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Clean
windows happy
customers.

✔ Only use water and a neutral
detergent, soap or diluted
washing-up liquid
✔ Only use a soft sponge or cloth

✘ Don‘t use abrasive
cleaners, sponges
or cloths
✘ Don‘t use solvent
based cleaning agents
✘ Don‘t use water-displacing spray or
silicone spray

OKAY

www.renolit.com/exterior

www.renolit.com/exterior

STOP

The RENOLIT EXOFOL Cleaning Hanger.
Less is best when cleaning windows.
Our cleaning hanger gives clear instructions on how to clean foiled window frames
properly - and how not to! Pass them on to your customers so they know how to
keep thier windows looking great and how not to damage them.
The cleaning hangers can be ordered free of charge at www.renolit.com/exterior.

www.renolit.com/exterior

Sheffield United In
Building & Repairing
It has been announced that
Sheffield City Council’s plans
for council housing over the
next five years will focus on
continuing to build more
houses in the city, maintaining and improving tenants
homes
and
improving
energy efficiency.
£310 million will be spent on
major improvements to existing
council homes on top of the £40
million that is spent on day to
day council house repairs each
year. A further £339m will be
spent increasing the supply of
new homes, £650 million in
total. The Council will invest £53
million in carbon reduction
measures, looking in detail at
how repairs and upgrades can
cut energy use. The 5 year in-

vestment
programme will support bringing all
council homes up
to EPC level C.
Currently around
6,900
homes
don’t meet energy
efficient
levels.
3,100 new homes
will be built by
2029.
Councillor Paul
Wood, Executive
Member for Housing, Roads
and Waste Management, says:
“We are well underway to see
3,100 new council homes by
2029. We are committed to getting our ‘better repairs project’
back on track. We will be
pr0viding
better
energy

News

efficiency,
making
homes
warmer and keeping bills
down.”
Esh Construction has secured a
£1.5 million enabling works
contract. The scheme will pave
way for 200 new homes as part
of Sheffield City Council’s Birley
masterplan. i

Delivering On Green Credentials
ordered another three
from the same dealer,
together with a couple
of nine-seat eVito
Tourer versions.
GCL (Ground Construction Ltd) Group
has just become an
employee-owned business.
The subject of a MerOne firm has won customer cedes-Benz Finance contract hire
approval by commissioning agreement, the new eVito has
its first zero-emission vehicle, joined a fleet of more than 100
a fully-electric Mercedes- commercial vehicles. GCL’s first
Benz van supplied by Rygor eVito is driven by PAT (Portable
Commercials.
Appliance Testing) specialist Ion
The firm is not in the window Nechifor, who uses it to travel to
industry – it is a concrete frame and from sites within London’s
contractor – but so pleased is the Congestion Zone, where the
company with the battery-pow- van’s electric powertrain means
ered eVito that it has already it is exempt from the £15 daily

charge. The vehicle offers an average range on a full battery
charge of 91-92 miles (WLTP
combined). This is ample for
Nechifor to complete the 50-mile
round trip into central London
from base and back as he can
seize the opportunity to replenish
his vehicle’s battery while working on site.
GCL
Group
Transport
Manager Danielle Middlemass
(pictured) says: “We wanted to
put a marker down by adopting
and working with EV technology
as early as possible. Our investments in these fully-electric
Mercedes-Benz vans reflect the
fact that we’re a responsible
company that’s committed to
operating in an environmentally
sensitive manner.” i
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Moving Into Aluminium?
Experience Counts

With more and more installers
turning to aluminium to meet
demand from customers, it
means finding a fabricator
that can help them make
that leap is vital.
CDW Systems has been manufacturing
and
supplying
aluminium window, door and
curtain wall systems for trade
and commercial installers across
the UK for 29 years.
A range of unglazed products
to suit most applications is
backed up by comprehensive
pre-sales support, full technical
back-up and a team that can liaise with customers to determine
the best products to suit their
project requirements.
“As a fabricator you have to
be much more than a supplier
today,” Group Chairman Jeremy
Phillips explained to The Installer.
“Quality products, lead times,
and reliability have to be backed

up with the right help, advice,
and support. “We are working
more closely with customers and
getting more involved in their
projects now as they now require that level of input. More
and more customers are looking
for guidance on what they need
in terms of how they can achieve
what they need to and how they

comply. We can offer insight and
advice on what products will
work best, produce the most costeffective solution for the customer
and can speak to architects if
needed.”
CDC operates out of a
13,000.sq.ft factory in Gloucester. The company is part of the
East Manor Group . i

UK Opportunities At Fensterbau
Aluplast will showcase its
expanded product range,
including a series of new
innovations
developed
specifically for the UK, at
Fensterbau Frontale 2022.
Held in Nuremberg, on July
12-15, the expo is a global
showcase for cutting-edge innovation in window and door
design. It comes hot on the
heals of the UK’s own FIT Show
in mid-May.
Aluplast’s stand – No. 241 –
includes the latest colour options, including a newly
launched premium Jet Black foil
finish; woodec, an ultra-realistic
premium woodgrain option; and
aludec, a range of aluminium-ef6 | News | The Installer

fect foils. These will appear
alongside Ideal 70 and Ideal
4000, now available in a grey
core to suit new foil options.
“Fensterbau is a global event
and we’d encourage fabricators
and installers to be part of it and
come to the Aluplast stand and
see first-hand how continuing
innovation is delivering new opportunities and supporting our
customers’ growth at home in
the UK,” Ian Cocken, Director of
Sales and Marketing (pictured)
at Aluplast in the UK told The Installer. “Right now, our scale is
more important than ever because it means that we can continue to invest regardless of the
effects of the pandemic.”

Aluplast will also be promoting its ecotech extrusion technology, which isolates recycled
content in the inner web of
the profile leaving a virgin
profile wall and pristine surface
finish. i

bi-fold
door

15%

INTRODUCTORY

DISCOUNT*
QUOTE CODE:

GLAZED IN
SECONDS

FIT FASTER
CLIP BEAD

IPK02

TECHNOLOGY

Patented clip bead delivering the fastest glazing time.
Trickle vents positioned in frame - no need for
extenders! Full bearings and stainless steel hardware
for the smoothest glide every time. All with a 10 year
manufacturer’s guarantee.

Delivering the best products, with
the best service, at the best price
Contact Made for Trade for a Kwikquote today

madefortrade.co | sales@madefortrade.co | 01642 610799

*Discount applies to all trade customers and applied to the ﬁrst, single item purchase only of the Korniche Bifolding Door

Cover Story

Flush And Colour –
A Perfect Match
The flush sash has become a modern success
story because it is more than a one-trick pony.
However, without wider support, opportunities will be
missed, says Deceuninck’s MD Rob McGlennon.

