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

01785 287907 07538 800203
JASON WOOTTONCONTACT

|
sales@midlandaluminium.co.uk

WE SUPPLY A FULL RANGE OF ALUMINIUM PRODUCTS MADE FOR THE TRADE

FLUSH WINDOWS | LANTERN ROOFS | CONSERVATORIES | DESIGNER FRONT DOORS

FAST QUOTES THE LOWEST PRICESUK-WIDE SITE DELIVERIES, EVERYWEEK ||

ALUMINIUM BI-FOLD DOORS
STOCK COLOURS: WHITE, BLACK, GREY, GREY on WHITE, & BLACK onWHITE

FREE UPGRADE!
TO NEW FLUSH STYLE

ALUMINIUM WINDOWS

DUMMY SASH OPTIONS

CONCEALED MULLIONS

CONCEALED DRAINAGE

CONCEALED TRICKLE VENTILATION

FLUSH STYLEWINDOWS
NEW! OUR EXCLUSIVE SLIM 70mm SYSTEM
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GET UPGRADED TO

LIFT & SLIDE PATIO DOORS

Ideal for Heritage Projects

Approved Replacement
for Listed Buildings

Slim Framework

Can achieve ‘A’ Rating

Costs Less than Steel

ALUMINIUM
THAT LOOKS

ALITHERM HERITAGE
THE IDEAL REPLACEMENT FOR OLD STEELWINDOWS & DOORS
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News

Sunderland City Council has
appointed Tolent as main
contractor for a £40 million
housing project for the new
Vaux neighbourhood at
Riverside Sunderland. It has
taken some time since
Carillion was kicked off as
preferred bidder.

Riverside Sunderland (pictured)
is already thriving but there are
plans for continued development
over and above the Vaux
scheme.

Tolent will put up 135 ultra-
modern system-build homes, with
designs selected from an archi-
tectural competition. The homes
will stand alongside The Beam
and City Hall – the latest devel-
opment to rise from the ground

at Riverside Sunderland.
The Vaux neighbourhood is

being built on the site of an old
brewery and will eventually have
1,000 homes, according to the

plans. Construction work on the
development is due to start this
summer and the first tranche of
homes should be completed by
the end of 2023. i

Tolent Takes On £40 Million
Sunderland Job

Many industries have a
revolving door syn-
drome when it comes
to new recruits that only
stay for a short time. An
a p p r e n t i c e s h i p
scheme created by the
Automatic Door Suppli-
ers Association is at-
tempting to create a
committed workforce
for the sector.

A third cohort of powered
pedestrian door technician
apprentices started at South
Staffordshire College in June with
places for a further course in
September now being booked.

Members of the initial group,
which began their two-year
apprenticeship in March 2021,
are completing projects for end
point assessments with should

be fully qualified by the end of
the year. A second, which
started last September, is
concluding its first academic
year with another to follow.

“Demand for places has been
tremendous. It is good to know
that the industry has embraced
the opportunity to develop a

future workforce utilising the
apprenticeship,” says Ken Price
MD of ADSA. “It provides a
thorough learning opportunity,
combining academic study with
on-the-job experience.”

Courses will run again later
this year on the mainland and
also in Northern Irfeland. i

Training Helps With Revolving Door
Recruitment Syndrome
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The latest data from
construction industry intelli-
gence provider, Barbour ABI,
indicates that April’s down-
ward trend has continued
into May and could signal
the end of the post-Covid
construction boom.

Barbour ABI’s Snap Analysis
looks at the data for planning
applications, planning approvals
and contract awards for the pre-
vious month and gives a picture
of activity in the construction
industry over the short, medium
and long term.

Tom Hall, Barbour ABI’s Chief
Economist says: “April saw a
fairly dramatic fall in activity
from high levels to a more mixed
picture. May’s data was a
continuation of this new trend
and indicates that construction
may well be in a new, lower
phase of activity – most likely
due to uncertainty over the
strength of the UK economy to

weather the cost-of-liv-
ing crisis and the wider
geopolitical outlook.”

Residential contract
awards were worth
£2.1 billion in May,
which is a 16% in-
crease on April and is
above the long-term
average. However, it is
well below the Q1
2022’s levels of £2.7
billion per month.

Healthcare and indus-
trial compared rela-
tively strongly but the
post-pandemic lag has been
greater in these markets. Mean-
while energy (renewables) was
strong with commercial, leisure,
education and infrastructure,
weak. May was the lowest
month since September 2021 for
planning approvals, with
virtually every sector recording a
decrease on April levels.

Residential planning projects

worth £3.1 billion received
approval in May. This was a
17% drop on April and the
lowest level for 4 months. But the
big faller in April was the Resi-
dential sector with a 34% drop
on March levels of planning ap-
plications. Although £3.3 billion
worth of applications were
lodged, this is the weakest level
since May 2020. i

Boom Blows Up

Trickles Tackled In New White Paper
Yale Door and Window Solu-
tions has launched a white
paper in association with the
GGF to raise industry aware-
ness of the new regulations
on trickle vents.

‘Meeting the guidance on ven-
tilation: A guide to ensuring your
windows comply with Approved
Document F for air quality’, out-
lines everything window fabrica-
tors and installers need to know
about the regs which came into
effect on 15 June.

It sets out how ventilation in UK
buildings will be governed by
two new approved documents –
‘Approved Document F, volume
1: dwellings’ and ‘Approved
Document F, volume 2: buildings
other than dwellings’ – and pres-
ents, in clear terms, what these

documents state. This includes the
requirements that all trickle vents
should be controllable, either
manually or automatically; that

they should be at least 1,700mm
above floor level to reduce cold
draughts while remaining within
reach; and that any trickle vents
with automatic controls should
also have manual override. The
white paper explains where the
new guidance states trickle vents
should be used in existing and
new buildings, how they should
be used in conjunction with other
ventilation systems and what
standards they must have
passed.

