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We believe in facts, not fiction,
which is why Deceuninck have signed up to the

SCIENCE BASED TARGETS (SBTi)

Corporate Climate Action Programme

Deceuninck have made the following commitments:

®

Cut CO2 emissions from our operations
(Scope 1&2 emissions) by 60% by 2030

/.\ Lower emissions from our supply chain
I (Scope 3) by 48% per tonne by 2030

&

Achieve net-zero greenhouse gas emissions
by 2050
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News

Transparent And Green For
Awareness

Menta

Over 450 transparent hard
hats were distributed during
Mental Health Awareness
Week in mid-May by Esh
Construction to its sites in a
bid to reduce the stigma of
poor mental health.

Working with The Lighthouse
Construction Industry charity, an
organisation that provides phys-
ical and financial wellbeing
support to construction workers
and their families, the hard hats
have been designed to include a
QR code which directs people to
support via the charity’s weﬁsi’re.
The first hats in green colour
have wording that says ‘it's
what's inside the hard hat that
matters’.

Alan Croft, construction man-
ager says: “Given the hard hats
are very different to the norm,
we hope the campaign extends

Health

beyond our construction sites
too, where passers-by or people
in shops or cafes may ask about
it, which in turn opens up even
more conversations about mental
health.”

An industry wide campaign
called ‘Make It Visible” has been
coordinated by The Lighthouse
Construction Industry Charity,
aiming to make welfare and

wellbeing support visible in
construction and available on
every site.

The initiative is aiming to drive
long term culture change within
the industry to promote equality,
diversity, inclusion, fairness and

respect that will ultimately
promote construction as a
career choice for  future

generations. H

Installation Of The Month - Latest Resulis

o
Composite door supplier,
Hurst Doors, has been high-
lighting the great work of its
network of installers with its
Installation of the Month com-
petition.

In October, the competition
was won by Image Windows
and Doors in Essex, which fitted
a stylish and contemporary
composite door in fashionable
Anthracite grey.

Director James Last says: “Hurst
are a fantastic supplier and
homeowners love the huge

range of door styles and colours
we're able to offer from them.”

In November, the winner was
husband and wife team Chiltern
Home Improvements for the
fitting of two tasteful Chartwell
Green cottage doors with
diamond glazing on a pair of
stately redirick cottages built in
1844.

Tracy Brewer of Chiltern says:
“We've been in business since
1998 and consistently used
Hurst since 2001, which shows
you how much we love their
products and service.”

In December, Purbeck Win-
dows of Dorset fitted a refined
cottage composite door in an
aftractive Dusty grey. Director
Mark Spicer says: “We carried

out this installation on a friend’s

house, so | was really pleased it
won. Hurst is a very valued part-
ner for Purbeck”

Finally, in February, the compe-
tition was won by Majer
Windows, for the fitting of a
stylish ~ and  contemporary
Bohemia door with Murano
glass in Dusty Grey. Director
Alan Boultwood says: “Home-
owners love the huge range of
door styles and colours.”

The competition will continue to
run for the next six months and
Hurst is keen to encourage more
installers to enter. Installers of
Hurst Doors can enter by sharing
their installation images on Face-
book, Instagram, or Twitter, tag-
ging Hurst Doors or alternatively,
by sending their images to
marketing@hurstdoors.co.uk H
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News

The RAC has become the first
national breakdown provider
to provide breakdown
policies via monthly rolling
contracts paid for on direct
debit.

The move follows the introduc-
tion last year of annual continu-
ous card and annual direct debit
payments for the RAC’s 12 or 24
month fixed policies which
provided a convenient move
away from the hassle of
traditional annual invoices.

The terms are available to sole
traders through to those with
fleets of up to 99 vehicles.
Businesses can alter their policies
at any time in line with their
changing needs by adding or
removing vehicles or increasin
or decreasing, their cover |eve?.
They also have the right to can-
cel at any time without penalty.

Nicky Brown, head of the
RAC'’s small business team, says:
“Having flexible rolling mon’rKly
contracts that can be amended
at any point to better manage
outgoings. It also lessens the
admin burden associated with
invoices and managing cash-
flow. We believe this delivers just
what small companies need in
this challenging climate.”

RAC Business Breakdown
cover for SMEs is available at a
vehicle level — up to 99 vehicles
— so any driver of sEecified
business cars, vans, minibuses or

taxis is covered, guarding the

company against expensive
down time and reputational
damage if one of its vehicles
breaks down.

The cost for a single car is
£13.50 a month, dropping to
£6 per car for fleets of 25-p?us.

For Van Total — which includes
unlimited call-outs, recovery to
anywhere in the UK, van-for-van
replacement  or  overnight
accommodation — the cost is
£17 a month for a single van or
£8.50 per van for fleets of 25 or

more. H

Construction Competence Podcaost

GQA Quadlifications has
teamed up with some of the
construction industry’s heavy
hitters to produce a podcast
tackling the subject of com-
petence in the supply chain.

Called 'Raising the Bar’, the
podcast is the first of a planned
series by the awarding and
qualifications-writing organisa-
tion which aims to geba’re some
of the key issues affecting the
building industry today.

Here are some of the conclu-
sions drawn by speakers in
the podcast:

* The key to preventing mis-sell-
ing, incorrect installation and
shoddy site practice is to drive
up competencies through train-
ing and qualifications.

® The most sensible way of prov-
ing competence is by means of
independently accreditation and
end point assessment. Proof of
attendance alone is not enough.
e With the Building Safety
Regulator now having the power
to prosecute not only a corporate
body but also individuals
identified as not meeting their
responsibilities, contractors are
going to be taking the ‘who are
we safest with’ approach. This
means that early adopters of

accredited training for staff will
find it commercially useful. A
knock-on effect of this will be that
provir:f competence will take
Frece ence over securing the
owest price.

® People at all levels should be
willing to upskill and have
their competence tested. Better
informed people make better
decisions.

* Accredited training must be
fit for purpose, ie functional
and not job title focused. If no
qualification is in place in a
particular area of the industry,
then new accredited training
can be tailored to suit it. This
should be carried out annually
in order to prove continued
competence. H
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THE RESIDENTIAL DOOR COLLECTION

With homeowmers looking for guick wins in their
property, a new front door from Origin can provide just
that. Manufactured from premium grade aluminium,
the collection offers 10 panel designs, so you can

meet avery customer's want and need. With quality
checks happening at every stage of production, you're
guaranteed to be able to specify with confidence.

Open a trade account today by calling 0808 192 0017,
or visiting origin-global.com/partner-with-origin
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FIT, GLAZE
& GO...

Multi-award
winning products
that save hours

on sitel

The KORNICHE
Roof Lantern fitted in
minutes, glazed in seconds

No silicone is required in the build of the lantern
structure. Supplied as a kit for ease and speed
of installation directly from the manufacturer

~.’~:;"
10%

The strongest lantern in its class
DISCOUNT* Available up to 3x2.5m in four glass panels and
FOR NEW BI-FOLDING DOOR a maximum size of 6x4m
TRADE CUSTOMERS Standard colours: Black, White and Anthracite

8[6%1|'EE IPKOZ in any combination

Fast KwikQuote service
FREE UK Mainland delivery*
10 YEAR warranty

FOR NEW ROOF LANTERN
TRADE CUSTOMERS

cooe. IPKO1

<<




The KORNICHE
Bi-Folding Door has

MORE TO OFFER...

