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OF ALUMINIUM&PVCUWINDOWS, DOORS, & CONSERVATORIES

AFFORDABLEWINDOWS, CORNFORDHOUSE, CORNFORD ROAD, BLACKPOOL, LANCASHIRE FY4 4QQ

WWW.TIMBERLOOK.COM

CONCEALED TRICKLE VENTILATION
ON-SITE GLAZING - 70MM FRAME
SLIM 60MM SASH SIZE

NIGHT LATCH
AS STANDARD

CHOICE OF
9 COLOURS

TIMBERLOOK
FLUSH SASH

FREE UPGRADE!FREE UPGRADE!

EVERY INSTALLATION IS A FREE
ADVERT FOR YOUR BUSINESS!

Taking the time to sell the Timberlook Flush Sash
to customers will pay dividends in high margin new

business from friends, neighbours & relatives.

FROMA STANDARD
MITRED PVCU LOOKING

FLUSH SASH
TO A TRADITIONAL
MORTISE & TENON

LOOKING FLUSH SASH

TIMBERLOOK
FLUSH SASH

OURNEW20-PAGE BROCHURE
DOES THE SELLING FOR YOU!

TheTimberlook Flush Sash has a 70mmback to front
frame size,making installations faster.With unique

options such as a deepbottom rail and concealed trickle
ventilation,Timberlook is almost indistinguishable from

themost expensive flush sash timberwindows.
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andy@uksuperfold.co.uk

Acorn Industrial Estate
Oldham, OL1 3NE

UK SUPERFOLD LTD TEL0161 804 6304
MOB07811 488 583

*THIS OFFER IS APPLICABLE TO NEW CUSTOMERS ON THE

FIRST SET OF DOORS AND EXCLUDES GLASS AND DELIVERY.DELIVERY.

0161
07811
0161

MOB07811

DELIVERY.
andy@uksuperandy@uksuperandy@uksuper

TEL0161
andy@uksuper

TEL0161
MO

SLIM 55MM SQUARE LOOK SASH

WITH ADJUSTABLE JAMB FOR EASY INSTALLATION

Max height 3000 mm
Max panel width 1200mm
Multiple threshold options
Adjustable jamb option
Ultra smooth bottom running
30mm polyamide thermal break
for increased thermal values
Document Q Compliant,
Including PAS 24 and
BS6375 Part 1Weather Testing

SLIM 55mm SASH

andy@uksuperfold.co.ukandy@uksuperfold.co.uk

UK SUPERFOLD LTD IS PART OF THE AFFORDABLE WINDOWS GROUP - ONE OF THE UKS LEADING

MANUFACTURERS OF ALUMINIUM AND PVCU WINDOWS, DOORS AND CONSERVATORIES

10%
OFF THE FIRST
BIFOLD DOOR*

10%
OFF THE FIRST
BIFOLD DOOR
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News

This year a range of regula-
tory updates and govern-
ment-led initiatives are
expected to have an im-
pact on the construction in-
dustry, potentially affecting
thousands of tradespeople
across the UK.

The 2018 could be instrumen-
tal in terms of making – or
preparing to make – significant
changes for trade professionals
and the services they deliver. To
help IronmongeryDirect has
produced an overview bring-
ing together these key changes.

Independent Review of
Building Regulations and
Fire Safety
Following the tragedy of the
Grenfell Tower fire in June
2017, the government
launched an independent re-
view into building regulations
and fire safety, led by Dame Ju-
dith Hackitt. An interim report
was published in December
2017 which stated that the cur-
rent regulatory system for en-
suring fire safety in high-rise
and complex buildings has
been deemed not fit for pur-
pose. Tradespeople are ad-
vised to familiarise themselves
with the findings when the full

report is published in spring
2018, since it could bring
about changes to working
practices.

Additional Funding for
New Homes
The autumn budget provided
positive news for the construc-
tion sector which should start to
filter though during 2018.
£15.3 billion of additional
funds have been made avail-
able to facilitate the construc-
tion of 300,000 new homes a
year over the next five years. In
addition, the skills shortage in
the construction sector has
been addressed with the Chan-
cellor setting aside £204 mil-
lion to train younger trade
professionals.

Education
The government will also be in-
troducing the new technical vo-
cational qualifications – or ‘T
Levels’ – and increasing the
hours of training for technical
students aged 16-19 by more
than 50%.

Wiring Regs
Mainly affecting electrical pro-
fessionals, but still very impor-
tant for construction projects

are the changes to the Wiring
Regulations, due to be an-
nounced in July 2018. From 1st
January 2019, it will be a re-
quirement that all electrical in-
stallations designed after this
date comply to the updated
regulations. It is important for
tradespeople working in this
field to at least be aware of
these changes.

Consultation on
Cash Retention
With a shift in focus to small
business management, the cur-
rent consultation launched by
the Department for Business,
Energy and Industrial Strategy
is addressing the practice of
cash retention under construc-
tion contracts. According to a
recent survey, one in three busi-
nesses (32%) said that between
3 and 10% of their turnover
was being held in retentions.

The results of the consultation
will not be released until later
in 2018 but it is hoped that
they will lead to changes that
will result in prompt and fair
payment for firms working in
the construction sector,
particularly small and start-up
businesses. i

What’s In
Store For
Tradespeople
Throughout 2018



News

Maximum litter fines are to al-
most double to £150 from
April as well as new fines intro-
duced for owners of vehicles
from which litter is thrown.

Cleaning up our streets and
countryside currently costs the
taxpayer almost £800 million a
year and so maximum on-the-
spot fines for dropping litter will
almost double from April – from
the current limit of £80 to £150
– in order to deter and punish
the anti-social minority who con-
tinue to drop rubbish.

In future councils will also be
able to impose these fines on the
owners of vehicles from which lit-
ter is thrown, even if it was dis-
carded by someone else. The
government is clear these fines
should not be abused simply as
a means of raising money, so
guidance on how fines should
be applied will be issued to
councils.

Coffey said: “Littering blights
our communities, spoils our coun-
tryside and taxpayers’ money is
wasted cleaning it up. Throwing

rubbish from a vehicle is just as
unacceptable as dropping it in
the street and we will tackle this
antisocial behaviour by hitting lit-
ter louts in the pocket. These new
fines will make sure the perpetra-
tors, not the local community,
bear the cost of keeping our
streets and roads clean.”

