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One UK provider of sales
leads to installers operating in
the home improvement sec-
tor, Leads 2 Trade, is celebrat-
ing its 15th anniversary.

Having spotted a gap in the
market that would provide dou-
ble qualified leads for companies
at a competitive price, Andy
Royle, John Cohen and Alan
Gray used their contacts in the
home improvement industry and

built a series of websites that
would capture consumer en-
quiries and created the now
recognised ‘Trusted Local Suppli-
er’ brand in November 2006.

They then set about creating a
national network of reputable
home improvement companies
that could offer consumers a free,
no-obligation, quote.

They went on to build a UK
call centre where staff could im-

mediately react to the web en-
quiries and qualify them before
being sent out to their mem-
bers.

The company has also intro-
duced several developments for
members over the years, includ-
ing pre-qualified hotkey
telephone leads, a ‘no pitch no
fee’ confirmed, pre-arranged
appointment lead service,and its
latest innovation the L2Tapp,
which was launched this year.

Andy Royle, co-founder and
MD, says: “What has been in-
strumental in staying at the top
has been our ability to adapt our
offering to our members needs,
not only what they want from a
lead but how they want that
lead delivered while keeping
the comparison service the
consumer wants.” i

PVC-U and timber window
and door manufacturers,
suppliers and installers are
being sought for a new four-
year framework for public
sector projects.

The Windows and Doors
framework (WD2) from LHC
allows local authorities, social
landlords and other public sec-
tor bodies to source PVC-U and
timber products and end-to-end
design services for both residen-
tial and non-residential projects.

WD2 combines LHC’s previ-
ous PVC-U products (U10) and
timber products (T4) frameworks

and will also extend its scope to
include aluminium clad timber
windows.

Each workstream will offer
standard and enhanced per-
formance options in preparation
for the interim uplift to Part L reg-
ulations being enforced from
June next year and the full Future
Homes Standard regulations
expected in 2025.

Sustainability is top of the
agenda for local authorities and
housing associations. This
framework is designed to help
them meet the forthcoming, en-
hanced Part L regulations and

the Future Homes Standard by
providing a pool of pre-ap-
proved companies that can sup-
ply and install high quality
PVC-U and timber windows and
door products," says Dean
Fazackerley, Head of Technical
Procurement, LHC.

“There is a huge emphasis on
quality and it is the majority fac-
tor in whether a company is ap-
pointed to the framework. As
part of this, third party evidence
of product performance will be
mandatory, with emphasis on U-
values, durability and lifecycle
costs.”. i

Window And Door
Contractors Sought For
£66 Million Framework

Leads Lead To Big Celebration
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The impact of Covid-19 has
caused an estimated 13%
fall in volumes installed of
flat roof waterproofing ac-
cording to the latest market
report from AMA Research.

Since 2016, the market for flat
roofs has grown largely due to
an underlying improvement in
new build and refurbishment
output across the schools,
higher education, offices, ware-
housing, infrastructure buildings
and apartment sectors.

Until the disruption caused by
Covid-19, the annual installed
area of flat roof waterproofing
had been increasing as con-
struction activity across most key
end use sectors had grown.
However, in 2020 the area in-
stalled declined from around 35
million square metres to 30.7
million sq.m.

Alex Blagden, Senior Re-
search Manager at AMA Re-

search who came up with the
stats on flat roofing says:
“While there are current issues
around disruptions to the build-
ing materials supply chain, in
particular shortages of a wide
range of products and materials
and the shortages of roofers,
among other trades, over the
medium term to 2025, demand
for flat roof waterproofing is
forecast to increase.

“2021 has seen a surge in
construction activity as the UK
emerges from Covid-19 restric-
tions and with a trade agree-
ment with the EU now in place,
which has seen investor confi-
dence begin to return across the
commercial and industrial new
build sector.”

Blagden is also of the opinion
that Brexit and immigration
issues have also had an impact
on the significant skills shortage
among trades and professionals

in the construction industry, as a
substantial number of workers
from EU countries may well have
left the UK. The roofing trade is
one of the worst affected.

Blagden says: “There are,
however, several factors that
will sustain some demand for
flat roofing systems in the com-
mercial & industrial market,
e.g., the need to increase retail
distribution centre capacity,
growth in the Build-to-Rent apart-
ment block sector and growing
demand for ‘green roofs’.

“In urban areas, factors likely
to drive up demand for green’
roofs include increasing
concerns about rainfall run-off,
pollution and air quality and
lack of private outdoor space.

“In rural areas, to date the
main driver has been planning
requirements demanding that
buildings merge in with sur-
rounding areas.” i

Flat Roofs To Go From
Flat To Peak

Hardware specialist VBH has
been successful in two
categories and finished as
runner up in three more at
the National Fenestration
Awards.

The company won Best Digital
Marketing Campaign for their
promotion of the Q-secure
consumer hardware guarantee

which will pay out up to £8,000
in the event of a break in; and
Regional Sales Manager Tyler
Shutts shared the Young Person
of the Year award to follow up
her outright win in 2020.

“It’s great to be recognised in
this way by the industry and we
really appreciate every vote
cast our way. We see all

awards success, regard-
less of category, as a
giant pat on the back for
the whole team and every-
one at VBH is thrilled to
bits,” said Gary Gleeson,
Marketing Manager, VBH.

“Having said that, for
Tyler to get the nod two
years in a row in her indi-
vidual category shows just

how highly rated she is by her
customers in the North. It is
testament to the great service
that she and her Customer
Service Co-ordinators provide,”
added Gleeson.

Picture: The VBH team and
their awards.

i

VBH Wins At NFAs
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With the home improvement
sector continuing to boom
and showing few if any signs
of slowing down, some
installers have been talking
about putting the foot on the
brakes to allow them to catch
up with the full pipeline they
have ahead of them, writes
AdminBase’s Rhonda Ridge.

The debate between bringing
on new business when your
teams are already stretched,
versus risking an empty pipeline
if you don’t continue full throttle,
is not a new one. It’s a difficult
balance to strike. If you’re too
busy you can’t offer good serv-
ice. But if you don’t consistently
attract new clients, it’s easy to
get caught off guard by unex-
pected changes that suddenly
leave the order book empty.

The natural peaks and troughs
of business don’t have to be
drastic. It’s all about having the
right systems in place.

Pipeline
All businesses need to conduct a
baseline of marketing activity to
maintain a healthy pipeline but
this baseline should be cost-effec-
tive, easy to fulfil and consistent.
Regular e-mail campaigns,
letters, phone calls or SMS

contacts are all good examples.
This is why installers need a
robust ready built system that has
been designed specifically for
them and includes everything
they need to generate leads.

