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message
from the CEO

A

It’s hard to believe that we’ve just launched The Hardware 
Show 2019, and even harder to believe that on the 
morning of the launch breakfast there were queues to 
book stand space – 12 months out! I’m not complaining, 
as it’s a measure of the market that there is such 
confidence, enthusiasm, and support for the Show, and 
– as always – I thank our suppliers and manufacturers 
for getting behind the Association’s premier event. Read 
about the launch and more on Page 26.
Separately, we still have the Hardware Conference to 
come this year on the 1st May in Galway. This is the 
learning and social event for the hardware community 
this year, and numbers are looking very strong, so much 
so that the hotel – The Galmont – is nearly sold out. Read 
more about some of the speakers on the day and why 
you should be there on Page 30. We remain with Galway 
for our store profile on Page 18 with a visit to O’Toole’s 
Tools trading off Eyre Square, where they talk about 
surviving the recession, ecommerce, and Testosterone 
Kits. All of us at Hardware Association Ireland would 
also like to take this moment to offer our sincerest 
condolences to the O’Toole family on the recent passing 
of founder Jackie O’Toole.
Our Business Index review for 2017 demonstrates strong 
growth across the country and especially in Dublin, with 
double digit year-on-year growth across each quarter last 
year. Read more detail about the market’s performance 
on Page 6. At the end of January, I took a trip to Poznan 
in south-west Poland with a mixture of 20 retailers and 
merchants and suppliers, many of whom were taking 
their first trip to BUDMA. Read about how we got on – 
and find some tips for buyers – on Page 32.

Meanwhile, in the midst of the Association 
being very busy planning new services  
and events for our hardware community, 
Wesfarmers – owners of Bunnings and Homebase 
in the UK – is frantically deciding what the future  
holds for the remaining Homebase branded stores. 
Fingers are being pointed at who advised Wesfarmers to 
buy Homebase a little over two years ago, with the first 
re-organised Bunnings store opening only 12 months ago 
in St Albans. Read about what went wrong on Page 38.
IKEA, however, marches on with their Ballymun store one 
of the most profitable in Europe. On Page 40, we look 
at how they took this model, pared it down, and created 
an experiential store in their South County Dublin base in 
Carrickmines with their Order and Collection Point. And 
finally, our editor Dermot visited Design Ireland at the 
RDS in January to see the best add-ons for our retailer 
members that could yield big margins without taking up 
too much space. Read what was on offer on Page 36.

Annemarie Harte
Chief Executive Officer – HAI
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Business Index – Year Review
158 member-branches are now included in the HAI Business Index – 
an increase of two members since the last report. In the end-of-year 
Business Index review, members indicate that there was double digit 
year-on-year growth in each quarter of 2017:
• 14% in Quarter 1.
• 11% in Quarter 2, Quarter 3 and Quarter 4.
• Year-on-year growth was especially strong for Dublin members.
63% of members indicate Business Profitability is higher than this time 
last year (up by 16.5% on average), and 70% of members indicate prices 
charged are higher (by 4% on average).
The month-on-month comparisons for Quarter 4 2017 show the usual 
decline between November and December, but an overall moving 
average growth of 1% for Quarter 4.
As part of the annual revenue, month-on-month increases in sector 
revenue were especially consistent in Quarter 1 and Quarter 3 2017.
17% of all members offer agricultural supplies, rising to 35% of rural 
members. These sales account for 23% of Quarter 4 turnover (for those 
members who offer).

How to get involved
The more retailers and merchants involved in contributing to the index, 
the more robust the data. All raw data is kept confidential and never 
revealed to HAI. If you agree to participate in the monthly Business Index, 
you will receive an email from Behaviours and Attitudes – our research 
partner – once per quarter (usually at the start of the second week), 
asking for several pieces of information that will form the benchmark 
survey:
• Number of employees.
• Location of business.
•  What type of area your business operates in, i.e. to get an urban/rural 

split.
•  Annual sales turnover (less VAT) for your business for 2017 broken 

down by month.
• Sales turnover per month for 2018.
Once this benchmark is complete, you will only be asked for one piece 
of information each quarter thereafter – sales turnover per month for the 
quarter. Please call 01 298 0968 for more information and to participate.

What our members say
Padraic Rogers – Owner, Topline Rogers, Ballymote, Co. Sligo
“We at Topline Rogers are finding Hardware Association Ireland’s 
business index a great help to our business. We are finding it great being 
able to compare our business performance against people in our region 
with a similar size business, it’s a great help. It helps us plan and project 
for where our business is going. It’s very timely for our industry, pity it 
didn’t happen years ago!”

Stephen Blewitt, General Manager Agribusiness, Aurivo
“The benefits to our business are:
1.  With 33 retail outlets spread geographically across eight counties and 

three provinces, we find the breakdown of regions very useful in the 
report.

2.  To be the best you need to compare yourself to the industry and 
the monthly benchmarks help us decipher the areas we are over or 
underperforming in versus the industry.

3.  The fact it is completely anonymous gives us the confidence to be 
totally open with the figures we provide.”
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Two iconic hardware stores have announced plans to close, after a 
combined total of almost 200 years in operation.
Delahunt’s hardware store in Wicklow Town closed its doors in 
November 2017 after 140 years in business, with the property being 
placed on the market for ¤1.5m. The Delahunt family’s hardware store 
is one of Wicklow Town’s best-known landmark properties, with the 
sale being handled by agents CBRE.
A little further North along the East Coast, and a second landmark 
hardware store is joining Delahunt’s on the market. Churchtown Stores 
– which has been in operation since the 1960s and run by brothers 
Barry, Fehan and Kieran Flood in more recent times – is now on the 
market for ¤950,000.
Source: The Irish Times

Performance.
Quality.
Precision.

Call us: +353 71 9185032
Email us: sales@bastaparsons.com
Visit us: www.bastaparsons.com

www.bastaparsons.com

Door Furniture    

Window Furniture   

Builders & DIY Hardware    

Electrical Accessories

Loft Ladders

BLÅKLÄDER TEAMS 
UP WITH ORIGO
Blåkläder – one of Sweden´s leading manufacturers of workwear – 
has announced a new partnership with Origo Distribution in Ireland.  
Blåkläder develop, produce, and distribute all ranges of protective 
workwear for tradesmen, industry, and transport, with a focus on 
functionality, quality, and design.
Blåkläder is continuing to grow and develop their vision of spreading 
quality functional workwear across Ireland. The company has 
announced that they are presently looking for re-sellers across the 
country. To support this vision, Blåkläder maintains full control over 
the quality of their production and resources, owning and managing 
their manufacturing. By partnering with Origo distribution in Ireland, 
Blåkläder are seeking to demonstrate the value of quality beyond 
the production line by encompassing the same quality in their supply 
chain with Origo, who will carry a full range of products in stock and 
have a number of different options, packages, and display stands.

A renewed WEEE Ireland lamp take-back and recycling drive has 
launched in hardware stores nationwide. The campaign is called “Small 
Things Matter” and is designed to increase consumer awareness 
around the recycling of lightbulbs, and ultimately to increase the national 
recycling rates. With the support of Woodie’s, Home Value, Expert 
Hardware, Topline, Arro, Dairygold Co-Op, Homeland, Centenary, 
CountryLife, and B&Q, WEEE Ireland have distributed new front-of-house 
recycling receptacles where consumers can safely and easily recycle 
their light bulbs for free. 
In order to deliver an added incentive to householders to increase their 
recycling, WEEE Ireland have pledged to support LauraLynn, Ireland’s 
Children’s Hospice.
Launching the programme, Leo Donovan – CEO, WEEE Ireland – said: 
“WEEE Ireland is dedicated to increasing awareness among consumers 
as to where and how to recycle lamps and lighting equipment 
responsibly. The new lightbulb recycling box “B-Box” is a great asset 
to stores and has been really well received in the market. This new 
consumer campaign is a great build on the recycling success to-date 
through trade and wholesalers.”
Jim Copeland – Head of Member Relations, HAI – added: “We welcome 
this new campaign from WEEE Ireland. Both the advertising and 
logistical support from WEEE Ireland are invaluable to the industry and 
our members in meeting their obligations in the recycling of lamps and 
lighting equipment.”

WEEE IRELAND LAUNCH  
NEW RECYCLING CAMPAIGN

DOUBLE STORE CLOSURES
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Business Management Software
for Merchants and Wholesalers

For more information contact us on 016260155 www.rnh.ie/merchant

Merchant is affordable, flexible and simple to use

Product & price management

Flexible sales functionality

Purchasing & stock control

Integrated ledger accounting

Trade & consumer e-commerce

Price & availability lookup

Contech Building Products – the manufacturers of Tec7 – are happy to 
announce a new appointment to its team with the welcome addition of 
Jimmy Barrett, who will serve as Brand & Sales Development Manager 
for both Ireland and the UK.
Jimmy, who is from Kildare, is already a well-known figure throughout 
the industry, boasting 28 years of experience, and bringing with him a 
wealth of knowledge within the Builders Merchant and DIY sector. 
Olly Dunne – Managing Director of Contech Building Products – says: 
“We are delighted to welcome somebody with Jimmy’s experience to 
the team, and we look forward to his contribution to an already very busy 
and expanding team.”

NEW SALES  
APPOINTMENT AT 
CONTECH

GRAFTON  
BUYS 
LEYLAND

MANOMANO RULES EUROPE

Builders merchanting group Grafton has acquired London-based 
decorators’ merchant business Leyland SDM. Grafton spent 
£82.4m (¤93m) on the acquisition.
Last year revenue and earnings before interest and tax at 
Leyland SDM were £47.8m and £7.3m respectively. Gross 
assets are estimated at circa £10m at completion of the deal.
Describing the acquisition as a “unique opportunity to acquire a 
leading brand with exceptional locations,” Gavin Slark – CEO of 
Grafton – said that the acquisition expanded Grafton’s presence 
in a resilient segment of the merchanting market located at the 
heart of one of the world’s leading cities.
Last year Grafton reported revenue of £2.7bn (¤3.03bn) in 
constant currency rates, a 6.8pc increase year-on-year.
Grafton said that both its merchanting and retail arms in Ireland 
experienced a lift from an economic recovery that will continue 
this year.

Source: Independent.ie

ManoMano has cemented its position as the largest European 
marketplace for home improvement and gardening, closing 
2017 with a global turnover of ¤250m, doubling UK turnover 
year-over-year.
ManoMano is the first online marketplace specialising in DIY 
& Gardening. Philippe de Chanville and Christian Raisson 
launched the site in 2013, and it now operates in six countries 
across Europe, with over 1.6 million referenced products and 
2,000 partner sellers.
According to co-founder Raisson: “The UK has exceeded all 
the expectations we had set for 2017, which demonstrates 
the real need for digital-pure players in the DIY and Garden 
industry.”
The impressive growth rates place ManoMano among the top 
10 companies in Google’s “Scale Up” programme, and the 
company was shortlisted for the Retail Week Awards 2018 as 
Top Emerging Retailer.
In the last two years, the number of ManoMano employees 
has grown from a team of 63 in 2015 to 172 in December 
of 2017, representing an increase of more than 170%, and 
providing a strong indicator of ManoMano’s rapid growth and 
expansion.

Source: www.insightdiy.co.uk
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Features
•  A Multi-Purpose Access Junction base with 
   options to suit every requirement
•  Quick and easy installation
•  Robust but light base for ease of use
•  Single level flow system designed to 
   minimise the risk of drainage blockage
•  Blanking Plugs supplied for 
   different option system 
   flow profiles

WWW.PIPELIFE.IE
Phone: 021 4884700  Email: Ireland@pipelife.com

All parts 
manufactured 
and tested to 

EN-13598* 
requirements

NEW Universal Access Junction System
1 Access Junction = 16+ Connection Possibilities

Our new universal Access Junction 
offers customers varied connection 
options to cover all their needs.

Access Junction System Advert 1-18_130x180  30/01/2018  16:48  Page 1

DULUX 
REVEALS 
EXTERIOR 
VISION
From 2018, Dulux has a new vision of bringing all its  
exterior brands together under the umbrella of 
“Exteriors Beautifully Protected”, and its in-store 
materials will now feature Dulux Weathershield, 
Cuprinol, Weathershield Satinwood, High Gloss and 
Hammerite. Dulux also has a new TV and digital 
campaign for Weathershield celebrating the beauty of 
transforming Irish homes. With solutions for masonry, 
wood and metal, Dulux has all of the products you need 
to transform the outside of your home. Dulux has long 
been the leader in exterior paints for masonry with 
Dulux Weathershield and garden colour with Cuprinol, 
but up-to-now has not brought all of its exterior brands 
together.
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Crown Paints have announced their predictions for this Spring and Summer’s main colour 
trends. The ‘Colour Influences’ predictions for Spring and Summer 2018 come on foot of the 
company’s expert panel assembling on an annual basis to brainstorm their knowledge and 
passion for the latest colour trends.  
Crown’s Colour Consultant Neville Knott spearheaded a showcase of the three principal trends 
which Crown predicts will dominate this year’s painting and home decorating scene.
The first colour palette is entitled ‘Linear’ and presents the minimalist look with a twist, 
offering a complementary range of relaxed colours that are perfect for giving lounges a sleek 
and sophisticated makeover. The trend is about working with the simplicity of straight lines; 
keeping to slim black outlines in furniture and lighting as well as on walls. The muted palette, 
when combined with stylish simple accessories, gives a sophisticated sense of modern 
elegance. 
The second trend is entitled “Provocative” – a bold reaction in colour form, presenting striking 
colour block combinations that push and pull against one another to create something original. 
In the spirit of the artistic and vibrant murals that adorn the walls of London’s East End, this is 
similarly a form of expression.
The third trend – “Bloom” – showcases fresh floral tones on a long spectrum from lively 
greens to deep-seated pinks and purples. This works particularly well in a bedroom setting, by 
using the lightest and deepest colours together to add interest and originality to the theme. 
For details on Crown’s Breatheasy range of paints and palettes used to craft the Spring and 
Summer looks, or to discover thousands more colours available, visit your local Crown stockist 
or visit www.crownpaints.ie 

CROWN PREDICTS BRIGHT FUTURE
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Lagan Products – part of the Lagan Group owned by Kevin 
Lagan – has been recognised by ‘Great Place to Work’ as one 
of Ireland’s Best Workplaces 2018. The company manufactures 
and supplies a range of building products to the Irish and British 
construction industries, including bulk and bagged cement, clay 
bricks, roof tiles, concrete and sand.
Lagan Products were recognised at the annual “Great Place to 
Work: Best Workplaces in Ireland” awards in the Clayton Hotel 
on Burlington Road, Dublin on Wednesday 21st February. This is 
their first year to be named as a top workplace, based on the 
findings of the Great Place to Work Institute. 
Jude Lagan – Managing Director of Lagan Products – said: 
“Being recognised by Great Places to Work is a fantastic 
accolade and is testament to the positive culture created by our 
employees every day.”
Lagan Products is not connected in any way to Lagan Construction 
Group, owned by Michael Lagan.

