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FENSA, the UK’s original and
most well-known certification
scheme for the installation of
replacement windows and
doors, is launching its first
ever TV advert.

A campaign, which includes
considerable social media activ-
ity and programme sponsorship
as well, is intended to make
homeowners aware of the im-
portance of choosing a FENSA
Approved Installation company.

The TV ad launched on 5
March 2019 and will continue
until the end of this year, broad-
casting one simple and direct
message: ‘Remember to ask for
a FENSA Certificate’.

When questioned about how
other Competent Person Self-Cer-
tification bodies might react,
FENSA MD, Anda Gregory said
it is perfectly legitimate for
FENSA to leverage its brand
recognition and to remind home-
owners to ask for a FENSA Cer-
tificate. “Those other bodies will
have to up their game if they are
to compete with FENSA which
now aims to consolidate its own
membership, win back those
who have moved to other bodies

– and convince those
installers that have
never joined a scheme
to get on board with a
revitalised FENSA.”

Message
The TV ad highlights to
homeowners the impor-
tance of appointing a

FENSA Approved Installer to en-
sure their replacement windows
and doors comply with building
regulations, are energy efficient
and registered with their Local
Council. When the work’s com-
plete, homeowners will receive a
FENSA certificate as ‘all the
proof they need of a job done
right’ – another key message that
FENSA will be hammering
home.

Nationwide coverage
The advertisement will be shown
across the UK on a range of
carefully targeted TV channels
that will provide more than 190
million ‘impacts’, the number of
potential viewings.

A clear objective
At a press launch of the cam-
paign, Gregory said it had a
clear objective of increasing
awareness of the FENSA brand,
while Chris Beedel, Director of
Membership at FENSA said:
“FENSA Approved Installers
carry out nearly 600,000 win-
dow and door installations annu-
ally, representing about 80% of
all installations carried out under

competent person schemes. But
that still leaves a significant num-
ber of installations for which no
certification, customer assurance
or consumer protection is pro-
vided. These homeowners must
be protected and this campaign
will ensure that many more will
understand the risks of not ap-
pointing a FENSA Approved In-
staller to carry out the work. This
in turn will drive new and return-
ing members to FENSA.”

Improve focus
A Strategic Business Review un-
dertaken by FENSA and led by
Anda Gregory following her ap-
pointment early in 2018 has
seen the development of a five
year strategy that will see im-
provements to processes, sys-
tems and infrastructure at FENSA
including a significant increase
in staffing, a focus on providing
excellent customer service both
to consumers and Approved In-
stallers aided by sophisticated IT
and telephone systems, along
with the creation of new business
partnerships, such as a con-
sumer finance partner, aimed at
supporting installers. “We are
committed to making FENSA
work better for its Approved In-
stallers and, through them, to im-
prove industry standards and
reputations,” said Gregory. “Ex-
tensive market research and at-
tentive listening to homeowners
and our installers is resulting in a
FENSA that is now far more than
a self-certification scheme.” i

On The Box –
TV Ads Say Choose
FENSA Installers



6 | News | The Installer

News

According to the latest data from online in-
surance price comparison website The Van
Insurer, van drivers in Oldham are paying the
highest premiums for comprehensive insur-
ance in the UK.

The data shows a mixed picture of premiums,
with a clear northern ‘divide’. Alongside Oldham,
three other cities in the north-west of England fea-
ture in the top 10 most expensive locations for van
insurance, compared to none in the North-East.
Manchester took the fifth spot, Liverpool came sev-
enth and Bolton was placed 10th.

More than London
Van drivers in Luton and Slough are paying the
second and third most expensive premiums, higher
than central London. London was only the sixth
most expensive place for van drivers to get in-
sured, with the average comprehensive policy cost-
ing around £1,468 per year. Birmingham came
lower down the rankings, placing eighth at about
£1,458 a year.

Cheaper options
At the other end of the scale, van drivers in Scot-
land were likely to enjoy the lowest regional aver-

age, and Staffordshire town Newcastle-under-Lyme
had the cheapest premiums in the whole of the UK,
with van drivers paying on average £567 per
year. Similarly, Redditch, Lincoln and Mansfield,
all in the Midlands region, came within the 10
cheapest cities to get van insurance. Van drivers
in Harrogate, which was the fifth cheapest place to
get insured last year, enjoyed a 6 per cent drop in
their average policy price, from £742 in 2017 to
£697 in 2018. Van drivers in Liverpool might be
paying top-10 rates for their insurance but aver-
age prices dropped 17 per cent, from £1,766 to
£1,465 from 2017 to 2018. Likewise, Manches-
ter based van drivers saved an average £219 in
2018 compared with the previous year with aver-
age policies dropping from £1,704 to £1,485 re-
spectively.

The Van Insurer
Jade Isabelle, commercial director at The Van In-
surer, says: “Most people will appreciate that van
drivers in rural areas are likely to pay less for their
insurance premiums compared with drivers in
cities but it may come as a surprise to those in the
North-West to have higher premiums versus their
neighbours in the North-East. i

UK’s Van Insurance
Highest Cost Areas Revealed

Thermoseal Group, the British manufacturer
of warm edge spacers and supplier of over
2,500 insulated glass components, has
seen a continual increase in production. Al-
though waste as a percentage is minimal,
in volume, it can be considerable.

The Group’s Sales Director, Mark Hickox said
recently: “With the additional capacity from our
new machines, we can produce millions of me-
tres of spacer bar and injection moulded fittings
on a weekly basis. We all need to do our bit for
the environment and so have invested a six fig-
ure sum in a recycling plant to minimise our car-
bon footprint. This new initiative will enable us
to recycle all of our plastic waste including the
unusable sprues that injection moulded fittings
are attached to when they come off the ma-
chines. There is also inevitable waste on start-up

of the extrusion lines which can also be recy-
cled. “The new equipment enables our team to
feed all the waste plastic into a grinding ma-
chine which converts the material to fine shav-
ings. These shavings are then fed into our
recycling plant and mixed with the exact per-
centage of virgin material. This blend is repack-
aged and used for normal production of
Thermobar or fittings with no detrimental effect
on the finished product."

Returns
Hickox continued: “We also offer Thermobar in
returnable Stillages to cut down on our use of
cardboard and save ourselves and our cus-
tomer’s significant packaging costs. We aim to
consistently and continuously look for further
waste reduction and recycling initiatives.” i

Warm Edge Growth Leads To Recycling
Plant And Other Environment Measures
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FIT Show News

FIT Show, the UK’s only dedi-
cated event for the glass
and glazing industry, has
announced an unprece-
dented amount of support
for its 2019 show (Birming-
ham NEC, May 21st - 23rd).

