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ZX3 550 – 650
per week

All models manufactured entirely in the UK from components resourced in this country.

Whatever your production output or budget requirements if you fabricate upvc window or door frames we have
the sawing and machining center for you. Stuga fully guarantee the output of their sawing & machining centers.

Save operators • Save profile • Reduce skills • Improve efficiency, quality and consistency.

All models have rotary tooling, reusable offcut management, high frequency prepping heads, barcode & picture
label printer and management analysis software. Routing and notching on both sides of a profile standard on all

models. Also fully guaranteed factory rebuilds offered subject to availability.

AUTOFLOW-2 350 – 450
per week ZX5 800 – 1100

per week

Machinery

Sawing and Machining
as it should be

Long Proven British Innovation and Engineering

Ask for machine sales or visit www.stuga.co.uk

01493 742348

ZX
5 TOOLING RING
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Comment

Recently we went to a party. No, not one of those wild house parties
that the police had to break up, a perfectly civilised affair to celebrate
our friends' 60th wedding anniversary.The party went on all day, four
guests at a time in one-and-a-half hour time slots. Before we left the
next batch arrived and were ushered into the back garden, wearing
masks, while we put our coats on.

In the mddle of our stay I took a phone call, from my acountant as
a matter of fact, I told him where I was and what was happening.“Tell
me,” he said, “That the world hasn't go totally f*£*£*g mad!” We got
onto to his being able to play tennis (outdoors) but not badminton,
(indoors) when I can, quite legitimately, run a tai chi class with ten of
us in a hall. Before we finished he expressed the opinion that Boris
has completely lost the (same expletive) plot.

Because they can't take their usual summer holiday our friends have
saved around £5,000, cash in the bank and more probably, now Matt
(the Gringe) Hancock has cancelled Christmas. (Any bets they will still
manage a Boxing Day race meeting at Newmarket?)

Our friends are not in a unique situation, there is going to be a lot
of cash not being spent on travel this year which may account for the
window industry, and other home improvement sectors, being so
busy.That, coupled with people improving not moving house, though
I did read recently that the majority of movement in the housing
market is from moves rather than first time buyers. Of course people
who move are very likely to spend money on home improvements as
well.

Home imrovements, as a sector is doing OK but large chunks of the
service sectors are under pressure. The catering sector is under
pressure and travel is on its knees. A lot of people will soon find
themselves on short time. Some of the cash in the economy, maybe a
lot of it, came from the government's schemes to preseve the
economy. Business loans will need to be repaid over time but, more
importantly, the furlough scheme which has kept millions in jobs if not
actual employment is being phased out and it seems likely that its
replacement will result in mass unemployment which will give the
economy a big hit.

When this happens it is difficult to see things getting better. Unless
somebody does something soon we will be out of the EU with no
deal by the end of the year. And even if the south-east doesn't turn
into a lorry park tariffs on goods are likely to push up prices across
the board and there will almost certainly be shortfalls in supply of all
sorts of things including raw materials.

There has long been a view that what the Brexit lobby is really
aiming for is an unregulated, low tax, low wage economy.The Covid
crisis has given that plan a bit of a boost and come 2021 and beyond
they may well get their wish.

John Roper
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The Glass and Glazing Federation
(GGF) has released its Annual

Report 2020 reporting on the activity
and performance of the federation for
the year ending 31st December 2019.
The report reflects on a difficult but
steady year that saw the GGF gain 42
new members during 12 months of
uncertainty, anticipation and
preparation for the UK’s pending exit
from the European Union.
The report also highlights a year of

outstanding background work by the
GGF technical team and the ongoing
political activity the federation carried
out on behalf of members.
From the report, the GGF external

affairs and marketing team delivered a
best ever year in terms of brand
awareness with over 133 million
opportunities to see the GGF brand in
the trade, consumer and political media.
In addition, the GGF’s high quality
content saw 300k unique users visit the
GGF websites – GGF.org.uk and
MyGlazing.com in 2019.
The accounts yet again showed the

organisation’s strong financial position
and stability whilst also continuing high
productivity.

In the report, Mark Austin, GGF
president says: “Despite the many

challenges, the GGF continued to
operate and deliver the level of services
and benefits that our members no
doubt expect from the industry’s
leading trade organisation.”
John Agnew, GGF managing director

says: “The annual report and accounts
clearly show the GGF is in a strong
position to help members cope with the
challenges ahead, during these
extraordinary times.” ❐

Rising above

Wolverhampton
acquisition

NEWS
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Martin McCrimmon

CMS Group support services
director Martin McCrimmon has

been named the 2020 Institute of
Directors (IoD) Scotland Director of
the Year – Social Value & Sustainability
Impact, sponsored by Zero Waste
Scotland, at this year’s virtual awards
ceremony, in recognition of his
achievements in delivering the
company’s pioneering sustainability
strategy over the past 14 years.

Director of
the year

The IoD Scotland Director of the
Year Awards judges said: "Martin clearly
demonstrates a real passion for
achieving environmental targets and
social impact and has proven how
financial and business success can go
hand in hand with environmental
sustainability. He shows strong evidence
of leadership and strategic decision-
making. Martin is driven by ethics and
values, with investment in supporting
young people and excluded groups into
employment. He has clearly placed a
specific focus on achieving sustainable
growth, including through the
employment of a full-time
environmental advisor.”

David Ritchie, CEO of the CMS
Group says: “Huge congratulations to
Martin winning this new IoD Scotland
award, which is very well deserved. His
innovative thinking has enabled CMS to
make a difference, including putting in
place the processes and facilities that
are vital to ensure we can continuously
reduce our resource use across both
our manufacturing and installation
operations.” ❐

Mark Austin

The Sustainium Group has acquired
West Midlands based

Wolverhampton Glass, window, door,
and conservatory installer.

Trading since 1975, Wolverhampton
Glass has been installing windows,
doors and conservatories across
Wolverhampton and the West Midlands
for over 40 years.

Sustainium was launched by Neal
Harper with the aim of acquiring local
home improvement companies, building
on their established reputation, and
investing in their future, with particular
focus on low-carbon and sustainability.

Steve Newey, the previous owner of
Wolverhapton Glass, says: “It was the
right time to sell and dealing with Neal
and the Sustainium Group made the

whole process straightforward as they
were able to move quickly and
decisively.

Harper, says:“The Sustainium Group
is delighted to acquire Wolverhampton
Glass.Thanks to four decades of
experience, it has an excellent
reputation locally, and we are already
investing in new premises with a new
showroom and expanding the
management team. Our focus now is to
build on that reputation to enable
Wolverhampton Glass to thrive.” ❐



Popular.
Practical.
Profitable.

