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A RECYCLING
BLOCKBUSTER
Presenting Europe’s most advanced
PVC-U frame recycling facility, from the
world’s most experienced PVC-U recyclers.
Right here, in the Heart of Britain.
We’re so proud of our new plant we made a movie about it.
Take two minutes to see how VEKA Recycling
turns old frames into new at www.veka-recycling.co.uk
T: 01933 427750
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New building regulation
requirements for England
and Wales, Part F (Ventilation),
Part L (Conservation of Fuel
and Power)

For more information or to find your local stockist
visit: glazpart.com or call 01295 264533 to speak
with one of the team.
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THE FABRICATOR
Comment
Well, it looks like the party is over. No' not that party. (In any case we
are waiting for the Met police to tell the civil servant whether it
actually was a party at No 10 or was just a common place workplace
booze -up.) No, I mean the Covid party that chancellor Risky funded
to keep us all quiet during lockdown. Working from home during
lockdown – now that was one hell of a workplace booze-up!
But whaterver the booze bill it left homeowners sitting on a pile of
cash. I wrote in January that the money homeowners hadn't spent on
foreign holidays was about to run out. When lockdown finally ended
the home improvement sector hit the ground at a sprint. Everyone, it
seemed, wanted some kind of home improvement. In particular
extensions, garden rooms, extra space to work from home or just
dump the kids while you did. But the cash pile was always going to be
finite, especially after Omicron turned up and Risky decided enoughwas-enough and shut the purse.
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In addition, of course, inflation hit. After years of almost no inflation
7% feels extreme though there are still some of us alive who
remember the 70s when it really was through the roof. In 1973
inflation was heading for 20% and the bank rate (base rate) was 17%.
The good news then was that savings, if you had any, actually earned
you money. And it was also then that property prices took off and
made anyone who had a house rich.
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But whilst we are way off of that – especially the bit about the banks
actually paying decent interest – we are seeing prices rising steadily.
Especially energy prices which are not going to come down any time
soon. Oh, and property prices too seem to keep rising exponentially.
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❐❐
❐

All this makes it likely that anyone who still has a cash reserve is going
to hang onto it. Moreover raw material prices, already affected by
supply difficulties, are all going to climb steadily. It should also be
remembered where PVC comes from. High oil prices are bound to
impact on one of our main products. It could put a whole new
perspective on recycling.
One thing I have always admired about the window industry is its
sheer optimism.The attitude that the good-times will always roll and
its ability to get around minor irritations like legislation. So, if you
believe some of the stories around at the moment which have the
industry on the verge of collapse, for all of the reasons I mentioned
above, we could be in big trouble. But I have no doubt that there will
be some creative deals that keep the cash rolling.

John Roper
In association
with
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NEWS

Stürtz takes Stuga
S

türtz Group has announced the
acquisition of Norfolk-based Stuga
Machinery. All of Stuga’s directors and
staff will continue with the business
under its new ownership. Stuga says it
will look to benefit from the operational
and technological synergies Stürtz can
contribute.
Stürtz will invest in the business in
Great Yarmouth to increase production
and staff. Its plans include developing
Stuga into a turn-key system supplier by
adding Stürtz’ full machinery programme
including welding, cleaning, logistics and
sorting systems in the UK and Ireland.
At present Stuga employs around 40
personnel at its HQ with service
engineers located throughout the UK.
Stürtz’ product portfolio covers
solutions for window production from
cutting and machining to welding and
corner cleaning, assembly, sorting and
logistics as well as glazing and order
picking.
The acquisition represents the first
for Stürtz since its majority investment
by Capiton AG in 202. The group looks
to continue its international expansion.
Stuga was the ideal investment in the UK
with its strong brand, technical products,

Glazing 2022

T

he 2022 Glazing Summit will take
place on Tuesday, October 18th at
Edgbaston Stadium and Conference
Centre.
Last year’s Summit sold out as live
events returned for the first time since
the pandemic and organisers are
expecting to welcome around 400
industry leaders, key influencers, and
decision makers this year.
Andrew Scott, Glazing Summit
founder, says: “There was a real buzz at
last year’s Glazing Summit and the event
has already become one of the most
important dates in the industry
calendar.
“The plan now is to take it up a notch
and make it bigger and better this year..”
Twenty-plus expert and keynote
speakers tackled the biggest industry
issues last year and this year’s event is
sure to be just as important as the
landscape changes again.
“The Glazing Summit has quickly
become a fundamental part of the
industry and we will confront the big

4

Companies
flex to survive
W

ith more than two million UK
adults leaving their job since the
first lockdown in a great resignation,
businesses are being forced to adapt to a
new world where flexible working is the
norm.
A good work/life balance and home
working has been revealed in a survey to
be the top attractions for new recruits,
more than competitive pay and bonuses.
According to the research from notfor-profit healthcare provider, Benenden
Health, the average business in the UK
has seen nearly 7% of its workforce leave
since the summer of 2020, with
employees reassessing their priorities
and seeking new benefits from their

Steve Haines
service offering and with management
and staff who understand the UK
market.
Steve Haines, sales director and
Gareth Green, technical director of
Stuga said: “We are excited to start on
this next phase of the Stuga story with
such a credible and technologically
advanced partner in Stürtz, who we are
looking forward to working with to
grow the business, add value to our
customers and provide opportunities
for our staff.” ❐

Andrew Scott
topics head-on once again this year.”
added Scott. “And if last year’s Glazing
Summit was anything to go by, the 2022
event will sell out fast.” ❐

workplace arrangements.
The great resignation has seen record
numbers of workers seek alternative
employment over the past year, with the
number of open jobs in the UK
surpassing one million for the first time
ever in August 2021.
Whilst many employees have moved
on to start a brand new career and
others forced to find a job that fits their
new circumstances, a significant number
have simply switched jobs due to the
way their business treated them during
the pandemic, highlighting the continuing
challenge for firms to keep workforces
happy and maintain a competitive
advantage – and this is true in offices, on
the shopfloor and out on construction
sites. ❐
The Fabricator 2022

NEW
RANGE

Ultimate Performance
For Every Environment
The new MasterLine 8 range of windows and doors

MasterLine 8 is a unique windows and doors system that combines countless
design possibilities with its first class performance.
This system gives you a wide design
range, to perfectly fit any architectural
style, while at the same time offering the
ultimate performance regarding thermal
insulation, air and water tightness.

This new generation of innovative window
and door solutions mirrors the current
architectural trend towards maximising
daylight while offering ultimate insulation
levels. MasterLine 8 panel doors even
come with passive house certification.

For technical specifications please visit: www.reynaers.co.uk/products/masterline-8
To discover more information on Reynaers, please visit: www.reynaers.co.uk
Email: reynaersltd@reynaers.com or call us on +44 (0)121 421 1999

Image courtesy of Nevzat Sayin, photographer: Gurkan Akay.

MARKETING

Steady as you stable
As the surge in demand begins to level-off, the state of the market is looking very different now in
comparison to last year according to Alex Tremlett, operations manager at Insight Data

T

hroughout 2021, the home improvement boom
continued as consumers were spending their
lockdown cash reserves and companies were achieving
record-breaking order books.
In fact, from the middle of 2020 (the end of the first
national lockdown) right through to the end of 2021, the
industry was dealing with an exceptional situation. A
situation which meant more was accomplished, in terms of
sales and business growth, in the last 24 months than in
comparison to the previous 10 years.
But as things begin to stabilise, how will companies
maintain the momentum generated from the last two
years?