What it means
From April the maximum on-the-
spot fine local authorities can
issue for dropping litter will
nearly double, from £80 to
£150. The minimum fine will in-
crease from £50 to £65, while
the default fine will increase from
£75 to £100.

For the first time, local authori-
ties will also be able to apply
these penalties for littering to ve-
hicle owners if it can be proved
litter was thrown from their car –
even if it was discarded by
somebody else.

The changes to fines for litter-
ing follow a public consultation
as part of the launch of Eng-
land’s first ever Litter Strategy in

April 2017. These new findings
showed the vast majority of re-
spondents were in favour of in-
creasing on-the-spot fines.

More than 85% were in favour
of increasing fixed penalties for
littering, while local authorities
agreed that new penalties to
tackle littering from cars would
help to improve environmental
quality in their area. The govern-
ment is today confirming that it
will proceed with these meas-
ures, with legislation introduced
by the end of this year and the
new fines in place by April next
year, subject to parliamentary
approval.

The government is clear how-
ever that councils must not abuse
the power to impose fines. Coun-
cils should take into account
local circumstances, like local
ability to pay, when setting the
level for these fines. Government
guidance will be issued around
the turn of the year to ensure the
new powers are used in a fair
and proportionate way by local
authorities. i

Matterhorn Capital DC Man-
agement UK has selected Para-
digm Housing Group with V10
Homes as the enabling partner
for the delivery of a 142 house
and apartment development at
Asheridge Road, Chesham.

Paradigm is one of the largest
Housing Associations in the Thames
Valley with almost 15,000 proper-
ties. Paradigm is due to commence
development of the Chesham site in
the first half of 2018 with new
homes available for occupation
from mid-2019. Shaw Corporation
co-ordinated the planning applica-
tion and the planning team in
achieving the detailed planning
consent. Chris Shaw of Shaw Cor-

poration says:
“This is the first
major residential
scheme in Che-
sham for over a
decade. The outer
London market
has seen signifi-
cant activity and
growth over the
last two years.
High London resi-
dential values
have priced many first-time buyers,
homeowners and downsizers out of
the owner-occupier market. Trans-
port regionally as well as locally are
key factors in the growth and hous-
ing agenda. Considerable support

for the scheme locally demonstrates
the frustration at the lack of new
build quality housing delivery in the
area and the urgent need for more
reasonably priced housing for local
residents.” i

Big Fines For Litter Drop-off
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Technical Article
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Service –
Do You Get It?
Do You Give It?
Lets discuss a thorny topic in
this industry, writes our
expert technical author Don
Waterworth. The topic –
Customer Service.

Whenever I meet with a pri-
vate client (householder) I am
invariably met with a typical
comment from the householder,
something like - 'are all window
companies rubbish at customer
service?'

Unfortunately, my response is
that yes, 90% of window com-
panies and their suppliers sim-
ply do not do service - and this
lack of service is endemic
throughout the industry.

The norm
It does not give me any pleas-
ure to admit to a householder
who is having difficulty with a
window company regarding re-
medial works, that the bad serv-
ice that they are receiving is
pretty normal.

Isn't it time the industry
changed?
I inspect endless composite
doors with defective elements or
damage, with the householder
sometimes waiting several
months for a suitable product
that will perform as promised.

Conservatory roofs
I inspect endless conservatory
roofs allowing water ingress to
occur, through no fault of the

window company but in the
main due to poor manufacture.
Again this problem can take
months if not years to conclude.

Windows
Draughty sashes are a favourite
defect in this industry, as the
manufacturers strain to produce
as many frames as possible,
without the slightest concept as
to whether the windows are
performing as promised.

Work you suppliers
My advice to all you window
companies and installers is to
be damned hard on your sup-
pliers. Don't accept outlandish
promises with regards to prod-
uct performance without some
hard evidence and proof that
the products will do what the
supplier promises.

Remember, when your cus-
tomer complains, it will be you
who has to take all the flack
and grief which sometimes can
end up in Court and where will
your supplier be? Nowhere to
be seen I bet.

Where it starts
Make your suppliers work hard,
make them prove every benefit
and feature of their products. If
you are in any doubt, don't use
them.

Customer service in the indus-
try is poor but it all starts with
the manufacturers. i

Are all window companies
rubbish at customer
service?

It’s time to discuss attitudes
to a fundamental says
Don Waterworth

The Master Window and Conservatory
Installers Association Technical/Legal
Column

Don Waterworth BSc
(Hons) FCABE MEWI
Chartered Building
Engineer / Building
Surveyor
Expert Witness
Accredited Media-
tor
Founder of the
MWCIA



WHY CHOOSE
MADE FOR TRADE FOR
YOUR NEXT GLOBAL
ROOF?

£GET A PRICE
COMPARISON
TODAY

Reliable and efficient

Expert plan and estimating service

FIRST ORDER DISCOUNT*10%

Email: roofs@madefortrade.co
Call: 01642 610799
Fax: 01642 615854

www.madefortrade.co
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Certass Column

A big part of my job at Cer-
tass, Simon Swift, Business De-
velopment Executive at
Certass told The Installer, is
travelling up and down the
country, visiting new and ex-
isting members of our
schemes. I might be called
Swift but I| like to take quality
time with every client I take
time to go and see.

Local Reputation
For One thing that they all have
in common, whether they’re in
Perth or Portsmouth, is that they
have built fantastic reputations
for themselves in their local area.

Word of Mouth
A lot of their leads and referrals
come via word-of-mouth, with
homeowners recommending
local installers to their family,
friends and neighbours, because
of their great product ranges and
impressive workmanship.

Local companies really under-
stand that it can be the smallest
things that make a big difference
to homeowners. Doing a great
tidy-up job at the end of each
day of the installation, or just
being friendly and keeping them
updated on what’s going on dur-
ing the project – these are the
things that stick in people’s minds
when they have work done on
their homes.

Community Spirit
Not only that, many of them play
a big part in the local commu-
nity. Whether it’s being a kit
sponsor for a local football team,
supporting charity events or just
being a great neighbour in their

everyday operations, a great
reputation in the local community
is so important for Certass mem-
bers.

How the Homeowner
Advice Hub Helps
A Certass membership is a great
way for installers to start building
their reputations. As well as of-
fering advice and information for
installers, our website is a hub of
information for homeowners on
the hunt for a local installer they
can trust.

From blogs about getting rid of
condensation in conservatories,
to information on Building Regu-
lations and workmanship stan-
dards, we advise homeowners
on the right questions to ask
when they’re choosing home im-
provement products and installa-
tion companies to install them.