A new product has been 
launched that promises 
an effective and humane 
method of keeping wasps 
away. Supplied by DS 
Supplies, Waspinator is a 
simple way to eliminate 
wasps from your garden 
without harming them. 
Traditionally, most wasp 
remedies involved either 
trapping or killing the wasps 
using chemicals or messy 
bait. However, one of the 
many downsides to this approach is that dying wasps can emit 
a distress signal which is picked up by other wasps that they are 
under attack, calling for reinforcements. Waspinator resembles a 
wasps’ nest, naturally discouraging wasps from approaching it. 
It is completely harmless to wasps, uses no chemicals, requires 
no maintenance, and avoids the need for traps, thus avoiding 
any mess or dead wasps. Available in single and twin packs, 
it can be deployed to make your home, attic, garage, school, 
playgroup or workplace a wasp-free zone.

LAGAN ONE OF 
IRELAND’S BEST

The benefits of 
fully integrated 
business software

The provider of K8 - the market-leading integrated trading and 
business management solution for builders’ merchants.

T+353 (0)1 469 3375   |   www.kerridgecs.ie

Matt Stapleton, Country Manager, at Kerridge 
Commercial Systems (Ireland) Ltd, explains the 
benefits of fully integrated business software 
for merchants, retailers, wholesalers and other 
distributive businesses.

“If you’re using a software solution to manage your 
business but still have to go ‘off system’ to perform 
various tasks, maybe it’s time to consider a fully
integrated solution?

In addition to the functionality you’d expect from a 
modern ERP solution such as sales order processing, 
margin control, purchasing and stock management, 
our core solution delivers all the following fully
integrated functionality:

• Real time eCommerce with account                                      
self management

• Real time business intelligence

• Delivery management including electronic                                
proof of delivery

• Financial management based on a single                
ledger system

• ‘Accounted for’ special pricing agreements                                     
and rebate management

We’ve been active in the Irish market since 1981 and 
today our solutions are used across the country by 
builders’ merchants, hardware stores, bathroom and 
tile retailers/distributors, plumbers’ merchants and 
timber companies.

If you’d like a demonstration of our software - or just 
an informal chat about how our integrated solution 
could help your business, please contact me.

BYE BYE WASPS

Advertorial
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FLEETWOOD BANGING 
DOWN THE DOOR

Advanced by Fleetwood Paints is the company’s 
specialist product for front doors, window frames, 
railings, gates, and fences. The water-based, low-
VOC, and exceptional flow-and-levelling formula 
distinguishes it within the Irish paint industry, with it 
being suitable for both interior and exterior projects.
The Advanced range consists of a Gloss, Satinwood 
and Undercoat. Featuring the latest technology in 
coatings, the advanced Green Tech resin system offers 
the application and performance qualities usually 
associated with traditional oil paints. The water-based 
formula is easy to use and quick drying, allowing 
you to close your door within an hour of painting. It 
cleans up with soap and water and is touch-dry in 30 
minutes. No lingering smells and low VOC content 
means it’s safe for the family and environmentally 
friendly. With a 6-year exterior protection against all 
the Irish elements, the colour and finish will stay 
vibrant for longer than ever.
Last year, Fleetwood introduced a first-of-its-kind 
colour card – The Front Door Collection. This card 
includes shades from the much-loved Popular Colours 
and Weather Clad collection, chosen to work in perfect 
harmony with Ireland’s unique landscape. This colour 
card is indispensable to any customer searching for 
guided inspiration in an age where the scope for 
choice can be somewhat overwhelming.

TEC7 LAUNCH GT7 400ML WITH NEW NOZZLE
Tec7 recently unveiled GT7 400 with the new Cobra 2-Way 
nozzle, joining the already-well-established family of Tec7 
products.
Having been around for the last eight years in both a 
200ml and a 600ml option, GT7 boasts a multitude of 
various applications, and has become a firm favourite with 
trades people and DIY enthusiasts alike.
Described as “more than just a penetrating oil”, the 
product also serves as a lubricant, cleaner, contact spray, 
and protector, as well as fighting rust and being water 
repellent.
Due to its unique “Cold Shock Effect”, GT7 – when sprayed 
on to rust – delivers an instant reaction, causing the 

particles to freeze before setting to work immediately.
GT7 is also a fantastic moisture repellent that must 
be seen to be believed; simply spray the GT7 in to the 
working parts of your power tool and you will have instant 
protection against moisture.
Furthermore, GT7 can help loosen those stubborn bolts 
that simply do not want to be opened; spray GT7 on to the 
nut and bolt before leaving it for a few minutes, allowing 
it to work. Don’t worry if the bolt is standing upright, as 
GT7’s remarkable gravity-defying action works its way up 
the bolt.
For more information, and to see GT7 in action, visit  
www.tec7.ie.

Have a Coffee with us 
at the upcoming 

Hardware Assiciation 
Conference

www.coretechnology.ie

info@coretechnology.ie

+353 (0)25 41 400

Over 30 Years of Increasing Margins For 
Retailers 

Arrange A Software Analysis with 
Our Retail Experts
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ADPENETRATING OIL

MOISTURE REPELLENT

FIGHTS RUST

CORROSION RESISTANT

LUBRICANT

CONTACT SPRAY

PROTECTION

CLEANER

SILICONE FREE GT7 The Professional MultiSpray - More than just a Penetrating Oil

One product, a myriad of applications. Innovative, versatile with 
superior quality making it indispensable for professionals and 
ideal for around the home

AIB LAUNCH CLOVER  
FLEX AS SPENDING SOARS
AIB Merchant Services have announced the introduction 
of Clover Flex – a new feature-packed, space-saving POS 
for businesses. Built to do business wherever one is, 
Clover Flex features the same industrial-strength payment 
capabilities and security as larger Clover devices, with the 
flexibility to take payments at or away from the counter. 
The terminal is easy to transport, and easy to hand to 
customers, who can swipe, tap, enter a pin and sign, 
whether in line or in the aisle.  It also contains a built-in 
receipt printer and scanner for  
added convenience. The device can connect using  
Wi-Fi or via an in-built SIM (Data charges apply).  See  
https://www.clover.com/get-paid/flex for more details.
AIB’s announcement comes around the same time 
as the Central Bank released figures confirming that 
Irish consumers are using their debit cards up to three 
times more than their credit cards when carrying out 
transactions. The figures – released on Friday 16th 
February – show that the ¤3.6 billion spent via debit card 
in store in December proved a 15% increase on the same 
month in 2016, with debit cards accounting for ¤949 
million in online spending.



For 63 years now (since 1955), Basta has been a mainstay  
within the Builders Merchant/Hardware and DIY 
community, with deep and longstanding connections 
throughout the industry.

In all that time the company has been based in Tubbercurry, 
Co. Sligo, and continues in this location to this day, with its 

manufacturing, distribution, sales and marketing, and finance 
functions all located in this thriving West of Ireland town.
I arrived at Basta on a bright and sunny morning and was 
greeted by the Chairman and HAI Past President John Murphy, 
together with the Managing Director Dermot Foster, and – after 
initial introductions – was given a tour of the full production 
facility, which spans over 100,000 sq. ft. One can certainly get a 

In this issue’s Supplier Profile, The Hardware Journal went West, 
as HAI CEO Annemarie Harte travelled to County Sligo to see 

how a HAI Past President aims to bring Basta Parsons Ltd into a 
new phase of development.  

March/April 2018
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Bright future 
behind the door
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sense of the position that Basta holds in the market given the 
size, overall scale, and sheer volume of activity that was taking 
place on the morning of my visit.
This past year has seen considerable change in the business, as 
the company was acquired by John and Dermot earlier in 2017 
from the Norton Family, following the passing of Kevin Norton 
after a short illness in January last year.
Along with the existing management team, the new owners 
set about working on and improving some key functions, with 
particular emphasis on customer service, marketing, and new 
product and packaging development, while at the same time 
re-engaging with all key customers in order to deliver the 
message that Basta has a new focus and direction under its 
new management team.
The well-known and home-produced door and window furniture 
products such as the Belair, Belvedere, and Glencar ranges are 
now being supported by new and contemporary designs such 
as Roxton, Eden, Victoria, and Kelsi products, which can all now 
be found on the brand new Basta website – live since the 1st 
January this year. Basta is also now a significant supplier of 
Timber Loft Ladders which has added a new dimension to the 
product offering available from Basta during 2017.
Another major development during 2017 was the acquisition 
and integration of the Sasta Brand, which previously was based 
in Tramore, Co. Waterford, and has been now transferred to the 
Basta facility in Sligo.
Incorporating light and heavy-duty pre-packed hardware 
products along with a comprehensive range of pre-packed 
electrical products, this was an ideal fit for Basta and entirely 
complimentary – especially for customers who are seeking to 
consolidate and fine-tune the supplier rationalisation process.
Drawing on the vast amount of industry experience within 
the business, Basta is now working on a significant customer 
support programme designed to pull volume product through 
the channel called “Basta Channel Reach”, and – using disruptive 
software technology which Basta has developed – it gives a 
new meaning to the term “back selling”. Watch this space as 

Basta offers a new dimension to how it goes about supporting 
its stockists.
All of this activity is now fully supported by a sales team 
of five area sales managers, along with two full-time sales 
merchandisers, which ensures that your in-store displays are 
looking their best at all times.
As one of the longest Irish Brands existing in the construction 
sector, it’s great to see Basta looking forward to the next phase 
of its development with confidence, and continuing the legacy of 
great quality product and service.

Supplier Profile
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If you have a story to tell as a supplier or 
manufacturer in the Irish market, please 
contact Annemarie on 01 298 0969 or 
annemarie@hardwareassociation.ie 
for more information.
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Following the recent implementation of a comprehensive re-branding 
strategy, O’Toole’s Tools in Galway’s city centre is running hard to 

keep pace with the online pack. But as The Hardware Journal found 
out when it caught up with Ruairi O’Toole, winning the race will not 

nearly be as straight forward as he would like.

Galway’s Tiniest 
and Finest

Store Profile

One of the more remarkable things as one drives across Ireland, 
leaving the capital in the rear-view mirror as Galway’s “City 
of the Tribes” bursts up out of the Western seam of the Irish 
countryside’s fabric, is the pendulum swing from a skyline full 
of cranes to a skyline without a single one. In a city constantly 
plagued by traffic congestion, regularly inundated with annual 
tourist tsunamis for events such as the Arts Festival, the Oyster 
Festival, and of course the Galway Races, urban development 
and construction are conspicuous by their prolonged absence. 
A perennial stagnation surrounds plans for a bypass that would 
ease the aforementioned traffic congestion. The uncertain future 
of Apple’s planned data centre in nearby Athenry causes further 
frustration for those both embedded in and dependant on the 
local economy.

Home to Hardware Store
Nestled in the nucleus of Galway City sits O’Toole’s Tools – 
arguably the most charmingly presented hardware store in all the 
country. Back in November 1985, the late Jackie O’Toole sought 
permission from his beloved wife to convert the downstairs of 
her family home into a paint shop, with a few hardware bits and 
bobs for sale too. Having worked for 25 years in the now-defunct 

Naughtons Hardware in the city, Jackie decided to launch his 
own endeavour – J. O’Toole & Sons – overseeing operations right 
up until his retirement a little under six years ago, at 70 years of 
age. Originally dealing primarily in paint with a smattering of tools 
on the side, the focus of the business gradually shifted towards 
hardware, as the paint offerings diminished to near-extinction.
That transition happened as the boom was taking off, with 
heavier tools finding themselves increasingly in demand. Jackie 
had previously looked after those areas of Naughtons, so it was 
a relatively smooth progression for the store. Nevertheless, part 
of the reason for the paint trade dropping off was the issue of 
access, with the shop situated on a one-way, semi-pedestrianised 
street off Eyre Square. The nearby Corrib Shopping Centre 
provides relief, but points are inevitably lost on practicality with 
the absence of on-site parking. However, the store still retains a 
very healthy portion of trade customers, which could be as much 
as 50% of their overall business, according to Ruairi. In cases 
of collection, a quick phone call in advance will suffice, and the 
O’Toole’s team will have the product ready and waiting – a feat 
achieved through the grace of having 90% of the stock stored 
on-site. Plans to roll-out a Click-and-Collect service are also 
underway.
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Size Doesn’t Always Matter
Back in 1985, there were four other hardware/DIY merchants 
competing for custom. Today, only McDonoghs survives, having 
centralised all operations to where their builders merchants yard 
is situated, in an industrial estate outside town. No such need to 
consolidate operations afflicts O’Toole’s, however, who boast an 
overall floor space of just 80m2. Self-billed as “The Biggest Little 
Hardware Store in the West”, eldest son and owner Ruairi O’Toole 
is quick to point out that a small store is just as challenging as 
a large one (if not more so) when it comes to managing the 
available space.
“Often, we get asked how we manage to fit so much stuff into 
the place, but whenever I look at the bigger stores, I’m always 
asking: ‘how are they so sparse?’” muses Ruairi. That, he admits, 
is his conditioning from having had to constantly maximise 
every centimetre of space available since he’s been working 
in the store, which – for him and his brothers – has been since 
childhood. With the January sales having just concluded, O’Tooles 
find themselves in the midst of preparations for the Spring 
season. Functional seeds for various vegetables are among the 
key sellers – a surprisingly strong-performing category, as Ruairi 
himself admits – and the store will undergo a minor change-of-
layout to refresh the aesthetic for customers.

