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FREE UPGRADE!
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sales@midlandaluminium.co.uk

DUMMYSASHOPTIONS

CONCEALEDMULLIONS

All the advantages of concealed drainage, without the problems
CONCEALEDDRAINAGE

Can bemadewithout dummy sashes

33% Lower sightlines than a PVCu flush sash

CONCEALEDTRICKLEVENTILATION
Nomore ugly canopy vent covers

WITHNOUNSIGHTLYDRAIN CAPS

STANDOUTFROMTHECOMPETITION

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

FLUSH STYLE
WINDOWSYSTEM

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

FASTQUOTES THE LOWEST PRICESUK-WIDE SITE DELIVERIES EVERYWEEK ||

ALUMINIUMBI-FOLDDOORS
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FREE UPGRADE!
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PositionsVacant

Crystal has been one of the UK’s leading manufacturers of
PVC-U windows, doors, and conservatories for 25 years. We
provide high performance, high quality and genuine value for
money. An opportunity has arisen for 3 Window & Door
Centre Managers each to work in one of our professional
distribution centres, part of our rapidly growing trade network.

What’s On Offer?
All positions are Full-time PAYE with a generous negotiable basic plus
performance related bonus. The role comes with all statutory paid
holidays and associated benefits. Centre Managers are situated in
one location, Monday to Friday, although can also visit trade
customers sites where required.

You will be fully supported in
your development with the
opportunity to make a
difference and operate with
the autonomy that someone
with the right experience
deserves. If you match the
description and have the
motivation and desire to
immerse yourself into a new
role with a great opportunity
to succeed, then please submit
your details now.

The successful candidates will demonstrate
• Product knowledge of UPVC windows and doors
• Ability to drive sales with trade in the local area
• Experience within the building, merchanting, PVC-U or

industrial supplies industry
• Target driven with a sales focus
• Experience of running a branch or team to ensure

operational efficiency
• Excellent negotiation and communications skills
• Self-motivated, target orientated, proactive in approach

and have great commercial acumen
• A confident IT user with excellent attention to detail
• A ‘can do’, solution focussed outlook
• A valid driving licence is essential

Please scan and apply here or email
apply@mba-associates.co.uk
(web applications preferred please)

Window And Door Centre Managers Required
Excellent Negotiable Package

1 x Aylesbury 1 x Beaconsfield 1 x Kings Langley



W Smart:
Solar powered
integral blinds

ORDER TODAY

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

from

www.morleyglass.co.uk

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

Estate, Bruntcliffe Way, Leeds LS27 0HH

The latest in innovative Italian design, the eco-friendly W Smart is a
solar powered, wire-free motorised blind system utilising Venetian
or pleated blinds, encapsulated within a 20, 22 or 27mm cavity double
glazed unit. For the smartest homes.

Quotes
available in
60 minutes.
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Homeowners across England
will have until the end of
March 2022 to have energy
efficiency upgrades to their
homes completed through
the Green Homes Grant
Voucher Scheme.

The scheme funds up to 2
thirds of the cost of green home
improvements up to £5,000 or
100% of the cost for homeown-
ers on low incomes, up to
£10,000. Measures covered in-
clude insulation of walls, floors
and roofs, double or triple glaz-
ing when replacing single glaz-
ing, and low-carbon heating
such as heat pumps.

Prime Minister Boris Johnson
announced the extension of both
the Green Homes Grant and the
Public Sector Decarbonisation
Scheme in his 10 Point Plan for a
Green Industrial Revolution, de-
signed to help the country build
back greener and help reach the

UK’s key target for net zero car-
bon emissions by 2050.

£1 billion will be available
next year into making new and
existing homes and public build-
ings more efficient, including
through the Green Homes Grant
voucher scheme and the Public

Sector Decarbonisation
Scheme. Minister for Climate
Change Lord Callanan said:
“The Green Homes Grant
scheme gives homeowners and
landlords right across the coun-
try a cheaper way to make their
homes more energy efficient and
cut their bills – all while making
their contribution to tackling cli-
mate change.

“The announcement means an
extra year to take advantage of
this new scheme, helping house-
holds and tradespeople who can
plan their workload and create
new jobs in their communities. I
would urge anyone to visit the

Green Homes Grants website
and see how they could benefit.”

People have been able to
apply for vouchers through the
Green Homes Grant Scheme
since September this year. Al-
though restrictions are in place
to help tackle the spread of coro-
navirus, government guidance is
clear that homeowners can still
have work done as long as in-
stallers follow the Covid-secure
guidance.

Chief Executive of TrustMark,
Simon Ayers, said: “Consumer
confidence is essential to the re-
covery of the UK’s economy.

“We urge any tradespeople
who want to be a part of the
Green Homes Grant scheme to
apply for TrustMark registration
and Microgeneration Certifica-
tion Scheme or Publicly Accessi-
ble Standards certification as
soon as possible.” i

Keylite Roof Windows, part
of The Keystone Group, has
been identified as one of
the 1,000 Companies to In-
spire Britain 2020 by the
London Stock Exchange
Group (LSEG).

A report from LSEG recog-
nises the UK’s fastest-growing
and most dynamic small and
medium-sized businesses, high-
lighting the regional and sector
diversity of the UK’s SMEs and
the entrepreneurial spirit shown
by these companies. To be fea-

tured in the report, businesses
have to be registered in the UK,
demonstrate strong revenue
growth over the last three years
and outperform their sector
peers.

Jim Blanthorne, Keylite MD
says: “We are incredibly proud
to have been recognised as
one of the top 1,000 compa-
nies to inspire Britain. “Huge in-
vestments have been made at
Keylite over a number of years
to ensure we have modern, au-
tomated and well equipped

production and distribution fa-
cilities and earlier this year
Keylite was named as ‘Best
Roofing Manufacturer’ at the
2020 BMJ Industry Awards. As
we head into our 20th year,
Keylite has big plans to focus
on growth within our key
markets, supporting our cus-
tomers, and developing our
core products.”

