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The Lighthouse Construction
Industry Charity has pub-
lished its annual report
which shows a huge in-
crease in demand for the
24/7 Construction Industry
Helpline services – particu-
larly used by families.

During the year, 2,615 cases
were presented to the helpline,
an increase of 57% on the pre-
vious year, 445 of these were
from families requiring emer-
gency financial aid and 2,170
were for support on a variety of
wellbeing issues.

The report also contains de-
tails of the introduction of free
wellbeing sessions, the success
of a major national project to
increase the number of mental
health first aiders and the de-
velopment of their Construction
Industry Helpline App.

2019 saw the total spent on
charitable services of £1.221
million which included
£723,607 of charitable giving
to families, £416,372 on edu-
cation and training and

£81,287 on health and safety
innovation.

Sarah Bolton, Head of Chari-
table Services says: “Our case
workers manage some of the
more complex appeals and
can harness all available gov-
ernment and local support be-
fore releasing charitable funds.
As well as ensuring better fi-
nancial stability for our benefi-
ciaries, this strategy also
means that we now deliver
more support, to a higher qual-
ity and at a lower cost per
case.” One of the key findings
of the report was that 62% of
emergency financial grants
were to help pay for daily liv-
ing costs including buying
food, paying utility bills, and
clearing rent arrears and debt.

With over 50% of the con-
struction workforce either self-
employed, agency workers or
on zero hour contracts, many
live from one pay day to an-
other, which means that if
things go wrong, the situation
quickly spirals out of control.

Financial wellbeing
To tackle the issue and address
the clear need for better finan-
cial management, the charity
has added a ‘Financial Man-
agement’ training session to
their existing range of free well-
being courses. These sessions
will provide pro-active informa-
tion, support and guidance
to help prevent situations
escalating to crisis point and
will stand alongside a helpline
App which already has a sec-
tion dedicated to financial well-
being.

Suicide
The report also identifies that of
the 209 cases reporting a
death or bereavement, tragi-
cally, 21 of these were due to
suicide, highlighting the urgent
need for better mental wellbe-
ing support in the industry.

You can find all the latest
daily news at theinstaller.pro
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Balfour Beatty has been
awarded a £197 million con-
tract to construct Phase Two of
the Lewisham Gateway re-
generation scheme on behalf
of Lewisham Gateway Devel-
opments, a subsidiary of
Muse Developments.

The contract will see Balfour
Beatty construct four mixed-use
buildings, including 530 homes
for rent, 119 co-living units, a
cinema and gym, office facili-
ties, as well as retail and restau-
rant areas.

As part of Balfour Beatty’s com-
mitment to 25 by 2025, an initia-
tive to reduce work undertaken

onsite by 25% by 2025, the team
will utilise modular construction
techniques throughout including
the installation of prefabricated
bathroom pods, which will in turn
increase efficiency, quality and
onsite safety.

Graham Hill, Managing Direc-
tor of Balfour Beatty’s UK Con-
struction Services: “All works will
be delivered strictly adhering to
Balfour Beatty’s Covid-19 Site
Operating Procedures, which
are fully aligned to the latest UK
guidelines to ensure the contin-
ued health, safety and wellbeing
of all those who work for and
with the company.”

Start
Following a pre-construction
services agreement which com-
menced in mid-2019, full works
are due to begin imminently with
completion expected in Autumn
2023. At construction peak, the
scheme will employ 500 people,
with a minimum of 5% of its
workforce formed of apprentices
and graduates.

You can find all the latest
daily news at theinstaller.pro
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Getting On With The Gateway

The Lighthouse Families
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RoboInstallers – Working
Harder For Longer
Hilti, the tools firm, is partner-
ing with Ottobock to develop
exoskeletal systems to open
new possibilities in health
protection and productivity.

Johannes Wilfried Huber from
Hilti says: “Exoskeletons can pro-
vide relief for physically demand-
ing tasks, such as those
performed on construction sites
every day.” Dr. Sönke Rössing of
Ottobock says: “We are building
on our experience gained from
more than 500 successful ex-
oskeleton projects, including in
the automotive industry and var-
ious trades. There is a great deal
of potential for solutions that re-
duce the physical strain on work-
ers in the construction industry.”

Hilti will launch the first joint
product, the EXO-O1, this au-
tumn. It is a passive model that
does not require an energy sup-
ply. The weight of the arms is
transferred to the hips via the
forearm supports using mechan-
ical cable pulling technology. In-

dependent studies and Ottobock
research have shown this re-
duces the peak load on the mus-
cles and relieves shoulders by up
to 47 per cent.

Working for longer
Exoskeletons really help with
work continuously performed
above shoulder level and over-

head work. It means this type of
work can be carried out over a
longer period of time with much
greater productivity and less
fatigue – and with the benefit of
preventing long-term shoulder
injuries.