Yale recently launched its new
SlotVent range of trickle vents,
which provide a solution in full
compliance with the latest re-
quirements.
To download your copy of
the white paper, go to
www.yaledws.co.uk

i

http://www.yaledws.co.uk


WINDOWS DOORS ROOFING SHOPFRONT CURTAIN WALL BRINGING LIGHT INTO LIVING

www.kestrelaluminium.co.uk

Our thermally efficient ground floor treatment system is a secure and cost-effective method of glazing low
rise commercial projects such as schools, retail buildings and public buildings. It is versatile, adaptable and
designed to integrate with Kestrel window and door systems. Tried, tested and trusted by architects,
specifiers, fabricators and installers alike it is the system for high specification designs in modern buildings.

For more information, visit www.kestrelaluminium.co.uk or call 0121 333 3575.

The tried and trusted glazing system
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Theterm ‘sustainability’ was
coined to describe the
concept of making use of
natural resources in such a
way that they can be replen-
ished, writes the GGF’s David
Palmer, who believes words
relating to environmental
good practice have become
confusing.

We now use ‘sustainability’ to
describe not just the resource
itself but also the impacts from an
economic and social perspec-
tive. For example, in the glazing
industry, the impetus is on creat-
ing a product in such a way that
the environmental, economic

and social effects are as positive
as possible and where there are
any negative effects, things are
re-evaluated to try to find a better
solution.

EPD
In broad terms, this means using
responsibly sourced materials
together with environmentally
benign and socially considered
production methods to create
long-lasting, easily recycled
products which have a net
benefit to the global community.

In coming years we will also
likely have additional responsi-
bility for demonstrating the
impact of a product on the natu-
ral world by producing an Envi-
ronmental Product Declaration
which makes key indicators such
as a products Global Warming
Potential public knowledge.

It is possible to foresee a time
when a product’s environmental
performance is as important as
its price and where projects are
lost because a product’s embod-
ied carbon was too high to be
considered.

Living and breathing
the environment
It is not just in the product itself
that we can demonstrate a com-
mitment to sustainability and
being as kind to the environment
as practicable. We can make it
an integral part of company
culture. It is important a com-
pany understands its environ-

mental impact and promotes
initiatives that address ways to
reduce it.

Why not set up rainwater har-
vesting on site? Maybe subsidise
employees who wish to engage
at home or encourage employ-
ees on social initiatives such as
supporting their local food
producers.

Go for formal policies
Why not go one step further?
Draw up a sustainability policy
and make it publicly available,
complete with the company’s
goals or targets. The UK was the
first country in the world to set
legally binding carbon budgets
back in 2008. This act of public
declaration clearly shows a com-
mitment to the environment and
sustainable business – and can
help bolster reputation. Be that a
reputation within the industry
which can influence others to
take the first steps; a reputation
amongst specifiers and
purchasers which can attract
future business; or a reputation
amongst candidates who want
to work for a company who
takes its responsibilities to the
global community seriously.

The need for industry to be-
have ever more responsibly in
terms of sustainability and its
impact on the environment is
only going to increase and
gather momentum in coming
years. It’s no longer enough to
do ‘just enough’. i

Although various green-sounding buzzwords proliferate the wider
construction industry, there is still some uncertainty on the core subject writes
David Palmer, GGF Technical Officer.

www.ggf.org.uk

Making Industry
Sustainable

http://www.ggf.org.uk
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Supply & install the multi-award-winning aluminium Korniche Roof Lantern.
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*Discount applies to all trade customers and applied to the first, single item purchase only of the Korniche Roof Lantern

Delivering the best products, with the best
service, at the best price
Contact Made for Trade for a Kwikquote today
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mailto:sales@madefortrade.co


The Don Waterworth Technical & Legal Column

10 | The Don Waterworth Technical & Legal Column | The Installer

Low modulus silicone is a
superior sealant when used
properly, however if the
sealant width is too narrow,
then the sealant will simply
not accommodate the
expansion/contract ion,
writes Don Waterworth, The
Installer’s Technical Expert.

Take a look at the photograph
above, obviously when the job
was finished the 2mm sealant
was neat and tidy and intact.
However, with the vagaries of
the English weather and the
difference in the co-efficient of
thermal expansion between the

three products shown, the
PVC-U frame, which has supe-
rior stability, against the trim
which has poor stability then
the third component, the
sealant, has little chance in this
set-up to accommodate the
movement. Hence the seal splits
and you are faced with a
service call.

Groundhog Day
It matters not that you return to
site and replace the seal, it will
split again – and again and
again…a bit like your own
version of Groundhog Day.

A good silicone should ideally
be at least 8mm wide if there is
any chance of the movement
being accommodated (espe-
cially were a PVC trim is set
against a PVC-U frame when
you should expect significant
movement, as mentioned
above, the PVC trim is normally
not stable).

Go wide
Therefore, be aware of finishing
off with a narrow low modulus
seal, it will split and you will be
faced with numerous service
calls over the years. Don.i

Go Large –
A Wider Seal Will Take
Care Of Shrinkage

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

Picture: When this job was finished the 2mm sealant was neat and tidy and intact.
Then the English weather and thermal expansion got the better of it.