The organisers have reported
an uplift in exhibitors with more
space sold than the entire
2017 event. The lineup in-
cludes over 70 companies that
are set to make their FIT Show
debuts from countries including
the UK, USA, Turkey, China,
Belgium, France, Germany,
Spain, Italy, Greece, Norway
and Serbia.

Alongside an increase in ex-
hibitors, pre-registration for the
FIT Show 2019 is up by 200%
with visitors becoming wise to
the benefits of early registra-
tion, planning their trip early
and making steps to prepare
for their biggest business days
of the year.

Organisers have also an-
nounced a number of changes
to its 2019 format, broadening
the proposition to include a big-
ger focus on materials such as
aluminium, timber and flat
glass. The Visit Glass feature is
the FIT Show’s first ever dedi-
cated area for flat glass prod-
ucts and processing technology
and machinery.

FIT Show 2019 will see the in-
troduction of a series of trails to
help guide visitors around the
show content which is most rel-
evant for them. This include a
brand new installer trail, new
product trail and Wood Win-

dow Alliance (WWA) backed
timber trail.

For the first time ever, FIT
Show will offer a three day
learning programme made up
of CPD approved seminar con-
tent combined with practical
demonstrations and a series of
business clinics with industry
experts already signed up to
support visitors.

The organisers have thrown
their weight behind some of the
industry’s biggest challenges
such as the skills gap, announc-
ing the launch of Skills Thurs-
day which will include content
specifically designed to attract
new talent into the fenestration
industry in partnership with a
number of key training and ed-
ucation provides, as well as
Building

Trading through
turbulent times
FIT Show Event Director, Nickie
West (pictured below)says: “In

a time of economic uncertainty
the FIT Show 2019 is set to be
the biggest and best yet. The
fact that we’ve already sur-
passed the space sold for
2017 reinforces that our ex-
hibitors understand the impor-
tance of trading through
turbulent times, investing in op-
portunities to get in front of new
and existing customers via live
events.

“We believe that broadening
our proposition to appeal to
wider audiences, introducing
new products and materials, as
well as moving the show to the
NEC to make it more accessi-
ble to companies from wider
Europe and beyond, have all
played a pivotal role in secur-
ing our success for 2019.
“We’ve got the support of the
industry’s key bodies such as
the GGF, FENSA, Certass and
CAB and have a number of key
partnerships which are still to
be announced which we know

More Through The
Doors As FIT Show
Gets Fitter
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FIT Show News
will further excite not only our
FIT Show audience, but the
wider fenestration industry.”

Installers
Nickie West continues: “We’re
also working harder than ever
to reach our installer audience
through new channels such as
trade counters, FIX Radio, On
The Tools and workwear
providers to offer incentives
that are already pulling this au-
dience to the show, as reflected
in the visitor pre-registration
stats – and if you do pre regis-
ter early, you will automatically
be entered into our prize draw
to win prizes such as free park-
ing, tickets to the gala dinner,
branded workwear and much
more.”

FIT Show 2019 will take place
at the NEC Birmingham from
21st to 23rd May and will fea-
ture up to 300 exhibitors from
across the window,door,con-
servatory and glass industry.
www.fitshow.co.uk

In To Infinity
And Beyond
Visitors to Dekko’s stand will
be able to take a closer look
at Infinity seamlessly welded
PVC-U windows and doors;
Räum, a high-end alu-
minium range; and the Res-
idence Collection, which
includes the flush sash R9
and square profiled R2.

Visitors will also get a chance
to see Make It Yours, one of the
most extensive collections of re-
tail focused marketing collat-
eral in the industry. The main
benefit of Make It Yours is the
personalisation – Dekko will
change the colour scheme and
the content, so it reflects a cus-
tomer's brand. The Dekko mar-
keting support team will be on
hand at the show to demon-
strate how this works in prac-
tice. According to Dekko’s
Sales Director Kurt Greatrex,

these products and services
could make all the difference
for installers. “Customer tastes

are getting more sophisticated
and installers need to have styl-
ish products like Infinity, Räum
and the Residence Collection in
their portfolio if they want to
succeed,” said Greatrex. “In-
stallers also need to market and
promote themselves effectively
to stand out from the crowd,
and the Make It Yours package
has been designed to do just
that.”

Picture Above: Dekko at FIT.

Big Is Beautiful As Morely
Steps Into Virtual Reality
Morley Glass & Glazing is
getting ready to wow cus-
tomers at the FIT Show with a
36sq.m exhibition stand
complete with interactive
tools to showcase its range
of high quality Uni-Blind
sealed units with
ScreenLine integral
blinds inside.

Morley will also be
exhibiting its tried
and trusted Uni-Blinds
options, alongside
something a little
different – by
donning a pair
of VR goggles,

users will find themselves in an
interactive virtual home setting,
where they can see demonstra-

tions of the Morley product
range, as well as find out a lit-
tle more in-depth information.
Ian Short, Morley’s MD said:
“As a forward-thinking busi-
ness, it is our responsibility to
make sure we are always on
the forefront of innovations in
our industry. What is great
about the FIT Show is that a lot
of manufacturers and compo-
nent suppliers now schedule
their product development cy-
cles around it, so you’re always
guaranteed to see some really
exciting advances in products
and technology.”

Picture: Morley Glass &
Glazing will be going big
and virtual at FIT.

i

i

i
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Imagine this, writes Don Wa-
terworth, you fit windows or
doors for a customer. The cus-
tomer doesn't pay and ulti-
mately you receive a letter
from the customer's Solicitor
saying that the work you have
carried out is poor and the
products are substandard.

What would be your next step?
Now most people would imme-
diately contact their own Solici-
tor, and so 'it' begins. 'It' being
the game played by Solicitors
who have no interest or motiva-
tion to assist you in resolving
your dispute. Remember, your
customer's Solicitor will believe
every word that the customer
says and your Solicitor will be-
lieve every word that you say.
Both Solicitors will simply take in-
structions from their respective
clients and continue in that vein.
There will be no attempt, usually,
to resolve the dispute by reason-
able means.

On the meter
Solicitors bill in 6 minute incre-
ments and must bill so many
hours per day. You will soon find
yourself £2 - £3,000.00 into
payments to your Solicitor, often
it would appear, without much to
show. Every phone call, every
letter, every e-mail will be costed

and when you consider that a
Solicitor charges £300.00 per
hour or so, it would not take long
for you to be facing a large bill.
If the amount of money you are
pursuing is less than
£10,000.00, this will be in
Small Claims and costs will not
be awarded. Both sides having
to pay their own Solici-
tor/Professional fees. You could
actually win the case and be out
of pocket!

Association of Dispute
Resolution
A better solution is to use ADR
which does not involve any So-
licitors nor indeed high costs and
the Mediator is involved early on
with the sole intention of resolv-
ing the dispute as quickly and
cheaply as possible.