You can find all the latest
daily news at theinstaller.pro
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A Model Of Modular
Buckinghamshire Council
has awarded a £7.5m con-
tract to Premier Modular for
the offsite construction of 58
apartments. Work will start on
site this summer and is due
for completion in 2021.

The project in the Desborough
area of High Wycombe. It will see
Premier work with the Claritas
Group to deliver in a much shorter
timescale than with traditional
build. The one-bedroom apart-
ments will be fully fitted out offsite
at Premier’s factory in east York-
shire and will arrive on site in late
autumn, complete with shower

rooms and kitchens pre-installed.
The energy efficient ‘fabric first ap-
proach’ to the development’s con-
struction will increase the level of
insulation, reduce heat loss and air
infiltration and will use roof-
mounted solar panels to generate
electricity.

According to councillor John
Chilver, Cabinet Member for Prop-
erty and Assets for Bucking-
hamshire Council: “We are
committed to exploring modern
methods of construction and more
innovative ways of delivering new
housing. The use of an offsite solu-
tion for this scheme radically re-

duces time on site which will mean
far less disruption locally during the
build programme.”

Dan Allison, Director of Premier
Modular, says: “Offsite construc-
tion is very well suited to building
this type of accommodation. As
well as meeting the required stan-
dards for quality and sustainability,
we can reduce the completion time
to deliver new temporary homes
more quickly for people on emer-
gency housing waiting lists.”

You can find all the latest
daily news at theinstaller.pro
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Hardware experts atYale have
teamed up with specialists in
vertical sliding and sash
windows, to establish this new
direction for the brand. After
months of intensive research
and development, the Vertex
range has been launched in
the UK market.

The new range has been no-
tably designed to complement
and maintain the traditional aes-
thetics seen on sash windows, a
framework that is most com-
monly found in British period
style homes.

Colours
& materials
Using product designs as classi-
cal as the windows themselves,
the range includes pole rings,
sash lifts, latch knobs, travel
restrictors, sash locks and keeps
– suitable for both timber and
PVC-U applications. Available in
a variety of traditional colour
options such as champagne gold
and chrome, as well as contem-
porary variations such as satin
black and silver, colours can be
mixed and matched with other
Yale decorative door and
window hardware to suite a
whole property.

Security
The Vertex range is de-
signed, developed and
tested in the UK. While

the Vertex sash lock is
PAS24 compliant as
standard, the whole

range has been beta tested
with a number of fabricators to
assure homeowners of the en-
hanced quality.

Homeowner guarantee
As a suite of Yale window hard-
ware, the Vertex range is cov-
ered under the well-established
Yale Lifetime Security Guarantee.
This includes up to £3,250 to-
wards repairs or replacements,
insurance excess and securing
the property, all in the event of a
break-in – as well as discounts
on the Yale store.

Comments
Grant Stratford, Technical Direc-
tor for Window Hardware at

Yale comments: “We worked
with a team of internal and inde-
pendent experts from beginning
to end on this project, ensuring
every aspect of the range was of
the highest quality. The aesthet-
ics, functionality and durability of
the range was at the forefront of
our minds at all times.”

Paul Atkinson, Sales and Com-
mercial Director, adds: “The Ver-
tex range marks a brand new
venture for Yale and it’s one
we’re all extremely proud and
excited about.

“The technical team are now
working long and hard to
develop a functional hardware
range for sash windows, so keep
your eyes peeled for what’s to
come.”

Picture: Picture: Vertex is a
new range from Yale of
decorative hardware for
vertical sliding windows.
www.yaledws.co.uk
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Cover Story

Yale Launches
Vertex Hardware
For SashWindows
Yale has launched a brand new range of decorative
hardware for vertical sliding windows. The Vertex range has
been designed specifically for sash windows incorporating
classical ironmongery.



Facilitating
multi-storey
construction

System 17-65

Based on the successful System 17 50mm Curtain
Walling, this latest system also adopts the same stick
built assembly process, with overlapping transom to
mullion connections, and incorporates many of the
same manufacturing and installation principles used
within our System 17. Based on 65mm wide mullion
and transom profiles, System 17-65 facilitates greater
glass movement, caused by increased differential
mullion movement often associated with large floor
slab spans, greater floor slab deflection, taller glass
units, and larger building movement often found in
modern high-rise buildings.

The system incorporates a suite of structural
mullion and transom profiles, ranging from 50mm
to 225mm, along with a range of projecting cover
cap options. A flat pressure cap also offers a cost
effective alternative to silicone pointing while still
accommodating increased building movement without
compromising on glass cover and the performance
of the system. The system can accommodate up
to 54mm thick glass units, in 1mm increments, to
facilitate a wide variety of double, and triple glazed
units to help facilitate even the most demanding
thermal, guarding and/or acoustic requirements.

