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message
from the CEO

As the evenings draw in and we 
are in the crucial countdown to 

Christmas, we are looking forward 
to hopefully a busy season and 2020 

approaching fast.
Soundings from the marketplace are mixed 

- while consumer sentiment is dented, the Q3 
figures for the Business Index show a growth in the 

market of 4% and at an anecdotal level most members 
spoken to are quietly confident about the next few months.

While Brexit has been kicked down the road for another little 
while, business is simply getting on with it. 

In our pre-budget submission, along with other like-minded member 
associations we put together a suite of suggestions to mitigate its 
possible impact. 
To date in the recent budget the only proposal taken up by the Dept 
of Finance was that of extending the Help to Buy Incentive Scheme. 
Still, the other proposals on retrofitting, lowering VAT and stimulating 
the housing sector are not timebound and can still be implemented 
in a few months. 
Last month we met our colleagues in BMF and BHETA and as an 
organisation we are looking at taking an active role in the sector on a 
European level.
We have a really enlightening calendar of events for 2020. I hope 
that all members attend what will be an extremely interesting series 
of regional conferences next year beginning with Citywest Dublin on 
February 25th Limerick on April 28th and finally Sligo on September 
23rd. We have a great line up of speakers on compelling and relevant 
topics. We are scheduling plenary and break-out sessions with 
member networking opportunities. Save the dates.
The ability to interpret trends in the marketplace, to change and 
remain agile is a key success factor in any business. In the field 
at the moment is a survey of 1000 consumers. We have engaged 
Core Research to delve into their purchasing habits and motivations 
on home improvement. I am really looking forward to the results 
which we will share when ready. It will partly complement a study 
undertaken in 2018.
We also have a project underway to assess the size of the sector - 
we are using source data from the CRO to get a reliable and detailed 
picture of the scale of the sector and its contribution to the public purse 
and employment. Spoiler alert, it may be a lot bigger than you think!
Investing in people through training is also a key success factor. 
It is good to see so many members looking at upskilling as an 
investment. I am delighted to say that this autumn’s training 
programme in the HAI offices was the best attended in years. 

Having 
squeezed into 
a few sessions 
the calibre of tutors is 
exceptional, and there is 
a high level of networking 
amongst attendees, learning 
from real life experiences. 
The spring 2020 schedule is on 
page 39, book early. We have taken 
members` feedback on board and we will 
be introducing employee wellness training in 
2020.
Recruitment of staff is a key challenge for all 
at present. On page 30 Aoife Kinsella outlines the 
benefits of Hardware Jobs - www.hardwarejobs.ie, the 
only dedicated site for the industry. 
I am delighted to confirm the establishment of the member 
services subcommittee. The subcommittee will advise the HAI 
executive team on policies and future plans and guide how HAI can 
best serve our growing membership. Subcommittee members are 
drawn from all sectors rural and urban, large and small - see article 
on page 37.
We have a focus on hand and power tools in this edition as well as 
ironmongery, security and fasteners & fittings.
CPL Fuels and Rooney’s Homevalue are profiled. Having worked 
with Rooney’s in a previous role, I can attest to their business 
acumen and customer focus and they are the nicest team of people 
you could meet.
On page 41 we welcome an article from Andrea Carroll in SEAI 
detailing their training workshops for driving out energy costs. Also, 
Susannah Hewson shares some tips on improving your customer 
experience and Ian Lawlor gives his opinion on a solution to the 
housing problem.
As award season is upon us, HAI would like to congratulate the 
hosts, participants and winners. Acknowledging excellence in 
achievement is a positive factor in promoting the industry. 
In conclusion I would like to take this opportunity to wish each of you 
a successful winter and Christmas Trading period and to thank you 
for your support throughout 2019.

