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message
from the CEO

A

We’ve been stretched to the gills this last couple of months 
preparing for The Hardware Conference (see page 26 for full 
details); launching The Hardware Show for 2019; developing 
this magazine and dealing with staffing issues. On that note 
we’ve been listening and have developed an easy-to-use 
recruitment website HardwareJobs.ie for showcasing and 
promoting your recruitment vacancies as well as attracting 
matching new talent to the industry. This is at starter stages 
and I’d ask you to make us aware of your vacancies, so we can 
populate the website before launch towards the end of May. 
Read about how this will work for you on page 38.
The Hardware Conference was the culmination of months of 
planning, almost a year in the making, and we were delighted 
that the response was so positive from across the industry. It 
was an intense 1st of May, finishing with great craic provided 
by Mick Galwey and Co. at the dinner in the evening. Thanks 
to all those who attended and your kind comments following 
the event. Let’s continue to grow the hardware community 
and the sense of collegiality as we continue to place emphasis 
on the mutually beneficial networking opportunities for our 
supply chain - read all about the latest HAI trip overseas to 
Buyer Point in Milan in the next edition.
The industry was well on its way to having a bright first 
quarter in January but was knocked sideways by the snow in 
March, read about the first quarter’s results on page 6. The 
snow also almost stopped a visit to the Eisenwarenmesse, 
the International Hardware Fair in Cologne at the beginning of 
March. It was the largest hardware show I’ve ever visited and 
gave me several benefits – reaching out to new suppliers who 
want to explore our market (as well as join the Association), 
ideas for improvements to our own Hardware Show next year 
and networking with other Associations as well as current 
members and colleagues in the industry. Read about the 
innovative new products that won awards on page 32. The 
next opportunity for large-scale networking is at the Global 
DIY Summit in June in Barcelona, the largest global gathering 
of the DIY/home improvement industry, to learn about what 

lies ahead in the future, developments 
in the areas of artificial intelligence and the 
internets of things and again, network on a 
global scale with key contacts in Asia and the US 
in particular. All will be reported back to The Hardware 
Journal in the latter three editions of this magazine this 
year.
As I finally start my own Spring DIY jobs and home 
improvements I’m excited to read our second Paint and Home 
Décor supplement. Packed full of new ideas to inspire your 
customers and your displays in-store, ensure your staff are 
up to speed as they compete with the growing variety of 
websites offering product and ideas direct to the consumer. 
This battle will continue and although online penetration of 
this sector still lags behind travel and clothing to name but 
two, the more that can be done to enhance the customer 
experience the better for the long-term prosperity of the 
retailer and merchant.
Although our friends in the UK continue to tell us that the 
fallout from Brexit is having little impact on their economy, the 
UK Construction Forecast for the next couple of years makes 
for gloomy reading. Flicking through the report on page 23, 
and other than specific weather-related problems and the 
collapse of Carillion this year, the uncertainty surrounding 
the outcome of the Brexit negotiations continues to cause 
investment problems for the sector as the drip-feed of 
companies planning to leave the UK post-EU exit continues.
On a more positive note the Irish economy is set to continue 
to grow during 2018 and we continue to look forward to a 
meaningful increase in residential construction across the 
country.

Annemarie Harte
Chief Executive Officer – HAI
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Business Index –  
Quarter 1 2018 results
158 member branches are included in the HAI Business Index. In Quarter 
1 2018, on average, member firms were up 6% year-on-year for the 
quarter (despite the weather impact on March 2018). The positive year-on-
year performance for Quarter 1 peaks among Dublin members. 83% of 
members indicated that the poor weather conditions had a ‘very negative 
impact’ on their sales turnover for March.
From a quarterly perspective, the strong revenue bounce in January 
compensated for the dip in March 2018. The monthly moving average for 
Q1 peaks in Dublin and Leinster.
18% of member firms offer agricultural supplies (all located outside 
Dublin).

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 a 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 35 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.”

6
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United Hardware has announced the establishment of a new Store Operations Division. Former Musgraves 
retail operations advisor Jason Doherty – previously United Hardware’s Group Relations Manager – has been 
appointed Head of Store Operations, having previously carried out similar roles with Supervalu and Centra 
retailers respectively.
The new division will be responsible for the delivery of best practice retailing at store level, aiming to ensure 
consistency across its network of 130 stores.
Commenting on his appointment, Jason Doherty said: “I’m hugely excited about the benefits this new function 
will deliver to members and look forward to working closely with them.”
While stressing the need to avoid underestimating the size of the task ahead, Jason is nevertheless confident 
of implementing “a culture of support”, drawing on targeted information to help drive their stores.
Patrick Cassidy – CEO, United Hardware added: “We’re very fortunate to have someone of Jason’s calibre to 
head up this new division. The division is specifically designed to support, advise and assist all our members as 
we look to take their businesses to the next level, and forms part of a wider ambition to grow the business and 
enhance the services we provide.”

On 21st March 2018, Kingfisher announced their results 
for the previous financial year, with CEO Véronique Laury 
describing the company’s performance as “mixed”.
With 2017/2018 signalling the end of year two of a five-year 
transformation plan, the company remains confident of 
staying on track to deliver its targets. 
Among the key detracting factors were continued weaker 
and volatile sales in France, together with softer Q4 sales 
in the UK.
Positive elements of the company’s performance centred 
mainly around continued good growth at Screwfix and in 
Poland. The company also reported a steady increase in the 
group’s digital sales, showing a 50% increase from 4% to 
6% last year.
Furthermore, Laury predicted that the outlook for 
Kingfisher’s main markets will continue to be mixed, saying 
that “the UK is more uncertain, France is encouraging yet 
volatile, whilst the market in Poland remains supportive.”
In a statement on the Kingfisher website, Laury stated that 
she remains confident in the company’s ability to deliver 
its plan and in the customer and financial benefits it will 
generate.

Kevin Lagan has confirmed that he has entered into an agreement with 
Breedon Group plc to sell his materials business, Lagan Group, for £455m 
on a cash and debt free basis.
The deal sees Breedon, the UK’s largest independent construction 
materials group, acquiring Whitemountain, Lagan Cement, Lagan Brick, 
Lagan Asphalt and Welsh Slate. Lagan Homes is not part of the sale.
Breedon has an established relationship with Lagan Group, having 
operated a successful joint venture with its Whitemountain business in 
Scotland. The combination of Breedon and Lagan’s materials interests will 
create a workforce of circa 3,000 and turnover of more than £900m.
Lagan Group was formed in the 1960s on the outskirts of Belfast 
by Kevin’s father, Peter Lagan, when he opened his first quarry at 
Whitemountain. Chairman Kevin Lagan has undoubtedly been the driving 
force behind the business for over 40 years, growing its turnover to £272 
million, with combined earnings (EBITDA) of approximately £55m in 2017.
Commenting on the announcement, Kevin Lagan said: “Our committed 
and passionate staff in Lagan Group have contributed significantly to the 
development and growth of the business, differentiating us from our 
competition in all of the markets in which we operate. I’d like to thank 
them for the role they have played in the growth of Lagan Group, and 
I wish them every success as they enter an exciting new chapter with 
Breedon, who I am confident will build on that success, supporting the 
development of the business in the years ahead”.

APPOINTMENT TO NEW  
UNITED HARDWARE DIVISION

KINGFISHER REPORT
“MIXED” 2017

KEVIN LAGAN ANNOUNCES 
LAGAN GROUP SALE

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
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Ecocem – Europe’s largest independent specialist producer of GGBS 
(Ground Granulated Blastfurnace Slag) cement with a capacity of 2.4 
million tonnes – is rebranding across the group.
Following significant developments in Ecocem’s operations, the 
company has seen a growing interaction across its operating regions 
in Ireland, Holland, France, UK and Sweden, as well as the emergence 
of new product opportunities throughout the past several years.
At the heart of the Ecocem brand is the concept of high quality and 
precision. The monogram of the letters “eco” come together in the 
company’s new logo, representing the various stages of a project and 
underscoring the company’s focus on innovation and sustainability, 

giving rise to the tagline: Innovation Powering Sustainability.
Ecocem Ireland operates a technologically advanced, purpose-built 
facility in Dublin Port from which it services the bulk market in Ireland 
and the 25kg bag market in Ireland/UK. 
New innovation product opportunities will target areas as diverse as 
readymix, dry silo mortars, tile adhesives, screed, shotcrete, precast, 
roof tiles, piling and soil stabilisation.
Ecocem Ireland’s Managing Director Micheál McKittrick commented: 
“The rebrand of Ecocem Ireland heralds an exciting period ahead 
where we will bring targeted product solutions to customers across 
Ireland and the UK.”

Carl F Groupco have announced the expansion of experienced Regional Sales Manager 
Pamela Wilson’s remit to now encompass the Irish market.
Pamela, who has represented the hardware distributor in Scotland since 2001, will 
continue to support Carl F Groupco’s customers in Scotland while also working to 
increase the company’s presence in both the Republic of Ireland and Northern Ireland. 
The company’s full catalogue of over 7,000 product lines is available to the Irish market 
where FUHR door locks and Roto PN reversible window gearing are established as 
flagship lines. The SmartSecure range of electronic door locking and Smart access 
control solutions, plus the Carl F direct range of tools for the window and door 
industries, are also supplied to Ireland.
Carl F Groupco’s distribution facilities are based in Peterborough in England, and 
Cumbernauld in Scotland.  Full technical and operational support is provided to Ireland.

ECOCEM REBRANDING UNDERWAY

CARL F GROUPCO 
REINFORCE IRISH 
PRESENCE
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GRUNDFOS’ 
ECADEMY 
EXPANDS
Grundfos – a global leader in advanced pump solutions – have 
announced the expansion of their online training platform.
The Grundfos Ecademy is a free digital training tool and information 
platform that keeps its users abreast of the latest developments within 
both Grundfos and the pump industry. Users gain free access to the 
entire Grundfos Ecademy online training platform, tailored specifically 
to each person’s needs.
Until recently, the Ecademy had been mainly aimed at people working 
with domestic pump solutions. However, following many requests, 
Grundfos have now extended its breadth and depth and, in support, 
they have developed many new topics and supporting modules aimed 

at a much wider target group of engaged professionals. This new 
demographic has a requirement to know about an increasingly diverse 
range of topics, covering pump products and their applications, the 
theory behind them, as well as life-cycle costs.
The easy-to-use online tool offers training videos, downloadable 
presentations and in-depth articles straight to a smartphone, tablet or 
computer. At the end of each module, users can test themselves to 
reinforce the lessons learnt.
With the doors to the Grundfos Ecademy now open to more people 
than ever before, this allows many more professionals to take 
advantage of this flexible learning hub.
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BRETT MARTIN LAUNCHES 
LINE OF LIDS AND FRAMES
Heavy duty, robust and easy-to-fit 50kN1 450mm Lids and Frames 
have been added to the comprehensive range of Underground, 
Rainwater and Plumbing systems from Brett Martin Plumbing and 
Drainage. Suitable for residential applications, these hard-wearing lids 
and frames offer strength and massive loading capability.
Fully compatible with Brett Martin SfA7 Adoptable and Non-
Adoptable Inspection Chambers and manufactured from 
polypropylene, Brett Martin Lids and Frames are available in round 
and square options and feature a webbed rib design for added 
strength.
Glenn Goodman of Brett Martin said: “The range of lids and frames 
are designed to be robust, and the strong lid design offers a 
substantial 50kN loading capability when supported by a concrete 
plinth. Such is our attention to detail, we even custom-designed the 
screw fittings to have a larger thread for added strength and safety, 
allowing them to be locked securely in place.”
For additional safety when reduced access is required, a reducing ring 
clips and snaps securely into square and round frames, with screw 
holes for more permanent fixing.
Designed with the installer in mind, the lightweight Lids and 
Frames offer ease of installation and the Lids are easy to remove 

for maintenance and inspection.  
Furthermore, an anti-slip tread 
pattern provides excellent surface 
adhesion.
Tested to EN124 A15 and in 
conformance with Building 
Regulations, the Lids and Frames 
are fully compatible with Brett 
Martin 450mm Inspection 
Chamber Assemblies.
Brett Martin’s ongoing investment 
in the latest manufacturing 
technology, innovation and 
product development ensures 
that the company’s above and 
below ground drainage products 
remain at the forefront of the 
industry.
To find out more about Brett Martin’s Lids and Frames and the 
complete range of Adoptable Chamber Assemblies visit: 
www.brettmartin.com

FRESH FACES AT OLYMPIC FIXINGS
Olympic Fixings Group, which supplies hardware products to the 
merchant trade throughout the UK and Ireland, has made two senior 
appointments as it continues to strengthen its management team.
Paul Gordon has been appointed as Managing Director of the 
company, which employs over 60 staff in Altham, Lancashire, and 
Bangor, Northern Ireland. Paul has over 25 years’ experience in senior 
management roles in the industry, including as Managing Director of 
building products supplier SIG Distribution, and of Wolseley UK’s Drain 
and Build Centre.
Meanwhile Gareth Wiliams has joined as Finance Director. He has a 
wealth of experience in finance,  having trained as an accountant at 
KPMG, and most recently was Finance Director of the Fast & Fresh 
group, which operates over 200 Subway stores in the North West.
The company has also recently welcomed Ade Solomon as UK sales 
director, and Noel Hynes as Sales Director for Ireland. Ade previously 
worked for publishing and exhibition company Torque, while Noel was 
Managing Director of the hydraulic hose repair service Plant Hoses.
Their appointments are part of Olympic Fixings’ growth strategy 
following the £6m investment in the business by PHD Equity Partners 
and Secure Trust Bank last year. 
Andy Dodd, who leads PHD Equity Partners, said the appointments 
were in line with PHD’s policy of investing in high-calibre 
management, and would also allow for the partial retirement of 
former director Cliff Yates. “We are delighted to welcome the 
new management team on board,” he said. “All of them are highly 
experienced professionals with an impressive track record in the 
industry. Olympic Fixings is a sound business with potential to expand 
in the UK and Europe and these new appointments mean it is now 
ideally placed to pursue the growth opportunities.” Left to Right : Gareth / Paul / Noel & Ade.
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RUGBY STAR 
REPRESENTS STIGA
Doyle’s Wholesale – importers and distributors of quality 
garden, construction and outdoor power equipment – have 
chosen Tadhg Furlong as their brand ambassador for Stiga.
Headquartered in Italy, Stiga are Europe’s leading 
manufacturer of rear collection and mulching tractor 
lawnmowers and garden power equipment, with products 
designed specifically for European and Irish conditions; 
quicker to mow, lower in pollution, whilst returning valuable 
nutrients back into the lawn.
Stiga’s innovative products also include robotic lawnmowers 
that can be easily controlled and programmed from your 
phone or tablet. Stiga also produce an extensive range of 
battery-powered garden tools.
John Foley, Managing Director of Doyle’s Wholesale, said: 
“We are delighted to have such a powerhouse of Irish sport 
and a man with a strong grassroots background representing 
Stiga – one of our biggest garden equipment brands. We wish 
Tadhg all the best in his upcoming games and look forward to 
working with him over the coming year.”

SMOKY COAL BANNED 
FROM SEPTEMBER
Ireland is to join an international alliance committed to accelerating 
the end of coal use for power generation and for other forms 
of energy. Minister for Communications, Climate Action and 
Environment Denis Naughten confirmed the move after a meeting 
with his Canadian counterpart in Toronto.
The move means a nationwide ban on use of smoky coal will 
come into force in September, Mr Naughten said, but, more 
significantly, use of coal at the ESB Moneypoint generation station 
will be ended by 2025.
The Moneypoint move was flagged in the National Development 
Plan 2018-2027. Countries joining the alliance also commit to 
developing cleaner technologies especially in the context of climate 
change. Coal-fired plants currently generate 40% of the world’s 
electricity and are a leading source of carbon emissions.
The “Powering Past Coal” alliance of states, regions and 
businesses was announced at the UN climate talks in Bonn during 
November 2017 in an initiative led by Canada and the UK, who 
since then contacted the Government about joining. Ireland was 
the 27th country to join.
The ESB has been reducing coal consumption at the facility in Co. 
Clare since 2012 but has yet to announce an alternative energy 
source. It is expected this will probably be natural gas, which is 
cleaner than coal though it’s a fossil fuel.
Canadian minister of environment and climate change Catherine 
McKenna welcomed Ireland’s move. “It’s simply the right thing to 
do to ensure a better future for our children and grandchildren, and 
we applaud Ireland in joining the Powering Past Coal Alliance.”

Source: The Irish Times

Canadia Ad resized.qxp_Layout 1  17/04/2018  10:12  Page 1
Tadhg Furlong with Doyle’s Wholesale MD John Foley.
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CONSTRUCTION INDUSTRY 
LOOKS OVERSEAS FOR LABOUR
The construction industry may need to recruit from abroad 
to keep up with demand, an analysis by the Central Bank of 
Ireland has found.
In the analysis – titled “Where are Ireland’s construction 
workers?” – authors Thomas Conefrey and Tara McIndoe-
Calder found the industry had regained only about one third of 
the jobs it lost during the economic crash, lagging behind other 
industries.
The article is part of the Central Bank’s “Quarterly Bulletin” for 
2018.
It also found the profile of workers has changed in the industry, 
with those now employed older, more likely to be Irish 
nationals, and with higher levels of education than a decade 
ago.
Following the crash in the property market, employment in the 
industry fell to 83,400 in 2012, from a high of 236,800 recorded 
in 2007. That represented a 65% drop.
With the economic recovery since 2012, recovery in 
employment in the sector has remained weak, bucking general 
employment trends that have seen levels in other industries 
rise above the 2007 peak. The article’s authors noted the 

number at work in construction was 46% lower than in 2007.
“This means that a large number of construction workers who 
lost their jobs during the 2008-12 period have not regained 
employment in the sector in Ireland,” the article said. “The 
question then arises: Where are these workers now?”
Although there is no definitive way to track the progress of 
former construction workers through the Irish labour market, 
the researchers used several analytical approaches to draw 
conclusions. This found there was unlikely to be a significant 
pool of former construction workers either in unemployment or 
outside the labour force.
“This suggests that a large proportion of construction 
workers who lost their jobs during the crash are likely to have 
emigrated. As construction sector output picks up, net inward 
migration is likely to play an important role in meeting the 
demand for labour in the sector,” the article said.
It noted the change in age profile and education level of those 
involved in the industry, with the average age of a worker in 
2017, 42.3 years compared with 35.6 a decade earlier. Almost 
half have a third-level qualification now compared with 28% a 
decade ago.

Arc Building Products are delighted to announce the appointment 
of Michael Preece as their new Sales Director. Michael comes 
with a wealth of experience within the industry and will be 
responsible for the management of the seven-strong sales force 
and development of new and existing accounts.

NEW SALES DIRECTOR AT ARC

Trust & Innovation since 1919

Trust & Innovation since 1919

RAWLPLUG IRELAND LIMITED
Tel: 041 984 4338    Fax: 041 980 2874     Email: sales@rawlplug.ie     Web: www.rawlplug.ie

Code Description Qty Barcode
DSX-4030 4x30 C3 Exterior Wood Screw 400 5906675425610

DSX-4040 4x40 C3 Exterior Wood Screw 400 5906675425634

DSX-4050 4x50 C3 Exterior Wood Screw 200 5906675425641

DSX-4060 4x60 C3 Exterior Wood Screw 200 5906675425658

DSX-45050 5x50 C3 Exterior Wood Screw 200 5906675425665

DSX-5060 5x60 C3 Exterior Wood Screw 200 5906675425672

DSX-5070 5x70 C3 Exterior Wood Screw 150 5906675425689

DSX-5080 5x80 C3 Exterior Wood Screw 100 5906675425696

DSX-5100 5x100 C3 Exterior Wood Screw 100 5906675425702

DSX-5120 5x120 C3 Exterior Wood Screw 100 5906675425719

DSX External Wood Screw
Corrosion Class C3

EXAMPLES OF 
TYPICAL 
ENVIRONMENTS 

EXTERIOR 
Residential and industrial 
atmosphere with moderate 
pollution of S02. 
Coastal areas; 
low salinity atmosphere

INTERIOR
Light industry with humidity 
and air pollution 
(food production, laundry 
facilities, etc.)

Approved for use in:
• Decking boards

• Exotic Wood

• Wood

• Chipboard

• Plywood

• Laminate

• PVC Profile
C3

EN 14592+A1:2012  16

Reaction to fire: A1 Dop-EN14592-R-DSX

Flexural strenght: complies

Class1: EN 1995-1-1

Manufacture/ Manufactured: Plant #3

For outdoor applications of wood and chipboard
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WAVIN ICON WINDS DOWN
Joe Harlin retired from Wavin on 11th March 2018, after 46 years 
with the company.
Having most recently served as Key Account Manager 
with responsibility for developing business with Associated 
Hardware, National Hardware, Amalgamated Hardware, 
McMahon’s, Heat Merchants and Dairygold/4 Homes, Joe held 
a variety of positions throughout his near-half-century with the 
plastic piping giant.

ESRI REPORT 
HIGHLIGHTS 
GROWTH 
ISSUES
The latest report from the ESRI has predicted that strong 
economic growth will continue in 2018. Strong domestic 
consumption and investment, along with improving 
international conditions, are the main factors underpinning 
this growth.
In 2017, the Irish economy grew by 7.8%. In 2018, GDP is 
expected to grow by 4.8%, according to the latest ESRI 
economic forecast. GDP will grow by 3.9% in 2019 based 
on a technical assumption that a European Economic 
Agreement (EEA) is in place between the UK and the EU. 
Unemployment averaged 6.7% in 2017 and is expected to 
decline to 5.4% in 2018 and 4.5% in 2019. Increased tax 
revenue will lead to budget surpluses in 2018 and 2019.
The ESRI explained how it remains difficult to produce 
accurate estimates of sustainable economic growth based 
on the current set of national accounts. Estimates of overall 
output growth as well as major components of growth such 
as investment and trade are influenced by large transactions 
of a select number of firms. The body reiterated the 
importance of continuing to develop new approaches that 
allow for estimates of growth that are more representative of 
activity in the real economy.
This is particularly pressing at present as the economy is 
growing at such a robust rate. Policymakers need to be able 
to accurately gauge when the economy is likely to encounter 
capacity constraints.
The report includes a Special Article examining how Brexit 
will impact the cost of living in Ireland. It finds trade tariffs 
could lead to an increased cost of living of between ¤892 
and ¤1,360 per household per annum. Poorer households 
will be most affected as they spend a greater share of their 
expenditure on food products, which are likely to be imported 
from the UK.