Removable SPEEDBEAD allows adjustment
and remedial work without damage

<

Glass supply - one drop delivery for
competitively priced glass ordered with
your door*

Integral blind glass option available

(< [ <

IMPROVED
PRE-FITTED

GASKET
and BEAD

for a faster
install

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

PAS24 security as standard”*

<<

Korniche matching hardware, including
brushed stainless steel

Pre-hung doors, no site assembly required

Enhanced thermal performance
FREE UK Mainland delivery*
10 YEAR warranty

< W< W< W<

U..-—G-’v.}[‘-ma‘q
SLIDING VENETIAN
INTEGRAL BLINDS

Aluminium Fabricator 1 Bi-folding Door 13
of the Year [ Manufacturer

of the Year
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Contact Made for Trade for a KwikQuote today
madefortrade.co | sales@madefortrade.co | 01642 610799
ICHE * Discount applies to all trade customers and applied to the first, single item purchase only of Korniche

Bi-folding Door or Roof Lantern | Delivery restrictions apply. * Uni-blind glass delivered separately.

MADE FOR TRADE * PAS24 as standard requires laminated glass installation.
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GGF Column

We Need ToTrainTo
Take The Strain

It will be a huge strain to train an additional 500,000 people to fill the jobs
that need to be created across construction, window installation and
glazing by 2050. Chris Beedel explains what the Glass & Glazing Federation
is doing to support this industry.

It is estimated that for the UK
to hit its net zero goals in 2050,
an additional 500,000 roles
will be required across
construction, glass & glazing
included, writes the GGF’s
Chris Beedel.

Taken in isolation, it feels like
that will be a huge strain to
achieve. Hov|v1ever, as a sector, it
represents a huge opportunity to
bepcome a |eadgi]n ﬁght in Lyow
we approach brigging the skills
shortage and attract the next
generation info our industry.

It is why the GGF Training
Academy was such an important
service to the whole industry
when it was launched during the
pandemic. Yes, GGF members
get discounted rates on all
courses but it was and remains,
an initiative that was intended to
benefit any company which
wanted fo invest in its employees
and stand out from the crowd.

Retention and attraction

Not only is training key to
retaining top falent, it enables us
to attract the next generation of
school and college leavers who
are looking for a rewarding
career that challenges them in the
right ways.

The GGF Training Academy

has a number of objectives:

* Arm your employees with the
skills and knowledge needed to
thrive.

® Increased job satisfaction and
morale.

® Create scope for internal
promotions.

* Give your company a much
needed competitive edge.

® Greater innovation onf
creativity.

In addition to the above, there

are a whole host of associated

benefits that run alongside a

comprehensive  training  pro-

gramme. Namely, low staff
turnover amongst key employees.

A well thought out development

scheme means retaining a core

of staff that will help your busi-
ness thrive. As a result, that
lowers your recruitment costs
which can run to large amounts
when you're constantly looking at
mid to senior level replacements.

A range of courses

From installer refresher courses
ri?(ht through to companies
taking on trainees over two years
as part of the Skilled Pathways

Scheme, all are available with
specialist courses across a
number of different job roles.

Futureproof your business
What has become increasingly
evident across companies book-
ing on to courses through the
GGF Academy is the valuable
resource it provides in bridging a
skills gap within the organisation.
It is why the response to the
training programme has been so
positive, after all, if we are to be
a major contributor to the con-
struction industry reaching those
net zero goals, the development
of staff and futureproofing their
business at the same fime%\qs fo
happen now. H

Pictures: Chris Beedel, head
of advocacy & stakeholder
relations, Glass & Glazing
Federation and some Skilled
Pathways apprentices.

For more information and to
book a course you can visit
www.ggf.org.uk/training
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THE DOOR COLLECTION

Make the smart choice by partnering with Origin
this year. Origin Doors have the shortest lead times
in thee industry. Available in as Bttle as 24-hours,

cur manufacturing schedule is dictated by your
requirements. Mot only does this help with cash flow
and scheduling, but it also enables you to increase
your project turnarcund.

S @

Open a trade account today by calling 0808 192 0017,
or visiting origin-global.com/partner-with-origin

Bi-fold Doors = Corner Bi-fold Doors = Glazing Bar Doors

French Doors = Single Doors
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The Don Waterworth Technical & Legal Column

Get The Water

Off The Building

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

Getting water off and away from a property is the purpose of a cill. Leaving
the cill flush with the wall will cause water to backtrack - and leave a very
angry customer. And you will be forced to go back and do the job
properly, writes Don Waterworth, The Installer’s Technical Expert.

It still surprises me that
windows and doors are fitted
without enough attention
being paid to getting the
water off the building around
the cill area, writes Don
Waterworth.

As you can see from the photo-
gropK above, this cill, which is
meant to be projecting, is
actually flush with the face of the
brick work. This is wholly
unacceptable and not only could
stop you getting paid but also
even worse, could cause water
to backtrack into the property.

5 i 2 | -'-4:"'..-: 2

ll220Jna

Project the cill

You should leave at least 25mm
of projected cill to ensure that the
rainwater is discharged away
from the elevation. It is up to the
surveyor to specify the correct
size of cill but then ultimately it is
the responsibility of the installer
to make sure that the products
installed satisfy the standards
required.

Always have in mind whether
you are fitting trims to finish,
differing types of cill or working
on older properties, you must get
the water oft the property. H

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



Link Vent 4000

One of Glazpart’s award winning range of trickle vents

For more information and to find your local stockist visit: C:': : V'
SRR L) | 01295264533 Learn how to become one of our Glazpartners
or call to speak with one of the team. visit glazpart.com/partners
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Heritage - Cover Story

Defining A Mar

The need for high-end profile, special hardware, increased labour
in production and specific sales knowledge has traditionally
meant only a few fabricators catered for the heritage window
market. This is changing, according to Deceuninck’s MD Rob

McGlennon.

All‘heritage’ windows are not
the same, according to
Deceuninck’s MD  Rob
McGlennon.

Heritage windows have long
been considered a niche offer-
ing; a less-popular high-end
option that window companies
run alongside a standard (often
high volume) offering. “To even
describe the heritage window
market as ‘niche’ suggests that it
is out of reach for many widow
fabricators and  installers,”
McGlennon told The Installer.
“But in truth, the hard work
undertaken by our fabricator
customers has helped redefine
the expectations of homeowners
when they come to replace their
windows.”

McGlennon points to the in-
creased investment in specialist
machinery that can provide a
near-invisible weld on both the
sash and outerframe, elevating
the appearance of the window
beyond a typical PVC-U finish.
“Creating a frue heritage flush
window means removing legacy
PVC-U characteristics and using
machinery like the Graf Synergy
has put more fabricators and
their  customers into  this
higher bracket of work,” says
McGlennon. “Plus, we have
customers choosing to go for a
completely mechanical finish,
where machinery is only used to
cut and prep the profile before
the wind%ws are manufactured
by hand, creating an authentic

heritage look — especially with a
flush sash. In fact, sales of our
flush products now account for
more than 40% of dll
Deceuninck products sold.”

