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simpler to use.
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and backed by Yale’s 10-year guarantee for
added peace of mind.
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CELEBRATING 175 YEARS
It’s 1843, the first type writer is patented, ‘A Christmas Carol’ by Charles Dickens is
published and Mount Etna erupts in Italy. It’s also the year when Yale was
established in the UK
mark the big birthday, Yale launched a range of
Toffersoactivities
including social media competitions, product
and a complete programme of content celebrating
Yale’s history and a special cover wrap with The Installer
and The Fabricator.

Paul Atkinson, Sales and Commercial Director for Yale
Door and Window Solutions, said: “Yale is one of the
oldest brands in the home security market and its longevity
highlights the trust and confidence customers have in the
brand. The yellow circle has become a symbol
synonymous with reliability and quality and it’s no surpise
175 years on Yale is still the market leader.

However, it was only in 1850 when their son Linus Yale Jr.
joined the company that progress really began, patenting
the famous pin tumbler cylinder lock in 1857 which helped
create the Yale we know today.
During the following century, Yale would become a
globally known brand, designing and manufacturing
security solutions for commercial and residential buildings.
175 years on since Yale began, over 125 countries now
stock Yale products and the company has branched out
from traditional door locks, to a portfolio that now includes
window hardware, padlocks and safes.

“As we take a look back at our history, it’s interesting to
see how we have innovated and grown as a company
over the years and how we continue to develop inline with
industry trends to stay ahead of the curve – for example
with the Smart Living range.”
First founded by the Yale family in the 19th century, Linus
Yale Sr. began work on a range of high security bank
locks, patenting his first Combination Lock in 1843.

For further information on Yale’s big birthday, please
call 01902 366800 or visit www.yaledws.co.uk

Yale Cover wrap 2018
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Sawing and Machining
as it should be

Proven British Innovation and Engineering

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

THE FABRICATOR
Contents
News – 4-6

Overview of the Hackitt Review; FIT shortlisted for AEO awards;
Rob Thomas, new manager for Hoppe; Rehau is sustaining on the sustainable

Fasteners – 8

It’s the little things that count – Andy Holland writes why investing in the right fasteners
for manufacturing is important for holding it all together

Marketing – 10

Five turning points – Andrew Scott notes there are five key points to consider, when
outsourcing a marketing strategy

Sealed units – 12-14

Flexible, or rigid – which is right for you? Thermoseal can help, writes Gwain Paterson;
£7.5bn save in energy? If that’s not cost effective, then I don’t know what is – John Cooper
shares the statistic

Glass and structural glazing –16-22

A look into the highlights of May’s Glazing Summit, with Chris Alderson;
Under fire, but keeping cool – GGF and FRGG are gearing up for FIREX

CAB – 18-20

Justin Ratcliffe brings us a look into the figures with Q2 and Q, plus some highlights from
the CAB ABC;
Justin Furness underlines how many way initiatives can give us a headache... all 100 of them

Conservatories – 24-26

What do people really want in a conservatory these days? Ian Sims shares an overview of
the market; Skypods – strong on going trend, could they become standard?

Products – 28-30

Satisfied customers – Garrard Windows testify to VBH’s services; Rapierstar is rapid star,
with its smashing daily dispatch record;Tradesmith in a variety of colours;Veka’s Imagine
patio door and what makes it appealing to everyone – installers and customers

The Fabricator 2018

1

Editor John Roper
Tel: 07967 666794
Email: john.roper@profinder.eu
Production assistant:
Jocasta Roper
Associate editor Brian Shillibeer
Advertisement sales
Steve Anthony
Tel: 07967 585475
Email: steve.anthony@profinder.eu
Mehreen Haroon
Tel: 07814 209789
Email: mehreen.haroon@profinder.eu
Advertisement production
Email: fabricatorcopy@profinder.eu
Admin:
The Willows, Kenilworth Grove,
Thorpe-le-Soken CO16 0LX
Tel: 01255 860613
chris.sims@profinder.eu
The Fabricator is published in the UK by
Profinder Ltd.

Opinions expressed inThe Fabricator are those of
the contributors and do not represent editorial policy.
The Fabricator accepts payment for colour pictures.
Subscription rates: UK £45; rest of EU £60;
worldwide £105

The Fabricator Vol 14 No 6
ISSN: 1752-2145

www.thefabricator.pro

Copyright © 2018 Profinder Ltd.

❐❐
❐
In association
with

2

THE FABRICATOR
Comment

A recurring theme at the recent Glazing Summit was the number of
builders merchants that stock windows; or at least offer the service to
source windows.The other side of that particular coins is that builders
are getting in on the act too.
According to Insight Data's Jade Greenhow there are some 15,000
builders who actively sell directly to homeowners. While this puts
pressure on the installation sector of the window industry it can only
be good news for fabricators.At a time when the manufacturing sector
is shrinking, Greenhow put the number of window manufacturers at
4,850, this trend, of course, opens up market opportunities for those
that are still there.
The shrinkage is not entirely down to companies going out of
business. There have been a number of high profile acquisitions and
mergers in the past few years. Couple this with smaller manufacturers,
which will often be fabricator/installers, giving up the fabrication side
of their businesses to concentrate on domestic sales and installation.
Many have discovered that it is more cost effective to source windows
from large fabricators who have the economy of scale than to suffer
the overheads associated with running machinery and carrying stock.
Builders merchants may have a role to play here too.
At the Glazing Summit, Mike Morris of the training provider GQA
had one caveat in regards to builders getting into the installation
business. He questioned builders' expertise and proficiency in window
installation. He pointed out that a builder will not have been trained in
installation. I have to say that is not my own experience. It is a few
years since I installed new windows in my 1930s built house. (And
here I am admitting that none of my windows are up to current spec
but I also have solid brick walls so the building leaks energy like a sieve
anyway.) We had builders on-site building a kitchen extension so we
took the opportunity to replace all of the windows at the rear of the
property.The builders did the job efficiently and well. It seemed to me
that the guys doing the job had more empathy with the whole building
than the window fitters I had used previously.Their expertise seemed
to stop with the 'hole'. Indeed it was extremely lucky that the front of
the house did not collapse. A disaster was only prevented by a quick
action with a couple of acro props and what damage there was they
proceeded to repair with a tube of the installer's friend – silicone.And
the builders seemed less 'on-the-clock' somehow.
Of course, I admit, that was along time ago and things have
undoubtedly changed. At the time I am referring to there was little
training other than 'on-the-job' and a route into window fitting was
often through carpentry, not necessarily appropriate for PVC-U.
Perhaps what we are seeing is a trend; the replacement window
industry merging into mainstream construction. I was around as the
replacement sector got going. In the early eighties we saw PVC take
over from aluminium as the material of choice. We saw some very
aggressive selling too. But as an observer I always thought that it
couldn't last, at least not in the form it was in. So we are now 'after the
big bang' and the days of 'White Gold' are behind us. The window
sector is creative and dynamic, an important part of the construction
industry. But as someone once said, “Change is the only reality.”

John Roper
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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

NEWS

Enquiries in question

W

hen the ‘Independent Review of
Building Regulations and Fire
Safety’ by Dame Judith Hackitt was
published it prompted much debate
amongst the media, general public and
industry.
Andy Lowe, director of building
control at Bureau Veritas, the
international testing, inspection and
certification specialist, says: “The
publication of the Hackitt Review comes
at the first anniversary of the Grenfell
Tower fire and alongside the start of the
public enquiry. For many, the Hackitt
Review did not deliver what they had
hoped and sparked a public outcry due
to the decision not to impose an
outright ban on combustible cladding.
Instead, the recommendations focused
on the need for a new regulator and a
series of proposals to make high-rise
flats safer to live in.

