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Comment
Last month I wrote that the government had the public really scared by
Covid-19. (Comment, The Fabricator,April) Soon it will have to un-scare them
if it is serious about re-starting the economy.

So far there is no plan as to how lockdown will be eased, though one is
promised. It is entirely probable that no-one has a clue how to go about the
task anyway.The cynic in me thinks that having a control over the population
normally enjoyed by totalitarian regimes might be too attractive to some
around government.

They might not have to worry.According to some recent surveys, whilst in
general the public does not like lockdown, many would still be too scared to
go out. A recent poll for Ipsis-Mori showed that some 60% would be
'uncomfortable' going to bars and restaurants even if the government said it
was OK. It seems that the vast majority are obeying lockdown rules not
because they have been ordered to but because they are scared of catching
the virus or of spreading it. (I also wrote about how risk averse our society
has become.)

40% of those surveyed showed reluctance to go shopping or send their
children to school. Meanwhile the economy is tanking and the government
has no real plan to get it moving. Reports that the lockdown is 'breaking' refer
to a resistant minority – 9% according to a survey by Kings College London.

Things maybe moving on another front thought. The window industry
seems to be coming out of its own lockdown. Manufacturing, into which
category most of the industry falls, was never told to close down.The level of
panic that was stirred up by Downing Street caused almost every business to
close within 24 hours.

The GGF has gone to great lengths, not without grief from some industry
sources, to advise the industry on government guidelines on how to operate
safely.

Six weeks later and there are green shoots.Window manufacturers and the
supply chain are opening, albeit slowly at the moment.The latest to announce
a May come-back is Epwin but was preceded by AluK, CWG Choices and
Aluminium Trade Supplies.VBH was always there, albeit with a skeleton staff.
Interestingly, Rolls Royce has announced its intention to start making cars
again.

The wider economy also seems to be responding with B&Q and Homebase
opening their doors. Next has also announced reopening its bigger, out of
town shops and for sausage roll fans Greggs announced plans to open again.

It will be interesting to see what the government comes up with. It must be
mindful that it has most of the economy living on benefits. Not part of the
Tory manifesto which, if I recall correctly, was rather about making work pay.
You cannot have missed the irony.

I am sure quite a few people have got comfortable with their new paid-for
lifestyles. Companies have been getting 80% of their wage bills paid and at the
same time have reduced overheads with no buildings to run. Barclays Bank
recently talked about not needing big office operations in the future. There
have been tax holidays as well as grants and loans for those that could get
through the application process.

So how will 'normal' be restored. It must be as complicated to unravel all
of that as it was to set it up. And as we leave lockdown we may find the
chancellor, like a smiling maitre 'D, escorts us out with the words: “Your bill
sir .” John Roper
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Glass and Glazing Federation says
that it has been asked by a number

of member companies for clarification
on whether they should or should not
remain open for business.
A GGF spokesman says that the

federation has collated differing views
and interpretations of the government
guidelines both from the membership,
internal staff and industry experts. The
GGF has now contacted the
government for clarification on the
matter of essential workers in
construction.
The GGF says that it has an

unequivocal statement from the
Department of Business Energy &
Industrial Strategy (BEIS).A Directorate
of Construction spokesman says:
“There is currently no distinction
between essential and inessential
construction work in England. The
government’s position is that
construction work can continue,
provided the worker is not displaying
symptoms of Covid-19, does not need
to self-isolate for another reason, and
that the work can be done in a manner
consistent with the guidelines published
by Public Health England (PHE).”
The GGF says that it has relayed the

government’s response to its member
companies as well publishing it on the
GGF.org.uk website, the very latest (9th
April) government guidance on social
distancing in the workplace and the
more detailed guidance from Public
Health England. In addition, it has
published the Site Operating
Procedures produced by the
Construction Leadership Council.
To further help member companies

decide on whether they should
continue to operate, the GGF has
advised that business owners should
conduct a thorough health and safety
risk assessment of the workplace and
contact their insurance providers to
ensure that employer’s liability and
public liability insurance policies are
unaffected during this period, as long as
all the government and public health
guidelines are adhered to.
John Agnew, GGF managing director

says: “Though we are pleased the
government responded in a swift and
clear manner to clarify this important
matter, this a fast-moving and changing
situation. I would therefore advise all

members to be responsible and if they
choose to operate, then they should do
so within the government’s health and
safety guidelines and social distancing
guidance. In the meantime, to help
companies cope the GGF will closely
monitor the situation and continue our
correspondence with government
during this extraordinary time.” �

John Agnew has issued a comprehensive
statement on the GGFs position: www.

thefabricator.pro
www.ggf.org.uk

Carry on, with caution

Failure
to launch
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benefits. The loan scheme got off to a
faltering start as the banks displayed
their usual reluctance to help and Rishi
Sunak's old boss from Goldman Sachs
was parachuted in to help sort out the
mess. Many firms are still struggling to
get help and Sunak has admitted that
not every business or individual can be
helped.
The IMF has warned that the world

faces its worst decline since the1930's
depression. The UK economy alone
could shrink by 35% in the next two
months if lockdown isn't eased
according to the Office for Budget
Responsibility (OBR).The IMF’s forecast
for the UK sees the economy shrinking
by 6.5% in 2020 against a world decline
of 3%.
Whilst the OBR believes that the

government's business help packages
will limit the longer term damage, many
smaller businesses and many of the self
employed are falling through the cracks.
Many small businesses do not pay
business rates so don't qualify for small
business rate relief so will not get a
£10,000 grant which is administered by

With 140,000 companies locked
down applying for the business

retention scheme it looks like the entire
UK economy is poised to end up on

local authorities. Local authorities are
supposed to contact eligible businesses.
The individual fallout will be huge.