Scalable lead gen to adapt
with your business
The ‘easiest’ ways to generate
leads through e-mail or text cam-
paigns can be laborious, which
means it’s a task that gets put off.
This may not seem like a big
issue right now when you have
enquiries coming out of your
ears but you should start now so
you can easily scale up when the
orders start to slow.

Campaigns covered
One of the biggest issues
installers come up against with
e-mail campaigns is exporting
the data from a database into a
separate tool such as Mail
Chimp. It is not straightforward
and then, when the campaign
has gone out, there are
inevitably changes that need to
be made to the data in the origi-
nal database before the next
campaign can go out. It takes
time and effort to stay on top of
a database that is being used
regularly. Which is precisely

why we have designed a
Campaigns Tool that can
be seamlessly integrated into
the AdminBase management
system. All contact information
is already in the system, so there
is no need to export the data into
third party software. Users can
craft effective email, SMS or
letter marketing campaigns, with
e-mail designs created by
AdminBase. The data generated
from a campaign is easier to
manage as well because
installers can track who has
clicked on emails or can resend
or update records easily if
required. The system makes it
straightforward to generate
leads from existing customers
and new.

Don’t get left behind
The Campaigns Tool was devel-
oped as a direct response to
demand and works seamlessly
with AdminBase to make
installers’ lives easier. Any busi-
ness looking to continue to grow
their sales in the New Year will
need a comprehensive system
like this or risk being left behind
by those that are already using it
to great effect.

www.abinitiosoftware.co.uk

i

The market may be
busy but that
doesn’t mean
installers should
reign in the sales.
The lead generation
and selling process
just needs to be
lean and seamlessly
integrated into the
rest of the business
says Rhonda Ridge
of AdminBase.

Bring On The Sales

http://www.abinitiosoftware.co.uk
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What must be understood
and accepted in any litiga-
tion is that there will be a
successful party and an
un-successful one (we tend
not to use the terms winner
or loser in litigation), writes
The Installer’s Legal Expert,
Don Waterworth.

In cases where the sum is more
than £10,000, costs are normally
levied against the unsuccessful
party. This can be a mind-blow-
ing amount of money.

I have worked on cases
where for, example, a house-
holder is suing a window
company/builder for £15,000 or
so and the matter when reaching
the final hearing, has reached a
level of legal and professional
fees that have cost in excess of
£60,000 each.

In such a case, if costs are
awarded against the unsuccessful
party, then the initial damages
pale into insignificance. It would
not be unusual that the unsuccess-
ful party to be presented with an
overall bill of £120,000 plus.

Winners and winners
We might not use the term
winners and losers but the reality
is either the claimant or the defen-
dant will end up a seriously bad
loser. Meanwhile both parties’
solicitors will have won – they get
paid whatever the outcome.

This thought alone should con-
centrate your attention should you
become involved in a dispute, as
it is not necessarily the damages
that you are pursuing or being
pursued for but the legal costs
which can be quite staggering.

Therefore should you be faced
with a dispute where Solicitors
are involved, do not necessarily
concern yourself with the sum in
damages, you must consider the
whole cost should your claim or
defence be unsuccessful. An
unsuccessful Claim or Defence
could put you under or you could
lose your home.

Mediation
Always think mediation. The
mediator listens to each side and
considers the merits of each and

tries to find an agreement that
suits everyone. It is the cheaper
option; there is only one fee and
each party pays their own. It will
be over in one day (although you
still have to prepare). And
although there may be a degree
of compromise – most parties
come away glad it is all over and
it hasn’t cost them too much.

Call me
I am a mediator – if you are
facing a dispute, call me...and
let’s see if we can ensure you and
the other side get together and
make sure nobody loses their
shirt/blouse. Don.

And Merry Christmas by
the way!

i

Winners & Losers Or
Winners & Winners?
Go to court for a sum of
more than £10,000 and
costs are normally levied
against the unsuccessful
party. This can be a
mind-blowing amount of
money, writes Don
Waterworth as he
continues to advocate
mediation to settle
disputes far more
cheaply.

Written by Don Waterworth BSc (Hons)
FCABE MEWI Chartered Building Engineer /
Building Surveyor,Expert Witness,
Accredited Mediator – Tel: 0800 1954922

This article has been authored
by our technical writer –
Principal Surveyor Don
Waterworth of
hanleyamosstewart.co.uk

Don also acts as an Expert
Witness and is an Accredited
Mediator – t. 01942 523702

Tuesday-Thursday
10:00am-3:00pm.
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2020 was the most extraordi-
nary year in the history of
FENSA but for reasons largely
beyond anyone’s control.
Fortunately, 2021 outstripped
that but for entirely positive
reasons, writes Tom Butler,
Head of Sales & Marketing,
GGF Commercial Group.

And with 2022 marking the
20th anniversary of the organi-
sation (our second decade is
reached in April), next year
promises to be another bumper
one for the UK glazing industry’s
largest and most popular compe-
tent person scheme – and that
rare thing, a household name in
the window and door industry.

Pandemic
2020 was remarkable of course
for the onslaught of Covid-19
and its impact saw installers fac-
ing an existential shutdown, dra-
matically followed by a
remarkable sales boom in in
2020 and through 2021. Relief
in the sector was palpable but
the industry had to adapt quickly
to the ever-changing rules gov-
erning manufacturing and in-
stalling windows and doors.

FENSA’s pandemic was char-
acterised by dealing with its own
Covid-related logistical issues
which were of course further im-
pacted by the surge in home-
owner interest and installations.
But not only did we get there, in-
stallers also recognised the ben-
efits that membership with
FENSA brings, with numbers in-
creasing significantly.

New ways of working
As we moved into 2021, opera-
tional practices were generally
being well managed and despite
the growing supply-chain and
skills challenges, the industry
continued to thrive. And at
FENSA, we were able to intro-
duce a range of initiatives de-
signed to offer tangible benefits
to every member. These have fur-
ther marked the transition of
FENSA from being a simple
issuer of compliance certificates,
to a powerful promoter and
provider of professional
standards and services for both
installer and homeowner.

Lead generation service
Our free to members lead gener-
ation service came into its own
early in 2021. Now hundreds of
leads are generated every week
from homeowners specifically
seeking a FENSA Approved
installer.

Easier to get paid
BeePaidGo introduced in May,
does exactly what its name sug-
gests, providing a secure and
safe way for installers to take
payments using an App installed
on their smartphones or tablets.
The FENSA Financial Secure
Payments scheme, was also in-
troduced to protect homeowners
and installers, in the form of its
new escrow service, provided in
partnership with escrow solutions
provider Trustshare which is
available free of charge to all
FENSA Approved Installers.

Recycling scheme
Tangible on-site support for
Approved Installers came in the
form o fthe FENSA Recycling
Scheme, which removes old
de-glazed PVC-U window and
door frames from the home-
owner’s property. This remark-
able, free service deals with old
frames ethically and sustainably
with the end-of-life frames being
recycled for re-manufacture into
brand new products, perhaps
even new window profiles.It is
now reaching most areas of
England, Scotland and Wales.

