
InstallerThhIT eeInhI
October 2020



FREE UPGRADE!
TONEW FLUSHSTYLE

ALUMINIUMWINDOWS

MIDLANDALUMINIUM LTD, STAFFORD ROAD (B5405), KNIGHTLEY, STAFFORDSHIRE, ST20 0JR

01785 287907 07538 800203
JASON WOOTTONCONTACT

|
sales@midlandaluminium.co.uk

DUMMYSASHOPTIONS

CONCEALEDMULLIONS

All the advantages of concealed drainage, without the problems
CONCEALEDDRAINAGE

Can bemadewithout dummy sashes

33% Lower sightlines than a PVCu flush sash

CONCEALEDTRICKLEVENTILATION
Nomore ugly canopy vent covers

WITHNOUNSIGHTLYDRAIN CAPS

STANDOUTFROMTHECOMPETITION

IT’SWHATYOU
DON’T SEE...
THATMAKESOURNEWSLIM 70MM

FLUSH STYLE
WINDOWSYSTEM

WESUPPLY A FULL RANGE OFALUMINIUM PRODUCTS MADE FOR THE TRADE
FLUSHWINDOWS | LANTERN ROOFS | CONSERVATORIES | DESIGNER FRONT DOORS

FASTQUOTES THE LOWEST PRICESUK-WIDE SITE DELIVERIES EVERYWEEK ||

ALUMINIUMBI-FOLDDOORS
7-DAY LEADTIME DUAL GREY ON WHITE, & BLACK on WHITE

FOR STOCK COLOURSWHITE, BLACK, GREY

FREE UPGRADE!
GET UPGRADED TO

LIFT & SLIDE PATIO DOORS



The Installer | Contents | 3

News 5
Green Homes Grant Scheme
Now Live
The government has claimed that
greener homes, jobs and cheaper
bills are all on the way as the
biggest scheme to upgrade the
nation’s buildings in a generation
got rolling on 30 September.

October – Home Security Month
Yale will be sponsoring National
Home Security Month for its eighth
consecutive year.

Partner For FENEX
Endurance Doors has announced it
will be a launch partner for Fenex,
which is the UK fenestration sector’s
first ever virtual exhibition.

Cover Story 8
Integral Blinds – Smart Solutions

Technical Article 10
Check For Defects
If you don’t check for existing defects,
you might find yourself getting the
blame for something that is not your
fault.

FENSA Column 12
Taking Lead On Leads
FENSA has a new lead generation
service for members.

Feature 14
Garden Doors &Verandas

Feature 18
IT & Marketing

Products & Projects 21
Trade News 25
Marketing Article 27
Comment 28
Semi Display & Classified 29

Forthcoming
Features

Contents

November 2020
•Aluminium Systems
• Curtain Walling &

Commercial Glazing
December 2020
• Heritage Windows &

Doors
• New Business

Opportunities
• IT For Window Installers
January 2021
• Doors • Roofs &

Skylights
February 2021
• Hardware & Security
• Doors continued

Read TheInstaller online – www.TheInstaller.pro

Morley Glass & Glazing features on this month’s Front Cover & Cover Story Page 8
The UK’s largest manufacturer of sealed units with integral blinds inside has
launched a new asset to give its customers another string to their bow in the form
of an updated brochure for the Uni-Blinds product range. To get your free copy
go to www.morleyglass.co.uk/request-a-brochure/
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The government has
claimed that greener
homes, jobs and cheaper
bills are all on the way as
the biggest scheme to up-
grade the nation’s buildings
in a generation got rolling
on 30 September.

Homes, schools and hospitals
across England are set to be
benefit from £3 billion of
spending.

A large part of the spending

(£2 billion) will go on the
Green Homes Grant which will
pay for insulation, heat pumps
or solar thermal to be installed
on a voucher scheme. Any
householder that doesn’t spend
all of their voucher on a ‘prima-
ry’ project might then have
something left over to spend on
windows (to replace single
glazing) or doors.

Each voucher is worth
£5,000; or £10,000 to low in-

come families. Those with a
£5,000 voucher will also have
to make a one-third contribution.

Window and door installers
will not be making fortunes
from the scheme but will be eli-
gible to apply for training to in-
stall other energy savings
measures. £1 billion will go to
improve the energy efficiency
of publicly owned buildings.

The government claims the
schemes will cut energy bills
and carbon emissions, whilst
also supporting over 100,000
jobs in green construction for
tradespeople across the UK.

You can encourage your
customers to sign up for a
grant and apply to register
to become an installer at
greenhomesgrant.
campaign.gov.uk

You can find all the latest
daily news at TheInstaller.pro

i

Yale will be sponsoring
National Home

Security Month
(NHSM) for its
eighth consec-
utive year.
The annual cam-

paign, which this
year is themed
‘You call it home,
we keep it se-
cure’, aims to
raise awareness
around the im-

portance of home security. Of-
fering advice, breaking down
technical jargon and debunking

myths for homeowners across
the UK, NHSM helps to drive de-
mand for security products and
installation services nationwide.

Paul Atkinson, Sales and Com-
mercial Director for Yale says:
“At Yale, NHSM has become a
highlight of our calendar each
year because of the good it
does for homeowners and for
the industry. It’s a great initiative
to be involved with.

“Taking place in October, the
campaign coincides with the
onset of the clocks going back
and darker winter evenings –
which is a pivotal period for

security sales and a time when
many people consider upgrad-
ing their doors and windows.
“NHSM gives us the perfect plat-
form to talk directly to homeown-
ers about what they actually
need to make their home secure
and while doing so are able to
boost awareness for our fabrica-
tor and installer partners.”

homesecuritymonth.com

You can find all the latest
daily news at TheInstaller.pro
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October – Home Security Month

Green Homes Grant
Scheme Now Live
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Partner For FENEX
Endurance Doors has
announced it will be a
launch partner for Fenex,
which is the UK fenestration
sector’s first ever virtual exhi-
bition.

Fenex is aimed at the entire
supply chain, along with the gen-
eral public.

This new digital platform looks
set to become a risk-free environ-
ment for the exhibitors, visitors
and for all those other businesses
involved in the event.