Originally introduced as a
traditional timber window
alternative, the market share
of flush PVC-U casements
grew as homeowners realised
that they can also create
modern-looking windows.
This was turbocharged during
the pandemic by cash-rich homeowners who invested in their properties on aspirational products.
“If the pandemic taught us anything, it is that simply chasing the
volume work will leave you run
ragged and no better off because
hiccups in the supply can really
eat into your profit margin,” says
Deceuninck’s Rob McGlennon. “If
you have a supplier that can help
you make the most of all the
opportunities available, then
profit is not only protected but
increased as more homeowners
invest more in their properties.”
Quality sells – so does colour
The result is that Deceuninck has
seen sales of its award winning
Heritage Flush Sash increase
thanks to the inherent quality of its
system, which was enhanced by
a corresponding increase in
demand for foils and colour. In
fact, flush products represent
8 | Cover Story | The Installer

more than 40% of all goods sold
by Deceuninck.
“The demand for flush is
clear,” says McGlennon. “We
can see it in our own sales figures
but the results of our independent
consumer research, which was
conducted by YouGov, are also
conclusive. As part of our survey,
we presented homeowners with a
choice of a flush window or a
standard casement. 62% said
that they preferred the former.”
Age not a barrier
The
research
found
that
consumers preferred flush regardless of the age of their home, with
62% stating that they would
choose it over standard windows
on a range of properties, from
pre-1920 right up to modern
builds. “The ability to match flush
windows into such a wide range
of properties, is down to foils and
colour,” adds McGlennon. “If you
take a finish like Anthracite Grey,
which can be combined with a
grey substrate, you can produce
a window that mimics the contemporary style of aluminium – with
less cost and better performance.
“Switch to an Agate grey or a
wood grain such as Irish Oak or

Heritage White and you have a
fantastic looking timber alternative. For installers, our Heritage
Flush is not just a hugely flexible
offer, it’s also one that delivers a
much higher margin – especially
when you consider the increasing
demand for colour.”
Foils
Deceuninck’s abilities to produce
quality foiled products has been
enhanced by a significant investment in manufacturing capacity
including a recent six-figure
spend on state-of-the-art Luna R
lamination technology.
Deceuninck also boasts a
market leading service because
of its ability to supply customers
from stock. With 30 different
colourways kept at a huge warehouse in Wiltshire, customers can
effectively select what they want
off the shelf via an online ordering system, without being
compromised on additional lead
times. i
For more information,
call Deceuninck on
t. 01249 816 969 or visit
www.deceuninck.co.uk

roof
lantern

10%

glazed in
seconds

NEW TRADE
CUSTOMER

DISCOUNT*

QUOTE CODE:

IPKO1

stronger

warmer
slimmer

Supply & install the multi-award-winning aluminium
Korniche Roof Lantern. Fitted in minutes, glazed in
seconds. The strongest lantern in class, available up to
3x2.5m in four glass panels and a maximum size of 6x4m

Delivering the best products, with
the best service, at the best price

Contact Made for Trade for a Kwikquote today

madefortrade.co | sales@madefortrade.co | 01642 610799
*Discount applies to all trade customers and applied to the ﬁrst, single item purchase only of the Korniche Roof Lantern
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The Don Waterworth Technical & Legal Column

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

Beware The Crack
‘That Wasn’t There’

If you don’t report an existing defect to a client before you install
their windows or doors, writes Don Waterworth, The Installer’s
Technical Expert, they will admire the finished job…and then find a
crack ‘that wasn’t there when you started’.
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.
Tel: 0800 1954922
Tuesday-Thursday
10:00am-3:00pm.

The picure above shows huge cracks and water ingress – an
extreme example I know, yet how would you feel if you got the
blame for this after you’d completed a replacement.
I have carried out
many
inspections
where the householder has blamed a
window company for
damage to their
property, writes Don
Waterworth, when the
damage in fact was
an existing defect…
…the installation of windows, could not possibly
have caused the defect
that the householder was
complaining about.
It is vitally important
that Fenestration Survey-

ors take careful note of
the condition of the
existing property in close
proximity to the installation site.
Householders rarely
look at their property.
However, when windows and doors have
been installed, the householder will, of course,
look at their property –
and low and behold, are
likely to state ‘that crack
wasn’t there before you
started’. You then have
the hassle of trying to

10 | The Don Waterworth Technical & Legal Column | The Installer

convince an irate householder that you are not a
cowboy and tyou have
not caused the damage.
Inspect before
you start
Get into the habit of
inspecting the property
inside and out in close
proximity of where you
will be working. Take
photographic records if
needs be. Very importantly, show the householder the existing
defects that you have

found. The amount of
trouble this will save you
in the long run is
immeasurable. Don.

VISOGLIDE PLUS
SLIDING DOORS

10%
%

FIRST ORDER
INTRODUCTORY
DISCOUNT
QUOTE CODE
IP-VG01

GET A
QUOTE
TODAY
THERMALLY BROKEN ALUMINIUM

Slim proﬁle, Lipped outer frame, Sobinco locks

INDUSTRY LEADING CUSTOMER SERVICE
Comprehensive install guide & support

LARGE SASH WIDTHS

Up to 6.4m wide in 2 panes. 2-4 panes available

SLIMMER
STOCK COLOUR
CHOICE
Uninterrupted Sight Lines
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FENSA Column

Positive Changes Ring
In The New Year
Changes to the structure of GGF, FENSA and other
Group brands are set to take the industry’s key
representative organisations into a new realm.

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

The GGF Group has made
changes at senior management level as to how all
businesses within the Group
are managed, taking them
into a new realm.
The new roles created to take
FENSA, BFRC, Installsure, RISA
and of course, the GGF trade
association, forward were the
result of months of hard work.
The feedback received from
members and industry alike has
been largely very positive, with
some constructive suggestions
from members on how to
enhance the GGF offering even
further going forward.
A feeling of positive stability
has been quietly pervading the
GGF since the creation of the
partnership of John Agnew as
Managing Director, and Anda
Gregory as Chief Development
Officer earlier in 2021. Together
with Asha Pyndiah (Finance
Director) and Frieda Nahary
(Head of HR), this highly talented
group of individuals has gelled
with many positives already
seeping through.

Tom Butler – Head of Sales &
Marketing – assumes overall
responsibility for Group Sales &
Marketing.
Irene Akpojaro – Head of
Insurance – continues supervising
the operation of Installsure and
managing all group insurance
activity.
Ben Wallace and David
Borland continue in their roles as
Senior GGF Technical Officers.