Market Knowledge Report
The Market Knowledge Report
issued jointly by FENSA, BFRC
(British Fenestration Ratings
Council) and the Glass & Glaz-
ing Federation, saw immense
amounts of data collected by
each organisation made avail-
able for the first time. Free of
charge to members of each
organisation, the report offers
immense insights on window
and door installations, that can
be especially useful for installers
seeking a close look at installa-
tion trends and prices in their
areas.

Extras
Add these to other tangible
financial benefits such as 10%
off at all TradePoint and B&Q
stores and up to 10 pence per
litre off all fuel, there is little to
stop installers joining FENSA as
we celebrate our Double Decade
Anniversary in 2022! i

April 2022 will mark FENSA’s 20th anniversary, writes the
organisation’s Tom Butler who is expecting yet another
eventful year in the history of the biggest and best
known competent person scheme that is head and
shoulders above the ‘competition’.

For more information on
FENSA, including details of
how to join, visit:
www.fensa.org.uk

A Fabulous FENSAYear –
Full Steam Ahead For 2022

http://www.fensa.org.uk
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The Kate Ashley-Norman Wellbeing Column

We have a skills shortage in
the industry and want to
develop of a new fenestra-
tion generation. But first we
should ensure we look after
those who are already work-
ing in the business, writes
wellbeing guru Kate Ashley-
Norman.

The old adage, ‘prevention is
better than the cure’ – is incredi-
bly relevant now when it comes
to the retention of staff. So here
are my Five Top Tips on keeping
people working for you rather
than heading down the road to
a competitor.

Learn to listen
Too often we get so caught up in
the day to day pressures of run-
ning a business that we forget to
listen – and I mean really listen.
I’m not talking about everyday
moans and groans but listening
to the issues behind those every
day moans and groans.

If there is general discontent in
your workplace, then there is
usually something of substance
behind it. It may not be immedi-
ately visible but active listening
– as much as to what is not said
as to what is said, will help you
get in front of the curve and root

out any issues before they
become too embedded.

Engender a sense of
purpose and responsibility
Having a sense of purpose is
one of the most essential
elements of an individual’s over-
all wellbeing. A sense of
purpose, even in the most
traumatic and dire circum-
stances, can provide the energy
and anchors needed to weather
turbulent storms. Once that
sense of purpose is gone, one
can be left rudderless and
vulnerable.

5 Steps To Improve
Employee Retention
You want to retain your most valuable assets – people. And you want to add value to
those who are still growing – don't you? Here are five ways you can massively
improve current employee retention rates. By Kate Ashley-Norman.
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Terry Waite, was released 30
years ago from 1,763 days of
captivity where he was chained
to a wall in isolation for 23 hours
and 50 minutes a day. He says:
“I recognised that I still had life
and although it was very limited,
I was still able to live as fully as
possible.”

Admiral Jim Stockdale of the
US army was imprisoned for
eight years in a camp during the
Vietnam war. He was tortured
over 20 times during this time,
was kept in solitary isolation,
had limbs dislocated. Notwith-
standing he took on the burden
of command to ensure his fellow
inmates kept their spirits up (as
much as possible when you have
no end in sight). This was his
sense of purpose. It ensured that
he emerged from this trauma
psychologically intact. Extreme
examples I know but illustrative
of the power of that sense of
purpose.

Communicate
Despite the plethora of communi-
cation methods available to us all
today, are you able to effectively
communicate with your work-

force? You don’t have to be a
global corporation to implement
a good internal communications
strategy – but a simple, regular,
structured approach will help
develop a greater sense of
belonging, ownership and
purpose in every organisation.

Training & progression
Linked to that sense of purpose
and responsibility is the innate
human desire to move forward.
There will always be a propor-
tion of your workforce who
to stay within their comfort zone,
perform a function, clock in and
clock out. And they have their
value. But if your business is to
truly thrive, you need to encour-
age a constant stream of new
energies, information and ideas
flowing throughout every depart-
ment.

As well as the skills required to
perform their role, mindset and
resilience training contributes sig-
nificantly to the overall ‘can do’
attitude of an employee – an atti-
tude that will empower that
individual to increase their
own confidence and sense of
achievement.

Benefits and perks
Every high street name out there
is vying to give your employees
discounts and cash backs – and
the benefits to them could amount
to £hundreds every year.

Discounts and cash back
schemes are being offered from
supermarkets, mobile phone
companies, restaurants, even
home appliance suppliers – a
good benefits package will be a
brilliant investment felt in both
your own pockets and that of
your employees.

And with local GP surgeries
becoming more and more inac-
cessible, services such as Lime-
Bee are including immediate
access to a doctor 24 hours a
day, from anywhere in the world,
for your employees and their
immediate family.

These are just a few of the
things you can do. Applying them
or thinking of your own will also
give you a sense of purpose.

And if you want any more
help or just some useful
information. Call me,
Kate Ashley-Norman on
07904 345354.

i
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There has been no physical
industry exhibition since 2019.
So now the countdown is on
for May 2022 when the FIT
Show returns to presents the
first big opportunity for the
market to reconnect and for
people to see, touch and play
with the latest products and to
get back to doing what we do
best – face-to-face business,
writes Nickie West.

A new May dateline has al-
lowed brands that weren’t ready
to join us in 2021 to now come
along. People that we have spo-
ken to have voiced their excite-
ment about being able to bring
new products to market using FIT
Show as the platform. They also
want to have the chance to
tackle issues such as the supply
chain and skills gap head on
with their customers at the event.

Mixing
From an organiser’s perspective,
I believe that the three year
hiatus brought about by the pan-
demic has reminded people of
the vital role that live events play
within the marketing mix. No
other channel delivers in the
same way, delighting and
engaging all the senses at once.
Our audience will, once again,
be able to connect with every

FIT Show 2022 is on the horizon.
Event Director Nickie West tells us
why live events are an essential
part of the marketing mix – and
why this time around, the pent-up
demand to get out and see
what’s new is going to make
this event one not to be
missed.

Reconnect
Countdown
To The BIG

IT&Marketing



link in the supply chain, all under
one roof.

Trade shows are an essential
part of the marketing mix. They
provide exhibitors with numerous
marketing benefits. They create
brand awareness, help compa-
nies to connect with the market,
gain insight and feedback. For
the fenestration industry FIT
Show creates the ideal platform
for brands to speak directly to
their customers and prospects.

New beginnings
Trade shows also provide an
ideal platform to identify poten-
tial gaps in the market and
opportunities to innovate. It is
easy for exhibitors to get caught
up in focusing on leads gener-
ated or deals done at the event
but things don’t start and end at
the event.