Hanley Amos Stewart
We have been assisting window
companies throughout the UK for
over 20 yrs and have resolved
hundred's of disputes by Media-
tion and common sense means.
So the next time you have a
problem, give us a call on
01942 523702 for an informal
chat. It would cost you the price
of a phone call and may ulti-
mately save you thousands.
Don.

i

Lose-Lose Or
Win-Win – What
WouldYou Choose?
Imagine a scenario where you not only don't get paid for
your work but you also end up with a Solicitor's letter saying
the job you did was substandard – what do you do? asks
our technical expert, Don Waterworth.

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

This article has been
authored by our technical
writer – Principal Surveyor
Don Waterworth of
hanleyamosstewart.co.uk

Don also acts as an Expert
Witness and is an
Accredited Mediator.

Tel: 0800 1954922

Tuesday-Thursday
10:00am-3:00pm.

2
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Integral blinds manufacturer
Morley Glass & Glazing has
once again announced stag-
gering growth figures of 20 per
cent for the past 12 months.

The news comes as the busi-
ness is getting ready to wow cus-
tomers at the FIT Show in May
with a 36sq.m exhibition stand
complete with interactive tools to
showcase a range of high qual-
ity Uni-Blind sealed units with
ScreenLine integral blinds inside.

Virtual reality
As expected, Morley Glass &
Glazing, which is celebrating its
21st anniversary this year, will
also be exhibiting its tried and
trusted Uni-Blinds options, along-
side something a little different
and entirely new for the business.
Visitors will have the opportunity
to take part in demonstrations of
a new virtual reality experience
that will help them gain more tan-
gible information about the prod-
ucts Morley offers. By donning a

pair of VR goggles, users will find
themselves in an interactive vir-
tual home setting, where they can
see demonstrations of the Morley
product range, as well as find out
a little more in-depth information.

Morley manufactures the full
range of sealed units with
ScreenLine integral blinds inside
– from the manually operated
and highly popular C System
through to the fully automated
MB System – all available within
10 working days and delivered
free of charge to UK mainland
addresses.

VS
The company has also recently
introduced the slimline SL16 Sys-
tem designed specifically for

composite doors
and sliding sash
windows.

Innovation
Ian Short, Morley
Glass & Glazing
managing direc-
tor,(pictured at
the company’s
factory) says: “As
a forward-think-
ing business, it is

our responsibility to make sure
we are always on the forefront of
innovations in our industry. What
is great about the FIT Show is
that a lot of manufacturers and
component suppliers now sched-
ule their product development cy-
cles around it, so you’re always
guaranteed to see some really
exciting advances in products
and technology.

“We’ve made the decision to
focus on the manufacture of
sealed units with integral blinds
inside and have invested heavily
in creating a bespoke manufac-
turing site that delivers high qual-
ity fit and forget products. Very
little of our output is sealed units
without integral blinds.

“That means that we are ab-
solute specialists and customers
can be confident that they can
work with us to add value to their
own product offering and
generate more profit for their
own business.” i

Fit For Business
And Fit for FIT

Cover Story

Morley Glass & Glazing will wow customers at the FIT Show
with a 36sq.m exhibition stand to showcase a range of
Uni-Blind sealed units with ScreenLine integral blinds inside.

Morley Glass & Glazing will wow customers at the FIT Show
with a 36sq.m exhibition stand to showcase a range of
Uni-Blind sealed units with ScreenLine integral blinds inside.

Morley Glass & Glazing will be appearing on stand H35 of
the 2019 FIT Show 2019 when the doors to Birmingham’s
NEC open from 21st to 23rd May. www.morleyglass.co.uk
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As the skills debate contin-
ues to dominate the industry
agenda, writes Certass' Jon
Vanstone, it’s good to see
that The FIT Show is dedicat-
ing a full day to the topic
with Skills Thursday.

It’s the responsibility of the in-
dustry’s influencers to do more
to help the skills shortage in a
way that works for everyone
and isn’t just another quick
money maker.

At UK Construction Week
(UKCW) back in October, many
of the seminars were focussed
around skills and attracting
young people to careers in the
construction industry.

Reaching out
Having the discussions and the
debates is one thing but what
about reaching out to those who
we are trying to encourage into
the industry? UKCW organisers
had the foresight to invite young-
sters from local schools and col-
leges to the show, so there were
lots of groups of teens wander-
ing around the NEC’s halls.
There is a lack of young talent
coming into the glazing indus-
try, but in reality, even if they
were coming towards us we
don’t yet have the framework in
place to develop them into com-

petent window fitters.

Training availability
The few who are coming into
the industry through the school
system and industry qualifica-
tion skills structure are not at the
level required, missing vital
workmanship abilities often
combined with a lack of digital
skills and work readiness. Qual-
ifications in glazing have failed
to create the competent trades-
people that we so desperately
need in the industry. We know
that sitting in classrooms all day
does not create a competent
window installer and there is no
better training than getting on
site and learning on the job. But
the availability of any alterna-
tive training is limited. This is
leaving installation companies
to train people on the job them-
selves, without any real support
from the industry. This lack of
practical onsite experience has
a negative impact on the repu-
tation of our industry. It does
nothing to make our industry an
attractive career choice for
young people.

Learning from other sectors
We are not the only construction
sector that has had a poor per-
ception. Roofing in particular

has seen real successes in recent
years, after understanding and
addressing the same issues that
the glazing industry is faced
with now. I have worked with
the National Federation of Roof-
ing Contractors (NFRC) as they
developed the RoofCERT pro-
gramme to address issues such
as the standards for qualified
and experienced workers and
lifetime career paths for school
leavers. By collaborating with
other sectors to help drive their
agenda, they have built a new
image for roofing that is now at-
tracting young talent as they
recognise the value of a roofing
career.

Other sectors are doing a
good job too. The Electrical in-
dustry 'Jobs for the Girls' initia-
tive introduced by Emma Clancy
at NICEIC, produced ambassa-
dors within the sector who are
female. The ‘Young Merchants
Forum’, created by John New-
comb at BMF, is constructed of
managers all of whom are
under 40 and represent the in-
dustry of the future. This is the
point that the glazing industry
needs to get to and perhaps
Skills Thursday at FIT Show will
be a good place to start the
wheel in motion. i

Jon Vanstone, Chair at Certass says education and training are key elements in ensuring
Window, Door and Conservatory (WDC) installation is seen as a job with a career path –
and also in raising the skills perception amongst homeowners.

Education & Training
Is The Only Way To
Make WDC Industry Fit
As A Career Choice
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Mention secondary glazing
and most people’s minds im-
mediately jump to one of two
things – listed buildings and
budget insulation, writes Paul
Bygrave head of Roseview
Windows’ Incarnation sec-
ondary glazing brand.