To complement its successful testing to CWCT
weather performance and PAS 24 security standards,
System 17-65 has also completed acoustic testing
to BS EN ISO 10140-2 at the UKAS accredited test
facility at Warrington Fire, using a variety of acoustic
glazing configurations.

Metal Technology have launched their new System 17-65 Curtain Walling.
Designed for use in high-rise or multi-storey applications, the system
accommodates greater floor slab deflection and glass movement.

NEW
PRODUCT

multi-storey 
construction

NEW
PRODUCT

For further information, visit metaltechnology.com
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Just as with other momentous
dates in history many people
will know just what they were
doing on 23 March 2020, the
day that Britain locked down.

And whilst the immediate im-
pact may not have had the dra-
matic effect of Elvis’s death or
JFK’s assignation, the real-world
impact will change the lives of mil-
lions of UK citizens for years to
come – including window, door
and conservatory installers of
course, the vast majority of whom
simply had to shut up shop and
wait it out. No work, with no idea
of how long that would last.

FENSA busy
Despite lockdown, FENSA,
Britain’s leading Competent
Persons Scheme, found that its
team was extremely busy through-
out. From the days immediately
following lockdown and through
the tentative resumption of home
access and the restart of installa-
tions, Approved Installer mem-
bers, as well as many others yet
to join, kept the FENSA team
busy. Despite being locked down

themselves, FENSA experts
manned the phones and comput-
ers continuously. Their reports
now make fascinating reading
about how our installer communi-
ties dealt with this extraordinary
time, how their enquiries evolved
and how some unexpected out-
comes came to pass.

Leading the charge
Rachel Culpan, FENSA Customer
Service Manager, led the charge:
“Initially the enquiries we re-
ceived were from installers dou-
ble checking the status of home
installations, what they could and
could not do. Generally, that was
quite easy to answer, with home
installations definitely off limits.

However, there was some debate
about other commercial sites but
that became an issue of social dis-
tancing and safe working prac-
tices, which businesses were
striving to understand, let alone
implement. Within a few days al-
most all installation work had
ceased.

“After the initial impact of lock-
down homeowners also began to
contact us to order replacement
FENSA certificates and make en-
quiries generally about FENSA in-
stallers and certification,” explains
Culpan. “These calls increased nu-
merically through lockdown but
the nature of them changed, as
homeowners had time to consider
tired windows and prompted by

Britain’s window and door
installers were surprisingly
busy during lockdown,
reports FENSA.

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

Active Throughout
The Duration Of
Lockdown
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unseasonably warm and bright
weather, they began planning up-
grades and wanted to understand
what FENSA meant in those cir-
cumstances.

“And then installers, after the ini-
tial impact of literally having
doors closed to them, kept our
technical helpline very busy seek-
ing technical information around
installations, assessments and the
building regulations – there was
a lot of housekeeping being un-
dertaken.”

Hands-on enquiries
Interestingly, there was a subtle
change in the calls being taken
from installers, says Chris Beedel,
Director of Membership for
FENSA: “Many of the calls we
took were from the principals of
member businesses. We assume
that as staff were furloughed,
owners and senior managers
called to talk to our staff…it
demonstrates how hands on and
busy members were during this
period, reviewing their businesses
and crucially, preparing to get
back to work. We were talking to
our installers every day to assist
them with the work they can do
at this time and advising them that
they can still notify jobs and help-
ing them through the FENSA
Skills Card MTC process.”

Installer Portal
“Many FENSA Approved In-
stallers logged on to the FENSA
Installer Portal, the online hub for
our installers,” continues Beedel.
“In addition to keeping installers
up to date via email, we’ve been
sharing the latest on Covid-19
support available for businesses
on the portal, as well as important
clarifications on government guid-
ance provided by the Glass and
Glazing Federation. It’s also
where our installers can access all
the extra benefits they get as
FENSA Approved Installers, and
we hope they all take advantage
of those as there are some great
savings to be made.”

Applications boom
Many more installers sought the
reassurance and security as well
as the increasing brand aware-
ness provided by FENSA by ap-
plying for membership. Beedel
says: “We’ve received more than
1,000 applications for member-
ship this year, including the lock-
down period, a record number.
We put this down to a number of
factors including the TV, radio
and social media campaigns that
have been running since early
2019. These have generated a
lot of business for our Approved
Installers. The owners of busi-

nesses have had the time to con-
sider such things during lock-
down and clearly they have seen
the advantages of carrying the
FENSA logo on their vans and
brochures. It is one of the indus-
try’s most recognised brands.”

Benefits
Now that home access has been
resumed FENSA is providing sup-
port to its members through a
number of initiatives, including a
lead generation capture and dis-
tribution service and ongoing ad-
vice on working safely and as
information becomes available,
assessing and advising on gov-
ernment announcements, such as
the Green Homes deal.

Tailored insurance, workwear
and TradePoint discounts and
Government project alerts all add
to the benefits that help installers
get back to work.