Minimise risk

With continued uncertainty across the window industry,
it is so important for companies to use reliable prospect
data to help make informed business decisions.
This year, companies will need to know the key contacts
they must target and the best way to get in touch with
them. Especially as things in the industry begin to leveloff.
It will also be beneficial for businesses to understand the
finances of a future prospect, to identify if working with
them is a sensible and viable option.
It is vital for companies to obtain an accurate overview
of a prospect, to avoid challenges further down the line.
Depending on Google can be a risk and is not the
answer. Businesses need to be smarter in sourcing the
most up-to-date prospect data.
Insight Data is best known for supplying marketing data.
Our Salestracker software is the world’s first fully
integrated sales and marketing platform designed
exclusively for the building and fenestration sectors.
The system incorporates a CRM system, a built-in email
marketing platform, document management and also
hosts a financial data feed directly from a credit reference
agency, providing users of the system with a financial
snapshot.
Salestracker provides our users with key business and
financial data such as company registration and
incorporation date, turnover and net worth as well as any
county court judgements, and credit rating. All the key
information needed to see if the company is a viable
option.
Salestracker even gives users the ability to build
marketing lists using credit ratings, so that companies can
create direct mail, telesales or email campaigns targeting
new customers by financial stability as well as size, product
volumes, location and other information.
An additional feature also allows users to flag certain
company types and get an email alert if the credit rating
changes.
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Alex Tremlett

Next generation Salestracker

Salestracker is consistently reviewed and updated. It is
the perfect business tool designed to drive sales, marketing
and customer service. We are currently building the next
generation of Salestracker.
Previous versions of the tool allowed users to interact
with customers via email, post and telephone while the
latest edition is exploring the potential to connect through
social media.
Social media continues to rapidly grow and revolutionise
for both consumers and business, so it will be beneficial for
companies to be able to connect with prospective clients
through popular platforms like LinkedIn and Twitter.
With the recent shift away from face-to-face meetings,
the newest version of Salestracker also includes an
updated telemarketing feature which allows users to
simply manage their telesales campaigns and create
follow-up lists.
As demand decreases and lead generation slows,
businesses will no doubt be preparing to get back on the
horse and start their search for prospects to maintain the
level of momentum generated over the last two years.
With so much information available online it can, at
times, be difficult to identify when a data source is reliable.
Companies using data effectively can not only build their
businesses more successfully but can also protect
themselves from potential risks. ❐
www.insightdata.co.uk/salestracker
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WE ARE THE UK’S NUMBER
ONE MANUFACTURER OF

GLASS AND
PROFILE
HANDLING
EQUIPMENT

Our products include a varied range of
equipment ranging from stillages, racks and
tables to specialised optimisation trolleys.
– Specialist in bespoke design for site use
– Made to suit your facility
– Free delivery on bulk orders

glass-handling.co.uk | sales@glass-handling.co.uk | 0161 723 1551

COVER STORY

Recycling, trending?
Surely every installer in the UK recycles the windows they remove because it just makes sense.
Sadly not, says Veka Recycling’s Simon Scholes, who believes that fabricators also have a major role
to play

T

he practice of taking whole end-of-life, PVC-U
window and door frames and breaking them down
into re-usable component materials, is hardly new. My
own company Veka Recycling built the first plant
specifically for the purpose of taking old frames as far back
as 1993. Our latest plant in Wellingborough opened for
business in 2018. It is the most advanced of its type in
Europe.
Every day at ourWellingborough plant tonnes of frames,
with glass removed but still with hardware, gaskets and
reinforcement are craned on to a conveyor to be crushed,
pounded, shaken, sieved and blown about before ending
up as steel, aluminium, rubber and PVC-U pellets, ready
to be melted, cast, extruded or moulded into brand new
products. Increasingly into new window and door profiles.
It is a success story by any standards and one that
redresses the balance, to a degree, by taking a plastic that
may well have been produced using material drawn from
the Earth’s crust, but which is then given a new start over
and over to offer a life span of at least 350 years.
Even today, as an industry we are pretty good at this. We
collect and recycle an estimated 80% of the old frames
that are removed. We arrive at this figure by comparing
end-of-life frames with the new frames that are installed
into existing dwellings. But that shows 20%, perhaps as
much as 20,000 tonnes a year, unaccounted for. Which is
a lot of valuable, re-usable PVC-U. Now I don’t for a
minute believe that it is all lost because anything that has
a value will be sold on, but a great deal of it still ends up
in landfill or lost with mixed plastics or incinerated.
There is no reason at all why every single frame that is
removed from buildings cannot become something brand
new again and again. And the power to ensure that every
single frame is re-purposed, re-manufactured, allowed to
serve a valuable purpose once more lies with us, in the
window and door industry. Ensuring that old PVC-U
frames are collected by a recognised, registered company
will put money in the pockets of fabricators, installers, and
every company back along the supply chain.
8

For the installer, your homeowner customer will think
more positively about your company if they know what is
happening to their old frames and they will certainly
remember that when they are asked by friends and
neighbours who fitted their shiny new frames. Indeed, by
including evidence of your commitment to thoughtful
disposal of their old frames, may well be the thing that
actually lands you the order.
Many fabricators operate a consolidation service on
behalf of their installers, one that shows further
commitment to their installer customers and which
increases loyalty in a notoriously fickle sector. The more
your customers depend upon you, their key supplier, the
longer you will keep them. The efficient disposal of old
frames is a major logistical problem removed.
And a step further back, the systems house…well, these
days they are so happy to take the PVC-U pellets that
come out of our factory, more than ever because they
understand the sheer common sense of reducing the
amount of virgin material being pushed through their
extruders. And even if the drive to protect the planet is not
compelling enough, the reliance upon the increasingly
fragile and expensive supply chain for virgin PVC-U resin
must be reduced. Sustainability is what the public wants
and what sells everything in the 21st century.
And we, the recycler, want everything that you have for
us, with lots of ways of ensuring it gets back to us here in
Wellingborough to begin the journey all over again.
It makes sense at every level to make sure old end-of-life
frames are kept in the system, that they find their way back
to us and companies like ours. In fact, it is now
increasingly difficult, or downright illegal to dispose of
frames outside of the networks that exist to deal with them
properly.
We are so close to having the perfect system, one in
which every old frame becomes a new one within weeks of
being removed. We just need that extra push to get there.
It will be worth it for all of us. ❐
www.veka-recycling.co.uk
The Fabricator 2022
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BUSINESS

Can’t, or won’t?
Lynne Darcey Quigley, CEO, and founder of credit management platform Know-it, lists the top red
flags to spot when potentially faced with suppliers who won't pay invoice deadlines

W

ouldn't it be fantastic if you could predict which
customers or suppliers are likely to pay late, if at all?
Yet you can bypass any issues and spot behaviour
patterns by developing the skill to identify these activities
frequent in late payers and thus negotiate the risks. If you
spot these early, you can take the necessary precautions to
minimise any damage.

Frequent excuses which lead to no
payment

Each of these warning signs is hugely frustrating, but
when faced with excuses for non-payment, it can feel like
you are fighting a brick wall. The following examples are
some of the more frequent 'reasons' often heard by SMEs
faced with a serial debtor looking for more time to pay or
not wishing to pay full stop.
● The invoice has already been settled.
● We don't have a record of the invoice.
● We don't have a record of the goods or services
being received.
● The bank accounts we use are being changed.
● The credit terms are unclear or appear to be
different on the invoice.'
● Our account handles invoices and is currently
unavailable.
● 'We only pay our invoices at a particular time each
month.'
● There is no one senior enough here to give signoff on the payment.
There are occasions when some of the above are
genuine reasons. Directors m
ay be out of the office.
Accountants may be unavailable, and bank accounts
could be in the process of being changed.Yet, sadly, where
there are legitimate and unavoidable situations, there will
be the odd white lie from a client either not wanting or
unable to pay.When you suspect that all isn't truthful, you
have to act and focus on recovering what you are owed
without losing the relationship.
It is not easy to face a customer who wants to argue, but
if you can maintain a calm and controlled manner, you are
more likely to see a more positive outcome. For example,
when the credit terms are being questioned, it is best to
carefully point out that the terms in your invoice match
the terms in your original agreement.
Many SMEs will more likely let an invoice go for the
sake of keeping an agreement with a supplier or customer
so that they can keep the business. When embarking on a
new deal with a customer or a supplier, be mindful of the
date they agree invoices would be settled each month,
then you have the information you can refer to when the
date has gone, and the invoice remains outstanding. Refer
constantly to your terms on the agreement and if they
have had trouble paying, talk this through with them.You
will stand a better chance of maintaining your relationship
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Lynne Darcey Quigley
with them and thus keep the contract intact.
It should always be your focus to recoup the monies
owed to your business. Firms, mainly smaller and microbusinesses, cannot survive if there is no cash flow running
through; hence the word ‘flow’. Cash is the lifeblood of
your company, and without it, the future will look bleak.
So, when you are faced with what your gut tells you are
excuses, be firm, and where needed, enlist the help of a
debt recovery firm that can do all the heavy lifting for you,
which will save you time and headaches.