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

i

Keylite Roof Windows 1 of 1,000
Companies To Inspire Britain

Green Homes Grant
Extended By 1Year



6 | News | The Installer

News

One of the UK’s top manufac-
turers of has chosen The
Installer to announce a new
venture – Crystal Window &
Door Centres, located at UK
builders merchants to sell
windows, doors and conser-
vatory products...and there
are jobs available too.

“At Crystal, we understand that
some builders merchants may
not want to get involved with the
PVC-U and aluminium windows
and doors in our range – they
understand the opportunities but
do not have the knowledge or
time to take their share of a £5
billion marketplace,” says Kevin
Cornwall, National Window
Centre Manager, Crystal Direct.
“We have a solution – we will do
it for them – with Crystal
Window & Door Centres located
at a builder’s merchants dedi-
cated to selling our products.”

Crystal offers genuine value for
money products – all suitable for
the new build, refurbishment and
construction industries.

They are all available in a
huge range of styles, colours and
glazing options.

Jobs available now
Crystal is recruiting for centre
managers now. See the advert
on this issue’s contents page or
click the advert appearing on
TheInstaller.pro
“We’re building a strong net-
work of centres across the UK,
manned by experts,” says Corn-
wall. “We are planning more
outlets, so we are recruiting for
our existing network and for
those to come.”

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

i

SEH BAC Signs Landmark
Agreement With Purplex

You might think working with
Purplex the industry expert
marketing company or In-
sight Data, the company with
the best sales lists going, is re-
ally for fabricators or those
higher up the supply chain –
but you would be wrong.

One of the UK’s leading home
improvement companies, SEH
BAC, has signed a 5-year part-

nership agreement with Purplex,
thought to be the industry’s
biggest ever marketing agree-
ment. It will see Purplex manage
the marketing strategy for SEH
BAC across all channels, from
digital to PR, radio and TV.

SEH BAC is the retail window
and conservatory company
within One Group Construction,
the £150 milion turnover build-
ing and engineering group, with
an HQ in Ipswich and 13 show-
rooms across the South-East.

Peter Wheeler (pictured left),
MD of SEH BAC says: “We have
worked with Andrew Scott and
the Purplex team for a number of
years and they know the market
better than anyone. As we em-

bark on a new, ambitious 5-year
growth plan it was important to
have Purplex on the team. Sign-
ing a 5-year marketing deal
shows real commitment.”

Scott (pictured right) says: “SEH
BAC has a heritage dating back
decades and we want to build on
this story with a brand that con-
sumers trust. As the industry consoli-
dates there will be many
opportunities ahead, and the com-
panies with the strongest brands will
win. SEH BAC has a dynamic, am-
bitious management team who re-
ally understand the power of
marketing.”

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

i

Crystal’s New Window
& Door Centres



More time saving now, equals more time
for sunshine breaks later

Manage your business with dashboards
and digital scheduling.

Call us now to get on the launch pad
01283 551005

Book your
FREE Demo Today!
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Cover Story

Armstrong Industries set up
trade fabrication in Coventry
in 1996. Today the company
fabricates the Kommerling
system and their own alu-
minium bifolds branded as
Neofoldz.

Managing Director John
Armstrong says the company
was early to spot the trend for
more colour options: “We no-
ticed back in 2016, that
although 7016 grey was almost
the default colour option, more
customers were requesting
lighter greys, blues and greens
in fact almost every colour.”

Elysiam
The company investigated set-
ting up their own in-house paint
spray system to cope with in-
creasing demand and meet the
request for shorter lead times.
The paint
system used is Kolorbond under
Armstrong Industries own brand
Elysiam colour cast.

Aluminium and PVC-U
Colour coating both PVC-U and
aluminium profiles is a very de-
manding process and requires
specialist knowledge, which the

company has gained in the last
four years. Immaculate spray
conditions are required also and
thanks to investment in spray
techniques used in the aero-
space industry the company is
justifiably proud of the finished
product. “The home improve-
ment market is becoming in-
creasingly sophisticated and
today’s consumer is demanding
their fitted products look exclu-
sive. Colour is a fantastic way
for the homeowner to express
their own unique character or
enhance their property’s kerb-
side appeal,” says John Arm-
strong.

Marketing support
Elysiam has brochures and a
marketing kit to show customers
lots of colours including the
Farrow & Ball range. Elysiam
can be applied not only to alu-
minium and PVC products but
rain goods, soffits and window
trims, allowing the consumer a
fully suited colour choice. Small
sample colour sections can be
supplied for the homeowners pe-
rusal and acceptance sign off,
before ordering, which can save
potential problems later on.

Bigger profits
Armstrong adds: “By offering a
virtually unlimited choice of
colour options, our customers are
able to distinguish themselves
from firms just offering 7016 or
slate grey. What this ultimately
means is less firms are compet-
ing with you for the order and
you are also selling at a higher
price too – typically 40% more
order value and a subsequent
bigger profit.”

The firm offers online pricing
for volume users so customer can
input their own quotes and select
Elysiam colours for instant pric-
ing along with brochures and
samples.

25 years
Armstrong Industries sees 2021
bringing even more Elysiam
painted finish on to its order
books and it is definitely not a
grey area for the Coventry firm
who celebrate 25 years of
continuous trading next year.

Picture: Now that’s colour!

For full details go to
armstrongindustries.co.uk

i

Profit
From
Colour!
Is It A Grey Area?

The Founder of Armstrong
Industries says his company was
quick to recognise the demand
for colour in aluminium and
PVC-U and is now an expert
with strong brand credentials.
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You must always be aware
of the Building Regulation
and advise your customers
accordingly, writes The
Installer’s technical author
Don Waterworth of Hanley
Amos Stewart.