“Many of the recommendations are
encouraging in ensuring a more robust
approach is taken to fire safety in the
long-term and across all stages from
planning
and
construction
to
occupation. The recommendations are
aimed specifically at changes to the
overall system rather than relating to
the specific technical aspects of a
building. Cladding in particular and the
technical measures used to ensure that
a holistic approach to fire safety in high
rise buildings is achieved, needs to be
addressed sooner rather than later. Key
aspects such as the use of noncombustible cladding, sprinkler systems
and the provision of two staircases are
of critical importance in achieving
public confidence, as well as the need to
address the existing building stock
situation.”
Full story: www.thefabricator.pro ❐

Responding to the findings
of The Death of The Paper
Trail report, WorkMobile
has launched a ‘paperless
challenge’ campaign to
invite businesses in the
worst performing sectors
– construction, utilities
and education – to do
away
with
day-to-day
printing, and turn to
digital solutions.
A
survey
of
1,000
employees, conducted by
WorkMobile found that
39% of businesses have not yet implemented a paper-less policy. It
claims that such a heavy reliance is having a detrimental effect not
only on business costs but also on the environment.
The challenge asks participants to undertake a one-month stint of
being completely paper-free, with the aim of illustrating just how
many efficiencies can be made through replacing paper in the
workplace with digital versions.
To aid the process, WorkMobile is offering £500 worth of digital
data capture products, along with £500 of expert consultancy to
the businesses that agree to take part. ❐
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Best in show:
a fitting title
T

he FIT Show has been shortlisted for
two Association of Event Organisers
(AEO) awards. The event is finalist in
both the Best UK Trade Show (more
than 8000sqm) and Marketing Campaign
of the Year – trade categories for the
awards.
FIT's shortlisting follows the team’s
success at the Exhibition News Awards,
where the show took home the ‘Best
Trade Show Marketing Campaign’ award
in March.
Having ourgrown its original home at
Telford Exhibition Centre the FIT Show
moved to the NEC in 2017.This played a
prominent role in the 2017 marketing
campaign.
The marketing campaign, which
centred around the theme of ‘Something
BIG’ and utilised new digital channels

Nickie West
including video content, saw an increase
in website visits of 52% versus the 2016
campaign and a 63% increase in visits to
exhibitor sites from the FIT Show
website.
Speaking about the shortlisting, FIT
Show event director, Nickie West says:
“We’re beyond delighted to have made
the cut in not one, but two AEO award
categories for the 2017 FIT Show.
“A great deal of our success is down
to the support of the wider glass and
glazing sector and we see any
recognition that FIT Show receives as a
further opportunity to highlight the
fantastic achievements across the
industry as a whole.”
Full story: www.thefabricator.pro ❐
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How can something
so small make
something so great?

The answer is simply because Rapierstar do those
small things in such a great way, leading us to
dominate the window and door fastener market in
the UK for over 25 years.

And behind all these landmarks, of course, is our
famous hallmark: our guarantee of quality, the
unique ‘Tri-thread’ hallmark stamped into the head of
each and every one of our products.

Just as the architectural landmarks we’ve contributed to
have come to dominate our urban landscape.

So see how Rapierstar can give you a great advantage or,
as we say, the edge.

SEE HOW RAPIERSTAR CAN GIVE YOU THE EDGE

E

info@rapierstar.com

T

01260 223311

W

www.rapierstar.com

NEWS

Hoppe for Thomas
H

oppe (UK) has appointed Rob
Thomas as business development
manager for the Midlands.
With over 30 years in the door and
architectural ironmongery industry,
Thomas has extensive experience in
dealing with steel, timber and aluminium
door sets. Startin
g in 1988 with
architectural
ironmongers
Parker,
Winder and Achurch, he has worked for
a wide range of door manufacturers and
door hardware suppliers.
Thomas also completed his Guild of
Architectural
Ironmongers
(GAI)
diploma and is currently working
towards becoming a Registered
Architectural Ironmonger (RegAI). As a
fully qualified DipGAI, he can help
Hoppe (UK) customers choose the right
products for their projects. He can also
give them technical advice and make
sure the project meets the relevant
standards and regulations.
Thomas says: “After working in this
industry for so many years, I’m excited
to have the opportunity to provide a far
better quality of product and service to
our customers and ultimately the people
who work, live, play and shop within the
built environments we help create and
sustain.

ehau is continuing to demonstrate
its ongoing commitment to
sustainable development after receiving
the product label fromVinylPlus marking
its sustainable manufacturing processes.
VinylPlus is the voluntary sustainable
development programme for the
European PVC industry and aims at
creating a long-term sustainability
framework for the entire PVC value
chain.
Rehau received the certification from
VinylPlus for all four of its European
window plants as well as a number of
window profiles, including TOTAL70, at
Fensterbau Frontale 2018
Rob Thomas - Hoppe UK
“Hoppe is market leader in the field of
door and window hardware and it’s a
pleasure to be working with such
experienced ironmongery experts.”
As a member of Hoppe Group,
Hoppe (UK) benefits from over 60
years’ experience in architectural
hardware. Based in Wolverhampton,
Hoppe says it is is committed to
providing products that have been
tested to meet the latest European and
British standards. ❐

A £700,00
investment by
Morley Glass &
Glazing in a second
IGU production line
has doubled its
production
capacity, making it
possible to
manufacture up to
3,000 sealed units
with integral blinds
per week.
Ian Short, managing
director at Morley
Glass & Glazing,
says:“When we
moved into larger
premises in 2016
we invested in a 58metre long
automated sealed
unit production line from Best Makina. I’m pleased to say that the quality
and efficiency of the equipment was so impressive that we were happy to
invest in a second line.With the capacity to manufacture up to 3,000
sealed units per week we are confident we will be able to continue to
meet customer demand for our popular product range.” ❐
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A sustaining
example
R

(Left to Right): Shamir Ghumbra –
director BRE, Martin Hitchin –
chief executive, Rehau, Gareth
Jones – marketing and technical
director of rehau windows Division
and Stefan Eingärtner – technical
director,VinylPlus
Martin Hitchin, chief executive at
Rehau, says: “We were delighted to
receive the certification from VinylPlus
as it is another feather in our sustainable
cap.Across the business we are working
to continue to improve our green
credentials – from looking at our plants,
to the products themselves. Our
TOTAL70 co-extruded product is now
a hugely popular alternative, which
offers all of the advantages of the monoextruded product. The core of the
profile is made up entirely of postconsumer waste, with only the outer
skin made of new polymer for a flawless
finish.”
In the coming years Rehau plans to
carry on their success, with European
targets including producing up to 50 per
cent of window profiles from European
plants with recycled polymer core by
2020. ❐
The Fabricator 2018

FASTENERS

The smallest details
Andy Holland, technical marketing manager at Rapierstar, explains why using the right fasteners is
key to manufacturing windows and doors efficiently, profitably and to a standard that exceeds
customer expectations

F

or the past 25 years, Rapierstar has specialised in
providing the highest quality fasteners to the UK and
Irish door and window i
ndustries, with a continuous
programme of new product development and fabricator
support ensuring the market can make the most of these
highly engineered solutions. Whilst we are 100% focused
on fasteners, we know that they are easy to take for
granted in a fast-paced production environment. But take
a step back and look at which fasteners are being used
across the factory, and there are almost always ways to
improve ways of working that will improve the bottom line.
Despite being the smallest and lowest unit cost elements
within a door or window, fasteners are crucially
important for the long term structural integrity of the
product. Don’t get drawn into thinking that all
fasteners are pretty much the same, just different
sizes. This is certainly not the case.
Misunderstanding
fasteners
risks
undoing advances in hardware and
profile design that have the potential to
achieve superior levels of quality, thermal
performance and security. Anyone who has
put a window or door through PAS 24 testing
will know that there is no point in choosing a
robust, highly engineered locking system or hinge if the
screws are unable to fix it to the frame.

