Are you trustworthy?
Andrew Scott, CEO of business and marketing consultants Purplex, discusses why it’s essential to
create a trusted brand in today’s window industry

L

ife was simpler 20 years ago. TV, radio and print
media were the marketing channels of choice, and
customers had more time to digest information and make
informed decisions.
The world is very different today; with an explosion of
information, new marketing channels and more products
and suppliers fighting for our attention. The average
human brain consumes the equivalent of 34 gigabytes of
data every day and makes 35,000 decisions.
In this world of information overload and with so much
choice consumers gravitate towards brands they trust.
Of course, the deal must be right – the product or
service needs to meet the requirements (if it’s shinier and
has more bells and whistles, all the better) and the price,
payment and delivery terms need to work.
But the reason people shop online at Amazon or at John
Lewis is because they trust the brand.

Building trust

In a B2B environment, trust is built over time through
multiple touch-points and relationship building. In the
window industry, PR is the most powerful way t odripfeed news and information that builds a picture and
positions your business as a trusted company. Other
marketing channels such as advertising and direct
marketing reinforce your proposition and your website
serves t ovalidate your brand and provide a ‘deeper dive’
into your products and services.
In a B2C market, double glazing and conservatory
installers need to work harder than ever to build trust
because the purchase is often a one-off transaction,
competition is fierce, and the industry has a tarnished
reputation – not helped by high profile failures such as the
recent Safeglaze fiasco and question marks surrounding
some insurance backed guarantees.
So, with 12,500 window, door and conservatory
installers in the UK, how can quality firms stand out as a
trusted supplier?
One mistake many firms make is to confuse marketing
with lead generation. You can’t build trust if your entire
marketing strategy is focused on sales-ready leads.
Building trust starts earlier in the process, before the
homeowner is ready to buy.
When homeowners engage with your brand in a nonsales environment and have a positive experience, they are
far more likely to buy from you when they are in the
market for home improvements.
That’s not to say lead generation isn’t important, it is
crucial. But to build trust and ultimately to build a
successful, sustainable and valuable company you need a
marketing strategy that creates a trusted brand alongside
a robust lead generation strategy.
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Andrew Scott

Third party validation

One of the most powerful ways to create trust is through
third-party validation.You may believe your products and
services are great, but s od othe other 12,500 double
glazing companies out there. It is much better for a third
party to endorse your business and products/service.
The three most powerful third-party validation tools
are:
● Recommendations and testimonials
● Accreditations and awards
● Third party reviews
Having genuine, recent testimonials and endorsements
from existing and previous customers i sone of the most
powerful ways of building trust, particularly if the project
is like the one a potential customer is considering.
Genuine, valuable accreditations can help your business
stand out, while winning industry or business awards is
one of the most powerful ways of adding credibility and
trust, in addition to gaining widespread publicity.
Perhaps the biggest shift in purchase decision making is
being driven by reviews. Reviews are a quick and easy way
for someone to form an instant opinion on a company or
product and can seriously influence buying decisions.
With Brexit just around the corner, economic
uncertainty and consumer confidence low, there has never
been a more important time for companies to focus on
building a trusted brand so that customers have the
confidence to do business with them. ❐

www.purplexmarketing.com
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Top agency
design but not
the cost

Creative
website design
from £400

We supply cost effective
solutions, for both large
organisations and smaller
enterprises, whether
consumer based or
business to business.
In partnership with
our clients we deliver
successful solutions,
working on an individual
project basis or as a
regular support service.
Whether you are
looking to launch a new
website, revamp an
existing site, manage
your website content,
start selling on the
internet or are looking
at email marketing.
We are here to help.
With over 30 years
experience supplying
design and advertising
solutions for the web
and print, we are ideally
suited to provide you
with the competitive
edge. To be a winner in
your marketplace.

