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Max height 3000 mm
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Multiple threshold options
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30mm polyamide thermal break
for increased thermal values
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News

A survey by the independent
transport user watchdog
Transport Focus has re-
vealed Reading Westbound
Services on the M4 as Eng-
land’s top motorway serv-
ices.

In a survey of all 112 motor-
way services in England, 8700
customers had their say on facil-
ities such as toilets, staffing and
food and drink.

Drivers were also asked what
impact visiting the motorway
services had on their mood
on arrival and then leaving the
services.

Anthony Smith, chief executive
of the independent watchdog
Transport Focus, said: “Our re-
search shows that up and down
the country motorway services
are providing customers with a
good experience but service op-

erators must not rest on their lau-
rels; our message is – use the re-
sults to deliver higher levels.”

Transport Minister John Hayes
said: “Motorways services can
and should be lovely places for
drivers to enjoy not just places
they have to stop. Congratula-
tions to those scoring the most
highly. They show what can be
done when what motorists want
and deserve drives what is on
offer.

“But users’ needs and expec-
tations are constantly evolving.
Now I want to go much further
to raise and meet those expec-
tations. My new taskforce will
bring together industry and in-
dependent experts to look at
how services can be fit for future
motorists and reflect the particu-
larity of localities which host
these important facilities.”

The survey found:
•Overall 90% of customers

were satisfied with their visit.
•90% of visitors were satisfied

with the cleanliness of the toilets.
•64% of visitors thought the

food or drink available to eat
in the services was value for
money.

•The friendliness of staff was
rated good by 94% of visitors.

•Professional visitors, such
as HGV drivers, were least
satisfied at 84%.

•Visits to motorway services
typically resulted in a 20
percentage point increase in
positive emotions and a 17
percentage point decrease in
negative emotions highlighting
the beneficial impact motor
way services can have on
driving standards and safety
for drivers. i

Top Motorway
Services Named

Discounts on new diesel cars are
25.6% higher on average than
for their petrol counterparts, ac-
cording to data from What Car?.

What Car?’s Target Price – a tool
that calculates the most you should
pay for any new car – shows that the
average saving on new diesels
stands at £2,716 (before the Budget
of Nov 22). Claire Evans, consumer
editor at What Car?, said: “The dra-
matic rise in discounts is a direct re-
sponse to a slump in demand
caused by the Government's demon-
isation of diesels and a lack of un-
derstanding from consumers of the
new cleaner ‘Euro 6’ diesels now
available. It’s a perfect storm.”

The gap between petrol and diesel

discounts is at its starkest in the volume
sector (with a 34% bigger discount on
diesels) and large SUVs (28%). What
Car?’s new car buying marketplace
gathers the best deals available on
new cars, including the latest diesel
models, allowing consumers to buy at
that price and avoid the hassle of hag-
gling. The biggest percentage dis-
count available on a diesel is a
whopping 25.2% off a Volkswagen
Jetta 2.0 TDI 150 GT DSG saloon.

What Car?’s Claire Evans added:
“At the current level of discounts
available, any increases in tax on
diesels will be off-set by the fall in
price of the vehicle itself. For the
canny buyer, the market is ripe for
deals and securing big savings over

petrol variants. “
Despite recent headlines, diesel

cars still have much to offer, espe-
cially for drivers doing high annual
mileage or a lot of motorway driv-
ing. They deliver better low-end
power and more torque than petrol
equivalents, so are much better
suited to tasks such as towing, too.”
The latest diesel-engined cars (those
sold from September 2015 on-
wards) comply with Euro 6 regula-
tions and are the cleanest yet. As
well as being fitted with DPFs (Diesel
Particulate Filters), they have systems
that convert most of the polluting
NOx (nitrogen oxides) from the en-
gine to largely harmless nitrogen
and water. i
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News

Theft and fraud in the work-
place rises in December
as workers turn to crime to
help fund their seasonal cele-
brations.

While workplace theft is a year-
round phenomenon, a national
health safety consultancy says that
the pressure to enjoy the festive
season results in a spike in inci-
dents around Christmas that lead
to disciplinary action, dismissal
and police involvement.

The Protecting.co.uk consultancy
says that this is a time for employ-
ers and colleagues to be extra vig-
ilant, to ensure that Christmas time
really is a season of goodwill.

"It's a sad fact that people feel
under pressure to spend more to
feel like they're having a 'proper'
Christmas," says Protecting.co.uk
spokesperson Chris Hall, "And liv-
ing outside your means sometimes
makes people turn to desperate
measures."

After speaking to a number
(650) of employers and employ-
ees about workplace theft around
Christmas, Protecting.co.uk found
cases of:
•Theft of stock.
•Theft of work property.

•Cash thefts.
•Misuse of company credit card.
•Misuse of employee benefit
schemes.

“While some of these were
minor cases that resulted in a re-
buke or official warning, others re-
sulted in losses of hundreds of
pounds and the involvement of po-
lice,” Hall said.

Among the cases told to Protect-
ing.co.uk – and reported here
with full permission are:

An employee abusing the free
soft drinks in the staff kitchen to
build up a stock at home for the
kids. This was resolved with a
warning and the embarrassed em-
ployee refunding the company.

Saleable items being marked as
damaged goods, then being
taken home to give as presents.
This is a story Protecting heard sev-
eral times from employers in the re-
tail sector.

The person in charge of buying
drinks for the Christmas party pur-
chasing extra spirits and beer for
their own use on the company
credit card. They were found out
when they drunkenly boasted
about it during the office Christ-
mas party.

A senior staff member who over-
ordered laptop computers as part
of company procurement to give
three away as presents to family.
Police called, employee dis-
missed.

A member of a company's sales
team adding alcohol purchases
when filling the car with fuel on a
company card. Discovered when
the accounts department ques-
tioned why it took £120 to fill up
a Ford Focus. The money was re-
paid, and the employee handed
a final warning.

“In our experience, the most
commonly excuse for this kind of
activity is the guilty party saying
they felt under pressure to over-
spend in the run-up to Christmas,"
says Hall. With in-your-face adver-
tising starting before we've even
had Guy Fawke's Night, the temp-
tation to live beyond your means
during the festive season is greater
than ever.”

However, the Protecting.co.uk
spokesperson says workplace
fraud and theft is not the solution
for those tempted to fund their
Christmas by other means and it's
down to both managers and col-
leagues to watch out for crime. i

Construction workers rack up
130 hours per year making tea
and other hot drinks, according
to research by Appliances Di-
rect - with 82% of them saying
regular tea breaks aid produc-
tivity.
• 82% of construction workers

say regular tea breaks aids
productivity.

• The optimum time for tea break is
6 minutes.

• Builders believe you should have
5 tea breaks on average per day.
The average British worker

spends 109.66 hours annually

making tea. Those who work in pro-
fessional services spend the most
time on tea breaks annually, rack-
ing up 141 brewing up hours, com-
pared to those who work in
Healthcare who spend the least –
just 23.5 hours per year – on tea
breaks.

Despite the rise of coffee culture,
the data revealed that the builders
brew was still the firm favourite,
with 56% of those surveyed saying
tea is their hot drink of choice dur-
ing their break. Coffee came in sec-
ond place, with 38% of the vote.