Cautiously optimistic
Summarising the experiences of
the FENSA team Beedel adds: “It
has been an extraordinary period
and one that will remain etched
on people’s memories. But rather
than the wholesale disaster fore-
cast by many pundits, the indus-
try has returned to unprecedented
demand, with some installers re-
porting sales ahead of even pre-
Covid forecasts made in the
weeks following the tentative end
of lockdown. The notification of
FENSA certificates confirms this
and with June and July numbers
ensuring we remain cautiously
optimistic it looks like continuing -
and of course, FENSA will be
there every step of the way.”

Picture: Previous page –
Chris Beedel, Director of
Membership for FENSA and
this page, just one of the
many consumer facing
adverts FENSA placed over
a variety of channels
including broadcast
television.
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You will have read many of
my previous articles when I
seem to bang-on about
building detail and getting
the water off the building,
writes Don Waterworth.

Obviously, as professional win-
dow installers you will be con-
centrating on the correct setting
back of the windows and doors
from the façade of the structure
and also ensuring that the correct
projected cill is in place – and
that there are no additional trims
externally which can re-direct the
rain water back into the fabric of
the structure.

Roofs and façades too
The principle of building details
and design with regards to shed-
ding water off the building is per-
tinent not only to windows and
doors but also roof details and
façade details. Mistakes are
often made by roofers and
builders where incorrect detailing
allows water to run down the
façade and more than likely,
enter the fabric of the building

when clearly a roof is supposed
to shed the water off the structure.

Take a look at the two photo-
graphs that accompany this
article.

This is a property north of Pre-
ston where the rendering to the
pike at this gable has not been
provided with a large enough
drip/bell bead. In fact in some
places, particularly above the
windows, the overhang was
barely 5mm. Whilst this is not a
window related problem, it does
show in stark detail the need for

suitable drip sections to take the
water off the building. In this par-
ticular case, the water running
above the head of the windows
could easily enter the heads and
manifest internally.

It’s not rocket science
So remember, detail the win-
dows and doors to shed the
water off the building, not back
into the building – it really is not
that hard to get it right. Don

Pictures: This gable has not
been provided with a large
enough drip/bell bead.

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.

Don’t Be A Drip –
Correct Building Detail
Is Easy The gable on this property doesn’t have a large enough

drip/bell bead, writes Don Waterworth, The Installer’s
technical author. A building detail that lets drips back into
the building is often seen on window and door installations,
yet in both situations, it is easy to get it right.
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Security & Hardware

Kenrick has signed an exclu-
sive deal to become the UK
distributor of BeeSecure – a
new App-based smart home
security solution, which al-
lows homeowners to monitor
their home from anywhere
with their smartphone.

The move follows many months
of research by Kenrick to find
what it believes is the best smart
home security product for the
market. Reliable and easy to use,

BeeSecure enables users to de-
tect movements within their
home, even if they are miles
away. The system features a cen-
tral hub, called the Bee-Hub,
which links a series of devices in-
side the home to an App on the
user’s phone. If a sensor on one
of the devices is activated, the
homeowner is alerted with a no-
tification on their phone.

Devices in the BeeSecure
range include a motion sensor,

an object movement sensor, a
camera, a smoke detector, a
doorbell and a window and
door sensor.

The window and door sensor is
lightweight and compact and it
detects if windows or doors have
been opened. It also allows
homeowners to check remotely if
all their windows and doors
have been properly closed.

The sensor unit can be fitted by
fabricators onto new windows
and doors and it can also be
retro-fitted onto any existing
doors and windows around the
home.

Peace of mind
Steve Williams, Kenrick’s sales and
Marketing Director, says: “Today’s
consumers embrace modern tech-
nology and smart home security
has the potential to transform the
way we live – making properties

Kenrick is a supplier of hardware
solutions for PVC-U, aluminium and
timber window and door systems.
Kenrick’s range of products includes
the Excalibur multi-point locking
system, the four-point Centurion
system and the Easifit and
Espagnolette locking systems.

If you’re of a mind to get into the smart home security
market, then Kenrick has just the thing with the BeeSecure
App and hardware.

Gettting A Bee
InYour Bonnet
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more secure and home entry eas-
ier and more convenient.

“BeeSecure is a brilliant early
warning system for homeowners,
whether they are at home or not.
It can let them know if anyone is
outside or inside their home, if
any windows or doors are being
tampered with and even if smoke
is detected. Ultimately, it makes
their home and safer and more
secure place and gives them
greater peace of mind.”

Getting smart
Williams adds: “We’re proud to
be at the forefront of the industry
by bringing a security innovation
that delivers what modern home-
owners want, whilst also helping
forward-thinking fabricators and in-
stallers to enter the ‘smart’ market.”

