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The Green Deal voucher
scheme is still not flying as far
as getting contractors to sign
up to do installations despite
the assertion that the UK
needs to upgrade 1.8 homes
a minute if it is to hit its Net
Zero 2050 target.

The figure is included in new
research published by UK100, a
group of mayors and local gov-
ernment leaders. UK100 also
says that a retrofit army of nearly
half a million builders, installers,
electricians and plumbers will be
needed to meet the government’s
commitment to the Paris Climate
Change Agreement.

The UK Green Building Council
has estimated that to achieve Net
Zero carbon by 2050, we will

need to improve almost all of the
UK’s 29 million homes.

3 March is the date of the next
budget, with Chancellor Rishi
Sunak expected to re-confirm
how much he will spend to re-
duce the UK’s buildings burning
up energy – both domestic and
commercial.

Analysis conducted by UK100
and Siemens, shows that a £5
billion investment by the Govern-
ment could unlock £100 billion
of private sector investment
toward meeting Net Zero goals.

UK100 says a total 455,076
jobs could be in demand in the
construction and property sec-
tors. Not all of these jobs will be
new creations but it does suggest
that the UK-wide skills shortage

may suddenly find a light shone
on it – and wages could rise
accordingly as access to cheap
European labour is also
curtailed.

The new ‘retrofit army’ would
be supported to go green with in-
centives to switch from diesel and
petrol white vans to electric
vehicles, as well as seamless
access to electric vehicle charg-
ing infrastructure across the UK.
There would also be support to
encourage public transport use,
walking and cycling.

See Pg 16 for The Installer’s
electric van feature.

i

UK Needs To Upgrade 1.8
Homes A Minute To Hit Net Zero

NatWest has announced the
launch of a new grant finder
service which will allow UK
businesses to search for
grants to help their business
deal with the Covid impacts.

The bank wants to help provide
SMEs with greater access to third
party funding which is not in the
form of debt. Working with part-
ner in conjunction with Swoop,
this new service aims to help con-
nect entrepreneurs with grant
providers such as National
Schemes, Local Authorities,
Growth Hubs, Local Enterprise
Partnerships (LEPs) and privately
funded schemes.

The Swoop online platform will
allow the completion of a simple

questionnaire after which appli-
cants can review grants matched
specifically to their business. They
can then choose to apply directly
or request assistance from
Swoop. Applicants do not need
to be existing NatWest customers
to use the new service which can
be accessed through the bank’s
website.

Andrew Harrison, Head of
Business Banking, NatWest said:
“We know how challenging and
unsettling this last year has been
for the UK’s SMEs. We’re
pleased to have been able to
help so many businesses access
the funding they’ve needed,
whether through government
schemes or through more conven-

tional lending. But we know
borrowing isn’t right for all
businesses at this moment in time,
which is why we’re delighted to
be working with Swoop to offer
business leaders simple access to
the vast array of grant funding
currently available across the UK.
Swoop is the only holistic source
of third party grant options in the
UK and together we want to help
more entrepreneurs than ever
before grow, thrive and survive
as we look forward to a brighter
2021.”

NatWest’s new business
grant finder service, pow-
ered by Swoop, is now live at
www.business.natwest.com

i

Swoop To Find A Grant
ForYour Businesses
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News

We know that installers and
fabricators and others serv-
ing the market keep bang-
ing on about colour as the
big seller for windows and
doors – but shouldn’t that
mean we are au fait with
home colour trends per se?

From yellow in the kitchen to
blue in the bathroom – The
Installer’s colour expert has of-
fered advice on picking colours
that will last...and might just in-
fluence the shade of that new
front door. Kitchen – choose
yellow and avoid charcoal and
black – although a yellow
kitchen with dark grey bi-folds
might just be the perfect combi-
nation. Yellow is also ideal for
smaller kitchens as it creates a
sense of space. Bedroom –
avoid bright red or orange
which might be a short-term
spice up but are not the aid to
serenity that comes from Navy.

Living Room – again, avoid

the Reds and choose Green as
the colour of harmony and re-
newal helping to emit feelings
of calm and relaxation in the
space that may be doubling-up
as an office. Now, shouldn't
the front door match the main
room in the house?

Orange does suit a dining
room as it increases appetite
and make a place feel cosy.
Blue suppresses hunger. Bath-
rooms should be in light blue
for that spa-like feel. A Study –
in pink, even moving to red,
will help with concentration. i

Nearly 30 per cent of British
SMEs in the construction indus-
try have reported that all pay-
ments made to their business
are already contactless as the
sector adjusts to the rapid in-
crease in e-commerce and
online transactions, acceler-
ated by the pandemic.

The latest data from Tyl by
NatWest in partnership with
YouGov revealed that British
SMEs working in construction
have been quick to adapt the
way they do business and their
payment systems in response to
Covid-19.

65% of businesses registering
for Tyl’s services since the start of
UK lockdown have adopted card
payments for the first time and
now more than a quarter of
SMEs in the construction industry
agree that accepting contactless
payments will allow them to op-
erate more successfully after the
pandemic. 25%of SMEs in the
construction industry report that
all payments are already contact-
less! With the same number of
decision makers no longer feel-
ing comfortable with themselves
or their employees handling
cash.

Tyl by NatWest is a new pay-
ments service designed to make it
easier for businesses to receive
payments at the counter, online
and over the phone. NatWest
continues to support its personal
and business customers with cash
requirements, as supporters of
UK Finance’s Access to Cash
Initiative. The bank aims to keep
its ATM’s free-to-use for at least a
further 12 month.

To read the latest news and
business articles go to
TheInstaller.pro

i

Online & Cards The Only
Way To Pay Post-Pandemic

Picture with thanks toVista.
To read all the latest on
Doors or Decorative
Finishes go to
TheInstaller.pro

ShowYour True Colours
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Integral blinds have long
been regarded as a practical
and stylish solution for privacy
and the control of light and
shade in a room, writes
Morley Glass & Glazing MD,
Ian Short as he looks at more
recent innovations.