Mark Kelly, marketing manager at

AppliancesDirect.co.uk comments:
“The data revealed some interesting
findings about the nation’s work-
place break habits, especially the
construction industry.

“It’s great to see so many Britons
are taking regular breaks through-
out the day to grab a drink.

“Whether you work at a desk, in
a shop or a factory or on a build-
ing site, getting away from your
workstation for a few minutes at reg-
ular intervals is likely to aid produc-
tivity as it allows you time to stretch
your legs and gather your thoughts
before heading back to it.” i

Santa's Little Help Themselfers
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* Per leaf price is unglazed and may vary depending on size and
specification of the door. Lead time is based on a standard colour.

* Postcode restrictions apply

Quote turnaround within 2 hrs

Up to 1200mm sash widths

Stock colours : White, Black,
Grey, Grey on White

Aluminium
Bi-Fold Doors

Working Days
Lead Time10

ORDER TO DELIVERY FROM A FAST

£GET A PRICE
COMPARISON
TODAY

Choose Made for Trade
Be

NOW ONLY

£345
per leaf

*

Including
delivery

NEW LOW PRICE

Email: bifolds@madefortrade.co
Call: 01642 610799
Fax: 01642 671026
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QANW Column

If you install conservatories,
replacement conservatory
roofs, roofline, car ports and
much more – did you know
that if you are a member of
QANW you can register this
type of installation with QANW
and provide your customer
with an Insurance Backed
Guarantee?

If you’re not sure if there’s a
work type we cover or have an
upcoming project you would like
to check if QANW will provide
cover for, then why not phone the
Operations Team on 01292
268020 (select option 5)?

Why can I not lodge
these jobs via my CPS?
You won’t be able to lodge these
job types through your Compe-

tent Person Scheme (CPS) be-
cause these job types are not sub-
ject to the building regulations
covered by your CPS member-
ship; and therefore, there is no re-
quirement for your CPS provider
to register this work with the Local
Authority. However, the best prac-
tice would be that you log into
your QANW members’ area and
register any jobs that falls outside
of the CPS scope. Also, if you log
into the QANW members’ area
on a more regular basis you will
be better informed of any updates
and offers that you can take ad-
vantage of.

Why not download the
new QANW App?
The App allows QANW mem-
bers to add, view and amend
jobs on the go including any jobs
that fall outside the scope of your
CPS scheme; meaning you can
do your administration work
whilst out and about.

The App is linked with your
members’ area so will automati-
cally update on both platforms
when an action is carried out,
meaning you don’t have to
worry about completing the
same task twice! It’s free to
download, simply search for
QANW in the relevant App
store to get started! The App uses
the same log in details you cur-
rently use for your members’
area, so there is no need for ad-
ditional passwords.

Get a quote
for a commercial IBG…
If you also do commercial works
there is good news as QANW
can offer you an IBG for this type
of work as well. QANW has
been providing IBGs for commer-
cial installations on a contract by
contract basis for over 15 years.
We can offer cover on a wide
range of work types including
glazing, conservatories, roofing,
roofline, insulation, renewable en-
ergy systems and more. QANW
commercial IBGs can be pro-
vided at a competitive premium
rate for a ten-year policy term,
which is underwritten by a UK
based insurer - so, contact us for
quotation now.

How do I apply?
The application process is sim-
ple if you are already a QANW
member, just contact our experi-
enced and helpful operations
team and they can guide you
through the application process
and provide you with a quota-
tion. Alternatively you can com-
plete our quick quote form at
qanw.co.uk/insurance-serv-
ices/commercial-projects

Please note that contracts
which have a value of more
than £100,000 need to be
applied for prior to the work
commencing and will be
subject to a site technical
audit.

i

More Than Just
Window Insurance
Backed Guarantees
Contractors who are
members of a Competent
Person Scheme such as
Certass or FENSA some-
times don’t realise that
through their membership
with QANW they can also
register work types other
than the ones that they
register through their
Scheme

To find out about what in-
stallations QANW will
cover simply phone 01292
268020 and select option 5

QANW has just launched an App – an industry first – and has also launched a new van
insurance comparison website for members
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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
* Offer applicable to new customers on your first roof only, based on

a like for like comparison

* Postcode restrictions apply
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Quote turnaround within 2hrs

Competitive roof glass prices

5
FROM

Working
Days
Lead Time

Precision fabrication

LOWEST
PRICES
AVAILABLE
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Technical Article

10 | Technical Article | The Installer

Take a look at the two at-
tached photographs and
you will readily note the mor-
tar has not adhered to the
PVC, notes our technical ex-
pert, Don Waterworth. Any
experienced installer should
know cement or lime based
products i.e. mortar or plas-
ter, does not adhere to PVC-
U, PVC or wood.

There is no acceptable usage
of mortar to seal windows or
doors externally. The mortar sim-
ply will not adhere to the PVC-U
and will split and pull away.

There will be those type of
properties where a mortar fillet
may be required by the customer
to match in with the property, i.e.
a Victorian property, however,

once the mortar fillet has cured,
you will need to return to site and
apply a low modulus silicone
seal to the abutment joint be-
tween the mortar and the win-
dow or door frame.

There is never a situation
where leaving a mortar fill
against a PVC-U product is ac-
ceptable, as a final finish.

I was mortified when I saw
this job supposedly from an
experienced and reliable
installer.
The level of workmanship shown
in the attached photographs is
still occurring in the window in-
dustry and should not be.

It matters not what standard
you apply, the type of mortar fil-
let shown in the photographs will
get you in trouble every time and
will also not only annoy your cus-
tomer but will ensure that you
will need to return to site to finish
the job properly.

Do it properly
Low modulus silicone seals
(sometimes in conjunction with
backing foam or expanding
foam) are designed specifically
to provide a pliable weather-
proof and water tight seal and if
applied correctly, will give years
of trouble free service to your
customer. i

Take a look at the two attached photographs and you will readily note the mortar has not
adhered to the PVC, notes our technical expert, Don Waterworth.As any experienced
installer should know, any cement or lime based product does not adhere to PVC-U, PVC
or wood

The Master Window and Conservatory
Installers Association Technical/Legal
Column

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

Mortified By
Inappropriate
Mortar Use
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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 fi ton
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 o fthe 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

FITTED
IN

MINUTES

B
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ew Product 220
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The Korniche Roof Lantern
continues to make a big im-
pact on the aluminium
lantern market - winning over
builders, roofers and installers
around the country who are
impressed by the lantern’s
ease and speed of fit.

The simple step by step process
was carefully designed to ensure
that anyone with any experience
level can follow it and all in quick
time. This time saving can not
only save customers time and
thus money but as the great
British weather turns to the win-
ter months, faster installs mean
getting building projects weath-
ertight in as short of timeframe as
possible. In December to March
this is more important than ever.

Chris Wann, Business Man-
ager at Made for Trade says:
“There are a lot of lanterns on
the market. What sets the

Korniche apart is the quality en-
gineered into the product from
the drawing board - n oother
lantern product is stronger or
more thermally efficient...or
quicker to install.”

Looking good
Wann continues: “Our patent
pending end bosses allow a
seamless sightline giving a clean
look with optimum light. The Ko-
rniche is not based on chunky
profiles with difficult fixings,
everything has been geared to
provide the installer an inte-
grated kit that fits together onsite
in minutes and when complete
looks like a neatly finished timber
lantern. This great look and the
finishing details to the product
means the Korniche has very
high consumer appeal.”