It’s true that secondary does a
fantastic job in both contexts – it
serves as an alternative, remov-
able and unobtrusive solution
when regulations and planning
prevent replacement glazing for
listed properties, as well as offer-
ing a competitive, effective way
of helping homeowners, land-
lords and businesses cut their en-
ergy bills for the minimum outlay.
What many people overlook is
the fact that secondary glazing
is an excellent way of tackling
one of the biggest modern issues
facing the fenestration industry –
noise pollution. With ever-in-
creasing road and air traffic and
new property developments
being built closer and closer to
older housing stock, the result is
increasing noise levels for prop-
erties ill-equipped to handle
them.

Meanwhile a sharper focus on
heritage and conservation has
meant that, where previously
owners of period properties –
rightly or wrongly – replaced tra-
ditional windows with modern
double glazing, that is no longer
an option.

Commercial concerns
Noise (along with heritage and
conservation) is also an increas-
ing problem for town centre busi-
nesses and services. Often
housed in older High Street
buildings, shops, offices and ho-
tels suffer from increased noise
pollution – especially from cars.
Given their location and circum-
stance, replacing windows may
not be permitted and is often not
economically viable. If outside
noise is shattering your cus-
tomers’ peace and quiet, second-
ary glazing is a quick, easy and
extremely cost-effective solution.

In simple terms, the way sec-
ondary glazing adds acoustic in-
sulation is obvious – it adds an
extra pane of glass that serves as
a barrier to keep the noise out.
But specified and installed cor-
rectly, secondary glazing is typi-
cally more effective than
conventional glazing – up to five
times more effective, to be pre-
cise. That’s because where dou-
ble and triple glazed windows
usually have panes of glass sep-
arated by gaps of 20mm or less,

secondary glazing can be re-
cessed by 100mm or more,
which is much more effective at
dampening noise. As a result,
with the right acoustic glass, sec-
ondary glazing can reduce noise
levels by up to 50 decibels.

Incarnation
At Incarnation, we’ve got a fan-
tastic range of high-performance
secondary glazing products.
Our collection is aimed at the do-
mestic, commercial and heritage
markets and features an exten-
sive array of ultra-slim profiles to
suit any style. Everything is avail-
able with three outer frame op-
tions – easily identified on
Incarnation’s recently revamped
order forms and website – and
offers a glazing capacity of up
to 6.8mm for acoustic projects.

We offer fixed units, lift-outs,
hinged casements, fully bal-
anced vertical sliders as well as
traditional multi-panel horizontal
sliders. Effectively, we can de-
sign a secondary unit that
matches the sightlines of virtually
any primary window – including
arches and bays.

Get ‘em while they’re hot
If you need high-quality second-
ary glazing that’s not only simple
to fit, easy to maintain, and ca-
pable of offering great thermal
performance but which can help
your customers enjoy more
peaceful days and silent nights,
Incarnation secondary glazing
from Roseview Windows is the
right choice for you.

Picture: Secondary glazing
helps cut energy bills and
reduces external noise.
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A Helping Hand In
A Noisy Battle
Roseview Windows director
Paul Bygrave explores a
neglected benefit of
secondary glazing – and
how Roseview’s Incarnation
range fits in.
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We’re living through an energy
efficiency revolution, writes Ed-
getech MD Chris Alderson.

In not much more than the blink
of an eye in historical terms, it’s
been catapulted from the niche
concern of a tiny minority, to
something everyone’s talking
about – and that by 2012, was
receiving $300 billion in invest-
ment every single year. At Ed-
getech, we’ve been positioned to
watch the glass and glazing land-
scape has been reshaped. In fact,
on many occasions, we’ve been
at the forefront of driving improve-
ments in energy efficiency. We
didn’t invent warm-edge technol-
ogy. The very first warm-edge
windows were produced in
America in the 1860s – in 1865,
Thomas D. Stetson patented a
double-glazed window that used
wood or rope as a spacer. It was
only with the launch of Edgetech’s
Super Spacer in the 1980s,
though, that the concept really
took off. Thirty years later, Super
Spacer is still a leading foam
warm edge spacer in the market,
with exceptional thermal
efficiency and condensation
resistance.

Window Energy Rating
Edgetech’s contribution has been
about more than just products.
Back in 2006, our Energy Effi-
ciency in Focus seminar sought to
raise the profile of the then fledg-
ling Window Energy Rating

scheme. At the time, only 50
products carried Window Energy
Ratings. The seminar predicted
that, among other things, compa-
nies would be offering C-rated
windows as standard by 2010,
and that a major window retailer
would be offering A-rated win-
dows – both of which came to
pass. By 2009, over 200 compa-
nies had registered more than
1,200 products with the Window
Energy Rating scheme. Interest in
improving energy efficiency had
started to snowball and,the fol-
lowing year, we responded with
our hugely successful ‘Journey to
C’ seminars – which helped the
industry adapt to tightening per-
formance requirements within the
Building Regulations.

Established
Further events followed – and in
the years since, energy efficiency
has been firmly established as a
mainstream concern. Now, the
best window products offer a
level of thermal performance that
wouldn’t even have been conceiv-

able not that long ago. But it’s
also true to say that the era of
drastic improvements in energy
efficiency is probably over, at
least for now. Smaller, more
gradual enhancements are being
made all the time – but it’s possi-
ble that all the big, game-chang-
ing leaps forward have already
been made.

International Energy Agency
The appetite for energy efficient
products is bigger than it’s ever
been, however – and it’s certainly
possible that we could see im-
pressive technological break-
throughs in the future, especially
as the commercial benefits of en-
ergy efficiency become increas-
ingly apparent. The International
Energy Agency has recently re-
ported that the benefits of busi-
nesses increasing their energy
efficiency extend well beyond just
cutting their power bills, for exam-
ple. They found it also had poten-
tial to support economic growth,
enhance social development and
help build energy security among
other things – and that the aver-
age payback period for industrial
companies making energy effi-
ciencies was 1.9 years, rather
than 4.2 years as previously
thought. They also measured the
economic benefits of the warmer,
drier homes that would result,
finding that if you add in the re-
duced cost of medical care, sick
days and illness-related childcare
that would result, the returns could
be as much as $4 for every $1
spent. Regardless of the speed of
technological advancement, it
looks certain that energy effi-
ciency will be centrally important
in fenestration for decades to
come.

Picture: Edgetech MD Chris
Alderson.
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The Efficiency Revolution
Chris Alderson, Edgetech
MD, discusses his firm’s role
in driving innovation in
energy efficiency.

Energy Efficiency



HIP’s market leaddding IBG’s will save your company
money and give yyyour customers fully compliant cover.

From only £9.00*** per policy, the HIP scheme is the
most simple and cost effective in the market.
We even do all thhhe admin.

Free to join
We do the admin
Simple to use

For instant coverrr,,, please visit www.hip.insure
or call 01604 521106 now!

