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Introducing the NEW Slider24+ by Deceuninck

With all the benefits of the Slider24, offer your customers the
next level with the Slider24+.
Key Features of the NEW Slider24+

New Sash Interlock and (full) ERA Locking System
Document M&Q compliant
PAS24 Certified
No unsightly interlock plunge bolts
Robust profile construction designed to
withstand extreme loads
#BestInClass weather performance,
air and water tightness
A+ WER Rating (Double Glazed)
Security guarantee recognised by
Neighbourhood Watch
Available in 26 colourways from stock
To find out more on Deceuninck innovations call

Deceuninck Limited
Stanier Road, Porte Marsh Industrial Estate, Calne, Wiltshire SN11 9PX
T 01249 816 969 • F 01249 815 234 • E deceuninck.ltd@deceuninck.com

01249 816 969
www.deceuninck.co.uk
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THE FABRICATOR
Comment
At one point the long hot summer felt like it would never end. In the
middle of October the temperatures were still hitting 20+. But it's
November, suddenly it's all change and we are decidedly in autumn. For
me November is defined by some fixed points: the Roto Frank
international press conference, the National Home Improvement
Council Awards and, at the end of the month this year and always a
high point for the window industry, the G18 awards.
This year the Roto conference moved to Graz in Austria. Roto has
been manufacturing in nearby Kalsdorf since 1979 where it makes
systems for tilt/turn, tilt only and turn only windows as well as a range
of other components.
With the exception of some South American markets, the global
picture looks buoyant across the board with Roto once again
outperforming the market trends.The audience, around 60 journalists
from across Europe, wanted to know what Roto's predictions are for
the future of hardware and how ready it is to provide components for
'smart' homes. I picked up a mood among my colleagues that we are
in the end-game as far as opening windows and, therefore, window
hardware is concerned. The idea of having to have fixed windows to
meet thermal standards (document L) with an air exchanger to
provide ventilation (document F) has been around for years, almost as
long as I can remember, and it hasn't happened yet. Roto doesn't
expect its products to become redundant any time soon and, as my
European colleagues gnawed at that particular bone, I felt that, some
of them at least, were in that journalistic zone where you don't want
to let the facts to ruin a good story.
And so to the NHIC awards which, of course cover the whole gamut
of home improvement products. This year, for the first time, the
winners were announced at a dinner rather than, as previously, at a
lunch. In the window categories sponsored by QANW, SEH BAC,
previous winners with a community project, and Guardian Warm
Roofs both took trophies.
The NHIC was set up to advise on ways to improve the housing
stock. It is not well enough known to the public or the trade for both
of whom it should be a useful resource.This year the architect and TV
presenter George Clarke has become involved inaugurating the
George Clarke Medal. Clarke presents several TV programmes on
property and property development so must be useful for the NHIC
to have on board.
We have to await the results of the G18 awards which are on 30th.
This year the event host is comedian and and author Mark Watson.
Watson has appeared in a string of television shows ranging from
Celebrity Pointless to Have I Got News For You.
And, as the December diary starts to fill up, I always look forward to
the Glassman's Christmas Luncheon an event that began with a few
guys having lunch together and now attracts around 100 people from
the trade. For me it nicely kicks off the Christmas season.

John Roper
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RENOLIT.
RENOLIT.
Das Original.
Original.
Das

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

NEWS

Not complying
A

ccording to a survey of 1,002 UK
workers in full or part-time
employment,
carried
out
by
Probrand.co.uk, a large proportion
(44%) of businesses in the trades sector
failed to wipe the data from IT
equipment they disposed of in the two
months following GDPR. The workers
surveyed were from a wide range of
trades including construction, plumbing
and carpentry.
This news is perhaps less surprising
given the research also found that 71%
of all UK businesses in the trades sector
do not have an official process or
protocol for disposing of obsolete IT
equipment.
What’s more, 47% of workers in the
trades industry admit they wouldn’t
even know who to approach within their
company in order to correctly dispose
of old or unusable equipment.
Matt Royle, marketing director
at Probrand.co.uk says: “Given the
amount of publicity around GDPR it is
arguably impossible to be unaware or
misunderstand the basics of what is
required for compliance. So, it is startling
to discover just how many businesses
are failing to both implement and follow
some of the simplest data protection
practices.”
“This is especially startling to see from

businesses within the trades sector,
where sensitive customer information
including address details are handled all
the time.
“The fines involved in a GDPR breach
can potentially run into the millions –
and what appear to be less tangible
impactors, like reputational damage,
customer trust and loyalty, will
ultimately become financially significant.
“Given these findings, it is clear that
more needs to be done to ensure that
all businesses have a disposal procedure
in place to avoid inadvertently leaking
sensitive data.” ❐

As
part
o
f
Continuing
Professional Development at
Carl
F
Groupco,
the
management team undertook a
BTEC course in the principles of
leadership and management and
the principles of managing
f the
performance. All seven o
company’s managers successfully
completed the coursework and
sat an exam to achieve BTEC
certification.
The course, which was organised
by the company’s technical
manager
John
Mitchell
–
pictured,
addressed
key
management issues, principles
and legal matters. It was part of
Carl F Groupco’s o
ngoing
commitment to training: the
department heads gained additional management expertise to
assist them in their daily dealings with team members. ❐
4

Heinrich
Laumann
H

einrich Laumann, the founder of
Veka, has died aged 89. Dave Jones,
Veka MD, says that the window industry
has lost one of the most distinguished
entrepreneurs of the last 50 years.
Jones says: “I was moved to hear of
the passing of our founder Heinrich
Laumann; a real gentleman, a family man
and a true pioneer of our industry. His
business vision shaped the industry on
an international scale. His core value was
putting people first and this will be his
lasting legacy at Veka subsidiaries across
the globe.”
Lauman was 40 years old when he
took over at Vekaplast, based in the
German city of Sendenhorst. He started
out with a team of just eight people, and
over the next 49 years the company
became a global leader in PVC-U
evolving
into
an
internationally
renowned business that now employs
around 5,600 people in 35 countries.

Heinrich Laumann
Jones says: “I had the pleasure of
working with Heinrich early in my
career and I found him to be an
inspirational man, with an impressive
level of technical expertise. While he
wasn’t always the loudest person in the
room, his vision when it came to
fenestration and the future of his
company was impossible to ignore. His
drive and quiet determination was
wonderful to witness, and a privilege to
be party to at the start of my Veka
career.” ❐
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Popular with homeowners
Easy to install
No maintenance
High performance glass
Five year warranty
Full technical, marketing and
after sales support
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IDEAL FOR CONSERVATORIES,
BI-FOLDING & SLIDING DOORS AND
KITCHEN AND BATHROOM WINDOWS
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INCREASE YOUR PROFITS
WITH INTEGRAL BLINDS

Solar powered and electric blinds also now delivered in 10 days.
Solar powered and electric blinds also now delivered in 10 days.

ORDER TODAY
To find out why you should offer your
customers Uni-Blinds integral blinds,
call us now.