Martin Markey
Chief Executive Officer - HAI
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192 member branches are included in the HAI Business Index. 
Member firms showed an average 4% increase year on year for Q3. 
The year on year rise for Q3 peaks among urban member groups.
The monthly moving average for Q1 is 102%, and the Q3 monthly 
moving average is largely consistent across member groups.
22% of member firms offer agricultural supplies (all located outside 
Dublin) - rising to 51% of rural members. Agricultural supplies 
accounted for 20% of Q.3 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.. 
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:

urban/rural split

broken down by month

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 3 2019 
rEsUlts

Source: B&A 2015. Data collection from 149 HAI Member branches
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Glennon Brothers have won the ‘Softwood Trader of the Year’ 
Award in London, the Timber Trade Journal’s (TTJ) most coveted 
award. The TTJ Awards are widely seen as the most prestigious 
in the timber sector.
The 23rd TTJ Awards took place at Hilton Bankside Hotel, 
London and were open to companies across the UK and Ireland, 
to vote for their choice of ‘Best in Class’ timber supplier. 
Glennon Brothers is the first ever home grown timber supplier 
to win the award.
Glennon Brothers were also one of only three finalists selected 
for the ‘Smart Manufacturing’ Award. The £14 million biomass 
Combined Heat & Power (CHP) plant, was recognised as an 
investment project that has led to a significant improvement in 
production efficiency. Completed in 2018 in the Troon facility 
in Scotland, the plant produces 2.5MW of electrical power, 
sufficient to supply the entire site, with surplus energy being 
transferred to the UK national grid. 
Mike Glennon, joint Managing Director of Glennon Brothers 
said; “We are absolutely thrilled to win the prestigious 
Softwood Trader of the Year Award, particularly in such a highly 
competitive market. I’d like to sincerely thank our customers 
for voting for Glennon Brothers, and for their continued support 
and faith in us. Over 500 families in the UK and Ireland, depend 
on Glennon Brothers for their livelihood. On their behalf, I would 

like to say a big thank you for your business.”
Pat Glennon, joint Managing Director of Glennon Brothers said; 
“This win is recognition of the hard work and effort put in by 
the people working in Glennon Brothers. We are very fortunate 
to have such a great team. Thanks to everyone in the business, 
who strive to deliver high quality products and excellent 
customer service from forest to front door.”

Barleystone Paving, part of the O’Reilly Group based in 
Co. Cavan, are proud to announce the release of their new 
fundraising initiative in conjunction with The Jack & Jill 
Children’s Foundation. They have launched a new Guaranteed 
Irish Play Sand Bag, which will raise much needed funds for 
the foundation this summer. 
The Play Sand Bags will be available through Barleystone 
Paving stockists and merchants throughout the country. 
It is a clean and safe children’s play sand available in a colourful 
20kg bag perfect for children’s sand pits and will provide hours 
of fun. Chris O’Reilly, Sales Manager at Barleystone developed 
the product from initial product development – right through 
to stocking the product throughout the country. Chris said 
“Barleystone / Jack & Jill Play Sand Bags are now available 
nationwide and are an amazing way for consumers to make a 

donation towards the care of sick children and their families, 
whilst providing a fun product for children”. 
“The play sand is produced in our factory in Co. Cavan and has 
been designed, manufactured and bagged in our own facility. 
We are very proud to say this Play Sand is Guaranteed Irish” 
added Chris. 
Barleystone Paving will donate 50% of the manufacturer`s 
profits of each Play Sand Bag sold to their merchants 
throughout the country directly to The Jack & Jill Children’s 
Foundation. Aoife Gavin, Marketing Manager of O’Reilly Group 
added “We are absolutely delighted to be supporting the Jack 
& Jill Children’s Foundation this year. The funds raised by 
our donations from the sale of 
the Play Sand Bag initiative will 
provide much needed nursing 
and respite support for sick 
children and their families. The 
thought that every ¤16 raised 
equates to ONE HOUR of 
home nursing care for a 
Jack & Jill child is what 
attracted us this year to 
this amazing charity. 
That’s how we came to 
the slogan on this year`s 
bag – every child at play 
will help another family 
live better each day. 