* IPT - Insurance Premium Tax (12%)

Rocket
Science

It’s nnnot

You’ll simmmply Save £100’s with HIP’s
Insuranceee Backed Guarantees!

FOR INSTANT COVER

£9

01604 52111 106

sales@hippp.insure

3 Quick anddd easy steps to instant cover:
Customers
Protected

Sign up to
our scheme

Get in
touch
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Wixams Retirement Village
near Bedford is purpose built
to provide 230, one and two
bedroom apartments for the
over 55’s in its six acre green
field setting.

“Great thought has gone into
the design of the building and
the inclusion of extensive
rooflights ensures areas of the
building are flooded with natural
light which has been proven to

improve wellbe-
ing, especially
during the darker
months,” said Jim
Lowther sales di-
rector at Xtralite.

Three sections of
the construction
project benefitted
from Xtralite roof-
ing solutions and
its X-Span range
of product. One
area being the

Winter Garden residential area
which is a single glazed atrium
over a five storey building and
includes louvered ventilation.

The Village Centre roof itself
benefitted from argon filled dou-
ble glazed panels and was ther-
mally enhanced to elevate the
comfort of users in the central
atrium of the village, the location
of health spa, bar, gym and other

communal facilities. Its design is
visually striking creating a focal
point merging visual aesthetics
and practicality. This area also
had smoke vents fitted to meet
smoke ventilation regulations.

Both were sizeable installations
measuring over 40m in length
and up to 12m in width high-
lighting how X-Span can encom-
pass varieties of style, design
and ventilation to fulfil both aes-
thetic, safety and ventilation de-
mands and legal requirements.

Canopy
Finally, the self-supporting trape-
zium styled entrance canopy had
single glazed panels from the X-
Span range creating a striking vi-
sual effect upon arrival at the
village.

Picture: Natural light floods
the Retirement Village.

i

Village Sees The Light

A new complex has benefitted from a
series of rooflights from Xtralite.



ALIGN STRAIGHTAWAY | WWW.Q-RAILING.COM/PRIME

SPEED UP YOUR
GLASS RAILING JOB WITH
EASY GLASS® PRIME

CHECK ALL QUICK-WINS VIDEOS

The Easy Glass® Prime base shoes
include the revolutionary and
highly adjustable Q-disc® System.
Easily adjust individual glass
panels by up to 1.2° from the
vertical! Just slide and align!

Call or email us to receive an Easy
Glass® Prime quote with your
personal discount!

WATCH MARK ONLINE

JOIN INTERACTIVE PRIME WORKSHOPS
AT FIT SHOW | HALL 6 | STAND L25



SLIDING DOORS

35MM
SLIM

10-DAY LEADTIME
WEEKLY NATIONWIDE DELIVERY
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2 HOUR QUOTE TURNAROUND

CALL JASON WOOTTON

TEL
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01785 287907
07538 800203

sales@midlandaluminium.co.uk

MIDLAND ALUMINIUM IS PART OF THE AFFORDABLEWINDOWS GROUP
ONE OF THE UKS LARGEST MANUFACTURERS OF ALUMINIUM AND PVCUWINDOWS AND DOORS
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2019 has got off to a good start for Freefoam
customers, with the addition of Square and Ogee
gutter in the popular Anthracite Grey colour
option.

Designed to complement the existing Round and Deep
gutter systems and manufactured to Ral No. 2016 the
ranges offer an exact match to door and window
systems, giving customers the range to satisfy the
growing demands of homeowners and developers.

The choice of colour for windows, doors and roofline is
now on average nearly 30% of sales, with some window
companies seeing sales of over 50% in colour – and
growing. Homeowners buying high end grey windows
and doors do not want the standard white roofline – they
want everything to match. Which is why Freefoam made
a strategic move into manufacturing the complete
roofline range in Anthracite Grey. freefoam.comi

Framexpress has launched a
new website to help window
installers make the best prod-
uct choices for their domes-
tic and commercial projects.

Director Mark Westbrook says:
“The new website has been cre-
ated to make it really easy for
installers to get the most up-to-
date product information, easily
download sales support and also
get in touch for a 4-hour quote.

“The new site has been themed
around the trade service promise
of 4-hour quotes, 48-hour win-

dows from Framexpress. The fab-
ricator also offers windows and
doors in a range of 10 colour
foils in just five days and is
Patiomaster Dealer for the West
Midlands.

Mark adds: “In today’s world,
where a whole business can be
run through a Smartphone, it
makes sense to invest in digital
support so that installers can get
the information they need, wher-
ever and whenever they need it.
It’s a handy sales tool for
installers too, as each product

page features impressive image
galleries and loads of technical
information on products includ-
ing design, colour and hardware
options.” framexpress.co.uki

Droylsden Glass is revamping its showroom – with a
little help from Dekko.

Family-run Droylsden Glass has been providing home-
improvement products and services to homeowners across
Greater Manchester for over 36 years and relocated to its
current premises in Audenshaw in 1996.

Kevin Thackeray, MD says: “We met with Dekko MD Gary
Torr and Sales Director Kurt Greatrex in March and they
kindly offered support by introducing his product range into
our showroom, and wanted to make Droylsden Glass ‘THE’
standout showroom for our area.”

For the showroom, Dekko has supplied Droylsden Glass
with English Oak Flush sash windows to form an impressive
new Garden Room; Infinity (Graf weld) flush sash and casement windows; and a RAUM alumini-
um Lift & Slide patio door and aluminium windows both within an orangery. Discussions are also
ongoing to introduce an R9 window into the new showroom. dekkowindows.comi
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Showroom Revamp

Statement Guttering



PVC-U systems supplier Veka Group has simplified its Variations
colour offering, to make it even more useable, helpful, and easy
to understand for customers.

95% of Veka Group foil sales will now be from stock; 27 colour com-
binations across 14 colours.

Working out ex-stock colour availability can be a confusing and time
consuming task, requiring the cross-checking of brochures, swatch books
and availability charts. In reviewing their colour policy, Veka wanted to
simplify the whole process as it constantly refines its offering for the ben-
efit of fabricators and installers.

Marketing Director Dawn Stockell explains: “The demand for coloured
products presents a huge sales opportunity for our customers, which is
why we’ve made it even easier to order coloured profile.

“We stock what our customers sell, so there’s no ‘chasing rainbows’
when it comes to availability. We’re committed to providing the colours our customers want, when they
want them, in the most straightforward way. There are 27 colour combinations from a palette of 14
best-selling shades, and no need to wade through a big book of swatches and availability charts. All
of the colours in our new brochure are ex-stock, sharing the same lead time as standard profile and
available across our full product range.” vekauk.comi

Ultra-slim sliding door brand Viiu has
opened a new showroom to showcase its
products.