In bi-fold and sliding doors, inte-
gral blinds have become lauded
for the neat and hygienic way in
which they fit inside the double-
glazed unit, keeping them away
from potential damage and
allowing the smooth operation of
the sliding and/or opening mech-
anism. However, those same (or
similar) blinds can be fitted and
retrofitted into just about any size
window or door – and there are
a wide range of product options.

Upsell
Over recent years integral blinds
inside sealed units have become
a more sophisticated and
reliable, complementary product
for window fabricators and in-
stallers to upsell to their customers
– providing a finishing touch to a
home makeover project.

They are available from Morley
Glass & Glazing in a choice of
five different operating systems:
the C System manual control
using a cord or wand, the S Sys-
tem which uses a magnetic slider
control system for pleated blinds,
the cordless SV system for Vene-
tian blinds, the eco-friendly W

Smart wire-free motorised system
operated by natural solar power
and the fully motorised MB
System, which uses a next-gener-
ation electric brushless motor to
safely, smoothly and quietly open,
close and tilt the blinds.

Darkness on demand with
new blackout blinds
The newest innovation from
Morley Glass & Glazing are
pleated blackout blinds. Now
available in both domestic and
commercial options, the Uni-Blind
Pleated Blackout System with
ScreenLine inside is ideal for any
room where complete shading
from the sun and other light
sources is required.

Used domestically, Blackout
Blinds can offer homeowners the
perfect, uninterrupted night’s
sleep away from light pollution,
especially in busy urban areas.
They are also ideal for children’s
nurseries, offering total darkness
even at the height of those bright
summer evenings. And with home
cinemas technology becoming
ever more accessible, Blackout
Blinds can offer an even more
authentic theatre experience.

Commercial installations
Commercially, the complete on-
demand darkening provided by
the Uni-Blind Pleated Blackout Sys-
tem can help protect assets from
light damage, such as in galleries

and museums, as well as labora-
tories and research facilities.

Sizes and colours
The Blackout Blinds are available
for 20mm, 27mm, 29mm and
32mm cavities, depending on the
desired control system. And the
slim 28mm unit option is also
available exclusively from Morley
Glass.

And the Blackout Blinds don’t
have to be black. As with the
other ScreenLine blinds in the
range, there is a wide choice of
colour options.

The Smart option
Integral blinds are well and truly
a 21st century product, perfect
for the modern home and today’s
tech-savvy lifestyles. Integrating
the MB System motorised integral
blinds into a home automation
system is easy thanks to SmartMo-
tion technology. This help
installers incorporate motorised
integral blinds into a home
automation system that integrates
heating, lighting, entertainment,
security and energy management
systems in their homes. Uni-Blinds
also provides a specific solution
for Loxone home automation
systems. Developed by DV
Smarthomes, in association with
Loxone, it is an App that operates
the integral blinds from your
phone or tablet anywhere in the
world. i

Morley Glass
& Glazing MD,
Ian Short, outlines
the latest product
innovations in the
integral blinds
market.

For more information about Uni-Blind sealed units with ScreenLine
integral blinds inside visit www.morleyglass.co.uk

Dark And Light
Cover Story

On Demand
With Integral Blinds
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I recently carried out a
Structural Survey of a 1960s
bungalow only to advise the
householder that the window
apertures either had no lintels
above or any such lintels
where not providing suitable
support, writes Don
Waterworth.

The householder was some-
what put out as he had a win-
dow contract, which he said he
would show me, wherein the
salesperson from SafeStyle UK
had stated that all the aper-
tures had suitable lintels.

Safe presumption
Now it is fair to presume that
any property built before 1968
or so would either be soldier
course and window mullions
(normally in timber) or angle
iron lintels, which never work
and either expand cracking the
brickwork on exposed walls or
allow water ingress to occur,
as the cavity tray is in fact a
crudely fixed length of DPC.

Unsafe assumption
The SafeStyle surveyor did not,
I presume, remove any mortar
at the bearing ends to investi-
gate further – he simply chose
to assume there was a lintel in
place. Had he in fact inspected

properly, he would have
discovered that most of the
apertures were not benefitting
from any lintel - and the ones
that were, at 2.4 metres wide,
had been provided with an
angle iron lintel of 6mm thick-
ness and a bearing end of
100mm at best.

Photograph
And as can be clearly seen in
the photograph here, when I
removed mortar at a bearing
end, I found an inadequate
section of lintel tongue and an
inadequate bearing end
length. The lesson here is not to
assume on any older proper-
ties that lintels are in place and
that any such lintel is up to the
job. In fact it is better to
presume there is no lintel and
inspect accordingly (if there is
a lintel, presume it is no longer
up to the job).

Get rid
Angle iron lintels should really
not have been incorporated
above an aperture (but they
were as their faults were not
understood when they were in-
stalled). When it comes to your

installation they should be re-
moved and be replaced with
Catnic or IG lintels, which are
not only manufactured to ac-
cept the required implied loads
but also incorporate a cavity
tray design and insulation. (If
no original lintel exists, still in-
stall a Catnic or IG.)

Make sure you
specify correctly
If you employ a builder to sim-
ply fit a lintel and do not spec-
ify what lintel they should use
and they use an inappropriate
lintel, your company is liable
when it fails. And of course if
you have not inspected prop-
erly and work goes ahead as
in the case I have described at
the beginning of this article –
guess who is going to be in the
mire when it goes wrong?.

Plan to do things the right
way and you won’t go
far wrong – Don.

i

Good Presumptions And
Bad Assumptions
If you assume there is are
lintels in pre-1968 properties
you are likely to get it
wrong. It is best to presume
there are no lintels or they
are obsolete writes The
Installer’s technical author
Don Waterworth of Hanley
Amos Stewart.

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

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

Don also acts as an Expert Witness and is an
Accredited Mediator.