Testing

Deceuninck  launched its
Heritage Flush Sash window in
2016. It replicates traditional
timber windows with advanced
thermal performance achievin
WER as high as A++ and U-va?—
ves as low as 0.920W/m2K. Air-
tightness is Class 4, water
tightness Class E900 and wind
resistance  AE2400.  PAS24
tested and Part Q approved, the
Flush Sash can be fully welded
or mechanically jointed and
comes with a night vent facility,

14 | Heritage | The Installer



Heritage - Cover Story

Pictures: Rob McGlennon
says sales of flush products
now account for more than
40% of Deceuninck sales.
The company offers 30+
colourways in stock and 20
additional colours in just 15
working days.

Georgian bar option and choice
of traditional ironmongery.

Open out

Deceuninck added a dedicated
open-out flush door sash along-
side its flush window offer at the
end of 2019. Fully suited with its
Heritage 2800 system, it
achieves U-values as low as
1.0W/m?K and DER A rating. It
is also PAS24 approved and can
be welded or mechanically
jointed, achieving Class 4 600
Pa air permeability, Class
E1050 Pa water gtightness (full
frame) and Class A3 1200 Pa
wind resistance. Featuring a
dedicated reinforcement, there’s
also no requirement to glass
bond units, simplifying handling

in manuracture.

Colour

However,it is Deceuninck'’s
colour offer that is winning sales
in many quarters, according to
McGlennon, with new customers
putting a secure supply of
coloured profile at the top of
their ‘must have’ list when choos-

ing suppliers. Deceuninck offers
30+ colourways in stock and 20
additional coTours in just 15
working days.

McGlennon  says:  “One
customer has recently dedicated

art of their operation to hand-
Euil’r mechanically  jointed
windows and has reported that
up to 90% of products sold
require a coloured foil.

“Homeowners are already sold
on heritage windows, even if
their properties are reasonably
modern. Installers who aren't
geared up to be selling windows
with heritage features could be
missing out on siﬂnificon’r oppor-
tunities, especially as the high-
volume work has dipped since
the start of the year.

“But it is colour that is driving
the conversation. We alread
know from our own reseorcK
that  homeowners  prefer
coloured windows when pre-
sented with a choice. Feedback
from our installer customers sug-
gests that it is the option of
colour that is defining the
heritage market.” H
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" Apeer

Thi industry's most respected
Brands in thiir sectors have aligned
b produce The Redidencd Door
Collection by Apeer. The result?

A range of residential doors with
thé rmost advanced spasification

avanlalsle in terms of guality
parformance and aesthetics

Ciffgr Thg Residence Dosr
Colléction by ADSad G wo

customens and it will raise the bar

THE PEREECT DOOR

benyond army obhar residential door
Theé most enargy efficient door on
the market, a8 120mm prohile, TEmm
quadruple sealed glass unit, perfecily
colour matchad doorsats, powerfu
Lacurily pErfarmancs in dotess of
PAS24 and an attention to detal

and manufactured Quakty beyond
anything else avallatle today,

Tel O34 3672 9333 salesmapesrcouk



Heritage - FIT Show Review

Quickslide’s Legacy VS—

A First Look

Big news at this year’s FIT Show was
Quickslide’s reveal of its upgraded
Legacy VS, featuring a new slim-line
meeting rail. MD Ben Weber explains how
he believes these will make it the most
authentic timber-look sash window
available on the market.

Quickslide’s latest iteration of
its Legacy VS will be
available later this year and
the most obvious difference
will be its new slim-line
meeting rail, Ben Weber told
The Installer at the FIT Show.
At just 37mm, it is over a cen-
timetre narrower than before
and one of the slimmest and
most traditionally styled on offer.
“Llegacy is all about marrying
the character and charm of
traditional heritage windows
with the performance of modern
fenestration,” said Webber.
“Period detailing such as
timber-look mechanical joints,
seamless runthrough sash Lorns,
an authentic curvy ovolo frame

and deep bottom rail make the
legacy VS, in my opinion,
almost indis’ringuishoﬁle from the
traditional timber designs on
which it is designed.”

Having viewed the window,
The Installer can confirm just
how much like a traditional
wooden VS Legacy looks.

Spot the difference

“With this new slim-line meeting
rail it will be even harder to spot
the difference between our
Legacy VS and an actual timber
sash window,” said Webber.
“The construction of the meeting
rail has been considerably
altered so we have been able to
condense it down, creating this

AT~

more desirable, authentic slim
rail that is even more faithful to
the original timber sash window
design.”

Refined run-through horns
Quickslide discontinued plant-on
horns for the Legacy VS last year
in favour of premium run-through
horns as the only sash horn
option. Webber said: “Our
decision to discontinue the
option of planton horns last year
not only streamlined our produc-
tion process, it also better
catered for the demand for
authentic heritage features.”

“It also meant we could focus
our efforts on making our inte-
grated runthrough sash horns

The Installer | Heritage| 17
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authentic.

look even
We've refined the end cap on
our run-throuah horn, removing

more

a detail which gave away close
up that the window is made of
PVC-U. It's these details which
are so important to building up
the authentic heritage picture.”

Smart security

Previously only available as a
retrofit, Avia's intelligent sash
fastener has been launched as
part of the Legacy VS range.
Designed especially for sash
windows, this lock can now be
requested as part of the initial
window spec.

The technology enables home-
owners to tell at a glance of their
phone whether their windows
are open or closed. Alerts can
be set up to be sent to Apple
devices, providing peace of
mind away from ﬂome. Aviva
also has its own App and
Mighton  Products, ’rﬁe firm
behind Avia, also told The
Installer at FIT that its systems will
soon work as seamlessly with

e - HT Show Review

Android as they do with Apple.

More colour options
Quickslide has introduced exclu-
sive dual foils, which are avail-
able now for its vertical sliders.
“Our new 18,500sq.ft dedi-
cated foiling facility increased
our in-house foiling capacity by
30%, allowing us to introduce
additional new colour options,
including exclusive dual foils,”
Webber told The Installer after
the FIT Show. “We appealed
directly to our trade partners to
find out which dual colours
would sell best and we now
offer exterior/interior combina-
tions of grey = wood-
grain/heritage white and agate
grey/heritage white. We've also
included a white wood-
grain/smooth white option for
VS from stock.

“Increasing our in-house foiling
capacity wiﬁ enable us to bring
out more new colourways
quickly and cost effectively as
trends change. In addition, our
partnership with colour-coating

specialists Kolorseal means we
can offer bespoke finishes too.”

The most authentic

Webber added: “When we
entered the market, our aim was
to create the most authentic,
timber look sash windows that
combine all the modern benefits
of PVC-U. That is an ongoing
commitment for us, as we are
always looking at the best ways
to enhance both style and
performance.

“Our new Llegacy VS is a
continuation of this journey and
when the slim meeting rail
becomes available later this
year, we believe it will offer the
market the most authentic timber-
look sash window yet.” H

Pictures: Avia’s smart sash
fastener and Quickslide MD,
Ben Weber, Windows come
in variety of the most popu-
lar exterior/interior combina-
tions.

www.quickslide.co.uk
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Aluminium Shopfronts, Commercial Doors,
Curtain-Walling, Windows, Glazed Roofing
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We have all the sections you need!

