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I want to start by recognising the inspiration and legacy of 
Feargal Quinn. I think all of us in retail owe the great man 
a debt of gratitude. He was the shining light for customer 
service, no matter what sector you are involved in and a 
fantastic advocate for business in the country. He will be sadly 
missed. Ar dheis Dé go raibh a anam.
Not long now to go to one of the biggest trade events for 
our sector in many years when the 7th Global DIY Summit 
lands on these shores. The Summit will take place at the 
Convention Centre in Dublin from 5th - 7th June with hundreds 
expected to attend from all over the world. The DIY event will 
be preceded by Build Dublin 2019, from 4th-5th June, at the 
same venue, for all those interested in the heavier side of the 
trade. 
The Global DIY Summit is the world’s leading event for 
retailers and manufacturers from the home improvement and 
garden center industry. It is a unique opportunity to exchange 
views on current and future developments within the global 
market with the industry’s leading players. The main theme 
of the congress this year is DIY EVOLUTION: Designing 
the Future Together. With disruptive technologies and new 
business models creating change and transforming the 
economy at an unprecedented and unpredictable pace that 
may outpace our ability to adapt, the summit discusses how 
we may collaborate.
Build 2019 will feature two days of high-level networking, 
information exchange and insight on the future of builders’ 
merchanting and construction. Day One will discuss the role 
of the builders’ merchant internationally and Day Two will look 
at the rise of the digital Marketplace and entering the age 
of Building Information Modelling (BIM). You can find more 
information on the conference on pages 32 and 33.
That leads us nicely to our interview feature on pages 30 
and 31 where the key note speaker at the DIY-Summit, John 
Venhuizen, President & CEO of ACE Hardware, tells us all 

about their particular strategy for 2019 and 
beyond and how it will be rooted in service, 
convenience and quality. 
In this edition we have our annual Paint & Home Décor 
Supplement, as usual full of inspiration and innovation 
designed to help you guide your customer through this
very exciting and ever-changing sector.
The Store Profile takes this Home Décor theme and runs 
with it when we discover that nobody does décor better 
than Albany Home Décor in Castlebar. This family business 
celebrating 45 years in business and is still as enthusiastic 
and customer focussed as ever. 
Our news pages herald updates including the short-term 
deferral of the proposed coal ban, and the significance of 
the Irish Forest product sector to trade between the UK and 
Ireland. 
Regular contributor Steve Collinge lets us know that the “DIY 
Discounters” are here to stay, whether we like it or not, and 
how “home on the range” has a whole new meaning!
We are delighted in this issue to cover the sterling work 
of Men`s Sheds and how this social inclusion movement 
continues to make great improvements on health and 
wellbeing issues as well as addressing depression related 
illness in men in particular. Also, our diversity in the 
workplace article seeks to inspire both employers and 
employees alike with an interesting case study from Dublin 
Providers Group in Drogheda.
Take time to read our business support articles and 
commercial features as they are full of good advice and 
thought-provoking ideas. We welcome your feedback on 
this and all issues of The Hardware Journal so please get in 
touch!

Jim Copeland  
Head Of Member Relations
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191 member branches are included in the HAI Business Index. 
Member firms showed an average 13% increase year on year for 
Q1. A year on year rise for Q1 is apparent for all member groups, 
peaking in Munster. 
The monthly moving average for Q1 is 112%; primarily a function 
of the expected rise in sector revenue in January. The Q1 
monthly moving average is positive across all member groups, 
albeit with some variation, peaking in Dublin and urban areas.
21% of member firms offer agricultural supplies (all located 
outside Dublin) - rising to 48% of rural members. Agricultural 
supplies accounted for 20% of Q1 turnover (for those members 
who offer same). 

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	2018	

broken down by month
•	 Sales	turnover	per	month	for	2019
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 0969 or email 
jim@hardwareassociation.ie 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 1 2019 
rEsULts

Source: B&A 2015. Data collection from 149 HAI Member branches
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Minister for Communications, Climate 
Action and Environment, Richard Bruton 
has confirmed that the current ban on 
bituminous coal will not now be extended 
nationwide for the 2019/20 heating season.
Having discussed this issue with the 
Attorney General, the Department is now 
working to finalise a legally robust plan 
which will improve air quality by reducing 
particulate matter in the air. Pending the 
completion of this work the Minister said 
that he is aware of the need to provide clarity 
now to the public and to the trade to enable 
them to adequately plan for purchases of 
stock for the 2019/20 heating season. 

The ban on the marketing, sale and 
distribution of bituminous coal, was 
first introduced in Dublin in 1990, and 
subsequently extended to major cities. 
Following a public consultation process, 
it was further extended in 2012, and now 
applies in 26 urban areas nationwide. 
In light of its health and environmental 
benefits, it had been announced by a 
number of previous Ministers that the ban 
would be extended to the entire territory 
of the State. However, from recent press 
reports, a number of coal firms have 
indicated that they would legally challenge 
this decision. 

No EXtENsioN of 
CoAL bAN iN 2019

Kilsaran International, Ireland’s largest independent 
producer of concrete products, has made a significant 
investment in its online presence with the upgrade of its 
website, www.kilsaran.ie. The recently launched website 
includes many new features and product information, 
making it easier for professional customers and 
homeowners to view and decide on products. 
This latest investment in digital marketing conveys the 
changing dynamic of the company who are taking a fresh 
approach given the upturn of the building industry in Ireland. 
The website now incorporates the company’s recent news, 
sponsorships and a full product suite. It also includes 
innovative product calculators for the group’s pre-mixed dry 
products (renders, mortars, screeds, grouts etc.), ready-
mixed concrete and road surfacing materials. It showcases 
the latest projects Kilsaran have supplied to including 
extensive road surfacing work in Dublin Airport, concrete 
projects for Dublin Port and paving projects for Microsoft 
and Texaco. “This is a very exciting time for Kilsaran as we 

prepare to launch our new pre-sealed paving range K-Seal 
to the market as well as investing in a large new paving 
manufacturing facility at our head office in Dunboyne, 
Co. Meath. An excellent digital presence is crucial going 
forward and the new and improved Kilsaran.ie site will 
enhance the customer experience, increase our current 
market share and offer broader exposure through social 
media” Laura McGuirk, Marketing Manager, Kilsaran 
International. 
Kilsaran International is a wholly-owned Irish company 
and is a member of the Guaranteed Irish family of brands. 
Today, the Group currently employs more than 500 at 
24 locations around the country and has been a supplier 
to major national infrastructural projects and a variety 
of housing developments, hotels, service stations and 
seaports nationwide.

For details log onto www.kilsaran.ie 

KiLsArAN 
iNVEst 
sigNifiCANtLY 
iN NEw
wEbsitE

Minister for Communications, Climate 
Action and Environment, Richard Bruton. 
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Rooney’s Homevalue has officially launched its newly developed 
state-of-the-art super store in Kells, Co. Meath. The new store was 
renovated to the highest standards over a nine month period and was 
unveiled to customers during a very successful open weekend.
Rooney’s first opened a 2,000sq. ft. building in September 2014. In 
December 2016 they moved to a 16,000 sq. ft. premises which had 
7,000sq.ft. of retail space but they were constantly striving for bigger 
and better. The significant upgrade to a modern 39,000 sq. ft. store 

with 19,000 sq.ft. of retail space is reflective of a strong performance 
across the Rooney’s Homevalue business in recent years which 
follows an uptake in construction activity across the Meath region. 
The opening event featured numerous activities on the day with all  
being broadcasted by the LMFM radio roadcaster which was onsite.  
Commenting on the new facility, Brendan Rooney, Managing Director, 
Rooney’s Homevalue said, “We’re delighted to have launched 
our fine new premises and it is our aim to deliver a far superior 
experience and service to our customers. It would not have been 
possible without the help and support we received from the team in 
United Hardware who were with us from day one and continue to 
help and advise today.”
The brand-new store is located within a five-minute drive of the old 
store, making the transition for customers very convenient. The 
new facility accommodates a 20,000 sq. ft. warehouse which was 
the main reason for the move. This ensures that they can keep 
all building products under the one roof. The modern store fit out 
delivers a stronger customer experience with a greater focus on 
convenient browsing particularly in the 3,000sq. ft. dedicated home 
and giftware area. The high-spec store now showcases a wide range 
of products including light hardware, electrical, equestrian, garden and 
home products, along with heavy build materials such as timber and 
cement. It also incorporates a bathroom, floor and door showroom 
along with a new venture into electrical in the form of Euronics.

rooNEY’s hoMEVALUE oPEN sUPEr storE 

Annemarie, Cathleen and Brendan Rooney.

Glennon Brothers recently presented at the Timber Trade 
Federation UK Softwood Conference, held in London on
March 6th. 
Mike Glennon outlined the significance of the Irish forest 
product sector, the importance of trade between the UK and 
Ireland, and the potential impacts of Brexit. 
In his presentation Mike stated: ‘’The Irish forestry and forest 
products sector supports 12,000 rural jobs and contributes an 
estimated ¤2.3 billion to the Irish Economy. The key market for 
Irish timber exports has always been the UK. Over half of the 
Irish sawmills output is exported, with 95% going to the UK. 
90% of panel products produced in Ireland are exported, with 
two thirds going to the UK. Exports, from the forest products 
sector, in the Republic of Ireland in 2017, totalled ¤423 million.” 
He also highlighted the importance of Ireland’s trading 
relationship with the UK. ¤60 billion is traded between the 
UK and Ireland annually, and over 40% of indigenous Irish 
company’s exports are to the UK. He went on to outline the 
risks to this trade caused by Brexit, including the impact a hard 
border would have on the island of Ireland and on the 30,000 
people who cross the border each day. 
Looking toward the future, Mike referred to Forest Industries 
Ireland, a new trade association launched in early 2019. He 
also outlined the opportunities that exist, with the significant 
growth in log supply from the private sector.

He concluded by saying: ‘’We have a robust and resilient 
processing sector, and whilst we face uncertainty over Brexit, 
the Irish sawmilling sector has always been committed to the 
UK and that will not change. Ireland has all the conditions in 
place for a world class forest products sector, our industry has 
overcome many challenges before, and I am confident that if 
we work together, we can do it again.’’

irish PErsPECtiVE At UK 
softwood CoNfErENCE

Picture from left to right: David Hopkins, Timber Trade Federation Managing 
Director, Mike Glennon, Glennon Brothers and Charles Hopping, Timber Trade 
Federation President.
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The turnover of United Hardware Group, one of Ireland’s 
leading hardware, DIY and homeware groups, reached over 
¤145 million in 2018 (up 14% on 2017: ¤127.3m). This was 
on the back of a successful “member-centric” strategy to 
grow sales, create a sustainable future for the Group and 
enhance services to the Group’s members, delegates were 
told at a major conference on “The Future of Independents 
& Buying Groups in Ireland”, hosted by United Hardware.
Attended by over 300 independent hardware retailers 
and major industry suppliers, speakers at the conference 
included Damien English, Minister of State for Housing and 
Urban Development, Economist David McWilliams, John 
Carroll, Managing Director, Axium Buying Group & CarePlus 
Pharmacy, Peter Kealy, Managing Director of Positive Retail 
Options, Thomas Burke, Director of Retail Ireland and former 
Bearings Bank trader, Nick Leeson.
Speaking at the conference Patrick Cassidy, CEO of United 
Hardware Group, said the Group had recorded a turnover 
of over ¤145 million in 2018, compared to a low of ¤87 
million in 2013. While the Group is projecting considerable 
additional growth in 2019 Cassidy highlighted that lessons 
from the past show the sector’s exposure to the property 
and construction industries, as well as changing consumer 
trends and sentiment. 
“Our sector continues to undergo unprecedented change 
and disruption, and competition is intensifying from both 
online and large retail chains. It is becoming virtually 
impossible for independent retailers to go it alone however 
they can thrive within progressive buying groups that help 
retailers compete through innovative products, competitive 
pricing, strong retail brands and a compelling customer 
proposition and retail experience.”
Cassidy also noted that Brexit had the potential to disrupt 
the supply of certain building materials from the UK, 
potentially increasing the cost of building materials and 

impacting the rate of construction activity across Ireland.
“In addition to the threat of increased trade levies post 
Brexit, the European regulation of construction materials 
means that there could also be a significant supply 
disruption to any UK products that do not obtain the correct 
certification standards to be traded across Europe.”
Established in the face of significant economic challenges 
by members of two separate buying groups in 2007, United 
Hardware Group’s members primarily trade under the 
Homevalue brand. In 2016, CEO Patrick Cassidy launched 
a strategy to position United Hardware as one of Ireland’s 
leading hardware, DIY and homeware groups, which has 
seen the group undertake significant investment in facilities, 
technology, branding, innovation and member recruitment, 
as well as driving efficiencies at operational improvement. 
The Group currently has over 150 retail locations nationwide 
and a membership with a turnover in excess of ¤400 million.

MEMbEr-CENtriC strAtEgY At 
UNitEd hArdwArE groUP

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

Thomas Burke, Director, Retail Ireland, Patrick Cassidy, CEO, United Hardware 
Group, and John Carroll, Managing Director, Axium Buying Group & CarePlus 
Pharmacy.
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On Thursday 22nd March, Hardware Association Ireland (HAI) 
held its second Regional Meeting of 2019 in the Clayton 
Hotel in Galway. The 30 HAI members who attended enjoyed 
an evening of networking, information and an evening meal 
courtesy of the event sponsors Knauf Insulation.
The meeting began with a briefing on the announcement 
that Screwfix intends to open 40 new branches in Ireland. 
A lively discussion followed with the consensus that 
merchants would have to “Up their game“ in order to 
compete. This led to good advice from some of those 
present regarding web-based sales; that it is effectively 
another store and needs to be managed as such. 
HAI`s current work with Retailers Against Smuggling to 
try to progress the Sales of Illicit Goods Act, through its 
third reading in the Dáil, was also discussed.Most of those 
present acknowledged that they were losing business to 
unlicensed fuel sellers who weren’t paying VAT, Carbon Tax 
or Excise Duty, and were almost impossible to compete 
with. HAI encourages all members to raise this matter with 
their local councillors and TDs.

Dave Gavin , KCR Builders Providers, presented ideas on 
best practice in security and HR issues within a builders 
merchant business and from his experience the possible 
effects that can happen if controls are not in place to 
minimise risk .He advised that all members who need 
help should seek assistance and support from HAI as 
appropriate.
One possible solution mentioned on the evening was better 
stock control including perpetual stocktaking, whereby on 
a regular or daily basis, you physically count your top stock 
lines to make sure your highest value stock is monitored. 
Having identified the need for good stock control measures, 
The Hardware Journal has asked Patrick McDermott from 
Stocktaking.ie to provide the first of three articles on page 
41 of this magazine.

Overall, an enjoyable evening was had by all, and your 
association looks forward to organising its next Regional 
Meeting later in the year. 

hAi rEgioNAL MEEtiNg

E TREME
POWER
BONDS & SEALS

VIRTUALLY EVERYTHING
Using the latest hybrid polymer technology, 
Stixall is the ultimate combined building 
adhesive and sealant.  Stixall will bond and 
seal virtually every substrate indoors or 
outdoors even in extreme and wet 
conditions, making it the ideal 
adhesive and sealant on a 
building site in all weather 
conditions.  

A SIKA COMPANY

Sika Ireland
t: +353 (0) 1 862 0709  |  www.sika.ie

         Sika Ireland  |         Sika
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Resistant to 
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Survey after survey indicate that Brooks’ staff and Brooks’ 
timber credentials are enduring assets. Recently, they 
grasped the opportunity to enhance both by offering all 
their staff members the opportunity for further education 
by offering a fully accredited advanced course on Timber. 
The course included the following topics: Trees and their 
structure, Plywood types - their use and applications, 
Timber Treatment, Sustainable Purchasing Policies, Wood 
Coatings, Preservatives and Health and Safety in regard 
to Timber Products. 
To receive the award all staff members had to get over 
70% in all assessment modules. The course was taken 
by all Brooks’ staff; yard, counter, reps, credit control, 
accounts, managers and directors, there were no 
exceptions!
Paul Mulvihill, Brooks Timber director commented “It 
was wonderful to be part of a company-wide drive 
for personal and brand development. All staff were 
presented with their awards during April.

Brooks are RIAI CPD Network Providers for the RIAI 
approved CPD presentation (https://www.riai.ie/cpd/
network-course-detail/Timber_and_Timber-Based_
Design_Products ).”