For more
information telephone

0 77 84 26 8 6 8 5

or cotact us by email at
info@stevebryant.co.uk
www.stevebryant.co.uk
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Our digital world
B

usiness cannot operate without software. From
management to manufacturing, whatever we do, we
rely, at some stage, on computing power and the abilities
software brings.
The fenestration industry is noexception. From the
initial stages of sales and estimating to order input, stock
control and manufacturing to the logistics of getting the
product out of the door to the customer we would be lost
without software to drive these processes.
But most users have little idea about the software that
runs the machines and
powers
the
operations it runs.
To keep things
simple and hassle
free
what
is
needed is a totally
integrated
software product
that
will
smooth the
whole
process but
is modular so
that
a
company can
take
the
elements it needs
and
fll
flexible
enough that it
can grow with
the business.
Launched in
1991
by
developer
Simon Farmer,
First
Degree
Systems has worked to provide the fenestration industry
with specialist software for almost 30 years and Simon
Farmer remains lead developer and MD. First Degree
offers a comprehensive range of specialist software created
to suit a fenestration business regardless of size.With all of
First Degree's software the user has the option of a cloudbased or local installation.
The backbone of First Degree's integrated systems is
Window Designer.This core product provides the tools to
drive a business and deliver flexibility.
fll
First Degree offers
versions for retailers as well as the standard, professional
and cloud options. It allows the design, manufacturing
and pricing of practically any style, shape and system and
enables quotations to be processed from anywhere –
within the office, at a satellite location or even at the
customer’s home.
Integrated with Window Designer is Fengo2. This is fast,
simple and customer focused with a visual front end that
16

makes for the ultimate sales and survey experience and
offers many deployment opportunities be that on an Ipad,
within Window Designer or as a custom built web
interface.
Once set up with a company's product range Fengo2
offers the ability to easily process quotes and orders, print
or email reports directly from the device and add photo
realistic windows to a customer’s photo.
All designs and pricing is built in so the lack of an
internet connection is not a problem. And when you next
have an internet connection click to sync and re-connect
to the main system. Fengo2
also allows the
user to add their
own brand to
splash screens.
Zandi
is
modern
business
intelligence software
with deep Window
Designer integration.
It can be deployed
for all business
levels from a
small startup
business
to a large
scale

manufacturer
of
multiple
product types. Zandi
offers a scalable solution to streamline processes and helps
make a company more profi
fitable.
i
Capturing information from Window Designer and any
connected cloud retailer system's a business can see
products and values quoted, order received, review
customers trends, view order details, ticket customer
issues, track returns, assign works, plan projects, view
sales pipelines, book diary appointments to connected
works and much more.
User access permissions mean that a user only sees what
they are allowed t osee, keeping critical business
infor mation securely locked to those who need it.
However there is more to First Degree Systems than
just Zandi, Fengo2 and Window Designer and 2019 sees
deployment of their new web site www.first-degreesystems.com where anyone wishing to find out more can
come and explore what i thas to offer. ❐
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Designer Doors
High security as standard

Make it elegant, make it secure

From traditional Victorian, Georgian and Edwardian designs to
contemporary chic, Smart Designer Doors oﬀer a wide range of
designs, colours and styles. With high-quality locking mechanisms
and precision construction combining to give unbeatable strength
and security. A wide choice of conﬁgurations and an extensive
range of colours guarantees the perfect ﬁnishing touch.
• 3 adjustable hinges and resistant to 80kg of pressure.
• 66mm triple glazed and laminated glass units.
• All proﬁles include a polyamide thermal barrier that enhances thermal
performance.
• Thermally eﬃcient - with a ‘U’ value from 0.9 W/m2K to 1.1W/m2K,
dependant on the glass speciﬁed.
• Double-rebated EPDM centre gaskets provide maximum weather
resistance

CREATE YOUR OWN DOOR AT WWW.GARRARDWINDOWS.CO.UK
Call us now for enquiries
Tel: 01296 66 88 99
or email: enquiries@garrardwindows.co.uk
Visit our website:

www.garrardwindows.co.uk

enquiries@garrardwindows.co.uk
www.garrardwindows.co.uk

DOORS

Distinctive growth
When Drew Wright imported the first container of composite door panels in 1999 he changed the
domestic door market forever.Wright founded Distinction Doors to supply composite door slabs
to the replacement industry and 20 years later its doors are now installed in more than three
million homes in the UK

D

istinction’s
business is still
focused solely on the
supply of door slabs.
“We
d
onot
manufacture
outerframe,”
says
Distinction's
managing
director
Gareth
Williams.
“That would put us in
direct
competition
with our customers
but 40% of our
output is prepped so
ready for fabricators
to hang in their own
doorsets.”
To maintain this
service
Distinction
has invested heavily in
machinery. It has also
installed a painting
facility and offers four
colours from stock
but will also supply
any RAL colour to
order.
“We are looking to
develop the prepped
slab side of the
business further,” says
Williams, “but this is a
mature market so
price can be an issue
which means that
adding
value
is
important.”
Distinction
has
invested £850,000 as
just the first phase of
infrastructure
investment
in
its
86,000sq ft site. This
is intended to develop
the
company’s
capacity to handle the
growth in demand for
prepped
door
products, as well as
the logistics for door
blanks sold in volume.
18