Out of the silo
Of changes, the most profound
are the internal focus of the management structure of the Group
companies and organisations,
which has been designed to end
the previous ‘silo’ arrangement
whereby each brand, in effect,
had its own leader and team.
Now, the managers are
appointed according to their
strengths, with their talents put to
the benefit of the wider GGF
12 | FENSA Column | The Installer

organisation to provide a ‘joined
up’ management team throughout.
The businesses and brands
themselves will remain and
include
the
GGF
Trade
Federation, FENSA, RISA, BFRC,
Installsure and Borough IT.
Duplication will be reduced
whilst efficiency and communication will benefit considerably,
states Anda Gregory who has
led the process. She says: “At the
heart of the restructure is the
desire to make the most of the
talent, skills and expertise that
we have within the GGF Group.
Many of our people often
worked alongside each other but
on different brands and with
differing goals and objectives.
This re-organisation allows our
people to focus their skills for the
benefit of the whole group and
of course, for our members and
customers.”
The changes are:
Chris Beedel – Head of
Advocacy – will take up a new
role to ensure that the GGF
has fulltime interaction with
government, industry and other
key stakeholders.
Lis Clarke – Operations
Director – takes on the enlarged
role overseeing the operations of
the UKAS regulated businesses,
FENSA & BFRC.
Dave Mechem – Director of
Inspections – continues to oversee RISA assessments and
audits, along with developing a
broader range of technical
support for the commercial
brands.

Departures
Peter Stuttard (GGF Head of
Membership), James Lee (GGF
Director of Marketing & External
Affairs) and James MacPherson
(GGF Health, Safety & Environment Manager) are making
career changes and have left
after making valuable contributions to the GGF.
Appointments to come
“A number of other appointments will be made,” says Anda
Gregory. “These will include a
new Head of Membership &
Customer Relations, whose
focus will be on delivering increased value and benefits to
our members and customers,
with a strong emphasis on the
GGF Trade Federation. During
the recruitment process, our
GGF Regional Managers will
ensure it is business as usual for
GGF members in receiving the
very best service possible. We
will also continue to enhance
our GGF Technical team, which
has recently expanded following John Mannell joining the
team.” i

NEW

Regulations?
Colours & Finishes

SAME TRICKLEVENTS 5000, 4000, 2500 & 2000 EQA
LESS TIME NEEDED FOR ROUTING AND INSTALLATION

L1B F
A
1
L
New building regulation
requirements for England
and Wales, Part F (Ventilation),
Part L (Conservation of Fuel
and Power)

For more information or to find your local stockist
visit: glazpart.com or call 01295 264533 to speak
with one of the team.

The Kate Ashley-Norman Wellbeing Column

Kate Ashley-Norman
partners with conscientious
fenestration companies
to strengthen employee
wellbeing. Tel: 07904 345354

Creating An
Emotional Safety Net

In our increasingly instant gratification, IT savvy, ‘buy with one swipe’ seeking world,
quick fixes have long been all the rage, writes Kate Ashley-Norman. Wouldn’t it be
marvellous if we could cure our workplace wellbeing issues with a similar swipe?

Here are some ‘promises’ that
jumped out at me during a
two minute scroll through
Google search, writes The
Installer’s wellbeing expert,
Kate Ashley-Norman:
• Lose 7lbs In 7 Days!
• 5 Quick Fixes To Improve
Mental Clarity.
• Overcome Depression In
6 Weeks.
• Zap That Anxiety & Live
A Fuller Life.
If only it were that easy!
Think how much smoother your
business would run if you
could completely eradicate all
employee mental health issues in
just a couple of days.
Absenteeism would drop right
off. Presenteeism would be all
but eliminated. Your staff would
be consistently productive and
engaged with no distractions.
The outside world
Unfortunately, we live in the real
world, where life happens. Outside of your four walls (or indeed
the outside edges of the Zoom

screen if your staff
are still WFH), every
single individual is
coping with concerns and worries
and issues and relationships
and
distractions and anxieties and sadness –
all of which exist in a
world which has
nothing to do with
your business. Yet
they affect your

ladders, in the kitchens, in the
boardroom, on the production
line, in the back offices, should
be weaved into the very fabric of
your business culture – encouraging a collaborative approach
that is accessible to all, no matter
their position or role.
Changing the way we talk
about mental health is fundamental to helping every single
individual better understand their
own emotional wellbeing and
gain greater power over it.
business.
Wrapping it up in complex
And if that individual is trying diagnostic
terms,
hiding
to protect your business and their behind pharmaceutically driven
job by keeping it all quiet and responses, will perpetuate the
tucked away, the emotional ram- stigma and disempower the very
ifications down the line may be people that need the most help.
magnified unnecessarily – both
Taking a long term, pragmatic
for your business and their approach by changing thinking
mental health.
through accessible educative
means, engendering an environEverybody has issues
ment in which emotional intelliThere are no quick fixes for gence is an intrinsic part of your
mental health, because mental company culture, will all help to
health is an undeniable part of improve the overall emotional
everyday life for every single wellbeing of your employees.
person. It is not one out of four
Keeping proactive support in
that have mental health issues, place – making emotional
it’s four out of four. To have awareness a visible and acceptemotions is to be human. What able part of the everyday – these
differentiates us is each individ- are collectively all actions that
ual’s ability to recognise and will help every single staff memreact to those emotions in a ber within your organisation.
proactive, helpful way, rather
You won’t catch everyone.
than a reactive, unhelpful way.
Sometimes people don’t want to
And this can be learnt.
be caught. But you’d make the
holes in the net significantly
Culture
smaller. Not only will less people
Caring for the emotional wellbe- slip through, the overall producing of your staff, whether they tivity and engagement levels of
are on the factory floor, working your workforce will increase
from home, out on the roads, up incrementally as a result. i
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Can any other aluminium
window beat this level of
performance?
Slim chance.

Ideal for residential applications, where the glass area is maximised
to let in natural daylight, at just 65mm sash to frame width,
SlimLine 68’s clean lines provide a stylish yet practical solution
for both contemporary and more traditional properties.
Flush frame

Standard frame

SlimLine 68 is designed to meet the demand for an
outward-opening window with ultra-slim frames.

 Standard or flush frames
 Wide choice of colours
 Achieve U-values down to 1.1W/m2K
 Quick and easy to fabricate and install

Find out more...
T 0121 421 1999 E reynaersltd@reynaers.com

Together for better
reynaers.co.uk

Security & Hardware
Cylinders were once mostly a commodity
product, with price and ease of availability the
main factors driving selection. Now though,
installers are increasingly using cylinders as a
way of differentiating their product offering.

Unlocking New
Market Opportunities

Installers are focusing on
security. They are winning
additional business in both
replacement and new build
as a result of emphasising
how well the hardware they
use on doors & windows will
resist burglars.
Housebuilders and householders have become aware of the
rise of break-ins and the ability
of opportunist thieves to bump or
snap their cylinder locks to get
into homes. This has been
matched by growing consumer
awareness of means to overcome the dangers and the benefits of Secured by Design, Sold
Secure, the BSI Kitemark and the
PAS24 test.