Training
Manufacturer, Made for Trade,
provide full support for the Kor-
niche and is currently rolling out
training and product information
days for installers, builders and
trade counter customers.

Ian Bousfield, Marketing Man-

ager at Made for Trade says:
“It’s important that Korniche is
understood and stands out as a
brand. The product has huge ap-
peal to those who are climbing
ladders and scaffolds day after
day to install.

“Equally the Korniche speaks
to the consumer, who will appre-
ciate the internal and external
slim aesthetics and enjoy
warmth, security and light in their
new home extensions.

“The KwikQuote online estimat-
ing application also provides
Made for Trade’s customers the
ability to specify and quote the
Korniche roof instantly and staff
are always on the end of the
phone for any technical
queries.”

Made for Trade offer
comprehensive marketing
packages for the Korniche
Lantern re-sellers. From
technical and consumer
brochures to samples and
full showroom lanterns all
with supporting point of sale
material.

korniche.co.uk

i

Aluminium & Glass

Leading Light Goes
Through The Roof

Every month for the last year
has seen Korniche Roof
Lantern sales grow but after
a big marketing push, the
last three months have seen
sales rise by an amazing
100%
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Aluminium & Glass

Frame Fast is offering white
bifold doors with warm-edge
glass units as standard, in two
weeks.

“Installers are ordering more
and more bifold doors,” says
Nigel Leivers, Director at Frame
Fast UK. “Whether it’s for a con-
servatory, an extension or a com-
mercial project, we know they
need them fast. We have made
from ordering to site, quick and
easy. With fast quote turn-
around, including an online bi-
fold door designer, to reliable
processing of orders, it only
takes from two weeks to get a bi-
fold door from Frame Fast.”

Frame Fast bifolds feature slim-
line frames and openings up to
7 panels. There is also an ultra-
low threshold option.

Leivers adds: “We will be offer-
ing more colours on a 2-week
turnaround very soon. This will
give installers even more options,
to complete projects really fast,
for domestic and commercial
projects. For made-to-order bi-

folds, we can do any RAL colour
with dual option available.”

Pre-assembled
Skypod Roof Lanterns
Frame Fast is also helping
installers to complete skylight in-
stallations fast with its ready-
made Skypod roof lanterns that
installers only have to fit and
glaze.

The roof lantern market
continues to grow in popularity
because of significant develop-
ments in skylight technology in
recent years. This is
providing installers
with more opportu-
nities to offer flat
roof extensions
alongside conser-
vatory installations.

Leivers says: “The
roof lantern market
continues to grow.
Homeowners like
the extra natural
light and space that
roof lanterns add to

their home. That’s why we know
it’s important to help customers fit
more roof lantern installations
into their schedule. We supply
Skypods ready-made for in-
stallers to collect.

“They just need to fit and glaze
the Skypod before moving onto
their next job.”

Skypods come in two bar
and three bar designs, with
standard frame colour
options, including Anthracite
Grey, Rosewood and Golden
Oak.

i

Bifolds And Lanterns
Almost On Demand

Aluminium bifold doors can be ready in just 2 weeks from Frame Fast UK and the firm is
also doing pre-assembled Skypod Roof Lanterns ready to install
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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.
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Astraseal's new aluminium flush
casement sees theWellingbor-
ough based firm strengthened
its offering with the addition of
Alitherm 500.

The Alitherm 500 offers a credi-
ble replacement for timber win-
dows, whilst still providing a viable
solution for new-build, replacement
and even commercial applications.
The inherent slim sightlines of alu-
minium combined with its flush sash
and sympathetic dimensions cre-
ates a window that is well suited to
period properties.

“We are very fortunate, in that
we can add such bespoke products
like Smart’s Alitherm 500 to our
range with relative ease,” explains
Zac Nedimovic, Astraseal’s Sales
and Marketing Manager.
“Alitherm 500 is a high-perform-
ance flush casement which pro-
vides our trade customers with a
valuable and versatile product for
a wide range of uses. Whether it’s
in the traditional market as a timber
replacement or a new-build project
looking for a distinct, flush appear-
ance, Alitherm can deliver.”

Available in top hung and side
hung configurations with optional
dummy sashes, the Alitherm 500
can achieve a maximum sash size
of 700mm wide by 1400mm in
height.

Slimline and fast from
Kingfisher Windows
Kingfisher Windows offers its
super slimline aluminium window
in 10 to 15 days. The Yorkshire
trade manufacturer of windows
and doors offers fast turnarounds
so installers can fit more aluminium
projects into their schedule.

“The new super slimline window
meets all the demands from home-
owners,” says Deborah Beeley,
Sales and Marketing Manager at
Kingfisher Windows. “The narrow
sightlines maximise the glass area
to help bring more light into any
space and make it feel bigger.

“Add to this U-values of 1.4
W/Mk with our standard low E
glass unit, and a choice of any
RAL colour, it has everything in-
stallers need.”

Security is sorted with multipoint
locking and hinge protection built
in. It achieves PAS 24 accredita-
tion and meets the standards set
out by Secured by Design, police
preferred specification.

REAL showroom
REAL Aluminium has opened a
new showroom in Gloucester-
shire which is the first of its kind

to be totally dedicated to the en-
tire REAL Aluminium range of
products - windows, sliding patio
doors, residential doors, bi-fold-
ing doors, French doors, roof
lanterns and Flat Rooflights. The
showroom also features the new
Virtu-AL aluminium effect compos-
ite door, which will be added to
the REAL range in 2018.

The new showroom is available
exclusively to REAL Aluminium cus-
tomers to demonstrate the REAL
range of products to homeowners.

Gareth Thomas, Customade
Group’s sales director, explains:
“This showroom is part of our
commitment to customers, en-
abling them to see and compare
full-sized products in one place
and appreciate their quality. The
essence of REAL Aluminium is
about helping installers to grow
with confidence and this show-
room helps them to get to know
and understand the products and
ask any questions about them.”

Pictures: Top – Astraseal;
Middle – Kingfisher Windows;
Bottom – REAL Aluminium

i

Aluminium & Glass

Three More Boost
Their Aluminium
Credentials
Three more companies are boosting their aluminium offerings –
Astraseal (astraseal.co.uk), Kingfisher Windows (kingfisherwindows.co.uk)
and REAL Aluminium (real-aluminium.co.uk)
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The term ‘smart
home’ conjures
images of talking
fridges, heating
and lighting
controls on phones
and automated
robotic vacuums,
writes John
Cooper. In truth, the
digitalisation of
construction will
have a much wider
impact on every
aspect of house-
building – including
window installation.

Energy efficient win-
dows will of course
be of vital importance
but in the home of the
future, they will be just one of
many elements working harmo-
niously to allow the owner com-
plete control of the building.

Energy improving
components
Plenty of innovations in energy ef-
ficiency over the past 20 years
have benefitted both homeowner
and installer - including the warm
edge spacer bar. But it’s impor-
tant to remember that homeown-
ers buying new windows do not
generally know how the various
components within a window im-
prove its performance. They just
want to know how efficient it is
and what impact that will have on
the upfront investment and their
ongoing energy costs. For people
buying a new-build house, this
view zooms out even wider. They
don’t want to know how efficient
the windows are – only how com-
fortable the building as a whole

is to live in and how
much it will cost to heat
and light.

