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In a year overshadowed 
by Brexit, politics and 
economic uncertainty, 
there are very few success 
stories being flaunted 
within the media, with 
some certainly wanting 
to dampen the spirit of 
business and our country! 
I’m happy to say that 
Selecta have been one of 
the success stories of the 
last three years!

So what have we done to 
buck the trend over the last 
three years? Where others 
have been seen to reduce 
their market visibility, with 
the ‘B’ word and economic 
uncertainty being a familiar 
excuse, we have actually 
increased our marketing 
budget and presence across 
all marketing platforms. 
With continued self-
funded investments in new 
products, infrastructure 
and resources, this has put 
Selecta in a very strong 
position within the sector.

There has also been a 
distinctive lack of trust, 
not only in politics, but 
also in the window and 
door industry supply 
chain. Fabricators and 
installers have recognised 
this – a trusting business 
partnership is paramount 
to their businesses 
success. Selecta’s strong 
business position has seen 
fabricators and installers 
realise Selecta’s strengths in 
the market and wanting to 
#bepartofthefamily.

2019 has certainly been a 
very positive and strong 
year for Selecta! There 
have been a number of 
self-funded investments in 
new products, resources 
and infrastructure, which 
have put Selecta in a very 
strong position moving 
forward. Conversions to 
our Advance 70 System 
during 2019 have reached 
record numbers again, 
surpassing both 2018 and 
2017 figures.

I do however think that 
Brexit and politics have 
certainly had an impact on 
the whole UK economy, but 
to what extent on our sector 
is relatively unknown. 
Selecta’s success is 2019 is 
down to several factors. 
I try to keep the team 
focused on our business 
and customer base and not 
what is going on elsewhere.

Unfortunately we do not 
have control over certain 
concerns happening outside 
our business, including 
Brexit and politics. We 
are just getting on with 
what we do and doing it 
well! Being independently 
and family owned with a 
strong management team 
and plan, we are in a solid 
position to adapt and deal 
with whatever situations we 
are faced with in 2020 and 
beyond.

Few could have missed our 
recent acquisition of the 
Global Glass facilities in 
Blackburn and Huthwaite, 
including the Celsius 
brand, as we look to build 
our geographical reach. 
Clayton Glass continues 
to grow and invest, with a 
brand-new line installed 
earlier this year, while 
recently we’ve again 
celebrated being awarded 
IGU Manufacturer of the 
Year in the NFA’s.

We continue to promote 
#TheClaytonDifference as a 
point of differentiation and 
our business culture, along 
with a hands-on approach 
as an owner managed 
business will also influence 
the way we operate within 
Global Glass and it’s an 
opportunity I’m genuinely 
relishing for 2020. Given 
the Co Durham base for 
Clayton Glass, the new 
facilities in the North 
West and the Midlands 
will enable us to enjoy a 
greater geographical reach 
and customers of all our 
respective brands will be 
able to benefit.

The very fact that we’ve 
concluded this deal in 
the face of an impending 
General Election and the 
frailties of Brexit, means it 
is very much business as 
usual for many, despite the 
media hype. 

We’ve had a wonderful 
year at KÖMMERLING, 
helped by the fact that 
we’ve really ignited the 
brand and awoken what is 
a strong global brand. Yet 
there have been challenges 
industry wide that we’ve 
hall had to face, in partial 
blame to the current 
Brexit and political 
landscape in the UK. 

Our award-winning 
#ComeAlong campaign 
has resonated in all four 
corners of the industry and 
we’re going to build on this 
in 2020 with a new CSR 
initiative and an installer 
scheme. From a sales 
perspective a number of 
new partners have joined 
us, thanks in no small part 
to a newly structured and 
expanded sales team. 

Many of these new 
customers that have joined 
the KÖMMERLING family 
have done so with a desire 
to move more upmarket 
from their current budget 
or mid-market systems. 
These are moves to a 
German engineered brand 
with an outstanding 
reputation for product 
performance, innovation 
and quality. 

We have multiple planned 
scenarios relating to 
Brexit, but our focus will 
be on building upon the 
exceptional 2019, with an 
even better 2020.

The Korniche Aluminium 
Lantern has been a great 
success outselling all other 
lanterns of this type with 
sales increasing month 
on month and recently 
winning the prestigious 
C&O Award for ‘Best 
Rooflight & Lantern 
System 2019’. MFT has 
continued to grow apace 
even with the trauma of 
Brexit in the background.

Mid 2020 will see the NEW 
Korniche Bi-folding door in 
production after thorough 
testing and a little tweak 
here and there. Since being 
introduced at the Fit Show 
in May and receiving a 
huge amount of interest 
from visitors to the show, 
we have been inundated 
with interest so we are 
really excited about it. With 
5 patents pending it really 
pushes the boundaries 
...featuring internal hinges 
so no hinge knuckles visible 
inside or out so allowing 
continuous welded gaskets 
..so no shrinkage... the 
only items not designed 
by our engineers are glass, 
industry leading gasket and 
the Fuhr locking giving 
PAS 24 . Despite the politics 
of the time we expect 
the Korniche Lantern to 
continue to increase sales 
and MFT to keep growing.

Despite dampened 
market conditions, we’ve 
enjoyed a great 2019 with 
sales up 20% and other 
business KPI’s showing 
that we’ve performed 
extremely well, after 
introducing a number 
of new operational 
procedures. We’ve also 
changed the way we 
manufacture our solid 
timber core composite 
doors, particularly with 
the introduction of a wet 
glazing process to help 
eliminate customer call 
backs.

We continue to be 
committed to helping our 
customers grow by offering 
an exceptional customer 
service experience and 
in helping them focus 
on closing more sales. 
We’re also investing in our 
consumer lead generation, 
passing more leads than 
ever to our nationwide 
network of Preferred 
Installers.

Like everyone in the 
industry, we are faced with 
a number of economic and 
political challenges which 
will have a direct influence 
of consumer confidence. 
Yet our goal still remains 
in that we want to be the 
choice of the trade, when 
it comes to solid timber 
core composites. To achieve 
this, we’ll continue to invest 
in the business and this 
includes two major product 
launches in the coming 
months.
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