
Another #BestInClass product
innovation, combining top
performance and beautiful looks.

HERITAGE
FLUSH SASH

BY DECEUNINCK

Deceuninck Limited
Stanier Road • Porte Marsh • Calne • Wiltshire SN11 9PX
T +44 (0)1249 816 969 • F +44 (0)1249 815 234
deceuninck.ltd@deceuninck.com •www.deceuninck.com
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· Award Winning Product

· Fully Welded or Mechanical Joints

· 26 Colourways from Stock

· High energy rating and weather performance

· A+ with Double Glazing

· A++ with Triple Glazing

· Enhanced security PAS 24 Approved

· Low Maintenance PVC-U frames

Perfect Fit for the Trade & Retail Market
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TIMBERLOOK
FLUSH SASH

HERITAGE WINDOW

sales@timberlook.com

01253 888222
07817 816663

TIMBERLOOK IS THEMODERNUPVC SYSTEM THAT REPLICATES TRADITIONAL ANDHERITAGE DESIGNS
MAKING IT JUST AS IDEAL FOR HISTORIC AND CONSERVATION PROJECTS, AS IT IS FORMODERN LIVING

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

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

For more information, contact Phil Myers:
AFFORDABLE WINDOWS

Timberlook is the new Flush SashWindow from Affordable Windows. With square mortise & tenon looking fabrication
for both sash and outerframe, there are no tell-tale mitred joints that normally identify a window as being PVCu.

Timberlook has a night latch as standard and unique options such as a deep bottom rail and concealed trickle ventilation,
making the Timberlook Flush Sash system almost indistinguishable from themost expensive flush sash timber windows.

CHOICE OF 9 COLOURS | NIGHT LATCH AS STANDARD | MORTISE & TENNON LOOKING CONSTRUCTION

PAS24 AND DOCUMENT Q COMPLIANT | ON-SITE GLAZING - 70MM FRAME

CALL US ON
01253 888222
TO GET YOUR
SHOWROOM
SAMPLES

OURNEW 24-PAGE
BROCHURE DOES THE
SELLING FOR YOU!



The Installer | Contents | 3

News 5
7,500 Norfolk Homes Plan
Announced As Part Of 50,000
Build Strategy
Clarion Housing Group has
unveiled plans to create a thriving
new community in Honingham,
Norfolk with the potential for up to
7,500 homes as part of a drive for
50,000 homes over ten years
nation-wide.

End To Combustible Material
The government is banning
combustible materials on new high-
rise homes.

G-Awards 2018 – Winners
Revealed

Towers Of Glass – 2019 Pipeline
Developments
McBains has been appointed to
oversee the development of the
world’s tallest modular towers in
Croydon, South London.

The QANW Column 8
Joining QANW Couldn’t Be
Easier.

Technical Article 10
How To Save Thousands Of £££s
Solicitors cost money...thousands of
pounds worth of money. Think
carefully before instructing one in a
dispute warns Don Waterworth.

Feature 14
New Business Opportunities
What will you be adding to your
portfolio in 2019? The Installer has
some suggestions.

Feature 21
Heritage Windows & Doors
Something old, something new and
indeed something blue.

Products & Projects 27
Trade News 31
Marketing Corner 35
GGFH&SColumn&Comment36

Forthcoming
Features

Contents

January 2019
•Doors
•Roofs & Skylights

February 2019
•Hardware & Security
•Doors continued

March 2019
•FIT Show Exhibition

Preview
•Energy Efficiency

April 2019
•FIT Show Exhibitor

Read TheInstaller online – www.profinder.eu



Tel: 0113 277 8722
Email: info@morleyglass.co.uk
Direct fax for quotations: 0113 277 8723
Morley Glass & Glazing Ltd, Unit 3, Leeds 27 Industrial
Estate, BruntcliffeWay, Leeds LS27 0HH

ORDER TODAY
from

DESIRABLE. DURABLE.
DELIVERED IN JUST 10 DAYS
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To find out why you should offer your
customers Uni-Blinds integral blinds,
call us now.

www.morleyglass.co.uk
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Clarion Housing Group, the
UK’s largest social landlord,
has unveiled plans to create
a thriving new community in
Honingham, Norfolk with the
potential for up to 7,500
homes.

The project will be Clarion’s
largest and most ambitious since
it formed. The Group has agreed
a land promotion agreement on
a 368 hectare site eight miles
west of Norwich, on which
3,900 homes could be built over
the next two decades, with an
additional 3,600 homes deliv-

ered over the following 15
years.

The scheme will have a mix of
tenures including social rented,
shared ownership, private sale,
build-to-rent and potentially self-
build homes. Richard White, Di-
rector of Land and Planning for
Clarion Housing Group said:
“We are absolutely committed to
playing our part in tackling this
country’s acute housing crisis
and our aim to deliver 50,000
new homes over a decade. “At
Clarion, we have moved away
from the traditional model for

housing associations of relying
on Section 106 agreements with
housebuilders. Our approach to
development focuses on buying
land ourselves or in partnerships
and securing major strategic
land opportunities, such as Hon-
ingham.” More

The announcement follows a
number of significant land deals
by the Group. At Sherford,
Devon, Clarion is building
1,500 homes in a joint venture
with Bovis Homes and at Salford
Quays it plans to deliver 272
new apartments. i

7,500 Norfolk Homes
Plan Announced As
Part Of 50,000 Build
Strategy

The government is banning combustible
materials on new high-rise homes and
giving support to local authorities to carry
out emergency work to remove and re-
place unsafe aluminium composite mate-
rial (ACM) cladding.

Regulations were put in place on November
29 which will give legal effect to the com-
bustible materials ban announced in the sum-
mer. The ban means combustible materials will
not be permitted on the external walls of new
buildings over 18 metres containing flats, as
well as new hospitals, residential care premises,
dormitories in boarding schools and student ac-
commodation over 18 metres.

Schools over 18 metres which are built as part
of the government’s centrally delivered build
programmes will also not use combustible mate-
rials, in line with the terms of the ban, in the ex-
ternal wall.

The Communities Secretary is also taking ac-
tion to speed up the replacement of unsafe

ACM cladding, like the type used on Grenfell
Tower.

Local authorities will get backing, including fi-
nancial support if necessary, to enable them to
carry out emergency work on affected private
residential buildings with unsafe ACM
cladding. They will recover the costs from build-
ing owners. The government is already fully
funding the replacement of unsafe ACM
cladding on social sector buildings above 18
metres.

Secretary of State for Communities, James
Brokenshire MP said: “Everyone has a right to
feel safe in their homes and I have repeatedly
made clear that building owners and develop-
ers must replace dangerous ACM cladding.
And the costs must not be passed on to lease-
holders.

“My message is clear – private building own-
ers must pay for this work now or they should
expect to pay more later.” i
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News

McBains has been appointed to oversee the
development of the world’s tallest modular
towers in Croydon, South London.

In Focusing largely on strategic advice and tech-
nical due diligence, McBains is currently providing
monitoring services on £9 billion worth of high pro-
file developments, including in the UK, Battersea
Power Station, Royal Albert Dock, Shell Estate, Sil-
vertown, Harbour Central, London City Island,
Wardian and Embassy Gardens. The Croydon de-
velopment at 101 George Street, Croydon, is a
Greystar build to rent scheme. It will comprise two
towers of 37 (115m) and 44 stories (134m), hous-
ing 546 apartments. On completion, they will hold
the title of the first and second tallest modular build-
ings in the world. Rather than the buildings being

fully constructed on-site, modular construction
means the developers, Tide Construction and their
associate company, Vision Modular Systems, will
construct the modules for the buildings in a con-
trolled factory environment in Bedford. This method
will produce 80% less waste and mean that fewer
workers are needed on-site. Work on the new de-
velopment is due to be completed over a 24-month
period – with residents moving into the towers in
the early part of 2020.

