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If the company has 
innovative products 
doing a job people need, 
there is no need to fear 
the economic downturn. 
Brisant has seen huge 
growth this year because 
our locks and security 
handles keep people safe, 
while being designed with 
style shown in the Sweet 
hardware range. 

We partnered with Salto 
to launch Ultion Smart, 
which offers all the 3 Star 
Plus Ultion lock security 
credentials, the elegance of 
Sweet along with being easy 
to use. It is fully integrated 
across all smart platforms, 
without losing any of the 
security features, which we 
consider to be fundamental. 
This has been applauded 
beyond our industry 
gaining a five-star review 
in the world’s top selling 
gadget magazine, Stuff. 

We look forward to 2020 
as another year of growth. 
We have widened our range 
of Sweet hardware, to give 
customers greater choice 
and look forward to the 
country being in a more 
stable economic situation 
which will help everybody. 

It’s a known fact that in 
sales, a NO is as good as a 
YES. With an answer, it’s 
possible to move on.

Job losses, redundancies 
and the whole uncertainty 
which surrounds Brexit 
have certainly taken a toll 
on consumer confidence 
this year. Regardless of 
Leave or Remain we have 
seen a weak government, 
unable to govern and facing 
challenges from MP’s who 
may not agree with the 
result of the referendum.

Gridlocked, unable to 
move, in any direction, 
politicians must find a 
solution to this impasse.

The day after we leave (or 
decide to stay) we can take 
decisions, decisions that 
will help our businesses, 
our employees, clients 
and consumers alike. We 
can take confidence that 
a decision has been taken 
and gets acted upon. Life 
will still have its challenges, 
however it should become 
clearer.

We must close the Brexit 
discussions and move onto 
the next phase, ONLY 
then will the country be 
able to restore any level of 
confidence in 2020.

It hasn’t been an easy 
year for us this year for 
obvious reasons, and 
we still hear industry 
speculation about our 
future as we head towards 
2020. However, we’re on 
the right track and making 
good progress. 

We have a new 
management team in 
place who are committed 
to our customer centric 
vision for the business, and 
who are delivering truly 
transformational change 
to make Aperture Group 
the organisation we want 
it to be. 

It has meant making some 
tough short term decisions 
for long term benefits, 
but we have identified 
our core product offering 
and invested in product 
development to continue 
to build on this strong 
portfolio in 2020. The 
economic backdrop for the 
whole industry will remain 
challenging deep into 2020, 
and a differently shaped 
industry may even emerge 
as a result. 

At Aperture, like 
in other forward-
thinking businesses, our 
transformation also extends 
across our cost base to 
ensure that we build a 
robust business that is fit 
for whatever the future may 
hold.

Like all companies, we’ve 
been working under the 
shadow of the stop-start 
Brexit negotiations, but 
I’m pleased to say that it 
has been business as usual 
here at Senior and 2019 
has gone on to be a very 
good year for us. 

We’ve used the last 12 
months as an opportunity 
to consolidate and 
strengthen our own 
position in the marketplace 
by investing in both our 
product range and in-house 
manufacturing facility. 
We’ve also launched our 
own Training Academy 
to help support our trade 
fabricators and installers.

Our work in the 
commercial sector has 
benefitted from our 
collaborative approach 
with our architects and 
contractors, leading us 
to take on larger, more 
complex jobs, particularly 
in the growing PRS sector. 
Demand for our domestic 
product range has also 
continued to develop and 
we’re pleased to be working 
with more new clients in 
the residential sector. 

Looking ahead, we’ll 
continue to track the 
ever-changing political 
landscape but will do so 
safe in the knowledge that 
at least we have our house 
in order! 

2019 has been both hugely 
successful and challenging 
for FIT Show. Our 2019 
showcase drew our biggest 
audience to date, and our 
exhibitors reported that 
the quality of leads driven 
surpassed previous years. 

The May event coincided 
with our decision to 
revert FIT Show to an 
annual proposition - this 
is possibly one of the most 
challenging years to have 
made the decision due to 
the political uncertainty that 
we are facing but a crucial 
decision to make for the long 
term assured future of the 
show. People are naturally 
being cautious, but I would 
urge them to support FIT 
Show as a vital fixture in their 
marketing calendar. We are 
receiving a huge amount 
of interest from overseas 
companies who see the 
strength of the UK market, 
we want to see the same 
level of confidence from UK 
businesses. I believe that 2020 
is going to be challenging, 
but we mustn’t stand still and 
talk ourselves into a state 
of stagnation - we’ve got to 
invest during these times and 
keep doing business. The 
demand from the consumer 
is still there and the necessity 
for regular comms with your 
client base more important 
than ever. Montgomery as 
a business faces difficulties 
across some brands but 
equally some of our niche 
events and launches seem 
poised for great success. 

We’ve had a good year 
across all of our four 
branches with a wide 
product portfolio that 
includes glazed roofs, 
WARMroof, Verandah 
and our Opal range of 
aluminium windows, 
doors and rooflights. 
We’re one of the very few 
companies in the UK that 
can offer trade installers 
a wide range of roof and 
frame combinations, all 
backed by our award-
winning levels of customer 
service.

This was recognised in 
the NFA’s where we again 
won Conservatory Roof 
Fabricator for the third 
time this year and recently 
our market-leading 
WARMroof was presented 
as the Best Solid Roof 
System in the inaugural 
Conservatory & Orangery 
Awards. Recognition by our 
industry colleagues shows 
we are a business that 
listens to customers and 
work in partnership with 
our suppliers. 

Like the rest of the 
industry we are faced with 
a changing political and 
economic landscape, yet we 
are well placed to help our 
customers deal with any 
potential changes, thanks 
to a product portfolio that 
continues to grow and some 
exciting developments 
planned for 2020. 
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