Choosing the right types of fastener

Fasteners for fenestration are usually manufactured
from coated carbon steel or stainless steel. The
recommended type of fasteners depends on the
application, its location, the framing material and the
warranty you want to offer.
As a rule, stainless steel screws – austenitic or
martensitic – will outlast coated carbon steel because of
the inherent difference in corrosion resistance offered by
these different types of steel. So, in applications where a
longer service life is demanded by the customer, perhaps
backed with an extended warranty, it would be advisable
to use austenitic or martensitic fasteners. In addition, only
austenitic stainless steel screws are to be used with
aluminium profiles – this is due to natural ‘galvanic
corrosion’ that occurs between different types of metals.
Consider too that the atmospheric conditions are more
corrosive i
n many areas. So i
f you are manufacturing
windows and doors that will be installed in properties by
the coastal areas or in busy urban areas, it is advisable to
use austenitic or martensitic stainless steel fasteners.
Remember though, this does not mean that you should
stop using carbon steel screws. In most cases they will be
absolutely fine to use – just make sure stainless steel
fasteners are used for appropriate applications or risk
costly call-backs sooner than you think.

8

Passing the tests

A fastener’s level of resistance to corrosion is established
using salt spray testing, as i
s commonplace for all
hardware. But, in the case of Rapierstar, this is only one of
eight core tests that every batch of fasteners goes through
to ensure the products meet the highest quality standards
and will stand the test of time.
This includes tests for ductility, to ensure
the screw does not break easily, speed of
insertion, the extent to which the
fastener wobbles during insertion,
and torque, which establishes
whether the screw has optimal torsional
strength and that design specifications are
met and exceeded.
Knowing that fasteners have been tested by
the most rigorous regime is important to provide
peace of mind that they will match the quality of all
the other components in the finished window or door.
In addition, however, it also gives confidence that the
fasteners will not cause any issues on the production line
and help to ensure fabrication is smooth and efficient.

Streamlining production and supply chain

So, you’ve got the right types of fasteners for each
application and you’re confident that your fasteners have
been thoroughly tested. Next up is making sure you are
stocking the optimum range of products and that the
fasteners are being applied correctly.
One of the ways that Rapierstar helps fabricators to
optimise manufacturing efficiency is to conduct regular
fastener audits and provide technical support via
recommended fixing manuals, which are specific to the
various PVC and aluminium systems. The audits often
reveal ways to reduce stockholding and simplify ordering.
For example, you may be using two sizes of the same
screw for two slightly different applications (say, 25mm
and 30mm screws) when one size may be perfectly
suitable for both tasks. Eliminate the need for one size and
you could save time and money.
Recommended fixing manuals help fabricators to
understand which fasteners should be used throughout
the window or door construction. The technical diagrams
included within them are often used as handy reference
posters on workstations across the factory to provide a
constant reminder of best practice.
Finally, don’t underestimate the value of supply chain
reliability. If the correct range of fasteners is not available
to you when you need them in the right quantities at the
right quality, you could end up with production downtime
or, even worse, taking a risk by using the wrong fasteners
as a short term substitute. Neither option will help your
long term business success. ❐
www.rapierstar.com
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FREE UPGRADE!

TIMBERLOOK
FLUSH SASH

OUR NEW 20-PAGE BROCHURE
DOES THE SELLING FOR YOU!
Taking the time to sell the Timberlook Flush Sash
to customers will pay dividends in high margin
new business from friends, neighbours & relatives.

EVERY INSTALLATION IS A FREE
ADVERT FOR YOUR BUSINESS!
The internal appearance also replicates a timber
window with an ovalo feature frame and a range
of stylish window furniture to choose from

CHOICE OF
9 COLOURS
NIGHT LATCH
AS STANDARD

WWW.TIMBERLOOK.COM

FROM A STANDARD
MITRED PVCU LOOKING
FLUSH SASH
TO A TRADITIONAL
MORTISE & TENON
LOOKING FLUSH SASH

Timberlook is the new Flush Sash Window from
Affordable Windows. It boasts a square mortise &
tenon looking fabrication for both sash and
outerframe, instead of the tell-tale mitred joints
that would normally identify a window as being
fabricated from PVCu.

Additionally, the Timberlook Flush Sash has a
70mm back to front frame size to make
installation fast, a slim 60mm sash to replicate a
timber sash, and a night latch as standard.

CONCEALED TRICKLE VENTILATION
ON-SITE GLAZING - 70MM FRAME
60MM SASH SIZE
With unique options such as a deep bottom rail
and concealed trickle ventilation, the Timberlook
Flush Sash is almost indistinguishable from the
most expensive flush sash timber windows.
For more information or a quotation, contact:

PHIL MYERS phil@a-w-s.co.uk

TEL 01253 888222 MOB 07817 816663

AFFORDABLE WINDOWS ARE ONE OF THE UK’S LARGEST MANUFACTURERS
OF ALUMINIUM & PVCU WINDOWS, DOORS, & CONSERVATORIES

AFFORDABLE WINDOWS, CORNFORD HOUSE, CORNFORD ROAD, BLACKPOOL, LANCASHIRE FY4 4QQ

MARKETING

Help from the outside
You need marketing.You also need strategy. Mainly, you need strategic marketing tactics that help you
find your best customers and connect with them in a meaningful way. But here’s the catch: good
strategy takes time and requires experience. Many companies don’t have data-driven marketing
expertise in-house, meaning they have to either hire and train an in-house team or outsource to a
marketing agency

W

hen you find yourself at this point, you’re staring
down a significant marketing crossroads. It may be
tempting to keep things in-house, but that’s a slow process
and it’s often not worth the time or money over the longterm, especially for companies outside of the FTSE 100.
That’s where an outside marketing organisation comes
into play. If you’re still not sure how viable that option
really is, here are five reasons that outsourcing your
strategic marketing might be exactly what you need:

1. Hit the ground running

When you outsource, the pains of hiring, on-boarding,
and training vanish. A good marketing partner will have a
strong, vetted team from day one. This means you get
access to an entire team of experienced professionals all at
once so you can start tackling strategy immediately rather
than jumping through hoops and assimilating new
employees.

2. A fresh perspective

It’s hard to do things differently with a team of people
who’ve been doing things the same way for a while. New
recruits often bring new perspectives, but it’s easy for
them to fall victim to group think and suddenly everyone
is back in the same rut. An outside marketing services
provider skirts this issue by remaining on the outside and
bringing fresh ideas to the table.

3. Efficiency, inside and out

When you miss deadlines, it’s tempting to cut back on
research just to keep things moving. Then you end up
right back where you started. If you’re pursuing an
entirely new marketing strategy, it can also take
considerable time for your in-house team to develop
familiarity. When outsourcing these marketing services,
companies are able to reallocate internal resources where
they’re most needed and effective while letting their
marketing partner execute tasks (a short list or an entire
campaign), produce solid results and keep you moving
forward.

4. The best tech for the job

Investing in a new marketing team is one thing,
investing in the tools this team will need is something else
entirely.There are thousands of marketing tools to choose
from and identifying the most effective option for your
needs is a major task. A data-centric marketing partner
allows you to automatically benefit from their tools. With
that, they can help you understand what tools work and
why, saving you time, money and stress.

Andrew Scott

5. All about ROI

It all comes down to return on investment (ROI).
Whatever your marketing strategy, the ROI needs to be
worthwhile. Even with the most effective internal team,
sometimes the ROI doesn’t justify the hours. However,
marketing agencies define success with ROI and are often
held to higher standards when it comes to proving that
ROI because they don’t get weighed down with day-today distractions. The best partners even hold themselves
to those higher standards.

How we can help?