We supply a vast range of sections for the fabrication of shopfronts, commercial doors,
curtain walling, windows, and glazed roofs. Most sections are stocked in mill finish and
white powder coated. In addition, with our in-house powder coating facility and transport fleet,
we typically deliver with a 5 working day lead time.

For more information visit www.kestrelaluminium.co.uk or call 0121 333 3575.
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ROOFING SHOPFRONT CURTAIN WALL
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The Kate Ashley-Norman Wellbeing Column

The Art Of Conversation For
Better Communication

An associate of mine
recently described how a
company had approached
him to place an order without
even picking up the phone.

There was no negotiation,
no back and forth, writes Kate
Ashley-Norman. A simple
enquiry led to a deal without a
single word being spoken.

Grateful though he was for the
business, it just felt a litlle bit
hollow. He couldn't judge the no-
ture of the business relationship.

The human touch involved in
doing business with anyone is
often what makes it all worth-
while.

Phone etiquette

Our conversation carried on
tackling the thorny issue of
phone etiquette — when should
you call people? Indeed, should
you calf) people at all2 Is it
acceptable to randomly call
someone’s mobile2 Too often if
you call a central number, you
just end up going round in
circles and not talking to anyone
at all.

FIT Show social
If the FIT Show demonstrated
onythin?, it's the power of the
personal conversation.
Everywhere | went this year,
groups of people were having
conversations. They were spilling
off the edges of stands, they
were standing in the aisles, they
were perched on bar stools,
refreshing their vocal cords with
water, coffee, beers.

The power of
conversation

There have been
a number of

studies released
over the Keors
which  highlight

how conversation
between a parent
and their child
ignites language
cenfres in the
child’s brain. The
relationship  be-
tween the quality (rather than the
qucntirﬁl) of words and tone of
voice that the child is subjected
fo in the home environment has a
direct impact on their neural pro-
cessing capacities.

When communicating  with
peoEle in the work environment
— whether employees, clients or
suppliers — how you communi-
cate will have a direct impact on
how they process it. Abrupt
conversations can be interpreted
as curt, rude, abrasive. Or they
can be interpreted as clear, to
the point. Overly flowery
language might leave some
wondering what you're hiding.
Endless chatter could be hiding
nervousness. Maybe you are just
talking someone into submission.

Watch your tone

It is the blend of quality and tone
when communicating that is so
important. The more volume, the
more likely key messages will get
lost in the overall word dump. |
often relate this back to my kids
on a ‘whingeathon’ - the

Kate Ashley-
Norman is &
communicao-
fions expert and
head of PR at
iSMEDIA Lid.

constant complaining means |
switch off and stop listening. If
there is a message behind ﬁmeir
whinging, it ge’rs%ost.

Communication is such an
important part of your business
and it should be consistent.
When you consider your brand
identity, the ‘brand guide’ says
logo and colours is the most
vital. But it's not. More important
is the tone of voice that is used
across the whole of your
business — from your website
content, to the way in which your
phones are answered, to the
conversations that are being
carried out in your offices, on
your factory ﬁoors, on your
installation sites. Even through to
the way in which admin paper-
work is set out.

Every company is an amalgo-
mation of myriad personalities.
Creating a consistent tone of
voice and messaging across the
board provides a robust and
stable pi)a’rform from which those
personalities can shine through
and reinforce core messaging
and conversation. H
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IT & Marketing - FIT Show Review

The Price Is Right.

Orls li?

ADb Initio’s Rhonda Ridge, creator of the
AdminBase installer management

system, discusses the difficulties
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Hitting the right price point is
never easy, writes Rhonda
Ridge.

Too expensive and cautious
consumers will continue to shop
around or postpone their
purchase a litle longer. Too
inexpensive and it can send the
wrong marketing message while
failing to achieve a profit.

No  matter
how  suc-
cessful @
business s,
maintaining
the right
pricing point
. through @
| turbulent
economy is
a very
h (I: rd
thing
to do.
If we

go back to basics and think
about what's involved in setting
a price in the first place, we con-
sider things such as competitor
pricing, market demand, dispos-
able income of the target
audience and the value the prod-
uct on sale can offer.

The total cost of

running a business

At the top of the list must be
understanding the total cost of
running a business. That includes
hidden costs and variable costs,
it all matters and every aspect
should be visible and easily
accessible to make pricing
adjustments easier. This may
sound obvious but all too often
establishing the true cost of busi-
ness is simply too time-consum-
ing with disparate information
stored in diFFf)erenr systems that
aren’t necessarily compatible.

encountered in
putting a healthy
pricing structure in
place and what a
difference the right
software can make.

Pictures: AdminBase offers a
solution that allows
installation firms to keep
tfrack of the true cost of
doing business.

www.abinitiosoffware.co.uk

Know your costs

AdminBase offers a solution that
allows installation businesses to
keep track of the true cost of
doing business, at any one point
in time. A report on job costing
can be created within the CRM,
giving installation businesses an
easy-to-read overview of all costs
associated with installations.

For example, the system allows
you to capture the cost of all
Froducfs from suppliers with a
ink to your accounts package, to
save double entering invoices. It
helps you to keep track of
supplier back charge claims and
can automatically include these
in your job costing.

Commission payments can be
tracked and included as part of
the report and the system can
also help to allocate specific cost-
ings to specific contracts for an
even more accurate picture of
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job costings. Even fitting
ancillary items can be managed
and allocated to individual jobs
for more accurate gross margin
figures per contract.

Other controls

In addition to an accurate
indication of costs helping instal-
lation businesses to achieve the
ri%hf price dpoin’r, AdminBase
offers a good overview of other
aspects of the business too. For
example, the dedicated function
for Fitters Available Hours takes
the name of a fitter or installation
team and calculates the spare
hours they have within a set
timeframe. This allows decisions
to be made about the best use of
those spare hours.

Advertising
Another function tracks leads.
You might get a lot of leads from

IT & Marketing - FIT Show Review

advertising in the local paper
but if all those leads are for
sirl?le window jobs and Kour
radio advertising brings in high
value jobs, you can make an
informed decision about where
to spend your advertising
budget next.

Specific support

for installation managers

The system also offers a compre-
hensive My AdminBase Diary
App that can be linked to the
rest of the management system
to ensure all data for any one
contract is kept in one place.

FIT launch

At this year’s FIT Show we
launched a significant upgrade
to this part of the CRM to make
it easy for managers to see the
appointments assigned to their
team members as well as their

own. So, for example an instal-
lation manager can view the
appointments assigned fo fitters
and add their own photos to the
job to feed back into the contract
in AdminBase. This makes it
easier for installation managers
to carry out site visits without the
need for a specific appointment
in AdminBase.

Information is power

They say information is power
and this is certainly frue when it
comes to running a business or
managing an installation team.
By streamlining data and
producing reports that make that
data not only visible but easy to
read, AdminBase is supporting
home improvement companies
across the UK to set their prices,
market their wares in the most
cost-effective way and improve
their offering. H
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How To Choose Your
CRM Sofitware

The Installer: If | am an
installer working off Excel
spreadsheets, would it matter
which CRM  (customer
relationship management)
tool | chose? Surely, they are
all the same?