The main event of Fenex 2021
will be held Wednesday-Satur-
day 21-24 April. There will also
be four Mini Expos held for
various industry sectors from No-
vember 2020, right through to
July 2021.

Scott Foster (pictured), Head
of Group Sales and Market-
ing for Endurance Doors says:
“Virtual exhibitions aren’t nec-
essarily new but it will be for
this industry and I wholeheart-
edly believe it’s a great oppor-
tunity for us and the sector as
a whole. We continue to be
faced with business chal-
lenges daily, yet as a proac-
tive business we must look to
the future and so we hope
everyone helps make this
event something special in
2021.”

You can find all the latest
daily news at
TheInstaller.pro
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QANW Becomes Trade
Association Forum Partner

Quality Assured National
Warranties (QANW), the
provider of insurance protec-
tion for home improvements
& construction, has an-
nounced its partnership with
the government-supported
Trade Association Forum
(TAF).

TAF encourages best practice
amongst trade associations and

membership bodies in the UK
and promotes the effectiveness of
trade organisations to govern-
ment and industry. The board in-
cludes representatives from trade
associations across a variety of
sectors as well as the Department
for Business Energy and Indus-
trial Strategy. Gemma Swankie
at QANW says: “The Trade As-
sociation Forum is the ‘associa-

tion of associations’. It promotes
best practice across many sec-
tors, including the home improve-
ment and construction industries.
“As part of our commitment to
protecting homeowners’ invest-
ments in their properties, we
champion best practice in-
stallers, which makes this part-
nership a perfect fit for QANW.”
As part of the partnership,
QANW will be supporting TAF’s
two main events over the next
year – Trade Association Week
and the TAF Best Practice
Awards 2021. Other TAF part-
ners include the United Kingdom
Accreditation Service (UKAS)
and Quest Business Services.

You can find all the latest
daily news at TheInstaller.pro
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We’re ready
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Integral blinds are smart in so
many ways, writes Morley
Glass & Glazing's Ian Short.
They look very smart and
stylish and they are a smart
and practical solution partic-
ularly for bi-fold and sliding
doors where other types of
window dressing and privacy
control are not suitable.

Millennials And our motorised
integral blind system uses smart
technology, allowing them to be
operated by an App – and can
be integrated into home automa-
tion systems. How smart is that?

Control
The fully electronic or motorised
MB System from Morley is partic-
ularly suited to prestigious proj-

ects, especially the exclusive con-
temporary domestic market. At a
time when homeowners are look-
ing for the utmost convenience,
the MB system allows the blinds
to be opened, closed and tilted
at the press of a button – either a
wall-mounted push button or re-
mote-control device.

No other control device is re-
quired. Where multiple windows
or doors in the same room are fit-
ted with the electronic blinds they
can also be synchronised and
operated simultaneously.

Easy installation
Morley Glass & Glazing has
worked with ScreenLine manu-
facturer Pellini in Italy to ensure
that the installation of integral

blinds is as straight-forward as
possible. All sealed units with in-
tegral blinds inside (regardless of
how they are operated) are in-
stalled in the same way as a nor-
mal sealed unit.

The motorised MB System
comes fully wired and tested so
it’s just a matter of connecting
one wire per window to the
mains. Fitting instructions are
supplied, and installation videos
are also available on the Morley
Glass website.

Home automation
With the growth of home au-
tomation systems, it is increas-
ingly common that homeowners
want to integrate the operation
of their motorised integral blinds
into their home automation sys-
tems, which also allow them to
operate various domestic appli-
cations such as lighting, heating,
safety and security, energy man-
agement, and entertainment sys-
tems. Morley Glass & Glazing
has developed SmartMotion, an
interface that helps installers

Integral Blinds
Provide
Smart

Solutions

Ian Short, MD of Morley Glass &
Glazing, says IGUs with integral blinds
inside are not just smart looking but
can be smart in technology as well.
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Cover Story
quickly and easily incorporate
MB System motorised integral
blinds into home automation sys-
tems. In the past it has been a
daunting and a complex task but
SmartMotion makes the process
much easier. In one easy step the
operation of the blinds is
smoothly integrated into the
whole home automation system
so that they can be controlled at
the touch of a button, even when
the homeowner is not at home.
The SmartMotion is supplied pre-
wired and fully tested, making
for a smooth, problem-free instal-
lation.

App
The latest innovation is an App
that allows users to open and
close their electronic integral
blinds from their mobile phone or
tablet, from anywhere in the
world. Simply select the blind
you wish to operate then swipe
your finger in the direction of the
blind i.e. open, close or tilt.

Installers can even retrofit the
App, so that it works with blinds
that have already been installed
– a great excuse to get back in
touch with your customers and
provide added value.

W Smart System
Talking of smart solutions, the
ScreenLine solar controlled W
Swipe integral blind system has
just been updated and renamed
the W Smart system, due to its
eco-friendly, energy efficient cre-
dentials. The W Smart blinds are
operated by a lithium-ion battery
housed in a restyled battery mod-
ule. The battery can be either
recharged via a micro-USB con-
nector or by means of an exter-
nal solar panel, both available
as options.

The innovation brought by the
new battery module is not only
about style but also about the
functionality of the device, which
has been improved by the intro-
duction of two L.E.D. arrows that
intuitively show the commands

given to the blind through the
module or the need for recharg-
ing. The slim size of the device
(only 18 mm deep) allows it to
be placed on sliding windows,
in vertical or horizontal positions.

The battery module is available
in a choice of four colours: silver,
white, anthracite grey, and
black.

Colour
The ScreenLine range of integral
blinds is available in a wide
range of colours and a choice of
operating systems – manu-
ally/corded operated, cordless
slider, solar controlled, slider
controlled and motorised. There’s
even a slimline version for
composite doors and sliding
sash windows.

The smart answer
The smart answer is to work with
a specialist and with 19 years’
of experience of manufacturing
sealed units with integral blinds
inside, a focus on top quality
and excellent customer service
and a reliable and dedicated
supply chain – the smart solution
is Morley Glass & Glazing. i

Morley Glass & Glazing, is the
UK’s largest manufacturer of
sealed units with integral
blinds inside.

The company has launched
a new asset to give
customers another string to
their bow, in the form of an
updated brochure for the
Uni-Blinds product range.