Long established family-owned and family-run Builders 
Providers have recently established a new Branch after 
continued expansion.

We are currently looking to recruit:
• Assistant Branch Manager

(Excellent Career path)
• Trade Counter Sales
• Fork Truck Drivers

We pride ourselves as being experts in our field and 
are looking for like minded candidates to help continue 
with our growth.

Interested? Then please submit your CV 
and cover letter to our hiring consultant:

Mark Dakin
Southside Personnel
mark.dakin@southside.ie
086 785 0247

K.C.R Builders Providers
Homevalue

He joined Wavin as a lab 
technician in October 
1971 while still in college. 
After six years, he joined 
the Group Water Scheme 
sales team. Two years 
later, he transferred to 
the commercial team 
which called on Builders 
Merchants, Builders, and 
End Users.
In 1981, an opportunity 
arose for Joe to work in 
Saudi Arabia, where he 
spent 6 months cultivating 
Wavin’s joint venture 
throughout the Kingdom. 
He was appointed to his 
most recent role in 2005.
The entire Wavin family 
have expressed their wish to congratulate Joe on a fantastic 46 
years and wish him the very best in retirement.



Galway-based company EasyCount were accredited with the 
“Rising Star” during the Business All-Stars competition as part 
of the Fourth Annual All-Ireland Business Summit in Croke Park 
on Thursday 19th April.
The Business All-Stars competition – an annual competition 
designed to identify, recognise and accredit Irish companies 
and individuals that have distinguished themselves in the 
conduct of their business over the last 12 months – was one of 
the headline elements of the summit.
Speaking at the summit, Dr Briga Hynes, Kemmy Business 
School, University of Limerick, Chairperson Adjudication Panel 
said: “EasyCount has demonstrated an ability to innovate 
and has impressive growth plans which no-doubt reflects 

the resilience and optimism that are the hallmarks of Irish 
entrepreneurs. EasyCount bring a real inspiration for what 
is possible in business in Ireland and provide important role 
models for the many aspiring entrepreneurs and existing small 
firms.” 
EasyCount is a technology company that provide inventory-
counting software to businesses. Speaking in the aftermath 
of the award, CEO Patrick McDermott said: “On behalf of 
EasyCount, I would like to express our sincere thanks for being 
accredited as the Rising Star. Achieving All-Stars accreditation 
is a great source of pride for us and we look forward to 
continuing to meet and indeed exceed the standards set by 
the All-Star programme.”

EASYCOUNT STAR ON THE RISE

JOINERY EVENT LOOKS 
TO THE FUTURE
The W Exhibition – the UK’s leading show for the joinery and 
furniture industries – has been announced, it will take place 
from 30th September until 3rd October 2018.
The biennial event is an opportunity for the whole industry to 
come together at the NEC, Birmingham to network, watch live 
demonstrations of woodworking machinery and see all of the 
latest products and developments under one roof.
The exhibition’s sister show “Elements” is an event that takes 
place alongside the W Exhibition and is the only components 
show featuring a wide range of finishing products for the KBB, 
furniture production and interior design markets. Stands will 
include the very latest wirework and storage solutions, surface 
trends, materials and technologies designed by influential 
manufacturers from the UK, Europe and further afield.
This year, the W Exhibition and Elements will be launching 

its first Education Zone, with the 
support of the show’s partners 
Didac Limited, the British 
Woodworking Federation (BWF), 
and the National Association 
of Shopfitters. The Education 
Zone will take the form of an 
area within the exhibition that 
will be specifically dedicated to 
apprenticeships and careers within the furniture and joinery 
manufacturing industries. Whether you’re an employer looking 
to offer an apprenticeship, an employee looking for your next 
step in the industry or a student who is interested in the 
sector, industry specialists, career advisers and business gurus 
will be on hand to answer questions and offer sound advice.
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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



EASYCOUNT STAR ON THE RISE
JOB INCREASES ON HORIZON

NO MORE NOSEY NEIGHBOURS

Some 2,000 jobs could be created in the hardware sector 
between now and 2020 as the Republic’s robust economic 
performance – coupled with the housebuilding recovery – 
drive growth in the sector.
A forecast from Hardware Association Ireland (HAI) suggests 
economic growth of between 4% and 5% could boost 
employment in the sector to 21,000 jobs. The industry is 
currently responsible for direct employment of 19,000 people 
and is estimated to contribute about ¤377 million to the 
economy.
Annemarie Harte, HAI chief executive, said the forecast of 
2,000 additional jobs is a “conservative” one, noting that 
hardware sales grew 5.1% in 2017.
Additionally, the sector is expected to get a boost associated 
with the Home Renovation Incentive (HRI) scheme. The HRI 
scheme enables homeowners claim tax relief on repairs, 
renovations or improvement work carried out on their main 
home or rental property.
The HRI is paid in the form of a tax credit at 13.5% of 
qualifying expenditure and will cover work done up until 
December 31st this year.

“We can anticipate an increase in applications for the 
schemes as we approach the December 31st deadline, and 
this will drive further growth in the hardware sector,” said 
Dublin City University (DCU) associate professor of economics 
Tony Foley.
“The latest figures released reveal that the HRI has exceeded 
an estimated ¤1.85 billion in works since it was introduced in 
2013, with the majority of the spend undertaken in just three 
counties: Dublin, Cork and Kildare. Home extensions, general 
repairs and renovations and window replacement top the 
list of works completed under the scheme, with an average 
spend of ¤16,187,” he added.
Ms Harte, speaking at the HAI’s 80th anniversary conference, 
also outlined risks to the sector posed by Brexit. She said the 
timber sector in particular was facing considerable challenges.
She urged the government to “pay particular attention to the 
needs of the sector”, considering the current position is one 
where roundwood and processed timber flows smoothly 
between Northern Ireland and the Republic.

Source: The Irish Times

ISOVER Saint Gobain have just launched a new acoustic 
advertising campaign to promote both the acoustic noise 
reduction and thermal performance of the ISOVER Ireland 
Acoustic Range. The campaign features a brand-new video 
titled ‘Nosey Neighbours’. In addition to this video, ISOVER 
have prepared a new acoustic landing page, which features the 
theory of acoustic insulation, as well as ways to reduce noise in 
your home.
The company have identified the four principal noise sources in 
the building acoustics domain:

Airborne noise from external sources such as road, rail or aircraft 
noise, voices in the street, etc; Airborne noise from internal 
sources such as conversations, Hi-Fi, television, etc; Impact 
noise such as those resulting from the movement of people or 
furniture, falling objects, etc; and finally, equipment noise such as 
that originating from elevators, valves, ventilation fans, etc.
The company have both timber frame and masonry solutions 
available, to address the everyday problems of noise pollution in 
the home or workplace.
For more information, visit www.isover.ie/acousticssolutions. 
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TJ O’Mahony Cahir celebrated the Grand Opening of their 
newly designed store located in Cahir Business Park in April, 
unveiling a brand-new Dulux Paint Centre, Door and Floors, 
Heating and Plumbing, Bathroom Showroom, Decking and 
Paving and Stove Centre.
Branch Manager Mike Cushing said: “The foundation of our 
business is the relationship we have with our customers. A key 
element is taking our customer’s query and matching it with 
the most practical solution. Whatever the project, we have the 
product, the price and the knowledge to make your project as 
easy as possible.”
“We were delighted to welcome so many customers to our 
much-improved store in Cahir, now with a broader product 
offering to include Heating and Plumbing, Bathrooms and 
Stoves along with regular TJ O’Mahony Trade Promotions.” 
The HPC Group operates eleven Builders Providers and Home 
Improvement stores in Ireland along with a specialist Timber 
and Panels Products branch in Dublin.

TJ O’MAHONY CAHIR 
CELEBRATE GRAND OPENING

Left to right: Michael Shone, Bridget Horan, James O’Connor, Pat Power, 
Mike Cushing (Branch Manager) and Patrick Ryan at the official opening.

MERCHANTS UNITE AT 
ANNUAL TRADE SHOW 

90 Irish and international suppliers 
showcased thousands of hardware, 
homeware and agri products at United 
Hardware’s annual trade show held at the 
National Show Centre in Dublin in April. The 
show generated over ¤2 million in sales 
through approximately 2,000 completed 
orders.
Sales at this year’s event marked an 11% 
increase on sales generated at the Group’s 
last trade show in 2017 (¤1.8 million), which 
Patrick Cassidy – CEO of United Hardware 
– believes is due to increased new-build and 
renovation activity.
“Our trade show continues to go from 
strength to strength each year and provides 
a hugely important platform for our members 
to work directly with the top suppliers on 
the market in sourcing the best products 
for their unique customer bases. The 
immense scale of sales at this year’s trade 
show demonstrates that our members 
are continuing to grow their businesses 
by leveraging opportunities presented by 
increased construction activity across the 
country.”
An Irish owned business, United Hardware 
Ltd supplies and operates the Homevalue and 
Arro retail brands on behalf of its members 
who together have over 150 stores across 
Ireland, and combined retail sales in excess 
of ¤330 million. These members employ over 
1,900 people across 26 counties.
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CONSTRUCTION GROWTH CONTINUES
Construction firms increased their workforce on the back of 
greater workloads as activity in the sector accelerated to a 
three-month high in April.
The Ulster Bank Construction purchasing managers’ index (PMI) 
rose from 57.5 in March to 60.7 in April, marking the second 
fastest pace of growth since May 2017.
Ulster Bank said the buoyancy in activity and new orders 
continued to underpin very strong and accelerated rates of job 
creation with the employment element of the PMI picking up 
last month to its highest level since early 2017. 
The bank said that total activity growth was supported by 
sharper rises in housing and commercial activity, each of which 
reported marked increases that were the fastest in 11 months. 
But growth in civil engineering activity softened and was the 
weakest of the three monitored sub-sectors, it added.
It also noted that greater global demand for construction inputs 
placed pressure on supply chains.
Strains on capacities reportedly led to many suppliers increasing 
their prices and anecdotal evidence showed the rise in cost 
burdens was due to higher raw material prices, especially steel 
and insulation.

Simon Barry, chief economist Republic of Ireland at Ulster Bank, 
said the latest PMI survey showed that after a weather-related 
slowdown in March, the headline PMI picked back up to a very 
elevated reading of 60.7 in April. 
“There was a very sharp acceleration in commercial activity 
which took the Commercial PMI to its highest level since 
last May, in the process leaving commercial as the strongest 
performing activity category last month,” Mr Barry noted. 
“But the improvement was broadly-based, with the pace of 
growth in housing activity also picking up to an 11-month high, 
while civil engineering recorded a fifth consecutive month 
of expansion, albeit at a somewhat slower pace in April,” he 
added.
Mr Barry said that while sentiment among firms about the 
sector’s prospects over the coming 12 months moderated 
slightly in April, it still remains at elevated levels. 
“58% of respondents anticipate higher output levels over the 
year ahead, reflecting expectations for healthy construction 
demand in general and within the residential sector in 
particular,” he added.

Source: RTE

RAWPLUG LAUNCH 
EXTERIOR WOODSCREWS 
Rawplug recently announced the arrival to the market of their new 
exterior woodscrews which have a corrosion rating of C3. The new 
exterior woodscrews can be used in a wide variety of both interior and 
exterior environments.
Among the interior environments are food production and laundry 
facilities, along with other zones involving light industry with humidity 
and air pollution. As for the exterior, residential and industrial areas 
with atmospheres moderately polluted by S02 are now fair game, 
as are coastal areas where there are varying levels of salinity in the 
atmosphere.
Among the features and benefits of Rawlplug Exterior Woodscrews 
are their production with hardened carbon steel, with a coating to 
avoid stain in outdoor applications. There is also no pre-drilling required, 
with a drilling point to the very top of the screw for a fast start. The 
partial thread on the shaft of the screw allows multiple elements to be 
clamped together
securely without separation. A thin countersunk head with cutting ribs 
makes it easy for countersinking and achieving a precise, flush finish. 
Furthermore, the TX drive guarantees secure transmission of screw-in 
torque and no pop-out of the bit, with a notched thread and wax coating 
facilitating reduced friction.
Rawlplug is a proud member of the Construction Fixings Association 
(CFA). All CFA members are committed to providing technically proven 
products manufactured to recognised quality assurance procedures 
and backed up with comprehensive technical support services including 
performance data, anchor selection software, application advice, testing 
and training in the correct use of their products.

REGULATIONS
SET FOR
REVIEW
The Department of Housing, Planning and Local 
Government recently launched a public consultation 
process concerning the review of certain building 
regulations.
The launch follows the Minister for Housing and 
Urban Development Damien English’s announcement 
of his intention to review Part L (Conservation of 
Fuel and Energy) Dwellings, and Part F (Ventilation), 
in order to comply with Directive 2010/31/EU of the 
European Parliament and of the Council on the energy 
performance of buildings (Recast).
Said directive sets requirements at an EU level for 
Member States to improve the energy performance 
of buildings and to make an important contribution to 
the reduction of greenhouse gas emissions.
Submissions and comments on the review of 
Part L and/or Part F should be submitted on the 
Templates for Submissions only, and sent by 
email to buildingstandards@housing.gov.ie. 
The aforementioned templates, together with all 
detailed documentation relating to and including 
the regulations in question, can be found on the 
Department’s website www.housing.gov.ie.
The closing date for the receipt of submissions  
and comments is no later than 5:30p.m. on Friday  
8th June 2018.



In this issue of The Hardware Journal, 
HAI CEO Annemarie Harte paid 
a visit to Tegral - the world’s only 

fibre cement slate manufacturer to 
be awarded a rating of ‘Excellent’ 

for the BES 6001 standard for 
responsible sourcing. She soon 

discovered just how far the company 
has come in the years since her 

previous visit.
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Guaranteed
Irish – over
80 years in 
production 

and still 
going strong

Supplier Profile

The last time I visited Tegral was in October 2014, not long 
after I had joined HAI. At that time, I recall the environment 
of the production process of making fibre cement slates in 
the factory within the grounds of the plant in Athy as being 
quite dull and dark, with aged machinery. Therefore, to re-visit 
in May 2018 with new machinery already in-situ and with 
a new roof that lets so much light into the factory that you 
could mistake it for working in daylight, was a revelation and a 
tribute to improving the environmental impact on not only the 
employees but on the quality of the product too.
The new development is part of an ¤18 million investment in 
the Athy plant by Tegral owner, Etex. When the improvements 
are fully complete, Tegral will have a new slate machine to 
make better quality fibre cement slates and improve capacity 
by 20%. The new machinery will improve the working 
conditions and welfare for Tegral employees and more 
importantly, will further increase health and safety which is a 
priority for Tegral.
Investment will continue at Tegral with the new Rivendale 
line being manufactured in Athy. Currently, Rivendale is 
brought in from Etex’s French plant but from later this year 
the Irish market will be supplied with home-made product. 
This is great news for a town that was just hit with the loss of 
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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.

As part of their ‘Raising the 
Standards of Roofing’ initiative, 
Tegral have been continuously 
improving their process with 
existing machinery over the past 
ten years – their slates are the 
strongest on the market with 
the highest quality paint and 
finish, resulting in a product 
that outperforms any other. 
Even still, the investment in the 
new machinery will make the 
product even better – smoother 
and stronger again – ideal for 
Irish weather conditions. With changing weather patterns in 
Ireland, harsher winters (this most recent winter a case in point), 
more storms and alleged higher temperatures in the summer 
months, the improved product will be geared up to take on these 
challenges.
Tegral has its own laboratory, within which it rigorously tests the 
raw materials going into the products: cement from Irish Cement, 
and fibres from Japan and China. Each shift in the factory 
tests the materials to make sure it meets the EN 492 standard 
(European standard for fibre cement slates). Not only that, but 
Tegral strive to exceed this standard by at least 20%. “Ireland is 
sitting at the edge of Europe, a windbreaker from the Atlantic, 
so it is vital that our slates are made stronger than the European 
standard dictates,” explains Kelly. 
As part of their continuous improvement, Tegral are also 
concentrating their efforts on customer experience – a key factor 
highlighted by Steve Collinge at the recent HAI Conference – to 
ensure continued success. With a renewed energy and focus 
on their customer expectations, upskilling of the sales team and 
digital platforms are two key areas being improved upon.
In a country where foreign direct investment makes up a 
significant part of its GDP, it is heartening to visit an Irish 
manufacturing plant that has survived the collapse in the housing 
market and is now the subject of investment to support the 
future welfare of employment in a rural town, as well as the 
commitment to sustainable and much improved products. Tegral 
– a company that has been, and will continue to be, ‘building for 
generations’.

over 80 jobs following the closure of Coca Cola’s manufacturing 
plant. The commitment by Etex to develop their Athy location 
was recognition of the value placed on the Irish production team 
headed by – what could now be known as an industry legend 
and past HAI President – Paddy Kelly. “This is a really big bonus 
for us,” Kelly said. “The production of the slates will start in 
September/October, once the final parts of the machinery are in 
place.”
The new machine will be far more efficient, ensuring a new 
production process that will be 100% environmentally friendly 
with 0% of waste going to landfill – good for everyone locally, 
nationally and globally. Tegral operate to several high standards 
– ISO 9000, ISO 14000, OHSAS 18000, and they more recently 
received a unique standard with BES 6000 for sustainability. 
Initially, Tegral were awarded a ‘very good’ rating but last year, 
they were certified as ‘excellent’. Tegral are the only fibre cement 
slate company in the world that has this rating and it’s a testament 
to their commitment to the long-term viability of their products 
as well as customer demands to improve the provenance of the 
product.

The construction industry is a major consumer of resources. 
The BES 6001 standard was developed to enable construction 
product manufacturers prove that their products have been 
made with materials that have been responsibly sourced from 
suppliers who have documented health and safety systems, 
and quality and environment systems (ISO 9001 and ISO 
14001).  
Introduced by the Building Research Establishment (BRE) in 
2009, BES 6001 is a holistic framework, bringing together 
many of the current management systems. In addition, it 
provides further areas of assessment, including traceability 
of a company’s supply chain and their interaction with local 
communities.
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The rapid expansion of Ardale Property’s team of builders merchants and 
hardware stores is taking the Dublin region by storm. The Hardware Journal 

visited the company’s inaugural store in Clondalkin – Clondalkin Builders 
Providers Limited – where General Manager Gareth O’Hare and Director 

Emma Maye discussed their progress so far.

Divide and conquer

Store Profile

It’s sometimes easy to forget that Dublin City is encircled by 
a vast amount of large radial towns and smaller villages. The 
commuter belt is being continuously loosened as property 
developers become increasingly more imaginative in upselling 
the so-called convenience of whatever distance their particular 
development lies from the capital. Maps of the Greater Dublin 
Area almost resemble battle plans of a besieged city with 
its back to the sea, marauders at the gates, decked in steel-
toe-capped boots and safety passes. As the boom continues 
unabated in the Leinster region, local builders merchants and 
hardware retailers continue to capitalise on the incessant surge 
in construction projects.
The image of marauders implanted itself in my mind as I drive 
past the medieval round tower in Clondalkin Village, 10 kilometres 
west of Dublin. Built in the 7th century to protect against Viking 
raids, it reminds everyone who passes of the immense history 

in the area. A little further down the road I turn into a cul de sac 
where the new kid on the block has integrated itself seamlessly, 
becoming a popular addition in a very short space of time.
Since April 2016, Clondalkin Builders Providers Limited has 
been the go-to spot for locals and those from further afield for 
large-scale construction needs as well as smaller-scale home 
DIY projects. The site itself was first used for the hardware retail 
industry back in 1983, undergoing several gradual expansions 
throughout the intervening years, and currently measuring 
approximately four acres. Belonging to a trio of stores sheltered 
under the umbrella of the Ardale Property Group, CBPL is in fact 
the eldest sibling, with the other two only opening in the past 
18 months – Newtown in January 2017 (NBPL), and Blackrock in 
May 2017 (BBPL).
The Clondalkin store floor itself measures 4,500 sq. ft, with 
a further six external sheds spread throughout a substantial 
outdoor yard, which also houses a large timber holding as well as 
a dedicated paving area too.
Within only six months of taking over the site, senior 
management identified a pressing need to rearticulate how 
the store functioned. The first floor was previously a floor and 
door showroom, but as Emma explains, nobody was venturing 
upstairs. Staff locations were also split between two areas, and 
a decision to centralise all staff to the newly renovated upstairs 
area resulted in improved communications. It also helped 
the team refine their shop floor, into which the door and floor 
ranges are now neatly integrated. Indeed, the displays of various 
products are all immaculately arranged and maintained, with 
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an eye-catching miniaturised bathroom display adding an extra 
sheen as one walks through the doors.
The outdoor yard is a little more hectic, but that’s due mainly to 
an ongoing process of overhauling one of the warehouses, with 
a focus on improving the overall layout, installing new racking as 
factors such as the change in pallet sizes necessitates certain 
upgrades. As Gareth explains: “Traditionally the plywood would 
have been spread around the whole warehouse, but now we 
have it centred in one location. It’s a similar case with all the 
insulation products.” Convenience is the buzz word as all efforts 
focus on streamlining the yard experience for the tradesperson 
who simply wants to swing by and collect their product with 
minimal fuss.
Emma describes how the team have worked hard on the 
presentability of the store, introducing newer lines like the 
sanitary and tile ranges to soften the overall perception of 
Clondalkin BPL. “More than anything, it’s so that a housewife can 
now come in and not feel as intimidated as they perhaps used 
to,” she explains. “It’s all well and good when the construction 
industry is booming, but you’ll always have your day-to-day DIY 
trade and you’ll always need that,” adds Gareth.
In such a notoriously tough industry, the CBPL team seem to 
understand the fine balance between hunting success while 
covering all bases in the process. The store is very strongly 
associated with and involved in the residential site business 
through their expansive network of trade customers. However, a 
heavy dependency on trade results inevitably in more exposure 
to credit risk. Words certainly aren’t minced when talking about 
how focused they are on staying on top of their debt books.
“It’s a tough industry that’s gotten even tougher,” observes 
Gareth. While trading and credit are intrinsically linked, the team 
are aware of their good fortune in having the stable backing 
to allow them target involvement in the larger construction 
projects in the area. The evolution of lead times once measuring 
two weeks now stretching to two months has somewhat 
forced more strategic forward planning, along with closer 
communication with the customer to help stay organised and 
on track throughout the entire lifecycle of a project. It has also 
fostered closer communication throughout the company’s own 
network, liaising frequently with CBPL’s sister stores in Newtown 
and Blackrock to help meet demand.
The division in CBPL’s business is quite pronounced, with an 