Tel: 0800 1954922
Tuesday-Thursday 10:00am-3:00pm.
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designed assisted loading and unloading solution, this innovation
significantly minimises risks associated with manual lifting and
provides a safe means of working at a height.
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The Department for Transport’s
provisional figures for 2019
show that 1748 people were
killed on the roads in Great
Britain last year, a figure that
has remained relatively un-
changed – despite improve-
ments in technology – since
2012, when 1754 people were
killed, writes the GGF’s James
MacPherson.

According to the HSE ‘it is esti-
mated that one-third of all road traf-
fic collisions (RTCs) in Britain involve
someone driving as part of their job
and countless other RTCs involving
people travelling to or from their
place of work’. Driving feels so in-
herently safe, the systems put there
to remind us to put our belts on or
slow down, etc, make us safe but at
the same time create a ‘learned
helplessness’ in that, we are so used
to the technology warning us, we
stop observing the risks ourselves.

Driving puts us into autopilot or
‘slow thinking’ as Daniel Kahneman
calls it in his book Thinking Fast and
Slow. Combine this with the lack of
control the employer has of external
factors such as other drivers, traffic,
weather and road works and it
makes driving for work a really
challenging subject.

Rules and goals conflicts
A perfect example of goal conflict
is ‘no phones in the car’ despite
setting a field salesperson high
targets and instructing them never
to knowingly miss a customer call.
Try to reduce your goal conflicts
by making rules that work. In this
instance, make sure your sales

people are asked to take regular
breaks and to make urgent calls
from a lay-by or the services.
Hands-free might be suitable but
only for answering the office and
never calling out.

Covid lessons
If Covid has taught us one thing it
is that customers are very happy
meeting and speaking over digi-
tal platforms. So, we can now
more than ever, manage out the
risks before we need to get in the
car – do the groundwork from the
office and finalise it in a face-to-
face meeting but don’t do it at all
while driving at 60 mph on a
winding road.

Delivering on route planning
Think about how you are plan-
ning routes, targets and work-
loads so they don’t encourage
bad behaviours. If you allocate
too much work in one day you
are effectively encouraging
speeding. Saying take a break
but not allowing proper time for
that break means you are not in
control; but saying take a break
and then not checking that a
break has been taken means driv-
ers might go for longer than is
sensible because they might get
home earlier.

Stress and wellbeing
Managing and improving em-
ployee wellbeing will have a di-
rect impact on their attention,

how engaged they are, the feed-
back they give you, their tired-
ness, etc. The HSE Management
Standards are a great resource to
improve our management of
stress and wellbeing. They cover
six key areas of work design that,
if not properly managed, are as-
sociated with poor health, lower
productivity and increased acci-
dent and sickness absence rates.

The Management
Standards are:
•Demands – this includes issues
such as workload, work patterns
and the work environment.
•Control – how much say the per-
son has in the way they do their
work.
•Support – this includes the
encouragement, sponsorship and
resources provided by the
organisation, line management
and colleagues.
•Relationships – this includes
promoting positive working to
avoid conflict and dealing with
unacceptable behaviour.
•Role – whether people under-
stand their role within the organi-
sation and whether the
organisation ensures that they do
not have conflicting roles.
•Change – how organisational
change (large or small) is man-
aged and communicated in the
organisation.
In summary, when it comes to
driver safety there is more in your
control than you think. i

The UK’s roads are a consistent killer says the GGF’s health
& safety expert James MacPherson and asks what can
you can do to avoid becoming a road accident statistic.

DrivingForWork –
Is It InYour Control?

The GGF Health & Safety Column
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For many, 2020 was a year to
forget. Businesses were put
under immense economic
strain because of Brexit,
Covid and the US election. I
think adversity would be an
appropriate term to sum up
last year, writes Daniel Baker,
MD at Origin.

When lockdown started in
March, some door and window
companies immediately strug-
gled because they didn’t have
the cash reserves to survive until
restrictions were eased. At Ori-
gin, we made the quick decision
to put the entire business on hold
for three weeks. Our focus be-
came cash preservation because
it was impossible to predict how
long the shutdown period would
last, how quickly we would be
able to return to pre-Covid serv-
ice levels and what post pan-
demic revenue levels might look
like. Even now, although we

have a much better gauge on the
virus, we are still entering the un-
known slightly each day.

Pent up demand
As the restrictions were first less-
ened, we experienced pent up
demand. Construction compa-
nies and house builders were try-
ing to play catch up on
unfinished projects, whilst also
trying to recoup some of their lost
earnings from over the lockdown
period. This demand was too
much for some door and win-
dow suppliers who struggled to
handle their orders, so attention
turned to us. Because we had al-
ready invested heavily in keep-
ing certain colours in stock, we
could provide bespoke alu-
minium products on time in full
within a couple of working days.
This meant many installers
switched to us in order to get
their projects back on track.

In addition, as we had extra
profile in storage as part of our
contingency plan for Brexit, it
meant that we were in a strong
position to keep manufacturing
delivering and being a reliable
supplier, so our customers would
never miss an install day – some-
thing that a lot of competitors
were struggling to do.

Consumer
behaviour change
This industry demand was
aligned with a change in con-
sumer behaviour – a significant
increase in home projects being
taken on. Firstly, people being
stuck in their homes for such a
large proportion of time
prompted the need and want for
upgrades. Secondly, anyone
who had put money away for

going abroad wanted to use this
budget elsewhere, such as up-
grading their patio doors.

Fortunately for us, our manufac-
turing processes, which pre-
Covid-19 enabled us to deliver
bespoke products in just 24 hours
of ordering, were able to be ad-
justed to accommodate a skeleton
staff and social distancing.

Future looking bright
Whilst we have seen pent up de-
mand tailing off, our research
shows us that the home improve-
ment market is extremely healthy
at the moment. In fact, we have
already started seeing the transi-
tion to ‘real demand’. We pre-
dict that this movement isn’t
going to be slowing down any
time soon, certainly in the
medium term, which is an excit-
ing prospect for us and the rest
of the industry.