The 96-page brochure is
ideal for retail showrooms
and provides a wealth of in-
formation on the company’s
popular ScreenLine integral
blind systems.

Within the brochure, you’ll
find sections covering the dif-
ferent control options,colour
choices and information re-
garding different glazing
specifications, as well as an
outline of the company’s sus-
tainability and corporate so-
cial responsibility credentials.

To view the brochure visit
www.mor leyglass.co.uk/
request-a-brochure/
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It is imperative that you
assess the existing condition
of the property in close
proximity of the area to be
worked upon by your
installers, The Installer’s
technical author Don Water-
worth of Hanley Amos Stew-
art writes.

I have lost count of the number
of inspections I carried out
where the defects being com-
plained of by the householder
were patently existing prior to
the installation or build. It is un-
canny how often householders
find a defect on their building
which clearly existed before the
works were carried out. When
pushed, they never remember

seeing the defects
before the works
commenced. House-
holders can be
dreadful liars if they
think they can save
themselves a bob or
two!

Photograph
Take a look at the photo here.
The householder said that they
didn’t recall seeing the cracked
out of level stone cill before the
new windows were installed.

Upon completion of my inspec-
tion, I advised the householder
that the defect was long stand-
ing – and in fact mirrored the
displacement at the attached
neighbour’s property.

This displacement had not
been caused by the installers –
but it still required my services
to get themselves paid.

Know the law
My report advised on the likely
causes and gave advice on the
vagaries of Settlement &
Subscidence

It is not important that you
know the details of structural
movement – the law only
requires you to point out the ex-
isting defects; you are not ex-
pected to know the cause. You
must assess the existing building

close to your intended
area of work.

Point out any existing
problems to the House-
holder – and WRITE IT
DOWN!

Remember, as we ex-
perts say – verbal evi-
dence is not worth the

paper it’s written on. Don

Picture: The householder
said that they didn't recall
seeing the cracked out of
level stone cill before the
new windows were installed.

i

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.

Check For Defects
BeforeYou Start
If you don’t check for existing defects around the area you are about to work on,
you might find yourself getting the blame for something that is not your fault says
Don Waterworth, The Installer’s technical author.
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FENSA is now going way
beyond its original remit to
provide a convenient self-as-
sessment vehicle for window
installations, to becoming the
most comprehensive support
resource available for window
and door installers and their
homeowner customers in
England and Wales.

Since August, the FENSA web-
site has been providing a crucial
link between homeowners seek-
ing a FENSA Approved Installer
to supply and fit windows and
doors for their homes and FENSA
Approved Installers in their area,
through a few simple keystrokes.

In two weeks alone, almost 300
leads were passed to FENSA
Approved Installers, a figure that
is growing exponentially as more
companies complete their data
forms, a requirement for existing
FENSA installers. The service will
operate in a similar way to exist-
ing online lead gen platforms that
are designed to connect trades-
people with customers searching

for home improvement quotes.
However, it is the only such facil-
ity that is focused exclusively on
connecting homeowners to
FENSA Approved Installers.

Will only use a FENSA
Approved Installer
The importance of this is that mar-
ket research for the organisation
has shown that 73% of home-
owners considering replacing
their windows or doors say they
would only use a FENSA
Approved Installer to carry out the
work, a statistic that is supported
by the fact that FENSA receives
more than 15,000 postcode
searches a month from consumers
searching for their nearest FENSA

Approved Installer. Previously,
there was no way of connecting
the two sides, the old system
simply providing a list for visitors
to the website.

Most powerful lead gen
available
The new lead generation facility
allows FENSA Approved In-
stallers to gain direct access to
homeowner searches that match
their company, for free and as
such is potentially the most power-
ful available. It is also inclusive
within the normal FENSA fees.

Homeowners are not only able
to look for FENSA registered com-
panies in their area, they are also
able to post details of the work –

FENSA has taken a crucial
step in becoming the most
comprehensive support
resource available for
window and door installers.

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

FENSA Takes
The Lead On Leads
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FENSA Column

including desired materials,
products, budget and timeframe
– which are emailed directly to in-
stallers, who can then respond
with a quote or offer a home visit.

How to get those leads
To participate, FENSA Registered
Installers must have completed the
Information Form on the FENSA
Installer Portal, in order to take
advantage of the new service.

Director of Membership Chris
Beedel urges members to ensure
that their entries are correct and
enabled to receive leads: “The
FENSA lead gen system will
match homeowners with
Approved Installers in their area
and as such provides a most pow-
erful potential source of work. We
need to ensure we have the most
accurate information and to com-

ply with various regu-
lations, installers must
update their company
information for them-
selves.

“It is fast and easy to
do,” explains Beedel.

New member
benefit
Users are provided
with log-in details to a
dashboard that is
designed to help man-
age any leads, as well
as monitor the
progress of them
throughout the year.
Any new companies
joining the FENSA Ap-
proved Installer
scheme are added automatically
to the lead generation function.

The new search facility is the lat-
est in a series of exciting new ini-
tiatives from FENSA that have
been introduced as part of re-
newed efforts to extend the serv-
ices it offers to its Approved
Installers, which began with a
powerful, sustained TV, radio and
social media advertising cam-
paign, itself another first for
FENSA. These also include a new
suite of specialised business-re-
lated insurance products, plus the
introduction of a new Installer
Marketing package that offers a
range of tailored, affordable
marketing strategies for installers
to adopt.

All existing FENSA Approved
Installers can log in to the installer
portal to update their company
details and can email
enquiries@fensa.org.uk for any
questions they have about the
service.

Picture: The FENSA website
has been providing a link
between homeowners and
FENSA Approved Installers.
Enquires can be picked up
from a range of devices –
including mobile phone.

i

Sales Funnel
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Garden Doors &Verandas

As an increasingly sought
after addition to modern
homes, sliding doors are
quickly becoming the ‘wow
factor’ at the heart of home
improvement projects, writes
Reynaers’ Terry Ledwith.

Helping homeowners to flood
rooms with natural light, make
them more practical for every-
day use and break down the
barriers between inside and out-
side spaces, they are an elegant
and stylish way to transform a
house into a home. For fabrica-
tors and installers who are care-
fully crafting these showstopping

pieces of design for discerning
homeowners, a number of fac-
tors need to be considered –
from appearance and design
capability through to perform-
ance and longevity.