With today’s rapidly changing consumer and the new
information dynamic, the decision to engage with an
outside agency is more a matter of when than if. And it
doesn’t have to be one extreme or the other. The team at
Purplex has a deep understanding of the modern
consumer and how to work with you.
We can help you identify and define your objectives,
analyse your existing data, and use relevant third-party
data to help you create a marketing strategy that works
with your needs. ❐
Andrew Scott is managing director of Purplex, the
industry marketing specialists. He is a Fellow of the
Institute of Sales and Marketing Management and a
member of the Direct Marketing Association

www.insightdata.co.uk
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Link Vent Mk 2
Tricklevents from Glazpart
Compact
Quiet
Quick
Precise
Discrete
Approved

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

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

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

Come visit us at stand 263:

GLASS & STRUCTURAL GLAZING - SEALED UNITS

What’s right for you
As a manufacturer of both a flexible and rigid warm edge spacer system,Thermoseal
Group is able to offer an informed and unbiased opinion as to whether to go flexible or
rigid, says group managing director, Gwain Paterson

L

et’s start with a flexible solution. This is an ideal
solution for smaller fabricators and window installers
who can absorb higher material costs and want to set up
to produce their own IG units, or for those producing
curved units.The equipment set-up to manufacture up to
500 units with a small team within a small factory space is
relatively cheap. Our flexibel spacer is supplied in reels, so
is great for those who don’t have the means to store or
transport five metre lengths of spacer bar.Then when you
look at the product itself, a flexible warm edge spacer
solution offers a smooth finish which is sometimes
preferred aesthetically. It is also pre-desiccated and so
doesn’t require corner keys and connectors which makes
it a traditionally cheaper option. The fact that it’s predesiccated gives you the security of knowing that there is
a pre-calculated volume of desiccant in the spacer to
ensure the lifetime of your units.
It is worth noting that the higher price of this product is
caused by a shortage of silicone raw material. For
manufacturers such as ourselves who have supply
agreements in place, we still have an uninterrupted supply
of the raw material, but there is a significant effect on the
price which has and will continue to cause rising prices
throughout the supply chain.The inflated price of flexible
spacer means that this is now a costly option. Industry
experts have suggested that prices will remain high until at
least 2019.
Moving onto rigid tube spacer systems, the majority of
the UK and European IG producers use this type of
system as there is very little investment required to
substitute aluminium spacer for a more thermally efficient
plastic. For the cut-and-corner-key finish, you’ll find that
the latest high speed saws and the array of colour-matched
bespoke fittings available ensure that the corner finish and

any multi-pane window bars and accessories are flushfitting. However, if you don’t like the cut-and-corner-key
finish, then you’ll find a variety of manufacturers who
produce a high volume of units and have invested in the
equipment to bend rigid plastic spacers. Over recent
years, the price of rigid warm edge spacer systems has
reduced, so that rigid spacer is now the cheapest means of
production.
Other advantages of a tube system are that it offers a
more rigid attachment for Georgian bar and internal
multipane window components. The rigid tube solution
also has the advantage of a dual seal finish as IG producers
predominantly apply a primary and secondary sealant to
the product to extend the path of moisture and gases in
and out of the unit which can help prolong its life. Having
said this, there is a flexible dual seal solution available that
can also offer this quality assurance.
Ultimately, if you are comparing two warm edge spacer
systems with similar thermal performance from a reliable
supplier who can offer a consistent quality product which
is tested and proven to achieve EN1279 standard, as well
as meeting the requirements for ISO 10077 calculations
for energy efficiency and WER simulations; then the
solution really is down to the facilities you have and the
investment you can make. It should then be stripped back
to the basics of preferred aesthetics and ultimately the best
price. ❐
www.thermosealgroup.com

12

The Fabricator 2018

For 20 years SWISSPACER’s spacer bars have set the standard
worldwide in innovative warm edge technology. Outstanding
thermal performance. Long-lasting energy efficient windows.
Health, comfort and dimensional stability. Learn more and try
our energy-calculator at swisspacer.com

from 8 to 36 mm

Keep the cold at bay.

GLASS & STRUCTURAL GLAZING - SEALED UNITS

Closer to Passivhaus
The UK Energy Research Centre recently revealed that more efficient use of energy in UK households
could save as much power as could be generated by six nuclear reactors, removing £7.5bn in energy
costs, writes John Cooper, commercial director, Swisspacer UK

H

ouseholds could save up to £270 a year on bills and
enjoy warmer homes, better air quality and better
health as a result.1
Windows, doors and domestic appliances have had to
become much more energy efficient, but there’s still some
way to go. Homeowners have got the message too. They
expect products they buy to be energy efficient, saving
them money over the lifetime of the product. They check
the energy rating label before looking at other aspects of
the product. The glazing industry has caught up, moving
from A to A+ and A++ rated windows and the ‘early
adopters’ are embracing triple glazing. At every stage of
this journey, warm edge spacer bars play a crucial role –
but we can go further.
Triple glazing has been widely adopted across Europe:
in Germany and Austria, it has a market share of over
60%. However, some have doubted its suitability for the
UK, even though we have the ‘leakiest’ homes in Europe.
Many window systems were not originally designed for it,
so they weren’t efficient and looked ugly. But now window
systems have caught up. There are lots to choose from,
and brand-new systems such as Deceuninck, Residence
Collection and Epwin’s Optima are designed for an
energy-efficient world. They look fantastic, double or
triple glazing.

Swisspacer UK commercial director, John Cooper

But energy efficiency goes beyond triple glazing.
Building to the Passivhaus standard is the next step. This
is the fastest growing energy performance standard in the
world. It aims to dramatically reduce the need for space
heating and cooling, and typically cuts energy use and
CO2 emissions by a factor of 10.
New research proves benefits outweigh costs.
Recent research by the Passivhaus Institute in Darmstadt
– the independent research organisation which has played
a crucial role in the development of the Passivhaus
concept – proves the positive impact of warm edge spacer

bars like Swisspacer on a building’s energy efficiency. For
the first time, the Passivhaus Institute looked at the
impact of both aluminium and warm edge spacer bars and
the overall energy requirements of buildings in different
climates.
Using warm edge spacer bars instead of aluminium in a
triple glazed window saves homeowners an average of
8.6% on energy bills in cool/moderate climates such as the
UK and Ireland. That’s the equivalent of 180kg less CO2
per household every year. The research proves warm edge
spacer bars such as Swisspacer make a tangible difference
to energy performance. It concludes that the amount
saved by homeowners on energy bills significantly
outweighs the slightly higher costs of manufacturing units
with warm edge spacers.
The Passivhaus database of certified components lists
Swisspacer in 70% of windows, 86% of windows with
fixed glazing and 97% of curtain wall systems. In fact,
Swisspacer Ultimate was the first warm edge spacer bar to
gain Passivhaus accreditation.
Passivhaus is the next step in energy efficiency for the
market. We know Europe is already there, and it is a
familiar standard for Grand Designs self-builders and
niche developers. With the cost of energy on the rise, it’s
only a matter of time before homeowners embrace it and
demand it too. ❐
1
www.theguardian.com/environment/2017/sep/06/better
-energy-efficiency-measures-could-cut-uk-costs-by-75bn
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Deliver y &
Collection
Service
Available!