The silent treatment

The rule of thumb for unanswered emails should be
three, after which, the alarm bells will ring, and it is time
to act. First off, call them directly. It might be easy to
ignore an email but usually difficult to ignore a phone call.
Then, if you get through to your customer, politely
remind them the invoice is overdue and ask when you
expect payment from them. It is critical to apply steady
pressure on any outstanding invoice. Money that isn't in
your cash flow system in your own business will begin to
hurt all the time it's absent.
12
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BUSINESS

(continued)
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Changes to a customer's credit report

Credit checking and monitoring are critical if your
business is to thrive, and this needs to be implemented
from the word go with every new customer or supplier.
You must keep a straightforward and
effective credit control process in your
business, no matter how much or how
little is in your cash flow at any given
time. By having this in place, you can
be clear on your customer's payment
behaviour, and you will be able to see
warning signs long before there is an
issue. A sound system will enable you
to monitor and access information
vital to keeping your customer base
clean and healthy. A credit report will
include red flags like a county court

judgement (CCJ) and, where possible, allow you to access
company financials. Hence, you are aware of precisely
who you are doing business with.

Disputed debt

It can be crippling when a customer claims that goods
or services haven't been completed or even whether they
have been received at all when you know they have. It feels
that there isn't a leg for you to stand on, primarily when
they dispute the agreement, they have with you.
12

Another typical example is when a customer disputes
the terms of their agreement with you. This is often an
easy issue to rectify if you initially stated clear credit terms
in your agreement. Remember, every time you accept an
order from a customer or issue an invoice, your client will
have already agreed to your terms of credit. The simple
way to address a customer who appears to be changing or
disputing the terms is to point out that they had already
agreed on accepting either goods and services or invoices.
Where repeat custom and ongoing agreements are

concerned, it is helpful to note against your records
changes in payment and buying behaviour. For example,
they might change the date they pay you on more than one
occasion, or they may be buying less from you – the latter,
more often than not, will tell you a lot about their own
cash flow concerns. If you see something is off, for
instance, a customer who regularly pays on time is now
making excuses or placing orders m
uch smaller than
usual. It would be best to consider offering payment terms
that mitigate some credit risk. ❐
The Fabricator 2022
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NEC BIRMINGHAM
10-12 MAY 2022

FITSHOW.CO.UK

GET READY TO BUY, NETWORK AND DO BUSINESS IN PERSON

NEC BIRMINGHAM, 10-12 MAY 2022
Meet these exhibitors and much more
at FIT Show 2022. Scan the QR code to
register for FREE.
#FITShow22

HEALTH AND SAFETY MATTERS

Never hold back
The Double Glazing & Conservatory Ombudsman Scheme (DGCOS) challenges us to open up
about the unspoken mental health struggles being faced by many. Chief executive of DGCOS, Faisal
Hussain, explains why the organisation is asking everyone to take a few minutes to participate in an
upcoming fenestration industry mental health survey

M

ental health is a much under talked about subject.
It’s a topic I’ve thought about for a while, but it was
really brought home to me following a frank and open
conversation I had with an installer just before Christmas.
He runs a respectable, quality installation business with
several fitting teams doing about 10 to 20 jobs a month.
After congratulating him on what was an apparently
commercially successful year thanks to the massive home
improvement boom, the reply was very different from
what I expected. Rather than the positive conversation
about sales and profit growth I thought we were going to
have, he stopped short and simply said: “I’ve had enough
Faisal.” The long and short is that he was exhausted from
back-to-back jobs; negotiating delayed lead times with
insistent customers, juggling admin, sales and credit
control from consumers who owed him significant monies
for high value completed jobs and the fact that some days
he struggles to walk due a bad back that he’s had no time
to visit the doctors for.
This dismal picture got me thinking about how many
others in the industry were feeling the same and most
importantly, what is the price we’re paying in terms of our
mental health? While this story is anecdotal it is sadly
backed up by statistics and what is really concerning how
these statistics apply to the demographics of our sector,
which mainly consists of men. According to MIND, Men
aged 40-49 have the highest suicide rates in the UK driven
by society’s expectations and the traditional gender roles
where men are less likely to discuss or seek help for their
mental health problems.This may sound stereotypical but
it’s a fact.
The third Monday of January has been dubbed ‘Blue
Monday’, claimed to be the time when people feel most
down every year. Whether you think it’s a marketing
gimmick or not, at least it hit the headlines and got a
conversation going about mental health. In fact, it
prompted DGCOS to put our money where our mouth is

Faisal Hussain
on this issue, and for every installation that was registered
on our online portal on ‘Blue Monday’, we donated £1 to
mental health charity MIND. And to further this
conversation, DGCOS will be launching a fenestration
industry mental health survey. Over the coming weeks we
will be asking for everyone to take a few minutes to
contribute and hopefully together we can create a brighter
future.
DGCOS is never afraid to talk about the issues that
others steer clear of or to confront head on the real
challenges faced by our industry. We will never hold back
if it means drawing attention to them in a positive,
constructive way that can help create change for the
better. ❐
The Fenestration Industry Mental Health Survey will be
launched soon. Keep an eye out by following us on
LinkedIn: @DGCOS – Double Glazing & Conservatory
Ombudsman Scheme
www.dgcos.org.uk
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Securitas From

The NEW Security Window Espagnolette
Secure & stable
Approved Q-secure PREMIUM product
10 year greenteQ performance guarantee

info@vbhgb.com
www.vbhgb.com
www.qsecure.co.uk
@vbhgb
01634 263 300

HARDWARE

The new gold
Since 2019, Mila has seen sales of its Supa stainless steel products increase by 184% and they now
account for more than 45% of all the door hardware that it sells, Mila MD Richard Gyde, writes

T

hat is a massive shift compared to before the
pandemic and is probably fairly indicative of what’s
been happening right across the hardware sector. Stainless
steel is increasingly becoming the first choice for
fabricators, not just at the premium end of the retail
market, where demand has remained strong for
composite, timber and aluminium doors, but also for the
commercial and social housing sectors where the
enhanced durability can guarantee fewer costly remedials.
The enforced lockdown clearly gave lots of fabricators
an opportunity to take stock and review their product
offering.We saw an initial surge in stainless steel sales once
things reopened in April 2020. But that was been
sustained throughout 2021 and we’ve now got almost 100
more customers buying stainless steel handles,
letterplates, pull bars, escutcheons and door knockers
from us than we did in 2019.
Some of these are fabricators who were previously
buying our standard zinc diecast products and have
upgraded. Others are new to Mila and are using a switch
to our stainless range as an opportunity to switch to a new
door furniture supplier as well.
In terms of responding to the increasing demand, we
have expanded our range and, over the past few months,
have invested in unprecedented levels of new stock. As of
March, we have more than £1m worth of stainless steel
stock in the Mila warehouse ready for sale, and another
£1m plus is arriving with us in April.
Fabricators who are still thinking about making the
switch can be very confident that we have more than
enough on our shelves to keep them supplied. And of
course, they can relax knowing that they won’t just be

