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In spite of reduced 
consumer confidence 
and political uncertainty, 
2019 has been another 
successful year for 
Glazerite. We’ve hit 
record profits and sales, 
and poured over £1 
million into the business, 
with investment in 
new machinery, site 
expansion and our fleet to 
accommodate our plans 
for the future. 

We, like the industry as a 
whole, will still be facing 
these continued challenges 
into 2020, and will need 
to navigate an increase in 
overheads, as well as rising 
costs in the material supply 
chain. As we gear up to our 
20th year in business, we 
will be consolidating our 
offering with new products 
and services, including a 
focus on smart technology. 
We will continue to support 
our installer partners 
in achieving their own 
business goals with reduced 
lead times and business 
support packages that are 
stronger than we’ve ever 
had, thanks to development 
and additional resources 
within our teams. 

Personally, I’m excited 
about the opportunities 
2020 may bring, and I’m 
especially looking forward 
to helping Glazerite 
maintain its position at the 
forefront of the industry. 

Looking back over the 
past 12 months, despite 
the challenging market 
conditions, REHAU has 
had a considerably good 
year. Our ability to be agile 
and restructure based on 
market challenges has 
placed us in good stead. 

What’s more, we are 
continuously looking to 
excite the market with 
new innovations, and the 
launch of Rio flush fit has 
certainly been testament 
to this. We are proud of 
how professional and 
hardworking our customer 
base is and in return we 
want to reiterate that they 
are in safe hands with 
REHAU. 

Our priority for next 
year will be refining our 
proposition to the end 
consumer and reinforcing 
the rollout of our flush 
fit family. In addition, 
there will be significant 
investment in areas such as 
REHAU Connect which will 
provide additional services 
to make lives easier and 
businesses more successful. 
As always, sustainability 
will also be high on the 
agenda following essential 
major investments into 
our recycling capabilities. 
Inevitably the uncertainty 
of Brexit means that it will 
be a tough market out there, 
however we are confident 
that our place in the 
industry is strong owing to 
REHAU’s reliability, quality 
and heritage. 

2019 has been a great 
year for the group with 
sales 23% up at £27.3m. 
I am proud that we have 
created 45 new roles at 
Listers in Stoke-on-Trent 
and at our Essex based 
facility in Rayleigh to 
underpin the group’s 
growth in premium PVCu 
windows and doors and 
our Designer Aluminium 
Range. 

Our trade customers 
continue to develop and 
embrace our new products 
and USPs, many now also 
use our free and instant 
quotation app ‘Easy Connect’. 
We have created 80 plus 
customer bespoke marketing 
packages helping our 
customers stand out. Helping 
our customers sell is at the 
heart of our strategy.

2019 has been a mixed year 
for the market. Modern 
consumers are clearly 
kicking back against the 
national brands with their 
dated direct sales models, 
with the savvy local 
installation companies 
looking stronger than ever 
before and I expect that 
trend to continue.

2020 offers a great 
opportunity for our 
customers to engage with 
the modern consumer with 
the most modern products 
and up to date proposition 
in the market. 

2019 was actually a pretty 
good year for AluK. We 
certainly outperformed 
the market, with growth of 
around 15%, an increase 
in market share, and a 
number of new fabricators 
coming on board with us. 

We’ve strengthened our 
position in the trade 
sector thanks to a mix of 
exciting new products and 
impressive service levels, 
and achieved similarly 
impressive growth in the 
commercial market where 
we’re winning substantial 
amounts of new work 
via our project teams 
and in partnership with 
fabricators.

Having said that, there are 
lots of investment decisions 
currently on hold in the 
commercial market, and I 
think any resolution of the 
Brexit impasse in 2020 is 
likely to trigger a surge in 
activity. That could have an 
impact on the whole of the 
fenestration supply chain, 
and businesses will need 
to be agile and well funded 
enough to be able to flex 
their capacity in response. 
There are challenges as well 
as opportunities ahead.

It’s been a very strange 
year for the country, and 
we have had a real mixed 
bag of feedback from 
customers. Some are doing 
really well and have found 
that projects they are 
working on and partners 
they are working with, 
have adopted a ‘carry on 
regardless’ attitude.

Others have seen large 
commercial and public-
sector jobs that were ‘in the 
bag’ being put on hold until 
we finally get a ‘decision’ – 
although on what I’m not 
entirely sure! 

Despite the political mess 
that the country has been 
going through over the 
last few years, there is the 
positive that there is still 
a strong manufacturing 
industry here in the UK, 
driven by an army of SME 
businesses.

Looking ahead to next 
year, there are some 
exciting things planned for 
Jack Aluminium. We’ve 
expanded our warehouse 
space with a new unit 
and we’ve got some new 
launches planned for 2020 
too. As for the politics, 
who knows where we will 
be after 12 December, but 
regardless of the outcome, 
I am sure those fantastic 
SMEs will continue to drive 
the industry forward.

Given that this is a market 
where the uncertainty 
over Brexit is having 
such a major impact on 
consumer confidence, Mila 
has performed remarkably 
well in 2019. Sales are up 
and a continued focus 
on controlling costs has 
meant we have been 
able to maintain the all 
important investment in 
new products.

I think we all want to 
be able to move on now, 
but I’m cautious that 
any kind of hard Brexit 
in 2020 could still have 
a disproportionately 
negative impact on the 
hardware sector. A fall in 
the value of the pound, for 
example, would mean more 
expensive imports and a 
rise in commodity prices 
which inevitably mean 
surcharges for customers.

While I still see lots of 
resilience in this market, 
there are inherent risks for 
underfunded businesses 
even from a potential Brexit 
boom, so there will be 
challenges ahead for many. 
However, there is always 
room for optimism and in 
the hardware sector I think 
that will be driven by the 
growth in smart tech and 
Mila will be making some 
major announcements on 
that in the new year.
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