Beware of finishing off with a narrow low modulus seal, especially on PVC-U,
as it will split and you will be faced with numerous service calls over the
years, writes Don Waterworth, The Installer’s Technical Expert as he explains
the right way to go about it.
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Natural light is one of the
most valued commodities in
a home and installers are
constantly being challenged
by homeowners to maximise
it wherever possible, writes
The Rooflight Company’s
Peter Daniel.

A bright and airy extension
to relax and entertain in is a
popular renovation project.
The simple options to achieve
this are an extension combined
with rooflights (orangery) or
an almost fully glazed
room bolted to the home
(conservatory). Both result in the
open plan, bright feel that
homeowners value, yet there

are some nuances between
them.

Whilst natural light is
important, a home really can
have too much of it, which is the
common pitfall of conservatories.
The sheer amount of glass can let
in an extraordinary amount of
light and even more problematic,
often suffer from poor thermal
efficiency – so much so that new
regulations will make conserva-
tories a rare sight in new build
properties.

Solid roof
Many homeowners with existing
conservatories are starting to rip
the glass roofs off to replace

them with a tiled one, with multi-
ple smaller rooflights instead.

Homeowners are often
unaware that rooflights offer
superior thermal efficiency and
don’t suffer from the same
temperature regulation issues. Of
course, this is partly because
there is a lot less glass involved
but also because of the glazing
options available to reduce the
G-value.

Knowing that they can still
have the light and airy extension
they dream of without the
extreme temperature changes
can make their decision easy.
Orangeries will also not increase
the amount they spend on

Conservatories & Rooflights

The Debate:
Orangeries vs
Conservatories
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energy bills (apart from the in-
crease in space heating), which
everyone is worrying about at
the moment.

Selling point
Rooflights also add design inter-
est to a home, making it stand
out at the point of sale. Light from
above has a certain quality to it,
which can elevate a space if the
orientation of the property is
considered. If a room is south
facing for example, it will natu-
rally benefit from more light than
a north facing home. By using
smaller rooflights, instead of one
large one, the light entering a
home can be controlled and

manipulated. Therefore, a home
won’t be flooded with light from
all angles, which no homeowner
wants in reality, however good it
sounds.

Sophistication
In my view, orangeries with
rooflights offer something a bit
more sophisticated and usable.
Conservatories have their place
but sunrooms and orangeries
provide homeowners with a truly
liveable space year-round.

Bespoke
There are many ways to harness
light, so it is important that you
consider the best for each indi-

vidual home. You can always
consult with us on this if you’re
not sure which solution would
work best.

Pictures: Rooflights come in
a variety of styles. They will
add light to a property but
do not suffer the same level
of thermal loss or thermal
gain as a completely glazed
conservatory roof.

To discover more about
The Rooflight Company, go
to www.therooflight
company.co.uk

i



Peter Daniel, Product Innovation Director at The Rooflight
Company, discusses what to remember when advising
homeowners on choosing between an orangery or
conservatory.

http://www.therooflight


bi-folding
door
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15%
QUOTE DISCOUNT
CODE

INTRODUCTORY
DISCOUNT*

*Discount applies to all trade customers and applied to the first, single item purchase only of the Korniche Bi-folding Door | *Korniche Bi-folding door price is based on 7-7-0 configuration 5100 x 2000
stock colour, delivered. Unglazed. Price is correct at point of publishing. Delivery restrictions apply. Product specification and prices may be subject to change without prior notice.
*PAS24 as standard requires laminated glass installation

Delivering the best products,
with the best service, at the best price
Contact Made for Trade for a KwikQuote today
madefortrade.co | sales@madefortrade.co | 01642 610799

mailto:sales@madefortrade.co


GLAZED IN
SECONDS

BEADED IN
SECONDSUNGLAZED, EXC VAT

Including FREE delivery

EASY GLIDE
EVERY TIME

SAVE HOURS ON SITE
with the only clip-bead that delivers glazing
and de-glazing in seconds. The Korniche
Bi-Folding Door has more to offer..

As standard!

Precision
engineered
articulated axle
with fully bearinged
rollers

Competitive glass supply

Trickle vents positioned in outer frame (No frame
extenders required for PART F compliance)

PAS24 security as standard*

10 YEAR warranty

Korniche matching hardware, including brushed
stainless steel

Enhanced thermal
performance

FREE nationwide
delivery
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Not only is Aero Pitch fully au-
tomated, it is condensation
free, holds a BSI Kitemark for
its safety and quality and is
very easy to install.

It has one universal flashing kit
to fit any roof. Justin Seldis, MD
at manufacturer Sunsquare says:
“We’ve been flat-roof skylight
specialists for 18 years and this
is our very first model specifi-
cally designed for 20-60° roofs.

“Using our design experience,
we wanted to address all the
common issues installers face
with pitched roof skylights, such
as limited sizing options, compli-
cated installation, poor thermal
performance, condensation,
safety and usability – and we’ve
ended up with what we think is
the most advanced skylight out
there.”

Flashing
“It was a priority for us to make
Aero Pitch as straight forward
as possible for installers,” con-
tinues Seldis. “Normally they
have to source different flashing
kits to suit different roofs, which
can be confusing and often
costs extra. We wanted to avoid
this, which is why we developed
one universal flashing kit that
will work with any tiled roof.

There are no hidden extras,
even for made-to-measure sizes
– the skylight, flashing kit and
upstand all come as part of the
package.”

Instructions
“Installers also get easy-to-follow
instructions and everything they
need to get the job done seam-
lessly, right down to the exact
number of screws.”



Conservatories&Rooflights

Sunsquare has launched Aero Pitch, claiming it to be the
world’s most advanced and thermally efficient skylight for
20-60° tiled roofs – and it comes fully automated.