Certass Member Search
And of course, all our members
are listed on our Certass Con-

tractor Database, so homeown-
ers can find their local Certass in-
staller and contact them direct,
safe in the knowledge that they
have been assessed and in-
spected to Certass standards.

Understanding Installer’s
Challenges
At Certass, we like to make sure
that we get to know our mem-
bers and we do that by doing
regular visits and being just on
the end of the phone if they need
us. This also helps us to under-
stand the challenges that they
are facing, and develop our
schemes to offer solutions for
them.

We’ve taken everything into
consideration, from making reg-
istering jobs online quick and
easy, to dispute resolution serv-
ices and technical support from
experienced, knowledgeable
local inspectors to discounted lia-
bility insurance.

Plus, for added peace of mind
for homeowners, all work regis-
tered through the Certass
scheme comes with an insur-
ance-backed guarantee via our
insurance partners. Finance op-
tions are available too, through
our partnership with top home
improvement broker Shermin Fi-
nance.

Whether you’re a sole trader
or a bigger local or regional in-
stallation company, at Certass,
we’re all about common-sense
certification that adds value to
your business, saves you money
and helps you to get on with the
great installations you’re known
for in your local area. i

Swift By Name
But Not By Nature

Simon Swift, Business Devel-
opment Executive at Cer-
tass talks to The Installer
about how he likes to spend
quality time with Certass
members, how they grow
their local reputations and
being the body with a com-
monsense approach to cer-
tification for local installers

Simon Swift says – If you would
like me to visit you, you can see
whereabouts in the country
I am this week on our contact
us page or apply for our
installer scheme online at
members.certass.co.uk/register



ALL ALUMINIUM LANTERN ROOF

www.korniche.co.uk

Email: sales@korniche.co.uk
Tel: 01642 610799
Fax: 01642 615854

TAKE THE CHALLENGE
FASTEST
Glazed in seconds
No cutting or drilling on-
site, without silicone, clip fit
finishing caps – Fastest fit on
the market

As featured at the FITShow,
search for our YouTube
video and see the
Korniche fully fitted
in under 6 minutes

STRONGEST
Performance
Engineering
Ability to withstand ‘Live’ loads
over twice that of the leading
competitor. A 6x4m roof can
support up to 8 tonnes

Up to 3m x 2.5m with
no rafters

No tie bars required
3.5kN
/m2

WARMEST
Fully thermally
broken construction
Thermal PVC T Bar, Thermally
broken eaves beam and industry
leading Q-Lon Gaskets.

U Value from 1.2

SLIMMEST
Uninterrupted Sight
Lines
Patent pending end boss
enabling hips to merge into ridge

Traditional features in
contemporary design give
‘Timber’ like looks suitable for all
properties

Narrowest external ridge profile

SUPPORT
Best for specifiers -
the ideal trade
lantern

Brand, point of sale and
marketing support helping save
time and maximise profit from
sales and on-site.

Online trade KwikQuote tool

PLUS

ONLY 5
WORKING
DAYS LEAD
TIME
FULL SALES
SUPPORT AND
NATIONWIDE
DELIVERY

Under
6 mins

TM

ALL ALUMINIUM LANTERN ROOF

CONTACT US TODAY
FOR A QUOTE
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IN
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First Choice for Locking Solutions
01202 676262 01202 680101
info@alpro.co.uk wwwwwwwwww.alpro.co.uk
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Alpro relaunch the

PRO50
Transom
Closer

3Independently tested

3Guaranteed for 3 years

3Fully DDA compliant

3Nationwide maintenance

3Test data available

390° hold open at no extra cost

3Competitive prices

3Full range of accessories

No wonder we’re
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Doors

It’s full steam ahead in 2018
for Phoenix Doors as we con-
tinue to concentrate on refin-
ing our composite door
range, service and delivery
to suit the requirements of in-
stallers across the UK.

As the composite door market
continues to grow, in line with
market research forecasts, we

are responding to changing
trends with new door styles,
locking systems and colours that
suit our customers’ – and their
customers’ – specific require-
ments.

The introduction of our re-
branded Sovereign range – one
of the most comprehensive
ranges of composite doors on

the market - last summer has
been well-received by our cus-
tomers. Bringing together the
Continental and County Collec-
tions under one collective brand
means we can offer the widest
choice yet in 44mm flush-fitting
composite doors, making order-
ing a much simpler process all-
round.

Having ceased production of PVC door panels at the end of last year, Phoenix Doors, part
of the Masco UK Window Group, is focusing on developing its range as a dedicated
composite door company. Sales Director Haydon Statham highlights what’s in store

Responding To
Changing
Composite Trends
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Doors
Homeowners’ changing prefer-

ences towards more modern
door styles and designs are influ-
encing our development of new
glazing designs. New contempo-
rary ‘neutral’ designs include ob-
scure patterns for privacy and
stylish ‘sandblasted’ designs, in-
cluding house numbers, etched
into the glass. Our in-house glass
shop can also create intricate
leaded styles that complement
traditional-looking doors, while
our Fusion range injects a splash
a colour. We are proud of what
we can supply for even the most
exacting of customer tastes!

Triple glazing is becoming
more popular and is featured
heavily in our new Sovereign
brochure. Our double and triple-
glazed units are manufactured to
BSEN 1279 standards and both
have excellent heat retention
properties.

Colour is a big seller and de-
mand is growing year on year.
Four out of 10 doors we supply
are now coloured – and 40% of
those are Anthracite Grey. This
shade is definitely the ‘new
black’! Two paintshops at our en-
larged premises in Huntingdon
are busy keeping up with de-
mand for a wide range of RAL
shades.

Installers have also benefited
from the greater choice of lock-
ing systems now available
throughout the range. Being able
to offer a conventional lift-up
lever handle multi-point locking
system and the latest ‘slam-shut’
locks with an escutcheon has
opened up fresh selling opportu-
nities to consumers.

Locks
The addition of our new GU
auto-engage slam-shut lock is
helping to generate extra sales
for installers who can promote
the product’s ‘added conve-
nience’ features to homeowners.
The lock engages when the door
is pulled shut and easily opened
again with the turn of a key.

People
Over the past 13 months since
moving to Huntingdon, we have
continued to invest in new per-
sonnel and systems that are de-
livering further benefits for our
customers. Crucially, this has
given us a flexible production ca-
pacity so we can adjust our daily
production numbers in line with
the market fluctuations. This, I
think is very key in what is a sea-
sonal market.