Tel: 0113 277 8722
Email: info@morleyglass.co.uk
Direct fax for quotations: 0113 277 8723
Morley Glass & Glazing Ltd, Unit 3, Leeds 27 Industrial Estate
Bruntcliffe Way, Leeds LS27 0HH

www.morleyglass.co.uk
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NEWS

A driving duo

On the rise
and ready
V

Left to right – Chris Jones and Darren Woodcock

D

eceuninck UK has announced the
appointment of two new directors,
Chris Jones and Darren Woodcock.
Previously head of sales, Chris Jones has
been promoted to sales director and
Darren Woodcock to operations
director.
Commenting on the appointments,
managing director Rob McGlennon says:
“I am delighted to confirm Chris and
Darren’s promotion to sales director
and operations director respectively.
They have helped us grow fast and built
our reputation for helping fabricators
grow. Darren set up our state-of-the-art
foiling plant and his expertise ensures
production runs seamlessly. Meanwhile,
Chris drives sales with existing

eka Group has sought to reafirm its
position as a stable systems
company that continues to prepare for
growth. Sales director Neil Evans says:
“The fenestration sector as a whole has
been facing a relatively flat market but
I'm pleased to say that Veka Group has
continued to invest and expand its
capacity for growth.
“To maintain our position we have
continued to grow despite a period of
rising costs of raw materials.
“Throughout 2018 99.3% of all our
deliveries have been made on time and
in full. To maintain this, we hold an
average £10M of profile in stock or en-

customers and has built a healthy
pipeline of new fabricators waiting to
become customers. This year so far, 10
fabricators
have
switched
to
Deceuninck.
“It is an exciting time for Deceuninck.
Sales are 17% up year to date on 2017,
and the last three months have been
over 40% ahead of last year as we gain
momentum. We are investing in
additional machinery and warehousing
to keep up with the demand.We’re No 1
for colour, and early next year, to stay
ahead of the competition, we are
stepping up from 26 to 30 colourways
always in stock. We’re also launching an
exciting new Heritage product in the
new year.” ❐
Neil Evans

The collection and recycling of waste PVC throughout Europe, including
the UK, reached a new high of 639,648 tonnes in 2017, according to latest
industry figures.
Recovinyl,the PVC industry’s recycling scheme,was the largest contributor
to this total and registered a total of 633,127 tonnes of recycled PVC waste
in 2017. While this represented a 13% increase from 2016 with increased
volumes recorded in France and Italy, recyclers reported a shortage of
post-consumer window profiles for recycling in the UK.
Recovinyl is an initiative by the European PVC value-chain aimed at
facilitating PVC waste collection and recycling. Created in 2003 as part of
Vinyl 2010, the predecessor of VinylPlus, its aim is to advance the
sustainable development of the PVC industry by boosting the collection
and recycling of waste. ❐
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route at all times and in the run up to
Brexit we will be building our stocks to
increase our buffering capabilities. We
will also be increasing stock levels of
the key raw materials used in our
compound.
“Our ongoing investments in people,
plant and technology – which includes
£5M this year – means Veka Group is
more stable and committed to UK
manufacturing than ever. We are also
very excited about an imminent new
product launch and new colour offering.
“Next year sees the global Veka
Group celebrate its 50th anniversary
and Veka systems are the most specified
in the world, yet our size does not make
us complacent. We are absolutely
committed to seeing this family-owned
business continue to grow, adapt and
invest – in our future and that of our
customers.” ❐
(Obituary Heinrich Lauman page 4)
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HaspLock

Diamond

Never lose a
padlock again
Why? Simply because the
padlock is an inseparable part
rtt
of the hasp.
This convenient, fully mechanical and
highly cost-effffective
f
locking solution
is as robust and burglar-resistant as
its predecessors, with one signiﬁcant
advantage: the padlock and hasp are
incorporated into one stainless steel unit,
with locking bolt that can’ t be removed.

High Security locking mechanism
Body made from stainless steel
investment casting
Highly cost-eff
ffective
f
User-friendly operation and installation
Available with all Mul-T-Lock
telescopic-pin cylinder platforms
Key-retaining or non key-retaining
function

CEN
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Contact us today for more details
T: 01902 364200
E: enquiries@mul-t-lock.co.uk
W: www.mul-t-lock.co.uk

MARKETING

Next year, go online!
Jade Greenhow, operations director at Insight Data, speaks about Salestracker, its online sales and
marketing platform and says it is the must-have tool for 2019

W

ithout question, 2019 will prove to be another tough
and turbulent year for the industry as the trend of
mergers and acquisitions continues, material shortages
worsen, and the skills gap widens. That is of course
without even considering the possible ramifications of
Brexit, which will undoubtedly present unprecedented
challenges to businesses at every level.
With this rather bleak outlook for the year ahead, you
may find it hard to be optimistic about success in 2019. In
reality, the possibility of turbulence just makes it an
absolute necessity to have the most up-to-date prospect
information at your disposal – especially in this highlycompetitive, ever-changing industry we work in.
Our online sales and marketing platform; which
combines a prospect database, CRM system and
integrated email marketing platform, provides businesses
with up-to-date contact details and business information
for over 60,000 potential customers. Whether you are a
systems house, fabricator, component supplier or product
manufacturer, you can communicate with your ideal
customer and find out all you need to know before making
any contact.

Real-time data

At the heart of Salestracker is our live data platform
which allows users to gain access to the most accurate data
possible. To achieve this, we use an in-depth seven stage
verification process to maintain all our databases. In just
one stage, our in-house research team conducts over
20,000 interviews every month to find out key business
information such as suppliers, frames per week and the
markets and sectors they operate in.
In another, we have a direct feed from a credit reference
agency which informs us of any business which has
changed hands, moved or even closed down and
immediately updates our databases. No software updates
or waiting on a new spreadsheet or marketing list, we
complete well over 1,200 changes to our data every month
which appear instantly within Salestracker.
It ultimately means that no matter who buys who or
who closes their doors, Salestracker users will be among
the very first to know – a great assurance when marketing
to prospective customers.

Enter new markets

Having this up-to-date information at their disposal
gives businesses the confidence to explore new markets.
Insight Data doesn’t just hold intelligence on the glazing
industry. We have five key databases covering local
builders, housebuilders, main contractors and even
architects – all of whom can be communicated with, in the
very same way.
So whether businesses want to capitalise on the growing
number of ‘builder-installers’, the greater funding now
available to the housebuilding sector or would like to
8

Jade Greenhow
promote their products to architects earlier in the
specification process, it’s never been easier to do. Users
can build a highly-targeted data list based on a particular
specialism or a certain region or area which can be used
for prospecting or even sending a powerful email
campaign.

Mobilise your field sales team

One of the most popular parts of Salestracker is its
mobile platform. Salestracker Mobile allows businesses to
effectively mobilise their field-based sales team, providing
that same powerful prospect data away from the office and
out on the road using a mobile or tablet device.
No matter where the sales team are in the country,
Salestracker Mobile uses geo-location technology to
survey the area and provides a full in-depth list of
prospects, leads and customers. Beyond access to contact
information, salespeople can also organise their sales with
access to important documents as well as key tools such as
tasks and reminders.
Salestracker takes the guesswork out of communicating
with prospective customers. Businesses and their sales
teams can know everything they need to know before they
knock on the door, allowing them to evaluate the prospect
and check out the prospects credit rating to ensure it is the
right customer for their business. What’s more, because it
is an online platform, Salestracker is available 24/7 and
instantly syncs all information to ensure records created
on the road are the same back at base.
Despite the many clever minds trying to predict the
future, nobody can accurately or confidently forecast what
will happen in the next 12 months and beyond. What we
can say with some confidence is that the industry will be
just as competitive in one year’s time and hiding our heads
in the sand is definitely not the answer. But with Insight’s
prospect database of over 60,000 potential customers plus
its market intelligence, businesses can push forward to
ensure 2019 will be another successful year. ❐

www.insightdata.co.uk
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HEALTH & SAFETY MATTERS

The risk of silicosis
As I’ve outlined in previous articles, the HSE are increasingly looking at some of the hidden
risks workers in industry are being exposed to.We have known that there is a risk of lung
diseases caused by exposure to asbestos fibres but it’s only relatively recently silicosis has
become a topic for concern, writes Phil Pinnington

T

he Institute of Safety & Health (IOSH) has been
running a year-long campaign on the subject ‘Time
to breathe’ and this aims to make employers aware of the
terrible consequences of breathing silicon dust. It has a
very fine sand-like consistency, does horrendous damage
to the air sacks in the lungs and those diagnosed have their
life expectancy cut.

So, why should this affect the glazing industry?

Well, many large factories that grind and polish glass do
so using equipment that keeps the area wetted down, but
what happens to the residue once the water evaporates?
Also, some use silica-based glass cleaning materials and
these too expose workers to inhaling silica in the course of
their working day – so, what should you be doing?