getting a great
quality product
but also all the
sales
and
marketing
support,
technical back
up and personal
customer
service
which
has
always
characterised
the Mila brand.
Stainless steel
obviously
has
lots of inherent
benefits
over
standard
zinc
diecast material Richard Gyde
–
the
most
obvious of which is the enhanced durability. Mila’s Supa
stainless steel products, available in either SS304 extreme
or SS316 marine grade material, for example, all come
with a 25-year mechanical operation and surface finish
guarantee. The entire range has been independently
performance tested for corrosion resistance to BSEN1670
Grade 5 and has sailed through more than 1,000 hours in
a salt spray test.
We just don’t do short cuts on this range. The
SupaSecure handle, for instance, is produced using the
same investment casting process used to produce
aerospace components, and this is what helps to deliver
the extreme strength as well as the superior surface
quality. It is also part of the reason we can offer the 25year guarantee across the range on operational
performance as well as finish.
The full Mila Supa range includes both standard and
high security door handles, pull bars, standard and
security escutcheons, doorknobs and door knockers, as
well as standard and high security TS008 compliant
letterplates. They are all fully suited, which makes it easy
for fabricators to single source on their door furniture,
and they can offer either traditional styling with
conventional lever style handles or something more
contemporary with pull bars in inline, offset, square, Dshape, V-shape, or bow-shape.
We offer a choice of polished or brushed stainless, and
polished or brushed PVD gold across the range, apart
from on the pull bars which are in brushed stainless only. ❐
www.mila.co.uk
s
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HARDWARE

New horizons
Rapierstar has collaborated with Carl F Groupco and Eurocell to help South Coast installer
Newview to launch its new window and door manufacturing business, Newframe

N

ewframe’s new state-of-the-art, 15,000sq ft, PVC-U
window and door factory in Worthing will produce
around 500 units every week using Eurocell systems plus
its own new range of composite doors. Branded Coastal
Composites it will service a growing new build client list
plus aviation noise contracts. More than £1m has been
invested in new machinery and technology to create a
manufacturing facility capable of delivering on
Newframe’s goal to raise the bar in terms of quality and
service in the local market and across the south of
England.
To assist in the set up of the new venture, Rapierstar was
invited to provide specialist advice to develop a fastener
specification that will optimise both manufacturing
efficiency and safety and long term finished product
performance. Everyone in the Newframe factory benefits
from clear guidance on which fasteners to use for the
many different applications across all window types.
Rapierstar has produced a series of standard operating
procedure sheets to help train new staff to select the
correct fasteners for each of the cells within the factory.
These pictorial sheets show which screws work best with
the Eurocell profiles and the hardware supplied by Carl F
Groupco.
Production director at Newframe, Mark White, says:
“We are really excited to have our new factory up and
running and really value the support of all our supply
chain partners, including Rapierstar. The support from
Carl F Groupco in particular has been amazing and
hugely important for us to have them as a one stop shop
for all our hardware requirements.
“Being able to manufacture our own windows and
doors allows us to offer shorter lead times, reduce the
distance products travel from factory to fitting, and gives
us better control of customer orders and contracts. It also
means we have been able to develop a window and door
The Fabricator 2022

specification and product portfolio that we believe is the
best in our market, with the highest quality in everything
right down to the tiniest component.”
Andrew Price, Carl F Groupco’s area sales manager,
says: “The Newframe window and door range benefits
from some excellent hardware products from brands
including Yale window and door hardware and Siegenia
tilt and turn gearing which combine with the advanced
design of Eurocell profile systems. But to enable the full
benefits of these products to be realised, everyone
involved in this new factory project wanted to ensure that
the fastener specification was right from the outset; advice
from Rapierstar’s technical consultant Paul Balfe was
really important.”
The creation of the Newframe factory has already
created 15 new jobs, with the factory employing staff
through the Kickstart scheme for young people, as well as
returners to work, or anyone wanting a different career
path working for a locally-owned family company. It is
providing windows and doors for high profile clients
including Heathrow Airport and Network Rail plus many
national housebuilders, as well as local installers and
building trades.
Paul Balfe, technical consultant at Rapierstar says: “We
were delighted to be invited to provide technical
assistance and collaborate with our colleagues at Carl F
Groupco and Eurocell to achieve the right suite of
fasteners for Newframe. Through our development of a
recommended fixings manual (RFM) for Eurocell
systems, we already had a detailed technical reference
point for fastener types and sizes. We also helped the
Newframe team to familiarise themselves with the
products and ensure that the correct screws are used in
the assembly process.” ❐
www.rapierstar.com
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ALUMINIUM – THE

COLUMN

Closing the loop
We all have the ability to play our part in ‘greening-up’ our lives to help achieve some form
of carbon neutrality by the middle of this century. Recycling more, reducing our waste,
insulating our homes and adopting renewable technologies are some of the things we can
do on a personal level. But many of us can also influence much larger carbon savings with
the decisions we make in construction

T

he modern world relies heavily on products made
from aluminium. From food wrappers to planes, you
are never far away from something containing aluminium.
It is the third most abundant element in the Earth’s crust,
and the most abundant metal. At 8% by volume, we are
not going to run out of this material anytime soon. Bauxite
ore which contains the aluminium in oxide forms, tends to
be found close to the surface of the earth and is relatively
easy to mine. But it takes quite a bit of energy to extract the
‘primary’ aluminium, which can then be mixed with other
elements to form alloys.
A lot of work has been done to reduce the carbon
emissions when producing primary aluminium, and
reducing carbon emissions can equate with saving energy
costs. Another important contribution to energy saving is
recycling which takes just 5% of the original energy needed
to produce primary aluminium.
There are many grades of aluminium and if we just
bunch them all together when we recycle them, we can end
up with low-grade scrap. Whilst this scrap can be used, it
cannot easily go back into a specific grade of alloy.
This is where closed-loop recycling can offer huge
benefits for the fenestration industry and the wider
construction industry. If we take just post-consumer scrap
from fenestration, grade 6063 for example, and keep it
separate from other alloys, it can more easily be put back
into fenestration grade aluminium. With careful process
control, it is possible to include at least 75% of postconsumer aluminium scrap into wrought alloys,
significantly reducing the amount of energy required to
create the material. Globally, in 2019 according to the
International Aluminium Institute, approximately one
fifth of all aluminium put to a new use was post-consumer
scrap. Importantly, as an industry we should be
concentrated on the near 100% recyclability of the metal
we are specifying at its end of life.
Two years ago, the Council for Aluminium in Building
set up its own closed-loop recycling scheme to encourage
members to recycle more in a closed-loop and to know
where their production and post-consumer aluminium
18

scrap was going. Research
before the scheme was set
up showed that the UK
often exported aluminium
scrap and that the scrap
could end up in relatively
low-grade
applications
such as in engine blocks or
other forms of casting.
Exporting or losing this
resource from the UK does
not make economic sense.
One member of CAB,
Alutrade, an aluminium
recycler based in the Phil Slinger
Midlands, can identify the
grade of alloy in scrap aluminium and separate out all
other materials. These materials include metallic handles
and screws, and plastics such as gaskets and thermal
breaks. The result of their scrap processing is a ‘chipped’
aluminium of a single grade, which can easily be used to
make new billets which are used in the extrusion process.
Ensuring that the recycled material remains in the UK
supports the UK’s ambition to supply more low-carbon
aluminium for construction.
We urge all of our members to support the closed-loop
initiative which costs nothing to join. And we would like to
see all companies that handle fenestration aluminium to
join the CAB and support our closed-loop recycling
scheme. ❐
CAB members can join the scheme and work
together towards lowering carbon content of aluminium
used in the UK. To join the scheme go to the CAB
website: www.c-a-b.org.uk/closed-loop-recycling
For association membership or to attend the next
members meeting as a guest of CAB, please contact
Jessica Dean at the CAB offices by email
jessica.dean@c-a-b.org.uk
The Fabricator 2022
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Business Details
Janis Windows & Doors Ltd
48 Appleton Place, Appleton Industrial Estate,
Southern Road, Aylesbury, HP19 9EW
Tel: 0831 6090 476
Email: info@janis.co.uk
Web: http://www.janis.co.uk
Credit Rating: 73
Key Contact: Alexia Kalila, Managing Director