PVC-U | ALUMINIUM | GRP

THE ORIGINAL

Est.2004

COLOUR COATING EXPERTS
Windows

|

Doors

|

Conservatories

|

Roofline

|

GRP

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

GLASS & STRUCTURAL GLAZING

Forwards and backwards
Edgetech managing director Chris Alderson took to the stage to debate the future of
fenestration at May’s Glazing Summit.Alderson, who worked as european sales director for
one of the world’s biggest adhesive and sealant companies before joining Edgetech in 2016,
discussed how innovation and technology is reshaping the sector as part of a panel of
industry experts

A

t Edgetech, we’ve always prided ourselves on focusing
on more than just our own day-to-day objectives as a
business. We have got a long track record of helping drive
the industry forward. We did this with our Energy
Efficiency in Focus and Triple Glazing Question seminars
and the Glazing Summit has given us a chance to do so
again.
At the event, while acknowledging that innovation has,
and is continuing to transform the way we work, I also
stressed that fenestration is lagging behind other
industries in many ways. Other sectors invest a significant
proportion of their annual sales revenue in research and
development – in the pharmaceuticals industry, the figure
is in double digits. In glass and glazing, by contrast, it is
estimated to be less than 1% – and that has undoubtedly
held us back.
I also suggested a number of ways fenestration businesses
can accelerate and incentivise innovation. At my previous
employer, a percentage of our sales targets had to be
fulfilled by selling new products, for example.
At Edgetech, we are focused on new product
development, and we are also championing modern
automated insulated glass manufacturing techniques. We
are seeing other countries already investing significantly in
manufacturing automation and the UK needs to embrace

Chris Alderson
these efficient manufacturing methods and technologies
to be able to compete in the global marketplace and offset
the widespread labour shortages.
There is no doubt that fenestration faces challenges in the
years ahead but seeing the industry come together to
intelligently discuss them at events like this makes me
optimistic about the future. ❐

www.edgetechig.co.uk

Morley Glass & Glazing managing director Ian
Short has helped provide Mill Field Primary
School in Leeds with a new set of wheels after he
raised more than £10K for children’s charity
Variety.
Last year, Short trained for three months
alongside professional dance partner Olivia Choi
from the North Leeds Dance Academy before
competing against nine other amateur dancers
in Variety’s Strictly Ballroom competition.
The pair wowed the judging panel with their
samba and were crowned the winners on the
evening. Best of all, the charity event raised a
total of £39,500, enough to fund Mill Field’s new
Sunshine Coach.
Presenting the coach at the school Short said:
“The last year has been a fantastic journey for me, from quitting smoking and getting fit to learning to
dance and losing over six stone in weight so far.To be able to present the new coach to teachers and
students at Mill Field Primary School was a wonderful conclusion to the story.” ❐
www.morleyglass.co.uk
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Summit 2018

Get Quality
Aluminium Bifolds
at Low prices

from

£350
per pane

Andrew Scott

T

he first Glazing Summit conference was held on 22nd
May and was attended by 400 business leaders from
across the glass and glazing industry.
The conference had nine sessions including key-note
speakers and panel discussions featuring some of the
industry’s most influential people.
Discussions ranged from materials and products to
technology and innovation, with the final discussion of the
day focused on mergers and acquisitions.
The keynotes speakers included Jade Greenhow from
Insight Data who gave an expert overview of the industry
and outlined further consolidation across all sectors.
A further speaker was economist Dr Walter Boettcher
from Colliers International. He gave a powerful
presentation on the UK economy and construction sector
after Brexit.
The conference was organised by Insight Data and
Purplex Marketing. CEO Andrew Scott says “This was
breaking new ground, the industry has never had a major
business conference but as the market matures and
becomes more professional, a platform for CEO’s and
business leaders to come together, learn and share
information has become paramount.” ❐

from

£450
per pane
T-Handle Included

from

£550
per pane

www.glazingsummit.co.uk

#fast turnaround
#fully fabricated
Call

AluFoldDirect has been named Manufacturing
Company of theYear 2018 (under £25m) at the
Made in the North West awards.
Picture shows the team collecting The award
The Fabricator 2018

0800 389 0595

02476 638779

Fax
sales@armstrongindustries.co.uk
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The ABC highlights
While there is a general feeling, halfway through Q2, that our sector is catching up from
the effects of the bad weather in Q1 such as project delays, CAB remains highly active on
several fronts

M

id May saw the annual CAB Aluminium in Building
Conference at Jaguar Experience, Castle Bromwich
entitled, The Façade as a Protection against Fire and
Flanking Acoustics. Nearly 100 delegates listened
attentively to a series of eight presentations. The first
session was focused on fire safety and Merlyn Forrer, fire
protection manager with Greater Manchester Fire and
Rescue Service, set the scene with his keynote address:
External Fire Spread. Forrer stressed the need for a holistic
view of fire safety and illustrated through case studies that
fire loading in the event of an accident is subject to many
variables that need to be considered. As David Cooper,
fire safety engineering manager at International Fire
Consultants went on to stress, we must learn from history
and ensure that we raise the knowledge levels throughout
the industry, particularly when it comes to fire safety. The
reminders were timely, coming the day before the
publication of Building a Safer Future, the final report of
the Independent Review of Building Regulations and Fire
Safety.

Fenestration trailblazer

More recently, CAB and
some its members have
actively supported the setting
up
of
a
‘fenestration
trailblazer’. This has involved
groups of employers (termed
‘trailblazer group’) across the
fenestration sector developing
new apprentice standards for
fabricators, installers and glass
processors. The trailblazer
group is working with the
Institute for Apprentices, a Justin Ratcliffe
body which empowers employers to help define and create
high quality apprenticeships.
The key is in creating standards that are fit for purpose
and have input from a representative cross section of the
industry. Considerable time has been spent in developing
comprehensive duties and responsibilities for each role, in
addition to defining the knowledge, skills and behaviours
required. It is planned for a separate curtain walling
apprentice standard to be developed in the near future. ❐

Merlyn Forrer, fire protection manager, Greater
Manchester Fire & Rescue Service delivering the
keynote address on external fire spread

CAB skills card

The issue of the need for increasing competency in
installation and fabrication continues to be a recurring
theme in our sector. Time after time I am reminded of the
costs of companies having to return to site to resolve
snagging issues. For its part CAB will continue to run its
one day fabricator and installer training days. Candidates
who are successfully assessed on the day can apply for a
CAB Skills Card which will highlight the GQA Level-2
units that have been covered. Further assessed training can
be added to the skills card in the future.
CAB is establishing a new training committee to develop
this initiative and expand it further with additional NVQ
units to the existing ones that cover health and safety,
handling of materials and fabrication or installation.
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Speaker Line Up: speakers at the recent CAB
conference at Jaguar Experience, Castle Bromwich on
'The Façade as protection against Fire and Flanking
Acoustics'
For further information on joining CAB (www.c-a-b.org.uk) or
to find out more about our events, please contact Jessica
Dean at the CAB office on 01453 828851 or email
jessica.dean@c-a-b.org.uk
The Fabricator 2018
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BIM, bam, boom
Recent research has shown that there are almost 100 initiatives underway concerned with the digitalisation
of information for construction products, with related software systems and with either an international or
national focus

B

uilding Information Modelling (BIM) is a common
theme of these initiatives. Of course, BIM is not a new
concept. A paper in the 1980s predicted that model
objects would connect to relational databases containing
product data. Architects have long used software tools to
design, plan and analyse buildings. While most have
focused on the visual 3D aspects of modelling historically,
the importance of data (the “I” of BIM) is rightly coming
to the fore. BIM can be also traced to developments in the
engineering world for the exchange of product data,
including the Initial Graphics Exchange Specification
(IGES) in the 1970s and 1980s, and in the 1990s ISO
10303, known informally as STEP (Standard for the
Exchange of Product model data). For the automotive
and aerospace sectors, the benefits of such standards are
clear and widely adopted.

Initiative in action

Hence, there is an urgent need for recognised
international standards for BIM, particularly with respect
to construction product data. In 2018, two ‘foundation’
European standards are scheduled to be published: EN
ISO 19650-1 (Organisation of information about
construction works – Information management using
building information modelling – Part 1: Concepts and
principles) and EN ISO 19650-2 (Part 2: Delivery phase
of the assets). This should be followed in 2020 by parts
three (Operational phase of assets) and five (Specification
for security-minded building information modelling,
digital built environments and smart asset management).
These will have an impact on the BS/PAS 1192 standards.
However, 2020 is also likely to be the earliest that any
European standards for managing construction product
data will be published.