glENNON BrOthErs WiN ‘sOftWOOD 
trADEr Of thE yEAr’ AWArD

BArlEystONE 
lAUNCh NEW 
JACk & Jill 
fOUNDAtiON 
iNitiAtiVE

Pictured at the awards representing Glennon Brothers from left to right: 
Gary Neville, Gary Sowerby, Paul Treacy, Pat Glennon, Scott Shiells, Zoe 
Lyons (Guest Speaker), Mike Glennon, Damien Cross and Tom Eagling. 
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Telfords Portlaoise is the national Builders Merchant of the Year 
for 2019. It has won both the National and Leinster awards in 
the Octabuild Builders Merchant Excellence Awards 2019. 

The Octabuild Builders Merchant Excellence Awards 2019 were 
presented on Thursday 7th November at a gala event in the 
Aviva Stadium in Dublin. The 250+ guests included shortlisted 
merchants and representatives of the builders merchant 
trade throughout the country. The event was hosted by the 
eight Octabuild members, Dulux, Glennon Brothers, Gyproc, 
Instantor, Irish Cement, Kingspan Insulation, Tegral Building 
Products and Wavin.

This is the third occasion that Telfords has been the national 
winner since these prestigious awards were first presented in 
1986. It won the national award in 2001 and again in 2007.
Telfords was established in Portlaoise in 1990 but the Telford 
business dates back to 1890 when its first store opened in 
Mountrath.

According to the independent judging panel Telfords Portlaoise 
is an incredibly impressive and commercial store. It is very 
professionally managed using live trading and margin mix data. 
The store is very innovative and not afraid to embrace change. 
The employee share scheme is highly innovative and the 
intense focus on health and safety standards is market leading. 
Overall the judges were really impressed with the store, its 
systems, customer service initiatives, strong health and safety 
ethos, promotions and community involvement, all led by an 
incredibly impressive and professional team. In addition to 
Telfords Portlaoise, the other award winners are:

Award winners list: 
Connacht/Ulster Regional Award: Ganly’s Athlone

Munster Regional Award: Cork Builders Providers, Togher

Excellence in Business Management: Chadwicks, Naas

Excellence in Customer Service: Grahams of Monaghan

Excellence in Sales & Marketing: Ganly’s Athlone

Excellence in Community Outreach: Wallace’s Homevalue, 
Wellingtonbridge

Excellence in Sustainable Business: Ganly’s Longford

Rising Star Award: Ross Fagan, Chadwicks Lucan

Octabuild Supporting Irish Award, sponsored by 
Guaranteed Irish: Cork Builders Providers, Togher

Lifetime Achievement Award: Jerry Maher, DPL Group Ltd

The Octabuild Awards, which have been acknowledging 
the best in the Builders Merchant trade for 35 years, were 
revamped for 2019 with a renewed focus on excellence. This 
is to better reflect the modern builders merchant sector in 
terms of business management, customer service, sales and 
marketing, innovation, leadership, diversity, partnership and 
communication. 

Commenting on the quality of the entries, Chair of the 
independent Judging Panel, Liam O’Gorman, said: “It is 
clear that the industry in which today’s builders merchants 
operate has evolved hugely and that merchants have 
led the way in embracing this changed landscape. More 
sophisticated business systems, an enhanced skill base and a 
keen focus on the environment, health & safety and assistance 
for the local community feature strongly across the country and 
is highly commendable.”