Growth in the roaring 20s
We plan to continue scaling up
and growing the business sub-
stantially over the next 12
months, establishing a fitter,
leaner business with working
practices that can sustain further
improve our market offerings.
We will also be bringing new
products to market in 2021.

The industry simply can’t stand
still and let past difficulties get in
the way of modernising, innovat-
ing and fighting for change. By
looking forward, we are show-
ing commitment to our team, sup-
pliers, partners, the industry and
homeowners.

We expect to continuously
grow throughout the roaring
20s.

www.origin-global.com

i

AYear To Forget – a
Decade To Remember?
Daniel Baker, MD at Origin,
the manufacturer of
aluminium doors and
windows, talks to The
Installer about 2020 and
offers his and predictions for
the year – and even the
decade – ahead.
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FFForddd hhhas reveallleddd ttthhhe EEE-TTTransiiittt, an allllll-elllec-
tric version of the world’s best-selling cargo
van available with multiple conversions via
dealers.

And each van features a Standard FordPass Con-
nect modem for the connectivity required to help
commercial vehicle customers find and pay for
charging on-the-go. Over-the-air updates will also
upgrade the sat-nav and other features. What’s
more, the Pro Power Onboard turns any E-Transit
into a mobile power source with up to 2.3 kW to
help customers use tools and recharge equipment
at jobsites – an industry first for light commercial
vehicles in Europe.

If you are worried about range, the E-Transit has
a driving range of up to 217 miles (350km) –
roughly three times the distance the average EU
fleet driver covers daily. Lower maintenance ex-
penses (it needs a once a year service) also help
deliver an estimated 40 per cent saving in service
cost of ownership versus diesel models. When it
comes to size, there are 25 possible variants.

E-Transit will be arriving in the spring of 2022 –
so start thinking of upgrading your vans now.

Dealers
“Ford is North America and Europe’s commercial
vehicle leader. The transition of fleet vehicles to
zero emissions to achieve a carbon neutral goal
by 2050 is essential” said Jim Farley, Ford’s pres-
ident and CEO. “Ford is ready to lead the charge
that started with our Transit Custom Plug-In Hybrid

Energy & Environment

Leading The Charge
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and EcoBlue Hybrid.” The new
E-Transit will be backed by
Ford’s 1,000-strong European
network of Transit Centres and
also benefits from collaborations
with hundreds of converters and
vehicle modifiers.

Go greener
From London to Manchester to
Bristol, cities are pledging to cre-
ate emission-free zones, reduce

greenhouse gas levels and lower
noise pollution. E-Transit is part of
Ford’s more than $11.5 billion
global investment in electrification
through 2022 – with electric cars
coming in both saloon and sports
models with the Mustang Mach-E
in European dealerships in 2021.

Charging solutions
Ford will also offer a variety of
charging solutions to fit fleet and
driver needs, whether at home,
at a place of business or on the
road. E-Transit features both AC
charging and DC fast-charging.
The vehicle’s 11.3 kW on-board
charger is capable of delivering
a 100 per cent charge in up to
8.2 hours. Using a high-power
DC fast-charger, E Transit can
top-up the battery from 15 per
cent to 80 per cent in around 34
minutes.

Insurance savings
Additionally, E-Transit features an
array of available technologies
designed to help reduce driver-
based insurance claims. These
include Pre-Collision Assist, Blind
Spot Information System with
Lane Change Warning and a
360-degree camera with
Reverse Brake Assist.

Pictures: The E-Transit comes
in 25 variants in total and also
provides movile power and
connectivity.

i

Energy&Environment



STOCK LEVELS
ONLY AVAILABLE AT GAP

HUGE

Homeline Building Products, GAP’s exclusive brand of PVC-U rooflines, is
available from our nationwide network of 80 depots.

Find your local depot at www.gap.uk.com

gap
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The more an installer is in-
volved in letting customers
know they are part of the UK
drive to recycle 80% of old
PVC-U window frames, the
greater customer approval
they will attain writes Simon
Scholes.

In itself, that 80% figure is a
success story and should be ap-
plauded. But after patting our-

selves on our collective backs,
we must bear in mind that the re-
maining 20% (estimated at
around 20,000 tonnes of old
frames) cannot be traced. And
that is a lot of plastic to be unac-
counted for – but a potential
opportunity for our industry.

Whilst such large volumes of
old PVC-U window and door
frames are being ‘lost’, we have

a threat of scandal hanging over
our industry. The PVC-U window
and door industry has been fortu-
nate in that homeowners, per-
haps unexpectedly, seem to
understand that there is a signifi-
cant gulf between the single use
plastics that they see blighting
our oceans and the rigid plastics
that are fitted to their homes as
windows and doors. The view of

Simon Scholes of
Veka recycling says
that smart installers
will tap into the
consciences of
homeowners by
recycling their old
frames – and
showing them how
it’s done.

Your Customers Will Thank You
For Recycling Their
Old Windows
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many that I have spoken to is
that to a degree we have
dodged a bullet with this.

Yet there is still the potential for
negative publicity for our indus-
try and consequent impact on
sales while so much old PVC-U
window frame waste remains un-
accounted for. I do not believe
that material ends up in ditches
or even landfill, at least not whilst
it continues to have a cash value
to someone, nobody knows
where it goes – and that has to
change. My concern is that most
of this lost 20% is handled ‘off
grid’, that is by unlicenced and
unaudited waste contractors. It is
broadly believed that much if not
most of this unaccounted-for
material is being processed
somehow but if it is being han-
dled illegally nobody knows
what has happened to it or what
it is being used for.

The valuable parts of the old
frames will be recycled, such as
the PVC-U and steel, for example
but the material that has limited
value, is dumped. The tonnes of
old window gaskets left in an
Essex field a couple of years ago
by a crooked contractor will
have come from such frames.