Changing tactics

There are several challenges for facade-related products
with respect to product data. They are usually bespoke,
particularly in a commercial construction context, and
their performance will depend on the design details as
well as their interaction with the rest of the building. Any
product data will therefore need to highlight this
interdependency, and the supply chain will need to
maintain and update the product data as each design
develops. This is also closely linked with the ‘Smart CE
marking’ initiative. For SME fabricators and installers,
this could require dedicated resource and a change in
working practices.

Choose your champion

Such a change should not be implemented by first
adopting a software platform and changing business
processes to suit. It has long been recognised that in any

20

Dr Justin Furness – presenting a technical update to
members at the Regional Members' March meeting in
Leeds
change programme, first address the ‘people’ aspects, then
the ‘process’ and then finally the ‘technology’; the required
data should be the result. Step one is changing the culture.
Therefore, we need to continue explaining the benefits of
BIM to all decision makers and ensure that each
organisation that will need to implement BIM has its own
‘BIM Champion’ in place now. ❐

“This could
require dedicated
resource and a
change in working
practices”
Justin Furness
The Fabricator 2018
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O

ver the last year, fire safety within the construction
industry has come under increased scrutiny and as a
result the GGF Fire Resistant Glazing Group (FRGG) has
upped the ante – raising greater awareness of best practice
within fire-resistant glazing and increasing its presence
with live exhibits at the FIREX show.
At FIREX, the Glass and Glazing Federation (GGF)
will be underlining the principles of fire resistant glazing;
and why building contractors, designers, architects and
specifiers should ensure they are using experienced
qualified companies to carry out the supply and
installation of fire resistant glazing.
Steve Bond, chairman of FRGG says: “The subject of
fire-resistance within construction has been a highly
focused topic. As the leading voice of the industry, this was
a great opportunity for the GGF to assist in identifying the
use of fire resistant glazing. The exhibits at the stand
displayed the before and after effects of a fire. There was
also an exhibit from an actual fire event showing how the
glass will function in such a situation.”
At FIREX, the GGF launched a newly revised edition
of A Guide to Best Practice in the Specification and Use of
Fire-Resistant Glazed Systems which clarifies the key
elements associated with achieving a fire-resistance
performance from a glazed system.
At the event the GGF handed out free copies of the
amended Fire Resistant Glazing Guide (RRP £150) to the
first 20 visitors to the GGF stand.
In addition, there was a video presentation showing how
fire resistant glazing is installed properly and can provide
valuable protection in the event of a fire.
GGF technical officer, Adrian Blaydon, delivered a
presentation on ‘Fire-rated Glazing – Getting It Right,
Getting it Wrong’ which highlighted the importance of fire
resistant glazing and how glass plays its part in the fire
safety strategy of a building. ❐

www.ggf.org.uk

The Fabricator 2018

C
el
s
ar
ye g
10 rin
er tu
ov ac
g uf
tin an
ra m
eb UK
of

Do you want
consistent IGU production?

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

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

T: 02476 998113

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

CONSERVATORIES & ROOFS

A roof over your head
Ian Sims, managing director of Double R Glass & Roofing Systems, examines what’s hot
and what’s not on the conservatory scene in 2018 and how companies can get ahead in this
competitive market

S

ome market reports claim conservatories are coming
back as consumers with more money to spend are
looking for bigger ticket items. Our experience as a supply
only conservatory roof specialist confirms this to be the
case, but the demand isn’t for conservatories in the
traditional sense. Consumers buying a new conservatory
are looking for new space more in keeping with an
extension, rather than a glass room that’s kept separate
from the rest of the house. That is why they are more
likely to opt for conservatories with a solid roof, rather
than a glass or polycarbonate roof.

A true extension of the home

Our industry doesn’t need to be sold on the benefits of
a solid roof and homeowners have clearly caught on too.
The creation of a living space you can use all year round,
tiling options to fit in with your existing roof tiles and a
long-lasting lifespan to withstand all that our British
weather has to throw at them, are all reasons the solid roof
has become the most popular choice.
It is not just solid roofs that are on the up though. The
other clear trend we’re seeing is for roof lanterns. This is
another sign of the preference homeowners are showing
towards adding new space that is more integral to the rest
of the house. They want the light and space you get from
a conservatory, but don’t want it being closed off as a
separate room, which inevitably happens when
conservatories get too hot or too cold. Consumers want
open plan, light space and lanterns make this a reality.

Ian Sims
might mean that the conservatory needs to work within
the refines of limited space in the garden, or perhaps needs
to be a bespoke shape to work with the existing space in
the house.
Double R is a conservatory roof specialist so we sell all
types of conservatory roofs in all shapes and sizes,
including Wendland and Eurocell, as well as the Guardian
Warm Roof Solid Roof solution. Always among the first to
bring a new product to market, we are also among the first
fabricators to offer the brand new Wendland lantern.

Product isn’t enough

Any shape or size

As well as the continuing move away from traditional to
solid roofs and lanterns, we are also seeing an uplift in
more bespoke projects. It used to be the case that most of
our roofs were for Edwardian, Victorian or lean-to
conservatories, but increasingly we have been asked to get
involved in unique projects where the homeowners want
their new space to work seamlessly with the existing. This
24

However, and this is the important bit, as well as the
product range, we also have the expertise to support our
customers in all kinds of projects. A lot of installers are still
relatively new to solid roofs and are unsure of some of the
technical factors as well as for example building
regulations requirements. Our conservatory team has
been put to the test over the years with requests for all
kinds of shape and style of conservatory, in all sorts of
locations too. The team can help as little or as much as
needed, with advice available every step of the way, if
required.
This gives installers the peace of mind and confidence
to proactively sell more solid roofs and make the most of
the opportunities available. In an increasingly crowded
market, it’s this level of service and true partnership
approach that differentiates us from our competitors and
more importantly, enables our customers to differentiate
themselves from their competitors too. ❐
The Fabricator 2018

CONSERVATORIES

Light it up!

E

xtra space and light all year round – but with no extra
heating costs – are the benefits Dan Sheppard enjoyed
after choosing to cap his conservatory extension with the
Skypod Acute from Eurocell.
When Dan and his wife Ashy moved into their bungalow
in Spalding, Lincolnshire, it soon became apparent that
the kitchen was too small for their needs and was, facing
east, rather dark. After deciding on a conservatory
extension, Dan brought in David Shaw of Shaw Home
Improvements, who suggested Skypod Acute would be
ideal.
“I follow Eurocell on Facebook so I saw this new version
of Skypod when it was released and this just coincided
with me looking at this job”, says Shaw. “I thought it
would look really good and I really like the Skypod system
– it’s a doddle to fit. A roof like this we can fit in two or
three hours while another system would take half a day.”
And Dan Sheppard is more than happy with the result,
which has exceeded his expectations – particularly the
heating costs. “It’s brilliant, my wife loves it. Everywhere
is so much lighter, even in the original kitchen, and the
roof looks as if it’s always been there because it matches
the roof on the other side of the house. We’d planned to
have a heater in the conservatory so we could use it all year
round but the roof is so effective at keeping in the heat that
we’ve never been cold at all – even though there have been
a couple of frosts recently.”
Precision engineered for quick and simple installation,
Skypod can be fitted quickly and accurately because there
are no mitring or awkward angles to cut – just assemble
and screw into place using the pre-drilled screw holes.
Available in blue, neutral, bronze or clear self-cleaning
temperature controlled glass, a Skypod lantern roof
provides the homeowner with exceptional energy
efficiency – U-values as low as 1.0 are achievable.
All models are covered by a 10-year guarantee
and available in the full colour range of anthracite grey,
moondust grey, golden oak, rosewood and white – with a
further 30 colour options that can be made to order in just
three weeks. ❐

www.eurocell.co.uk
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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 7 7 84 26 8 6 8 5

or cotact us by email at
info@stevebryant.co.uk
www.stevebryant.co.uk
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Business made easy
B

uckinghamshire fabricator Garrard
Windows has been a customer of
hardware distributorVBH for more than
10 years. Manufacturing around 2,500
products a week, including PVC-U and
aluminium windows, bifold and patio
doors, Garrard uses VBH door hinges
and handles, window handles and door
cylinders across its whole range.
Adam Webb, director of Garrard, says:
“Since we started working with VBH
we’ve seen steady growth in our
business. The support we’ve had from
them has been great – their systems
make it easy to do business. The
greenteQ range has grown considerably,
so there is a product to fit every
requirement, and using the webshop
means we don’t have to spend time
working out what we need for each job.
“ After our initial nervousness – it did
seem a bit daunting at first, compared to
hand written faxes which we’d been
using before – we haven’t looked back. In
one operation we can see what we need
for the job, stock levels, prices and the
progress of our orders. It can even help
us produce tenders – all we have to do
is add the product number and quantity