Although
growth
overall is forecast most
recently by Palmer to
be modest at .9%
(Palmer
Market
Research: The Market
for
Domestic
Entrance Sets in Great
Britain 2017) installed
values are increasing
by as much as 8% per
annum. Distinction
Doors’ first year sales
in 2005 amounted to
£1.1, by December
2017 this had reached
£40.6m. Annually, the
company’s products
now account for 25%
of all entrance doors
installed in British
homes.
“The difficulties of
Brexit prevent any
meaningfu
l forecasts
for growth in the short
term,” says Williams,
“but by investing in
our infrastructure we
are removing cost,
improving quality and
increasing both our
capacity overall and
ability to cope with
fluctuating demand.
“Our relationship
with our suppliers
continues
to
be
excellent and they are
working closely with
us to introduce some exciting new products as well as
to continuously improve the quality of existing
favourites.
“What we must do is look past this period and
assume that British homeowners will, in the long term,
continue their enthusiasm for improving their homes
and that private and public sector housebuilders and
landlords will continue to invest in composite doors for
their properties.” ❐

www.distinctiondoors.co.uk
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Count
FIRS T IMP RE SSIONS C OUN T...
Homeowners
are looking for ways to make their mark on their homes.
Choose
Bereco
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Choose a trusted partner who can give them what they want. Choose timber. Choose Bereco.
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£1,170*

97%

WOULD
RECOMMEND US

CONTACT US
TODAY

We treat our approved installers
as part of the family
97% would recommend us
48 hour quote turnaround
Marketing support
Dedicated account manager
Ease of installation
Showroom packages
*Price is excl VAT. Design: Contemporary,
Spiral Balance, redwood painted, 600mm x 1050mm

Find us
at Stand

K33

Sustainable Timber Windows & Doors

01709 838 188
www.bereco.co.uk

enquiries@berecoretail.co.uk

DOORS

Batten the hatches
Carrying out weekly checks on automatic doors in the run-up to the UK’s envisaged ‘worst winter
in 70 years’ is being urged by experts from GEZE UK.
Weather forecasters are predicting that a polar cold snap could bring the longest whiteout Britain
has seen since the 1950s – not the time to find that automatic doors are no longer working
properly

G

EZE UK’s service director Steve
Marshall says that ensuring doors are
properly maintained and working correctly
will help reduce heat loss, reduce the
chances of water ingress – minimising the
chance of slips or trips – and reduce carbon
footprint and C02 levels into the building.
He advises estate and facilities managers
to put in place weekly checks to ensure that
doors open and close with maximum
effi
ficiency.
i
“If the doors form a secure entrance,
proper maintenance is essential to ensure
that the door leaf or leaves close fully onto
locks or magnetic locks to maintain
security,” he says.
He recommends a ten-point plan to keep
doors in tip top condition. This includes:
1 Making sure that any operator running
tracks or the path of travel that a door
follows is clear of debris including snow
and grit
2 Checking brush strips or sealing strips
are present and ingood condition
3 Visually inspecting the operation of the
door and ensuring that it opens and closes
in a 20-25 second cycle time depending on
the application
4 Ensuring that the door is brought to a
full close and if required engage with any
locking systems
5 Making sure that sensors are clean and
free from damage
6 Testing of any push button activation
devices to ensure door opens and closes
effi
ficiently
i
7 Inspect for any loose or damaged drive
arms
which
should
be
reported
immediately
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8 Visually inspect the door for any
damage including breakages to glass and
report immediately
9 Listen to the operation of the door, for
any unusual ‘metal on metal’ scraping
which may indicate a problem that will
result in failure of the door later. Again, this
should be reported immediately
10 Visually inspect the door and identify
if there is any scraping of the door directly
on the floor
fll
In addition, ‘dutyholders’ need to prepare
for snowy and icy conditions and minimise
risk. The HSE’s approved code of practice
(ACoP) L24 for the Workplace (Health,
Safety and Welfare) Regulations notes in
paragraph 96 that this might include
‘gritting, snow clearing and closing off
some routes, particularly outside stairs,
ladders and walkways on the roof’.
Carrying out risk assessments before the
bad weather arrives is the best course of
action, it recommends.
Marshall says: “Generally, weather
conditions in the UK tend not to be so
severe but during the winter months we
should prepare for the worst and hope for
the best. Carrying out this simple ten-point
plan throughout the year should help keep
automatic doors working at their best and
keep anyone walking over our thresholds
safe and secure.” ❐
www.geze.co.uk
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Get Quality
Aluminium Bifolds
at Low prices