Staying Afloat
Regular, returning customers are a key element of any store’s 
survival, and O’Toole’s is no different. Ruairi explains how – with 
so many contacts built up over time – the store endeavours to 
keep abreast of any new emerging product ranges. “If anything 
new comes online, we’ll take an interest in it to see where it’s 
going,” he confirms. However, when it comes to e-commerce, he 
laments past experiences of suppliers furnishing incorrect order 
codes for products bought in, as well as the fact that trying to get 
images off suppliers is apparently “like pulling hens’ teeth” – just 
one symptom of a wider lethargy that Ruairi believes is afflicting 
the industry overall when it comes to online retail. Another 
principal challenge is the constant pressure to price-match with 
online sellers.
“What we’ve noticed over the past 18-24 months, and especially 
at Christmas time, is people coming in claiming to have found 
one of our products online at a cheaper price, sold by some guy 
who’s more than happy to make a 5% margin. I mean, we’ll try 
to match it as best we can but sometimes, it’s just not a realistic 
possibility,” explains Ruairi. This loss-leader pressure is a major 
concern for stores like O’Toole’s, making survival harder and 
harder unless the ability and willingness to adapt and transition 
is apparent. Shopping online is also convenient, and the delayed 
works on a bypass is not helping with Galway’s nightmarish 
traffic – factors that Ruairi understands and accepts, using that 
acceptance to drive O’Toole’s Tools harder to stay ahead of the 
game.

Mixing or Stirring? The Social Media Experiment
O’Toole’s Tools take their social media presence very seriously. As 
Ruairi observes, advertising is progressively straying away from 
traditional print offerings. “The lads in the van aren’t reading the 
paper – they’re on their phone,” he states. O’Toole’s avails of a 
variety of online and social media fora to advertise, with services 
such as Google AdWords, Facebook, Twitter and Instagram all 
heavily relied upon to reach new customers. The store has more 

recently been working with a digital marketing manager to put a 
plan in place for the next 12 months. The main overhaul occurred 
in the changing of the store’s name, from “J. O’Toole & Sons” to 
“O’Toole’s Tools”. Ruairi explains how that helped amalgamate with 
all the other online platforms. A determined colour scheme was 
adopted around three months ago too, with the iconic pink store 
front of old replaced with a more professional, smoulderingly 
energetic blue, which was all part of the re-branding.
At the moment, Facebook remains the principal platform through 
which the store interacts with its customers, and through their 
Facebook the store saw a lot of attention build around they’re 
Testosterone Kits – a provocatively-named range of tool kits 
launched in the run up to Christmas. The marketing strategy could 
be considered diplomatically as “rather bold”, with comparisons 
between it and Yorkie’s now-infamous “It’s Not for Girls” tagline 
not wholly inaccurate.
“We knew we were on the edge with that campaign,” admits 
Ruairi, “but we were also in the midst of the re-brand at the same 
time, so it was something to stand out from the crowd and get 
the public talking, which they certainly did.” He affirms that most 
people saw it as light-hearted, and even defers to the fact it was 
thought-up by a woman as adding to the sense of fun and irony 
of the situation. “The majority of people liked it, but naturally 
there were those who didn’t like it,” he explains. “Nobody came 
into the store to protest, as it was mainly online that the backlash 
occurred,” he continues. After a long and thorough deliberation 
among the senior management, it was decided not to become 
embroiled in an online battle, as that would only add unsavoury 
fuel to the fire.
However, whether intended to be light-hearted or not, given the 
ground-breaking data revealed by The Hardware Journal in our 
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previous issue surrounding gender stereotypes in DIY, how does 
Ruairi and his team consider their female customer base?
“Being in Galway, we have a huge number of female customers 
coming in on a daily basis. What we pride ourselves on is honesty 
in advice, irrespective of gender. It genuinely is one of our main 
USPs. If what they need can be bought for cheaper, sell them the 
cheaper option, without looking to sell more expensive products if 
they’re unnecessary. Because of our access issues there’s a need 
to advise wisely, to ensure the customer gets what they need the 
first time. This also leads to repeat custom.”

The Men Behind The Magic
Given the level of activity, it’s unsurprising that O’Toole’s Tools are 
currently recruiting. At present, the staff consists of just two full-
time employees and one part-time. They’re looking to hire a third 
full-time employee after a recent departure. “Ideally, there’d be 
four full-timers to give us all a break, but we just can’t quite justify 
a fourth full-time employee yet. Senior manager John Collins has 

been there for 32 years, with Ruairi himself clocking up 20 years 
so far. Ruairi’s younger brother John works two days per week 
to help out but is primarily a mechanic by trade. His skills are 
regularly called in to action. “Technically we don’t do repairs in-
house, but if it’s something doable, like changing a pair of brushes 
on a drill, we’ll leave it to John,” chuckles Ruairi.
The retail community spirit is strong in the area, and many of 
the local stores might pop in asking to borrow something for a 
minute, with the O’Toole’s team obliging (within reason). The 
store also has an advertising hoarding up at Eamonn Deacy Park, 
in support of Galway United.

The Good, The Bad, and the Galway
One of the key benefits for a small store such as O’Toole’s Tools 
in the heart of Galway City is the sheer variety of customers 
encountered, according to Ruairi. The eclectic mix of random 
one-time shoppers marries harmoniously with the solid base of 
regular customers, and the familiarity and those relationships that 
are nurtured over time. The shop also boasts a thriving overseas 
export business (albeit to the Aran Islands and Inishbofin). But 
that shadow of the online competition still looms large over this 
little hardware shop. “Individuals with access to profit, willing 
to make very little margin, with product the source of which 
we’ll never get to the bottom of!” declares Ruairi. Enterprises 
like ScrewFix are also posing big challenges too, being as 
they are extremely well financed and well marketed. Ruairi 
describes it as silly to try to take such behemoths on, though, 
as many of the lines they have are exclusive, rendering direct 
competition redundant. “It makes you think outside the box to 
draw customers in, by trying to offer them something different; 
knowledge, experience, refreshing the store layout - it keeps you 
learning, keeps you improving.”
While the two-tier recovery is being keenly felt this side of 
the country, Ruairi believes that things are progressing, but 
at a painfully slow pace. “The media are constantly claiming 
that everything is good. Everything is not good. It’s slow,” he 
observes.
With regard to customer or product trends at present, Ruairi 
can’t point to any one product or range in particular. “Our variety 
means no one thing jumps out,” he states. As for upcoming 
developments, he’s playing his cards close to his chest, revealing 
a few planned meetings in the diary to examine the rest of 2018. 
“Watch this space!” he advises.
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Could you tell our readers a little about your own 
background and your extensive experience in 
grocery retail? What key lessons did you learn from 
that earlier period, that you then brought with you 
to Aurivo?
I initially completed a business qualification in college and 
started my career as a Trainee Manager with Quinnsworth, 
before they were bought-out by Tesco. From Quinnsworth, I 
then went to work with Supervalu, before moving to the UK for 
a couple of years to join ALDI, prior to their arrival on the Irish 

market. I then returned to Ireland with ALDI in 2000, as they 
were starting to open their stores here. Overall, I spent six years 
with ALDI before switching to Aurivo (or Connacht Gold, as it 
was then known). Having worked for such diverse companies 
with different cultures and customer types, I was able to apply 
the best customer service, operational and management 
techniques to my various roles within Aurivo.  Also, during my 
working career I made a point of undertaking constant upskilling 
and education, gaining third level qualifications in Finance and 
Agriculture over the past 20 years.

The Aurivo Co-operative Society Limited’s indigenous footprint impacts 
the entire West and North-West of Ireland, satisfying the diverse needs of a 

wide-ranging population and fostering a community spirit among employees, 
customers, and everyone in between. The Hardware Journal touched base with 

Stephen Blewitt – General Manager of Aurivo’s Agribusiness – to learn more 
about the co-op’s Homeland store network in particular.

Something for 
everybody 

Interview
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Could you describe your store formats – Homeland 
Agri, Homeland and Homeland Plus – and how they 
differ?
We have 33 retail outlets across Southern and Northern Ireland, 
and an animal feed outlet in Ballaghaderreen, Co. Roscommon. 
Out of those 33 retail outlets, 21 are Homeland Agri which 
strives to supply everything a farmer would need, with a limited 
non-agri offering. These are mostly located in the small towns, 
villages and communities across the eight counties in which 
we operate. The ten Homeland stores are located in the larger 
towns, where the population exceeds 3,000-4,000 inhabitants, 
with the size of those particular outlets ranging from 3,000 to 
10,000 sq. ft. While catering for farming needs, those Homeland 
stores also carry an extensive range of hardware items, paints, 
gardening products and pet food. In terms of size, the largest 
of these Homeland stores is in Ballina. And finally, we have two 
Homeland Plus stores, located in Deepwater Quay, Sligo, and 
in Westport. They encompass everything the other stores offer, 
with homeware and various other products on offer as well. The 
Homeland Plus store in Deepwater Quay is in fact our largest 
store overall.

I understand the geographical footprint of your 
stores has increased over the last few years. Could 
you give an idea of how your store numbers have 
developed?
In recent years, we’ve gone through a phase of right-sizing 
our retail network. In 2012, following the purchase of Donegal 
Creameries, we actually had 41 retail outlets. What followed 
was three years of right-sizing our footprint. For example, we 
found ourselves with certain stores only three or four miles 
apart, which didn’t make a lot of sense economically.  Once that 
revision took place, we concluded that phase of right-sizing with 
the overall reduction taking us from 41 stores down to 32 stores. 
Thankfully, we’ve returned to focusing on our expansion once 
more. In December 2017, we opened a new store in Belmullet – 
our 33rd.

How important are the Homeland stores to the 
overall Aurivo business?
Well, we have two brands within Aurivo Agri Business; 
Homeland, which is our retail brand, and Nutrias, which is our 
animal feed brand. So those two brands are a huge element 
of the overall co-op, with their combined ¤100m turnover 
accounting for a solid quarter of the co-op’s overall turnover of 
just over ¤400m. For our 10,000 shareholders too, Homeland 
and Nutrias play a key role in their businesses and day-to-day 
lives. Farmers in particular rely heavily on these two elements 
of the Aurivo co-op, as almost 70% of our turnover and profits 
comes from farm inputs. The co-op also comprises our four 
livestock marts and our 1,000 or so dairy producers. These 
producers and the mart customers are of course Homeland and 
Nutrias customers too, and it’s this communication between our 
different Business Units that we’re constantly trying to promote.  
We feel that our network offers a huge advantage over our 
competitors, with so many touch points allowing our customers 
specific advice and flexibility when buying and paying for goods. 

What are the main growth objectives for the 
Homeland stores in the next two to three years? 
Have you an optimum number of stores you want 
to achieve by 2020, and what would that be? 
While it’s too early to disclose specifics, we developed a 
strategic plan at the end of 2017, and we will have three more 
stores open by the end of 2022. In our strategy, we’ve plans 
to expand both within the eight counties in which we currently 
operate, along with the greater Leinster region also.  When 
developing our strategy, one of the most alarming trends 
highlighted by the 2016 census pointed to a population decline 
in Donegal and Mayo – counties in which a third of our retail 
outlets are situated. Therefore, for the long-term sustainability of 
the co-op, we have to ensure that we invest in more populated 
areas displaying population growth. Early last year we were 
presented with the opportunity to open a store in Belmullet, 
Co. Mayo, as the then owners felt it was an opportune time 
to exit. Since opening in December, it has exceeded all our 
targets and is experiencing huge growth in the Agri, Hardware 
and Building categories. It is this kind of expansion we plan to 
pursue in the coming years, where we can partner with one-off 
retailers who see the benefit of what the Homeland team have 
to offer customers in their area. With our plans to expand beyond 
our current region underway, the door is always open to new 
ventures with like-minded businesses in regions where we’ve 
yet to establish ourselves; to work together to improve both 
those new regions and the overall health of our industry as a 
whole.

With your parent company Aurivo’s deep roots 
in the west and the northwest, is this reflected in 
Homeland’s relationship with customers?
We’ve a team of 240, spread over the Agribusiness, between 
the mill and the stores, as well as our team on the road. The 
vast majority of that team would be local men and women, 
with many of them involved in agriculture themselves. In the 
rural areas especially, our stores are seen almost as a sort of 
community centre, where you can come not just to buy your 
feed or supplies, but also chat with your neighbours. We also 
maintain a very strong working relationship with the agricultural 
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colleges – namely UCD, Greenmount, and Mountbellew – in 
terms of offering work experience. Indeed, a lot of our graduates 
and trainee managers would’ve come through one of those 
institutions. Our social club is also actively engaged with the 
local communities, organising charitable events that managed to 
raise ¤40,000 in 2017 for local charities. 

Do you believe there has been a two-tier economic 
recovery, with rural areas experiencing slower 
growth than the big towns and cities?   What 
should be done to drive growth in rural areas?
It’s most definitely two-tier, from all the economic data being 
released. However, what I’ve witnessed since taking over as 
General Manager 18 months ago is that if you up your game 
and provide a good service, you will get the turnover growth. In 
2017, we experienced growth in every category, and that’s with 
a declining population. That is mostly down to the fantastic team 
we have out there, who serve the customer well. It’s also down 
to the effort we put in to our digital marketing over the past year-
and-a-half or so. 
What I have also seen is that you have to invest in training and 
developing your team. I am delighted to say that 99% of our 
promotions are filled from within, and our team see a clear 
career path for progression. Unfortunately, not all companies 
in our industry have the ability to develop their people and they 
suffer when vacancies exist.  Your people are the future of your 
business. It’s easy to sit back and complain that things are 
better in Dublin – and they are – but there’s no doubt that if you 
do your best, and if the customers see value, if they feel well 
treated and respected, and if you have a high-performing team, 
you will see growth.

Merchants operate in a fast-moving, fast-changing 
environment. 2017 saw Brexit loom ever larger 
on the horizon. What do you consider the most 
significant obstacles in the next two to three 
years?
The co-op actually established a Brexit committee, with 
representatives from each of our three business units who 
meet on a monthly basis to review the current situation. We 
currently transport milk from the North to the South of Ireland, 
over the border, and we also have one retail branch in the 
North – in Omagh. But overall, I think it’s very much a wait-
and-see situation. To be fair, if Theresa May can’t tell what’s 
going to happen next, there isn’t much hope of the rest of us 
successfully predicting the next step. Personally, I fully expect 
a much more watered-down version of what people originally 
feared back in June 2016.

What is Homeland’s online retail strategy for the 
next couple of years?  What’s your view on the 
quality of the broadband network across the west 
and the northwest?
While we don’t yet have an online retail presence, it is part of 
our strategy. Selling online is certainly something we’re aiming 
to do in the very near future. As part of the required research 
into an e-commerce offering, we actually carried out a survey 
of our customers, most of whom reported back with good-to-
very-good broadband. So, I think we’re leaving behind the days 
of poor broadband. We believe there to be a niche in the market 
for what we’re looking to do, and the target is to have our 
e-commerce operational within 24 months.