Many small businesses will simply
disappear and along with them millions
of jobs. Unemployment is expected to
hit 10% which means 3.4 million people
without jobs by the end of June
according to the OBR.
Rumours that the lockdown might be

eased were quickly denied. The prime
minister, who remains at Chequers and
has not been seen for weeks, was
quoted as saying that he was fearful of a
second Covid-19 peak. �

www.gov.uk

John Agnew
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Regardless of hitting sales targets, businesses can have
the rug pulled from underneath them by less-than-

acceptable cash flow.This could be due to lower sales or a
declining market, especially when in a crisis such as
Covid-19.

When you are supplying materials to other businesses,
the lack of demand due to the crisis can be a significant
factor in reduced cash flow. Employees and company bills
will not wait for your customers to pay so upfront cash
may be needed to offer your products and services. It can
be easy to run out of cash trying to fulfil existing orders.

Plan ahead
Communication and compassion are the things that

need to be taken into consideration, but planning how to
steer the business during lockdown, especially if it is
continually being extended is incredibly important.

Draw up several scenarios for the business. Could
everything be shut down for a month perhaps? What
about a custom email so people can request window
materials for the summer season? Or how about a deposit
scheme for customers wanting a specific window
fabrication for a specific date?

All of it should be planned with your team who want to
make sure that they have a job to do during these times. It
can help them feel safe, valued, and secure that there is
money coming in.

Chase invoices
By now you should have at least looked into the

Business Support Fund that the government has
provided, but for self-employed individuals such as
contracted fabricators, grants of up to £2,500 can be
given if the last three years of invoices and tax returns sent
through HMRC can be verified. Even if payments are due
from another business or customer, show some
compassion towards them; they may be struggling to pay
their own bills more than you.

Keep track using software
There is fantastic accounting software that can really

help your business keep track of what’s coming in and
what’s going out. Software such as QuickBooks and Sage
are great examples of easily accessing company books and
what can be managed during these times.

But even with this, it also helps to communicate with a
wider net of your team to let them know of the current
cash flow situation.

It always helps to keep the communication lines open
throughout a crisis, with both your suppliers and
customers; so you know exactly when to expect money
going out and coming in.

Throughout a crisis such as coronavirus, it is incredibly
important to have some compassion. Everyone is in a
similar situation here, and it might be the case that people
simply cannot afford to pay their invoices right now.
Unless your business itself is in dire straits, it might be best
to wait it out as long as you can before chasing payment
through solicitors’ letters and other such means. As long
as businesses can work together for the greater good here,
everyone will pull through.

www.forbesburton.com

Remaining stable
When you are supplying materials to other businesses, the lack of demand due to the crisis
can be a significant factor in lesser cash flow.
Here, Rick Smith, managing director of Forbes Burton, comes with a few key points to
manage cash flow while in a crisis such as Covid-19

Rick Smith
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One of the questions I am frequently asked is what
companies should be doing about their marketing

during the Covid crisis, the messages they should be
putting out and how they should manage their marketing
budget.

Some companies have adopted a ‘radio silence’
approach, but this is completely wrong. Your customers
are also feeling uncertain and they need to know how you
are reacting to the crisis. Staying visible is paramount at
this time, while adapting your marketing strategy will be
essential going forward.

During my webinar, I outlined five key strategies that
business owners, directors and marketing teams should be
doing right now.

Be a pilot
There are five types of business responses during

uncertain times.
1/. The ostrich, with its head in the sand hoping it will

go away
2/. The victims who feels sorry for themselves and

blames everyone else
3/. The retreater who knee-jerks and scales back the

business
4/.The cheerleader, who thinks everything will be fine
5/. And the pilot, who is pragmatic, decisive and sees the

whole picture
Now is the time for you to be a pilot. Having a clear

strategic view on where you want to be, how you are going
to get there and taking the right steps quickly to maximise
the results and minimise risk. Having the right crew and
support team will help you reach your destination.

Keep in touch with customers
While you might have had to close your factory,

showroom, and on-site activities, the customer-facing side
of your business should be open as keeping in touch with
your customers, responding to emails, dealing with
enquiries and handling quotes will help you build a sales
pipeline so you are ready to go when the green light comes
on.

And, with more time on their hands, people are more
receptive to communications than ever before, so staying
visible and sharing valuable information will be
appreciated by your customers.

Focus on your share of voice
Rebuilding their business after the crisis subsides is on

many people’s minds.There is a correlation between your
share of voice (your marketing communications,
advertising) and your share of the market. Companies
who increase their share of voice will, over time, increase
their share of the market.

As some competitors pull back on marketing activity,

Almost 300 business leaders attended a Marketing in Uncertain Times (MUT) webinar hosted by
marketing expert Andrew Scott. It provided valuable advice on how to navigate through the current
coronavirus crisis. Scott talks about the five strategies from the webinar and how they will be just as
vital when business opens its doors again

Five points of MUT

Andrew Scott is one of the industry’s leading business and
marketing experts and in the last 30 years has worked with
and advised hundreds of companies in the building
products and home improvement sectors, during both good
and bad times. www.purplexmarketing.com

stepping up and
remaining visible and
active will help you win
more market share.