YOUR
FUTURE
IN YOUR
HANDS

Direct Tel: 07968 342 115
Direct Email: alexia.kalila@janis.co.uk

Products
PVCu Windows and Doors
Windows/Doors, Buy in, Spectus

Insight Data puts 80,000 potential
customers at your ﬁngertips

Vertical Sliders, Buy in, Veka
Bi-fold Doors, Buy in, Kommerling
Composite Doors, Buy in, Solidor, 10 PW

Aluminium Windows and Doors
Windows/Doors, Buy in, Techal
Windows/Doors, Buy in, Senior
Bi-fold Doors, Buy in, Technal

50-75 Frames per week

The Insight Database helps your sales and marketing team get better results faster. Updated live
in real-time with in-depth information, not available anywhere else, you get the inside track on
fabricators and installers, builders, architects, merchants, construction ﬁrms and house-builders.

01934 808 293
hello@insightdata.co.uk

www.insightdata.co.uk
502 Worle Park Way, Weston-super-Mare, BS22 6WA

@insightdata

DOORS

Home, sweet home
The Welsh Streets of Toxteth, a huge award-winning regeneration project in Liverpool that features
composite door manufacturer Vista’s signature XtremeDoor, is due to be completed this April
creating over 200 affordable homes for local residents

I

formed the backdrop for the filming of BBC’s Peaky
Blinders.
Today, thanks to the major regeneration project, the
traditional houses have been recombined into two, three
and four-bedroom homes, while retaining period features
such as high ceilings and large windows.
Ian Smith, Vista’s business development and marketing
manager, says: “Our XtremeDoor composite doors have
played a huge part in completely transforming the historic
Victorian terraces of the Welsh Streets by preserving the
rich heritage features whilst introducing several modern
design interventions.
“The result has been a remarkable revival as the
properties have been turned into high-quality homes for
working families to rent.
“As a Merseyside business, we were incredibly proud to
be able to support such a worthwhile project which has
completely transformed an iconic area of Liverpool, and it
was an honour to be involved in this process from and
early stage and to see our XtremeDoor play a part in it.
“I very much look forward to seeing the completed
regeneration project in April.” ❐
www.vistapanels.co.uk
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n 2016, plans were made for the project with property
specialists Placefirst to refurbish the city’s iconic area.
This was followed by a second stage in March 2018,
where Plus Dane Housing and Liverpool City Council
announced plans for a £17.4m regeneration of the area to
include the refurbishment of 127 properties, with an
additional 99 homes also to be completed in April.
Since then, the Welsh Streets project has won several
North West Property Awards (NWPAs), including best
affordable housing project, regeneration award, and the
judges’ award for excellence.
It was during the first stage of development that
Merseyside firm Warwick Development chose Vista to
install XtremeDoors in a range of colours.
Providing everything you would expect from a classic
composite door, the XtremeDoor provides superb
thermal performance, incredible levels of security, and a
customisable appearance that blends in with every kind of
home.
Built in the 1870s to accommodate Liverpool’s growing
population of dockers and their families, the Welsh Streets
have become an icon of the city – they were the birthplace
of Beatles drummer Ringo Starr, and more recently

ENVIRONMENT

Makes no sense
The boss of a major window and door fabricator has hit out at new government legislation due to
come into play in June that will see trickle vents become mandatory on all
refurbishment/replacement projects.
Conservatory Outlet’s Greg Kane believes the ‘ADF1’ regulation contravenes the demand for
houses to be more energy efficient and could instead lead to homeowners facing up to a £500
increase in energy costs

Greg Kane

G

reg Kane, who has been in the sector for more than
20 years, is calling for ministers to rethink and make
the introduction advisory rather than mandatory.
This proposed solution would mean that a double
glazed, double sealed PVC-U window is replaced with the
same type of window that carries product test certificates
showing that the airtightness has not been made worse.
The decision is then down to the homeowner if they want
to introduce trickle vents or not.
“ADF1 makes no sense whatsoever, it is just going to
cause more financial pressures for the end consumer at a
time when fuel bills are already set to go through the
roof,” says Kane.
“It goes against other legislation that is coming in to
improve energy efficiency and we have yet to see any
concrete evidence for punching holes into what will be
hundreds and thousands of doors and windows every
year. To make matters worse, the Glass and Glazing
Federation (GGF) predicts that 94% of homeowners
don’t want trickle vents.
“There are also significant concerns around an increase
in noise and possible pollution from car emissions finding
their way into buildings.
“We have to give people the choice and this is what we
will be joining with the GGF to lobby government and
opposition MPs to consider.”
Conservatory Outlet employs over 150 people at its
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manufacturing facility in Wakefield, where it fabricates
more than 10,000 windows and doors every year.
The ADF1 legislation, which will go live on June 15th,
comes at a hugely pressurised time for the fenestration
sector with unprecedented demand being delivered
against the backdrop of supply chain disruption and rising
material prices.
This latest potential change could exacerbate
production difficulties, with new tooling required for the
volume of products that will require trickle vents as
standard.
Kane says: “As an industry, we have worked tirelessly to
raise standards over the last 20 years, yet the government
seem hellbent on putting in regulation that will cause an
unregulated grey economy to develop.
“There are so many unanswered questions. For
example, thousands of installations are being sold every
day for completion after June 15th so what does that mean
for them or how will non-compliance be rectified or
managed by local authority building control.
“We are hoping most of the glazing industry will put
pressure on the government to rethink before this comes
into play. It’s not a case of being against trickle vents, it’s
just a case of giving homeowners the choice of doing what
is best for their homes and their own personal situations.” ❐
www.conservatoryoutlet.co.uk
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Your customers deserve
a little peace and quiet

Noise Reduction
Noise Reduction
Window
Company Logo Ltd
PVC-U Casement Window
A Rated Windows

A ++

A ++

A +
A
B
C
D
E
Noise Reduction (Rw)

(In accordance with BS EN ISO 10140-2 or
BS EN 14351.) Actual acoustic performance for a
specific application depends on: the type and
location of the external noise, the location of the
window or door, and how the elements or fabric of
the building perform.
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Correction for high frequency and low
frequency (C,Ctr)

(-1,-4)

Licence No. 123456
Review Date: 03/08/2020
To verify this licence please contact
enquiries@bfrc.org
This label is not a statutory requirement. It is a voluntary label provided as a customer service to allow consumers to make informed
decisions based on the noise reduction performance of competing products.
© Only to be reproduced by permission of British Fenestration Rating Council Ltd

Noise Reduction
Door
Company Logo Ltd
Composite Door
A Rated Doors

A ++

A ++

A +
A
B
C
D
E
Noise Reduction (Rw)

(In accordance with BS EN ISO 10140-2 or BS EN 14351.)
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Licence No. 123456
Review Date: 01/01/2019
To verify this licence: enquiries@bfrc.org
This label is not a statutory requirement. It is a voluntary label provided as a customer service to allow consumers to make informed
decisions based on the noise reduction performance of competing products.
© Only to be reproduced by permission of British Fenestration Rating Council Ltd

British Fenestration Rating Council

Prove acoustic performance with BFRC ratings
BFRC Noise Reduction Ratings let you prove the
acoustic performance of your window and door
products with our highly recognised ‘rainbow’
rating label - independent, impartial, trusted.

By using the renowned BFRC rating scale to
demonstrate the noise reduction properties of your
windows or doors, you can show installers and
consumers the quality of your products.