Elton Boocock: No. Actually,
when companies view their
options for the first time, they are
very demanding when it comes
to ?éa’rures and benefits. In fact,
Business Pilot was created
because co-owners Jim and Ryan
Breslin (Cherwell Windows), and
Ryan Schofield (Thames Valley

Windows), struggled to find
something that met all of their
requirements.

Together, we devised a modern
alternative that was flexible and
reactive — and that was different
to anything else on the market.

As it is built from the ground up,
Business Pilot is modern and
bang up to date. And not only
does it look good — and is very
straightforward to use — it is
designed to work with the other
software that you are already
using to run your business
efficiently.

Tl: Why is it important that
Business Pilot can work with
other pieces of software?

EB: Businesses today have
separate software that manages
diFf)eren’r parts of the operation —
accountancy, competent persons
scheme, sof;s tools. By integrat-
ing?rw them with your CRM
software, you can create further
efficiencies that save time and
money and reduce the possibility
of errors.

For example, within Business
Pilot, users can register their
FENSA installations  without

24 | IT & Marketing | The Installer
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leaving the software. At a click of
a button window installers can
register an installation by using
the information that has already
been recorded. This removes
double entry, speeds up the
registration ~ process  and
siinifican’rly reduces error. All of
which improves an installer’s
profitability.

A lot of businesses use Xero for
their day-to-day accounting. With
Business Pilot, there is no more
exporting data, import sorting
data or (?ouble entry. There's just
a button —you simpK/ connect the
two systems.

AnJ it's the same with frontend
pricing tools such as Tommy
Trinder and Windowlink. Again,
there is no more room for
discrepancies because there is
no need to export or import the
data. It is connected and live.

TI: With all these updates,
won’t the Business Pilot
software become out of date
soon after buying it?

EB: No - the opposite is true.
Business Pilot is constantly being
revised and updated. And
because it is cloud-based, this
happens in the background, so
that your businesses can keep
running uninterrupted.

We release hundreds of up-
dates each year — small tweolfs
and big developments. We make
it eos?/ for you to introduce these
new features into your business,
through help guides and videos.
We can even arrange for you to
receive ongoing  additional
training at your office, so that you
can make the most of every new
feature.

Our latest update includes a
function for multi-site businesses

IT & Marketing

and  multi-company  groups.
Where companies have more
than one branch, with each
operating as a separate business
function, Business Pilot now
allows users to have access to the
operations of all sites or just a
specific one — depending on the
permissions given.

Similarly, a manager of a
%roup of companies can studK
the profit and loss of eac
subsidiary business with a single
log-in, wKiIe managers of each
company will only have access to
their own operations. This creates
an extra level of control, giving
business leaders an up-to-date
view of the health of the group
and the ability to find immediate
efficiencies, if required. H

www.businesspilot.co.uk
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FIT Show Review

FIT Show - 2025 Dates

& Aftendance Figures

The FIT Show will return
to Birmingham’s NEC in two
years’ time - 29 April to
1 May 2025.

It will run every two years from
there on.

And there is already an
appetite for exhibitors bookin
their stand space so they can thrill
their installer and fabricator cus-
tomers with new products.

The audience this year (23-25
May) kept the three halls
allocated to the show busy for
two days, with the last day a little
more subdued.

FIT Show event director, Nickie
West says: “We are extremely
encouraged by the preliminary
figures on attendance across the
three days of FIT Show 2023,
We were blown away by the sup-
port from the industry WKO pulled
out all of the stops to mark our ten-
year anniversary event and made
it a celebration to remember.”

The Installer blasts

The Installer.pro & The Installer
Magazine and TheFabricator.pro
c:ndg The Fabricator Magazine

were in attendance with their
stand donated as a seating area
for the weary to rest their legs.
The publications distributed their
legendary Newsletters on Mon-
day, Tuesday and Wednesday
and were largely responsible for
encouraging those who had not
previously registered to do so and
get on the road to the NEC.

Nickie West adds: “Once
again, the day before the show
saw our single largest day for reg-
istrations, which surpassed even
the record total in 2022.”

In terms of the pattern of visitors,
it was inferesting fo see and hear
on the floor that the opening day
drew a crowd predominantly
made up of C-suite, owners.

The Wednesday of the show
was very much made up of
installers and fitters, as they
attended in their droves right
through to the late night.

The last day of FIT Show was
steadier in pace but the organis-
ers were happy with the numbers
that walked through the door and
their dwell time.

Nickie West concludes: “Early
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analysis has shown a slight uplift
in visitors across the three days in
comparison to 2022 (the sﬁow
having been Covid-delayed from
2021). We are massively encour-
aged and excited by a number of
big brands already indicating
their intention to join us in 2025.”
A

What we saw at the FIT Show
Gary Walker and Tom Pitts, joint
managing directors of fabricator,
Bedfordshire Windows (pictured),
visited FIT Show on Wednesday
24 May to see the new products
and catch up with the latest inno-
vations and industry information.

I
14
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FIT Show Preview

What we saw at the FIT Show

“The first stand we visited was
Cortizo to see their newest addi-
tion, the bifold door,” says
Walker. “It has slim sightlines and
U-values as low as 1.2 W/m2K
with double glazing and 0.8
W/mZK  with triple glazing,
which is what we need with the
new regulations.

“It was great o see on display
the COR Vision patio sliding door
with the incrediEIy slim interlock-
ing sightlines of just 20mm. This
is a product we currently supply
to our trade customers and it's not
often | get to see such a large
door installed.

“Nearby we caught up with
Sheerline Aluminium. They are in-
troducing loads of exciting new
products, which we're looking at
manufacturing in the future. We
can’t wait to start producing the
latest version of the ST roof
lantern with a new opening vent.

“We also fabricate Liniar PYC-U
products and find them, along
with Cortizo and Sheerline, a real
pleasure to work with. We spent
the rest of the day catching up
with people we know in the indus-
try and then we visited the PiGS
Pavilion where Tom and | picked
up the Best Goody Bag in the
world and caught up with Sarah
Ball and the team at Balls2
Marketing  for  a  pint.
“It was interesting fo see products
at FIT Show and we're looking
forward to bringing in these new
products to Bedfordshire in the
next few months.”
The Residence Door
Collection by Apeer
FIT saw the launch of a partner-
ship between two of the industry’s
leading brands. It has resulted in
a range of 20 residential door
designs. Tests have shown them to

rovide U~values of 0.51 W/m%K
Ear the solid designs in the range.
This is claimed to be the lowest of
any standard door currently

home improvement sectors.
All glazed doors within the
range also have U values well

below the 0.89 W/m,
required by the Passive House
Institute for residential entrance
doors.

Gerda Doors
Amidst all the GRP-skinned
entrance doors at this year’s
show, Gerda Doors was alone in
utilising steel and aluminium
for the facings, mounted on
engineered, aluminium frames.
Whilst this makes the security
performance of Gerda doors im-
pressive, the contemporary de-
signs and look of the Hawkstone
door, belie its robust construction.
Crossrange  specification in-
cludes multi-point locks, three bolt
main locks, anti-burglary vertical
bolts, antitheft pins and optional
ouxiliorf/ locks gr added security.