estimated 80% coming from trade, with only approximately 20% 
originating in home DIY. Nevertheless, one of the more recent 
developments has seen the company’s Build4Less website grow 
in its capacity to cater for online sales to both groups.
According to Emma, online sales are going very well, with further 
big plans for its expansion down the line. There has been a lot 
of investment in marketing and branding, both in terms of time 
and money. Two full-time employees based in Clondalkin are 
exclusively dedicated to the running and maintenance of the site. 
“People don’t want to talk on the phone,” muses Emma. “They 
want to do it all online, and at the end of the day it’s convenience 
for the customers that counts.”
With impressive commitments to nationwide delivery of product 
purchased online, the company has established a network of 
strategic partners scattered across the country to help fulfil 
said commitments. For the Greater Dublin and Leinster region, 
the company boasts its own fleet of trucks, to which four new 
vehicles were added within the past 18 months – a statement of 
intent concerning constant investment in the group.
In Clondalkin and the other stores, a Click-and-Collect service is 
operated, further underlining the drive to maximise convenience 
for the customer. But Emma and Gareth are keen to stress that – 
should any customer require further advice – there will always be 
somebody to talk to.
As for the main trends that CBPL are witnessing emerge, 
airtightness and insulation are the two main players on the larger 
construction sites. For smaller-scale customers, composite 
decking is starting to take off as Spring/Summer comes into view. 
But according to Gareth, the biggest thing is insulation, with the 
near omnipresence of certified surveyors on all sites signing off 
on ratings which affect the value of a house. Metac insulation and 
insulation liners have gone from infrequently appearing on the 
radar only five years ago to becoming the proverbial bread and 
butter stuff of today. At CBPL, I-joists are becoming more popular 
too, due to their convenience for the tradesman either plumbing 
and/or wiring through them. For CBPL specifically, the challenge 
is to draw awareness to the availability of related products on 
their shelves.
To this end, one of the avenues to which they look is social 
media, with Facebook being their main port of call. There’s a 
certain pride among the team at their innovative use of Facebook 
Live videos in particular, something not overly common in this 
particular industry. Frequent competitions are held, and an 
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ongoing collaboration with marketing partners iZest has seen 
a steady production of videos stockpiled, to be strategically 
released along a predetermined timeline. The company adheres 
to a 12-month social media plan that’s under constant revision.
Like any and every company, its staff are key. While the network 
of stores is still quite fledgling, plans to expand are constantly at 
the forefront of senior management’s thoughts. At present, there 
are 32 staff in Clondalkin, 15 in Newtown, and 11 in Blackrock. 
Impressively, the company has only experienced one staff 
departure in the last year. Morale is among the chief motivations. 
Once a quarter, birthday cakes for all staff celebrating their 
birthdays within that quarter are sliced up and handed out. More 
recent initiatives include “Fruit Day” once a month, which the 
staff “howled laughing at when it first came in but is a huge 
success now,” explains Emma. There are also staff competitions 
on Valentine’s Day, where they encourage fancy dress, as well as 
providing free Valentine’s Day cards to help put a few romantic 
cats among the pigeons.

But it’s not all fun and games. The company takes very seriously 
those seeking to either begin or advance their careers, with a 
preference for promoting internally when relevant. There have 
also been successful cases of brand new, green-behind-the-
gills staff coming in and training up from scratch, eventually 
establishing themselves as permanent staff members. They 
have even gone so far as to assist with staff members seeking 
to finish school and progress to college, all the while working at 
CBPL. 
Mindful of their place in the local community, the company 
provide a charity donation every year, the recipient of which is 
decided by the staff.  The Clondalkin store also sponsor Booth 
Road Celtic, as well as hoardings at the Round Towers GAA club. 
“It’s Imperative that we’re ingrained in the local community,” 
declares Gareth, who draws specific attention to the work carried 
out by CBPL in relation to the local Clondalkin Mens Sheds.
Both Gareth and Emma are far coyer when asked about 
upcoming developments. “Watch this space!” was the 
unanimous response, although the less said, the more heard by 
their competitors in the industry.
With regard to upcoming challenges facing not only CBPL but 
the industry as a whole, the sourcing of product is identified 
as the single biggest issue. For CBPL, 95% of their business is 
found in Dublin and the surrounding areas. A certain portion of 
product comes from the UK, and so Brexit’s eventual impact will 
inevitably trickle down. That, plus an unwavering desire to stay 
ahead of the competition, has the group constantly looking at 
new product lines where feasible.
As we near the end of my visit, they both reflect on their place 
within the industry. “The one thing that never surprises me is the 
element of surprise” laughs Gareth. “Every day brings something 
different,” he adds. For Emma, it doesn’t even feel like a job. 
“Construction and property has been in my family for donkey’s 
years – it’s always been in my blood, and I find it very exciting,” 
she enthuses. “I love working with good people.”
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Overall, construction activity is expected to remain flat in 2018 
with growth in private housing and infrastructure offsetting 
falls in activity in the commercial, industrial and health sectors. 
Without this growth in housing and infrastructure, construction 
output would fall by almost 2.0% in 2018 and – without a 
significant catch-up in activity following the poor weather – 
this fall would be almost 3.0% in 2018.
Private housing output rose in each of the last five years and it is 
expected to continue to rise in 2018 despite a slowdown in property 
transactions and the continued falls in the Central London prime 
housing market. UK property transactions in 2017 were 0.6% lower 
than in 2016. Furthermore, transactions in January and February 2018 
were 1.1% lower than a year ago and suggest that the slowdown is 
accelerating. Mortgage approvals indicate a similar story. The Bank of 
England reported that the volume of mortgage approvals in 2017 was 
1.6% lower than in 2016. In addition, in January and February 2018, 
the volume of mortgage approvals was 4.8% lower than one year 
earlier. Despite this, whilst there remains house price inflation, house 
builders will be keen to increase supply. Annual house price growth 
has more than halved since the 4.9% growth seen in 2016 according 
to Nationwide but it remains positive, at 2.1%, in March 2018. The 
government’s Help to Buy continues to skew home ownership 
incentives towards purchasing of new build. It accounts for over 
one-third of private house building and 40% or more for some major 
house builders.
Private housing repair, maintenance and improvement (“RM&I”) 
was worth £21.9 billion in 2017. Historically, property transactions 

have a positive relationship to refurbishment activity on existing 
properties with a 6-9-month lag. Yet, despite falling property 
transactions, private housing RM&I continued to grow during 2017 
and the indications are that it is likely to sustain activity during 2018. 
Above a certain house price, particularly in the South East and North 
West, activity by an older demographic with housing and pension 
wealth appears to be negatively related to property transactions as 
they tend to prefer to improve rather than move. In addition, in the 
second year since the freedom and choice pension reforms were 
introduced in April 2015, £5.7 billion was withdrawn from pension 
pots by those 55 or older according to the ABI and this has helped 
to fund investment in improvements work despite falling real wages 
and tighter spending for those who are working. This activity has 
been sufficient to provide growth for the sector in 2016 and 2017. It 
is also expected to sustain activity during the first half of this year 
after the weather impacts of Q1 are taken account of. However, the 
sustainability of this growth is constrained by the initial burst of those 
taking money out of the pensions early having already occurred and 
the general slowing of the housing market and consequent impacts 
on the profitability of doing such improvements work. 

Commercial Construction
Commercial construction is forecast to endure the sharpest falls 
in activity over the forecast period. New orders in the commercial 
sector fell by 7.9% during 2017 albeit from an eight-year high in 2016. 
Last year’s fall in commercial new orders is expected to feed through 
over the next 12-18 months so commercial output is forecast to fall 

The start of 2018 has been an inauspicious one for the construction industry. 
The liquidation of Carillion in January, combined with the unseasonal weather 
in February and March, will inevitably lead to a poor first quarter of activity for 
the industry. The second quarter of 2018 is likely to see an upturn in activity but 
activity in the sector overall for the year will be dependent upon the extent to 
which Carillion’s liquidation impacts upon sub-contractors and suppliers down 
the supply chain in addition to the extent of catch-up following the three lost 

days of construction activity across the UK. As a result, the key risks to the 
latest forecasts are clearly on the downside.
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by 7.8% in 2018 and a further 0.8% in 2019. Within the overall sector, 
the key impacts are likely to be on the offices and retail sub-sectors. 
Offices new orders fell by 25.0% in 2017 and in Q4 in particularly, 
new orders were 34.6% lower than a year earlier. Demand remains 
high for flexible offices space in London although Savills reports that 
in the City flexible offices space providers may have saturated the 
market for one year. However, demand for additional high-profile 
offices space from the financial and business services sector has 
fallen sharply since the EU Referendum vote in June 2016 although it 
is worth noting that the moves of banking staff from London to other 
European cities has been relatively small so far.
The Investment Property Forum (IPF) reported in March 2018 that 
London offices capital values are expected to fall by 2.0% in 2018, 
1.9% in 2019 and 0.3% in 2020. Falls in offices demand in London 
have been partially offset by growth in cities outside the capital, 
especially in Manchester and Birmingham. In Manchester, which has 
an offices construction market that is only one-tenth the size of the 
London market, the January 2018 Deloitte Crane Survey reported 
that activity on six main projects accounting for over 900,000 sq. ft 
of floor space was started in 2017 and demand continues to outstrip 
supply, which was not significantly impacted by the UK’s vote to 
leave the EU. In Birmingham, Deloitte reported in January 2018 that 
there were four new office construction starts totalling over 640,000 
sq. ft that helped maintain offices construction output at a record 
high in the city. Overall, output in the offices sub-sector is expected 
to fall by 20.0% in 2018 and a further 10.0% in 2019. Activity within 
the retail sub-sector continues to be hindered by the continued shift 
away from the high street towards online shopping, which skews 
construction away from retail and towards warehousing, combined 
with the impacts of business rates increases of chains operating in 
the capital.
This has been illustrated by the recent high-profile administrations 
of Toys R Us and Maplin in 2018 Q1 and will only be exacerbated by 
the impacts of real wage falls last year on consumer spending this 
year as spending patterns change. Apart from the direct impact on 
additional retail demand, this could have a knock-on impact upon 
retailers that were looking to expand, such as Lidl, who may take 
over existing premises of now defunct retailers rather than build 
new premises. Consequentially, retail construction is forecast to fall 
by 10.0% in 2018. Looking further ahead, the £1.4 billion Croydon 
Partnership and £1.4 billion Brent Cross extension are still expected 

to drive growth for the sector overall whilst general retail demand 
is likely to benefit from a recovery in real wages and, consequently, 
consumer spending. Commercial retail output is forecast to rise by 
5.0% in 2019 and 2.0% in 2020.
Public sector construction is expected to suffer from a lack of finance 
available and a lack of projects in the pipeline. Public housing RM&I 
activity fell during 2017 and is expected to fall by 5.0% in 2018 before 
remaining flat due to essential repairs to social housing towers. 
There appears to be little in the education and particularly the health 
pipeline to provide any significant growth. The publicly-funded 
Priority School Building Programme 2 is likely to ensure growth 
from 2019. However, activity is still forecast to fall by 5.5% this year 
before growth of 2.5% in both 2019 and 2020. Activity in 2020 is still 
expected to be lower than in 2017.

Key Risks
Carillion was the UK’s second largest contractor before it was 
liquidated with a construction turnover of £1.5 billion, primarily 
operating across infrastructure and commercial, including PFI, 
projects. It had liabilities of £2.0 billion and 1,687 direct sub-
contractors and suppliers, although only 488 of these were 
dependent on Carillion for over £1.0 million of revenue. Within joint-
venture (JV) projects in which Carillion was involved, the other main 
contractor on the joint-venture will take over under standard contract 
terms and, as a result, there is likely to be little overall impact on JV 
projects apart from a minor hiatus whilst administrative details such 
as employment contracts are dealt with. Carillion’s largest client, 
Network Rail, accounting for £350 million of turnover, has offered to 
pay sub-contractors and suppliers since 15th January to ensure that 
work continues on Carillion projects and, as a consequence, there 
may be minor delays on Carillion rail infrastructure projects. Issues 
are likely to be found on Carillion commercial projects, where activity 
on site has stalled whilst clients find contractors willing to take over 
the existing work or clients retender for work. This is particularly 
the case for the two PFI hospital projects (see Commercial), which 
were two of the four projects on which Carillion experienced serious 
issues that led to the eventual liquidation. Even prior to the collapse 
of Carillion, the health sector prospects for the health including PFI 
sub-sector were not looking bright.
In terms of the impacts of adverse weather in 2018 Q1, the lack of 
robust data as yet covering activity in February and March makes 
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needed to stop the decline in local road conditions. 
Overall, roads construction is expected to remain 
flat in 2018 before growth of 3.0% in 2019 and 
5.0% in 2020. Water & sewerage forecasts remain 
unchanged as activity under the five-year AMP6 
spending plan continues and growth is driven by 
the £4.2 billion Thames Tideway project. Water & 
sewerage output is expected to rise 12.0% in 2018 
and remain flat in 2019. Energy infrastructure activity 
is expected to grow by 7.0% in 2018 and 20.0% in 
2019 in line with previous forecasts. Near-term, 
energy infrastructure activity is expected to be 
driven by offshore wind farm activity whilst output 
is expected to grow due to main works at Hinkley 
Point C. However, as with previous forecasts, 
further delays to the project cannot ruled out that 
would push main works into 2020.

Commercial construction is forecast to endure 
the sharpest falls in activity over the forecast 
period. New orders in the commercial sector fell 
by 7.9% during 2017 albeit from an eight-year high 
in 2016. Last year’s fall in commercial new orders 
is expected to feed through over the next 12-18 
months so commercial output is forecast to fall by 
7.8% in 2018 and a further 0.8% in 2019. Within 
the overall sector, the key impacts are likely to be 
on the offices and retail sub-sectors. Offices new 
orders fell by 25.0% in 2017 and in Q4 in particular 
new orders were 34.6% lower than a year earlier. 
Demand still remains high for flexible offices space 
in London although Savills reports that in the City 
flexible offices space providers may have saturated 

the market for one year. However, demand for 
additional high profile offices space from the financial 
and business services sector has fallen sharply since 
the EU Referendum vote in June 2016 although it is 
worth noting that the moves of banking staff from 
London to other European cities has been relatively 
small so far. The Investment Property Forum (IPF) 
reported in March 2018 that London offices capital 
values are expected to fall by 2.0% in 2018, 1.9% 
in 2019 and 0.3% in 2020. Falls in offices demand 
in London have been partially offset by growth in 
cities outside the capital, especially in Manchester 
and Birmingham. In Manchester, which has an offices 
construction market that is only one-tenth the size 
of the London market, the January 2018 Deloitte 
Crane Survey reported that activity on six main 
projects accounting for over 900,000 sq. ft. of floor 
space was started in 2017 and demand continues to 
outstrip supply, which was not significantly impacted 
by the UK’s vote to leave the EU. In Birmingham, 
Deloitte reported in January 2018 that there 
were four new office construction starts totalling 
over 640,000 sq. ft. that helped maintain offices 
construction output at a record high in the city. 
Overall, output in the offices sub-sector is expected 
to fall by 20.0% in 2018 and a further 10.0% in 
2019. Activity within the retail sub-sector continues 
to be hindered by the continued shift away from 
the high street towards online shopping, which 
skews construction away from retail and towards 
warehousing, combined with the impacts of business 
rates increases of chains operating in the capital. 
This has been illustrated by the recent high profile 
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it difficult to have a clear picture and, as a consequence, we have 
made an assumption of a loss of 80% of contractors’ activity during 
the three working days of the greatest impact on construction 
output on three working days; 28th February to 2nd March. This 
would mean that activity in 2018 Q1 would be £1.6 billion less than 
during the same period one year earlier. The extent of catch- up on 
delayed construction on site will determine the impacts on annual 
construction output.
Anecdotal evidence from firms suggests that house building activity 
is unlikely to be substantially affected as the key activity period for 
major house builders begins in Spring. Outside of house building, 
on larger projects a significant degree of catch-up may be possible 
especially where penalty clauses for delays are in contracts. 
However, anecdotal evidence from contractors suggests that in 
many other sectors, rather than catch-up, activity across the supply 
chain is just pushed back.
The most recent previous example of significant unseasonal adverse 
weather, worse than the ONS seasonal adjustment would take 
account of, was during March and April 2013. This was in a period 
of growing construction activity. The poor weather was between 
10th March and 10th April and the worst of this between 22nd and 
24th March 2013 (Friday- Sunday) and it did not affect most of the 
country. According to the Met Office, there were heavy snowfalls 
across North Wales, Northern England, South-West Scotland and 
the east of Northern Ireland (the latter of which would not be in 
the ONS construction output as it covers only GB). Construction 
output in March 2013 was £499 million (4.7%) lower than one year 
earlier and in April output was £191 million (1.8%) lower than a year 
earlier. However, activity in both months was also £500 million lower 
than the average in the second half of the year, which may point to 
significant catch-up in activity later in the year.
In terms of Brexit, the UK and EU agreed on a 21-month 
implementation period following 29th March 2019 that will largely 
leave movements of people, products, capital and services like 
current conditions until 31st December 2020. This ensures clarity 
for businesses in the near-term but, in the longer-term, uncertainty 
regarding the market environment and movements of people, 

products, capital and services after 2020 remains. Consequentially, 
it is likely that the uncertainty that has hindered major new 
international investment in markets such as high-end residential and 
commercial offices over the last two years will continue.
Source: Construction Products Association
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£ million 2015 
constant prices

2016 2017 2018 2019 2020

% annual change Actual Actual Estimate Forecast Projection

Housing

Private
  

29,717 32,182 33,791 34,467 34,812

13.1% 8.3% 5.0% 2.0% 1.0%

Public
  

4,861 5,498 5,663 5,833 5,833

-3.7% 13.1% 3.0% 3.0% 0.0%

Total
  

34,578 37,680 39,454 40,300 40,644

10.4% 9.0% 4.7% 2.1% 0.9%

Other New Work

Public Non-Housing
  

10,770 10,387 9,891 9,983 10,131

3.8% -3.6% -4.8% 0.9% 1.5%

Infrastructure
  

17,851 19,055 20,275 22,928 24,533

-3.0% 6.7% 6.4% 13.1% 7.0%

Industrial
  

4,439 4,308 4,408 4,469 4,581

-6.2% -3.0% 2.3% 1.4% 2.5%

Commercial
  

28,183 29,552 27,243 27,024 27,202

7.5% 4.9% -7.8% -0.8% 0.7%

Total other new work
  

61,243 63,302 61,817 64,405 66,448

2.5% 3.4% -2.3% 4.2% 3.2%

Total new work
  

95,821 100,982 101,271 104,705 107,092

5.2% 5.4% 0.3% 3.4% 2.3%

Repair and Maintenance

Private Housing RM&I
  

19,908 21,883 21,883 22,321 22,767

7.2% 9.9% 0.0% 2.0% 2.0%

Public Housing RM&I
  

7,708 7,389 7,020 7,020 7,020

-5.3% -4.1% -5.0% 0.0% 0.0%

Private Other R&M
  

12,013 12,490 12,740 12,995 13,255

4.6% 4.0% 2.0% 2.0% 2.0%

Public Other R&M
  

4,982 4,964 4,864 4,864 4,864

-1.3% -0.4% -2.0% 0.0% 0.0%

Infrastructure R&M
8,260 8,573 8,659 8,746 8,746

-6.3% 3.8% 1.0% 1.0% 0.0%

Total R&M
  

52,871 55,299 55,166 55,945 56,651

1.6% 4.6% -0.2% 1.4% 1.3%

  TOTAL ALL WORK
  

148,692 156,281 156,437 160,650 163,743

3.9% 5.1% 0.1% 2.7% 1.9%

Source: ONS, Construction Products Association

England, South-West Scotland and the east of 
Northern Ireland (the latter of which would not be 
in the ONS construction output as it covers only 
GB). Construction output in March 2013 was £499 
million (4.7%) lower than one year earlier and in 
April output was £191 million (1.8%) lower than 
a year earlier. However, activity in both months 
was also £500 million lower than the average in 
the second half of the year, which may point to 
significant catch-up in activity later in the year.

In terms of Brexit, the UK and EU agreed on a 
21-month implementation period following 29 
March 2019 that will largely leave movements of 
people, products, capital and services similar to 
current conditions until 31 December 2020. This 
ensures clarity for businesses in the near-term 
but, in the longer-term, uncertainty regarding the 
market environment and movements of people, 
products, capital and services after 2020 remains. As 
a consequence, it is likely that the uncertainty that 
has hindered major new international investment in 
markets such as high-end residential and commercial 
offices over the last two years will continue.

DISCLAIMER 1:  The Office for National Statistics 
(ONS) made major revisions to the construction 
output data in October 2015. The result of this 
was to add an extra £150-200 million per month 
from March 2015 into the infrastructure sector. 
As a result, there is now a structural break in the 

ONS infrastructure sector and sub-sector output 
data and 2015 ONS infrastructure data cannot be 
compared with data from previous years.