Mila hardware
Mila’s response has been to expand the number of cylinder options it offers, adding both
TS007 1* and 3* cylinders to
its range, so that customers can
choose from three clearly
defined levels of certified
cylinder security, depending on
the application and price point.
At the top of the range, there is
the Mila ProSecure 3* anti-snap
cylinder, which meets the
Master Locksmith’s Association
coveted Sold Secure Diamond
Standard; in the middle is a new
enhanced security ProSecure 1*
cylinder with anti-bump technology; and at entry level, there is
Mila’s ProLinea BreakSafe

16 | Security & Hardware Promotional Feature| The Installer

cylinder, complete with a sacrificial cut line and 6-pin security
protection.
Crucially, all are available
from stock.
Kitemark
The ProSecure 3* BSI Kitemark
brass and hardened carbon
steel cylinder is high on burglar
resistance. It can be fitted in
either an escutcheon or a
security handle. It has all the
anti-drill, anti-bump and anti-pick
features you would expect such
as hardened steel anti-drill pins
in the barrel, low and high
driver pins to prevent cylinder
bumping and anti-pick pins. It
also features a clever, high spec-

Security & Hardware

For more details on the Mila cylinder
range go towww.mila.co.uk/
the-security-cylinder-edit/
ification, high strength, carbon
steel cam protection block which
prevents snapping and plug
extraction.
This snap secure sacrificial
point breaks if it is tampered with
from the outside, ensuring that
the internal parts of the cylinder
can’t be damaged and the lock
can still be safely operated from
the inside. The cylinder also
comes as standard with three
restricted profile dimple keys and
a unique warranty card number
which means that only the card
holder can order additional keys.
3 Star
Maximum 3* TS007 compliance can also be achieved
though by combining Mila’s new
ProSecure 1* enhanced security
cylinder with its 2* ProSecure
security handle. This 1* handle
also features 6 anti-manipulation
pins to prevent cylinder picking,
drilling and bumping, and a

similar sacrificial snap line which
detaches the external section if
it is tampered with. This is a
popular option for public sector
projects because residents can
get additional keys from a high
street locksmith.
Standard spec
For customers who don’t need a
TS007 security option, Mila also
offers a break-safe version of its
standard cylinder which still has
a sacrificial section which will
break off if forced. Even at entry
level, this provides a good
degree of protection against
cylinder snapping and is offered
by Mila at no extra cost.
Mila’s Managing Director
Richard Gyde says: “We still
supply thousands of standard
non-security cylinders every
month to more than 400 different customers. While they are
undoubtedly getting good value
from us, what they are missing

out on is the opportunity to differentiate their offering, win new
business and potentially increase
their margins by offering a
higher spec security alternative.”
Choice
Mila’s Gyde continues: “For us,
it’s all about providing choice.
There is definitely no ‘one size
fits all’ cylinder solution anymore. Customers fitting into new
build obviously need something
different to customers fitting into
replacement or local authority.
Similarly,
customers
fitting
contemporary composites with
escutcheons and pull bars need
something different to those
fitting PVC-U doors with
traditional handle opening.”
Because of the breadth of its
range, Mila’s team can give
expert technical advice on the
best
cylinder
option
for
customers’ individual door,
handle or escutcheon choices. i

The Installer | Security & Hardware Promotional Feature | 17

Security & Hardware

Talking About
Revolution
Yale’s Revolution window hinge has
been chosen by UK’s largest PVC-U
window manufacturer, highlighting
Yale’s status as a producer of
window hardware that makes things
easier for installers and end-users.
UK Windows & Doors Group
has switched to the Yale
Revolution window hinge for
its Fully Reversible range of
windows. The move is the
latest development in a
longstanding
relationship
between the companies.
As part of this, the Yale
technical services team is now
working onsite at UK Windows
& Doors Group to provide fit
and function tests, along with the
necessary training, to ensure its
customers gain the full benefit of
the hinge.
“We’ve worked with Yale for
years, during which we’ve built
up strong cross-functional relationships. This meant it was a
natural step for us to start using
the Yale Revolution window
hinge in our fully reversible windows, as we know the quality
products and reliable service
that Yale always delivers.” Grant
Evans, Director of NPI at UK
Windows & Doors Group, told
The Installer.

flexibility to meet the different
needs of our customers and
takes away the time and costs
associated with returns.”
Versatility and security
The Yale Revolution Window
Hinge has been designed to
offer versatility and security. It
offers the functionality of fully
reversible windows, and with its
patented dual closing function,
can be switched at installation
between anti-blowback and
easy close functions, depending
on specification and housing
requirements.
To ensure the safety and
security of end-users, the hinge
features a key-lockable safety
restrictor. When opening, the
sash release lever must be
pressed passed two restricted
positions, avoiding the risk of the
window
being
opened
suddenly. A safety key locks the
window in the desired position –
outer ventilation, easy clean or
safety position – to minimise the
risk of injury from falling through
the window.

promoted its flexible
window range and seen
sales have rise. Thankfully, we’re
able to meet this increased demand from our UK facility in
Cheltenham – no waiting for
hugely costly and unenvironmentally-friendly containers coming
in from China.” i
To find out more about UK
Window & Door Group, go
to www.ukwg.co.uk
To find out more on Yale’s full
range of window hardware,
including the Revolution
window hinge pictured, visit
www.yaledws.co.uk

Money saving
“Since making the switch, sales
of the range have risen sharply,” British made
continues Evans. “It’s also a David Pridmore, Key Account
great benefit that we can Manager at Yale, told The
configure the hinges on our Installer: “As a result of using the
site, as this gives us more Revolution,
UKWG
has
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What’s behind
these doors
is amazing

You probably already know that we
manufacture some of the UK’s most attractive
and secure composite doors. But what
you might not know is the dedicated trade
support enjoyed by all our retail partners.
It includes sales lead generation, high profile
consumer marketing, seamless customer
service, Doorbuilder ordering system,
extensive R&D and a reliable, trusted supply
chain. These reasons and more are why
hundreds of retailers throughout the UK
and Ireland love to stock our products.
To discover more or to become an
Apeer trade partner, call 0345 672 9333
or send an email to sales@apeer.co.uk

MORE THAN A DOOR

apeer.co.uk

USE INSIGHT DATA TO

DISC VER
THE BEST
CUSTOMERS

CONNECT
WITH
DECISION MAKERS

PERF RM
WITH
BUSINESS INTELLIGENCE

01934 808 293

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

Doors

Wasted Opportunity –
Revised Doc L
Is Nothing But An
Energy Let-Down

Most Quality residential door brands
should already beat the new U-value
requirements of Part L. So why didn’t
the revisions to the Building
Regulations put pressure on door
manufacturers to improve the energy
efficiency of their products rather than
standing still? – asks Apeer boss Asa
McGillian.