Why should you care?
Of course, there is a moral and
legal imperative to ensure that
every old PVC-U window frame is
removed and recycled correctly.
But why should window installers,
hard pressed perhaps by the pan-
demic and intense competition,
care? Well it's simple – installers
giving their old profiles to a firm
that they haven’t checked, could
be breaking the law and even
find themselves part of organised
crime. The reality is that the
responsibility falls on the installer
to check their waste contractor. If
it turns out that contractor is
working illegally then the Environ-
ment Agency could pay you a
visit and that could result in an
expensive fine.

Good for business
The truth is that it’s good for busi-
ness for installers to promote that
they will recycle their customers’
old frames and crucially that they
will do so legally, using an
audited trail and well known,
established companies to com-
plete the recycling process, not
just collect the waste. Most
homeowners will be impressed
to know that within a few weeks

of being removed from their
homes, their old PVC-U window
frames will become brand new
products, perhaps even new
frames. And in a highly
competitive market this could be
the difference between closing a
sale or losing out.

Europe’s most advanced
frame recycling facility
Of course, it helps that Veka
Recycling Ltd can now offer such
a service, through what is
Europe’s most advanced frame
recycling facility. And we have
the resources to practice what I
am preaching. But it does also
make very good business sense
to take advantage of this process
and actually, to remove what
can be a headache and turn it
into a business benefit.

And to do so with the
confidence it is being done well
within the law.

Scholes is the driving force
behind Veka Recycling’s
newly completed PVC-U
frame recycling facility
in Wellingborough,
Northamptonshire.
www.veka-recycling.co.uk
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Freefoam Commercial Director Colin
St John says home improvement
sectors have surged since the first
lockdown – and offers some trends for
installers to look out for.

Discover more about
Freefoam rainwater,
roofline and cladding at
www.freefoam.com

@Freefoam

The Year Of Home
Transformation
The events of the last 12
months have changed the
way we all live and work,
writes Freefoam’s Colin St
John. It’s hard to exaggerate
how much the impact of
Covid-19 has changed our
way of life.

Many have been hard hit – the
hospitality and travel industries
have experienced immeasurable
losses – but home improvements
have been one of the big
winners.

Home Improvement markets
have been reset
Building on last year, 2021 will
consolidate some of the massive
changes we’ve seen in buyer pri-
orities and buying behaviour.

The changes are driving a num-
ber of long-term trends. Many
homeowners are moving out of
the cities, particularly from Lon-
don, for extra living space so
they can work from home and
live more comfortably for the
same money. Against all the
odds, house prices are still rising.

Most companies expect some
degree of homeworking to con-
tinue and whether you’re work-
ing from home or just spending
a lot more time there, it has ex-
posed the limitations of your
property. Most were designed to
sleep in and use as a base, not
really live or work in. People
want to make their homes more
spacious, convenient, comfort-
able and attractive – and a lot of

them have a lot more money in
the bank to spend.

According to the Bank of Eng-
land, we amassed £100 billion
in savings by the end of last
year, making this one of those
pivotal tipping points in Britain’s
post-war history.

The rise of home offices and
garden rooms
The UK has some of the smallest
homes in Europe, so a garden of-
fice or studio is often the best
way to carve out a dedicated
working space. Some degree of
homeworking is expected to be-
come part of the ‘new normal’
and the recent 2020 Renovation
Nation Report said garden stu-
dios are one of the top renova-

Roofline & Cladding



The Installer | Promotional Feature Roofline & Cladding | 23

tions expected to add value to
homes. Cladding is a great way
of creating a garden office or up-
grading an existing outdoor
structure. Freefoam and our cus-
tomers are already benefitting
from this trend. Our cladding
sales are growing fast. At the
end of last year Freefoam’s top
stockists had sold an average
38% more cladding than in
2018. But it’s not just for garden
rooms and summer houses –
cladding is one of the few ways
to genuinely transform the look
of your home.

Cladding
Freefoam’s range of cladding so-
lutions, including our Fortex and
X-Wood brands gives homeown-

ers a choice of finishes and at-
tractive colours. Our cladding is
designed to be easy to install,
gives low-maintenance, long-last-
ing results and comes with a 10-
year product guarantee.

Cladding isn’t on every in-
staller’s radar but it will be soon
because it’s a perfect fit with
their main window business and
a way of standing out from
the overcrowded mass white
window market.

We offer comprehensive mar-
keting support to installers who
want to sell cladding including
brochures, flyers and POS sam-
ples. Freefoam’s consumer-fac-
ing website also gives registered
installers genuine sales leads
and a clever product visualiser to

help on customer visits and meet-
ings – www.mycladding.com

Home Transformation – photo
competition
This year we’re celebrating
installers’ ability to transform
properties with our ‘Home Trans-
formation’ photography compe-
tition. We’re inviting installers to
send in pictures of properties
they’ve helped to transform, with
a new winner and prizes
announced each month.

Installers can enter by visit-
ing www.facebook.com/
FreefoamUK
or emailing ukmarket-
ing@freefoam.com

i
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Homeline, the roofline brand
from GAP, has launched its
latest marketing initiative to
target the growing demand
for contemporary roofline
colours in the UK and
help their installers take full
advantage.

When launched back in 2005,
Homeline was a brand specifi-
cally created by GAP to guide
homeowners through the benefits
of replacing their rooflines. Be-
fore manufacturing was brought
in-house in 2007, the business

was reliant on third party suppli-
ers whose sales literature was
targeted at the specification
market. So Homeline was
designed to provide roofline
customers of GAP a homeowner
focused marketing package.

Decorative finishes
Fifteen years ago, the main mes-
sage of roofline replacements
was to safely remove all old rot-
ting timber fascias and soffits to
protect the properties roof space,
as well as updating the appear-

ance. Whilst this was achieved,
with millions of homes across the
country benefitting from mainte-
nance free PVC-U rooflines, the
focus of the market has now
evolved to provide homeowners
maintenance free roofline that
can transform their homes and
complement different external
finishes such as render.