Following the success of last September’s event in the 
Mid-West – which saw up to 30 state agencies and bodies 
meet nearly 200 business people, entrepreneurs, and 
those interested in starting a business – the Department 
of Business, Enterprise and Innovation is planning to hold 
another such event this year. This time the event will be 
in Athlone, on Wednesday 2nd October, which given its 
central location and good road links has the potential to 
attract visitors from an enormous hinterland.

As before, attending the event will allow entrepreneurs to:

• Better understand the key regulations affecting them 
so that they can focus on the main task of running their 
business;

• Meet experts from a broad range of public bodies in an 
informal setting;

• Find out about advice and supports available from across 
the public sector.

The event will follow as closely as possible the format of the 
very successful previous Taking Care of Business days, with 
both presentations and information stands.

tAKiNg CArE of 
bUsiNEss 2019 

brooKs 
tiMbEr 
CrEdENtiALs

Dublin Wood Campus

Galway Wood Campus

Sligo Wood Campus
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bioCidE 
rEgULAtioNs 
CoULd hAVE AN 
iMPACt oN YoUr 
bUsiNEss
Since January 1st 2019, changes to biocide regulations could 
have an impact on your business. The Pesticide Control Division 
of the Department of Agriculture, Food and the Marine (DAFM) 
will be carrying out inspections on treated articles (TA) found in all 
businesses in 2019. A treated article is something that has been 
treated with one or more biocidal products.
Examples of TA include fencing posts or other wood products 
that have wood preservatives applied (creosoted posts/ 
panelling), most paint products (preservatives found in paint) and 
clothes, shoes, carpets, leather, masonry preservatives, etc. that 
have antibacterial claims. 
More information can be found on the European Chemicals 
Agency (ECHA) website www.echa.europa.eu.
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goLd stANdArd 
for hEAt 
MErChANts groUP
Having been recognised as a Deloitte Best Managed Company 
for four consecutive years Heat Merchants Group received the 
gold standard accolade at the annual awards gala held in Dublin 
in March. The companies were awarded this designation 
following a detailed qualification and judging process that 
evaluates the entire management team and business strategy 
in some of Ireland’s top privately owned businesses, looking 
beyond financial performance at criteria such as operational 
excellence, strategic planning, governance and talent strategy.
Alan Hogan, Managing Director, Heat Merchants Group said 
‘The management and staff of Heat Merchants and Tubs & 
Tiles are exceptionally proud of this achievement and it is a 
testimony to the dedication and hard work of every member 
of the team that the company was able to meet the high 
standards required to be awarded the Gold Standard by 
Deloitte’.
A network of 136 companies were awarded the status of Best 
Managed this year. The Best Managed Companies network 
this year has total revenues of almost ¤11 billion, export sales 
of almost ¤3 billion and total employment of approximately 
44,000 people. The list of winners come from a broad mix 
of industries including the manufacturing, engineering, 
technology and media, energy, financial services, life sciences, 
and healthcare sectors.
Anya Cummins, Partner, Deloitte said: “Well done to all of the 
winning companies on their achievement. The Best Managed 
Companies process is a rigorous one, examining every facet 
of an organisation, and the bar is set high by our judging panel. 
As ever, the spread of companies, right around the country 
and across a number of industries, underlines the importance 
of Irish and Northern Irish companies to the economy and in 
the midst of economic uncertainty, technology disruption, an 
open competitive market and full employment, the continued 
strong performance of these businesses is admirable.  In the 
current environment, it is important for this contribution to be 
recognised, supported and showcased.”

Heat Merchants Group team members pictured at the Deloitte Best Managed 
Companies Awards Shane Colleran, Hugo O’Brien, Alan Hogan, Suzanne 
Devlin, Paul Halpin, Mark Walker.

www.eurometals.com

We were thrilled to meet you all at the show - 
it was truly overwhelming. 

Old friends and new, we gained six new 
customers over the course of the event. 

It was a tremedous success.
So once again - thank you from 
all of us here at Eurometals Ltd.

we don’t cut corners...we make them!

AN IRISH MANUFACTURER

CALL 01 4580014
email: info@eurometals.ie

C

M

Y

CM

MY

CY

CMY

K

april ad_2.pdf   1   23/04/2019   19:16:20



15

News & Products

May/June 2019

sMArtPLY 
ULtiMA, 
thE NEw 
stANdArd 
for osb
SMARTPLY ULTIMA, the next generation OSB4 panel, 
was launched 24th April 2019 by innovative timber panel 
manufacturer, MEDITE SMARTPLY. 
Created with zero-added formaldehyde, as is standard 
across the range, SMARTPLY ULTIMA is the strongest 
most moisture resistant OSB4 panel ever produced by the 
company. 
Ideal for use in the most demanding structural applications, 
SMARTPLY ULTIMA is perfect for offsite manufacturing 
and construction. 
“SMARTPLY ULTIMA will define the new standard of 
OSB. Here we have the strongest, most moisture resistant 
panel when compared to alternate OSB solutions. Add that 
to our zero-added formaldehyde promise that we deliver 
across the SMARTPLY range and we believe it’s a real 
winner,” says Colin Wheatley, Product Manager at MEDITE 
SMARTPLY. 
At a time where modern methods of construction demand 
ever stronger, more efficient, sustainable products, new 
panel technologies have a big part to play. 
The demand for scalable offsite construction is greater 
than ever. As a result of this boom the company wanted 
to deliver a panel that could meet the scale and structural 
demands required – SMARTPLY ULTIMA is that product.
With a finish like no other OSB, SMARTPLY ULTIMA is 
made using precision strand orientation and continuous 
pressing technology, resulting in a smooth consistent 
finish. 
SMARTPLY ULTIMA is available in large panel formats up 
to 2.8m wide by 7.5m long and to a maximum thickness of 
40mm.

Download a full datasheet and request a free sample here: 
https://mdfosb.com/en/smartply/products/smartply-ultima
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Builders merchants are urged to enter the Octabuild Builders 
Merchant Excellence Awards 2019 by going online now to
www.octabuildawards.ie
The Octabuild Awards, which have been acknowledging the best in 
the builders merchant trade for 35 years, have been revamped for 
2019 with a number of progressive changes that take account of 
key developments in the builders merchant trade.
A renewed focus on excellence ensures that the Awards reflect 
the modern builders merchant sector in terms of business 
management, customer service, sales & marketing, innovation, 
leadership, diversity, partnership and communication. 
Major changes in the entry process mean that builders merchants 
can now choose to not only enter for the Regional and National 
Awards but also for individual Category Awards. They can enter 
in a number of ways – online, by email or by post – and the entry 
form can be accompanied with visual information in the form of 
printed material, video or links to digital and social media channels. 
This provides merchants with an opportunity to tell their story and 
highlight the areas of business that they excel at.
Significant changes have also been made to the judging process 
and the category awards. There will now be a judging panel of 
three independent judges who will assess all entries and then visit 
shortlisted entries. These visits will be comprehensive and last up 
to 90 minutes in each store.
In addition to the established National and Regional Awards, 
merchants can now enter up to five individual award categories. 
They are Excellence in Business Management, Excellence in 
Sales & Marketing, Excellence in Customer Service, Excellence 

in Sustainable Business and Excellence in Community Outreach. 
A new Rising Star Award will also allow builders merchants to 
acknowledge the up and coming talent in their business. 
Octabuild members are Dulux, Glennon Brothers, Gyproc, Instantor, 
Irish Cement, Kingspan Insulation, Tegral Building Products and 
Wavin and all shortlisted merchants will be their guests at the  
awards ceremony in the Aviva Stadium on 7th November 2019.
Details of the new style awards were unveiled recently at a series 
of launch events in Cork, Dublin and Athlone. Speaking at the 
events Octabuild Chairman Mark Filgate said: “It’s important that 
the Awards highlight to the building and construction industry the 
excellence of Irish builders merchants. Over the years builders 
merchants have told us that entering for the Awards and particularly 
being shortlisted or winning has been a great staff motivator, 
provided an additional marketing tool and brought valuable positive 
feedback from their customers. The changes made this year have 
been done in consultation with builders merchants and we believe 
will enhance the benefits for those builders merchants who enter.”
Builders merchants can enter the Octabuild Builders Merchant 
Excellence Awards 2019:
1. Online at www.octabuildawards.ie
2. Download entry form at www.octabuildawards.ie and email 

info@octabuildawards.ie
3. Download entry form at www.octabuildawards.ie and post 

to Octabuild Awards, Huband House, 16 Upper Mount Street, 
Dublin 2.

Closing date for entries is 1st July 2019. 

NEw stYLE
oCtAbUiLd
EXCELLENCE 
AwArds Pictured at the Athlone launch of the Octabuild Builders Merchant Excellence 

Awards 2019 were (l-r) outgoing Octabuild Chairman, Declan Smyth (Gyproc), 
Michael Ganly (Ganly’s Hardware) and incoming Octabuild Chairman, Mark 
Filgate (Dulux).

Smart Electrical has emerged as a new 
and exciting option that has been created 
to meet the demand for the Pre-packed 
Electrical Accessories marketplace.
Included are the standard high demand 
products such as Switches, Sockets, Plugs 
and Fuses as well as a comprehensive 
offering for Trunking and Conduit as well as 
Cable and Flex.
The launch range for Smart Electrical 
covers 14 different sectors ensuring all 
requirements are fully covered and exciting 
plans are already in place to further expand 
the Smart Electrical offering.
The Smart Electrical range is being 
supported with a range of Display Stands 

as well as a full in store Planogram and 
Merchandising service to ensure maximum 
Sales output in this important sector of the
Pre-packed market.
The Smart Electrical Brand has been 
designed and built with the Builders 
Merchant, Hardware and DIY trade 
specifically in mind and has been developed 
by IQ Design Ltd.
A full stand alone website is being 
developed and will be completed  
shortly however a downloadable and 
printable catalogue is available on  
www.smartelectrical.ie or alternatively 
please call (01) 8649004 to get a full 
catalogue by post on request.

switCh oN to sMArt ELECtriCAL
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oVEr €2.4 biLLioN worKs throUgh hri sChEME

In January of this year, Retailers Against Smuggling, RAS, established 
a sub-committee to focus solely on the Sale of Illicit Goods Bill. 
This group is made up of members in the solid fuel industry, the retail 
industry and the tobacco industry operating in Ireland. 
As a group, they have met with policy makers, secured a wide range 
of regional press and continued to put pressure on the Government to 
support the Sale of Illicit Goods Bill. The work of the sub-committee is 
ongoing and will continue as the Bill moves through the Oireachtas. 

Political Meetings
The Sub-Group met with Sinn Féin’s Deputy Caoimhghín Ó Caoláin; 
Fianna Fáil Spokesperson on Justice and Equality Deputy Jim 
O’Callaghan and with the Rural Independent Group. They have also 
continued to work closely with Deputy Declan Breathnach on the Bill, 
and with Deputy Brendan Smith who represented RAS during Priority 
Questions to Minister for Finance Paschal Donohoe in February. 
In March, Fianna Fáil Deputy Jim O’Callaghan tabled a 
Parliamentary Question to Minister for Finance Paschal Donohoe 
concerning seizures of smuggled solid fuel to date in 2019 to which 
Minister Donohoe stated that there have been none. This was a 
concerning surprise as the solid fuel supply chain is aware that that 
solid fuel is being brought over the border and illegally sold all over 
the country.
Retailers Against Smuggling member company CPL Fuels has 
estimated that carbon tax evasion alone at 20% results in an 
estimated loss of ¤9.6 million to the State. The amount lost to 
retailers at this rate is even more staggering at ¤36.5million a 

year. Large quantities of cheap, non-SFCT paid solid fuel is being 
sold illegally and in plain sight as far away from the border as 
County Kerry. Due to the stark differences in tax policies on both 
sides of the border, 26 tonnes of coal (one truck load) is ¤2,217 
more expensive in the Republic of Ireland than in Northern Ireland. 
As there is currently no deterrent to purchasing this illegal fuel, 
RAS and Hardware Association Ireland ask for all members 
to support the RAS sub-committee and to support the Sale of 
Illicit Goods Bill and to ask your public representatives to do the 
same. For further information please contact Jim Copeland,
jim@hardwareassociation.ie

sALE of iLLiCit goods biLL - UPdAtE 

RAS member Niall McGuinness and Olivia Brennan with The Rural 
Independent Group.

The Home Renovation Incentive (HRI) scheme has closed. 
It was introduced in October 2013 and allowed initially 
homeowners, but subsequently landlords and local authority 
tenants, who carried out qualifying renovation works to apply 
for and claim an Income Tax credit. 
In information released by Revenue in January 2019, a total of 
147,369 works have been registered with the scheme across 
more than 94,179 individual properties nationwide since it 
began. The below tables provide a general statistical overview 
of the HRI scheme. 

Description Total 

Number of Works 147,369

Number of Properties 94,179

Total Value of Works ¤2,470,799,346

Average Value of Works  ¤16,766

Total Number of Contractors 13,091

Maximum Credit to be Claimed  ¤169.98m

Number of Credit Claimants 54,948

Value of Credits Claimed ¤105.06m 

The cumulative total of tax credits available to be claimed by 
those who have completed qualifying works under the HRI 
scheme is ¤169.98 million as of the end of 2018. This cost 
is calculated by including only the properties which have 
had works carried out and paid for in line with the qualifying 
criteria. The total number of properties in which works have 
been carried out and paid to end 2018 is 82,320. However, 
this is not reflective of the cost to date to the Exchequer as 
not all credits have been as yet claimed. These figures will be 
updated by Revenue over time as credits are claimed. 

Breakdown of % Total Works % Total Works
Works Description by Value by Number
 
Home Extension 34.36  8.55 

General Repairs 25.27 13.97
& Renovations 

Window 10.51 23.17
Replacement 

Kitchen 9.77 17.74
Renovations 

Bathroom\Shower 3.47 7.16 
\En Suite
Improvements
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Following a competitive tendering process, Gyproc Ireland, which 
mines gypsum at Knocknacran quarry for use in its factory in 
Kingscourt, has announced the awarding of an important new 
contract to Wills Bros. Ltd. Wills Bros are one of Irelands leading 
civil engineering contractors with experience in large scale 
infrastructural, industrial and earthworks projects. The contract with 
Gyproc covers the next phase of land works and ground works at 
Knocknacran quarry and is part of Gyproc’s long-term investment in 
the local area.  
This new contract marks the 2nd stage of a multi-million-euro 
investment in Knocknacran and the works being done by 
Wills Bros will help to ensure the Gyproc factory at Kingscourt 
continues to have access to a supply of gypsum rock from within 
Ireland. Gypsum is a core ingredient used by Gyproc to produce 
plaster and plasterboard for use in Ireland’s construction sector 
across residential and commercial buildings. Gyproc is the only 
company to mine and manufacture plasterboard in Ireland and has 
been mining in the Monaghan area for over 80 years. 

The completion of the contract will support significant employment 
during the period of these works of up to 40 people primarily 
involved in operating and maintaining heavy plant and machinery. 
The area where the works are planned include lands owned 
by Gyproc which are currently being considered for potential 
suitability for a new state-of-the-art sports and community facility in 
Magheracloone.
Brian Dolan, Managing Director Gyproc, stated “The awarding of 
this contract to Wills Bros. Ltd. today is significant for Gyproc as it 
will ensure we have long term access to some of the necessary 
raw material to continue meeting demand for Gyproc products used 
in buildings right across Ireland. The gypsum mined from our lands 
is transformed into our market leading plaster and plasterboard at 
our Kingscourt factory, the only such plant in Ireland. Being able 
to mine and produce plaster products wholly in Ireland makes an 
important and positive contribution to both employment and the 
economy.  We are doubly pleased that winning tenderer in this 
process is an Irish company and already active in the area.”

Grafton Group has agreed a deal to buy Dutch firm Polvo from 
the privately owned Pallieter Group for ¤131m.
Polvo is one of the top three leading businesses in the 
specialist ironmongery, tools, ventilation systems, fixings and 
related products market in the Netherlands. It trades from 51 
branches and Grafton said it was “an excellent geographic fit” 
with its Isero branch network. 
Grafton said the purchase will extend its coverage in the 
southern, western and eastern regions of the Netherlands 
and will give it more exposure to new product segments of 
the market and a more diversified customer base. It said the 
combined business will have revenues in excess of ¤300m 
and trade from 113 branches. Polvo reported revenue of 

¤127.3m and adjusted operating profit of ¤10.6 million for 
2018.  
“This acquisition will complement our existing Isero business, 
increase our exposure to the attractive, fast growing Dutch 
market and support our strategy of creating a more balanced 
portfolio of businesses internationally,” Grafton’s Chief 
Executive Gavin Slark said. 
“Polvo is a long-established high quality business and brand 
that gives Grafton a unique opportunity to materially increase 
its scale and consolidate its market leadership position in The 
Netherlands,” he added.