Document L of the Building
Regulations and its revisions
to the required U-values of
windows and doors, writes
Apeer’s
Asa
McGillian,
feels like an anti-climax –
particularly when it comes to
existing dwellings.
They will clearly come into
force in June 2022 against a
backdrop of soaring energy
prices. They have been a long
time coming. Revisions of the
Building Regulations are part of
a process that takes years and
are the culmination of thousands
of hours of work by some of the
most highly qualified people in
their field. The revisions are then
put forward for consideration by
the earnest professional representative organisations, in addition
to the views of individuals.
We must bear in mind that the
new regulations coming into
force, are actually a steppingstone to what are expected to be
tighter standards to be introduced in 2025, under the Future
Homes & Buildings Standard.
However, whilst the emphasis is
on new homes and commercial
buildings in both the revised Part
L and certainly the Future Homes
and Buildings Standard, I believe
that the revisions made to Part L
for existing dwellings have
missed a trick.
The UK’s existing housing stock
is woefully badly insulated. I
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believe that few will contradict
me when I say that we, in the UK
and Irish window and door
community have more than
enough in our collective capabilities to make a significant contribution to improving building
performance levels.
Lack of ambition
Whilst there is an improvement in
the required U-values for doors in
the revised Document L, I cannot
help but feel it could have been
far more ambitious and therefore
is an opportunity lost.
Under the current Regulations
for Existing Dwellings, Opaque
and Semi-glazed doors must
have a U-value of 1.8 W/m2K,
with Glazed Doors 1.6 W/m2K.
The reductions in the new Document L drop these to 1.4 W/m2K
for all door types. But as the vast
majority of Apeer doors comfortably already exceed 1.4
W/m2K (as do most, I suspect, of
the products of other premium
residential door brands serving
the British and Irish markets), I
must ask why the powers that be
did not lay down the challenge to
the door industry at large, to
improve upon what most of us do
anyway.
No challenge
If we had been asked, I am
confident that the industry would
collectively have risen to the
challenge to deliver the U-value
of 1.0 W/m2K that will be
required for residential doors
installed in new homes, for doors
installed in all applications. After
all, most of us are manufacturing
doors for this sector anyway.

efficiency is assumed these days
and that windows and doors will
perform to a decent minimum.
But with energy prices spiralling
beyond anyone’s worst nightmares, perhaps the time has
come for a renewed emphasis on
Playing the energy card
stated energy efficiency performThe Building Regulations are an ance that can be achieved for a
essential part of legislation. But product and for that to once
as with all such documents, in again become a key USP in mardefining minimum values, all too keting to homeowners.
often they succeed in establishing
I am prepared to put my money
a target value, with little incentive where my mouth is by making a
to do better. All too often energy commitment that by the time the
22 | Doors Promotional Feature| The Installer

new Building Regulations come
into force in June this year, the
vast majority of Apeer doors sold
will exceed the U value for New
Build, of 1.0 W/m2K because
that is what those products do
now. And we will back this with
clear and concise information for
our homeowner customers.
As an industry, we can do
better than the minimum. Now
we should make sure our customers know that. i
www.apeer.co.uk

2022
NEC BIRMINGHAM
10-12 MAY 2022

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

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

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

#FITShow22

Case Study

Fitting Windows With
Curb-Side Appeal

Homes by Carlton aims to build properties of quality and
favours good design above all else. It extends the same
discerning approach to partnering companies and the
products chosen for its bespoke developments – including
choosing Rehau windows.
finish that’s in keeping with highend developments. As Simon
Walker, Managing Director of
HBC points out: “Design is typically 20% of a build’s overall cost
but we believe that figure underplays how important it is to potential buyers. Homes are often sold
on first impressions, so every
feature has to look as good as it
functions.”

In 2020, Rehau’s Rio Flush Fit
window system was selected
for a large-scale build at
Middleton St. George in the
north-east of England for
Homes by Carlton.
The product has transformed
the facades and supported the
housebuilder’s ambition to be the
best in the region. The results
have been so successful that
Homes by Carlton now plans to
use Rehau’s product at two other
landmark sites.
High-quality Homes
Homes by Carlton (HBC) is an
award-winning
housebuilder

Windows with appeal
The project at Middleton St.
George, just outside Darlington,
is a development of 198 homes
found. The north-east of England
has experienced a construction
boom in recent years and thousands of homes having sprung
up in the local area. Keenly
aware of this, Simon Walker
wanted to stand out from the
crowd by installing windows that
were not only constructed to a
high standard but would also
complement the development’s
overall look and feel.

operating in Yorkshire and the
North-East. Founded 20 years
ago, the company prides itself on
delivering homes of very high
quality. The company currently
has a number of developments
across the region, featuring traditional family homes between two Curb appeal
“I was looking for windows that
and five bedrooms.
had curb-side appeal,” says
Walker.” It was this search that
Chatsworth Windows
The housebuilder has a long- eventually found Rehau. Walker
standing
relationship
with approached Chatsworth WinChatsworth Windows, the largest dows – whose Sales & Marketing
in-house
manufacturer
of Manager, Mark Griffiths says:
windows in the North-East. Much “There is a trend among developlike HBC, the fabricator aims for ers to buy cheaper windows and
quality fittings and a window install them without the help of a
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specialist but Simon Walker was
insistent the job was done properly using a premium service and
product.” Griffiths and his team
were then asked to survey the
development and recommend a
solution that would enhance the
properties, eventually settling on
Rehau’s Rio Flush Fit profile.
Chatsworth Windows was
initially approached by Rehau
when interest in flush fit systems
was increasing. “There was a
demand in the market for this
type of profile and Rehau
brought examples to our factory,”
says Griffiths. “We were
impressed with the build quality
and decided to invest in the
product.”
Rehau technicians subsequently
visited the fabricator’s factory in
North Yorkshire, helping to
calibrate the machinery that
would be used to manufacture
the new range. Within weeks the
first examples had reached the
showroom. The different grains
and colours on offer quickly
proved popular with several
other customers.
Framing success
Installation at Middleton St.
George has been a big undertaking for Chatsworth Windows,
with the company deploying
three dedicated teams to install
six-to-eight frames per day. “We
have a team that visit the site
regularly to ensure everything is
on track,” says Griffiths. “And
while the speed of development
can be a challenge, particularly
when conditions are poor, it’s
relatively simple as we’re fitting
into fresh openings. This means
we get a cleaner finish than
when you replace old frames.”
Now nearing completion,
construction at Middleton St.
George has been successful and
the installation of Rio Flush Fit
windows has maintained HBC’s
high-end vision. “We ended up
choosing cream frames,” says
Walker. “We felt these improved

the façade and matched up with
the brickwork. Small details like
these really help to elevate a
development from others on the
market and single out Homes by
Carlton as a housebuilder with
attention to detail.”
Energy
However, as Walker is keen to
point out, the product has also
served a purpose beyond aesthetic appeal. The houses now
also achieve a good U-value, in
no small part due to Rehau’s windows. “Houses are now built to
strict standards, particularly

whe
n
it comes to thermal
efficiency,” says Walker, “and
the windows and profiles have
certainly helped us raise the
ratings. This has not just been
useful for regulation but also has
also helped us appeal to
customers who are conscious
of the home’s impact on the
environment.” i
For more information about
Rehau’s Rio Flush Fit windows go to
www.rehau.com/uk-en/rioflush-fit
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SL 68 – Slim, Stylish, Secure
And Energy Efficient