from

£350
per pane

from

£450
per pane
T-Handle Included

JANUARY 2019

THE FABRICATOR

from

Commercial Glazier and Glass Processor

£550
per pane

#fast turnaround
#fully fabricated
Call

0800 389 0595
02476 638779

Fax
sales@armstrongindustries.co.uk

GLASS & STRUCTURAL GLAZING

Stop them in their tracks
A

full suite of Jack Aluminium Systems’ products were
used in a £2.59m revamp of Strood Railway Station,
part of the National Station Improvement Programme
(NSIP).
The 37-week refurbishment programme was part of
Medway Council’s plans to regenerate the area and the
new station is a bright, modern building with a new larger
waiting area and booking hall.
Essex-based IDF Aluminium fabricated and installed
Jack Aluminium’s JD47 non-thermal shopfront system,
JCW curtain walling system, TD68 thermal emergency
exit door suite and TW70 TruEnergy window system as
part of the project.
Will Woods, managing director at IDF Aluminium says:
“We always use Jack Aluminium doors for these kinds of
projects. Contractors and customers are pleased with the
result and they usually want to use the same products for
other stations in the NSIP. As well as offering great
thermal efficiency and security benefits for big refurbs,
Jack Aluminium delivers product fast, so we can keep to
strict deadlines on public sector projects.”
Daniel Ready, project manager at WPB Contractors –
the Kent-based civil engineering, building and
maintenance contractor that was responsible for a major
part of the work – says: “The TD68 thermal door is a
revolutionary product, which is robust and has great
thermal efficiency and security benefits. It isextremely
well designed and is highly effective, especially when you
want to install customer-friendly air conditioning and a
hi-tech heating system.”

By choosing a remote access TD68 Thermal Door option
with a built-in electric strike, staff at the railway station
have full remote access control. The door can be locked
internally and externally with a key to ensure it is secure
on the outside. It can still be opened in an emergency
from the inside using a standard panic door exit device.
Ready adds: “The newly-improved station gives visitors
a fantastic first impression of the area, as soon as they step
off the train. That makes us feel very proud and we’d like
to thank Jack Aluminium Systems.” ❐
www.jackaluminium.co.uk

Atlas Glazed Roof Solutions has unveiled its next
generation glazed roof lantern. According to Atlas
the Lantern 2.0 is the slimmest, lightest, strongest,
finest looking and most energy efficient lantern it
has ever created.
Gareth Thomas, sales and marketing director at
Atlas Glazed Roof Solutions, says: “This lantern is
the dawn of a new era for our industry and we’re
really proud to launch what is a truly exciting
advance in lantern design.We’ve put our passion,
expertise and agility into developing our new
lantern – this piece of engineering excellence has
all the characteristics you expect of an Atlas roof,
but it’s even better.
“Delivering on all fronts, it’s a new breed of
lantern that’s a league ahead of everything else
out there and we know that homeowners and
installers will be hankering for it.You could say the
best just got better.” ❐
www.atlasroofsolutions.co.uk
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New Builders
Merchants Database
Coming February 2019
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.