Interview
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The Homeland Plus store in Deepwater 
Quay is the largest store overall
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The Hardware Show 2019 
sells 30% of space at launch 
Members of Hardware Association Ireland, together with 
various industry representatives, turned out in great numbers 
at the Citywest Hotel on Tuesday 20th February for the official 
launch of The Hardware Show 2019. The event commenced 
bright and early, with a complimentary breakfast from 7:30am 
for all those attending. A steady stream of arrivals flowed 
through the doors of the ballroom as registrations proceeded 
in earnest. Shortly thereafter, the items of business got under 
way, with the room being officially welcomed by HAI President 
Kieran Burke. Kieran began by speaking about the Hardware 
Conference, which will take place on 1st May at the four-star 
Galmont Hotel in Galway, before handing over to Annemarie 
Harte – CEO, Hardware Association Ireland.
Annemarie spoke at length about The Hardware Show 2019, 
announcing Intact Software as the headline sponsor. An in-depth 
presentation followed, detailing the various mechanisms called 
upon to both analyse 2017’s Show and effectively plan for next 
year’s. A thorough review of those exhibiting at the 2017 show 
in the RDS found that one of the most popular suggested 
additions to the Show was more seating and increased tea/
coffee stations. The majority of respondents agreed that 
the Show duration is about right, with Sunday/Monday still 
considered the best days to hold the event.
Approximately 60% favoured a return to Citywest as a venue 
as – in spite of various benefits to hosting in the RDS (available 
space being chief among them) – overall, the logistical 
problems encountered essentially demote it from being the 
most preferable venue. Respondents also embraced the idea 
of opening the Show to architects, specifiers and contractors, 
potentially in the form of a special afternoon or evening event. 
Finally, and encouragingly, a healthy majority of exhibitors (65%) 
would happily consider Show-only deals.
The presentation then moved on to a review of the visitors 

to the 2017 Show. 
Their main reasons for 
attending the previous 
Show were to view 
new products and 
garner potential new 
ideas, to identify, meet 
and network with 
new suppliers, and to also meet up and check in with existing 
suppliers.
Positive aspects of the 2017 Show included an increased 
attendance from Ulster. Furthermore, of those attending to 
view the various exhibitors, 87% had buying authority, with 
the average value of orders either placed or that will be placed 
coming in at between ¤10,000 and ¤20,000.
In preparation for The Hardware Show 2019, an extensive review 
was undertaken of all three potential venues – RDS, Citywest, 
and Punchestown. Various Show features that had previously 
existed were considered, together with the vast potential to 
expand upon these. Exhaustive research has led to new ideas, 
subsequently allowing for the mapping out of a clinical, tailor-
made floor plan for the upcoming Show.
The Hardware Show 2019 will take place on the 17th and 18th 
February 2019, in Citywest, with over 3,100 sqm of floor space. 
While the venue may dictate a slightly more limited number of 
features, it will more than make up for this with a significant 
increase in comfort areas. The event will also celebrate the 
inaugural inclusion of a substantial Italian delegation, in 
conjunction with Buyer Point – Italy’s foremost B2B event  
for DIY and Garden. Over 20 Italian companies will be present  
in a specially-designated Italian area.
The registration area was inundated following the launch, but 
you can still book your spot by visiting www.thehardwareshow.ie.

Supported by
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New Members

As the voice of the Irish hardware industry we commit to offering 
your business the member benefits needed to keep your retail/
merchant, supplier or manufacturing business thriving. 

Protecting You:
- Employment Law & HR
- Health & Safety
- Hardware retail & builders merchant insurance

Managing Your Money:
- Card processing rates and Electronic Point of Sale (ePOS) 
- Cash-in-transit offer
- Debt collection advisory service
- Credit insurance and credit risk management support

Cutting Your Costs:
- Fuel card offer
- License-free music

Moving You Forward:
- Trade Journal
- Trade Show
- Study Tours
- Conference
- E-learning and online training resource
- Sector specific classroom training
- Industry specific online retailing advice
- Hardware retail and builders merchant management development
- Supplier B2B sales management training
- Business Index of net retail sales

Become a member
To become a HAI member and to avail of any of the above 
services visit hardwareassociation.ie or call on 01 298 0969

hardwareassociation.ie

How can HAI Membership help you?

Membership 
built for you

Carl Kammerling International Ltd
Glanydon Industrial Estate, Pwllheli  
LL53  5LH, Wales
Ph: +44 1758 701070 
Contact: Tony Macer
Email: tony.macer@cki.uk.com
Business: Hand & Power Tool  
Distributor

Woods Building Products
Knocksaggart, Limerick Road,
Newmarket-on-Fergus, Co. Clare
Ph: 087 2809477
Contact: Billy Woods
Email: woodsbuildingproducts@gmail.com
Business: Builders Merchant & 
Hardware Store

Bretts Hardware & Builders Providers
Kickham Street, Mullinahone,
Thurles, Co. Tipperary
Ph: 052 9153320
Contact: Ronan Brett
Business: Builders Providers & 
Hardware Store

Liffey Providers Ltd
Unit 14 Hibernian Industrial Estate,
Tallaght, Dublin 24
Ph: 01 9695060
Contact: Camilla Walter
Business: Builders Merchant  
& DIY Store

www.tegral.com

+353 (0)59 863 1316

YOUR PARTNER IN FIBRE CEMENT  
ROOFING & CLADDING FOR OVER 80 YEARS

HAI IS DELIGHTED 
TO WELCOME ITS 
NEWEST MEMBERS

Celuplast Ltd
Unit 52 Baldoyle Industrial Estate,
Baldoyle, Dublin 13
Ph: 01 8326210
Contact: Michelle Bradshaw
Business: Roofing & Window 
Specialists

Knauf Insulation Ltd
PO Box 10, Stafford Road,
St Helens, Merseyside WA10 3NS.UK
Ph: 087 2300972
Contact: Keith Cahill
Business: Manufacturer of glass 
mineral wool and rock mineral wool 
insulation

Building Profiles & Systems Ltd.
Unit C2  Bluebell Industrial Estate,
Bluebell Avenue, Dublin 12
Ph: 01 4600851
Contact: Karl Woods
Business: Distributor of Specialised 
products to the construction industry
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80th Anniversary

www.tegral.com

+353 (0)59 863 1316

YOUR PARTNER IN FIBRE CEMENT  
ROOFING & CLADDING FOR OVER 80 YEARS
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HAI Conference

The Hardware 
Conference 2018 

Join colleagues and new friends for this one-day learning and 
networking event on the 1st May in Galway. With thanks to our 
headline sponsor, Intact Software, and gold sponsors, Ames 
True Temper, Bostik, Glennon Brothers, Irish Cement, Kingspan, 
St Gobain, Tegral, and Wavin, The Hardware Conference is sure 
to be a feature event on the hardware calendar for many years 
to come.
The speakers for the 2018 Conference are some of the most 
successful and inspirational Ireland has to offer, and it’s no 
coincidence that nearly all of them hail from the West. We don’t 
have to look too far from home to find people who have beaten the 
recession, thrived in its aftermath, and who can offer our delegates 
practical inspiration for business and life.
Hear from Chanelle McCoy about her award-winning business in 
Athenry, as well as being the newest Dragon on Ireland’s Dragons’ 
Den. Harry Hughes – CEO of Portwest – won EY Entrepreneur of 
the Year in 2017; hear the secrets of his success, with a world class 
family business that continues to grow at over 30% per annum 
and now employs over 3,000 people worldwide. Learn from Willie 
Ruane – CEO of Connacht Rugby – about ‘Grassroots to Green 
Shirts’; a vision which aims to inspire the people of Connacht 
through rugby success.
Ask yourself when was the last time you stepped away from your 
business to reflect, to think of ways you might be able to improve it, 
and talk with colleagues who live with the same issues?
When was the last time you took off to recharge your batteries? 
The format is a one-day conference, kicking off at 10am with 
speakers and lunch, and with a number of seminars on topical 
subjects, as well as a Brexit panel discussion in the afternoon. The 
informal part of the day starts in the evening with pre-dinner drinks, 
dinner, and entertainment. 300 members of the industry attended 
the inaugural Hardware Conference in Kilkenny in 2016 and gave 
a 100% recommendation that they would return to the next 

Conference, so we’re looking forward to a large crowd.
Give yourself a break, join the hardware community in Galway for a 
one-day conference to remember, and celebrate HAI’s 80th birthday 
in style.

The Hardware Conference is about being inspired, relaxing, sharing 
ideas and – perhaps most importantly – developing relationships 

with other delegates.

Book Now!
Delegate rates remain the same as 2016: HAI 
members ¤150 and non-members ¤250. These rates 
are inclusive of dinner. Dinner-only rate for HAI 
members is ¤80 and non-members ¤100.

To book your place at the Conference visit www.
thehardwareconference.ie or call 01 298 0969.

Hotel Reservations
The Galmont Hotel has over 260 bedrooms 
available and is located on the banks of Lough 
Atalia overlooking Galway Bay. The hotel is just a 
three-minute walk from Eyre Square, five minutes 
from the popular and bustling shops, pubs and 
restaurants of Galway’s main Quay Street, and the 
main railway and bus stations. The hotel is situated 
two hours from Dublin and two and a half hours 
from Cork by car.

To book a hotel room, call The Galmont Galway 
now on 091 538 300 or visit www.thegalmonthotel.
com  and use the promo code Gal002 to avail of 
our special delegate accommodation rates of ¤135 
single occupancy and ¤145 double occupancy 
including breakfast.
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HAI Conference

Master of Ceremonies (MC) –  
Sarah McInerney
We are pleased to introduce Sarah 
McInerney as the MC for the day at The 
Hardware Conference 2018.
Sarah is the presenter of ‘The Sunday 
Show’, a politics and current affairs 
programme on TV3. She regularly 
contributes political columns to The 
Sunday Times. Before moving to TV3, 
Sarah hosted Newstalk’s Drivetime 
Show with Chris Donoghue, which was 
named IMRO Current Affairs Show of 
the Year, 2017. She also won the IMRO News Broadcaster of the 
Year award 2017.
Before her move to broadcasting in 2016, Sarah worked as political 
correspondent with The Sunday Times for eight years, covering 
politics during the worst years of the economic crash. During 
that period, she was also a regular stand-in presenter for Vincent 
Browne on his late night TV3 current affairs show.

Tony Foley – Dublin City University
Tony Foley is currently a Senior lecturer 
and Head of the Economics, Finance 
and Entrepreneurship group at Dublin 
City University. Tony has worked with 
Hardware Association Ireland and UCD 
Smurfit Graduate Business School to 
publish an Ireland economic impact 
study on the hardware Industry.
Tony has worked as an economist with 
the Economic and Social Research 
Institute Department of Economic 
Planning and Development National Economic and Social 
Council and Industrial Development Authority before joining 
DCU in 1980. He has also worked as an economics consultant 
to a range of national and international public bodies (EU, World 
Bank, Government Departments, Local Authorities and State 
Agencies such as Failte Ireland), private bodies such as Chambers 
of Commerce and industry associations and private enterprises 
including Tesco and LIDL.

Chanelle McCoy – Chanelle Pharmaceuticals
Chanelle, Lady McCoy co-founded 
Chanelle Medical, part of the multi-
million pound global company Chanelle 
Pharmaceutical Group based in Galway 
(Ireland’s largest Pharmaceutical 
Company, being responsible for over 
400 people and turning-over in excess of 
¤100m). Chanelle was recently ranked 
no. 23 in the ‘50 incredible people 
shaping modern Ireland’ and is the 
newest dragon on the TV series Dragons’ 
Den here in Ireland.
Chanelle Medical & Chanelle Veterinary develop and manufacture 
generic (copycat) drugs, holding more than 3,000 medical product 
licenses in over 93 countries. They have won many awards, 
including the Life Science Award at the Deloitte Technology Fast 
50 Awards 2017, Exporter of the Year 2016, Export Innovation of 
the Year 2016 and the Ulster Bank Business Achievers Award 2015 
amongst others.

Willie Ruane – Connacht Rugby
Willie Ruane was born in Mayo and 
played professional rugby for Connacht 
in the late 1990s. He represented Ireland 
at Colleges and U-21 level and also lined 
out for the Barbarians. Willie worked in 
the banking sector for 15 years before 
he took up the role as Connacht CEO in 
2014. He lives in Foxford, Co. Mayo with 
his wife Elaine and their three rugby-mad 
sons - Billy, Tom and Robert.
There have been many highlights since 
Ruane took up the position of Connacht Rugby CEO. On the field, 
Connacht won the PRO12 Championship in the 2015/16 season, 
while off the field, a new vision has been launched for Connacht 
Rugby entitled ‘Grassroots to Green Shirts’ –  a vision which aims 
to inspire the people of Connacht through rugby success.

Harry Hughes – Portwest
Harry Hughes is the CEO of Portwest, 
an Irish multinational workwear company 
based in Westport Co. Mayo that 
specialises in the design and production 
of protective clothing, safety footwear, 
work gloves and personal protective 
equipment (PPE).
Portwest was founded by Charles 
Hughes, Harry’s grand uncle in 1904. 
Revenues at Portwest have grown from 
close to ¤200,000 in 1979 to more than 
¤165 million in 2017.
Harry Hughes was awarded the EY Entrepreneur of the Year in 
2017 and is recognised as a visionary leader who has built a world 
class business that continues to grow at over 30% per annum and 
now employees over 3,000 people worldwide.

Steve Collinge – Insight Retail Group (IRG Ltd)
Steve Collinge is Managing Director of 
Insight Retail Group (IRG Ltd). Steve’s 
entire career has been spent in the 
Home Improvement industry, including 
senior commercial roles with LG Harris, 
Spear & Jackson, Cuprinol, ICI Paints 
and Akzo Nobel. In 2010, he established 
IRG Ltd, the following year launched 
the Insight DIY website, and in 2012 
launched the first independent price 
comparison websites within the Home 
Improvement sector, including Kitchen and Bathroom Compare.
With his broad experience and widespread network of supplier 
and retailer contacts he is one of the best informed and outspoken 
commentators on the Home Improvement Industry.
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BUDMA Show

BUDMA - Buying success 
for your business

The Poznan International Fair, BUDMA, took place between 
30th January and 2nd February in Poznan, south-west Poland. 
This was the first time an invitation had been extended by 
the organisers to HAI members to attend the show as part 
of their Hosted Buyers Programme. 
The Programme means that – through an association such 
as HAI – a group of members can be co-ordinated to attend 
the show on an all-expenses-paid basis. This also provides an 
opportunity for the group to network and build relationships 
within the HAI community.
The group of 20 set off from Dublin airport on the morning of 
29th January – via Frankfurt as opposed to the direct fight to 
Poznan – and arrived in Poznan with taxi transfer to the hotel by 
4pm local time. Following a quick break, the group reconvened 
in the hotel to walk to a recommended local restaurant for the 
first official celebration of HAI’s 80th anniversary.