In smart homes, this no-
tion of different compo-
nents working together
will be implemented on a
much more detailed level
and integrated much ear-
lier in the design process.
‘Digital twins’ of build-
ings will be created in vir-
tual reality in special
labs, where architects
and specifiers will be
able to see how a build-
ing and its different com-
ponents work together
for maximum perform-
ance. This will affect
every manufacturer and

installer in construction – includ-
ing windows specialists - who will
need to work with a new breed
of ‘system integrators’, ensuring
that all the elements of the smart
home work together.

Fenestra-vision
Symposium in Salzburg, Andreas
Bittis, Product Manager at Saint-
Gobain Building Glass, ex-
plained how smart solutions rely
heavily on the communication be-
tween components, disciplines,
and users. 'For example,' he ex-
panded, 'an intelligent Radio-Fre-
quency Identification (RFID) chip
makes it possible to seamlessly
document the lifecycle of a win-
dow – from production, user be-
haviour and maintenance, and all
the way to disposal'.

As far as the buyer of a smart
home is concerned, however, all
this will be largely invisible. They
will simply live in a house that is

economical to run, with comfort
levels that can be adjusted using
a single app on their phone.

Applications
Apps operating windows may
sound like science fiction but dig-
italisation is happening here and
now. Aluminium window systems
manufacturer Schüco has already
launched Schüco Digital, a key
feature of which is its Virtual Con-
struction Lab, offering architects
and fabricators high-quality 2D
and 3D illustrations, animations,
construction process simulations,
and even rapid prototyping. And
buildings are already being cre-
ated using digital methods
throughout the process chain. The
Priedemann Project RMK Head-
quarters in the Russian city of
Yekaterinburg, for example, used
3D printed models, 3D CAD engi-
neering and robotic welding.

Digital revolution
For installers willing to embrace
the digital revolution, there could
be huge rewards. The experts at
the fenestra-vision Symposium
agreed that smart buildings will
likely be controlled via the build-
ing envelope, giving facade and
window specialists a vital role in
the new world order.

Smart homes will soon be the
norm – and developers will be
looking for specialist installers
with the skills to integrate the best
performing windows into the dig-
ital whole. Installers who embrace
the technology and disciplines of
smart home construction will be in
the best position to profit from the
next revolution in construction.
Will you be one of them? i

Aluminium & Glass

Smart Homes Need
Smart Installers

John Cooper of
Swisspacer
discusses what
new
developments
may be on the
horizon for the
window
industry and
what it means
for installers
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• Industry Leading Brands

With 20 years of trading under our
belt we know what you need to grow
your business. At Keyframe UK we
believe that strong relationships are
what’s most important to the growth
of our business.

Book a call with our expert team:

01204 705 718



20|Aluminium & Glass| The Installer

With the advanced passive
fire protection products now
available, writes Cath
McLean of Promat UK, build-
ing designers, owners and
door fabricators can deliver
vital fire protection in doors in
more ways than ever.

The range of fire-resistant glass,
protective materials for the door’s
construction, intumescent strip
options, ironmongery and more
ensures fire door styling and aes-
thetics can be relatively uncon-
strained.

Fire resistant glass products
may have been key to this inno-
vation but the glazing does not
operate in isolation and the big-
ger picture must be considered.
A correctly designed, fabricated,
installed, certified and main-
tained fire door is not just a door
– it’s a highly engineered safety
product. And, as fire protection
specialists, Promat UK regularly
work closely with door manufac-
turers to select the right materials
to construct a doorset with the
desired fire rating, and test the
complete doorset.

The fire door’s component
parts are tested as a complete
system to the various levels of fire
protection - typically FD30 and
FD60. So, it is important that
only tested materials are used in
the construction of a fire doorset,
and that they are the materials
that were prescribed in the test.
Substitution of materials may se-
riously affect the overall perform-

ance in the event of a fire.
Where a door has a glazed vi-

sion panel, the performance of
the glass and how it integrates
with the opening cut into a fire
door must be considered, as this
introduces a potential area of
weakness. Fire glass has to be in-
stalled using the correct fittings
and to the right standard be-
cause it is the whole doorset that
is tested to achieve the required
fire performance. The glazing
panel must also meet or exceed
the fire performance of the door
material, framing and surround-
ing frame and structural compo-
nents nearby.

The range of glass products
available that offer ‘integrity’ (E)
and ‘integrity and insulation’ (EI)
ensures that doorsets and sur-
rounding glazing can easily pro-
vide fire protection as required
from 30 minutes right up to 120
minutes. Choosing the right glass
for the application will depend
on numerous factors, including
the door’s location, the preferred
choice of framing materials, the
design and the level of resistance
sought.

Promat glass brands Pyrocet
and Pyrosec are typically used to
provide vision panel options
from E30 to EI60 within various
tested doorsets – particularly tim-
ber doorsets. But there is scope
to incorporate fire doors within
butt-jointed frameless glass wall
constructions too.

The Systemglas solution by Pro-

mat, for example, can incorpo-
rate a Systemglas T framed glass
door which will deliver EI30 or
EI60 performance. For commer-
cial applications, like office
buildings and schools, this is an
ideal way to ensure the aesthetic
trend for glass, and the desire to
maximise natural light with
glazed partitions, can be mar-
ried with the need for fire safety,
with the door meeting the same
fire protection criteria as the sur-
rounding glazed screens.

Intumescent seals
Beyond the glazing, Promat UK

also works with door manufactur-
ers to provide intumescent seals
for the head and stiles with its
Promseal PL strip. These seals are
activated in the event of a fire to
prevent the passage of hot
gases, smoke and flame. The
choice of materials for the door
slab’s construction will also im-
pact on the doorset’s fire per-
formance. Here, Promat UK has
a solution too with Pormatec H, a
non-combustible calcium silicate
fire protection board. This can
be used to form the core material
of fire doors and provide insula-
tion strips where required in an
assembly. i

Aluminium & Glass

A ClearView On Fire
Door Glazing
Cath McLean of Promat UK, explains how today’s fire-
resistant glazing products, properly specified and installed,
are helping to create doors which deliver on building
design, usage and aesthetic goals without compromising
safety
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Alumen has had a recent
expansion to its facility in Ket-
tering to include a showroom
where Cor-Vision Plus alu-
minium door-sets will be fea-
tured.

“The Cor-Vision Plus offers 94%
glass area with only 25mm sight-
lines. It's a real game changer
and why we have chosen it to be
centrepiece of our new show-
room,” says Alan Robinson, Alu-
men’s MD. “We recently moved
to a new facility in Kettering,
which not only offers increased
fabricating space to keep up with
demand but also a larger show-
room facility where we will be
showcasing the product range we
offer, including Cortizo, Schueco
and Smarts.”

UK launch
Robinson continues: “The Cor-Vi-
sion Plus is the first system we are
fabricating from the Spanish alu-
minium giants Cortizo. Wwe’re
one of the first fabricators to
launch to the UK market. There is
little else on the market to rival this
product, which has been de-
signed to offer uninterrupted, ex-
pansive glass areas thanks to its
incredibly slim sightlines. Its inlaid
frame design, coupled with ultra-
slim sash profiles, means that the
visible profile on an installed
door-set is just 25mm when
closed – and when open, there’s
zero threshold.