DISCLAIMER 2:  The ONS determines sub-
sector output by utilising the new orders data and 
an average length of time between orders and 
output. However, this means that major one-off 
projects may be assigned to output by the ONS 
earlier than it actually occurs. An illustration of this 
is in the water and sewerage sub-sector. General 
activity in the sector occurs under frameworks and 
often takes relatively little time to feed through 
from new orders to output as a part of general 
works under five-year plan. However, the ONS has 
assigned work on the £4.2 billion Thames Tideway 
Tunnel shortly after the new orders in 2016. As a 
consequence, the CPA is forecasting actual activity 
growth in the infrastructure sector and sub-sectors 
rather than forecasting distortions in the ONS data. 

DISCLAIMER 3:  The ONS has substantially 
revised upward all historic data going back to 2016 
Q2. Construction output between January and July 
2017 was initially 1.3% higher than a year earlier. 
However, the ONS has revised this up to 5.1% 
higher than a year earlier with the significant step 
up in construction output at the end of 2016 whilst 
simultaneously construction employment remained 
broadly flat.
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Conference celebrates
hardware community 

in style

Tuesday 1st May saw Galway City play host to the 2nd biennial 
Hardware Conference. Building on the success of the inaugural 
2016 Conference, together with the HAI’s Tradeshow in 2017, this 
year’s Hardware Conference 2018 was eagerly anticipated across 
the entire industry as builders merchants, retailers and industry 
professionals descended on the Galmont Hotel overlooking Lough 
Atalia by Galway Bay.
Delegates began arriving from early in the morning, as more than 
270 attendees collected their goody bags at the registration desk 
before making their way to the main conference hall. En route, 
they passed the open area where the Conference’s headline 
sponsor (Intact Software), gold sponsors (Ames True Temper, 
Bostik, Glennon Brothers, Saint Gobain [Gyproc Isover], Irish 
Cement, Kingspan, Tegral and Wavin) and support sponsors (AIB 
Merchant Services, Credit Risk Brokers, Enprova, IE Domain 
Registry and Repak) all displayed stands with which to interact with 
the delegates.
As the hall quickly filled and hotel staff arranged additional seating, 
HAI President Kieran Burke took to the stage to welcome all those 
attending and to introduce the Master of Ceremonies for the 
day – political affairs expert and TV3 presenter Sarah McInerney. 
Following Sarah’s brief introduction, the mic then passed to Justin 

Lawless – CEO of Intact Software and the Conference’s headline 
sponsor addressed the crowd.
Soon after, the day’s first main speaker approached the podium. 
Tony Foley – Associate Professor of Economics in DCU’s Business 
School – delivered an engaging presentation titled “Ireland’s 
Economic Future and Implications for the Hardware Sector”. During 
his presentation, he sought to temper excitement surrounding the 
economic recovery, balancing the positivity of employment levels 
equalling pre-crash levels with the reality that sales in Hardware are 
still 10% below those of that same pre-crash period. Foley wasn’t 
shy about drawing attention to discrepancies between the HAI 
Business Index figures and those of the CSO, questioning whether 
price decreases and differences between suppliers merit further 
investigation when assembling accurate figures surrounding the 
recovery. Overall, Foley predicted a potentially bright future for the 
industry, but much depends on the housing market as well as the 
unfolding Brexit saga.
Next up was one of the most anticipated and widely talked-about 
presentations from throughout the day – that of Steve Collinge 
and his dissection of the Fourth Industrial Revolution. Beginning 
by telling an auditorium full to the brim with business owners that 
half of their business won’t exist in ten years is a bold opening 

This year’s HAI Conference has set the bar high, with 
over 270 delegates enjoying a jam-packed day of 

speeches, seminars and networking opportunities in 
the heart of Galway City.
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line, but it was one that captivated the audience from the get-
go. Speaking about the relentless pace at which technology is 
dictating business models, Steve highlighted the relatively low 
online sales penetration within the DIY and Garden sectors, and 
how the means are already there for companies to capitalise in 
anticipating an ever-increasingly technologically advanced customer 
base’s needs and adapting their business models to meet these 
needs head-on. Concepts such as click-and-collect seemed almost 
obsolete as Steve’s presentation discussed driverless delivery 
methods such as Amazon’s drones or Tesco’s grocery robots. 
The growing prevalence of online methods of assessing potential 
purchases were married with scope to exploit rental niches, where 
customers can hire machinery instead of purchasing outright, 
and how retailers can adapt to absorb this transformation in the 
industry. Concluding with his unique insight into the Homebase/
Bunnings situation, the crowd left the seminar deep in communal 
conversation.
CEO of Portwest and EY 2017 Entrepreneur of the Year Harry 
Hughes then stood before the assembled delegates as he narrated 
the engaging and inspirational story of his company’s humble 
beginnings to becoming the global leader in the construction 
clothing industry that it is today. Hughes shed light on a variety 
of topics directly relevant to his journey, such as employment 
in the West of Ireland and expanding on a global scale, with all 
the challenges and rewards brought along by such an ambitious 
project.
Chanelle, Lady McCoy then took to the stage to deliver her
keynote speech – the final instalment before the break for lunch.
Deciding it best to address the topic of her famous husband
early on, she began by speaking about her family in general,
and her own story, from the founding of her company to its
early successes and awards, as well as her children. Later in her
presentation she spoke about the key to a successful work-life
balance, but in between she captivated the audience with a
wonderfully detailed yet accessible breakdown of what it means
to be a successful and effective leader in today’s business world.
The valuing of staff and customers alike is a core element of her

ethos, with KPIs (Key Performance Indicators) among the chief
strategies employed at her company to bring the best out of her
staff. For the customer, determining individual approaches based
on a variety of factors (not least of all the generation from which
they hail) can be combined with a clear outlining of a company’s
values are all key elements of success in Lady McCoy’s eyes.
Like Steve Collinge who spoke earlier, she also ended on a note
of caution concerning the advancement of technology and what 
it could mean for businesses everywhere.
After lunch, there was an interactive session delivered by 
best-selling author, corporate speaker, world traveller and 
high-performance coach Pat Divilly, where he had the entire
room on its feet, engaging in various physical activities, much to
the bemusement but overall enjoyment of the audience.
The day’s activities then took on a more innovative format,
with various seminars taking place at different locations. Among
these was an informative session hosted by the Sustainable
Energy Authority of Ireland (SEAI), along with one hosted by 
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Dave Gavin of KCR Builders Providers Ltd who spoke at length 
about a particularly challenging instance of gross staff misconduct, 
and the effects that such instances can have on a business. The 
third seminar was hosted by C.line Cummins and covered the 
varied topic of visual merchandising.
A Brexit Panel Discussion took place after the afternoon coffee
break with panellists including Mike Glennon (Glennon Brothers),
Ian Haldane (Haldane Fisher), Bob Boxwell (Tucks O’Brien) and
Padraic Rogers (Topline Rogers) and chaired by Conference MC,
Sarah McInerney. Mike Glennon discussed the significant impact
on the timber industry given the country’s main market is the UK
whilst Ian Haldane admitted that he had made no preparation for a
border he didn’t think would materialise. Bob Boxwell had looked
into the WTO tariffs on product that he imports from the UK and
Padraic Rogers didn’t see the benefit of spending time on an issue
that we still don’t know much more about than we did almost two
years on from the vote.
The daytime events then concluded with a little prelude to those
awaiting in the evening, as the rugby fans among those attending
got to hear Connacht Rugby CEO Willie Ruane speak about his
own path from player to banker to behind-the-scenes innovator
as Connacht CEO. He talked about the vision that has recently
been launched for Connacht Rugby entitled ‘Grassroots to Green
Shirts’, which aims to inspire the people of Connacht through rugby
success.
Later that evening, there was a palpable sense of relaxation among
the attending delegates, as a festive pre-dinner soirée kicked off
in the beautiful lobby of The Galmont Hotel. Live traditional Irish
music filled the foyer as guests mingled and glasses of wine
were convivially clinked in celebration of a very productive and

informative day’s events. As everyone filed into the banquet hall
to take their places, a sumptuous four-course meal was served.
However, guests were made wait for the dessert course, but
nobody minded much, as the legendary Mick Galwey grabbed the
mic to sit down in conversation with the infectiously gregarious
Bundee Aki - Grand Slam winner with Ireland and Pro12 winner
with Connacht Rugby, who has made over 70 appearances for
Connacht, scoring 55 points, and boasting seven caps for Ireland
so far, scoring his first try in a green jersey against Italy in February
this year. The pair were in great spirits, as were the crowd, and
towards the end they were joined on stage by JJ Delaney – winner
of nine All Irelands with Kilkenny – and Joe Connolly, who 
captained Galway’s All Ireland-winning team in 1980. The four then 
talked greatest sporting moments and answered questions to the 
delight of all those in attendance.

With the mood one of joy and celebration, the spectacular HAI
birthday cake was brought out – celebrating the HAI’s 80th
Anniversary – and the honour of cutting said cake was bestowed
on the current HAI President Kieran Burke and HAI Past President
Jimmy Donoghue who presided over the association from 1995 to
1996.
As the crowd migrated to the bar for some cake and a celebratory
drink, it was clear that this year’s HAI Conference 2018 was a
resounding success, with appetites now sufficiently whetted for
the Hardware Show 2019, before the Conference comes around
again.
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It is my absolute pleasure to welcome you to The Hardware 
Journal’s Paint & Home Décor supplement, as part of our May/
June issue. We are now halfway through 2018 and the economic 
recovery is continuing at pace across Ireland. With consumers 
enjoying gradually increasing amounts of disposable income, home 
renovations are finding themselves nestled close to the top of all 
homeowners’ to-do lists.
Some 9,478 Irish homeowners spent ¤402m between them 
on improving and renovating their homes last year under the 
Government’s Home Renovation Incentive (HRI) scheme, according 
to figures from the Revenue Commissioners - and that number is 
expected to rise dramatically this year. Over ¤1.737 billion has been 
spent in total through the scheme since it was launched in 2013.
More than 107,000 home improvement projects have been carried 
out via the incentive over the last four years. On average, ¤16,187 
was spent on each project.
The CIF said the success of the scheme is likely in part due to the 
popularity of TV show “Room to Improve”, where architect Dermot 
Bannon helps members of the public design their dream home. You 
can read all about the latest decorating trends (and how other Irish 
TV programmes are influencing them) on Page 12.
As our Trendwatch feature also touches on timber painting, we take 
a look at the growing attention being paid to skirting and architraves. 
Find out more about this subtle yet key element of your customer’s 
home on Page 13.
This supplement boasts a wonderful roundedness, with a broad and 
complete spectrum of home decoration elements covered within. 
Help your consumers start their journey to home re-invention by 
recommending Dulux’s “Visualizer” app – read more on Page 4.
Crown Paints are also innovating through technology, with their new 
micro-chipped colour cards assisting retailers in their interactions 
with customers, providing an organisational ease that facilitates a 
smoother home decorating journey between store and consumer. 
Find out more on Page 6.
Not to be upstaged, paint titan Fleetwood are creating a splash with 
the launch of an exciting collaboration with a top Irish designer. You 

can read all about that on Page 8.
Don’t forget the bathroom though, as we check in with Irish-
owned Halo Tiles & Bathrooms as their exciting new Protile range 
continues its relentless roll-out across the retailer and merchant 
sector.
Of course, home décor isn’t confined exclusively to the interior. 
With Ireland’s Summer slowly creeping over the horizon, the Irish 
garden is increasingly being considered an extension of the home, 
and one worthy of a timely revamp. Explore woodcare techniques 
and innovative ideas to relay to your customers on Page 10.
From inside to outside, a simple transition can nevertheless ill afford 
being an afterthought. In this supplement we are rather spoiled with 
not one but TWO exciting features on the importance of the door 
within the home. On Page 14, the experts at B&G discuss trends in 
doors, and how to help your customer plan for the often-overlooked 
yet vital need to replace them (and when). Then, on Page 18, we 
investigate the DAIKEN range of doors from Japan, and see what all 
the fuss is about.
Thinking big is key to your customer realising their home renovation 
dreams, but you as a retailer must be there to remind them of the 
smaller yet equally important elements. Preparation is key, and 
who better than the team at Keypoint to help out with their line of 
preparatory products. Find out more on Page 16.
And finally, we conclude with those most essential of tools for all 
that has gone before in this supplement, as the Mark John family 
focus on brushes, rollers and accessories to assist your customers 
in their projects.
We hope you enjoy this supplement and draw inspiration from it to 
bring to your business and your customers.
 

Dermot O’Shea
Editor – The Hardware Journal
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FOR YOUR 
TRADE CUSTOMERS

TILERS  •  DECORATORS
BUILDERS  •  PLUMBERS

TILES  |  GROUT  |  ADHESIVES

A new trade offering from 
Halo Tiles & Bathrooms

For stocking information, contact 
marketing@halotiles.ie

Trade rejoices at new tile offering
PROTILE is a new and unique offering brought to the Irish 
market by Halo Tiles & Bathrooms.
Following a successful launch at The Hardware Show in 2017, 
PROTILE has since been officially rolled out to 30 stores, with 
plans firmly underway to reach a further 25 new stores by the 
end of 2018.
PROTILE is targeted specifically at the trade customer and 
comes in a stylish Pallet Wrap which is placed within the trade 
section of your store. The PROTILE offering consists of an 
attractive range of porcelain, marble effect, and concrete effect 
tiles, priced from RRP¤12.99 y2. PROTILE has also worked in 
conjunction with Ardex to develop their own brand of grouts and 
adhesives – Profix.
PROTILE is part of the well-established Rhinecourt Ltd Group, 

operating since 1972. Highly 
regarded and well known in 
Co. Wexford as “Tom Doyle 
Supplies”, and as “Halo Tiles 
& Bathrooms” nationwide, 
the group has a reputation 
for offering quality ranges 
of bathroom supplies and 
flooring both to the residential 
and commercial market. 
The distribution side of their 
business has been growing 
since 2009 and they are now 
retailing in a network of 16 
premium, hand-picked stores 

in the Republic of Ireland, together with six more in Northern 
Ireland, plus another 50 retail/trade customers throughout 
Ireland.
From extensive market research, the company identified a need 
in the market for a trade offering such as PROTILE, and they 
intend for it to address the tiling needs of the busy tradesperson 
calling to hardware stores around Ireland.
The new PROTILE product certainly presents an excellent 
opportunity to include a tile offering within your store, with 
the company also promising comprehensive back-up support 
services of merchandising and marketing.
To enquire about stocking PROTILE – marketing@halotiles.ie.TJ O’Mahony’s Ballymount
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We all aspire to having beautiful homes but 
creating a complete interior design look – 
especially coordinating colour – can be a 
little challenging. Too much colour choice can 
overwhelm even the most stylish and colour 
confident. Moda has been created by Dulux to 
make this creative task easier by presenting 
five curated capsule paint collections, each 
especially chosen to create a styled finished 
look. Described as ‘interior style in a colour 
card’, each Moda palette has been curated 
using a family of five colours, some of which 
are statement, some neutral, but all of which 
work beautifully together. Moda is a luxurious 
matt paint that uses specially blended clays to 
deliver beautiful depth of colour.   

Dulux Ireland are also committed to delivering quality products, service and expertise to Trade 
Professionals. The Dulux Trade product range provides a comprehensive trade range of everyday and 
specialist paint finishes that professionals can always rely on. 
Dulux Trade Diamond Matt, Ireland’s No. 1 product for both commercial and residential specification, 
delivers excellent performance and application properties with superior coverage rates that will save 
decorators time and money. The Dulux Trade range continues to be recognised by the RIAI (Royal Institute 
of Architects Ireland) with awards for products including, Dulux Trade Diamond Eggshell (Best Interior 
Design Product 2016) and Dulux Trade Cladshield (Best Renewable Product 2016).
With a focus on professionals, Dulux Trade has rolled out the first direct loyalty programme in the market, 
“Dulux Trade Points”. The loyalty programme rewards and recognises professionals at every level and is 
available in participating stores nationwide. 
 

Dulux Ireland is one of this country’s oldest manufacturing companies, with deep Irish 
roots and heritage dating back to 1885 with the creation of the old Shandon works 
factory in Cork by the Harrington Family. Today, the Irish business has operations in 
Cork and Dublin, handling the manufacturing and marketing of a range of brands 
including Dulux, Dulux Weathershield, Dulux Trade, Signature Collection, Moda, 

Polycell, Cuprinol and Hammerite.    

Paint trends promise colourful year

Trade

Moda Dulux EasyCare - Stain 
Repellent Technology 

Paint & Home Décor
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Dulux Easycare Washable Matt with Stain 
repellent technology * and 50 x tougher ** 
is our toughest formula yet. The Easycare 
range ensures that common household 
stains such as tea, coffee and red wine 
can be washed and wiped away without 
damaging the paint.

Hard working paint 
that’s perfect for 
family life.

50 x tougher**

Wash clean 
common stains

*The formulation is enriched with a stain beading technology that repels common household water based stains such as tea, coffee,  red wine 
and soy sauce. These stains are quickly repelled making it easier to clean your walls, keeping that just painted look for longer. **Dulux Easycare 
washable matt is 50 times tougher than Dulux Vinyl Matt 2013.

100508_HAI_FullPage_FA.indd   1 09/04/2018   15:41

For more inspiration on using Dulux paints visit www.dulux.ie.

Easycare’s durable, stain repellent technology 
delivers a 50-times-tougher formulation, so that 
your walls are washable no matter what the 
children get up to. The clever formulation means 
spills simply bead off the surface and stains such 
as tea and coffee are easy to wash away without 
damaging the paint on the wall. 
Dulux have just relaunched their Easycare 
Satinwood range with a new can design highlighting the great product attributes 
of toughness and ‘washability’. Five new beautiful and tough colours have been 
introduced to the range – ideal for painting interior wood and metal such as doors, 
skirting, kitchen cupboards, etc. The new 2018 colour card outlines some great 
hints and tips on how to use these colours and create beautiful colour schemes 
for your room.
 

Visualizer 
The ‘Dulux Visualizer app’ helps consumers 
overcome the challenge of choosing 
colour for their homes. With over nine 
million downloads worldwide including 
over 285,000 in the Rep. of Ireland, 
the Dulux Visualizer leads the way in 
transformational digital innovation. Anyone 
with a smartphone or tablet device can get 
inspiration and a clear visualization of what 
any colour will look like on the walls of their 
own home.  The Dulux Visualizer App can be 
downloaded for free through the App Store 
or Google Play.
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Dulux Easycare Washable Matt with Stain 
repellent technology * and 50 x tougher ** 
is our toughest formula yet. The Easycare 
range ensures that common household 
stains such as tea, coffee and red wine 
can be washed and wiped away without 
damaging the paint.

Hard working paint 
that’s perfect for 
family life.

50 x tougher**

Wash clean 
common stains

*The formulation is enriched with a stain beading technology that repels common household water based stains such as tea, coffee,  red wine 
and soy sauce. These stains are quickly repelled making it easier to clean your walls, keeping that just painted look for longer. **Dulux Easycare 
washable matt is 50 times tougher than Dulux Vinyl Matt 2013.
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Crown are launching two new colour cards for Irish 
consumers – namely Crown Colourmix Colours for Life and 
Crown Originals. Both cards are designed with the Irish 
paint market in mind, given that they are colour-accurate 
chipped cards in an easy-to-handle concertina format, to assist 
retailers in discussing various Crown paint options with  
their customers.
Both cards complement each other. Crown Colourmix 
Colours for Life offers a contemporary colour palette of 
147 colours combined with a wide range of paint finishes to 
suit your customer’s every need and budget. The palette 
ranges from Classic Whites through Modern Greys to subtle 

Botanic and Berry tones.
Crown Originals draws on a selection of classic and 
contemporary colours which span the decades of colour 
in Irish homes - all timeless in their own right, allowing the 
customer to find their perfect colour. Again, each colour 
is available in the customer’s choice of finish. The Crown 
Originals palette walks consumers through the evolution of 
interior styles including 50s Rock, 60s Chic, 70s Grove, 80s 
Kick and 90s Edge.
Crown Paints forms a part of The Hempel Group – a world-
leading coatings supplier to the decorative, protective, marine, 
container and yacht markets.

Crown’s new chipped colour cards can help retailers better synchronise 
the paint-purchasing process for customers.

Colourful
chip off the

old block

Paint & Home Décor
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The 2018 in-store experience
With Instagrammers, bloggers and influencers dominating our newsfeed, it’s necessary now more 
than ever to provide your customers with sound advice and guidance to ignite that creative fire and 
imagination. Fleetwood Paints currently host interior design days in stockists, offering free one-to-
one colour consultations to draw in their clientele and to gain loyal and returning customers.
McKinsey reports that “70% of buying experiences are based on how the customer feels they are 
being treated.” Interior design days are an exceptional way to garner positivity towards your store, 
with the potential for a tenfold increase in customer satisfaction. Retailers can try incorporating live 
demos of upcycling furniture or hold an arts and crafts evening to showcase the range of products 
on offer.

The Personal Touch in a Professional Environment
Fleetwood Paints have brought together an excellent team of interior designers, based all over the 
country, as brand ambassadors for their region. These designers attend the store for a four-hour 
duration, speaking with eager DIYers, advising on everything from paint to textiles to lights and 
candles, as well as hosting special days for the trade.
Furthermore, Fleetwood Paints have partnered with leading Irish Interior Designer Roisin Lafferty 
of Kingston Lafferty Design. KLD’s portfolio boasts everything from cafes to showrooms, offices 
to stores, and beauty salons to private houses. Roisin has a flare for using colour in playful, 
interesting and impactful ways and this is resonating with Gen X, the 25-44 demographic (the ones 
we need to watch)!

Tips on Trends
2018 is set to be the year where the maximalist aesthetic of “more is more” is incorporated 
into commercial and residential spaces. Rich pigments of Teal, Purple and Navy will be on the 
rise as well as strong earthy colours such as mustard, terracotta, and soft pink. Instead of clean 
palettes of one colour or patterns we will begin to see a plethora of motifs and markings that ooze 
sophistication and a feeling of luxury. Think Retro glamour, walnut wood and brassy tones mixed 
with jades and jewels, and earthy, organic hues.