Around one large table was the hum of Irish accents swapping 
stories, sharing experiences, talking about the state of business 
and what they wanted to get out of the following day’s trip to 
the show. It was this added benefit to an otherwise business 
trip that gave a special twist - the value of meeting colleagues; 
retailers, merchants, and suppliers – many of whom hadn’t met 
each other before – enjoying each other’s company over their 
shared livelihood. This kind of connection is often only created in 
small distinct groups and over an intrense period spent together, 
and it’s at events like these that HAI aims to foster these 
relationships.
BUDMA offered over 600 exhibitors ranging from windows and 
doors to floors and bathroom ceramics to steel. The bonus was 
the chance to organise one-to-one meetings in advance. Despite 
the early organisation of travel and accommodation, together 
with the notification – closer to the time – that the process of 
booking the meetings was available, none of the exhibitors had 
a description available in English. This obviously would inhibit 
the efficiency of the time spent at the Show. To compound this, 
on the morning of the Show, the hand-held devices to capture 
exhibitors’ data weren’t working, so it was necessary to provide 
visitors with a list of exhibitors and to get signatures from the 
ones that were visited.
That said, the Show was impressive, spanning several halls 
which reminded me of the set-up in the NEC in Birmingham 
to those who are familiar with it. I joined several buyers, from 
single branch to multi-branch, and buying groups on the trip to 
get a feel for the life of a buyer, and the time spent gave me a 
useful insight into the skills, knowledge and experience required 
in this area.

Excellent

Very good

Good

Fair

Poor

Extremely
relevant

Very
relevant

Somewhat
relevant

Not
relevant

Not at all
relevant

Annemarie Harte led a 20-strong delegation of HAI members to Poland 
to see what BUDMA had to offer the Irish market, and to help foster a 

spirit of networking and community among those in attendance.
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Useful tips if you’re a Buyer:
•  Buyers’ Mantra: ‘The day you buy is the day that 

you sell’
•  Preparation: Know what you’re looking for – Know 

your products that sell well. Analyse your sales 
trends before you go. You’re looking to add value 
to your business when searching for products.

•  Plan: Research the floor plan before you go. 
Know the areas you’re going to concentrate on in 
advance to avoid wasting time and energy on the 
day.

•  Know your specification – this is only the start 
of the process but asking the right questions 
now can save you a lot of time and effort. Has 
the product got the right certification and does it 
conform to EU standards? What’s its composition? 
Do the manufacturers export to Ireland or the UK?

•  Are the exhibitors interested in you? If they don’t 
speak English and haven’t provided any literature 
in English, then chances are they’re not going to 
be that interested in selling to you. Those first few 
exchanges are crucial. Don’t waste your time.

•  Be open-minded: Keep an eye out for new 
innovative products that aren’t available in 
the Irish market. Find out where they’ve been 
successful e.g. the USA. They just might be the 
next big seller here!

•  Problem solving products – there may be one, or a 
combination of products that provide a solution to 
problems your customers have.

Whilst BUDMA was a very large show and cost HAI members 
very little to attend, feedback was as follows in terms of time 
well spent:

 
Comments:
“It wasn’t geared up for export to Ireland, is was more of an internal Polish show.”

“As an Irish-organised trade trip, it gave us all an opportunity to chat with each other in a relaxed atmosphere.  
To understand each other’s business is something we don’t get an opportunity to do often.”

“The exhibition organisers should concentrate on making it more relevant to our market if they want to maximise the 
potential for all attending.”

“It was a very enjoyable trip. It was easy and good to talk to other people.”

Excellent

Very good

Good

Fair

Poor

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

How would you rate the networking opportunity with 
HAI members?

Was BUDMA relevant for your business?

Extremely
relevant

Very
relevant

Somewhat
relevant

Not
relevant

Not at all
relevant

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
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Global DIY Summit
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The Networking Event for the Home Improvement Industry

powered by

Speakers:

Matt Schweikert 
Chief Strategy Officer  
The Home Depot

Sylvain  
Prud‘homme 
President International 
Lowe‘s

 
 

Henning  
von Boxberg  
President Robert  
Bosch Power Tools

Jörn Küpper  
Senior Partner 
McKinsey &  
Company, Inc.

Erika Sirimanne  
Head of Home  
and Garden Research  
Euromonitor

Garry Ridge 
President 
CEO & Director 
WD-40 Company 

Steven van  
Belleghem  
Expert in Customer 
Focus in a Digital World

Christian Bärwind  
Industry Leader Retail 
Google

Alejandro Gonzalez 
de Aguilar
Partner Financial  
Advisory Deloitte 

Platinum Sponsors

     6th Global
DIY-Summit
2 0 1 8

DIY NEXT – 
Reinventing our  
Industry

13-14 June 2018
Palau de Congressos de Catalunya  
Barcelona, Spain

Jeffrey Lavers 
VP and General  
Manager 
3M

For more information and online registration visit us on http://diysummit.org

Ignacio  
Sánchez Villares 
Managing Director 
Leroy Merlin

Martin Wild  
Chief Innovation Officer  
MediamarktSaturn  
Retail Group

Special guests:

Christian Raisson  
Co-Founder 
ManoMano

Global DIY 2018 International Congress Exhibition

Rebecca Homkes 
Director and Partner 
GrowthX Corporate

Get-Together on 12 June 2018

Workshops on 12 June 2018

Store Tour on 12 June 2018

Véronique Laury 
CEO 
Kingfisher

UPDATE

Tony Ho  
President  
Test Rite Group

For the gala dinner we invite all participants to one of  
the most emblematic spaces of Barcelona – the Museu 
Nacional d‘Art de Catalunya

Gala Evening at the MNAC

SOLD 
OUT

Global DIY-Lifetime Award at MNAC on 13 June 2018



35March/April 2018

The Foundation of the Nation

Life in Ireland has changed dramatically over the past eighty years. In 
1938, the Irish population comprised fewer than three million people. 
Just half the population was connected to the electricity network, and 
fewer than one-in-ten households had radio licenses. Cars were still a 
rare sight on the roads, with bicycles still the far more common form 
of transport. After all, back then a new bicycle cost £5! 1938 was a 
significant year for the fledgling Irish state, with Ireland’s first president 
Douglas Hyde inaugurated in June, and the 20,000-seat Cusack Stand 
opened in Croke Park that August. 
It was also a significant year for Irish Cement as, on 23rd May 1938, 
Sean Lemass – then Minister for Industry and Commerce – officially 
opened the cement factories in Drogheda and Limerick. 
This was the culmination of a concerted effort to develop an 
indigenous cement industry. In 1933, the Cement Act was established, 
which provided the legal framework for the formation of a cement 
industry in Ireland. In 1934, the State approved the first cement licence 
and, in May 1936, Cement Limited was registered as a Limited Liability 
Company, and the two cement factories were established in Limerick 
and Drogheda in 1938. 
Cement Limited and Roadstone Limited merged in 1970 to form  
CRH p.l.c. In December 1978, the name ‘Cement Limited’ was 
changed to ‘Irish Cement Limited’ to reflect the long history of 
indigenous cement manufacturing at the two factories, and to more 
appropriately brand the Company and its products as being 100% Irish. 
Today, Irish Cement has a skilled workforce, operating two modern 
energy-efficient cement factories in Platin and Limerick which 

manufacture high-quality cement for the construction sector, both in 
Ireland and in export markets. The company continues to modernise 
and adapt both factories to reflect best practice and technology – to 
meet customer demand for high-quality products and ensure the long-
term sustainability of the operations. 
The importance placed by Irish Cement on continuous improvement 
over 80 years has resulted in products of the highest quality and 
consistency. Irish Cement products – long regarded as the benchmark 
for quality in Ireland – are also considered market leaders in high-profile 
UK and mainland-European construction markets.  Dedicated, expert 
technical support to customers and the broader industry has been a 
feature of Irish Cement’s service since the early days of the company.  
As construction techniques evolve and technical requirements become 
increasingly sophisticated, this expert technical support is more 
important than ever. 
The development of our modern way of life in Ireland is closely linked 
to the improvements in housing, transport and infrastructure, where 
cement and concrete continue to play a vital role. Irish Cement rightly 
remains proud of this close association over the past 80 years with 
the development of our modern Irish economy; not many products 
can claim to have formed the foundation of our nation! Generations of 
construction workers have relied on the tried and trusted performance 
of Irish Cement products. 
Now – 80 years on – Irish Cement is well positioned to continue 
providing the construction market with high-quality cement and 
technical support as Ireland builds its future.

Throughout 2018, Hardware Association Ireland is celebrating its 80th year in 
operation. In our previous issue, we looked back at the fledgling beginnings of 
what has grown to become the national representative body for hardware/DIY 
retailers and builders merchants, as well as manufacturers/distributors to the 

trade. The sense of community we have sought to build and nurture throughout 
those eight decades has been continuously helped to achieve its goals through 
the participation and cooperation of our members. One such member is Irish 

Cement – synonymous with the industry since its inception in 1938. Irish Cement, 
like HAI, are also celebrating their 80th anniversary this year. Here, they bring us on 

their journey from humble beginnings to the market leader of today.

Irish Cement - 80 years from 1938 to 2018

If you’re celebrating an anniversary this year, tell us about it by e-mailing editor@hardwareassociation.ie

80th Anniversary
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Established in 1978, Caulfield Country Boards has 
become a highly successful business producing quality 
hardwood kitchens, windows, doors and furniture.
The first wooden board was made in 2012, after the 
joinery shop was called upon to assist in making a 
couple of serving boards for displaying baked goods, 
which Louise Caulfield was selling at a local country 
market. Customers at the market quickly showed a 
keen interest in the boards and began enquiring about 
where they could be purchased... and thus Caulfield 
Country Boards was born.
Their products are now stocked by multiple retailers, 
and they supply restaurants, bars and cafés with a wide 
range of wooden dining accessories.

Caulfield Country Boards are offering readers of The 
Hardware Journal a splendid 10% discount across 
their entire product range. Contact Pearse and 
Louise at hello@caulfieldcountryboards.ie and be 
sure to quote “CaulfieldHardware” when enquiring.

Throngs of traders from across Ireland and beyond descended on the 
historic surroundings of the Royal Dublin Society from 21st- 24th January 

to attend “Showcase - Ireland’s Creative Expo®”. Attended by trade 
buyers from more than 25 countries keen to find unique products and 

new suppliers, this year’s event was presented by Showcase Ireland 
Events Ltd on behalf of the Design & Crafts Council of Ireland. It was 

promoted internationally by Enterprise Ireland. Thousands of attendees 
poured in and out of the RDS throughout the four days, looking to take 

inspiration from a plethora of exhibitors, all presenting the very best 
of Irish design and craft. The Hardware Journal was of course present, 

looking to unearth some hidden gems to help inspire our members 
with innovative and eye-catching product ideas.

Showcase celebrates 
Irish art and design

Design Ireland Home & Gift
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Design Ireland Home & Gift

Established in 1989, O’Gowna Studios has been creating 
award-winning pieces for Heads of State, movie stars, and 
discerning collectors worldwide for the past 30 years. The 
studio is renowned for their intricately detailed pieces depicting 
Celtic & Irish culture in the form of chess sets, museum 
reproductions, bronze sculptures, Ogham wall art, and dolmen 
nativity sets. In recent years they have enjoyed great success 
with renewed interest in their fairy collections, starting with 
the original Irish Fairy Door for the garden, which – having 
been sold exclusively in the USA for the past eight years – is 
now available in Ireland. Each piece is handmade in Ireland and 
has been independently tested to withstand extreme weather 
conditions, which makes them more than suitable for Irish 
homes and gardens, for both indoor and outdoor use. 

To celebrate the introduction of their Fairy Garden Stools, 
Philip Gaffney – Master craftsman of O’Gowna Studios 
– is happy to offer readers of The Hardware Journal a 
wonderful 10% discount across all their collections.  
This offer is valid until 5th June, 2018. For further details, 
please email: ogowna@gmail.com.

At Custom Wood Designs they like to keep things 
different. They design and manufacture a wide 
range of bespoke promotional wood products – 
primarily for the food & drinks industry, but also for 
a wider and more diverse and innovative range of 
uses across various industries. 
They have years of experience in the woodworking 
and branding sector, covering all areas of 
Exhibition Display, Event Props & Display, Timber 
Signage, Point of Sale, Corporate Gifts, Awards, 
Branded Food Crates, Promotional Boxing, Menus, 
Cutting Boards, and much, much more.
Their range of products are designed specially to 
make their clients stand out from the crowd.

Custom Wood Designs are delighted to offer 
readers of The Hardware Journal a 10% 
discount across their range, on all orders over 
€250, so give them a call on 01 2573817 or see 
www.customnwooddesigns.ie for more info.

Established in 1956, Floraville are one of Irelands leading suppliers of 
Christmas, Home, and Garden products. Supplying exclusively to the trade, 
their clients include Gift Shops, Garden Centres, Home and Interior stores, 
Hamper companies, and Specialist Outlets.
Their products include: Seasons - Christmas Gifts And Decorations, Esschert 
Design - Garden Products, NDT International - Outdoor Ceramic Pots, 
Hampers Baskets, Boxes, Trays - and all Hamper Accessories, and Gift 
Wrapping – Bows, Paper, And Bags, as well as much, much more.
Catalogues can be downloaded from the site, or if you prefer please request 
catalogues and price lists to be sent by post. Floraville Seasons endeavours 
to offer quality products at competitive prices, with a friendly and efficient 
service.

Floraville Seasons are delighted to be featured in The Hardware Journal 
and welcome all enquiries concerning their entire range. For more 
information, email Lo Klinkenbergh: lo@floraville.ie, and don’t forget to 
mention The Hardware Journal!
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On 5th February, Wesfarmers surprised the Australian 
Stock Exchange by announcing they would be taking 
a £454m impairment charge on their purchase of 
the UK-based Home Improvement chain Homebase. 
Not only that, but they expected to confirm half-year 
losses before interest and tax of a staggering £97m. 
The business would also be taking stock write-downs 
of £37m and a further £40m to cover up to 40 planned 
store closures.
Commenting on the poor performance, Group Managing 
Director of Wesfarmers Home Improvement Division Michael 
Schneider said: “It is clear that a significant amount of change 
has been driven through Homebase since the acquisition, and 
the disruption caused by the rapid repositioning of the business 
has contributed to greater-than-expected losses across the 
Homebase network.”
This is the first time Wesfarmers have admitted that the issues 
in the Homebase business are self-inflicted and wouldn’t have 
occurred without the decisions made by the management 
team put in place to manage the post-acquisition business from 
February 2016.