How’s This For A Pitch?
The Skylight Designed
For Installers



Sizes and colours
Seldis adds: “Aero Pitch has
been designed to be so flexible,
it will suit any project installers
take on. It can be tailor made to
meet any size specification, as
well as coming in fixed sizes too.
Installers also have a wide
choice of glazing options, includ-
ing double or triple glazing,
solar neutral, acoustic or
self-cleaning glass.

“Its aluminium frame can be
powder-coated in any RAL
colour to match any décor and it
will work with any blind system.
It is even available in a conser-
vation format to suit more tradi-
tional buildings.”

Smart
The new skylight comes with
Smartsquare automatic controls
as standard. This means users
can open or close the skylight
wherever they are at the touch of
a smart phone button or through
virtual assistants such as Siri,

Amazon Alexa, and Google
Home. They can even
programme it to automatically
open and close based on
weather conditions, humidity,
inside temperature, sunrise or
sunset or even their proximity to
the building.

Glass
Aero Pitch uses shatter-proof lam-
inated glass as standard and is
also top hinged for extra security.
It is also the first pitched roof sky-
light to hold a BSI Kitemark. This
means it has been independently
tested to destruction to ensure
durability and endurance levels.

Energy
As with all Sunsquare skylights,
Aero Pitch also provides strong
thermal performance. It offers
U-values as low as 0.5 W/m2K
and is completely thermally
broken to protect against cold
bridging. It means rooms are
kept warm, dry and more

energy efficient all year round.
Aero Pitch also features argon-
filled, soft-coat, low-emissivity
glass to help reflect internal heat
back into the room. This lets
natural light in and helps to keep
room temperatures comfortable,
while the laminated inner pane
blocks harmful UV rays.

Great for installers
“Aero Pitch is the perfect pitched
roof skylight for installers and
their customers,” adds Seldis.
“We’ve done away with design
limitations and complex fitting
processes and instead have
created a fully flexible skylight
that will work well with any
project. Not only that, we’ve en-
sured it’s the safest, smartest and
most thermally efficient skylight
out there.”

To find out more call
01284 848 792 or visit
www.sunsquare.co.uk

i
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Pictures: The Sunsquare skylight for 20-60° tiled roofs and
the automation package that comes as standard.

http://www.sunsquare.co.uk
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The estimated fitting time for
a 2m x 1m Xenlite is just 20
minutes, says AluFold Direct
– all the more impressive
when you consider it has
been designed to be fitted
by one person.

Joe Cann, AluFold Direct’s
Design and Installation Manager,
sets out the installation process.
He writes, there are lots of clever
features which make Xenlite stand
out but probably the most signifi-
cant one for installers is the fact
that they don’t have to wait until
all the glazing sections are in

place before they can secure them
to the ring beam. Each
section is clipped one by one into
a specially designed glass
retention flange on the ring beam,
so there is no danger of any of the
glass slipping at any point.

Ring beam
Once you’ve unpacked the roof
lantern kit and clecked the
colour coded bags of fixings
and screws, you can connect
all four lengths of the ring
beam using two cleats per
corner and draw the sections

together with pan head tapping
screws.

Turn the ring beam frame
upside down to apply silicone all
the way along the channel under-
neath. (Use packers to ensure
there is a consistent 10mm gap
between the ring beam and the
upstand.)

Position this onto a correctly
sized timber upstand, fixing
through the internal leg of the
ring beam using our wood
screws. (Remember the timber up-
stand must be at least 150mm tall
to comply with Building Regs.)



Conservatories&Rooflights

Safer, Simpler And
Quicker To Install
AluFold Direct’s new Xenlite lantern has been launched
with the bold claim that it is safer, simpler, and quicker to
install than other lanterns already out there in the market.
Here we provide a step-by-step guide to fitting the new
lantern – see what you think.
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Rafters
Position the four hip beams into
the ridge spider assembly and
insert M4 bolts to fix (ensuring
the thread is fully engaged and
the screw heads are all flush).

Place the ridge and rafter
beam assembly carefully into the
machined slots within the ring
beam and fix securely using
self-drilling screws into the
countersunk holes.

Apply a generous bead of
silicone to the ends of the ridge
thermal break and attach this to
the ridge profile.

Clip the other thermal
break sections to

each of the
rafters and slide
these up to meet

the ridge (you
can fill any remain-

ing gaps with a
bead of silicone).
Use more of the self-
drilling screws to

hold them in place (two in
each).

Glazing
Attach the PVC glazing end trim
to each of your glass units (dou-
ble check the glass label to make
sure the external face is the right
way up). Then attach the
aluminium glazing bead to this
PVC end trim and make sure
these two are lined up at the
ends.

Carefully lower each glass unit
into position and lock the glaz-
ing bead into the ring beam pro-
file as you go. (Before you
completely let go of the glass,
apply upward and outward
force to the bead to make sure
the two profiles have locked
together correctly.)

Once all the glass is fixed in
place, you can attach the top

caps onto the ridge and rafters,
making sure they are clipped
into the thermal break. (You
might need to just tap these into
place with a rubber mallet.)

Make sure all the gaskets meet
at the ridge to form a complete
seal and you’re done.

Beating the bugbears
Simon Johnstone, AluFold
Direct’s Technical Director, also
told The Installer: “We know
there are some real bugbears for
installers when it comes to fitting
lanterns. Obviously, securing the
glass to the ring beam was the
main one but there are others
such as slotting the cleats into the
ring beam. As a design team,
we started out with those and
worked out how we could over-
come them with Xenlite.