Managing the risks

Every factory unit should identify the hazard of silicosis
and take all the necessary precautions to manage it.
If you spray, then spray in a well ventilated booth,
preferably without an operator present. If this can’t be
avoided, then give the operator effective personal
protection equipment, such as face masks and introduce
rules about personal hygiene, such as washing the hands
and mouth before eating, drinking or smoking. All these
activities are direct routes for silica to enter the lungs.

Cleaning: your regime and arsenal

If wetting down and cleaning is part of a monthly or
weekly maintenance regime, then you need to ensure that
it is not simply dry brushed. The risk increases
significantly, not only to the employee at the time, but to
workers who are in the vicinity. For large areas it would be
prudent to invest in an H-type vacuum cleaner using a
HEPA filter. This is specifically designed to contain
hazardous particles.

Prep your team

But it’s not enough to simply put systems and processes
in place and expect them to be used and followed.
Like any other control measures, you need to work at
making it custom and practice in your workforce. Senior
and middle managers need to ‘get it’ before you have the
first chance at convincing the workforce.
Using the resources available on the HSE website and
for GGF members, access to the Federation’s H&S
support, you can help educate those exposed and start to
make control of silica a norm in your business. ❐

The GGF’s health and safety committee meets quarterly to
discuss key issues affecting the industry. If you are interested in
finding out more about the GGF and its health and safety
function, please email info@ggf.org.uk
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Phil Pinnington, health and safety director for
the GGF

“You need to
work at making
it custom and
practice in
your workforce”
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How can something
so small make
something so great?

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

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

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

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

SEE HOW RAPIERSTAR CAN GIVE YOU THE EDGE

E

info@rapierstar.com

T

01260 223311

W

www.rapierstar.com

HERITAGE

Heritage challenge
Alan Burgess, (pictured right) managing director of Masterframe writes:As I reflect upon
46 years in this industry 35 of which have been focused on PVC sash windows, I find
myself repeating the challenges we face and asking if anything much has really changed

U

nderstandably, planning officers
still want to maintain the
character of the street scene, the design
element
of
which
has
been
‘unregulated’ or at least companies
have got off scot-free if they ignored
advice. The result is that we have now
lost most of the original sash windows
in homes to inappropriate double
glazing.

Inappropriate?

So difficult and widespread are the
types of restrictions, that we have
printed a 48 page brochure covering all
aspects of the planning system, How to
replace windows in conservation areas and
heritage properties available from
Masterframe on request.

Expectations

Why inappropriate, surely that’s just
sour grapes from a sash window
manufacturer?
No, these installations are normally
inappropriate because:
● They destroy the street scene; the
sight lines are totally wrong, fat chunky Vintage traditional window
double casements with a transom often
two or three times fatter than the
original sash.
● Tilt turns, open out casements,
with or without mock horns, simply
destroy any uniformity.
● Laughable Georgian insert
patterns, none of which replicate the
originals.
● Every home has a different
treatment, a complete mish-mash of
fenestration styles, street scene
changed forever in every town across
the UK.
Yes, we can blame homeowners who A Timberweld corner
want a cheap job done, or
salespeople who just want to
sell
and
get
paid,
disregarding any impact
their choices will have on the
property valuation.

Detail required

As for planners or
conservation officers, their
work load has increased,
their
income
streams
diminished and they are less
inclined to consider samples
alone. Today they expect far
greater
detail
when
considering applications, 1:20 scale drawings, heritage
impact statements, so much more than ever before. Little
wonder then that some installers simply bypass the system
and install inapproprietly styled replacements.
12

Home owners or conservation
officers with responsibility for sash
window replacement projects, expect
replica products. Yes, the occasional
one is swayed by cheaper casements or
standard, mitre welded, shiny white
squares, however most will not be.
Installers often fail to appreciate that
detail matters. It is the finer details that
make the biggest difference on
applications
for
sash
window
replacements. Authentic butt jointed
construction (not ones with holes in
the sides) sashes with different
sections, slim, large and deep bottom
rail, all in the same sash (to mirror
originals), staff bead trim, wood foils,
painted finishes, slim transoms,
narrow mullions for coupled multilight combinations where every panel
slides.

Objections overcome

When architectural objections can
be overcome, as we have done for
schools, housing estates
even civic town halls, then
you know that particular
council
can
hardly
disapprove local window
installations,
using
identical windows.
There is no better
window than a sash for
ventilation. Offering up to
eight air changes per hour,
sash windows provide
significantly
better
ventilation
rates
than
casements. As for security,
that’s become expected,
Secured by Design and the new document Q will require
better levels of security.
Installation however remains one of the most frustrating
issues for authorities. They detest inserts, casements (or
The Fabricator 2018

HERITAGE

Get Quality
Aluminium Bifolds
at Low prices
Installation at Broughton House
VS) inserted into the existing wooden box frame, to save
costs. Sadly this method of installation just destroys any
solar gain because of the visible profile thickness, it’s far
better to remove the existing box frame and set the new
window frame behind the outside brickwork, substantially

from

£350
per pane

from

£450
per pane

Mullions
increasing the daylight area.
One by one, conservation officers are beginning to find
out that such products exist. One by one, their objections
are being overcome (or overturned on appeal) because
installers are better educated about the planning process
and more willing to challenge poor decisions.
As soon as these improved products are used, new
guidelines get written, setting higher standards and
expectations because they know better products exist
which meet the aesthetics they demand. Remember,
conservation officers are not interested in the costs of
products only the damage that the appearance of those

T-Handle Included

from

£550
per pane

#fast turnaround
#fully fabricated
To read more aboutVintage Traditional sash
window, perfect for use in conservation areas,
download the brochure https://bit.ly/2FDGzWz
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HERITAGE

Heart of the nation
P

assionate Brits want more measures put in place to
protect the nation’s heritage sites, according to new
research.
The research carried out by Oaksmore ISA (an FCAregulated alternative investment fund manager) as part of
the 2018 British Heritage Restoration report, has revealed
the discontent amongst Brits when it comes to the upkeep
of UK’s heritage sites and historic buildings.
According to the findings, 32% of Brits want their local
council to be doing more to protect their nearby heritage
sites and one in four think the public should take
responsibility for preserving the UK’s landmark buildings
and sites.
However, the research has highlighted a lack of public
knowledge around how best to protect our historic sites.
Whilst 15% of Brits claim that the heritage and history of
their hometown is one of the things they love most about
their local area, 23% feel unsure of how to go about
preserving heritage sites and are calling for better
education on this from the experts.
The data also suggests a strong feeling that, whilst the
government is investing funding and time into tackling the
housing crisis, the focus should instead be on preserving
the country’s existing sites which they feel are being
neglected.
In addition, almost a quarter of those surveyed (24%)
think one of the biggest disappointments concerning
heritage sites today is the growing number of wealthy
investors purchasing and privatising key locations, either
restricting or entirely prohibiting public access.The public
want to reclaim their history and ensure everyone has
access to the UK’s most beloved historic landmarks.
Reuben Skelton, an executive for Oaksmore ISA, says:
“It’s clear from our research that the public feel very
passionately about their history and the landmark sites
that tell the tales of historic Britain. The research has
highlighted a real desire amongst the public to protect and
restore the UK’s heritage sites.
“Sadly, there are too many instances of UK heritage
buildings and sites being poorly kept over the centuries,

which is why we want to give Britain’s most iconic sites the
restoration they deserve and, in many cases, so desperately
need.
“The public can and should get on board with
protecting their local sites. Some easy ways to do this
include writing to your local MP to propose a restoration
campaign or coming together as a community to support
the site with fundraisers and awareness campaigns.
“Another great way that the public can contribute to the
upkeep of their local sites is to donate or invest money
directly into it. This can be as simple as visiting the site
and paying a small entry fee, donating a sum to those
responsible for the site’s upkeep, or investing directly into
a restoration fund.
“The Oaksmore Innovative ISA invests both time and
money into the restoration of the UK’s beloved historic
sites. Aside from an excellent return, investors can enjoy
the satisfaction of giving back to their community and
country, and know that their investment is contributing to
the upkeep of the country’s heritage.” ❐