At the time Wesfarmers purchased Homebase for £340m in 
January 2016, the company was trading from 265 stores and 
generating a profit of £23.5m on a turnover of £1.46bn. Two 
years on, however, and turnover has declined to less than 
£1.2bn, with the company heading for a loss of between £130m 
and £150m by their July 2018 year-end.

How did they get it so wrong?
The transfer of ownership of Homebase from Home Retail 
Group to Wesfarmers took place on 27th February 2016 and – 
following the sale – long-time Bunnings Director Peter ‘PJ’ Davis 
was appointed Managing Director, Bunnings UK and Ireland. 
Wesfarmers quickly announced plans to completely rebrand 
the Homebase business within the next three-to-five years, 
including all stores in the UK and Ireland. The stores would be 
rebranded under Wesfarmers’ existing Bunnings Warehouse 
banner, and a planned further £500 million would be spent on 
upgrading them to the new format.
It is now believed that a number of fundamental decisions made 
in the first three months of ownership are directly responsible 
for the subsequent deteriorating performance of Homebase.

Despite making a ¤10.25m profit in Ireland in their financial year ending 
February 2017, Homebase’s overall U.K. and Ireland acquisition has 

encountered severe volatility, leading to questions being asked of senior 
management and the perceived failings of new strategies. Steve Collinge 

– Managing Director of Insight Retail Group Ltd – examines the company’s 
recent shortcomings, and what the future might hold in store.

Bunnings British 
bubble set to burst

Homebase
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Removal of Concessions
Early on, Wesfarmers made clear its desire to remove all 
concessions and adopt the same business model as its 
Australian and New Zealand businesses. The first concessions 
to be exited were Argos and Habitat (as a result of ownership of 
the brands moving to Sainsbury’s following their acquisition of 
Home Retail Group in 2016). Next up was Laura Ashley, and – by 
June 2017 – their remaining 22 concessions had been exited 
from the company.

Reduced Prices
Within weeks of ownership, Wesfarmers reduced the retail 
prices on over 10,000 Homebase lines by an average of 20%. 
Homebase had historically been more expensive than the 
competition and this was justified through a better shopping 
experience, more up-market ranging and a higher-income target 
market. This single step wiped out the small profit Homebase 
had been making and did not result in the expected uplift in 
volume.

Increased stock levels
They believed that by dramatically increasing stock levels in 
Homebase stores, they could trade the business to a more 
profitable position. This included filling what were once tidy 
and inspirational stores with large volumes of lower value lines, 
including a wide range of entry-price products from unknown 
Australian brands. As these products had no in-store location, 
they cluttered up the aisles and promotional ends, giving more 
of an impression of being a discount clearance store than the 
inspirational, attractive shopping experience that Homebase 
once was.

Shopping Experience
The addition of the new brands and cluttered aisles coincided 
with the removal of the existing Homebase point of sale, and its 
replacement with hand-written pricing signage, so predominant 
in the Australian Bunnings format. Also gone was the neat and 
tidy merchandising, the perfectly filled secondary displays, and 
the inspirational ideas-driven focus.
What Wesfarmers didn’t realise at the time was that it was the 
Homebase shopping experience that differentiated the retailer 
from its functional, warehouse-style competitors. 
Each of these fundamental changes made by Wesfarmers 

removed good reasons to shop in a Homebase and – worse still 
– alienated the once loyal, predominantly female high-spending 
shoppers, who left in their droves to retailers such as Dunelm, 
The Range, and a reinvigorated B&Q.

Bunnings Pilot store programme update
The first Bunnings-branded pilot store opened in St Albans 
in February 2017, and one year on there are now 19 pilot 
stores currently trading in the UK. The early results from the 
pilot programme were encouraging, although Wesfarmers 
have stated the sales uplifts achieved moderated during the 
winter months of 2017. In an investor call following the recent 
announcement, they admitted only half the Bunnings pilot 
stores were currently making a positive contribution to the 
profitability of the company.

Management Changes
Managing Director of BUKI Peter ‘PJ’ Davis announced his 
retirement from the business in late 2017. General Manager of 
Merchandise Craig Castelino will be leaving within weeks, and 
the retreat to Australia by many of the other executives involved 
in the original acquisition continues at a pace.
The business is now being led by Damian McGloughlin, 
previously Retail Director at B&Q, before being head-hunted 
by Bunnings in June 2017. He is now Managing Director of 
BUKI, reporting to Bunnings Group Managing Director Michael 
Schneider.

So, what happens now?
Wesfarmers Managing Director Rob Scott said in February: “The 
Homebase acquisition has been below our expectations which 
is obviously disappointing. In light of this, a review of BUKI 
has commenced to identify the actions required to improve 
shareholder returns.” 
All new Homebase conversions have been put on hold, the 
strategic review is likely to take three to four months to 
complete and the outcome is likely to be announced at the 
Wesfarmers strategy day on 7th June 2018.
With time no longer on their side, and with investors and the 
media in both the UK and Australia administering increasingly 
merciless scrutiny, any decision other than a planned exit from 
the UK and Ireland is now looking very unlikely.
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Of all the headlines to emanate from IKEA in recent 
times, the biggest story to most recently affect the 
Swedish furniture giant was undoubtedly the passing 
of their founder – Ingvar Kamprad – at the age of 91. 
While his death triggered many in-depth reviews of 
all that Kamprad and his company had achieved, IKEA 
are constantly looking to the future, exploring various 
ways to innovate and continually revolutionise 
people’s interpretation of what their homes either  
are or can be.
Specifically, in Ireland, IKEA has shaken up the home décor 
industry like nothing this country has ever seen before. And for 
the company itself, Ireland has proved a vital asset in their quest 

for global domination. Out of all of IKEA’s more than 350 stores 
in 29 countries, the Dublin branch – opened in 2009 and located 
in Ballymun – is the second-best performing in the ‘home 
decoration’ category, and the third-best performing store in the 
‘lighting’ category, in terms of overall group sales.
Most recently, rumours of a potential second Irish store in the 
south of Dublin abounded, when details of a meeting between 
Ikea and Dún Laoghaire-Rathdown County Council surfaced 
through various Irish media outlets. While an IKEA spokesperson 
confirmed at the time that the company has “no confirmed 
plans for the development of an IKEA store at the moment”, the 
performance of the Ballymun location must surely give them 
food for thought.

The new year is a quarter gone, and it’s fair to say IKEA have spent more 
time filling newspaper column inches than avoiding them. With the 

company’s Ballymun store well-established and performing strongly,  
The Hardware Journal decided to take a trip out to the iconic brand’s 

‘click-and-collect’ store in Carrickmines – open since 2016 – to see how 
this newer, smaller store format is finding its feet with Irish shoppers.

Irish consumers 
sweet on Swedes

IKEA



In the meantime, the Carrickmines ‘click-and-collect’ store 
offers shoppers a more streamlined, direct and light-on-cardio 
shopping experience, with a floor space of 15,000 square 
feet – a mere 5% of the total coverage of Ballymun’s near-
unfathomable 300,000 square feet. Surrounded by ample 
parking, the giant, towering entrance belies the compact 
campus inside. As first impressions go once one walks through 
the door, the Carrickmines store doesn’t disappoint, with a 
stylish, contemporary and attention-grabbing bedroom display 
front and centre. Store navigation seamlessly presents itself 
in a circular format, with a natural anti-clockwise inclination 
reminiscent of its North Dublin bigger cousin. Lighting is present 
yet not too strong, allowing the natural explosion of contrasting 
colours to shine through the various functional displays, 
from several bedroom ideas to kitchen, living room, and one 
particularly eye-catching studio apartment mock-up.
When The Hardware Journal visited, staff at the Carrickmines 
click-and-collect store could all be found huddled around a 
nest of computers in the middle of this miniaturised flat-
pack colosseum, and while the idea might be to encourage 
customers to embark on their own exploratory journey in-
store, the lack of attention from staff did just reach a feeling of 
conspicuousness, before an employee eventually approached us 
offering assistance. That aside, the size and variety of displays 
all lend to an overall pleasant shopping experience. A small 
cafeteria towards the back boasts vibrant displays of purchasable 
product too, as well as ample seating for those looking to take a 
break from planning their refurbishments with refreshments.
The whole idea of this store format is to help inspire, as 
opposed to coercing impulse purchases through an abundance 
of product layered along miles of winding displays. IKEA 
describe it as a “planning studio”, lending inspirational ideas for 
those in the more conceptual stages of home decoration. While 
there are some smaller items available for purchase in store, 
the goal is to help solidify ideas for shoppers before proceeding 

to order larger items in store, to be made available for either 
delivery or in-store collection soon thereafter.
Until any plans for potential new stores in the Republic of 
Ireland take a more defined shape, IKEA’s ‘click-and-collect’ 
store in Carrickmines offers consumers a gateway to the brand’s 
signature style and practicality, without the need to tool up on 
survival materials ahead of a perilous trek out to the Ballymun 
behemoth. For that alone, it is most definitely worth the visit.
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The Necessity
of Insurance

JOHN BOURKE ,
Thompson Insurance 

IN PARTNERSHIP WITH

In the first of an engaging and pertinent series, John Bourke of 
Thompson Insurance writes about both the importance and 
obligation of insurance cover, as well as making the crucial 
decision concerning the correct insurance for your business.

During the recession, many businesses decided not to renew 
their insurance policies. Unfortunately, in some cases that decision 
was disastrous, as they suffered a property loss or a claim from an 
employee or a member of the public, did not have the money to 
deal with the loss, and subsequently ceased trading or worse.
Now, as the economy picks up, we are seeing an increase in the 
number of commercial insurance buyers, but we are also seeing an 
increase in the cost of third-party claims. That sore topic, however, 
shall be dealt with in a later entry in this series.
Notwithstanding the fact that third-party motor insurance is a legal 
requirement, there are also four key areas of insurance cover that 
all businesses must have:
• Property Damage (buildings, trade contents, and stock)
• Business Interruption (loss of profit due to reduced turnover 
following damage caused by an insured peril – e.g. Fire)
• Employers Liability
• Public/Products Liability

Additional important covers are available, although they tend to  
be more specific to the business in question:
• Money
• Goods in Transit
• Personal Accident

The first thing is to decide what cover your business needs. The 
second thing is to insure adequately. Businesses have gone to 
ground because they have underinsured their Buildings, Contents, 
Stock and Gross Profit, thereby only receiving a portion of their 
loss. This is known as the “average clause” and it works as follows:
Patrick Smith insures his hardware shop building for ¤500,000. 
The actual rebuilding cost is ¤1,000,000. Patrick is therefore 
only insuring 50% of the exposure. Patrick suffers a fire, and the 
damage to the building is ¤300,000. Because he is only insured 
for 50% of the rebuilding cost, he is deemed to self-insure only 
50% of any claim. Therefore, instead of getting ¤300,000 from his 
insurance company, Patrick will only receive ¤150,000.
Unfortunately, this problem is all too common, with businesses 
unable to recommence trading because of underinsurance.  
Equally, it is important not to over insure, as that is simply a  
waste of money.

Nobody wants to suffer a loss that results in an insurance claim, but 
– when buying cover – a business owner should always be aware 
of the following:
•  All Property, except stock, should be insured on a 

Reinstatement Basis (i.e. the cost of replacement as new,  
and NOT the booked value). 

•  The Average Clause also applies to the Business Interruption 
cover under the policy. A business should insure against loss 
of gross margin due to being unable to trade, or seeing a 
reduction in trade following loss by Fire, Flood etc. Put simply, 
the gross margin is turnover less the cost of stock purchases 
out of which the business pays its expenses (i.e. salaries, rates, 
insurance, bank repayments etc).

•  Under the “Liability” sections, a business will be asked for 
Projected Wages (by category of Employee) and Turnover. These 
must be realistic, as an under declaration could invalidate the 
policy cover. These policies are often subject to declarations at 
the end of the insurance year. Therefore, if the actual wages 
and turnover declared exceed the projected figures, this can 
result in a demand for further premium known as a “premium 
adjustment”.  The point is that accuracy is important when 
providing your current insurer – or any potential future insurer – 
with these figures.

•  All material facts must be disclosed, with the onus being on 
the proposer at inception, and the policyholder at renewal, to 
divulge any information that might influence the insurer in their 
decision to either accept or renew the risk.

•  It is imperative that – should any incident occur which might 
give rise to a claim – the insurance company is advised 
immediately, and a full record is noted along with witness 
statements that were taken at the time. Too often, policyholders 
don’t advise insurance companies of incidents that have 
occurred, and only react when the solicitor’s letter is received. 
The Statute of Limitations allows a claim to be presented 
up to 2 years after the date of incident. Memories fade, and 
witnesses are no longer available, hence prejudicing the 
insurers position and often resulting in a refusal to deal with the 
claim due to late notification.

Insurance companies and brokers provide a very valuable service, 
and businesses could not operate without the protection they both 
provide and advise on. Remember – when proposing for insurance 
– that the customer knows everything, and the insurer knows 
nothing, so insuring accurately and adequately is down to the 
provision of information by the proposer.
For more information or to seek advice, call Thompson 
Insurances on 01 4817728.

• Computer Protection 
• Cyber Liability
• Directors and Officers Liability



Q  What is the lowest rafter pitch where 
I can use Lagan roof tiles? 
A. All Lagan Tile profiles can be fitted down to 22.5 
degrees rafter pitch. It is important that you check 
what minimum head lap is required before the battens 
are installed.  Lagan Flat Tiles can also be used on roof 
pitches as low as 17.5 degrees at 100mm head lap 
where the rafter length is relatively short and there is 
a low degree of exposure.  Customers are advised to 
contact our Technical Department for further advice 
before using Lagan Flat tiles below 22.5 degrees.

Q.  Are there any instances where I 
can use concrete roof tiles below the 
recommended pitch? 
A.  This often comes up when the roof on a lean to 
extension is restricted in height for example under an 
existing window and the tile pitch is too low to use a 
tile that matches the main roof.  When used below the 
recommended pitch it is unlikely that the tiles will be 
watertight.  In this case we suggest that you consider 
using an underlay system designed specifically for this 
type of application for example ‘Klober Permo Extreme’. 

Q. How do I fix my roof tiles? 
A. Roof tiles should always be fixed in accordance with 
NSAI Standards, S.R.82:2017 which gives minimum 
fixing requirements for single lap tiles. The level 
of fixings required  is affected by rafter pitch and 
exposure conditions. If in doubt you should consult 
your roof tile manufacturer for advice.