ORDER TODAY

Tel: 0113 277 8722
Email: info@morleyglass.co.uk
Direct fax for quotations: 0113 277 8723

from

www.morleyglass.co.uk

Morley Glass & Glazing Ltd, Unit 3, Leeds 27 Industrial

Estate, Bruntcliffe Way, Leeds LS27 0HH

Integral blinds are a popular and practical solution for many

doors and windows, giving you the perfect opportunity to increase

your profits. Pronto!
Quotes

available in
60 minutes.
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Demand is what we all crave when it comes to running
a business in any industry. 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. Having seen sales
and margins impacted by the referendum, Brexit and a
general election, doors then closed completely for three –
four months due to Covid-19.

Now it appears we are dealing with a different kind of
crisis, with demand outstripping supply. 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
manufacturers and suppliers across the industry are
working hard to increase capacity and stock levels to meet
customer demands.

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 circumstance of this installer, there
are several strategies that would maximise 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 windows to four
windows)

If the customer doesn’t want to increase products and
accepts the minimum 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

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

The crisis of demand
customer contracts,
including 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-10-
years’ time? This is
obviously a longer-term
play, but it is an issue the
industry 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 opportunity to build your order
pipeline? Given that most of your competitors are also
busy, extending lead times now will give you a safety net
when demand starts to slow. Indeed, there is an argument
for maximising your marketing activity right now,
capturing maximum business and deferring installation.

Be proactive now
While the market continues to be strong, with consumer

spending and the property market remaining robust, I
suspect it will soon be time to pay the ferryman. The
financial cost of Covid-19 and the lockdown leaves an eye-
watering deficit that must be addressed.

At the time of writing, the Chancellor was reviewing
£30bn in post-Covid tax hikes, and corporation tax rates
and entrepreneurs relief (Business Asset Disposal Relief)
are on the agenda.

So, taking the right steps now to review your business
and marketing strategy will help prepare your business for
an uncertain future. ❐

Andrew Scott

Andrew Scott is an industry consultant who has
acquired, built, and sold several companies in the

industry, including manufacturers, distributors, and retail
businesses. He is the founder and MD of Purplex

Marketing and Insight Data. For more information visit
www.purplexmarketing.com
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Have you thought of adding
Reversible windows ––
otherwise known as Top

Swing –– to your range?

They are suitable for many
applications, especially
multi-storey public or
commercial buildings.

The sash reverses fully for
easy cleaning from inside.

Being an outward-opening
mechanism, reversal of the
sash doesn’t interfere with
curtains or blinds.
With the latest version of Roto

FRH Uni reversible hardware,
safety is built-in with an
integral child restrictor and
reverse catch on every
window.

You can provide safety for
adults too. The additional
blocking device prevents
anyone from opening the sash
more than 100mm.

In appropriate settings, you
can specify windows suitable
for emergency escape.

The flexibility doesn’t end
there. The FRH Uni range is

also suitable for standard
projecting top-hung and
side-hung windows.

PAS 24 security is an option,
and with BS 6375 part 2
compliance, you are
assured of lasting quality.

Roto FRH Uni is available
exclusively from
our partners
Carl F Groupco.
Call them now on
01733 393 330 or
enquire at

www.carlfgroupco.co.uk

Find new openings with reversible windows



have the Construction Products Regulation (CPR). It lays
down harmonised rules for the single market of
construction products in the EU. The regulation offers a
common technical language, allowing the assessment of
the performance of construction products, and ensuring
the delivery of reliable technical data to the market. More
recently, our Smart CE marking initiative allows this
regulated data to be delivered in a harmonised digital
format. We welcome this initiative to help manufacturers
understand how digitisation can help compliance.”

Blane Judd, chair of IET Built Environment Panel,
says: “One of the goals of the IET’s Built Environment
Panel is to support the digitalisation of the built
environment sector. This still has a long way to go and a
better understanding and management of product data
will make a significant contribution to this journey.
Delivering built as designed buildings which will perform
better and are safer can be a reality. I am pleased to see the
culmination of a lot of effort in the launch of the “plain
language guide.” We are excited at the prospect of new,
fresh, open conversations on the topic of product data.”

New international standards published this year make
it possible for information to be provided in a
standardised, interoperable way, and the project team
believe that a simple process will allow manufacturers to
make their products traceable and protect against fraud
and incompatible product substitution. ❐

The first discussion group was held on Zoom on 11th
September. Manufacturers who want to participate can read
the article and sign up to join the call here:
https://bit.ly/ManufacturersPLG_1

MANUFACTURING
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The project is producing a plain language guide for
manufacturers setting out why digital product data is

important and how manufacturers can benefit by taking
simple low-cost steps. The project is supported by the
Institution of Engineering and Technology, Construction
Products Europe and the UK BIM Alliance.

“Structured product data has many benefits,” says Paul
Surin of IBM, a member of the project editorial team. “By
structuring data and taking advantage of the new
standards, manufacturers can start treating their
information as an asset, monetise their data, save
considerably on marketing costs and reduce risk.”

The risks to manufacturers of analogue methods of
handling data are considerable, says Patricia Massey of
Electrium. “The Grenfell tragedy has showed our
industry that knowing where your products are is essential
to public safety, but it also protects manufacturers.

“The new Building Safety Bill requires building owners
to certify their buildings are safe, and that requires
knowing what is in them. We are also seeing increasing
instances of construction companies being prosecuted for
product related failure. Manufacturers will need to
conform to the market need for standardised, traceable
product information soon, if only to protect their business
interests.”

John Parsons, director, digital, BEAMA, says: “BEAMA
welcomes the launch of this series of blogs. Making digital
product data available is an increasingly urgent topic and
industry needs to understand what to do.”

Christophe Sykes of CPE, on regulation, says: “One of
the characteristics of the European industry is that we

Own
your data

A new initiative aims to get manufacturers in the construction industry to take ownership of their
product information.A series of articles are being produced and manufacturers are encouraged to
join a discussion group to share their views
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– Specialist in bespoke design for site use
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– Free delivery on bulk orders
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Our products include a varied range of
equipment ranging from stillages, racks and
tables to specialised optimisation trolleys.



what they think, do
they have any ideas
of how to manage
this risk?

Encourage and
facilitate positivity;
I was taught the
three P’s by David
McLean, an ex-
Marine turned
psychotherapist:
positive thoughts,
positive
interaction, and
physical exercise.
All of these unlock
the good
chemicals in your
brain and when
you feel good you
work better, you
are healthier. You
can have
lunchtime workouts or encourage walking to work but of
course, you can’t control people's thoughts. However, you
can control the environment that they are in. That
environment may be contributing to your employees'
thoughts; are they positive or negative? Do your teams
have positive interactions, or is it all transactional? Do you
ask your employee “how are you doing?”, then
immediately follow up with, “have you got that job done
yet?” Because that’s transactional, try to ask how people
are and listen to their answer.

