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Having had unexpected 
heart surgery in 
September, I’m personally 
happy just to be here!

Putting this aside, what 
for me has been most 
damaging about Brexit is 
the continuing uncertainty. 
If the withdrawal 
agreement passes and we 
leave in January, I believe 
there will be an economic 
bounce with improved 
growth. 

There’s a lot of retained 
investment out there where 
people haven’t perhaps had 
the confidence to invest in 
property because of a lack 
of clarity about what’s going 
to happen – but I genuinely 
think that once things are 
decided one way or another, 
we’ll see a release of latent 
demand. 

Commercially for Bohle the 
coming year is going to be 
about focussing on our core 
values: service; expertise; 
quality; professionalism 
and responsibility. 

Manufacturing more 
of our own products, 
including sliding door 
systems, balustrading and 
hardware, will also give us 
potential to grow further, 
while dedicated product 
development will also 
support us in becoming a 
far bigger player here in the 
UK.

2019 has gone to plan, in 
fact we’re pleased to say it 
has totally exceeded our 
expectations. 

Personally, I think these are 
exciting times! With over 
25 years selling into the 
industry, it’s so nice to be 
involved in a business with 
such great opportunities 
for growth. We can plot our 
own course and adapt to 
market changes, quickly. 

I think the industry, and 
in particular those offering 
more ‘traditional’ products 
could well be in for a 
challenging 2020. As such, 
I think we’ll see the divide 
between those who adapt 
and change, and those that 
can’t, wont or don’t, become 
more apparent. Standing 
still won’t be an option, in 
the current climate, this 
will essentially be going 
backwards! 

As a business, we will 
continue to evolve, keeping 
a close eye on the market, 
and have forecast 2020 for 
steady and manageable 
growth.

We’ve seen paralysis in 
parliament brought on by 
Brexit, a cooling global 
economy brought on 
by Trump’s trade wars, 
and a PVC-U window 
market down an estimated 
10%. But the swing to 
aluminium is accelerating. 
More fabricators and 
installers than ever are 
selling aluminium to 
appeal to a growing 
premium sector. 

2019 was a year of 
investment for Garnalex - 
£9m so far. 

We’ve built a state-of-the 
art-aluminium extrusions 
factory in Derbyshire, 
recruited the best technical 
and operational people 
in the industry, designed 
Sheerline®, a new, innovative, 
high-performing, beautiful 
residential aluminium 
window and door system, 
and we’re ready for its launch 
at the end of Q1 2020. 

Our 2020 mission is 
to revolutionise how 
aluminium windows are 
fabricated, installed, sold 
and supplied. In particular, 
coming from a background 
in PVC, we aim to supply 
aluminium on much short 
lead-times – designed 
to suit customers, not 
suppliers. 

Fabricators and installers 
who want to be first to 
market with Sheerline 
can learn more at our 
Ambassador workshops. 

2020 won’t be without its 
challenges, but our outlook 
is optimistic. Although 
the current uncertain 
economic and political 
climate is likely to continue 
with the upcoming election 
and a Brexit deal still not 
agreed, conditions should 
improve once we have 
more clarity.

The glazing market has 
been challenging for some 
years, but demand for 
thermally efficient windows 
can expect a boost next 
year, with climate change a 
hot topic and high on the 
political agenda. 

The take-up of the 
Passivhaus standard has 
also gathered pace in the 
UK. This is particularly 
positive for SWISSPACER, 
as our high-performance 
warm edge spacer bars 
are used in over 75% of all 
Passivhaus windows and 
sliding doors.

We are also excited 
about SWISSPACER’s 
new range of innovative 
solutions for glass, part 
of a long-term strategy 
to diversify and offer UK 
customers a wider choice 
of premium products. The 
first products, including 
a glass canopy and a 
balustrade system aimed 
at the growing high-end 
residential market, have 
already generated positive 
feedback from fabricators 
and installers.

For Avantis, 2019 has seen 
the launch of Kubu and 
the industry is certainly 
embracing the change.

Smart’s been around for 
years. Think about how 
long we’ve had ‘smart 
phones’ and ‘smart TVs’ – 
long enough that referring 
to them as ‘smart’ feels 
excessive. But the industry 
hasn’t really embraced it 
until now. Smart needed to 
be simple, affordable and 
able to sell in volume. 

That’s why we created Kubu. 
Kubu can be mass fitted to 
doors as standard, is easy to 
both install and use, and is 
low cost. Because of these 
reasons, we’ve seen more 
and more fabricators and 
installers embracing Kubu.

In 2020, we expect to see 
smart technology fully 
penetrate the market, 
benefiting everyone in the 
supply chain. Kubu gives 
fabricators the opportunity 
to go smart as standard. 
Fabricators can offer 
installers a cost-effective 
way to sell smart doors. 
Installers can meet the 
demands of homeowners 
who want to be fully 
integrated and connected to 
the Internet of Things.

With Kubu locks now in 
circulation, we’re leading 
the smart home revolution 
in the glazing industry. 

We’re conscious that it’s 
been a difficult year for 
many of our colleagues in 
the industry. We haven’t 
felt that so directly as a 
specialist supplier.

We’ve seen growth of 
around 40% on 2018. 
Integral blinds are a very 
strong fit with aluminium 
and bi-fold door 
installations. 

Things may have been 
supressed and might have 
otherwise have delivered 
even more growth 
because of the continuing 
indecision that surrounds 
Brexit but supplying a 
specialist product, which 
supports installers in 
adding value and margin 
to their offer, we perhaps 
haven’t felt ‘the pain’.

As to the election, I just 
don’t really see it helping.

What all that means for 
2020 is difficult to call 
but because of where 
we sit in the market and 
because integrated blinds 
provide installers with 
an opportunity to build 
in margin, I’m confident 
that we will deliver at the 
very least the same level of 
growth this year as we did 
last year - and that’s what 
we’re investing for. 
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