Octabuild Chairman, Mark Filgate said: “It’s important 
for Octabuild that the Awards highlight to the building 
and construction industry the excellence of Irish builders 
merchants.  We are delighted with the enthusiastic response to 
the new style awards this year where merchants from all over 
the country have put themselves and their teams forward to 
showcase what’s excellent in the industry.”

tElfOrDs POrtlAOisE
WiNs NAtiONAl titlE

Winner of Leinster & National Awards 
Liam McEvoy, Telfords Portlaoise, and Mark Filgate, Chairman Octabuild.
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Lifetime Achievement Award 
L-R Octabuild Board member, Michael O’Donohoe 
(Wavin) with Jerry Maher, DPL Group Ltd and Mark 
Filgate, Chairman Octabuild (Delux Paints Ireland).

Excellence in Sales & Marketing winner 
Michael Ganly, Ganly’s Athlone with Mark 
Filgate, Chairman Octabuild.

Rising Stars finalists 
Rising Stars with Mark Filgate, Chairman 
Octabuild (front centre) L-R William Hanlon, 
Murdock Builders Merchants, Kilbarrack; Tommy 
Nolan, Topline Clearys Hardware, Carrick-
on-Suir; Joe Geraghty, Joyce’s Hardware & 
Home, Headford; Damian Barnwall, Chadwicks, 
Navan; Patrick Burke, Joyce’s Hardware & 
Home, Headford; Brendan Cassidy, Heiton 
Buckley, Castlebar; Padraig Daniels, Morris 
Builders Providers, Waterford; Senan 
Duignan, TJ O’Mahony, Ballymount; Brian 
McPartland, McMahon’s Builders Providers, 
Limerick; Ciara Roche, Wallace’s Homevalue, 
Wellingtonbridge; Fergus O’Neill, Cork 
Builders Providers, Togher; Ross Fagan, 
Chadwicks, Lucan (WINNER); and Cormac 
Wickenden, Brooks Timber and Building 
Supplies, Galway.

Connacht & Ulster Regional Award 
winner 
Michael Ganly, Ganly’s Athlone with Mark 
Filgate, Chairman Octabuild.

Excellence in Business Management 
winner 
Mick Monahan, Chadwicks Naas with Mark 
Filgate, Chairman Octabuild.

Excellence in Sustainable Business 
winner  
Brian Ganly, Ganly’s Longford with Mark Filgate, 
Chairman Octabuild.

Excellence in Customer Service winner 
Heather Fitzpatrick, Grahams of Monaghan 
with Mark Filgate, Chairman Octabuild.

Excellence in Community Outreach 
winner 
Joe Wallace, Wallace’s Homevalue, Wellingtonbridge 
with Mark Filgate, Chairman Octabuild.

Rising Star winner 
Winner Ross Fagan, Chadwicks, Lucan (centre) 
with Mark Filgate, Chairman Octabuild (left) and 
Patrick Atkinson, CEO, Chadwicks Group.

Munster Regional Award winner 
Dan Twomey, Cork Builders Providers with Mark 
Filgate, Chairman Octabuild.

Octabuild Supporting Irish Award, 
sponsored by Guaranteed Irish 
Bríd O’Connell, CEO Guaranteed Irish, Dan 
Twomey, Cork Builders Providers and Mark 
Filgate, Chairman Octabuild.
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The backbone to drylining just got stronger as Gyproc announces 
several improvements to its Gypframe product range.
Gyproc continually looks to innovate, bringing improved 
performance and installation to all of their  products and systems. 
Their new generation of Gypframe ‘C’ Studs and tracks, launched 
in 2018, represent the next stage in their evolution, making the 
backbone to drylining stronger.
A large part of the Gypframe product range has already been 
upgraded, with the following products recently changing over to 
this new generation of Gypframe:

