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message
from the Ceo

a

This is a bittersweet edition of The Hardware Journal 
for me as it is the last edition that I will be writing as 
CEO of Hardware Association Ireland. Having spent 
almost five years at the helm the time has come 
to move on, although I won’t be going too far as I’ll 
remain in the building materials industry at the helm of 
Ecocem as Managing Director for Ireland. However, it 
is with a heavy heart that I leave the Association, it has 
provided me with the opportunity to learn about this 
industry during which time I have grown to appreciate 
and admire the resilience and courage of members 
on both sides of the supply chain. I also regret not 
being able to share the next phase of the evolution of 
the Association with Sean Moran as President for the 
following two years. I have a lot of people to thank for 
their unending support during the time I’ve been here, 
you know who you are largely because you’re on my 
mobile phone ‘Favourites’ list! You got me through 
one of the biggest challenges of my working life and 
remained loyal through the difficult periods, it’s you 
who I particularly thank for seeing me out the other 
side to take on what I describe as a once in a lifetime 
opportunity.
In this edition of the magazine I’m delighted to report 
that by many accounts from visitor and exhibitor side, 
we had a great Hardware Show in February, lots to 
report and pictures to view from page 28 onward 
plus our Innovation Award winners and pictures from 
The President’s Ball. I’ve been quite heavily involved 
in campaigning to get the Sales of Illicit Goods Act 

over the line by meeting with TDs across 
the political spectrum along with Retailers 
against Smuggling in the last number of weeks, 
read about the campaign on page 37. Steve Collinge 
takes a look at one of the standout success stories 
from the Kingfisher stable, Screwfix, to see what 
we can learn from their business model and store 
format. Together with the British Embassy in Ireland 
and the Department for International Trade in the UK, 
HAI brought a group of members to Coventry in early 
March to participate in a ‘Meet the Buyer’ event, read 
about the trip on page 43.
Writing about the UK, we have pulled together the 
most important information for our members on the 
impact of a hard Brexit (which, at time of writing, is 
still on course for 29th March), essential reading on 
page 39 onward. As well as the usual latest News we 
also feature the Brooks branch in Sligo on page 20 and 
Contech on page 24.
And a last word from me, thanks to all the people 
I’ve had the pleasure of working with over the last 
few years without whom so much of what has been 
achieved would have been impossible.

Annemarie Harte
Chief Executive Officer – HAI
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158 member branches are included in the HAI Business Index. 
Member firms showed an average 9% increase year-on-year for 
Q4 2018. Overall, hardware revenues rose 8.7% in 2018.
A year-on-year rise for Q4 is apparent for all member groups, 
peaking in Munster. 69% of members indicate Business 
Profitability is higher than this time last year (up by 16.1% on 
average); 77% of members indicate prices charged are higher 
(by 3% on average).
Q2 and Q4 showed the highest levels of year-on-year growth 
for the sector in 2018. The monthly moving average in 2018 
was positive in both Q1 and Q2. The monthly moving average 
for Q4 is 92%, primarily a function of the expected dip in sector 
revenue in December. 

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.”

BusiNess iNdex - 
Quarter 4 2018 
results

Market Intelligence
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Fleetwood Paints are delighted to introduce their next offering in 
an ongoing collaboration with upcycling expert Aileen Hogan. This 
year sees the release of a finely-crafted colour palette specifically 
for furniture. There are 27 shades in the Shabby collection, 
designed to make the colour choice clear and simple for 
consumers. These 27 Shabby colours are tinted into Fleetwood’s 
new Advanced Eggshell, the interior and exterior paint for wood 
and metal.
Aileen Hogan is a leading authority in the world of upcycling in 
Ireland. Having started out as a hobbyist painter, she quickly saw 
the potential for a sustainable business in the expanding market 
of furniture restyling. As the trend grew, what was missing was 
a one-stop shop for all upcycling supplies, so Aileen opened her 
online business, shabby.ie.
Aileen was recently awarded the All Star Design Leader Award in 
upcycling at the All Star Business Awards, for her work bringing 
the Irish community of upcyclers together. She managed to align 
a passionate community of upcyclers through her very popular 
Facebook groups, group training days, demonstration days and 
her online training programme, ‘The Shabby School’. She has 
now started mentoring fellow small business owners and cottage 
industry upcyclers to dream the dream and follow her in creating 
their own success story.
On social media, Fleetwood Paints and Aileen created six short 
‘How-To’ video tutorials on several common queries that the two 
brands get on a daily basis, from painting skirting boards and 
window sills to the more complicated jobs like pine wood 

and fireplace surrounds. These instructional videos are designed 
to empower the consumer, giving them the information and 
courage needed to tackle their DIY projects. It’s all about making 
extraordinary spectacles from the ordinary pieces in your home. 
The videos are complemented by Aileen’s blog posts, which 
provide more information about the products used and why they 
were used for certain areas along with how to actually paint the 
items. All videos are available on shabby.ie and fleetwood.ie and 
their related social media pages.
Aileen and Fleetwood are now holding upcycling demonstrations 
and information days in selected stores around the country.

sHaBBy CHiC
froM fleetwood

2019 brings a new chapter for the team at SONAS Bathrooms 
with the launch of their new distribution and showroom facility 
in Ballycoolin. Following a number of years of impressive 
growth, the market-leading bathroom brand has stepped 
up another level with this 135,000 sq. ft. operation. It’s a 
busy time for the company, with the official launch of their 
new showroom having taken place on Friday 8th March. The 
showroom, which is open to trade and consumers, enables 
SONAS to create demand for their products, which are sold 
back via their retail customer network. Demand is so strong 

from visitors that they will open the showroom for late nights 
on Thursday and early on Saturday mornings from 23rd March 
2019. At the hub of the business is the significant commitment 
to stock, with 11,000 pallet spaces the warehouse, which 
operates 24 hours a day with next day delivery offered 
nationwide across the island of Ireland.  “The customer is at 
the heart of everything we do, so our new facility allows us to 
step up our offerings across all aspects of the business”, said 
Richard Sloan, Managing Director.  

soNas
deMaNd
pusHes
expaNsioN
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dulux proteCts witH style
With solutions for masonry, wood and metal, Dulux has all of 
the products needed to transform the outside of the home. 
Dulux has long been the leader in exterior paints for masonry, 
with its high-performing Dulux Weathershield range and 
Cuprinol’s garden colour selection, but up to now, the company 
did not bring all of its exterior brands together.
For 2019, Dulux will continue with its vision of bringing all 
its exterior brands together under the umbrella of “Exteriors 
Beautifully Protected”. In-store materials will now feature Dulux 
Weathershield, Cuprinol, Weathershield Satinwood, High Gloss 
and Hammerite. Additionally, in 2019, we’ll see more beautiful 
exterior colours being added to the Dulux Weathershield and 
Cuprinol ranges.     
The brand new Dulux Weathershield Colour Card was launched 
in February. The new card has seen improvements in the 
layout of colour ranges, and now displays ready mixed, paint 
for wood and metal and colour mixing all on one centre-page 
spread. These subtle improvements make it much easier to 
decide on that all-important colour selection. Throughout the 
card, we also see tried-and-tested colour schemes in the form 
of ‘trios’, referenced with their own bespoke names such as 
‘The Atlantic’, which showcases coordinated colour schemes 
for walls, plinths, sills and front doors. All schemes have been 

carefully selected by Dulux’s popular colour consultant, Cora 
Collins, who has many years of experience in both commercial 
and residential colour scheme selection.  
The card also outlines some very helpful hints and tips to think 
about when choosing colour schemes to suit the home, advice 
on what to consider for urban housing versus rural housing, and 
tips on considerations for windows and front doors. Finally, see 
some beautiful 
new contemporary 
colour 
introductions 
like Cashel Clay, 
Rugged Shore 
and Winters Tale 
in the masonry 
range, along 
with some more 
vibrant colours 
for Exterior 
Satinwood such 
as Lush Fern, 
Raspberry Lane 
and Atlantic Swell. 
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The Department of Agriculture (DAFM) have advised pesticide 
suppliers (both professional and amateur products) that 
they can no longer supply any premises that cannot provide 
evidence of registration as a pesticide distributor (premises 
tracking number) in future.
This means that all shops selling pesticide (Weed-killers, 
Fungicides or Insecticides) products must be registered with 
the DAFM to buy these products in the future.
Registration is a simple process – a registration form can be 
downloaded from the DAFM website – see link below or 
contact the DAFM on 01 6157552
www.pcs.agriculture.gov.ie/sud/pesticidedistributors/

This requirement is part of the European Union requirements 
contained in the Sustainable Use Directive (SUD). The 
SUD Directive (Directive 2009/128/EC) seeks to establish 
a framework to achieve a sustainable use of Pesticides by 
reducing the risks and impacts of pesticide use on human 
health and the environment. It introduced new requirements 
surrounding the advice on sale, storage, supply and use of 
Plant Protection Products (PPPs).
Wholesale and retail premises involved in the storage and 
distribution of PPPs must comply with specific requirements 
depending on the category of PPP being handled.  

Only a registered premises can be used for storage of 
pesticides for the purposes of sale or supply and the premises 
must comply with a standard determined by the DAFM. 
Minimum storage standards have been established and 
details of these are also available at the earlier link on the 
DAFM website. In registering, the owner of the premises 
commits to ensuring that the store will comply with these 
standards. Distribution stores will be inspected on an ongoing 
basis by officers of the DAFM. If the store is found not to 
comply with the required standard, the necessary remedial 
actions will be identified in a compliance notice. These must 
be undertaken within a specified time limit. If the necessary 
remedial actions are not undertaken, the premises will not 
be included or may be removed from the register and cannot 
be used as a pesticide store until it has been re-inspected 
and found to follow the required standard. A maximum of 
500 litres professional use plant protection products may 
be	stored	in	a	retail/display	area.	Volumes	of	PPPs	in	excess	
of this amount must be stored in a specially constructed 
pesticide store that fulfils the requirements for the design and 
construction of pesticide stores. 

Last January, Regional Sales Director for Grafton Merchanting, 
Ciarán Kelly, joined forces with rugby legends Stephen Ferris, 
Marcus Horan, Mike McCarthy, Shane Byrne and 27 other 
volunteers to raise ¤100k for the Irish Rugby Football Union 
(IRFU) Charitable Trust on a sensational hike.
Over a 12-day hiking expedition, the team summited Mount 
Kilimanjaro (5,895 m), Africa’s highest point, which is the highest 
free standing mountain in the world. The IRFU Charitable Trust 
was formed in 1978 to assist severely injured rugby players in 
their everyday lives and helps to restore their confidence and 
independence. There are currently 36 seriously injured players 
registered with the Trust.
“It was the hardest and most amazing thing I have ever done. 
The teamwork was incredible in how we worked together to 
get all 32 people to the top. At times, it was a struggle with the 
altitude and sickness, but you just put the head down and one 
foot in front of the other”, commented Ciarán on his return.
Next May, Ciarán along with 21 colleagues in Grafton 
Merchanting will take on the 4 Peaks Challenge (highest 
mountain in each province) over four days, hoping to raise ¤40k 
between four charities (CMRF Crumlin Hospital, Pieta House, 
Focus Ireland and Cystic Fibrosis Ireland).

pestiCide retailers taKe Note

€100K raised oN KiliMaNJaro 
voyage
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BEHOLD
a pipe that uncoils without a twist 
enableling a lay-FLAT capability

WITNESS
a manoeuvreablity that give you a 

FAST more cost-effective installation

MARVEL
at a more FLEXIBLE pipe that gives 

you the edge over the competition

Pipelife Ireland Limited, White’s Cross, Cork. 
Phone: +353 21 488-4700  Email: ireland@pipelife.com | www.pipelife.ie

Paddy Kelly, Managing Director of Tegral, was recently 
appointed Chairperson of Guaranteed Irish. He acts as the 
spokesperson from the construction industry on the board. 
Guaranteed Irish, the not-for-profit business membership 
organisation, has unveiled new figures which show that global 
revenues generated by its 550+ members grew to ¤26.2bn in 
2018, up ¤350m in just 12 months. Turnover figures for sales 
in Ireland by member companies also increased last year – 
rising by 2.3% to reach ¤11.2bn.
Total employment at all Guaranteed Irish member businesses 
reached 71,390 in 2018, an increase of 43.3% (21,573) on the 
same figure for 2017. Members are also forecasting a further 
5.8% increase in employment in 2019. 
Over half of Guaranteed Irish member businesses are now 
exporting, with major export territories including the UK, 
mainland Europe and the USA. Despite significant uncertainty 
around the possible impact of Brexit on international trade, 

almost one in five 
of those currently 
exporting expect this 
activity to increase by 
over 25% this year.
Mr. Kelly was appointed 
Managing Director of 
Tegral in 2010. Prior 
to this, he had been 
the Sales Director for 
a number of years for 
Tegral.
Throughout his time at 
Tegral, Paddy has also 
been the Chairman of 
Octabuild, the Chairman 
of the Building Materials 
Federation, and most 

recently President of Hardware Association Ireland from 
2013-2015. He is also currently President of the European 
Federation of Fibre Cement Manufacturers.
Brid O’Connell, CEO of Guaranteed Irish, said: “We’re delighted 
to have Paddy Kelly act as Chairperson for the organisation. His 
knowledge has been invaluable during the brand transition. He is 
a strong brand ambassador and has the full support of the Board 
on this next chapter for Guaranteed Irish.”

faMiliar faCe as 
New guaraNteed 
irisH CHairMaN
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Crown has launched a new Easyclean® matt emulsion that is 
200 times tougher and more washable than a standard matt 
emulsion. The product now comes in 48 colours from their 
matt emulsion range. So if your customers are looking for 
something that will last, this new range has the product and 
colours for them.
Easyclean® is ideal for busy homes, as marks and dirt can be 
easily wiped away. It has been independently tested and came 
out on top for the best stain and scrub resistant formulation.
What is loved most about this product is how versatile it is, 
meaning your customers can now use this on areas they might 
not have thought about painting before, such as stairs, as the 
paint is multi-surface and suitable for walls, wood and metal 
work. Get inspiration by painting with contrasting colours on 
walls and radiators or doors. Alternatively, your customers 
could use Easyclean® to get an on-trend floor to ceiling look 
using the same colour across walls and skirting boards.

Recently, the Private Security Authority (PSA), along with 
representatives of locksmiths met with officials from the 
Department of Housing, Planning and Local Government in 
order to seek clarification to a number of questions raised 
by locksmiths in relation to the application of Building 
Regulations and the application of Technical Guidance 
Documents. Following this meeting, the PSA have set 
out some of the requirements in relation to the issues in a 
Frequently Asked Questions document. This document has 
been published on the PSA website and can be accessed at 
https://www.psa.gov.ie.

UK Based Licence Holders and Brexit
While there continues to be a lot of uncertainty around 
Brexit and the future relationship between the EU and UK, 
the PSA will continue to licence UK based contractors who 
wish to provide a service in Ireland on condition that they 
continue to meet the PSA’s licensing requirements. One 
of the main issues for UK contractors will be compliance 
with the General Data Protection Regulation (GDPR). After 
Brexit, the PSA will seek a declaration from UK contractors 
that their processes and procedures are in compliance 
with the GDPR. Auditing to ensure that contractors are 
compliant with the GDPR will become part of the annual 
certification process for UK contractors.