The feedback we’re getting
from installers who have seen the
lantern being assembled in our
factory would suggest we’ve
done a pretty good job.”

www.xenlite.co.uk/installer

Pictures: Xenlite has been
designed to be installed by
one perrson using simple
instructions.

i

Conservatories&Rooflights

http://www.xenlite.co.uk/installer


ENTRANCEDOORS REIMAGINED
SUPERBLY ENGINEERED STEEL & ALUMINIUM DOORS

EXCLUSIVELY FROMPIONEER

BECOME A GERDAAPPROVED
RESIDENTIAL DOORDEALER TODAY!

SUPERBLY ENGINEERED DOORS DISTRIBUTORS OF GERDA®RESIDENTIAL DOORS

1–3 Red Barns, Warners Farm Howe Street, Great Waltham, Chelmsford, Essex, CM3 1BN
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Asa McGillian of Northern
Ireland’s Apeer Doors’
believes that the factors
creating unease for home
owners are also creating the
perfect environment for
selling doors and windows.
Why?

Well let’s look at what is caus-
ing the despondency before we
look at why it could just be good
for business. McGillian writes –
it feels like we need a miracle to

settle the anxieties of millions of
ordinary people. The Covid
pandemic is now a fading mem-
ory to those fortunate enough
not to have lost somebody to the
virus. But the ripple effect is still
there in business terms with
global product and materials
shortages adding to the impact
on staff and recruitment, with so
many sectors suffering vacancy
black holes when trying to
replace staff that were laid off

during the pandemic. And of
course, there are all those
Europeans that went home. I
think lots of leavers now wish
that they had ticked the other
box in the polling booth. We all
now understand just how impor-
tant those migrant workers were
to our economy.

Protocol
Brexit has manifested itself in
ways that could never have



Doors

The new uplifted building regulations, huge energy price
hikes and a feeling of unease in a disordered world have
created the perfect storm for selling fine residential doors
says Asa McGillian.

The Perfect Storm
For Selling Doors



been predicted. In Northern
Ireland for example, we and
other businesses around us, have
lost workers to a new glut of
meat processors that have
sprung up or expanded to fill the
gap created by the Brexit rules
banning the import of fresh meat
products from the mainland.

Now for the good news
If you have read this far, I imag-
ine you may feel pretty despon-
dent. But stay with me!

And that’s because in the con-
text of what this is, an editorial in
a business magazine after all,
we must consider the conditions
that face us as business people.
And in that context, I contend
that despite the extraordinary
and often bizarre circumstances
that currently face us, we and
more importantly our installer
partners, are selling more
residential doors that ever before
– and at higher values and
margins.

This is because of that perfect
storm and other circumstances
have combined to provide us
with a highly positive sales
environment.

Regs in place
As you read this, the revised
Approved Document L will have
become statutory. And that
means that most residential
doors fitted in England and
Wales are therefore obsolete.
Now, whilst that does not of
course mean that existing doors
will not reach the U-values of the
new Regs (down to 1.4 W/m2K
for replacements – Apeer doors
have comfortably been manufac-
tured to this figure for years), it’s
a nice line to offer many home-
owners that hate second best.

Energy crisis
Set this against the extraordinary
increases in energy costs and
homeowners are more alive than
ever to any energy saving meas-

ures – even wealthier
households. Replace-
ment windows and
doors have been a
relatively expensive
form of energy saving
previously when pay-
back periods are con-
sidered compared to
measures such as loft
and wall insulation.
With energy bills
being increased by
50% even under the
restrictions imposed
by the government,
the justification for in-
stalling the most en-
ergy efficient windows
and doors ever pro-
duced has never been
clearer.

Feel good factor
And then there is the
‘feel good factor’ which is some-
thing that receives far too little
recognition in my view in the in-
fluences that form part of the buy-
ing process for windows and
especially doors. Purchase trig-
gers include stress purchase of
course, with windows and doors
replaced simply because the old
ones have run their effective
course. But if that was the only
driver my estimate is that our
sales as an
industry might be one third of
what they are now. Windows
and doors – and especially the
main entrance to a home – play
an enormous part in the styling
and appearance of a property,
probably more than any other
building component. New win-
dows and especially a smart
new entrance, will lift a property
often disproportionately more
than the cost of the installation.
And this lifts its owners.

Again, I believe this to be more
effective than any other home
improvements because the effect
is evident every time the home is
viewed and when the windows

and doors are used. Add to
that the feeling of enhanced
security and the feelgood factor
is inestimable.

Tipping point
My default position is that the
majority of homeowners – all of
us really – are predisposed to
improving their homes. All they
need is the justification to do so.
The new U-values coupled with
rising energy prices are things
that seem to be tipping things in
favour of home improvement
companies – in a strange new
world, installers are king.

www.apeer.co.uk

Pictures: Asa McGillian of
Apeer believes somewhat
counter intuitively that de-
spite all the bad things af-
fecting homeowners’
budgets such as Brexit, fuel
prices and the overall cost
of living crisis, there is a per-
fect storm brewing that will
aid the sales of the doors his
company and others like it,
are making..

i

22 | Doors Promotional Feature| The Installer

Doors

http://www.apeer.co.uk




What’s behind
these doors
is amazing

You probably already know that we
manufacture some of the UK’s most attractive
and secure composite doors. But what
you might not know is the dedicated trade
support enjoyed by all our retail partners.
It includes sales lead generation, high profile
consumer marketing, seamless customer
service, Doorbuilder ordering system,
extensive R&D and a reliable, trusted supply
chain. These reasons and more are why
hundreds of retailers throughout the UK
and Ireland love to stock our products.