What’s changed?
The stud leg length has been increased by 5mm to give a bigger 
target for board fixing, making installation on-site easier. For 
added rigidity, especially on the legs, the corners have been 
embossed - this reduces the effect of twisting and moving 
as the board is fixed in place, making installation quicker and 
easier, whilst also providing a stronger wall with significantly less 
deflection.
The dimensional changes and increased rigidity also help the 

stud engage firmly in 
the track – it ‘snaps’ 
into place and stays 
there.
The new metal 
is completely 
compatible with all 
existing Gypframe 
products and also has 
prominent branding for rapid identification on-site and in-store.
As with all Gyproc products, resellers and installers can 
access expert technical guidance about Gypframe through the 
company’s experienced technical team and readily available 
product literature. Gyproc can support customers either on-site, 
via telephone or through its range of online tools and resources. 
The company also offers a diverse range of free and paid-for 
training courses in various drylining disciplines to help resellers 
up-skill their staff teams.
Gyproc has over 80 years of experience in developing products in 
the interior lining sector and is continually developing its range to 
provide market-leading performance. For more information about 
Gypframe products please visit: www.gyproc.ie 

Grafton Merchanting ROI have announced it is rebranding to 
Chadwicks Group as part of a ¤5m investment programme in the 
business. 
This investment over the next three years includes a nationwide 
rebrand, in-branch refurbishments and a technology upgrade to 
enhance the overall customer experience. All Heiton Buckley 
branches will move to the Chadwicks brand. Refurbishment and 
rebrand activity is expected to be completed by March 2020.
Destination brands where there is a unique area of speciality 
within the Chadwicks Group will retain their current brand name. 
These include: 
 

white goods

south of Ireland

As part of the overall investment, Chadwicks Group is investing 
in its technology systems to improve overall customer 
experience and create a more seamless user experience to make 
life easier for its customers. The first step in this overhaul is the 

migration of all financial and product administration information 
for customers to a centralised ERP system, meaning customers 
will have access to their credit from any of its 50 locations 
nationwide. This change in process will allow customers to 
shop in any of the 50 Chadwicks Group branches at any time 
and receive one centralised statement every month, providing 
consistency in pricing and an easier administration process.   
Chadwicks Group is also investing in its branches across the 
country as part of an ongoing refurbishment programme. The 
new-look Chadwicks Group branches will house the latest 
styles and top brands on the market. New shelving, flooring, 
signage, counters and layout have all been installed, allowing 
customers to have a more hands-on experience with products.  
The renovations roll-out commenced in summer 2018 and will 
be completed by March 2020. To date, seven branches have 
undergone a refurbishment and eight more branches are planned 
to be revamped by the end of 2019. 
Speaking on the announcement, Patrick Atkinson, CEO of 
Chadwicks Group, said: “The launch of the Chadwicks Group 
in Ireland marks a significant day in our company history. This 
significant investment in our brand and technology over the next 
three years will provide our customers with a new and enhanced 
user experience across all 50 Chadwicks Group branches.”

DryliNiNg JUst gOt strONgEr

grAftON 
MErChANtiNg 
rOi rEBrANDs tO 
ChADWiCks grOUP



Go beyond your expectations with SMARTPLY ULTIMA.  

To find out how we are setting new standards in timber panel engineering, 
go to www.mdfosb.com/ultima

SMARTPLY ULTIMA is a high-performance OSB4 panel 
designed for the most demanding structural applications 
within construction. Possibilities are now even greater, with an 
engineered panel that offers enhanced moisture resistance and 
increased strength when compared to other typical structural 
panel solutions.

Manufactured using state-of-the-art technology, it is free from 
added formaldehyde. From a reliable resource of sustainable 
timber, it offers the ultimate sustainability credentials compared 
to alternative specifications. When you need a high performance, 
sustainable structural panel solution – do the right thing with 
SMARTPLY ULTIMA.

Let’s do the right thing!