Sourcing Equipment from the UK after Brexit
With regard to the European standardisation system of 
CEN and CENELEC, the UK will continue to have its full 
member’s rights from the date of Brexit (expected to be 
29 March 2019) until December 2020. The requirement 
that products placed on the EU market be CE marked 
will not be affected by Brexit. UK goods, which may be 
regarded as third country goods, will have to conform to EU 
requirements and be CE marked in order to be placed on 
the market in the EU.

CrowN 
easyCleaN 
for Busy 
HoMes

psa address 
faQs aNd 
Brexit 
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RETAIL BUYER

Dairygold Co-Operative Society Ltd. is an equal opportunities employer

Co-Op SuperStores is the retail division of Dairygold Co-Operative Society Ltd which now operates 35 retail stores across 
Munster. In addition to being Munster’s largest supplier of Farm Inputs, our stores o� er an extensive range of Building 
Supplies, DIY, Paint, Fuel, Electrical, Household, Garden, Pet & Equine and Workwear.

We wish to invite applications for the role of Retail Buyer to join our progressive team based in Lombardstown, County Cork.

The successful candidate will have:
• A 3rd level qualifi cation in a relevant discipline is desirable, Construction/Agri/Procurement/Business/Retail
• 2+ years relevant experience
• An understanding of retail buying and the underlying processes
• Strong business acumen and will be commercially aware
• Keen negotiation skills with a proven track record on commercial sourcing
• Experience in product category management, working to increase sales
• Experience in range & option planning - category review process
• Knowledge of the product range in the respective categories
• A customer focus with excellent analytical and problem-solving skills

In return we o� er career progression and a competitive benefi ts package including company pension and bonus scheme 
along with continuous learning and development.

Interested candidates should forward a copy of their cover letter and up-to-date CV in strictest confi dence to: 
Colin Ryan, Dairygold Agri Division, West End, Mallow, Co. Cork or e-mail: careersdg@dairygold.ie. 

Please quote Job Ref: AGD-HBR.

For architects and lighting designers with the highest standards, 
the	VCC	VentoFlex	modular	lighting	system	opens	up	countless	
ways to make an impact. Featuring a flexible PC board, 
VentoFlex	delivers	seamless	backlighting,	even	in	challenging	
interior spaces.
Ambient	lighting	is	all	about	creating	the	right	mood.	VentoFlex	
helps designers set the exact tone and aesthetic they intended, 
whether it’s a backlit lobby, decorative wall or something that 
hasn’t	even	been	imagined	yet.	With	VentoFlex,	lighting	design	is	
no longer limited by flat surfaces - the tiles mount to any surface 
and can bend to 90 degrees and beyond.
Available in 12”x12” square tiles, these innovative LED tiles 
can be cut and formed around any design element, including 
rounded corners and tight spaces without taking up much room 
at all (3.81mm). A pair of scissors is the only tool required to cut 

VentoFlex	tiles	to	the	size	and	shape	you	desire.
VentoFlex	can	link	up	to	10	or	15,	12”	x	12”	tiles	to	one	Class	2	
LED	Driver,	all	on	the	same	0-10V	or	DALI	dimmer.	That’s	1440	or	
2160 square inches of versatile lighting power! When connecting 
tiles together, the cables don’t have to physically touch each other, 
enabling even more design flexibility. Go ahead, think outside of 
what’s	been	done	-	VentoFlex	can	make	it	happen.

For more information, visit www.vcclite.com

vCC ligHtiNg 
sHows 
proMisiNg 
iNNovatioNs
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HyuNdai 
JoiNs 
dargaN 
tools
Dargan Tools are delighted and proud to announce that they 
are the exclusive agents for Hyundai Garden and Power Tools 
for Ireland. 
Hyundai is designed to appeal to both the domestic user and 
the ultimate professional. They provide style, innovation and 
durability, which is all backed up by its fantastic three-year 
platinum warranty service. 
Petrol power washers and generators remain the flagship 
products on offer, but the range is far more extensive. From 
chainsaws to leaf blowers, lawn mowers to hedge trimmers 
Hyundai have everything that is required of today’s hardware 
store and builder’s merchants to best facilitate the growing 
customer base. Dargan Tools will be carrying a wide variety 
that will touch on every price-point, making Hyundai affordable 
and accessible for such a globally recognised brand. 
Hyundai will also release a 60v lithium ion range, where one 
battery will cover six machines, including mowers, chainsaws 
and strimmers. So, no more cables, no more petrol and no 
more pollution! 
For 37 years, Dargan Tools have been working closely with the 
hardware stores of Ireland, and look forward to introducing this 
exciting new development to all. 
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tiMCo Now 
supplyiNg 
faNtoM 
doorstop

TIMco, one of the UK and Ireland’s largest independent 
wholesalers to the construction industry has become a 
supplier for the innovative and award-winning Fantom 
Doorstop in the UK and Ireland. The Fantom Doorstop is the 
world’s first fully concealed, flush finish and trip hazard free 
door stop like no other in the market.
The flagship product from the Fantom Hardware range 
was invented in order to solve two problems; to reduce trip 
hazards and improve aesthetics. Unlike conventional door 
stops today, the Fantom Doorstop poses no trip hazard due 
to its innovative design. The doorstop uses a powerful rare 
earth magnet to activate a pin that is recessed into the floor 
to stop the door and hold it in place.
The magnet is so powerful that even fast-swinging doors 
can be stopped in their tracks. When the door is open in a 
controlled manner, the Fantom Doorstop will also act as a 
door hold open device making it ideal for preventing doors 
from slamming. 
The second problem to tackle was creating a concealed 
finish for the cost-effective hold open device. With 
the striker plate fitted underneath the door, there is no 
unsightly hardware on display and all moving parts are 
hidden underneath the door. This concealed design is also 
an extremely convenient solution for rooms featuring an 
unusual layout where it isn’t feasible to use an alternative 
doorstop which requires mounting onto either the wall or 
the door.
Because of its clean flush finish, the Fantom Doorstop can 
be fitted to all floor surfaces including wooden floors, tiles, 
polished concrete and even carpet. The product is available 
in six different finishes: Clear, White, Black, Chrome, Brass 
and Brushed Alloy, and all finishes come with a stainless 
steel striker plate.
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BotaMeNt 
resurreCts 
dead CoNCrete
There was great interest in Pavement Revive, the latest 
product developed by Botament at its launch at the 
Hardware Show.
Pavement Revive transforms old paving and concrete 
driveways, in one fast simple application. Now there is a 
fast and cost effective way to make pathways look new 
again. With three colour options available marking out 
clear walkway or parking bays is easy. Pavement Revive 
enhances the colour of paving without interferring with 
the structure of the surface. This means it dries fast but 
also this unique drying method results in an extremly 
durable finish – resistant to car tyres. Pavement Revive 
is tested against frost and is resistant to gritting salts.
Pavement Revive offers the retailer an innovative 
simple product in handy size units that will cover up to 
a 15 meter area. A straightforward solution to revive a 
property this spring.

BrooKs 
group HealtH 
CoNsCious
Brooks Group staff across Ireland received their annual health 
checks during January and February. This is the second year 
Brooks have offered this to their staff and it has been a huge 
success. The majority of staff availed of the service. 
Feedback from the participants was overwhelmingly positive 
and by using the same service provider for 2 years running, 
the ability to compare to the previous year’s results was a very 
welcome aspect to the event.
Brooks invited RediCare to provide a comprehensive health 
assessment to its employees, which includes:

•	 Cholesterol	Check
•	 Total	Cholesterol,	Triglycerides,	HDL	&	LDL
•	 Blood	Pressure	Check
•	 Diabetes	Test,	HbA1c
•	 Lung	Function	Test
•	 Height,	Weight,	BMI	&	Waist	to	Height	Analysis
•	 Detailed	Health	Report

The Brooks staff have also been offered advice on diet and 
exercise etc., where results have indicated the need for 
change.
With health and safety being of the utmost importance at 
Brooks, they are very proud to offer their staff the opportunity 
to be in the best health possible and know their bodies.
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Ideal Standard, the leading provider of innovative bathroom solutions, is delighted to announce that 
Eamon Marrinan has returned to the business as a Key Account Manager. Eamon first joined the 
company in 2009 from Shires Bathrooms as an Internal Sales Agent, bringing with him a wealth of 
experience in purchasing, imports and stock control.
He then moved into the commercial side of the business working with current Sales Manager John 
Andrews and Country Manager Martin O’Reilly. Not being one to rest on his laurels, during this time 
Eamon attended college at night and earned a first-class honours degree in accounting and finance.
Eamon temporarily left Ideal Standard in 2016 to train as an accountant at Auto-glass Ireland, before 
returning this year. Commenting on his appointment Eamon said: “I am really looking forward to my 
new role and am delighted to be joining a great team which is working in an industry that is growing 
rapidly. Ideal Standard offers a fantastic product range for every project, from commercial through 
to residential. I am looking forward to helping to continue to grow the business in the future.”

revolviNg doors

JP Corry has been named as one of Northern Ireland’s top 
companies for environmental leadership. The company has 
achieved Platinum status - the highest scoring level in the 
Northern Ireland Environmental Benchmarking Survey. The survey 
recognises Northern Ireland’s most sustainable businesses who 
are committed to managing the environmental impact of their 
business operations, and seeks to reward those organisations 
who are going above and beyond their legal requirements.
The survey, which is run by Business in the Community, sponsored 
by Moy Park and supported by the Northern Ireland Environment 
Agency through the Department for Agriculture, Environment 
and Rural Affairs, recently celebrated it’s 20th anniversary edition, 
attracting the highest number of participants in the past four years.
David Small, Chief Executive, Northern Ireland Environment Agency 
said: “The survey is established as the leading tool in Northern 
Ireland to provide participants with proof of their green status. 
This is done through detailed analysis of their environmental 
management, improvement and impact. It is a powerful driver 
of environmental performance and we are delighted to support 
it once again this year.”
Chris Collins, Head of Operations at JP Corry commented: “As 
part of our long term commitment to operate in a sustainable 
manner, we continue to take a responsible approach to 

environmental 
management across 
our business. The 
Environmental 
Benchmarking 
Survey is a vital 
exercise that we 
undertake each year 
to help manage our 
environmental impact, 
measure progress 
and identify areas for 
improvement.” He 
continued, saying, 
“Since 2014, we 
have made significant 
improvements to our 
business practices to 
ultimately reduce our impact. As a result, we have seen year-
on-year improvements in our scores, resulting in our Platinum 
status in this year’s survey. We are absolutely delighted to be 
recognised as one of Northern Ireland’s top companies for 
environmental leadership.”

Jp Corry are Csr leaders

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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WEEE Ireland, Ireland’s largest electrical and battery recycling 
scheme, has proudly revealed that they have collected 48% of 
batteries sold on the market as part of the FREE WEEE Pledge 
programme in 2018 – equivalent to 11 AA batteries for every 
single person in Ireland!
The record figures were unveiled as WEEE Ireland announced 
a ¤50,000 donation to LauraLynn, Ireland’s Children’s Hospice, 
as part of the WEEE Pledge battery recycling programme. 
Running continuously since 2011, the partnership with 
LauraLynn was recently renewed for five more years, and has 
to date collected over ¤390,000 for children with life-limiting 
conditions and their families. 
WEEE Ireland and LauraLynn have thanked Irish households 
for their fantastic efforts over the past year letting the 
world know that small things matter, and can really make a 
difference! Recycling waste batteries and e-waste of all kinds, 
provides enormous benefits to the environment and what’s 
more, by recycling batteries in WEEE Ireland’s blue battery 
boxes, whether at home, in school, or at participating retailers, 
people are helping LauraLynn to provide much-needed 
services to children and families across Ireland.

National statistics estimate that 23 batteries per person are 
purchased in Ireland each year, which means that there are 
about 12 more batteries per person being hoarded or hidden in 
homes, or worse still wrongly put in the rubbish bin. 
Leo Donovan, chief executive of WEEE Ireland, said: “We’re 
prouder than ever to announce this year’s ¤50,000 donation 
to LauraLynn as part of our WEEE Pledge programme. To see 
that we’re able to make this year’s announcement on the back 
of a record-breaking effort in battery recycling makes it all the 
better. 

reCyCliNg 
targets 
sMasHed

The B2B e-Commerce market is steadily growing and currently 
worth £75 billion in the UK alone. This is more than double the 
B2C e-Commerce market value, and with similar trends reflected 
internationally, the opportunity for those in the B2B space to 
grow their business online is immense. 
When combined with Intact’s software, the Aphix platform 
manages the online sales process and feeds the information in 
real-time back to Intact’s ERP solution, resulting in faster sales, 
increased revenue and improved customer service levels. 
By implementing a solid digital sales strategy with an 
experienced e-Commerce platform provider, B2B companies can 
take advantage of the growing trend in online sales to add new 
customers and to reach new markets.
Intact Group Sales Director Mark McArdle said of the Aphix 
partnership, “We had customers coming to us looking for a 
solution to the unique challenges they faced with getting their 
business model online. They could see the potential to grow 
their business with digital but were unsure where to turn. 
We worked closely with Aphix to deliver the right solution, and 
5 years on, we return to them again and again when customers 
come to us with the same problems and ambitions for growth.”
Aphix software CEO Graham O’Rourke cemented Aphix’s 
passion for helping B2B companies to grow and mentioned 
how the support of Intact and their customers has been vital in 
achieving this, saying, “We passionately believe that by better 

connecting buyers and sellers, we drive growth and simplify 
business for our customers. 
We are now in a great position to work with B2B companies 
across the UK, Ireland and further afield to help them take 
advantage of the huge opportunities in the B2B marketplace to 
grow and scale their business with the right digital tools.”

For more information visit www.aphixsoftware.com

apHix aNd iNtaCt JoiN forCes

Left to right: Enterprise Ireland’s Helen McAuliffe, Aphix Software CEO 
Graham O’Rourke and Intact Software Group Sales Director Mark McArdle.
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Hsa target 
worKplaCe 
veHiCles
Health and safety inspectors recently brought attention to 
sloppy practices in workplaces where vans, trucks, forklifts 
and other vehicles are essential to the job. This activity 
took place in the form of a ‘blitz’ by health inspectors on a 
large number of workplaces over the course of a two-week 
campaign.
The campaign by the Health and Safety Authority (HSA) 
comes as latest figures confirm that vehicle-related accidents 
are the most common cause of workplace deaths. Almost 
half (45%) of all reported work-related deaths over the last six 
years involved accidents with vehicles. Last year alone, 18 
people died in vehicle-related incidents.
Deirdre Sinnott, senior inspector with the HSA, said the 
majority of the accidents happened during routine tasks. “The 
majority of vehicle-related deaths at work occurred during low-
speed manoeuvring, reversing or coupling and uncoupling of 
vehicles”, she said.
Transport and logistics companies, manufacturing premises, 
and distribution and warehousing centres were among the 
targets during the fortnight-long campaign. The HSA are also 
urging all similar employers to review their safety protocols. 
“It is vital that procedures are developed and put in place to 
eliminate and control known risks associated with workplace 
vehicles.” Ms Sinnott said.