Q. What do I do if I notice cracked tiles 
on my roof? 
A. Cracked or broken tiles are an unfortunate and 
common occurrence especial on lover level and low 
pitch roofs usually as a result of foot traffic. It is highly 
recommended that cracked tiles are replaced as soon 
as is convenient.

Q. Can you walk on roof tiles?  
A. Concrete roof tiles should be treated as fragile and 
basic precautions should be taken to avoid access to 
the roof  e.g. by window cleaners, chimney sweeps, 
aerial installers etc., without the correct use of crawling 

SALES OFFICE - 048 9264 7100

sales@laganproducts.com
www.laganproducts.com

Roofing Q & A’s with Apsley Smyth, Technical Manager at Lagan Products 

boards, roof ladders or access platforms.  Failure to use 
adequate access equipment can damage fragile tiles and 
fixings and may be in contravention of Health and Safety 
Regulations.

Q. I notice concrete roof tiles have a 
painted finish, how long can I expect this 
to last? 
A. The majority of concrete roof tiles manufactured 
today are surface treated, the major benefit being to 
protect the tile during the early, critical stages of its 
lifespan. It is recognised in the roofing industry that 
the surface coating of a concrete tile is not permanent. 
Given the complexity of weathering and the influence of 
local exposure conditions such as air purity and average 
relative humidity, it is not possible to predict the time 
period over which colour change will occur nor the 
outcome at any particular point in time .The performance 
of the roof tile is not adversely affected by any of the 
above conditions and the quality requirements of the tile 
remain intact.

Q. How do I remove moss and lichens 
from my roof? 
A. In the fullness of time roof tiles are colonised by moss, 
lichen and a host of other species. It is deleterious to 
the material and appears poorly maintained. The mix of 
species is called “biofilm”. 
Lagan Tile recommends using Algo Clear (www.algoclear.
com) to treat this biofilm. After the treatment, the dead 
biofilm slowly disperses revealing the original appearance 
of the tiles. The self-cleansing can take between a few 
weeks and a few months depending on the exposure and 
porosity of the roofing material.  
High pressure jet washing is not recommended for 
cleaning your roof as it can damage the surface of your 

tiles. 

Q. What is dry fix? 
A. Dry fix solutions have been developed as an alternative 
to mortar bedding of ridge, hips, verges and valleys. They 
provide a more secure mechanically fixed solution than 
mortar that is maintenance free and in the case of ridges 
and hips provide high level ventilation to meet current 
Building Regulations.  

Roofing standards 
in Ireland have been 
recently updated in the 
form of the new NSAI 
Standards S.R.82:2017 
Slating and Tiling 
Code of Practice which 
replaced I.C.P. 2:2002 
standard just last year. 

These revised 
standards made 
changes to the 
exposure maps 
of Ireland and 
requirements for 
battens and fixings.  
I would recommend 
anyone involved in 
roofing products 
manufacture, supply 
or installation to make 
themselves familiar 
with these standards. 

We also receive a 
wide range of queries 
and questions from 
roofers, contractors, 
builders and home 
owners when it comes 
to roofing.  Hopefully 
the short Q&A below 
will help your branch 
or employees when 
dealing with roofing 
enquiries. 

Lagan Tiles/Products Q&A.indd   1 05/03/2018   13:05
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The Online Tool at SupportingSMEs.ie is a cross-
governmental initiative to help Irish small and medium 
businesses navigate the range of Government supports 
currently available. The Online Tool collates information on 
the broad range of supports that the state offers into one, 
easy-to-use website.

By answering eight quick questions, the Online Tool can help a 
small business identify more than 170 business supports which 
may be available to them. They can obtain information on the 
range of Government supports for accessing credit, and they will 
be given contact details for their nearest Local Enterprise Office, 
where they can arrange a free consultation to discuss both the 
results from the Online Tool and any issues they may be facing with 
their business.
The Online Tool includes information on support to help SMEs 
access credit, grow their business, take on staff, develop new 
products, prepare for Brexit, and lots more.
Through my role in the Entrepreneurship and Small Business Policy 
Unit at the Department of Business, Enterprise and Innovation, I 
serve as chair to the SME State Bodies Communications Group, 
which maintains and promotes SupportingSMEs.ie. The Online 
Tool was originally launched in 2014 with 70 supports listed. It has 
since grown to include over 170 supports from approximately 30 
government departments, agencies and offices, and has proven its 
popularity with approximately 140,000 sessions transpired to-date.
The SME State Bodies Communications Group has a network 
of Jobs Ambassadors in place throughout the country. The Jobs 
Ambassador panel is made up of staff members from various 

government offices around the country. In addition to their day 
jobs, the Ambassadors make themselves available to help promote 
the Online Tool at events around the country. 
Two Ambassadors from the Department of Employment and Social 
Protection recently mucked in (literally) to help myself and my 
colleague Sean Healy promote SupportingSMEs.ie at the National 
Ploughing Championships in Tullamore. Other recent events 
included the ISME Annual Conference, The Taking Care of Business 
Event at Dublin City Castle, and an information session at Dublin 
City Library’s Business Information Centre.
Anyone who would like to invite us along to an appropriate event  
to speak to small business owners can contact me by email at  
niall.debuitlear@dbei.gov.ie. Promotional leaflets with information 
on the website have been produced and copies can also be 
requested by contacting me via e-mail.
Outside of the supportingSMEs.ie website, the Department’s 
own website at www.dbei.gov.ie displays a broader range of 
supports, including those from the private sector. This directory 
contains information on business networks, mentoring, enterprise 
centres, incubators, co-working spaces, opportunities for female 
entrepreneurs, online resources from the private sector, and more.
The Department of Business, Enterprise and Innovation – in 
partnership with others – is currently working on a new business 
advisory hub website that will expand the online resources 
available to SMEs. This website will complement the existing 
Online Tool and will provide advice on business development and 
financial issues.
Please visit www.supportingSMEs.ie today to learn more about 
how the Government can help your business to prosper and grow.

SMEs set to benefit 
from new Online Tool

NIALL DE BUITLEAR,
Chair to the SME State 
Bodies Communications 
Group

IN PARTNERSHIP WITH
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We’ve all heard the figures surrounding the devastating 
Carillion failure in the UK -  £1 billion in trade debt, a combined 
estimated 30,000 suppliers & subcontractors owed money, an 
almost £500m pension gap, and thousands of jobs at risk. But 
did you know that only an estimated 3% of the trade debt was 
actually credit insured by suppliers and sub-contractors?
 
Was Carillion deemed too big to fail?
Of the £750m of its unsecured creditors, only £30m is likely to be 
paid out by the credit insurers. It would appear that businesses 
trading with Carillion felt there was no need to protect themselves 
with a credit insurance policy. In Ireland, we have felt some 
ripples of this collapse already, with some projects struggling to 
be completed until things can be resolved – most notably certain 
school building works.

What other insolvencies have been impacting our 
HAI network recently?  
Albeit overshadowed by Carillion news, in January Denis Moriarty 
Civil Engineering Contractors Ltd entered Examinership, with more 
than ¤18m in unsecured creditors. The HAI members who could 
be at risk of losing hard-earned profits are joined by pages of other 
creditors too. The domino effect could make the start of 2018 a 
difficult one for many SME’s.

Creditors for Walsh Mechanical, Precision Electric, and Manley 
Construction all had significant claims being assessed and paid out 
by the Credit Insurers. These demonstrate the very real dangers 
which still exist for companies of all sizes trading in the sector, 
despite the apparent growth.  

It’s just not worth the risk
The risks of unsecured/uninsured trading are real. They exist 
on a daily basis, and the more you trade without insurance, the 
greater those risks become. Why would you spend years building 
a successful business while offering credit to customers without 
protecting that debt and removing the risk of non-payment? 
You could be the best manager in the world, running an efficient 
and thriving business, but you cannot control your customers’ 
operations. There is no certainty or guaranteed payment, but you 
can seek to minimise such risk by engaging a specialist broker like 
Credit Risk Brokers to provide support on a credit insurance policy. 
Simply put, Credit Insurance protects against the risk of non-
payment of invoices issued on credit terms.

For more information or to seek advice on credit insurance,  
call Credit Risk Brokers on 01 4916007 or visit 
www.creditriskbrokers.com.

Now that 2018 is firmly under way, the topic of credit risk is 
more pertinent than ever. For businesses of all sizes – and 

especially for our own HAI members – lessons must be 
learned from the eye-opening stories of the past 12 months. 

In this issue of The Hardware Journal, James Riordain – 
General Manager for CRB (Credit Risk Brokers) – reflects on 

Carillion’s collapse and the potential for more like it.

Credit risk in 2018
James Riordain,
General Manager for CRB

IN PARTNERSHIP WITH
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New partnership to help 
HAI members online

Hardware Association Ireland has partnered with the IE Domain 
Registry (IEDR) to offer its members an opportunity to develop 
and improve their online presence through the OPTIMISE Fund. 
Now in its eighth year, the OPTIMISE fund has worked with over 
120 Irish business owners to plan and implement significant 
web enhancements and e-commerce abilities for their existing 
websites. To qualify for the fund, you must be a HAI member with 
a registered .ie domain and website, and be looking to commit 
to a process that aims to expand your website’s functionality and 
presence.   
The process - which comprises the collaborative work of IEDR 
and their design and technical support partners and mentors – 
begins with: 
•   A one-to-two-hour-long meeting to get a detailed understanding 

of the participating company’s needs. These initial meetings are 
due to take place in April. 

•   A detailed website audit will then be sent to the participating 
company three to four weeks after kick-off, covering 10 
categories, including branding, coding and social media, with 
recommended next steps. 

•   Following the audit, there will a step-by-step presentation of 
the core recommendations and scores in the audit. 

•   Next up is a dedicated 
masterclass, to be hosted at  
HAI to train participants to be 
more digitally capable. 

•   A benchmark check will then 
take place – three months 
after the audit – to see what 
improvements have been 
implemented by the participants. 

•   This will be followed by a short 
questionnaire on your feedback 
from the process to date. 

•   The process will conclude with an overall PR event towards the 
end of the year, summarising the success of participants with 
videos and case studies. 

This will be a great chance to talk to journalists and promote 
your business.  Those interested must note that to benefit from 
this experience, a level of commitment would be required of the 
participating organisation. 
If you are interested in finding out more about this process,  
and would like to avail of the OPTIMISE Fund, please email  
aoife@hardwareassociation.ie or call 01 2980969. 



47

Business Support

March/April 2018



48

Training

January saw the launch of HAI’s Spring 2018 classroom training schedule, with 
the return of popular workshops like Credit Control and B2B Management.

After completing their training, all attendees got access to The Hardware Education Hub, HAI’s dedicated online learning resource, 
to continue their development journey.

Look out in the next edition of The Hardware Journal to see how students found our other workshops: Memorable Customer 
Service, Improving Your Profit Margins, Consultative Selling Skills, Introduction to Successful Branding, and Stock Control.

For any queries about future classroom training in HAI please contact Aoife at aoife@hardwareassociation.ie or call 01 2980969.

Spring Classroom
Training Reviews 

CREDIT CONTROL: FROM START TO FINISH   
Kicking off our Spring Training schedule, “Credit Control” saw a full classroom of hardware store owners, managers and 
credit controllers looking to make a positive difference in their respective businesses. Declan Flood – The Credit Coach – 
demonstrated how the participants can balance the fine line between sales and finance and equipped them with the skills 
and framework needed to improve their credit management. 

Student Feedback 
“Great training. Very relaxed, and all questions answered” – Maria Frawley, Market Hardware

B2B MANAGEMENT: ADVANCED SELLING SKILLS
The two-day “B2B Management: Advanced Selling Skills” workshop returned to HAI in late January and February. The key 
objective of the workshop was to equip all attendees with the sales management skills they need to achieve targets. Trainer 
Susan Madden achieved this by demonstrating different B2B sales models, the sales process, explaining how to set revenue 
goals and SMART objectives, and discussing mentoring and coaching.

Post-Training Interview:

Ian Hanna, Tegral Building Supplies

How was your experience with this workshop? - “Very good. A lot of what we learned is very practical and useful”
What was the most valuable aspect of the workshop? – “The one-to-one sales process, and dealing with buyers”

March/April 2018
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A Drainage
Triumph

An Epic
Performance

 Incredible
Strength

www.brettmartin.com

PLUMBING & DRAINAGE PRESENTS

Brett Martin Inspection Chamber Lids and Frames are an epic 
combination of smart design and enduring strength, engineered to 
withstand monster stresses and point loading. Rigorously tested to 50kN 
capability, these secure covers are robust driveway defenders; fully 
compatible with Brett Martin Adoptable and Non-Adoptable Inspection 
Chambers and Kitemarked 110mm and 160mm underground drainage 
pipe and fittings. Because only the strong survive, trust unbreakable quality.  

For more information on Brett Martin's Lids and Frames
Tel 048 9084 9999 or Email sales@brettmartin.com
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The bathroom is no longer seen as merely a functional, necessary
room in the home. More and more, bathrooms are growing into a 
potential showpiece element of the house, considered ripe as an

outlet for both artistic expression and creative design. In this issue of 
The Hardware Journal, we look at the evolving world of bathrooms

and what the future might hold in store.

Bathrooms for the future

March/April 2018

UK bathroom market experiences  
growth across all sectors
The UK bathroom market is heavily influenced by the house-building, 
commercial, and RMI sectors. Estimated at over £320m in 2017, 
baths and sanitary-ware are by a significant margin the largest sector 
of the bathroom products market by value, followed by bathroom 
accessories, taps and mixers, and bathroom furniture. Sales of 
baths and sanitary-ware continued on an upward trend in 2017. The 
market for taps and mixers has seen strong growth since 2014 
onward, with a peak of 6% in 2016. The bathroom furniture sector 
has also experienced solid growth over the same period. When 
designing their bathrooms, homeowners are increasingly investing 
in coordinating product designs that offer both longevity and luxury. 
Design has gained importance in commercial applications such as 
schools and hospitals, in a shift towards more domestic-oriented 
styling. The growth of showering is likely to add more pressure to 
the baths sector, with around 90% of homes having at least one 
shower. In bathroom installations such as en-suites, householders 
are beginning to favour shower enclosures and wet-room areas at 
the expense of baths.