D

Left to right:Adam Webb
(Garrard) and Dan Powell
(VBH)
and it’s worked out for us. The
favourites list which keeps track of our
most regularly ordered items is also
really useful. It’s a no hassle process that
saves us time – and time’s money.And of
course, if there is any query we can
always talk to VBH and know we’ll get a
swift response.
“Even though VBH is the largest
hardware supplier in Europe, the team
never loses sight of the customer’s need
for efficient ordering and reliable
deliveries.” ❐
www.vbhgb24.com

Veka now has 16 colour combinations available ex-stock,
including anthracite grey smooth.This foil option from Veka’s
Variations collection, has a smooth finish – unlike the realistic
woodgrain options – that makes it suited to projects that demand
the look of aluminium, with all the benefits of PVC-U.
With the continuing growth of the vertical slider market,Veka
Group has also now made cream and anthracite grey available for
Veka and Halo VS systems ex-stock.
Veka Group’s marketing director Dawn Stockell says:“Adding
more colours to our ex-stock offering is another example of
Veka’s ability to anticipate – and react flexibly to – trends in the
current market.We are continuing to make significant
investment in our lamination department because we know that
colours are a valuable way in which our customers differentiate
themselves and secure more sales.We have the capacity to
support new and existing customers with a huge number of
colour and woodgrain options, backed up by a reliable level of
service, and swift delivery.” ❐

www.vekauk.com
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Screwball
statistics
oor and window fastener specialist
Rapierstar has passed another
major milestone on its path to record
growth, by exceeding more than
£100,000 of dispatches in a single day
for the first time.
David Furness, group managing
director says: “When you consider the
tiny unit price of a screw, £100,000
worth of screws is a huge volume to sell
and dispatch in just one day. It’s a
milestone we’ve reached ahead of our
target and reflects what we are seeing in
the market, with fabricators seeking to
improve efficiency with a supply chain
they can depend on.
“Our £100,000 record was broken
with lots of normal customer orders,
individually picked and dispatched from

our central warehouse and did not
include pre-ordered, direct delivery
containers, that create even larger daily
sales figures.”
The company, which claims to be the
fastener supplier of choice for four in
every five fabricators, is on track for
sales growth of 25% this year as it
responds to a customer base
increasingly seeking the highest quality
screws delivered on time in the shortest
lead times.
Furness says: “Rapierstar has invested
more than £5m in increased
stockholding and in the infrastructure of
its 100,000sq ft Cheshire bonded
warehouse and distribution centre, and
customer order volumes are certainly
responding.” ❐
www.rapierstar.com
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A clear choice
T

radesmith is the latest fabricator to
say “yes” to Deceuninck.The Sussexbased trade fabricator, which recently
celebrated its 25th anniversary,
identified a growing trend for colour
and the need to offer customers more
choice for a changing market. According
to managing director Mark Hutchinson,
Deceuninck was the obvious solution.
Hutchinson says: “After a detailed
company, market and product review it
was clear we needed to give customers
more choice, service and support to
help them compete more effectively in
growth markets. Colour and heritage
windows were the prime areas.We met
systems
but
several
companies
Deceuninck stood head and shoulders
above them. It has an impressive product
portfolio, and a simply unbeatable 26
colourways from stock offer with an ontime-in-full delivery policy. It’s a huge
selling point because that lets us quote
the same short lead times for colour as
for white. Deceuninck’s attractive
product
range
puts Tradesmith
customers in a great position to
capitalise on homeowners’ strong
appetite for colour and high-end
windows and doors.
“Tradesmith was established 25 years
ago and it’s the first time we’ve changed

our line-up. We’ve built a large, loyal
customer base giving customers the
service and products they want. We
even help customers with bespoke
specifications such as polished welds
and different bead options. If it can be
done, we’ll do it. We’re always ready to
help, and Deceuninck’s customer-first
ethos is the same as ours.” ❐
www.tradesmith.co.uk
www.deceuninck.com

Kenrick has seen a healthy rise in demand for its Nemesis
multi-point window locking system for aluminium
profiles. The company has credited its growing
sales to the rapidly increasing popularity of
aluminium in the domestic market.
Steve Williams, sales director at
Kenrick, says: “When it comes
to windows and doors,
aluminium continues
to follow an incredible
growth pattern and is
predicted to reach an all-time high of 220,000 frames a year by 2020.
This upward trend has driven demand for Nemesis and sales have
grown tenfold since the launch, which is a phenomenal result. We
have lots of new customers in the pipeline both in the UK and
overseas and our forecasts show that this will be a really promising
first year for Nemesis.
“The market is moving towards higher value products, but the
aluminium sector has been hampered by the lack of choice in multipoint window locking systems for aluminium profiles. Nemesis has
attracted this wave of new customers because it brings greater
choice, but it also delivers on quality, performance and reliability
which are vital at the higher end of the market. For a discerning
customer base, it is the ultimate, compromise-free locking system.” ❐
www.kenricks.co.uk
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Everybody wins
- simple!

A

new upgrade to the Veka Imagine
patio door means that a simple, yet
innovative locking kit can ensure the
door meets all the requirements of PAS
24. This cost-effective lock solution
creates additional appeal for consumers
– especially in the new build and
commercial sectors – and makes it a
valuable addition to any Veka Group
customer’s sales arsenal. Marketing
director Dawn Stockell says: “When
choosing a partner for this technical
project, Veka turned to the experience
of ERA to help develop the upgraded
lock.
“Instead of a tricky and unsightly add
on, like a plunge bolt, together we
designed a simpler means to achieve
PAS 24 and compliance with document
Q thanks to a lock kit that is contained
within the workings of the door.

“Ultimately, this makes the system
simpler to fabricate, much easier to
install and more attractive to the end
user as a finished product.
“We know that the market for
traditional sliding patio doors is forecast
to maintain modest growth and
continues to be heavily dominated by
PVC-U at 84% share of the market. For
our customers to capitalise on this
opportunity, we are proud to offer this
cost-effective security upgrade which
will help Veka and Halo customers to
differentiate themselves from the
competition.” ❐
www.vekauk.com
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PROFINDER
Tel: 07814 209789

Email: mehreen.haroon@profinder.eu

Access Systems

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

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

To Advertise
call
Mehreen Haroon
07814 209789

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

Aluminium Fabricators

Bi-Folding doors

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

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

Baypole Jacks
You can buy jacking kits from as
littlee as £5.50
£5.00 each
eac (subject to
order). Kits manufactured to fit
most systems with various loadings.
Top and bottom adjustments meet
Fensa requirements.
Systems Duraflex, Swish24/7, Eurocell,
Status, Synseal, Kommerling, Veka

CAP DESIGNS LIMITED

53 Pound Lane Central,
Basildon, Essex, SS15 4EX
Phone: 0844 4772505
Fax: 0871 2214305
E-mail: capjacking@aol.com
Web: www.capdesigns.co.uk