For many years now the
industry has been replacing
translucent roofs for warm solid
roofs – but the question is
whether the structure below is-
capable of taking the new roof?

There are a number of these
solid roofs which have Building
Regulation approval for thermal
efficiency and structural in-
tegrity. The double glazing
salesman out there will tell the
consumer: “Yes, the roof has
Building Regulation approval.”
However, what the salesman

does not say to the householder
is that just the roof has
approval.

It’s an extension
What the salesman should be
saying is that once the translu-
cent roof is replaced with the
solid roof, the conservatory
becomes an extension, in my
opinion – and as such requires
Building Regulation approval.

Doors are required
On a slightly different but
related matter, I have been to a
number of clients recently,
where not only has the forgoing
advice not been given to the
householder but also when the
householder has asked for an
open arch from the main house

into the conservatory/extension,
no advice has been given
regarding the requirements for
this arch.

The truth of the matter is that if
an open arch leads to a conser-
vatory or a converted conserva-
tory, then Building Regulation
approval is required. Double-
glazed doors are required to
partition the main part of the
house off from the conserva-
tory/extension so that the con-
servatory/extension doesn’t
alter the energy characteristics
of the home.

Regularisation certificate
I have worked on a number of
disputes recently where the sale
of a property has been halted
because the householder did
not receive the correct advice
and a Regularisation Certificate
had to be sought from the local
authority or an insurance policy
had to be put in place. The
ultimate consequence was that
the negligent window company
would be pursued for damages
and costs – which I think is
reasonable.

So, advise your customers
properly or you may be told by
your customer when they are
selling their house ‘I will see you
in court!’ Don

Picture: This orangery has no
doors separating it from the
main dwelling and is heated
from the existing supply
contrary to Building Regs.

i

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

Solid Roofs,Conservatories,Extension
& Doors – AdviseYour Customers
Properly Or End Up In Court
The Installer’s technical author, Don Waterworth of Hanley Amos Stewart, says you must
always be aware of the Building Regulation and advise your customers accordingly,
especially when it comes to solid roofs, conservatories, extension & doors – or run the risk
of falling foul of a court case.
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– Specialist in bespoke design for site use
– Made to suit your facility
– Free delivery on bulk orders

GLASS AND
PROFILE
HANDLING
EQUIPMENT

glass-handling.co.uk | sales@glass-handling.co.uk | 0161 723 1551

Our products include a varied range of
equipment ranging from stillages, racks and
tables to specialised optimisation trolleys.



FENSA Column

12 | FENSA Column | The Installer

The FENSA Training Academy
was re-launched earlier this
year in partnership with Total
Support Training, to provide
opportunities for installers to
achieve NVQ qualifications
from Level 1 through to Level 7
in a variety of skills..

In addition to a number of short
courses covering a variety of
glazing related subjects, these
are now available fully online,
with no requirement to attend
classes or examinations, allowing
installers to develop skills and ad-
vance despite the restrictions im-
posed to protect against
Covid-19.

Courses may be undertaken to
suit the applicant, including
evenings and weekends.

Maximising work schedules
Crucially, this also allows
installers to maximise their work-
schedules, which have been se-
verely curtailed by the various
restrictions in place and exacer-
bated by the boom in demand for
windows, doors and related
products. Installers may therefore
continue their installation work
whilst also developing their
skill sets.

How does it work?
The format is simple and yet
highly effective. The training ex-

perts behind the scheme conduct
remote assessments carried out
by evidence submission via email
with photographs and documents
submitted as appropriate and
backed up by telephone assess-
ments when required. There are
huge fears about the develop-
ment of skills in business generally
and especially in the replacement
window and door sector in which
severe staff shortages are one of
the key obstacles faced by
companies at all levels. Now the
FENSA Training Academy
provides an ideal solution.

Positive uptake
Chris Beedel, FENSA Director of
Membership, says that whilst the
Academy’s revised assessment
methods came out of the difficul-
ties created by the pandemic, the
results are encouraging: “We
have seen a very positive uptake
across the range of courses,
especially during lockdown, as
installers have used the
opportunity to do something
positive and upgrade their skills
and qualifications.”

Standards
Beedel is keen to stress that al-
though the method of delivery has
changed, standards have not
dropped: “There would be little
point in reducing standards just to
increase the numbers through the
system,” he says. “We must be
mindful of both the short-and long-
term impact of skill levels on the
industry, in which installation stan-
dards for example, are at an all-
time high. Our responsibility is to
improve this still further.”

Picture: FENSA is making it
easy for window and door
installers to take training
courses to achieve
recognised qualifications
without leaving home.

For full details of the FENSA
Training Academy go to -
fensa.totalsupport.org.uk/qu
alifications-nvqs.html

i

FENSA has been quick to
offer one positive benefit of
lockdown by making it easy
for window and door
installers to take training
courses to achieve
recognised qualifications
without leaving home.

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

Locked Down Learning
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The Kate Ashley-Norman Wellbeing Column

By February 2020, Covid and
coronavirus were words from
China writes Kate Ashley-
Norman. Soon, pandemic pep-
pered our immediate horizon
and by the end of March, we
had all pulled up the drawbridge
in a national effort to save lives
and protect the NHS.

As 2020 draws to a close with
more lockdowns and restrictions,
the uncertainty and fear is deep-
ening and intensifying. The state
of the nation’s mental health in
becoming a real concern.

Whether your business
employs 50 or 5,000 people,
every single one of them will be
having their own individual
struggles in keeping on top of
anxieties and plunging despair.

Fear
Fear of being ill, fear of losing a
job, fear of inadvertently passing
on the virus, fear of losing family
members, isolation from family
members, shrinking horizons,
seeking solace in alcohol and
food and an overall general feel-
ing of powerlessness – it can all
be overwhelming.

Employees – your backbone
Your employees are the absolute
backbone of your business. If
you are looking to get through
the next few months as intact as
possible, the more you can
support and strengthen that
backbone, the more resilient you
will become as a whole.