Fleetwood’s focus 
turns in-store

Paint & Home Décor

8



May/June 2018 9

Paint & Home Décor

C

M

Y

CM

MY

CY

CMY

K

Fleetwood Weather Clad Proof hardware magazine.pdf   1   24/05/2017   10:06



May/June2018

Outdoor colour application continues to be the ‘big trend’ in the 
decorative coatings industry, and even in the high-performance 
coatings category. Strong and bold colours are more likely to be 
found on objects from patio furniture to ceramic pots and iron down 
pipes or railings, than neutrals or natural woodstains, and all to 
great effect. This trend is fueled by creativity, product innovation and 
inspirational projects, often shared through Instagram or other social 
media platforms. It reflects a desire for colour filling spaces and the 
enjoyment of the outdoors.
This trend also has the effect of driving consumers towards viewing 
their garden and outdoor spaces as extensions of their living 
spaces, at least when unpredictable weather patterns allow for it. 
For the paint specialist merchant, this outdoor décor movement has 
provided a new and exciting range of products to engage and excite 
customers, and a whole new area of focus for building exciting 
design and colour schemes, previously the exclusive domain of 
interior design.
At Albany Home Décor, this trend has been growing season-on-
season in terms of the product mix and choice, but also the boldness 
of colour application in the great outdoors. Albany have a long track 
record of stocking leading woodcare brands like Sadolins, Ronseal, 
Rustins, and Cuprinol, as well as some more specialised products 
such as Blackfriars, Rustoleum, Woodoc and Sikkens. There is also 

a wide range of trim paints 
available in 1,000’s of colours 
and finishes from flat matts 
to high gloss. However, 
the satin and eggshell 
look continues to grow in 
popularity with consumers.
Product innovation also 
continues to drive this 
market, with new and 
improved formulations 
to provide greater colour 
retention, opacity, and 
durability against the 
elements – and all against 
a backdrop of reducing 
VOC (Volatile Organic 
Compounds) emissions. 
Most products are now 

entirely water-based or a hybrid formulation, rather than the 
traditional oil-based coating used in these settings. In metal coatings 
there is also a broader colour spectrum, and product development 
like self-priming applications and improved anti-corrosive properties.
Albany signpost their woodcare centre in store and encourage 
their customers to engage with their trained and experienced staff 
members to talk through their woodcare needs.

General Preparation Guidelines 
for effective woodcare for your 
customers
Make sure the wood is clean and dry. 
For wood in contact with the ground 
use a suitable wood preserver. On 
rough sawn timber, remove any dirt, 
moss, fungal growth and lichens 
with a stiff brush. On smooth planed 
and weathered wood, lightly sand to 
remove loose wood fibres and wipe 
off any dust with white spirit and 
allow to dry thoroughly. Previously 
treated wood such as stains and 
paints must be removed or primed 
and undercoated. Wear a suitable 
face mask when sanding to avoid 
the inhalation of dust. For the best 
possible finish use a good quality 
brush for the application of water-
based finishes. 

Garden Décor is the 
new Home Décor

Paint & Home Décor
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Your space.
Your way.

Stores
Nationwide

Like us on Facebook

www.albany.ie

Nobody does décor  better...

Albany ad final.pdf   1   07/05/2018   12:45
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Tel: 01 4011666
email: support@dssupplies.com

www.dssupplies.com

Bigger EXPANSION Gaps?
  No problem, Trojan have 

bigger coverstrips.

Leonard Shanahan of Albany Shanahan Paints combined forces 
with The Hardware Journal to explore the current trends in the 

Paint and Home Décor market. 

Leonard Shanahan is Managing Director of Shanahan Paints and 
the current Chairman of the Albany Home Décor Group. Being 
part of a family business that goes back five generations of 
painting and decorating is certainly heritage in this business. The 
most recent manifestation of this lineage dates to the early 1970s 
when Leonard’s late father Michael opened Shanahan Paints at 
Clonroadmore in Ennis. Leonard has been at the helm, with his 
brother Fergus, for over two decades and has seen a lot of change in 
customer trends, product innovation and market competition in that 
time.
Overall Leonard is pleased with the market, and the position held 
within it by Shanahan’s Albany in 2018, much of which he puts 
down to the Albany/Shanahan’s format as specialist providers. 
Leonard says that being a specialist paints and décor provider means 
that they are somewhat shielded from the rigors of the market 
competition as their customers rely on them for problem solving 
advice, one-to-one service for interiors and colour advice too.

Paint 
Interior paint is 
the biggest selling 
category in the home 
décor marketplace 
with higher-
performance products 
driving growth such as 
washable or scrubbable matts. Leonard explains that customers are 
looking for a better wearing finish and more durable paints as making 
the most impact. Matt finish is also gaining in popularity over soft 
sheen or mid sheen finishes.
Trim paints for timber are another strong marketplace presence, with 
consumers dedicating more thought and attention to the painting of 
skirting boards, architraves and even floors, where traditional wood 
stain might once have proved more popular.
Kitchen unit renovation is also a hot trend feeding nicely into the 
paint market, with customers opting to refurbish old units ahead of 
purchasing brand new ones. 
Leonard explains how engaging the customer and affording them 
comfort through familiarity are all key to driving sales. With his 
store reaping the full benefits of Dulux’s “Store of the Future” 
installation, the Colour Room and Colour Station provide increasingly 
design-conscious customers with an interactive experience where 
customers can collaborate with experts in brushing-out the testers 
to see the results first-hand, before then mixing or tinting to the 
customer’s preference. Customers in general are becoming more 
adventurous, with exterior paints also seeing a bump in bolder 
colours. 

Wallpaper 
When it comes to wallpaper, TV programmes such as RTE’s “Home 
of the Year” are a driving factor sustaining sales. Leonard describes 
the average consumer as becoming a bit more daring in their pattern 
choice, coinciding with a greater sense of brand consciousness with 
no shortage of competition among brands.
However, he clarifies that the overall volume of wallpaper sales 
is stagnating, with consumers focusing more on feature walls 
(requiring fewer rolls) than the days of old, where an entire room or 
hallway would be covered.
That said, there has been an upsurge in sales at the highest end and 
designer end of the market. Big projects such as pubs, hotels and 
public buildings are utilising wallpaper, but there’s a far lesser impact 
in the ordinary domestic market. “But wallpaper is getting more 
exciting,” insists Leonard, with more choice and more invigorating 
effects and finishes such as glitter, metallic and velvet all capturing 
the imagination, together with realistic patterns such as brick, natural 
stone and wood effects all proving popular.
“Customers want to become the trend-setters within their 
communities,” explains Leonard, “be it among family members or in 
wider circles of friends and neighbours.”
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The W. Howard Group has established its name in both the Irish 
and UK markets for its home décor products, including skirtings, 
architraves, window boards, linings/casings and bespoke items. 
As well as historically supplying through timber and builders 
merchants and specialist trade manufacturers, the past 12 
months have seen the launch of its innovative and exclusive 
KOTA™ product at Bunnings Warehouse and Arnold Laver, 
adding to its existing “off the shelf” availability at B&Q. 
Following the Group’s acquisition of the Kildare plant in 
November 2016, the product has enjoyed significant growth 
in both the trade and retail markets. Unique to KOTA™ is 
the application of advanced Eastman Cerfis™ Technology, 
creating interior profiles with a smooth white polymer coating 
on an MDF substrate. As a factory-finished product, it is an 
increasingly popular option, due to its ease of use with a simple 
three step installation process whilst offering colour consistency, 
enhanced impact resistance, and no painting is required. With 
no VOCs, it is also both durable and colour consistent, saving 
time and money overall.
The W. Howard Group also manufactures and supplies primed, 
veneered, foil-wrapped and factory-finished profiles, as well 
as offering a CNC service for the application of hardware 
into recessed lining and casing sets. At the Kildare site, the 

investment into a MAKOR production line earlier this year 
has brought flexibility to its operation in Ireland and increased 
capacity across the Group.
Speaking about the W.Howard’s plans to invest and provide 
further home decor solutions for both the consumer and trade 
markets, Group Managing Director Graham Williams said: 
“Looking ahead, we are excited by opportunities in an evolving 
UK and European market where we can expect new challenges 
in respect of design and commercial propositions related 
to customer requirements, such as offsite construction and 
differentiation of products.” 

KOTA: A Popular Choice
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W. Howard is the leading manufacturer and distributor of MDF profiles –  
skirting, architrave, window board, door lining and door casing. Our range of  
over 200 items available from stock, delivered in no more than 5 working days  
is the largest in Europe with bespoke products available within 7 working days. 

From our sites in Kildare, Manchester and Powys, our range of MDF profiles  
are available in Primed, Veneered, Wrapped and our exclusive KOTA™ finish.  
We can also provide a bespoke service whether it be a unique profile, a  
particular finish or custom machining enabling you to save time on site.

whoward.eu sales@whowardkildare.ie+353 (0)45 877 671 
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The Hardware Journal caught up with the experts over at B&G to discuss 
the often-overlooked importance of not only choosing the right internal 

doors, but how to tackle their rejuvenation further down the line.

B&G break down 
latest door trends
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Primed for Growth -  
What the Internal Doors Market can tell us
Want to understand where we really are in the current economic 
cycle? Then consider for a moment the internal door market. 
Internal doors are a lot like cars: seriously and emotionally 
considered when first purchased, then – with the passing of time 
– becoming part of the furniture (so to speak). Some age well, but 
most need replacing earlier than we all acknowledge, and when 
you do replace them you think: “I should have done that years 
ago!”
They can be a high-impact/low- budget major renovation all by 
themselves – one that attracts a lot of positive comments, which 
can take you aback at first. After all, when was the last time a 
visitor to your home said: “Wow, nice doors!”?

Preparing for the Seven Year ‘Itch’- 
the life and times of a door specialist
In the renovation and restyling world, internal doors may 
go through three room upgrades before they themselves 
are replaced. The cycle goes like this: First the new home/
installation is completed, and after about two - three years the 
soft furnishings are replaced – the pictures, the cushions, the 
accessories, with a new coat of paint added too. 
Around years three - seven we see the central pieces of furniture 
coming in for a rejuvenation; perhaps a new sofa, dining suite, 
shelving/storage, curtains to blinds, paint to wallpaper and back 
again.
And then – like manna from the heavens – the Seven Year ‘Itch’ 
for major change kicks in. It can mean a heavier renovation as 
families grow, rooms get refitted and reworked to provide a 
different function, from nursery to office, from garage to self-
contained spare room and broader home extension projects. It is 
here that the internal door choice comes to the fore.

Will the room space work better with a folding-
sliding door?

Should we consider glazed options to let in more 
light and modernise the place?

Will the old styles work with our new extension 
plans?

The Good News
Every seven years or so, internal doors re-awaken in the 
conscious mind of the consumer as a home enhancing decorative 
purchase. While it’s a relatively inexpensive rejuvenation, it is a 
considered purchase and will usually go hand-in-hand with a 
large home makeover, which is good news for us all.
So, it’s now official: between new builds and renovations, the 
Internal Door market is growing again.

Trends:  What are the consumers buying?
The market both here and abroad is seeing a continuation in 
classic styles, and their modern equivalents, taking the lion’s 
share of volume.
1.  Modern Classics: The American styles such as Kenmore 

Shaker, 2-Panel Auburn, 4-Panel Kirkland provide a pleasing 
contrast to the traditional classic ‘Georgian’- style panel 
doors in white or timber finishes such as the Hartford oak. 
Consumers are choosing styles with glazed options to bring 
light into the homes particularly in hallways, kitchens and 
bathrooms.

2.  Space in Your Pocket: With the new architectural trend to 
maximise living space in modern apartments, the use of the 
classic collections for sliding and pocket doors is something 
different. We are seeing this gathering pace as new builds 
increase.

3.  Primed for Colour: We are seeing major growth in our white 
primed collections, where consumers want to blend the 
colour of the door into the latest in room décor. The modern 
classics are ideal for this, as the base style of the door 
endures for many years and can be easily decorated to blend 
with the latest colour styles.

So, open the doors of your imagination to a high impact, low 
budget renovation solution in one product. The Internal Doors 
Market is primed for growth, which is good news for all of us in 
the hardware sector.

Trends by Indoors.ie, B&G Limited, Trade Only Providers to 
Ireland’s Hardware sector for almost 50 Years.
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Preparation is Key when Painting and Decorating
While it can be tempting for customers to get painting as soon 
as possible, when they want to decorate a room it is worth 
taking some time with your clients to help them prepare. A little 
preparation can go a long way to create flawless results and 
save time in the long-run.
Aside from the obvious need to treat surfaces to ensure they 
are clean and smooth for painting, it is always advisable to 
protect areas from paint spillage, splatter and bleed, ensuring 
professional finishes and therefore eliminating touch-ups and 
costly clean-ups.
Taking time now to mask off skirtings, architraves, mouldings, 
windows, ledges, switches, sockets etc, along with protecting 
flooring of all types is always advisable and can achieve 
substantial time savings.
Keypoint are delighted to offer a range of products to make 
decorating easy.

Frogtape® is not just another masking tape
Helping your customer choose the right painting tape for their 
next home DIY or professional paint project is so important. 
Whether they’re masking freshly-painted or dried walls, textured 
surfaces, wallpaper or decorative painting, the FrogTape® brand 
has a clean-line solution.
Its innovating PAINTBLOCK® technology reacts with the paint 
and instantly gels to form a micro-barrier that seals the edges 
of the tape, preventing paint bleed, ensuring crisp lines without 
peeling off the paint with the tape.
Unlike other masking tapes, FrogTape® can also be safely 
removed up to 21 days after application.
FrogTape® is also packed in attractive containers that protect 
it from damage and keep it fresh for future use, so your 
customers can say goodbye to unusable damaged old rolls of 
tape lying in their shed from the last paint job.
Why not go one step further and encourage your customer 

to express their creativity by using FrogTape® to help them 
transform their home. A splash of colour goes a long way, from 
striped or geometric accent walls to personalised end tables 
or décor, talk with your customers about using FrogTape® to 
create their next DIY masterpiece.

Kip® Surface Protectors
Work together with your customers to take the pain out of 
decorating and discuss protecting their surfaces using Kip® pre-
taped drop films, masking paper and low tack self-adhesive film 
rolls, all of which are applied quickly and efficiently.
Kip® offer a wide range of options to suit every surface, 
whether it be PVC, glass, wood, metal, stone or carpets. They 
are easily and quickly applied, and can protect everything from 
windows, doors and floors, to radiators, kitchen units and built-in 
wardrobes - just mask everything and simply paint over to get 
sharp looking painted edges and surfaces.
Kip® surface protectors are also removed effortlessly and 
take the stress out of decorating for both the professional 
tradesperson or the DIYer, making clean-ups easy and saving 
valuable time.

Keypoint launch experience 
enhancing products
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Among the chief benefits of DAIKEN doors is their 
environmentally friendly origins. DAIKEN participates in a tree 
cycle program in which they commit to planting trees, using 
trees from properly-managed forests, making complete use of 
its wood resources, and recycling used products.
Furthermore, their doors are very easy to clean, requiring 
nothing more than a damp cloth. Their design facilitates a 
consistency of colour with no fading. The doors are difficult 
to scratch and long lasting. They come in a variety of sizes, 
factory finished and ready for installation, all of which makes 
for a door which looks good for longer, is more durable, and is 
easier to maintain than wood veneered alternatives.
Founded in 1984, Doras Distributors – one of three companies 
in the group – is a second-generation family-run business that 
has been in operation for three decades, establishing a base 
of more than 400 customers in that time, made up of builders 
merchants and door and joinery shops.

Located out of a 45,000 sq. ft facility in Park West Business 
Park, West Dublin, they uphold a strict policy of supplying 
their products on an exclusively wholesale basis, specialising 
in timber doors and mouldings. They sell over 130 different 
door models and a large range of mouldings, all of which are 
standard items available ex stock. 
They offer a 24-hour nationwide delivery service for all areas 
outside Leinster. Delivery service for the Leinster area is 
covered by the Doras fleet of trucks. They strive to provide a 
24-to-48-hour delivery service in this region.
Daiken is a Japanese internal door and flooring manufacturer 
with subsidiary companies in China, Malaysia, New Zealand 
and Indonesia. DAIKEN’s headquarters are located in Osaka, 
Japan, and current annual production for the Japanese market 
is in excess of seven million doors, making it the 2nd largest 
door manufacturer in that country. A joint venture arrangement 
between Daiken and DDI (Indonesia) caters for the Indonesian 
market, as well as export markets to Europe.

DAIKEN drives Doras 
to new heights
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in walnut & grey

INTRODUCING our new range of contemporary 
yet timeless door models  -  DAIKEN STUDIO range. 

Three designs in Walnut and Grey provide a fresh and 
modern look by combining classical proportions with 
contemporary finishes and details. 

S
Unit 7, Park West
Nangor Road, D12 Y6FP

ph 01 6235444, fax 01 6235480

sales@dorasdist.com
www.dorasdist.com

For more information please call the sales office 01 6235444.

Untitled-7.indd   3 4/18/2018   9:51:03 AM

Doras Distributors has announced the exciting launch of their new DAIKEN range 
of doors. Billed as marrying Japanese quality with European design, the DAIKEN 

door uses a tough, scratch-resistant, fade-resistant, high-quality laminate 
material which comes in a variety of colours, including medium and dark grey, 
oak, walnut, cream, black, and others. This material has a simulated woodgrain 

pattern which has been faithfully represented to make it almost indistinguishable 
from the grain patterns of natural wood.
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MX Brush drives

As a specialist distributor to the Painting and Decorating 
Accessory category of the hardware industry, Mark John’s 
focus remains on producing the finest paintbrushes and tools 
in the market.  Serving the Irish market for over 45 years with 
quality products and customer service, Mark John has stood 
the test of time.
The company has built on its knowledge and expertise to 
produce some of the finest paintbrushes and tools to the 
Irish market that perform superbly with modern as well as 
traditional paints. They supply their own branded range of 
paint brushes, rollers and accessories, and continually perform 
quality checks to ensure we consistently deliver on our quality 
promise.
Mark John offers a wide product range to suit all needs; 
several brush ranges, rollers, soft grip tools, scale tang tools 
and many decorating accessories. The high-performance MX 
Brush range has had a strong following amongst both the 
professional painter and DIY enthusiast over the past eight 
years.
A proud Irish-owned family business, key to their success 
is the service offered by the Mark John team, the majority 
of whom are with the business over 15 years. They believe 
reliability through regular customer calls and in store 
merchandising assistance underpin the premium service 
offering of their business.

Paint Accessory Specialists 
Contact our Team at 01 4565023 or info@markjohn.ie

Mark John 
vision
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Supported by

Hardware Show

It’s time to 
build up your 
business
17th & 18th February 2019
Citywest, Co Dublin
thehardwareshow.ie

Book your stand today
Contact Margaret Andreucetti
T: +353 (0) 1 846 0020 | M: +353 (0) 86 055 4181
E: margaret@eventhaus.ie

Supported by

Mark John 
vision



30
May/June 2018

Cologne Show

Eisenwarenmesse
International

Hardware Fair 
Cologne 2018

EISENWARENMESSE - INTERNATIONAL HARDWARE FAIR COLOGNE 2018 
closed its doors after four successful exhibition days with 2,770 exhibitors from 

58 countries and over 47,000 trade visitors hailing from 143 countries – an 
increase of 9% on the previous show.

This year’s increased number of visitors was above all attributable 
to the rise in the number of trade visitors from abroad. Significant 
growth was registered from Asia, especially from Japan, 
from North and South America, Africa, and from the Russian 
Federation. 12% more trade visitors came from the USA alone. 
The number of visitors from Germany remained at a constant 
level.
John W. Herbert, General Secretary European DIY Retail 
Association (EDRA) and Global Home Improvement Network 
(GHIN), explained the growth from abroad as follows: 

“EISENWARENMESSE - International Hardware Fair Cologne 
2018 was a total success for us. The renewed adaption of the 
duration of the fair was particularly welcomed by our international 
guests. The number of international buyers, whom we were 
able to welcome here in Cologne, was correspondingly high – 
our major member companies each attended with up to 15 top 
buyers. It continues to increase year-on-year. That is a very good 
development and it impressively underlines the international 
significance of EISENWARENMESSE - International Hardware Fair 
Cologne.”
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The increases were also clearly noticeable for the exhibitors 
too. “We are very happy with this year’s event – particularly the 
numerous new contacts from South America and South Europe 
that count as a real positive. Furthermore, we were able to greet 
customers - especially from the USA - who after being absent for 
the past years, attended the fair in Cologne again in 2018. These 
are very positive developments. They underline the fact that the 
fair – with its concept-related changes – is once again satisfying 
the demands of the customers. Moreover, the high number of 
visitors from abroad accentuates the international significance of 
the trade fair,” confirmed J. Wolfgang Kirchhoff, Chairman of the 
Advisory Board of EISENWARENMESSE - International Hardware 
Fair Cologne.

Formats satisfy the customer demands
In addition to the new products, innovations and trends, the DIY 
Boulevard both impressed and delighted once again in the Home 
Improvement section. The innovative format particularly pleased 
the top players of the construction, home and garden industry: 
With over 235 metres it created a noticeable pull effect.
Dr Peter Wüst, Chief Executive Director of the Federal Association 
of the German DIY, Building and Garden e.V. (BHB) said: “Overall, 
the industry has positively taken note of the fact that more 
exhibitors came to Cologne again this year. Some of them were 
even represented at larger stands in the Boulevard section so 
they could present the many innovations. In general, the Sunday 
was also very positively evaluated because on this day the buyers 
had ample time for intensive discussions that go far beyond 
merely the product.”

The industry is facing digitalisation
One of the stimulating themes of EISENWARENMESSE was 
digitalisation, with an extensive event programme dedicated to 
it. Highlights included the two-day Summit with lectures and 
exhibitors in the scope of the EISENforum, the Start-up Village, as 
well as the “3D printing - Additive Production” special event. In 
addition to the DIY Boulevard, the Association of House & Garden 
Manufacturers e.V. also supported the Start-up Village, which was 
curated by Richard van Hooijdonk.
“50 exhibitors from our association took part in the Boulevard. The 
mood is very positive, because many national and international 
customers were on-site. The association intensively supported 
the Start-up Village too - from our point of view a very future-
looking concept, which unfortunately is still viewed with certain 
scepticism by many of the industries. Here, we will have to 
adjust the screws slightly in the future because this is the future,” 
accentuated Rolf Rahmede, Executive Director of the HHG.