Analysis of the 11 vehicle-related deaths that took place 
in the first six months of 2018 shows the lives were lost 
in agriculture, manufacturing, construction and wholesale. 
Tankers, forklifts and construction vehicles featured in this list.
Previous analysis, covering the years 2009-2013, showed 
there were 4,944 reported accidents involving vehicles and 
99 deaths. The top causes of death were being hit or run 
over by a vehicle or being crushed between it and an object. 
The vehicle was reversing in 17% of cases and undergoing 
maintenance in 10%.
Most at risk were the 55-64 age group, who made up 26% of 
all fatalities, along with self-employed people who accounted 
for 35%. The vast majority of deaths, 78%, happened in small 
and micro businesses, and 12% of those who died were non-
workers. Free online courses for employers are available at 
www.hsalearning.ie.

The latest .ie Domain Profile Report revealed a strong upward 
shift in .ie domain registrations among Border, Midlands and 
West region counties, such as Roscommon and Laois. These 
areas recorded significant growth in new .ie registrations, with 
Leitrim recording the highest percentage of growth overall with 
a 65% increase. Additionally, 28% of all new .ie registrations 
in 2018 were by individuals, which likely indicates the growing 
popularity of .ie domains for personal branding purposes.
The report also revealed some interesting facts about the oldest 
.ie domains and the most expensive domain names, saying that 
the earliest .ie pioneers have held their .ie domains for more 
than 20 years. These online veterans include tipperary-water.ie 
and esb.ie. Some .ie domains command a high price, according 
to the report, for example, music.ie, baby.ie, creation.ie, files.ie, 
and internet.ie are all for sale for ¤50,000.
There were 51,040 new .ie domains registered in 2018, which 
is an increase of 29% on 2017. The total .ie database increased 

by 10% to 262,140. Interestingly, new .ie registrations from 
Great Britain increased by 28% in 2018, possibly indicating a 
Brexit-related migration of business to Ireland. A total of 81% of 
all .ie domains in the database are owned by businesses or the 
self-employed, indicating a national understanding of the value 
of digital business and marketing.
Commenting on the recent report, David Curtin, Chief 
Executive of IE Domain Registry, said: “2018 was a record-
breaking year for .ie, and much of that success is owed to the 
registration rule change whereby applicants now only need to 
provide one document to prove identity and a connection to 
Ireland. In short, the change has worked, and last year’s figures 
bear that out. We’ve made it easier and faster for people and 
organisations to register a .ie domain while still maintaining 
the most integral aspect of the brand - the need to prove a 
connection to the island of Ireland”.

30% Boost iN ie doMaiNs
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Brooks	Timber	&	Building	Supplies	Ltd	were	selected	by	
HAI to trial the Compliance Documentation Portal.  Linda 
McCann, Purchasing Manager in Brooks said: Feedback from 
our counter staff and managers has been very positive and in 
particular:

•		 User	Friendly	Portal	with	24/7	access	to	required	
Documentation

•		 Once	all	suppliers		are	included	on	the	Portal	it	will	be	
a ‘One Stop Shop’ for all certs – no longer a need for 
phonecalls, emails etc to Suppliers

•		 Certs	on	the	portal	will	be	updated	as	required	–	we	can	
be confident that we are giving customer the correct 
documentation

•		 We	see	this	as	being	instrumental	in	providing	necessary	
and required documentation to our customers in a timely 
manner.

 
For further details on how to participate please contact 
Jim Copeland, Hardware Association Ireland,
jim@hardwareassociation.ie  01 2980969.

Hardware Association Ireland (HAI) is seeking to create an online portal
for members (Builders Merchants) and potentially non-members, that 

contains compliance documentation from all manufacturers, distributers
and suppliers who manufacture or import products and materials

that comply with the Construction Product Regulation.

This data would be accessed by merchants who are requested to produce 
certification on relevant products for their customers (Builders).

The problem:

• There is currently no reliable system to retrieve 
Compliance Documentation from a single online portal.

• No harmonised method of storing and making 
available Compliance Documentation.

• No instant, constant access to Compliance 
Documentation.

• Waste – there is a considerable amount of labour/time 
being spent by merchants on retrieving Compliance 
Documentation on behalf of their customers.

Solution with single online portal:

• Ease of Retrieval of Compliance Documentation.

• Improve access to key information.

• Improve data confidentiality by better access control to 
Compliance Documentation.

• Reduce waste/inefficient use of time retrieving 
Compliance Documentation.

• Reduce Compliance Documentation errors.

Positive for industry because:

• Starts the process of standardisation of industry 
documentation in one place.

• Leading to potential for harmonisation of product
 name and code in merchants.

• Resultant benefit of production of category sales
 trends.

Cpr portal

How will the CPR Portal work?



March/April 2019

Store Profile

20

The Brooks Sligo store originated as Hanley’s of Sligo. 
Hanley’s are a well known name in Sligo since the turn of 
the century, according to Branch Manager, Karl Kelly, who 
said they were acquired by the Brooks Group in the 1960s. 
The company has been situated at its present site for nearly 
50 years, since the early 1970s. The premises itself sits on 
a five and-a-half acre site, with two acres covered-over by 
a roof. Brooks was acquired by the Premier Forest Group 
six years ago, who are traditionally timber importers, so 
the ownership change resonated well with Brooks Sligo’s 
business model, Karl said.
Karl, who has been with the Brooks Group for five years, 
said, “I was lucky to arrive into the company at the end of 
the recession, which the north-west of Ireland has only felt 
recovery from in the past year or two.” Having worked his 
way up from the sales counter to his current position as 
Branch Manager, Karl is well-versed with the ins-and-outs 
of the company and the community in which it operates. 
“We’re seeing a lot of great capital investment into this 
region now, and it’s evident with the recent investments 
into the Sligo/Dublin road that things are looking up again 

economically. There have been over 1800 jobs announced in 
Sligo since January 2018, so it’s good news for the West”, 
Karl said.
As multi-faceted businesses go, they don’t come much 
more diverse than Brooks Sligo. “At Brooks, our heritage 
lies in timber. From the 1960s to the early 2000s, we would 
have imported Scandinavian timber directly onto the dock 
here in Sligo, adjacent to our premises”, said Karl. “As well 
as this, we are a distribution hub for Brooks for the entire 
west coast of Ireland, which is certainly an advantageous 
business position to hold. Something else that we feel 
sets us apart from other stores is the fact that we have a 
dedicated timber shed. All of our timber is kept inside and 
out of the elements, which is in contrast to some retailers, 
who store theirs in outdoor racking in a yard. We stock both 
native and imported softwood and hardwood timbers, with 
joineries accounting for a large part of our client base.” We 
are also the accredited timber expert for The Royal Institute 
of the Architects of Ireland (RIAI), and we work closely with 
them for CPD compliance training, and we are able to certify 
CPD recorded hours in-house. This is another element of our 

In this issue of The Hardware Journal, editor Adam Byrne spoke
to Karl Kelly, Branch Manager of Brooks Sligo to find out

more about the long-standing Sligo stalwart.

sligo charm,
nationwide acclaim
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business which has proven very successful in the past.
In 2017, Brooks Sligo undertook a full revamp of the shop. 
As part of the revamp, an entirely new layout was installed, 
with no corner left untouched. It was at this time that a 
new plumbing department was added to the store, which is 
now manned by two staff members, and operates as a fully 
independent section in its own right. Karl commented on 
more recent developments, saying, “This year, we’ve also 
successfully rolled-out our new tool-hire department, which 
we’re immensely proud of. We’re the first Brooks in the 
country to have a tool-hire section, so it’s great to be leading 
the pack in this regard. This will be a large focus for us over 
the course of the next 12 to 18 months to establish tool-hire 
as a bigger part of our business.” 
There are four separate counters within the store, each 
assigned to an individual area. These range from plumbing 
to general sales and everything in between. The store also 
boasts a beautiful showroom for floors, doors and sanitary 
ware, among other products. “We cover a vast array of 
customer needs under one roof, and with a 19-strong team 
of staff, with three sales representatives on the road at any 
given time, we’re well equipped to provide our customers 
with assistance on everything we supply.”
Of late, Brooks Sligo is pushing its sustainable side of 
the business with its sister company Bromur. Bromur are 
based out of the nationwide Brooks branches and are able 
to give a full ‘Part L’ compliance certification to customers. 
Bromur supply renewable energy products, specialising in 
air-tightness, air-to-water heat pumps and ancillary works. 
“This is a big part of our growth plan going forward. We feel 
that our close connection to the renewable sector through 
Bromur gives us an edge over the competition, we have 
also recently been appointed sole distributor for Pro-air Heat 
Recovery ventilation, and it will certainly be a focus for us in 
the years to come”, Karl mused.
Karl believes that the key to the success of the Brooks Sligo 
store has been the staff. “We have three members of staff 
with over 128 years of service in Brooks Sligo between 
them. Contrastingly, we have another three members of 
staff with only seven years of experience between them. 
We’ve got new and old employees in the store, which 
further diversifies our customer service offerings. If you 

ask any customer why they deal with Brooks, they’ll say 
it’s because of the staff and their interactivity within the 
store. We’ve cultivated a highly knowledgeable team over 
the past number of decades, and their expertise, as well as 
their approachability has translated into happy customers. 
Our staff know what they’re talking about, and that’s what 
people want when they walk into a store like ours.”
Speaking about customer engagement and retention, 
Karl said, “We run an annual breakfast morning for our 
customers in order to keep them up-to-date with regulation 
changes and any developments in the sector, working with 
them in order to achieve these new regulations as they 
arrive. On top of this, we run various competitions year-
round; the biggest of which allows any of our customers 
the chance to win a van annually. We also run exhibition 
mornings, where we have suppliers in store to display their 
new innovations.”
Remarking on the customer base that Brooks Sligo holds 
in the region, Karl said, “Within Sligo, we’d have three 
main customer types. We deal with joinery and builder’s 
merchants covering ten counties surrounding Sligo, from 
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Donegal to Westmeath and everywhere in between. We 
also have a fantastic flow of self-build and DIY customers. 
The mainstay of our business, however, would be from 
general builders and contractors.” The company launched 
a brand-new E-commerce website in the last 12 months, 
allowing for a widening of the customer base to those that 
prefer to shop online, and the developments have proven 
fruitful this far, according to Karl.
The company is also proudly involved with the Sligo Tidy 
Towns initiative, as well as being supportive to various local 
sports clubs, Karl said. “We’re part of a large community 
here in Sligo, and it’s very important to us to remain closely 
involved with the townspeople and those in the surrounding 
areas.”
As is the case for most companies at the moment, the main 
topic of concern for Brooks Sligo surrounding Brexit is the 
uncertainty of it all, but Brooks are doing everything they 
can in preparation for any outcome, said Karl. “We definitely 
have a fear of the unknown with the dawning of Brexit upon 

us, but these fears are shared with everyone in this industry 
at the moment. Everyone is essentially in the dark about the 
ongoing developments and negotiations. We’re in strong 
communication with our suppliers and our customers about 
this issue via newsletters and organised talks, both of which 
are ongoing. We’re satisfied that everything is perfect from 
our side in terms of paperwork etc., so our main provisional 
actions throughout this period have all been related to 
increasing our stock to avoid delays in the short-term, should 
any issues arise in the supply chain.”
The Brooks Group head office in Bluebell affords a great 
level of autonomy to individual Brooks stores, Karl said. 
“We’re very thankful for this, and the support that we 
receive from head office is absolutely indispensable. They’re 
behind us every step of the way and we work closely with 
them, discussing and planning any developments that we 
have in the pipeline. It’s a fantastic partnership, and we look 
forward to the future.”

March/April 2019  
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Established in 2003, Contech first began supplying to small 
independent builder’s merchants across Ireland. Specialising 
in the supply of high-quality building products for construction 
professionals, Contech boasts several premium offerings. 
These include the well renowned TEC7 range of adhesives, 
sealants, expanding foams and roof repair products, as well 
as	their	new	ESSVE	range	of	fasteners	and	fixings.
According to Marketing Manager, Andrew D’Arcy, Contech 
is a customer-orientated business that places a huge 
focus on delivering the best possible customer service. 
Andrew cemented the importance of this element of the 
business, saying, “the company’s exceptional levels of 
customer service and support remains the key factor in the 
company’s growth and success in accompaniment  with 
the strength of the relationships which it has established 
with its customers. By offering excellent customer service, 
we’ve cultivated a strong customer base over time, and as 
a result, TEC7 has become the number one MS Polymer 
brand throughout Ireland.”
Speaking about the company’s business model, Andrew 
said that Contech’s goal is to have a clear vision of where 
they fit into the marketplace and to have a strong focus 
on the company’s core strengths, such as customer 

service, product knowledge, training and developing the 
brand. “We are always pushing forward with our business 
development. It’s not an option for us to sit still in terms 
of product procurement, testing, customer relations, 
marketing or any other area of our business. ‘Concentrate 
on what you do well, but do it a little better’ is our motto 
and it has proven to be a successful one”
Andrew said that Contech’s focused range allows them 
to provide an in-depth sales and aftersales service 
through their business sales network in Ireland of ten 
representatives, two sales support/merchandisers and 
five aftersales staff. Discussing new products at Contech, 
Andrew said, “Building on our success, we are happy to 
announce	that	Contech	are	now	distributors	for	the	ESSVE	
brand of fixings and fasteners in Ireland. 
Olly Dunne, M.D. of Contech said, “As always, when 
taking on a new brand, we need to ensure that it fits our 
criteria of supplying high quality products; something that 
our customers are accustomed to with our TEC7 range, 
so in order to satisfy our requirements, we carried out 
months of rigorous testing to make sure the quality met our 
criteria, the results of which, we’re glad to say, exceeded 
all expectations”.

In this issue’s Supplier Profile, The Hardware Journal Editor, Adam Byrne, 
spoke to Andrew D’Arcy, Marketing Manager at Contech Building

Products about the company’s continued success.

Contech seals up the Market
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“Due	to	its,	‘Simple,	Smart	and	Efficient’	principle,	ESSVE	
is a well renowned Swedish Brand which is known 
throughout the Scandinavian countries as a game changer. 
ESSVE	developed	the	ESSBOX	Case	System	that	has	
changed	the	way	tradespeople	carry	and	use	their	fixings	&	
fasteners in their everyday work life, and we’re excited to 
be involved with them.”
A large element of Contech’s ethos is based around 
building a team of well-informed and well-trained 
employees through employee engagement and strong 
internal communication protocols. Reflecting on this, 
Andrew said, “Contech’s excellent customer service 

record comes from our highly-trained staff. We believe that 
offering full support to our customers will further accelerate 
their growth, and we strive to ensure that the support we 
give is excellent throughout the company, from their sales 
representatives through to their logistics department. By 
providing this level of customer service, we’ve established 
a strong client base and are preferred suppliers to the 
leading brands within the merchant and DIY industry.”
In terms of customer engagement, the team at Contech 
feels that social media is the way forward for advertising. 
Mainly advertising via LinkedIn, Facebook and YouTube 
currently, Contech is now looking at other ways of reaching 
out to customers. “Social media allows us to target 
our customer base, whether it’s procurement or brand 
managers, to the users of our products”, Andrew said.
Speaking of the importance of forward-thinking business 
strategies, Andrew said that the main trends in the industry 
currently are environmentally friendly products that are also 
innovative, good quality and value for money, which both 
their	TEC7	and	ESSVE	brands	offer.	
Commenting on the impact that Brexit may have on the 
business, Andrew said, “Our products are supplied from 
Belgium through Rotterdam port, so we will not have the 
complication of tariffs etc.  However, we do have a large 
customer base in Northern Ireland that we need to ensure 
continuity of a high standard of customer service towards. 
To do this, we have a plan in place that we believe ensures a 
seamless transition, but like everyone else, we will have to 
wait and see what happens between now and March 29th.”
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Steve Collinge – Managing Director of Insight Retail Group Ltd

and Executive Editor of Insight DIY brings us the latest news from Kingfisher.