Bee-Repeater
Cost effective and easy to use,
BeeSecure has been designed to

enable homeowners to prepare
their homes to be fully-smart in
the future. It is also very versatile
and the central hub can connect
up to 16 BeeSecure devices.
Additional devices can be
added with the Bee-Repeater. i

Picture: Kenrick’s BeeSecure
hardware & App offering in-
cludes all the devises you
might need to get sales of
smart home security under
your bonnet to drive sales
post-lockdown.



Apeer’s decision to up their marketing spend as we
entered lockdown, especially on videos , turned out to be
genius. The Installer asked MD Asa McGillian if he has a
crystal ball….
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Doors

When the order to lockdown
came on 23 March, the home
improvement industry had no
choice but to shut up shop.

And despite there being warn-
ing enough in the weeks preced-
ing that momentous decision,
there wasn’t a living soul that
could fully understand let alone
predict and prepare, for what
lockdown could mean socially.
The initial days were greeted
with a mixture of fear of course
but many also managed to face
the extraordinary side effects of
house arrest with general good
humour with a huge output of so-
cial media commentary with
some of the funniest home videos
ever seen. Ultimately however,

with home isolation accepted,
the key issue was the fight
against boredom. And that, said
Apeer’s Asa McGillian, was per-
fect for his company as it in-
creased its marketing budgets,
including the completion and
launching of several new videos
across his Apeer Doors and Lumi
Windows brands: “I would like
to say that I saw all of this hap-
pening,” McGillian told The In-
staller, “but the truth is we simply
decided that we wanted to come
out at the end of lockdown
ahead of when we went in.”

Stronger brand awareness
By that McGillian means enjoy-
ing a stronger brand awareness,

Locked Down –
Videos Loaded
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as part of a comprehensive cam-
paign to drive sales through con-
sumer demand for his company’s
products: “We have always
worked hard to engage with
homeowners directly to drive
business to our retail installers
throughout the UK and Ireland
but instead of dozens of home
improvement exhibitions we de-
cided to take our messages into
the homes of our potential cus-
tomers, rather than hoping
they’d come to us.”

Video appeal
Apeer would reach out to people
in their homes with a series of
high-quality videos, delivered
through a number of social
media channels, such as Face-
book and YouTube. Decidedly
‘lifestyle’ in their delivery, they
have been described as being
more akin to ‘rock videos than
something selling doors. Well,
not all of them, said McGillian:
“One or two are quite dra-
matic…but most show smiling,

successful families at home and
play, with the doors and win-
dows almost incidental. Through
these we wanted to move the
purchase of doors and windows
from being a home improvement
that might usually be made when
the old ones are a bit knackered,
to becoming a lifestyle purchase,
akin to choosing new decorative
themes for a home or kitchen or
bedroom furniture for example.
“In other words, that with a new
door or windows they can
change and refresh a home,
with the style and messaging of
the videos unashamedly telling
people that by doing so, they
and their families will be hap-
pier, healthier and more stylish
people that their neighbours will
envy.”

Solid leads
The videos were actually
launched just prior to and during
lockdown so quite a test for the
new strategy said McGillian:
“We could never have predicted

the huge audience that our ma-
terial managed to reach and
even better still, how many solid
leads we would receive – and
keep receiving. But research has
now confirmed that adults used
the Internet for an average of
four hours a day during lock-
down!

“Obviously I can’t reveal spe-
cific figures but we were more
than 100% up on leads gener-
ated through our Doorbuilder fa-
cility on the Apeer website.
Website activity clearly grew as
people became less fearful and
more accustomed to lockdown
and what was happening out-
side of their homes. Interestingly,
it was a predominantly male au-
dience clicking through where
previously it was mostly female.
“And of course, our timing was
lucky to a degree but our deci-
sion to spend more had been
well and truly calculated - we
were determined to increase
awareness of our brand in readi-
ness for when we were allowed
out again and some sort of nor-
mal returned. As it happened,
our dealers came back to a
large volume of leads, and our
factory was back to 85% of pre-
lockdown output within a month
of returning.

“And we have restarted our
nightshift,” concluded McGillian
with more than a grin on his
face.

Picture: Apeer MD Asa
McGillian and still taken from
the range of videos the com-
pany prepared before and
during lockdown that have
reached a huge audience
and produced the leads that
has seen the company
come out of lockdown in a
strong position.

i

“We could never have predicted the huge audience
that our material managed to reach and even better
still, how many solid leads we would receive.”
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Specialist door seal solutions provider Norseal has
become the first company in Europe to develop a
custom-made drop seal cutting machine.

The machine will cut any drop seal to the exact size
required, ready for next day delivery, without damaging
it and so keeping the fire, smoke and acoustic integrity
of the door intact. It will accurately cut its Norsound
range of acoustic, smoke and weather drop seals to the
exact size required ready for immediate fitting on site or
in the factory.