Winkhaus has introduced two new products – the autoLock AV3
Heritage Plus and Heritage Duo Pull – both designed to complement
each other and suit a wide range of contemporary and period door styles.
Based on the AV3 range of multi-point locks, the AV3 Heritage Plus
provides automatic locking once the door is pulled shut without the need
for a key and comes with several new innovative and convenient features.
Unlike the current Heritage locks, the AV3 Heritage Plus offers the
daytime latch function that, when activated, makes it possible to easily
open the door from the outside without a key.This added practicality is
popular with end-users, enabling temporary, flexible entry and exit
without using a key. A feature is AV3 Heritage Plus’ compatibility with
the FAB slave door lock,creating solution for double door entrance doors
that permits, if needed, an upgrade to the automatic unlocking –
blueMatic AV3-E Heritage Plus.
Paired with AV3 Heritage Plus is the Heritage Duo Pull.This high-security PAS24-compatible escutcheon/pull has
been improved to offer new features, while retaining its quality and distinctively-crafted appearance. ❐

www.winkhaus.co.uk
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Since 1991 our aim has been to
outperform the competition by putting
customer service centre stage. To this day,
our motto continues to be ‘give customers
what they want, when they want it’.
Suitable for both commercial and domestic use,
Ali doors and windows put in an impressive thermal
performance, achieving U-values* as low as
1.1 W/m2K, and are available in an almost unlimited
range of colours and finishes, both inside and out.
Complete with slim sightlines, in a choice of
configurations and sizes, and simple to fabricate
using existing tooling, the range has been developed
with the fabricator and installer at its heart.
So, when performance
matters, ask for Ali.

*Triple glazed flat-faced vent option. **Sliding folding door. Triple glazed option. When calculated as a CEN standard.

1.19

**

W/m2K

1.1

*

W/m2K

GLASS & STRUCTURAL GLAZING

Great expansion
P

rivate equity firm Key Capital
Partners (KCP) has sold its interest
in MI Glass (MIG) to the management
team in a multi-million pound deal
backed by Clydesdale Bank. The terms
of the deal were not disclosed.
Based in Smethwick in the West
Midlands, MIG has a 75 year heritage
providing glass processing solutions to a
number of industries including retail
interiors, catering equipment and office
design throughout the UK and central
Europe. With a 76-strong workforce,
the company has 55,000sq ft of
dedicated manufacturing space at its
Downing Street, Birmingham, premises
and has recently opened a second
25,000sq ft factory in the city in Booth
Street.
KCP acquired its interest in MIG in
2011 and since this time has supported
the company as it has invested in
expanded production premises and
state-of-the-art processing equipment.
MIG managing director Alan Taylor
says: “We’ve had a great partnership
with KCP who have supported us as we
have expanded our production
capabilities and reach in the glass
processing market. MIG is in an
excellent position for the next stage of
its development.”

Owen Trotter
KCP managing partner Owen Trotter,
says: “KCP is very happy to have played
a role in the MI Glass story. In addition
to delivering a return to our investors, it
has been a pleasure to work with a UK
manufacturer with such a strong focus
on customer service and quality. ”
KCP makes equity investments of
between £3m and £15m and has a
strong reputation of deliverability and a
track record of producing outstanding
returns for its investors. Previous
investments by the firm include
Gear4Music, Construction Materials
Online (CMO) and YorkTest. ❐

orley Glass & Glazing has done the
double-winning two categories at
the 2018 National Federation Awards.
During the awards’ ‘winners week’,
Morley was first announced as the
winner of the IGU manufacturer of the
year award before also coming out on
top in the integral blinds company
category. The business fought off stiff
competition
from
seven
other
companies across the two categories,
bringing its 20th anniversary year to a
fantastic end.
A Morley spokesman says that 2018
has seen the business double
production, increase its delivery f
leet,
extend its apprenticeship programme
and boost its ScreenLine spares service,
all while maintaining record growth.
New products released by Morley this
year include the SL16 blind system, the

www.keycapitalpartners.co.uk

Thermoseal Group reports a
successful attendance at the
Glasstec
Exhibition
in
Düsseldorf
both through
enquiries at the Group’s 50m²
stand and also at its highly
successful after-show party
hosted at McLaughlin’s Irish Bar
aka
the ThermoBAR
in
Düsseldorf’s Altstadt.
The team atThermoseal Group
is now responding to the leads
from distributors and sealed
unit manufacturers in 47
countries across six continents for their UK-manufactured
Thermobar and Thermoflex warm edge spacer systems.
For the first time, Thermoseal Group also featured its DecraLed
decorative portfolio of products. The group acquired DecraLed in
2017. This is the first of the group’s export promotions for this
brand.
Thermoseal Group’s head of marketing and communications,
Samantha Hill says: “The Glasstec Show in Düsseldorf is always an
important show for us as it’s a great platform for extending our
network of contacts outside of the UK.” ❐
www.thermosealgroup.com
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It’s a win...
and a win!
M

first integrated blind system that is
suitable for use in a 16mm cavity due to
its slimline 10mm slats.
Morley MD Ian Short has sponsored
over 20 charities this year including
Variety, Community Action to Change
Harehills (CATCH) and St Paul’s Church
in Morley.
Short
says:
“We’ve
enjoyed
celebrating out 20th anniversary
throughout the year and to come out
on top in not one but two categories at
the NFA awards really is the icing on the
cake.As always we’re very proud to have
our hard work recognised and are
already gearing up for what 2019 has in
store!” ❐
www.morleyglass.co.uk
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Link Vent Mk 2
Tricklevents from Glazpart
Compact
Quiet
Quick
Precise
Discrete
Approved

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

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

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

Come visit us at stand 263:

ALUMINIUM – THE

COLUMN

What, how, then & now
Digital Construction Week saw the launch of the UK BIM Alliance report A Fresh Way Forward for Product
Data. In her forward, Dr Anne Kemp, chair of the UK BIM Alliance, highlights that the working group behind
the report had to navigate its way through “debate, contradictions and ambiguities”, while looking for a
“practical and positive way forward”. Sounds like fun

F

ollowing discussions with over 120 people, the report
seeks to identify the most pressing issues that industry
should address first with respect to product data. Since
the introduction of the government’s mandate for the use
of level 2 BIM on all public sector projects by 2016, it has
proved difficult to take a joined-up approach to product
data in particular. Under the following seven headings the
main conclusions are:
● Structured data: a universally agreed definition for
structured product data needs to be agreed, created and
formally documented.
● Product data standards: there is no commonly agreed
standard for digital product data in the UK or Europe and
the standards landscape is fluid and complex.
● The data journey: there is currently no ‘golden
thread’ of product information for the majority of
projects. Very little information is driven by use cases and
this needs to be considered when developing robust
Product Data Templates (PDT). Ten recommendations
for principles to underlie the development of this ‘golden
thread’ are set out in the report.
● Product data naming and product identification: UK
activities should align with European and International
standards and initiatives, and the LEXiCON team should
take advantage of the UK BIM Alliance to improve twoway communication with industry.
● Product data hosting: manufacturers and object
hosting companies need to develop a standardised way to
host and structure product information.
● Product data security: there needs to be a ‘spectrum’
approach to data security, based on risk.
● Product data steering committee: there needs to be
an independent source of information, co-ordination and
leadership in the field of product information in the built
environment. The report recommends that a Product
Data Steering Committee is established, with proper
funding to carry out this work.
The report advises manufacturers to learn now about
the current state of the standards landscape and, even
though common standards are not yet i
n place, you
should structure information and focus on developing a
Product Information Management System (PIMS), such
that your data can map to the standards when they are
ready. Similarly, contractors are advised to align to the
standards as they develop, noting that fully structured
information will change the way you work, and reduce
risk, but also noting that some investment will be required
to get there.
The Construction Products Association (CPA) has
formally responded to this UK BIM Alliance report.They
point out that in addition to providing a data templating
tool as highlighted in the report, LEXiCON should also
18