For visitors, as well as being
able to compare all of the latest
products side-by-side, FIT Show
provides a direct link to manufac-
turers and industry experts.

CPD
Additional features, such as our
CPD learning programme and
live product demos, help visitors
to broaden their knowledge and

to upskill with a view to doing
better business when they leave
the show.

Could you exhibit?
For companies which think that
they are not quite ready to ex-
hibit, I would urge them to speak
to us. There are often misconcep-
tions around what needs to be in
place to enable a brand to
successfully exhibit. We are
experts in helping companies
realise their exhibiting potential.

We offer exhibiting options for
all levels of budgets, with space
available from just £3,000.
We’re also exploring new ways
to attract entry level brands,
perhaps within a pavilion-style
space, so that they can grow
with the show.

New starters are now
established partners
There are some fantastic case
studies of brands that have
grown with the show, such as
DoorCo which took its first space
with us in 2016. It took some
time out to focus on product
development and grow the busi-
ness but are returning in May
and taking four times the space.

STORM Building Products is

another brand that will be
exhibiting for the first time
having previously only attended
as a visitor and is now ready to
join the line-up.

Value to exhibit, value for
your visit
Live events are evolving. As an
event director, I am constantly
looking at ways to enhance the
FIT Show proposition, to
increase the lifetime value of the
show for our visitors and to
deliver that all important return
on investment for our exhibitors.
However, its costs 22% less to
contact a potential buyer at a
show than through traditional
channels – so they are good
value as an exhibitor...and good
value as a visitor! So make sure
you are there one way or
another come May 2022.

Pictures: FIT Show Event
Director, Nickie West and
scenes from the last time
the industry got together for
an exhibition.

May 10-12 is the date for
your diary in 2022.

www.fitshow.co.uk
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With demand having been at
an all-time industry high,
businesses have been able
to roll from one job to the
next, with the job of targeting
new business being put on
the backburner, writes Insight
Data’s Vicki Hall.

However, as things start to slow
down ever so slightly, connecting
with new, potential customers will
be a top priority. That’s why we
have seen a recent surge in
demand for our online platform
Salestracker.

Helping marketing teams iden-
tify and target their ideal prospects
and salespeople convert the most
profitable customers, Salestracker
allows users to access real-time
information and deep market intel-
ligence on 80,000 companies
and more than 76,000 verified
email addresses in the glazing
and building industry, from
fabricators and installers to local
builders, construction firms and
architects.

No time-wasting
The last two years hasn’t all been
plain sailing for businesses. The
industry is facing its biggest ever
shake-up since Covid-19 struck,
with big names collapsing, several
pre-pack administrations and
mergers and acquisitions rife as
the industry consolidates.

With the industry changing so
rapidly, data decay has never
been more significant, with once
trusty marketing lists and spread-

sheets now destined for the
archives because they simply can-
not keep up.

Having Salestracker at your
fingertips effectively eliminates
data decay and helps you avoid
damaging your reputation by c
ontacting companies that are no
longer trading or decision makers
who have changed jobs, retired or
even passed away.

The best support
Behind the scenes, a team of
experienced researchers painstak-
ingly collect and update the data-
base with in-depth information not
available anywhere else, making
over 20,000 telephone calls every
month to verify the data and
1,200 changes every month. This
data is then added to Salestracker,
alongside financial data directly
from a credit reference agency.

Salestracker users can then build
lists of potential customers using
dozens of criteria – for example
whether companies fabricate or
buy-in, which products and materi-
als they use (including sys-
tem/suppliers), product volumes,
what markets they operate in (re-
tail, new-build, trade or commer-
cial) and even details of premises,
such as factory or showroom.

Built-in tools
Salestracker has built-in tools to
help users maximise the data.
Switch on the CRM option and
sales and marketing teams can
work together remotely to manage

prospects, leads and customers.
Documents (such as quotes and
proposals) can be added to
records and accessed from any-
where, while ‘alerts’ updates you if
there are any changes on compa-
nies you are monitoring, including
any financial changes.

Companies will be able to focus
on pinpointing their ideal customer
by size, location, product range
and credit history or instantly
break into new markets or sectors,
such as builders’ merchants, house
builders or architects.

E-mail promos
There’s no need to use third party
email software as Salestracker
allows advanced email marketing,
while a separate, private data-
base within Salestracker means
you can import or add your own
data lists and contacts.

With no software to install and
cloud technology allowing
Salestracker access from home,
office or on the go using any inter-
net enabled device, it’s the perfect
platform to help your business
grow.

www.insightdata.co.uk
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Keeping On Track
Insight Data’s Salestracker window
database contains details of 80,000
decision makers. Commercial
Manager,Vicki Hall, discusses why it is
a successful platform to target new
customers.

http://www.insightdata.co.uk
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Litigation can easily take up to 2 years to a final hearing, and
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A wise man (who happens to
be our Chairman, Adrian Bar-
raclough) once said ‘a white
window is a wasted opportu-
nity’, writes Quickslide’s Tom
Swallow.

I’d have to strongly agree. Not
just in terms of sales but also for
the homeowner, when it comes to
that all-important kerb-appeal.

Of course, the classic white
vertical sliding (VS) window will
never go out of style – from
historic buildings to new-builds, it
enjoys enduring popularity thanks
to its pleasing aesthetics and
sophisticated charm – but in a
world where individuality seems
increasingly important, from
children’s names to the colour of
your front door, it is well-worth
tapping into the current trend for
standing out from the crowd.

At Quickslide, there are many
ways for our customers to
increase margin with a more be-
spoke product – and at no extra
cost to install than our standard
white VS, it’s a win win for
installers.

Modern virtues
While our products may look tra-
ditional, with heritage features
including run-through horns, a
deep bottom rail and period-
style hardware, they still offer all
the latest modern-day benefits.
From on-trend colour and finish
options, to the highest standards
of energy efficiency and security,
we’re fully committed to helping
our customers benefit from this.

2022
Getting the message across to
the end-user is key and as a
result, we have put our utmost
effort into ensuring our trade
partners have all the tools avail-
able to sell the right product to
the right customer and generate
the organic growth that we, as a
business, pride ourselves on
creating.

With the consumer trend for individuality showing no sign
of abating, Quickslide’s Tom Swallow looks at the
opportunities for installers to add margin to their heritage
VS sales.

VS Success Is Not All
White

Heritage



As part of this quest, the new
year will see our business devel-
opment support streamlined by
restructuring our dedicated sales
team, as the roll-out of our new
EvoWeb direct ordering service
continues. This will enable us to
support our trade partner
network more effectively with the
option to place orders directly,
24/7.