Screwfix eye up physical
presence in Ireland

Kingfisher announced their 2018 year-end results on 
Wednesday 20th March and once again Screwfix has proven 
to be the jewel in the crown for a company that continues to 
experience issues with their big-box DIY formats in both the 
UK and France. ‘Loved by the trade’ Screwfix has become such 
a profitable business in the UK that it was perhaps inevitable 
that at some stage they would look to cross the border into the 
Republic of Ireland.
They have operated their very successful website 
www.ie.screwfix.com since 2014, offering over 20,000 
products with stock distributed from the warehouse and 
branches in Northern Ireland, as well as gradually building 
up advertising for the brand through radio sponsorship and 
billboards.
The business has clearly had its sights fixed firmly on the Irish 
market for some time, however until now, they have always 
kept their plans very close to their chest.
As part of a broader international expansion of the Screwfix 
format, which includes the launch of an online presence in both 
France and Poland, Kingfisher has now revealed plans to open 
up to 40 trade counters across Ireland. A spokesperson said 
“We also remain confident that the Screwfix model will work in 
markets outside the UK. In 2019 Screwfix plans to open outlets 
in the Republic of Ireland. The choice of entering this market 
is as a result of Screwfix’s strong existing online presence and 
similarities in customer behaviour with the UK’.
Now we know the launch is imminent, let’s take a look at the 
business in more detail.
Celebrating its 40th birthday this year, Screwfix is now the UK’s 
largest multi-channel supplier of Tools, Plumbing, Electrical, 
Decorating Accessories and Hardware products to tradesmen, 
handymen and serious DIY enthusiasts.  It’s first ‘trade counter’ 
only opened in the UK in 2004 and since 2011 its network 

has expanded from 141 to 628 branches today, with plans to 
open at least another 50 locations before the end of the year. 
This unstoppable force in multi-channel retailing despatches 
hundreds of thousands of parcels every week for same day, 
next day and weekend delivery to their branches and direct 
to customers across the UK, Ireland and 23 other European 
countries.
As opposed to the traditional merchant model, the company 
prides itself on offering a straightforward and transparently 
priced retail experience that enables busy tradesmen, and 
increasingly, enthusiastic DIYers, to shop thousands of products 
in the most convenient way possible, at the time that is most 
convenient to them. 
But the business had far humbler beginnings. It was in 1979 
that Mark Goddard-Watts launched the Woodscrew Supply 
Company in the South-West of England. That year the company 
launched with a one-page flyer selling screws and by 1987 the 
offer had expanded to include a broader range of hardware 
products and a four-page catalogue, known as Handimail.
In 1992 the name Screwfix Direct appeared for the first time 
and two years later with a turnover approaching £4m, the 
company moved to a larger site in Yeovil, Somerset. By 1998 
the brand and the business model began to take off, with sales 
doubling year after year. With annual turnover at this stage 
approaching £30m, the company moved again, this time to a 
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purpose-built site. Little did they know at the time, that this 
was just five months before the largest Home Improvement 
retailer in Europe, Kingfisher PLC  would step in and snap-up the 
company.
Credit must go to Kingfisher for their forward thinking, 
recognising that Screwfix would in the next two decades 
revolutionise the way the Trade and serious DIY’ers would 
search, buy and obtain their home improvement products. With 
the support and financial backing of Kingfisher, there was simply 
no stopping them and over the next 20 years milestone after 
milestone was achieved, including:-

• 1998 - Opening of a new dedicated customer contact 
centre employing 500 people.

• 1999- Launch of first Screwfix website.

• 2000 - Trading hours extend to 7 days a week. Next 
day deliveries within mainland UK introduced.

• 2000 - The 1,000th employee joined and a third 
distribution centre opened.

• 2001  - Turnover first exceeds £100m.

• 2002 - Re-launch of website and award for e-tailer of 
the year. 

• 2002 - Turnover reaches £185m.

• 2004 - To meet increased demand, a new, fully 
automated, 325,000 sq. ft distribution centre opens 
in Stoke on Trent, fulfilling next day orders and 
replacing the existing three distribution centres.

• 2004 - Opening of their first Trade Counter.

• 2005 - Opening of the next six Trade Counters.

• 2007 - Second distribution centre opens in Stafford to 
service the new stores.

• 2008 - Their 100th store opens in  Epsom, Surrey.

• 2010 - Their 150th store opens in Farnborough.

• 2011 - Click & Collect service launches alongside 
mobile website.

• 2012 - Turnover surpasses £500m for the first time.

• 2012 - Click & Collect accessible via the mobile and 
200th store opens in Heathrow.

• 2013 - Shipping service offered to 23 European 
countries.

• 2014 - Turnover exceeds £665m.

• 2014  - Opening of their 350th store in Brixton.

• 2014  - Opening of their first international stores in 
Germany.

• 2014  - Launch of www.ie.screwfix.com

• 2015 - Screwfix embarks on a plan to open 60 new 
stores per year for the next 5 years.

• 2015 – Annual turnover exceeds £835m.

• 2018  – Annual turnover exceeds £1.5bn.

Today, the business is without question the most successful 
new model to emerge in not just the Home Improvement 
industry, but almost any retail sector since we first began to 
see the category killing ‘Big-Box’ stores appear in the 1970’s 

and 1980’s. Last year Retail Week recognised Screwfix with 
both the ‘Best Retailer with a turnover above £250m’ award, 
also winning in the Digital Pioneer category. Here the company 
secured the top place thanks to its powerful new digital platform. 
The technology enables customers to click-and-collect products 
within as little as one minute, and keep their Screwfix card, 
shopping lists, receipts, product catalogue in one place through 
its innovative app.
With growth that appears unstoppable, the company has a 
very effective low cost model that means the branches can be 
opened very quickly and begin to break-even in less than nine 
months on average. As a result, Screwfix have opened around 
60 new outlets a year for the last 5 years. 
Each branch offers 16,000 products and the website more than 
32,000, all of which can be ordered over the phone, online or 
instore.	Key	product	categories	include	Heating	&	Plumbing,	
Electrical	&	Lighting,	Bathrooms	&	Kitchens,	Outdoor	&	
Gardening,	Screws,	Nails	&	Fixings,	Security	&	Ironmongery	as	
well	as	Building	&	Joinery.	
The driver behind their growth is without question their strong 
online presence, selling goods via its transactional website 
www.screwfix.com and their unrivalled customer service. For 
orders over £50, they offer free next day delivery Monday to 
Friday and just £5 for a delivery on a Saturday or Sunday. If the 
order is over £100, next day delivery is free seven days a week. 
Within the M25, same day delivery is offered for just a flat £10 
charge. 
Screwfix’s successful trading strategy focuses fundamentally on 
providing a truly multi-channel retail experience – be that over the 
phone, online, via mobile or in store. As a result of this single-
minded strategy, customers are able to contact the call-centre 
free 7 days a week (including bank holidays), visit their stores 
7 days a week and conveniently purchase supplies online via 
the	Click	&	Collect	service	and	then	collect	from	store	just	five	
minutes later. 
Click	&	Collect	now	accounts	for	over	65%	of	orders	placed	on	
the Screwfix main website and approximately 80% of orders 
placed on their mobile site. 
Screwfix also has a significant presence on social media sites 
using these to communicate directly with customers in a number 
of different ways. Achieving over 256,000 Facebook fans, 55,000 
followers on Twitter and over 14,000 subscribers and 20 million 
views on Screwfix’s YouTube, social media will without a doubt 
continue to play a significant role in engaging with tradesmen. 
Today, Screwfix is in a very healthy position. Financial results 
for the year ending 31st January 2019 demonstrate continued 
growth in sales, up 10.3% (+ 4.1% LFL) to £1,671m driven 
by specialist trade desks exclusively for plumbers and 
electricians and strong digital growth. These results have been 
complemented by further digital and mobile development whilst 
operating efficiencies and cost control measures combined are 
helping to maintain the company’s profitability. 
Previous Kingfisher CEO Ian Cheshire said in 2014 ‘“Screwfix 
is a business with great potential for international expansion. Its 
low-cost stores and cutting-edge online operations make for a 
very powerful combination.” 
The location of the first Irish branches is not yet known, nor how 
quickly they plan to open the 40 trade counters, but their impact 
on the Irish market will without question be felt for many years 
to come.
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The 2019 Hardware Show was by many accounts a 
massive hit, with over 160 suppliers exhibiting over the 
course of the two-day event with 2000 trade visitors from 
across the country. HAI kicked-off the show on Sunday 
morning with a very special guest, Irish rugby prop, Cian 
Healy. Healy’s hunger for hardware was highlighted to HAI 
by a tweet that he’d posted pre-Christmas 2018 saying 
that he’d “really enjoy it if he could do all of his Christmas 
shopping in a hardware store.” Cian was shown around the 
vibrant and eclectic stands of The Hardware Show by HAI 
CEO, Annemarie Harte, and HAI President, Sean Moran, 
who were both keen to introduce the sports star to as 
many exhibitors as possible. 
Stories and laughs were exchanged as Healy made his way 
around each individual stand at the event, stopping for a 
photograph and a chat with excited show attendees and 
exhibitors. An avid knife-maker himself, Healy was right 
at home in the surroundings of the multitude of products 
on display at the show, from tools to clothing, paint to 
insulation and everything in between.
The Hardware Journal took to the show floor to speak with 
exhibitors and attendees about their experiences with The 
Hardware Show and to ask them why they were there. 
We received many great testimonials from exhibitors, 
who explained that the show was an excellent networking 
tool, as well as a way to keep on top of the latest product 
developments in the hardware industry amongst other 
things.
Emma Duffy from headline sponsor Intact Software gave 
her take on the show, saying, “The entire Intact team 

are delighted to be the sponsor of The Hardware Show 
for 2019. We’ve been working not only with merchants, 
but also with distributors in the hardware industry for the 
last 26 years, so this always feels like home. For us, it’s 
a great place to network with our existing customers, to 
meet people in the trade and obviously to generate new 
business. This is our main trade show that we will always 
attend, it’s a great show for Intact. Hardware Association 
Ireland are a dream to work with and the whole thing has 
been fantastic.”
Foreign representation at the show was as strong as ever. 
The Italian Pavilion at the show served as an indicator 
of the powerful intercontinental business ties that Irish 
companies have been developing for many years. Coming 
from Germany, Klaus Raaf of OHRA Racking Systems 
explained the benefits of attending The Hardware Show, 
saying, “We meet a lot of new customers, old customers 
and existing customers and resellers at the show. It’s not 
the first time we’ve participated here; I think we started 
about 10 years ago, and we appreciate it very much, 
because we encounter a lot of potential business on this 
platform. It’s very exciting for us.”
Danish company, Mascot Workwear were also represented 
at the show by Ed Sweeney. Ed was quick to comment 
on the early successes that he’d experienced at the show, 
saying, “Even though we’re only four hours in, we’ve had 
some fantastic people come up to the stand. It’s a real 
success for us so far, to the point that we already know 
that we’re going to be coming back. We’ve had a team of 
people come over from our headquarters in Denmark to 

The 2019 Hardware Show took place in Dublin’s Citywest Convention 
Centre on the 17th and 18th of February. Sponsored by Intact Software, 
the event was commended by some exhibitors as “the best show ever!”.

The Hub of Hardware
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help us build a quality stand, all with the intention of 
achieving a better level of distribution.”
Closer to home, John Finn of Wavin Ireland 
recognised the business advantages that the show 
presents, saying, “It’s a great benefit for us to be at 
a show like this and we’ve invested a lot of time and 
effort to come here and promote our products. HAI 
and ourselves work very well together throughout 
the year. With their connections to the builders 
merchants and end-users, we meet quite a few of 
our customers from all over the country at this show. 
It’s a very good show to be able to display our wares, 
and long may it continue.”
Amongst the regular show exhibitors, there were 
many first-timers at the show. Dylan Cahill of Finsa 
Forest Products mentioned the significant exposure 
that a show like this gives to newer companies. He 
said, “We’re a new company to this show, so it’s 
a great chance to see our customers here. Also, 
people get to know our company a bit better. We’ve 
seen a lot of existing customers here already and 
we’ve spotted a lot of potential new business and 
new customers at this early stage. It’s definitely a 
good choice to be here.”
Show attendees were greeted upon entry with 
goody bags, which included product samples from 
exhibitors, HAI stationery and a comprehensive 
voucher booklet with various discounts for products 
that were on display throughout the show. There 
were lots of happy faces to be seen ambling the 
show floor, inundated with bags of product samples 
and literature for later inspection over a cup of coffee 
and a free lunch, provided by HAI.
It was clear that interactivity was a priority for 
exhibitors at this year’s Hardware Show. From 
the hands-on Dulux Roller Tester, which allowed 
attendees to visualise their chosen colours in their 
true form, to Bostik’s Kick and Stick football stand, 
along with a pool table at the ARC Building Products 
stand, the bar is steadily being raised for exhibitors 
each time The Hardware Show rolls around. 
Additionally, companies were keen to show off their 
products in practical use, with stands like Gardena 
displaying their robotic lawnmower in action.
In the evening of Sunday 17th February, The 
President’s Ball took place at Citywest Hotel. At the 
event, over 460 key figures in the hardware industry 
welcomed Sean Moran into his new position as 
HAI President. The event is an opportunity for HAI 
members to gather together and socialise as well as 
to network. This year’s Ball gave workwear brands a 
chance to showcase their clothing lines, with the first 
‘Workwear Fashion Show’ taking place on the night. 
The fashion show included products from Origo, 
Portwest and Snickers Workwear.
The busy evening continued with the presentation 
of the 2019 Innovation Awards. The awards were 
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presented by judging panel chairman, presenter of Home 
of the Year and architect, Hugh Wallace, and the winners of 
each category are featured on page 34.
The evening concluded with a thrilling performance from 
Irish music group Sephira, and delegates got to dance the 
night away with the Conor McKeon Band.
HAI CEO, Annemarie Harte, said ‘We’re delighted with the 
response both from exhibitors and visitors to this year’s 
Show. The commitment by our exhibitors to continually 
improving and investing in their stands and raising the 
product bar through the Innovation Awards is a great 
indicator for the future of the industry’.
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President’s 
Ball 

sponsors

HAI President Sean Moran alongside Niall Nugent, Ames True Temper.

HAI President Sean Moran alongside Brian Dolan, Gyproc / ISOVER.