Dr Justin Furness – presenting a technical update to
members at the Regional Members' March meeting in
Leeds
provide a governance system to create industry-agreed
PDT, along with other features not included in the report.
To address the issues around available standards, CPA
state that they are looking to the (as yet) unpublished PAS
1192-7 to complement the work being carried out at CEN
level. The CPA also strongly encourages manufacturers to
structure their data in preparation for when “relevant
authorities”, led by the trade associations, start to use
LEXiCON to develop PDTs.
The report provides a good overview of some of the
problems that have dogged the production of structured
product data for some time in the UK. While it points to
the need for formal BS, EN or ISO standards to help
manufacturers to structure their product data, it also
points out that such standards will only become available
by 2020 at the earliest. It is all very well to suggest that
manufacturers should structure their data now, such that
they can map to the standards “when they are ready”, but
there is also a need to understand the realities of the data
journey, and how product data needs change during the
lifetime of a building, from the early concept through to
the end-of-life. While this is acknowledged in the report,
data dependencies and validation for bespoke assemblies
such as windows and curtain walling, where the data could
come from several different manufacturers (e.g. glazing,
hardware, finishing), must also be fully considered.
Getting from the “what” to the “how” is the real challenge
here. ❐
Justin Furness
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ROTO TSL
ESPAGNOLETTE
UP TO FOUR PAIRS OF TWIN
REVERSE ACTION CAMS
CYCLE
TESTED
50,000
CYCLES

MECHANICAL
GUARANTEE

10

YEARS

PAS 24

Hardware from leading manufacturers supported by
Carl F Groupco’s comprehensive sales and technical services
R Twin reverse cam security
R Roto Sil Nano surface ﬁnish to Grade 5
(480 hrs)

For further technical
information or a quotation
get in touch today

R Low handle height variant
R Slow release greasing mechanism
for lifetime maintenance

t. 01733 393330
e. sales@carlfgroupco.co.uk
w. www.carlfgroupco.co.uk
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A champion choice
A

luK is providing its trade customers with another
opportunity to win profitable new business in the
premium sector with the launch of its new Luminia
SC156 lift and slide door.This is the second product to be
introduced into AluK’s Luminia premium product tier
alongside Luminia F82. The SC156 door achieves
weather tightness of 1500 Pa and U-Values of 1.4W/m2K
double glazed, or as low as 1.0W/m2K triple glazed. It
features slim sightlines of 95mm combined with a central
interlock of 50mm. It is available in two track options
mono and dual and a range of configurations. It also offers
buyers the option of large expanses of glazing up to
3100mm high and with panel weights of up to 400kg.
The door is PAS24 accredited as well, so meets the
requirements of ADQ for the new build sector.
The SC156 is available from stock in three standard

colours and two dual colours on a five day lead time.
Outside of the stock offering, AluK also offers a range of
popular and custom RAL colours and finishes.
Russell Yates, AluK’s managing director, says that the
SC156 is an important addition to AluK’s sliding door
range: “The aluminium sliding door market is very much
on the up – with market industry reports predicting
growth of more than 10% over the next couple of years. It
is quite clearly segmented though with mass market,
premium and high end customers all looking for
something very different from their purchase. That’s why
we now have a product designed specifically for each of
those – with our Optio BSC94 aimed at the mass market,
this new Luminia SC156 targeted at the premium sector
and our Infinium range for the truly high end.” ❐

The Steel Window Assocation says that its
membership undertakes a wide range of
work,from replica refurbishment,and even insitu repair, to the fabrication and installation
of new, high performance fenestration and
doorsets, which are fully compliant with
current building regulations. All of them,
however, manufacture their products here in
the UK using a mainly British-based supply
chain.
The President of the SWA, GovetteWindows’
Darren Lloyd, says: “All of the manufacturing
processes, including the hot dip galvanising
and powder coating, are carried out in the UK
and are normally local to the individual
manufacturer.
“Our members offer a very comprehensive
range of services as well as ranges stepping up
in performance from the classic W20 to W30
and W40, as well as the new thermally broken
system. The SWA is very active in terms of
product development: having just achieved a
half hour fire certification for both single and double doorsets.” ❐
20

www.uk.aluk.com

www.steel-window-association.co.uk
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Get Quality
Aluminium Bifolds
at Low prices

Resurrection

from

£350
per pane

from

£450
per pane
T-Handle Included

from

£550
per pane

Ireland’s most iconic new building, the Central
Bank of Ireland on the banks of the River Liffey,
was recently renovated after sitting for years as
an unfinished shell; a symbol of the recession.
Now it breathes new life as Ireland’s first ever
BREEAM ‘outstanding’ rated building.
Architects Henry J Lyons achieved this by
designing the large sweeping interiors to be as
user friendly as possible for the Bank’s staff, by
specifying acoustic wood panels from Woodfit
Acoustics, made from Medite Premier FR.This
MDF panel from Medite Smartply is flame
retardant for safe use in public buildings and is
produced using FSC certified timber, from
sustainably managed forests in Ireland; all the
essentials to make this board suitable for the
Bank’s new interior. ❐
www.woodfitacoustics.com

#fast turnaround
#fully fabricated
Call

0800 389 0595
02476 638779

Fax
sales@armstrongindustries.co.uk
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WARNING

With crippling ﬁnes of up to €20 million or 4% of your annual
turnover, it’s
s imperative that your business complies with GDPR.
If you’re worried about what it means for your marketing, speak
to the specialists at Insight Data.
Insight is the industry’s leading provider of B2B marketing data.
By using Salestracker, our online database, we provide the safest
way for you to win new business, providing information on over
60,000 potential customers.

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

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

insightdata
business is better with insight

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

E: hello@insightdata.co.uk
@insightdata
www.insightdata.co.uk

HARDWARE

It’s a triple threat
A

nalysis of data from over 250 customer factory audits
by window and door fastener specialist Rapierstar has
revealed that most fabricators suffer quality, productivity
and health and safety problems because of the same three
basic fastener selection mistakes.
Rapierstar has now been running its Fastener Health
Check audit programme for over a quarter of a century
and has amassed a wealth of real-life fabricator feedback
during this time, enabling it to offer insights into product
quality and manufacturing efficiency. The three most
common mistakes that Rapierstar’s technical consultants
find on fabrication lines are:
● The wrong type of screws being used to attach
friction stays in 72% of audits.
● Screws being used with the wrong type of drill point
for specific materials in 64% of audits.
● Screws made from the wrong type of metal being used
for a particular application in 52% of audits.
The consequences of making these mistakes can be farreaching, costly and potentially damaging to a fabricator’s
reputation. Finished windows and doors can quickly
develop problems, which results in expensive call-backs
and reduced customer satisfaction, but the costs can
mount up in the factory too as productivity suffers and the
risk of injury to o peratives heightens.
David Furness, MD at Rapierstar says: “In over 25 years
we have never seen a fastener health check come back with
a perfect 100% score. That suggests that every fabricator
can improve their business simply by taking a step back
and thinking about whether the various fasteners used
throughout window and door construction are the best
ones for the job.
“Fasteners may look like small commodity products,
but their importance should not be overlooked. They are
engineered components that have been designed to

complement today’s advanced window and door
materials, and help deliver on performance goals,
production processes and the highest health and safety
standards.”
In addition to its Fastener Health Check programme,
Rapierstar offers a wide range of technical guidance to
fabricators and installers, including free to download
Recommended Fixing Manuals (RFMs), which have been
compiled in cooperation with the leading PVC-U and
aluminium profile systems. Its fastener specialists also
work closely with fabricators, hardware suppliers and
systems manufacturers to develop bespoke solutions and
advise on the specification for fasteners required to pass
specific safety, security and performance tests. ❐

www.rapierstar.com

Modplan aims to be a o
ne-stop shop for its customers.
Continuing investment in its product range, manufacturing,
processes and people keeps the company ahead of the curve
in trade fabrication. Leading hardware distributor and
manufacturer VBH works closely with Modplan to help
deliver the best products. Both companies are currently
working towards a ‘single sourcing’ arrangement; around
65% of the hardware Modplan uses is from VBH’s o
wn
greenteQ range, with plans to increase this further.
Sales and marketing director Justin Williams says: “The
standard 10-year guarantee on greenteQ products, its
suited colour options, good functionality and competitive
prices are all factors our customers rely on.The quality of
the products is excellent and ensures we continue to deliver
high performance windows and doors. VBH’s Coastline
range comes with a 25-year guarantee on the finish, so we supply it as standard on export orders – and
it’s proving popular in the UK too.” ❐
www.modplan.co.uk
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HARDWARE