To help facilitate this, while also
improving our customer support
services even further, a personnel
reshuffle will see more emphasis
placed on client development,
with Lee Turner and Adam Wray,
both long standing members of
the Quickslide sales team
focussing their efforts on making
sure our trade partners are armed
with the tools and expertise
required to increase sales and
profits. This new structure will help
to provide a greater understand-
ing of the full Quickslide offering,
enabling them to better advise
their own customers on the
options beyond the standard
white VS specification, potentially
gaining more orders as a result.

Options
These options include a security
upgrade package, argon-filled
units to boost energy efficiency
ratings, various realistic wood-
grain finishes and colour
choices including black,
Chartwell green and agate
grey, as well as a bespoke
colour bonding service for those
looking to take personalisation
to the next level.

Not overlooking the finer
details, we’ve even introduced
colour-matched woolpile, to
ensure that every window is
perfectly finished, while provid-
ing an excellent seal against the
elements.

Growth
The support provided by the
improved sales structure, which
will include EvoWeb systems
training, product advice and
project management services,
as well as ordering and
marketing assistance, is key to
ensuring our trade partners are
best placed to grow their
businesses.

With added product margin
key to profitability for many
installers, strong marketing
support is vital when it comes to
selling heritage VS windows
and as the market continues to
evolve, we will endeavour to
ensure our trade partners are
well-equipped to capitalise on
and comply with the latest devel-
opments, from emerging home
improvement trends such as min-
imalist, ‘Scandi’ inspired prod-
ucts, to changes in legislation.

With updates to Building
Regulations on the horizon, it’s
down to us to deliver a product
that ‘speaks old’ but ‘performs
new’ while meeting or surpass-
ing any new requirements.

Finding a profitable solution
for our customers is an ongoing
challenge that we relish.

Pictures: Quickslide’s Tom
Swallow and two modern
heritage installations that
show off colour options.

www.quickslide.co.uk
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When it comes to selecting the right products to enhance and protect homes
around Britain, The Heritage Window Collection is the homeowners favourite
every time. Beautiful, stylish and expertly made, our PVC-U Flush, Sculptured
and Chamfered Sash windows and doors strike the perfect balance
between energy efficiency, security and design.

the award winning heritage window collection

Tel 01249 816 969 | www.heritagewindowcollection.co.uk | deceuninck.ltd@deceuninck.com

http://www.heritagewindowcollection.co.uk
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Over the last 18 months Kubu
and our Pro Installer network
have continued to build and
grow, writes Head of Brand,
Lauren Bromley.

We have refined our firmware
and software platforms for our
smart sensor platform, thanks to
our considerable in-house
resources, whilst also developing
further technological products
under the brand.

This process has been made
easier by the fact that the technol-
ogy and product rationale is well
proven, at a time when others
have stumbled in getting
their development programmes
physically to market.

Dynamic shift
The dynamics of the replacement
market for windows and doors
are changing, as we’re seeing
first and even second time
replacements occurring with
regularity and the distress

purchase that underpinned the
market decades ago, has now
been replaced by one that’s
driven by improved security and
appearance.

If this proves anything, it is the
fact that the lifecycle for replace-
ment windows and doors keeps
on shortening and the emer-
gence of smart-sensor technolo-
gies through our Kubu brand will
further ignite this premise.

More recently, circumstances
have realised a significant
increase in consumer demand
for home improvement products,
with windows and doors high up
on the agenda for consumers

eager to make a better home.
For the first time in documented
history, we’re also seeing the
increase i ninstalled prices, not
necessarily through the increase
in raw material costs but through
an underlying demand for better.
The additional time spent at
home by many has changed the
way in which they live and view
their respective properties.

Smart movers
During this recent period,
consumers have also invested
£millions in smart devices across
the home from Ring doorbells to
smart home thermostats, Philips

NewBusinessOpportunities

It’s a great time to get involved in the
smart home market as a Kubu Pro
Installer, writes Lauren Bromley as she
outlines the wider opportunities for
these smart windows and doors.

The Smart Home
Opportunities



Hue lightbulbs and even smart
fridges. Smart is the future and
that’s why all of the world’s
leading electronics giants are
investing so heavily into this sector.

Locked in
Kubu smart sensors are activated
with our own Avantis multi-point
locks and they help tell home-
owners whether their door is
locked or unlocked. Arguably
the most impressive feature
though is geo-fencing, which
uses your GPS location on your
phone to notify you with a
reminder about the status of the
door between 150 and 300
meters from your home location,
typically when you’re leaving a
property.

Pro Installer programme
Over the course of the next 12
months we’ll also be launching
new developments with smart-
sensor technologies, which helps
take Kubu into the smart home
market and products will be with
homeowners ready for activation
in Q2 next year. With the launch

of our Pro Installer programme,
it’s the perfect opportunity for
installers to embrace the consid-
erable sales opportunities which
also includes activation kits at
trade prices, to either mark up at
the point of sale or to use it as a
means to close a bigger sale.

Activation
Alternatively, consumers can
purchase the kits directly from us
and regardless of how the
windows or doors are activated,
we’re here to help with any
queries, with activations taking a
matter of minutes once the App
is downloaded.

In the zone
We’re also getting daily
enquiries from companies look-
ing to convert existing showroom
space into smart zones, the
clearest indication yet that this is
the future direction for the indus-
try. The market for smart sensors
is clearly in its infancy, yet
already some of the most trusted
and respected window and door
manufacturers have partnered

with us for the long-term, as too
have their installer partners.
There’s no additional cost to the
window and door frame as these
are supplied with Avantis multi-
point locks with a captive Kubu
smart-sensor slot at the point of
manufacture, nor are there any
changes to the installation
process.

ROI
It’s at the point of activation
where all the software, firmware
and product engineering come
to the fore and with the cost to
activate a full house of windows
and doors including bi-folding
and patio doors, around £350,
it’s a low-ticket price for a smart
high security return for home-
owners.

Pictures: Kubu’s Head of
Brand, Lauren Bromley and
examples of how easy it is to
install and activate smart
windows & doors technology.

www.avant i s -hardware.
com/kubu-home
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A Grade II listed, 1775, con-
verted barn and farmhouse
at Elms Farm, Derbyshire is
the home of the Smedleys
who storemd into the finishing
touches with the addition of
roof windows for more light
and ventilation.

Fiona and John Smedley did
the conversion themselves. The
property had been purchased by
Mrs Smedley’s father in the
1980s.

When builder Ken Tansley from
Interbuild Ltd was first introduced
to the site back in May 2017,
the barn was still full of old farm-
ing machinery, cow partitioning
and even had ducks and chick-
ens living in a part of it.

Light and heat were two large
factors that had to be taken into
consideration during the plan-
ning stages. The barn had little-
to-no insulation and what would

become the second floor had no
access to natural daylight – two
common issues to tackle in a nor-
mal barn conversion but a
Grade II listed property
would need extra care and
compliance.