HAI President Sean Moran alongside Seamus O’Donoghue, Dulux. HAI President Sean Moran alongside Ray Molyneaux, Irish Cement.

HAI President Sean Moran alongside Robert Bester, Xtratherm.
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President’s Ball

The latest workwear trends shown off at the inaugural HAI President’s 
Ball Fashion Show.

A rare gathering of HAI Past Presidents (L to R, Back Row - Hugh O`Donnell (2015- 
16), John Murphy (2009-10 ), Brendan Maher(2011-12), Paddy Kelly (2013 -14), Eddie 
Kelly (2001 -02), Kieran Burke(2017-18) Front Row - Jimmy Donoghue(1995-96), Jack 
White(1999- 2000), Sean Moran(2019 -20), Pat Byrne(1997-98).

Chairman of The Innovation Award Judges, Hugh Wallace. The Innovation Award Trophy.

HAI President Sean Moran with Mark McArdle of Intact Software, 
Hardware Show Title Sponsor.
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2019 Innovation Awards

GARDEN
Winner: Elite Form (Elite Fencing) – The Kilally Fence. Commended: National 
Agrochemical	Distributors	Ltd	–	Viano	MO	Bacter	Instant	2L

OvERAll PRODuCT WiNNER
Elite Form (Elite Fencing) – The Kilally Fence - also the winner of the Garden Category

HARDWARE/DiY
Winner:	Henkel	Ltd	–	Click	&	Fix.	Highly Commended: Hightower Painting 
Products Ltd – Hightower Painting System. Commended: Dulux Paints Ireland 
– Dulux Roller Tester

BEST NEW iRiSH PRODuCT
Winner: Hightower Painting Products Ltd – Hightower Painting System

HOME
Winner: McLoughlin RS – Minky M Cloth Non-Scratch Anti-Bacterial
Cleaning Pad

BuilD
Winner: DS Supplies Ltd – Adjustable Hole Cutter c/w Heavy Duty Dust 
Collector. Commended: Botament MC Building Chemicals – Botament PF1 
Pavement Revive

BEST SuPPliER CuSTOMER EXPERiENCE
Winner: Glennon Brothers
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In the mind of at least one US president, a fence is a barrier: 
a restriction to freedom; an end of the road. But for Co. Louth 
firm, EliteForm, it’s the very opposite. Their skill with fences 
and architectural engineering has seen them cross Europe’s 
borders with their products and, every day, it opens new 
commercial trade routes for them.
Chances are you’re already familiar with some of the iconic 
buildings they’ve worked on. The unique facade of the Aviva 
Stadium is perhaps the most dramatic, but they also helped 
create the sweeping roofline of the Applegreen motorway 
services that are now all over Ireland, and they were also 
instrumental in delivering the striking design of the National 
Indoor Arena.
In the UK, the award-winning shape of the Blavatnik School 
of Government in Oxford owes much to EliteForm, as does 
the roofline of the new £1bn Tottenham Stadium in London. 
On the continent, meanwhile, EliteForm was the company of 
choice to provide specialist building elements to a series of 
state-of-the-art data centres in Holland and Belgium.

A range that will appeal to every hardware store manager 
in the country
But what is currently exciting the management and staff of 
this long-established manufacturer, in business since 1974, is 
something far smaller in size - but just as momentous in its 
design. There is a new EliteForm product range that will not 
only appeal to every hardware store manager in the country - it 
is set to revolutionise the domestic fencing sector.
The EliteFence Kilally range is the solution to a perennial 
problem many homeowners face: the eventual deterioration of 
their larch-lap fencing. And EliteForm’s solution is as simple as 
it is innovative. 
It consists of 300mm tall coated steel panels that are wide 
enough to simply slot between traditional concrete fence 
posts and can be stacked one on top of another to the required 
height. It’s a DIY project that takes just minutes to complete 
and, unlike a wooden fence, will keep its looks, shape and 
colour for decades.

Available in three colours, these tough panels require no 
annual maintenance, as their coloured Plastisol outer layer is 
guaranteed colour-fast for 20 years and panels can even be 
power-hosed back to their original condition if they get heavily 
soiled.

An innovative solution to a widespread problem
This innovative solution has already got the attention of major 
buyers in the hardware industry - not least because of the 
impressive mark-ups it offers and its in-store merchandising 
units. 
Not surprisingly, the EliteFence Kilally range was clever 
enough to not only win the Garden category in this year’s 
Innovation Awards at the HAI show in Citywest last month - it 
also took the top title of Overall Product Winner for 2019.
An exceptional performance from an indigenous manufacturer, 
EliteForm say they’ve already had approaches from overseas 
buyers because of the win, and they intend exploring their 
export opportunities — just as soon as they’ve consolidated 
their position in an already very enthusiastic home market.

DIY fencing has climbed into a whole new era with the
easy install EliteFence range from Co. Louth-based, EliteForm

- and they have the HAI Innovation Awards to prove it.

New DIY fence design
is a gateway to

new markets
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Retailers Against Smuggling (RAS) represents nearly 3,000 
registered and legitimate retailers across Ireland, the vast 
majority of whom rely on fuel, alcohol and tobacco sales 
to sustain their businesses. The retail sector employs over 
280,000 people in Ireland, and small local retailers are 
suffering significantly from the impact of smuggling and 
illicit products on legal trade. 
RAS members believe that it is time for a step change in 
how we tackle the level of smuggling in our communities. 
Enforcement on the supply side can only do so much. 
That is abundantly clear as the number of illicit solid fuel, 
tobacco and alcohol product levels have increased over 
the last number of years, despite the best intentions of the 
Revenue and Gardai.

It should not be acceptable in Ireland in 2019 that people 
are knowingly purchasing illegal products. RAS, CPL Fuels 
and Hardware Association Ireland have formed an action 
group to promote support for the Sale of Illicit Goods Bill 
2017 as it moves through Leinster House. 
The aim of the Bill is to deter people from buying illicit 
alcohol, solid fuel and tobacco by introducing on-the-spot 
fines for buying goods where taxes have not been paid. 
Currently, there is no existing legislation that functions to 
deter consumers, and RAS believes that for this reason, the 
Bill is a necessary measure to protect small Irish retailers 
against the threat of illicit trade. Currently, there is not 
enough awareness of the impact that illicit trade has on 
retailers and their communities. 

Retailers against Smuggling (RAS) together with various interested 
parties including HAI heighten awareness of The Sales of Illicit Goods Act.

Solid Fuels

ras want zero tolerance 
for illicit goods

37



38
March/April 2019

Solid Fuels

Solid fuel can represent up to half of some retailers’ 
turnover, particularly in the winter months. This poses a 
huge risk to their profits, should solid fuel continue to be 
smuggled over our borders and sold by illegitimate retailers 
in our communities. Due to differences in tax policies on 
both sides of the border, a truckload of coal is ¤2,217 
more expensive in the Republic of Ireland than in Northern 
Ireland. 
Based on RAS’s calculations, carbon tax evasion alone at 
20% results in an estimated loss of revenue for legitimate 
Irish traders of up to ¤37million every year. On top of 
this, the state is losing out on almost ¤10million worth 
of tax revenue, which could have been better spent 
on community development, social housing and other 
Government initiatives. 
There are also other issues to consider, especially those 
pertaining to public health and the environment. The 
smoky coal ban is due to come into effect towards the 
end of this year. While RAS supports the ban, there is a 
concern among retailers and manufacturers that the ban 
will increase solid fuel smuggling, especially in the border 
area, as there is no ban in Northern Ireland and no plan to 
introduce one. It is imperative that Revenue and An Garda 
Siochana are given adequate resources to tackle this issue. 
RAS, CPL Fuels and Hardware Association Ireland will 
continue to work together alongside Deputy Declan 
Breathnach to see the Sale of Illicit Goods Bill pass through 
the next stage of the legislative process. We will continue 
to engage with all relevant Committees, Departments, 
Ministers and TDs on behalf of Irish retailers, and to ensure 
that all stakeholders are aware of the massive impact the 
open sale of illicit solid fuel is having on the sector. 
The increasing presence of criminals selling illegal products 
on the doorsteps of legitimate businesses is leaving both 
retailers and manufacturers at a competitive disadvantage 

and must be stopped. Though significant legislation exists 
to tackle the supply of illicit solid fuel, the trade still exists. 
The provisions of the Sale of Illicit Goods Bill aim to tackle 
the demand for these goods by creating a deterrent for 
consumers and protecting legitimate Irish retailers. 

Retailers Against Smuggling (RAS) was set 
up in June 2009 to represent retailers in the 
fight against the black market in ireland. 
They have almost 3,000 retail members 
around the country and 15 corporate 
sponsors. The RAS Charter states that,

“The unacceptable levels of 
cigarette and fuel smuggling 
in Ireland needs to be tackled 
in a multi-layered, cross 
jurisdictional manner, involving 
a wide range of Government 
departments and agencies. 
Tobacco and fuel should only 
be sold in registered retail 
outlets – any other point of sale 
is illegal and should be dealt 
with as such.”
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What was your reaction when you heard the uK had 
voted to leave the Eu?
Like most people I was somewhat shocked. Although the 
result of the poll was looking tighter than originally expected 
there was little indication that the No campaign would win 
out. 

When did you begin preparing for Brexit and what 
contingency plans have you put in place so far?
Not yet being sure of the outcome makes it difficult to 
prepare. We have researched all the products we source 
through the UK and have taken steps to ensure all products 
we stock   and sell are properly certified by EU bodies 
and comply with all relevant regulations. In addition, the 
uncertainty surrounding Brexit has forced us to be far more 
focused on hedging any currency exposure we have to 
sterling. 

Does Brexit present any opportunities for your business?
Given the issues we now face in our labour market – where 
it is becoming increasingly difficult to attract and hire new 
employees – we believe it may be a real option for Irish 
companies to undertake additional recruitment in the UK, 
where EU nationals may be considering leaving. Equally, 
the UK may no longer be an attractive destination for EU 
workers to find a job, and who may choose Ireland instead. 
In the coming months we will likely focus on recruiting staff 
from the UK across a range of disciplines, including trade 
counter and retail store sales.

What’s your best and worst case scenario?
We are very clear in that we want to see a deal done. A 
no-deal Brexit is likely to have a significant economic impact 
on Ireland, and our industry, just like others, will suffer from 
any resultant fall-off in consumer spending and reduction in 
economic activity.
The best case scenario, I think, is for a deal to be struck 
and for us to quickly move on and deal with whatever 
adjustment that brings in relations between the UK and 
Ireland, eliminating this cloud of uncertainty that overhangs 
the economy.

How might the irish or British governments and the Eu 
help ease the pain of Brexit for your company or sector? 
We’d like them to just get on and conclude a deal and 
end this limbo existence. The Irish economy, industry and 
individual businesses will deal with the rest and we will all 
come through it and survive!

How do you think the irish & British governments have 
handled the Brexit negotiations? 
I am not particularly impressed with how any of the parties 
in the process have handled the negotiations. It is all 
being played out in public with the media feeding on and 
amplifying the details of every meeting. As a result, there 
is a lot of rhetoric and point scoring, with each side taking 
something of an entrenched position. 
Brexit has become an enormously divisive issue in the UK 
both politically and socially and I believe the UK will suffer as 
a result of this for a very long time to come. 
In terms of finding a way out of the current mess the EU 
and Ireland by very publicly taking the high moral ground 
(“this is a UK problem – we didn’t vote to leave”) are leaving 
very little room to manoeuvre and the somewhat indignant 
UK response to this is making a no deal scenario a very real 
possibility. 

in five years’ time how will business have changed as a 
result of Brexit? 
The world will have moved on and we will all have readjusted 
somewhat. The Irish economy and society have always 
been resilient, and dealt 
with and overcome the 
challenges we have 
faced. Brexit will be no 
different. On the other 
hand, I believe the UK 
will be the poorer for 
having taken the decision 
to leave the EU. I believe 
Irish business will replace 
any business lost in the 
UK as a result of Brexit 
and will have found and 
developed new markets. 
Life goes on!

Sean Moran, Group CEO Home Project Centre and President of

Hardware Association Ireland recently took time to answer some

Brexit-related questions, undoubtedly echoing the current sentiments

of many leading figures in the Irish construction industry.

Brexit Proof 
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On February 1st 2019, the European Commission published 
a document titled ‘QUESTIONS AND ANSWERS RELATED 
TO THE UK’s WITHDRAWAL FROM THE EUROPEAN UNION 
WITH REGARD TO INDUSTRIAL PRODUCTS’. The document 
gives guidance in relation to Industrial Products in the event 
of the UK leaving the European Union without a ratified 
withdrawal agreement or ordered transition period. It relates 
to construction products covered by the Construction Products 
Regulation (EU) No 305/2011.
 Manufacturers, distributors, importers and authorised 
representatives must comply with their obligations and 
responsibilities under Regulation (EU) 305/2011 when placing a 
construction product on the EU market.
The document is available here: https://ec.europa.eu/info/
sites/info/files/qa_brexit_industrial_products_en.pdf
 The Commission’s previous publication, ‘NOTICE TO 
STAKEHOLDERS – WITHDRAWAL OF THE UNITED KINGDOM 
AND EU RULES IN THE FIELD OF INDUSTRIAL PRODUCTS’, 
dated 10th January 2018, confirmed that UK Notified Bodies 
will lose their status as EU Notified bodies when the UK leaves 
the EU.
That Notice stated that manufacturers, distributors, importers 
and authorised representatives of construction products will 
need to take the necessary steps to ensure that they hold 
certificates under the responsibility of an EU27 Notified Body 
to demonstrate compliance for products placed on the EU 
market post-Brexit. In practice, this means either arranging 

for a transfer of certificates from a UK notified body to an 
EU27 Notified Body, or applying for a new certificate with an 
EU27 Notified Body. The Commission’s latest publication, the 
Questions and Answers document, provides further guidance 
and clarification on the rules.
The notice is available here: https://ec.europa.eu/info/files/
industrial-products_en
Builders, specifiers, designers, certifiers etc., should be aware 
of the changes above. They should ensure that the CE Marking/ 
Declaration of Performance and relevant product-related 
documentation is appropriate to demonstrate and ensure 
compliance with the Building Regulations. Further information 
on the compliance with the Construction Products Regulation 
is available at the following link: https://www.housing.gov.
ie/housing/building-standards/construction-products-
regulation/construction-products-regulation
 The Department of Housing, Planning and Local Government 
is responsible for policy and regulation of building standards, 
including implementation of the Construction Production 
Regulation. The Department is the Notifying Authority for 
construction products covered by Construction Products 
Regulation (EU) No 305/2011 and in this respect, is actively 
assessing applications from bodies seeking to become Notified 
Bodies in Ireland. The ‘Nando’ EU commission website 
provides the full listing of all current European-wide Notified 
Bodies at the following link http://ec.europa.eu/growth/
tools-databases/nando/

Hardware Association Ireland is dedicated to bringing its 

members the most important and up-to-date Brexit information. 

In this issue of The Hardware Journal, we’ve compiled a number 

of support resources as well as information in relation to updated 

regulations in the event of a no-deal Brexit.