“While its ultra-slim design is the
headline feature, everything
about it has been put together
with practicality in mind. Avail-
able with maximum sash sizes up
to four metres width and height,
with two, three of four sash op-
tions, it can be used in apertures
up to 16 metres wide by 4 metres
high. This means a large and
heavy door-set but not an issue for
the Cor-Vision Plus – the rollers
are in the frame, while the sashes
have stainless steel reinforced
channels. Thus, sashes up to
400kg can be manually oper-
ated, while any sash up to 700kg
can be motorised.” i

22 | Aluminium & Glass | The Installer

Alumen's recently
launched sliding aluminium
door-set, Cor-Vision Plus, is
set to take centre stage in
the company's new
showroom
t. 01536 737377

Cor-Vision
Plus Takes
Centre
Stage

Pg 13, 14, 16, 18, 20, 22H, 24H, 26H The Iinstaller Features November 2017:Certass December 09 19/11/2017 20:25 Page 6



LOWEST PRICES IN TO 2018
NEDEX KU83 2-PART POLYSULPHIDE
Manufactured in 6 locations for more than 15 years, with western Europe
being served from the new German factory near Cologne. NEDEX are the
only Polysulphide manufacturer with the massive advantage of their own
production of base polymers. Hundreds of customers have passed EN1279
with this top material. Prices from £2.25 /litre delivered !

SUPASIV PURE 3A DESICCANTS
SUPASIV-NANOMOL the perfect blend of 3A Zeolites and selected
minerals for top results, higher total capacity than any other desiccant,
independently tested. BS/EN 1279 certificates available. From 66p /KG
SUPASIV-ULTRA Traditional pure 3A Zeolite molecular sieve of the
highest possible grade. From 89p/KG [prices per 25kg box delivered]
• ASK ABOUT THE NEW FREE HOPPER FOR REFILLING DRUMS !

PROFILEXWARM EDGE SPACERS
Fantastic thermal properties, extremely attractive looks, easy wipe clean
surface, maximum breathing perforations per metre, maximum desiccant
capacity profile. Three varieties of rigidity: standard, reinforced and extra-
reinforced. BS/EN 1279 certification achieved by customers units.
Sample price for 19mm dependant on volume from 24p/mtr

MELTEX™ GOLD STAR HOTMELT
Full BS 1279 certification achieved for units manufactured in the UK.
Excellent flow rate, maximum quality adhesion, no unpleasant smoking,
minimal slump and stringing, perfect hardness and fast cooling.
Prices from under £15 per 6.5 kg block depending on volume.

MELTEX™ HIGHEST QUALITY PIB
PRIMARY SEALANT SLUGS
Industry standard 7kg slugs to suite all major extruders. Only the finest
quality material for maximum adhesion and resistance to gas or water
vapour permeation. From just £24 per slug incl. delivery

CLASSIC ™ GEORGIAN PROFILE SUITE
Foil wrapped aluminium Georgian Profiles and full suite of connectors in
18mm and 25mm sizes.
18mm white from just 37p/mtr

ASHTON INDUSTRIAL - call Ann or Monika on 01279 624810 www.ashton-industrial.com



24|Aluminium & Glass | The Installer

Aluminium & Glass

The latest addition to Senior’s
patented Pure range, which
is the first on the UK market to
benefit from an enhanced
thermal barrier manufac-
tured from expanded
polyurethane foam, also pro-
vides very good acoustic
and thermal performance.

The Pure overswing window
has the potential to achieve U-val-
ues as low as 0.93W/m2 when
calculated as a commercial CEN
standard window.

The windows are also available
in tilt and turn and casement style
options, with Senior’s door range
featuring a choice of the Pure
Fold and Pure Slide. Both the
Pure doors and windows are fully
compatible with Senior’s exten-

sive range of alu-
minium curtain
wall solutions. i

The new Pure
overswing aluminium
window is fully
revisable to enable
cleaning to be
completed from the
inside of the building.
Safe, secure and
benefitting from the
inherent strength and
durability of its slim
aluminium frame, the
option can help to
reduce maintenance
costs and is ideally
suited for high-rise
projects where access
to the exterior façade
can be difficult

Pure Swings In To
Senior’s Range
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QUICKQUOTE TURNAROUNDFREE NATIONWIDE DELIVERYTECHNICAL SUPPORT

DES I GN // MANUFAC TURE // DE L I V E R Y

0191 455 8866

0191 447 6618

trade@premierroofsystems.co.uk

Mon-Thu 8:00-16:30

Friday 8:00-15:15

// ROOF L ANTERNS

// CONSERVA TOR Y ROOFS

W W W . P R E M I E R R O O F S Y S T E M S . C O . U K

Unit 8 Tyne Point Industrial Estate, Shaftesbury Avenue, Jarrow, NE32 3UP

PREMIER ROOF SYSTEMS LIMITED // Company No. 07584655 // VAT No. GB109652217
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Dudley’s Aluminium has
secured a contract, in excess of
£1million with BECT Building Con-
tractors, to install a Kawneer cur-
tain walling façade in an eight
storey building, at Bayscape in
Cardiff Marina as well as state-of-
the-art windows and doors across
the 115
apartments.

Dudley’s has already started work on
Phase One. MD Colin Shorney said:
“Bayscape is a fantastic project. “We
are excited to work with BECT and be
part of the construction.”

In addition to Bayscape, Dudley’s
have secured a number of high-profile
contracts in Cardiff during the last 24
months, including One Canal Parade
and the new BBC Cymru Wales HQ,
which began work earlier this year. i

Welsh aluminium fabricator
Dudley’s Aluminium has secured
a major contract to help and
support the construction of the
Bayscape in Cardiff Marina

£1million Project In
Cardiff Marina
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If you want to win, you need great PR, creative and digital marketing.
That’s why you should team up with Purplex, the world-class marketing agency for the glass and

glazing industry. We help companies up their marketing game, jump ahead of competitors and stay
top of the leader-board.

With Purplex, we take your business to the next level.

PR AND MEDIA RELATIONS
WEB DESIGN AND E-COMMERCE
DIGITAL MARKETING (SEO/PPC)

ADVERTISING AND LEAD GENERATION
BRANDING AND CREATIVE WORK

SOCIAL MEDIA MARKETING
FILMING AND VIDEO PRODUCTION

UP YOUR
MARKETING GAME

Play to win. Call 01934 808 132 and take your business to the next level



Kingfisher Windows offers its super slimline aluminium
window in just 10 to 15 days. The Yorkshire trade
manufacturer of windows and doors offers fast
turnarounds so installers can fit more aluminium pro-
jects into their schedule.

Deborah Beeley, sales and marketing manager explains: “The
new super slimline window meets all the demands from homeown-
ers. The narrow sightlines maximise the glass area to help bring
more light into any space and make it feel bigger.

“Add to this U-values of 1.4 W/Mk with our standard low E glass
unit, and a choice of any RAL colour, it has everything installers
need. Security is sorted with multipoint locking and hinge protection
built in. It achieves PAS 24 accreditation and meets the standards
set out by Secured by Design, police preferred specification.

“With a frame depth of just 68mm, it’s perfect for
refurbishment projects as it easily fits into the gap without cutting
back the plasterline.” kingfisherwindows.co.uki

Kenrick has created a bespoke multipoint window locking sys-
tem for trade fabricator Garrard Windows.