Colour
Having said all that, the compos-
ite door market does not come
without its challenges. Coloured
doors are now so popular that
the two spray booths came
under tremendous pressure dur-
ing the run up to Christmas due
to the amount of orders in the sys-
tem. Even with great planning
and increased production capac-
ity, the window industry seasonal
rush proved to be as testing as
ever.

Nonetheless, all doors set for
delivery before Christmas ar-
rived as promised. To achieve
this, the factory and the sales of-
fice did not get off to start the fes-
tivities until well into the
afternoon on Friday 22nd De-
cember. This showed splendid
commitment and effort from all
the sales office and factory staff,
so big thanks to them!

What customers want
The composite door market is
competitive because it’s a strong-
growing market - I always think
that’s a healthy sign and compe-
tition is a good thing. Going for-
ward, Phoenix Doors will
maintain its reputation for being
the ‘composite door supplier of
choice’ and listening to – and de-
livering- just what our customers
want and need.

Picture: The Soverign
brochure and the new
Cumbria door

i



Introducing the new Shootbolt
Flush Sash Window Lock.
Great looking security from Yale.

An ASSA ABLOY Group brand

The latest innovation in window security from Yale has arrived - the Shootbolt Flush
Sash Window Lock. Designed to fit modern flush sash systems, this new lock offers the usual
security credentials you would expect from the world’s most trusted lock manufacturer, but with
added aesthetic appeal, as the innovative design allows the window to sit flush against the frame.

Made in Britain and offering Yale’s fantastic lifetime security guarantee*, the Shootbolt Flush
Sash Window Lock offers the very best in terms of peace of mind.

For more information on the Shootbolt Flush Sash Window Lock
please call the Yale team on 01902 366800 or visit www.yaledws.co.uk

Features
• High security Shootbolt system
• Secondary cam for night vent feature
• A choice of cropping and non-cropping
variants available

• Secured by Design accredited
• 10 year mechanical guarantee

*Terms and conditions apply.



16|Doors | The Installer

Specifying external doors is an
extremely important aspect in
any new-build or renovation
project," writes Zoe Watson,
Group Marketing Manager at
Bowater by Birtley.

As one of the first things that peo-
ple see, the front door in particular
is a major focal point of any home,
so it will need to be aesthetically
pleasing and in keeping with the
style of the rest of the building.

It should also be robust enough to
act as an impenetrable barrier and
deterrent to even the most persistent
of intruders, be energy efficient and
enable the homeowner to gain
easy access.

With so many factors to take into
consideration and what can seem
like no end of options available in
terms of core materials, styles and
colours, choosing the right door
can be a difficult decision.

Cheaper doesn’t always
mean better value
Many people may consider going
for the cheapest option, however
this doesn’t always turn out to be
the most cost effective in the long-
term. Cheaper doors are often
made of a less robust material that
can weaken and lose their aesthet-
ics sooner due to weathering and
wear and tear. This will result in the

need for regular maintenance, call
backs to site and may even require
a replacement sooner than ex-
pected.

A longer-term solution would be
to opt for a composite door, which
is made from tough materials
throughout that ensure greater
strength, durability and looks com-
pared to uPVC and traditional tim-
ber materials. There are two
options of composite doors avail-
able, single rebated and double re-
bated. While installation of both is
simple, double rebated doors and
frames are easier to install and ad-
just because they allow for greater
tolerances in movement between
the door leaf and frame. A double
rebate also means the doors are
optimally sealed, ensuring they
have better protection against
water penetration as well as im-
proved weather and acoustic per-
formance.

Double security
External doors on a residential
property must adhere to Part Q of
the Building Regulations, which of-
fers practical guidance on how to
meet security requirements. Part of
the regulation states that any exter-
nal door must also comply with
PAS24, the preferred specification
for enhanced security performance

requirements for doors and win-
dows in the UK. It sets out the mini-
mum requirements and acceptable
test criteria for products to resist at-
tack from opportunistic crime. A
PAS24 approved, double rebated
composite door is manufactured up
to 22mm thicker than a single one,
which means even better security.

As more intruders are becoming
experts at ‘lock bumping’ modern
cylinder locks, it would also be wise
to suggest that your customers opt
for a door with a proven locking
system. Our range of composite
doors for example feature safer
and secure locks that are linked
and backed up by an array of mul-
tipoint hooklocks. This and the fact
that they are designed to exceed
even the highest quality expecta-
tions, is one of the reasons why
both our single and double rebated
composite doorsets have been
awarded a Secured by Design ac-
creditation, which is given to all po-
lice approved doors that meet the
national standard for safer homes.

Opting for a Secured by Design
door not only offers a higher level
of protection, but the accreditation
is also recognised by many insur-
ance companies. So as well as
homeowners enjoying an added
sense of security, they may also get
a discount on their home insurance.

Doors

Make
Mine A
Double

Zoe Watson, Group Marketing
Manager at Bowater by
Birtley, looks at why it pays for
installers and homeowners to
consider the benefits of a
double rebated composite
door
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Double insulation
In terms of weather protection, dou-
ble rebated composite doors offer
better thermal efficiency and better
acoustic performance in compari-
son to others. Although a single re-
bated door offers a great level of

protection, as it is sealed on every
side facing away from the home, a
double rebated door has addi-
tional groove that provides an extra
seal. This allows for an even tighter,
impenetrable fit that offers excellent
resistance against wind, rain and
snow.

Aesthetics
Composite door designs have
evolved in the recent years. Our
range for example is available in
multiple styles and colours, with a
variety of hardware and decorative
clear and frosted glass options that
reflect the latest trends desired by
homeowners.

These advances in design and
overall aesthetics, along with as-
sured higher levels of security, ease
of installation and better thermal
and acoustic insulation, has re-
sulted in a higher specification of
composite doors. Something that

we expected will continue to grow
more in the coming months, espe-
cially from discerning installers and
homeowners seeking added value
features on new developments and
renovations across UK.

Having the best of Bowater’s rep-
utation for excellent quality, service
and a personal touch, along with
Birtley’s resources to provide tech-
nologically advanced doorsets, has
resulted in ours becoming a trusted
and recognised brand amongst
both homeowners and installers.
Opting for one of our composite
doors, which includes superb aes-
thetics, security and energy per-
formance, provides further
assurance to your clients that their
door is of the highest quality and
has a premium look and feel.”

bowaterbybirtley.co.uk

i

Doors
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If you put your faith in industry
reports you'd believe there was
a massive decline in the popu-
larity of the conservatory as a
method consumers are choos-
ing to extend properties, writes
Bradley Gaunt of Made for
Trade - a company certainly
bucking the trend as the firm
manufacturesover4,000Global
Conservatory Roofs a year.