To discover more or to become an
Apeer trade partner, call 0345 672 9333
or send an email to sales@apeer.co.uk

MORE THAN A DOOR

apeer.co.uk

mailto:sales@apeer.co.uk
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Products & Projects

Hardware distributor,
Carl F Groupco, has
expanded its inventory
with the introduction of
the new Arrone door
handle. Arrone is a
brand of the Hoppe
(UK) Group.

The handle is of zinc
alloy and aluminium con-
struction. It is suitable for
use on both PVC-U and
composite doors. It is avail-
able in a long backplate
format with a 92mm PZ
centre. The handle also of-
fers an integrated spring
cassette system, 215mm
fixing centres, 32mm wide
back plate and reversible
handing. The product has
undergone extensive test-
ing – to 200,000 cycles –

and corrosion salt spray
to 1,000 hours. It comes
with a 10-year mechani-
cal operation guarantee.

The Arrone door han-
dle is available in a full
choice of colours, includ-
ing polished gold, satin
chrome, polished brass,
anthracite grey,
graphite, white and
black.

Commenting on the in-
troduction, John Critten-
den, MD at Carl F
Groupco, said: “The
new Arrone door handle
delivers exceptional
quality at a competitive
price, so we know it is
going to prove popular
with our customers.” i

New Arrone Arrives

A recent conservatory proj-
ect got on the wick of the folk
at Hampton Conservatories
after the firm’s regular glass
supplier was hit with supply
delays. A call to TuffX got the
project back on track – and
lost the other supplier any
future business.

The three-week job to install a
medium-sized conservatory for a
homeowner in Buckinghamshire
was expected to be a straightfor-
ward task for the orangery and
conservatory specialist.

Fortunately, TuffX has all it
takes to get the wheels of such a
project back in motion.

“We’d used TuffX before for
our roof glass, so we went to
them when we were having
some short-term supply issues
with our other suppliers,” said
Danny McIlreavy, MD, Hampton
Conservatories. “We chose TuffX
because we’d previously
ordered conservatory roof glass

from them and found them to be
a very reliable company in terms
of both quality and time scale,”
continues McIlreavy. “So now
we’re currently using TuffX for
most of our jobs.”

TuffX was quick to step in, sup-
plying 4mm toughened self-
cleaning clear safety glass for

the project. Paul Higgins, TuffX’s
commercial director, says: “We
pride ourselves on being able to
help where others can’t and
offering a service that means cus-
tomers return to us.”

www.tuffxglass.co.uk

i

Glass Delay Gets On Hampton’s Wick

www.carlfgroupco.co.uk

http://www.tuffxglass.co.uk
http://www.carlfgroupco.co.uk
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Quickslide’s investment in
digital improvement has
driven up the quality of both
production and customer
service according to the
company.

Systems development manager
James McArthur completely
redesigned the firm’s vertical
slider production line, with a fully
optimised system tailored specif-
ically to suit the business’s partic-
ular requirements.

“Everything we do at Quick-
slide is focused on how we can
improve our products and serv-
ices so that, ultimately, our trade
partners can improve theirs.
From large overhauls to smaller
continuous tweaks and improve-
ments, we’re always looking for
ways to increase efficiencies,
quality, and sales,” says MD,
Ben Weber.

“The digital system has been
developed using the latest
EvoNET management tool from

Business Micros,
that we use across
the business to give
us greater visibility
and control. As a
result, we’ve seen
a dramatic drop in
post-delivery reme-
dials.”

Weber adds:
“We have always
had an emphasis
on ‘right first time’,
yet we always
strive for better
because fewer site
visits also mean our
service engineers’ time is freed
up to focus on actively helping
grow our business and that of
our trade partners instead.”

A new website, which focused
on completely reworking the
back-end without compromising
the familiar front-end, has been
a big step forward in driving or-
ganic growth. As Weber ex-

plains: “With our new website
our trade partners will soon be
able to gain access to a dash-
board system where leads can
be effectively managed – in
effect, it’ll function as a compli-
mentary CRM system for our
partners.”

www.quickslide.co.uk

i

Quickslide Slides Up A Gear

Window Ware has added a
new heritage door handle to
its top-selling Regal Hardware
brand. It is a natural progres-
sion for the popular range
which includes monkey tail
and pear drop casement

window handles, matching
stays and pegs, plus dummy
and working butt hinges.

Homeowners who invest in
new flush sash windows for their
period properties often want
matching French doors installed

at the same time, so having a full
complement of coordinated
heritage hardware will simplify
sourcing and make life easier for
fabricators and installers.

Window Ware’s Product Man-
ager, Rob Vaughan, says: “We
know from those working with
The Residence Collection there is
a real need for a heritage door
handle which suites with the rest
of the Regal Hardware range.
After months of design, we think
our designers have nailed it.”

Just like the rest of the Regal
Hardware range, this door
handle comes in a choice of
traditional monkey tail or pear
drop designs and customers can
take their pick from the full palette
of nine finishes.

www.windowware.co.uk

i

Regal Heritage Handle Hits Homes
Products & Projects

http://www.quickslide.co.uk
http://www.windowware.co.uk




PURPLEXED
ABOUT YOUR
MARKETING?
In a world where marketing and customer behaviour is constantly
changing, you could be forgiven for being in a state of confusion
when it comes to your own marketing.

As a fully integrated marketing agency, Purplex is powered to
alleviate this stress and help ambitious companies like yours build
their reputation, business, and future.

With more than 35 years industry experience our specialist teams
build campaigns that cut-through the noise and create integrated,
consistent, and clear messages across all platforms to build brand
awareness and drive your business to greater heights.