The new locking system incorporates a unique heavy-duty shootbolt, which
is twice as thick as a standard shootbolt. The Excalibur Heavy Duty Shoot-
bolt, which is exclusive to Garrard Windows, is Secured by Design approved
and one of the most secure multi point window locking systems in its class.

Every one of the 3,000 windows that Garrard Windows fabricates from
Liniar profile each week is equipped with a Kenrick system and the majority
are now fitted with this new shootbolt.

The fitter-friendly shootbolt features a robust unhanded die-cast gearbox
and bi-directional die-cast claws to ensure it provides exceptional security
and reliability. The centre keep of the claws has been branded with Garrard
Windows’ ‘Vevo’ logo.

Steve Leek, Garrard Windows’ MD says: “We’ve enjoyed a long and
prosperous partnership with Kenrick, during which the company has kept
pace with our growth and introduced a number of new products to the range.
The team at Kenrick developed this new shootbolt to meet our customer
needs. It carries all the hallmarks of quality and security and is now the most
popular system we use. kenricks.co.uki

Yale is the latest company to join the Made in Britain initia-
tive, which champions British manufacturing by encourag-
ing and developing the supply chain of UK made goods.

The Made in Britain marque is affliated with companies that manufac-
ture and sell goods in Great Britain, and makes it easier for customers to
identify and recognise British made goods.

Paul Atkinson, Sales and Commercial Director for Yale Door and Win-
dow Solutions, comments: “The Made in Britain marque is an additional
feature that is important to many people. As a globally recognised brand,
Yale is able to highlight the importance of British manufacturing and help
to maintain and create jobs in UK factories.

John Pearce, CEO of Made in Britain, said: “Made in Britain is cam-
paigning all year round to promote our 1000 members across 40 prod-
uct sectors, raising awareness and celebrating companies that produce
great products here in the UK. It’s exciting when more globally recog-
nised brands like Yale get on board, joining the network that aims to help
them sell more with the Made in Britain marque. yaledws.co.uki

Products & Projects

Made in Britain Initiative
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Blackburn-based McDermott Windows now offers its customers
Dekko’s entire range including their Infinity range of seamless
PVC-U windows, Räum aluminium and R9 from The Residence
Collection.

Sales Director, Kurt Greatrex explains: “For installation firms, it’s so important
to have the right product range, especially as consumer tastes are changing and
more are looking towards the premium end of the market. McDermott Windows
saw the tide changing and wanted to stand out from their competitors
in what is a challenging and competitive market by offering high-end
home improvements.”

Along with supplying their products, Dekko has also helped the firm transform
their marketing through their ‘Make It Yours’ initiative. Launched at The FIT
Show, Make It Yours is an all-encompassing marketing package which provides
installers like McDermott with high-quality, personalised point of sale material,
showroom support and promotional assets. dekkowindows.com.co.uki

ISO-Chemie’s ISO Bloco 600 and ISO Bloco One sealing
tapes, together with several ISO-Cell PE-Cord backing
rods, have been specified for Stephenson Terrace, a peri-
od styled, two-storey extension on the end of a Victorian
terrace in Wylam, Northumberland.

The self-adhesive tapes have been applied to the cills, outer face of
the windows, heads and jambs of the windows, while the cord has
been located between the extension windows and the surrounding
rebates to provide a backing strip for additional silicone sealant.

Up to 70% cost savings can be achieved using ISO-Chemie’s tapes,
which enable installers to seal windows from inside the building and
avoiding the need to use time consuming and costly scaffolding and
ladders among other external access systems.

The tapes offer a single product ‘fit and forget’ solution for fast and
effective sealing based around the European RAL principles of three
level sealing - the inside seal area is more airtight than the external one,
allowing any trapped moisture inside the joint, or within the wall, to
escape outwards rather than into the building. iso-chemie.co.uki

Alumen’s sliding aluminium door set, Cor-Vision Plus, is set
to take centre stage in their brand new showroom,
following their recent expansion to a new 15,000ft2
facility in Kettering.
MD Alan Robinson explains: “The Cor-Vision Plus offers 94% glass area
with only 25mm sightlines. It is a real game changer and why we have
chosen it to be centrepiece of our new showroom. We recently moved
to a new facility in Kettering, which not only offers increased fabricating
space to keep up with demand, but also a larger showroom facility
where we will be showcasing the wide product range we offer,
including Cortizo, Schueco and Smarts.
“The Cor-Vision Plus is the first system we are fabricating from the
Spanish aluminium giants Cortizo, and we’re one of the first fabricators
to launch to the UK market. There is little else on the market to rival this
product, which has been designed to offer uninterrupted, expansive
glass areas thanks to its incredibly slim sightlines. Its innovative inlaid
frame design, coupled with ultra-slim sash profiles, means that the

visible profile on an installed doorset is just 25mm when closed – and when open, its inlaid pocket frame means that there’s zero
threshold. “Why not come and see the Cor-Vision Plus for yourself? We will be holding an Open Day on 24th November, but
the showroom is open 7 days a week. alumen.co.uki
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Kestrel sales and marketing director Owen Thorogood believes that
investment in staff training is also an investment in customer satisfaction.

Owen joined Kestrel in 2016, has wasted no time investing in staff training to ensure
that everyone from managers through to telesales is constantly developing their skills.

He explains: “All our senior managers recently completed an in-depth leadership course
and the external team is about to embark on an intensive customer service programme.
We are also bringing in an external training company to train the internal customer
services team.

“The development programme leads to a more efficient and disciplined team, better
management, greater product and technical knowledge as well as a more educated and
structured approach to customer care. All in all, this translates into even better service for
our customers.”

“Investing in training has wider reaching benefits including greater employee retention
rates, staff confidence and an improved corporate culture by providing a safe place
where colleagues can learn, grow and develop as team.” i

Bracknell based R and M Windows and Conservatories
has joined the Bluesky Certified Installer scheme for both
windows and doors, and conservatories.

The scheme is the latest addition for installers looking to differentiate
themselves from competitors. MD at Blue Sky Certification Simon Beer
has years of experience delivering schemes for installation companies.
Simon says: “I wanted to create something that gave companies a real
advantage by signing up to the scheme. We keep ahead of the market
and that means we keep scheme members ahead too.”

Mark Page, Director at R and M Windows, says: “I’ve known Simon
Beer for many years and I trust him so it was very easy to choose the
Bluesky Certified Installer Scheme. We pride ourselves on our
professionalism, and the new scheme gives us exactly what we need
to give customers confidence that they’re dealing with a reputable
company. We are members of the installer scheme for
external windows and doors scheme as well as the scheme for
conservatory installation.” i

Andy Swift, national sales manager of ISO-Chemie, is
optimistic about UK foam sealant sales in the next 12
months as the specialist suppliers ramp up plans to target
the design sector.

In the face of continuing cost pressures, possible further interest rate
hikes and ongoing Brexit negotiations, the one certainty for the economy
and, the construction sector in 2018 will be uncertainty.

Swift explains: “The opportunities are out there for visionary
companies like ourselves. There’ll be an increased focus on selling to
designers in 2018, boosting sales in the process on the back of
increasing product specification.

He also expects building regulations to get tougher and policed better
around matters such as airtightness and thermal loss around windows.