These are all powerful tips for managing mental health
and stress. But it's hard to have positive interactions right
now because of social distancing, it may even be hard to
have positive thoughts right now. But when we are
returning to work it is so important that we listen to our
team's concerns and hear what they are saying. If you have
spent your business life looking for accountability this is
how you get it. Engage, and involve your teams, be
interested in them, help them succeed because when they
succeed you succeed and then, sit back and watch them
choose to be accountable.

When it comes to managing stress and wellbeing, I
don’t have all the answers and I am far from a psychologist
or an expert, but I have found that we have two ears and
one mouth so we should probably act accordingly. ❐

HEALTH AND SAFETY MATTERS
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What’s the context?Well, there are loads; our personal
situations, our physical and mental health, our

attitudes, work culture, the list goes on. But no matter
what, these are stressful and anxious times. How can we
mitigate that now we are returning to work?

Some simple tricks I have seen during this pandemic
that I liked:

● Communicating changes to the workforce before they
return. Maybe a video of what the factory looks like so it's
not a surprise.

● Have open Q&A calls with senior leaders to allow
staff to ask questions.

● Regular updates, I love the relaxed selfie-style video
from senior leaders.

One of the best solutions is simple, not easy but simple.
It’s talking, open, honest, and supportive conversations.
The catch here though is that it isn’t a one size fits all
solution. Stress and mental health, is like a dog walking
through a muddy puddle. My dog is a very tall Standard
Poodle, he walks through a puddle and just his paws get
wet. My mum's dog a Cocker Spaniel, not very tall, gets
soaked. The point is that different people react and are
impacted in different ways. So you, and your managers
need to be trying to have conversations with all your
employees. Discussions where you listen to your team's
concerns, try to have empathy, try to understand the
context, and most importantly don’t judge. Remember
you are talking to collaborate and find solutions.

As business leaders or managers we feel the need to
always have the answer, but right now, no one has the
answer, this is new to us all, so don’t try to fix it yourself.
Use the largest and most diverse asset in your business,
your employees. Cognitive diversity in your employees is
one of the biggest untapped resources in our businesses
(that’s for another article though). Ask your employees

Talk about anxiety
So, we are going back to work, a lot of people will be feeling some form of anxiety about returning.
Some more than others, this depends on our current appetite for risk, and that appetite depends on
the context of the situation says James Macpherson GGF director of health and safety

James Macpherson
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British Fenestration Rating Council

Prove acoustic performance with BFRC ratings
BFRC Noise Reduction Ratings let you prove the
acoustic performance of your window and door
products with our highly recognised ‘rainbow’
rating label - independent, impartial, trusted.

Homeowners no longer select new windows and
doors simply based on price. They want to know
what they purchase will improve their home’s
comfort, so product performance is now a priority.

By using the renowned BFRC rating scale to
demonstrate the noise reduction properties of your
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leave your customers in no doubt.
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qualifications to pass through the new route, a one-year
temporary card will be available. Within this one-year
period the appropriate qualification will need to be
achieved as the temporary card will expire after this period
has passed and will not be able to be renewed.

To ensure the whole process is kept up to date and
continues to meet best practice, the approved trainers will
take part in regular formal review meetings with the CAB
training committee, GQA and systems house training
departments.

To apply for a CSCS curtain wall installers card there
are different processes to follow depending on the type of
card the installer is applying for and on what qualification
the installer has. Further information is provided on the
CAB website as to the various routes that can be taken to
attain a CSCS curtain wallers card.

A full list of those organisations that deliver either the
one day Curtain Walling Essential Knowledge or the one day
GQA approved Systems House Curtain Wall Product
Awareness courses will be offered via the CAB websites
with links to the course booking systems. In order to
register industry interest in keeping informed of the
imminent roll out of the CSCS curtain wallers card
scheme and how to make bookings onto the scheme that is
expected to start in the next few months, please contact
CAB via email or by phone.

It is expected that the CAB scheme will be extended to
offer further competency skills in other aluminium
fenestration related installation and CAB will be listening
to the requirements of its members and the wider industry.

Despite the pandemic, it is business as usual at CAB and
staff are on hand at the offices to answer any aluminium
fenestration related questions. ❐
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Information is regularly updated on the CAB website at
www.c-a-b.org.uk. For association membership enquires
please contact Jessica Dean at the CAB offices by email

jessica.dean@c-a-b.org.uk or by phoning on 01453
828851

Raising
the numbers

ALUMINIUM – THE COLUMN

For its part, the UK Aluminium in Building sector trade
association, the Council for Aluminium in Building

(CAB) has partnered with GQA Qualifications a leading
awarding body and CSCS partner to develop a new route
to a curtain walling installers CSCS card. It is recognised
that it is important that all those people who are applying
for a CSCS card can show they have undertaken CPD and
have up to date knowledge of the industry and different
curtain walling systems.

The overriding objectives in the development has been
to raise competency levels by developing standardisation
of basic knowledge and best practice whilst ensuring a
consistency of CSCS card achievement which will ensure
that site installers are qualified both in their field of
expertise and knowledge of the particular system being
installed. The intention is to the promote the scheme to
attract new talent by presenting the fenestration sector in
construction as a desirable career path.

The new route involves a number of steps, whether the
installer is a new entrant or an installer renewing a CSCS
card, with or without a relevant NVQ. These routes will all
include a one day curtain walling essential knowledge
workshop. The purely generic training day has been
developed by the CAB training committee as part of the
formal route to achieving a first or renewed curtain walling
installers CSCS card and aims to ensure that installers
have the required basic knowledge to undertake an
approved systems specific training and ultimately reduce
snagging on site and the associated costs involved with
this. The topics covered include: handling and storage of
materials; principles of weather-tightness; surveying and
setting out; tolerances and reading drawings and
specifications.

Candidates will attend the training at GQA approved
training providers who will deliver the CAB curtain walling
workshop and who will steer candidates through the
various steps to achieve the new CAB CSCS curtain
walling installers card. In order to allow time for those
installers needing to undertake further CPD, training or

There has never been a greater need to increase the skill sets within the £110bn UK construction
sector which contributes 7% of GDP. In addition, according to RICS the shortfall in the number of
skilled construction workers in the UK is currently at its highest point since 2007 and it is estimated
that 200,000 workers will need to be recruited by the end of this year
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“Exlabesa have had a major presence in the UK for
nearly 20 years,” says sales director Kevin Warner.