“We believe that this new machine will revolutionise the fitting of drop seals for door manufacturers
and contractors,” says Norseal MD Michael Spoors. “It not only eliminates an entire manufacturing
process for them to save time in production or on site, it will also massively reduce wastage with its
accurate and damage-free cutting. All of the seals we cut on the machine will still be available for
next day delivery and best of all, the service is completely free of charge for customers.”

Every door seal cut to size by Norseal with its new equipment comes with a one million
cycle guarantee. norseal.co.uki

PatioMaster has launched a new 36-page high-end con-
sumer brochure which includes information on the firm’s
comprehensive patio range, including both inline and
triple track patio door options.

Gerald Allen, Marketing Manager at Epwin Window Systems,
says: “Our new PatioMaster retail brochure has been designed
to support both fabricators and installers’ marketing activities by
showcasing the exceptional quality and design credentials of our
PatioMaster doors.

“The trend for wide apertures and large expanses of glass has
never been stronger with consumers and our Triple-track patio
doors deliver in all areas and have proven to be a popular door
option.”

The brochure also showcases the new colour offering that is
available across the PatioMaster range. The doors are available
in a choice of 30 foiled finishes, including wood effects, solid, flat
and grained textures reflecting a varied colour palette of options
allowing fabricators and installers to take advantage in the
growth for coloured products. epwinwindowsystems.co.uki

The PURe aluminium window system from Senior Architectural
Systems has been widely specified on a number of housing
developments in the Manchester region.

After making at the Cotton Field Wharf project back in 2018, PURe
then appeared on the recently completed Weavers Quay development in
the New Islington and Ancoats area. Most recently, it has been specified
for use on the new Lampwick development. Each project has been for
Manchester Life.

The PURe system system is able to receive double or triple glazing for
maximum thermal and acoustic performance and can achieve U-values
as low as 0.71 W/m²K. Boasting an attractive slim profile, the system is
available in designs ranging from the classic casement and tilt and turn
styles to the easy to clean reversible overswing option and the new PURe
parallel push window, which combines balanced air flow and ventilation
with maximum safety. seniorarchitectural.co.uki
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Sheerline has launched its first residential aluminium
window system, Classic, an ideal high performance
replacement for traditional slim steel windows.

Classic’s construction method removes the need for
separate glazing beads, often an area of weakness in tra-
ditional windows. The patented corner method also allows
each window to be individual hand tuned for a high
quality, flawless finish which eliminates stepped corners.

Sheerline Classic system uses Thermavic multi-chambered
thermal breaks to give superior energy performance and
U-Values as low as 1.4 W/(m2K) in double glazed
windows and is PAS24:2016 accredited for strength
and security.

Roger Hartshorn, Garnalex CEO comments: “Over the
past two years our top team of designers have examined
every aspect of aluminium windows to develop Sheerline
Classic, a truly groundbreaking ‘heritage’ system that’s easy
to fabricate, and a dream to sell and install.”

All Sheerline profiles and components are available on
very short lead times – just five working days for any of 11
stocked colours, which include 3 anodised finishes.
Bespoke colours and dual coloured orders are available
within just 10 working days. garnalex.comi

Installers using TommyTrinder.com's sales and visualisation app
have given its support service a 5-star average rating. Based
on 164 ratings, the tech support for the Framepoint app is free
and unlimited, with support available via online webchat or
one-to-one scheduled video calls.

“The app can be set up, branded and ready to go in minutes but
installers like the reassurance of a helping hand when needed,”
explains Chris Brunsdon, CEO of Tommy Trinder, a previous installer
and former owner of the TimberWindows.com franchise. “Our users
range from IT geeks to self-confessed ‘technophobes’ – but the
support helps them all make the most of the app and ultimately sell
more windows.”

Launched in January, Framepoint now has over 500 individual
users, with 30-40 installation companies signing up a month since
lockdown, due to the app’s successful adaptation for remote
selling. tommytrinder.comi

Products & Projects

22| Products & Projects | The Installer

App Boasts Free Support

Britmet LiteSlate is a high-performance, synthetic slate
tile that makes a superb modern-day alternative to
traditional slate roofing.

Real Welsh slate has been used in order to perfect the aes-
thetics and performance qualities of LiteSlate. The product
was launched at the Fit Show last year. LiteSlate is BS476-3
Fire Rated is available in a range of seven colours and
designed with the environment in mind – over 95% of the
Polymers are made from recycled materials.

Whilst having all the characteristics you would expect
from a traditional slate, LiteSlate won't break, chip or
delaminate. It also comes with a 40-year weather
penetration guarantee. britmet.co.uki
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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.
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CAB CEO Justin Ratcliffe is leaving the Trade
Association after 19 years’ service at the end
of July.

Ratcliffe has been the driving force behind the
organisation since 2001, becoming the recog-
nised voice of the aluminium in building sector in
the UK. “I have thoroughly enjoyed my time with
this great organisation and I am proud of what
has been achieved,” he comments. “While sad
to be leaving, I have spent over half my working
life here and it is now time for a fresh challenge”.