The SL 68 Aluminium Window
has been added to Reynaers
Aluminium’s
range
of
aluminium windows, doors
and curtain wall systems. It is
slim, stylish, secure and
energy efficient.
The SL 68 has been awarded
the Secured by Design accreditation along with PAS24. It
features enhanced security with
hinge-side security brackets, a
multi-point locking mechanism
and a lockable handle.
One of the most noticeable
differences for many homeowners who have bought the SL68 is
how warm and cosy their home
feels once their new windows
and doors are in place.
The window offers great insulation without compromising on
appearance. U-values can go as
low as 1.1 W/m2K, window

energy ratings of up to A++ can
be achieved and both double
and triple-glazed options are
available.
Not only is the frame of the SL
68 window designed to help
eliminate unwanted noise, the
system is also flexible enough to
allow a glazed unit up to 43mm
thick to be specified. This makes
it possible to incorporate some

quite sophisticated acoustic
glazing, which makes a huge
difference to dwellings in urban
areas. i
Picture: Reynaers SL 68
Aluminium Window is slim,
stylish, secure and energy
efficient.
www.reynaers.co.uk

Omega – A New Take On The Letterbox
The greenteQ Omega letterbox range from VBH has
evolved, with both versions
featuring the clean styling
that is so popular on doors of
all styles and materials.
The opening on Omega Slim is
offset towards the bottom of the
box’s frame. The greenteQ
design team has calculated that
this maximises the available
aperture whilst ensuring that the
letterbox doesn’t overhang the
bead on even the slimmest
sections.
Omega
letterboxes feature
attractive
convex

curved metal flaps that open to
near vertical both inside and outside, ensuring that relatively thick
packages can be put through the
door without putting stress on the
letterbox’s springs. There is no
groove in the flap, leaving just
the attractive curved surface. The
frame ends are also metal and
are gently curved to continue the
modern styling.
“The original Omega has been
very popular but the redesign
has given it a new lease of life
and possibly, a wider appeal,”
says Gary Gleeson the marketing manager at VBH. “We are
really pleased to have added the
Slim version to the greenteQ
suite. It was developed in
response to requests from
customers who have been
desperate to fit greenteQ to
their
mid-rail
doors.

Standard Omega was just too
deep. With its contemporary
good looks, we are sure that
Omega Slim will be a popular
addition to the greenteQ range.”
The letterboxes feature a
strong, yet cushioned, closing
action to stop rattling in windy
conditions and have an internal
brush and an external foam seal
to provide draught and water
protection.
Both boxes are fully weather
and cycle-tested.
They are suitable for doors
between 40-80mm thick.
Both versions are available in
nine finishes of the greenteQ
suite, VBH’s expanding range of
colour
and
style-matched
window, residential door and
patio door furniture. i
www.vbhgb.com
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Nüevo Helps School Breath More Easily
Bespoke architectural and
structural glazing business
Nüevo Home has carried out
a £40,000 curtain wall installation at Kensington Primary
Academy – all done over
weekends only and transforming the building and
improving its ventilation.
Catering for over 200 pupils,
the Academy was previously fitted with a fixed façade without
ventilation. “Both the teachers
and the pupils complained about
a lack of natural ventilation,
thanks to an outdated mechanical ventilation system that didn’t
work very well,” says Nüevo
Home director Amar Dhillon.
“That’s why we were brought in
to introduce 17 vents into the existing façade with our EvoWall
curtain walling system.”
Dhillon continues: “There were
several challenges to the project,
the first of which was gaining
access. We had to source a

diesel scissor lift in order to carry
out the work, which had to be exactly the same size as the
school’s entrance gate. Overall,
the project took us four weeks to
complete – as the elevation work
took place directly on the school’s

playground, health and safety
regulations meant we were only
allowed to work over weekends.” i
www.nuevo-home.co.uk

Investing Time Leads To
Happy Arches Customers
Fabricators of square PVC-U
frames need their arched
frame supplier to spend time
with them to make sure when
the frames and arches come
together, happy clients are
on the receiving end – says
the team at growing firm,
Premier Arches.
Premier Arches is getting bigger and bigger as it invests
in new equipment and leverages
its experience to win new
customers. And arches are
becoming more and more
popular in high-end new-build or
refurbishment projects.
Three brothers founded Premier
Arches – Sean, Thomas and
Daniel Greenall (pictured left to
right). They say bending is a
28|Products & Projects | The Installer

time-consuming
and
complex manufacturing
technique
that
many
fabricators simply aren’t
equipped for. Some even
choose to turn down
bespoke and potentially
very
lucrative
jobs
because of the headache
they bring instead of
calling on the St Helens-based
experts. Premier Arches makes
arched, angled, gable, circular
and entirely bespoke windows
and doors in a range of seven
stocked systems including Residence 9, plus another 5 nonstocked systems, offering a full
service to fabricators, trade
counters, installers and local
builders and saving them both

time and money. Premier Arches
currently serves over 600 customers across the UK.
The company boasts a selfdeveloped online pricing and
ordering platform, making it
easy for customers to get instant
quotes, place orders and track
jobs. i
www.premierarches.co.uk

2000+
DISPUTED MATTERS
DEALT WITH

30+

YEARS OF EXPERIENCE
IN THE INDUSTRY

Meet the

Mediator
Don Waterworth
Litigation can easily take up to 2 years to a ﬁnal hearing, and
easily cost over £100,000.00 to the unsuccessful party. Compare
this with Mediation, often 1 day, £1,000.00 or so per party, and
most matters are resolved successfully in that 1 day.