Energy Made for Trade have
seen a rise in sales throughout
2017 which suggests there is life
left in the market yet and con-
sumers are less distracted by other
means of property development
than the industry news suggests.

Synseal's Global system ap-
pears to be increasingly popular
and a preferred product for many
with a market share of 50% plus.
Price, quality and service have al-
ways been at the forefront of
Made for Trade’s approach and
this undoubtedly has also helped
maintain the level of sales for the
Global Roof.

Andy Jones, Group Sales and
Marketing Director at Synseal
Group, recently wrote an en-
dorsement for me saying 'Made
for Trade has been a long-stand-
ing customer of ours and an ex-
cellent ambassador for our
Global conservatory roof, for
more than 10 years. I’m looking
forward to visiting the new, larger
factory space where you manu-
factured more than 4000 Global
roofs, last year - that's over 100 a
week...absolutely fantastic'.

Extension
It’s important to remember that the
Global Conservatory System is
still one of the most cost effective
solutions to extend and improve a
home. Glass has become the
game changer, the developments
in thermal qualities of both frame
and glass standards are helping
to break away from the stigma of
being ‘too hot in the summer, too
cold in the winter.’

Better overall standards of con-

servatory design and build are a
world apart from the UPVC ver-
sions fuelling the reputation a con-
servatory could only be used for
half the year. Global conservato-
ries and orangeries can now pro-
vide far better thermal
performances and when con-
structed with the right balance of
vertical glazing and solid walls
deliver excellent living spaces
and additions to the home.

Changing styles
Style is also an important factor
with modern interpretations of the
Conservatory which fit a stan-
dard square footprint, less Victo-
rian and P-shaped orders and a
rise of less ornate Edwardian and
lean-to designs.

Growth
Confidence in the product bol-
stered by year on year growth
with the Global brand and along-
side new product marketing has
allowing Made for Trade to reach
new sales and subsequently in-
vested in a further 10,000sq.ft of
factory space for its Global Roof
operations and associated stock
and delivery requirements.

This new investment is part of a
broader expansion that saw
Made for Trade’s own Korniche
Aluminium Roof Lantern and
Smart Visofold Bi-Folding Door
operations breaking company
production records month on
month in 2017.

The Korniche has provided
Made for Trade a platform which
raised our profile at the FIT Show
in 2017 and as a result we have
seen a growth in all aspects of the
business. i

Conservatories

Made for Trade have been fabricating the Global
Conservatory Roof System for 10 years. During this time the
Global system has proved consistent in sales and popular
with installer and builders, writes MD Bradley Gaunt

Global – Setting The
World On Fire
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“Double R is a significantly
sized IGU and conservatory
roof manufacturer but we’re
so busy doing what we do
and focusing on customers,
we’re not very good at letting
people know that,” MD Ian
Sims, told The Installer.

With “Hopefully this new
brochure will help us spread the
word and help our customers get
the most out of Double R as a
supplier. Even some of our cus-
tomers don’t know the extent of
our product range, so our new
brochure, available in print or on-
line at www.glassandroofs.com
will be a useful tool for future and

existing customers alike.”

Not too long
Sims continued: “We
know fabricators and installers
are busy, so the brochure is only
8 pages long but contains every-
thing you need to know. It details
what’s different about Double R,
the range of sealed units we pro-
duce including double and triple
glazed, the different projects our
decorative department can help
with and the range of solid and
traditional conservatory roofs we
supply."

Installers and fabricators can
view the brochure as a flip book

on Dobule R's website, download
it as a pdf or call t. 01933
443658 for a hard copy.

Sims concludes: "We hope this
latest addition to our customer
support which already includes a
re-designed website with informa-
tion centre and published prom-
ise to customers in our customer
charter, will give future and exist-
ing customers an insight into our
business, our products and our
approachable and quality fo-
cused philosophy.” i
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Double R Glass & Roofing Systems, supplier of IGUs
and conservatory roofs, has a new brochure

Conservatory
Roof Brochure
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Operating across Kent and East Sussex,
Benchmark Joinery specialises in every-
thing from windows and doors to staircases
and furniture. The accurate design of Slen-
derline’s traditional units means Benchmark
regularly completes restoration and repli-
cation projects within the region’s stringent
conservation areas.

Adrian Mitchell, a director of Benchmark says:
“Slenderline supply and fit a great product in a
traditional way but using modern. We work
mainly in conservation areas and the traditional
looks with the modern thermal efficiency creates
a really strong selling point for us.”

Available in a full range of sizes to match any
traditional rebate, Slenderline provides an ad-
vanced slimline unit for any heritage window.
Slenderline achieves its modern-day thermal qual-
ities through warm edge technology and either
Argon or Krypton gas, whilst a sympathetic de-
sign accurately matches the dimensions and de-
tails of a traditional sealed unit.

Andy Cocker, a director at Slenderline Glass,
says: “We can shout from the rooftops about how
great Slenderline units are but it’s great validation
to hear positive feedback from our customers.”

Founded in 1970, the EJ Cocker Group is one
of the UK’s leading specialists in advanced, insu-
lated sealed units. Through their two businesses,
EJ Cocker & Son and Slenderline Glass, the
group manufactures and supplies sealed units for
internal and external use in residential, commer-
cial and traditional buildings.

For more information call t. 01732 885030 or
visit www.slenderlineglass.com

i

Conservatories

Combining heritage aesthetics with
thermal performance, Slenderline Glass
has produced slimline glass units for a
Benchmark Joinery project

Slimline Heritage
Conservatory Units





Morley Glass & Glazing has funded new personalised
hoodies for the North Leeds Dance Academy team.

The Academy recently worked in partnership with Variety to
bring the children’s charity’s Strictly Ballroom charity event to life.

NLDA dance instructor Olivia Choi was partnered with Morley’s
own Ian Short for the event, which saw them romp home to victory
following an expertly executed samba. The evening itself raised
almost £14k to help Variety continue its charitable work; over
200% of their target.

Ian comments: “The team at North Leeds Dance Academy never
stop, their passion for dance is infectious and they’ve even inspired
me to continue competing in future dance events. We’re delighted
to be able to help them continue their mission to get everyone in
North Leeds dancing.” morleyglass.co.uki

The Victorian Grade II-listed building, Barnes Hospital,
is receiving a new lease of life as developer Henley
Homes creates the Barnes Village around it.