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

GLASS & STRUCTURAL GLAZING – SEALED UNITS

Synergistic growth
T

he Panoramic Group has announced
the acquisition of the sealed-unit
double-glazing operations of Epwin
Group, based in Northampton.
The plant produces over 600,000
sealed units per year for a wide range of
customers including the new build and
refurbishment sectors.
Alan Rees, chairman of the Panoramic
Group says:“I am delighted to be adding
the sealed unit plant to our group, this
will create synergistic opportunities and

support our planned growth across all
our product range.”
Panoramic Group were advised on
the transaction by 7 Legal and Finance
for whom Chris Sellars says: “Alan has
exciting plans for growth and we are
sure that this is a great strategic
acquisition to support those plans.”
Epwin Group were advised by
Elizabeth
Tindall
of
Eversheds
Sutherland’s Manchester office. ❐

Service, beyond page twelve
M
orley Glass & Glazing, the UK’s
largest manufacturer of integral
blinds, is offering additional support to
its customers with the launch of an
updated brochure for its SL16S and
SL16C product ranges.
The full colour 12-page brochure
provides information on the company’s
latest integral blind systems, which is the
first of its kind to be suitable for use in
a 16mm cavity due to its slimline 10mm
slats.
Ian Short, managing director of Morley
Glass & Glazing says: “As consumers
seek ever better-quality integral blinds,
this new brochure isthe latest tool in
our offer to help our customers

etweenGlassBlinds is bringing its full
range of integrated blind systems
and shading solutions to FIT Show 2019.
The specialist manufacturer of sealed
units that incorporate internal blind
technology will be showing its new,
seamless colour collection as well as its
fire-resistant integrated blind systems.
Mark Nash, director at Vistamatic
says: “We are bringing the best of
internal blind systems to the FIT Show
in 2019. Installers and fabricators can
see how our high quality blinds and
dependable service can make a real
difference for door and window
installations.
“Our blinds have proven performance
and are suitable for both domestic and
public-sector applications, so they’re the
perfect choice for any fabricator or
installer looking for privacy and shading

communicate the benefits its Uni-Blind
sealed units, all of which feature marketleading ScreenLine blind systems inside
and warm edge spacer bars as
standard.” ❐

Following a year of investment in its infrastructure Thermoseal
Group won the award for customer care initiative at t he G18 awards
last November.
2017-18 has seen the installation of a new order tracking and
delivery system at Thermoseal Group which is the final stage of its
five year plan to achieve paperless sales order processing and a
system which, as well as doing its bit for the environment, ensures a
first-class service to customers.
This system included a centralised production control system, then
a bar coding system as well as an earlier-installed customer e-order
confirmation system,so that customers now receive continual order
and delivery updates and all without any paper involved.This series
of new systems, as well as investment of £100K-plus to reclaim and
recycle almost 100% of its waste plastic, will helpThermoseal Group
to reduce its carbon footprint. ❐
24

New range
on parade
B

systems that are easy to sell and easy to
install.”
BetweenGlassBlinds recently added a
new collection of colours too, to give
more options to end-users. Nash says:
“As well as all the great performance
qualities of our blinds, our new coloured
blind collection has magnets that are
colour matched to the integral blinds
and the window or door frames, for a
seamless colour finish.”
FIT
Show
v
isitors
can
find
BetweenGlassBlinds on Stand P1, next to
the entrance to Hall 6 to find out more
about the BetweenGlassBlinds range. ❐
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For 20 years SWISSPACER’s spacer bars have set the
standard worldwide for energy efficiency, thermal comfort
and dimensional stability. Large windows also benefit easily
with SWISSPACER’s 32mm and 36mm warm edge spacer
bars. Learn more at swisspacer.com

from 8 to 36 mm

Keep the cold at bay.

INDUSTRY NEWS

A green starburst

Pride in
policy
R

W

indow and door sector fastener
specialist
Rapierstar
has
embarked on a number of new initiatives
to help reduce the environmental impact
of its operations and further strengthen
its credentials as a responsible supply
chain partner.
Implemented as part of its latest
environmental strategy are a series of
changes at its Star Business Park HQ,
warehouse and distribution centre in
Cheshire. Here, better management of
waste water has been prioritised with
the installation of three new water
treatment plants, which will turn waste
water from the complex into drinking
quality water for release into a nearby
brook. An additional new oil capture
tank that recycles brown water for
further treatment from the large car
parking area has also been installed.
Inside the building, Rapierstar has
installed a dynamic lighting solution
throughout its warehouse – where more
than one billion window and door
fasteners are stocked – and packing area.
This has provided an energy saving of
over 90%, by operating at only a sub 10%
background lighting level before

responding immediately to any vehicular
or personnel movement and switching
to full luminaire level. And, packaging
now utilises recycled packing chippings
in all customer orders that are
despatched, helping to reduce reliance
on new packaging materials.
With transport being one of most
significant contributors to carbon
emissions, Rapierstar’s environmental
strategy works to both inspire
behaviour change and utilise new
technology. Staff are already getting
involved in car sharing and, for those
who live locally, cycling to work is being
actively encouraged.
As electric vehicle technology
advances rapidly, Rapierstar has ensured
that drivers of 100% electric vehicles –
visitors and staff – can now charge up
whilst on site with the installation of a
new rapid charging point. This has also
enabled the company t oadd a plug-in
electric vehicle to its fleet, which will be
used to provide emissions-free
transportation on the final leg for the
many visitors to Star Business Park who
travel via Manchester Airport or
mainline railway stations. ❐
www.rapierstar.com