Glasgow Class – University Build Best In Glass
Balfour Beatty has secured a contract for the £60
million state of the art University of Strathclyde
learning and teaching facility in Glasgow.

The contract, worth £33 million, has been
awarded through the University’s Major Building
Construction framework, to which Balfour Beatty
was appointed in February 2018.

Balfour Beatty will be responsible for the refurbish-
ment and extension to the existing Grade II listed
Architecture building and the neighbouring Colville
building, linking the two together to create a mod-
ern teaching space. The building will incorporate
solar shading into its mostly glass and aluminium
structure.

101 George Street, Croydon will comprise
two towers of 37 and 44 stories housing 546
apartments.

i

Towers Of Glass –
2019 Pipeline Developments

November 30 saw the fifteenth outing of the
G-Awards.

“Every year, it is an absolute pleasure seeing
what the best in this industry can achieve,” said
organiser Tony Higgin. “All the panel of inde-
pendent judges agree not only that the winners
have excelled themselves again but that very
many of the finalists were very close to taking
the trophies themselves.”

Product of the Year spot went to Deceuninck
for the second year in a row, this year with its
Linktrusion technology, while The Window Com-
pany (Contracts) won its third Installer of the
Year trophy and Alufold Direct came away with
two trophies – for top Fabricator and Training &
Development Initiative.

Other winners were:
Sustainabilty Initiative – Epwin Group.
Promotional Campaign – Virtuoso Doors.
Commercial Project – Pilkington.
Trade Counter – Worcester Trade Frames.
Unsung Hero – Anna Plesniar, AluK.
Component Supplier – VBH.
Customer Care Initiative – Thermoseal.
Glass Company – Double R Glass & Roofing
Systems.

Fensa Installation of the Year
The Fensa Installation of the Year, also presented
with the G18 Awards, went to Monarch Home
Improvements. i

G-Awards 2018 – Winners Revealed



Email: sales@madefortrade.co
Call: 01642 610799 | Fax: 01642 615854
www.korniche.co.uk

Working Days
Lead Time

ORDER TO DELIVERY FROM A FAST

5

THE BEST ALL ALUMINIUM LANTERN ROOF

FASTEST

STRONGEST Performance Engineering
3.5kN
/m2

Ability to withstand ‘Live’ loads over twice that of the leading competitor.
A 6x4m roof can support up to 8 tonnes. Up to 3m x 2.5m with no rafters, No tie bars required

WARMEST
Thermal PVC T Bar, Thermally broken eaves beam and industry leading Q-Lon
Gaskets. U Value from 1.2

Fully Thermally Broken Construction

SLIMMEST
Patent pending end boss enabling hips to merge into ridge.
Traditional features in contemporary design give ‘Timber’ like looks
suitable for all properties. Narrowest external ridge profile

Uninterrupted Sight Lines

No on-site cutting or drilling for ease of install. No silicone,
single bolt fixings and clip fit finishing caps – Search on YouTube to
see the Korniche fully fitted in under 6 minutes

SUPPORT BEST for specifiers -
the ideal trade lantern

Brand, point of sale and marketing support helping save time
and maximise profit from sales and on-site. Online trade
KwikQuote tool

TM

FITTED
IN

MINUTES

Glazed in Seconds

single bolt fixings and clip fit finishing caps – Search on YouTube to 
6 minutes

STAND K10
korniche.co.uk/fitshow
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QANW Column

Whilst there are many insur-
ance backed guarantee
providers in the market,
QANW pride themselves on
being one of the most flexi-
ble and easy-to-use.

QANW works closely with a
number of competent person
schemes to provide members
with easy access to competitively
priced insurance backed guaran-
tees for their glazing installa-
tions. Barrie Smith Wright,
Group Director of Sales says:
“This year has continued to be a
busy year for our members and
us as we continue to evolve to
better serve our members.

“A major development we
made was in October, we
launched our fully online appli-
cation form so anyone looking to
join QANW can now do this on-
line via our website
(www.qanw.co.uk/), where con-
tractors can complete the full
process by themselves.

“For anyone who requires
some help, don’t worry - our
sales team can complete most of
the form for you...we’ll then send
you a link to access your appli-
cation at which stage you can
sign it off allowing us to process
your application.”

Sample guarantees
Smith Wright continues: “We
also know that a common delay
in the process of applying for
membership is contractors
preparing their written guaran-
tee. With this in mind we have
made available sample guaran-
tees for contractors to adopt dur-
ing the application process.”

Thank you – and stay FIT
“As we reach the end of the
year, the team at QANW and I
would like to take this opportu-
nity to thank our members for
their continued business,” says
Smith Wright.

“We have already started plan-
ning for 2019 to make sure we
constantly provide you with the
best service available within this
industry.

“We are looking forward to at-
tending the FIT Show again next
year at the NEC Birmingham.
This is a very important event in
our calendar as it’s a rare oppor-
tunity for us to attend an event as
an exhibitor. We are still in the
early stages of organising the
event but make sure to keep an
eye out on our social media
channels in the beginning on
2019 for an exclusive look at
our plans.”

Merry Christmas
“Finally, the team and I at
QANW would like to wish you
all a Merry Christmas!”

If you need an insurance
backed guarantee
provider or would like to
change provider and move
to QANW to make your job
that little bit easier you can
complete the online appli-
cation form at qanw.co.uk

If you would prefer to
speak to someone, you
can always call t. 01292
268020 where a member of
the QANW team will be
more than happy to answer
any questions you may
have.

i

Joining QANW
Couldn’t Be Easier

QANW is a trading name of
Warranty Services Limited,a
company registered in
Scotland,with the registered
address of 4 Forbes Drive,
Heathfield Industrial Estate,
Ayr,Scotland,KA8 9FG,and
with the company number
SC205797.

Warranty Services Limited is
authorised and regulated by
the Financial Conduct Au-
thority (Firm Reference Num-
ber 309580)

For anyone looking to join
QANW, there is now a fully
online application form
which can be easily filled in
at www.qanw.co.uk

P.S. There are also real
human beings at the end of
a telephone line to help if
you'd prefer!
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Quote turnaround within hours

Up to 1200mm sash widths

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

Aluminium Bi-Fold
Doors

make the
smarter choice

FROM
ONLY

£345
per leaf

*

Including
delivery

£GET A PRICE
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* Per leaf price is unglazed and may vary depending on size and specification of
the door. Lead time is based on a standard colour. Postcode restrictions apply

s

, Black,

STAND K10
korniche.co.uk/fitshow

£

UK

M
A
IN

L
A
N

D
SITE D

E
L
IV

E
R
Y
*



The Master Window and Conservatory
Installers Association Technical & Legal Column
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There is a misconception
that at the first sign of a dis-
pute with a consumer, a
Solicitor should be instructed
– Solicitors cost money... thou-
sands of pounds worth of
money writes our technical
expert, Don Waterworth.

Let me tell you how Solicitors
work in a dispute. A Solicitor will
take your word as an instruction
and instigate your instruction.
Therefore if you inform a Solicitor
that a customer owed you
£10,000.00 and that the job
was ‘tip-top’, then the Solicitor
will write to your customer telling
them to pay up or else! Such a
threat will either motivate your
customer to pay (which is highly
unlikely) or get your customer's
back up – in which case they
may instruct their own Solicitor,
informing him that they are dis-
satisfied with areas of the work.