What can you do?
My mental wellbeing ethos is
based on what I call a ‘C’
Journey to Employee Emotional
Wellbeing. Each ‘C’ focuses on
a different key value which runs
through every aspect of em-
ployee care. I want to highlight
just three of them here:

Compassion – Take time to
listen. Bear in mind that many
people are going to have
personal issues that you may not
know about. Implement a daily
habit of checking in throughout
your teams – sometimes those
least eager to engage are those
you need to keep the closest eye
on. Initiate an open door policy
and make sure that everyone
knows about it.

Control – control and different
aspects of control, are a huge as-
pect of mental wellbeing that is
not widely known or understood.
The danger with the current
Covid situation is that we are at
the mercy of decisions made by
a very small group of people.
Feeling powerless often leads us
to try and over control other as-
pects of our lives, which in them-
selves lead to greater anxiety
and stress. Make sure you focus
just on those things you can con-
trol and over which you have in-
fluence. There are things that can
be done to keep spirits raised
and minds open to positive alter-
natives. One of the ways you

can do this simply and power-
fully is through watching your
use of language – not in terms of
swearing (we all need to let
loose sometimes), rather, keep
your language active, tempered
and open, as opposed to pas-
sive, catastrophic and closed.

Culture – working towards an
overall change in your company
culture towards mental wellbeing
will create a sound and benefi-
cial foundation for the future
health of your organisation. You
can achieve this through educa-
tion, creating good working
habits, changing the language
you use, challenging perceptions
and increasing awareness.

Picture: Kate Ashley-Norman
partners with conscientious
and considerate fenestra-
tion companies to help
support and strengthen
the emotional wellbeing
of their employees, to
create a mentally healthier
workplace.
Kate is offering a 15% dis-
count on her Mental Health
in the Workplace training
courses from January 2021, if
booked before the end of
2020.

For more information call
Kate direct on 07904 345354
kateashleynorman
.mykajabi.com/
mentalhealthintheworkplace

i

Never could we have predicted such a hard and
challenging year, writes Kate Ashley-Norman.
As 2020 kicked off, the biggest challenge on
the horizon was Brexit. But 2020 had a different
plan for us.

Supporting Staff – Why Not
Try A Little Tenderness?
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website design

from £400

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

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

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

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

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

www.stevebryant.co.uk
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Garden Doors &Verandas

Many tradesmen and manu-
facturing professionals are
beginning to recognise the
benefits of composites over
traditional timber product –
whether that be in doors,
cladding or other home
improvement products.

Although traditional timber
decking has been popular for

years, composites are now lead-
ing the way as they work well in
both residential and commercial
developments. While timber is
high maintenance, requiring
painting and staining annually,
composite products are
extremely hard wearing and
need no life extending treat-
ments, such as oil or paint.

What is the decking made
from?
Composites are manufactured
from a combination of recycled
plastics and wood flour, which is
a waste product of hardwood
production. The wooden fibres
and plastic shavings are then
combined with colour pigments
before being heated and ex-

Many tradesmen and manu ears composites are now lead What is the decking made

Getting Onboard
With Decking

When it comes to decking, composites offer low
maintenance, high durability and high value –
and the opportunity to complete a whole garden
door & veranda project using a material you
are used to.



Garden Doors &Verandas
truded. The plastic content gives
the boards a long lifespan with-
out the need to treat or seal the
decking, while the wood content
enables the product to retain its
natural look and feel.

Durability
Composite decking is suitable
for all residential gardens and
commercial projects as it doesn’t
warp, crack or splinter, therefore
making it bare-foot safe. Com-
posite products can also be fire
resistant up to a B rating – and
there are now products coming
on to the market that exceed that
standard. Composite deck
boards are also often capped
which maximises resistance to
staining, weathering and fading.

Bespoke
Composite decking is the ideal
product to shape outdoor living
spaces as its versatility in colour
and texture allows people to cre-
ate designs to tailor their outdoor
living areas to their specific
tastes and needs. With people
spending an increasing amount
of time in their gardens, more
and more people are investing
in making their outdoor spaces
an extension of their home.

What options already exist?
The HD Deck range, manufac-
tured by Composite Prime, is
eco-friendly and socially respon-
sible. Made using recycled plas-
tic and FSC certified oak wood
flour, the products are sustain-
able, ethical and environmen-
tally friendly.

Sustainability
Consumers are increasingly
switching to composite materials
as they provide a sustainable
and genuine alternative to tim-
ber. Composite Prime has recy-
cled the equivalent of 50 million
plastic milk bottles and
121,500,000 plastic bottle caps
– for each square meter of deck-
ing board, 280 plastic bottles
are recycled.

Contrast
HD Deck Dual decking boards,
developed by Composite Prime,
have a reversible two-colour op-
tion on each board which not
only saves spaces in warehouses
but also offers the opportunity to
lay a deck with contrasting
colours. The dual-sided board
also makes it easy to refresh the
deck by simply turning the
boards over to reveal the new
colour.

Wood grain
The boards are 3D embossed
with wood grain to ensure they
look natural and are capped to
increase protection against fad-
ing, staining and other poten-
tially damaging elements. The
boards are slip resistant and so
are safe outside the home and
even in high traffic areas such as
bars and restaurants.

Quick to install
One of the key benefits of Com-
posite Prime is also the speed
with which the decking can be
installed. Whilst traditional deck-
ing options can often be labori-
ous and tricky to take on,
requiring specialist tools, the HD
Deck range has a secret clip sys-

tem that is easy to
install.

www.composite-
prime.com

i

The Installer | Garddden Doors & Verandas Promotional Feature | 17–





Two recent developments,
created as part of the gen-
eral ongoing development of
AdminBase, have coinciden-
tally placed the system ide-
ally for operating a home
improvement business under
pandemic conditions.