Build your brand
Companies with a

strong brand perform
much better through
uncertain times, with
research suggesting they
bounce back from a crisis
around 18 months
quicker than companies
without little brand
recognition.

In uncertain times
customer loyalty increases and we are more selective of
where we spend our money and gravitate towards brands
we know and trust.

Don’t wait
The truth is uncertain times can provide a leveller as

your competitors are also facing the same challenges.
Cutting your marketing activity could be catastrophic for
your business, employees and customers, while delaying
activity may result in a much slower bounce-back giving
competitors an edge that is difficult to recover from.

The hard work starts now
The economic impact and fall-out from the coronavirus

pandemic will be with us for the foreseeable future so it is
inevitable that your business will need to adjust.
Reviewing your marketing strategy and working with the
right partners will be critical.

There may be a silver lining. As consumers have spent
weeks in lockdown, they have gained a new appreciation
(or not) of their homes. Many will want to carry out
improvements or add more space to their property.

Right now, your customers are online, researching,
learning, and engaging with content – and they need to
see that you are taking a prominent role as normal service
starts to resume and it’s full steam ahead.

The companies that will recover fastest and win most
market share over the next year will be those with a
‘pilot’s’ view, who focus on their customers and their
brand, and develop strong, effective marketing strategies. ❐

Andrew Scott



tries to claw its way out of the
problems created by almost
shutting down for over two
months due to the pandemic.

To add to contractual
awareness and economics, the
association has also considered
how members should deal with
crisis communications and social
media in general during this
period. Sessions have been led by
David Glenwright, head of
training and special projects at
JC Social Media, who highlighted
in Planning for the Unexpected how important it is to
continue a market presence and campaigning, even while
some customers may be shut or only partially working. He
highlighted several ways in which companies could
communicate through social media in a highly positive
manner that they were returning to work after a short close
down or period of running a skeleton staff. One of the key
areas social media can be employed is to try to allay the
fears of customers and suppliers by highlighting that
government safety guidelines and social distancing are
being rigorously adhered to. However, there is also the
opportunity to celebrate any staff who might have
undertaken voluntary work while furlough or important
health sector related projects that have been worked on in
recent months.

Moving forward, CAB recognises the unparalleled
period of change that the whole sector will undergo. Key
projects such as moving to a full Closed Loop Aluminium
Recycling Scheme from the initial pilot project will continue
to be promoted as the association looks to increase the
volume of metal recorded from the current 3,000 tonnes.
Increasing the competence of the current workforce is also
crucial and CAB will continue its partnership with GQA
Qualifications to launch a new CAB Curtain Walling
Installers Card (CSCS). While these projects have been
delayed, they are still crucial in both promoting the
sustainability credentials of our 21st century material –
aluminium, and in reducing the levels of snaggings onsite
which cost valuable time and money to rectify.

The new buzz words going forward are undoubtedly
flexibility and adaptability while ensuring everyone
remains safe and well. ❐

The immeasurably challenging times that we face have
created a level of uncertainty across the whole of the

UK construction sector as companies urgently seek
clarification of various pieces of government advice and
information surrounding the Covid-19 pandemic. First
and foremost is the need for companies to keep staff and
customers safe. There has also never been a greater need
for clear, concise information and communication.

For its part, CAB has focused on communicating a wide
variety of information to members in the form of a hub on
its website and a major series of regular webinars with
leading speakers in the absence of face-to-face networking
events.

Developing a detailed contractual awareness webinar
series has been key in supporting aluminium in building
sector. The series presented by Geraldine Fleming,
operations director, Driver Trett has proved incredibly
successful with nearly 140 members logging on for the
sessions to date which have considered areas such as:

● Covid-19 - Key Contractual Perspectives
● Covid-19 and NEC 3
● Payment Issues
● Record Keeping
The series has been especially

popular because events have
moved so quickly in March and
April and future topics will look
at Covid-19 – Contractual
Updates, Essential Knowledge for
preparing Claims and a
Contractual Awareness question
time.

One of the many issues that
members have raised in the
lively Q&A sessions online has
been that of how difficult it is
for estimators to price work at
the current time. It has been
suggested that this will
inevitably lead to companies time limiting their quotes.
Where previously this might have been 30 days, this could
easily become only seven days in the current conditions.
Inevitably with social distancing being introduced in the
workplace, certain types of work will take longer to
complete. One of the key roles of any association is to
provide and share best practice as widely as possible
amongst members.