Replacement of the
replacements
Much like the replacement of the
replacements market for double

Homeline was designed to provide
roofline customers of GAP a
homeowner focused marketing
package. Now that package has
been updated.

New Marketing

For Homeline
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glazed windows, the roofline
market is now experiencing a
surge in sales as homeowners
look to improve the appearance
of their home. Whilst roofline
materials can last for many
decades, it’s evident consumer
tastes are constantly changing
and different colours are more
and more popular. Lockdown
has also helped boost the
roofline market, as it’s a Covid-
secure service that installers
could offer to homeowners that
were hesitant of tradepeople
entering their home.

White still popular – so is grey
It’s no surprise that white is still a
hugely popular roofline colour
but the grey roofline boom has
surprised everyone as it now
accounts for a huge proportion
of foil sales. Whilst grey is obvi-
ously a popular choice for home
furnishings for kitchens and living
rooms, it is clear for all in the in-
dustry to see that grey rooflines,
windows, doors and bi folds
continue to surge in popularity.

Whilst the sales of grey
roofline continue to be strong,
GAP is now planning where the
next colour boom will take
place.

Charles Greensmith, GAP’s
joint founder says: “It’s been
great to see anthracite grey
grow as a colour choice over the
last five or so years but our expe-
rience tells us it won’t last forever
as consumer tastes naturally
change. To stay ahead of the

competition, we launched Agate
Grey as an additional colour
option to our roofline portfolio.
Whilst still a shade of grey, we
feel it is a gentle cross between
anthracite grey and chartwell
green so will be well received by
customers. Early sales informa-
tion regarding this new colour
are encouraging too.”

Brochure
Greensmith adds: “We hope our
new roofline options brochure,
which we have just launched,
will help our customers easily sell
roofline in the home, not only in
terms of protecting a property’s
roof space but by increasing its
kerb appeal and value too.”

The Homeline range of
roofline products comes in a
variety of modern, popular
colours.

The new roofline brochure
from Homeline can be
downloaded at
www.homeline.uk.com

i
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WINDOWS DOORS ROOFING SHOPFRONT CURTAIN WALL

We do things
differently

BRINGING LIGHT INTO LIVING

www.kestrelaluminium.co.uk
Tel: 0121 333 3575

At Kestrel our supply of aluminium extrusions for the
fabrication of windows and doors is a little different.
Not only do we stock an unrivalled range of sections in
a wide variety of lengths, we also supply standard, half
and quarter lengths too. This means the most economical
option is invariably available for your project.

Minimal waste and high sustainability in profiles of the
highest standard from a company with a 30 year pedigree.

For more information please call
0121 333 3575 or email
info@kestrelaluminium.co.uk



A simple yet elegant glass balustrade with toughened glass
has been installed without fuss in a private residence in Fife.

Supplied by TuffX it consisted of 21.5mm toughened and laminated
glass for the Easy Glass Prime frameless base railing. A combination

of clear and opaque panels were used for unobstructed views over the green in front while ensur-
ing privacy on either side. The resulting near-invisible glass balcony is a simple, elegant, no-fuss
solution that took just two days to install around a slate roof terrace. TuffX MD Graham Price
comments: “Our toughened safety glass comes in options to suit all aspects of a project – whether
it is clear glass for great views, opaque glass panels for privacy or as in this case, a combination of
the two. And of course we can advise on what might suit best, with our team that has over 20 years
of experience in the trade.” tuffxglass.co.uki

VBH has introduced the Orion 3 star barrel – the
newest member of its family of greenteQ profile
cylinders.

Orion is tested to TS007 and is rated as a 3 star
profile cylinder – offering full protection against

drilling, picking, bumping and snapping without the need for any additional support such as a
security handle or shroud.

The barrel is supplied with 5 Q-branded dimple keys for the standard individual cylinders and is
available in nickel and brass finishes in key/key and thumb turn variants. VBH advise that keyed
alike pairs and suites are also available. The thumb turn itself features a button that releases the
cam from the inside after the interlocking mechanism has activated following a cylinder attack. This
ensures that the door can be opened quickly from the inside.

Dan Powell, VBH Head of Sales, comments: “We’ve taken our time developing Orion as we
wanted to make sure it was just right for our customers, whether they’re fabricators or installers, or
if they’re on the locksmith or repair side. From the feedback we’ve had, our greenteQ design team
have got it right again.” vbhgb.comi
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Fife Balustrade

Orion’s Barrel

Hardware supplier Window Ware has launched its new
commercial door hardware ebrochure.

Featuring 20 pages packed with top-selling closing solutions for all
kinds of commercial aluminium doors developed by Axim Architectural
Hardware, the ebrochure is the final piece of a launch campaign
which started back in March 2020 but got interrupted by the Covid-19
pandemic.

The new range has proven extremely popular with commercial door
specialists looking for the kind of tried, tested and trusted hardware that
will guarantee their customers the quality, longevity and reliability they
want for their office entrances and shop fronts. windowware.co.uki

eBrochure Launch



Bradley Scott Windows adopted the web-based version of Admin-
Base last year after using the installer management system for more
than 5 years. Now boss Andy Farrington says the latest changes,
including Google Maps, have “made a great system even better”.

“The Google Maps feature is fantastic,” says Farrington. “Although we are
still learning how to get the most out of it, we can look at the map and imme-
diately see when and more importantly, where, our sales calls, surveys and
installations are scheduled. We can then plan further calls for our teams to
make the most efficient use of their time, and of course, we can tell our
customers when we can be with them, immediately.“

With the changing rules of working under the pandemic it allowed
us to keep on top of the business from anywhere, which gave us the added
flexibility we needed.” abinitiosoftware.co.uki

Products & Projects
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Maps Feature Endorsed

Mila has launched what it is calling ‘the most
fabricator focused’ TS008 certified letterplate on the
market.

Developed in response to feedback from fabricators on
what their ideal TS008 letterplate would look like, it is
slimline, stylish, leakproof and easy to fit in standard
apertures.