The first of these is a series of
App-based modules that run on
tablet computers to provide on-site
efficiency for sales, surveying, in-
stallation and remedial work. The
efficiency comes from allowing
surveyors, fitters and engineers to
enter homes and use the intuitive
Apps to carry out their tasks at
least 40% quicker than using tra-
ditional methods.

Operate from anywhere
The second development is the
web-based version of AdminBase
which is now even more effective
as it allows the full system to be op-
erated from anywhere an Internet
connection exists. Isolated admin-
istration staff can work as effec-
tively as if they were in the office.
So much so in fact that even when
a return to the office has been
possible, firms using the web ver-
sion of AdminBase, now choose to
allow their staff to work from
home.

Chester from Yorkshire
Windows
Yorkshire Windows’ Ian Chester
confirms just how AdminBase has
protected his business during the
pandemic: “Our team is now
working from home using Admin-
Base as if they were sitting in the

office. The scheduling of appoint-
ments, both for the sales and instal-
lation teams, is now all in one
place and the efficiencies we are
getting are beyond our initial ex-
pectations. We especially enjoy
the ability to give our customers up
to date and timely information.”

Closer to customers
Whilst also enjoying the efficien-
cies of AdminBase to protect its
staff and customers, another firm,
SEHBAC, with branches through-
out the south-east of England, uses
the system to bring its customers
closer, though metaphorically.

SEHBAC’s Peter Wheeler says
AdminBase has benefitted the firm
with its complex operational re-
quirements but believes customer
service is the greatest benefit
gained: “Customer service is the
number one priority,” he insists.
“The Dashboard and checklist no-
tifications within AdminBase allow
us to track a customer’s order
through our processes, providing
each administrator with alerts to

allow them to review progress. As
each stage is completed, we up-
date the customer at the click of a
button with email or text updates
direct to their mobile devices.”

Wheeler adds: “The added ben-
efit to us as a business is that we
have seen a massive drop in
phone calls to us chasing
progress, allowing us to operate
with less administrators. Effectively,
it has paid for itself just through this
feature alone.”

Record sales
AdminBase's parent company, Ab
Initio Systems, has reported record
sales for the months of August and
September. Even after the virus is
controlled, this tool will continue to
provide huge benefits for thou-
sands of users.

AdminBase updates have
worked really well during
lockdown and are now in
place for a post-Covid world.

www.abinitiosoftware.co.uk/

i
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IT & Marketing

Managing Installation
In a Post-Covid World
Users of installation management system AdminBase share
their experiences of using it to run their businesses in both
pandemic and normal conditions.
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Energy & Environment

Although at times this year
even the busiest roads have
been deathly quiet, such
times have also served to
highlight the severe noise
problems experienced by
many homeowners.

For these people, the desire to
reduce noise pollution in their
homes far outweighs any other
benefits, including thermal
performance.

Disturbed sleep
Noise pollution is proven to be
far more than just a nuisance,
with severe psychological and
physical health issues well
researched and established out-
comes of repeated and continu-
ous exposure. However, rather
than sonic booms it may be the
sounds that we are not even
aware of that we are hearing
that affect us the most, especially
those that we hear when we are
asleep. So even though people

may become ‘immune’ to road
noise outside their home for ex-
ample, ears continue to work
when we are asleep, picking up
and transmitting sounds to the
brain. The body reacts to the
background noise and often re-
sponds negatively even though
we are not immediately aware of
the affects, which may include
stress. Stress can raise blood
pressure and heart rate, which
may lead to cardiovascular
disease and other health issues.

What can be done?
Homeowners experiencing such
issues will approach replace-
ment window companies and
only a handful of highly spe-
cialised contractors will have any
form of measurement or compar-
ison by which homeowners may
understand what they may be of-
fered to counter or reduce noise
in and around their home. To
provide a solution for this, the

British Fenestration Ratings Coun-
cil (BFRC), Europe’s leading rat-
ings system for windows and
doors, has launched a brand-
new rating scheme. The inde-
pendently verified BFRC Noise
Reduction Scheme will allow
manufacturers to show home-
owners how their windows and
doors compare with other
brands. With ratings clearly dis-
played on labels, the acoustic
performance of each window
that is tested through the scheme
will be easily compared, just as
they are currently for energy per-
formance.

Marketing materials have also
been designed and will be made
available for customers.

Windows and doors can
provide a solution
“Noise pollution increases stress
levels which can have a serious
impact on our health,” says Lis
Clarke, Operations Director at

With its new noise reduction ratings the BFRC seeks to do
for the acoustic performance of windows and doors what it
has achieved with energy ratings.

Come On –
Don’t Feel The Noise
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the BFRC. “Most of us have an-
ecdotes about incidences of ex-
cessive noise, perhaps on
holiday for example. But many
people must live with it on a
daily basis and seek replace-
ment windows as a solution. And
whilst we emphasise that for
more serious issues with noise
pollution homeowners should
look at all parts of the structure
of their homes, well designed
and specified windows and
doors can provide a very effec-
tive reduction in noise levels.”

Where do homeowners start?
“However, few homeowners
have any real idea about where
to start and thus we recognised
the need for a simplified rating
system by which window and
door manufacturers and in-
stallers can measure and demon-
strate the noise reduction

performance of their products
and by which homeowners may
compare products for their prop-
erties,” adds Clarke. “After ex-
tensive consideration and
research, we decided to develop
the scheme through the BFRC
brand to incorporate noise in ad-
dition to energy.”

Verification
Clarke continues: “BFRC deter-
mines the rating band by verify-
ing the technical evidence
provided by the manufacturer.
BFRC accepts an approved
acoustic test report produced in
accordance with BS EN 10140
or tabulated values from EN
14351-1. Installers do not need
to provide BFRC with any techni-
cal information as this will have
already been obtained from the
manufacturer. They can receive
a rating from A++ to E. The only

difference for doors is an ap-
proved acoustic test report must
be provided for us to verify the
performance and provide a rat-
ing. There are no tabulated val-
ues in EN 14351-1 for doors.”