In essence, they need to be
sure that the products they’re of-
fering not only look the part and
outperform expectations but con-
tinue to do so long after installa-
tion.

That’s why, at Reynaers, we’ve
developed the CP 130 range –
a premium insulated sliding
system that combines aesthetics
with performance.

Facilitating creative
freedom
Fabricating the perfect sliding
doors for a customer’s home takes
care and craftsmanship. To bring
this expertise to the forefront of
every project, we’ve developed a
sliding system which has perform-
ance built in, providing fabrica-
tors with a solid foundation to
unleash their creativity. CP 130 is
suited to even the most complex
of designs. In practice, that
means large expanses of uninter-
rupted glazing can be incorpo-
rated. But with this modern
aluminium solution, the creation

Terry Ledwith, National Sales Manager
at Reynaers Aluminium, shares his
thoughts on sliding doors – and how
fabricators and installers can pride
themselves on quality.

Delivering
Luxury With

Aluminium Sliding Doors
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Garden Doors &Verandas
Without the need for a fixed corner post, a pair of
perpendicular doors can meet in the corner of a room,
removing the barriers between indoor and outdoor spaces

of brighter and more practical
spaces is really just the starting
point. CP 130 makes it as easy to
create a typical single wall con-
figuration as it does to open up
corners in their entirety. Without
the need for a fixed corner post, a
pair of perpendicular doors can
meet in the corner of a room,
removing the barriers between
indoor and outdoor spaces, as
well as giving homeowners a
remarkable architectural feature.

Colour
And the creative freedom
doesn’t end there. While all
aluminium profiles from Reynaers
are powder coated for further

protection and to facilitate low
maintenance after installation,
this process unlocks a large
range of colour options.
Combined with a comprehensive
range of handles and acces-
sories, aluminium sliding doors
from Reynaers can be
customised to suit their
environment.

Energy
Alongside looking the part, slid-
ing doors also need to perform.
Naturally, when incorporating
more glazing into the envelope
of a building, there are two criti-
cal factors which must be consid-
ered: thermal efficiency and

performance. Featuring double
and triple glazed options, CP
130 boasts a U-value as low as
1.1 W/m2K. For end-users, that
enables them to enjoy the views
and seamless practicality of slid-
ing doors, without having to
compromise the efficient perform-
ance of their home, nor the ap-
pearance of their sliding doors.

Alternatives, such as PVC-U or
timber, for instance, require
thicker frames to provide the nec-
essary strength and performance
characteristics which are re-
quired for sliding doors, while
aluminium offers slim profiles
and practically uninterrupted
views. i

With many options and configurations to choose from, aluminium sliding doors are leading the way in
home improvement projects. Explore the benefits and application possibilities at www.reynaers.co.uk or
email Terry.Ledwith@reynaers.com
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The Eclipse Collection is a
new range of aluminium slid-
ing doors and windows de-
signed to totally get to the
hearts of homeowners.

They come from Conservatory
Outlet as the company adds to
its extensive product portfolio –
under an exclusive new brand.
Eclipse is characterised by its
super-slim, high performance
frames of just 34mm.

Having recognised a lucrative
opportunity to diversity, Conser-
vatory Outlet has worked with its
chosen partner for several
months to design and engineer
an entirely bespoke suite of
products that will remain 100%
exclusive to the CO network in
the retail market.

Sliding patio door system
The Collection’s signature head-
liner is the Eclipse sliding patio
door system, which is available
in both double and triple track
configurations. Capable of
achieving a maximum span
width of up to 6 metres, and an
impressive height of 3 metres,
the Eclipse sliding patio is an at-
tractive and practical alternative
to the bulkiness of bi-folding
doors. Its glazed area provides
a huge view of the great out-
doors whilst also punching
above its weight in energy and
security performance.

Marketing
Bespoke marketing resources in-
clude a full-colour brochure,

technical product information
sheets, website and digital mar-
keting campaign resources and
access to the full collection via
Conservatory Outlet’s newly
launched Professional Design
Service pricing App.

To read all the latest news
and stories like these go to
TheInstaller.pro

i

A Total Eclipse Of The Heart

A new range of garden
rooms to meet the growing
demand for affordable extra
work and leisure spaces at
home has been launched by
Eurocell.

The Kyube is a modular, be-
spoke building design that can
be used as a summer house,
playroom, fitness room or – as
more and more people adjust to
the new normality of working
from home – a dedicated office
space.

Timber or steel frame options
Introducing the new range at the
same time as it announced the re-
opening of its 200 plus branch
network, Eurocell confirmed it
would be available in both timber
frame and steel frame options.

The timber frame Kyube comes
fitted with a choice of low main-
tenance exterior composite
cladding and either patio or
French doors. The interior is left
unfinished so customers can add
their own design touches.

The steel frame version offers a
number of interior finish options.
These include luxury vinyl floor-
ing, internal cladding and Euro-
cell’s own recycled PVC-U
skirting boards. It has an insu-
lated steel roof with a 750mm
canopy and 100mm cavity wall
insulation for year-round warmth
and comfort.

Andy McDonnell, MD at Euro-
cell Building Plastics says: “Gar-

den rooms are a terrific opportu-
nity for trade conservatory and
window installers and landscape
garden contractors to extend
their offerings to homeowners.”

Power options
McDonnell adds: “Plug and play
electricity supply packs are an
option in every Kyube specifica-
tion – essential for bringing
power and light to home work-
ing spaces – and A-rated Euro-
cell windows and doors are
supplied as standard to help cre-
ate a comfortable environment
for working and relaxing. High-
security multi-point door locking
systems add extra peace of
mind, especially when a Kyube
home office contains computer
equipment or sensitive work
files.”

Garden Doors & Verandas –
Check Out TheInstaller.pro

i

Squaring Up With Kyube
Garden Rooms
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IT & Marketing

The word brand is a lot older
than most people think. Far
from being a recent, ‘First
World’ initiative, the whole
concept dates back 4000
years, writes Smart Ready's
Giovanni Laporta.

The origin of the word brand it-
self derives from the Old Norse
word brandr (burn) which refers
to the practice of branding live-
stock when shepherds used
branding irons to mark and
differentiate their animals from
others.