Expert Witness
Either Solicitor will then instruct an

Expert Witness (such as myself) to
inspect the installation and con-
firm what you or the customer
says. By this stage, each Solicitor
will have charged £1,500 to
£2,000.00 and the Expert Report
could be anywhere between
£1,000 and £1,500.00. If your
job is not quite as tip-top as you
said it was – even just marginally
– the most likely conclusion will
be that you will have to give a dis-
count to your customer (instead of
simply putting any little item right)
and pay all the fees (it happens
all the time) and therefore find
yourself several thousand pounds
out of pocket for doing little
wrong. ALTERNATIVELY...

Mediation
...ALTERNATIVELY, you could em-
ploy someone like myself to act
as an Evaluative Mediator. Every
picture tells a story

Take a look at the photograph
here. The conservatory has sub-
sided, not much argument there!

The house-
holder de-
manded a
demolition
and re-
build from
the win-
dow com-
pany. The
w i n d o w
company
instructed
me to Me-
diate. As I
am a

Chartered Building Engineer and
Expert Witness, I am well versed
in assessing damage and speci-
fying repairs. After my inspec-
tion, I informed the window
company and householder who
met me at site that an underpin-
ning schedule would be satisfac-
tory and that no rebuilding would
be required.

Taking advice?
The householder wished to re-
monstrate with me, so I simply
advised them to employ his own
engineer at a cost of around
£1,000.00 and instruct his own
Solicitor at a cost of £2,000.00
or so and that I would advise the
window company to not carry
out any works until these Profes-
sionals had been instructed.
Lo and behold, the householder
suddenly wished to take my ad-
vice, especially as the window
company were paying my fees
and that there would be no cost
to the householders if my repair
schedule was carried out.

Result
A satisfied window company, a
satisfied householder and a dis-
pute resolved for around
£1,000.00 Professional Fees in
total. So be careful, Solicitors are
expensive and are not trained in
Dispute Resolution.

Have a Very Merry Christmas
and a Happy New Year and if
you find yourself in trouble in
2019, phone me first – Don.

i

How To Save
Thousands Of £££s
Solicitors cost money...thousands of pounds worth of money. Think carefully before
instructing one in a dispute warns Don Waterworth, The Installer's technical author.

Written by Don Waterworth BSc (Hons)
FCABE MEWI Chartered Building Engineer /
Building Surveyor,Expert Witness,
Accredited Mediator – Tel: 0800 1954922
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STAND K10
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Cover Story

The window market is esti-
mated to be down nearly 10%
on last year,writes Chris Jones,
Deceuninck UK Sales Director.
However, numbers aren’t the
whole story. The ‘shiny white’
middle and budget markets
have been feeling the pinch,
while the premium market is
up around 10%.

Foiled colour, flush sash and
other in-demand products are
flourishing. Growth is being
driven by ‘The Haves’, an ex-
panding group of mostly older
homeowners who have benefitted
from years of rising property
prices. They’re not all big earners
but they have lower outgoings
than younger homeowners and
are mostly free of mortgages.
They own most of the UK’s sav-
ings and have the money to buy
the home improvements they
want – with great looks, colour
and performance when it comes
to windows and doors.

The right partners
To capitalise on this growing mar-
ket, you need active partners who
support your growth and give you
the products, service and tools to
succeed. For example, colour is
growing rapidly, and while three
in ten windows are colour, Dece-

uninck fabricators and installers
sell near double that.

Homeowners love colour but
without a colour-enabled supply
chain getting it is a hassle. In-
stallers need to know their trade
supplier can make colour in the
same time as white. That can only
happen if they’re supplied by a
systems company from stock. If
they don’t have all profiles, cills,
trims, end caps and accessories
already foiled and in stock, the
systems company simply cannot
reliably fulfil a fabricator’s order
in a sensible time frame. It’s sim-
ple for systems companies to
keep big stocks of white, but to
keep many colours in stock for
your whole range is expensive.
And just imagine the space you
need to stock 26 colours in your
whole range. We know because
we do – and currently only Dece-
uninck has taken that big step.

Buy Deceuninck
So, as an installer you can’t be sure
of getting your windows and doors
in the colour you ordered, on time
and in full unless you are buying
from a Deceuninck fabricator.

How does that work?
Using Deceuninck Online, fabri-
cators can take a virtual stroll
around the warehouse 24/7, put-
ting their name on whatever they
want – from a single length of
profile to a full stillage – knowing
it will be on their next delivery.
Our Heritage Window Collection
features premium sculptured and
chamfered windows and doors,
including the award-winning Her-

itage Flush Sash and combines
desirable traditional looks with
outstanding security, energy effi-
ciency and weather performance.

Look out for an exciting new
product joining our Flush family in
the new year!

Patio doors
Deceuninck is also breaking new
ground in the patio door market
with its Slider24+. It’s #BestIn-
Class for weather performance,
energy efficiency and security
and like other products in the Her-
itage Window Collection, avail-
able in 26 (soon to be 30)
colourways from stock.

To have and to have not?
So, when The Haves want their
colour windows and doors with a
matching patio slider installed at
the same time, installers who buy
from Deceuninck fabricators can
deliver – on time and as prom-
ised. More than product Our un-
derlying philosophy is to make
partners of the fabricators and in-
stallers in our supply chain. At
one level, it’s about product but
while product design and innova-
tion are the bread and butter,
there are many other essential
must-haves to make the relation-
ship work – technical support, lo-
gistics, production, customer
service and marketing, so cus-
tomers (and customer’s customers)
prosper in the growing premium
market. With product innovation,
service and expert support our
fabricators and installers can do
well and grow, even in difficult
markets. i

FollowThe BrandsThat
FollowThe Money
Chris Jones, Deceuninck UK Sales Director, says the overall market is down but the
premium market is growing and with the right products, brands and support, fabricators
and installers can grow with it.



WarmerRoof

Email: sales@warmerroof.com

www.warmerroof.com
Call us today on:

01373 47 39 00

Lowest
‘U’ Value
0.14W/m2

5-day turnaround
Nationwide delivery

Fast Quote
Turnaround

No Risk of
Cold Bridging

Tapco and
Metrotile

Faster Fitting and
JHAI Approval

Roof Samples and
ShowroomSupport

Double Hipped
3000 x 3500 £2,105.42+VAT

4000 x 4500 £3,038.78+VAT

5000 x 5500 £4,155.31+VAT

Edwardian
3000 x 3000 £1,464.30+VAT

4000 x 3500 £2,000.85+VAT

4500 x 4000 £2,414.89+VAT

Victorian
3500 x 3000 £1,730.70+VAT

4500 x 4000 £2,504.87+VAT

5000 x 5000 £3,269.31+VAT

Gable End
3500 x 3500 £1,726.86+VAT

5000 x 4000 £2,538.61+VAT

6000 x 3000 £2,298.16+VAT

Lean To
4500 x 3000 £1,647.78+VAT

5500 x 3500 £2,215.01+VAT

6000 x 4000 £2,641.49+VAT

You have NOTHING to lose by sending us a quotation but EVERYTHING to gain

Remember, with the
Warmer Roof you get
all components
included in the price

Please note that prices above are for Metrotile

Timber Flat
Roof Kit System

Manufactured
precisely to
meet project
requirements
With all timbers cut using
CNC machining centre

• Roof supplied in kit form for convenient and
speedy assembly on-site

• Full JHAI accreditation (certificate number
JHAI 14029), this is a different accreditation
than our pitched roof system

• Available with or without lantern or flat
glass plate

• Supplied with one piece firestone epdm
roof covering as standard, (or you can
specify no roof covering to use your own)
with all associated roofing trims supplied

• Roof has already been pre-assembled at our
factory (photographs available of the build)

• Fascia and guttering supplied as part of the
roof kit

• No aluminium framework but a truly solid
roof construction

• Constructed using highly insulated
structural panels

• No cross battening required

• Delivery on our own inmarked transport to
site or your premises

Pitched Roof
Kit System
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New Business Opportunities

As we reach the end of 2018,
it is fair to say it has been a
phenomenal year for tech-
nology, writes Paul Hilditch, of
Systemline.