Located in Theale, West Berkshire, just a few
miles outside of Reading, the facility is a valuable
resource for Viiu customers, who can use it to
demonstrate the striking doors to end-users and
architects alike.

Viiu offers ultra-slim sightlines, secure laminated
glass throughout and an ingenious, unobtrusive
design. With the outer-frame entirely built into the
façade, it gives the appearance of a wall of glass,
strong enough to support moving glass sections of
up to 750kg, and fixed glass sections up to
1200kg.

For added
security, and
to maximise
the amount of
transparent
space, Viiu’s
electric lock-
ing mechanism is cleverly concealed in the head
of the outer frame. A patented adjustable interlock
section allows perfect alignment to maximise per-
formance and aesthetics.

A motorised option is available – and its drive
gear is discreetly housed in the unit’s 100m head
profile, which itself is hidden behind the building’s
façade. viiu.co.uki

Lighting experts, Luceco, has unveiled its brand new range of inspection
torches and work lights. The new products have been extensively tested
to offer the perfect lighting solution for a huge variety of jobs, with high
lumen variation, USB charging capability and multi-shadow prevention.

Consisting of two work lights and four inspection torches, the range will be a
welcome boost for DIYers and professionals alike as Luceco puts its knowledge
and expertise behind these new products.

Simon Shenton, Head of LED Development at Luceco, says: “The new lights
and torches will provide an all-round light solutions package, allowing jobs
to be carried out with ease. At Luceco, our mission is to create a rich range
of products that are practical, versatile, cost-effective and appeal to a wide
segment of trade users and DIY-enthusiasts.” luceco.comi

Products & Projects
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Lighting The Way

Viiu The Showroom



TRIPLE GLAZED FOR
THE PRICE OF DOUBLE*

Count on Europe‘s leading window brand and
receive TRIPLE glazed for the price of double glazed
including ALL security glazing and lift-sliding doors. You
receive discounted triple glazing, so you only pay the
price for double glazing. Triple thermal insulating glazing
enables you to afford up to 40% more glass areas
compared to double glazing at the same heating costs.

SolarXPlus, the new glass coating, ONLY available in
Austria at Internorm, lets more light and energy into
your living areas than any other glazing.
This makes the interior lighter and additionally offers
excellent thermal insulation, a decisive advantage for
living comfort in the winter months.

* Special offer valid for all window systems from 1.4.19 to 28.6.19. Special offer “Triple Glazing for the price of double” does not apply to entrance doors, basement windows
and separate glass orders. Only for orders in the special offer period and only for end customers.

• COMFORT• SECURITY• SOUND REDUCTION
• LOWER HEATING COSTS
• THERMAL INSULATION

• MORE DAY LIGHT | than
with any other standard triple glazing
• LESS HEATING COSTS | Top thermal insulation with
this glazing, Ug as low as 0.5 W/(m2K)
• MORE ENERGY | solar energy gain lies at 60% and
therefore 20 % higher than with conventional glazings.

TRIPLE
GLAZING FOR
THE PRICE OF

DOUBLE

SolarXPlus
ACROSS
PRODUCT
RANGE

NEW & INNOVATIVE –
SolarXPlus NO EXTRA COST!*

Visit our stand at FIT SHOWSTAND T12
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The relaxed planning rules for
single storey home exten-
sions are due to come to an
end on the May 30.

In fact any single storey exten-
sion, orangery or conservatory
approved under the neighbour
notification scheme have to be
built and completed by that date.

Notification then needs to be
submitted to the local authority to
inform them the project has been
completed.

The government introduced a
temporary relaxation of planning
rules giving generous permitted
development rights to homeown-
ers back in 2013. The aim was
to help the construction industry
recover from a crippling reces-
sion. It granted permitted devel-
opment rights for single storey
rear extensions of up to six me-
tres projection for semi-detached
houses and eight metres for other
detached property. These
'neighbour notification applica-
tions' had no planning applica-
tion fee and took 42 days to be
decided.

Conservatory Design
Head architect at Conservatory
Design Frank Cook told The In-
staller: “We noticed a sharp in-
crease in demand for extensions,
orangeries and conservatories
when the scheme was intro-

duced. Previously the deadline
was extended in 2015 and
2017 but now it’s coming to an
end. Permitted development for
single storey extensions will re-
vert back to the previous limit for
single storey extensions of 3 me-
tres on a semi and 4 metres on a
detached property.”

A guide to permitted develop-
ment can be found on the Con-
servatory Design website.

Demand expected
to continue
Cook says: “All the deadline
means is that any single storey
extensions over the permitted de-
velopment size will now require
a full householder application
costing a couple of hundred
pounds and will take 8 weeks to
be decided. We don’t expect
any decline in people wanting
larger home extensions. i

Sole UK & Ireland Distributors
www.jjsmith.co.uk 0151 548 9000

A simple length stop andsimple lengA op agth st
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Home Extension Deadline



Uncertainty
un / certain / ty

Fact
Companies that invest in marketing during
uncertain times perform better in the long-
term than those that cut their budget.*

It’s simple economics: if a pie shrinks
by 10%, and your competitors cut their
marketing budget by 50%, your share of
the pie can increase.

*Marketing is the key revenue growth driver for more than 30% of companies (CMO Survey)

Certainty
pur / pl / ex

Purplex is the strategic marketing agency
which sees the bigger picture.

Led by a CEO with 30 years’ experience
in the window industry, Purplex helps
companies across trade, commercial and
retail sectors gain market share and build
stronger brands for sustainable growth.

pur-pose / pl-anning / ex-ecution
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Simon Scholes, who has driven the £8 million
move and expansion of Veka Recycling Ltd
to its new site in Wellingborough, has been
appointed as the company’s MD

Scholes has been involved with PVC-U recycling
since 2007 and serves as Chair of the Rigid Plas-
tic Recycling Group of the British Plastics Federa-
tion (BPF). He believes that the growth of recycling
of virgin and post consumer and industrial PVC-U
is essential for the prosperity of the UK window
and door industry: “Whilst single use plastics con-

tinue to receive negative publicity worldwide, we
have an excellent record of re-processing PVC-U
in Europe and especially in the UK. Last year the
PVC recycling industry recycled almost 80,000
tonnes in the UK alone.

“But we have to continue working towards the
day when 100% of windows and doors removed
become new products, whilst most virgin offcuts
are already recycled into new profiles. Our long-
term strategy at Veka Recycling is to promote and
develop recycling as standard process for every
window fabricator and installer in this country, as
well as working towards the day when every PVC-
U window installed will contain a significant per-
centage of recycled material.”