After the Industrial Revolution,
goods were being sold globally
and manufacturers recognised
they needed to have their prod-
ucts identified and differentiated
too. This led to the first recog-

nised trademarking system being
established in France in 1857
which in turn laid the foundation
for the trademarking system we
use today.

Generic
When a brand is created, the
holy grail of any outcome is for
your brand’s trademarked name
to become a noun or verb. For
those who like words, it’s called
Anthimeria. More often than not,
we’re going to ‘Google’ some-
thing rather than ‘look it up’. The
same thing happened with
Hoover, Sellotape, Post It, Cash-
Point, Band Aid, Super Glue and
so many more. Each one of
these products started out as a
trademark and brand of an indi-

vidual product, yet most people
now use the term to refer to an
explanation of what the product
does and this is regardless of the
actual brand people are looking
at. I think you would be surprised
to know some companies still
have enforceable trademarks on
them.

These sorts of brands come
when there is no doubt or confu-
sion – and this comes from stand-
ing firm and protecting the
brand, particularly in the early
years, through the legal system
on trademarking.

Smart Ready®
SMART READY®
We’re already starting to see this
happen across the industry with
the Smart Ready® service and
I’m deeply proud of our achieve-
ment – we own both iterations as
above.

Why a brand is greater than
the sum of its parts?
As a marketer myself it’s clear to
me that the brand and trademark
are inseparable. The brand is the
sum total of the many parts of a

Giovanni Laporta, inventor and
innovator of Smart Ready, talks
‘brand’. What goes into building a
brand – the time, effort and money it
takes and why you should align your
company with a brand that gets it
right.

Brands
Matter
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company’s corporate face –
logos, imagery, slogans, colours,
music – all of which contribute to
the trust developed between
company and consumer. An or-
ganisation’s value is no longer
based simply on those tangible
or fixed assets though – more
often than not, it is the com-
pany’s intangible assets, includ-
ing brand reputation and
goodwill, that create the biggest
market value. This is definitely
true of the tech world. Trade-
marks provide legal protection
for the brand and ensure the trust
which has been built up is not
called into question or confused
by other companies using the
trademark without permission or
in some cases passing off some-
thing sounding or looking the
same. This is one reason why
brands need to be proactive in
their protection.

One can own words
To avoid trademark infringe-
ment, it is not enough to swap
words around, say I wasn’t
aware, or simply use the excuse
of ‘words just being words – you
don’t own words’. Of course I
know no one can own a word,
but someone can legally own a
word that means something dif-
ferent to the consumer when
thinking of that word or com-
bined words. As I said, there are

many elements that go into form-
ing a brand and the service it
sells and words are an integral
part of that. Using another com-
pany’s words that are trade-
marked to describe in context
your own product that can be
similar in nature, can amount to
trademark infringement.

Investment
I have invested an enormous
amount of time, money and en-
ergy in the developing Smart
Ready® and the service around
it. So it shouldn’t come as a
surprise for the reader to hear
when I say I will protect the
brand before I will think to blink.

A good brand name or logo is
like valuable art, so no one
should be surprised if a
company wants to protect it.

It is part of a company’s re-
sponsibility to do their research,
to become commercially knowl-
edgeable about those that they
share the same market with and
understand what trademarks are
already out there. Nowadays it’s
really easy – just Google it! Say-
ing you didn’t know, won’t get
you very far in any kind of
defence.

By not performing the trade-
mark due diligence step, compa-
nies not only risk confusing their
own customers and undermining
their brand, they also may risk

hugely expensive, drawn out
legal battles that, for smaller
companies that could amount to
financial ruin.

We should all be proud to pro-
tect what we’ve created either as
individuals or as businesses and
the window and door industry
needs to take branding and
trademarks more seriously, espe-
cially now that Smart is emerg-
ing for windows and doors.
Each of us have invested so
much time, money, and brain
power in creating our brands
and we quite rightly are all will-
ing to protect our brands. I will
resolutely protect Smart Ready®.
There is no shame in protecting
what you have created, I often
think of my creations, like chil-
dren. So my natural position is to
protect. And I think the window
and door industry as a whole
should be more understanding
and resolute in that defence. Let’s
face it – we’re all hoping for that
coveted Noun/Verb status and
you can only get this if brands
and their trademarks are re-
spected for the creativity, flair,
work and huge amount of
money that has gone into mak-
ing them.

Say hello at smartready.com
Follow at:
www.linkedin.com/company
/smartready

i



Insurance backed guarantees

Bespoke & commercial IBGs

Business insurance

Performance bonds

Customer finance

& business insurance
from people who
understand installers

IBGs

www.installsure.co.uk
info@installsure.co.uk
020 7645 3744Fast-forward to clear, easy

IBG and insurance cover from a
broker who’s on your side.



Grade II listed Harby Mill on the borders of
Nottinghamshire and Lincolnshire was rescued 30 years
ago and converted into a quirky and luxurious five-
storey home.

The most recent additions are AluK 58BW Heritage
aluminium windows and 58BD doors, which have been
installed throughout, fabricated by AluK customer Tradeglaze
(Lincoln) Ltd.

Designed primarily to replace steel windows, the 58BW ST
profiles feature traditional square sections and sightlines of just
43mm in a fixed light. At Harby Mill, they were specified in
RAL1015 Light Ivory finish and for the 11 windows installed in
the tower itself, with matching square glazing bars.

All of the windows and doors feature 24mm double glazing
which has transformed the energy efficiency of the property, as
well as providing reassuring levels of security over the timber
windows they replaced. aluk.co.uki

Engineer Ivan Semenenko decided to transform his old
barn and workshop into a beautiful new home. To
create the distinctive steel windows and doors,
he called on Steel Window Association member,
Cotswold Casements.

Semenenko designs and leads his own property projects and
had worked with Cotswold Casements previously.

It was decided that an oak timber frame design would be
used. This posed a challenge in terms of possible movement in
the oak timbers. To combat this an additional steel section was
sandwiched between the oak timbers and an oak face plate.