Brexit Support
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From 30th March 2019, the United Kingdom may become a ‘third 
country’. For products placed on the Irish market after this date, 
EU legislation will apply and Irish companies may have new or 
additional obligations arising from the UK departure. The Health 
and Safety Authority is a Competent Authority for a range EU 
Regulations and Directives which govern the import, use and 
placing on the market of a range of products from chemicals to 
machinery to pressure equipment and lifts. They also provide the 
Irish National Accreditation Board (INAB), which is responsible for 
accreditation of conformity assessment bodies required under 
specific EU laws.

Chemicals 
Irish companies who plan to continue to source chemicals from 
the UK and Northern Ireland may become EU importers. As a 
result, they may also have to take on the responsibility for the 
registration, authorisation, notification and other essential safety 
information requirements for these chemical products. Such 
obligations arise from a number of specific EU Regulations; the 
Reach Regulation (Registration, Evaluation, and Authorisation 
of Chemicals), the CLP Regulation, (Classification, Labelling and 
Packaging of Chemicals), the Detergent Regulations and the 
Rotterdam Regulation. 

Machinery 
Irish companies importing machinery from the UK after Brexit 
will be affected as they are making it available on the EU 
market for the first time. They will be responsible for ensuring 
the appropriate conformity assessment is carried out by the 
manufacturer in compliance with the safety requirements in the 
Machinery Directive (2006/42/EC).

Transportable Pressure Equipment (TPE) 
Irish companies using UK notified bodies to carry out inspections 
of TPE will have to source alternative bodies from within the 
EU. In addition, Irish companies who are currently distributors of 
TPE sourced in the UK will be affected in that they will become 
importers and thus their obligations under the TPE directive 
(2010/35/EU) will change. 

Notified bodies
After Brexit, UK based notified bodies will no longer be 
recognised. Irish companies using UK-based notified bodies to 
carry out conformity assessments and inspections will therefore 
have to source and use a notified body from within 
the EU. The Irish National Accreditation Board (INAB) provides 
accreditation to applicant conformity assessment bodies 

(CABs) which test, certify and inspect products/services. Apart 
from meeting the requirements of accreditation and notifying 
authorities, CABs must demonstrate they are permanently 
established in Ireland. 

Support and advice: 
The HSA is providing support to Irish businesses. Companies 
with particular concerns or questions can: 
•	 Visit	our	Brexit	website:	www.hsa.ie/Brexit or
•	 Contact	our	Helpdesk:	wcu@hsa.ie 

The HSA has compiled a resource document to inform 

Irish businesses of certain Brexit trade and product 

implications. The Hardware Journal is working alongside 

the HSA to disseminate this information to our members.

Health & Safety 
Authority Brexit Advice

information on Brexit impacts, as well as support and 
advice is available from: 

interTrade ireland - 
https://intertradeireland.com/about-the-brexit-
advisory-service/

National Standards Association of ireland (NSAi) - 
https://www.nsai.ie/brexit/

Revenue Commissioners - 
https://revenue.ie/en/customs-traders-and-agents/
brexit/trade-with-the-uk/index.aspx

European Chemicals Agency -
https://echa.europa.eu/uk-impact-on-echa-background

European Commission - 
https://ec.europa.eu/info/brexit/brexit-preparedness_en 

Getting ireland Brexit Ready - 
https://www.dfa.ie/brexit/getting-ireland-brexit-ready/

Department of Business, Enterprise and innovation - 
https://dbei.gov.ie/en/What-We-Do/EU-Internal-Market/
Brexit/

Enterprise ireland - 
https://www.prepareforbrexit.com/
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Revenue said 2,617 such registrations have been made 
so far this year, compared with a total of 2,976 for all of 
2018. It noted that in the last seven days, 416 businesses 
have applied for an EORI registration, while the overall 
number of Irish businesses with such a registration stands 
at 42,662. 
Revenue’s Lynda Slattery said that if a business does not 
have an EORI, it is running a “real and unnecessary risk” 
of experiencing significant delays and problems moving 
their goods after Brexit. Ms. Slattery urged businesses to 
act immediately, stating that “Applying for your customs 
(EORI) registration is free and can be completed quickly and 
easily through Revenue’s secure online services,” she said.
“The figures show that many businesses are already 
making their preparations. If you currently trade with or 
through the UK, or even if you are thinking of trading with 
the UK post Brexit, make sure you get your customs (EORI) 
registration number now”, the Revenue official urged. 
Revenue also reminded businesses that in order to move or 
continue to move goods to from or via the UK post Brexit, 
there are a few basic steps that every business should take 
now to be ready.
As well as applying for their customs (EORI) registration, 
businesses should ensure they have the facility to make 
a customs declaration while they should also know the 
Commodity Code of the goods or products they will import 
or export.

“These three elements are at the heart of a business being 
able to move goods through, to and from the UK post 
Brexit,” Revenue stated.

Help is at hand
The revenue website states that if you are a trader who 
imports or exports goods into or out of the European Union 
(EU), you will need a unique EORI number. This number is 
valid throughout the EU. It is used as a common reference 
number for interactions with the customs authorities in any 
Member State.
A short eLearning tool for EORI is available to download 
from the European Commission website at the following 
link https://ec.europa.eu/taxation_customs/eu-
training/general-overview/eori-elearning-course_en

You will find further information about how to register 
for EORI and you can access the EORI system in the 
Revenue’s online services section here  https://www.
revenue.ie/en/online-services/services/common/
register-for-an-eori-number.aspx

You may have had your EORI number aligned to your 
existing	Value	Added	Tax	(VAT)	number.	This	was	generally	
done for economic operators that held a customs and 
excise registration when EORI was introduced in 2009.
You can check if you were automatically registered for 
EORI by accessing the Economic Operator Identification 
and Registration system. You should insert your existing 
VAT	number	prefixed	by	“IE”	under	“Validate	EORI	
numbers”. The system is available at the following web 
address https://ec.europa.eu/taxation_customs/dds2/
eos/eori_home.jsp?lang=en

For further information on this topic, Revenue operates 
a helpline for queries on EORI, which is available on 
+353 1 738 3677 or 1890 204 304

Lynda Slattery, Head of Revenue’s Brexit Policy Unit recently took to 

RTÉ’s ‘News at One’ reinforcing the point that having an Economic 

Operators Registration and Identification (EORI) number is the 

minimum requirement for businesses to be able to move goods to, 

from or through the UK from March 29. 

economic operators registration 
and Identification (EORI)
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UK Construction Trip

In this edition of The Hardware Journal, HAI CEO Annemarie Harte

gives her account of a major ‘Meet the Buyer’ event which took place

in Coventry on the 6th and 7th of March. 

UK Construction Trade Mission

March/April 2019

The British Embassy in Ireland and the UK’s Midlands 
Engine region in association with HAI organised a major 
‘Meet the Buyer’ seminar and networking event in Coventry 
on Wednesday 6th and Thursday 7th March. It was the first 
such collaboration for HAI and the British Embassy, and 
the trip was tailored so that our membership of builders 
merchants and suppliers could get the most value out of 
the time away. On that basis, a visit to BUILT in Birmingham 
was organised in the afternoon of Day One. BUILT, owned 
by Travis Perkins, is a drive-thru builders warehouse. It 
is a digital-first business with the aim of giving the same 
experience to the customer whether they choose to shop 
online, through the mobile app, in-branch or on the phone. 
Nick Thomas, the Managing Director of BUILT, was very 
generous with his time, giving the group a guided tour and 
presenting us with lunch on arrival in Aston, to the north-
east of Birmingham City Centre, where BUILT is located.

BUILT’s target market is the small builder. 60 to 70% 
of the business is through delivery and the customer 
chooses a couple of time slots available in the morning 
or afternoon seven days a week. For the builder, there 
is a certainty in price and fulfilment (no haggling or 
discounts allowed!) so it’s effectively an Amazon Prime 
style business in a small catchment area. 40% of the 
business is ordered online, and with their trade-focused 
5,000 products, they are mainly taking a share of the 

first-fix market whilst they also take a good chunk 
of small stuff by identifying opportunities to cross-
sell and up-sell. BUILT’s business model is as much 
abut building relationships as well as implementing 
technology to enhance the experience. High-value 
customers are telephoned by a small team dedicated 
to ensuring that their service level is impeccable, and 
customers are often cherry-picked, ensuring that the 
business does not fall foul of bad debts. They stick by 
their slogan that ‘You can Trust Us’. They are never 
out of stock and tend to open stores in clusters, or at 
least pairs, to deliver on this guarantee – having opened 
this branch in early 2018, the next store is due to open 
imminently in Tyseley just a couple of miles from the 
existing store.
Staff assemble the orders and have them ready for 
customers who call to the warehouse, with 50% of 
the orders in and out within 10 minutes. Staff load 
customers’ vehicles and they still have customers who 
walk in in the more traditional manner! The business 
was started from scratch and had no preconceptions 
about how the builder’s merchant trade has always 
worked, they wanted to create a business that reached 
out to changing customer behaviour and the universal 
buy-in to smart phone shopping. The only question not 
answered was whether this business model could work 
in Ireland, and the group was divided...
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After a great get-together dinner in the fantastic setting 
of Marco Pierre White’s restaurant on the top floor of The 
Cube building in Birmingham city centre, the following 
day was where the real business took place. Set within 
Coventry’s Ricoh Arena, used by Wasps RFC and Coventry 
City FC, the event provided companies on the trip with a 
unique opportunity to meet with potential new suppliers 
and manufacturers of construction products from the West 
Midlands region of the UK.

The ‘Meet the Buyer’ session was the main focus of 
the event, with buyers from Ireland having pre-selected 
companies they wished to be introduced to. From 9.30am 
onwards on Day Two, a series of meetings took place with a 
half hour duration on a one-on-one basis in a room organised 
to keep a safe distance from each other. This went on until 
3pm, and then it was time to get organised to get the flight 
home.

There was great feedback from the participants, and here 
are some of the sentiments expressed on the day:

Mark Flanagan – Tigerstock
“Overall the two days were excellent.”

Tom Finn – Topline
“I’ve done them (speed networking events) for years. In 
the Medical Sector, they do them in individual rooms. Just 
a chat, to see if you are interested, and then you make 
contact to progress them. The Ideal format would be five 
minutes of our introduction, 10 minutes of their introduction 
and five minutes of ‘what’s the next stage’.”

David Farrell – Basta
“50% of the meetings were worthwhile”.

Ronan Bennett – Clondalkin Builders Providers
“The best thing ever”.

Tiernach Gilbert – M&E Supplies 
“Got four new opportunities out of today”.

Richard MacCann – MacCann & Byrne
“Very	enjoyable,	even	just	to	meet	with	the	other	people	on	
the trip was worthwhile.”

HAI wish to thank the British Embassy in Ireland, particularly 
Shirley McCay and Darren Jones, and the Department 
for	Trade	&	Investment	in	the	West	Midlands	for	their	
hospitality and work for this trip to take place.
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New Members

merchant, supplier or manufacturing business thriving. 

Protecting You:
- Employment Law & HR
- Health & Safety
- Hardware retail & builders merchant insurance
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-   Trade Journal
-   Trade Show and Conference
-   Study Tours
-   E-learning and online training resource
-   Sector speci�c classroom training
-   Industry speci�c recruitment solution and job board website
-   Industry speci�c online retailing advice
-   Hardware retail and builders merchant management development
-   Supplier B2B sales management training
-   Business Index of net retail sales 

Become a member
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Hai is deligHted to welCoMe its Newest MeMBers
Etag Fixings
Unit 23 - 25, The Hub Logistics Park, Bracetown, Co. Meath
Ph: (01) 835 7424
Contact: Mark Lynch
Business: Builders Merchant

Westaro Hosing
Moneen Industrial Estate, Castlebar,  Co. Mayo
Ph: (094) 902 0444 
Contact: Pat Freney
Business: Workwear Distributors

SKC Providers ltd
Unit 8, Charvey Lane Industrial Estate, Rathnew, Co. Wicklow
Ph: (0404) 200 88
Contact: Shane Connolly
Business: Builders Merchants 

Cork Plastics ulC
Little Island Industrial Estate, Little Island, Co. Cork
Ph: (021) 451 0600
Contact: Dave Walsh
Business: Plastic Pipe Manufacturer

liffey Distributors ltd
309 Northwest Business Park, Blanchardstown, Dublin 15
Ph: (01) 824 7056
Contact: Paul Kavanagh
Business: Gardening Equipment Distributor

Mullinahone Co-op
Mullinahone, Thurles, Co. Tipperary
Ph: (052) 9153 968
Contact: Liam O’Brien
Business: Agri Products Distributor 

Chadwicks Express Glasnevin
Dublin Industrial Estate, Glasnevin, Dublin 11
Ph: (01) 860 3640
Contact: Barry O’Callaghan
Business: Builders Merchant

Chadwicks Express Turvey
Turvey Business Park, Donabate, Co. Dublin
Ph: (01) 565 3030
Contact: Piotr Gietkowski
Business: Builders Merchant

Davies Sallynoggin
Sallynoggin Road Upper, Sallynoggin, Co. Dublin
Ph: (01) 236 8444
Contact: David Blaides
Business: Plumbers Merchant

Herbst Software
2nd Floor, Parkway Business Centre, Ballymount House, 
Dublin,	D24	XNE2
Ph: (01) 450 9329
Contact: Sean Fitzgerald
Business: Support Services



46

HAI Members Survey

March/April 2019

From the range of factors below, select those that are 
having a positive effect on your business.

Would you recommend membership of the association 
to your colleagues in the industry?

What method of HAi communication do you pay most 
attention to?

How do you engage online with your customers?

What method of HAi communication do you pay most 
attention to?

How do you engage online with your customers?

What are your key business issues for the next 12-18 
months?

What are the expectations for your business in the next 
12-18 months?

HAI Member Survey
Supplier & Manufacturer Retailer & Merchant

The Hardware Journal

Hardwareassociation
website

Emails from HAI CEO

HAI Linkedin page

HAI Faceboook page

HAI Twitter feed

Other
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Spring 2019 Classroom Training Update
The HAi classroom was full once again in January and 
February this year with the return of popular courses 
and trainers.  

Essential Selling Skills: Advanced Selling Skills B2B
Kicking off the Spring training schedule was esteemed sales 
training instructor Frank O’Toole, who returned to deliver 
another masterclass in B2B selling in his two-day Essential 
Selling Skills workshop. In this course, he covered everything 
from securing a lead to handling objections to securing the 
final sale.  
The first day entailed a busy schedule of group break-out 
sessions and discussions, where participants (junior and 
senior sales managers and reps from across the sector) 
shared their own experiences and anecdotes, while 
using templates to develop solutions to everyday selling 
challenges. The second day gave participants the opportunity 
to put their newly-shared theories into practice with detailed 
role-play exercises.

“Well structured and presented course, a lot of new 
ideas as well as a great refresher for seasoned sales-
people.”
- Course Participant

“Very	good	course.	If	you	are	direct-selling	or	new	to	
sales, it would be a super course.” 
- Owen Carroll, Colourtrend.

Credit Control: From Start to Finish
Declan Flood, The Credit Coach, returned with his popular 
Credit Control workshop, giving financial controllers and 
business owners the knowledge and confidence to make 
a positive difference in their business and to maximise the 
profits generated. Key topics covered included collection 
calls, cash flow forecasting and mitigating risk. 
By the end of the workshop, participants left with clear 
action plans to tackle their existing balances, irrespective of 
age and to deal with new business. 