The challenge for Henley and its construction division Reis Con-
struct was to find windows for the new-build houses that would com-
plement the character of the hospital’s originals, while providing the
best possible insulation and acoustic performance.

The original specification from Jeffery Bell Architects called for an
aluminium and timber profile for the new houses. However, in liai-
son with the local conservation officer, Reis elected to substitute these
for Eurocell’s Modus flush sash casement window in Anthracite
Grey. As well as satisfying the aesthetic requirements, the Modus
windows offered a more cost-effective solution while delivering bet-
ter performance than the original specification.

Featuring a unique 75mm six-chamber profile system, the Modus range delivers the optimum energy efficiency performance and
can achieve a U-value as low as 0.7 from a standard system using triple-glazed units. Modus’ multi-chamber profile, designed to
increase thermal performance, also aids the windows’ acoustic performance.

Eurocell worked with Reis to find three window fabricators to provide quotes for the £750,000 windows contract, with Unique
Windows System winning the tender. Eurocell’s senior business development manager Gordon Heron explains: “We needed to
find firms that could handle the volume of windows and that had the right health and safety procedures in place for a site of this
size. It’s also important to provide someone who is financially stable; that works in both directions.” eurocell.co.uki

Eurocell has brought smoother, easier ‘one touch’
operation to its Aspect bi-fold door system with the
introduction of a new, improved double-bogie roller
system.

The range’s door leaves feature both horizontal and vertical
multi-directional rollers which offer superior glide from eight stai-
ness steel wheels. The rollers are in-built to the leaves for a min-
imised height threshold as standard, while they are also captive
within the track – preventing their removal from the outside.

Door openings can be up to six metres wide, with up to seven
door panels. The unique roller assembly means doors can be con-
figured to meet customer preferences, including the popular
4/2/2 configuration as well as simple 2/2/0 arrangements to
replace existing patio doors.

A range of external colours is available to complement existing
architectural style, as well as a choice of hardware colours. Aspect has a white internal finish as standard, to maintain a
bright, fresh interior, with some colours available with colour both sides from stock. Aspect bi-fold door profiles are guaran-
teed for ten years, and door furniture is guaranteed for five years. eurocell.co.uki
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Thermoseal Group has launched Chinese Mandarin
additions to its Thermobar and Thermoflex Warm
Edge Technology multilingual websites.

Satellite sites – www.thermobarwarmedge.com and www.ther-
moflexwarmedge.com – are now hosted in 7 languages including:
English, French, Spanish, German, Italian, Polish and the latest
Chinese additions.

Samantha Hill, Head of Marketing and Communications says:
“We began developing satellite websites as an informational and
promotional tool for our two Warm Edge Spacer bars. The Chi-
nese market for warm edge spacers is a growing market and we
aim to contribute towards educating the supply chain on the
advantages of warm edge technology whilst increasing our share
of this market. With two of the highest performance spacer sys-
tems and the capacity for growth, we are in a great position to

become a leading supplier in this market.
“With comprehensive information for: IG manufacturers, Window Installers, Specifiers and Homeowners, both sites have

been praised by our distributors and have now become key information points for their own promotion throughout the supply
chain. The latest additions have been launched to support our Chinese distributor. thermosealgroup.comi

Tradelink Window Solutions has opened a new manufactur-
ing facility and Windowcenter in Stoke-on-Trent - its fourth
Windowcenter in the UK

Jim Moody, MD explains: “This fourth Windowcenter has been opened
so that Midlands-based installers can take advantage of Tradelink’s prod-
uct range and our top service.

“We have invested £450,000 in machinery for the new manufacturing
facility in Stoke. The new premises brings our total to six sites across the UK.
We produce a full range of windows and doors, including our own Regi-
ment composite door range and the impressive Residence 7S window sys-
tem.”

At a well-attended, three day opening event in December, the Stoke Win-
dowcenter ran a series of giveaways and competitions for customers includ-
ing the Tradelink Wheel of Fortune game with free spins on every quote
and order. Winners received a range of great prizes including windows
and doors, tool boxes and a Dewalt radio. tradelinkdirect.co.uki

Astraseal has invested in another Stuga machine – the ZX5, which
becomes the British firm’s flagship machining centre. Launched at
The FIT Show 2017, the ZX5 has a capacity to manufacture a min-
imum of 800 windows per week and joins Astraseal’s existing
Stuga machines.

Colin Stanley, Astraseal’s Operations Director says: “It’s great to start the year with
a bang by taking our operation to the next level. The new machinery is just one of
many additions and developments we plan to make over the coming year as we move
forward and look to best support our valued trade and commercial customers across the country.”

Taking advantage of a 360-degree rotary tooling system rather than a conventional fixed head system, the
ZX5 is a flexible, sophisticated sawing and machining centre. The new rotary system allows for limitless capa-
bilities and effectively streamlines machining cycles, with separate sawing and machining modules working in tan-
dem.

The ZX5 also features the ‘Tru-Loc’ gripping system, which ensures the accuracy of every cut or notch by eliminating grip slip.
This system means the ZX5 can make complex 45 and 90-degree cuts and pinpoint ‘V’ and ‘Y’ notches on both sides of the frame
or transom profile with complete precision every time. astraseal.co.uki

Products & Projects

New Year New Investment
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To support skills growth in the construction trade Screwfix
has partnered with Yeovil College to launch a pilot course
covering core construction skills for year 10 and 11 pupils
at a time when there is a widely reported construction
skills gap.

The Screwfix Construction Trade Academy course aims to educate
young people about a successful future in the trade before leaving
school.

The 16 students studying the course will learn the foundations of
bricklaying, plumbing, carpentry and electrical contracting.

The Screwfix Construction Trade Academy course is City & Guilds
qualified and will see the students gain valuable skills, as well as
adding to their GCSEs and help towards gaining an apprenticeship
after leaving school.

As part of Screwfix’s commitment to support the future of
construction, the retailer has also invested in a new purpose-built site

at the College. Work has started on the new ‘Screwfix Trade Skills Centre’ which will see the students benefit from a dedicated
space, specifically designed to meet the needs of the future tradespeople training there. The centre features two state-of-the-art
work training areas, which have been designed to enable Yeovil College to meet the needs of its local and regional industries.
With each training area having the capacity to train up to 20 students/apprentices at any one time, the students will attend the
college for half day weekly sessions to give them a taster of life in the trades. i

Although UK tradespeople are optimistic about the future,
with 82% expecting business activity to remain at the
same level or grow over the next 12 months and nearly
half (45%) reporting being busier than last year – research
conducted by trade retailer, Screwfix, has revealed the
majority (57%) are reporting difficulties in recruiting staff
to support them.