Residential & commercial
“Window and door manufactur-
ers may provide proof and
clarity around the quality of their
products, whilst both homeown-
ers and specifiers can use the
labels as proof of performance,”
says Clarke.

Not always the entire solution
“It is important to recognise that
replacing or upgrading the
windows and doors may not pro-
vide the entire solution to noise
entering the building. Noise
reducing windows and doors
are often requested by
consumers and specifiers who
are looking to combat external
noise intrusion and we are
encouraging our customers to
advise what other measures may
be required to meet their expec-
tations in addition to our
scheme,” confirms Clarke.

Certificate
Installers receive their own BFRC
‘Rainbow’ noise reduction labels
that they can use in their market-
ing materials and provide to the
consumer in the form of a certifi-
cate. The Rainbow rating labels
are easy to understand and are
familiar to both consumer and in-
dustry.

“This gives installers and home-
owners the evidence they need
to make the right choice for each
home’s window and door per-
formance requirements. Installers
can also use the BFRC branding
and labels on their website to
advertise they are a BFRC
Approved Installer,” Clarke
concludes.

For further information go to
bfrc.org/noise-reduction

Energy & Environment



Installers using the AdminBase business management system
from Ab Initio can now take advantage of the Campaigns mar-
keting tool, a fully integrated feature that is designed to ensure
marketing activity is quicker, easier and more successful.

Eliminating the need to rely on third party software, Campaigns
enables installation companies to select the leads and customer data
they wish to target directly from AdminBase.

As the Campaigns tool is designed to work in conjunction with
AdminBase, compiling the data required for a marketing plan is not
only quicker and more efficient but it’s easier to manage as well.

Rhonda Ridge MD explains: “Marketing is, of course, the lifeblood
to any installation compan but it can often be a time consuming
and unnecessarily difficult task for those using separate marketing
tools, such as Mailchimp, that rely on importing leads and data from
another system first.

Developed over 12-months, in response to customer feedback
requesting a more streamlined way to approach marketing using
AdminBase, the Campaigns tool was introduced at the start
of 2020 and is priced at £300 per month for unlimited emails.
abinitiosoftware.co.uk

i

Approved Spectus fabricator Sidey has manufactured and
installed over 200 flush tilt and turn windows for a low-rise,
contemporary new apartment block in Edinburgh.

Mike Rutland business development manager at ModularWise
explains: “The Spectus flush tilt and turn windows were chosen for the
project because they combine contemporary looks and large aperture
with high performance, including low U-values of 1.4 W/m²K. We also
took full advantage of the Spectus design service, which includes wind
and barrier loading, ventilation and acoustic requirements.”

Rutland continues: “The Sidey team was very flexible and were happy
to install the windows of the traditionally built ground floor on site – and
the rest to the modules in our factory in Wales. Once the traditionally
constructed ground floor was completed, the modules were transported
to site by lorry and delivered a floor at a time. The landing sequence was
completed over a four-week period – a significant time saving versus
traditional construction.” spectus.co.uki

Products & Projects
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Modular Installation

A new venture supported by one of the world’s largest indepen-
dent polycarbonate extruders is set to shake up the UK polycar-
bonate sheet market.

Novolux will be supplying an extensive array of quality multiwall and
solid polycarbonate sheet products made by £multi-million Italian firm
Dott.Gallina.

The company’s Policom range contains solid polycarbonate sheets with
UV protection on both sides, making it an ideal choice for all glazing
applications and also comes with a 10-year warranty.

The company will be offering polycarbonate sheet in several formats –
pallet quantities, full or mixed pallets, single sheets or cut to size, bespoke
products.

National Sales Manager Craig Weatherley says: “At Novolux, we want
to help installers capitalise on those opportunities with great quality prod-
ucts, backed by great service, supplied country-wide. novolux.co.uki



The Grade II listed Jam Factory in Oxford has undergone impressive
renovation and refurbishment work to refresh its grand appearance and
create new office space.

Member of the Steel Window Association, Cotswold Casements was tasked
with the responsibility of the fenestration. The metal window expert refurbished the
windows offsite; the detailed work undertaken included a polyester finish applied
to the window sections. In keeping with the Edwardian features of this 1903
building, the steel windows in place complement the striking appeal of the red
brick exterior with limestone detail.

This was an impressive project taking around a year to complete and the
reinstallation of over 100 refurbished windows has created a striking result.
steel-window-association.co.uk

i

The Excalibur Fast Lock from Kenrick is a high
security door lock that has been designed to combat
many types of burglary and help to make homeowners
feel safer.

For greater flexibility, the system allows fabricators to use just
one lock for all applications on both front and back doors. Its twin
spindle design means that both lever/lever and lever/movable pad
unsprung handles can be used with only one lock to provide more choice
for the end user. Designed to be quick and easy to install, the door
lock is also fully extendable with 300mm extension pieces for added
convenience.

The lock is available on all variants of 35mm backset locks in a choice of
lever/lever, twin spindle and split spindle. It is compatible with PVC-U, timber and
composite doors. It meets the requirements of PAS 24, 2012 and Secured by Design.
It has been function tested to 30,000 full cycles (open/close, lock/unlock) and also
exceeds the requirements of BS EN 1670: 2007 Grade 4 (severe) rating for salt spray cor-
rosion resistance. kenricks.co.uki

Endurance Doors has launched a new grained Slate
Grey finish, expanding its door slab colours and fin-
ishes to twenty, inside and out.

The introduction of Slate Grey expands the number of
grey options to four and it sits between the ever-popular
Anthracite Grey and Elephant Grey in the range, along
with the heritage inspired and lighter Pearl Grey.

There are also twenty-nine different frame finish
combinations within the Endurance Doors range that per-
fectly match the door slabs, so homeowners can pick their
perfect finish inside and out. In addition, with over eighty
different door designs in the range, there’s the opportunity
to create an exclusive composite door, with the popular
online Door Designer.