Source: RTE.ie

grAftoN groUP 
bUYs dUtCh 
bUsiNEss PoLVo 
for €131M

gYProC 
CoNtiNUEs 
MoNAghAN 
iNVEstMENts
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Vision-net, A CRIF Company, is one of Ireland’s leading 
providers of credit information on businesses and private 
individuals. It’s regular barometer indicates that over ¤20m in 
bad debt judgments have been awarded against companies 
and consumers in the first two months of 2019. Although 
this figure is down on the same period in 2018 (¤70m) it’s 
still a sizeable sum and a reminder not to lose sight of the 
importance of the credit control and cash collection functions 
in your business.
While the total value of judgments in the first two months 
of this year are down 71% on the same period in 2017, the 
overall number has increased by 5% (449 v 428).
387 judgments have been awarded against consumers (up 
14% on 2018 - 339) in January and February this year and 
these have a value of ¤19.6m - an average of ¤50,697 per 
judgment.
A further ¤832,171 in bad debts were registered against 
companies in 62 separate judgments (¤13,422 per judgment).
While these figures reflect a drop in the value of bad debt 
judgments, ¤20m is still a substantial figure, and the increase 

in overall numbers of judgments helps illustrate that there is 
still an ongoing need for continued risk assessment and client 
monitoring.
Vision-net lets you carry out risk assessment in a low cost and 
highly effective way, to minimise your exposure along the full 
credit life cycle, using the very latest data, to ensure you make 
the most informed credit and risk decisions.

Leading Irish lighting company Solus demonstrated that, once again, they 
are light years ahead as they piloted the first ever autonomous delivery of 
light bulbs to a retail store. Former Miss World Rosanna Davison joined 
Mark Kavanagh, Marketing Director of the Kavanagh Group and David 
Reynolds, Sales and Marketing Director of Solus to receive the first 
ever retail drone delivery of Solus light bulbs to O’Connor’s Hardware, 
Westport. Solus piloted the drone delivery experiment to be the first 
lighting company to use autonomous technology to carry out a retail 
delivery thus lighting the way to the future.
The drone delivery to O’Connor’s Hardware, Westport took place in near 
perfect weather conditions and the box contained 30 candle bulbs from 
the very latest premium XCross™ Filament LED range. The Kavanagh 
Group, headquartered in Westport, is now Ireland’s largest independent 
supermarket retail company with 16 supermarkets across Ireland and 
Britain.
“We are always looking for new and innovative ways to improve our 
service and retail autonomous deliveries are already being tested across 
the world so why not here in Ireland. The Kavanagh Group provide their 
customers with the best possible quality and service and we share this 
mission.” said David Reynolds, Sales and Marketing Director of Solus.

sKY is thE LiMit 
for soLUs

oVEr €20M iN bAd dEbts 
rECordEd iN JANUArY ANd 
fEbrUArY 2019
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Albany Home Décor, Castlebar has been at the forefront 
of décor retailing in the west of Ireland for over 45 years 
and has truly earned its reputation as a destination store for 
décor enthusiasts and trade professionals. From humble 
beginnings on Main St in Castlebar, Albany now resides at an 
impressive 8,000 sq.ft décor superstore at Barcastle Retail 
Park in the town. Managing Director, Sean McGuinness 
says “We have always strived to deliver a quality offering of 
brands, service, advice and value, and our expansions and 
relocation moves have made it possible for us to remain 
relevant to our customers over the years”. The store has 
been home for Albany for 12 years now and is surrounded 
by a cluster of other large home related retailers including 
Symphony kitchens, Crean’s Ceramic City, Tile Warehouse, 
Master Carpets & Flooring, Heiton Buckley’s and the well-
known McHale Park GAA stadium is a stone’s throw away 
across the busy N5. 

History and background
The Albany store has been in the hands of the McGuinness 
family since its establishment in 1972, when Paddy 
McGuinness set up the first Homemaker store on Main 
St in Castlebar. Since then the business has moved and 
upscaled a number of times. In the early 1990’s Paddy 
became one of the founding members of the Albany Group 
which now has 28 member stores and is Ireland’s leading 
décor buying and marketing group. The business is now 
run by Paddy’s youngest son, Sean, since Paddy retired in 
2010. Sean is supported by sisters Aisling and Niamh and six 
other members of staff, many of whom have been with the 
business for a decade or more. 
As part of his main duties as Managing Director Sean puts 
particular focus on building and maintaining close relations 
with product representatives who supply their wide range of 
paint and home décor stock. He schedules regular weekly 

In this issue of The Hardware Journal Aoife Kinsella chats to
Sean McGuinness from Albany Home Décor, Castlebar

about a world of colour and all things home décor. 

Albany at the forefront
of décor retailing
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appointments with these reps ensuring that he has the 
appropriate time to negotiate deals and best prices for their 
customers. From 8am to 6pm every day the store is busy 
with customers, with an approximate split of 65% retail 
customers (homeowners) and 35% trade (painters and 
decorators). 

Advice & Expertise
All staff are trained and experienced in product knowledge, 
problem solving and colour consultancy, and Aisling 
McGuinness is a qualified and experienced Interior Designer. 
Albany Castlebar also provide a full design and specification 
service in-store for domestic, trade and commercial 
customers. In recent times the store has invested in displays 
and information points to support specific product categories 
such as Spray Technology, Woodcare Centre and Custom 
Made Blinds Centre. 
Particular focus in training is placed on product knowledge. 
“We keep it refreshed and up to date as much as possible”, 
said Sean. With new product launches and updates coming 
from suppliers Sean and his team make a point to keep 
their knowledge up to date and attend any product training 
initiatives made available by their suppliers. At quieter times 
of year, such as the autumn and winter months, some focus 
is placed on sales and customer service training. 

A world of colour
Albany houses the best in décor brands from paints and 
wallpapers to blinds, ready made curtains and homewears 
accessories. In-store you will find the designer colour 
collections of Farrow & Ball alongside the Little Green 
collections, Fleetwood Prestige, Dulux Signature, Colortrend 
and Albany Design Collection ranges in a well appointed 
750sq.ft ‘colour station’. This is essentially the backbone of 
the business with customers indulging in a veritable colour 
emporium. 
Albany’s extensive paint tinting centre with seven separate 
colour tinting systems is capable of producing an almost 
infinite range of colours and finishes. The most recent tinting 
system, under the Zinsser brand, allows for a comprehensive 
offering in industrial and performance coatings to the trade 

and manufacturing sector in primers, enamel coatings, floor 
paints, fire retardant, anti-oxidant, bio and eco-friendly paints. 
This is one of only a handful of such tinting systems in 
Ireland at present.    

Not just a Paint Store
On the first floor of Albany Home Décor the customers 
are treated to one of Ireland’s largest collections of stock 
wallpaper in various styles and tastes from the dramatic 
to the traditional and an extensive wallpaper book bar with 
thousands of samples including huge wall murals. The 
4,000sq.ft department also contains an extensive lighting 
stock and showroom with exclusive ranges from Dar 
Lighting, Paul Neuhaus, Cork Lighting, Pacific Lifestyle and 
many more brands. It also includes ceiling lamps, wall lamps, 
pendant lamps, spots and lanterns in every style from Art 
Deco, industrial, retro and modern to traditional styles. 
Albany also has an extensive window blinds centre 
with a full suite of custom-made blinds from Luxaflex, 
Hunter Douglas, Ashley Wilde and other notable brands 
in thousands of fabric options for rollers, roman blinds, 
venetian’s or vertical blinds for the home, office or industrial 
and commercial settings. They also carry a large stock of 
ready-made curtains, cushions and accessories to help 
inspire their customers’ décor senses.

Finishing Touches
In addition to their soft décor product lines Albany has 
recently launched its exclusive range of home accessories 
from Home Square to compliment its growing range of 
occasional furniture, mirrors, artwork, murals and other wall 
fashions. The Home Square range contains a colourful and 
fun collection of homewares, giftware and fashion items 
for the subtle and dramatic finishing touches to any design 
scheme. 

Social Media
Along with their developing webpage Albany Home Décor 
Castlebar has a growing social media presence with profiles 
on Instagram and Facebook. Their social media team of 
Catherine, Niamh and Aisling update the company profiles 
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regularly with competitions, home décor and upcycling 
tips, product launches, promotions and other in-store 
announcements. While it’s difficult to gauge the results and 
the immediate impact it’s placing on store sales and activity, 
Sean says they are happy to have a presence, and thanks to 
the efforts of the online team engagement is growing week 
on week. 

Local Community Support
As part of an initiative to support and show appreciation to 
the local community, while also building brand awareness, 
the store sponsors local sports group through providing pitch 
signage for the Castlebar Celtics, and by purchasing new 
nets for the Castlebar Mitchells GAA Club. The store also 
provides Albany branded sports bags to local schools and 
sports groups.
 
Trends, Facts & Figures
According to Sean the store has seen a growing trend in 
upcycling among their retail customers. Over recent months 
the store has seen several daily enquiries from the public 
who make use out of their colour consultancy services, 
seeking help painting existing features in their homes like 
their kitchens or furniture. While many of these projects are 
completed by DIYers trade customers are enjoying that trend 
as they work closely with those homeowners and provide 
their services to complete larger more involved projects. 
Designer, high quality paint and wallpaper products has also 
grown in demand. “People don’t mind spending a bit more 
for quality products, said Sean. 
The business has been well positioned to benefit from 
the growth in the market over the past four to five years. 
Sean says that “being a specialist paints and décor provider 
means that our customers rely on us for problem solving 
advice, one-to-one service for interiors and colour advice and 

naturally a very wide range of paints, wallpapers and décor 
accessories”. Since the beginning of the economic recovery 
in 2013/2014 Albany has seen a steady growth in the market 
year on year and have recovered all of the volume loss 
suffered in the crash. “This is satisfying for us as we know 
we are right in our strategy to focus on the specialism and 
expertise that we have rather than downgrade our offering 
and fight for market share on price and promotion alone”. 
This trend is being replicated right across the Albany Group 
in their 28 store network. “A big trend for us is the in-store 
colour events and demonstrations that engage customers 
and help them with their design and colour ideas and our 
customers are responding well to these efforts in both the 
DIY and Trade end of the business”.

May/June 2019  
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High Pressure Treatment
ECC provides high pressure preservative treatment 
service for all products in GREEN and BROWN 
using Celcure AC500.
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Kiln dried, planed all round (PAR), 
Machine Stress Graded, certified to 
EN14081 C16.

Fencing Timber Range
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Feather Edge Board, Sleepers, Gate Posts, 
Round Top Picket, D-Rail.

Unique Quality and Service
Mixed loads of construction and fencing 
products are delivered nationwide with 
multi-drop service available.

High Pressure Treatment
High Pressure Preservative treatment 
available on all products in GREEN 
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Steve Collinge, Managing Director of Insight Retail Group Ltd and

Executive Editor of Insight DIY comments on the rise of ‘discounters’

since their introduction into Ireland during the recession.

the discounters
are here to stay

Irish consumers have long memories and having been 
scarred by the events of ten years ago, they remain 
understandably reluctant to spend more than they have 
to. This applies to many product categories, from food to 
furniture, housewares to clothing and it applies to home 
improvement and gardening.
As consumers become hooked on searching for a good 
deal and with the ease of comparing prices online, retail 
brand loyalty has all but vanished. New companies have 
appeared from nowhere and are already challenging the 
domination of retailers who have been operating in Ireland 
for decades.
The ‘search for value’ is the key reason why Discounting 
has been a consistent feature of the Irish grocery market 
for the last ten years, with Aldi and Lidl driving food retail 
prices in some cases back to 1999 levels. Today, Aldi is 
Ireland’s fastest-growing supermarket, with a 10.8% share, 
placing it in fourth spot out of the five major supermarket 

chains, behind Dunnes, Tesco and Supervalu and just ahead 
of Lidl. This year they intend to open a further seven new 
branches, to add to their existing estate of 129 locations 
and hire more than 500 new staff.
So, what does this mean for the Home Improvement 
industry? Should we fear a similar onset of discounters 
driving down the retail prices of the everyday brands that 
are so critical to the positive recovery we’ve experienced in 
recent years?
If you’re a retailer selling predominantly to Irish consumers 
purchasing products for their own home, then the answer 
is definitely yes, you should be concerned, and you should 
be taking action now to ensure that the discounters don’t 
get hold. If you’re a trade business, the retailers I’ll focus 
on in the rest of this article are unlikely to impact your 
business, but with Screwfix already on their way, I think 
you may already have enough to worry about.
In the UK, the ‘discounter’ or ‘variety’ store retailers have 
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a long history, but for many years were seen simply as 
down-market operators, selling poor quality products to 
a cash-strapped segment of less-well-off consumers. 
Their credibility was poor and as a result, their growth 
was stunted. However, as in Ireland, the economic crash 
hit hard and consumers were forced to search for value, 
to seek out products and services they could afford. 
As in Ireland, UK consumers have embraced the food 
discounters and according to Kantar Worldpanel, Aldi and 
Lidl now account for more than 13% of the UK grocery 
market and last year, a staggering two thirds of all UK 
households visited a discounter over the Christmas period.
In general merchandise three retailers in particular; B&M 
Bargains, The Range and Home Bargains have established 
Discounters as a major force in UK retailing. They’ve 
focused on investing in their stores, they’ve improved 
their category management, product availability and begun 
stocking the well-known brands. This gave them much 
needed credibility and when combined with prices 20%-
50% below the existing general merchandise or home 
improvement retailers, their growth accelerated. Today, 
the combined store estate of the six leading discounters 
in the UK (excluding Aldi and Lidl) stands at more than 
3,000 outlets and in the last five years alone, almost 100 of 
these are stores have been acquired from closing B&Q and 
Homebase branches.
In Ireland, the situation is remarkably similar. A number of 
discounters have existed for many years, but it’s only since 
2010 that the new breed of more credible, brand focused 
variety stores have appeared, selling well-known products 
to consumers at significant savings.
There are numerous examples I could provide from Dealz, 
with 63 Irish stores, to Mr.Price with 45 branches up and 
down the country, but the one I wanted to highlight today is 
The Range. The company was started by the current owner 
Chris Dawson as an open-air market stall in Plymouth 
in 1980 and it wasn’t until 1989 that he opened his first 
physical store. Today the company operates from 155 
stores in the UK and seven in Ireland.
Their first outlet opened in August 2016 in a former Atlantic 
Homecare unit in Limerick. The second opened in Cork in 
January 2017, Carlow store opened in a former Homebase 

unit in August 2017 and their most recent store opening 
was in Northside, Dublin, in July 2018. Whilst in Dublin at 
the beginning of April, I spent time in the Liffey Valley store 
which opened in May 2017. They offer an eclectic mix of 
everything for the home from housewares and furniture 
to gardening, from pet-care to stationery, from clothing 
to paint. Brands dominate and are used very effectively 
to drive footfall. This broad range of categories leads to 
a huge stock-holding, in some cases, as many as 60,000 
individual products are ranged in a single store. On the day 
I visited, the store was busy and it’s clear that the Irish 
consumer is taking well to the interesting mix of products 
and the attractive prices. The don’t just dump products 
on the shelves, look at the effort they’ve put in to inspire 
customers with their paint and wallpaper. This is not an 
unusual example, store staff are encouraged to provide 
engaging and interesting displays which in some cases 
are at least as good as the displays I’ve seen in Woodie’s, 
Homebase and B&Q.
Slipping ‘underneath the radar’ is what The Range do best. 
They are a formidable force in retailing, a company that 
seems to have found the perfect mix of brands, credibility 
and prices that has consumers flocking to their stores in 
increasing numbers. From the financial data posted to 
Companies House, The Range (Ireland) Limited for the year 
ended 28th January 2018, showed a turnover of ¤28.4m, 
up from just ¤6.5m the year before. In terms of profit, for 
2018 this leapt to a shade under ¤7m, up from ¤1.1m in 
2017. 
The new breed of discounters are here to stay. They’ve 
identified that the Irish consumer still wants value, but they 
don’t want poor quality products, they want the brands 
they know and love, but at prices they can afford.
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Callan Co-op
West Street, Callan, Co. Kilkenny
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Contact: Liam Ryan
Business: Co-op Store
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Ph: 049 9522132
Contact: Jeremy Simpson
Business: Builders Merchant
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Contact: Keith McGrory
Business: Painting Equipment Manufacturer