For those who struggle to recruit skilled employees, more than one
third (37%) believe it is because apprenticeships are not given the
same level of respect as a university education. Furthermore, 31% say
poor public perception of a career in the trade means school leavers
are not interested in pursuing a future in construction.

The research, conducted as part of Screwfix Trade Pulse*, a monthly
index of more than 500 UK tradespeople, also revealed strong work
levels across the trade at the moment, as nearly one fifth (18%) of
tradespeople has more work than they can handle and 40% are
quoting for more jobs than 12 months ago.

Nearly all (94%) tradespeople said they would recommend a career
in the trade and of the reasons why, 85% say they have a strong sense
of achievement when a job is done and, 80% enjoy seeing the results
of their hard work.

More than half (57%) of those surveyed said they started as
apprentices and, when it comes to increasing the numbers undertaking
trade apprenticeships, more than one third (35%) believe greater focus
is needed on vocational education in schools. More than one quarter
(26%) believe improved awareness about the opportunities offered by
a career in the trade would drive greater uptake of apprenticeships,
with 19% saying that reducing red tape for employers looking to hire an apprentice should be considered.

The research also looked at views around those entering construction at a later stage in their careers. The significant majority
(82%) of tradespeople think more could be done to attract people to the trade further into their working lives. More than two
thirds (69%) think increasing awareness of the opportunities available would help attract people into the trade and 61% believe
greater knowledge of the support available to retrain is also crucial. i
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FIT Show’s ‘Installation of the Year’ competition is back for 2018. The hunt
is now officially on to find the industry’s best glazed installations.

New for 2018, entries are being invited across two installation categories; ‘residential’
and ‘commercial’. Whilst the actual FIT Show will not run until May 2019, Show organisers
have responded to the industry’s enthusiasm for the ‘Installation of the Year’ competition by
making it an annual fixture.

Entries can be made via Twitter by posting a picture of an installation to @FITShow and
utilising either the hashtag for #Commercial or #Residential - to identify the relevant category
- accompanied by a short description of the project.(Last years winner Üni_Slide, partnered
with Barc Architects, pictured right)

The competition is open now and will run until June. Each month entries will be showcased on the brand new FIT Show website,
with one winner selected for both categories by FIT Show’s official judging panel made up of industry experts.

Monthly prizes will be awarded to the winners in both categories, with the 6 monthly commercial and 6 monthly residential
winners fighting it out to take home the overall ‘Installation of the Year’ crown in each category when it goes to public vote.

Overall winners will be announced at the 2019 FIT Show Gala Dinner and, alongside the honour of having the ‘Installation of
the Year’, winners will receive a trophy and a two-night stay at a golf/spa hotel with dinner. i

Romford-based Glazefix is the latest fabricator to sign up with
Eurocell.
MD Lewis Mayer explains: “We primarily work with trade, with a smaller proportion
of retail, but we can see the potential for more commercial work and the Eurocell
range of foil products will support our move into that sector, particularly because it
is very keenly priced. It’s also important that all the ancillary items such as trims can
be supplied in matching colours.
“Eurocell has a great range of ancillary products that is growing all the time and
that’s available through all their branches so we could be working on a job as far
away as Cornwall and still get everything we needed, from sealants to conservatory
roofs”.
Established in 2011, Glazefix operates from a unit in Havering-atte-Bower on the
outskirts of Romford in Essex, where it fabricates around 150 frames per week and
employs up to seven staff. Since signing up with Eurocell, the company reports that
it has already seen considerable growth already and is planning to acquire new
machinery and build a further 56m2 of office and warehouse space. i

Three major UK house builders have signalled their support for
vertically integrated materials sourcing with a switch away from
multiple roofline supply partners to GAP’s Power of One model.
In September, Taylor Wimpey committed exclusively to GAP for three more
years and the following month Persimmon moved its entire roofline supply
contract to GAP in a ground-breaking new two-year solus agreement. In early
November Redrow handed the GAP Nationals team joint responsibility for its
PVC-U fascia, soffit and ancillaries supply.
As well as the three major players, GAP’s end-to-end manufacturing, logistics
and 112-Depot distribution system is already the building materials source of
choice for Lovell Homes, Miller Homes and Keepmoat.
Paul Sowerby, GAP’s Director of Group Sales & Marketing says: “As a Board,
we felt it was time to demystify the whole process and give buyers what they
say they most want. One negotiation. One brand. One fixed price. One point
of contact. And one simple invoice.
“For house builders, the chance to engage quickly and effortlessly with every stage of the supply chain via a single point of contact
is obviously important, but the big difference is the commercial transparency and financial clarity that come with it.
Following the cash acquisition of the SIG Building Plastics and SIG Windows businesses in August 2017, Blackburn-based GAP
became the UK’s largest distributor of PVC-U roofline, cladding and trim products to the UK’s new home building sector. i
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Andrew Scott, MD of Purplex Marketing, believes many companies are forgetting the two
most important marketing principles and are putting their brand in jeopardy

Playing Brand
Russian Roulette

In 2017 the
value of
G o o g l e ’ s
brand rose to
$109 billion,
while the
c o m p a n y
continued to
use direct

mail to promote its online ad-
vertising services, writes An-
drew Scott. Amazon’s brand
value grew a staggering 53%
to $106 billion, while the online
retailer became one of the
biggest advertisers on tradi-
tional TV over Christmas.

In a world where advertisers are
competing harder than ever for our
attention, the most successful com-
panies know that success relies on
two core principles - the power of
their brand, and their ability to con-
nect with customers wherever they
are and whatever they are doing.

A recent scientific study showed
humans consciously process less
than 0.001% of information that
our brains receive. Today we are
busier than ever and continuously
bombarded with information and
marketing messages across more
channels and devices than ever be-
fore. In this multi-channel, data
overload world our internal filtering
system means we are more likely
than ever to trust brands we recog-
nise, and more likely to buy when
we’re exposed to the same mes-
sages across multiple channels.