The Mila letterplate is available in both stainless steel
SupaSecure and standard ProSecure versions. It has sailed
through the Door & Hardware Federation’s TS008: 2015
security standard, which is now part of the updated
PAS24:2016 required to achieve Secured by Design
accreditation and Approved Document Q. mila.co.uki

Mila Launches Letterplate

A single-storey property in Scotland was given a high-end exterior finish against the clock,
thanks to glass supplied in double-quick time by TuffX.

The client required top quality safety glass for a stainless steel balustrade, along with four staircase
panels. TuffX supplied 24m2 of 10mm toughened glass, with polished edges and dubbed corners,
delivered directly to site via tail-lift.

The glass-and-steel balustrade gives the raised
terrace a modern and safe finish, creating a look and
feel of space while providing protection from the wind
and offering uninterrupted views of the grounds and
rolling countryside beyond.

MD Graham Price says: “We delight in seeing prop-
erties transformed with the safe, stylish solutions our
glass provides. And we make sure our clients get what they need when they need it to make this hap-
pen – especially when time leads are tight.” tuffxglass.co.uki

Glass With A View
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If you are a building developer or you work for a local council or Housing
Association, the Defendoor will ensure that your project meets all the necessary

safety requirements. To discuss your project requirements in more detail, contact FabFrames today. Call us to speak directly
to one of our friendly and knowledgeable advisors or e-mail us for more information about our products and services.

Meets ALL of the latest
FireDoor Standards & More

DISCUSS YOUR PROJECT

Fabframes Ltd defendoor@fabframes.net
www.defendoor.co.uk01626333713

Safety and security in any building should never be compromised.
That’s why the Defendoor has been designed and tested to ensure that it

exceeds current safety regulations andwill continue to provide protection to all users.

The industry’s highest performinggg
soft closer is DOCUMENTMAPPROVVVED
& tested to more than 500,000
cycles ensuring they always closeee.

Made using Winkhaus Fireframe Rutland® Concealed Door Closer

PAS24
&
SBD

HIGH-SECURITY
FIRERATED
DOOR

EN
STANDARDS

DOCUMENTQ
BUILDINGREGULATIONS
FORFIREDOORSETS

Coming Soon!Available Now

Designed to perform, the
Winkhaus Fireframe is extremely
resilient to impact, kicking,
gouging and burglary attack.

www.defendoor.co.uk



Morley Glass & Glazing has
pledged £500 to help fund
repairs to an important piece
of Yorkshire’s World War One

heritage. This is the first in
donation made available by
using money earned from
recycling.

The Yorkshire Trench near
Ypres earned its name after it
was manned and improved by
the 49th West Riding of York-
shire Division in 1915 and
rediscovered by a group of am-
ateur archaeologists in 1992.

Now, a campaign led by
Yorkshire historian John
Morrison, is seeking to reinstate
the site after recent bad weather
conditions in Flanders have led

to serious damage.
An initial estimate for repairs is

£135,000, part of which will be
contributed by the city.

Morley Glass MD Ian Short
says: “Morley Glass is honoured
to help preserve the memory of
such heroic men. Together with
our customers we have recycled
318 tonnes of post-consumer
waste glass, saving 95,400 tons
of CO2 emissions and are
looking for more charities
and green initiatives to support
with the money we receive for
the cullet. i

VEKA Recycling has invested £150k in six
new silos to increase storage capacity at its
Wellingborough recycling plant.

The extra space created by the installation of
the two 20m3 and four 10m3 silos, completed in
January 2021, will increase efficiency by reducing
the manual handling of product via forklift.
This will greatly improve the flow of materials
around the pioneering site, which is now fully op-
erational following the completion of a phased,
£15 million investment programme spanning
three years.

MD Simon Scholes comments: “The recyclabil-
ity of PVC-U is becoming a major selling point, as
organisations and consumers become increas-
ingly aware of the impact of post-consumer waste
on the environment. We are determined to re-
duce this impact and our ongoing investment in
our Wellingborough plant, which is the most ad-
vanced in Europe – and possibly the world,
demonstrates that.” i
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Martin Bamford of Gutterclean has won
Freefoam’s first ‘Transformer’ competition
for 2021.

Freefoam Fortex Weatherboard cladding in Slate
Grey was used when creating a new dormer on this
smart bungalow in rural Wiltshire which has
certainly made a major transformation to the way
the building looks.

With the current surge in home improvement
Gutterclean have seen an increase in requests for
exterior cladding and regularly fit both the Single
Shiplap woodgrain finish cladding and the Fortex
embossed range. Using ultra low maintenance
PVC cladding as an attractive exterior finish offers
homeowners the perfect solution.

Bamford says: “We’ve been fitting the Freefoam
range for years. We have tried other brands in the
past, but always come back to Freefoam. We like
the way it fits together, the boards are solid and
whatever job we are working on Freefoam always
have the range of products we need. “ i

Trade News

WW2 Heritage Site Support

Winning
Weatherboard

New Storage Silos
At Recycling Plant
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The last 12 months have seen
the greatest shift in business
thinking and consumer
behaviour in history, writes
marketing guru Andrew
Scott.

Meanwhile the home improve-
ment industry has enjoyed a mini
boom. I believe this is set to continue
but there are five shifts that every in-
staller should be aware of.

Shift in working behaviour
The pandemic has forced tens of
millions of people to stay at
home. And without the cost of
commuting, holidays or other
expenses, many consumers are
spending the money on home
improvements.

The good news is that this be-
haviour is likely to continue. The
impact of the pandemic is
twofold – it created an immedi-
ate change with economic and
social lockdown; it has also
accelerated trends already hap-
pening, such as digital transfor-
mation and flexible working.

These trends are likely to con-
tinue after lockdown restrictions

are lifted. Millions of people will
be working from home more
often and will continue to up-
grade their living space and add
further space with single-storey
extensions and stand-alone gar-
den rooms set to boom.