The EISEN Award 2018
For the fourth time, together with their partners, Koelnmesse 
conferred the EISEN Award on the first evening of the fair at the 
Welcome Party. The EISEN CSR Award powered by BHB (went 
to KNIPEX-Werk C. Gustav Putsch KG. The Innovation Award 
2018 powered by ZHH was conferred to HAZET-Werk Hermann 
Zerver Gmbh & Co. KG (HiPer fine-toothed reversible ratchet 
916 HP - 1000 Nm, 90 teeth), KNIPEX-WERK C. Gustav Putsch 
KG (KNIPEX rope cutter 95 62 160) and Wiha Werkzeuge GmbH 
(Wiha SpeedE). The winners were selected by the respective 
expert jury from a total of twelve nominees.

The next EISENWARENMESSE - International Hardware Fair Cologne is scheduled to take place from 1st to 4th March 2020.
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RENNSTEIG TWISTOR 16 
The Innovation
It permits the automatic square pressing 
of ferrules with diameters of between 
0.14mm and 16mm without having to be 
adjusted. It has a 360° pivotable crimping 
point with eight fixing positions. It’s a 
very thin, compact tool for the optimal 
accessibility of confined installations, and 
boasts improved ergonomics for fatigue-
free working. The plier creates a neat 
square crimping profile with little physical 
force required and guaranteeing reliable 
results.

3-ARMIGER KOMBI-
ABZIEHER MIT 
SPERRMECHANISMUS 486-1 
The Innovation
A universal puller that allows the 
puller legs to be fixed using the 
easily accessible locking lever, which 
prevents the unintentional release 
of the puller and thus significantly 
simplifies attaching the puller to the 
bearing and pulling off the bearing. The 
spring technology “WAVESPRIN C” 
enables a compact and maintenance-
free construction. It can also be 
implemented using a slide hammer.

WIHA SPEEDE® 
The Innovation
The SpeedE® is the world’s first Wiha 
electronic screwdriver in the hand-held tool 
section. This is the perfect screw-tightening 
tool, displaying maximum speed and 
efficiency. The Speed E® combines the 
best of both worlds and thus completely 
revolutionises the job of tightening screws. 
As a pioneer of its kind, it sets a new 
evolution benchmark and combines the 
highest standards in terms of quality, 
design, and ergonomics.

HIPER FEINZAHN 
UMSCHALTKNARRE 916 HP 
1000 NM, 90 ZAHNE 
The Innovation
The ½” fine-tool reversible ratchet 
916 HP is a novelty in terms of its 
performance data, execution and design, 
as well as being the strongest ratchet 
in the HAZET range, and arguably 
worldwide. With 1,000 Nm, it displays 
the perfect symbiosis between power 
and precision.

KNIPEX DRAHTSEILSCHERE 
95 62 190 
The Innovation
The KNIPEX wire rope cutter 95 62 
190 is the lightest, most compact, 
and above all most high-performance 
cutting tool in its class. With its novel 
hinge construction, for which a patent 
has been registered, the small cutter 
cuts through high strength wire rope 
up to a diameter of 4mm, making it 
30 % easier to use than comparable 
conventional products. The particularly 
stable design and high-alloyed material 
hugely increase its durability.

XTK6 EXACT
The Innovation
An ultra-thin 0.6 mm cutting disc, 
the XTK6 by RHODIUS offers more 
stability and an increased speed in the 
cutting process, while at the same time 
affording a higher level of safety due to 
its bent shape.

ESSDRIV·E 
The Innovation
The world’s best wood screw is here! 
ESSDRIVE is a screw with a patented 
tip designed for minimum pressure, and 
a patented head for a nice finish. The tip 
reduces the required compressive force 
by more than 50% compared to other 
screws. For a craftsman who inserts 500 
screws a day, ESSDRIVE reduces the 
workload by 1000 kg of pressure, resulting 
in better ergonomics and fewer injuries 
overtime.

RAPID RP40 MULTI N IET ZAN GE  
The Innovation
No more changing of nozzles. No more 
looking for measuring tools. No more 
wondering about the rivet diameter. No 
more mistakes. The RP40 Nu/ti makes that 
possible with its unique Nu/ti-Nozzle (work 
without nozzle changes), smart calliper 
(measures rivet dimensions and material) 
and measuring control system (measures 
diameter and height of rivets or the 
material grip range).

TORSIOTRONIC 
The Innovation
The TORSIOTRONIC is the only 
electromechanical torque screwdriver in 
the world. It combines the advantages 
of an electronic tool - absolute precision, 
programmabilityand documentation 
ability - with a true mechanical activation. 
On achieving the desired torque, it 
generates the clear, haptic stop signal 
which the users appreciate so much from 
the traditional activation.

Showcase of Innovation Award winners
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2018  OUTINGS
Captain Tom O`Connell`s Prize

Venue: Dun Laoghaire Golf Club , Enniskerry, Co.Dublin
http://www.dunlaoghairegolfclub.ie/Home.aspx 

Date: Friday 29th June
Sponsor: IRISH ABRASIVES

Social Overnight Outing for 2018
Venue: Slieve Russell Golf Club    

http://www.slieverussell.ie/golf.php 
Date: Thursday 26th & Friday 27th July

Sponsor:  TEGRAL BUILDING PRODUCTS

Golf Society President John Phelan’s Prize
Venue: Millicent Golf Club, Clane , Co Kildare.    

https://www.millicentgolfclub.com/ 
Date: Friday 31st  August

Sponsor: TUCKS O’BRIEN

Denis Burke Memorial Cup 
Venue: Druids Glen Golf Club, Co. Wicklow .

https://www.druidsglenresort.com/druids-glen-golf-course-wicklow.html 
Date: Friday, 28th September 

Sponsor: BOSTIK 

The Committee and members are very grateful to all our sponsors for their kind support

Our Publication
The Hardware Journal is wholly owned, managed and published 
by the industry’s trade association, Hardware Association 
Ireland (HAI) – the national representative body for hardware/
DIY retailers and builders merchants, as well as manufacturers/
distributors to the trade. We uniquely represent all levels of the 
supply chain and include within our membership ranks national 
and international companies, multi-branch chains and smaller 
independent hardware businesses. This facilitates continued 
and future innovative and sector-lead content and development, 
such as dedicated supplements and investment in sector-
specific research. 

What You Get When You Advertise in The Hardware Journal
Just like all other essential purchasing decisions, deciding 
where and when to advertise is based on key factors such as 
value for money, the quality of the medium, the relevance of 
the circulation to your target audience, and how that target 
audience is reached. If your target market is the hardware, 
DIY, building materials, home and garden industry, then 
The Hardware Journal is the perfect advertising solution, as 
its circulation includes owner-managers, senior buyers and 
key decision-makers across the entire sector. In addition to 
members, it is distributed to senior personnel with a role or 
interest in the sector. Therefore, advertising in The Hardware 
Journal ensures blanket coverage of the entire industry.
When comparing magazines, the question is not so much 
what’s cheapest but, what value you get for your spend? The 
quality of the business, feature and technical articles in The 
Hardware Journal – coupled with the up-to-date news and 
product information – sets it apart.
In addition to the printed edition, there is also an identical 

online version. The current and all back-issues are permanently 
accessible at the click of a button (www.thehardwarejournal.ie). 
They can be downloaded in seconds and are accessed in page-
turner format which is akin to having the printed version on your 
screen. Moreover, where email addresses and websites are 
listed on advertisements and in the editorial, they provide direct 
links back to the featured company.

Targeted & Relevant Circulation
Just like the cost comparison, what matters with professional 
and trade publications is not so much the number of copies 
distributed but the relevance of the readership, and how they 
receive the magazine. Here again, The Hardware Journal has no 
equal, as it is the official publication of Hardware Association 
Ireland (HAI).

Support Reinvested
Your support of The Hardware Journal allows Hardware 
Association Ireland to invest in increased services and benefits 
for members and the sector through effective representation, 
education, market intelligence and networking opportunities.

Be at the Front of the Line
Having seen the quality lifestyle imagery and inspirational 
editorial of the Garden & Outdoor Supplement in the 
January/February issue and the Paint & Home Décor 
Supplement in this current issue, why not put your  
Building Material products forward for the “New Building 
Materials Supplement” in the September/October issue. 
Contact Jim Copeland by calling 01 2980969 or by emailing  
jim@hardwareassociation.ie today to book your double-
page spread, a unique opportunity not to be missed.

Reasons to support The Hardware Journal

Captain
Tom O’Connell

Hon President
John Phelan

Hon Secretary/Hon. Treasurer
Mr William Dixon

77 Ballinteer Crescent, Dublin 16
Mobile – 086-0708761
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Polished by success

The beginning of Wavin
Wavin’s story begins in the 1950s in Zwolle, the Netherlands, 
where company founder Johan Keller was director of WMO – the 
local water utility. Supplying a largely rural district and a few urban 
centres, the company’s water supply reached its customers through 
a large network of mostly iron pipes. However, WMO found itself 
battling against serious pipe corrosion and a significant loss of water. 
Keller began looking into tailor-made plastic pipes for the supply of 
drinking water as a solution. He set up a small workshop in Zwolle 
and succeeded in developing and producing the first plastic pressure 
pipes for potable water. With growing interest both nationally and 
internationally WMO created an independent company to focus solely 
on pipe production. In August 1955, Wavin (a contraction of the words 
‘Water’ and ‘Vinyl’) was founded.
Wavin have gone from a single office and 52 employees to today 
boasting a global presence in more than 25 countries, employing 
approximately 5,000 people. Beyond Europe, Wavin is a subsidiary 
of Mexichem, a global leader in plastic piping and one of the world’s 
largest chemical and petrochemical companies.

Wavin Ireland
Wavin Ireland was one of the first subsidiaries outside of Holland and 
was founded by David McIlvenna and Tom McMahon in 1958. The 
two entrepreneurs had become aware of the production of PVC pipes 
and fittings by Wavin in the Netherlands. With the support of the Irish 
Government, they quickly established a manufacturing facility and 
Wavin Pipes was formed. The venture had a strong backing from the 
IDA and Sean Lemass – then Minister for Industry & Commerce.

The Early Years
Wavin Ireland began life in a small industrial unit in Cian Park, 
Drumcondra in 1958, employing just 20 people. In the mid-1950s, 
Armagh County Council became the first local authority anywhere 
on the island to use Wavin pipes and the business quickly expanded 
nationwide to Local Authorities, Group Water Schemes and National 
Utility Providers.

Wavin enjoyed prosperous growth and production, increasing from 
240 tons in the first year of operations to over 10,000 tons by 1970. 
As Wavin grew, there was a need to move operations. In 1962, Wavin 
relocated to a new 26-acre purpose-built site in Balbriggan where 
they remain today. The official opening was performed by the then 
Taoiseach Sean Lemass, who later served as Wavin Ireland’s first 
Chairman.

A company of Innovation
Wavin have long been known for their innovative nature. In 1978, 
Wavin Ireland developed and launched the market-leading AJ (access 
junction). It has been the number one selling WAJ on the Irish Market 
over the last 40 years and has been one of Wavin Ireland’s most 
successful export products – a position that is still maintained today.
Outside of their core market, Wavin develops the Wavin Hula Hoop 
and Wavin Hurley. The Wavin Hurley was predicted to be a huge 
success and was launched on the Late Late Show. The Hula Hoop 
was met with such popularity and demand that street traders 
travelled from Dublin and queued outside their Balbriggan facility to 
purchase the them.

Wavin Today
Today, Wavin employs over 85 people across Manufacturing, 
Distribution, Sales & Marketing, Technical Support, Finance and 
Administration. Wavin Ireland aims to maintain its position as a 
leading manufacturer of building products. Their overall mission is to 
generate continuous value for their employees, customers, partners, 
and shareholders.
From modest beginnings, Wavin Ireland has grown to become the 
largest manufacturer and leading supplier of plastic pipe systems and 
solutions in Ireland.
In today’s mature market where Plastics are the dominant player, 
Wavin will continue to respond to the different challenges that both 
the economy and the market face. It is to be hoped that Wavin will 
celebrate another 60 years in business, and at this rate of success, 
it’s hard to see why not.

The latest anniversary in our ongoing series marking HAI’s 80th birthday sees our 
attention directed towards Wavin. Pioneers in the truest sense, Wavin have become 
internationally synonymous with plastic piping, and proudly celebrate their diamond 

anniversary of 60 years of manufacturing in Ireland. 

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

Taoiseach Sean Lemass at the opening of the Balbriggan site in 1962. Wavin Ireland’s Moulding Dept 1982.
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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

Wood Mouldings Ltd
Charvey Lane, 
Rathnew, 
Co. Wicklow
Ph: 0404 62000 
Contact: Niki Comyn
Business: Distributor of Timber 
Moulding and Products

Olympic Fixings Ireland Ltd
3 Greenway, Conlig, 
Bangor, Lisburn,
Co. Down
N. Ireland
Ph: +44 2891 465893
Contact: Noel Hynes
Business: Distributor of Fixing 
Products

Zircon Corporation Ltd
Cemas House,
New Road, St Ives,
Cambridgeshire, UK
Contact: Andy Vaughan
Email: andy.vaughan@zirconcorpltd.co.uk
Business: Manufacturers of Stud 
Finders, Metal Detectors and Electrical 
Scanners

Mairtin Seoighe Teo
Corr Na Mona,
Co. Galway
Ph: 094 9548262
Contact: Martin Seoighe
Email: mairtinseoighe@eircom.net
Business: Hardware and Builders 
Merchant

The Keystone Group
Ballyreagh Ind. Est., Sandholes Road, 
Cookstown, Co. Tyrone
Ph: 048 86762184
Contact: Mareanne Bradley
Email: mareanne.bradley@
thekeystonegroup.co.uk
Business: Steel Lintel and Roof 
Window Manufacturer

HAI IS DELIGHTED TO WELCOME 
ITS NEWEST MEMBERS
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JP Corry Lisburn scoops the overall prize as Octabuild celebrates the 
very best builders merchants in Northern Ireland.

Top builders merchants 
honoured up North

Builders merchants from Belfast, Lisburn, Newry, Larne, Coleraine 
and Ballywalter have been honoured in the fifth Octabuild Builders 
Merchant Awards for Northern Ireland.
The awards were presented on Thursday 12th April at a gala event 
in the Hilton Belfast before an audience of almost 250 people 
representing the merchant and building industry.
The building material manufacturers who organised the awards as 
Octabuild are: Gyproc, Dulux Paints, Glennon Brothers, Kingspan 
Insulation, Sanbra Fyffe, Tegral and Wavin.  
 The overall award went to JP Corry Lisburn, which has been 
trading since 1814 and employs 16 full and part-time staff. The JP 
Corry group has been in business for over 200 years and has a 
network of 17 branches in Northern Ireland.
The awards judge James Burke was lavish in his praise of the 
high standard he found among all the builders merchants visited. 
He described the winners as exceptionally well-run businesses.  
He said that the overall winner – JP Corry, Lisburn – is a very 
energised branch with a strong team spirit, a well laid out external 
site with good signage, a “Have a go” enthusiastic attitude, 
improved retail standards, and a flexible approach to staff working 
hours.
In introducing the awards, the Octabuild chairman Declan Smyth 
said that the Octabuild companies come together to promote the 
supply of quality products and to highlight the benefit of dealing 
with merchants who operate well-managed businesses and who 
believe in providing a quality service.

He also warned that until 
more clarity emerges in the 
Brexit talks the uncertainty 
will no doubt lead to delays in 
companies making decisions 
on capital spending.
A second JP Corry branch, 
JP Corry Coleraine, which won the award for best premises, is 
the group’s newest branch. It acquired H&T Bellas in 2017 and 
currently has a staff of 13.
Haldane Fisher, Ladas Drive Belfast, was the winner of the 
Customer Service award.
MacBlair Boucher Belfast, the Multi-Location Branch winner, has 
been in business for 45 years and has 35 staff. Another MacBlair 
branch – MacBlair Larne – took the Management award. MacBlair 
Larne has been part of MacBlair for 12 years, but as a business in 
Larne it’s been on the go in one way or another for over 100 years.
Newry Building Supplies, which won the Business Focus award, 
is part of Murdock Builders Merchants – a leading independent 
supplier of timber and building materials in Northern Ireland and 
Dublin. The group has 13 branches plus four specialist divisions, 
employing over 400 people.
The owner managed/Single Store Award went to NG Bell & Son, 
Ballywalter, for the second year in succession. It is a family-run 
business, in operation for the past 68 years, with a current staff  
of 18.
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SEAI reminder for energy goals 
In 2009, Ireland set a national target to improve its energy efficiency by 20% by 
2020, meaning that energy savings of 31,925 GWh should be made. The fourth 
National Energy Efficiency Action Plan (NEEAP) sets out progress towards that 

target and the measures to maximise progress to the target.

This Plan builds on its predecessors which are available online at 
the NEEAP web page of the Department of Communications, 
Climate Action and Environment website. Based on SEAI’s latest 
assessment, implementation of their third NEEAP has resulted in 
energy savings of 18,654 GWh of the target 31,925 GWh. In other 
words, just under 12% of the national target of 20% was achieved 
by the end of 2016. These estimates project achieving 25,904 GWh 
by 2020 - based on the measures currently in place and funded. 
This would equate to achievement of 16.23% out of the 20% 
target (i.e. a 3.77 percentage point shortfall). The key objective 
of the NEEAP is to maximise progress to the target based on 
the resources we expect to have available. Progress projections 
will continue to be reviewed as part of the monitoring process 
of implementing this NEEAP. Assessments of the efficiencies 
achieved (and projections) are provided by the Sustainable Energy 
Authority of Ireland (SEAI) based on measurement and modelling. 
While the NEEAP national target is 20% improvement in energy 
efficiency by the end of 2020, Ireland has set a more ambitious 
target of 33% improvement in energy efficiency for its public 
sector. This public-sector effort also contributes to the national 
effort on the NEEAP 20% target as well as ensuring our public 
sector provides leadership on energy efficiency for the whole of 
our economy and society. At the end of 2015 energy efficiency 
in Ireland’s public sector had improved by 21%. The Energy 
White Paper – ‘Ireland’s Transition to a Low Carbon Energy Future 
2015-2030’ published in December 2015 – provides a complete 
energy policy update. It sets out a framework to guide policy and 
the actions that the Government intends to take in the energy 
sector up to 2030. It takes account of European and International 
climate change objectives and agreements, as well as Irish 
social, economic and employment priorities. The NMP focuses 

on climate action and emissions reduction and outlines policies 
and measures in place and under consideration to reach national 
climate goals. Recent progress monitoring on the national effort to 
achieve the NEEAP and climate related emissions targets made 
clear that for the 20% target to be achieved an intensification of 
efforts and additional investment would be required. Ireland has 
brought forward several new initiatives. These include Ireland’s first 
Public Sector Energy Efficiency Strategy, and a draft National (low 
carbon) Mitigation Plan. The new Public-Sector Energy Efficiency 
Strategy – published in early 2017 – provides the framework to 
build on the progress already made. It identifies where potential 
for further savings exist, puts in place a new governance structure 
and provides for enhanced project development assistance to 
better enable public sector bodies to identify and develop larger 
scale energy efficiency projects. In the residential sector, unit 
consumption of energy per dwelling decreased by 32% over the 
period 1990-2015. The most recent emissions forecasts from the 
EPA were published in April 2017 and are available on the EPA 
website GHG emissions page. Arising from the analysis conducted 
for those strategies and this process, very significant additional 
Exchequer funding has been made available through DCCAE for 
energy-efficiency-related measures, to enable a scaling up of effort. 
The budget allocation to SEAI for energy efficiency and related 
measures has been increased from €72.7 million in 2016 to €100.2 
million for 2017. This €27.5 million (37.8%) year-on-year increase in 
resourcing will facilitate enhancement of the range of supports 
available for energy efficiency and renewable energy objectives, 
including the expansion of existing initiatives and the introduction 
of new initiatives. This intensification of effort will reduce the 
shortfall to target and build capacity to absorb more investment in 
following years, should that become available.

SEAI / Energy Efficiency
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
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Hiring new staff in 
2018? Talk to HAI

What’s happening?
Hardware Association Ireland is launching a new hardware-
industry-specific job-board website, to give hardware retailers, 
merchants and suppliers the platform they need to reach out to 
ideal candidates for their roles.
Thanks to feedback from members, and frequent requests 
for the promotion of job vacancies through this publication, 
we’ve recognised the need for employers in the sector to find 
candidates with the specific skill sets needed, with experience 
in hardware and DIY, and specific areas like the sale and 
manufacture of products in plumbing, heating, roofing, etc. 
The first of its kind in the Irish Hardware industry, 
HardwareJobs.ie is designed to connect hardware industry 
employers with professionals experienced in the sector. 
Jobseekers frequenting niche job boards are more likely to be 
looking for a position that match their skill set and experience. 
This means that by advertising your job vacancy with HAI, 
whether it’s a sales assistant in your retail store or trade counter, 
a department manager or national sales rep, you can find the 
right candidate, and the right candidate can find you. 

Benefits for Employers
• No more going through generic recruitment agencies
• Unlimited job postings per year for a nominal fee
•  Targets those interested in entering or upskilling through the 

hardware industry
• Find candidates for highly specific job openings
•  Registered employers can access and contact a growing 

database of candidates
•  Weekly promotion of vacant jobs through HAI’s social media 

activity
•  Easily accessible dashboard to manage job postings and 

applicants

How does it work?
This is a “self-service” site where:
• Employers upload and edit their jobs through their own login
•  Candidates upload their CVs and cover letters, and apply for 

jobs
• Job applications are sent directly to the employer
•  Employers can search the candidate pool through their 

employer login and contact candidates directly
 

How will we do it?
Jobs
We ask any HAI member retailers, merchants or suppliers to 
provide us with their upcoming and existing job vacancies which 
we can begin to promote through HardwareJobs.ie directly to 
job seekers in the industry. We can accept jobs in any category, 
once they are hardware-industry-specific, whether they are:
• Full time
• Part-time
• Temporary
• Internship

In any category including:
•  Sales
• Customer Service
• Manufacturing
• Warehousing
• Management
• etc
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Candidates
Over the next few months HAI will engage in an intense Google 
Adwords campaign, targeting jobseekers who are actively 
looking for work in the hardware sector, encouraging them to 
register their CV and cover letter, detailing their experience, and 
encourage them to apply for roles through HardwareJobs.ie. 
A social media campaign, using Facebook and Twitter, will also 
be used to reach out to job seekers, or those looking to move 
back into the hardware industry.
 