CAB works closely with the key umbrella organisation,
the Construction Products Association. Its economics
director, Prof Noble Francis was an enlightening speaker
on a webinar in mid-April on Economics & Construction –
Where do we go from here?’ While there are some positive
forecasts that construction can make up significant lost
ground by the end of the year, there is also concern at the
vulnerability of businesses in cash flow terms as the sector
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For further information on CAB and its activities contact
Justin Ratcliffe at justin.ratcliffe@c-a-b.org.uk or

jessica.dean@c-a-b.org.uk

CAB ceo Justin Ratcliffe looks at the need for flexibility and adaptability in the current
pandemic environment

ALUMINIUM – THE COLUMN

Justin Ratcliffe

Your next webinar

Justin Ratcliffe

Geraldine Fleming
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Fabricators buying from AluK now have access to a
new website with practical tips and advice on all

aspects of marketing from social media to photography.
The emphasis throughout is on things which fabricators

can do for free and includes step by step guides and free
content which can be used by anyone within the business,
regardless of whether they have any previous marketing
experience.
Sioned Roberts, AluK’s marketing director, says the

website had been planned for some time but has been fast
forwarded so that it is useful to customers at the time
when they need it most. She says: “In any kind of
economic downturn, all the advice is to continue investing
in marketing. It is important to maintain awareness of
your business and to promote your competitive
advantage. These are extraordinary times of course and
unlike any downturn we’ve seen before, but customers
who focus on their marketing now will undoubtedly do
better when the restrictions are lifted than those who do
not.
“It doesn’t have to cost a lot of money. It’s more about

investing time and acquiring valuable skills and
knowledge which can be applied cost effectively to make
the most of the opportunities which will exist when the

current lockdown comes to an end.”
The new AluK website includes a mix of downloadable

guides to social media, PR, email marketing and
photography, as well as infographics, blogs and video
guides on improving websites, creating case studies and
establishing brand guidelines. It can be used by customers
in the trade, retail and commercial sectors and has
elements within it suitable for any size of business.
Roberts says: “There are beginners’ guides here for

fabricators who have never used social media before and
also more advanced guides on creating graphic based
content to use online and advice on advertising on a range
of social media platforms.We cover everything from using
Google Ads to learning basic photo editing software and
even the do’s and don’ts of writing a press release.
“It is a marketing toolkit exclusively for AluK customers

which we hope will go some way towards helping them
through this crisis.”
AluK customers will receive an email giving them their

own personalised log in to the website and they will be
able to contact the AluK marketing team direct for
additional help and advice on returning to work after the
lockdown, with tools for implementing safe working and
social distancing. �

www.aluk.com

Online marketing
ALUK has created a package of marketing support for its customers to help them help
themselves out of the coronavirus crisis

It is far from business as usual for anyone in the
construction industry at themoment but Senior
Architectural Systems has pledged to support
its network of fabricators and installers in every
way it can.
Like most companies, the aluminium
fenestration systems manufacturer has had to
quickly adapt to the evolving challenges of the
current Covid-19 outbreak to protect both its
staff and customers.After putting a number of
safety procedures in place, Senior remains operational and is utilising a core team of experienced and
essential staff to continue to support its supply chain and provide fenestration systems for use on a
number of vital construction projects in the healthcare and education sectors.
Although many departments are temporarily working remotely in line with government advice,Senior
is still able to offer its trade customers access to a wide range of services.
Senior’s sales director James Keeling-Heane says:“These are challenging and unprecedented times and
we know that many of our supply chain partners have temporarily closed their doors.Many others have
remained operational, and we are proud to be working with them to deliver a number of important
contracts.” �

www.seniorarchitectural.co.uk
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There are many ways of completing the various projects we undertake in both our personal and
business lives. So, what are the ‘drivers’ to complete the work required? How do we view the
timeline to completion, what resources do we use and what inconveniences do we experience if we
have to do the work again?Taking a step back and looking at these issues enables us to better
understand the work we require and how to complete it writes Wojciech Brozyna, managing
director of Aluprof UK

STRUCTURAL GLAZING
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The question is do we look for a ‘quick fix’, one that
will possibly fail at some point, or do we look at a

‘permanent fix’, something that we can complete and
forget, or hopefully have pride in a job well done? What
about costs? I suppose it depends on our timing,
availability of funds and potential inconvenience.Window
and facade requirements easily fall within these basic
parameters and mind sets.

Let’s look at an example, a vertical ribbon glazing
requirement over several floors, do we use curtain wall, or
do we consider a stacked window system? The curtain
wall, correctly specified and installed, could be seen as a
‘permanent fix’, whilst a vertical run of jointed windows
could be seen as a ‘quick fix’ and certainly cheaper. So, do
we prioritise the ‘sell’ and offer the cheapest solution, or
do we ‘specify’ offering the client the robust and probably
correct solution for a long and trouble free installation?
Maybe both approaches could be correct, but we need to
determine the client’s requirements.

When a commercial aluminium systems company or
installer quotes for a project, they are seen as the
‘specialist’. No one on site will generally question the

Working the work

specification, as long as it is broadly in line with the
architects design unless the main contractor has employed
their own facade consultant, or has a full time facade
manager involved. In the absence of this further specialist
do we ‘sell’ or ‘specify’? Often to gain an order, some
installers will offer the most cost effective solution based
on installation costs, but, by looking at the project as a
whole and not the system being costed in isolation, a more
robust system can be used at a similar cost if the
installation was ‘value managed’.

Value management looks at every process from order
through to completion. In the facade industry the
principles of value management have been adopted by
Aluprof to deliver competitive installations in conjunction
with their extensive network of fabricators and installers.