Kavcon
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Ph: 01 4589470
Contact: Ciaran Conroy
Business: Builders Merchant

Williamson-Dickie Europe
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Radstock, UK
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Contact: Peter Dunican
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Contact: Sandra Byrne
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Contact: Kevin Brady
Business: 3rd Party Logistics, Haulage, Warehousing, 
Customs Clearance
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Upcycling projects 
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innovations in paint 
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In this the third annual issue of The Hardware Journal`s Paint 
and Home Décor Supplement, we bring you the latest in 
Paint and Home Décor trends, news and products for 2019 in 
a booming sector.
With house prices still on the rise and everyday disposable 
income tightening for the average consumer, the DIY market 
has witnessed a huge jump in popularity. Consumers are 
far more willing to get hands-on in the name of home 
improvement, which is good news for retailers and 
manufacturers alike.
Our nationwide DIY survey in late 2018 showed that 75% of 
those surveyed planned to undertake some kind of interior or 
exterior painting in 2019, which serves as a testament  
to the ongoing DIY revolution happening in homes across  
the country.
There has been a rising trend of upcycling in recent years, 
which can bring an old piece of furniture back to life and 
exponentially extend the longevity of chairs, mirrors, and 
tables that were once destined for the recycling centre. 
Paint manufacturers have caught on to this trend, both in 
terms of product offerings and marketing alike, and have 
cleverly tapped into a younger demographic of customer. 
Gone are the days of expensive redecoration costs and 
the need for an expert team to complete the job, as 
home redecoration has now become a family affair, and a 
universally approachable one at that.
Product innovations in this sector cannot be overlooked 
either. At The Hardware Show in March, we saw Hightower 
Painting Products take the ‘Best New Irish Product’ award 
for their Hightower Painting System, while Dulux were 
commended for their ‘Dulux Roller Tester’. Additionally, we 
saw fantastic product ranges as well as vibrant and colourful 
stands at the show from Crown Paints, Fleetwood, Proud 
Paints and Ronseal to name but a few.
In this issue our colleagues at Whiteriver Group are bringing 
their composite decking to another level by insisting that 
when it comes to installing a deck or laying a patio the key  
is preparation.
Dulux are getting customers to “roll up, roll up” for their 
new innovative, quick, easy and mess free paint tester whilst 
introducing their new 2019 Easycare range of colours. They 

are also employing augmented reality technology to help 
consumers explore over 1800 different colours with just a tap 
of the screen with their new Visualizer App. 
Crown Paints are springing into colour with their Sadolin 
Superdec®. Capitalising on a continuing trend in woodcare 
to the adventurous use of colour outdoors. Garden sheds, 
planters, fencing and garden furniture are not safe from 
being transformed by using a spectrum of colours as outdoor 
spaces become more personalised.
The Weather Clad Collection from Fleetwood is working 
in perfect harmony with Ireland`s unique landscape. On 
trend for 2019 are colours inspired from our national wide 
expanses of lush green fields and rugged rocky landscapes 
such as Avoca Woods, Ashford and Dingle Mist. 
B&G are letting us see beyond the front door of consumer 
buying habits and preparing us for the seven year itch.
Our ever popular Trendwatch sees retailer Barry Murtagh 
from Murtagh’s of Drogheda eulogise about the latest 
products and industry trends in the Paint and Décor sector. 
Coming from a strong family and local community focussed 
background, Murtagh’s are a well-established and  
long-standing independent family business with a loyal 
customer base reaping the benefits of offering excellent 
customer service, great product choice, judicial use of 
relevant social media, and taking advantage of all external 
local opportunities including Fleadh Cheoil na hÉireann held 
recently in Drogheda.
Functional walls are all the rage in modern homes and 
commercial space according to Mark John Ltd. Their new 
range of magnetic, sketch and chalk paint will inspire  
your customers.
PSW Home Textiles introduce us to the next generation in 
tablecloths, self adhesive contacts, table and floor mats that 
will make your home décor offering easy and stylish.
Keith McGrory, founder of Hightower Painting Products, 
brings his experience as a registered house builder and 
construction quantity surveyor to create the HighTower 
Painting Tripod System to offers a safer and faster painting 
process when working at height by reducing the time spent 
climbing up and down the ladder fetching paint and tools. 

introduction paint & home décor
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When it comes to installing a deck or laying a patio we all know 
that preparation is key. Your customer will need to know that the 
first step is to ensure the substrate is sound enough to take the 
materials they will be installing. Once this is established they 
will need to get their levels right. Unless they are lucky enough 
to have a flat surface with a natural fall to allow rain water to run 
off they will need to do some degree of groundwork before they 
begin to lay the first decking joist or paving slab. 
While traditional methods of using piers, blocks, paving or 
bricks to achieve the desired height for decking are tried and 
tested there is a much simpler and faster way – Pedestals. 
Adjustable pedestals have long been on the market and there 
are many versions available to choose from. Whiteriver Group 
have partnered with Solidor, a European manufacturer of high 
quality pedestals for decking and paving. Their pedestals can be 
continuously adjusted in height from 32mm to 1000mm and are 
designed to withstand up to 800kg each.
The system is simple. Firstly, your customer chooses a 
pedestal with a height range to suit their project and adjust 
to the required level to set the required heights. Next, lay the 
pedestals out at the recommended spacings, fix joists to the 
top plates and the job’s done. If you need a little extra height 
simply add 20mm, 35mm or 100mm extension pieces to an 

overall maximum of 1000mm. These pedestals are particularly 
useful for commercial installations where speed of completion 
is key at the final stages of a project. The pedestals can also be 
used in paving applications which eliminates the need to build 
up ground heights with core material and essentially allows 
paving to be installed without a mortar base – each paving top 
plate has built in 3mm spacers which allow rainwater to drain off 
easily. Once in place, paving can simply be lifted to gain access 
underneath for any future maintenance requirements.
The popularity of composite decking has grown considerably in 
Ireland since first introduced by decking pioneers the Wogan 
family of Dunleer, Co. Louth over ten years ago and has 
become a firm favourite with homeowners, architects and local 
authorities seeking out low maintenance alternatives to timber. 
Sales Director for Whiteriver Group Iain Wogan says that “We 
had a fantastic response to our stand at Bloom last year and 
will be back again this year to promote the brand”. Iain says 
that sales of their “next generation Ultrashield” decking has 
been particularly strong since introducing this premium board 
to the market a number of years ago. Along with their new 
range of pedestals Whiteriver now also stock aluminium joists 
for decking which give strength and confidence to all levels of 
decking installation and peace of mind that lasts for years.

composite decking - another level

Shield

Core

WHITERIVER off er you a range of colours and designs which will suit all styles and budgets and will add 
natural beauty to your home. Our decking will not require fi nishing when fi tted and only minimal ongoing 
maintenance. Our range of decks are designed to withstand the harshest Irish conditions. As our decks are 
splinter free and have a low slip potential, this leaves them very safe for children to walk on. There are three 
colours available in our Portland collection of decking and fi ve colour options available in our Ultrashield 
collection. All the decks are reversible which gives two diff erent profi le fi nishes for each deck.

d ecks  for  l i v i ng

Cluide, Dunleer, Co. Louth.
Phone: +353 41 686 1000 Fax: +353 41 686 2909 Email: sales@wrg.ie Web: www.wrg.ie

Ultrashield
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The Dulux roller tester is the latest innovation from 
Dulux. Quick, easy and mess free with a built-in 
mini roller. Consumers can see exactly how colour 
will look in their space, before they start painting. 
Available in Easycare and Moda ready-mix 
collections.

Dulux Trade has launched Diamond Satinwood a 
new water-based product with exciting new 
technology from the experts at Dulux. The 
unique formulation in Diamond Satinwood gives 
you a paint with excellent flow and great adhesion as well as a tough and 
durable satin finish that provides excellent protection from scratches, stains, 
grease marks and day-to-day knocks. 
Diamond Satinwood is formulated with a combination of latexes, delivering 
a unique cross linking technology. This revolutionary formulation gives it the 
toughness needed to resist grease and stains, unlike other water based satin 
finishes. Diamond Tough!
New Diamond Satinwood is designed to be used in high traffic areas, such 
as corridors, stairways and access areas, while having the added benefit of 
being quick drying with low odour. With a professional aesthetics finish and 
non-yellowing water-based technology, it has never been so easy to switch 
to water based paints. With the launch of Dulux Trade Diamond Satinwood, 
Dulux Trade now gives you a total range of premium, diamond tough finishes 
for walls, ceilings and woodwork. 
Whenever you need information or advice on the Dulux range of professional 
products, talk to the people at Dulux Trade – they’ll be more than happy to 
help. Telephone the Trade Technical Advice centre on 021 422 0222 or visit 
www.duluxtradepoints.ie for more information.

2019 sees the introduction of new colours to the 
Easycare range. Easycare boasts stain repellent 
technology against common household stains and 
is 50 times tougher than Dulux Vinyl Matt.
Easycare Washable Matt welcomes four new 
additions; the 2017 Colour of the Year and firm 
favourite Denim Drift, a moody grey Suspense, 
versatile neutral Carte Blanche and on trend blush 
pink Femme. Easycare Kitchens now has a fresh 
mint inspired The Pantry, with complementing 
Shale White and Warm Stove. Easycare Bathrooms 
offers a calming Wild Eden and a refreshing Savon 
Grey while Easycare Kids welcomes new neutrals 
with Stork Feather and First Cuddle. 
Soft Pink Ballet Pump and denim inspired Smokey 
Ridge are new to Easycare Vinyl Matt and Soft 
Sheen ranges.

The Dulux Visualizer app helps the consumer see Dulux paint colours on 
their wall instantly. Using augmented reality technology to explore over 
1800 different colours with just a tap of the screen. Paint colours appear 
instantly on walls live, with a photo or even a video. Consumers can pick 
and save inspirational colours from the world around them to try in their 
home. Decorating projects are easily managed whether it’s one room or a 
whole house. Customers can download the Visualizer App from the App 
Store or Google Play. For more detail see https://www.dulux.ie/en/
inspiration/dulux-vizualizer.

“roll up, roll up” for
the dulux roller tester!

deliver diamond 
toughness with 
new dulux trade 
diamond satinwood

dulux launches new 
colours 

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

Stain Repellent
Technology**

50x Tougher than 
Dulux Vinyl Matt*

Wash Clean
 Common Stains

Introducing Suspense, the latest colour from 
the Dulux Easycare Washable Matt range.

Dulux Easycare 
launches new 
colours
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spring into colour with 
sadolin superdec®

Garden sheds are as likely to be painted in 
opaque colours as traditional wood tones, with 
planters, fencing and garden furniture also 
being transformed using a spectrum of colours 
as outdoor spaces become more personalised.
Where consumers are looking for colour with 
a quality, long-lasting formulation one product 
stands out – Sadolin Superdec®.
Sadolin Superdec is available in over 300 
shades and is renowned not only for its 
comprehensive colour palette but its 
outstanding protective qualities too. Being self-
priming and undercoating, it reduces the need 
for an extra product on new wood.  
It contracts and expands with the wood 
dependent on the weather, alleviating flaking 
and peeling. This flexibility enables Sadolin 
Superdec to offer up to 10 years’ protection 
against the elements – making it the ideal 
choice for demanding environments such as 
coastal areas.  
Sadolin Superdec requires little preparation, 
and can be applied over previously decorated 
surfaces. Furthermore, as the product offers 
a solid paint-like finish, it is very forgiving, 
making it ideal for use on visually poorer 
quality timber surfaces.
Kevin Whelan, Sadolin Marketing Manager, 
said: “Sadolin Superdec is synonymous with 
colour and with the 250ml tester consumers 
can get a real flavour of how the shades will 
look for their projects.”

A continuing trend in woodcare has been the adventurous
use of colour outdoors. 



It’s time to get summer ready

SUPERIOR WOOD PROTECTION
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The Weather Clad Collection is a palette carefully selected 
by Fleetwood`s colour and design experts with 35 exterior 
hues. These hand selected colours are chosen to work 
in perfect harmony with Ireland’s unique landscape. For 
the more selective customer all colours are available from 
the Fleetwood Colour Mixing System with over 30,000 to 
choose from. The exceptional coverage that Weather Clad 
provides also makes this masonry paint ideal for pebble and 
stone dashing. Trending for 2019 are brand new colours to 
the range: Avoca Woods, Ashford and Dingle Mist. Taking 
inspiration from Ireland`s wide expanses of lush green 
fields and rugged, rocky landscape, the earthiness in Avoca 
Woods and Ashford pair effortlessly with creams, whites 
and browns. The ‘Dingle Mist’ blue is perfect for a main 
wall colour for coastal townhouses or seaside chalets. The 
addition of four new colours into the readymix advanced 
satinwood range will sit beautifully on your customers 
garden furniture, sheds and front doors. 
Nothing has a more dramatic impact on the appearance of 
a home than that of a fresh coat of paint, for your customer 
to take on a project of this gravity it is essential to choose an 
exterior paint with exceptional performance and durability. 
For a longer lasting exterior paint that is beautiful and strong 
Fleetwood Weather Clad is trusted to protect the home.
All Fleetwood products bear the badge of honour, the 
Guaranteed Irish logo. Being in the Paint and Decorating 
business for over 50 years they know the intricacies of each 
county and how they differ from one another.
They have researched and developed Weather Clad to be 
the very best and made to withstand the harshest weather 
that Ireland has to offer, with incredible durability, exceptional 
cover and power that will last for years. 
Their weather station offers testing for durability and 
endurance and is meticulous at Fleetwood. Rain, sleet and 
sun do their worst and Weather Clad stands the test of time, 
some panels have even been outside for 25 years. 
Technically the paint uses a unique biocide that gives longer 
lasting protection from microbial attack for much longer 
than standard masonry paint. This Permacryl technology 
provides up to 18 years durability as it contains powerful anti 
mould and algae properties to resist the growth of mould 
and fungus whilst protecting the surface. High performance 
polymers and durable pigments provide resistance against  
frost  and colour fading/chalking allowing your customers 
paint job to look new, for longer. The water based nature of 
Weather Clad means it is touch dry and shower proof in 30 
mins with a recoat time of two to four hours.

in perfect harmony with 
ireland’s unique landscape

May/June 2019

Avoca Woods and Designer White.

Ashford and Avoca Woods on trim.

Dingle Mist, Pearl Grey and Willow Brook house.





10

Internal doors are a lot like cars. Seriously and emotionally 
considered when first purchased, then with the passing of time, 
becoming part of the furniture so to speak. Some age well, but 
most need replacing earlier than we all acknowledge, and when you 
do replace them. you think ‘I should have done that years ago!’
They can be a high-impact/low-budget major renovation all by 
themselves, one that attracts a lot of positive comments, which 
can take you aback at first. When was the last time a visitor to your 
home said…Wow, nice doors?! 
Colour is in! In fact, lots of colour is in with the Hygge style trend 
sweeping the interiors of all our homes. Peacock blues, rose pinks, 
sage greens, soft tones, warm shades for different seasons and 
different settings which are all easily applied to B&G’s Primed 
collections.
 
Preparing for the Seven Year ‘Itch’- the life and times 
of a door specialist
In the renovation and restyling world, internal doors may go through 
three room upgrades before they themselves are replaced. 
The cycle goes like this; First the new home/installation is 
completed and after about two to three years the soft furnishings 
are replaced, the pictures, the cushions, the accessories and a new 
coat of paint added. 
Around years three to seven we see the central pieces of furniture 
coming in for a rejuvenation; perhaps a new sofa, dining suite,  
shelving/storage, curtains to blinds, paint to wallpaper and back 
again… And then like manna from the heavens the seven year 
‘itch’ of major change kicks in. It can mean a heavier renovation 
as families grow, rooms get refitted and reworked to provide a 
different function, from nursery to office, from garage to self-
contained spare room and broader home extension projects. It is 
here that the internal door choice comes to the fore.
Will the room space work better with a folding-sliding door?
Should we consider glazed options to let in more light and 
modernise the place?
Will the old styles work with our new extension plans?