There will also be an increase in fire protection within new projects.
Again, this could lead to increased opportunity for further tape-based sealing solutions.

“To survive 2018, you will need a well-run business,” adds Swift, “with state-of-the art product ranges and quick delivery backed
up by good on and off-site technical support.”

Growing appreciation of sealant products is also leading to the increased use of foam-based technology to close more sales and
develop new business opportunities. i
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Ian Short MD at Morley Glass & Glazing has been
crowned the winner in the Variety’s Strictly Ballroom
competition and raised more than £10,000 for the
children’s charity.

The charity event, which was hosted by TV presenter Gethin
Jones, raised a total of £39,500, which is enough to buy a new
Sunshine Coach.

Says Short: “This has been a life changing experience; I’ve lost
4 stone in weight, stopped smoking, and helped to raise more
than £10,000 for a fabulous cause. It’s been completely
humbling and I am so grateful to everyone who sponsored and
supported me and my dance partner Olivia Choi from the North
Leeds Dance Academy. We were absolutely thrilled to win both
the judges’ and audience trophies.” To sponsor Ian visit
https://www.justgiving.com/fundraising/ian-short5. i

Morley Glass & Glazing is pledging its support to up and
coming boxer, Terry Broadbent, as he attempts to make
a name for himself in the world of professional boxing.

Having previously taken a break from the sport to focus on his
contract cleaning company servicing companies in and around
Leeds, Terry made the decision this year to give his all to the sport he
loves, selling his part in the business in order to devote himself to the
sport full time.

Ian Short, MD comments: “Having been based in Leeds for almost
20 years, supporting a variety of local sports and community clubs
is a large part of our proactive corporate social responsibility
programme. Having known Terry for a number of years now his
passion for the sport is clear and it’s a privilege to be able to help
him follow his dream. We’re looking forward to seeing big things
from him in the future.”

The company has also recently pledged its ongoing support to
Millshaw Park Rangers, Mirfield Parish Cricket Club, Moortown
RUFC and Pudsey St Lawrence Cricket Club. i

Morley Glass and Glazing has been shortlisted for the IGU
Manufacturer of the Year Award at the annual National
Fenestration Awards.

In the past 12 months, the business has launched an updated website,
boosted its Screenline spares service and opened a new showroom at
its headquarters in Leeds.

Ian Short MD says “2017 has been a landmark year for Morley Glass
which has seen us continue to build on the foundations we established
last year when we made the move to our new 50,000sq ft factory.
We’ve met every challenge we’ve set for ourselves so far and being
named the National Fenestration Awards’ IGU Manufacturer of the Year
would be a fantastic end to an exciting 12 months of activity.”

Launched in 2013, the open platform National Fenestration Awards
are run and decided completely by the participation of the industry. Instead of judges and panels, winners are chosen
by the public. In fact, everyone is welcome to register on the site and make their voices heard before voting closes on Thursday
30 November. i
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Since Gary Morton and the BoingBoing Group purchased
CentralRPL two years ago, the group has been focused on
streamlining operations, enhancing its service and product
offering and energising the brand.
In recognition of the relentless demand for aluminium and drawing on
CentralRPL’s extensive experience in customer focused supply,
CentralASL the sister aluminium company was formed and is in full flow
with production.

Gary Morton comments: “Aluminium was one of the main products
we wanted to be able to supply our customers directly. Our strategy is
all about finding products and services for our customers, rather than
customers for our products and services. It is vital that we ensure our
customers who want aluminium can access the same expertise and service they rely on from the PVC-U team at CentralRPL.

“After careful research into the most suitable aluminium products on the market, we selected the Optimo range of windows and
bi-fold, entrance and patio doors from ALUK. The product range is well designed and efficient in performance, exceeding the
standards expected in modern building design. ALUK is also able to support us in our 10-day turnaround promise to ensure our
customers’ installations are delivered on time and in full to ensure projects are completed to their timescales.” i

A Cambridgeshire installer has become the latest member of
the Astraseal Commercial Installer Network (ACIN).

Huntingdon’s Surefit East Anglia is benefitting from a stream of quality
leads as part of Astraseal’s new initiative.

Founded earlier this year, ACIN is a nationwide network of commercial
installers capable of handling contracts valued at anything from £50k to
£500k.

Network members are not only provided with warm commercial leads,
but support throughout the tendering process. Astraseal’s in-house Business Development Managers contact developers, work up
specifications and draw up quotes on behalf of the installer, before handing them the supply side of the project – all free of charge.

Astraseal Sales Manager Zac Nedimovic comments: “We’re delighted to welcome such a respected firm into the network. It
goes without saying: we only want the very best companies representing us out in the field – and with a business like Surefit East
Anglia on our side, we can rest easy in our knowledge that our commercial clients will be receiving a fantastic service.” i

Independent Network has rounded off the summer with a trip across the
Channel to Veka France in Thonon-les-Bains.

Veka France MD Jos Lenferink played host to 42 guests for the three-day event,
including Independent Network members, Veka Group staff and MD Dave Jones.

Karen Lund, Head of Partner Programmes explains: “Independent Network’s most
valuable asset is its members and networking is obviously right at the core of the
organisation. Trips like this are the perfect opportunity for members to get together and
do just that.

“The loyalty and enthusiasm of Independent Network’s members never ceases to
amaze me. This is an organisation that has been built on trust – amongst members
themselves as well as customers and the general public – business support and just good
old-fashioned networking between installers and fabricators.

“This year’s ‘IN on tour’ has really been about spreading the message of Independent
Network’s evolution, the research and thought process that went into the re-brand and
how we see the organisation moving forward. There really is no substitute for getting
everyone together to catch up, share ideas and, in this case, to see how comparable
organisations operate abroad. Two years ago we made a similar trip to Veka Germany
and there have already been suggestions for next year – watch this space!

“We’re now working on the annual Independent Network Members’ Weekend 2018
and with the success of this summer’s tour under our belt, we’re looking forward to it
more than ever” i
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It’s a no brainer
The Insight database gives you real-time business information
on up to 60,000 new customers - fabricators, installers, builders,
architects and contractors. It’s the UK’s most accurate and
targeted marketing data.

E: hello@insightdata.co.uk
@insightdata

www.insightdata.co.ukinsightdata
business is better with insight

For more information, call us today on
01934 808 293
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C-onsistency is vital for establish-
ing a good marketing campaign.
Brand recognition and reputation
rely heavily on repetition, whether
this is a local installer or a multina-
tional corporation. Marketing
strategies often last between nine
and twelve months and it’s useful
to have a theme running through-
out these. This can be conveyed in
the graphics and slogan you use
and should be consistently run
across all platforms.

O-nline presence. You need to
ensure your website performs
beautifully on desktops, laptops,
tablets and smartphones, en-
abling prospects and customers
to access the information they
need quickly and efficiently.

N-ews. Releasing a stream of
news stories into the media is one
of the most effective ways of
strengthening your brand. Ensure
you stay up to date with current
affairs, especially those concern-
ing the wider economy and con-
struction industry: you can then
draw upon this knowledge to
keep your PR relevant and in-
formed. This will also allow you
to position yourself as a thought
leader in your sector, gaining the
confidence of potential clients.