The popularity of smart de-
vices shows no sign of waver-
ing. In fact, market research
company IDC revealed in No-
vember that the global smart
home market will grow by al-
most a third by the end of this
year, meaning that manufactur-
ers would have sold over 640
million devices. The study also
revealed that annual sales will
reach 1.3 billion devices in just
four years.

Are you listening
Naturally, the most popular de-
vices of this kind are smart
speakers, more specifically
Amazon Echo or Google Home,
which boast a five-year growth
rate of 39.1%. Despite an in-
creasing number of people pur-
chasing 'plug and play'
technology to modernise their
homes, the growing demand for

built-in audio systems has pro-
vided an exciting opportunity
for installers and electricians to
diversify and add to the portfo-
lio of services they provide
whilst increasing their income.

Lighting
We are seeing a rising number
of developers and builders look-
ing for innovative smart home
solutions that will appeal to po-
tential buyers – specifically
products that focus on enhanc-
ing the consumer’s lifestyle. The
way a homeowner controls their
music and lighting, two of the
most important factors in any
home, have both been revolu-
tionised by a number of exciting
products. For instance, we have
ensured that our Systemline 7
(S7) installed multi-room audio
solution fully integrates with
lighting systems from Rako Con-
trols and Lutron. This allows both
sound and lighting to be con-
trolled in a smart, innovative
and convenient way that en-
hances the homeowner’s enjoy-

ment of their property, whilst
also saving them money.

Training
One of the primary reasons con-
sumers choose smart home
products is because they are so
convenient and accessible.
However, these products may
not always be simple to install,
posing a big challenge for a de-
veloper working to a tight dead-
line who may not have the
additional budget required to
specifically train installers.
Therefore, I believe that manu-
facturers are best served design-
ing products that not only satisfy
the consumer’s desire for an
easy to use product but also the
developer’s need for a solution
that is simple to install. One way
to achieve this is to design prod-
ucts that use a small number of
cables and components, making
them straightforward to design
into the home – and this was a
key consideration when we
were finalising the development
of the S7 audio system. Natu-

In just four years, the global
smart home market will grow
to sales of 1.3 billion devices
says Paul Hilditch Systemline.

Smart Thinking Can
Help Installers Grow
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rally, installers and electricians will already pos-
sess the expertise and skills to install many of the
industry’s leading integrated music solutions and
therefore all that is required is knowledge of the
product itself. We continue to work closely with
them to ensure they receive the necessary train-
ing to install our products efficiently and effec-
tively. So far, hundreds of them have taken part
in our short training courses, providing the
chance to learn more about how our solutions
work, as well as benefitting from an in-depth tu-
torial on the installation process.

Upon completing the training course, they are
also added to our list of approved contractors
and will begin to receive direct installation re-
quests from us.

Business leads
In addition, we have also created an interactive
tool on the Systemline website to help the ap-
proved contractors connect with homeowners
who are looking to purchase S7. Website visi-
tors are given the opportunity to virtually build
their own system regardless of whether they live
in a house, bungalow or an apartment. Once
completed, users will receive a full quotation ac-
cording to the selections they have made, before
being connected to a certified S7 contractor,
who can liaise with the homeowner to confirm
the design and plan installation.

Wow factor
In conclusion, the growth of smart speakers has
captured the imagination of technology-ob-
sessed homeowners who are now more open to
the idea of installed solutions – including audio
and lighting systems, which can add the wow
factor to any home. It is now vital for installers
and electricians alike to take advantage of this
exciting opportunity to grow their businesses
and maximise their sales.

Picture: Home owners are looking for
installers to give their homes the wow
factor with home automation.

i

New Business Opportunities
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What is SoftWashing? It is an al-
ternative to pressure washing
and gives longer lasting clean-
ing results when used for clean-
ingbuildings,typically4-6 times
longer.

It is best used on render,
cladding, roofs and other sub-
strates which require organic mat-
ter removal without causing
damage through harsh pressure.

Purple Rhino’s SoftWash Sys-
tems Ltd offers full training pack-
ages to suit beginners and
established companies.

The chemicals offered are
designed for SoftWashing
Systems’ equipment and are all
fully bio-degradable.

Take a journey –
softwash-systems.com
Take a look at the Journey Infor-
mation on the company's web-
site, SoftWash Systems has a two
year plan to help you grow your
exterior building cleaning busi-
ness from start up to £1 million
pound turnover. Sofwash claims it
offers all the benefits of a fran-
chise without the franchise fees. It
all starts when you attend a three
day Discover SoftWash course at
the head offices in Ashford, Kent.
This is backed by network support
groups where information is
freely given to help you grow a
sustainable turnkey business. Op-
portunities to join business coach-
ing teams will be presented to
you once you and the business
are ready.

Multiple surface cleaning
Benjamin Negoita from the com-
pany told The Installer: “When
you want to clean more outdoor
surfaces, safer, faster and earn
yourself more money, SoftWash-
ing is a better alternative rather
than pressure washing - you don't
need a big water tank in the van
and you can clean multiple sur-
faces.”

SoftWash also claims:
• The system is fast because the
setup time takes only seconds
when you pull up on site.
• Safe – No risk of Vibration
White Finger caused by pressure
washing for long periods of time.
• Easy – Simply spray the sur-
faces, leave to dwell for fifteen
minutes and rinse off – up to 40ft
safely from the ground.

Purple Rhino’s SoftWash
Systems
t. 0800 157 7484

i

Don’t Go Soft –
Think SoftWashing
Look for something new to
do? How about cleaning
that conservatory roof or
doing a regular patio clean?

Maybe you could develop a
whole new stream of
exterior cleaning work –
windows, render, brickwork?

Picture: Render and windows before and
after SoftWashing.

New Business Opportunities
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Applying The
Power of P
DGCOS is recognised for its
consumer protection and sup-
port credentials, with a firm
focus on promoting industry
best practice, writes founder
Tony Pickup.

What isn’t so well known, is
how powerfully a business mem-
bership affiliation with the
DGCOS brand can make a posi-
tive impact on a company's retail
sales. Savvy installers are recog-
nising that they can reap rewards
by offering something different to
consumers who are about to part
with their hard-earned cash. We
call it the Power of P, a blend of
the traditional 5 Ps of marketing,
with our own DGCOS brand
input.

Product
Understanding what tangible and
intangible features and benefits of
your product have the most influ-
ence on a potential customer’s per-
ception and purchase intentions, to
precisely meet their needs. With-
out a desirable product, selling be-
comes difficult. So, presuming you
have a good product, the key to
achieving the 1st ‘P’ is product
training. Only when you have the
required amount of knowledge will
you be able to sell.

Price
There’s always great debate
around the importance of price in
a purchasing decision. True, it’s
important because people do
have limits and budgets but if

they’re talking to you in the first
place, then you’re probably in
their ‘spend ballpark’. It’s been
proven that price positioning is
one the factors that lead to sales
success but critically it is rarely the
main factor. Following our 'P' the-
ory will enable you to price cor-
rectly and accordingly.

Person
It’s the age-old cliché, people buy
from people. As much as it is a
cliché, that doesn’t mean that it
isn’t completely true. If you aren’t
likable, engaging, friendly; if you
can’t get the right balance of lis-
tening to your potential customer
and talking – the sale will likely
not happen. Whether you employ
a handful of surveyors and fitters
or a huge sales team on the road,
every single member of your busi-
ness can make a positive impres-
sion and encourage word of
mouth that will ultimately lead to
sales growth.