To begin with, an overview of the complete project
programme is needed, with each of the processes and
deadlines for completion itemised. It is at this stage that
options are discussed. One of the obvious choices is that of
the system to be used for the facade, as with other high end
systems companies, Aluprof offers its systems in various
designs to meet the exact needs of the building. An
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example of this can be seen in Aluprof's MB-SR50N
curtain wall system. Far from being a single system there
are many options to choose from; these include various
insulation levels, capping options or structural
arrangements, each choice represents a cost or a cost
saving. It's a little like specifying options on a new car

taking the base model of choice as a starting point. A
further consideration is the optimisation of aluminium
profile cutting. To reduce wastage on fabrication, profiles
can be extruded to special lengths which offer high levels
of cutting optimisation which in turn reduces material
waste, which reduces costs. These are just some of the
important issues that are reviewed in the value
management process which ensures that the completed
project performs exactly as specified and perfectly meets
with the clients expectations.

Utilising BIM to its fullest extent will always ensure that
complications are discussed and cleared at very early
stages, this again saves cost further down the supply chain.
Utilising BIM reduces the quantity of detailed installation
drawings that need to be completed which complement
the BIM model. Aluprof offers a wide range of BIM
models which are constantly being revised to offer as much
data as can be easily incorporated into a current BIM
project.

With a large systems company such as Aluprof, working
on the value management of a project at the very early
stages, options such as choice of fabrication location can
be explored to offer the best value and quality. An example
of this could be complex details within a unitised project
where a local fabricator could produce all the standard
units and where complex, say curved units, are
manufactured elsewhere, where specialist equipment is
available. The key to any programme would be to add
value, not in cost terms, but in quality and time

performance. As we are all too aware, time delays on site
carry significant costs for both main contractor and
consequently sub-contractor.

To ensure that any installation meets exacting site
requirements, new profiles can form part of the value
management process. New profiles could offer not just a
better detail, but new profiles can reduce costs and can
reduce the time taken to install on site. At the extreme end
of value management is the option of developing an
entirely new system to meet a projects requirement. The
experience within the technical team at Aluprof makes this
option entirely possible, as it has been done before.

Installation value management could mean that on site
teams are chosen with installers who are fully experienced
in the exact systems being installed, possibly by making up
new teams with highly experienced site agents who know
the systems being used very well as they have worked on
extensive installations using the same systems.

These are just a few of the considerations reviewed when
Aluprof is specified in any facade or window project from
the early design stages. The results speak for themselves,
with Aluprof’s growth in the UK working for some of the
largest commercial contractors.

Since setting up the Aluprof project office at the
Business Design Centre in London the company has
rapidly grown its specification influence in the UK with its
high performance architectural aluminium systems. With
overseas growth across Europe spreading into the Middle
East and firm roots already in the East of the USA, the
company is becoming a global player in facade supply. ❐

www.aluprof.co.uk



SECURITY HARDWARE
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While features such as security cameras, outdoor
lighting and smart doorbells are effective deterrents,

criminals are still developing new ways to break into
homes. Burglars are now opting for industrial-strength
tools such as blowtorches to burn through locks on PVC-
U doors to gain access to a property. Burning the locks
inflicts enough damage to enable the criminal to bend and
snap or remove the lock entirely.

According to a poll byThomas Sanderson, it is reported
that 40% of British homeowners have some form of
security camera installed on their property. Although 91%
of participants stated that their reason for installing a
camera is ‘to deter criminal’, surprisingly a third of UK
homeowners still don’t double lock their back doors.With
this in mind, it is important to consider the ways criminals
can break into a house and what can be done to prevent it.

Lock snapping
Despite the fact that locks are the one element of our

windows and doors that provides the security we need to
feel safe in our homes, they are usually the first target for
a burglar. Old, worn or poorly fitted locks can be a huge
vulnerability on a home as they are easier to break.

To prevent locks from being damaged, snapped or
removed, it is advised to ensure that when buying or
replacing a new lock, it meets British Standards
requirements. In particular, TS007 (three stars) and is
SS312 Star Diamond Sold Secure ratings will ensure that
a lock can withstand damage caused from both traditional
and industrial strength tools, including blowtorches.

Open windows
If the burglar isn’t entering a property through the front

door, then open windows are often the next target.
Throughout the summer, homeowners often open
windows to let in cooler air but this provides a simple and
easy route for burglars to gain entry.

To reduce the likelihood of your home being burgled,
it’s important to remember that burglars often monitor
homeowner’s routines and take note if there is a specific
time of the day that the windows are left open. Security
grilles can be fitted to surround windows and doors to
restrict entry from outside, while still letting air and light
in, whereas smart sensors can send alerts to your phone if
a window is left open and you leave the property.

Forced entry
While lock snapping and climbing through windows to

gain access usually only causes small amounts of physical
damage, criminals can use more aggressive tactics, like

Burglars are modernising their tactics. From using conventional lock picking tools, some are now
using industrial strength equipment, such as blowtorches, to gain access to homes. However, 74% of
burglars actually enter a property through the front door. Regardless of how they gain access, now is
the time to evaluate the security of your home – starting with the windows and doors. Nick Cowley,
managing director at windows and doors manufacturer Euramax, writes

Picking your locks

forcing entry by
breaking down a
door or prying a
window open, if
they are even more
determined.

Similar to lock
snapping methods,
criminals often
target windows and
doors that are old
or worn, meaning
burglars are
unlikely to select a
new, strong door,
such as those made
from composite
materials, as their
first point of
attempted entry.

Windows and doors that have been incorrectly installed
also risk being easily identified by burglars. For example,
if a double-glazed window has been fitted with the
beading on the outside of the pane, it can in fact be
removed from the frame. This is a major security risk, so
using a professional installer will reduce the chance of
anything being installed incorrectly.