Proud member of

A LEADING EXPERT IN MEDIATION & DISPUTE RESOLUTION
•

Advice is always given honestly, in detail and in best interests

•

Don’s strength lies in his ability to ﬁnd solutions in disputes

•

Understanding of the process and requirements of mediation

•

From the Supreme Court in London to local small claims courts

has
Expert Witness Services • Building Surveyors • Building Engineers

hanley amos stewart
Quality, reliability and professionalism…

Don Waterworth is thorough, eﬀective, and
he has an amazing ability to comfort truly frazzled
clients. His reports are concise yet detailed and to the
point, and he is a convincing witness at mediations
and in Court. You would want him on your side, and
not on the other.
John Brooke - Senior Consultant, Clyde & Co

Expert services you can trust

01942 523702
Email: hanley.a.stewart@btconnect.com
www.hanleyamosstewart.co.uk

Trade News 31, 32:Certass December 09

09/02/2022

09:17

Page 1

Trade News

Shelforce Looking To Increase Fire Door
Manufacturing Capacity
Shelforce is looking to
increase its capacity to cope
with the demand for its
Fireshel 30-minute fire resistant door.
After launching in 2020, sales
of the door exceeded expectations last year for local authority
projects in Birmingham.
From a standing start,
Shelforce was manufacturing 70
fire doors a week from its headquarters in Erdington – and
projections for 2022 mean the
company is set to be even busier
this year.
Howard Trotter, Business
Manager at Shelforce, says:
“With almost 35,000 fire doors
to replace in Birmingham,
demand is set to remain both
high and constant for local au-

thority projects both this year
and into the future.
“With the projects we have
booked in this year, plus the
enquiries we are getting, we will
have to increase our production
capacity to cope.”
The Fireshel provides a solution
for local authorities who need
fully EN tested 3rd Party Accredited, replacement fire door-sets,
which are compliant with the
latest 2020 MHCLG Annex A
recommendations.
Fire and smoke tested from
both the inside and outside and
PAS 024 Security tested, the
Fireshel, complete with fanlight
glazing panel, achieved 49 minutes fire resistance when
EN1634-1 tested. The Fireshel
offers the end user assurance

that all the components used in
its manufacture have been tested
and approved against the new
2020 Q Mark Fire and Security
Composite Door-Set requirements. i

Record Breaking Year
Premier Arches, the arched
frame manufacturer, has
seen a 94% sales uplift,
making 2021 its most
successful year yet.
Serving over 600 customers
across the UK, the St Helens
based company manufactures
and supplies the awkward products that others don’t want to
make. This includes arched,
angled, gable, circular and
entirely bespoke windows and
doors in a range of 7 stocked
systems, plus another 5 nonstocked systems.
MD Sean Greenall attributes
the growth to an increased
demand for bespoke frames
across the country and his company’s ability to take away the
hassle of the complicated
process of profile bending. He
says: “Demand for home
improvements has skyrocketed,
with more homeowners wanting

to transform their properties with
bespoke arched and angled
windows and doors. At Premier
Arches, we’ve managed to meet
that demand, successfully manufacturing and supplying fabrica-

tors, trade counters, installers
and local builders with bespoke
arched, angled and generally
complex frames in almost any
shape and in almost any PVC
system on the market.” i
The Installer| Trade News |31

Trade News

Bell, Thomas, Housley –
Square Pegs In Square Holes
Sheerline Aluminium Windows
and
Doors
has
strengthened customer support with three new technical
roles being created.
Robert Bell, Stephen Thomas
and Aaron Housley each have
industry experience having
worked closely with fabricators
and installers. These new roles
will deliver technical support,
training, and advice on a variety
of window, door, and roof
lantern related matters.
Robert Bell is an expert in his
field. He started out as a PVC-U
window fitter in the 1980s and
gained experience as a
surveyor, contract manager and
production manager, before
joining Sheerline to provide
technical training and support to

fabricators based in
Ireland.
Stephen
Thomas
becomes
Technical Manager
covering the SouthWest region. He says:
“I’ve worked nearly
40 years in similar
roles, supporting fabricators and installers.
The pace of innovation and growth at
Sheerline is clear.
Everyone I’ve met is
committed to delivering the best service and products
possible.” Aaron Housley joins
to provide first line support
for manufacturing software
enquiries
from
Sheerline
customers, being appointed as
Manufacturing Software Support

Engineer. Having previously
served in similar roles at Synseal
and Guardian, Housley has extensive experience in the fenestration industry. He will also be
key to keeping customer’s software up to date with Sheerline’s
expanding product portfolio. i

FIT Show – CRL Glass Rooms And
Checkatrade Both Check In
Checkatrade is set to make
its debut at FIT Show while CR
Laurence will return to the
event at Birmingham’s NEC
10-12 May to showcase its
glass rooms.
Checkatrade has 44,000
trade members across the UK
which are vetted by their
customers who report their experience via the Checkatrade website. The firm will be exhibiting
at FIT to raise awareness of the
benefits of membership and to
talk to installers about the
demand it is currently seeing
across all trades to sign up.
“Over the past two years the
home improvement market has
experienced
exceptionally
strong growth, bolstered by the
increased amount of time we’ve
all spent at home during the
pandemic. We’re always on the
32| Trade News | The Installer

lookout for great trades who can
help us meet the intense demand
we’re seeing from homeowners,” says Alex Cubitt, Chief
Growth Officer at Checkatrade.
“Exhibiting at FIT Show gives
us the opportunity to speak directly to tradespeople about
how Checkatrade can support
them both now and in the
future,” adds Checkatrade’s
Cubitt. ”8 of 10 consumers
would choose a Checkatrade
endorsed trade and so there’s a
great opportunity for us to help
trades make the most of the
current market conditions.”
Speaking about (CRL) CR
Laurence’s decision to exhibit at
FIT Show 2022, Simon
Boocock, MD says: “The event
attracts everyone from fabricators and installers through to architects and specifiers – the

market we want to promote our
Glass Room solutions to. CRL
Glass Rooms are simple to construct, providing shelter from the
elements and provide unobstructed views.
“With an intelligent modular
design, the aluminium structure
means very few supports
are needed even over large
areas.” i

WHATEVER THE ISSUE
- IT’S ALWAYS YOUR
FAULT?
HOW MUCH IS LOST ON CLAIMS
AND REMAKES?
PROTECT YOUR PROFITS NOW

PROTECTIVE FILM APPLICATORS
From the low cost yet robust
SPARTAN™ with its manually
cranked, 1-man de-skilled operation,
to semi- and fully automated PLC
controlled models.