Payment
If your potential customers are un-
able to fund their purchase they
will never buy. Much of this is out
of your control. The consumer will
either have the money or not. To
regain some control, you can
arrange a lending facility via a
consumer credit finance
lender/broker.

Peace of Mind
The key to the sale now relies
upon peace of mind. This can

come from a powerful endorse-
ment from a trusted body that has
the mechanisms to protect the con-
sumer. To do this and achieve the
5th ‘P’, you must provide services,
support and security which guar-
antees that your customer will not
be left disadvantaged.

Crucially, as a DGCOS mem-
ber, you already provide con-
sumers with comprehensive peace
of mind. From the minute your cus-
tomer signs the contract they are
protected.

SafeGlaze
Sadly, enhanced protection for
consumers isn’t just a ‘nice to
have’ in theory as we’ve recently
witnessed. At the time of writing,
the demise of SafeGlaze UK has
potentially left homeowners with
unfulfilled orders, missing deposits
and no come-back in terms of gen-
uine, unlimited IBGs.

For more information, visit
installers.dgcos.org.uk or call
t. 0345 053 8975

i

Tony Pickup, Founder of consumer protection organisation DGCOS, looks at how the
scheme’s members have created a sales edge by being able to offer homeowners peace
of mind should the worst happen as we’ve seen recently with the failure of a significant
supplier.
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Today the cheapest replace-
ment windows have a limited
choice of colours and still
don’t look right in period
homes, writes Alan Burgess of
Masterframe Windows.

However, at the higher end of
the market the range is impressive.
The demand for colour and appro-
priate design is chiefly driven by
homeowners over the age of 55 –
the haves who own the majority of
the housing wealth in the UK.

The devil really is in the detail.
They care about the appearance
of their windows and they also
want them to be secure, energy
efficient and durable.

No longer niche
Having started as a niche style, the
timber-look flush sash is set to be-
come mainstream, with a recent
study by MRA Research suggest-
ing that nearly 50% of fabricators
predict it will become as important
as standard casement windows
over the next 10 years.

Cheap joint
The standard method for welding
PVC-U windows means a 45º
corner groove, which spoils the
look. It also means that if you
choose a coloured, woodgrain
foiled window the groove must be
‘coloured in’ with a pen. That’s
not the attention to detail home-
owners who buy flush sashes
require.

Butt joints
System companies have sought to
solve this problem using a variety
of methods. At the top end of the
market, flush sashes are made
with mechanical butt-joints and
glass-bonded for strength and in-
tegrity. However, this is labour in-
tensive and slow.

Other companies use a method
of welding that gives a butt-joint
look on the outside and a 45º
groove on the internal face. Not
ideal when homeowners usually
see their windows from inside
their home.

Other options include the Graf
Seamless 45º corner weld.

Timberweld
A further option is Timberweld, a
patented method of welding
corners, inside and out, to create
an authentic timber-look, butt-joint
effect. Timberweld allows flush
sashes to be made with a butt-
joint look at scale, cost-effectively.
Installation is easier too, as the
units are not glass-bonded in the
factory but installed on site in the
usual way. The Timberweld weld-
ing method makes very strong
joints. This is particularly relevant
at a time when the integrity of me-
chanical joints is under the spot-
light, as rising temperatures and
the growing popularity of colour
frames could lead to problems
with expansion and shrinkage –
literally pulling the frame apart in
the worst-case scenario. Colour
absorbs more heat than white,
and dark colours (eg anthracite
grey) – absorb even more. As
flush sashes are invariably foiled,
it is part of the appeal, this is an
issue to consider.

Heritage – here today
Today homeowners want looks
and performance. And installers
want to supply timber-look win-
dows that last but in a way that is
cost-effective for their fabricators.
Neither want to – the technology
is here now so they don’t. i

GetYour Butts In
Gear With
Timberweld

Heritage Windows & Doors

Alan Burgess, one of the
innovators behind
Timberweld, says today’s
homeowners don’t need to
compromise on good looks
and performance from their
flush sashes.

Picture: The Timberweld
butt-joint creates an
authentic timber look.
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Bereco’s Heritage range of
engineered wood windows
has been designed to stay
true to original designs whilst,
at the same time, offering U-
values as low as 1.3W/m²K
which is 30% better than cur-
rent UK Building Regulations
demand.

Double-glazed windows and
doors in the range include flush
casement, sliding sash windows
and French doors – all will pass

the conservation zone test and
allow sympathetic replacement.
Bereco can also help with plan-
ning consent, working with in-
stallers to ensure any project is
accepted by conservation offi-
cers and even English Heritage.
The simplest way to comply is to
ensure the detail of any product
will not be questioned. Bereco
consider authenticity from the
glazing through to elements such
as lambs tongue beading and
putty mould sash profile, right
down to the glazing bars and
hinges.

Along with hundreds of paint
and stain colours in dual and sin-
gle finish, customers can select
from a limited edition Heritage
Colour palette which includes fin-
ishes such as London Dust – a
light powdery blue and Smoke -

a delicate smokey grey. Ironmon-
gery comes in Satin and Pol-
ished Nickel through to shades
such as Bronze, Antique and
Rumbled Brass, and Rumbled
Pewter.

Picture: Dedham products
from Bereco.

i

Modern engineered wood
is a great material for
replacing existing windows
as it is long-lasting and has
the thermal dynamics one
would associate with other
materials.

Wood Is Good
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Slenderline Glass says it has
seen great demand for its
heritage sealed units - in-
cluding on a farmhouse proj-
ect undertaken by RTA
Joinery.

RTA Joinery specialises in be-
spoke windows, doors, stair-
cases and conservatories. The
company needed 600 units for
the job. Richard Allen from the
firm said: “Despite the farm-
house being a newbuild prop-

erty, it needed to be given a tra-
ditional look and we knew that
the heritage sealed units would
be perfect to create the desired
effect. “The accurate design and
look of Slenderline’s traditional
slimline glass units coupled with
the modern thermal efficiency
creates a really strong selling
point for us."

Andy Cocker at Slenderline
Glass said: “The farmhouse
looks very impressive - they've
done a wonderful job. It’s fantas-
tic to see Slenderline leading the
way in the sector, providing busi-
nesses like RTA Joinery with a
high-quality product that can
help them win new business.”

Thermals
Available in a full range of sizes
to match any traditional rebate,
Slenderline provides an ad-
vanced slimline unit for any her-
itage window. Slenderline
achieves its modern-day thermal
qualities through warm edge
technology and either Argon or
Krypton gas, whilst a sympa-
thetic design accurately matches
the dimensions and details of a
traditional sealed unit.

Picture: Slenderline Glass
thermal glass units have
helped RTA Joinery transform
a newbuild farmhouse.

i

When RTA Joinery were
tasked with transforming a
farmhouse, they turned to
Slenderline Glass for help.

Glazing Down
On The Farm
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Kestrel has proved that sustainable sourcing is at the heart of its
business after achieving the BES 6001 for the sixth year running.

Sales and marketing director Owen Thorogood says: “Kestrel has held BES
6001 since 2012. It’s a true ‘gold standard’ in sustainability and shows our
customers that they are buying the best, not just in terms of quality fascia,
cladding and roofline products, but in our supply chain and manufacturing
process.”

The BES 6001 standard scores Kestrel for issues such as material traceability,
business ethos, health and safety and waste management within its supply chain.
In order to keep the accreditation, Kestrel faces an independent audit every 12
months, and this year managed to improve its score.