Scholes has steered the firm from its original Kent
site, having identified and negotiated the new 5.7
acre facility that is set to become Europe’s most ad-
vanced recycler of PVC-U windows and doors. A
wholly owned subsidiary of Veka Umwelttechnik
GmbH, the Wellingborough facility will add to the
already impressive 75,000 tonnes (the equivalent
of 4.5m windows) of PVC-U windows recycled an-
nually by the Veka Recycling Group, a figure that
is set to grow significantly when the plant becomes
fully self-sufficient during the course of 2019. i

Veka Group representatives
took part in the inaugural
Fabricators’ Forum, hosted by
the British Fenestration Rating
Council (BFRC) as part of the
its initiative to make more
people aware of the benefits
of adopting the ‘rainbow rat-
ing’ for energy efficiency.

The day consisted of five pre-
sentations tailored towards fabri-
cators, followed by open forums
in front of five professional pan-
els. Key topics of the day in-
cluded Marketing, Legislation
and Regulation, Data Usage and
Protection, Testing and Certifica-
tion, and Skills and Training, all
within fenestration.

A question from host Paul God-
win prompted Neil Evans (pic-
tured) Veka Group Sales
Director, to take to the mic. “At

Veka, January genuinely has
been excellent, with no slowing
down from 2018. To back this
up, we have customers who say
they’re booked up until at least
June as well. It’s not always easy
to say exactly why the industry is
doing better or worse at any
given time, but for us, we believe
that the commercial side of busi-
ness is playing a huge role in our
current success – particularly
after the devastating events of
Grenfell has been – quite rightly
– a cause for large buildings to
be refurbished and renovated, in
line with legislation and regula-
tion.”

After the event, Evans added:
“I hope people found the BFRC’s
Fabricator Forum to be valuable.
We enjoyed the day and it was
very well attended. Events like

this help to ensure that everyone
in the industry is ‘up to speed’ on
the latest developments, and that
can only be a good thing. Much
like with our own Independent
Network events, it’s good for
companies to get together and
learn with (and from) each
other.” i

Veka Speaks Up At Fabricator Forum

Scholes Steps Up To New Role
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Deceuninck Group has put a new recycling
facility into service at its recycling and com-
pounding site in Diksmuide, Belgium.

The brand new high-tech recycling line will allow
Deceuninck to recycle up to 45,000 tonnes of PVC-
U a year. Input material will be sourced from post-
industrial waste collection (own scrap and
customers off-cuts), as well as from the huge
amount of 30-40 year old first generation PVC-U
windows which are gradually being replaced.

The installation will enable Deceuninck to recy-
cle PVC-U profiles of all colours and of all different
compositions, including those containing glass-
fibre. During the recycling process, all contamina-
tions are removed, grinded and sorted by colour.
After granulation, the recycled material, which is a
perfect alternative to virgin material, is used for the
extrusion of new PVC-U window profiles. i

A couple from County Durham have had a fantastic start to
2019 as they became the third winners of the Win Your Windows
Back competition from Saint-Gobain Building Glass, winning
over £3,000 to cover the cost of their new Planitherm windows.

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

Derek and Carolyn Winter from Seaham in County Durham live in a
listed building; built in 1745 with an adjoining cottage built 10 years
ago. They spent £3291.60 for a new double sash window for their
kitchen from ERW Joinery Ltd and became the third winners of the quar-
terly prize draw.

PVC-U Recycling
Facility in Belgium

Nordic’s Q- Secure
With VBH

Nordic Aluminium is the latest fabricator to be-
come a ‘Q-secure approved’ manufacturer.
This latest development means the company
can now pass on the benefits of VBH’s multi-
brand security guarantee to its customers.

Nordic has been a VBH customer for two years
and is impressed with VBH’s products and the serv-
ice. Graham Howatson, Nordic’s Operations Di-
rector, comments: “We’ve formed a mutually
beneficial relationship with VBH which I put down
to quality products and excellent service and sup-
port. We particularly like the greenteQ CentreFold
locking shoot bolt handle with its folding integral
key. Leaving the key in the lock risks damaging the
door or losing the key, but with CentreFold there’s
no risk of that happening. VBH also offers colour
coded hardware so we can match the colour to the
door, a nice feature which helps our sales. i

Win Your Windows Back Continued ...



Our business is your

Clarity Air- cloud based solutions for the
glass and glazing industry. Suitable for
companies of all sizes from single user
through to multinational corporations.

Clarity Air is accurate, flexible, scalable
and secure. We offer innovative ideas to
ensure order and manufacture
processes are made as fast, simple and
cost effective as possible.
Clarity Air is easily tailored to your
business needs and your customer’s
requirements.

Beat-A-Quote to always ensure that
your best price is best for you and your
customers.

Exports to all major accounts
software, both legacy and cloud based.

Keep your finances on track with full
reporting and export functionality. Email
your quotes, order confirmations and
invoices straight from within Clarity Air.

Fully inclusive subscription based
software with no additional modules,
giving you complete control.

We offer the only fully inclusive cloud based glass software.
Our software was first released over 25 years ago and has
continually evolved to remain cutting edge. We bring a
wealth of experience and knowledge to the industry and our
services all include support, updates and ongoing
development as standard, rather than expensive paid extras.

Clarity Air: trial our latest version for free.

see us on stand C42

Fast, incredibly: user-friendly data entry system

Making it count: instant profit/loss alerts

Fully customisable: only use what you need

Contact us today
0845 1662624

Follow us on:

Aztec Glass
Phone: 0845 1662624
Email: info@Aztec-Glass.com
Web: www.aztec-glass.com

Scan
me!

30 Days
Try Clarity Air for 30 days
without paying a penny

try before you buy

www.aztec-glass.com

For more information visit www.aztec-glass.com

success



insightdata
business is better with insight

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

E: hello@insightdata.co.uk
@insightdata

www.insightdata.co.uk

Whether you work nationally or regionally, you can access over
6,000 national and independent building merchant networks, all
specialising in building materials, tools and supplies.

The database is divided into ‘heavy’ and ‘light’ merchants with
categories for each building sector.

With 8,000 email addresses and over 7,000 contacts available, it
has never been easier to communicate with new customers.

For more information call us today on 01934 808 293.

New Builders
Merchants Database
Coming February 2019

New Builders 
Merchants Database
Coming February 2019
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Don’t Get Caught
With Bad Debt

According to the latest Credit-
safe Watchdog Report, writes
Insight Data's Jade Greenhow,
the number of company fail-
ures across the construction
industry increased by 80% in
the last quarter of 2018, with
942 companies collapsing
leaving £63 million in bad
debts.

It isn’t just small companies ei-
ther – recent news from the win-
dow industry shows that the big
boys aren’t immune either. It
makes for sober reading. Yet
many companies are still not mon-

itoring their customers’ financial
positions. Meanwhile sales and
marketing departments are busy
spending time and money chas-
ing new customers only to dis-
cover poor credit ratings. With so
much economic uncertainty at the
moment, combined with further
consolidation and an increase in
mergers and acquisitions across
the industry, it is more important
than ever that companies use
financial data to make informed
decisions.