Prevention
Whilst ensuring that locks meet British Standards and

that windows and doors are installed correctly can deter a
criminal from gaining access to your home, it is important
to also consider the material that your windows and doors
are made from.

Although PVC-U has been a popular fenestration
material for many years, there has been an increasing
demand for composite windows and doors. Among the
design aesthetic potential that composite windows and
doors offer, they are also extremely strong compared to
PVC-U due to the internal composite core, which is
extremely difficult to break – making composite doors
stronger and more durable.

It’s critical that homeowners evaluate the security of
their windows and doors to prevent and deter criminal
behaviour. By considering security features and selecting
a stronger material like composites, homeowners could
significantly help to increase the security of their home
and decrease the percentage of criminals literally walking
in through the front door. ❐

www.euramaxuk.com

Nick Cowley



WE ARE THE UK’S NUMBER
ONEMANUFACTURER OF

– Specialist in bespoke design for site use
– Made to suit your facility
– Free delivery on bulk orders

GLASS AND
PROFILE
HANDLING
EQUIPMENT

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

Our products include a varied range of
equipment ranging from stillages, racks and
tables to specialised optimisation trolleys.



take that level of
sophistication for
granted. Software
shouldn’t dictate how
you sell or inhibit you
because it’s slow or
clunky – it should
enhance the way you
want to sell.

I loved selling in the
home for our family
business, and selling
quality windows and
doors to homeowners
underpinned the
success we had at
TimberWindows.com
and at Jack Brunsdon
Ltd. But I also love
tech and being able to
inspire homeowners with visions of how their property
could look, wherever they are.

I believe remotely-enabled installers will soon take it for
granted that they can also sell without leaving their
showrooms, and homeowners will take that benefit for
granted too. ❐

For more on remote selling – and my experience in adapting
my own business to sell this way – visit

www.tommytrinder.com/remote-selling.

TRADE NEWS
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As an industry that relies on selling to people in their
homes, installers everywhere are threatened by

Covid-19 and a nationwide lockdown. And because it
threatens installers, it threatens the industry that supplies
them.

The situation is changing day by day, and we’re all
trying to adapt as quickly as we can. But if installers stop
selling completely, the industry will grind to a halt very
quickly. Many small firms and companies who supply
them will go out of business.

However, not being able to physically visit a customer
at home doesn’t mean they can’t sell, and it doesn’t mean
business has to stop. Modern presentation technology
allows installers to continue to contact and sell to
homeowners remotely, and those that do so now will set
their companies up to succeed when the lockdown is over.

Homeowners (or installers) can take photos of the
house and – remote from each other – design the windows
and doors together, discussing the details via email, over
the phone or even video calls, screen-sharing
photorealistic images and quotes. Most industry
visualisers fall well short of this capability, but most of us
carry an intuitive, very smart phone in our pockets and

Hey, we’re open!

Dean Bradley,Glazpart sales and marketing manager says:"Thanks to the dedication,commitment and
flexibility of our team in Banbury the Glazpart factory is still operational. Our team is committed to
supporting our customers especially those serving the NHS, medical and food markets.
"We are still accepting orders from all our customers alongside these key market customers in the fight
against the Covid-19 pandemic and we are actively looking to support medical device customers and
their injection moulding supply chain.If we can assist as a full-service moulding company in any way from
contract moulding, complete tool room services, machining or assembly, contact us. However it should
be noted that we have introduced the recommended measures to ensure the safety of our team."
Bradley says that in the present crisis:
•The factory is operating additional cleaning and PPE control measures.
• Some of the team are working remotely where possible.
• Glazpart is working closely with delivery contractors to ensure it
can continue to deliver although signed POD’s currently may not be
available.
• The company is working closely with its supply chain to ensure it
has the right stock.
• All non-essential meetings on or off-site have been postponed
though account managers are available as usual.
• Full product support is available by email and phone.
According to Dean Bradley:“ We are monitoring the government’s advice closely and operations may
change depending on this advice.There has been a huge amount of work and planning to achieve our
current position to safely continue to be able to supply product.We wish all our customers the very best
in this unprecedented time and we wish you all to stay safe. If you are still operating send your orders
through and we will manage these to our best abilities.” ❐

www.glazpart.com

Chris Brunsdon, CEO ofTommytrinder.com says
that the fact that window makers can no longer
visit customers doesn't mean that they can't sell
windows

Chris Brunsdon



Creative
website design

from £400

Top agency
design but not
the cost
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
07784 268685
or cotact us by email at
info@stevebryant.co.uk

www.stevebryant.co.uk



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

Baypole Jacks

Colours

Aluminium
Bi-Folding doors

PROFINDER www.profinder.eu

You can buy jacking kits from as
little as £5.00 each (subject to
order). Kits manufactured to fit
most systems with various loadings.
Top and bottom adjustments meet
Fensa requirements.