CAB President Mo Panam comments: “He has
used his immense energy, tenacity and skill to de-
velop CAB into a highly respected and effective
Trade Association. After substantial growth in
2019 and with major new initiatives launching in
2020, Justin leaves us in a strong position where
we can continue to offer excellent value for
membership going forward.” i

Ratcliffe Retires
From CAB

FENSA has joined forces with Mascot to offer
registered installers deals on workwear
which can incorporate both FENSA and
company branding.

Branded workwear is very important in market-
ing terms and so as part of FENSA’s drive to-
wards promoting a professional image for
installers, it did the deal with Mascot, the long-
standing workwear specialist supply firm.

Chris Beedel, Director of Membership, says:
“This is yet another tangible benefit available ex-
clusively to FENSA Approved Installers. Our
FENSA community can now brand their work-
wear with the FENSA logo alongside their own
at specially negotiated discounted prices.”

Mascot Workwear has a good reputation for
products manufactured using quality fabrics and
in a range of styles, with a focus on comfort, fit
and design. i

Branded Workwear
Deals For Members

Keylite Roof Windows has
scooped the ‘Best Roofing
Manufacturer’ award at the
2020 BMJ Industry Awards for
the 3rd year running.

At this year’s virtual awards
Keylite retained its title as Best
Roofing Manufacturer, a cate-
gory it has dominated since the
awards began in 2017.

Keylite’s experienced and
friendly team of industry profes-
sionals has developed a suite of
online tools and resources to
support merchants throughout

these unprecedented times.
Matthew King, National Sales

Director at Keylite Roof Win-
dows, comments: “It’s great to
see all the amazing hard work
that the team has done over this
last year being celebrated –
and it is truly an award earned
by each and every one of us

here at Keylite. From technical,
sales and marketing, through to
operations and customer
service, each member of the
wider Keylite team has con-
tributed to this award and most
importantly, to the merchants
we value and work so
closely with.” i

Trade News

The Power Of Three



@insightdata

Insight Data’s online platform, SalestrackerTM, is designed
to help sales and marketing people win more business.

Call 01934 808 293,
or email hello@insightdata.co.uk
for a free online demo.

Instantly target new customers
from our database of 60,000
fabricators, installers, builders,
contractors, merchants and
architects.

Access in-depth business
information to help your sales
team win more business - and
avoid bad risk prospects.

Open up new customers
and routes to market across
commercial, new build, trade
and merchants.

1 2 3New customers MARKET INTEL DIVERSIFY

New
customers

Market
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www.insightdata.co.uk
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Coronashift – How Will
You Do This Autumn?

At Insight Data, we’ve often
talked about how much the
fenestration landscape has
changed in recent years,
writes Jade Greenhow. Busi-
nesses have collapsed.
Mergers, acquisitions and
consolidations have all be-
come much more common.

But none of us could’ve antici-
pated the scale of the shift that
2020 and the coronavirus pan-
demic, would bring.

At the time of writing, the gen-
eral feeling in our industry seems
quite positive. We’ve come back
after lockdown and found that de-
mand for glazing products hasn’t
evaporated – in fact, it’s thriving,
with many Insight customers re-
porting that they’re having record
weeks for leads and sales.

However, we’re certainly not
out of the woods yet. Economists
and policy makers are still predict-
ing the pandemic will cause se-
vere economic fallout throughout
the second half of 2020, and un-
fortunately, that means we’re
likely to see further disruption in
our industry.

End to Job Retention Scheme
One key moment will come in
October, when the government’s
multibillion-pound Job Retention
Scheme comes to an end. At that
stage, we’ll see whether the mar-
ket has recovered to a point
where Britain’s glazing busi-
nesses can do without it, or
whether it’ll lead some companies
to collapse.

One thing we know for sure is
that, during this incredibly chal-
lenging and unpredictable pe-
riod, insight will be more
important than ever – and that’s
why we’ve seen a surge of
interest in what we, and our
comprehensive sales and market-
ing platform, Salestracker can
provide.

Insight available 24/7
Salestracker is Insight Data’s on-
line portal, which combines a
comprehensive prospect data-
base with a powerful CRM system
and an integrated email market-
ing platform – STEM.

Salestracker brings together live
data for over 60,000 potential
customers, including contact de-
tails and business information
such as key decision makers, sup-
pliers, output and credit ratings.

Whether it’s architects, house-
builders, main contractors, local
builders or fellow professionals
from the fenestration industry,
Salestracker allows you to target
the right prospective customer for
your business.

At the heart of Salestracker is
what we call ‘real-time data’ –
hugely valuable information on
Britain’s glazing businesses that
we put through an in-depth seven-
stage verification process to
ensure its accuracy.

Insight Data’s team of expert in-
house researchers make over
20,000 calls per month to gather
and update the records we hold,
plus through a direct feed with a
leading credit reference agency,
we’re able to check companies’
finances and identify companies
that have gone bust, moved loca-
tion or changed directors.