“We don’t just have a token satellite office in the
UK – the vast majority of the products we sell in

Britain have been made in Britain, and many
have been developed over years of close

consultation with British fabricators.
“Exlabesa UK would not have grown
into the successful business it is today

without the hard work and ingenuity
of our experienced British-based
employees, and the support of
fantastic fabricators all across the

country.
“We want to take this opportunity to thank

them all, and we look forward to seeing what we can
achieve together in the months and years to come.” ❐

www.exlabesa.co.uk

ALUMINIUM SYSTEMS
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Systems company Exlabesa has been
accepted into the Made in Britain

group of UK-based
manufacturers. This fast-
growing community was
established to celebrate and
raise awareness of quality
British manufacturing
businesses.

To be eligible, companies have to
agree to the organisation’s stringent
code of conduct, which commits firms
to providing quality products, treating
employees well, and generally conducting
themselves as ethically as possible.

As a member of the network, Exlabesa is
now entitled to display the Made in Britain
mark on its website, brochures and other sales material.

Mark of the trade

Aluminium systems company Exlabesa has added Xlaslide sliding
door to its range.
The new door has been designed to tap into soaring
demand for luxury home improvement products that
blur the lines between home and garden according
to an Exelbasa spokesman.
The company claims that the door is easy to
manufacture and install, and feedback has already
been extremely positive from both fabricators and
end users.
With slim sightlines the twin or triple-tracked
Xlaslide door can support panes up to 200kg in
weight, and offers a smooth action thanks to its
heavy-duty adjustable rollers. Exlabesa also claims
typical U-values of 1.5 with a 1.0 centre pane value.❐

www.exlabesa.co.uk



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



limited opening helping to reduce the risk of falls from the
window or trapped fingers. Aesthetically, the use of push
parallel style windows can also help to create a more
uniform façade.

Lighten up
With so much focus rightly being placed on physical

safety and the need to reduce the risk of infection, it’s
important to also consider the emotional and mental
impact of a building’s design. As well as providing
practical benefits, aluminium fenestration systems also
offer exceptional aesthetic appeal and can help maximise
the use of natural light – which in turn can influence the
wellbeing of the building’s users. Owing to the inherent
strength of aluminium, larger expanses of glazing can be
safely supported within much narrower frames to provide
slim sightlines, wider views and a greater link between
internal and external areas.

Built to last
Another important attribute of aluminium is the fact

that it is incredibly durable and requires very little
maintenance. At a time when cleaning regimes have had
to be increased but costs must be restricted, this can make
a huge difference to overall maintenance budgets.The use
of a powder coating can further boost the durability of
aluminium and many new innovations are now available
which include bespoke decorative and textured finishes, as
well as specialist coatings such as those that offer anti-
bacterial properties or higher resistance to exposure to
UV light and humidity.

Early engagement with the systems manufacturer is an
important part of the specification process and in these
uncertain times, can help identify the most appropriate
and most cost-effective options for fenestration packages. ❐

To discuss your next project, please contact Senior
Architectural Systems on 01709 772600 or

info@sasmail.co.uk. Further information and regional
contact details can be found on the website –

www.seniorarchitecturalsystems.co.uk

ALUMINIUM SYSTEMS
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In the wake of the recent Covid-19 outbreak, building
owners are re-evaluating how people enter and use their

facilities and in high-traffic areas, the choice of door
system can make a big difference.

High-traffic touch points like door handles can become
a breeding ground for bacteria and viruses and as a result,
require regular cleaning. Automatic doors can therefore
provide a safe and secure solution and can be used both as
main entrance doors and internally to help further limit
the risk of contamination within a building.

If automatic doors are not appropriate, many existing
aluminium doors systems can be fabricated to utilise
innovative hardware such as wave-activated touchless
entry and exit pads. Other entrance system options that
can be offered to help building owners navigate the new
COVID-19 regulations include the use of facial and
thermal recognition cameras, and people-counting
monitors to help manage occupancy levels.

Fresh thinking
Ensuring adequate ventilation, particularly in small and

enclosed spaces, has long been recognised as an important
way to maintain a healthy internal environment. Safety
must always be a key consideration when specifying
windows and different opening styles offer different
solutions.Tilt and turn aluminium windows are a popular
choice as they combine the look of a traditional casement
window with a modern opening style that can be operated
in two ways – they can be used in the tilt position for
ventilation, with the turn function used for ease of
cleaning from the inside.

Not only easy to clean, the tilt feature also provides
ventilation with restricted access to prevent people,
children in particular, from climbing out – making this
style of window particularly useful for high-rise residential
schemes.

To meet the specific challenges of the commercial
sector, especially education and healthcare projects,
parallel push style windows are also a great solution.With
hinges on all sides of the frame, this type of window can
be easily pushed open and yet will remain parallel to the
wall. This enables rooms to be safely ventilated, with the

A healthy choice

From slimline curtain walls to robust commercial doors and thermally-efficient windows, the
flexibility offered by aluminium systems makes them a popular choice with fabricators, installers
and main contractors alike. Now with the need to make all facilities COVID-secure presenting
numerous challenges, Senior Architectural Systems’ sales director James Keeling-Heane explains
how aluminium systems can help create safer spaces and healthier interiors



01733 459955
sales@bsws.co.uk

Yaxley, Peterborough PE7 3EA
www.bsws.co.uk

01793 530808
sales@gardenofeden.co.uk
Swindon, Wiltshire SN3 5EZ

www.gardenofeden.co.uk

01296 66 88 99
enquiries@garrardwindows.co.uk

Leighton Buzzard LU7 9GX
www.garrardwindows.co.uk

01268 77 55 66
sales@gjb.co.uk

Rayleigh, Essex SS6 7UY
www.gjb.co.uk

01782 391900
sales@listertf.co.uk

Stoke-on-Trent ST4 2RS
www.listertf.co.uk

01323 723724
enquiries@whiteline.co.uk
Eastbourne BN23 6QA
www.whiteline.co.uk

NOW AVAILABLE FROM OUR LAUNCH PARTNERS

Classic
Ul tra-s l im, ul tra-secure
aluminium windows

s h e e r l i n e . c om | 01332 883960 info@sheerl ine .com

ALUMINIUM
DONE RIGHT
Available in any dual colour

combination on swift
leadtimes, our beadless Classic

system is also fast to fit.
Featuring beautiful corners,
which remove the unsightly

junctions of square cut beads.
It’s time to raise your

expectations of aluminium,
it’s time to try Sheerline.