Scott Foster, Head of Group Sales and Marketing for
Endurance Doors comments: “If installers feel that their cur-
rent composite door offering lacks colour and finish options
inside and out and are looking for a more customer-
focussed, pioneering and innovative partner, then we’d be
delighted to hear from them.” endurancedoors.co.uk
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Rob Brown, the new National
Sales manager at Leads 2
Trade, brings more than 12
years’ experience of digital
sales, marketing, and lead
generation to the role.

Andy Royle, co-founder and di-
rector explains: “We needed a
figurehead for the sales depart-
ment and Rob will manage the
team with the intention of
strengthening the network for all
the home improvement market
verticals we supply too and to
further drive home the premium
lead platforms we have

launched this year.
“Rob has huge lead genera-

tion experience and has worked
at both client and agency ends
managing sales teams, so we
are looking forward to him hit-
ting the ground running.”

Brown says: “The culture of the
company is what I’m used to
and as soon as I spoke to Andy
I knew Leads 2 Trade was the
perfect fit. It is a hugely estab-
lished company and I feel I can
contribute to the vision Andy and
the rest of the management team
has moving forward.” i

Brown A Perfect Fit For New Role

Conservatory roof manufacturer Supalite has
increased its staff level by 30% at its head-
quarters in Preston.

The company has welcomed a total of 15 new
staff who sit across a range of roles, including
manufacturing, transport and office staff.

Steve Hacking, MD says: “Demand for SupaLite
systems is growing rapidly as more and more in-
stallers wake up to the fantastic route to market
they offer and consumers see the difference a
SupaLite roof can deliver to their conservatory or
orangery.

“It is an exciting time at SupaLite and investing in
new staff is really important as we become busier
and continue to grow.”

The company has also invested in a new Haffner
machining centre as well as moving onto new man-
ufacturing software to increase efficiency. i

The Installer| Trade News |25

VEKA Recycling has made two key appoint-
ments as construction of the company’s new
purpose-built Wellingborough headquarters
site nears completion.

Alex Hamilton (pictured), who takes the reins as
Head of Sales & Marketing, joins from the waste
management industry in which he helped organi-
sations to utilise innovative technology solutions to
better manage waste.

He says: “I have always been intrigued by the
use of advanced technology in waste management
processes and the ground-up build by VEKA Recy-
cling incorporates all of the latest processes.”

Paul Smith, a senior manager with over 25 years
in the waste and recycling sector, joins as Head of
Logistics. He comments: “I was impressed by the
company’s commitment to revising perceptions of
the recycling industry by setting new standards for
operational excellence and finished product.” i

New faces As HQ
Nears Completion

New Staff Signals
Major Growth

Trade News



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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When most people think of
Insight Data, they probably
think of marketing data,
writes Andrew Scott of Pur-
plex Marketing and Insight
Data.

After all, Insight provides the in-
dustry with in-depth information
on 17,000 fabricators and in-
stallers, as well as tens of thou-
sands of decision makers across
the construction industry. So
business leaders are often sur-
prised when, as a consultant and
marketeer, I don’t always advo-
cate ‘foot on the gas’ organic
growth.

Six strategies
For some companies, such as
those dealing with a surge in
business, supply chain issues or
skills shortages, there can be al-
ternative strategies. Through In-
sight Data, I have mapped out
six different strategies that a com-
pany can deploy to add value
and profitability. Some compa-
nies focus on one, others imple-
ment two or three of them.

Organic Growth
Driving organic growth is usually
the first reason companies sign

up to Insight Data. It enables
them to pinpoint their exact tar-
get customers using in-depth in-
formation. So if your business
supplies fabricators, installers or
trade counters for example, it
means you can filter data by pre-
ferred profile system, product
range and volumes or even
credit rating and find named de-
cision makers and their contact
details.

Diversification
Having all your eggs in one bas-
ket can be risky. Bringing new
products to market or promoting
existing products to wider audi-
ences such as builders mer-
chants, architects or
housebuilders can spread the
risk and create lucrative new rev-
enue streams – and it’s all on the
Insight database.

Cost Reduction
Companies can waste tens of
thousands of pounds on sales
and marketing costs. The market
intelligence within Salestracker,
Insight Data’s online platform,
means companies don’t waste
time or money on blanket mar-
keting. It provides the tools and
data to instantly access your
ideal customers, so you need less
sales and marketing resources to
achieve the same results.

Consolidation
Some companies talk about con-
solidation, yet this shouldn’t
mean standing still. Taking six
months or a year to consolidate
should mean putting in place the
processes to fuel future growth.
One of your key priorities should
be restructuring your customer
base, replacing high-mainte-
nance, low-margin or credit-risk
customers with quality clients that
are easier to manage, pay their
bills and improve your margins.

This will transform your business
- and all the information you
need to do it is on the Insight
database.

Business Improvement
Having the right tools to manage
your business, teams and cus-
tomers is the secret to a scalable
business. So, it’s no surprise that
700 industry suppliers already
rely on Insight Data’s
Salestracker – the cloud-based,
remote-working database and
CRM platform designed for B2B
suppliers in the industry. It en-
ables companies to centralise
customer and prospect informa-
tion, documents, tasks, leads and
customer service. It also provides
transparent reporting, so man-
agement can see what their
teams are doing.

Business Intelligence
Using business intelligence helps
business leaders make more
strategic, informed decisions
about products, markets and
competitors. The in-depth infor-
mation within the Insight data-
base helps companies large and
small understand all of this, so
they can identify new opportuni-
ties or acquisition targets.
What’s more, a credit monitor-
ing facility enables companies to
track the credit status of cus-
tomers and competitors and get
notifications of any changes.