HERO TBT

P

earl Windows has become one of the first companies
to switch to Mila’s new Hardware Essentials to Rely
On (HERO) hardware for its tilt-before-turn (TBT)
window range.
The Bolton-based manufacturer was quick off the mark
when Mila launched the new hardware in May, and says it
is already getting positive feedback from customers
operating in the commercial and social housing sectors.
Like all of the products in Mila’s HERO range, the
emphasis with the new TBT hardware is on value, and on
providing reassuringly well designed and high quality
options for an increasingly competitive market.
For Pearl, the appeal of the MilaTBT hardware was that
it was a cost effective option which could meet every single
one of its rigorous performance criteria. Mila has
partnered with the award winning manufacturer AXOR to
produce the TBT range at its state-of-the-art facility in
Ukraine, and all of the products in the range have been
fully tested and accredited to all the necessary UK
endurance and corrosion resistance standards at the IFT
Rosenheim facility in Germany.They come with a 10 year
mechanical operation guarantee direct from Mila.
Jeff Walsh, Pearl Windows’ managing director, says: “We
know we can rely on Mila for quality hardware and this
new TBT range is no exception. With PAS24 and SBD
accreditation as standard, it is ticking every box for us and
our customers.”
Mila’s HERO TBT range is suitable for windows from
400mm to 1520mm wide and 370m to 2390mm high. It
includes stand out features such as heavy duty hinges with
a weight capacity of 130kg as standard and a clever mishandling device which acts as a sash lifter to ensure
precision engagement of the sash when closing. ❐

www.mila.co.uk
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Give
Insurance
Backing
On All
Your
Work.
Apply Online Today

www.qanw.co.uk

QUALITY ASSURED NATIONAL WARRANTIES (QANW) A KINNELL GROUP COMPANY
This is a financial promotion made by Warranty Services Limited under section 21 of the Financial Services and Markets Act 2000.
QANW is a trading name of Warranty Services Ltd. Warranty Services Ltd is authorised and regulated by the Financial Conduct Authority. Warranty Services Ltd is a member of
Kinnell Group of Companies. Warranty Services Ltd uses a UK based insurer which is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct
Authority and the Prudential Regulation Authority. QANW is a trading name of Warranty Services Limited, a company registered in Scotland, with the registered address of
4 Forbes Drive, Heathfield Industrial Estate, Ayr, Scotland, KA8 9FG, and with the company number SC205797. Warranty Services Limited is authorised and regulated by the
Financial Conduct Authority (Firm Reference Number 309580).
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Time and effort
H

alo fabricator, Coventry based
Aztec Windows has invested in
new machinery to meet greater
customer demand for mechanically
jointed frames.
Using System10 and Rustique profile
from Veka Group, Aztec already offers
the mechanically jointed FlushSash
within its Prestige collection. Aztec will
now offer this finish as an option on
standard casements and doors. Director
Michael Hagan says: “We are always
keen to move with the market and
ensure that we can provide whatever it
is that our customers are looking for.
We were the first Halo customer to
fabricate the mechanically jointed
FlushSash, and we’ve found that the
majority of our customers love the
square corners on that system but a
flush casement doesn’t always suit the
specification of their project.That is why
we have invested in new tooling and
machinery to offer mechanical jointing
on more of our products.
“The fabrication process is slightly
more labour intensive, but we are
willing to make the investment in time
and technology to ensure our
customers get the right products for

their requirements.”
Veka Group sales director Neil Evans
says:“Aztec is a great example of a Halo
customer that really makes the most of
the systems we provide. After 30 years
of success, the company shows no sign
of slowing down. Much like Veka Group,
the team continues to adapt to market
demand, providing products with a finish
that meets the needs of today's
consumers. I think that extending its
portfolio with even more products that
combine traditional aesthetics with
modern performance will stand Aztec in
very good stead.” ❐
www.vekauk.com

According to Glazpart up
to 1,000,000 windows have
been fitted with the Link
vents across the country.
Dean Bradley – sales and
marketing manager at
Glazpart says: “The Link
vent has been a roaring
success as it addresses
many of the concerns
expressed
by
the
fenestration market and
house holders alike. House
hold air quality improves as the product is used in the home due to
a product designed with a very low air leakage and is available in a
wide-ranging colour palette making it less obtrusive.“
Bradley says that homeowners love the smaller size and greater
performance. It is less drafty when closed and there are fewer gaps
to create those little whistles combined with complete control of
the closure plate to allow just the right level of fresh air.
He says:“Adopted by fabricators, distributors and installers alike the
vents, which are the size of a traditional 2,000 vent, with the
performance of a typical 4,000 vent are leading the market now with
more than 1,000,000 windows fitted with the Link vent.” ❐
www.glazpart.com
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Professionally
certified
C

ertass is asking window companies
to get together and champion local
installers who are the connection
between the industry and the consumer.
Jason Clemmit, managing director at
Certass says: “This year, there has been
a lot of bad industry press where skills
and competency are concerned. Whilst
we do have issues with a growing skills
gap and an ageing workforce, we need
to champion the local installers.
“At Certass, we believe in real,
sensible certification to ensure these
great standards are delivered to
homeowners. That’s done through our
installer certification schemes and the
Certass skills card.
“The Certass skills card has a set of
requirements and everyone who holds
one has completed a knowledge
assessment, had their work observed

onsite by one of our assessors and had
a professional discussion about their
work too. It’s called minimal technical
competence, but really, we should be
calling
it
mandatory
technical
competence, because nothing in our
scheme is optional.
“The numbers speak for themselves
for Certass members. Over the last 12
months, 99.92% of our audited jobs
passed Building Regulation standards
first time.“So, that’s why we’re calling on
the industry to champion and celebrate
local installers who are doing a great job
of installing window and doors for UK
homeowners.” ❐
www.certass.co.uk
The Fabricator 2018

Purplex is a strategic PR, marketing and digital agency that partners with ambitious companies.

Contact Us

@Purplexuk

Call 01934 808 132

/Purplex-marketing

E: grow@purplexmarketing.com
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www.purplexmarketing.com
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Didn’t ‘e do well?