1 1 COLOURS INC
3 ANODISED OPTIONS

PLUS DUAL COLOURS ON
STANDARD LEADTIMES

FIT FASTER
NO ONSITE
GLAZING
REQUIRED

FIT BETTER
PERFECT
CORNERS

AND FEWER
CALLBACKS

NOW AVAILABLE FROM OUR

CALL TO DISCUSS BECOMING A STOCKIST



Isuppose it was inevitable with
our backgrounds, that when I

joined Steve Stewart to grow
Brisant Secure, the hardware
house he’d set up, we’d focus on
door hardware. And we’d be
obsessed with solving the two
biggest problems in door
hardware.

We were on a mission to
transform the embarrassingly
poor levels of security installers
were forced to accept, and
hardware coatings so bad they sometimes didn’t make it
out of the warehouse without pitting, peeling, or
discolouring! Fabricators and installers were painfully
aware of both problems, but the hardware industry just
didn’t want to see these two elephants in the room. If they
acknowledged them, they’d have to put their hands in
their pockets and solve the problems.

Brisant burst on to the locksmiths’ market in 2013 and
quickly won over the demanding locksmiths’ market with
‘locks for locksmiths’. Then, in 2015 we launched Ultion
for door fabricators and installers.We knew security was a
big homeowner concern and the industry’s products were
not having much effect. But, security sells doors, and
extreme security sells more, because it’s what installers
want to sell, and homeowners want to buy. Ultion was a
new generation of lock, designed to keep burglars out in
the real world, not just pass unrealistic security tests in test
labs.

Approved by every ‘body’, Ultion lock has all possible
accreditations including the BSI Kitemark,TS007 3 star,
Secured by Design and Sold Secure Diamond. In Sold
Secure Diamond tests Ultion resisted all attempts to
break in and tester teams gave up after an hour.This is the
robust security homeowners expect.We’re so confident in
our security that Ultion is backed up with a free 10-year
£1,000 guarantee against burglary by lock snapping.“The
Ultion guarantee is a great selling tool as it gives our
customers reassurance, although we’ve not had any call
backs,” says Kevin Barrett, owner of Barrett’s Windows.

“Brisant offers the most secure products on the market
which is why we use them as we want to offer our
customers the best,” says Martin Harris, joint director of
Qualitere Windows.

Corrosion standards were also very poor with hardware
peeled, pitted, discoloured, and corroded. In fact, they
were totally useless in marine environments, and polluted
atmospheres attacked coatings in or near urban and
industrial areas too.

Currently, the standard accelerated weathering test for
hardware is 240 hours (10 days) in salt spray. The ‘best’

HARDWARE
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We are on a mission to transform security and
corrosion resistance with hardware that does
what it says on the box, says Brisant Secure CEO
Nick Dutton

Nick Dutton

test is just 480 hours (20 days), but that’s nothing if you
live by the coast. So, we left Lock Lock and Sweet door
furniture in for over 8,760 hours (1 year). Protected by
multiple special coatings and smart designs they came out
as good as new. So, the Brisant Secure 10-year guarantee
is not a paper-promise guarantee that we hide behind. If,
on the remote chance, something does go wrong, we will
sort it out directly with the homeowner, so the installer
does not suffer the consequences in cost or reputation. ❐

www.brisant-secure.com

Real standards



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

Provided By

SELL MOREwith

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

The
Cutting Edge

Consumer Guarantee



Technical director Strafford Cooke has been with Mila
for 30 years, marketing director Sarah Gyde 20 and

Jennie James from Mila’s sales office team, has completed
her first decade with the business.

Managing director Richard Gyde, himself a 39-year
veteran, says that the reason why people stay at Mila is not
because they are comfortable or complacent but because
it’s an exciting and dynamic business where people have
the opportunity to build exciting and rewarding careers.

“We know that our team are our biggest asset, so we’ve
created a culture where hard work and loyalty are

HARDWARE
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A proud forty years
As Mila records its 40th year in the UK several members of its staff are celebrating milestone
anniversaries with the company

Architectural ironmongers are being encouraged
to demonstrate their competence for specifying
door hardware by gaining a diploma in
architectural ironmongery in preparation for
industry changes.
The Guild of Architectural Ironmongers’ (GAI)
education programme is offering a Certificate in
Architectural Hardware as a self-led, online course
and examination in two stages. It is particularly
useful for those working in related warehouse
and trade counter roles, scheduling and
estimating, customer service, technical support,
sales and administration.
Those who complete Stage 1 will be fully
competent in making informed decisions when working with particular products and materials, and
will have a good understanding of best practices and industry standards. Stage 2 shows learners how to
apply product and industry knowledge. It also gives a more in-depth understanding of the industry and
its components such as fire door hardware, access control systems and intermediate scheduling. ❐
Enrolments will close on 18 December 2020.To find out more about the GAI Education programme visit:
www.bit.ly/GAI-Education-Hub

www.gai.org.uk

rewarded. Right across the business, our team have
accumulated vast amounts of knowledge and experience
and of course that’s ultimately what makes Mila a great
company to do business with.”

Strafford Cooke, who spends much of his time
providing technical support and advice to customers, as
well as sitting on various industry committees
representing the views and interests of the hardware
sector, says: “The Coronavirus pandemic has shone a light
on corporate cultures like nothing before, and the way that
everyone at Mila has responded and been supported
throughout has confirmed to me exactly why I’m still here
after 30 years. Mila cares about its staff and its customers
and that really matters to me. I’m proud to have spent so
much of my career here and I’m already excited about
what we will all do next.”

Sarah Gyde says: “Mila strives to be the best hardware
business in the UK, and I think our marketing has always
reflected that. Over the past 20 years, I’ve worked hard to
help build a brand with real integrity which promotes
quality and service above all else. Certainly, we
differentiate ourselves via our products but, more
importantly, we differentiate ourselves via our team and
I’m proud to be a part of it.” ❐

www.mila.co.uk

GAI Education programme in Dubia

Mila’s original premises opened in Daventry 1980



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



them that
they
guarantee
paying out
thousands of
pounds if
something
goes wrong.

The first
step towards
refreshing Q-
secure was to
add more
products to
the approved
products list,
including the
ArTech tilt
and turn
system from
our Italian
partner AGB,
and our own greenteQ ClearLIFT lift/slide door system.
The general public’s appetite for big ticket home
improvement items such as patio doors shows no sign of
abating, which is why Q-secure Network members have
access to guaranteed bi-fold doors, inline sliders and now
lift/slides. AtVBH we refer to these as our lifestyle product
range.

We are investing heavily to generate more leads and
enquiries through a number of channels for all in the Q-
secure Network. Part of this investment has been spent on
giving the www.qsecure.co.uk website a major face lift.

The headline upgrade for many is that we have
increased the potential maximum pay out from £3,250
with Q-secure original to £8,000 with the new Q-secure
Premium.