Shift towards sustainability
Our attitudes towards sustain-
ability have also accelerated.
We can see this in the growth of
electric vehicles, as people move
away from diesel and petrol.
And as more people work from
home, they become more aware
of energy costs.

Combine this with a govern-
ment drive towards net-zero car-
bon housing and the Future
Homes Standard for new proper-
ties and we can expect home-
owners to put energy efficiency
higher on their priority list. The
companies that focus on sustain-
able, environmentally friendly
home improvements will be the
biggest winners. As the electric
vehicle market has shown us,
consumers are prepared to pay
an eco-friendly premium.

Shift in costs
Costs are rising fast across the
entire industry. One can debate
the reasons, from raw material
shortages to Brexit and Covid.
Nor is it just materials. Labour
costs are rising fast as skills short-
ages push up wages and ship-
ping costs are skyrocketing.

Companies must review their
pricing and costs and adjust their
selling prices and marketing
proposition accordingly or face
serious consequences.

Shift in digital
While visits to showrooms may
return when installers are al-
lowed to open, the shift to online
shopping and mobile app trans-
actions is here to stay as the pan-

demic has accelerated digital
transformation among every age
group and demographic.

A website that customers can
trust and is easy to find and use,
through to online quoting and
ordering, e-signatures and auto-
mated updates, are all part of
the digital experience consumers
expect.

Mobile based digital technolo-
gies such as augmented reality
are also likely to be on the rise
as several companies develop
products to replace 2D and 3D
designs for windows, doors and
conservatories.

Market shifts
Rishi Sunak’s business support
package has been a lifeline for
many companies. But as the sup-
port runs out and payments kick
in, the landscape is set to
change. Zombie companies –
those just managing to survive –
are likely to fail, while more ro-
bust fabricators and installers are
likely to grow, fuelled by a buoy-
ant market and less competition.

Investment
The solution is investment – those
companies that invest in their
business, marketing and product
range will reap the benefits. For
struggling firms, it requires a re-
think. Can you raise investment
capital, or is it time to consider
selling, merging or retirement?

The established industry land-
scape is likely to change. The
next 12 months will be a real-life
game of snakes and ladders.
Companies that understand the
five shifts could see extraordi-
nary growth, while those who
ignore them may permanently
slide away.

www.insightdata.co.uk
purplexmarketing.com

i

Five Shifts In 2021
Andrew Scott, MD of
Purplex, discusses the five
shifts that will have an
impact on the glass and
glazing industry in 2021.
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Out Of Lockdown
Well not quite and things could change but obviously
everyone is cautiously optimistic. And we can now believe
that the FIT Show will go ahead towards the end of
September at Brum's NEC...and those of us who have not
been seeing customers can get back to it.
Of course installers have hardly stopped (they may have
had to change the way they work) – and the boom seems to
keep on going.
Garden rooms seem to be the big thing – take a look at our
cladding feature this month starting on page 22. Cladding
garden rooms is big business. As is replacing roofline –
again see page 25 for the latest colours.

Money of colour
Colour is a huge selling point, as is energy and the
environment. We have a big feature on recycling starting on
page 19 which says customers will buy at better prices from
recycling aware installers. I think they will. And I think they
will buy from installers who guarantee not to dump their old
windows in a field or by the side of the road.
Did you notice that the boom in home improvement coincided
with a boom in fly tipping? Personally I would not fine the
people doing this, I would jail them long-term and then put
them in chain gangs to go and clear up mess from now until
they are tagged and released...some time in the 2040s.

What you drive also says a lot about you
I can’t wait to get my hands on a test drive version of the
E-Transit next year. Take a look at our feature on page 16.
I want one – what about you?

In the news
NatWest has announced the launch of a new grant finder
service which will allow UK businesses to search for grants
to help their business deal with Covid impacts. What a
good idea. And back to the subject of colour – go to
page 6 where our expert talks interior colour. You should be
able to discuss all aspects of this topic with your customers –
and with The Installer at the FIT Show in September..see you
there.

Brian J. Shillibeer, Editor
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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

WE DO MORE - SO YOU DO LESS

Give us a call for all your Conservatory Roof needs on

01709 710100

www.connaughtroofs.co.uk



Access Systems

Baypole Jacks

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

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

You can buy jacking kits from as
little as 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.ukRef: Fab11

Jacking kits for £ each

£6.00

£6.00

Audio Window Systems

Colour Applicators

AN INDUSTRY LEADING
COLOUR COATING SPECIALIST

FOR WINDOWS, DOORS AND
ROOFLINE

ANY COLOUR IN 5 DAYS

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

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

PROFINDER www.profinder.eu

Corner Protectors

“Technically the best way
to toe and heel glass”

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

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

Flyscreens Profile Bending
Machinery

Handling Equipment

Window openers

G.M.FORMERS

DRY PVCU PROFILE BENDING
HIGH SPEC FORMERS FOR ALL PROFILES

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

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



Planning Consultants

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

PROFINDER

Profile Bending

Profile Bending

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

■ PVCU profiifile bending arch
and angle specialists

■ 7-10 working day turn
around

■ Over 20 years experience
■ Competitive prices

Spares for Repairs

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

Call Freephone:
0800 0850006
sales@andywrap.net

• FREE NEXT DAY DELIVERY
(NO MINIMUM ORDER)

• AVAILABLE IN CLEAR
OR BLUE

• SOLVENT BASED ACRYLIC
(BEST YEAR-ROUND ADHESIVE)

• SUPPLYING THE GLAZING
IIINNNDDDUUUSSSTTTRRRYYY FFFOOORRR OOOVVVEEERRR 222555 YYYEEEAAARRRSSS

Window Protection Film

Window Bags & Display Cases



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 668899
Fax now for a quotation : 01296 668450
or email : enquiries@garrardwindows.co.uk

Visit ourwebsite :
www.garrardwindows.co.uk

The New Visofold Heritage
Available now from Garrard Windows

We pride ourselves on our reliability
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