I

t’s no secret that Morley MD Ian Short
is passionate about dance. After
winning last year’s Variety Strictly
Ballroom event and raising over £20,000
for the charity, now he has accepted a
position on the judging panel for this
year’s competition. He is also helping
others discover a love for dance by
lending his support to local dance studio
Freedom 2 Dance.
Morley has donated new glass for the
frontage of the Castleford dance studio,
along with child safe blinds.
It is also sponsoring a new dance
scholarship to help dancers with
potential to take their ability to the next
level with the opportunity to enter the
competitive world of ballroom & Latin
dance.
The dance school has selected two
dancers with natural talent to benefit
from the 12-month scholarship that will

not only develop dance skills but also
help them in confidence and selfesteem, as well as improving other vital
interpersonal skills.
Short, says:“It gives me great pleasure
to support this opportunity for the
children to learn ballroom and Latin
dance. It h
elps them develop great
confidence and social skills as well as
being active and keeping fit.
“The scholarship program Freedom 2
Dance is offering over the 12 months
will give the selected students the
chance to develop to a high level. The
passion all the staff have is humbling and
as Morley Glass takes seriously the
commitment to put back into local
community and good causes I’m more
than happy to support the fantastic
opportunity. Keep Dancing!" ❐
www.morleyglass.co.uk

Veka Group has added
colour-matched
laminated mouldings to
its product offering. The
marketing director Dawn
Stockell says:“Veka Group
continues
to
make
significant investment in
our
lamination
department. We know
that this is one of the
fastest growing areas of
our industry, and laminated product currently makes up 39% ofVeka
and Halo profile sales, which is well above the industry average.
“We have increased our ex-stock offering – with 16 combinations
from our 29-strong Variations colour collection now available from
stock.And now we’ve created a simple (and fast) supply solution for
matching laminated mouldings.
“We’ve partnered with Allied Profiles to create a comprehensive
laminated moulding offering that complements all the colours in
our Variations range.” ❐
www.vekauk.com
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From Glutz
with love
G

lutz is launching a new suite of
architect-designed handles and
associated hardware that it says is both
beautifully functional and functionally
beautiful Created by architect and
designer Stephan Hürlemann and
named after his home town, the Glutz
Appenzell
collection
features
sophisticated geometry with a cleverly
designed ‘kink’.
The range, manufactured by Glutz,
comprises eight different versions for
solid leaf or metal frame doors. From
pull handles and escape door handles,
through to window and sliding-door
handles, the Appenzell range can help
designers and architects to create
settings that are modern yet timeless.
Designed for use in public buildings,

office buildings or high-end residential
developments with solid-leaf and metal
frame doors, Appenzell hardware from
Glutz has been tested BS EN 1906 and
is suitable for installation in smoke and
fire doors in accordance with BS EN
1634. All of the Appenzell range is
available in satin and polished stainless
steel, RAL or PVD coated.
Glutz
is
Europe’s
leading
manufacturer of mechanical and
electronic access control products.
Established in Switzerland in 1863 the
company is famous world-wide for its
range of beautifully designed and
engineered door handles. But its
expertise extends much further than
that from master key systems and door
and window hardware through to stateof-the-art wireless online and custom
access control systems. ❐
www.glutz.com
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Top agency
design but not
the cost

Creative
website design
from £400

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

For more
information telephone

0 7 7 8 4 2 68 68 5

or cotact us by email at
info@stevebryant.co.uk
www.stevebryant.co.uk

PROFINDER
Tel: 07814 209789

Email: mehreen.haroon@profinder.eu

Access Systems

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

www.profinder.eu
Conservatory Roofs

To Advertise
call
Mehreen Haroon
07814 209789

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

Aluminium Fabricators
Fly/Insect Screens

Colours

THE ORIGINAL

Baypole Jacks
You can buy jacking kits from as
littlee as £5.50
£5.00 each
eac (subject to
order). Kits manufactured to fit
most systems with various loadings.
Top and bottom adjustments meet
Fensa requirements.

COLOUR
COATING
EXPERTS
Kolorseal North

Window openers

Tel: 01924 454856
Kolorseal Midlands

Tel: 0121 740 0217

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

Systems Duraflex, Swish24/7, Eurocell,
Status, Synseal, Kommerling, Veka

CAP DESIGNS LIMITED

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

Colours
To Advertise
call
Mehreen Haroon
07814 209789

Glass Handling

PROFINDER
Machinery

Gemskill
Geemskil
Gemskil
G
ill
Limited

SERVING
INDUSTRY
SERVINGTHE
THEWINDOW
WINDOW INDUSTRY

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

www.wmduk.com

www.profinder.eu
Profile Bending

To Advertise

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

01895 239 607
07860 812 675

www.theyardrc.co.uk

Racking Systems
Machiner y

Sawing and Machining as it should be

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

01493 742348

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

Spares for Repairs

Profile Bending

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

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

To advertise
call
Mehreen Haroon
07814 209789

PROFINDER
Tel: 07814 209789

www.profinder.eu

Email: mehreen.haroon@profinder.eu

Window Bags & Display Cases

Window Protection Film

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

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

• SUPPLYING THE GLAZING
INDUSTRY FOR OVER 25 YEARS

Give
Insurance
Backing
On All
Your
Work.
Apply Online Today

Call Freephone:

www.qanw.co.uk

0800 0850006

sales@andywrap.net
QUALITY ASSURED NATIONAL WARRANTIES (QANW) A KINNELL GROUP COMPANY
QANW is a trading name of Warranty Services Ltd. Warranty Services Ltd is authorised and regulated by the Financial Conduct Authority. Warranty Services Ltd is a member of
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The Council for Aluminium in Building’s aim is to support the interests of the architectural
aluminium industry by encouraging the increasing use of aluminium products in architecture and
in the construction industry as a whole
Architectural Metalwork
Q-railing
0800 781 4245
www.q-railing.com/en-gb
Consultants
a2n Management
07766 565027
www.a2n.co.uk
Exova (UK)
01902 722122
www.exova.com
NET Project Management &
Consultancy
01775 712771
www.netpmcs.co.uk
Placing Leaders
01280 817835
www.placingleaders.co.uk
VINCI Te chnology Centre
UK
01525 859050
www.technology-centre.co.uk
Wintech Engineering
01952 586580
www.wintechtesting.com
Extruders
Hydro Extrusion UK
01773 549300
www.hydro.com
Fabricators & Manufacturers
4 Aluminium
01733 889533
www.4ali.co.uk
AEL
01695 732132
www.a-e-l.co.uk
Alchemy Architectural
Aluminium Systems
01922 634009
www.aaasl.uk
Alimatic Architectural
Aluminium Systems
01376 347789
www.alimatic.co.uk
Alumet
01926 811677
www.alumet.co.uk
Aluminium Bending Specialists
01623 721172
www.absltd.co.uk
Amberley Doors & Windows
01453 889362
www.amberleydoorsandwindows.co.uk
APiC UK
0121 541 2121
www.apicuk.ltd.uk
CAB Members 2018

Fabricators &
Manufacturers
Arkay Windows
Tel: 01923 803923
www.arkaywindows.com
AWS Turner Fain
01905 774267
www.awsturnerfain.com
Ayton & McKeown
01733 390422
www.ayton-mckeown.com
Barnshaws Aluminium
Bending
0121 521 4297
www.barnshaws.com
CDW Systems
01452 414853
www.cdwsystems.co.uk
Clearway Doors & Windows
01242 513322
www.clearwaydoorsandwindows.co.uk
Dortech Architectural
Systems
01484 451177
www.dortech.co.uk
Drayton Windows
01603 789389
www.drayton-windows.co.uk
Emperor Shopfitters
020 8590 4466
www.emperorshopfitters.co.uk
Everglade Windows
020 8998 8775
www.everglade.co.uk
Fineline Aluminium
01934 429922
www.finelinealuminium.co.uk
Granada Secondary Glazing
01909 499850
www.gsecg.com
Greenways Contemporary
0121 550 3066
www.greenwayscontemporary.co.uk
HansenFacades
0161 284 4109
www.hansenfacades.com
Howells Patent Glazing
01384 820060
www.howellsglazing.co.uk
HW Architectural
01484 717677
www.hwa.co.uk
IDF Aluminium
0844 8000 683
www.idfaluminium.co.uk