To accommodate this, many of
the upstairs’ original beams,
which the owners had hoped to
keep, had to be covered for
insulation and fifteen roof
windows were drawn into the
plan to bring natural daylight
into the top floor rooms.

Tasnsley first heard of Keylite
when visiting Buildbase Derby
and soon got in contact with

Keylite’s Tom Jarvis. “Tom was
fantastic, he came out to Elms
Farm to meet us and bought a
sample,” says Tansley. “It was an
easy sell due to the price and the
fact that all the flashing and add-
ons came with the windows as
standard.

“Usually, roof windows can
pose an issue for listed buildings,
as they sit higher than the roof
tiles. However, another huge sell-
ing point for Keylite is that the
windows are recessed as stan-
dard – meaning they sit lower in
the roof.”

www.keyliteroofwindows.com

i

Barn Stormer

Hardware specialist VBH has
been working with aluminium
systems house Garnalex to
develop the hardware
solution for the new Sheerline
bi-fold door.

The new bi-fold allows up to a
seven pane configuration, it can
be fitted as an outward or
inward opening door and
offers four different threshold
combinations.

With doors
measuring up
to 6.5m wide
x 2.6m high
and possibly
triple glazed,
Garnalex’s
choice of
h a r d w a r e
had to be suf-
f i c i e n t l y
strong and
hard wearing
to cope with

large, heavy sashes.
VBH’s greenteQ design team

worked closely with their counter-
parts at Garnalex, with the result
being the greenteQ Clearspan
hardware system for Sheerline
with a weight capacity of 120Kg
per sash.

greenteQ’s bi-fold hardware
for other systems is tried and
tested and is favoured by fabri-

cators and installers. Clearspan
for Sheerline is designed with
everyone in the supply chain in
mind It is quick and easy to put
together and there is ample
adjustment for installers.

Companies offering Sheerline
doors built to VBH’s PAS24 hard-
ware spec can join the Q-secure
approved partner network. The
Q-secure consumer security guar-
antee will pay the end user up to
£8,000 in compensation in the
unlikely event that a break in is
achieved due to hardware
failure.

“I’m pleased to be working
with Garnalex and very happy
at the way that the two technical
teams have worked together as
one to bring this project to
fruition – it’s been seamless, says
Simon Monks, MD of VBH.

www.vbhgb.com

i

VBH Is First Through The Door
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When a homeowner in Ruislip
wanted to maximise daylight
in a property with a flat-roofed
ground-floor extension, in-
stallers HomeWorks Windows,
couldn’t stop talking about
TuffX’s Infinity rooflight – the
easy-to-fit solution.

The 1000 x
25000mm standard
stock clear glass
Infinity fixed rooflight
required much less
space than a roof
lantern, while ensur-
ing the benefits of
natural light flooded
into the footprint of
the building, giving
the whole area a well
lit, welcoming feel
throughout of day.

Infinity not only
helps increase the

amount of natural daylight in in-
door spaces, it also provides
good thermal insulation. The alu-
minium frame features a thermal
break, which creates an insu-
lated barrier and minimises the
transference of heat and cold, re-
ducing condensation and further

enhancing the rooflight’s energy
efficiency.

All Infinity rooflight come ready
to fit straight from the box. And
with standard sizes being deliv-
ered within three to seven work-
ing days nationwide, they are as
quick to arrive as it is to install.

“Available in five standard
sizes, in our popular contempo-
rary anthracite grey powder-
coated aluminium frame, Infinity
rooflights are easy to fit, low
maintenance for homeowners
and guaranteed for five years,”
says Graham Price, TuffX’s MD.

“We also offer solar and
privacy glass options, double or
triple glazed, and of course we
make bespoke sizes too – all
delivered directly to site, ready to
drop straight into place.”

www.tuffxglass.co.uk

i

The Topic Of Ruislip
Products & Projects

http://www.tuffxglass.co.uk
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As the focus on net zero
buildings grows, Geze’s
has introduced its EC-
drive T2 automatic slid-
ing doors with a
thermally broken profile
system – the GCprofile
Therm.

The GCprofile Therm
accommodates up to 32
mm glass thickness in either
two-pane insulation glass
with 2x ESG 6mm, UG
value 1.0, or three-pane in-
sulation glass with 3x ESG
4 mm, UG value 0.8. The
profile system uses slim alu-
minium frames which re-
duce visible sightlines by
approx. 30mm – giving
designers greater ability to
produce a clean design

aesthetic while providing
greater efficiency. With
increased performance for
leaf weight of up to 140 kg,
the GCprofile Therm also
boasts improved air tight-
ness (compared to other
ISO profile systems), better
sound insulation and
improved wet weather
durability aided by its fit
and an optional floor guide
with drainage. It can be
combined with manual and
motorised Geze hook bolt
locks, without losing thermal
separation and the
appearance of the system
remains discreet, even with
locking.

www.geze.co.uk
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DE-SKILLED MANUAL, SEMI & FULLY AUTOMATIC SOLUTIONS - SERIES OR RANDOM GLASS SIZES

REDUCE LABOUR, DAMAGE AND REMAKES www.ashton-industrial.com 01279 624810

Thermally Separated
Solution
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Glass manufacturer, TuffX, has
applied for planning permis-
sion to increase its Knowsley
premises by a further
30,000sq.ft in the latest stage
of its expansion plans.

Combined with its existing
80,000sq.ft facility, the proposed
addition will bring the total
factory area to a whopping
110,000sq.ft.

The move, made in response to
continuing high demand for
TuffX’s products, follows the addi-
tion of an extra 10,000sq.ft of
factory space earlier this year,

allowing the company to ramp-up
production of its increasingly pop-
ular Infinity range of rooflights
and walk-on glass units. Further in-
vestment to future-proof the busi-
ness comes in the form of new
machinery including a third cut-
ting line, a fourth glass furnace, a
second screen printing machine
and a third insulated glass line.
This comes after the purchase of
a new Bovone SLE machine,
made earlier this year, as well as
recent investment in a state-of-the-
art Glaston RC Series furnace and
Bottero cutting line, as part of

TuffX’s ongoing commitment to
increase both throughput and
efficiency.

“We’re making this latest invest-
ment in our premises, which we
hope will be completed by
Autumn 2022, to keep up with
the continuing demand for both
our processed glass products and
our popular Infinity range,” says
Graham Price, MD, TuffX. “This,
combined with our further invest-
ment in machinery, will allow us
to continue offering TuffX
customers the reliable service they
know, despite the challenging
market conditions the industry is
currently facing.”

With a consistent track-record of
investment in recent years, the
new developments form the latest
part of the glass specialist’s long-
term plan for growth. As well as
factory expansion and machinery
purchases, this has included the
recruitment of more staff and the
addition of three new 13-tonne
Mercedes trucks to the TuffX fleet,
bringing the total number of TuffX
vehicles on the road to 34. i
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In the mid-80s Window Ware-
house opened with Halo as a
supplier and the promise of a
fish & chip supper if they were
still doing business in the
2020s. Current Halo owner,

Veka Plc,has caught
up with the deal.