Goals
By the end of August, we aim to have a growing pool of suitable 
candidates ready for you to contact. 
By the end of 2018 we aim to be the Number One result in 
Google searches for “Hardware Jobs”, making Hardwarejobs.ie 
the go-to site for anyone looking to progress in the hardware/DIY 
industry.

How do I upload my vacancy?
To find out more and to get your vacancies added to the site 
please contact Aoife Kinsella at aoife@hardwareassociation.ie 
or call 01 2980969.

New Employee Induction Course for  
Hardware Retailers & Merchants
Hiring new staff in summer 2018? Enrol them in HAI`s New 
Employee Induction e-learning course for hardware retailers 
and merchants, exclusively available to HAI members on The 
Hardware Education Hub,  www.hardware-educationhub.ie. 
Contact  Aoife Kinsella at aoife@hardwareassociation.ie.

EMPLOYER REVIEW:

– Frank McDonough – Dunleer Hardware

“e-Learning provides an accessible 
solution for training staff, without the 
need to have an employee away from the 
business for a day. The course introduces 
the concepts of the hardware business 
and covers what is expected of them as 
employees, as well as what is expected 
from their employers.”
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Report reveals 
spending trends 

•  ATM usage is stagnant despite economic growth 

Cash from ATMs 
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•   Strong contactless adoption – 109% YoY growth. 1 in 4 card transactions 
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•   Contactless now at 27.8% of total card transaction volume & 6.6% value 
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HAI attended the second Banking and Payments Federation 
of Ireland (BPFI)’s Payments Monitor, after attending its first 
in Q4 2017. Released every six months, the Payments Monitor 
provides a comprehensive snapshot of the various means 
of payment executed across Ireland. The report comprises a 
combination of data provided by member banks to the BPFI and 
data published by the Central Bank of Ireland, including the use 
of card payments, cash payments, online payments like direct 
debits and credit transfers, and cheques. Here’s a summary of 
the latest findings. 

Key Trends
There’s continued growth in digital payments, with digital 
banking transaction volumes growing by 27.3% year-on-year 
to almost ¤46m in the second half of 2017 (H2 2017). 71% 
of people using the internet use digital banking. Conversely, 
an ongoing decline in paper-based transactions (cheques) has 
been noted, down 9.7% year on year in H2 2017. Similar to last 
edition’s results, these trends reveal the continuing move from 
traditional paper-based transactions to online/digital payment 
activity.

Card Payments (credit, debit, and contactless)
Card payment usage continued to grow steadily in H2 of 2017, 
driven mainly by a significant increase in debit card activity 
(including contactless). Debit card payment volumes alone 
rose by 23.1% year-on-year in H2 2017, while credit card 
volumes grew by 6.6% year-on-year. While usage volume of 
card payments has increased, the values of those transactions 
have nominally decreased. Contactless transaction value (which 
remain capped at ¤30) remain largely unchanged. The increase 
in debit card usage can be attributed to contactless payments, 
which are still enjoying high growth in volume with no signs of 
fatiguing (one in four off all card transactions are contactless).

ATMS – Withdrawals are slipping, 
but cash is still king at POS
Despite economic growth, ATM usage is stagnant. The value 
of ATM cash withdrawals fell on a year-on-year basis for the 
second successive quarter in Q4 2017, with some ¤9.8 billion in 
cash withdrawn in H2 2017. Despite the dropping value of cash 
withdrawals, the latest figures show that cash is still king in 
Ireland at Point of Sale (POS). Figures from the European Central 
Bank show that Ireland is 2nd only to Germany in cash usage 
at POS.  BPFI estimates that – with cash accounting for three 
quarters of all POS transactions – it will be at least 2020 before 
cards overtake cash in Ireland. 

Cheques, credit transfers, and direct debits
Cheque usage continued to fall in H2 2017, dropping by 9.7% 
in volume year-on-year and by 5.3% in value. This is despite 
the government’s decision to refund Irish Water charges in late 
2017 by cheque. Credit transfers and direct debits saw modest 
growth year-on-year, with credit transfers (including online and 
mobile banking transfers) growing by 4.8% year-on-year and 
direct debit by 2.4%. Of all domestic credit transfers in the 
second half of 2017, only 1.4% of them were paper-based. This 
signifies the continued move to paperless transactions that was 
noted in the first monitor.

What this tells us
“Payment card usage is growing fast but cash remains the main 
payment instrument in Ireland and in most European countries. 
The share of POS payments made in cash is falling, however, as 
account-based payments continue to grow as consumers use 
their accounts in new ways,” according to the Monitor. With the 
trend continuing to shift to digital payments, now is the time 
for hardware business owners to look at accommodating their 
customer’s payment preferences both in-store and online. With 
e-commerce tools and enhanced POS systems available for 
digital and contactless payments, there are new and developing 
ways for businesses to keep up with the trends.
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Background
The lack of a centralised source of credit data was identified 
as one of the main culprits for catastrophic lending, as banks 
and other institutions were not able to see the full borrowing 
history of companies and individuals. In the clean-up following 
the financial crisis in 2008, the Irish Government gave a 
commitment to the International Monetary Fund and other 
supporting parties to the bailout programme in 2010 to introduce 
a system that would facilitate the collection and centralisation 
of information on credit. This commitment resulted in the 
passing of the Credit Reporting Act 2013, which resulted in the 
formation of the Central Credit Register. It is envisaged that the 
Central Credit Register will contribute to financial stability and 
consumer protection by providing lenders with a better analysis 
of borrowers’ creditworthiness, giving information to borrowers 
on their financial profile, giving the Central Bank better insight 
into financial markets and supporting the Central Bank’s role of 
supervising the financial sector and ensuring financial stability.

Debt Included and Not Included 

Included Not Included

Credit Card debt Tax Liabilities

Mortgages Utility Bill debts

Personal loans Court Service and Insolvency
Service Ireland information

Overdrafts Savings

Initially, Hire Purchase Loans and Personal Contract Plans (PCPs) 
will not be included, but it is intended that these will be included 
in the near future. All loans and guarantees are included on the 
Central Credit Register if the loan is for ¤500 or more and the 
borrower lives in the State at the time of applying for a loan, or 
the loan agreement or loan application is governed by Irish law.

Lenders
Over 500 lenders are included on the Central Credit Register, 
such as asset finance houses, banks, credit unions, firms 
that have acquired loan books from Irish financial institutions, 
moneylenders (licenced only), local authorities, and NAMA.

Types of Borrowers and Loan
The borrowers which will be included on the Central Credit 
Register are Companies, Individuals, Partnerships, and Sole 
Traders. The register will also extend to other entities such 
as clubs and associations that are resident in the state, or 

credit agreements governed by Irish law. In addition, personal 
guarantees and indemnities will be included.

How it will work
It will be used to collect and store personal and credit information 
on loans of ¤500 or more from lenders. From 30th June 2017 and 
every month thereafter, lenders have had to submit information to 
the register to enable the updating of your comprehensive credit 
report. The credit report will help lenders when it comes to making 
decisions about loans and loan applications. However, it is worth 
noting that The Central Credit Register does not give a credit score.

Credit Reports
Credit reports are now available for borrowers and lenders 
to request. These can be requested online through 
wwwcentralcreditregister.ie and certified confirmation of 
identity, address and PPS number will be required to obtain a 
copy of the report. Lenders can access a credit report when there 
is a new loan application, a loan restructure, when arrears have 
occurred, or in cases of other breach of facility or default. A Credit 
Report will contain the following information:

Personal Credit 

Name Type of Loan 

Current and Previous Addresses Name of Lender 

Eircode Amount of Loan 

Gender Outstanding Balance

Telephone Numbers Number of overdue payments, 
if any

PPS Number Date and Amount of next 
payment 

  
A log of all the dates that a Credit Report has been requested, by 
whom, and purpose of the enquiry is maintained on the register. 

Conclusion 
As well as providing useful information to lenders and supporting 
the Central Bank in managing credit in the economy, credit 
reports can also be a useful tool for members when opening or 
reviewing accounts for their customers. However, this information 
will have to be provided on a voluntary basis and members 
should ensure that the information is gathered, used and retained 
only in accordance with The General Data Protection Regulation 
which comes into effect on 25th May 2018.
For more information, you can contact Michael at 
MichaelKinsella@bca.ie.

Michael Kinsella – a partner in the firm of BCA, Chartered Accountants 
and Business Advisors – has over 25 years’ experience in providing 

advisory services to SME firms specialising in construction and 
construction services. In this issue of The Hardware Journal, he takes 
our readers through the ins and outs of The Central Credit Register.

Credit Transparency and 
The Central Credit Register

Michael Kinsella,
Partner, BCA, Chartered 
Accountants and 
Business Advisors 

IN PARTNERSHIP WITH

May/June 2018
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Biocidal products were first regulated in Ireland in 2001. 
Products are notified to the Department of Agriculture, Food 
and the Marine (DAFM) to receive a PCS No. which allows 
them to be sold and used in Ireland. Over time, products are 
required to be authorised to stay on the market following a 
scientific assessment, and this has significant impacts for 
the retail trade as well as end users of biocidal products. 
Authorised products receive an IE/BPA No. from DAFM, and 
these products may have restrictions to their sale and use.

The renewal of the anticoagulant rodenticide (AVK) product 
authorisations this year will have a big impact on retailers and end-
users. Retailers are reminded of their obligations to;
i) Check status of approval
ii) Only sell to competent people
iii) Keep records. 

This article seeks to clarify these obligations.

i) Check status of approval
It has been a legal requirement since 2001 that all biocidal products 
require an approval with DAFM to allow the products to be sold 
and used in Ireland. Prior to retailers purchasing biocidal products, 
it is important to check that the product is listed on the DAFM 
biocidal product notification register and authorisation register with 
the status ‘notified’ or ‘authorised’.
http://www.pcs.agriculture.gov.ie/registers/
biocidalproductregisters/.
The approval number (PCS No or IE/BPA No respectively) listed on 
the register must be printed on the product label. As the biocidal 
product register is regularly updated a periodic check of the register 
is required to check products continue to be approved for sale and 
use in Ireland and have not been “revoked”.
For revoked products, the date of revocation and the appropriate 
sell-out and use-up timelines are available to check on the DAFM 
biocidal product register.  All AVK products that were on the Irish 
market in 2017 will be revoked this year and it is important that the 
sell-out times are adhered to. An easy way to check for new AVK 
products is by checking the approval number; all new AVK products 
will have an approval number greater than IE/BPA 70504, AVK 
products with a lower number will be revoked in 2018.
Another important change to AVK products occurred on the 1st 
March 2018. These substances were re-classified at EU level 
and because of this, products containing 0.005%w/w active 
substance need to be relabelled. All amateur products containing 
≥0.003%w/w active became illegal on the 1st March 2018. 

Please ensure all AVK products with 0.005%w/w active are 
removed from sale immediately and professional and trained 
professional AVK products contain the new labels. This can be 
checked by looking for the new classification ‘H360D’: ‘May 
damage the unborn child’ on the product label.

 ii) Only sell to competent people
There are several user categories depending on the type of biocidal 
products (i.e. general public, professional, trained professional 
and industrial user). Product labels indicate which user category 
can purchase and use the product. General public products can 
be purchased and used by any category of user as they do not 
require personal protective equipment (PPE). Professional, trained 
professional and industrial products should only be sold to people 
suitably qualified to use the products. There is a legal requirement 
under the authorisation of the AVK products, to only sell product 
to the category of user stated on the label. Proof of competence 
is required at point of sale and records must be kept. Proof is 
provided by means of a number. Professional users must provide 
a herd, flock, HFR or HPR number at the point of sale. Trained 
professional users must provide a PMU No at the point of sale, this 
number can be checked on the DAFM website and proof of name 
should be requested if required.
http://www.pcs.agriculture.gov.ie/registers/
pestmanagementtrainedprofessionaluserspmusregister.

Please note that continuous professional education (CPE) is 
required to maintain PMU Numbers. The PMU register will 
be updated each year to reflect this and users may lose their 
registration and their ability to purchase Trained Professional AVK 
product. Any queries on this can be referred to DAFM.

iii) Record keeping
As of the 1st January 2018, any company supplying professional 
and trained professional use AVK rodenticides must keep records 
of both goods in and goods out. This is a requirement under the 
renewal of the AVKs. Records detailed in the table below must be 
kept for a period of five years and made available on request to an 
authorised officer of DAFM for audit. 
There is no record keeping requirement for biocidal products 
approved for general public sale.

If you require further information, please refer to the DAFM website.
http://www.pcs.agriculture.gov.ie/biocides/
changestouseofanticoagulantrodenticides/

Biocidal products update 

DR MICHELLE WHELAN, 
Department of Agriculture, 
Food and the Marine – 
Pesticides Control Division 

IN PARTNERSHIP WITH

May/June 2018

Dr Michelle Whelan from the Department of Agriculture, 
Food and the Marine – Pesticides Control Division 

provides an overview of regulatory requirements for 
hardware retailers and builders merchants selling 

biocidal products, including rodenticides.
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Nowadays, there is a raft of enterprise mobility options 
out there for businesses to choose from. However, just 
because a solution exists doesn’t make it the right option 
for your business. 60% of Google Store apps have never 
been downloaded, 20% used only once, and 95% of apps 
are abandoned within one month. It is therefore the task 
of the management team to ensure they select the right 
solution for their business. If businesses fail to take the time 
to do this, they will be left with a solution that may look the 
part but that will fail to be the right fit for their business. 
This in turn can cause low user adoption and may actually 
decrease productivity and revenue.

We advise companies to start by defining the business problem/s 
that they believe can be best solved via a mobile solution. Instead 
of getting sucked into believing that the latest solution on offer 
will be a panacea for your business, those businesses with a clear 
enterprise mobility strategy can take a more objective, critical 
review of the solutions on offer, asking the key question: “How will 
this solution add value to my business?”

Mobile ERP
The Mobile First trend and the hype surrounding it would also lead 
you to believe that businesses should be able to do everything via 
their phones, but this is simply not true or viable, especially for an 
enterprise-wide system. There are still quite complex tasks where 
it doesn’t make sense to translate that functionality to a mobile 
device. Therefore, we are seeing a hybrid model emerging where 
certain ERP functionality can and should be extended to mobile 
smartphones, perhaps further extended for tablets (and keyboard 
driven tablets), and then – where limitations arise – desktop 
becomes your application of choice. 
When we developed our enterprise mobility platform we adopted 
this approach, extending the functionality of our ERP software 
to mobile, where relevant. We took a common-sense approach, 
asking the simple question: “By making this functionality mobile, 
how will it add value for our customers?” We then recognised that 
if we were to introduce one app where customers could access 

all this functionality, the user experience would be negatively 
impacted. We wanted to deliver the nuggets of functionality that 
individuals – not companies – required on their mobile device. We 
diverted from the industry norm of a one-size-fits-all approach. 
What we have found is that by personalising the employee’s 
enterprise mobility experience to their position/task, user 
acceptance rates are much higher, and training is minimal.

The enterprise mobility benefits
For us, it’s all about empowering employees, improving 
productivity, boosting revenue, and getting ahead of the 
competition. If your BYOD (bring your own device) strategy isn’t 
delivering these benefits, it is simply not fit for purpose.
In addition, it’s a low cost, high adoption solution. People may be 
using their own device, or one currently supplied by the company, 
thereby reducing the hardware cost. In addition, 99.9% of staff will 
already be familiar with the use of mobile phones and related apps, 
so adoption should be high. Businesses also benefit from the new 
trend ‘nomophobia’ – the fear of being without a mobile device or 
internet connection. Employees know that the excuse of “I didn’t 
get that email” or “I forgot to bring my laptop” is no longer viable, 
as their work-related tasks/info are now directly accessible via their 
personal mobile device.
What we are seeing is not only a boost to productivity for those 
workers using BYOD for work purposes. It has also had a dramatic 
impact on office-based employees. Time is being freed up as 
staff on the road no longer need to phone back to base to access 
information, place orders, get contact details, and so on, with all 
the information and functionality they require in the palm of their 
hands. Customer service levels are also improved as field-based 
teams can provide immediate answers to customer queries, given 
the access they have to real-time information via their enterprise 
mobility platform.

For more information about selling online, email us at 
info@intactsoftware.com. If you would like to download our free 
guide Mobile First – The Power of Enterprise Mobility Log on to 
www.intactsoftware.com/intactinsights

Mobile First – 
The Role of 

Enterprise Mobility 
in Your Business 

JUSTIN LAWLESS, 
CEO, Intact Software

IN PARTNERSHIP WITH
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In the fourth quarter of 2017, planning permissions were granted for 
6,934 dwelling units, compared with 4,329 units for the same period 

in 2016, an increase of 60%. 

Dwelling units approved 
up 60% in Q4 2017 

The fourth quarter figures also show that:
Of the total permissions for dwelling units granted in the last 
quarter of 2017, 4,292 were houses and 2,642 were apartments 
(3,245 houses and 1,084 apartments in 2016). This shows an 
increase of 32% in the number of houses, as well as a significant 
increase in the number of apartment units of 144% on the same 
quarter in 2016.
Total floor area planned in Q4 2017 was 1,593,000m². Of this, 

60% was for new dwellings, 26% for other new constructions 
and 13% for extensions. The total floor area planned increased by 
20% in comparison with the final quarter of 2016 (1,325,000m² 
in Q4 2016).
One-off houses accounted for 30.8% (1,322) of all new houses 
granted planning permission in this quarter. This sector
experienced 17% growth on the same period in 2016.

HOUSE TYPE BY QUARTER (NO. OF UNITS) FLOOR AREA PLANNED BY REGION FOR ALL NEW DWELLINGS

In the full year 2017, a total of 6,019,000m² of floor area planned was granted permission representing an overall increase of 7.8% on 2016. 
New Dwellings experienced growth of 23.1%. However, other new constructions were down 11.8%.

‘000m2
Q4 (Jan - Dec 2017)

+-% Change
2014 2015 2016 2017

New Construction

New Dwellings 1,366 2147 2,585 3,181 +23.1%

Other New 1,064 1819 2,061 1,817 -11.8%

Total New 2,430 3,966 4,646 4,998 +7.6%

Extensions 754 895 940 1021 +8.6%

Total Permissions 3,184 4,861 5,586 6,019 +7.8%

PLANNING PERMISSIONS

Source: CSO

Thanks to Claire Kelly from Tegral for providing this information.

Permissions by House Type by Quarter
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Region ‘000m2 Jan – Dec 2015 Jan – Dec 2016 Jan - Dec 2017 +-%

Dublin 862 867 848 -2%

Border 197 214 282 32%

Mid East 279 413 657 59%

Midlands 97 124 168 35%

Mid West 115 149 196 32%

South East 169 214 292 36%

South West 292 381 456 20%

West 135 222 281 27%

Total Dwellings 2,146 2,584 3,180 23%

DWELLINGS BY REGION (Floor Area Planned ‘000m²)

BUILDINGS FOR AGRICULTURE (2017)

COMMERCIAL & INDUSTRIAL BUILDINGS (2017)

HEALTH, EDUCATION & SOCIAL BUILDINGS (2017)

There has been an overall increase in floor area planned of 23% compared to 2016. The Mid East still shows the strongest growth, at 
59% over the full year. Dublin remains to be down, but by just 2% in total.

Buildings for Agriculture

No. of Permissions Floor Area Planned (000 sq.m)

Jan - Dec 2017 2016 2017 Change 2016 2017 Change

New Construction 1741 1297 -26% 930 819 -12%

Extension & Alteration 343 237 -31% 115 77 -33%

Total 2084 1534 -26% 1045 692 -14%

Buildings for Commercial & Industrial Use

No. of Permissions Floor Area Planned (000 sq.m)

Jan - Dec 2017 2016 2017 Change 2016 2017 Change

New Construction 520 661 27% 859 716 -17%

Extension & Alteration 1409 1671 19% 266 373 40%

Total 1,929 2,332 21% 1125 1089 -3%

Buildings for Health, Education & Social Use

No. of Permissions Floor Area Planned (000 sq.m)

Jan - Dec 2017 2016 2017 Change 2016 2017 Change

New Construction 224 281 25% 275 281 2%

Extension & Alteration 906 1081 19% 202 196 -3%

Total 1,130 1,362 21% 477 477 0%

It can be seen from the above table that 1,534 permissions were granted for agricultural buildings in 2017, a decrease of 26% on 
2016. Both new constructions and extensions are down. 896,000m² of floor area was granted permission compared to 1,045,000m² 
in the previous year, which again shows a decrease of 14%.

It can be seen from the above table that the total number of permissions granted for new buildings for commercial or industrial use 
has increased by 27% when compared to 2016. The floor area planned, however, is down by 17%. The number of permissions for 
extensions/alterations is up 19% on last year and the floor area planned is up 40%.

It can be seen from the above table that uring 2017 the total number of permissions for new construction and extension/alteration to
buildings for health, educational and social has grown by 21% on the previous year, with both new construction and extension and 
alterations projects up overall. Total floor area planned, however, has not changed.

Thanks to Claire Kelly from Tegral for providing this information.
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New and potential employees want to be assured that employers will not only 
provide them with engaging roles, but that they will invest in a culture of continuing 
development to support their personal career ambitions. Now is the time for you to 
invest in your employees’ futures by investing in training. HAI is on hand to help with 

its flexible online training solution – The Hardware Education Hub. 

Available to HAI members – and to HAI classroom training 
attendees – The Hardware Education Hub comprises a growing 
catalogue of e-learning modules tailored to and curated for 
the Hardware industry, including New Employee Induction for 
hardware retailers, Telephone Skills, and Improving Profit Margins. 
Also available on the Hardware Education Hub are detailed 
modules in the latest Microsoft Office Suites and Social Media 
Fundamentals.