Optional Hot Knife Border Trimmer
for IGUs allows glazing without
removing the main body of film.
Solutions for series work and for
mixed random sizes.

ashton-industrial.com

01279 624810

THE PROFESSIONALS‘ CHOICE

SUCCESS IT’S TIME TO

FUTURE

BUILD
BRAND
VISION

AMBITION

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
Call 01934 808 132 or email grow@purplexmarketing.com
purplexmarketing.com

@purplexuk

/company/purplexuk

/purplexuk

Marketing In A
Joined Up World

Scott’s Corner

Andrew Scott
discusses why now is
the time for ambitious
businesses to
streamline their
marketing activity by
working with just one
agency.
www.purplexmarketing.com

With 35 years in the business,
window industry consultant
Andrew Scott has seen it
change and evolve many
times to meet challenges. He
writes, the last two years have
been a roller coaster.
The pandemic led to disruption
and challenges for companies hit
with a spike in demand but also
a huge shortage in supplies,
materials and labour issues. It is
likely the supply chain and labour
issues will continue for a few
months but we’re already seeing
sales volumes steady. Many
companies are now looking at
their future plans in what will be a
very different landscape.
Reputations
Reputations have been built and
lost during the pandemic. Some
have pushed forward to take
advantage of the increased
demand; others have scaled
back due to supply and labour
problems. When a company like
Anglian reports a drop in revenue from £203m to £121m in
its latest published accounts, you
realise no two companies have
handled the situation the same.
As we emerge from this uncer-

tain period, its more important
than ever that companies focus
on their brand and reputation
and align sales, operations and
marketing.
The historical
marketing approach
Historically, when it comes to
marketing, companies work with
multiple agencies to deliver their
strategy. One agency for PR,
another for web design and
another for digital marketing or
social. Taking this approach may
have worked in the past but now
is the time for change. This year,
companies
must
look
to
‘converge’ their marketing activity to produce content which will
reach a wider audience.
Convergence marketing, as it is
known, is a method where
companies create integrated,
consistent and clear messaging
across all media platforms to
build brand awareness. The most
effective way to do this is by
working with one agency that
can own the marketing strategy
and drive the business forward.

The next generation
of marketing
To have a bigger impact with
their marketing activity, companies should consider not working
with multiple agencies and
instead, work with one organisation that can deliver consistently.
Purplex is well placed for the
changes ahead to support our
customers with this next generation of marketing.
Investing at Purplex
2021 was a year of investment,
to prepare us for the years
ahead. We are now well-placed
to help our customers achieve
their business and market goals.
This investment includes a
£1.4m new office, refurbished in
just over 12 months and creating
a 15,000sq.ft, state-of-the-art
marketing and technology centre.
We also recruited, trained and
developed over 30 new staff.
They join our established marketing team, so we are ready to
support any company that wants
to realign its marketing strategy
and hit the ground running. i
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Comment
If you turn back a page or two, you will find that our
regular Marketing Column from Purplex Marketing’s
Andrew Scott discusses why now is the time for ambitious
businesses to streamline their marketing activity by
working with just one agency.
Scott has also suggested on TheInstaller.pro that those that fail to
market themselves properly in 2022 will find themselves in
trouble. I also believe that if you stop advertising and marketing
in general because you have been overrun with business as
lockdowns have eased, you will find that your work dries up
suddenly.
There will still be lots of post-pandemic, Covid savings to be
tapped into in 2022 but there will also be lots of families looking
to spend their cash on something other than home improvements
– or storing it up for a rainy day…and with Brexit biting, energy
hurting and prices soaring, there are plenty of rainy days on the
horizon.
Now most installers, won’t advertise in The Installer magazine or
our industry leading website, TheInstaller.pro
We have a vast number of companies that want to advertise to
YOU – that’s why we keep on bringing you the best news and
features service around to keep you coming back to our media
channels. If you advertise, you want to get to homeowners (so
you can see we have no axe to grind). But you really should be
promoting yourselves – local newspapers in print and online;
social media (Tweet or Share what you find on TheInstaller.pro)
and telling everyone about your membership of FENSA or
Checkatrade or whatever.
Get you van (possibly electric) working for you – brand it and
keep it clean.
Get your customers to recommend you – from Facebook to
TrustPilot.
Oh and if you have done a particularly nice project, ask you
fabricator or their profile supplier to write it up for you. Get it on
your website; get it in the press.
The Installer will always publish good installer stories – and we
will get them out there on LinkedIn and Instagram for you so you.
Remember, The Installer is the original and longest serving
publication for window & door installers – we will always look
after our readers in good times and in…well not as good as
they were in 2021.
Brian J. Shillibeer, Editor
36| Editor’s Comment |The Installer

TheInstaller
February 2022

Profinder Limited

Editor
Brian Shillibeer
E.installer@profinder.eu
Editorial & Admin
The Studio,47 Hillside Avenue,
Elstree & Borehamwood,
Herts WD6 1HQ
Cathryn Ellis
E.cathryn.ellis@profinder.eu
Publisher
John Roper
E. john.roper@profinder.eu
Advertisement

Account Manager:

Steve Anthony
T. 07967 585475
E.steve.anthony@profinder.eu
Advertisement

Account Manager:

Mehreen Haroon-Ali
T.07932 243008
E.mehreen.haroon@profinder.eu
TheInstaller Vol 26 No 2
Published January 2022

Copyright © Profinder Ltd 2022

Opinions expressed in The Installer
are those of the contributors and do not
represent editorial policy. The publisher
charges for the use of editorial pictures.

The Installer is the Media
Channel For Professional
Installers of Commercial
Façades and Windows,
Doors, Extensions & Other
Home Improvements
You can find all the latest
daily news at
TheInstaller.pro

Unit 3, Lloyd Street, Parkgate, Rotherham, S62 6JG

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

www.connaughtroofs.com

Three Solid Roofs - One Fabricator

www.connaughtroofs.co.uk

Give us a call for all your Conservatory Roof needs on

01709 710100
WE DO MORE - SO YOU DO LESS

PROFINDER
Tel: 07932 243 008

Access Systems

Fo
or all your access control
an
nd door hardware
solutions
Electric Strikes
Deadlocking Bolts
● Waterproof Keypads
● Compact Shearlocks
● Deadlocks & Deadlatches
● Lo
ock Accessories
● Tr
ransom Door Closers
● Vortex Magnets
●
●

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

www.profinder.eu

Email: mehreen.haroon@profinder.eu

Colour Applicators

Conservatory Roofs

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

Audio Window Systems

Handling Equipment

Baypole Jacks

Flyscreens

Profile Bending
Machinery

G.M.FORMERS

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.
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• FREE NEXT DAY DELIVERY
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The New Visofold Heritage
Available now from Garrard Windows

Part of the Visofold 6000 series, Visofold Heritage is a high-quality,
high-performance, sliding folding door, developed to match the slim
proﬁles and Art Deco design of traditional steel doors. Providing
a modern, like-for-like replacement for steel materials, Visofold
Heritage delivers the exceptional thermal performance associated
with modern aluminium systems.

Call us now for enquiries:
Tel : 01296 6688 99
Fax now for a quotation : 01296 668450
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Visit our website :
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