W20 sections, finished with black polyester paintwork and
double-glazed units, were used. Espagnolette fittings were
introduced to the doors to ensure maximum security both at the
top and the base of the units. Trevor Woskett of Cotswold
Casements says: “This project turned out fantastically with Ivan
and his wife loving the look created by the steel windows
and doors.” steel-window-association.co.uki

150 Spectus Elite 70 flush tilt and turn windows were specified in
the development of 26 two bed flats for social rent on an urban
site in the heart of Paisley’s new Abbey Quarter, Renfrewshire.

The windows were manufactured from Elite 70 flush tilt and turn
system from Spectus Window Systems which is suitable for both
medium-rise and high-rise buildings. The system has been designed so
the framework doesn’t overlap, giving a ‘flush’ appearance that
means it delivers the aesthetics of an aluminium window. In this
project, which was secured by Spectus Approved Window Contractor
Walker Profiles, the windows were manufactured in smooth anthracite
grey on white.

The window has been tested to PAS 24: 2016 up to a maximum size
of 1450 x 2400 and has a weather performance of 2400 pa and can
achieve a Window Energy Rating of A++ too. The windows have
Secure by Design certification as required, which is a police-backed
initiative that recognises only the most secure windows and brings an
extra level of security for the occupants. spectus.co.uki
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An emerging trend for pink doors has gathered huge traction
during lockdown thanks to social media and platforms such
as Instagram and Pinterest.

These platforms are providing the perfect place for door styles and
trends to gain popularity – and that’s the view of Lauren Barnes,
head social media co-ordinator at composite door manufacturer
and PVC-U panel supplier Vista. In April, it emerged over social
media that fans of cleaning guru Mrs Hinch had been sharing their
pictures of their DIY pink-painted front doors on her Facebook page
‘Mrs Hinch Made Me Do It’. As one of Mrs Hinch’s 3.3 million
followers on Instagram, Barnes has been following the new trend
and a door manufactured and supplied by Vista has had
plenty of views.

Vista is the supplier and manufacturer of XtremeDoor, one of the
most high-spec composite doors on the market. Available in a whole
host of stylish designs, they can be finished in any RAL colour thanks
to Vista’s in-house spray facility. vistapanels.co.uki

Hardware company VBH has
recently made some changes
to its Q-secure homeowner
guarantee.

Q-secure guarantees finished
windows, doors and patio doors, including aluminium bi-fold and lift/slide elements, against break in for
10 years after installation. If an intrusion occurs as a result of hardware failure, VBH will pay the customer
up to £8,000 direct.

Fabricators can become Q-secure Approved Manufacturers by committing to gear their Q-secure prod-
ucts with hardware from VBH’s basket of approved products. Crucially, the basket contains hardware from
a number of top brands, including greenteQ, Yale, AGB, Roto, Maco and Securistyle.

Marketing Manager Gary Gleeson says: “There’s a glut of business out there just waiting to be had.
Everyone is concerned about security, whatever the economic climate. By offering a free 10 year security
guarantee as part of their sales pitch, Q-secure Partners have the edge over competitors who sell on price
alone. After all, prospects can see that the Q-secure network must be supremely
confident in the performance of our products if we’re promising to pay up to £8,000 if they fail. That peace
of mind is priceless.” vbhgb.comi
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Guarantee Goes Large

Two years after it created the original Superhero
website for Window Widgets, The Consultancy has
worked wonders once again with the addition of
a new Trade Counter search tool.

Visitors to the site can now just type in their postcode
to see a full list of all their nearest stockists of Window
Widget products, complete with contact details and
opening hours. It’s all part of the ancillary specialist’s
mission to make its www.windowwidgets.co.uk web-
site as useful and user-friendly as possible.

The Consultancy designed, created and launched the
tool within just a couple of weeks of receiving the
request from Window Widgets, demonstrating once
again just how quickly it can deliver client projects.

Sarah Hitchings, Sales and Marketing Director at
Window Widgets, was impressed: “No sooner had I come up with the idea and discussed it with the
team at The Consultancy, than it was designed, created and live on the website. It’s a great addition
to the site and supports not only our customers but our stockists as well.” theconsultancy.co.uki



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



Contact us now for a no obligation review or confidential advice.

/Purplexmarketing

@Purplexuk

/Purplexmarketing

/Purplex-marketing
Contact Us

Call 01934 808 132
E: grow@purplexmarketing.com

www.purplexmarketing.com

Strategic Marketing Consultancy
Industry Insight and Analysis

PR and Marketing Comms

Advertising and Lead Generation
Websites and Online Marketing
Branding and Creative

IN UNCERTAIN TIMES YOU NEED
A PARTNER YOU CAN TRUST

Sometimes, you need a safe pair of hands to help you navigate your journey.
Purplex is the marketing consultancy that supports companies across trade,
retail and commercial sectors. With deep industry knowledge and commercial

insight, we have the skills and resources to support your business.



Specialist PVC-U sash window manufacturer
Victorian Sliders has just invested over half a
million pounds in expanding its delivery
fleet.

The fast-growing firm has acquired twelve new
Mercedes Sprinter vans to transport its popular
ECOSlide windows from its Ammanford HQ to
depots all around the UK.

It comes as just the latest in a long line of pur-
chases made by the South Wales firm, as Group
MD Andy Jones says: “We’ve spent in excess of
£12m on state-of-the-art machinery in just the past
five years, which has resulted in one of the most

advanced and impressive manufac-
turing facilities UK fenes-
tration has to offer.

“Now our expanded
fleet of delivery vehicles
will allow us to bring
outstanding sash win-
dows to thousands of in-
stallers around the
country.” i
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Dekko Window Systems has made a signifi-
cant investment in a brand-new fleet of 11
commercial vehicles.

Dekko, which specialises in premium PVC-U,
aluminium and timber-effect glazing products, has
enhanced its operation with three 18-tonne lor-
ries, five 7.5-tonne trucks and three 3.5-tonne
Luton vans. The move is designed to improve
Dekko’s logistical capabilities, allowing the firm
to effectively meet the supply demands of a na-
tionwide network of trade partners.

Kurt Greatrex, Sales Director at Dekko com-
ments: “We can make all the manufacturing up-
grades we want, yet without effective investment
in our operation, it will all be in vain. We are
therefore delighted to introduce our brand-new
fleet of Dekko branded commercial vehicles.
“Our branded vehicles have made a great

addition to our operation and have even helped
generate a number of enquiries and sales.”