Homeowners no longer select new windows and
doors s imply based on price. They want to know
what they purchase will improve their home’s
comfort, so product performance is now a priority.

Your products will stand out from your competitors’
and you’ll be able to avoid a race to the bottom
on price. Sell using BFRC proven performance and
leave your customers in no doubt.

Find out more at bfrc.org

NEWS

Right, what’s next?
The home improvement tide will have to turn at some point so how do businesses mitigate the risk
of a predicted market slowdown? FIT Show and Business Pilot have teamed up to explore the
predicted market slowdown, and what businesses can do to mitigate the risks associated with it

I

t is unlikely that in 2022 the UK home improvement
market will see a repeat of 2020 and 2021, which means
that, once the backlog has been cleared, businesses are
going to need to maximise profitability and think
creatively, about where they find leads.
This, coupled with ongoing supply chain issues and a
widening skills shortage, are creating some of the toughest
challenges the fenestration industry h
as ever faced.
Businesses are having to think quickly and smartly about
how to streamline efficiencies, upskill their workforces
and how to secure their supply chain both now and in the
future.
The window and door industry was on target for
significant growth before the pandemic hit, at around 5%
year-on-year through to 2023. The growth that has been
seen in the last 18-months has been exponential, estimates
suggesting that it’s topped 25-30%.
Elton Boocock,
managing director,
Business
Pilot,
says: “We know
December is not a
typical month but
if we benchmark it
across the last three
years, we see that
year-on-year sales
December
2021
were down 23% on
those for 2020. Go
back a year further
to the pre-Covid
era and December
Elton Boocock
2019, and they’re
60% lower.
“Again, there are a number of reasons why no one needs
to panic but it does hint things may be slower this spring
than they have been in the last two.”
Designed and developed by installers for installers
Business Pilot delivers real-time information on true
profitability against every job, as well as helping installers
to manage cash flow, win new business and manage
operations. This includes its drag-and-drop scheduling
board, which makes rescheduling jobs easy, automatically
adjusting ‘back-end’ systems in a single action.
“While there isn’t going to be a crash, some of the
disciplines of running a good business are going to
become more important,” says Boocock, “that includes
running your business efficiently to understand and
maximise your profitability.
“As an exercise that may lead you down some routes
that you hadn’t previously considered, which is what FIT
Show is all about.”
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FIT Show event
director,
Nickie
West, says she is
urging exhibitors
and visitors to
consider this when
prioritising
the
event
which
returns to the NEC
from May 10th 12th. West says:
“We really have
been operating in
unprecedented
times and, whilst
market
demand Nickie West
has been high, we
know that this is going to slow and that suppliers and
fitters need to be investing in the right platforms now to
help secure their pipelines beyond 2022. FIT Show will
come at just the right time to help them do that.”
Boocock says: “We haven’t and I don’t think we are
going to see a crash in demand, so in that sense, we’re not
looking at a cliff-edge. It is, however, sensible to expect
some normalisation and adjustment in the market later
this year. That is likely to represent a contraction on the
last two years.”
This is reflected in some of the figures coming out of the
Business Pilot Barometer, an anonymised measure of
average leads and sales, among its CRM and business
management tool customer base.
This showed a drop in sales of 38% in December. Leads
were down 44% on the preceding month. “That is not
something that anyone needs to worry about,” says
Boocock. “We know that there is a seasonality to sales,
while many retailers decided to take extended breaks at
Christmas.
“They are also busy, and with order books full for 12weeks, maybe installers haven’t brought the same focus to
lead generation because they haven’t had to.The tide will,
however, at some point have to turn.”
West says: “Alongside accessing content, platforms and
service providers who will be showcasing the latest
solutions to help manufacturers and installers to operate
more effectively at FIT Show, we will also be bringing the
market together to collaborate on these key themes for the
first time in three years.
“There’s no time like the present to prioritise improving
business operations – whether that’s investing in the latest
products and technology, learning and upskilling, or just
taking the time to speak directly to suppliers, customers or
prospects.” ❐
www.businesspilot.co.uk
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PURPLEXED
ABOUT YOUR
MARKETING?

In a world where marketing and customer behaviour is constantly
changing, you could be forgiven for being in a state of confusion
when it comes to your own marketing.
As a fully integrated marketing agency, Purplex is powered to
alleviate this stress and help ambitious companies like yours build
their reputation, business, and future.
With more than 35 years industry experience our specialist teams
build campaigns that cut-through the noise and create integrated,
consistent, and clear messages across all platforms to build brand
awareness and drive your business to greater heights.

SPEAK TO THE EXPERTS IN:

MARKETING
CONSULTANCY

PR & MEDIA
RELATIONS

VIDEO PRODUCTION
& EDITING

BRANDING &
CREATIVE

WEB & E-COMMERCE
DESIGN

SOCIAL MEDIA
MARKETING

SEARCH ENGINE
OPTIMISATION

PAY-PER
CLICK

IF YOU’RE PURPLEXED ABOUT YOUR MARKETING, SPEAK TO THE EXPERTS

T: 020 3137 9319

E: grow@purplexmarketing.com | W: www.purplexmarketing.com

HQ: 200 Worle Park Way, Weston-super-Mare, BS22 6WA
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TRADE NEWS

The new residential
he 110m, 29-storey curved on plan Westmark Tower
was the tallest residential tower completed in central
London during 2021. Part of Berkeley Homes Central
London’s West End Gate development in Marylebone, it
features more than 14,000m2 of unitised curtain wall,
designed and supplied by AluK and installed by envelope
contractors Martifer.
AluK worked with the lead architect Squire & Partners,
delivery architect Design Delivery Unit (DDU), façade
consultants Cladtech Associates and structural engineers
WSP on a RIBA 4 system design for the unitised envelope.
Steven Watkins, AluK’s head of projects, says: “AluK’s
specialist expertise meant that we could create a unitised
façade solution for the post-tensioned concrete frame
while making sensible savings on metal and accessory
costs. As well as accelerating the design of the structural
frame, this approach saved Berkeley many months
compared to the normal procurement route and meant
that the tender returns for the fabrication and installation
of the façade were accurate and comparable. It saved the
tenderers the normal costs associated with a bid and
ensured that all the commercial and design iteration took
place pre-bid and was not left to interpretation.”
The final unitised solution features more than 2,200
unitised cells of three principal configurations. Each floor
comprises: a vision cell, typically housing AluK’s
concealed vent and full height glass panes, a panel cell,
specifically designed to house specialist internal
framework to carry articulated GRC (glass reinforced

T

Concrete) feature piers and spandrels, and a recessed
balcony cell with an integrated floating glass balustrade. ❐
www.uk.aluk.com

PAS approved
he KC51 window system from Exlabesa Architecture
UK has now been accredited to PAS24 standard.
The KC51 was subjected to rigorous testing under
strict laboratory conditions, and Exlabesa itself was
closely monitored to ensure that the product complies
with PAS24:2016 enhanced security requirements, and
BS6375 Parts 1, 2 and 3.
The certification body will regularly visit Exlabesa’s
production facility to ensure it continues to meet the same
high standards.
Exlabesa business development manager Simon Moore
says: “The KC51 was already one of the most outstanding
aluminium casement systems on the market, but we are
delighted that we can add PAS24 to its list of benefits.
“We are constantly striving to improve the products we
provide, and in doing so, help our customers win lucrative
new business.
“The KC51 is an open-out window system that offers
top-hung,
side-hung
and
French
casement
configurations.
“The 51mm product can be constructed either
internally or externally beaded, with a rebate adaptor

T
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profile that’s compatible with both opening and fixed
lights, making it highly versatile.
“The system also uses beads, gaskets and other
components from our other systems, allowing fabricators
to reduce their stock holding and save money.” ❐
www.exlabesa.co.uk
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Unit 3, Lloyd Street, Parkgate, Rotherham, S62 6JG