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

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

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

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

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

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

Trends by Indoors.ie,
B&G Limited, Trade 
Only Providers to
Ireland’s Hardware
sector for almost 50 Years.

primed for growth - what the 
internal doors market can tell us

May/June 2019

Paint & Home Décor

Want to understand where we really are in the current economic cycle?

Then consider for a moment the internal door market.
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Tell us about Murtagh’s
Murtagh’s of Drogheda first opened in the Fairgreen in 
Drogheda in May 1996. My father Willie’s paint experience went 
back over 30 years, so all the family have become involved in 
the business. I work in the Paint department and both Olive and 
Fiona work in the Fabric and Wallpaper department.

Are there current trends apparent from a retailer 
perspective in the Paint and Home Décor sector?
Deep rich shades are becoming ever more popular not just for 
feature walls but for entire rooms. Think walls, skirting, doors 
and panelling in rich jewel tones like emerald, teal and deep 
rich navy in paint colours. Also wallpapers are trending with the 
same tones along with blush pinks with ochres which all work 
as contrast to ever popular grey.
Another option that is gaining traction is the installation of 
motorised rollers and roman blinds in our curtain and fabric 
department. It’s a trend that’s gaining momentum in the last 
18 months. New house builds or extensions with a full glass 
wall and apartment blocks are the properties taking up this 
option, it’s very neat and streamlined. They can be operated 
via the Home Connection app which allows the client to set a 
sunrise and sunset schedule or, as a security feature, blinds 
can be scheduled to give the appearance that somebody is at 
home. We’ve had up to a dozen customers going for this very 
convenient lifestyle accessory. It’s pointing the sector in a new 
and exciting direction and with all new technology it will improve 
and become more widespread so I would say it’s definitely here 
to stay.
 
Have trade customer demands changed over the last 12 
months?
Our trade customers are investing in top end brushes, rollers 
and decorating equipment and accessories so our stock of more 
specialised lines is increasing to cope with the demand as their 
business also increases.

Have retail customer demands changed over the last 12 
months?
Retail customers are demanding a thorough professional service 
to ensure they are investing in the most suitable products for 
their homes, so we talk them through, step by step, in advising 
on what does the job right first time.
  
Have online or social media queries or sales been a feature 
in the past 12 months and how do you see the future of 
same in your business?
Online queries are of course increasing as the demographic who 
use this process are being influenced on how to decorate their 

homes by social media. It’s definitely an area of our business 
that we must develop for the future in terms of providing an 
online shopping experience for people who deal this way.
We are on Instagram, Facebook and Twitter which allow us to 
reach all ages groups with messages, promotions, special offers 
and the occasional competition. We try to go with a content 
led approach to try and reach the right people with the right 
message. On Twitter we are involved in LouthChat on Tuesday 
nights which promotes all local businesses. One business is 
chosen as the Starbiz each week and they are the main focus 
of promotion and retweets, with the target of trending in Ireland 
every Tuesday night. The night that we were Starbiz we trended 
at No.1 in Ireland and we’ve gained new customers purely from 
this extra promotion. 
Facebook is where most of our followers are, but a post now 
usually has to contain a competition or a giveaway to gain 
a reaction. Instagram is purely visual which really suits our 
business in terms of showing off recently completed jobs. We 
are gaining a large audience on this platform and it seems to be 
getting the best reaction from people who are very interested in 
particular brands or products.
So going forward Instagram and Twitter would be our main 
focus in getting our message across in the near future, that is 
until the next social media platform is created!

You’re a local hardware store and being a part of the local 
community, how important is that message to your staff 
and customers? 
We are a long-standing independent family business in 
Drogheda with a loyal customer base so as a result we are 
very active in the local community, especially last year when 
Drogheda hosted the Fleadh Cheoil na hÉireann. We helped 
many local groups enhance areas of the town with various paint 
donations which garnered nice online thanks and praise, also we 
would be involved with local charities and sports clubs regarding 
sponsorship and donations. I actually took part in the Drogheda 
Homeless Aid Annual Sleepout last December which was a 
great success, and also a realisation of what people face on the 
streets of all our towns and cities in Ireland.
 
How important is the instore experience and having an 
excellent customer service offering from your colleagues?
Customer service is totally key especially when you specialise 
in paint, fabric and wallpapers. People can buy these products 
in other stores but they come to us for the personal service that 
they are afforded. Our staff are well aware of this and they are 
excellent at building rapport that turns customers into repeat 
customers. They regularly receive favourable comments on our 
social media platforms which is very rewarding.

Barry Murtagh from Murtagh’s of Drogheda talks to

The Hardware Journal about the latest product and

industry trends in the Paint and Décor sector. 

trendwatch
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Mark John Ltd, operating in the Irish market for over 48 years, 
is delighted to announce an exclusive distribution partnership 
for the Magnamuros range of specialist paint products. With 
over 15 years selling and designing innovative specialist paints 
the Magnamuros range includes Magnetic paint, Magnetic 
Plaster, Sketch Paint, Chalk Paint in a range of colours and 
Beamer Paint. 

Today, modern homes and commercial spaces want functional 
walls which can be stylishly integrated into their current decor. 
The Magnetic paint turns virtually any smooth surface into a 
magnetic space which can be painted over in any emulsion 
colour. The sketch paint transforms any wall into a white board 
which is ideal for brainstorming in meeting rooms or a play 
area in a home. Both products can be used together to create 
a true magnetic whiteboard which can be any shape or size 
you desire.
These products can be used for large scale commercial 
projects in office, retail, medical or educational environments 
or for the DIY’er in the home to transform a playroom or home 
office wall. 

“After much research and testing, Mark John has partnered 
with Magnamuros due to the superior quality of their products. 
The magnetic strength of the paint is the strongest in the 
market, while the revolutionary one-component no mixing
Sketch Pro paint results in a High Gloss finish ready for use in 
24 hours” says Karen Kavanagh, MD Mark John Ltd.

mark john announces
new partnership

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

Paint & Home Décor
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PSW launch next generation in 
wipe clean tablecloths.
PSW Home Textiles are first to Ireland 
with the next generation in wipe clean 
tablecloths. Food Safe tablecloths are 
suitable to be in direct contact with 
food. They are clearly labelled by the 
well-known Food Safe symbol of the 
glass and fork. Protect a table and find a 
style that perfectly suits everyones taste 
whilst keeping the little ones safe. 

Refresh an old Kitchen                                          
Discover a whole new way of doing 
kitchen makeovers with the d-c-fix® self 
adhesive contact collection at a fraction 
of the cost of new kitchen units. Your 
customer can breathe some new life 
into their home and freshen things up. 
They can simply upcycle their existing 
kitchen and revive their decor using the 
d-c fix self adhesive contact. It is fast 
and easy to use , rolls can be supplied in 
three widths, 45cm, 67.5cm and 90cm, 
with a cut length roll of two meters 
and a longer roll of 15 meters available, 
that can be cut according to your 
customers` requirements. It can also be 
used on accent walls, kitchen counters, 
backsplashes, bookcases, stairs, drawer 
fronts, coffee tables and so much more.

Add a bit of flair to your table 
setting and floors 
Also from PSW Home Textiles, their 
Wipe Clean Placemats are perfect to 
decorate and protect a table, offering 
a wide range of designs and colours 
from which to choose. For the floor 
the d-c-fix® anti-slip universal floor 
mats are on a roll and are soft to the 
touch and machine washable at 40 
degrees. The d-c-fix mat is perfect for 
kitchens, bathrooms, playrooms or at 
the gym. It is also great for outdoors 
when camping, on the beach or by the 
swimming pool. 
PSW Home Textiles is a second 
generation Irish business set up by 
Paul Small in 1987, since then they 
have established their name on the 
Irish Market in home décor products 
which include tablecloths, d-c-fix® 
self-adhesive products, placemats, 
doormats, cushions and soft furnishings.

easy and stylish home décor



Paul Small WallcoveringS ltd
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The HighTower Painting Tripod System is a truly innovative 
painting tool for both DIYers and professional painters. This 
system is an extendable and moveable tripod, with a quick 
release paint bucket attached. Hightower offers a safer, 
faster painting process when working at height by reducing 
the time spent climbing up and down the ladder fetching 
paint and tools. At HighTower, they pride themselves on 
safety. The HighTower Painting Tripod allows for safer 
painting, maximising your three point contact while painting 
on a ladder. No more unnecessary back bending or holding 
heavy tins when painting in a standing position. 
Keith McGrory, the founder of HighTower, is a registered 
house builder and qualified construction quantity surveyor. 
Keith has over 15 years of experience in the industry. It 
is this experience that led him to create the HighTower 
Painting Tripod System. “One evening I was tired and 
had enough of climbing up and down the ladder to fetch 
paint and accessories when completing a refurbishment. I 
suddenly thought to myself there must be an easier way to 
doing this!”. 

• Safer and faster painting at height

• Reduced risk of falling

• Reduces back bending and back stress

• Paint & tools at easy reach

• Less climbing up and down ladders

• Less mess and easy clean up

Hightower is an award winning company with worldwide 
patent pending. Their products have been designed, 
developed and manufactured in Waterford. 

See more at www.Hightowerpainting.com. To become a 
stockist contact info@hightowerpainting.com.

hassle-free painting

INNOVATIVE PAINTING
PRODUCTS
Hightower Painting Products have invented 
a unique tripod roller bucket system to make 
painting at height & at ground level a simple 
and easy process!

info@hightowerpainting.com  
www.hightowerpainting.com



29
May/June 2019

Men’s Sheds

The Hardware Journal looks at Men’s Sheds and its growing success in Ireland. 

Men’s sheds in ireland
Men’s Sheds are social spaces where men can share skills, 
make friends and work together on community projects. The 
rise of Men’s Sheds in Ireland has been meteoric. Building 
on a concept which first emerged in Australia in the 1990s, 
the Irish Men’s Sheds Association is relatively new, founded 
as recently as 2011. Since then, the movement has grown 
rapidly, and now has a presence in every county on the island. 
Indeed, with 460 sheds island-wide, Ireland enjoys the highest 
concentration of Men’s Sheds per head of population in the 
world. In recognition of the great work done, in 2019, the 
European Parliament awarded Irish Men’s Sheds Association 
the highly prestigious European Citizens’ Prize for exceptional 
community achievement.
Barry Sheridan, Chief Executive of the Irish Men’s Sheds 
Association, attributes the success of the movement to an 
unmet need in Irish society; “I think there’s a perception 
sometimes that men don’t want to connect with others, they 
don’t want to reach out and engage with their communities. 
Men’s Sheds have proven that that’s just not true. Through the 
sheds, men find a purpose and that bond they’ve been lacking. 
The incredible growth and success we’ve seen in recent years 
is testament to that”. 
Sheridan agrees that sheds have played a role in revitalising 
communities nationwide: “We’ve got to the stage now where 
sheds are actually seen as a community resource, and that’s 
great. We know all about the benefits for the individual, but 
it goes beyond that, to the families and communities of the 
members”.

Building Communities Together – Topline & Irish 
Men’s Sheds 
Last year, the Topline Group launched its partnership with the 
Irish Men’s Shed Association, with the partnership’s tagline 
- ‘Building Communities Together’ – attesting to what Men’s 
Sheds and Topline members are actively contributing to every 
day in local communities across Ireland. 
As part of this broad-ranging partnership, Topline is committed 
to investing to help local sheds continue their great work. A 
Men’s Sheds Community Connections Program was launched 
last year, under which Topline members supplied over 200 
Sheds with an extensive range of DIY equipment to assist 
with their community projects, whilst over 180 Sheds received 
fuel and lighting support for the winter months. Further 
support from Topline is scheduled throughout 2019 – including 
a new ‘All Hands on Deck’ campaign, under which Topline 
members will be working with their local Men’s Sheds on 
community-based DIY projects; and the second year of the 
‘Topline Shed Series’, a craft-based competition which will see 
over 140 Shed compete for a major prize supplied by Topline. 
Now a major event in the annual Sheds’ calendar, the 2019 
competition theme is ‘Where We Come From’, focusing on 
the history and heritage of local communities, and the final 
takes place on Wednesday, 22nd May. 

Hugh O’Donnell, Chief Executive of Topline Group, is really 
excited about the partnership: “Since the beginning of the 
partnership, Topline members all over Ireland have been 
hugely impressed by the skills, craftmanship and creativity 
of Irish Men’s Sheds and the great work they do in local 
communities in every county in Ireland. With a presence in 
over 160 communities, Topline members share an important 
common interest with Irish Men’s Sheds to support these 
communities and we are delighted to be their exclusive DIY 
partner to help them continue their fantastic work”. 
Barry Sheridan, commented; “The great thing about Topline 
is that they share our ethos and our vision for Ireland’s 
communities. The Topline stores are community-based and 
community-focused, and that makes them a great fit for our 
Sheds”.

BUILDING COMMUNITIES TOGETHER



The Hardware Journal has asked John Venhuizen, President and 
CEO of ACE Hardware to update his initial article from our

April 2014 issue and outline the goals and strategy of
ACE Hardware and its members for 2019 and beyond.

Playing the ACE Card 
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Your Retailers are positioned as “Your local hardware store 
and being a part of the local community”. How important is 
that message to your members and customers? 
Helpful is our weapon in the world. We really do believe that 
we have been blessed to be in the business of serving others.  
It’s not just a good strategy for business, it’s a good strategy for 
society. And to be quite blunt about it, I do not know any retailer 
on the face of this earth that better serves their neighbours and 
their community than the local ACE owner and the 100,000 red-
vested heroes who work so diligently in our ACE stores.

Can you remind our readers about ACE Hardware`s 
commitment to customer service and the importance of 
this commitment throughout the organisation? 
We believe there are three battles that we must wage to win 
the retail war for relevance. And given the enemies we face – it 
most certainly is a war:

1. Service. 
We have an irrational pursuit of amazing service. We have won 
the JD Power award for customer satisfaction 11 out of 12 
years – and we are far from satisfied.

2. Convenience.
We must exploit the geographic proximity advantage we have 
to the world’s homes and businesses. With over 75% of the 
U.S. within 15 minutes of an ACE store, we believe we have a 
material advantage.

3. Quality.
We have a fanatical pursuit of high quality, locally relevant, 
differentiated product. Not one of our stores in all fifty states 
and sixty-seven countries around the world has the same 

ACE Hardware has over 5,200 stores around the world 
with the majority of those stores independently owned 
and operated by local entrepreneurs. ACE stores come 
in all sizes and shapes based on the needs of each 
individual neighborhood. They have small urban stores, 
large rural stores and everything in between. The stores 
offer a wide variety of paint, lawn and garden, tools, 
local niche services and virtually anything a customer 
will ever need to fix, repair and maintain their home. 
Founded in 1924 by a small group of Chicago hardware 
store owners, ACE changed the retail landscape by 
allowing individual stores to purchase merchandise in 
bulk to save money and buy at the lowest possible price. 
This partnership enabled even the smaller stores to 
compete effectively at retail despite larger stores in their 
market. And to this very day, ACE Hardware Corporation 
is a co-op and still owned solely and exclusively by the 
local ACE retail entrepreneurs. 

John Venhuizen, President and CEO,  has worked at 
ACE Hardware for more than 25 years, serving in a 
variety of leadership positions. In the past, he has 
overseen marketing, business development, strategy, 
supply chain, IT and ACE International. He is the 
Keynote speaker at The 7th Global DIY Summit at The 
Convention Centre in Dublin from 5-7 June 2019 . The 
Summit is the world’s leading event for retailers and 
manufacturers from the home improvement and garden 
centre industry. The main theme of the congress this 
year is DIY EVOLUTION: Designing the Future Together. 
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assortment as another. It speaks to our stores fanatical 
commitment to locally curate and relevantly differentiate.

Since your last article for The Hardware Journal in 2014, 
how has Hardware Retailing changed for ACE Hardware? 
The business climate in general and retailing in particular is 
undergoing more change every year than it previously did every 
decade. Complacency will clearly lead to death. At ACE we 
continue to focus substantially on improving the depth of our 
core while also investing in our digital transformation to further 
meet the needs of our neighbours and better equip our people – 
who will always remain the core of our brand.