Systems Duraflex, Swish24/7, Eurocell,
Status, Synseal, Kommerling, Veka
CAP DESIGNS LIMITED

53 Pound Lane Central,
Basildon, Essex, SS15 4EX

Phone: 0844 4772505
Fax: 0871 2214305

E-mail: capjacking@aol.com
Web: www.capdesigns.co.uk

e as £5.00 eac£5.50

Access Systems

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

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

Aluminium Fabricators

Conservatory Roofs

Fly/Insect Screens

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

Tel: 0121 740 0217
Kolorseal Midlands

Tel: 01924 454856
Kolorseal

Window openers

Colours

Glass Handling



Machinery

Limited
SERVING THE WINDOW INDUSTRY

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

All makes of New Machinery at competitive prices
Large selection of Refurbished Machinery
Part Exchange welcome
All machines supplied with warranties
Highly skilled service engineers for all your repairs,
breakdowns and servicing
Fast response spares department

SERVING THE WINDOW INDUSTRY

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

WE PROVIDE A FAST, FRIENDLY AND COMPETITIVE SERVICE

G llGemskilGeGG s llem kilGG iGemskill

PROFINDER www.profinder.eu

Machinery

Sawing and Machining as it should be

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

ZX3 550 – 650
per weekAUTOFLOW-2 350 – 450

per week ZX5 800 – 1100
per week

Profile Bending

Profile Bending

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

■ PVCU profiifile bending arch
and angle specialists

■ 7-10 working day turn
around

■ Over 20 years experience
■ Competitive prices

Recycling

MISMEASURED WINDOWS &
DOORS MUST BE GLAZED

BOUGHT FOR CASH

01895 239 607
07860 812 675

THE YARD
RECYCLING CENTRE

www.theyardrc.co.uk

Spares for Repairs

Racking Systems



Window Bags & Display Cases

Machinery

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

PROFINDER www.profinder.eu

Window Protection Film

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

Call Freephone:
0800 0850006
sales@andywrap.net

• FREE NEXT DAY DELIVERY
(NO MINIMUM ORDER)

• AVAILABLE IN CLEAR
OR BLUE

• SOLVENT BASED ACRYLIC
(BEST YEAR-ROUND ADHESIVE)

• SUPPLYING THE GLAZING
IIINNNDDDUUUSSSTTTRRRYYY FFFOOORRR OOOVVVEEERRR 222555 YYYEEEAAARRRSSS

INSTALL

SPECIALISTS TO UPVC AND
ALUMINIUM INDUSTRY

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

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

For buying or selling Contact:

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

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

MACHINE SALES & SERVICE

G15 6RY



@insightdata

Insight Data’s online platform, SalestrackerTM, is designed
to help sales and marketing people win more business.

Call 01934 808 293,
or email hello@insightdata.co.uk
for a free online demo.

Instantly target new customers
from our database of 60,000
fabricators, installers, builders,
contractors, merchants and
architects.

Access in-depth business
information to help your sales
team win more business - and
avoid bad risk prospects.

Open up new customers
and routes to market across
commercial, new build, trade
and merchants.

1 2 3New customers MARKET INTEL DIVERSIFY

New
customers

Market
Intel

Diversify

www.insightdata.co.uk



Allied Glazing Systems
0114 243 3595
www.allied-glazing.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
APiC UK
0121 541 2121
www.apicuk.ltd.uk
Arkay Windows
01923 803923
www.arkaywindows.com
AWS Turner Fain
01905 774267
www.awsturnerfain.com
Ayton & McKeown
01733 390422
www.ayton-mckeown.com
BarnshawsAluminium Bending
0121 521 4297
www.barnshaws.com
CDW Systems
01452 414853
www.cdwsystems.co.uk
Clearway Doors & Windows
01242 513322
www.clearwaydoorsandwindows.co.uk
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
Fineline Aluminium
01934 429922
www.finelinealuminium.co.uk
Glasshus Facades
0113 390 0126
ww.glasshusfacades.co.uk
Granada Secondary Glazing
01909 499850
www.gsecg.com

Architectural Metalwork Fabricators & Manufacturers

Fabricators & Manufacturers

Fabricators & Manufacturers

Consultants

Extruders

Finish Architectural
0121 327 0523
www.finisharchitectural.co.uk
OnLevel
0161 804 9500
www.onlevel.com
Presstek
01527 918651

Aluminium Shapes
01536 262437
www.alishapes.co.uk
Hydro Extrusion UK
01773 549300
www.hydro.com

a2n Management
07766 565027
www.a2n.co.uk
BSI Assurance UK
0345 086 9001
www.bsigroup.com
Element
01902 722122
www.element.com
E P Consultants
01785 824580
NET Project Management & Consultancy
01775 712771
www.netpmcs.co.uk
Placing Leaders
01280 817835
www.placingleaders.co.uk
The Design Solutions Business
01922 277310
www.dsbltd.com
VINCITechnology Centre UK
01525 859050
www.technology-centre.co.uk
WintechTesting & Certification by UL
01952 586580
www.wintechtesting.com

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

CAB Members 2020

CAB Members - Buyer’s Guide 2020
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