Consumer protection organisation DGCOS
has announced that it will be exhibiting at
the 2019 FIT Show to update the market
first-hand on what it has to offer installers to
help them stand out from competitors.
“We don’t want to give too much away,”
says Tony Pickup, founder of DGCOS, “but
we’ll be at the show in style to make sure
savvy installers are aware of all the benefits
available to them through our organisation.
DGCOS is based on three core values: trust, confidence and peace of
mind and our approachable team will be explaining at the show,
exactly how these translate to sure fire success for installers.
“We’re also hoping to host a special guest appearance at the show,
when we introduce the new celebrity face of DGCOS.We’re keeping
this a secret for now, but all will be revealed very soon.We’ll also have
on the stand some examples of our exceptional marketing support –
support that really does help close sales – as well as free consumer
advice, mediation and, if required, independent inspections.” ❐
www.dgcos.org.uk
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oofline, rainwater and cladding
manufacturer Freefoam reports a
strong increase in year-on-year sales.
The company says its impressive
performance is down to an innovative
product range and a policy of working
closely with customers to help them
grow.
“We’re delighted with 2018’s strong
results,” says commercial director, Colin
St. John. “They were achieved i na
difficult year for roofline and
fenestration.
“Our mission is to help customers
grow and achieve success. It’s how we
operate our business. Freefoam has a
clear stockist-only policy and provides
them with the products, service,
technical, commercial and marketing
support to help customers build
profitable businesses.
“We’ve made:
#HelpingCustomersGrow our official
policy because it’s what we have always
done, and it works. Our customers
continue to outperform their markets,

and when they grow, we grow. That’s
true in the UK and in France, Ireland and
other countries in the EU.Twenty years
ago, we invested in our UK head office,
factory and warehouse and distribution
centre i nNorthampton and have
continued to invest and expand it.
Regardless of the current political
turmoil, the work we’re doing together
means that we expect our customers
and Freefoam to grow strongly
throughout 2019.” ❐
www.freefoam.com
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High performance aluminium glazing
systems offering bespoke solutions
and total design ﬂexibility.

Windows || Doors || Louvres
Curtain Walling || Brise Soleil

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
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Key, on app
C

ambridge-based door and window
hardware
specialist
Mighton
Products has developed and launched a
new smart lock based on Apple
HomeKit technology. Mighton unveiled
Avia at the giant Consumer Electronics
Show (CES), which took place in Las
Vegas early i nJanuary. With more than
182,000 visitors CES is the world’s
leading exhibition for the latest in
electronics.
The multipoint locks are secured by
simply raising the handle and unlocked
using the dedicated Avia app installed on
an Apple iPhone or iPad, by using a highly
secure key fob from a range of up to 30
metres, or via an electronic keypad. A
further innovation that will be available
later in 2019 is face recognition,
activated via an optional accessory.
Conventional keys therefore become a
thing of the past with access for
additional users easily extended and
controlled. Avia may also be controlled
via the app from anywhere i nthe world,
for example to allow easy access for
service providers.
The Apple HomeKit platform is highly
secure and stable and users of the Avia
app can learn at a glance the status of the
lock, with a full audit trail recorded for

A

s part of Carl F Groupco’s Brexit
planning, the hardware supplier has
expanded its storage facilities to house
increased stock. Additional eight metre
high racking installed at the company’s
UK warehouse in Peterborough
represents an investment of £30,000.
The customised racking has been
designed to accommodate two metre
long double pallets, which will house
multipoint door locks in over 250
locations plus tilt and turn hardware in
over 140 Euro pallet locations.

all activity.A traditional key may be used
in the TS 007 3 star cylinder as an
emergency backup to offer total peace
of mind. Any competent person may
install Avia in minutes on existing
multipoint-equipped doors. ❐
www.mightonproducts.com