The large vehicle fleet is just one of many
high-profile investments made by the firm over the
past 18 months. i

New Trucks And
Vans Investment

Stepping Up A Gear
With New Sprinters

With Business Micros
preparing to launch its
brand-new TOUCH software
platform it continues to win
praise from many of the
leading systems companies
for the quality of the service
it provides.

When Business Micros helped
Profine set up a new customer

with its Evolution
software recently,
Technical Manager
Steve Holloway
was so impressed

that he left this review: “Great
customer service. BM offer a
professional service and are al-
ways available to assist.”

And that followed this review
from Carl Buckley in Liniar’s
Technical Support department
who said previously: “I always
find Business Micros so helpful

and professional; they are only
at the end of the phone if we re-
quire any additional support.”

Business Micros’ Business De-
velopment Manager Nick Bai-
ley says: “These comments are
typical of the feedback we get
from all the leading systems
companies. For most of them,
we’ve been by their side
throughout their journeys in the
UK and we continue to be a val-
ued and trusted partner after
three or even four decades.” i

Trade News

Go To IT



USE INSIGHT DATA TO

CONNECT

DISC VER

PERF RM

THE BEST
CUSTOMERS

WITH
DECISION MAKERS

WITH
BUSINESS INTELLIGENCE

01934 808 293
hello@insightdata.co.uk
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Demand is what we all crave
when it comes to running a
business in any industry,
writes Purplex’ Andrew Scott.
So, it appears strange to be
talking of rising demand as a
crisis in the fenestration
industry – but that is what is
happening!

The industry could be forgiven
for thinking it is just bouncing
from one crisis to the next. Hav-
ing seen sales and margins af-
fected by the referendum, Brexit
and a general election, doors
then closed completely for three
to four months due to Covid-19.

Now it appears we are deal-
ing with a different kind of crisis,
with demand outstripping sup-
ply. Companies large and small
are feeling the pressure as lead
times are extended, service
levels drop and prices go up.

Nobody could have predicted
the current situation and manu-
facturers and suppliers across
the industry are working hard to
increase capacity and stock lev-
els to meet customer demands.

Stretched and stressed
I had an interesting conversation
with one of our long-term installer
customers recently, which has
grown rapidly over the last five
years.

The owner is stressed, as they
are inundated with leads and
orders, struggling with reliable
suppliers and having to deal
with customers who are all
demanding urgent fitting.

As a sales-driven industry, we
want the deal – to get the order or
land the customer and figure out
what to do afterwards. However,
in the long-run, it means business
owners are often on a treadmill
that is difficult to step off.

Given the individual circum-
stance of this installer, there are
several strategies that would max-
imise profitability and sanity, both
short-term and in the longer-term.
Now is the ideal time to take a
step back and re-evaluate your
business from the ground up.

Minimum order value
Filling your order pipeline with
single windows and doors at a
time when your resources are
stretched is uneconomical.
Perhaps now is the time to apply
a minimum order value (MOV).
And here’s why:

They encourage customers to
increase their orders to meet the
minimal value (say from two win-
dows to four windows). If the cus-
tomer doesn’t want to increase
products and accepts the mini-
mum order value it improves
your profitability and ensures the
job is more viable. If the
customer chooses not to go
ahead with you, it means your
team are freed up to manage the
larger and more profitable
orders in your pipeline.

MOV’s can be adjusted up or
down depending on your
current lead flow and order
pipelines.

Review your contract and
warranties
Our industry’s approach to long-
term guarantees adds huge
costs further down the line and
sucks up precision fitting/labour
time. Now is the time to review
your customer contracts, includ-
ing guarantees.

How many orders would you
lose today if you offered a three-
year warranty and an extended
warranty as an optional extra?
And if you did change your
warranties what impact would it
have in five to 10-years’ time?
This is obviously a longer-term
play, yet it is an issue the indus-
try should have addressed years
ago.

Prioritise marketing spend
Right now, chances are you
have a strong lead flow but that
doesn’t mean it is time to cut
your marketing spend. In fact,
it’s the time to prioritise your
marketing activity.

For example, if installation is
the biggest headache right now,
prioritise marketing to focus on
products that are high value but
quick-fits – such as replacement
conservatory roofs or bi-fold
doors. That way, you maximise
profitability on a per-fitting team
basis.

Or why not use this opportu-
nity to build your order pipeline?
Given that most of your competi-
tors are also busy, extending
lead times now will give you a
safety net when demand starts to
slow. Indeed, there is an argu-
ment for maximising your mar-
keting activity right now,
capturing maximum business
and deferring installation. i

With demand outstripping
supply, companies are
feeling the heat. Purplex MD
Andrew Scott discusses how
installers can turn consumer
demand into more
profitable business – and
how now is the ideal time to
re-evaluate.
purplexmarketing.com

Bizarre – Rising
Demand Is A Crisis!



28 | Editor’s Comment | The Installer

The government has claimed that greener homes, jobs
and cheaper bills are all on the way as the £2 billion
Green Homes Grant scheme got rolling on 30 September,
along with a £1 billion plan to upgrade the energy
efficiency of public buildings.
Now we know that windows and doors won’t see a lot of
action from the Green Homes Grant as they are seen as
secondary measures that can only be installed once a primary
measure has been purchased with the £5,000 or £10,000
(for low income families) voucher that every householder in the
country will be entitled to.
The cost of most primary measures means there won’t be
anything leftover for a secondary measure in most instances.
It’s a simple mathematical calculation that one would have
though the Chancellor of the Exchequer was capable off – but
then he didn’t realise his Bounce Back Loan scheme was open
to massive fraud by overseas organised crime gangs. Bless!
However, one good item of news from the Green Homes
Grant is that there is £6.9 million up for grabs by training
organisations – and you can apply to get training to install
those primary measures. Time to diversify perhaps?

Home Security Month
October is Home Security Month sponsored by Yale at the
time of year burglars start to relish the long dark nights. It’s a
good campaign and one worth following – again if you want
to diversify and go back to previous customers with security
options.

Virtual Exhibition
FENEX will be the UK fenestration sector’s first ever virtual
exhibition. I saw these in the early days. They never really
took off. I think the thing about exhibitions is the personal
contact. But I’ll put it in my diary – along with the FIT Show in
May of course!