We are all doing things differently now. Consumers are
researching before making even the smallest purchase, let
alone making a major investment like replacing windows
and doors. They demand more bang for their buck. It’s
important to know, though, that this doesn’t mean they
want everything cheaper. Do we, when we have our
‘general public’ hats on? No, what we all want is extra
features or services for our money. Like a free 10 year
security guarantee for instance.

At VBH we urge fabricators and installers to sell on
security, quality, features and guarantees, and move away
from the price argument as much as possible. The
companies that are thriving are those focusing on
aspirational products such as lifestyle doors, heritage flush
windows and colours, and offering extras such as Q-
secure. ❐

HARDWARE
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Many of The Fabricator’s readers will know that VBH
have been supplying the UK window and door

market for a very long time. In fact it was in 1975 when we
first started to bring hardware over from Cologne, before
opening our UK operation in 1982.

Since that time we have evolved from being a distributor
of other people’s hardware into being a manufacturer in
our own right, following the creation of our own greenteQ
brand over a decade ago.

We have now become more than just a supplier, and our
major customers now see us as a partner.

It’s our duty to support our partners which we do in a
number of ways.

We make ordering and stock management easier by
offering simple services such as VBH24, our online shop,
which has seen a huge uplift in users in 2020. It has shown
that online purchasing is becoming as popular in the
workplace as it is at home.

The ultimate goal of all our customers/partners is to sell
more windows and doors at the best possible margins.To
help with that we offer a comprehensive hardware
guarantee. This is available to approved VBH customers,
or their installer customers in the case of trade suppliers
(the Q-secure Network). We call this the Q-secure
guarantee which they can offer to the consumer to help
clinch a sale.

Q-secure promises to pay the homeowner direct if a
break in occurs during the 10 year duration of the
guarantee.We believe that if the members of the Q-secure
Network offer something that their competition can’t,
they have an edge. They can then focus the prospect’s
mind on quality and security rather than on price.

During lockdown our thoughts turned to how we could
help our customers negotiate what was sure to be a rocky
road when they returned to work. So we invested further
in Q-secure to make it even more attractive to everyone in
the supply chain from fabricator to consumer.

Q-secure differs from other hardware guarantees in that
it is a multi-brand guarantee. It’s not just a greenteQ
guarantee; we also include hardware brands from some of
our supplier-partners. This means fabricators are free to
choose their own preferred hardware package from the list
of approved hardware that we offer. This results in each
approved manufacturer tailoring its individual window
and door products to its own satisfaction. It ensures that
everything on a window, door or patio door is covered so
there can be no quibbles if a valid claim is made. In theory
a casement window could include hardware from
greenteQ,Yale and Roto, for example.

Installers know that the products that they are selling
are secure and they have an extra sales tool to use.
Consumers get the reassurance that the suppliers of their
new windows and doors are so confident in the security of

Can’t compare?
Gary Gleeson, marketing manager at hardware specialistVBH, explains that by offering extras such
as a free security guarantee, its customers are scoring against their competition

Gary Gleeson



*

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

PLUS
VAT

Bifold door range



Saint-Gobain Glass has launchedVisiosun a textured glass for the residential and commercial glazing
markets.According to JenniYoung, market manager - premium residential and design & deco, the glass
provides high levels of privacy without sacrificing natural light.
Visiosun features parallel lines that create a reeded glass effect. It offers high transparency, allowing
large amounts of natural light into a room, combined with high privacy levels.
Young says:“Visiosun is easy to process, cut and handle and is available in a wide range of thicknesses
and dimensions. It features a directional pattern which can be used in both vertical and horizontal
orientation for vast creative scope. It also offers a highly neutral appearance due to the extra clear
substrate used in its production, allowing for light and privacy to go hand in hand while also
personalising any space.” ❐

www.uk.saint-gobain-building-glass.com

TRADE NEWS
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The CMS Group has reported another 12 months in
which none of its production or post-consumer waste

was sent to landfill, making it three ‘zero landfill’ years in
a row.

In its last financial year (2019-2020) CMS handled
2,802 tonnes of waste, generated mainly from post-use
windows and doors that its installers remove during
replacement contracts but also including waste from its
office and factory operations – all of which is strictly
recycled as standard. Of this waste, 3.1% was re-used,
96.5% was sent to be recycled and where possible remade
into new products, including new glass double glazed
units, and the remaining 0.4% was used by waste-to-
energy specialists.

CMS Group CEO, David Ritchie, said: “Hitting our
zero landfill target for a third year in a row is a tremendous
achievement and reflects the dedication and effort of the
whole team in maintaining the highest levels of
sustainable manufacturing and installation. Waste
reduction and elimination is only going to become more
important right across the construction and housing
sectors as we work towards the zero carbon target dates set
by Scottish and UK governments, so it is pleasing that we
are already providing a successful model for the
fenestration industry.” ❐

www.cmswindows.com

Three years zero



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



Tel: 07932 243008 Email: mehreen.haroon@profinder.eu

Baypole Jacks

Colours

Aluminium
Bi-Folding doors

PROFINDER www.profinder.eu

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

Access Systems

For all your access 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

Aluminium Fabricators

Conservatory Roofs

Fly/Insect Screens

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

Tel: 0121 740 0217
Kolorseal Midlands

Tel: 01924 454856
Kolorseal

Window openers

Colours

Glass Handling

To Advertise
call

Mehreen Haroon
07932 243 008



Machinery

Limited

www.wmduk.com
WE PROVIDE A FAST, FRIENDLY AND COMPETITIVE SERVICE

All makes of New Machinery at competitive prices
Large selection of Refurbished Machinery
Part Exchange welcome
All machines supplied with warranties
Highly skilled service engineers for all your repairs,
breakdowns and servicing
Fast response spares department

SERVING THE WINDOW INDUSTRY

Tel: 0113 393 8939
Email: sales@wmduk.com

WE PROVIDE A FAST, FRIENDLY AND COMPETITIVE SERVICE

eGG s llm kiliGemskill

PROFINDER www.profinder.eu

Machinery

Sawing and Machining as it should be

01493 742348
Ask for machine sales or visit www.stuga.co.uk

ZX3 550 – 650
per weekAUTOFLOW-2 350 – 450

per week ZX5 800 – 1100
per week

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

To Advertise
call

Mehreen Haroon
07932 243 008

Recycling

Spares for Repairs

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



Window Bags & Display Cases

To Advertise
call

Mehreen Haroon

07932 243008 Email

mehreen.haroon@profinder.eu

Tel: 07932 243008 Email: mehreen.haroon@profinder.eu

PROFINDER www.profinder.eu

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
IIINNNDDDUUUSSSTTTRRRYYY FFFOOORRR OOOVVVEEERRR 222555 YYYEEEAAARRRSSS