Fabricators &
Manufacturers
Metalline (Services)
01543 456930
www.metalline.co.uk
NorDan Aluminium
Tel: 01698 376922
www.nordan.co.uk
Norwich Aluminium
01603 327373
www.norwichaluminium.co.uk
Open Entrances
01923 277901
www.openentrances.co.uk
Openwood Facades
01268 574260
www.openwoodgroup.co.uk
Panel Systems
0114 275 2881
www.composite-panel.co.uk
Paul Evans Architectural
07593 074113
www.pe-a.co.uk
Prater
01737 772331
www.prater.co.uk
Ridgeway Glazing
01452 883817
www.ridgewayglazing.co.uk
Solarlux Systems
01707 339970
www.solarlux.co.uk
The Standard Patent Glazing
Company
01924 461213
www.patent-glazing.com
TheWindowGlassCompany(Bristol)
0117 977 9292
www.windowglass.co.uk
Total Aluminium Systems
01823 353395
www.total-aluminium.co.uk
Unique Window Systems
0116 236 4656
www.uniquewindowsystems.co.uk
Vitral UK
01223 499000
www.vitral.co.uk
Vulcan Aluminium
01482 830500
www.vulcancommercialglazing.uk
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Finishing

Hardware

Hardware

AkzoNobel Powder Coatings
0191 401 2281
www.interpon.co.uk
Almetron
01978 660297
www.almetron.co.uk
Axalta Powder Coating
Systems UK
01325 347000
www.powder.axaltacs.com
Barley Chalu
01953 602771
www.barleychalu.co.uk
Chemetall
01908 649333
www.chemetall.com
Powdertech (Corby)
01536 400890
www.powdertechcorby.co.uk
Sherwin-Williams General
Industrial Coatings
0151 486 0486
www.synthapulvin.co.uk
Superior Paint & Powder
Coating
024 7646 4676
www.sppcltd.co.uk
Tomburn Ltd
02392 692020

Adams Rite Europe
0845 873 4838
www.adamsrite.co.uk
Alpro Architectural
Hardware
01202 676262
www.alpro.co.uk
Aluminium Door Supplies
01827 287921
www.aluminiumdoorsupplies.com
ASSA ABLOY Entrance
Systems
01932 765888
www.assaabloyentrance.com
Aumüller UK
0117 9820440
www.ferralux.de
Axim Architectural
Hardware
020 8685 9685
www.axim.co.uk
Caldwell Hardware (UK)
024 7643 7900
www.caldwell.co.uk
Carl F Groupco
01733 393330
www.carlfgroupco.co.uk
Centor Europe
0121 701 2500
www.centor.com
CiiLOCK Engineering
01455 633346
www.ciilock.com
dormakaba
01462 477600
www.dormakaba.co.uk
Dyer Environmental Controls
0161 491 4840
www.dyerenvironmental.co.uk
ERA Home Security
01922 490050
www.eraeverywhere.com
GEZE UK
01543 443000
www.geze.co.uk
L J Pratley & Partners
01277 633933
www.ljpratley.co.uk
Roto Frank
0800 26 05 661
www.roto-frank.co.uk
R W Simon
01805 623721
www.rwsimon.co.uk

Sapphire Louvres
01455 612222
www.sapphire-group.co.uk
Savio
07725 403600
www.savio.it
SE Controls
01543 443060
www.secontrols.com
Securistyle
01242 221200
www.securistyle.com
SFS intec
0113 208 5500
www.sfsintec.biz
Siegenia
024 7662 2000
www.siegenia.com
Sobinco
07955 282910
www.sobinco.com
Titon Hardware
01206 713800
www.titon.co.uk
Vent Engineering
01202 744958
www.vent.co.uk
WindowMaster Control
Systems
01536 510990
www.windowmaster.co.uk
Winkhaus (UK)
01536 316000
www.winkhaus.co.uk
Machinery Suppliers
Elumatec UK
01908 580800
www.elumatec.com
Emmegi (UK)
024 7667 6192
www.emmegi.com
Recyclers
Alutrade
0121 552 0330
www.alutrade.co.uk
Repair and Maintenance
Commercial Windows & Doors
020 8885 8585
www.comwin.co.uk
Roofing Components
Dales Fabrications
0115 930 1521
www.dales-eaves.co.uk
Guttercrest
01691 663300
www.guttercrest.co.uk

www.tomburn.com

Vertik-Al
0121 608 7171
www.vertik-al.com
Glazing Products
AGC Glass UK
01788 535353
www.yourglass.com
Euroview Architectural Glass
01376 503838
www.euroview.glass
Glas Trösch
0208 366 1662
www.glastroeschgroup.com
Guardian Industries UK
01405 726881
www.guardianglass.co.uk
Pilkington UK
01744 692000
www.pilkington.com
Swisspacer
07795 688061
www.swisspacer.com
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Shading Devices
AW Louvers & Ventilation
01684 274608
www.awlouvers.co.uk
Renson Fabrications
01622 754123
www.renson.be
Software Design
& Supply
BM Aluminium
01684 856920
www.bmaluminium.co.uk
Systems Design
& Supply
AluK (GB)
01633 810440
www.aluk.co.uk
Aluprof UK
0161 941 4005
www.aluprof.co.uk
Architectural & Metal
Systems
+353 21 4705100
www.ams.ie
Comar Architectural
Aluminium Systems
020 8685 9685
www.comar-alu.co.uk
Exlabesa
01302 762500
www.exlabesa.co.uk

Systems Design
& Supply
HUECK UK
0121 767 1344
www.hueck.com
Hydro Building Systems UK
01684 853500
www.hydroextrusions.com
iKON Aluminium Systems
0121 789 9936
www.ikonaluminium.com
Jack Aluminium Systems
024 7646 7449
www.jackaluminium.co.uk
Kawneer UK
01928 502500
www.kawneer.com
Metal Te chnology
028 9448 7777
www.metaltechnology.com
RAICO UK
01329 848175
www.raico.eu
Reynaers
0121 421 1999
www.reynaers.com
Schueco UK
01908 282111
www.schueco.co.uk
Senior Architectural Systems
01709 772600
www.seniorarchitectural.co.uk
Smart Architectural
Aluminium
01934 876100
www.smartsystems.co.uk

Thermal Barrier
Products
Ensinger Building Products
01443 678400
www.insulbar.com
Te chnoform BAUTEC
01789 761323
www.technoform.com
Watkiss Thermalbreak
01335 344450
www.watkissthermalbreak.co.uk
Weatherproofing
Adshead Ratcliffe & Co
01773 826661
www.arbo.co.uk
Reddiplex
01905 795432
www.reddiplex.com
SealEco
01698 802250
www.sealeco.com
Sherwin-Williams Diversified
Brands
01752 202060
www.geocel.co.uk

CAB is the essential trade body for the Aluminium in Building
sector. For further information on membership benefits
including the extensive range of free seminars on contractual
awareness, H & S and specialist technical and marketing
topics, please contact Julie Harley on 01453 828851 or email
julie.harley@c-a-b.org.uk
Alternatively go to
www.c-a-b.org.uk/about-cab/why-join
where an application form can also be downloaded.
Council for Aluminium in Building, Bank House, Bond’s Mill, Stonehouse, Glos GL10 3RF
Tel: 01453 828851 Web: www.c-a-b.org.uk
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FREE GLASS UPGRADE
ON BI-FOLD DOORS
TO PLANITHERM ONE

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

A GREAT SELLING ADVANTAGE WHEN
YOUR COMPETITORS ARE SELLING
DOUBLE GLAZED UNITS LOSING 20%
MORE HEAT BY COMPARISON

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

FREE UPGRADE

TO A 70MM FLUSH LOOK ALUMINIUM WINDOW SYSTEM
WITH CONCEALED MULLIONS AND SLIM SIGHTLINES

THE AFFORDABLE

CONCEALED
TRICKLE VENT
OPTION
AVAILABLE ON
WINDOWS &
BIFOLD DOORS

BI-FOLD DOORS

TO 35MM INTERLOCK

VISOGLIDE+

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

57.5mm

70mm

FREE UPGRADE

FLUSH LOOK
ALUMINIUM
WINDOW

ADJUSTABLE WHEELS & 1.6 UVALUE

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

NEW BROCHURE
NOW AVAILABLE

Available exclusively from

AFFORDABLE ALUMINIUM

WINDOWS

PATIO DOORS

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

CONSERVATORIES

COMMERCIAL

Simon Youles

t - 01253 888233 m - 07794 219773

e - simon@affordablealuminium.com