B&G on the frontline of 
cutting-edge bathroom tech
According to a recent AMA Research Bathroom Market Report, 
the growth trends in bathrooms are predicted to hit 12% this year. 
The report states that “LED mirrors and Bluetooth entertainment 
systems will become more widely used in the bathroom as 
consumers and businesses become increasingly aware of their 
benefits.”*
B&G have launched a new range of Tema LED Mirrors, which 
include built-in Bluetooth speakers, concealed demisters, and 
magnifying mirrors. Tom Cleary – CEO, B&G stated: “Feedback from 
our customers is really positive, product displays light up a whole 
section of the store, and sales of the entire range are exceeding 
expectations.”
Further research shows that consumers are demanding more style 
and luxury in their bathrooms. The ongoing spread of smart devices 
requires that the industry responds to the development in this 
technology: demisters and Bluetooth speakers are only the tip of the 
iceberg.

*‘Bathroom Market Report – UK 2017-2021 Analysis’ report by AMA Research
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Botament WRS (or Wetroom Solution) -  
the reliable solutions for any wet space!

Why?
Building boards and shower boards 
= 100% watertight!

Botament is currently the only company 
that manufactures ETAG-certified con-
struction chemicals and building boards 
inhouse - truly a one-stop-shop!

The benefit: 
full warranty protection for developers 
and tradesmen alike!

Before SOLUTIONS 
FOR WET SPACES 
Wetroom Solutions  (WRS)

Botament WRS (or Wetroom Solution) -  
the reliable solutions for any wet space!

Why?
Building boards and shower boards
= 100% watertight!

Botament is currently the only company 
that manufactures ETAG-certified con-
struction chemicals and building boards 
inhouse - truly a one-stop-shop!

The benefit: 
full warranty protection for developers 
and tradesmen alike!

Botament WRS (or Wetroom Solution) -  Botament WRS (or Wetroom Solution) -  

BUILDING BOARDS & CONSTRUCTION CHEMICALS 
THE ETAG-CERTIFIED,       ONE-STOP-SHOP-SOLUTION

Building and 
shower boards - 

watertight without 
the need for 

additional sealing  

Aquablade sets hygeine bar
Ideal Standard’s revolutionary AquaBlade flush technology reaches unprecedented 
standards of hygiene and provides the excellence in sustainability today’s consumers 
expect. It builds upon almost 40 years of innovative standards in toilet hygiene, with 
Ideal Standard having invented the first toilet with no overhanging rim in 1979. 
With standard toilets, around 20% of the bowl remains un-rinsed after flushing. 
The patented AquaBlade technology, introduced in 2015, optimises the water flow 
within the bowl, ensuring significantly better hygiene. AquaBlade employs innovative 
Microslot technology, whereby a fully glazed channel system guides an unbroken 
stream of water through two nozzles from the upper rim of the toilet bowl, providing 
a powerful all-round flush. This results in 100% of the surface beneath the channel 
being flushed and kept spotlessly clean. 
This innovative system, together with its smooth, almost unbroken surface, makes 
the AquaBlade not only cleaner, but easier to clean, as the flush does the work. 
The optimal flushing, even at low water volumes, is the most effective use of water 
possible. It also greatly reduces splashing during the flushing process, in comparison 
to standard rimless bowls, meaning far less cross-contamination, as fewer bacteria 
particles are released into the air. In comparison with traditional flush systems, the 
new technology is also much quieter, with an almost 25% reduction in noise. 
Since being introduced to the market, the innovative AquaBlade flush system has 
won multiple awards for its functional design and advanced technology, including the 
IF Design Award 2015, the Red Dot Design Award, and the German Design Award, 
along with multiple awards across the UK too.
AquaBlade® is available across many Ideal Standard bathroom ranges and models. 
These include wall-hung, back-to-wall and floorstanding bowls, and the Concept, 
Concept Air and Tesi ranges.
For more information on Ideal Standard, visit: www.ideal-standard.co.uk.
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QUIETER: 
AQUABLADE® IS PROVEN 
TO BE UP TO 25% 
QUIETER THAN OUR 
EQUIVALENT MODELS

SMARTER: 
MORE EFFECTIVE AND 
EFFICIENT USE OF 
WATER COMPARED TO 
STANDARD FLUSHES

CLEANER: 
AQUABLADE® TECHNOLOGY 
ENSURES 95% OF THE 
SURFACE AREA IS 
RINSED CLEAN

AquaBlade®

FLUSH TECHNOLOGY

CLEANER
QUIETER
SMARTER

IDEALSTANDARD.CO.UK/AQUABLADE

PRODUCT OF THE YEAR
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Botament® Reactive Waterproofi ng 
With RD 2 The Green 1 a new milestone was reached in construction 
chemicals. The new generation reactive sealant NOW comes as a single 
component as RD1universal, which also sets new benchmarks!

 THINK 
BIG!

THE NEW SHOWER TRAY 
BOTAMENT® LD XXL

NEW!

Up to a maximum size of 1800 x 1200 mm 

www.botament.com
MC- Building Chemicals 
Mueller & Partners
Castleblayney, Co. Monaghan
Contact number 042 9751520

www.botament.com

The two-day event will run from 23rd to 24th May 2018 in Warsaw, 
Poland, and will offer an insight in to the industry`s latest 
regulations impacting on adhesives and sealants production and 
operations, and while focusing largely on business strategy in 
Europe, will also concentrate on updates and future forecasts of 
key feedstock materials and market applications. Some of the 
in-depth insights into key directive implementations will include 
Mineral Oil Migration and non-intentionally added substances 
(NIAS), new updates on Energy Labelling Directive, and The ECO 
Design Directive.
The participants will have a unique opportunity to take an active 
part in interactive sessions and panel discussions to share their 
knowledge, experience and uncertainties. The event will give 
insights into market growth drivers, along with sustainable 
advancements in technologies and R&D projects.

Bostik launch next generation 
As one of the world’s leading manufacturers of adhesive  
and sealants, Bostik is committed to delivering innovative,  
high-performance products to the market place.
The adhesive and sealant market has always been an important 
market and is currently in growth worldwide.
There is a shift towards chemical fixing and away from traditional 
mechanical methods, (screws, rivets, nails, etc.) which is 
increasing demand for grab adhesives. This offers advantages in 
terms of time savings, performance, strength, and aesthetics. 
Advantages have been acknowledged for years in industries 
such as the aerospace industry and the automotive industry, 
but the benefits are steadily gaining recognition in construction 
applications too.

There is also a shift from some of the more traditional sealant 
technologies such as silicones, to more high-performance 
formulations such as SMP (Silyl Modified Polymers), and 
hybrid technology. These offer many advantages in terms of 
performance, including reduced curing times, compatibility with 
diverse building materials, flexibility, and bond strength.
Bostik has the product range to answer this shift. 
These products are flexible, strong and fast and will stick to most 
surfaces and substrates - even under water.
Bostik’s NEXT GENERATION products answer the needs of 
the tradesmen in construction, renovations, and bathroom and 
kitchen makeovers.
Bostik MSP 107 SEAL BOND is flexible, 
MSP 108 XTREM BOND is strong and 
MSP 109 TURBO BOND is fast.
Bostik will be supporting the product range with a 
BUY 1 GET 1 FREE offer on selected products in the 
range.  The BUY 1 GET 1 FREE offer will be available during 
March and April 2018. 
Contact your Bostik representative, or the Bostik sales desk on  
00 353 1 8624900, for further details on these offers.

BOSTIK MSP 
BUY 1 GET 1 FREE 
OFFER PACKS

Innovation driving adhesives 
and sealants industry 

In little over two months’ time, the ACI’s European Adhesives & Sealants 
Summit 2018 will bring together senior executives and experts from the 
adhesives & sealants industry, policy makers, consultants, technology 

innovators and leading market analysts to discuss the latest challenges  
and developments within the industry.
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Bostik Industries Limited 
Newtown, Swords, Co. Dublin, Ireland 

Phone: +353 1 862 4900, Fax: +353 1 840 2186 

www.bostik.ie

FLEXIBILITY, STRENGTH AND SPEED

Quality products 
as good as you are

Bostik’s Next Generation MSP range of adhesives and sealants offer a combination of flexibility, 

strength and speed, to the professional tradesmen.

Quality products 
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Botament release 
RD 2 The Green 1
One of Botament’s core product areas of expertise is the waterproof 
protection of buildings, with the company offering a wide range of 
sealant systems. Most recently, Botament was proud to announce 
the introduction of RD 2 The Green 1 – the fast, multi-functional 
reactive sealant.
After a mere three hours it can be exposed to rain and with no 
priming needed, making RD 2 faster than standard products. High 
UV light resistance means it can be applied where light-sensitive 
products fail. Excellent adhesion and crack-bridging properties 
ensure reliable waterproofing. Applications range from structural 
waterproofing of basements, foundations, floor slabs, balconies, 
repair of existing roofs/flat roofs, to the sealing of water containers 
and tanks. Whether a new build or repair work, RD2 fits the bill. 
While still retaining the high-performance quality expected from 
Botament, RD 2 also holds certificates to the highest waterproofing 
standards and is a CE-marked product. In addition, RD 2 can be used 
as a finished coat, or it can be painted over either rendered or fixed 
tiles. Its ease of use and handy packaging sizes have shown RD 2 to 
be the ideal product for the professional/semi-professional tradesman.
In addition to RD 2, Botament also developed RD 1 Universal – the 
very first multifunctional reactive sealant in the world that comes as 
a single component in one container. This means electricity on site is 
no longer needed, leading to considerable time saved, as work can 
commence right away. From basement waterproofing to intermediate 
sealing under screeds, right down to fixing protection and insulation 
boards, Botament RD 1 Universal is extremely versatile in its use – 
excellent news for professionals and handy DIYers alike.
Details contact www.Botament-Ireland.com

DEVELOPER - MANUFACTURER - DISTRIBUTOR

of Building, Construction & DIY products

-  Tiling
-  Sealing
-  Waterproofing
-  Bonding
-  Decorating
-  Roofing
-  Cleaning-  Cleaning

Ireland’s largest
manufacturer of
Tile Adhesives,
Grouts and
Levelling Compounds

Tel:  0402 32370
wwwww.arcbuildingproducts.ie

Botament unveil their one-stop wetroom shop
Botament have recently announced their newly-launched 
“Wetrooms Solutions” – an innovative product solution  
system for the design, renovation, and refurbishment of wet 
rooms. This is the first and only complete package on offer in 
the market, all from the one source with ETAG certification,  
giving you all the products from start to finish for your wet 
room project.
Botament’s wet room solutions have the capabilities to offer a 
total wet room solutions package, providing high-quality, value-
added, innovative building systems that are fast, safe, and easy 
to install, and totally waterproof.
The package includes the Botament building boards, Botament 
shower trays, the innovative concrete-effect finish, Botament 
décor, and Botament accessories.

Botament building boards
These are a natural choice for wet rooms, as they are suitable 
for countless substructures, such as plaster, tiles, studding, 
paint, and many more. Available in a wide range of sizes and 
thicknesses, they open-up a sheer limitless array of design 
possibilities. The building boards are extremely strong, 100% 
waterproof, and the perfect background for tiling.

Botament shower trays
In addition to building boards, the system includes Botament 
shower trays. These are a reliable, cost-effective, and flexible 
way to create high-performance showers and wetrooms. 

Absolutely waterproof too, 
as well as both easy and 
quick to install, they’re the 
ideal choice for bathroom 
renovations.

Botament décor system
This innovative, waterproof 
coating system totally 
transforms wetrooms. 
It’s ultra-easy to apply 
directly onto existing 
tiling, Botament building 
boards, or onto many other 
substrates. This concrete 
effect design makes any 
wall look like an authentic, 
industrial concrete wall, 
and comes in many shades.

Botament adhesives and accessories
The full range of Botament’s tile adhesive, levelling mortars, 
grouts, silicone, and sealants completes the offering.
A comprehensive range of accessories is available, providing 
planners, contractors and customers with optimally performing 
wetroom solutions.
For more details, see www.wetroomsolutions.eu.
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Smart spaces
Rooms available for hire at HAI HQ

If you need an easily-accessible meeting space on the way 
into or out of Dublin, HAI can offer you convenient and well-
appointed rooms suitable for a range of requirements, from 

one-to-one to group facilities for up to 16 people.

Facilities

Support
When you visit us take the 

opportunity to learn more about 
HAI. To book either of the spaces, or 
for further information, contact HAI 

at info@hardwareassociation.ie  
or call 01 298 0969.

Location
On the city-bound side of the N7, 

more commonly known as the Naas 
Road, less than 1km across the border 
from Kildare. On the site of Johnston 
Logistics facing onto the Naas Road. 
See the map for our exact location.

Junction  5    N7 

From Naas 

From Dublin 

Directions to HAI Head Office 

A boardroom/ training meeting space for up to 16 people in a T-shape or 
in classroom style, with air-conditioning. A 62” state of the art screen is 

available with mini-Intel PC so you don’t have to connect a lap top. If you 
have a presentation or other documentation you want to place on the 

screen, all you need is a memory stick.

€75 morning (9am to 1pm) or afternoon 
(1pm to 5pm) and €130 full day – HAI members.

€100 morning or afternoon and 
€175 full day – non-members.

 A six-person meeting space with tea/coffee/water 
facilities available. Ideal for a one-to-one meeting 
on the way into or out of Dublin. Alternatively, if 

you just need a pit- stop for refreshments, you are 
welcome to drop in as this space is available to 

HAI members free of charge.

FREE to HAI members
€50 morning or afternoon 

and €100 full day – non-members

Wireless internet access is available in both spaces as well as plenty of sockets, natural daylight and blinds. 
Lunch is available, if requested in advance (24 hours’ notice) and starts at €4 per person for sandwiches.

March/April 2018
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Find out more: www.atg-glovesolutions.com
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Today 97% of glove wearers claim that comfort is their 
number one priority when choosing gloves with the key 
challenge being hot hands. 

Inspired to find a solution, led us to develop the AD-APT® 
cooling technology that we’ve integrated into the iconic 
MaxiFlex®.

AD-APT® works in partnership with our AIRtech® 

technology platform to keep your hands cool, dry and 
productive even in demanding conditions.

AD-APT® Cooling Technology is available as 
MaxiFlex® Ultimate™ 42-874 or
MaxiFlex® Endurance™ 42-848

KEEPING HOT HANDS 
COOL, DRY and PRODUCTIVE

  31% 
 COOLER HANDS
VERSUS STANDARD GLOVES*

MaxiFlex®

Endurance™

42-848

NEW

TM

Premium Brands | Quality Service

Available exclusively from Keypoint 
Phone: 01 885 30 30 Fax: 01 885 30 31 
sales@keypoint.ie | www.keypoint.ie