HansenFacades
0161 284 4109
www.hansenfacades.com
IDF Aluminium
0844 8000 683
www.idfaluminium.co.uk
MBE Glazing Systems
01422 311889
www.mbeglazing.com
Metalline (Services)
01543 456930
www.metalline.co.uk
NorDan Aluminium
01698 376922
www.nordan.co.uk
Norwich Aluminium
01603 327373
www.norwichaluminium.co.uk
Open Entrances
01923 277901
www.openentrances.co.uk
Openwood Facades
01268 574260
www.openwoodgroup.co.uk
Panel Systems
0114 275 2881
www.composite-panel.co.uk
Prater
01737 772331
www.prater.co.uk
Ridgeway Facades
01452 883817
www.ridgewayglazing.co.uk
Solarlux Systems
01707 339970
www.solarlux.co.uk
The Rooflight Company
01993 830613
www.therooflightcompany.co.uk
The Standard Patent Glazing
Company
01924 461213
www.patent-glazing.com
TheWindowGlassCompany(Bristol)
0117 977 9292
www.windowglass.co.uk
Total Aluminium Systems
01823 353395
www.total-aluminium.co.uk
Unique Window Systems
0116 236 4656
www.uniquewindowsystems.co.uk
Vitral UK
01223 499000
www.vitral.co.uk
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AkzoNobel Powder Coatings
0191 401 2281
www.interpon.co.uk
Barley Chalu
01953 602771
www.barleychalu.co.uk
Chemetall
01908 649333
www.chemetall.com
Powdertech (Corby)
01536 400890
www.powdertechcorby.co.uk
Sherwin-Williams General
Industrial Coatings
0151 486 0486
www.synthapulvin.co.uk
Superior Paint & Powder Coating
024 7646 4676
www.sppcltd.co.uk
Tomburn Ltd
02392 692020
www.tomburn.com
United Anodisers
01484 533142
www.unitedanodisers.com
Vertik-Al
0121 608 7171
www.vertik-al.com

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

Glazing Products

Hardware

Hardware

Alpro Architectural Hardware
01202 676262
www.alpro.co.uk
AOV (UK)
01484 613612
www.aovuk.co.uk
ASSA ABLOY OpeningSolutionsUK&
Ireland
0845 873 4838
www.adamsrite.co.uk

Finishing

CAB Members 2020

Hardware

Vent Engineering
01202 744958
www.vent.co.uk
Window Ware
01234 242713
www.windowware.co.uk
Winkhaus (UK)
01536 316000
www.winkhaus.co.uk

Recyclers

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

Elumatec UK
01908 580800
www.elumatec.com
Emmegi (UK)
024 7667 6192
www.emmegi.com
Haffner Murat
01785 222421
www.haffnermurat.com
Promac
01788 577577
www.promac.co.uk

Machinery Suppliers

Installers

Roofing Components

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

Alutrade
0121 552 0330
www.alutrade.co.uk

Safeguard Glazing Supplies
01780 751442
www.safe-guard.co.uk

Axim Architectural Hardware
020 8685 9685
www.axim.co.uk
Caldwell Hardware (UK)
024 7643 7900
www.caldwell.co.uk
Carl F Groupco
01733 393330
www.carlfgroupco.co.uk
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
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 intec
0113 208 5500
www.sfsintec.biz
Sobinco
07955 282910
www.sobinco.com
Titon Hardware
01206 713800
www.titon.co.uk
VBH (GB)
01634 263263
www.vbhgb.com
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Software Design & Supply
BM Aluminium
01684 856920
www.bmaluminium.co.uk
Soft Tech (England)
0121 468 0140
www.softtech.com
Systems Design & Supply

Systems Design & Supply

ALUMIL Systems UK
07552 508097
www.alumil.com/uk
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
Centor Europe
0121 701 2500
www.centor.com
Comar Architectural Aluminium
Systems
020 8685 9685
www.comar-alu.co.uk

Epwin Window Systems
01952 290910
www.stellaraluminium.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
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

Azon UK
01443 814657
www.azonintl.com
Ensinger Building Products
01443 678400
www.insulbar.com
Technoform Insulation Solutions UK
01789 761323
www.technoform.com
Watkiss Thermalbreak
01335 344450

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 Diversified
Brands
01752 202060
www.geocel.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

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

CAB is the essential trade body for the Aluminium in Building
sector. For further information on membership benefits
including the extensive range 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.



Contact us now for a no obligation review or confidential advice.

/Purplexmarketing

@Purplexuk

/Purplexmarketing

/Purplex-marketing
Contact Us

Call 01934 808 132
E: grow@purplexmarketing.com

www.purplexmarketing.com

Strategic Marketing Consultancy
Industry Insight and Analysis

PR and Marketing Comms

Advertising and Lead Generation
Websites and Online Marketing
Branding and Creative

IN UNCERTAIN TIMES YOU NEED
A PARTNER YOU CAN TRUST

Sometimes, you need a safe pair of hands to help you navigate your journey.
Purplex is the marketing consultancy that supports companies across trade,
retail and commercial sectors. With deep industry knowledge and commercial

insight, we have the skills and resources to support your business.



DEEP BOTTOMRAIL
OPTION AVAILABLE

NOUNSIGHTLY
TRICKLE VENTS

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

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

Heritage Officer, Cotswold Council

TIMBERLOOK
FLUSH SASH

HERITAGE WINDOW
sales@timberlook.com

01253 888222 07817 816663
For more information, contactPHILMYERS

/
AFFORDABLE WINDOWS

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

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

OURNEW 28-PAGE
BROCHUREWILL DO ALL
THE SELLING FOR YOU!

TIMBERLOOK IS AMODERN UPVC SYSTEM THAT REPLICATES HERITAGE DESIGNS

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

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

THE BEST INTERNAL AND EXTERNAL
DESIGN AVAILABLE IN A FLUSH SASH

CALL US ON
01253 888222
TO GET YOUR
SHOWROOM
SAMPLES

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