E-Learning modules are available in the Hardware Education Hub 
covering the Microsoft Office 2013 and 2016 suites, with in-depth 
courses in Excel, Access, Word, Outlook, and PowerPoint, in 
Beginner, Intermediate and Advanced levels. 
Each course is ideal training for anyone new to the 2016 suite 
and its features and layouts, or anyone who needs an update of 
their current skills. They are completely interactive, with activities 

and quizzes throughout, along with a graded assessment at the 
end of the chosen course. A certificate is provided by Hardware 
Association Ireland upon completion. 
Employers can keep track of progress through Hardware 
Association Ireland, and courses can be accessed from anywhere 
at any time.

Benefits of investing in training:  
• Improved performance 
• A skilled workforce 
• Motivated employees 
• Lower employee turnover 
• Development of a learning culture

Microsoft Office

Cost per Course

HAI Members Rate Non-Members Rate

¤30 ¤42

Visit www.hardware-educationhub.ie and search in IT & Desktop Skills to get started.

Social Media Fundamentals

Product Knowledge

Cost per Module

HAI Members Rate Non-Members Rate

¤10 ¤15

HAI has collaborated with social media expert Greg Fry to launch 
a new video series entitled “Social Media Fundamentals”.  This 
is an ideal training solution for any hardware business owners or 
managers who are looking at developing their social media as part 
of their marketing strategy.
Social Media Fundamentals comprises six separate video training 
modules covering:
• Website Audit
• Google

• Facebook
• Twitter
• LinkedIn
• Video Channels 
Each module has been tailored specifically to the hardware sector, 
using live industry examples. Greg takes an in-depth look at each 
subject, taking participants through a guided tour of the user 
interfaces and offering his best hints, tips and tools to help owners 
and managers get the most out of them. 

The Product Knowledge section in the Hardware Education Hub 
is a space where suppliers and manufacturers can upload their 
how-to videos to showcase best practice of their products to their 
sales representatives and merchants. 
Thanks to contributing HAI members, the section is growing into 
a dedicated sales training tool for retail employers and their new 
staff, where they can study best use and sales tips of products in 
their stores.

The Product Knowledge section now has how-to videos and 
tutorials in the following categories:
• Fixing, Fastening, and Power Tool Accessories
• Garden Supplies
• Heating and Plumbing
• Roofing
If you are a hardware/DIY supplier or manufacturer, and have 
product videos or tutorials to contribute, contact HAI today to get 
started. 

 
For access to the Hardware Education Hub, contact Aoife at aoife@hardwareassociation.ie or call 01 2980969



In the first part of our Commercial Features section, The Hardware Journal 
looks at the increasing popularity and viability of eco-friendly and sustainable 

homes, and the companies and products behind this innovation.

Going green
with the grain

As the curtain slowly starts to fall on the first half of 2018, only in 
recent weeks has Ireland begun to enjoy something approaching 
the traditional Springtime weather. A succession of violent 
storms along with the infamous “Beast from the East” have 
battered our evergreen (and ever grey) shores throughout the 
past several months, with prolonged cold temperatures and near-
unprecedented snow and rainfall contributing to the continually 
enlarging dossier labelled “Climate Change”. Society overall 
is being forced to adapt in order to stem the flow of carbon 
emissions into our atmosphere, and this new-found responsibility 
is increasingly combining with people’s need for homes that can 
withstand the unpredictability of a changing climate.
A recent international study by Unilever revealed that a third of 
consumers (33%) are now choosing to buy from brands they 
believe are doing social or environmental good. Unilever’s Chief 
Marketing and Communications Officer Keith Weed says: “This 
research confirms that sustainability isn’t a nice-to-have for 
businesses. In fact, it has become an imperative. To succeed 
globally, and especially in emerging economies across Asia, 
Africa and Latin America, brands should go beyond traditional 
focus areas like product performance and affordability. Instead, 
they must act quickly to prove their social and environmental 
credentials and show consumers they can be trusted with the 
future of the planet and communities, as well as their own 
bottom lines.”

Eco-friendly and sustainable homes are growing in popularity 
and demand and present those choosing them with multiple 
advantages. Aside from the obvious environmental benefits, 
switching to eco-friendly homes can result in massive financial 
savings. These savings are mainly due to reduced energy 
consumption, resulting in lower utility bills.
Health benefits can also be attributed to eco-friendly homes, 
albeit slightly further along the green spectrum, where homes 
are constructed predominately from natural materials and thus 
reducing the presence of chemicals. 
And finally, using the right eco-friendly building materials in the 
right place can save construction time. Buying locally-available 
materials supports small businesses, keeps money in the local 
economy, reduces the home’s carbon footprint by minimising 
fuel used in shipping and means the materials will be available 
quickly and reliably. Building a much smaller structure, like a 
small-square-footage “tiny house” that takes minimal resource 
use, can also save you money simply by reducing the scale of 
construction.
At home, the tide is ever so slowly turning regarding eco-
friendly and sustainable housing, with only the savviest of 
innovators exploring pioneering channels to help revolutionise the 
construction sectors in the UK and here in Ireland. The following 
pages shed light on some of those innovators and the products 
driving this much-needed change.
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Pipelife is one of Ireland’s leading manufacturers and providers of plastic 

piping systems. Specialising in the extrusion of polyethylene (PE) pipes, 

Pipelife offers industry leading products for the heating & plumbing, water 

pressure, electricity, cable ducting, gas and agricultural sectors.

Drawing on over 45 years of manufacturing and innovating from 
their production plant in Cork, Pipelife has been at the forefront of 
developing innovative products and has been an industry leader 
for many years. Quality and innovation continue to be the terms 
that define their philosophy, and this is reflected in the range of 
Eco products and systems that they manufacture to this day.
This commitment to quality and innovation continues today and 
they are delighted to offer their new range of “ECO” products 
specifically developed with energy conservation and waste water 
renewal in mind.
The Pipelife Qual-Pex Eco range of products has been designed 
to meet the rapidly changing needs of the heating and plumbing 
markets. Their range consists of Eco Insulated pipe, Underfloor 
Heating, Air Source Heat Pumps, Low temperature radiators and 
smart system control.
Qual-Eco addresses the needs of both the end-user and the 
installer, incorporating best-practice guidelines to integrate various 
energy efficient components together to form the Complete 
Renewable Heating System.
The Qual-PEX ECO range consists of a single pipe insulated with 
a high-quality CFC-free and HCFC-free, blue or red flexible closed 
cell polythene pipe insulation. It comes in sizes of 1/2”, 3/4” and 
1” of varying insulation thicknesses depending on the application.
The Qual-PEX ECO Duo consists of two pre-insulated, Qual-
PEX Barrier Pipes encapsulated in 125mm of high performance 
insulation protected within a corrugated PE-HD twin wall outer 
casing for maximum protection.
Pipelife is Ireland’s leading supplier of thousands of underfloor 
heating systems (Qual-Pex Eco Underfloor Heating System) 
each year, from residential homes, hospitals, nursery homes, 
warehouses and car showrooms.
As the pipe manufacturer, Pipelife guarantees the pipe for 50 
years, which is vital when the pipe is being buried within the floor 
structure for the lifetime of the building.
The company has a proven track record of over 20 years’ service 
and commitment to the industry backed by exceptionally trained 
staff and a dedicated technical backup service. Combining all 
these aspects results in an outstanding system, delivered in a 
professional and highly skilled manner second to none.
They cover every aspect of underfloor heating and integrated 
renewables, and deliver fully designed, energy-efficient systems 
to a range of Installers, Developers, Builders, Engineers & 
Architects.
Pipelife accepts full responsibility for the design of the system 
and the specification and supply of materials. As an added 
re-assurance, for the customer, Pipelife carries professional 
indemnity insurance to cover all designs.

Smart System 
Control
Their comprehensive 
range of thermostats 
offer a wide variety of 
solutions and are ideal 
for new builds and 
retro fit projects. They 
can offer a standard 
room thermostat all the 
way up to latest smart 
technology controls, and 
the result is always an 
energy saving efficient 
system. Their thermostat 
range is programmable 
and available in hard 
wired (230v or 12v), 
wireless and Smart 
versions.

Air Source  
Heat Pumps
Pipelife Ireland 
specializes in Hitachi 
Yutaki Heat Pumps 
which operate by transforming energy from the outside air into 
heat, meaning every 1kW of electricity used to power the heat 
pump can provide up to 5kW of energy in a well-insulated home 
– helping to reduce heating bills by up to 60% and cutting CO2 
emissions by 50% compared to traditional boiler-led systems.
Their range of Yutaki heat Pumps are the ideal heating solution. 
As well as individually control the room temperature, one can also 
use heating energy efficiently. That is good for our environment – 
and saves money.

Your one stop shop
At Pipelife they believe in providing their customers with a 
one-stop-shop for complete package solutions; from market-
leading products, free initial advice, through to bespoke design, 
installation, final commissioning and technical support, allowing 
you to purchase with confidence. 
Pipelife strive to bring new and interesting developments to 
the market, and are always open to new ideas, innovations or 
suggestions, in an effort to keep Ireland supplied with top quality 
products.
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Pipelife firmly focused on eco-friendliness

For more information and to talk to the Pipelife team, call them on 021 488 4700 or e-mail them at ireland@pipelife.com
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Make the Quality Connection with
Qual-Pex Eco Range 

•    The Qual-Pex Eco range of products has been designed to meet the 
     rapidly changing needs of the heating and plumbing markets

•    Energy efficient heating solutions from a name you can trust

•    Manufacturing and innovating in Ireland for over 45 years

•    Professional Design Indemnity Insurance - Pipelife accepts full 
     responsibility for the design of the system and the specification and 
     supply of materials.

•    Unbeatable 50 year warranty - As the pipe manufacturer, Pipelife 
     guarantees our pipe for 50 years, which is vital when the pipe is being 
     buried within the floor structure for the lifetime of the building

•    Working with the merchant, installer & homeowner before, during and
     after the project

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

Qual-Pex 
Underfloor

Heating

Qual-Pex 
Eco 

Insulated 

Qual-Pex 
Eco Duo

Qual-Pex 
Eco Air to
Water Heat

Pump

Underfloor Heating A4 Advert 4-18_Layout 1  04/04/2018  13:15  Page 1
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Crown Paints have long since been a trend setter in the painting and 
home décor industry, but the recent and continuing success of their 
eco-friendly policies is starting to turn heads (and change habits) 

across a wider landscape.

A decade of 
perfect balance

This year Crown Paints is celebrating 10 years of “earthbalance” – 
their award-winning sustainability programme which encompasses 
all the sustainability activity at Crown Paints.
First introduced in 2018, Earthbalance is Crown’s commitment to be 
more sustainable, less wasteful and to help their customers make 
responsible decisions about the world in which we live.

REDUCTIONS & TARGETS
Since 2008, Crown have achieved a 6.3% reduction in their 
Greenhouse Gas emissions, and – having previously surpassed their 
electricity reduction target (amongst other successes) – they felt the 
need to re-focus and re-evaluate the targets in 2015, before setting 
some new ones. 
To build on their knowledge and success, and to widen the scope 
of the programme, Crown re-established their baseline and set new 
targets for the coming years.

TARGETS (FROM 2017 ONWARD)
As both part of a long-term strategy and currently ongoing, the 
Crown targets are:
• Energy – 5% reduction in electricity consumption
• Waste – 10% reduction in waste
• Water – 5% reduction in water usage
• Greenhouse Gas Emissions – 12% reduction by 2020

AWARD SUCCESS
Since its introduction, the earthbalance programme has been 
recognised with several awards, with Crown Paints most 
recently named as Sustainable Business of the Year at the 
Lloyds Bank 2015 National Business Awards.

2013
• Green Apple Awards – Environmental Best Practice
• European Business Awards – National Champion
•  Manufacturer of the Year Awards – Green Manufacturer of 

the Year

2014
•  International CSR Awards – Environmental Endeavour: 

Sustainability & Overall Gold Scorer

2015
•  National Business Awards – Sustainable Business of the 

Year

COMMERCIAL FEATURE

Calor renewing love of gas
Calor Gas – Ireland’s longest-established supplier of Liquefied 
Petroleum Gas (LPG) – has launched Ireland’s first certified 
renewable LPG for homes and businesses. Calor BioLPG will be 
available throughout Ireland and will allow customers to switch to 
a green, clean, renewable alternative. Calor BioLPG is certified at 
EU level as offering up to 90% lower emissions than existing LPG 
products. Calor are aiming that 10% of all their gas sold in Ireland 
will be renewable within the next three years.
Ireland is one of the first markets in Europe (with Netherlands, 
Belgium, UK, Germany and Scandanavia) to have BioLPG. As Calor 
is available away from the natural gas network, it is potentially 
available to every home or business.
BioLPG is virtually identical to the LPG products currently in use. 
Unlike conventional LPG, which is a by-product of oil and gas 
exploration, BioLPG is made from recycled materials, including 
recycled waste and residue materials, and sustainably-sourced 
renewable vegetable oils.
Because BioLPG is virtually the same as conventional LPG, it works 
seamlessly with existing gas appliances and equipment. 

This means that domestic and industrial customers can move to 
using renewable energy without any hassle or major expenditure. 
Existing LPG boilers, dryers and other machinery will operate just as 
they always have but will now be even better for the environment.
A recent survey undertaken by Behaviour & Attitudes showed 
that 85% of businesses in the Republic of Ireland were open 
to switching to renewable energy. Increasingly, businesses are 
looking for ways to reduce their carbon footprint. This is not only 
environmentally smart but can also help businesses avoid carbon 
taxes. With more and more business customers now looking to the 
sustainability of their supply chains, BioLPG can help companies 
target new business.
Speaking at the launch of Calor BioLPG, CEO Gino Vansteenhuyse 
said: “People’s expectations of energy are changing. For the 
first time, businesses and homes all over Ireland will be able to 
choose a renewable gas. They will be able to make a cleaner, more 
sustainable choice. By helping thousands of customers to make 
a small change, we can make a big change for Ireland and for the 
environment.”
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Positive outlook for
roofing products and
builders’ merchants
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Looking at the housing sector, which is vital for roofing, it is 
good to note demand is strong. Thanks to the Home Renovation 
Incentive (HRI) scheme, which exceeded an estimated Over 
¤1.7 billion in works since it was introduced in 2013, volumes of 
roofing products were not impacted in recent years as much as 
they could have potentially been, with renovation of roofs being 
one area supported by the scheme.
The housing shortage continues to be an issue, with estimated 
demand of 35,000 homes required across Ireland in 2017, with 
only circa 10,000 being built. This will mean a pent-up demand 
resulting in house prices continuing to increase – which is not 
good in the short to medium term.
However, thanks to renewed buyer confidence, affordability, 
mortgage rates and improved access to mortgage finance, the 
Irish housing market is now expected to experience a favourable 
shift. The introduction of the first-time buyer rebate, coupled 
with the relaxation of deposit levels for first-time buyers should 
continue to have a positive impact on housebuilding levels, with 
completions set to reach 20,000 in 2018. 
In further good news, a significant expansion of the social 
housing build programme is evident in the Q4 2017 Construction 
Status report published in April 2018 by the Department 
of Housing. The Rebuilding Ireland Action Plan shows the 
Government is now committed to providing €6 billion to support 
the accelerated delivery of 50,000 social housing homes by 
the end of 2021, through build (33,500), acquisition (6,500) and 
leasing (10,000) programmes to help meet the increased demand 
for housing across the country.
Looking at the CSO 2017 total planning permissions report, we 
can see there is growth in the new dwellings sector. A closer 
analysis of the housing sector shows the number of one-off 
houses granted permission has increased by 24%. Similarly, 
scheme house units are also up by 24%. There is an average 
18-month period between planning permissions being granted 
and reaching roof level, so right now we are looking at planning 
permission figures from Q4 of 2016. In that period, there 
were 1,133 one-off houses and 2,112 scheme houses granted 
permission. The following graph shows the planning permissions 

for one-offs and scheme houses in the last five quarters – with 
growth of 17% in one-offs and 41% in scheme houses over the 
year 2016–2017.

Planning permissions granted for one-off and scheme houses – 
source CSO.

SR82 New Irish codes of practice 

In other news, January this year saw the NSAI publish the 
revised Irish Code of Practice for Slating and Tiling in Ireland, 
S. R. 82:2017, which is now being used by architects, building 
designers, structural engineers and roofers.
This document replaces and supersedes ICP2:2001 and makes 
changes to the exposure maps and requirements for battens, 
among other amendments. Fixing requirements have also been 
significantly increased. 
For builders merchants, they need to also understand the new 
Codes – firstly, to be able to inform their customers and further 
instil confidence in them, but also when selling products such as 
breather membranes and battens to ensure they meet the new 
requirements. 
The new SR82 Document is available on www.standards.ie

May/June 2018
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Tegral 
launch
breather 
membranes

As part of their ‘Raising the Standards of Roofing’ initiative, 
Tegral have announced the upcoming addition of their vapour 
permeable breather membranes to their roofing components 
range. Their Ventex breather membranes will be available in the 
coming weeks and will accommodate a wide range of roofing 
requirements across Ireland.
Ventex are high-performance, breathable roof membranes 
for use in a range of pitched roof constructions. Packed 
full of features and benefits, they have been designed and 
manufactured to promote consistent installation to the new 
SR82 Irish Codes of Practice, as well as the BS 5534 British 
Codes, and are IAB and BBA approved.
Providing an effective wind barrier, they have unrestricted usage 
across all Irish wind zones. Manufactured using a multi-layer 
bonding process of polypropylene laminates, they are ultra-
strong, durable, easy to install, and suitable for both warm and 
cold roof applications. They are available in 1.5m x 50m, together 
with a range of associated components.
Over the next few weeks, the Tegral sales team will be actively 
promoting the new Ventex range and associated products both 
on site and in store. 
Ventex breather membranes will also be added to the Tegral 
Roofing Academy training schedule, where over 1,000 Irish 
roofers have now been trained.

Roofers’ code revised
NSAI has published the revised Code 
of Practice for Slating and Tiling, S.R. 
82:2017, which is used by architects, 
building designers, structural 
engineers and roofers. 
This document replaces and 
supersedes I.C.P. 2:2002 and 
makes changes to the exposure 
maps and requirements for battens, 
among other amendments. Fixing 
requirements have also been 
significantly increased. 
 The NSAI Slating and Tiling Committee, NSAI/TC 12, who 
drafted this revision of S.R. 82:2017, consists of members of the 
slating and tiling industry, professional and trade associations, 
and public authority representatives.
S.R. 82:2017 gives guidelines for the materials, design and 
application recommendations, and workmanship requirements 
for slates, tiles, and their associated fittings and accessories, 

used in the 
construction of pitched 
roofs and vertical 
cladding applications 
of ridge height not 
exceeding 10 storeys 
above adjoining ground 
level.

Wavin Ireland Limited Balbriggan 
Tel: 01 802 0200 
ie.info@wavin.com  
www.wavin.ie

Wavin
rainwater
systems

RoundLine SquareLine StormLine

DeepLine SuperLine RoofLine

A choice of rainwater gutter profiles to  
meet the varying aesthetic, performance 
and installation requirements.
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www.tegral.com

+353 (0)59 863 1316

 50m x 1.5m 

 Vapour permeable

 High tensile and tear strength

 Clean and easy to handle

 Durable

 UV stability - 12 weeks

 IAB and BBA approved

 Compliant in all zones

 Integrated tape option available

For pitched roofs 
with slates or tiles

Talk to your local Tegral advisor 
today to find out more.

Ventex Breather 
Membranes

NEW from Tegral
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Classified Ads

Offering exceptional 
value in two new 
advertising sizes:

50mm (h) x 55mm (w)
€1,050 for six editions

100mm (h) x 55mm (w)
€1,650 for six editions

THIS SIZE AD

THIS SIZE AD

73

Classified Ads

September/October 2017

Advertisements (text plus logo) can be emailed to: hardware@ifpmedia.com  
and be prepaid, at least two weeks prior to publication.

The Official Magazine of Hardware Association Ireland

September/October 2017

Enhanced advertising opportunity for your business
The Hardware Journal Classified Ads

Guaranteed Irish 
Manufacturers
since 1971

u	 Draught Excluder Products
u	 Tile and Bath Seal
u	 Floor Trims
u	 Step Nosings
u	 Plastic and Aluminium Angles
u	 Conduits and Pipes

We can Save you 25% So Why Deprive Yourself
Phone 8470095       Fax 8484896

Email: hycraft@eircom.net

Offering exceptional 
value in two new 
advertising sizes:

50mm (h) x 55mm (w)
€1,050 for six editions

100mm (h) x 55mm (w)
€1,650 for six editions

THIS SIZE AD

THIS SIZE AD

ADVERTISING ENQUIRIES: 
To advertise in The Hardware 

Journal and reach the key 
decision makers in the 

industry please contact: 
Bryan Beasley at 

01-709 6916 or email
bryanbeasley@ifpmedia.com
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ADVERTISING ENQUIRIES: 
To advertise in The Hardware 

Journal and reach the key 
decision makers in the 

industry please contact: 
Jim Copeland at 

01-298 0969 or email
jim@hardwareassociation.ie  

The Official Magazine of Hardware Association Ireland

May/June 2018

Enhanced advertising opportunity for your business
The Hardware Journal Classified Ads

For more information
call 01 802 6300 or
visit www.kilsaran.ie

Build with
  onfidence

To advertise to key decision makers in the industry, contact 
Jim Copeland at 01-298 0969 or email jim@hardwareassociation.ie 

Classified advertisements (text plus logo) can be emailed to: jim@hardwareassociation.ie 
and are to be prepaid, at least two weeks prior to publication.

LEADERS IN 
HARDWARE DISTRIBUTION

www.josephmurphy.com
info@josephmurphy.ie

096 - 21344



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.

55May/June 2018



AD

THE CEMENT  
YOU TRUST

www.irishcement.ie

For 80 years our customers 
have trusted Irish Cement 
products, manufactured 
using local raw materials.
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