Tel 01709 710100 Fax 01709 525262
Email info@connaughtconservatories.co.uk

www.connaughtroofs.com

Three Solid Roofs - One Fabricator

www.connaughtroofs.co.uk

Give us a call for all your Conservatory Roof needs on

01709 710100
WE DO MORE - SO YOU DO LESS
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A clear focus
A

ir quality specialist Bureau Veritas has welcomed the
recent updates to approved document F, which is part
of significant changes to building regulations, as a step in
the right direction for indoor ventilation – particularly as
the government announces its ‘living with Covid’ plan,
and an end to Covid-19 isolation laws.
Recent research found that more than 12 million
residents in the UK are living with health issues that can
be exacerbated by air pollution, and three million working
days are lost every year because the UK’s air pollution
exceeds the World Health Organisation’s recommended
limits.
Joe Marais, occupational hygiene manager at Bureau
Veritas, says: “Ventilation has become something of a clear
focus both within the home and workplace over the last

two years, with a greater awareness of poor air quality and
ventilation linked to CovidD-19. As the government
announces its living with Covid strategy and an end to all
remaining restrictions, it’s even more vital that businesses
remain alert to the importance of good ventilation in
mitigating the spread of the virus – as well as other
illnesses such as the common cold – ensuring wellbeing
for its staff, and efficiency and productivity for the
business.
“There are a number of simple steps businesses can
take to drive towards greater fresh air ventilation, by
opening windows or utilising air handling units – both of
which CovidD shone a spotlight on. However, the
introduction of Part F places strict technical requirements
on what must be achieved through ventilation.” ❐
www.bureauveritas.co.uk

A strong start
L

eads2Trade says it saw a record month of enquiries to
join its trusted local supplier network in January as
installers look for help to generate the leads they want in
2022.
The UK provider of double-qualified home
improvement sales leads saw a 50% increase in installer
enquiries.
Andy Royle, co-founder, and director of Leads2trade,
says: “Last year really did hit an artificial peak and some
installers are reporting a definite shift to receiving fewer
enquiries from their self-generated efforts”.
“The problem they are now facing is they have put
resources in place to be able to manage volumes over the
last 12 months and maintaining those levels won’t be
easy.”
The increase in installer enquiries was just part of a
strong start to the year says Leads2Trade, with the
company saying it generated more than 20,000 raw
28

enquiries from its consumer comparison websites in
January from homeowners looking for quotes for their
home improvement projects.
In January, the company saw a 69% increase in lead
volumes for home improvements compared to January
2021, with a huge 196% increase in enquiries for
conservatory roofs and a 30% increase in enquiries for
double glazing. ❐
www.leads2trade.co.uk
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PROFINDER
Tel: 07932 243008
Access Systems

www.profinder.eu

Email: mehreen.haroon@profinder.eu
Aluminium
Bi-Folding doors

Conservatory Roofs

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

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

Audio Systems

To Advertise
call Mehreen Haroon 07932 243 008

Colours

AN INDUSTRY LEADING
COLOUR COATING SPECIALIST
FOR WINDOWS, DOORS AND
ROOFLINE
ANY COLOUR IN 5 DAYS

Baypole Jacks

Fly/Insect Screens

Window openers

Get a FREE Quote
on 01924 454856
or visit
kolorseal.co.uk

Handling Equipment

PROFINDER
Tel: 07932 243 008

Machinery

www.profinder.eu

Email: mehreen.haroon@profinder.eu

Gemskill
Gemskil
ill
Limited

SERVING THE WINDOW INDUSTRY

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

www.wmduk.com

Profile Bending
G.M.FORMERS
DRY PVCU PROFILE BENDING
HIGH SPEC FORMERS FOR ALL PROFILES
t: +44(0)1744 24256
f: +44(0)1744 24279
e: geoff@gmformers.com
w: www.gmformers.com

To Advertise
call

Mehreen Haroon-Ali

07932 243 008

Machiner y

Sawing and Machining as it should be

Recycling

– 450
– 650
– 1100
ZX5-E 550
ZX 5-S 800
AUTOFLOW-2 350
per week
per week
per week

01493 742348

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

Profile Bending
Spares for Repairs

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

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

PROFINDER
Tel: 07932 243008

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

Call Freephone:

0800 0850006

sales@andywrap.net

Window Bags & Display Cases

Racking Systems

2022
NEC BIRMINGHAM
10-12 MAY 2022

MISS
UK’S BIGGEST AND BEST TRADE SHOW
FOR THE WINDOWS, DOORS, GLAZING & COMPONENTS INDUSTRY

+4000
+200
SEE THE BEST IN THE INDUSTRY, BE THE BEST IN THE BUSINESS.

NEW SHOW DATES:
NEC BIRMINGHAM, 10-12 MAY 2022
FIT Show is on the move. Same award-winning event, new safer
Spring dates. For more information on FIT Show 2022, visit
www.ﬁtshow.co.uk/exhibit

#FITShow22

CAB Members - Buyer’s Guide 2022
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

Fabricators & Manufacturers

Fabricators & Manufacturers

Finish Architectural
0121 327 0523
www.finisharchitectural.co.uk

APiC UK
0121 541 2121
www.apicuk.ltd.uk
Arkay Windows
01923 803923
www.arkaywindows.com
AWS Turner Fain
01905 774267
www.awsturnerfain.com
Ayton & McKeown
01733 390422
www.ayton-mckeown.com
Barking Shopfronts
0208 591 0504
www.bsfgroup.co.uk
BarnshawsAluminium Bending
0121 521 4297
www.barnshaws.com
CDW Systems
01452 414853
www.cdwsystems.co.uk
Clearway Doors & Windows
01242 513322
www.clearwaydoorsandwindows.co.uk
Crown Doors and Shutters
0191 419 4499
www.crownasl.co.uk
DortechArchitectural Systems
01484 451177
www.dortech.co.uk
Drayton Windows
01603 789389
www.drayton-windows.co.uk
Emperor Shopfitters
020 8590 4466
www.emperorshopfitters.co.uk
Fentrade
01633 547787
www.fentradealuminium.co.uk
Glasshus Facades
01924 890 750
ww.glasshusfacades.co.uk
IDF Aluminium
0844 8000 683
www.idfaluminium.co.uk
MBE Glazing Systems
01422 311889
www.mbeglazing.com
Metalline (Services)
01543 456930
www.metalline.co.uk
Newbury Commercial Glazing
01926 498974
www.newburycommercialglazing.co.uk

NorDan Aluminium
01506 433173
www.nordan.co.uk
Norwich Aluminium
01603 327373
www.norwichaluminium.co.uk
Panel Systems
0114 275 2881
www.panelsystems.co.uk
Prater
01737 772331
www.prater.co.uk
Ridgeway Facades
01452 883817
www.rbegroup.co.uk
Solarlux Systems
01707 339970
www.solarlux.co.uk
The Rooflight Company
01993 830613
www.therooflightcompany.co.uk
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

Consultants
a2n Management
07766 565027
www.a2n.co.uk
Placing Leaders
07921 786629
www.placingleaders.co.uk

Extruders
Hydro Aluminium UK
01773 549300
www.hydro.com

Fabricators & Manufacturers
3D Aluminium
01865 881403
www.3daluminium.co.uk
4 Aluminium
01733 889533
www.4ali.co.uk
Acorn Aluminium
0115 928 2166
www.acornaluminium.com
AEL
01695 732132
www.a-e-l.co.uk
AlchemyArchitecturalAluminium
Systems
01922 634009
www.aaasl.uk
AlimaticArchitecturalAluminium
Systems
01376 347789
www.alimatic.co.uk
AluFold Direct
01706 260700
www.alufolddirect.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
Amberley Doors & Windows
01453 889362
www.amberleydoorsandwindows.co.uk