Can you outline the new ACE Hardware strategic plan?
We are in the seventh year of our strategic plan coined 20/20 
Vision. The results of our retail growth strategy have exceeded 
our plan as ACE has grown over 64% during this run and our 
retailers have enjoyed same-store sales and same-store gross 
profit growth every single year. But I would be a liar if I didn’t 
confess that we have much yet for which we need continuous 
improvement. We continue to diagnose the next iteration of 
our growth strategy which we plan to deploy in the fall of this 
year. While many new initiatives will be launched, I can assure 
you that the core of the plan will be deeply rooted in service, 
convenience and quality.

How has ACE’S strategy changed over time?
We are disproportionately investing, in three very important 
initiatives. These investments are not in lieu of the core – but in 
addition to them:
First is digital. We spent a lot of money to re-platform our 
website. ACEhardware.com was up 43% in 2018, and we 
are up a bit more than that through Q1 of this year.  Ninety-two 
percent of all our .com orders are picked up in the local store 
and 100% of the gross profit goes directly to the local ACE 
owner. We recently launched BODFS (buy-online, deliver from 
store) and we are seeing material increases as a direct result 
of this initiative with an average transaction 5 times higher than 
‘normal’ .com orders.  
Second is The Supply Place, our business-to-business function. 
The Supply Place is our No. 1 fastest-growing area. We’re going 
to continue to disproportionately invest in that.
Third, from a supply chain perspective, we’re investing the 
majority of our capital to ensure we have the biggest, best, 
most efficient supply chain. We’re providing a new, unique 
and relevant benefit to local owners. Our stores now can order 
whatever they want to satisfy and win over a customer, and 
we’ll ship it to them the next day. We want to be faster than 
Amazon on products we stock.

How is ACE competing in the home improvement market?
Our locally owned ACE stores compete with some of the 
biggest, best, most well-funded companies in human history.  
And you won’t catch me saying anything badly about them.  
They are very good at what they do. At ACE, we are fortunate to 
be quite different from the big box players on many fronts, not 
the least of which is that they tend to be primarily about home 
renovation whereas ACE is more focused on home preservation.
Customer may opt to visit a big box store to spend $40,000 
on a kitchen renovation with granite counter tops and new 
appliances. Our focus remains on those customers who 
prefer to spend $40 on a few gallons of paint to spruce up or 
‘preserve’ the assets they already own.   
From a merchandising perspective, our mantra is to become 
famous for four. Specifically, we want to dominate (i) paint (ii) 
power (iii) backyards and BBQ and (iv) home preservation.   

What’s your vision for the future of ACE?
I remain entirely convinced that ACE’s best days are still ahead 
of her!

May/June 2019
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Philippe Hardt from EDIN (European Building Materials Distribution & Industry 

Network) tells us about the Build Conference featuring two days of high-level 

networking, exchange and insight on the future of builders merchanting and 

construction in advance of the Global DIY Summit.

build 2019 - Engineering the 
next-generation supply chain

Join movers and shakers, thought leaders and industry 
captains from 25+ countries
Build brings together senior executives and key decision makers 
from leading building materials distributors, builders merchant 
chains, buying groups, manufacturers and retailers.
The conference will feature keynote speakers and panel 
discussions by top executives from world-leading companies, 
such as the CEO of Grafton Merchanting ROI, Selco (the 
UK’s fastest growing builders merchant), Skanska (a world 
leading project development group and construction company), 
Wienerberger (world’s largest manufacturer of bricks and 
roofing tiles), IBM and many more. 
On the fringes of the conference there will be plenty of room for 
delegates to network and exchange in an exclusive and inspiring 
setting at the breathtaking Convention Centre Dublin.

Day One: The new role of builders merchants.
The merchanting industry is currently undergoing considerable 
change. The major building merchants are becoming larger by 
acquisition and merger, the smaller merchants are seeking niche 
areas, and the medium-size firms are under serious threat from 
acquisition by the larger merchanting firms. The trend towards 
consolidation in the sector, driven by the need to reduce costs, 
has meant that the large merchanting firms now control the 
lion’s share of the building materials market sales.
With the advance of the digital marketplace, new concepts 
and formats rising, the critical aspect will be the ability to make 
customers’ lives easier and more convenient. That is not an 

easy task by any means, but those who are going to excel at it 
will be the future leaders. 
Therefore, the first day of Build will be all about best-practice 
on handling the future of merchanting and what that means for 
manufacturers and other stakeholders in the supply chain. 
At Build some of the foremost thought leaders on merchanting 
are going to share their perspective, such as Patrick Atkinson, 
CEO of Grafton Merchanting ROI. Grafton is Ireland’s largest 
merchant and No. 3 in the UK. Then, Howard Luft, CEO of Selco 
is going to introduce the audience to the UK’s fastest growing 
builders merchant chain.
   
Day Two: The rise of the Digital Marketplace – Entering the 
age of BIM
Shifting powers fuelled by digitalisation and increasing market 
transparency create new opportunities for market challengers 
that leverage the potential of Industry 4.0 and data-driven 
business models. 
The manufacturers that will lead into the future are going to be 
the ones that understand the importance of leveraging their 
data beyond mere product information management (PIM) 
using structured, standardised and interoperable data. This will 
be key to unlocking the vast potential of the digital construction 
marketplace. 
European Standards are opening the floodgates for smaller, 
national manufacturers to enter the European playing field by 
eliminating some of the hurdles to enter foreign markets. 
Furthermore, Build is going to explore the impact of sustainable 
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 CEO, Selco Builders Warehouse
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Speakers Build 2019

building and nearly zero energy buildings (nZEBs) during one 
entire session on day two. 
EU countries have to draw up national plans to increase the 
number of nZEB and the EU Energy Performance of Buildings 
Directive requires all new buildings to be nearly zero-energy 
by the end of 2020 and all new public buildings must be nearly 
zero-energy as of 2018.

For more information on the programme, visit the Build website: 
www.build2019.eu

Live Q&A: Share your thoughts in real-time
Build aims to be a pioneer in creating an engaging setting that 
allows all the delegates to participate in the discussions. We 
have developed an event app that allows you to interact with 
speakers and audience members by sharing your thoughts, 
comments and questions during the conference in real-time. All 
delegates can “upvote” the posted comments and those that 
resonate most with the audience will be directly responded to 
on stage after the keynotes and panel discussions.

Special offer for HAI members
HAI members benefit from exclusive discounted ticket 
prices:
The two-day conference package costs EUR 390 (regular 
tickets cost EUR 790) and includes access to all keynotes 
and panel discussions, lunch, coffee breaks and a gala dinner 
with live music (Three-course menu and drinks included).
Two-day conference passes can be purchased by registering 
on the website: www.build2019.eu and using the 
HAI discount code HAIMEMBER2019 or by contacting 
registrations@build2019.eu

Build also provides sponsorship opportunities to interested 
parties. Sponsorships include dedicated meeting tables and 
one-on-one meetings with merchants, buying groups and other 
delegates, VIP seating/table, roll-up/advertising placement, 
permanent logo visibility (stage area, presentation master 
template) and the possibility to show a short company video 
during networking breaks.

For sponsorship opportunities contact philippe@build2019.eu 
or call +352 671 281993.

Build 2019 takes place
4th to 5th June at the
Convention Centre, Dublin.
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Innovation Awards

The Innovation Award was for the Tungsten Carbide 
Circular Cutter by German company Brutus. This product 
cuts circular holes in wood, plywood, gypsum, plasterboard, 
aerated concrete, plastic, acrylic. The protective dust guard 
cover catches the dust when drilling and protects the eyes. 
Adjustable blades means that holes can be drilled from 
40mm to 305mm, perfect when installing down lights in 
ceilings to large pipes in ceilings and or walls etc.
This product is ideal for tradesmen such as carpenters, 
plumbers and builders, and comes with a protective case. 
DS Supplies are the exclusive distributor for the Brutus 
brand in Ireland and are delighted with this award and the 

recognition it brings as a supplier that always endeavours 
to offer new and exciting products to the market and more 
importantly to our customers.

For more information and a catalogue, contact us at
01 4011666 or alternatively support@dssupplies.com

DS Supplies were winners of the “Innovation Award 2019” 
for the Build category at The Hardware Show Citywest 

Dublin 2019.

ds supplies cuts a dash with 
innovation Award win

Professional Tools 
& Accessories 

Tel: 01 4011 666
email: support@dssupplies.com

www.dssupplies.com

Tungsten Carbide 
Circular Cutter

Adjustable blades
16600 - 40-125mm
16601 - 40-205mm
16602 - 48-305mm

Cuts holes in wood,  plywood, gypsum,  
plasterboard, aerated concrete, 

plastic, acrylic.

 Protective dust guard

Build
Winner
2019
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Innovation Awards

Minky is among the fastest growing premium brands in the UK 
Homecare market and one of only a handful of companies to hold both 
the Royal and the Prince’s warrant for both product excellence and a 
commitment to the environment. 
Since Mrs Hinch first started posting about her favourite Minky 
antibacterial cleaning pad – AKA “Minkeh”-  in July 2018, Minky have 
seen unprecedented demand across their entire cleaning range. The 
M Cloth range is a ‘must have’ stock item. 
The best-selling Minky M Cloth Anti-Bacterial Cleaning Pad is dual 
sided for effective results; the non-scratch scrubbing section powers 
through stubborn marks, whilst the microfibre side simply lifts away 
grease and grime. Each pad is uniquely treated with a long-lasting, 
anti-bacterial protection to prevent the growth of bacteria, keeping the 
pad fresher for longer.
Minky has always prided itself on selling premium quality differentiated 
products and thanks to Mrs Hinch, consumers now recognise just 
how good they are - and they can’t get enough of them!

The M Cloth Glass and Window AKA “Kermit” is a premium 
microfibre cloth that removes dirt and marks easily without 
the need for chemicals. This high-performance cloth will leave 
surfaces streak-free. 
The M Cloth range also includes the Kitchen Cloth; ideal for 
shifting stubborn stains, a General Purpose Cloth and a Hi Tech 
Duster, for dusting, polishing and general cleaning. 

Minky Range is exclusively distributed by McLoughlinsRS (MCL). 

Building on over 60 years of experience, MCL is one of the 
leading suppliers of home & garden products in Ireland and has 
become experts in this field. 

For more information and a catalogue, contact
+353 1 8239200 or alternatively info@mcl.ie or www.mcl.ie

Established in the UK in 1941, Minky Homecare are world leaders in 
manufacturing innovative cleaning, laundry and homecare products,
and are now the only remaining UK Manufacturer of Ironing Boards.

introducing the Mmmmm Cloth!

PART OF THE

M-CLOTH
FAMILY

The Original
Exclusively distributed by 

ANTI-BACTERIAL CLEANING PAD

AWARD
WINNER

Home Product
Of The Year 

2019
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Hardware Jobs exhibited at the inaugural Ireland Skills Live, 
a three-day careers fair and skills event celebrating skills, 

apprenticeships and trade careers, in March this year. Here’s a 
look at some of the highlights. 

Ireland Skills Live

Career inspiration and 
advice at ireland skills Live

Ireland Skills Live saw an attendance of over 12,500 
comprising students in Transition Year and above, teachers 
and career guidance counsellors (CGC) descended on 
the RDS Simmonscourt for information from employers 
and advisors about careers in various sectors and trades 
including construction, hospitality and manufacturing/
engineering. Hardware Jobs were there to promote careers 
opportunities in hardware retail/builders’ merchanting, 
supply and manufacturing.
Hardware Jobs were joined by industry representatives 
Dwayne Holt (Blackrock Builders Providers), Jason 
O’Mahony (HPC Group) and Rachel Reddin (Kelly’s 
Homevalue) to advise Transition, Fifth, and Sixth year 
students on how they can get started in a long-term career 
in the hardware/DIY industry. Teachers, CGCs and Parents 
were very interested to find out more about alternative 
options for their students/children, like on-the-job-training 
and structured sector specific traineeships 
and development programmes, as well as 3rd level 
opportunities leading to a career.

Jason O’Mahony, HPC Group, points out the importance 
of reaching out to guidance counsellors -

“CGCs are very good at funnelling 
a certain type of enthusiastic young 
person who maybe doesn’t want 
to go to college, or not yet, but 
instead wants to start earning. We 
forget not everybody wants to go 
to college. As an organisation, there 
are big gains to be made by HAI in 
focussing on how we target this 
demographic.”
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Ireland Skills Live
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Learning on the job
Visitors to the Hardware Jobs stand learned straight from 
employers that to get started in the sector they don’t need 
experience, “just the right attitude”. Students interested 
in getting started in the sector were advised to use their 
initiative and talk to their local hardware business owner 
or manager about potential work experience opportunities 
(and upload their CV to www.hardwarejobs.ie to connect 
directly with employers), and how, once they get started, 
there’s no end to their learning and development. 
From Day One new employees in a hardware store are 
learning on the job, and over time get an opportunity to find 
their specialty area, whether it be in sales, stock control, 
logistics, or even in a specific product area, and over time, 
through mentoring and training, they can progress either 
upwards (from junior to senior level) or sideways (learning 
new skills in new departments or product areas). 
Over the three days Hardware Jobs and HAI were pleased 
to see the growing interest from younger job seekers about 
careers in this sector, going by the number of visits to the 
stand, and the enthusiasm expressed by both students and 
CGCs. 

What else was on at Ireland Skills Live
In terms of promoting apprenticeships and skills careers to 
students, Ireland Skills was a resounding success. In their 
after-event survey 61% of surveyed students said they would 
now consider an apprenticeship/skill as a career path, and 97% 
surveyed left with a positive perception of apprenticeships 
after their visit. This is an encouraging trend as a new 
generation of job seekers is welcomed into the sector.
Ireland Skills Live was a celebration of apprenticeships and 
skills careers, with national skills competitions taking place in 
areas including construction (categories including plumbing 
& heating, plastering, and carpentry), manufacturing and 
engineering, hospitality (restaurant service, cooking, beauty 
therapy) and more. The winners were announced on the 
Saturday evening at an awards ceremony, and they will go 
on to represent Ireland in their respective category at the 
World Skills Olympics in Russia. 

The hardware sector had an impressive presence at the 
event with HAI members Grafton Merchanting, Crown 
Paints and Snickers Workwear all sponsoring materials over 
the three days. Toolfix, Ireland’s biggest tool shop, also had 
a very impressive display, where they sold everything from 
power tools to workwear. 
The event also had some special visitors including an 
tUachtarán Michael D Higgins and John Halligan, Minister 
of State for Training, Skills, Innovation, Research and 
Development who visited some of the competitors and 
exhibitors, which was testament to the importance of the 
event. 

What employers in the sector should be doing
Since the launch of Hardware Jobs (www.hardwarejobs.ie) 
in Summer last year we have seen a boost in employment 
in the sector, and are starting to see more entry level 
opportunities coming available from employers, and a 
growing interest in apprenticeships, traineeships and other 
programmes. This is a trend that needs to continue. 
HAI and Hardware Jobs will be participating in further 
careers fairs and events across the country, promoting and 
educating students and CGCs on career opportunities in the 
hardware industry, and in various trades. We welcome and 
encourage employers to join us at future events to promote 
careers in the sector. 

“I believe it was really important 
for our industry to be represented 
at this event and to get the word 
out that there is a host of career 
opportunities within hardware, 
builders merchants, manufacturing 
and supply. I would encourage 
everyone who is interested to get 
involved at these events as it is a 
great opportunity to expand our 
recruitment pool and make good 
connections with school leavers, 
career guidance counsellors and 
career seekers.”

   – Rachel Reddin, Kelly’s Homevalue.

If you are an employer in the sector and are interested  
in collaborating with HAI and Hardware Jobs at future 
careers events, or would like to advertise vacancies with 
Hardware Jobs, then email aoife@hardwareassociation.ie 
or call 01 2980969.
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Training

the hardware Education hub

Available to HAI members and HAI classroom 
training attendees, The Hardware Education Hub 
comprises a growing catalogue of e-learning 
modules, tailored to and curated for the Hardware 
industry including New Employee Induction, Social 
Media Fundamentals and Microsoft Office. 

NEW to The Hardware Education Hub
We have introduced a number of new modules to 
The Hardware Education Hub, including:

Commercial Skills:
• Handling Customer Complaints

Cyber Awareness
• Cyber Security
• Social Media Awareness

Personal Skills
• Assertiveness
• Conflict Handling
• Negotiating Skills

All modules are delivered via an interactive learning 
management system where employers and 
employees can monitor progress, and a certificate 
is provided on completion.

Visit www.hardware-educationhub.ie 
for more information. 
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Want access to the Hardware Education Hub? 
Email aoife@hardwareassociation.ie or
call 01 2980969.