FENSA Takes The Lead On Leads
FENSA has a new lead generation service for members – and
it is generating business enquiries in the thousands. Turn to
page 12 to read all about it and how to get your fair share.
Remember, fuller details on the items mentioned above can be
found on News pages 5 & 6.

Brian J. Shillibeer, Editor
You can find all the latest daily news at TheInstaller.pro
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Top quality products
with aMULTI-BRAND

security guarantee

We are proud to offer the Q-secure hardware guarantee for our
security tested products. Q-secure helps Approved Manufacturers
& Installers offer the customer more, and SELL MORE.

Join the Q-secure Network Today!
qsecure.co.uk/join-our-network

info@vbhgb.com

www.qsecure.co.uk

@vbhgb

01634 263 300

The
Cutting Edge

Consumer Guarantee

Provided By

Homeowners receive UP TO £8000 in the event of a break in

VBH generate enquiries for Q-secure approved partners

Q-secure helps fabricators and installers sell more

Receive a Q-secure Approved Partner Accreditation

Company listing on our NEW Q-secure website

Offer Q-secure PREMIUM products at no additional cost

Top quality products
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We are proud to offer the Q-secure hardware guarantee for our
security tested products. Q-secure helps Approved Manufacturers
& Installers offer the customer more, and SELL MORE.
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*

FROM£299PER UNGLAZED PANEL
*Available in black, grey & white only

PLUS
VAT

Bifold door range



Creative
website design

from £400

Top agency
design but not
the cost
We supply cost effective
solutions, for both large
organisations and smaller
enterprises, whether
consumer based or
business to business.

In partnership with
our clients we deliver
successful solutions,
working on an individual
project basis or as a
regular support service.

Whether you are
looking to launch a new
website, revamp an
existing site, manage
your website content,
start selling on the
internet or are looking
at email marketing.
We are here to help.

With over 30 years
experience supplying
design and advertising
solutions for the web
and print, we are ideally
suited to provide you
with the competitive
edge. To be a winner in
your marketplace.

For more
information telephone
07784 268685
or cotact us by email at
info@stevebryant.co.uk

www.stevebryant.co.uk



THE FIRST TRULY ENVIRONMENTALLY FRIENDLY INSULATING GLASS DESICCANT:

INTRODUCING THE NEW NANOMOL-C MOLECULAR SIEVE
Many of us are guilty of avoiding it, especially when we feel comfortable with what we have, but
change does andmust happen. And there are times when truly beneficial change cannot be ignored.
Technology advances.

Cars get better, safer, faster, and more economical. And cleaner: traditional fossil fuels are being challenged to
minimise air pollution and improve efficiency. We do not keep buying the same old models, we move with the
times and we opt – yes change – to better ones with higher
performance and lower emissions.

Bio-degradable plastics have been developed to tackle the massive
issues of ocean pollution and waste disposal. We’d be crazy to keep
using the old indestructible plastics where a change to new versions are
available.

I.G. manufacturers have been using Zeolite-based molecular sieves for
nearly half a century. Until recently they were the best way, maybe the
only way, to achieve selective adsorption, allowing gas filling for
example without problems of expansion and contraction.

But that is no longer the case. Products are emerging with pure 3-Angstrom characteristics which not only
perform better in terms of adsorption capacity but cost significantly less too.

NEDEX Group are the biggest manufacturer of specialist I G desiccants in the world. 20 years specialising and
testing has now led to the ultimate Zeolite-free product, new NANOMOL-C. The challenge was to keep growing
production volumes despite worsening shortages of 3A Zeolites, which originate mainly in China and start life as
a 4A semi-finished product which then goes through an ion-exchange process to become (mostly) 3A.

This process makes 3A Zeolites a major environmental issue, because 20 tonnes of water are required to make
just 1 tonne. Worse, those tonnes of water polluted with heavy metals
and chemicals are often dumped untreated into rivers and land sites
close to the factories. To stop the pollution, authorities are now
applying strict environmental regulations and financial penalties, even
requiring the closure of some facilities.

NEDEX has pioneered the quest away from Zeolites. The development
and perfection of refined 3A crystalline calcium oxide powder from
their own mines marks the future. NANOMOL has already been the
largest selling I G desiccant for more than 10 years, and now it is time
for newNANOMOL-C to be presented to the world’s I Gmanufacturers.

• No environmental pollutants - Very high Delta-T temperature rise
• Lowest gas desorption /deflection due to pure 3A properties.
• Stronger bead structure = lowest possible dust index.
• Low electro-static - High adsorption capacity AWAC greater than 16%@ low 9% RH
▪ Controlled slow adsorption rate for minimum moisture take-up during the

manufacturing process, before being sealed in an I G unit.
▪ Meets all requirements of EN 1279:2018 - independently certified.

FROM AS LITTLE AS

79p / KG
NANOMOL-C in the UK and Ireland through exclusive Nedex agent

ASHTON INDUSTRIAL 01279 624810
www.ashton-industrial.com sales@ashton-industrial.com



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 To advertise
Call

Mehreen Haroon
07932 243 008

mehreen.haroon@profinder.eu

Aluminium Systems

Colour Applicators

www.kolorseal.co.uk
sales@kolorseal.co.uk

Tel: 0121 740 0217
Kolorseal Midlands

Tel: 01924 454856
Kolorseal

Conservatory Roofs

To fill this space
Call Mehreen Haroon

07932 243 008
mehreen.haroon@profinder.eu

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

Glass Handling

Window openers



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



No onsite beading or gasketing means

quicker installations. While Sheerline’s

patented corner joint method means

an end to stepped frames, leaving a

beautiful true mitred finish through the

bead line that homeowners love.

IT ’S TIME TO
DEMAND MORE
FROM ALUMINIUM

Call 01296 66 88 99 for enquiries
or contact us for a quotation

Fax: 01296 66 80 48 | enquiries@garrardwindows.co.uk

www . g a r r a r dw i n d ow s . c o . u k

FIT FASTER
WITH FEWER
CALLBACKS

Avai lable f rom

1 1
Colours

from stock
including

Duals
and anodised

Ultra slim window
system

1.4 U-value
W/(m²K)

Double glazed

PAS24

Choice of stepped,
contemporary and

flush styles
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