HQ: 200 Worle Park Way, Weston-super-Mare, BS22 6WA

T: 020 3137 9319
E: grow@purplexmarketing.com |W:www.purplexmarketing.com

SPEAK TO THE EXPERTS IN:

MARKETING
CONSULTANCY

PR & MEDIA
RELATIONS

VIDEO PRODUCTION
& EDITING

BRANDING &
CREATIVE

WEB & E-COMMERCE
DESIGN

SOCIAL MEDIA
MARKETING

SEARCH ENGINE
OPTIMISATION

PAY-PER
CLICK

IF YOU’RE PURPLEXED ABOUT YOUR MARKETING, SPEAK TO THE EXPERTS

mailto:grow@purplexmarketing.com
http://www.purplexmarketing.com
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Virtual Engineer, a
technology solution
for the control and
diagnostics of auto-
matic doors, gates
and barriers, has won
one of the 40th AI
Specification Awards
sponsored by the
Automatic Door
Suppliers Association.

The product from
Strand Technologies
was announced
winner of the Product
Design and Innovation
Electronic Award
category at a London
ceremony.

Ken Price, ADSA’s
MD, presented the

award to Strand Tech-
nologies’ directors
Simon Bowden and
Paul Ryan (pictured).

Virtual Engineer was
selected from a shortlist
that also featured
products from Assa
Abloy, Codelocks and
Salto Systems.

It uses a device which
is attached to entrances
and ‘talks’ to a cloud
software platform for
on-site or remote man-
agement. It sends alerts
to flag up problems and
identify potential causes
– potentially saving time
and money on engineer
call outs. i

Virtual Engineer Wins ADSA
Sponsored Award

When you’re next on
the open road, keep
an eye out for TuffX,
as the safety glass
specialist has
recently invested in
new graphics for its
entire vehicle fleet.

As part of a year’s
planned programme of
investment to promote
and grow production of
its Infinity rooflight
range, TuffX has up-
dated all 44 vehicles in
its fleet with the new
graphics.

TuffX’s Infinity brand
includes rooflights, roof
lanterns, walk-on and
fire-rated walk-on glass

units, available as either
double or triple glazed
and in a choice of clear,
solar and privacy glass.
What’s more, Infinity’s
‘drop-in-and-seal’ de-
sign makes it super easy
and fast to fit straight
out of the box, as it
requires no additional
assembly on site.

“We deliver direct to
site, in as little as three
to four days for our stan-
dard sizes,” says -Paul
Higgins, Commercial
Director. “Whether it’s a
13-tonne or 7.5-tonne
truck, you won’t be able
to miss us now with our
new graphics.” i

Marketing Drive – TuffX Livery
Hits The Road

Trade News

New Premier Arches Website Goes Live

Following a record breaking
year, arched and angled
frame manufacturer Premier
Arches has launched a new
website.

It will enable its fabricator,

installer, trade counter and local
builder customers to have full
access to information about the
full product range, which
includes arched, angled, gable,
circular and entirely bespoke
windows and doors in a range
of seven stocked systems includ-

ing Residence 9, plus another
five non-stocked systems.

Customers can also find out
more about the company’s three
main business principles –
exceptional manufacturing
quality, clear, honest customer
service and a ‘make life easier’

offering, which includes a slick
online pricing and ordering plat-
form that generates informed
quotes on all products at the click
of a button.

MD Sean Greenall says: “We
wanted to showcase our com-
pany and allow both existing
and potential customers to easily
view our full offering, as well as
the main principles we stand by
in order to deliver the best
service possible.”

Visit Premier Arches’ new
website at
www.premierarches.co.uk

i

http://www.premierarches.co.uk


Janis Windows & Doors Ltd

48 Appleton Place, Appleton Industrial Estate,
Southern Road, Aylesbury, HP19 9EW

Tel: 0831 6090 476

Email: info@janis.co.uk

Web: http://www.janis.co.uk

Credit Rating: 73

Key Contact: Alexia Kalila, Managing Director

Direct Tel: 07968 342 115

Direct Email: alexia.kalila@janis.co.uk

PVCu Windows and Doors

Windows/Doors, Buy in, Spectus

Vertical Sliders, Buy in, Veka

Bi-fold Doors, Buy in, Kommerling

Composite Doors, Buy in, Solidor, 10 PW

Aluminium Windows and Doors

Windows/Doors, Buy in, Techal

Windows/Doors, Buy in, Senior

Bi-fold Doors, Buy in, Technal

17:02 56%EE4G+

Products

Business Details

50-75 Frames per week

YOUR
FUTURE
IN YOUR
HANDS

01934 808 293
hello@insightdata.co.uk

www.insightdata.co.uk

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

Insight Data puts 80,000 potential
customers at your fingertips

The Insight Database helps your sales and marketing team get better results faster. Updated live
in real-time with in-depth information, not available anywhere else, you get the inside track on

fabricators and installers, builders, architects, merchants, construction firms and house-builders.

@insightdata

mailto:info@janis.co.uk
http://www.janis.co.uk
mailto:alexia.kalila@janis.co.uk
mailto:hello@insightdata.co.uk
http://www.insightdata.co.uk


Marketing Corner

The Installer| Marketing Corner |31

Spending A Bob On
Builders?

Although installers are the
most obvious and more tradi-
tional route to market for
trade fabricators, with contin-
ued uncertainty across the
window industry, it is more
important now than ever that
companies consider new
avenues to guarantee a
steady stream of business –
and small builders could be
the perfect solution, writes
Insight Data’s Alex Tremlett.

In the same way that window
companies have diversified in
recent years, by becoming much
more than window specialists,
small builders have also evolved
to keep up with the rapidly
changing demands of
consumers. As a result, many
small builders now buy and fit
windows and doors themselves,
making them the ideal prospects
for suppliers to target. There are
many benefits to selling to a small
builder – and here’s why.