New and potential employees want to be assured that employers will 
not only provide them with engaging roles, but that they will invest 
in a culture of continuous development to support their personal 

career ambitions. HAI is on hand to help with its flexible online training 
solution – The Hardware Education Hub.

Cost per module:

HAI Members Rate

Non-Members Rate

 ¤30

 ¤42
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Diversity in Employment

WALK PEER Ability supports young adults with special 
educational needs to help identify and facilitate opportunities 
for them in mainstream employment, Training and Education. 
They support young adults with Disabilities aged 15-29, 
who are in Special Education and help them to develop 
and transition into a career. Andrea Hermes has worked in 
Drogheda for the last eight years as part of this programme to 
support local students and businesses with their employment 
needs. Here’s a look at one such case study. 

Tony Maher – DPL Group Drogheda
I have worked with Andrea Hermes for work experience 
before and the students that came to work were always eager, 
polite and hard workers. Stephen was keen and travelled from 
Swords twice a week to get here, he also built up a great 
relationship with his supervisor Dado and the customers and 
worked outside in all weathers without complaint.  
I offered Stephen the Youth Employment Support Scheme 
(YESS), which is specifically targeted at young jobseekers aged 
18-24 years of age who are long-term unemployed or who face 
barriers to employment, and asked Andrea if she could arrange 
some funded courses to help progress Stephen into a career, 
which she did. When a job arose in March 2019 I offered the 
position to Stephen. 
Andrea and WALK PEER Ability worked with me and Dado 
to ensure everything was right for Stephen. If I need any 
assistance, I can just call her and she comes to the site, 
besides dropping up monthly to ensure that everything is going 
smoothly for Stephen, myself and the team. 
It’s brought a great awareness to me and the team on how 
beneficial it is having a young person come join us and with 
the right accommodations in place everyone feels as they are 
involved in progressing a young adult who may struggle getting 
a career otherwise. Other staff members who are enjoying 
mentoring Stephen said it gives them a sense of worth too.

Stephen Nolan – Employee
I started with work experience while I was in my senior year at 
St Ita’s special school, Drogheda. Andrea asked me what I like 
to do, and after completing some work experience in Tesco’s 
and Gala Cleaners, I said I would like to work in a warehouse. 
In February 2018, I began work experience with DPL Group 
every Thursday and Friday. I was asked if I wanted to go on 
a scheme for Jobseekers for 12 months which I accepted. 
Whilst doing the scheme I completed my Forklift Licence 

Certificate and my Safe 
Pass Course. I was 
offered a full-time job 
with DPL on March 5th 
2019 and now work in 
the warehouse with my 
supervisor Dado from 
whom I have learned a 
huge amount along with 
all the team at DPL. I 
love my job and if I need 
any help or advice I can 
just give Andrea a call 
and we sort it out with 
Tony and Dado.

Andrea Hermes: Career and Employment Facilitator WALK 
PEER Ability 
My name is Andrea Hermes and as the Career and 
Employment Facilitator for WALK PEER Ability Programme, I 
have watched a shy student in his senior year in a “Special” 
school progress, with the right support, training, and most 
of all confidence building, become a wonderful, mature, fully 
motivated great worker.  
Over the last three years I have worked with Stephen through 
all his work experience placements and courses, supporting 
him as I still do to this day although fading into the background 
more and more. My hope is he will ultimately no longer need 
me and with his manager, supervisor and the other staff my 
involvement is gradually reducing. This is the work of WALK 
PEER Ability to support the young person until he/she has 
made their transition into their job and are fully happy.
I am here for the concerns of any employer and participant, 
but for Stephen and DPL Group I am extremely happy and
proud of Stephen’s progress.  

Employers can contact WALK Peer
Ability for assistance and advise
on available employment
support opportunities at
041 9832587 or at 
walkpeerprogramme@walk.ie.

The Hardware Journal talks to Tony Maher from DPL Group in Drogheda,

his employee Stephen Nolan, and Andrea Hermes from WALK PEER Ability 

about their successful experience in facilitating and supporting

Stephen’s employment in the sector. 

diversity in the
hardware sector 
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Much of what you need to know about business can be 
summarised by the following phrase – ‘Revenue is Vanity. Profit 
is sanity. Cash is reality’, That’s it. That’s all you need to know. 
Assuming your sanity (though I know many who say to go into 
business that you have to be a bit crazy!), then what do you do 
with the profit? (a very nice problem to have) 
For those in business you know that you can have the biggest 
turnover in the world, trillions of Euro if you can count that much, 
but if you’re not making a profit you’re out of business. Hence that 
sanity bit. Every business owner is in business to make a profit. 
Quite literally, that’s the bottom line. 
For early-stagers crossing the line from red ink (loss) to black ink 
(profit) can be difficult (if it was easy everybody would be doing 
it). Sometimes it feels near impossible. Indeed, sometimes it is 
impossible. However, entrepreneurs are, by their nature, grafters 
and through hard work and perseverance the day comes when the 
business turns a profit. So well done.
But who would ever think that a profit could cause you a 
headache? Well, not quite something you have to take a Panadol 
for, but something you should definitely seek advice about, ideally 
from your company doctor, also known as your accountant. 
You can, of course, use the profit to go on that six-month cruise 
you always dreamt of, but that could also see the end of your 
business, so keep dreaming. What you actually need is advice on 
what to do with any profits that will ensure the long-term success 
and future growth of your business, the wellspring of your wealth. 
Here are some of our best ideas:  

Developing your Business
1. Rainy Day Fund - Expect sunshine and showers. All businesses 

see ups and downs. Ensure you have adequate working 
capital in the event of an unexpected low trading period or an 
emergency expense.

2. Keep your sunny side out - Invest in marketing/digital marketing 
as an effective way of expanding your customer base and 
growing your business.  However, marketing will only add 
value when the results are correctly analysed, understood 
and actioned.  If it is not your business area of expertise find 
somebody who knows this area of business. Unfortunately, 
this is an area that does need a constant spend and attention.     

3. You may need a brolly. Invest directly in the business - 
Improvements in equipment, infrastructure, processing output 
and customer care, this will continue to increase your business 
profits facilitating the future growth of your business. 

4. Check the business weather forecast - Plan to diversify into 
new products or services or look at new business acquisitions.  
What to consider?
•	 Bank	funding	required?
•	 Employment	&	Investment	Incentive	Scheme	(EII	Scheme)	

is this an option?

•	 Grants	available?	
•	 R	&	D	Tax	Credits	–	have	you	carried	out	qualifying	research	

& development?

Employees
1. Your most important asset. Invest in your employees through 

professional development, training and continuing education. 
Business owners who invest in the professional development 
of their employees see a positive, long-term, impact on their 
business. Higher skilled employees improve a business’s 
performance and employees who see you investing in their 
future feel much greater loyalty to your business.

2. Reward your employees - as your business grows and your 
profits increase you may wish to provide benefits that are a tax 
efficient way of rewarding your employees. These include;

•	 Small	Gift	Exemption	¤500 
•	 Company	Pension	Scheme
•	 Health	Insurance
•	 Social	Club

At JPA Brenson Lawlor, we believe if you create a positive 
company culture with a happy workforce, this will lead to increase 
productivity.

You – Business Owner
1. Pay yourself - I’ve been in practice for decades, but it still 

amazes me the amount of business owners who take little to 
no salary for themselves. Of course, this makes no sense but 
sense or not, it still happens. Frequently. 

 Make sure to pay yourself a market salary or alternatively take 
a bonus at the end of the financial year. There is the immediate 
benefit to paying yourself a salary but also a future benefit.  
Your salary is the basis for the allowable level of employer 
pension contributions and determines the level of tax-free 
termination payment you could receive should you wish to sell 
at a future date. 

2. Speaking of pensions - and before you switch off as many do 
on hearing that ‘p’ word - remember that your pension is one 
of the last great tax deductions left in this country. Employer 
pension contributions are a tax efficient way of creating 
personal independent wealth aside to that of your business so 
don’t delay in getting a pension fund set up to provide for your 
future retirement. 

Ian Lawlor
Managing Partner
ian@brensonlawlor.ie

houston - we have a problem, we 
have a profit

IAN LAWLOR
JPA Brenson Lawlor

Ian Lawlor from JPA Brenson Lawlor Chartered Accountants 
advises The Hardware Journal readers on how best to use 

their profits.
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PATRICK McDERMOTT
stocktaking.ie

In the first of three articles, Patrick McDermott, Managing 
Director of www.stocktaking.ie, advises The Hardware 

Journal readers on better stock management practices.

Managing your stock

Sales equals money and you sell your stock. It is therefore 
a priority that you give your stock the respect it requires as 
you have paid to place it onto the shelf its currently sitting on, 
regardless of whether it’s selling or not. So let`s discuss how it 
can be better managed.
In this series of three articles, I will outline how to manage your 
stock as efficiently as possible. Before we start on this journey, 
it is important that we provide a health warning and outline 
that we are speaking here in general terms. A suggestion may/
may not be suitable for your exact business requirements but 
it is, in general, a method for working forward to achieving best 
practice, and the holy grail of stock control - stock levels on your 
Point of Sale (POS) system that are correct and trustworthy.

Through these articles I hope to assist you in:
• Achieving optimal stock levels
• Optimising your internal systems

In these three articles I will outline;
1. Before you start - the plan
2. What to do first - how do you eat an elephant?
3. Best practice - tweak and optimise

Although my company delivers stocktakes, let`s start by saying, 
a stocktake is not the starting point. It is a point in the future 
that you must work towards. 
All too often, businesses think that by having a stocktake their 
stock control is now in order. It’s not. In a lot of cases it is a 
process of satisfying the “accountant” who requires a year end 
valuation of stock for financial reporting. A dreaded process 
that creates procrastination and fear and “Is it that time of year 
again?” response. 
Where we want to get to is having stock so well managed, that 
when you run the report on your POS, you know that the figure 
is correct as you have the internal processes to back it up and 
keep it constantly updated.
So, what are those internal processes and how can they be 
implemented? 
Before we go there, we must first look at why stock control in 
hardware and builders merchant premises sometimes doesn’t 
work.

The main reasons that efficient stock control does not happen is 
because of inefficient systems around the following; 
• ordering/purchasing
• receiving/storage
• selling

Within each of these areas, there are several reasons why they 
do not work and it almost always comes down to
• no systems created 
• poor communication
• management not willing to implement change 
• inefficient staffing levels
• staffing who are comfortable in doing things “their own 

way” or are set in their ways
• too busy 
• poor knowledge of IT system 
• involving too many staff 
• no rechecking of accuracy 
• selling similar items incorrectly

What does efficient stock control look like for your 
business? 
This is your goal for your business and only you can decide it. It 
could be having live - stock information on your POS, it may be 
to have parts of your yard stock on the system as this is your 
highest value item area, it may be your paint section that you 
want to have a full product range fully available. You decide.
To achieve this goal, you must have a plan, with a date of 
completion as to when the goal will be achieved. You will then 
set milestones for the future on what you will achieve, who will 
achieve it, and when.
Before you start going hell-for-leather in tidying store rooms, 
barcoding product, and possibly repeating failed systems of the 
past, you should consider;
• What is the current level of confidence that I have in the 

stock on my POS being correct? and why? Discuss with 
your team

• Is it barcoded, Is the correct cost/retail price, correct margin, 
SKU number, on the system at all?

• Staffing - who can/will over- see this project? One person 
who is accountable. What challenges are they likely to 
receive. Can they deliver?

• IT - is my current POS system fit for purpose? what do I use 
it for? can it operate a system that will deliver my goal? Can 
my team use it?

Think about the above ahead of the next article, where we will 
be discussing how we go about creating systems that last, and 
how to communicate them with your team, for if they are not 
on-board, then you could be fighting a losing battle.

For more information on how you can optimise your store’s 
stock management systems, visit www.stocktaking.ie, 
Ireland’s leading provider of outsourced stocktaking services.



42

Business Support

Every week there is a new story in the media highlighting the 
problem of rising insurance costs, the challenging claims culture in 
Ireland and the unfair variability in judgements and pay-outs when a 
claim does go to court. So, what is a hardware business owner to 
do? The answer is to implement a preventative risk management 
system that ensures compliance with the law and proactively 
reduces the likelihood of accidents and incidents occurring on site.  

The Challenge
The Health and Safety Authority (HSA) are clamping down on the 
retail sector. A HSA analysis of over 10,000 workplace inspections 
between 2010 and 2016 shows that over 30% of workplaces had 
no slip, trip and fall (STF) risk assessments in place. Given that 
STF risks are often the most prevailing, frequent and damaging 
potential risks to a business, it is alarming that over 30% of 
retailers do not assess this risk and attend to this area. In addition, 
the facts below demonstrate that the Hardware Retail Sector 
needs to proactively address the key risks as a priority in terms of 
managing both tangible and intangible costs to their business: 

1. Ireland is one of the most litigious countries in the EU, with 
frequency of claims & cost of claims rising year-on-year

2. Large variation in court judgements result in new precedents 
and an ever-increasing ‘payment ceiling’ effect

3. Because of an existing loophole that is not being addressed, 
claimants can avoid the Injuries Board and claim through 
private solicitors, thereby dramatically increasing costs for 
insurers and directly impacting insurance premiums 

4. Preventative safety measures are not sufficiently 
implemented within business operations to support the 
defence of certain claims

5. On average, there is a general lack of ownership and 
accountability from the employer, customer and employee 
for their own personal safety and risk awareness around key 
risks and hazards

Let’s face it, the playing field is a challenging one, and with our 
grey legal system and our high claims culture there is always 
going to be unavoidable incidents that may occur in your business. 
However, there is a large percentage of accidents that are perfectly 
avoidable. Numerous examples have been cited in court, where 
STF hazards were often left on the ground for hours with multiple 
staff members walking right by them before a member of the 
public then had accidents. This is a behavioural issue, and the fact 
that 85% of all accidents are behaviour-based provides further 
proof that they are preventable. But employers need to know 
‘HOW’ to prevent them. This is where the SeaChange Partnership 
comes in to play.

The Solution
SeaChange (www.seachange.ie), an Irish-based company, 
specialise in providing safety compliance and behaviour-based risk 
management systems in partnership with clients that span multiple 
sectors including the hardware retail sector. 
They provide visual, interactive and practical systems that provide 
100% compliance with legislation and bring safety best practice 
to life. A key aspect of their approach is their client portal which 
enables client sites to host key compliance documents provided by 
SeaChange, track their progress, log proactive safety KPIs, trend key 
data and update their safety compliance. The client company are 
supported towards improved performance and are audited annually 
to measure safety culture progress. They are also provided with key 
reports and recommendations to help manage their rising insurance 
costs. 
Many of the top insurance companies recognise this best-practice 
approach because it gets tangible results: average before and after 
client results following full implementation of the system includes 
100% safety compliance rates, 50% reduction in accidents, 42% 
reduction in claim frequency and 40% reduction in claim costs. 
From a cost perspective, being safe can save hardware retailers 
money. The direct and indirect costs of a workplace accident vary 
across the sector but are always high-impact as they include lost 
time, lost productivity, cost of investigation and reconciliation 
process, cost of staff retraining, impact on claims culture, insurance 
premium increases, legal costs, lost morale, reputation loss, and so 
on. The average indirect cost of a workplace accident is ¤6,600!

 

be Compliant, reduce risk
and Manage insurance Costs

DR PAuL CuMMINS
SeaChange

Dr Paul Cummins from SeaChange talks about how 
implementing a preventative risk management system can 

help business owners reduce the likelihood of onsite accidents.
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Testimonial from Nigel Burton of Topline Burtons

“The SeaChange partnership has helped 
our business engage staff in proactive 
risk management. It helps increase 
awareness on site and grow a sense of 
responsibility amongst staff. The visual 
tools are simple and easily communicate 
risk in an effective way. It also ensures 
ongoing compliance and offers our 
business support when needed. For me, 
safety was always a necessity, but the 
gap was what connected my staff to 
safety. SeaChange helped fill that gap.”
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Potentially how green 
is your customer?