Window Bags & Display Cases



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

@insightdata
www.insightdata.co.uk

502 Worle Park Way, Weston-super-Mare, BS22 6WA



Alumet
01926 811677
www.alumet.co.uk
Aluminium Bending Specialists
01623 721172
www.absltd.co.uk
Aluminium Sashes
01452 616581
www.aluminiumsashes.co.uk
Amberley Doors & Windows
01453 889362
www.amberleydoorsandwindows.co.uk
APiC UK
0121 541 2121
www.apicuk.ltd.uk
Arkay Windows
01923 803923
www.arkaywindows.com
AWS Turner Fain
01905 774267
www.awsturnerfain.com
Ayton & McKeown
01733 390422
www.ayton-mckeown.com
BarnshawsAluminium Bending
0121 521 4297
www.barnshaws.com
CDW Systems
01452 414853
www.cdwsystems.co.uk
Clearway Doors & Windows
01242 513322
www.clearwaydoorsandwindows.co.uk
Crown Doors and Shutters
0191 419 4499
www.crownasl.co.uk
DortechArchitectural Systems
01484 451177
www.dortech.co.uk
Drayton Windows
01603 789389
www.drayton-windows.co.uk
Emperor Shopfitters
020 8590 4466
www.emperorshopfitters.co.uk
Fentrade
01633 547787
www.fentradealuminium.co.uk
Fineline Aluminium
01934 429922
www.finelinealuminium.co.uk
Glasshus Facades
0113 390 0126
ww.glasshusfacades.co.uk
Granada Secondary Glazing
01909 499850
www.gsecg.com

Architectural Metalwork Fabricators & Manufacturers

Fabricators & Manufacturers

Fabricators & Manufacturers

Consultants

Extruders

Finish Architectural
0121 327 0523
www.finisharchitectural.co.uk
OnLevel
0161 804 9500
www.onlevel.com
Presstek
01527 918651

Aluminium Shapes
01536 262437
www.alishapes.co.uk
Hydro Extrusion UK
01773 549300
www.hydro.com

a2n Management
07766 565027
www.a2n.co.uk
E P Consultants
01785 824580
NET Project Management & Consultancy
01775 712771
www.netpmcs.co.uk
Placing Leaders
01280 817835
www.placingleaders.co.uk
The Design Solutions Business
01922 277310
www.dsbltd.com

3D Aluminium
01865 881403
www.3daluminium.co.uk
4 Aluminium
01733 889533
www.4ali.co.uk
Acorn Aluminium
0115 928 2166
www.acornaluminium.com
AEL
01695 732132
www.a-e-l.co.uk
AlchemyArchitecturalAluminium
Systems
01922 634009
www.aaasl.uk
AlimaticArchitecturalAluminium
Systems
01376 347789
www.alimatic.co.uk
Allied Glazing Systems
0114 243 3595
www.allied-glazing.co.uk
AluFold Direct
01706 260700
www.alufolddirect.co.uk
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The Council for Aluminium in Building’s aim is to support the interests of the architectural aluminium industry by
encouraging the increasing use of aluminium products in architecture and in the construction industry as a whole

HansenFacades
0161 284 4109
www.hansenfacades.com
IDF Aluminium
0844 8000 683
www.idfaluminium.co.uk
MBE Glazing Systems
01422 311889
www.mbeglazing.com
Metalline (Services)
01543 456930
www.metalline.co.uk
NorDan Aluminium
01698 376922
www.nordan.co.uk
Norwich Aluminium
01603 327373
www.norwichaluminium.co.uk
Open Entrances
01923 277901
www.openentrances.co.uk
Openwood Facades
01268 574260
www.openwoodgroup.co.uk
Panel Systems
0114 275 2881
www.composite-panel.co.uk
Prater
01737 772331
www.prater.co.uk
Ridgeway Facades
01452 883817
www.ridgewayglazing.co.uk
Solarlux Systems
01707 339970
www.solarlux.co.uk
The Rooflight Company
01993 830613
www.therooflightcompany.co.uk
The Standard Patent Glazing
Company
01924 461213
www.patent-glazing.com
TheWindowGlassCompany(Bristol)
0117 977 9292
www.windowglass.co.uk
Total Aluminium Systems
01823 353395
www.total-aluminium.co.uk
Unique Window Systems
0116 236 4656
www.uniquewindowsystems.co.uk
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AkzoNobel Powder Coatings
0191 401 2281
www.interpon.co.uk
Barley Chalu
01953 602771
www.barleychalu.co.uk
Chemetall
01908 649333
www.chemetall.com
Powdertech (Corby)
01536 400890
www.powdertechcorby.co.uk
Sherwin-Williams General
Industrial Coatings
0151 486 0486
www.synthapulvin.co.uk
Superior Paint & Powder Coating
024 7646 4676
www.sppcltd.co.uk
Tomburn Ltd
02392 692020
www.tomburn.com
United Anodisers
01484 533142
www.unitedanodisers.com
Vertik-Al
0121 608 7171
www.vertik-al.com

Float Glass Industries
0161 946 8000
www.floatglass.co.uk
Glas Trösch
0208 366 1662
www.glastroeschgroup.com
Guardian Industries UK
01405 726881
www.guardianglass.co.uk
Pilkington UK
01744 692000
www.pilkington.com
Saint-Gobain Glass
01977 666100
www.saint-gobain-glass.com

Glazing Products

Hardware

Hardware
Alpro Architectural Hardware
01202 676262
www.alpro.co.uk
AOV (UK)
01484 613612
www.aovuk.co.uk
ASSA ABLOY OpeningSolutionsUK&
Ireland
0845 873 4838
www.adamsrite.co.uk

Finishing

CAB Members 2020

Hardware

Window Ware
01234 242713
www.windowware.co.uk
Winkhaus (UK)
01536 316000
www.winkhaus.co.uk

Recyclers

Repair and Maintenance

CommercialWindows & Doors
020 8885 8585
www.comwin.co.uk

Elumatec UK
01908 580800
www.elumatec.com
Emmegi (UK)
024 7667 6192
www.emmegi.com
Haffner Murat
01785 222421
www.haffnermurat.com
Promac
01788 577577
www.promac.co.uk

Machinery Suppliers

Installers

Roofing Components

Dales Fabrications
0115 930 1521
www.dales-eaves.co.uk
Guttercrest
01691 663300
www.guttercrest.co.uk