Kenrick has launched a new suite of friction stays
designed to combine optimum
weather-sealing, security
and
operational
performance. The
friction stays are
made from high grade stainless
steel and are suitable for PVC-U,
timber and aluminium windows of
all sizes.
The new range includes standard
hinges for top hung and side hung
windows, egress emergency exit hinges
and egress easy-clean hinges.They are available in two stack
heights – 13mm and 17mm – and a number of lengths, including
8in, 10in, 12in, 16in, 20in and 24in.
The friction stays have been tested to the performance
requirements of BS 6375-1:2009 (parts 1 and 2) and have been
neutral salt spray tested to 240 hours to meet BS7412:2007.They
have also been cycle tested to 100,000 cycles of opening and
closing. ❐

www.kenricks.co.uk
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Planning for
no deal

Carl F Groupco is also committed to
a further £1m investment for stock
provision as part of its Brexit strategy to
maintain its high service levels and On
Time In Full delivery commitment.
The hardware distributor offers an
expanding catalogue of over 7,000
hardware lines including its own-brand
SmartSecure
electronic
locking
solutions. ❐
www.carlfgroupco.co.uk

Find the stories on this
page and much more at:
www.thefabricator.pro
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Foiled Aluminium

Bifolds
“Probably the
best bifolds on
the market”
All standard foiled
colours in stock
prices from

£450
per sash, unglazed

All the benefits of Aluminium
now available in the full
exciting range of Renolit foils
Offer your customers more
☑ On Time Deliveries Guaranteed
☑ Quotes by return Same Day
☑ Every Door Factory Tested
☑ Easy To Install & Adjust
☑ PAS 24

www.zen-fold.co.uk
info@zen-fold.co.uk
01268 569066

Call our team
to request a login for
quoting and ordering online

MOVERS & SHAKERS

Director Fonseca
S

ergio Fonseca joins Rehau as HR
director for the UK, Ireland and
Scandinavia.
New t oRehau UK, Fonseca has been
with the global business for 1 6years. He
was previously based in Brazil, where he
was responsible for the HR function in
the Rehau South American businesses.
He says: “I aim to keep the spirit of
Rehau alive i nour colleagues in the
business and ensure everyone knows
they are essential to our team and
ongoing success. My approach is also to
have an open dialogue policy and we
actively encourage feedback at all levels.
“My main priority is to ensure that all
our colleagues are engaged, prepared
and well-skilled for their roles so that
they can continue their personal
development within the company. We
have a very important focus on
developing the talents within the
business and my own appointment

Callan
& Grey
R
enolit Cramlington has made two
key appointments to its Exterior
UK & Ireland team: Alex Callan (right)
joins as business manager; John Gray
(left) joins as account manager.
These are important roles within the
company says sales director Mark
McDonagh:“Alex and John will be at the
forefront
of
customer
account
management within the UK and Ireland
for Renolits’s exterior business.With an
uncertain year being faced by the UK in
2019, providing a solid point of contact
and reliably high levels of service to our
customers is particularly important.” ❐

highlights the possibilities to move
around the Rehau group, whether that
be in the same location or in a different
country entirely.” ❐

L-R: Harriet Haworth-Lewis (digital executive), Jessica Husband (digital marketing manager), Simon
James (head of marketing), Annabel Fowler (assistant marketing manager), Angela Wales (marketing
communications manager) and Chris Hardacre (artworker)
The marketing department of industry-leading systems supplier Veka Group is strengthening its digital
focus and introducing some new faces.
Marketing director Dawn Stockell says:“We are delighted to have welcomed Angela Wales to the team
as marketing communications manager and Jessica Husband, who joined Veka in 2017, has been
appointed digital marketing manager.Both Jess and Angela have marketing agency backgrounds and
have come from jobs outside of the fenestration sector. Our marketing department has the important
job of ensuring that all Veka Group brands continue to lead the industry and maintain their strong
presence in the market.The marketing of our brands must continue to reflect the quality of the products
and services available, so that all customers can build their reputation on ours.
“Against the backdrop of ever more important digital channels, Jess now heads up all our online activity
such as the websites, social media and the online marketing portal, with the help of Harriet HaworthLewis, who has joined as digital executive.
“Supported by Annabel Fowler, who's been withVeka since 2014,Angela is already doing a great job with
our offline activity, and her experience in agency and client-side roles means she is well placed to handle
everything from PR and advertising, to exhibitions, literature and product launches.Every good
marketing campaign is multi-faceted and works through a host of different channels, both online and
offline.” ❐
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Uncertainty
un / certain / ty
Fact
Companies that invest in marketing during
uncertain times perform better in the longterm than those that cut their budget.*

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

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

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.