Salestracker platform
Insight Data is best known for sup-
plying marketing data. It provides
users of its Salestracker software
with detailed information on over
50,000 companies across the
construction industry. This includes
15,000 window, door and con-
servatory fabricators and in-
stallers. But Salestracker is much
more than just a data list, the sys-
tem gives users access to key busi-
ness and financial data such as
company registration and incor-
poration date, turnover and net
worth, credit ratings and any
County Court Judgements.

It is a powerful tool for man-
agers and finance departments,
but it is also useful for sales and
marketing teams too. A simple
traffic light system shows green,
yellow or red so that non-financial
people can make informed deci-
sions.

Salestracker even gives users the
ability to build marketing lists
using credit ratings, so that com-
panies can create direct mail, tele-
sales or email campaigns
targeting new customers by finan-

cial stability as well as size, prod-
uct volumes, location and other in-
formation.

Credit alerts
Recently we added a new moni-
toring feature to Salestracker. It al-
lows users to flag certain
company types – such as cus-
tomers or prospects – and get an
email alert if the credit rating
changes.

Given that company credit rat-
ings change on average 7 to 8
times a year, this is an essential
tool for all businesses.

Cloud
We also offer a web-app version
of Salestracker enabling sales
people to use the system out on
the road. It provides product and
supplier data, all the key business
and contact information that they
need, and an instant financial
snapshot so they can make in-
formed decisions before a sales
meeting or prospect call.

It can also be configured for dif-
ferent users with individual
user/access rights and even differ-
ent sites/locations. As an online
service, there is no software to in-
stall or manage, and data is not
stored on a local PC – it is all in
the cloud.

Dual tool
Companies that learn how to use
data effectively can build their
businesses more successfully
while protecting themselves from
potential risks and bad debt.
Salestracker provides the win-
dow industry with the tool to do
both. i

Bad debt is a serious threat
to the window industry.
Operations director Jade
Greenhow discusses why
financial data is an essential
part of Insight Data's
Salestracker software.

www.insightdata.co.uk
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FENSA has started its advertising campaign –
encouraging homeowners to make sure they get a
FENSA Certificate for their window installation and
reminding them the only way to get the Certificate is to
use the services of a FENSA registered installer.

It’s a brave move. We’ve seen other large organisations in this
sector blow small fortunes by taking to the telly and ending up
with very little to show for it. The good people at FENSA
believe their approach will get better value as TV advertising
has come down in price, especially with the channels that focus
on re-runs of popular but not current programmes – and that
statement is not dismissive, we know how many people tune in
to these channels. The FENSA team are convinced that they will
ultimately be doing something positive for members who have
gotten tired of the organisation...and again this is not me being
dismissive, FENSA admits it needs to do more to regain
member confidence. The organisation did a lot of research
about how it was perceived – and is now set to change the
way it operates...with customer satisfaction its biggest goal.

The FENSA crew believe the ad campaign will not only have
a big effect on homeowners along with the benefits to current
members, it will also encourage those companies currently with
alternative competent person registration schemes to think
again about swapping allegiances – and of course, all those
window installers who simply don’t belong to any scheme are
likely to start to recognise the benefits.

So I say well done – FENSA...talking about improving the
industry’s image is one thing; doing something quite another.

Hacked off
Just as The Installer went to press we got news that a global
major aluminium producer was forced to close plants down all
over the world because its systems had been the victim of a
cyber attack. This should not cause a delay in profiles making
its way to your favourite ali window fabricator but it does serve
as a warning that hackers can cause untold disruption to both
small and large businesses.

In the last edition of this magazine we reported that thousands
of businesses are risking GDPR penalties by not wiping the
memory from old IT equipment – and it’s tradespeople such as
window and door installers that are the most guilty.

Come on – we all need to up our game when it comes to the
big, bad internet of things. Start thinking security. Start thinking
about protecting your business.

The last edition of The Installer can be found by pasting this
link in to your browser – https://bit.ly/2U0jrg5

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

Bi-folding Doors

Baypole Jacks

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

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

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

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

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

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

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

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

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

Phone: 0844 4772505
Fax: 0871 2214305

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

e as £5.00 eac£5.50

Aluminium Systems

Aluminium Lanterns

Aluminium Bi-Fold
Doors

FROM
ONLY

£345
per leaf

*

Including
delivery

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

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

THE ORIGINAL
COLOUR
COATING
EXPERTS

Tel: 0121 740 0217
Kolorseal Midlands
Tel: 01924 454856

Kolorseal North

Conservatory Roofs

THE BEST ALL ALUMINIUM LANTERN ROOF

FITTED
IN

MINUTES

Email: sales@madefortrade.co
Call: 01642 610799 | Fax: 01642 615854
www.korniche.co.uk
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Tel: 07932 243 008 Email: mehreen.haroon@profinder.eu

PROFINDER www.profinder.eu



Fixing Brackets

Conservatory Roofs

£GET A PRICE
COMPARISON
TODAY

LOWEST
PRICES
AVAILABLE

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

Corner Protectors

“Technically the best way
to toe and heel glass”

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

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

Flyscreens

Glass Handling



Racking Systems

Window Protection Film

PVC-U Glass Handling & EquipmentProfile Bending

Screws & FixingsWindow openers

Window Bags & Display Cases

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

■ PVCU profiifile bending arch
and angle specialists

■ 7-10 working day turn
around

■ Over 20 years experience
■ Competitive prices

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

Call Freephone:
0800 0850006
sales@andywrap.net

• FREE NEXT DAY DELIVERY
(NO MINIMUM ORDER)

• AVAILABLE IN CLEAR
OR BLUE

• SOLVENT BASED ACRYLIC
(BEST YEAR-ROUND ADHESIVE)

• SUPPLYING THE GLAZING
IIINNNDDDUUUSSSTTTRRRYYY FFFOOORRR OOOVVVEEERRR 222555 YYYEEEAAARRRSSS



Also in Aluminium:

Windows

Vertical Sliders

Call us now for enquiries :
Tel : 01296 668899
Fax now for a quotation : 01296 668450
or email : enquiries@garrardwindows.co.uk

Visit our website :
www.garrardwindows.co.uk

Visofold 1000
Aluminium Bi-Fold

Let the light in

We pride ourselves on our reliability

We carry large stocks of White, Black, Grey and Grey on White
for fast lead times and competitive pricing.
FAX OR EMAIL YOUR QUOTE TODAY!

•
• Available in a wide variety of colours and textured

• Full suite of colour matched furniture (handles,

•
‘Visofold 1000’which allows a low threshold while

Delivered within 6 days, fully fabricated and ready to fit