This is a difficult question to answer, are customers 
inspired by Eco – Friendly products or just really not sure of 
the benefits?
When you consider the array of potential products in our 
sector from home furnishings, to garden to paint and 
building materials, it is confusing.
Does the increasing amount of `green` household and 
home goods available to your customer, with the internet 
making even very niche products accessible, mean that 
consumers really care and are willing to pay for same?
As always the answer is, it depends! It depends on the 
product and its perceived benefit to the purchaser. Recently 
healthy living has become more important than energy 
efficiency to many consumers, which has changed their 
spending priorities. In 2019 our colleagues in the USA, 
the North American Retail Hardware Association (NRHA), 

through their Hardware Retailing publication, surveyed 
hundreds of shoppers in Hardware, DIY and Homeware 
stores to find that products that contribute to healthy living 
matter to the consumers surveyed, and in particular those 
that are “healthier to my family and me“. A distant second 
was savings on utility bills.
The international research firm, The Nielsen Company, says 
that there is a global consumer trend on healthier living and 
products in the ‘healthy for me’ and ‘healthy for my family’ 
categories are growing in demand.
Best advice is ask your customer on a regular basis what they 
want and pay close attention to national trends. Retailers need 
to realise that they have a customer base that is interested in 
a spectrum of items that contribute to healthier homes and 
lifestyles and be prepared to offer products and services 
that reach out to that demographic on a regular basis.

What do your customers want from Eco-Friendly Products in 2019?
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Make the Quality Connection 
with Qual-Pex Eco range

With over 45 years of manufacturing and innovating from their 
production plant in Cork, Pipelife has been to the forefront 
in developing innovative products, and has been an industry 
leader for many years. Quality and innovation continue to be 
the terms that define their philosophy and this is reflected in 
the range of Eco products and systems that they manufacture 
to this day. Their new range of “ECO” products are specifically 
developed with energy conservation and waste water renewal 
in mind.
The Pipelife Qual-Pex Eco range of products has been 
designed to meet the rapidly changing needs of the heating 
and plumbing markets and comes from a name you can trust. 
The range consists of Eco Insulated pipe, Underfloor Heating, 
Air Source Heat Pumps, Low temperature radiators and smart 
system control. 
The company is driven by quality and precision to provide 
complete renewable heating solutions by using the most 
up to date technologies designed and proven to maximise 
comfort levels, control and efficiencies in both the Irish and UK 
markets, specific to these climates, at a fair and reasonable 
cost to their customers.
Qual-Eco addresses the needs of both the end-user and the 
installer incorporating best-practice guidelines to integrate 
various energy efficient components together to form the 
complete solution. 

Live in Comfort with a Qual-Pex Eco underfloor Heating 
System. 
Pipelife is Ireland’s leading supplier of thousands of underfloor 
heating systems each year for residential homes, hospitals, 
nursery homes, warehouses and car showrooms.

As the product’s manufacturer Pipelife guarantee the pipe for 
50 years, which is vital when the pipe is being buried within 
the floor structure for the lifetime of the building. They have a 
proven track record of over 20 years service and commitment 
to the industry backed by exceptionally trained staff and a 
dedicated technical backup service. They cover every aspect of 
underfloor heating and integrated renewables and deliver fully 
designed, energy efficient systems to a range of Installers, 
Developers, Builders, Engineers & Architects.
Pipelife accepts full responsibility for the design of the system 
and the specification and supply of materials. As an added 
re-assurance, for the customer, Pipelife carries professional 
indemnity insurance to cover all designs.

Air Source Heat Pumps
Pipelife Ireland specialises in Hitachi Yutaki Heat Pumps which 
operate by transforming energy from the outside air into heat, 
meaning every 1kW of electricity used to power the heat 
pump is capable of providing up to 5kW of energy in a well-
insulated home – helping to reduce heating bills by up to 60% 
and cutting CO2 emissions by 50% compared to traditional 
boiler-led systems. The range of Yutaki Heat Pumps are the 
ideal heating solution. You can not only individually control your 
room temperature, but also use heating energy efficiently. 

Smart System Control
Their comprehensive range of thermostats offer a wide variety 
of solutions and are ideal for new builds and retro fit projects. 
They can offer a standard room thermostat all the way up to 
latest smart technology controls, the possibilities are endless 
and the result is always an energy saving efficient system. All 
their thermostat range are programmable and available in hard 
wired (230v or 12v), wireless and Smart versions.
At Pipelife they believe in providing customers with a one-
stop-shop for complete package solutions; from market-
leading products, free initial advice, through to bespoke 
design, installation, final commissioning and technical support, 
allowing your customer to purchase with confidence. 
Pipelife strive to bring new and interesting developments to 
the market, and are always open to new ideas, innovations 
or suggestions, in an effort to keep Ireland supplied with top 
quality products.

For more information and to talk to their team call
021 488 4700 or e-mail at ireland@pipelife.com

Specialising in the extrusion of polyethylene (PE) pipes, Pipelife is one of 
Irelands leading manufacturers and providers of plastic piping systems. The 
company offers industry leading products for the heating & plumbing, water 

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



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

At Pipelife we have nothing against the old ways, but faster is faster, and 
better is better. Our new Qual-Pex Plus+ ‘Easy-Lay’ Pipe is available in Tan 
lengths and coils, in imperial sizes of 1⁄2”, 3⁄4”, and 1” and white multilayer 
sizes of 16mm, 20mm, 26mm & 32mm. This extensive range of pipe offers 
installers the solutions they need. Your next phase of plumbing success 
starts here!
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small things matter now 
and forever!

When it comes to recycling, one small action can make a huge 
difference. On 27th March 2019 – WEEE Ireland, Ireland’s 
largest electrical and battery recycling scheme, launched the 
Small Things Matter campaign to encourage Irish householders 
to recycle waste energy saving lightbulbs and small electrical 
household items to benefit the environment and the future of 
our children. Participating businesses and householders will 
be pleased to know their recycling efforts will also support 
LauraLynn, Ireland’s Children’s Hospice, with WEEE Ireland 
contributing to the charity, as part of the campaign. 
“For a small nation, Ireland is playing a big part when it comes 
to recycling WEEE with over 60% of household e-waste 
recycled each year compared to a global rate of only 20%.  And 
it’s not just our environment that sees the benefits. Because of 
the effort made by everyone to recycle, WEEE Ireland is able to 
support LauraLynn, meaning we are all helping to improve the 
quality of life for the children living with life-limiting conditions 
and their families. That is why WEEE say Small Things Matter”, 
said Leo Donovan, CEO of WEEE Ireland. 
As of 1st January 2019, Ireland’s national target for e-waste 
recycling is 65% of material placed on the market, as part of the 
EU WEEE Directive 2012-19. These items are made up largely 
of old and broken electronic items mostly found lying in drawers 
and cupboards. This is an ambitious target is only possible with 
the amazing support of, businesses, households and schools 
across Ireland taking small actions. 

Remember These 3 Things to Play Your Part
WEEE Ireland is making it easy for everyone to do the right 
thing with three simple reminders: that recycling small 
electronic household waste items is free, easy and local. 

•	 It’s Free: Any small electrical item with a plug or battery can 
be recycled for free. So, whether your customer is returning 
kettles, toasters, lightbulbs, batteries or clearing out the 
garden shed of electric lawnmowers and drills, there’s no 
need to worry about bin charges – it’s completely free. 

•	 It’s Easy: Every piece of Small WEEE can easily be recycled 
at recycling points across the country.  Householders 
can return small electrical waste to their local recycling 
centre (at no charge) or at hardware or electrical retailers 
(where’s there’s no purchase necessary), and they can drop 
waste lightbulbs to recycling centres and hardware stores 
nationwide too.  

•	 It’s Local: Recycling electrical and lighting waste benefits 
the environment, allowing plastics, metals and glass to be 
recovered for manufacturing and ensuring hazardous waste 
is disposed of safely. 100% of Small WEEE returned is 
recycled in Ireland. 

Visit smallthingsmatter.ie for more information and to view 
WEEE Ireland’s interactive map and find the nearest recycling 
point. 
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Leo Donovan, CEO, WEEE Ireland, celebrates the launch 
of the Small Things Matter campaign with some help from 
small ‘recyclers’, at the environmentally sustainable city 
farm Airfield Estate in Dublin.
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Ecocem Ireland recently published a revised Environmental 
Product Declaration (EPD) from the Irish Green Building Council 
(IGBC) for its low carbon GGBS cement. EPDs are third party 
verified documents prepared by a manufacturer to set out the 
various environmental impacts of their products in a clear and 
transparent manner. 
Ecocem Ireland’s Ground Granulated Blastfurnace Slag (GGBS) 
cement is the only cement verified with an EPD in Ireland and 
the UK. They strongly advocate transparency in terms of the 
environmental impacts of construction products. Ecocem Ireland 
published its first EPD in June 2014, which in the absence of an 
Irish-based EPD system, was certified in Holland for use across 
Europe. 
 In 2017, the IGBC began developing its EPD Ireland programme 
with the aim of establishing an Irish based EPD database, and 
in 2018 began publishing Irish EPDs. In 2019, when it was due 
for revision, Ecocem Ireland published their revised EPD on the 

EPD Ireland database. The company already held the position as 
the lowest, independently verified carbon footprint for a cement 
in Ireland (42KgCO2/t) but further improved this position by 
approximately 24% in 2019, achieving a carbon footprint value 
of 32KgCO2/t. To put this in perspective, the carbon footprint for 
ordinary portland cement, the most commonly used cement, is 
approximately 900KgCO2/t (Ecocem’s GGBS being 96% lower). 
The best means of reducing the embodied carbon of a structure 
is to understand the level of embodied carbon for each of 
the products specified in the structure. The most accurate, 
simple and effective way of doing this in Europe is to reference 
products published on certified EPD databases. Each product on 
the database is assessed under the EN 15804 standard and the 
resulting EPD verifies the environmental impacts of the product 
across a number of predefined categories. This system enables 
specifiers to simply search and compare products to ensure the 
best performing product can be established. 

Ecocem publish revised
Environmental Product declaration

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
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the future looks bright
for roofing

The Hardware Journal looks at Roofing Products  and finds out that strong 
growth is forecast for 2019 and beyond. 

With planning permissions granted for new dwellings at 29,243 units in 2018, up 41% on 2017, and the highest since the crash of 
2008, we can look forward to strong growth for roofing products in 2019 and beyond. So good news with both multi-development 
houses and one-off houses showing clear growth, which is particularly important for the roofing business. (See table below). 

 

The planning permissions statistics also show that most regions of Ireland are showing significant growth in overall floor area 
planned in new dwellings, which is up 31% overall. The only region experiencing a decrease is the Border region, where Donegal 
and Leitrim are the only two counties showing a decrease on 2017 figures. (See table below).

 

Roofing materials for housing in Ireland is dominated by concrete tiles in urban areas and fibre cement and natural slates in rural 
areas. With concrete tiles primarily sold directly by the producers to developers and builders, Builders’ Merchants can be confident 
that they will get their share of the roofing market with fibre cement slates and, to a lesser extent, natural slates. 

2018 2016 2017 2018 % Change
Multi-Development Houses

No. of Permissions  439 501 624 +24.6%

No. of Units 8,251 10,215 14,538 +42.3%

Floor Area (‘000M2) 1,112 1,357 1,873 +38%

Average Floor Area M2 135 133 129 -3.1%

One-Off Houses

No. of Permissions 4,230 5,225 5,481 +4.9%

No. of Units 4,230 5,225 5,481 +4.9%

Floor Area (‘000M2) 1,018 1,254 1,301 +3.7%

Average Floor Area M2 241 240 237 -1.1%

Apartments

No. of Permissions 425 510 694 +36.1%

No. of Units 3,894 5,336 9,224 +72.9%

Floor Area (‘000M2) 352 458 802 +75.1

Average Floor Area M2 90 86 87 -1.1%

TABLE 1: ANALYSIS OF DWELLINGS Source: CSO

TABLE 2: DWELLINGS BY REGION (FLOOR AREA PLANNED ‘000M2) Source: CSO

Region ‘000m2 2017 2018 +-%
Dublin 848 1,120 32%

Border 281 231 -18%

Mid East 657 844 28%

Midlands 168 227 35%

Mid West 196 278 42%

South East 292 343 17%

South West 456 769 69%

West 282 360 28%

Total Dwellings 3,180 4,172 31%
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Exciting times for tegral’s 
Cedral product range

As summer looms and flowers bloom, people are really 
starting to think about their gardens and home DIY 
projects! Tegral’s Cedral facade range has had great 
exposure recently as they featured on the RTÉ Home of 
the Year and were the selected façade material on the 
Show House at this year’s Ideal Home Show in the RDS 
Simmonscourt (above).
Little Island Lodge aired on RTÉ on April 2nd where owner 
and builder, Mark Feely, used Cedral on the façade of the 
house. Claire Kelly, Marketing Manager at Tegral said “We 
worked really closely with Mark at the time of his build as 
he wanted to curve the material and was the first in Ireland 
to do so, and what a stunning finish he achieved”. “We 
were thrilled when Mark shared the news that his home 
had been selected for the 2019 RTÉ Home of the Year 
show”. This unique Offaly home also has Tegral’s Rivendale 
slates on the roof. 
Following on from this, the Ideal Homes exhibition Show 
House designer, Rebecca Roe, chose Cedral for the façade 
of the house, which attracted thousands of visitors over its 
three days. 
Claire said “It has been such a busy and exciting few 
weeks for us with so much interest in the Cedral product 
range. Everyone who sees it loves it and these were two 

wonderful opportunities to really showcase what can be 
achieved with our facades”. 

For more on Tegral’s Cedral façade range, visit
www.tegral.com 
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Rainwater
systems

Roof tiles, slates, 
ventilation & 
accessories

AG Roofing & Insulation Ltd.
J.F. Kennedy Rd, JFK Ind Est, Bluebell, Dublin 12. D12 KR94
t. 01 485 3634   e. sale@agroofingandinsulation.ie
www.agroofingandinsulation.ie

Your One-Stop-Shop for  
Roofing, Insulation &  
Associated Building Materials
our product offering includes:

Airtight  
membranes,

tapes & sealants

Thermal  
& acoustic  
insulation

Breathable  
roof & wall  
membranes

Rainscreen  
slabs & rainscreen 

fire stops

Thermal & fire  
rated cavity  

closers

Party wall cavity
stop socks

Expert  
technical
support

NATIONWIDE DELIVERY

Ag have it all
under one roof

AG Roofing & Insulation are a specialist roofing, insulation 
and associated building product supplier that offers the 
building industry vast product choice combined with 
unrivalled technical expertise. Their expert technical support 
team; Alan Glennon and Dermot Kearns have over 50 years’ 
industry experience combined, and can provide bespoke 
good, better and best practical solutions for your projects. 
AG specialise in providing system solutions for pitch roofs, 
flat roofs, external walls, internal walls (acoustic solutions) 
intermediate floors and ground floors ensuring customers 
are in compliance with current building regulations and more 
importantly get the best value for money and sustainable 
solutions. Alan and Dermot have built a strong reputation 
based on reliability and their ability to provide on the spot 
technical support for projects ranging from; building that 

new extension to building new homes, apartments, schools, 
nursing homes and much more besides. AG Roofing & 
Insulation also provide rain water systems and fire stopping 
products creating a one-stop-shop under one roof. Based at 
John. F. Kennedy, Industrial Estate, Dublin 12, (D12KR94) 
they are close to the M50 allowing easy access to their stores 
where you will find a vast array of
building solutions and a
competent sales and support
team. They also provide a
nationwide delivery service
and site support.

For more information visit 
www.agroofingandinsulation.ie, 
call 01 485 3634 or email 
sales@agroofingandinsulation.ie.
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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

73
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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
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advertising sizes:
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To advertise in The Hardware 
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Bryan Beasley at 
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bryanbeasley@ifpmedia.com
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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

Classified Ads



hAI Member Offer
Register your business now 
for €100 per year 

Registration includes: 

 Unlimited job postings
 Dashboard access to monitor and filter 

applications
 Access to a growing pool of candidates who 

you can contact directly
 Added publicity through HAI’s social media.

Advertise your job vacancy
with hardware Jobs

Hardware Jobs (www.hardwarejobs.ie) is HAI’s hardware

industry-specific job board website, which gives hardware

retailers, merchants and suppliers the platform they need to

reach out to ideal candidates for their roles.

why advertise with hardware Jobs?
 No more going through generic recruitment agencies
 Targets those interested in entering or upskilling through the hardware industry
 Find candidates for highly specific job openings
 Weekly promotion of vacant jobs through HAI’s social media activity

To find out more and to avail of our member-exclusive offer please contact
Aoife Kinsella at aoife@hardwareassociation.ie or call 01 2980969.
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