Thermal performance is as low as
0.8 W/mZX for solid doors.

L
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Victorian Sliders

Victorian Sliders were on a
mission to change perceptions of
vertical sliders group managing
director Steve Winslet told The
Installer.

He said: “In the last year, we've

ut in huge investment. Visitors
Found windows in a wide range
of popular colours and configura-
tions including products with run-
through sash horns, astragal
bars, Georgian bars and tradi-
tional-style operating hardware.

“They could also view the
product’s 2022 redesign, which
saw it adapted to meet the build-
ing regulations. The upgraded
product boasts U-values of 1.4
and a BFRC Rating of A+. And
importantly, our ECOSlide has a
hidden trickle vent.”

ODL Europ

Suzanne Nicholl, ODL Europe’s
head of sales told The Installer:
“Our door slab range and door
prep service received a lot of
attention throughout the show,
with visitors easily able to see the
value they offer. We have a large
bank of high-quality leads to
follow up.” A
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Products & Projects

‘Shadow Gap’ has landed in
Freefoam’s Fortex cladding
range. The new product
features a subtle embossed
finish like painted pine, with a
deep groove between
boards and is available in
seven shades.

“Anthracite grey is an incredi-
bly popular c%oice for fascias,

soffits and gutters,” says Colin St
John, the commercial director at
Freefoam. “Adding this new
shade means homeowners can
now match their cladding to their
roofline, windows and doors for
a full suite, which means
installers can upsell additional
products.”

A long-term exterior cladding

solution, Fortex has been
designed to withstand many
different weather conditions.
The new product is eligible for
a 10-year guarantee. Fortex
cladding is also manufactured to
make storing, handling and
fitting as quici and easy as pos-
sible for stockists and installers.
“Low maintenance, easy fo fit,
and available in a wide range of
design options and colours, our
Fortex cladding range is an
ideal alternative to timber and
render options,” adds St John.
“Installers use it for a wide range
of projects from side facades,
gable ends, bay windows,
dormer elevations and garden
rooms for a quick and easy way
to add colour and kerb appeal
while improving insulation.” H

www.freefoam.com

When The Sun Goes Down

Long summer nights are
coming and for one home-
owner in Coleraine, Northern
Ireland, this posed the
question: how best to enjoy
the garden as the sun goes
down?

The Orangery and conserva-
tory specialist Hampton Conser-
vatories had the answer and
called glass specialists TuffX.

An eight-pane timber glazed
conservatory with bifold doors
and roof lantern provided the
customer with the perfect space
to entertain (Jndp enjoy the
weather the country’s north coast
might bring. Finished in brilliant
white, the new room has made a
perfect addition to the house,
matching the sense of grandeur
that the large, detached property
and gardens enjoy.

Hampton Conservatories have
been a TuffX customer for two
years, after initially being
impressed by TuffX's lead times.

¥

| W& &

Twenty-six Ambience glass units
were ordered to complete the
roof lantern. These units used a
combination of 4mm clear, low E
toughened glass panes and 4mm
self-cleaning clear toughened
glass.

Hampton Conservatories’” MD,
Mervyn Montgomery says: “The
customer was after an indoor-out-

door feel with lots of light, extend-
ing the property out into the gen-

erous garden to  enjoy
summer evenings. A roof lantern
gives the room additional height
and light and TuffX’s roof glass
guarantees temperature, mainte-
nance and aesthetics.”

www.tuffxglass.co.uk
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Better CRM to Stay Ahead

DW Windows was growing but
realised that to continue to
deliver excellent customer
service, the business needed
to embrace change - and
introduced the AdminBase
installer management.

The 17-year-old family run
installation business wanted the
system to streamline the business
and improve the customer
journey. “We had a very
rudimentary CRM system in
place prior to switching to
AdminBase,”  says  Claire
Walters (pictured with husband,
Dave) of DW Windows. “It was-
n't helping us to meet any of our
business objectives. When the
organisation was smaller, we
could just about manage with
our existing systems and

processes, yet as we grew, we
could see we needec?c more
integrated solution to eliminate
dupﬁcoﬁon of work and improve
efficiencies across the business.
“As soon as we identified we
had an issue, we started
researching  options  and
AdminBase seemed to tick every
box. We especially liked the fact
it had been designed with our
industry in mind. All our pains
and struggles seemed to be
covered within the one system.
“Having used it for 12 months
now, we can confidently say we
made the right decision.”
Walters continues: “In the last
year we have benefited from
streamlined diaries, automated
customer communication along
with lead and marketing reports,

Products & Projects

a fully integrated system of
customer contract information,
organised deliveries, accessible
financial information, managed
service calls and improved
customer service.” H

www.abinitiosoffware.co.uk

ATT Helps THF To New Build Success

County Durham based ATT
Fabrications has worked with
THF Homes to enhance an
architecturally led new build
design using Sheerline’s

range of thermally efficient
aluminium windows
doors.

This project features three sets
of Prestige bifold doors, two

and

Prestige composite door frames
and 15 Classic beadless
windows — which were specified
in a flush frame with stepped
sashes. These products were
selected because they fit the
client’s brief of being attractive,
energy efficient and ?eotured the
super slim sightlines Sheerline is
known for.

Another feature that helped
Sheerline’s  Classic beodFl)ess
window stand out from the
competition is the patented
jointing method. This method of
construction  simplifies  the
fabrication process, eliminating
the need for crimping and
specialist machinery. As well as
helping the client acKieve a sleek,
modern, airy aesthetic, this
combination of products was
selected to ensure there was a
consistent look.

Sheerline offers a matched, in
colour and in styling, (with cus-
tom and dual options available)
range of aluminium windows,
doors, bifolds and roof lanterns.
The products also benefit from
high performance U-values and
security and guarantees.

All products on this project
were chosen with Cream
exteriors and Hipca Gloss White
interiors. H

www.sheerline.com
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Traode News

Residence Doors Beat Pa

U-values for the new Residence Door Collection
by Apeer have been confirmed.

They show that solid doors in the twenty-model range
perform considerably better than the much-lauded

Passive House Institute standard,

Testing also confirms that doors in the Collection with
glass cassettes, will also comfortably outperform the *
anticipated, Future Homes Standard for new build

homes.

This all puts the Residence Door Collection by Apeer
in the highest tier of thermal performing residential
currently available for the UK home

doors
improvement sector.

To complement Residence Collection windows, each
Fbe presented in a a 120mm frontto-back E
format. Traditional, contemporary and stable door
designs are included in the range, with 78mm quad-
ruple sealed glass units as s’ronj;ard where relevant.
Construction utilises GPR skins around a high-densiIK
PU core, reinforced with aluminium anti-cut throug
security mesh embedded within the core of each door.
Performance is enhanced by weather deflectors and
Stormguard or full frame thresholds.
Every door, including skins and glass units, will be
monul%ctured by Apeer at its 120,000sq.ft Ballymena

door wil

factory. H

A Cracking Cranb

A 300-year-old oak framed
house in Cranbrook, Kent still
had a 13-year-old orangery
that was looking old and
tired. A cracking job has
renovated it.