S-ocial Media. Updating your so-
cial media profiles is crucial to
present your company as ap-
proachable. Many businesses
now obtain a substantial number
of leads through their social media
accounts: Twitter and LinkedIn are
becoming particularly popular

platforms through which potential
consumers, business partners, or
clients can connect with compa-
nies. Twitter can also be especially
useful for promoting business
events, such as awards, through
the use of hashtags.

U-SP. Every successful business
has a unique selling proposition
(USP). This is what sets your com-
pany apart from your competitors
and should be emphasised in
each piece of marketing you or
your team create. However, re-
member that great service, qual-
ity products, and reliable
deliveries are not USPs – these
are what everyone claims to pro-
vide. USPs can take many forms
including particular products,
service levels, support packages,
ordering or delivery processes.
Locate your USP and use it to
your company’s advantage.

M-agazines. Trade and busi-
ness magazines provide an in-
credibly valuable service to the
industry and, today, these can be
found both online and in print. As
well as attracting potential new
customers, advertising in the
trade press gives confidence to
your existing customers by show-
ing that you are well-versed in
your industry and its publications.
It proves that you mean business.
If you are considering placing an
advertisement or PR piece in a
trade magazine try to commit to
a three, six, or twelve-month cam-
paign – this will create consis-
tency and will make your
campaign memorable.

E-mail marketing. Email Mar-
keting is a low-cost way of mak-
ing instant contact with a huge
number of prospective or existing
customers. However, emails give
you only a matter of seconds in
which to generate your reader’s
interest. This means that mes-
sages must be short, sharp, and
attention-grabbing – subject lines
and preview text are key for this
reason.

R-eliability. Third-party credibil-
ity is an extremely powerful way
to establish your business, and PR
is a great way to achieve this.
Frequent press releases, feature
articles, and opinion pieces will
help solidify your reputation as a
thought leader in your sector and
will present your company as
knowledgeable and, most impor-
tantly, reliable. In writing these
pieces it is particularly important
to ensure that you use an appro-
priately formal tone and style and
that your grammar and spelling
is correct.

Who is YOUR consumer?
Finally, it is of course important to
remember who your consumer is
and all marketing campaigns
should be created with a specific
audience in mind. Advertising,
PR pieces, feature articles, and
email marketing should appeal to
the needs of your consumer –
even if they do not yet know what
these are – and should show
them that they can have confi-
dence in the product or service
that you provide.
purplexmarketing.com

i

In Marketing,The
CONSUMER Is Key
To help our readers with their marketing, industry expert Andrew Scott provides a memorable
acronym to help simplify what can be a confusing and overwhelming area of business
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Access Systems

Bi-folding Doors Planning Consultants

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

Conservatory Roofs

Adhesive Tapes

Aluminium
Bi-Fold Doors£GET A PRICE

COMPARISON
TODAY

www.madefortrade.co

Tel: 01642 610798
Fax: 01642 671026

bifolds@madefortrade.co

NOW ONLY

£345
per leaf
Including
delivery

Choose Made for TradeBe

Colour Applicators

For beautiful colours guaranteed
to last insist on using

KOLORBOND
on your

PVCu Profile

Tel: 0121 3268020
Fax: 0121 3271507
www.kolorbond.co.uk

email: enquiries@kolorbond.co.uk

We have the largest range of
industrial tapes for the glass &

glazing industry

T: 01206 871999 F: 01206 871 998
E: sales@adhere.co.uk www: adhere.co.uk

● Security glazing foam tapes ● Mirror safety backing films

● Emergency repair films for broken glass

● Trim mounted tapes ● Glass transporting pads
● Foam glazing tapes ● High bonding acrylic foams

To Advertise
Call Mehreen Haroon 07814

209789
mehreen.haroon@profinder.eu

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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Doors & Roofing

PROFINDER

To fill this space

Call Mehreen
Haroon

07814 209789

mehreen.haroon@profinder.eu

Fixing Brackets

Gaskets

Recycling

Profile Bending

Flyscreens

MISMEASURED WINDOWS &
DOORS MUST BE GLAZED

BOUGHT FOR CASH

01895 239 607
07860 812 675

THE YARD
RECYCLING CENTRE

www.theyardrc.co.uk

Conservatory Roofs

Manufacturer of Gaskets for all Aluminium and
PVCu Windows, Doors, Shopfronts, Curtain Wall

and Roofing Applications.
•

Pilkington Activ Compatable, no shrinkage,
supplied in Buckets.

•
Carry large stocks of Woolpile, Pressure

Platesand Security Tapes.
•

Nationwide delivery within 48 hours.

CENTRAL EXTRUSIONS LTD
01384 413222 - 01384 413004

www.centralextrusions.co.uk
enquiries@centralextrusions.co.uk

Unit 7 Charlton Drive, Cradley Heath, West Midlands, B64 7BJ

WE WILL
BEAT ANY

PRICE*

£GET A PRICE
COMPARISON
TODAY

www.madefortrade.co

Tel: 01642 610799
Fax: 01642 615854

roofs@madefortrade.co

Is your supplier letting you down ?
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To advertise
in The Installer

Call Mehreen Haroon
07814 209789

mehreen.haroon@profinder.eu

To advertise
in The Installer

Call Mehreen Haroon
07814 209789

mehreen.haroon@profinder.eu

Racking Systems

Veranda Systems

Coorner 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

“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

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
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Editor’s Comment
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Well it's November which means the Roto international press
conference; the National Home Improvement Council
awards; and the G17 awards.

This year the Roto function was in Stuttgart, Roto's HQ. Stuttgart
is also home also to Mercedes Benz. So the 'Hall of Legends'
motor museum made a fitting venue for the conference.

My colleague, John Roper, who attended the Roto confer-
ence often says that if you want to know how the industry is
doing, ask a hardware manufacturer. Last year there was no
good news, however 2017 has brought stability world wide.
Roto's financial director was able to report that, while Roto
did not achieve all of its goals, turnover for the year is up at
$630m euros.

The overall picture is a bit mixed but previous problems, such
as in Russia, seem to have stabilised, construction in China is
a main driver behind the economy and the USA market
continues to grow. In Latin America Brazil is the main prob-
lem.

Closer to home European construction is mainly growing.
Butas you might expect, everyone is worried about Brexit. A
key speaker was Renalta Alt of the German FDP party. The
FDP’s politics are regarded as liberal and she spoke about a
two speed Europe which would allow struggling countries to
leave the Eurozone – rather than the European Union –
allowing them to set their own financial policies while they
recover. Brexit is a great concern to the Germans. It is clear
that it is expected to have influence over the European
economy as well as our own. (Good news for the hardcore
Brexiteers who would like nothing more than the break-up of
the EU.)

Later in the same week the NHIC held its annual awards. The
shame about the NHIC is that it is not better known. It was set
up to improve the British housing stock which, everyone ac-
knowledges, is still in a bit of a state. The main problem these
days is insulation and NHIC president Baroness Maddox ex-
pressed a great deal of concern about 'fuel poverty' which
affects a lot of people. Of course, it might be argued that a
major part of the problem is not so much energy efficiency as
the price of fuel.

The main reason for being there was the awards which cover
a spectrum of home improvement projects. It proved to be a
good week for SEH BAC which won the Certass/QANW
sponsored award for a community based project. The
following night the company picked up two awards – installer
of the year and retail promotion of the year – at G17.

The Last Word
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