CAB Members 2022

Finishing
AkzoNobel Powder Coatings
0121 555 1500
www.interpon.co.uk
Barley Chalu
01953 602771
www.barleychalu.co.uk
Chemetall
01908 649333
www.chemetall.com
Powdertech (Corby)
01536 400890
www.powdertechcorby.co.uk
Sherwin-Williams General
Industrial Coatings
0151 486 0486
www.synthapulvin.co.uk
Superior Paint & Powder
Coating
024 7646 4676
www.sppcltd.co.uk
Tomburn Ltd
02392 692020
www.tomburn.com

CAB Members - Buyer’s Guide 2022
Finishing

Hardware

Machinery Suppliers

United Anodisers

GEZE UK
01543 443000
www.geze.co.uk
HOPPE (UK)
01902 484400
www.hoppe.co.uk
L J Pratley & Partners
01277 633933
www.ljpratley.co.uk
L P Window Controls
01268 724506
www.lpwindowcontrols.co.uk
Prosale Automatic Doors
01452 729182
www.prosaledoors.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 Group FasteningTechnology
0330 0555 888
www.sfsintec.biz
Sobinco
07955 282910
www.sobinco.com
Strand Hardware
01922 639111
www.strandhardware.co.uk
Titon Hardware
01206 713800
www.titon.co.uk
VBH (GB)
01634 263263
www.vbhgb.com
Window Ware
01234 242713
www.windowware.co.uk
Winkhaus (UK)
01536 316000
www.winkhaus.co.uk

Haffner Murat
01785 222421
www.haffnermurat.com
Pro Composite Solutions
07921 771771
www.procompositesolutions.com

01484 533142
www.unitedanodisers.com
Vertik-Al
0121 608 7171
www.vertik-al.com

Glazing Products
Float Glass Industries
0161 946 8000
www.floatglass.co.uk
Glas Trösch
0208 366 1662
www.glastroeschgroup.com
Guardian Industries UK
01405 726881
www.guardianglass.co.uk
Pilkington UK
01744 692000
www.pilkington.com
Saint-Gobain Glass
01977 666100
www.saint-gobain-glass.com

Hardware
Alpro Architectural Hardware
01202 676262
www.alpro.co.uk
ASSA ABLOY OpeningSolutions
UK&Ireland
0845 873 4838
www.adamsrite.co.uk
Axim Architectural Hardware
020 8685 9685
www.axim.co.uk
Carl F Groupco
01733 393330
www.carlfgroupco.co.uk
CiiLOCK Engineering
01455 891604
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
Fapim SPA
07535 180 133
www.fapim.it

Installers
Safeguard Glazing Supplies
01780 751442
www.safe-guard.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

Shading Devices
AW Louvers & Ventilation
01684 274608
www.awlouvers.co.uk
Contrasol
01727809459
www.contrasol.com
Duco Ventilation & Sun Control
0333 772 7734
www.duco.eu
Renson Fabrications
01622 754123
www.renson.be

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

Systems Design & Supply
AluK (GB)
01291 639739
www.aluk.co.uk
ALUMIL Systems UK
07552 508097
www.alumil.com/uk
Aluprof UK
0161 941 4005
www.aluprof.co.uk
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Systems Design & Supply

Systems Design & Supply

Testing & Certification

Alutech Commercial UK
0121 824 4788
www.old.alutech-group.com/en
Architectural & Metal Systems
+353 21 4705100
www.ams.ie
Comar Architectural
Aluminium Systems
020 8685 9685
www.comar-alu.co.uk
Decalu Solutions
01249 816969
www.deceuninck.com
Epwin Window Systems
01952 290910
www.stellaraluminium.co.uk

Metal Technology
028 9448 7777
www.metaltechnology.com
Origin Frames
01494 686868
www.origin-global.com
RAICO UK
01329 848175
www.raico.eu
Reynaers Aluminium
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

VINCITechnology Centre UK
01525 859050
www.technology-centre.co.uk

Exlabesa

01302 762500
www.exlabesa.co.uk
HUECK UK
01905 677480
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
Kestrel Aluminium Systems
0121 333 3575
www.kestrelaluminium.co.uk

Testing & Certification
BSI Assurance UK
0345 086 9001
www.bsigroup.com
Element
01902 722122
www.element.com
UL International (UK)
01952 586580
www.ul.com

Thermal Barrier Products
Ensinger Building Products
01443 678400
www.insulbar.com
Technoform Insulation Solutions UK
01789 761323
www.technoform.com
Watkiss Thermalbreak
01335 344450
www.watkissthermalbreak.co.uk

Weatherproofing

Adshead Ratcliffe & Co
01773 826661
www.arbo.co.uk
Hodgson Sealants (Holdings)
01482 868321
www.hodgsonsealants.com
Reddiplex
01905 795432
www.reddiplex.com
SealEco
01698 802250
www.sealeco.com
Sherwin-Williams UK
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 Jessica Dean on 01453 828851 or email
jessica.dean@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
Design & Layour Copyright © Profinder Media Ltd 2022

PURPLEXED
ABOUT YOUR
MARKETING?

In a world where marketing and customer behaviour is constantly
changing, you could be forgiven for being in a state of confusion
when it comes to your own marketing.
As a fully integrated marketing agency, Purplex is powered to
alleviate this stress and help ambitious companies like yours build
their reputation, business, and future.
With more than 35 years industry experience our specialist teams
build campaigns that cut-through the noise and create integrated,
consistent, and clear messages across all platforms to build brand
awareness and drive your business to greater heights.

SPEAK TO THE EXPERTS IN:

MARKETING
CONSULTANCY

PR & MEDIA
RELATIONS

VIDEO PRODUCTION
& EDITING

BRANDING &
CREATIVE

WEB & E-COMMERCE
DESIGN

SOCIAL MEDIA
MARKETING

SEARCH ENGINE
OPTIMISATION

PAY-PER
CLICK

IF YOU’RE PURPLEXED ABOUT YOUR MARKETING, SPEAK TO THE EXPERTS

T: 020 3137 9319

E: grow@purplexmarketing.com | W: www.purplexmarketing.com

HQ: 200 Worle Park Way, Weston-super-Mare, BS22 6WA

TIMBERLOOK IS A MODERN UPVC SYSTEM THAT REPLICATES HERITAGE DESIGNS
HAND-CRAFTED FOR CHARACTER AND CONSERVATION PROJECTS, BUT WITH A MINIMAL
AND UNDERSTATED APPEARANCE THAT IS JUST AS IDEAL FOR CONTEMPORARY PROPERTIES

NO UNSIGHTLY
TRICKLE VENTS

DEEP BOTTOM RAIL
OPTION AVAILABLE
OUR NEW 28-PAGE

BROCHURE WILL DO ALL
THE SELLING FOR YOU!

CALL US ON

01253 888222
TO GET YOUR
SHOWROOM
SAMPLES

PAS24 CERTIFIED

|

SPECIFY TO DOCUMENT Q

|

ON-SITE GLAZING | 70MM FRAME

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

THE BEST INTERNAL AND EXTERNAL
DESIGN AVAILABLE IN A FLUSH SASH

MORTISE & TENON LOOKS | CHOICE OF COLOURS & WOODGRAINS | MATCHING FLUSH DOOR
TIMBERLOOK is the Flush Sash system from Aﬀordable Windows. It boasts an authentic square mortise and tenon looking
fabrication for both the sash and outerframe - with none of the diagonal mitred joints that normally identify uPVC windows.
Featuring a night latch as standard, and with unique design options like a deep bottom rail, traditional cill details, and
concealed trickle ventilation - TIMBERLOOK windows are virtually identical to the most expensive wooden windows.

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

AFFORDABLE WINDOWS

TIMBERLOOK

FLUSH SASH
HERITAGE WINDOW

For more information, contact PHIL MYERS

01253 888222 / 07817 816663
sales@timberlook.com