Conservatory  refurbishment
specialist Apple & Oak was
tasked with replacing it with
something in keeping with her-
itage requirements but with the
modern benefits of comfort and
performance.

TuffX supplied 6mm bronze
’roughenecrglass with polished
edges. During installation, work-
ing with the original rafters
proved difficult as they were
twisted and bowed from drying
out over time, which meant the
glass had to be tightened to the
rafters carefully and with equal
pressure.

The hard work paid off with a
stunning orangery that is now fit

for the future. “This project really
shows what we can do and

cements our reputation for
conservafory restoration,” says
Apple & Odak’s managing
director Adam Brown.

Apple & Oak has been a TuffX
customer for three years. “We
chose TuffX as our supplier
because they have a wide range
of products for homeowners
looking to upgrade the thermal

" . P -
performance and usability of
their conservatory.

“There is a good amount of
choice but not so much it
confuses customers.

“TuffX also provides a great
sample pack so the customer
can see the difference in ap-
pearance between the alternc-
tive types of glass as well as
comparing thermal and UV
performance.” H
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New greente@ '%

Hardware
Catalogue

Hardware manufacturer and
supplier, VBH, has published
the latest edition of its
popular greenteQ hardware
catalogue.

The catalogue features items
from the company’s own
greenteQ hardware brand,
which has expanded rapidly
since its launch in 2009,

At over 100 pages, Issue 6 is
the largest edition yet. It covers
hardware and ancillaries for
PVC-U, composite, aluminium
and timber residential doors and
patio doors and windows.

Ben Shephard, a marketing
assistant at VBH says: “It's been
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a while since we published a
greenteQ catalogue and we are
very glad to get Issue 6 out there,
as the greenteQ brand is now so
popular across all sectors.
“There are many changes from
Issue 5 so | would urge everyone
involved in buying hardware to

Traode News

take a look, as there will be
something in there for you. For
example, many people are un-
aware that we offer a selection
of adhesives, cleaners and lubri-
cants from stock, so customers
can buy their construction chem-
icals with their hardware.” H

Showing Some Finesse At Finesse

Finesse Windows required a
no compromise software
solution that would improve
efficiencies and reporting
procedures. The firm chose
the AdminBase CRM system.

T --”:[11 W F:

Russell Bridge (pictured along-
side Ellie Franﬁlin), MD  of
Finesse Windows, says: “Over
the years we have used a few
bespoke CRM or process man-
agement tools. All have been

great initially but the investment
to keep on reinventing them or
developing them so that they
remained useful as our business
changed, became too prohibi-
tive for us as a small company.

“We anticipate that Admin-
Base, as an industry focused soft-
ware solution, will be continually
developed by others instead of
the burden falling upon us.

“We have been working with
AdminBase for six months so far
and the more familiar we
become with the software, the
more we are realising its value. It
is helping us to keep track of
core information on orders and
outstanding balances far better
than we %ove been able to
before. These functionalities are
critical for our business so to be
able to track them quickly and
easily makes a big difference to
our operation.” H

For all the daily industry news
go to Thelnstaller.pro
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Marketing Column

Let Insight Do The
Selling For You

As someone who has spent
many years in the glazing
industry, I've come to the
realisation that we are
currently at a crossroads,
writes Insight’s Kirsty Winter.

With product prices higher than
ever before and supply chain
issues gripping many sectors, the
industry looks to be struggling on
the face of things.

However, it's not all doom and
gloom. In fact, the demand for
certain  products such as
aluminium has increased and
industrial output is now well
above pre-covid levels. In fact,
over the past 12 months, we
have seen the highest levels since
2010 which shows how resilient
and strong our industry is.

The right exposure
Nevertheless, this perseverance
also requires the industry to
adapt and evolve. This s
especially true for marketing as
businesses need fo re-evaluate
their strategies and find ways to
expose their brands to the largest
and most relevant audience
possible.

While many businesses may be
scaling back to save money, cut-
ting marketing budgets could
have devastating consequences.
Instead, now is the time to take
advantage of proactive market-
ing methods to raise brand
awareness and gain new clients.

Waiting for  prospects to
approach you will not lead to
new enquiries. Instead, proactive
marketing interrupts the thought
process of prospects and leaves

your brand on the front foot. It
puts your products or services in
their face so they can't be
ignored.

We sell for you

At Insight Data, we specialise in
highly  successful  proactive
marketing methods that have
produced amazing results for
our clients.

Email marketing and
telesales are two of the
most effective forms of
marketing that we
offer, which can turn
the tide on passive
methods.

Insight is geared
up to provide comprehensive
email campaigns, from design to
delivery and we also organise
telesales follow-ups, turning warm
leads into hot, qualified leads
ready fo convert.

We do the graft and the
graphics

Our in-house team of developers,
copywriters and designers under-
stands how recipients respond to
email. From subject line and
sender alias to graphic design
and callto-actions, our email
marketing experts plan and
analyse every element of a
client’s campaign’s look, feel and
content to produce results.

Our team recognises the impor-
tance of effective communication
and is dedicated to helping
clients reach their target audience
using our extensive live
database. This targets a wide
range of prospects, including

fabricators, installers, builders,
construction firms, architects, and
builders’ merchants.

For optimal results, we recom-

mend an email campaign
backed by a telesales follow-up.
This  approach  enormously
enhances the success of your
marketing. An email campaign
can help you reach many poten-
tial customers quickly and effi-
ciently, while a telesales follow-up
can provide a personal touch that
can help to generate leads and
convert prospects into paying
customers. By combining tﬁese
two methods, you can create a
comprehensive marketing
strategy that can drive growth
and success for your business.

These methods are driven by
our realtime data, which ensures
that the content is being delivered
to the most influential people at
the optimum time. H

www.insightdata.co.uk
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Transparent And Green For Mental Health Awareness
Transparent hard hats were distributed during Mental Health
Awareness Week in mid-May by Esh Construction. Wording on
the hats said ‘it's what's inside the hard hat that matters’.

It is very true — keeping people’s psyche intact is as important as
preventing a bang to the old noggin.

This industry does a fabulous job to be at the forefront of mental
health awareness — it is full of such kind and generous people, as
we saw at the FIT Show, who genuinely care about their
employees and their customers.

But we must remember to be a beacon (a bit like the Lighthouse
Charity that provides the contact numbers and personnel to
support initiatives such as the transparent hard hats — each hat
has those contacts on them and more hats are on their way) and
remember not to drop our game. One missed opportunity to ask
someone genuinely how they are doing is a missed opportunity to
help dig someone out of the mire. We all go through lows — some
more than others...it is the ones going through it more that need
the help of those who have been there themselves.

Installation Of The Month - Latest Results

Composite door supplier, Hurst Doors, has been highlighting the
great work of its network of installers with its Installation of the
Month competition.

And what a great bunch of entries since last autumn with another
six months at least to go. The competition is only open to Hurst
installers sadly — perhaps other door suppliers could follow Hurst's
lead...and then we could have an end of season vote — door
installation of the year! If anyone is up for it, email me on the
details below.