Colours
To Advertise
call
Mehreen Haroon
07814 209789

Conservatory Roofs

PROFINDER

www.profinder.eu

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

Machinery

Gemskill
Geemskil
Gemskil
G
ill

Roofs

Limited

SERVING
INDUSTRY
SERVINGTHE
THEWINDOW
WINDOW INDUSTRY

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

www.wmduk.com

Colours

Fly/Insect Screens

Window openers

PROFINDER

Spares for Repairs

Profile Bemding

Windows

“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

Racking Systems

To advertise

Call
07814 209789

Window Bags & Display Cases

DON’T BE LEFT IN THE
DARK WITH GDPR

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

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

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

insightdata
business is better with insight

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

E: hello@insightdata.co.uk
@insightdata
www.insightdata.co.uk
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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
Amberley Doors & Windows
01453 889362
www.amberleydoorsandwindows.co.uk
APiC UK
0121 541 2121
www.apicuk.ltd.uk
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Fabricators &
Manufacturers
Arkay Windows
Tel: 01923 803923
www.arkaywindows.com
AWS Turner Fain
01905 774267
www.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
Dutemänn UK
01322 771213
www.dutemann.co.uk
Emperor Shopfitters
020 8590 4466
www.emperorshopfitters.co.uk
Everglade Windows
020 8998 8775
www.everglade.co.uk
Fineline Aluminium
01934 429922
www.finelinealuminium.co.uk
Granada Secondary Glazing
01909 499850
www.gsecg.com
Greenways Contemporary
0121 550 3066
www.greenwayscontemporary.co.uk
HansenFacades
0161 284 4109
www.hansenfacades.com
Howells Patent Glazing
01384 820060
www.howellsglazing.co.uk
HW Architectural
01484 717677
www.hwa.co.uk

Fabricators &
Manufacturers
IDF Aluminium
0844 8000 683
www.idfaluminium.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
Vulcan Aluminium
01482 830500
www.vulcancommercialglazing.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
Aumüller UK
0117 9820440
www.ferralux.de
Axim Architectural
Hardware
020 8685 9685
www.axim.co.uk
Caldwell Hardware (UK)
024 7643 7900
www.caldwell.co.uk
Carl F Groupco
01733 393330
www.carlfgroupco.co.uk
Centor Europe
0121 701 2500
www.centor.com
CiiLOCK Engineering
01455 633346
www.ciilock.com
dormakaba
01462 477600
www.dormakaba.co.uk
Dyer Environmental Controls
0161 491 4840
www.dyerenvironmental.co.uk
ERA Home Security
01922 490050
www.eraeverywhere.com
GEZE UK
01543 443000
www.geze.co.uk
L J Pratley & Partners
01277 633933
www.ljpratley.co.uk
Roto Roof Windows and
Hardware
01788 558600
www.roto-frank.co.uk
R W Simon
01805 623721
www.rwsimon.co.uk

Sapphire Louvres
01455 612222
www.sapphire-group.co.uk
Savio
07725 403600
www.savio.it
SE Controls
01543 443060
www.secontrols.com
Securistyle
01242 221200
www.securistyle.com
SFS intec
0113 208 5500
www.sfsintec.biz
Siegenia
024 7662 2000
www.siegenia.com
Sobinco
07955 282910
www.sobinco.com
Titon Hardware
01206 713800
www.titon.co.uk
Vent Engineering
01202 744958
www.vent.co.uk
WindowMaster Control
Systems
01536 510990
www.windowmaster.co.uk
Winkhaus (UK)
01536 316000
www.winkhaus.co.uk
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

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
Swisspacer
07795 688061
www.swisspacer.com
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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 of free seminars on contractual
awareness, H & S and specialist technical and marketing
topics, please contact Julie Harley on 01453 828851 or email
julie.harley@c-a-b.org.uk
Alternatively go to
www.c-a-b.org.uk/about-cab/why-join
where an application form can also be downloaded.
Council for Aluminium in Building, Bank House, Bond’s Mill, Stonehouse, Glos GL10 3RF
Tel: 01453 828851 Web: www.c-a-b.org.uk
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FREE GLASS UPGRADE
ON BI-FOLD DOORS
TO PLANITHERM ONE

Blac
White, on White
rey
Dual G k on White
& Blac

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

THE AFFORDABLE

CONCEALED
TRICKLE VENT
OPTION
AVAILABLE ON
WINDOWS &
BIFOLD DOORS

BI-FOLD DOORS

TO 35MM INTERLOCK

VISOGLIDE+

HAS MANY UNIQUE
FEATURES THAT
CAN’T BE FOUND IN
ANY OTHER
WINDOW SYSTEM

57.5mm

70mm

FREE UPGRADE

FLUSH LOOK
ALUMINIUM
WINDOW

ADJUSTABLE WHEELS & 1.6 UVALUE

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

NEW BROCHURE
NOW AVAILABLE

Available exclusively from

AFFORDABLE ALUMINIUM

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
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YALE ANNOUNCES IMPROVEMENTS TO ITS
LOCKMASTER PANIC EXIT HARDWARE
Security specialistYale has enhanced its Panic Exit hardware to offer a superior solution that’s faster to
fit and easier to operate

updated Lockmaster Panic Exit device has been
Tuse.heredeveloped
for improved fabrication, installation and
Instead of using adjustable bosses, the device now
features straight through fixings to guarantee smoother
operation for both fabricators and end users alike.
Additionally, all components are supplied in a dedicated
kit box to make the installation process much more
streamlined.

Paul Atkinson, Sales and Commercial Director for Yale
Door and Window Solutions, said: “Safety is more
important than ever and at the forefront of specification we
want to make sure our customers have all the information
and advice they need to install devices in line with the
latest guidance. To demonstrate our commitment to
customers and continuous improvement, we have
redeveloped our Panic Hardware to enhance the
fabrication and installation process, investing heavily in a
comprehensive range of marketing and training support to
make installation as easy as possible.
“The resources include a user-friendly installation manual
and product instructions as well as a series of ‘How to’
videos. The videos demonstrate the installation process for
the device as well as how to operate once installed. All of
which adds clarity to the installation process making it
much more straightforward for our installer customers.”
The new hardware also comes with separate end-user
instructions providing clear operating guidance.
Specifically designed for use with Yale’s Lockmaster
range of multi-point door locks, the Lockmaster Panic Exit
hardware offers the advantage of high performance
Yale Cover wrap 2018

Assa Abloy – home site ofYale in Willenhall
security and compression, together with accredited
emergency egress capability for a wide range of
commercial applications. When the device is installed on
a double door, Yale offer a patented solution.
The panic exit device is fully compliant with
EN1125:2008, meets classification 37601421AB and is
also CE marked to meet current European legislation. It is
also backed by Yale’s 10-year guarantee – providing
ultimate peace of mind for end-users.

For further information on Yale’s Lockmaster Panic Exit
Hardware, please visit www.yaledws.co.uk or call
01902 366800. For the latest product updates and
information, follow @YaleDWS on Twitter

Introducing the new
hardware range
Designed for bi-fold doors
Secured with Yale

A new range of innovative products from the world’s
most trusted lock manufacturer, designed specifically
for bi-fold doors.
The new Yale Lockmaster 28mm backset multipoint lock fits into slim sightline
profiles and is available in standard 16mm euro groove and 24mm u-channel variants.
Ideal for narrow door sets, the new door handle is manufactured from 304 stainless
steel and is complemented by a black Platinum 3-star maximum security cylinder.
Created to enhance performance and maximise security, this hardware collection has
been designed, developed and tested to precise standards to deliver the exceptional
performance you expect from Yale.

For more information on the new bi-fold door range, please call
the Yale team on 01902 366800 or visit www.yaledws.co.uk
An ASSA ABLOY Group brand

PAS
24