Owen adds: “While we are proud of having the BES 6001, we are also
committed to improving wherever we can. This increased score shows that we
are working with a reliable and even more sustainable supply chain of
companies that hold themselves to the same high standards as Kestrel.”
kbp.co.uk

i

Specialist PVC-U home improvement stockist, General Building
Plastics, has built its business over a period of 28 years. Twenty of
those years have been in close partnership with Freefoam Building
Products.

The company has seen Freefoam’s roofline and rainwater colour sales grow
significantly, with the benefit of Freefoam’s technologically advanced Colormax
technology.

Alan Sutherland, MD of General Building Plastics says: “We deal with 50
different suppliers in total and Freefoam is by far the best. They are market
leaders in colour and the quality of their products is excellent. The 10-year
guarantee on colour products and 50-year Lifetime Extended Guarantee
on white products give our customers absolute confidence in Freefoam’s products.”

“We’ve received great marketing support, such as literature and sample boards.
Freefoam is an independent company with a more personal service, and you can
have an open honest conversation with them. As a fellow
independent, we like and support each other.” freefoam.comi

Hundreds of windows on the award-winning Bloomberg HQ
office complex are being protected from the elements thanks
to advanced sealing tape technology from Iso-Chemie.

The Queen Victoria Street development, recipient of the prestigious RIBA
Stirling Prize and designed by renowned architects Foster and Partners, is
considered to be the most sustainable office building in the world.

Andy Swift, Iso-Chemie’s national sales manager, explains: “Up to 70%
cost savings can be achieved using Iso-Chemie’s tapes, which enable
installers to seal windows from inside the building and avoid the need to use
time consuming and costly scaffolding and ladders among other external
access systems.

The tapes offer a single product ‘fit and forget’ solution for fast and effec-
tive sealing based around the European RAL principles of three level seal-
ing – the inside seal area is more airtight than the external one, allowing any
trapped moisture inside the joint, or within the wall, to escape outwards
rather than into the building. iso-chemie.co.uki
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Eurocell has launched a cill cover that will help contractors save
time, money and unnecessary work on site.

The new product from Eurocell will allow damaged cills to be repaired by
simply positioning the new cover over the existing one.

When new windows are installed in new buildings, the construction of the
building is often still ongoing meaning that cut bricks or mortar may fall from
height and damage the new window cill. Ordinarily this would mean full replace-
ment of the cill. The new Eurocell cill cover can also be used as temporary pro-
tection during this construction phase, fitted in the factory and simply removed
when the property is ready to be handed over.

The cill cover is adaptable as it comes in one size but can be cut down to fit
any cill size. It has ‘V’ notches set at standard cill dimensions from 125mm –
225mm to allow for easy on-site alteration. Initially the cill cover will be launched
in white, but following demand colours such as golden oak, rosewood and
anthracite grey, will follow in 2019. eurocell.co.uki

Roseview Windows says the astragal bar from The
Georgian Bar Company is its number one choice.
The two companies work closely to bring the very
latest in style for windows being installed into both
traditional and modern homes.

“We continue to innovate designs to bring sash windows
bang up to date,” says Willie Kerr, MD at Roseview Win-
dows. “We don’t stick to just squares, we create all sorts of
designs for customers. Thinking differently with the design
uplifts replacement heritage windows into something that’s
highly desirable for all properties.”

Kerr adds: “Georgian Bar Company astragal bars are a sig-
nificant part of the design and more than 70 percent of sash
windows from Roseview include them. We offer elegant
styling for traditional properties and often recreate the exact
look based on the timber windows being replaced. This means

there’s no compromise, as they are getting all the modern ben-
efits of top-performing, energy-efficient and high security
windows. But we don’t just work in the heritage sector. A large
proportion of our windows end up in new build homes
because housebuilders can create an individual style on an
estate by installing stunning windows. British homebuyers
want the convenience of a new home but still want the tradi-
tional elegance.” geofast.co.uki

Sunsquare has launched an access skylight that offers architects
a space-saving alternative to large sliding models – making it
perfect for winder and spiral staircases and for projects where
external space is at a premium.

The skylight has been specifically designed for applications where a large
opening to the roof is needed but roof space is limited. Instead of a conventional
sliding mechanism, it features two panels that open independently to 90
degrees, allowing for a maximum opening area, with a minimal footprint.

Mark Lambert, Sales Director at Sunsquare, says: “We designed the Aero Dual
because our customers wanted all the benefits of an access rooflight, without los-
ing valuable roof space. The two synchronised, hinged panes can be operated at
the touch of a button and provide a unique, space-saving solution. Because it fea-
tures laminated glass, it’s also the safest flat-roof skylight on the market, backed by
a 25-year unit seal warranty. This means specifiers, installers and end-users alike
can benefit from complete peace of mind, with a skylight that’s not only designed
with quality and safety in mind, but one that’s built to last. sunsquare.co.uki

Products & Projects

Space Age Skylight
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Modern Sash
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Avocet Hardware has re-
ceived widespread industry
praise for its #StayHomeSe-
cure dark nights campaign,
which was aimed at high-
lighting the annual rise in bur-
glaries during the period
following the clocks going
back.

The six-week campaign, which
saw the return of Ollie the retired
guard-dog and the introduction
of his former nemesis, Kat the
burglar, saw Avocet reach over
two million social media users in
the UK.

A bit of a Tweet
Avocet gained over 1,100 new
followers, and saw its Twitter
posts alone retweeted over
4,000 times and liked 33,000
times. Astonishingly, the engage-
ment rate of its Twitter activity far
outstripped the global bench-
mark of less than 1% – averag-
ing over 6% for the entire
campaign. Meanwhile, it’s paid
for social media activity also left

the worldwide standard in its
wake – with close to 1 in 5 of
those who saw the weekly Ollie
& Kat competition tweets either
liking, sharing or commenting on
them. Derrick Purvis, marketing
manager of Avocet Hardware
said: “It’s become a horrible but
sadly accepted fact that the only
people who look forward to the
clocks going backs are the bur-
glars. There are though a few
simple things homeowners can
do to protect their properties
against unwanted visitors during
the dark nights and our #Stay-
HomeSecure campaign spelt
those out in a manner that really
struck a chord.”

Retro-fit market
One of Avocet’s key aims for the
campaign was to engage with
window and door installers and
locksmiths who can retro-fit Avo-
cet products for and demonstrate
to them the benefits of using ABS
locks. “We’ve been staggered
by the response from the lock-
smiths, many of who we haven’t
worked with before,” added
Purvis.

Artwork and prizes
“They were enthusiastic in get-
ting on-board with the cam-
paign; sharing content,
requesting ABS samples and tak-
ing part in the various competi-
tions; and those who were lucky
enough to win, whether it was
Ollie & Kat artwork, our Hal-

loween themed, Pop Vinyls or
simply ABS branded merchan-
dise, happily shared photos and
videos of their prizes and delight
at winning them.” The artwork
that was up for grabs featured
Ollie and Kat – who had both
ended up on the scrap heap fol-
lowing Ollie’s owners’ decision
to install Avocet’s snap secure
ABS locks on their home. They
spent the six weeks of the cam-
paign trying out a variety of new
hobbies – all of which tied in
with events, movies or TV shows
that were popular during the
campaign period.

Online purchases
The success of the #StayHome-
Secure campaign wasn’t just lim-
ited to social media stats and
engagement. Avocet saw a huge
increase in the number of trade
customers using its online store,
bringing record months for both
October and November. On top
of that, a number of new lock-
smiths have already been con-
firmed as Avocet ABS stockists,
and many more are on the verge
of following suit.