Pay Monthly for RAC Breakdown Cover

The RAC has become the first national breakdown provider to
provide breakdown policies via monthly rolling contracts paid for
on direct debit.

| pay for mine on DD but | am aware of companies paying in
yearly lump sums. | have to be honest, | thought they just wanted
to get the bills out of the way. Now | reo?ise they would be
happier spreading the cost — makes sense really.

Read All About It

The three stories above are elaborated on in our News Section on
Pages 4-5. We also have our GGF Column focusing on industry
training; our Technical Article about installing cills correctly; our
Wellbeing Column discussing...well having proper discussions
inside and outside of your company; while our Marketing Corner
reveals a marketing service that is backed by a telesales service
too. All this PLUS our Heritage and IT & Marketing Features and a
FIT Show Review all in YOUR monthly magazine — and don't forget
Thelnstaller.pro to keep up with the news every week too.

Brian J. Shillibeer, Editor - brian.shillibeer@profinder.eu
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PINPOINT

AT AT

Access the most accurate UK database of glazing
and construction prospects, with live updates on
business, finance, and contact information for:

i WINDOW/DOOR FABRICATORS & INSTALLERS
* BUILDERS & CONSTRUCTION FIRMS

i ARCHITECTS & DESIGNERS

* BUILDERS MERCHANTS

Identify, locate, and win new customers today!

® 01934 808 293
@ hello@insightdata.co.uk — T
insightdata.co.uk SCAN ME  [E=4

Vnsightdata (B ico.

Helping you pinpoint new custorners
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Colour Applicators

Flyscreens

CFLYSCREENS
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Rapars - Spaer - Meshas
WP Flyscreens
Tl ez O] 344-BRS45T
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AN INDUSTRY LEADING
COLOUR COATING SPECIALIST
FOR WINDOWS, DOORS AND
ROOFLINE

ANY COLOUR IN 5 DAYS

Window openers

07932 243 008 Email: mehreen.haroon@profinder.eu
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WINDOW OFPERATORS

Marvsdd * Elociric

Get a FREE Quote'y &
on 01924 454856

or visit LR Y - TEAT]Y
kolorseal.co.uk Telsfinx + Cloarirs + cthem
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WP Window Controla
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Baypole Jacks

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

Jacking kits for £6.00 each

Systems Duraflex, Swish@4/T, Eurocell,
Status, Smsaal, Kommering, Veka
CAP DESIGNS LIMITED
-8 Howard Chase, Fipps Hill ind est
Cranes Farm Road, Basildon 5514 3BE
Tedaphone 01268661814
E-mail: capjacking@aol.com #&
Wah: www.capdesigns, co uk FIT AT RGET

Raf Fabal |

Conservatory Roofs

™\

No vertical rod to interfere with ceiling fans or lights

Suitable for traditional roofs, glazed or solid roof conservatories
CE Marked to BS EN 1091-1:2009 + A1:2011
- - =
CIiEWi ='I-EH «couk ‘E‘ous 6431945 ﬁ 0800 2798881

WwWWw,
% sales@tiewire.co.uk

the alternative conservatory tie bar

Handling Equipment

SS AND PROFILE
DLING EQUIPMENT

glass-handling.co.uk
salesgglass-handling.co.uk
&l 723 1551

DO YOU NEED PLANNING

PERMISSION?Y

W tpenbhie in oltairing
Planning approval for
& Corsenvalonis

B Orsngeries
» Garden Studios

& Singhe Stoiey ExlEnsiong
& Porches
# Replacement Windows

We'll submet your appication

Withim 5 working o ays!

www.myconservatorydesign.com
Email info@myconservatorydesign.com

Profile Bending

l delivering QUALITY frames nat|onW|de|

‘“REHAL '
 Niho

D raflex
deceunlnc“ makllnjg the difference

tel: 01744 615 111 | fax: 01744615152

www.arcoframe.co.uk
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i
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info@arcoframe.co.uk

~ Radi N

Shafted Aluminium Windows & Louvres

Clntulal‘ ‘R.adual Cornered *Arched *Elliptical
*Goth |1: lar *Trapezoidal *Curved-on-Plan
indows Lsing the SMART gestem
nd::-mcn:m wrw, Cuduibwindows.com

Tek 01952 29096 Fax: 01952 290441
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Tel: 07932 243 008 Emaqil:

mehreen.haroon@profinder.eu

Profile Bending

Profile Bemding

Machinery To Advertise
- Call Mehreen
. GMF G.M.FORMERS Haroon-Ali

curved and angled
frames made
to measure

07814 209789

mehreenharoon@p
rofinder.eu

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

B PVCU profile bending arch | /7 _0. 0
and angle specialists Wil Yorkihire
Tel 0928 402200

Fae: 0028 A0 TT26
s e irved leamies co sk

Spares for Repairs

M 7-10 working day turn
around

B Over 20 years experience

salesfrorreedframes co.ok

B Competitive prices

Window Protection Film

New Website with even more products

Andywrap®Masking Film

www.dgsupplyline.co.uk

Window Bags & Display Cases

Padded Sample Bags
= Standard or Bespoke Sizes

« Corner or Rectangular

= Logo Printing Available

www.bags2cover.co.uk
Tel: 01509 814 271

To Advertise
Call Mehreen

Haroon-Ali F!at 0( BHAJE FdCKErS
07814 209789

Corer protectors *

ofindereu

Flat, Bridge, Wedge and Frame Packers +

&5 Formore information or to find your local stockists visit:
it glazpart.com/products/glazing-accessories/
[= orcall 01295 264533 to speak with one of the team.

The No.1 UK leading Window Protector

e FREE NEXT DAY DELIVERY
" (NO MINIMUM ORDER)
.

e AVAILABLE IN CLEAR
OR BLUE

e SOLVENT BASED ACRYLIC
(BEST YEAR-ROUND ADHESIVE)

* SUPPLYING THE GLAZING
INDUSTRY FOR OVER 25 YEARS

Call Freephone:

0800 0850006
sales@andywrap.net

Corner Protectors

Technically the best way

Moe and heel glass”
\* . C

Ar DratortAre
ROERELETOLCCIONS

Lockingwedges * Runupblocks « Flexible corner wedges
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SY\SHEERLINE® 'A

ALUMINIUM WINDOWS AND DOORS MADE IN

BRITAIN

.-""-FFH—-_._H
f""“/ !/ #

e 41 ? €
Avallable on the same quick
turnaround as the rest of the
Sheerline range, Prestige uses
Thermiock® rather than polyamide
for improved performance and
more reliable supphy. Featuring
easy to install clip-in beads and
threa different outer frame sizes to
accommodate different plaster lines,
along with flush options, Prestige

windows ensure a perfect, neat finish

12 Colours
and dual
colours

from stock
on agile

leadtimes

Thesa high quality T2E0mm aluminium windows

and docrs also perfect ¥ Mmatch our nesw Frestige

Bi-folds and Lift & Slide Patios. So ifyou are locking
for an aluminlum rarge that offers great value, ga rra rd |:|

without the extended leadtimes and compromises of WI

more mundane aluminium systems, Shearline from

Liarrards celivers

Call 01296 66 88 99 for a quote
Cive yourself the SR e
ShE‘EHIHE advaﬁtage www.garrardwindows.co.uk
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