Trust in small builders
Although the existing perception
around consumer habits is that
people are more likely to trust
bigger companies and brands
when they want to invest in home
improvements it is often not the
case. In fact, it’s actually more
common for a homeowner to hire
a small builder who comes highly

recommended by a friend or
relative. Before they’ve even met,
they have an element of trust in
their work and will undoubtedly
use them time and time again. As
well as being incredibly popular
among consumers, small builders
also often have minor overheads
and next to no advertising costs
so they can remain competitive in
the market. Additionally, unlike
traditional installers who buy in
windows and doors on a regular
basis, small builders tend to order
on a more sporadic basis. There-
fore, trade suppliers don’t need
to offer small builders a trade
discount like they would with their
regular installer customers so
profit margins will be better.

Finding builders
Despite being a great alternative
route to market, small builders
operate under the radar and are
notoriously difficult to track down.

To help trade suppliers who
may be on the hunt for a list of
small builders but don’t know
where to start, the expert team of
Insight Data researchers has
worked hard to pull together a
specialist database of small
builders from across the UK.

The list contains over 21,000
general builders and contractors
and is the most comprehensive
marketing data of its kind.

Accessed online through the
Insight Data CRM platform,
Salestracker, the local builders
database can be split by
category, region or postcode so
suppliers can create bespoke
contact lists, email marketing
campaigns and direct mail
campaigns or call lists for
in-house sales teams.

Providing the contact details of
small builders is just one of the
benefits of this database. In fact,
the data also contains all the
valuable business and financial
information a supplier will need
to check if a company is a
worthwhile prospect, helping
companies to make informed
business decisions.

Ultimately, the database gives
suppliers unprecedented market
intelligence and the Salestracker
platform simplifies the way in
which they can track prospects,
manage leads and drive sales
activity.

Insight expertise
Insight Data’s Local Builders data-
base has been developed over
the last 10 years by a research
team and is continually refreshed.

Insight Data also has a host of
additional databases containing
over 60,000 contacts from the
UK construction, fenestration and
glazing industries. i

As the market gets tougher, Alex
Tremlett, Operations Manager at
Insight Data, highlights how trade
suppliers should be exploring an
alternative route to market – and
probably spending a bob or two on
enticing builders to their products.

www.insightdata.co.uk

http://www.insightdata.co.uk
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Is the pandemic and post-pandemic boom really coming to
an end?
Barbour ABI, one of the construction industry indexes is saying there
has been two months of consecutive drops in orders and planning
permissions in the housing sector. It is a worry – everything at the
moment is a worry … especially if too many people start talking us in
to a recession. TheInstaller.pro and Magazine are consistently
reporting on new build projects that are coming on stream and so I
don’t think there is a need to worry yet.
There is, of course, the replacement and refurbishment market. If you
turn to our Doors Feature on Page 21, Asa McGillian of Apeer writes
that all the bad things affecting homeowners’ budgets such as Brexit,
fuel prices and the overall cost of living crisis, are blowing up a
perfect storm that will aid the sales of the doors and windows…we
must hope that he is right.

Making Industry Sustainable
David Palmer of the GGF says (on Page 8) that green-sounding
buzzwords are all around us but there is still some uncertainty on the
core subject. I couldn’t agree more but am inclined to go further than
David. I think people talk sustainability when they mean recycling
(forgetting that you have to look at what and how things are produced
and used before they ever get recycled). Companies will also describe
their products as environmentally friendly – growing plants is
environmentally friendly; using recycled materials in those products is
not ‘friendly’. It is benign at best or perhaps less damaging.
Not knowing that the waste you separate at your offices still goes into
landfill because you are not aware of what can and can’t be recycled
is not ignorant bliss – your brain has been numbed in the belief you
are doing good…and in that numbness, you don’t demand that
proper UK recycling facilities are built so that we can handle
everything that we separate.
Worse, you are blind-sided to the fact that this country sends its waste
to foreign shores so they can recycle it by dumping it on their
beaches.
And computers and other electrical equipment that is recycled to the
third world (which overly-polite people call developing countries when
there is no development going on) are not then utilised in schools –
they are melted down on open, lung damaging fires, to extract the
copper while the children that should be in school are sent down the
copper mine.
Yes – sustainability should not be confused with environmentally
friendliness … and it should look beyond how raw materials are
protected and re-used, it should look at how people are affected by
the whole production and the whole recycling path.
I use recycled PVC and aluminium but I (unknowingly) dump my waste
where it does harm, is not really living the sustainability dream.

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

mailto:info@connaughtconservatories.co.uk
http://www.connaughtroofs.com
http://www.connaughtroofs.co.uk


Baypole Jacks

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
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Profile Bemding

“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

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

Profile Bending
Machinery

“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.

Corner Protectors

PROFINDER Tel: 07932 243 008 Email:
mehreen.haroon@profinder.eu
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Combining the benefits of a large picture window,
which allows light to flood in to an internal space, with an easy
opening operation, Visoglide Plus is a high quality, highly
versatile system which is a great option for even the largest
project.

Delivering outstanding thermal efficiency, Visoglide Plus offers
contemporary styling and robust performance, with the option
of slide, or lift and slide operation on double or triple tracks.

Call us now for enquiries :
Tel : 01296 668899
or email : sales@garrardwindows.co.uk

Visit our website :
www.garrardwindows.co.uk

Visoglide Plus
Aluminium Sliding Doors

Let the light in

We pride ourselves on our reliability
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http://www.garrardwindows.co.uk