“Well structured course, well presented by Declan.” 
- Emmet Cooney, Michael Cooney & Sons Ltd.

Stock Control
Keith Harford’s Stock Control workshop always proves to 
be a very popular one, and this time was no different, as 
we had to schedule a second date to meet demand! 
Participants were sent a pre-course questionnaire, which 
asked them to outline their key learning objectives of the 
course, which helped Keith shape the workshop more 
specifically to their needs. Designed for staff at all levels 
in any hardware business, the course focused on how 
each participant can make a positive contribution to stock 
control. The first step to achieving this was by helping 
participants understand the impact of order quantities and 
stock-taking and demonstrated how they can develop and 
maintain good stock control practices. 

“Very	knowledgeable”
- Course Participant

The remainder of our Spring 2019 training schedule 
can be viewed on the next page. For any queries about 
training, please email aoife@hardwareassociation.ie or 
call (01) 298 0969. 
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All courses will take place at HAI’s offices in Blackchurch Business Park, 
conveniently located off Junction 5 of the Naas Road (N7)

in Rathcoole, Co. Dublin.

spring 2019 Classroom 
Training Schedule

For more information about all our courses visit www.hardwareassociation.ie/training-and-development. 

To book places or for queries about any of our upcoming training courses please contact
Aoife Kinsella at aoife@hardwareassociation.ie or call (01) 298 0969.

in-store training
As part of a new initiative, HAI has introduced in-store/regional 
training as part of its services to members on an ad hoc basis for 
certain topics covered in our training catalogue. 

This offers members an opportunity to meet the trainer beforehand 
and get a more tailored course for their organisation’s needs which 
is then delivered to groups at either the member’s premises or 
another site of their choosing. 

Crown Paints enjoyed two in-store training days powered by 
HAI, with trainer Terry Harmer delivering tailored versions of 
his ‘Customer Service Excellence’ and ‘Performance Managing 
The Sales Team’ workshops to their store managers and store 
assistants at their premises in Coolock, Co. Dublin.

if you are a HAi member and have a group of staff in need 
of training then email aoife@hardwareassociation.ie or 
call (01) 298 0969 to talk about in-store or regional training 
opportunities for your business. 

Date Course Title Tutor Course
Duration

Cost 
(HAi Member)

Cost
(Non-Member)

April 3rd Creating a Selling 

Environment In-Store

Terry Harmer 1 Day ¤210 ¤270

April 4th Merchandising

Techniques

Keith Harford 1 Day ¤210 ¤270
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“I found our trainer Terry to be 
very knowledgeable about the 
industry and he had a great 
ability to adapt his style to the 
participants of the course. 

He took the time to gain a full 
understanding of our company’s 
learning and development 
approach and incorporated this 
into his training to ensure delivery 
of a consistent message.”

– Barbara ivory, Crown Paints. 
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iAN lAWlOR
JPA Brenson Lawlor

The JPA Brenson Lawlor business owner services team 
guide you through a potential family business mine field.

who shot Jr?
Why family businesses

can be risky

Recite the phrase, ‘Who shot JR?’ to a member of the 
younger generations, and you’ll be faced with a quizzical 
stare – who or what is JR? Ask someone who grew up in 
the 1980s who shot JR and they’ll be able to tell you where 
they were and who they were with when JR, star of the hit 
American	TV	series	‘Dallas’,	was	shot.	Incredibly,	75%	of	
all US households tuned in to see who killed oil baron and 
all-round bad guy, JR Ewing. 

Dallas?	TV?	Hardware?	–	yes,	they’re	all	connected	
because what kept viewers coming back to watch Dallas 
were the sub-plots of a family business at war, constantly. 
Lawyers will tell you, ‘where there’s a will, there’s a family’. 
Accountants, less prosaically, will advise ‘where there’s a 
family business, get a family agreement’. 

Families can, and do, fall out. Psychologists and family 
therapists have earned the means to send their kids to 
expensive colleges on the back of in-fighting in family 
businesses. People are forever trying to understand their 
siblings, and what makes them – in their minds – wholly 
unreasonable. Families fall out over, inter alia, sibling rivalry, 
conflict with in-laws and simple estrangement over time. 
But the big one is inheritance – a simple word but one that 
has kept the Four Courts busy since opening for business. 

We dedicate part of our professional advices, to try to 
avoid these inheritance wars. And, though the situation 
is improving, bad things do happen – sometimes due to 
serious illness or death of an owner, and other times where 
little or no succession preparation is made…or sometimes 
it just happens. This can lead to what sports players call 
‘unforced errors’ – a spouse, who may not be wholly 
familiar with the business, suddenly making key decisions 
that can, in turn, lead to siblings falling out when those 
decisions don’t go their way. Often too, there’s no provision 
made for the retirement of the business owner or their 
spouse. It can be difficult. 

I’m always taken aback by the statistic that fewer than 
5% of family businesses get to the third generation. It’s 
clear, without a plan, succession can be difficult or nigh on 
impossible. 

Our Rules of Succession are:

• No succession should occur unless sufficient provision 
is made for the business owner and spouse. This 
means looking at their “Statement of Affairs” including 
making plans for company pensions etc. 

• The most important decision to protect the business 
is to ensure management succession. This is not the 
ownership of the business and this distinction should 
not be misunderstood. The big challenge here is to find 
the “right person for the job”. 

• Get a family agreement in place as early as possible. 
The details of a family agreement will be different for 
each situation. However, ideally, it would refer to the 
following: -

• Family buy-in to protect the business.
• Commitment of all children (including those not 

working in the business).
• Structures to professionalise the business.
• Funding of retirement, wills and overall succession 

planning.
• Transition plan and timetable.

Follow these rules and you may fare better than poor old JR. 

For advice on any matter affecting retirement and business 
succession, contact JPA Brenson Lawlor Business Owner 
Services Team:

Ian Lawlor
Managing Partner
ian@brensonlawlor.ie

Michael O’ Leary 
Tax Partner
michaeloleary@brensonlawlor.ie
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Sales Rep, Area Manager and Delivery Driver; although vastly 
different roles, they all share a commonality - each profession 
involves driving for work. Driving for work includes any 
person who drives on a road as part of their employment (not 
including driving to and from their work) in either:

•	 A	company	vehicle.
•	 Their	own	vehicle,	with	mileage	reimbursement	from	their	

employer.

‘People who drive for work are 40% more likely than other 
drivers to be involved in a collision’ - RSA Chief Executive, 
Moyagh Murdock. Studies also show that people who drive 
company cars have 30% to 40% more collisions than other 
drivers, and this risk increases with mileage driven.
Transportation of people and goods remains a key part of our 
everyday lives, but it is also something that tends to take a 
back seat in terms of Health and Safety. Why is this? With 
more work vehicles and general traffic on the roads these 
days, the risk of accidents has greatly increased. Why then, 
do many employers not have a driving for work/transportation 
policy in place? 
All employers should be aware that directors may be 
prosecuted for a work-related road collision if it is proven 
that they have not managed safety properly. While drivers 
are responsible for how they drive, an employer has duties in 
helping to make driving for work safer. Additionally, employers 
should be aware of the three sets of laws that influence 
driving for work in Ireland: Road Traffic, Health and Safety, and 
EU (rules on driving). 
In the case of journeys taken in a vehicle provided by an 
employer, such as a van, jeep or fleet vehicle, an employer has 
a duty of care to ensure the safety of any employees using the 
vehicle and any associated equipment. Employers should have 
appropriate policies and procedures (including safe systems 
of work) in place to ensure safety when employees drive a 
work-provided vehicle, or their own vehicle for work. These 
are generally found in your legally required safety statement, 
which should list all identified hazards, assessed risks, and 
suggested controls to appropriately minimise risk.
Many ex-drivers report that they were not supplied with the 
appropriate information and training needed to protect their 
safety, health, and welfare while driving for work. Things are 
improving, however, as employers are becoming more safety 
aware. So, what are the things your drivers should be doing, or 
what can you as an employer put in place?

Employers must:

•	 Not	expect	employees	to	drive	under	conditions	that	are	
unsafe; i.e. drivers must obey the rules on driving time, 
breaks and rest periods and ensure that their vehicles are 
roadworthy and fit for use.

•	 Never	put	pressure	on	a	driver	to	complete	a	journey	in	a	
shorter amount of time than is needed, or to use a vehicle 
that is not roadworthy.

•	 Not	enter	into	contracts	with	schedules	that	could	
endanger their drivers or other road users.

Employees who drive must:

•	 Complete	vehicle	roadworthiness	and	fit-for-use	tests.	
This includes completing daily walk around checks and 
reporting any defects before a vehicle is used.

•	 Have	clean,	up-to-date	driving	licences	on	their	person	for	
both company and Gardai checks.

•	 Obey	the	policies,	procedures	and	safe	systems	of	work	
outlined by their employer, which may include non-
operation of mobile phones whilst driving, the wearing of 
relevant PPE, and obeying of the rules of the road.

Some issues to address in a policy:

•	 What	daily/weekly	checks	does	a	driver	need	to	do?
•	 What	does	a	driver	do	in	the	event	of	an	issue	or	accident?
•	 What	condition	must	the	vehicle	be	maintained	in?
•	 Are	there	any	trackers	or	tachographs	on	the	vehicle	to	
 monitor location or usage?
•	 How	are	rest	breaks	to	be	addressed?
•	 Can	the	vehicle	be	used	for	personal	use?
•	 How	is	fuel	paid	for?
•	 Who	pays	fines,	parking	costs,	tolls	etc.?

The benefits to a business from implementing a driving for 
work policy include: increased employee loyalty and enhanced 
public image, reduced likelihood of employee injury or 
death and subsequent sickness and dependency costs, and 
increased productivity. Granted, nothing is for free, but the 
long term gains will always outweigh the short term costs. 

driving for work -
take the front seat

KEviN O‘CONNOR, 
TSA Consultants

Health and Safety consultant Kevin O‘Connor of TSA 
Consultants asks employers whether they have the 

correct policies and procedures in place for employees 
who drive for work.

In PartnErshIP wIth
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WES O’NEill,
FCR Media

FCR Media’s Wes O’Neill discusses the benefits
of an online presence.

Making the Move online -
O’Malley Building Supplies 

O’Malley Building Supplies was established on the 
Greenhills Road in Walkinstown in March 1956 by Eddie 
O’Malley Snr. They began by offering solid fuel, building 
and hardware supplies to the local area, however, they 
now cover the entire Dublin area and the outskirts of 
neighbouring counties. Eddie runs the business with his two 
brothers, Martin and Gerry.
As long as Eddie can remember, he always had an advert 
in the Golden Pages book, which served the business very 
well for many years. The book has now migrated to an 
online version at www.goldenpages.ie. During the early 
2000s, Eddie started thinking about setting up a website, 
but he found himself too busy to get around to it. He asked 
the Golden Pages to build his business a small microsite, 
and this humble start online helped O’Malley’s to build 
their online presence and customer reach through search 
engines such as Google.
This same microsite was successful for a number of 
years, and even during the hard times, according to Eddie. 
Continuing, Eddie said, “As the business emerged from the 
recession and things began to pick up, I knew it was time 
to invest in a new website. Technology has moved on so 
much over the last few years and an increasing number of 
customers were talking about how they couldn’t find our 
website or find directions. That was because the site wasn’t 
built for mobiles. Smartphones didn’t even exist when our 
site was made”. That’s where FCR Media came onboard. 
There was an immediate trust there, as FCR Media are the 
parent company of www.goldenpages.ie and O`Malley`s 
had been dealing with the same rep for a number of years. 
So, when FCR suggested that the store invested in a 
proper mobile-optimised website, Eddie was comfortably in 
agreement.
When another business listing was added, this time in the 
form of a ‘Google My Business’ profile, it was amazing to 
see what the statistics revealed! For example, over the 
first 3 months of 2018, the O`Malley business profile had 
been viewed by just under 5,900 browsers, and 1,500 of 
these browsers knew the business by name. The rest of the 
browsers found them through related keyword searches, 
such as “Builders Providers in Walkinstown” and “Rock 
Faced Blocks”, or “Screen Blocks”. Eddie O`Malley thought 
this profile was incredible and caused them to receive 231 
phone calls over a 3-month period. The website allows 
customers to reach the store through a template form 
which lands in the company email inbox, and also brings 
customers directly to the store.

Eddie says that “Along with all that, the website looks very 
smart. I’m very busy, so I keep the website simple with 
all the important information easily accessible to any web 
visitor. FCR Media manage the site and I get a call every 
so often asking about new products or details to add to the 
site, which is all included in the price.” 
Eddie now hopes that his son might upgrade the site with 
assistance from FCR Media to an eCommerce solution in 
2019. This would enable the company to sell to an even 
larger area across Dublin and beyond.
Although O’Malley’s is very well-known locally amongst 
the community for a large range of building and plumbing 
supplies, as well as coal and gas, Eddie knew that their 
site wouldn’t show up for every product search carried out 
online. He decided to run a small Google Ads™ campaign, 
which was managed by FCR. This campaign accumulated 
clicks and website traffic for materials they hadn’t been 
showing up for in local searches. This opened the business 
up to new customers for repeat and referral business.
Having the business online was important to O’Malley’s, 
and a mobile-first website was a particular focus, given 
that the majority of customers now complete searches via 
mobile devices.
Eddie finished by commenting, “I wanted peace of mind 
knowing that we were visible and could be contacted at 
all times. We were introduced to Updater, an app through 
which I can manage the Google and goldenpages.ie listing 
profiles really easily. I can change opening hours for special 
occasions, add photos of products for Google search users 
to view, post FAQs and answers, and so much more. 
Having the website and online presence with the assistance 
of FCR has been a big positive for us at O’Malley Building 
Supplies. I’d recommend the process to any DIY/Hardware 
businesses.”

Visit	O’Malley’s	Building	Supplies	Website	
https://www.omalleybuildingsupplies.ie/

If you would like more information on Websites and general 
detail on your online opportunities, please call Wes O’Neill 
at FCR Media on 087 985 0383. 

In PartnErshIP wIth
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Bathrooms & showers

The biggest change in bathrooms and showers in recent years 
has come in the form of digitisation. From digitally-adjustable 
and temperature-precise showers to smart toilets, the sector 
has reached a stage that would once have been thought 
unimaginable. The product development process in the 
bathroom and shower industry has undergone an incredible 
diversification in some ways, while in other ways, the inner 
workings of the bathroom have remained much the same in 
terms of plumbing and tiling etc. 
There are, without doubt, exciting times ahead for those 
considering a ‘smart’ bathroom, and it will be interesting to 
see which parts of this innovative new sector will trickle down 
into the ‘standard’ bathroom. Touchless taps, mood lighting 
and interactive mirrors may be the kit of high-budget bathroom 
projects for now, but how long before they become accessible 
to the masses?
A recent report by AMA Research revealed that the UK market 
for bathroom products achieved value growth of around 3% in 
2017. Additionally, overall market growth between 2017 and 
2021 is forecast at around 12%.
Baths and sanitary ware remain the largest sector of the 
bathroom products market, followed by bathroom accessories, 
taps and mixers, bathroom furniture and whirlpool/spa systems. 