Planning for 2021
For most suppliers in the industry,
the tempo is upbeat with a posi-
tive outlook and plenty of oppor-
tunities ahead. Whatever your
business objectives in 2021,
using Insight Data’s ‘Business
Success Model’ will help you
achieve your goals.

www.insightdata.co.uk
purplexmarketing.com
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Six Success Strategies

Andrew Scott discusses six
business strategies
companies can use to
maximise value and profits.
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Homeowners across England will have until the end of March
2022 to access the Green Homes Grant Voucher Scheme.
The scheme funds up to two-thirds of the cost of green home
improvements up to £5,000 or 100% of the cost for homeowners
on low incomes, up to £10,000. Measures include double or triple
glazing when replacing single glazing.
Now we know this is not a great scheme for the window, door and
conservatory market but it is for the general home improvement
market – especially when it comes to insulation or heat pumps...but
as you will read on page 16 of this issue, I believe the installation
sector can turn its hand to almost anything (such as the decking
featured) and if the economy turns grey, diversification may be the
best thing to do to keep your business in the black.

Do you need a marketing hand?
You will also notice on the News pages that SEH BAC, the massive
installation company, has signed a landmark agreement with
Purplex Marketing.
(And there is a great article from Purplex on page 27.)
Marketing in this sector is really important and not just for the big
boys. Now is the time to think about what you are doing – and
what your website looks like.

Copy writing is what we do!
So if you are looking for website design advice and copy
writing services to make your site glow with confidence and
attract all the local business you can deal with, drop us a
line at installer@profinder.eu

Live and Direct
One man who knows a bit about marketing is Mr Martin Randall
of Crystal Direct – who has chosen The Installer to make an
announcement to the market.
Crystal Window & Door Centres will be located at UK builders
merchants to sell windows, doors and conservatory products...and
there are jobs available too.
It makes sense. Builders merchant’s don’t understand windows and
doors, so why not put a dedicated implant on the site manned by
Crystal experts?
And Mr Randall, who has grown his company to epic proportions,
knows a thing or two about growth including ‘when in a recession,
spend big. While your competitors are pulling their horns in, you
win all the business and come out the other side as top Johnny!’
That’s why The Installer has spent so much money and effort to get
the edge on all of its competitors with the launch of TheInstaller.pro

Crystal is recruiting for centre managers now. See the advert
on this issue’s contents page or click the advert appearing
on TheInstaller.pro

Brian J. Shillibeer, Editor
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Unit 3, Lloyd Street, Parkgate, Rotherham, S62 6JG
Tel 01709 710100 Fax 01709 525262
Email info@connaughtconservatories.co.uk

www.connaughtroofs.com

Three Solid Roofs - One Fabricator

WE DO MORE - SO YOU DO LESS

Give us a call for all your Conservatory Roof needs on

01709 710100

www.connaughtroofs.co.uk



Access Systems

Baypole Jacks

Fooorrr aaallllll yyyooouuurrr aaacccccceeessssss cccooonnntttrrroool
annd door hardware
solutions
● Electric Strikes
● DDeadlocking Bolts
● WWaterproof Keypads
● CCompact Shearlocks
● DDeadlocks & Deadlatches
● Loock Accessories
● Trransom Door Closers
● VVortex Magnets

01202 676262
info@alpro.co .uk
www.alpro.co.uk

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

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

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

Phone: 0844 4772505
Fax: 0871 2214305

E-mail: capjacking@aol.com
Web: www.capdesigns.co.ukRef: Fab11

Jacking kits for £ each

£6.00

£6.00

Audio Window Systems

Colour Applicators

AN INDUSTRY LEADING
COLOUR COATING SPECIALIST

FOR WINDOWS, DOORS AND
ROOFLINE

ANY COLOUR IN 5 DAYS

Get a FREE Quote
on 01924 454856
or visit
kolorseal.co.uk

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

PROFINDER www.profinder.eu

Corner Protectors

“Technically the best way
to toe and heel glass”

Corner protectors • Flat,Bridge,Wedge and Frame Packers • Locking wedges • Run up blocks • Flexible corner wedges

For more information or to find your local stockists visit:
glazpart.com/products/glazing-accessories/
or call 01295 264533 to speak with one of the team.

Flyscreens Profile Bending
Machinery

Glass Handling

Window openers

G.M.FORMERS

DRY PVCU PROFILE BENDING
HIGH SPEC FORMERS FOR ALL PROFILES

t: +44(0)1744 24256
f: +44(0)1744 24279

e: geoff@gmformers.com
w: www.gmformers.com



Planning Consultants

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

PROFINDER

Profile Bending

Profile Bending

“Our in-depth knowledge, attention
to detail and friendly service make
Curved Frame Specialists the ideal
choice to build your custom frames.”

■ PVCU profiifile bending arch
and angle specialists

■ 7-10 working day turn
around

■ Over 20 years experience
■ Competitive prices

Spares for Repairs

Andywrap®Masking Film
The No.1 UK leading Window Protector

Call Freephone:
0800 0850006
sales@andywrap.net

• FREE NEXT DAY DELIVERY
(NO MINIMUM ORDER)

• AVAILABLE IN CLEAR
OR BLUE

• SOLVENT BASED ACRYLIC
(BEST YEAR-ROUND ADHESIVE)

• SUPPLYING THE GLAZING
IIINNNDDDUUUSSSTTTRRRYYY FFFOOORRR OOOVVVEEERRR 222555 YYYEEEAAARRRSSS

Window Protection Film

Window Bags & Display Cases



Visofold 1000
Aluminium Bi-Fold

FAX OR EMAIL YOUR QUOTES TODAY!

*6 day delivery applies only to our standard stocked colours

If you are waiting more than 6 days for your
bi-folds, you need to talk to Garrard

Call us now for enquiries

01296 668899
enquiries@garrardwindows.co.uk

www.garrardwindows.co.uk

DELIVERED 6 DAYS FROM ORDER* FULLY FABRICATED AND READY TO FIT
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