Picture: Dogtor Who – Ollie
the ex-security K9 and Kat
the former burglar have
been trying out some new
hobbies. For further
information about Avocet
and ABS visit www.avocet-
hardware.co.uk or call
01484 711 700.

i

#StayHomeSecure
Ollie And Kat Are
Big Twitter Draws

Products & Projects Extra



Bespoke profile specific
• Bridge packers • Run up blocks • Locking wedges etc
Universal
• Corner protectors • Flat packers • Wedge packers
• Drain hole covers etc

Call, email or visit our website
T: 01295 269333 E: sales@plasticpartsdirect.co.uk
www.plasticpartsdirect.co.uk

YOUR
WINDOW OF
OPPORTUNITY!

Window system and glazing accessories
manufactured in our own UK production facility

10%off
list prices for
all NEW
customers
Quote codeTF10
when ordering
Offer ends Soon!

THE FABRICATOR
Commercial Glazier and Glass Processor

DECEMBER 2018



The Installer| Trade News |31

Trade News

Virtuoso Doors has laid the foundations for
a strong 2019 with the announcement that
it is on target to achieve year on year
growth of over 50%, making 2018 the best
year ever in the firm’s 37-year history.

Virtuoso Doors’ record streak has seen produc-
tion rates accelerate during the last 12 months – all
culminating in the company turning in a record-
breaking month in October where sales were more
than double those of October 2017.

MD Tony Craggs says: “2018 has been a his-
toric year for the business. Our record-breaking
month eclipsed every single other month in 37
years of trading – it’s a genuine highlight for us be-
cause it shows our customers just what we’re ca-
pable of. We’ve developed a winning package for
customers, which is built on innovative products
and incredible support.” i

Strong Year for Door
Company

A couple from Bognor Regis have become
the second winners of the Win Your Win-
dows Back competition from Saint-Gobain
Building Glass, winning over £6,000 to
cover the cost of their new Planitherm
windows.

After spending £6256.20 replacing all the up-
stairs windows of their home, as well as glass in
their front and back doors, with Planitherm Energy
Standard glass, the couple were encouraged to
enter by local Planitherm installation company,
Wayne Windows.

Saint-Gobain Building Glass is currently running
its Win Your Windows Back competition quarterly,
where entrants have the chance to win up to
£10,000 towards the cost of new high-performance
windows, to mark the launch of its revitalised
Planitherm Network. i

Winning Windows
Back

Kestrel is investing in its
operations team with the re-
cruitment in July of continu-
ous improvement expert
Rich Amison.

With a wealth of experience in
logistics and manufacturing, Ami-
son has brought in new tools and
recruited skilled staff to work in the
Scunthorpe plant.

He has also introduced a new
programme of staff training for the
operations team to improve
efficiency in the manufacturing

process and meet changing
demands for Kestrel’s broad range
of products.

Says Amison: “We have seen in-
creasing demand across all our
product lines, which means our
operations team has to be flexible
and able to respond quickly to our
customers’ needs.”

The investment is paying off, with
Kestrel achieving a significant in-
crease in its OTIF (on time and in
full) delivery rates, despite increas-
ing demand across the range. i

Kestrel’s Rich Investment Pays Off
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Veka Group has been named Systems
Company of the Year in the 2018
National Fenestration Awards.

Veka Group’s Marketing Director Dawn Stockell
comments: “We’re delighted to see Veka Group
win ‘Systems Company of the Year’ in the 2018
NFAs. It’s great to be recognised for our ongoing
hard work and it’s fantastic to see a number of our
customers being celebrated too.

“The Masterframe team deserve double congrat-
ulations because they scooped the ‘New Product
of the Year’ award for Timberweld technology and
came joint first with Listers in the ‘Fabricator/Man-
ufacturer’ category. Meanwhile, Aztec Windows
won ‘Best Timber Alternative’ for the traditional
aesthetics of the Prestige Collection.” i

Kestrel’s new business development manager Alysse
Campany, has more than seven years of experience in
the construction industry. She has joined the cladding,
soffit and fascia brand covering London and the South
East after weeks of product and company training.

Campany says: “Kestrel has such a breadth of products, it’s been
important to spend time understanding them, how they are
manufactured and distributed. However, I love meeting people and
working with customers, so I am really keen to get back on the road.”

While the products may be new, having worked with distributors
supplying materials to large construction projects, Campanay has a
strong contact book and understanding of the field.

Outside of work, Campanay indulges in her hobby as a make-up
artist to friends and is a huge fan of singing diva Mariah Carey. i

Awards for Veka
And Its Customers

J&P Home Improvements is celebrating
a successful ten-year partnership with
Veka Group and Independent Network.

Co-owner Barry Thomas explains: “Fabricating
our own products using Veka profile means we
can truly vouch for their quality and ensure our
customers get the style, energy efficiency and se-
curity they deserve.

“Choosing Veka also meant we were eligible
to apply for membership of Independent Net-
work and gave us a fantastic way to quickly and
easily demonstrate to customers our commitment
to quality. It also enables us to offer a fail-safe in-
surance-backed guarantee which provides
peace of mind for homeowners when investing
in big-ticket items like home improvements.” i

Alysse Made Up With New Role



Purplex is a strategic PR, marketing and digital agency that partners with ambitious companies.
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Contact Us

Call 01934 808 132
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insightdata
business is better with insight

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

E: hello@insightdata.co.uk
@insightdata

www.insightdata.co.uk

With crippling fines of up to €20 million or 4% of your annual
tttuuurrrnnnooovvveeerrr, iiittt’sss iiimmmpppeeerrraaatttiiivvveee ttthhhaaattt yyyooouuurrr bbbuuusssiiinnneeessssss cccooommmpppllliiieeesss wwwiiittthhh GGGDDDPPPRRR.
If you’re worried about what it means for your marketing, speak
to the specialists at Insight Data.

Insight is the industry’s leading provider of B2B marketing data.
By using Salestracker, our online database, we provide the safest
way for you to win new business, providing information on over
60,000 potential customers.

Call Insight Data today on 01934 808 293 or email hello@insightdata.co.uk
to make sure your marketing is compliant.

The Insight database includesss:

15,000 fabricators and installers

25,900 local builders

3,200 housebuilders and major contractors

15,300 architects

WARNING
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Brexit – Avoid
The Turbulence
The uncertainty of Brexit
makes it even more important
to invest for the long-term in ef-
fective marketing, writes An-
drew Scott of business and
marketing consultants Purplex.

It has been an uncertain time for
many businesses in our sector with
Brexit affecting the confidence of
some companies to invest in the
long-term.

As I write this, the Prime Minister
has pledged to put her heart and
soul into a push to convince MPs
to back the terms of the UK's with-
drawal from the EU and its future
relations with the bloc.

Parliament will decide whether
to accept or reject the package on
Wednesday, 12th December.

Economically poorer
The Bank of England (BoE)
warned that the UK would be eco-
nomically poorer under any form
of Brexit compared with staying in
the EU. But Mark Carney’s (head
of the BoE) doom-laden forecast is
only one scenario. Jacob Rees-
Mogg, quoting the pro-Brexit
group Economists for Free Trade,
says the UK economy could enjoy
a booty of some £1.1 trillion from
a WTO option Brexit (the so-called
no-deal scenario).

Marketing investment is
essential
Whether Britain leaves the EU with
or without a deal, those businesses
which invest in their marketing for
the long-term will be better placed

to cope with any uncertainty that
Brexit creates.

Some business plans focus on im-
mediate gain but without a longer-
term plan, which is a risky
approach. We’ve all seen compa-
nies enjoy spectacular growth and
then disastrously go out of busi-
ness. But on the other hand, there is
no point in developing a ‘big pic-
ture’ strategic plan that focuses on
the long-term, while cash flow dries
up from a lack of short-term sales.