In terms of trends, demand for quality bathroom products with 
additional features is expected to remain significant, and will 
be supported by a greater level of replacement purchases as 
consumers upgrade to higher value solutions, with aesthetics 
continuing to exert a notable influence on consumer choice. 
The growing consumer preference for minimalist, wall-hung 
and counter top designs will impact volume demand for 
sanitary ware. 
Taps and mixers will increasingly be used as a means 
of differentiation in domestic and certain commercial 
environments, with higher quality finishes and contemporary 
styling. Popular products include space saving solutions such 
as wall-hung sanitary ware, slim-line wash basins and short-
projection furniture. 
In the baths sector, compact shower baths, small freestanding 
baths and space-saving ‘back-to-wall’ D shaped/skirted baths, 
continue to gain share. In the bathroom furniture sector, there 
is increasing demand for clever ‘invisible’ storage solutions 
that ensure that the bathroom remains tidy and clutter free. 
The market for bathroom accessories is likely to remain 
positive as consumers buy accessories as an easy and cost-
effective way to update and personalise their bathroom.

For some, bathrooms and showers are mere functional spaces. 
They need no frills, bells or whistles. For others, showers and 

bathrooms are luxury spaces to refresh and recharge, and should 
be decorated as such. Luckily, there are options for all consumers, 
whether it’s a new-age digital sanctuary or a straightforward and 

practical setup that’s required.
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Light up your bathroom 
accessories sales with B&g!

According to Elle Décor, the styling trends include bold black 
bathrooms with stylised lighting and industrial finishes such 
as exposed handles, hoses and showerheads. As a design 
feature for those who like to make a statement; black and 
white marble tones are the way to go.
‘Make a statement with your mirror’ is the recommendation 
of Housebeautiful.com, while the Hygge trend continues 
to bring a warm feel to what can be a cold place in the Irish 
climate.
Every	year,	B&G	review	all	evolving	trends	with	their	core	
suppliers and select those most likely to hit home with our 
Irish trade customers. 
“The TEMA LED mirror collection continues as a shining 
light for our customers with sales continuing to rise in the 
mid to upper pricing brackets” according to Michael Maher, 
Marketing	Manager	at	B&G.	
“We are delighted to be extending the range with 
integrated shelf LED mirrors as well as on trend hanging 
band circular LED mirrors, all of which were warmly 
received when exhibited at the recent HAI show.”
“We are introducing Calacatta Marble effect wall panelling 
to our Dumapan collection, reflecting the consumer appetite 
for ‘statement’ marble imagery and décor across Europe.” 

Tom	Cleary	CEO	of	B&G	said	“There	is	considerable	
interest in the new black Kosmos collection of bathroom 
accessories from Haceka. The reaction at the 2019 
Hardware Show was very positive and continues our 
established history with quality accessories aligned to 
shifting consumer trends. Its an exciting place to be, with 
the range tailored to suit Irish consumer taste and targeted 
to key price points across our entire customer market.”

*‘Bathroom Market Report – UK 2017-2021 Analysis’ report by AMA Research 

All the signs are promising for the bathroom accessories market, 
which is predicted to grow by 12%*.
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Botament WRS (or Wetroom Solution) -  
the reliable solutions for any wet space!

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

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

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

Before SOLUTIONS 
FOR WET SPACES 
Wetroom Solutions  (WRS)

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

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

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

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

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

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

Building and 
shower boards - 

watertight without 
the need for 

additional sealing  

Botament Helps transform spaces
There are very few rooms receiving as much attention as the 
bathroom gets in modern households. It’s no wonder, after 
all, given the fact that in recent years, the bathroom area has 
progressively evolved from a mere functional space to a place 
for wellness, relaxation and pure luxury.
But, while bathrooms in magazines and catalogues for 
modern living are often presented as a sweeping area with 
lush dimensions, the reality is usually different. According to 
a study by the Ipsos Institute, the average size of a bathroom 
is just 7.80m2, while a good third of all bathrooms are even 
smaller than 6m2. 
The end of all living dreams? No. Even in small bathrooms, you 
do not have to do without beauty and comfort, as Botament 
proves. As the specialist for system building materials, 
Botament introduces a whole range of innovative product 
solutions for the design, renovation and modernisation of 
bathrooms and wet rooms.
These include Botament building boards, which are suitable 
for numerous surfaces such as plaster, tiles, stud work and 
paintings, and are available in many sizes and strengths. 
In addition, Botament offers a variety of different shower 
boards with integrated gradient. Both products have been 
tested as a waterproof system according to ETAG 022 and 
can be individually adapted to almost any room size and room 
geometry. Not only do they score highly with their technical 

features, but also with their low weight and easy handling, 
which means they can be quickly and easily installed and can 
be tiled immediately. In addition, the use of the ETAG-certified 
Botament system for bathrooms and wet rooms provides 
the full security of a complete, Europe-wide approved and 
monitored solution.
With this in mind, there is no need to be afraid of small rooms. 
After all, with the right system, bathrooms and wet rooms 
of all sizes with almost unlimited design options can safely, 
effectively and cost-effectively be put into perspective as a 
new oasis of well-being.

Before After
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Back to Black with
soNas Bathrooms

The hottest trend in bathrooms continues to grow as 
SONAS Bathrooms introduce their latest collection of 
stylish showering products in black. With everything from 
slate shower trays, wetroom glass panels, showering, taps 
and accessories, the on-trend look is complete.
The slate range of shower trays has become extremely 
popular among clients who are looking for style and 
practicality. The range of colours available from SONAS is 
white, anthracite, taupe and black. The range of shapes and 
sizes available covers every option from square, quadrants 
and rectangles up to 2000x900mm. Made from solid core 
material, with anti-slip as standard, the slate tray offers 
safety and practicality along with a sleek 30mm low profile 
design. 

To compliment the sleek slate tray, SONAS have added two 
new elegant wetroom panel ranges. The ASPECT range, 
inspired by a trellis-styled black pattern framed design 
introduces a sense of glamour and provides a secluded 
showering haven. The range is also available with clear 
glass and black or chrome profiles. This 2000mm high 
frame is available in a range of sizes from 700 – 1400mm 
panels.
For bathing luxury, SONAS have their SIGNATURE 
free-standing bath with black surround. The offering is 
completed with a selection of tap ranges in black, along 
with the Nero thermostatic shower kit and the exclusive 
lounge range of accessories to finish the look.

All products are available nationwide through stockists of 
The SONAS bathroom collection. For more information 
please visit www.sonasbathrooms.com

www.sonasbathrooms .com

Advert_130x90mm.indd   2 11/03/2019   11:54
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flair oro range impresses
ORO is the latest Flair product range that delivers meaningful 
innovation to the bathroom industry. It is recognised as a premium 
frameless shower door experience imbued with quality and luxury. 
Since its launch, ORO is a brand of choice in leading bathroom 
showrooms throughout Ireland and Northern Ireland. ORO is 
privileged to be associated with luxurious settings and commercial 
projects, such as the Grand Central Hotel, Belfast and the prime 
Marianella development, Rathgar. For 2019, ORO has most recently 
been selected for an upmarket London hotel project, as the range 
makes its debut in the UK market. 
The prestigious ORO range has received three design accolades 
in 2018; the IF Product Design Award, RedDot Award, and Good 
Design Award, all of which are seals of global design excellence 
and testaments to the superior quality of the collection. Each 
ORO design detail is carefully considered to enhance its users 
experience every day. 
With its minimalist aesthetic, ORO is a union of design innovation 
and functional perfection. Its elegant hand-crafted handle is formed 
to feel seductive in hand, yet extremely robust and solid. The ORO 
door handle is truly one-of-a-kind and distinctly individual. 
The flush-mounted door hinges with countersunk fasteners on 
the inside of the shower allow users to easily wipe clean the glass 
without obstruction or hindrance. All mechanical detailing is cleverly 
concealed to reduce visual clutter and add to the minimalist aesthetic. 

Each enclosure is created from 8mm toughened glass with 
hydrophobic coating, making them resistant against the build-up of 
limescale and grime. The two-metre glass panels are secured with 
minimal, yet robust aluminium wall extrusions that are designed to 
recede and accentuate the gracefully tall glass structure.

Further information can be found at www.flairshowers.com

Ideal for all homes
For decades, Ideal Standard has been at the cutting edge 
of bathroom design and innovation. But in today’s market 
a beautiful bathroom is not enough – you are looking for 
improved sustainability and advanced performance.
Ideal Standard designs with the demands of modern 
life in mind: pushing themselves to achieve new levels 
of efficiency, offering elegant and impactful styles. 
Meanwhile, their experience has taught them that there’s 
always a better, more intelligent solution, which is why 
they never rest until they’ve found a way to deliver you the 
high standard of quality and performance that you expect.
Great design doesn’t shout, but rather, it subtly improves 
the way we live. It blends into everyday life, performing 
beautifully, year after year. When STUDIO was launched in 
1986, it brought beautiful design into ordinary bathrooms 
for the first time. Three decades later, Ideal Standard are 
just as proud to reveal its successor, STUDIO ECHO.
This carefully crafted new design takes the understated 
simplicity of the original and reimagines it for the home 
today. With echoes of mid-century shapes, it has a friendly, 
easy-to-live-with personality.
It will survive decades of use in a family bathroom, while 
easily blending with interior fashions as they come and go. 
STUDIO ECHO is a solution that is destined to become 
another design classic.

STuDiO ECHO

Features:

• Softly spoken design that will easily blend with most 
interior styles.

•	 Three sizes of washbasin to suit every installation: 
60cm, 55cm and 50cm.

•	 Semi-countertop, handbasin and corner handbasin 
options for ensuite and cloakroom projects.

•	 All WC options are dual flush to promote water 
saving.

•	 A compact close coupled WC for smaller spaces.

•	 Hidden fixings for a contemporary look that is easier 
to clean.

•	 Wall hung and floor standing options for flexibility in 
installation.



INTRODUCING

STUDIO ECHO:
EVOLUTION 
OF A CLASSIC

Whatever project you are planning STUDIO ECHO 
has the perfect solution. Making it suitable for 
bathrooms, ensuites or cloakrooms. The basins 
come in a range of sizes and installation options, 
the WCs are dual fl ush to promote water saving, 
whilst hidden fi xtures help to emphasise the 
contemporary look.

Visit idealstandard.ie for more information.
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Adhesives & Sealants

There has been an explosion of innovation in the past 
decade, not only from companies that manufacture adhesive 
and sealant products, but also in the technology behind the 
physical manipulation of plastics and polymers in general. 
The increasing commercial availability of ultra-high-
performance glues, epoxies and sealants, as well as 
machinery like 3D printing equipment serves as an indicator 
of the massive technological advances in the way these 
products are produced. These advances have taken place 
in the adhesives and sealants industry, as well as in the 
supporting sectors from which this industry can extract 
research, information and advancement ideas from.
There are a number of factors that have changed the face 
of the adhesives and sealants industry in recent times. 
Increased consumer awareness of considerations like BER 
ratings has driven a push towards even more efficient 
and high-performance products, while a deeper aesthetic 
consciousness by consumers has resulted in more options in 
this market than ever before. This demand has given rise to 
a surge in competition in this industry, which can only mean 
one thing for retailers, suppliers and end-users. Good news.

industry sticks together under FEiCA
FEICA is the European voice of the adhesives and sealants 
industry. FEICA represents the adhesives and sealants 
industry at European level and works with all relevant 
stakeholders to create a mutually beneficial economic and 
legislative environment.

FEICA is holding their 2019 European Adhesive and Sealant 
Conference	&	EXPO	in	Croatia	from	the	11th	to	the	13th	of	
September 2019.
Year-on-year, the FEICA conference attracts 500+ industry 
leaders from all over the world to discuss market drivers 
and trends, innovation, sustainability and technological 
advancements.
The theme of this year’s business forum is “Driving 
growth in volatile times through sustainable supply chain 
management”. FEICA say that in today’s volatile business 
environment, adhesive and sealant companies face multiple 
challenges, such as feedstock costs and availability, and the 
impact of by-products. At the same time, they still face an 
unrelenting focus on delivering continuous improvement 
in sustainability performance, as well as in financial 
performance. Innovative supply chain management can 
offer a way for businesses to extract value in both these 
benchmark indicators. By working closely with partners up 
and down the supply chain, from raw material suppliers 
to end-users, businesses can take early action to create 
and adopt new practices and products that can boost 
sustainability and profitability. 

For more information on FEICA, or the upcoming European 
conference, visit http://www.feica-conferences.com or 
http://www.feica.eu/about-feica/feica-in-brief.aspx

The adhesives and sealants industry is one that is often overlooked 
in construction. This is usually because the form and function 
of many of these products remains hidden from view to the 

beneficiaries of the products themselves.



Bostik Industries Limited 
Newtown, Swords, Co. Dublin, Ireland 

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

www.bostik.ie

FLEXIBILITY, STRENGTH AND SPEED

Quality products 
as good as you are

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

strength and speed, to the professional tradesmen.

Quality products 
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As one of the world’s leading manufacturer of adhesives and 
sealants, Bostik is committed to delivering innovative and high-
performance products to the market place.
The adhesive and sealant market has always been an important 
one, and is currently experiencing growth worldwide. There 
is a shift towards chemical fixing and away from traditional 
mechanical methods like screws, rivets, nails etc., which 
is increasing demand for grab adhesives. This shift offers 
advantages in terms of time saving, performance, strength 
and aesthetics. Advantages of grab adhesives have been 
acknowledged for years in industries such as the aerospace 
industry and the automotive industry, but the benefits are 
steadily gaining recognition in construction applications also.
There is also a shift from some of the more traditional sealant 
technologies such as silicones, to more high-performance 
formulations, such as SMP ( Silyl Modified Polymers ) and 
hybrid technology. These alternative formulations offer many 
advantages in terms of performance, including reduced curing 
times, compatibility with diverse building materials, flexibility 
and bond strength.

Bostik has the product range to answer this shift in demand. 
These products are flexible, strong and fast and will stick 
to most surfaces and substrates - even under water. Bostik 
NEXT	GENERATION	products	fulfil	the	needs	of	tradesmen	in	
construction, renovations and bathroom and kitchen makeovers.
Bostik	MSP	107	SEAL	BOND	is	flexible,	MSP	108	XTREM	
BOND is strong and MSP 109 TURBO BOND is fast.
‘Quality products  as good as you are’, that deliver flexibility, 
strength and speed.
Bostik will be supporting the 
product range with a ‘BUY 1 
GET 1 FREE’ offer on selected 
products in the range.  The ‘BUY 
1 GET 1 FREE’ offer will be 
available during March and April 
2019. 
Contact your Bostik 
representative, or the Bostik sales 
desk on 00 353 1 8624900, for 
further details on these offers.

Bostik Msp range works
 in a growing market

Sika® FastFix All Weather.
All new. All weather. All ready to go.
Durable, precise pointing for paving, paths and patios.

t: +353 (0) 1862 0709 | www.sika.ie

        Sika Ireland |         Sika

Active Resin 
Technology  
for advanced 
durability

Solid Fuels
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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
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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

March/April 2019

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