This means our 700+ users, in-
cluding major systems compa-
nies, fabricators, component
suppliers and manufacturers, al-
ways have access to the most up-
to-date data and market
intelligence.

What’s more, Salestracker is in-
stantly accessible, 24 hours a
day, 7 days a week. Compatible
with PCs, laptops, tablets or mo-
biles, it’s at your fingertips, wher-
ever you are. The difference
between surviving and thriving

But that’s not all. With
Salestracker, you can combine all
that insight with powerful, user-
friendly email marketing. STEM is
the industry’s first and only dedi-
cated email marketing platform,
harnessing the power of
Salestracker’s prospect data.

Now, customers create a list of
contacts from our database, then
design and build dynamic email
campaigns in HTML or using an
intuitive drag-and-drop design
suite.

Once it’s sent, STEM will effec-
tively track any responses, leads
or enquiries using an in-built land-
ing page and transferring them to
the Salestracker CRM, ready to
be followed up by your sales
team.

insightdata.co.uk

i

Jade Greenhow, Operations
Director at Insight Data,
explains why the
uncertainties that
coronavirus brings have
made accurate, up-to-date
market intelligence more
important than ever before.
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The Lighthouse Construction Industry Charity has
published its annual report which shows a huge increase
in demand for the 24/7 Construction Industry Helpline.

The Helpline is mostly used by the families of workers who are
in financial distress – not being able to put food on the table
or heat the home let alone pay the rent. And the report covers
a period before coronavirus.
209 calls to the Helpline were for bereavement – 21 of those
were due to suicide.
The window and door sector is part of a construction and
refurbishment market that sees too many people thrust into
hard times. We are part of a sector where too many people
are suffering mental health issues. We are part of a sector
where suicide too often seems to be the only way out of the
stress brought on by irregular work and pay patterns and
having to live up to colleagues who seem to be doing better
than you are.
So if you can spare a few quid or you think you should let
your employees know there is always help out there, look up
the Lighthouse Construction Industry Charity or Mates In Mind
or even the Samaritans or Mind.
A kind word or a bit of advice can save lives.

RoboInstallers – Working Harder For Longer
Wow – take a look at our News page 6. Hilti, the tools
company, is about to introduce an exoskeletal systems that you
strap on to make you work harder for longer – especially if the
work you are means you have to raise your arms above your
shoulders.
The exoskeletan transfers the weight or your arms to your hips
so you get less tired – and prevents long-term shoulder injury.
But up next are powered models – I wonder if they’ll introduce
an extra hand or two so you can work and eat your
sandwiches at the same time.

A Model Of Modular
Buckinghamshire Council has awarded a £7.5m contract for
the offsite construction of 58 apartments. Modular construction
is all the rage at the mo and it is only going one way – pre-
fabs will be the future of construction.
Maybe it’s time to contact your local pre-fabricator to see if
they need any windows putting in.

Brian J. Shillibeer, Editor
You can find all the latest daily news at theinstaller.pro
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Racking Systems

Window Protection Film

Spares for RepairsProfile Bending

Screws & FixingsWindow openers

Window Bags & Display Cases

“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

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
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Access Systems

Bi-folding Doors

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 £5.00 each (subject to
order). Kits manufactured to fit
most systems with various loadings.
Top and bottom adjustments meet
Fensa requirements.

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

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

Phone: 0844 4772505
Fax: 0871 2214305

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

e as £5.00 eac£5.50

Aluminium Systems

Aluminium Lanterns

Call: 01642 610799
www.madefortrade.co

MAKE THE
SMARTER

CHOICE

Working Days
Lead Time

ORDER TO

DELIVERY FROM

A FAST 10
GET A QUOTE TODAY:
sales@madefortrade.co

Aluminium
Bi-Fold Doors

FROM
ONLY

£345
per leaf

*

Including
delivery

Colour Applicators

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

Tel: 0121 740 0217
Kolorseal Midlands

Tel: 01924 454856
Kolorseal

Conservatory Roofs

Call: 01642 610799
www.korniche.co.uk
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Tel: 07932 243 008 Email: mehreen.haroon@profinder.eu
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Fixing Brackets

Machinery

INSTALL

SPECIALISTS TO UPVC AND
ALUMINIUM INDUSTRY

SAVE TIME & MONEY – We are Scotland’s number one contact for
new or secondhand machinery required to manufacture aluminium or

uPVC windows or doors. With over 25 years experience, we can supply
anything from starter packs to full turnkey packages.

For buying or selling Contact:

John Thomson on Tel: 0141 949 0440
Mobile: 07774 144156 or Email: thomsonjohn7@aol.com

UNIT 7, Great Western Business Park,Allerdyce Court, Glasgow

MACHINE SALES & SERVICE

G15 6RY

Planning Consultants

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



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


