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2019 has been a year of 
positive affirmation for 
Camden. With numerous 
award nominations and 
successful trade shows, 
the market’s telling us that 
our drive for increased 
sustainability is exactly 
what’s needed across the 
industry – and our pro-
active lead on this is being 
supported. 

Yes, there is caution around 
Brexit right now, and we’re 
as prepared as we can be for 
that. Many companies are 
holding back and waiting 
to find out what’s going 
to happen next. However, 
drawing attention away 
from the B-word and back 
to sustainability, waiting 
is not a luxury we can 
afford our planet. This is 
something we can each 
have influence on and 
action is needed now. 

Camden have already 
started on this journey, 
recycling almost 50,000 
tonnes of waste PVCu 
over the past 5 years and 
developing the greenest 
product range on the 
market. Meanwhile others 
are also starting to follow 
suit. I’m hopeful that 2020 
will be the year we’ll see 
lip-service turn into real 
action and change across 
the whole sector.

2019 has been a 
challenging year for 
companies like us who 
are fabricating exclusively 
in PVC-U. The market is 
undoubtedly down, and 
our turnover has reflected 
that, but we’ve increased 
our customer numbers 
and have remained 
profitable.

What these difficult 
market conditions have 
done though is stress 
tested the business and 
demonstrated just how 
robust the processes and 
systems we’ve put in place 
over recent years now are. 
That, I think, bodes really 
well for us in the future 
– whether that comes in 
the form of continuing 
economic uncertainty or 
a Brexit led honeymoon 
period followed by a period 
of sustained recovery. 

In 2020 we plan to invest in 
some exciting new products 
to broaden our offering still 
further and in additional 
machinery so that we can 
increase both capacity and 
productivity. We know that 
we are achieving market 
leading efficiency and 
delivering outstanding 
customer service and, if 
you add in our growth in 
customer numbers, then 
I am very confident about 
the year ahead.

Even with the uncertainty 
around the ‘B’ word, 
2019 has been a fantastic 
year for AluFoldDirect 
customers. Many of 
them have experienced 
incredible growth, 
simply by recognising 
the opportunities that 
aluminium offers and 
having the confidence to 
say ‘yes’ to aluminium 
projects, no matter what 
the size.

By delivering certainty to 
installers, with aluminium 
windows and doors 
delivered in one week 
unglazed, two weeks glazed, 
right first time, on time, 
every time, we’ve taken 
the pain out of fitting 
aluminium glazing. We’ve 
built on this foundation 
with our free Aluminium 
Installer Training Academy, 
Aluminium Glazing 
Projects Service and the 
newly launched range - 
Aluminium Shapes.

For high-end, premium 
products like aluminium 
glazing, I think there will 
always be a market. Whilst 
some may have stalled 
plans waiting for the Brexit 
result, the best thing we 
did was carry on investing 
and delivering certainty 
for customers. We’ve got 
some really exciting plans 
for 2020 to give even more 
installers the confidence to 
grab their piece and grow 
with us. 

2019 has been a great year 
for Everglade Windows. 
We’ve been hard at work, 
developing new products 
and investing heavily 
so that we have a great 
foundation to build on in 
2020 and the next decade.

We held our 13th 
consecutive Trade 
Customer Conference, with 
the theme of Progressing 
Your Business for the 
Next Decade, reflecting 
how much the industry 
and world around us has 
changed and looked ahead 
to the next. We launched 
nine new products, 
including two new 
premium product ranges, 
One Collection uPVC 
windows & doors and aïr 
MOD-Series aluminium 
windows & doors. The 
response we’ve had so far 
has been astounding. We’ve 
seen a 14% rise in uPVC 
orders, and a 50% increase 
in coloured uPVC orders, 
showing a big appetite 
for premium products – 
something that is helped 
by our £100,000 machinery 
investment.

We’ve opened doors 
to customers to take 
advantage of new markets, 
so we and our customers 
have plenty of great 
opportunities for growth 
going forward. Not only 
have we got the next decade 
to plan – we’ve got a great 
big celebration to organise 
too as we’ll be celebrating 
our 40th birthday in 2020! 

It’s not the most exciting 
answer, but looking ahead 
to ‘what’s in store for 2020’ 
I’d say simply ‘business as 
usual’. 

December is a good time 
to reflect on what we’ve 
accomplished – not just in 
2019, but over the last 50 
years. The global VEKA 
Group was established 
in 1969, and has since 
grown from just 8 staff, 
to 5500 staff worldwide 
and a €1.2billion turnover. 
Having worked here for half 
that time, I’m very proud 
of everything we continue 
to achieve, including the 
investment in product 
development that saw the 
innovative Imagine Vertical 
Slider and ultramatt 
SPECTRAL finish unveiled 
this year.

VEKA Group is still run 
by the same family with 
the same values, so our 
customers can rely on the 
same quality, service and 
stability not just next year 
but for the next 50 years 
– whatever the political 
landscape.

When it comes to the 
practicalities of Brexit, 
VEKA UK runs its own 
onsite mixing plant and 
holds an impressive amount 
of stock, so customers 
will be largely unaffected, 
whatever the outcome. 

As I said… not very 
exciting. In fact, VEKA UK 
is brilliantly boring in the 
best possible sense.

In what’s been a 
challenging market, 
we’ve seen growth – and 
most importantly - our 
customers have seen 
growth. 

Brexit is a challenge in the 
sense that it has created 
uncertainty and we have 
taken a decision to increase 
our stock holding to 
insulate our customers 
from potential short-term 
delays in the event of a hard 
Brexit because it’s prudent 
to do so.

However, whatever the 
format of Brexit, it’s going 
to be about paperwork and 
once whatever has been 
agreed has been agreed, 
we’ll fill out the forms 
which have to be filled out 
and that will be the new 
normality.

If we can get over that 
hurdle and get a decision, 
then I’m confident about 
a return to meaningful 
growth in the coming year 
because the latent demand 
is there.

We continue to invest in 
our offer. Jet Black, Woodec 
– finishes are driving the 
market forward. We saw 
foils make up 40% of sales 
in 2019 and I believe we 
could comfortably hit 
colour sales of 50% this 
year [2020]. 
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