Alutrade
0121 552 0330
www.alutrade.co.uk

Safeguard Glazing Supplies
01780 751442
www.safe-guard.co.uk

Axim Architectural Hardware
020 8685 9685
www.axim.co.uk
Caldwell Hardware (UK)
024 7643 7900
www.caldwell.co.uk
Carl F Groupco
01733 393330
www.carlfgroupco.co.uk
CiiLOCK Engineering
01455 891604
www.ciilock.com
dormakaba
01462 477600
www.dormakaba.co.uk
Dyer Environmental Controls
0161 491 4840
www.dyerenvironmental.co.uk
ERA Home Security
01922 490050
www.eraeverywhere.com
GEZE UK
01543 443000
www.geze.co.uk
HOPPE (UK)
01902 484400
www.hoppe.co.uk
L J Pratley & Partners
01277 633933
www.ljpratley.co.uk
L P Window Controls
01268 724506
www.lpwindowcontrols.co.uk
Prosale Automatic Doors
01452 729182
www.prosaledoors.co.uk
R W Simon
01805 623721
www.rwsimon.co.uk
Sapphire Louvres
01455 612222
www.sapphire-group.co.uk
SE Controls
01543 443060
www.secontrols.com
Securistyle
01242 221200
www.securistyle.com
SFS
0113 208 5500
www.sfsintec.biz
Sobinco
07955 282910
www.sobinco.com
Titon Hardware
01206 713800
www.titon.co.uk
VBH (GB)
01634 263263
www.vbhgb.com

Shading Devices
AW Louvers & Ventilation
01684 274608
www.awlouvers.co.uk
Contrasol
01727809459
www.contrasol.com
Duco Ventilation & Sun Control
0333 772 7734
www.duco.eu
Renson Fabrications
01622 754123
www.renson.be
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Software Design & Supply

BM Aluminium
01684 856920
www.bmaluminium.co.uk
Soft Tech (England)
0121 468 0140
www.softtech.com

Systems Design & Supply

Systems Design & Supply Testing & Certification

Testing & Certification

AluK (GB)
01633 810440
www.aluk.co.uk
ALUMIL Systems UK
07552 508097
www.alumil.com/uk
Aluprof UK
0161 941 4005
www.aluprof.co.uk
Architectural & Metal Systems
+353 21 4705100
www.ams.ie
Centor Europe
0121 701 2500
www.centor.com
Comar Architectural Aluminium
Systems
020 8685 9685
www.comar-alu.co.uk
Decalu Solutions
01249 816969
www.deceuninck.com
Epwin Window Systems
01952 290910
www.stellaraluminium.co.uk
Exlabesa
01302 762500
www.exlabesa.co.uk
HUECK UK
01905 677480
www.hueck.com
Hydro Building Systems UK
01684 853500
www.hydroextrusions.com

iKON Aluminium Systems
0121 789 9936
www.ikonaluminium.com
Jack Aluminium Systems
024 7646 7449
www.jackaluminium.co.uk
Kawneer UK
01928 502500
www.kawneer.com
Kestrel Aluminium Systems
0121 333 3575
www.kestrelaluminium.co.uk
Metal Technology
028 9448 7777
www.metaltechnology.com
RAICO UK
01329 848175
www.raico.eu
Reynaers
0121 421 1999
www.reynaers.com
Schueco UK
01908 282111
www.schueco.co.uk
Senior Architectural Systems
01709 772600
www.seniorarchitectural.co.uk
Smart Architectural Aluminium
01934 876100
www.smartsystems.co.uk

Thermal Barrier Products
Azon UK
01443 814657
www.azonintl.com
Ensinger Building Products
01443 678400
www.insulbar.com
Technoform Insulation Solutions UK
01789 761323
www.technoform.com
Watkiss Thermalbreak
01335 344450

Weatherproofing
Adshead Ratcliffe & Co
01773 826661
www.arbo.co.uk
Hodgson Sealants (Holdings)
01482 868321
www.hodgsonsealants.com
Reddiplex
01905 795432
www.reddiplex.com
SealEco
01698 802250
www.sealeco.com
Sherwin-Williams Diversified
Brands
01752 202060
www.geocel.co.uk

Council for Aluminium in Building, Bank House, Bond’s Mill, Stonehouse, Glos GL10 3RF
Tel: 01453 828851 Web: www.c-a-b.org.uk

CAB is the essential trade body for the Aluminium in Building
sector. For further information on membership benefits
including the extensive range of free seminars on contractual
awareness, H & S and specialist technical and marketing
topics, please contact Julie Harley on 01453 828851 or email
julie.harley@c-a-b.org.uk

Alternatively go to
www.c-a-b.org.uk/about-cab/why-join
where an application form can also be downloaded.
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ULTelford UK Ltd
01952 586580
www.wintechtesting.com
VINCITechnology Centre UK
01525 859050
www.technology-centre.co.uk

BSI Assurance UK
0345 086 9001
www.bsigroup.com
Element
01902 722122
www.element.com



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.



DEEP BOTTOMRAIL
OPTION AVAILABLE

NOUNSIGHTLY
TRICKLE VENTS

HAND-CRAFTED FOR CHARACTER AND CONSERVATION PROJECTS, BUT WITH A MINIMAL
ANDUNDERSTATEDAPPEARANCE THAT IS JUST AS IDEAL FOR CONTEMPORARY PROPERTIES

Accepted as a variation on Condition
11, they are considered to successfully
mimic traditional flush casements, and
care has been taken over details such
as the cill and trickle ventilation…

Heritage Officer, Cotswold Council

TIMBERLOOK
FLUSH SASH

HERITAGE WINDOW
sales@timberlook.com

01253 888222 07817 816663
For more information, contactPHILMYERS

/
AFFORDABLE WINDOWS

TIMBERLOOK is the Flush Sash system fromAffordable Windows. It boasts an authentic square mortise and tenon looking
fabrication for both the sash and outerframe - with none of the diagonal mitred joints that normally identify uPVC windows.

Featuring a night latch as standard, and with unique design options like a deep bottom rail, traditional cill details, and
concealed trickle ventilation - TIMBERLOOK windows are virtually identical to the most expensive wooden windows.

OURNEW 28-PAGE
BROCHUREWILL DO ALL
THE SELLING FOR YOU!

TIMBERLOOK IS AMODERN UPVC SYSTEM THAT REPLICATES HERITAGE DESIGNS

PAS24 CERTIFIED | SPECIFY TO DOCUMENT Q | ON-SITE GLAZING | 70MM FRAME

MORTISE & TENON LOOKS | CHOICE OF COLOURS & WOODGRAINS | MATCHING FLUSH DOOR

THE BEST INTERNAL AND EXTERNAL
DESIGN AVAILABLE IN A FLUSH SASH

CALL US ON
01253 888222
TO GET YOUR
SHOWROOM
SAMPLES

CONCEALED TRICKLE VENTILATION | 60MM SASH SIZE | SLIM ASTRAGAL ‘COTTAGE’ BAR
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