Back then Window
Warehouse opened
in Portsmouth with
Malcolm Cake as MD
and Veka was just es-
tablishing itself in
Burnley. The year was
1986. Neil Evans was
Veka’s sales director.
He is now Veka Plc MD
– and thus in charge of
a substantial budget for
not just fish & chips for

Clarke but also for everyone at
Window Warehouse who have
worked incredibly hard to achieve
such great longevity.

“I am so proud of the hard work

and dedication shown by the
team here at Window Ware-
house. Even during the most chal-
lenging of times they have pulled
together and worked immensely
hard,” said Cake.
“Here at Veka we stick to our

promises and do what we say
we’re going to do,” added Evans.
“Hats off to Window Warehouse
for its achievement, even more
so after such a challenging time.
It was great to see the team
tucking in."

Picture: A fish & chip van
pulled up outside Window
Warehouse to deliver on a
Veka-acquired promise.
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Veka Seals Meal Deal
Trade News

No Ceiling As Glass Co Grows



32| Trade News | The Installer

Tim Tofte has transferred from
one successful company to
become Veka Recycling’s
transport manager. This is the
latest in a series of new
appointments at the PVC-U
window and door recycling

specialist as the business
continues its drive to
strengthen operations.

Tofte brings with him 13 years
of experience in road haulage,
including as a transport manager
for third-party logistics companies

including Bibby Distribution,
Maritime Transport and Wreford
Transport, which ran contracts for
Coca Cola, Mercedes, Amazon,
Carlsberg, Royal Mail, the Salva-
tion Army and Wicksteed,
among others.

“My immediate role includes
the management of yard staff,
weighbridge staff, drivers and the
transport office, all of which
involves effective planning of both
time and resources,” says Tofte.

“In the medium to long term,
I’m hoping to grow customer
relationships, help set up new
customers and manage their
expectations within the business.
I’ll also be encouraging the team
to take on new challenges and
further all of our knowledge and
skills, helping improve the
processes of both my team and
the wider Veka Recycling opera-
tions in the process.” i

Tim Tofte In Transport Transfer

Kolorseal has launched a
new corporate Pinterest
page to help customers to
promote their work, by high-
lighting completed projects
that have been ‘Kolorsealed’.

The Pinterest page will post the
photos on the Kolorseal page
and name the companies who
have completed the project, with
contact details.

“We always want to offer our
customers as much support as
possible. In today’s digital world,
being able to demonstrate the
quality of finished products has
never been easier. This will help
consumers to understand the pos-
sibilities now available with
colour,” explains Deborah
Hendry, MD of Kolorseal (pic-
tured). “I am very aware that
time is very precious to installers
and fabricators so as a ‘thank
you’, each month a favourite

project will be selected to win a
prize,” adds Hendry. “This could
be anything from an Amazon
voucher to an Echo Dot.

“We are really looking for-
ward to seeing the photographic
skills of our customers and those
they supply to – i twill be an
excellent way to promote not just
the products but the overall
service that we all achieve to-
gether.”

To be profiled on the new
Pinterest page, you have to
ensure that homeowners have
approved taking photographs of
their home. Also, the projects
can only be pictures of coloured
products from Kolorseal Ltd.

Hendry concludes, “With so
many ongoing projects it makes
sense to highlight colourful appli-
cations – which could be any-
thing from doors and windows,
to composite doors that make a

striking difference to a property
or even the matching of rainwa-
ter products to finish off an instal-
lation perfectly.”

To be a part of the Kolorseal
profiling on Pinterest, send
copies of all photos together
with contact details to
Geri@kolorseal.co.uk

i

Very Pinteresting
Trade News

mailto:Geri@kolorseal.co.uk


NEW SHOW DATES:
NEC BIRMINGHAM, 10-12 MAY 2022

#FITShow22

FIT Show is on the move. Same award-winning event, new safer
Spring dates. For more information on FIT Show 2022, visit
www.fitshow.co.uk/exhibit

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

SEE THE BEST IN THE INDUSTRY, BE THE BEST IN THE BUSINESS.

+4000
+200

20
22

NEC BIRMINGHAM
10-12 MAY 2022

http://www.fitshow.co.uk/exhibit


IT’S TIME TO

BUILD
SUCCESS

BRAND

FUTURE

Call 01934 808 132 or email grow@purplexmarketing.com

Stronger, faster, better.
As the UK moves towards economic recovery, it’s time to build.
Purplex is the marketing agency that helps ambitious companies
build their brand, their business and their future.
PR | Web | E-Commerce | Digital Marketing | Social | Creative

AMBITION

VISION

/purplexuk/company/purplexuk@purplexukpurplexmarketing.com

mailto:grow@purplexmarketing.com
www.purplexmarketing.co.uk
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To some, glass and glazing is
just a job – but to me, it’s a
passion, writes Andrew Scott.
I’ve given decades of my life
to UK fenestration, first as a
fabricator, then as a market-
ing strategist and business
consultant. At the recent
Glazing Summit, I saw the
industry at its best.

It was passion that, back in
2018, led me to found the first
ever Glazing Summit. The idea
was simple – fenestration faced
big challenges and even bigger
opportunities. By gathering the
sector’s key decision makers in
one place once a year, we could
pool our talents and resources,
overcome those challenges and
take full advantage of those
opportunities for the benefit of
everyone in our industry.

Back then, the big talking
points were skills shortages,
automation, regulation, sustain-
ability and the then still-looming
prospect of Brexit. But we had no
idea what was next.

Tumultuous times
Just a short time later, we’d be hit
by the worst public health crisis
in a generation, which shut
down virtually the whole sector.

Then, following the relaxation
of the first lockdown measures,
consumer demand would come
roaring back, resulting in one of
the biggest home improvement
booms in living memory.

With that came incredible suc-
cess for thousands of UK glazing
businesses – but before long, that
success was being complicated
by severe supply chain disrup-
tion, shortages of even the most
basic components and materials,
spiralling prices and a Brexit-
exacerbated skills crisis.

For me, one of the most frustrat-
ing things of all was that we
couldn’t get together and talk
about it. If ever there was a time
for a Glazing Summit, that was it.

Back together
Now, though, we’ve finally been
able to meet – and it was defi-
nitely worth the wait. We
welcomed over 400 of glass and
glazing’s most influential people
to Edgbaston Cricket Ground for
a phenomenal day of insight,
debate and discussion.

We were hugely fortunate to
benefit from the expertise of
respected people from across
multiple fields. From the GGF, we
heard from David Borland,
Senior Technical Officer at Ar-
buthnot Latham, who shared in-
sights on the ever-changing
regulatory minefield.