Developing a growth plan needs
to incorporate both longer-term
strategy planning (‘where do we
want to be in 3 or 5 years’) with
tactical, short-term activity. The two
need to operate in tandem.

Choosing the right
marketing partner
Working with a marketing agency
which understands your business
goals and has the industry knowl-
edge and experience, makes all
the difference. Purplex sees the
bigger picture – it was established
in 2004 to provide the window,
conservatory and glass industry
with a credible solution to business
growth. If your aim is to build a
sustainable, profitable business,
having a marketing machine that
continuously generates sales leads
is vital, whether business is quiet or
busy. Driving leads to your door
can be done in many ways:
• Online through Search Engine
Optimisation (SEO), Conversion
Rate Optimisation (CRO) and Pay
Per Click (PPC).

• Direct mail and email marketing
– there is a real science to email
marketing, so you need to ensure
that your hard work doesn’t end
up in the spam or junk folders.
• Social media – with 2.2 billion
Facebook users worldwide, 336
million users of Twitter and 457
million users of LinkedIn, social
media platforms are now a vital
lead source.
• By driving relevant traffic to your
website, we can then create con-
tent that helps to convert a lead
into a customer.

Lessons from the 2008
financial crash
Purplex was founded in 2004
from my kitchen table and just four
years later we experienced the
2008 financial crash. I saw many
businesses make the mistake of cut-
ting their marketing budgets and
sales suffered as a result and it
was difficult for them to gain trac-
tion afterwards. It’s important dur-
ing this period of uncertainty not to
put the break on investment and
be brave and determined to con-
tinue to grow your business. Even
if the worst-case scenario predic-
tions are true, the window and
door industry is still a multi-billion
pounds industry and customers will
still need to place orders and those
businesses that are brave and in-
vest in the long-term will be more
able to weather an economic
downturn.

For more information visit
purplexmarketing.com or call
01934 808 132

i

Andrew Scott, managing director of business and
marketing consultants Purplex, discusses why it’s essential
to invest in your business’ long-term marketing strategy
despite the uncertainty caused by Brexit.
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The Installer traditionally offers a pre-Christmas message of good
cheer – and health & safety. It's a time of year when the rushing
around and the festive mood can lead to accidents – at height
and on the road.
However, this December we have the opportunity to look forward in this
matter. Thus, we are pleased to let Phil Pinnington of the Glass &
Glazing Federation take over from here. Safety – is it time for a fresh
approach? As we enter the festive season I’m reminded of the years of
bad publicity Health and Safety professionals endured. We’re ‘party-
poopers’ and ‘The Fun Police’ are probably the less severe tags I’ve
heard, yet behind all these there’s normally an alternative agenda. Lack
of funding or simply lack of interest often are the real reasons so why
should we be bothered? As someone who believes that Health and
Safety should help business work effectively and safely I do get
extremely frustrated at some fellow professionals who allow themselves
to be the scapegoats for other’s agendas. That’s not to say that if there’s
a genuine safety rationale of course certain activities should not take
place if lives are at risk.

Suitable and sufficient
One crucial phrase that I often think is missed when people assess risk is
‘suitable and sufficient’. As much as it’s important to ensure assessments
do consider all appropriate risks, it’s also just as important to weigh up
what’s a real risk and what’s unlikely. Likewise deciding the true severity
of a risk needs to be measured against reality.

Catastrophic
Whilst at the HSE, Dame Judith Hackett would often publish blogs.
Before she left she published one particular blog which struck a chord
with me. She maintained that in her time at HSE she had come across
many assessments that were clearly extreme where the risk had not been
properly assessed. One common theme was assessors treating the
severity of outcomes as 'catastrophic’ when in reality there was little
evidence that would support that opinion. We all know that death is the
worst outcome but how many day to day activities that go wrong, result
in death? It stands to reason that if a hazard is assessed as possibly
resulting in someone’s death then either the controls must be extensive
and expensive or you simply ban the activity which, is regularly used as
the justification. In no way would I condone massaging the facts but
suitable and sufficient in these situations should, if the activity isn’t new,
be based on historical data.

Christmas
So, if we’re not putting up Christmas lights because the risk of them
falling and hitting someone resulting in major injury then, I would be
keen to hear the rationale. I’m increasingly optimistic that more and
more practioners are changing their approach to risk assessment.
Instead of writing the assessments in isolation they’re starting to talk to
workers, gaining valuable insight into what’s happening and getting
their buy-in.
In 2019 the GGF will be working to develop more training and
awareness in the field of suitable and sufficient risk assessment. This will
be aimed at supporting those small businesses who don’t have direct
access to Health and Safety professionals. So until then and on behalf of
The Installer as well, have a very merry, happy and safe end to 2018 –
Phil Pinnington.

Brian J. Shillibeer, Editor
@theinstallermagazine or installer@profinder.eu
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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

Shaped Aluminium Windows & Louvres
*Circular *Radial Cornered *Arched *Elliptical

Tel: 01952 290961 Fax: 01952 290441www.radialwindows.com

*Gothic *Rectangular *Trapezoidal *Curved-on-Plan
also Aluminium & Stainless Fabrications ‘Trade Suppliers’

by Midland Alloy Ltd., Stafford Park 17,Telford,TF3 3DG

You can buy jacking kits from as
little as £5.00 each (subject to
order). Kits manufactured to fit
most systems with various loadings.
Top and bottom adjustments meet
Fensa requirements.

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

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

Phone: 0844 4772505
Fax: 0871 2214305

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

e as £5.00 eac£5.50

To advertise
Call Mehreen Haroon 07814

209789
mehreen.haroon@profinder.eu

Aluminium Systems

Aluminium Lanterns

Aluminium Bi-Fold
Doors

FROM
ONLY

£345
per leaf

*

Including
delivery

Email: sales@madefortrade.co
Call: 01642 610799 | Fax: 01642 615854
www.madefortrade.co

AluminiuAluminiu
Doors

oldm Bi-F
D rs

FFROM

rtr

F

a

£
O

Inclu

4
FROM

Y

tr o

4
O YONLONLLYLY

4545553£33
*

per leafp f
Including

eryerydeliv

c.adeortrr
| F 16421642ax: 0 15| F
c

1585466
oc..ede

Colour Applicators

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

THE ORIGINAL
COLOUR
COATING
EXPERTS

Tel: 0121 740 0217
Kolorseal Midlands
Tel: 01924 454856

Kolorseal North

Conservatory Roofs

THE BEST ALL ALUMINIUM LANTERN ROOF

FITTED
IN

MINUTES

Email: sales@madefortrade.co
Call: 01642 610799 | Fax: 01642 615854
www.korniche.co.uk
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Tel: 07814 209789 Email: mehreen.haroon@profinder.eu

PROFINDER www.profinder.eu

Conservatory Roofs
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Fixing Brackets

Conservatory Roofs

£GET A PRICE
COMPARISON
TODAY

LOWEST
PRICES
AVAILABLE

Email: sales@madefortrade.co
Call: 01642 610799 | Fax: 01642 615854
www.madefortrade.co
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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
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Racking Systems

Window Protection Film

PVC-U Glass Handling & EquipmentProfile 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
INDUSTRY FOR OVER 25 YEARS



Please call 0345 053 8975 or email
info@dgcos.org.uk for more info.

Quote 'Santa' to claim a 20%membership discount.

installers.dgcos.org.uk

Ho,Ho,oh!
Just like there’s only one real Santa,
there’s only one comprehensive
consumer protection scheme providing
your customers with peace of mind.