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
Conservatory Roofs

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
Fly/Insect Screens

Colours

THE ORIGINAL

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.

COLOUR
COATING
EXPERTS
Kolorseal North

Window openers

Tel: 01924 454856
Kolorseal Midlands

Tel: 0121 740 0217

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

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

Glass Handling

PROFINDER
Machinery

Gemskill
Geemskil
Gemskil
G
ill
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

www.profinder.eu
Profile Bending

To Advertise

call
Mehreen Haroon
07814 209789
Recycling
THE
YARD
RECYCLING CENTRE
MISMEASURED WINDOWS &
DOORS MUST BE GLAZED
BOUGHT FOR CASH

01895 239 607
07860 812 675

www.theyardrc.co.uk

Racking Systems
Machiner y

Sawing and Machining as it should be

– 450
– 650
– 1100
ZX3 550
ZX5 800
AUTOFLOW-2 350
per week
per week
per week

01493 742348

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

Spares for Repairs

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

To advertise
call
Mehreen Haroon
07814 209789

PROFINDER
Tel: 07814 209789

www.profinder.eu

Email: mehreen.haroon@profinder.eu

Window Bags & Display Cases

Window Protection Film

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

• FREE NEXT DAY DELIVERY
(NO MINIMUM ORDER)
• AVAILABLE IN CLEAR
OR BLUE
• SOLVENT BASED ACRYLIC
(BEST YEAR-ROUND ADHESIVE)

• SUPPLYING THE GLAZING
INDUSTRY FOR OVER 25 YEARS

Give
Insurance
Backing
On All
Your
Work.
Apply Online Today

Call Freephone:

www.qanw.co.uk

0800 0850006

sales@andywrap.net
QUALITY ASSURED NATIONAL WARRANTIES (QANW) A KINNELL GROUP COMPANY
QANW is a trading name of Warranty Services Ltd. Warranty Services Ltd is authorised and regulated by the Financial Conduct Authority. Warranty Services Ltd is a member of
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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
AEL
01695 732132
www.a-e-l.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
Aluminium Sashes
01452 616581
www.aluminiumsashes.co.uk
CAB Members 2019

Fabricators &
Manufacturers

Fabricators &
Manufacturers

Amberley Doors & Windows
01453 889362
www.amberleydoorsandwindows.co.uk
APiC UK
0121 541 2121
www.apicuk.ltd.uk
Arkay Windows
Tel: 01923 803923
www.arkaywindows.com
AWS Turner Fain
01905 774267
www.awsturnerfain.com
Ayton & McKeown
01733 390422
www.ayton-mckeown.com
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
Emperor Shopfitters
020 8590 4466
www.emperorshopfitters.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
IDF Aluminium
0844 8000 683
www.idfaluminium.co.uk
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
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
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

Adams Rite Europe
0845 873 4838
www.adamsrite.co.uk
Alpro Architectural
Hardware
01202 676262
www.alpro.co.uk
Aluminium Door Supplies
01827 287921
www.aluminiumdoorsupplies.com
ASSA ABLOY Entrance
Systems
01932 765888
www.assaabloyentrance.com
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
R W Simon
01805 623721
www.rwsimon.co.uk
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
Winkhaus (UK)
01536 316000
www.winkhaus.co.uk

www.tomburn.com

Vertik-Al
0121 608 7171
www.vertik-al.com
Glazing Products
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

Machinery Suppliers
Elumatec UK
01908 580800
www.elumatec.com
Emmegi (UK)
024 7667 6192
www.emmegi.com
Recyclers
Alutrade
0121 552 0330
www.alutrade.co.uk
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.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

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

Machiner y

Sawing and Machining
as it should be

Long Proven British Innovation and Engineering
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– 450
– 650
– 1100
ZX3 550
ZX 5 800
AUTOFLOW-2 350
per week
per week
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 standard on all
models. Also fully guaranteed factory rebuilds offered subject to availability.

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