Bloomberg
Greg Perdon, one of the Top
100 wealth managers in Britain,
looked at the UK’s economic out-
look – foreseeing a promising
2022 for the country’s home
improvements market.

Debates
Attendees addressed climate
change – questioning whether
end-users really care about the
environment and whether the
industry’s much talked-about
commitment to sustainability is
actually just box-ticking.

Installers debated the soaring
cost of materials and whether
drastic price rises are justified
given the poor quality and serv-
ice many continue to experience.

Another panel contemplated
the supply chain crisis, the
changing dynamic between
customers and suppliers and
when the industry will return to
pre-pandemic levels. We also
saw mergers and acquisitions in
fenestration discussed – I
predicted further consolidation in
the months and years ahead as
a result of Brexit, changes to
consumer demand and the
continuing fallout of Covid-19.
But I also feel there are a number
of installers who might go into
the fabrication game in order to
get control of supply.

No substitute for face to face
But aside from all the fantastic
content on the stage, one of the
most gratifying parts of the day
was simply watching attendees
talking to one another.

Zoom has its place and I
suspect it will be part of our lives
for some time to come – but what
the Summit confirmed for me
was that there’s no substitute for
face to face. Our industry is at its
best when it’s together, engaged
in lively discussion and debate
and working to overcome the
obstacles ahead of us.

I left Edgbaston more ener-
gised and inspired than ever –
and convinced that entrepreneur-
ial spirit will see us through what-
ever the future throws at us. i

Andrew Scott, founder and
CEO of the Glazing Summit,
reflects on the event’s
triumphant return to
Edgbaston Cricket Ground
in 2021 and says he saw the
industry at its best.

purplexmarketing.com

The Industry At Its Best
Scott’s Corner
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So here it is...
So we hit December and the winter holiday season, so I might just
as well come out and say it – for all of you who celebrate the
season from a religious perspective and all of you who don’t –
Merry Christmas. And may you have a very Happy & Prosperous
New Year as well.
It is a worry that a new strain of Covid, the aftermath of Brexit, the
supply chain crisis, labour shortages, energy and fuel price hikes
and the threat of higher interest rates all threaten the prosperity of
2022. However, I am an optimist and I think there is plenty for
The Installer readers to look forward to.
There’s loads of house building and refurbishment going on –
just look at our first News page this month and you will find that
PVC-U and timber window and door manufacturers, suppliers and
installers are being sought for a new four-year framework for
public sector projects with a value of £66 million. And that’s not
the first of such frameworks that we have reported. If you want to
keep up-to-date with all the deals and all the developments, make
sure you tune in regularly to TheInstaller.pro
TheInstaller.pro (where you will also find a digital version of this
magazine) has come on in leaps and bounds in 2021 having
launched the previous year. I can honestly say it has more news,
more features and more of what you actually want to read about
than any other website serving the sector. And our customers, our
advertisers, are now falling over themselves to book-up for 2022
– so impressed by what we do...and quite rightly so.

Sales leads
The G-Awards took place as we were going to press but
TheInstaller.pro will cover who won what in due course. It’s
always nice to receive recognition. I am impressed that Leads 2
Trade is celebrating its 15th anniversary as the most established
sales lead provider for window installers.
FENSA, meanwhile has nailed it with its own Find a FENSA
Approved Installer website which focuses purely on certified
window installers. Read all about the innovations from the top
competent person scheme in the UK on page 12.
I was not so impressed with the latest entrant to the market.
Certifiedcompetent.co.uk is an offering from Certass that claims to
challenge other very expensive find a trader sites. Unfortunately,
as far as I could see there were few (it any) other trades listed and
thus it offers a very unsatisfactory consumer experience. I won’t
say more (it is the season of goodwill after all) but do take a look
and let me know what you think – that’s Certifiedcompetent.co.uk
My email is installer@profinder.eu

...Merry Christmas
So again, have a great Christmas – the January issue of The
Installer will yet again be out before any other publication has
finished off the mince pies and taken down the decorations.

Brian J. Shillibeer, Editor
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TheInstaller
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Access Systems

Baypole Jacks

Fooorrr aaallllll yyyooouuurrr aaacccccceeessssss cccooonnntttrrroool
annd door hardware
solutions
● Electric Strikes
● DDeadlocking Bolts
● WWaterproof Keypads
● CCompact Shearlocks
● DDeadlocks & Deadlatches
● Loock Accessories
● Trransom Door Closers
● VVortex Magnets

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

Audio Window Systems

Colour Applicators

AN INDUSTRY LEADING
COLOUR COATING SPECIALIST

FOR WINDOWS, DOORS AND
ROOFLINE

ANY COLOUR IN 5 DAYS

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

Conservatory Roofs
Tel: 07932 243 008 Email: mehreen.haroon@profinder.eu

PROFINDER www.profinder.eu

Corner Protectors

“Technically the best way
to toe and heel glass”

Corner protectors • Flat,Bridge,Wedge and Frame Packers • Locking wedges • Run up blocks • Flexible corner wedges

For more information or to find your local stockists visit:
glazpart.com/products/glazing-accessories/
or call 01295 264533 to speak with one of the team.

Flyscreens Profile Bending
Machinery

Handling Equipment

Window openers

G.M.FORMERS

DRY PVCU PROFILE BENDING
HIGH SPEC FORMERS FOR ALL PROFILES

t: +44(0)1744 24256
f: +44(0)1744 24279

e: geoff@gmformers.com
w: www.gmformers.com

http://www.profinder.eu
mailto:mehreen.haroon@profinder.eu
http://www.alpro.co.uk
mailto:geoff@gmformers.com
http://www.gmformers.com


Planning Consultants

Tel: 07932 243 008
Email: mehreen.haroon@profinder.eu

PROFINDER

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 profile bending arch
and angle specialists

� 7-10 working day turn
around

� Over 20 years experience
� Competitive prices

Spares for Repairs

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
INDUSTRY FOR OVER 25 YEARS

Window Protection Film

Window Bags & Display Cases
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Also in Aluminium:

Windows

Call us now for enquiries :
Tel : 01296 668899
Fax now for a quotation : 01296 301839
or email : enquiries@garrardwindows.co.uk

Visit our website :
www.garrardwindows.co.uk

Visofold 1000
Aluminium Bi-Fold

Let the light in

We pride ourselves on our reliability

We carry large stocks of White, Black, Grey and Grey on White
for fast lead times and competitive pricing.
FAX OR EMAIL YOUR QUOTE TODAY!

•
• Available in a wide variety of colours and textured

• Full suite of colour matched furniture (handles,

•
‘Visofold 1000’ which allows a low threshold while

Delivered within 6 days, fully fabricated and ready to fit

mailto:enquiries@garrardwindows.co.uk
http://www.garrardwindows.co.uk