Never before has it been more
important for companies in the
glazing industry to focus on their
brand and the way they connect

with customers. Some companies
have focused solely on the short-
term gain - such as lead generation
- and starved long-term investment
in their brand, reputation and cus-
tomer engagement strategies.

Building value
Having a strong brand does more
than attract customers. It builds in-
trinsic value into your business that
makes it more desirable. Cus-
tomers will spend more with you,
employees want to work for you,
and potential investors or a buyer
will pay more for your business.

The latest Window Industry Re-
port from Insight Data showed a
stark reality; some companies are
going from strength to strength
while others are sliding back-
wards. The companies winning
market share, despite a volatile
market, are investing in their brand
and connecting with customers
across more touch-points than ever
before.

There is no free lunch
The last few years have seen more
and more suppliers introduce net-
works, dealerships or registered
fabricator or installer schemes in a
bid to secure customer loyalty and
drive product volume.

Being part of a ‘club’ can bring
many benefits such as marketing
support or free sales leads. But re-
lying on a supplier’s own-branded
literature, having them build your
website or help with your market-
ing activity can erode your own
brand identity, slowly impacting
sales and margins over time and

could actually damage your busi-
ness in the long-term.

The problem is one of brand
recognition; you don’t see Apple
advertising the Intel chips in their
Mac computers or Samsung
screens on their iPhones. Selling a
supplier’s products is one thing, but
when a supplier’s brand or their
network/scheme detracts from
your own identity it can devalue
your entire business.

Given the sheer volume of mar-
keting messages bombarding con-
sumers every day, it’s easy for your
own brand to get lost among all
the ‘noise’.

Focus on your brand
and message
Building a strong, recognisable
and trusted brand doesn’t happen
overnight. It needs to be authentic
and it requires long-term commit-
ment and investment. Working with
a specialist marketing agency such
as Purplex can help you build such
a brand and grow your business
more successfully and profitably
than you ever thought possible.

Purplex has been working with
organisations large and small
throughout the UK and Europe,
from small local installers to inter-
national manufacturers.

We help your business achieve
real brand equity and help you
connect with customers across all
marketing channels and touch-
points.

For more information visit
purplexmarketing.com or call
01934 808 132

i
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With the big news a the start of 2018 being the bankruptcy
and collapse of the Carillion Group, we've got some general
advice for any small businesses affected by businesses they
supply going into liquidation - with thanks to the Federation of
Small Businesses.

If a firm you supply has gone into liquidation it’s likely that you
may not get all of your money (or indeed any of it) back. There
are different types of liquidation, such as voluntary and
compulsory liquidation.

During the early stages of an insolvency, an Official Receiver
(OR) is usually appointed. They work for the Insolvency Service
and are attached to the court. An Insolvency Practitioner (IP)
may be appointed at a later stage (usually accountants or
solicitors) who are authorised to deal with insolvency cases.
The OR or/and IP takes control of the company. Their aim is to
sell the assets and to distribute the money between the
creditors. There is an order of priority in which the money is
distributed. Generally speaking payments are usually made in
this order:
•Secured creditors will be paid first.
•Then liquidators’ fees and expenses.
•Preferential creditors (such as unpaid wages to employees

and contributions to occupational pension schemes).
•Any creditor holding a floating charge over an asset.
•All unsecured creditors, (this is where most Carillion

subcontractors will fit).
•Any interest payable on debts.
•The shareholders.

Practical steps you should take:
•Obtain your evidence of the debt i.e. invoices.
•Register as a creditor with the OR or/and IP and complete

a proof of debt form.
•Wait for further information from the OR and/or IP.

The information above has been supplied by FSB Legal
Helpline, the 24-hour legal advice telephone line that is
available to all FSB members. The Legal Protection Scheme
from FSB covers various scenarios and ensures you and your
business are covered in the event a supplier goes out of
business. The Association of British Insurers anticipates that
only £30 million will be paid out against Carillion's £billion
debts.
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Access Systems

Bi-folding Doors

Bi-folding Doors

Baypole Jacks

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

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

Shaped Aluminium Windows & Louvres
*Circular *Radial Cornered *Arched *Elliptical

Tel: 01952 290961 Fax: 01952 290441www.radialwindows.com

*Gothic *Rectangular *Trapezoidal *Curved-on-Plan
also Aluminium & Stainless Fabrications ‘Trade Suppliers’

by Midland Alloy Ltd., Stafford Park 17,Telford,TF3 3DG

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

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

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

Phone: 0844 4772505
Fax: 0871 2214305

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

e as £5.00 eac£5.50

Aluminium Systems

Aluminium Lanterns

Colour Applicators

Conservatory Roofs

www.korniche.co.uk

Tel: 01642 610799
Fax: 01642 615854
Email: sales@korniche.co.uk

GLAZED IN SECONDS

ALUMINIUM
ROOF LANTERN
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Tel: 07814 209789 Email: mehreen.haroon@profinder.eu

PROFINDER www.profinder.eu



Fixing Brackets

Conservatory Roofs

Tel: 07814 209789 Email: mehreen.haroon@profinder.eu

PROFINDER www.profinder.eu

Planning Consultants

Glass Handling

Profile Bemding

“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



To fill this space
Call Mehreen

Haroon
07814 209789

mehreen.haroon@profinder.eu

Windows

Racking Systems

Corner Protectors

PVC-U Glass Handling & Equipment

“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.

Profile Bending

Window Protection Film

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

Call Freephone:
0800 0850006
sales@andywrap.net

• FREE NEXT DAY DELIVERY
(NO MINIMUM ORDER)

• AVAILABLE IN CLEAR
OR BLUE

• SOLVENT BASED ACRYLIC
(BEST YEAR-ROUND ADHESIVE)

• SUPPLYING THE GLAZING
INDUUUSSSTRY FOR OVER 25 YEARS

Window openers

Tel: 07814 209789 Email: mehreen.haroon@profinder.eu

PROFINDER

Flyscreens



THE QUICKEST,
MOST EFFICIENT
LANTERN TO

INSTALL AVAILABLE

THE MOST
ELEGANT ROOF
ON THE MARKET

FASTER SLIMMER

SUPERIOR, CLASS
LEADING THERMAL
PERFORMANCE

WARMER

SUBSTANTIALLY
STRONGER THAN
COMPETITORS

STRONGER

THE ALUMINIUM ROOF
LANTERN

ASK FOR

BY NAME

www.korniche.co.uk

Tel: 01642 610799
Fax: 01642 615854

INSTALLED IN MINUTES,
GLAZED IN SECONDS
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