12

News & Products

November/December 2019

The Signature Collection by Dulux has been carefully designed to make it easier 
for consumers to select beautiful colour combinations, creating a refined designer 
led colour scheme throughout the home. The collection brings together years of 
professional colour expertise and design know-how in a collaboration with architect and 
interior designer Denise O’Connor. 
The collection features neutrals in families of trios, with each sibling related to the other. 
For a contemporary yet moody effect, encourage your customer to opt for Signature’s 
dark neutrals including Denise’s favourites Typography, Night Series and Fine Line. 
Deceptive in its name, white can easily fool the eye, so Denise has simplified white by 
featuring three classics. A contemporary white, Urban White features cool undertones, 
while Easel White is a warm white with naturally warm undertones, ideal for use 
alongside a warm neutral. The versatile Signature White serves as a classically diverse 
white which clearly sits between the two.
Your customer can make a statement by choosing one of Signature’s twelve fun and 
vibrant accent colours designed to help them make an impact such as Okra, Russian 
Doll and Serendipity.
The customer simply picks a colour, then a finish whether it be for walls, doors or 
windows. Those looking for a hardwearing long-lasting finish can choose Diamond Matt 
or Diamond Eggshell finishes for their longevity. 
www.dulux.ie/en/articles/signature-collection

thE sigNAtUrE 
COllECtiON By 
DUlUX

Heat Merchants was named Overall Plumbers’ Merchant of the 
Year at Ireland’s Plumbing & Heating Awards during a recent 
ceremony in Dublin.
The judges said “Despite their size Heat Merchants is still able 
to deliver a very personal and professional service, making sure 
the customer is always satisfied”.
Heat Merchants, the Irish owned company with 32 branches 
nationwide, has been supplying the heating and plumbing trade 
for over 40 years and in recent years has expanded its offering 
to provide a range of technical design services including design 
and specification of heating and plumbing systems, ancillary 
certification, commissioning, after sales services and technical 
support. Heat Merchants also offer training across their range 
including the installation of their range of air to water heat 
pumps by Panasonic.
Alan Hogan, Managing Director of Heat Merchants Group, 
commented “We are delighted to have received this award 
for the second time in a row and I want to congratulate my 
colleagues on this exceptional achievement and thank all our 
customers, suppliers and friends for their support and loyalty”.

hEAt MErChANts sElECtED As 
PlUMBErs` MErChANt Of thE yEAr

Ray McClay, Worcester presenting the award for Overall Merchant of 
the Year to Alan Hogan, MD of Heat Merchants Group.



For speed of installation and a precision finish, 
choose SMARTPLY PATTRESS PLUS.  

To find out how we are setting new standards in timber panel engineering, 
go to www.mdfosb.com/pattress-plus

SMARTPLY PATTRESS PLUS is a pre-cut, pre-rebated OSB3 board for 
use in ‘C’ shaped metal studs in the construction of partitions where 
secure anchorage for fixtures and fittings is required. A range of sizes 
is available to suit both 400mm and 600mm stud centres.

These ready prepared modular panels greatly speed up installation 
time as no cutting is required on site, meaning less dust, less noise 
and a reduced need for dangerous power tools.

SMARTPLY PATTRESS PLUS is produced with zero added 
formaldehyde and using fully certified timber from our own 
forests, this combined with its speed and ease of use, makes it the 
perfect alternative for plywood for use in pattressing – do the 
right thing with PATTRESS PLUS.

Let’s do the right thing!
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The second United In Excellence 
Awards, recently held in the Five-
Star Heritage Hotel in Killenard, Co. 
Laois, honoured several hardware and 
builder merchant stores from across 
the country for achieving exceptional 
standards in DIY, hardware and 
merchanting retailing.   
The awards ceremony was hosted by United Hardware, 
who operate and supply the Homevalue retail brand on 
behalf of its members who together have over 150 stores 
across Ireland catering to a diverse base of trade and DIY 
customers.

Over 25 awards were handed out across various categories 
such as best paint store, excellence in customer service, best 
light hardware & DIY, best merchanting and best regional 
store, as well as regional awards in each category. 

As part of the nomination process, every member store 
across the network had to comply with a store standards 
audit process, to ensure that the highest possible standards 
were upheld throughout. This involved an assessment by 
United Hardware’s Store Operations Division, which also 
included two independent mystery shopper audits by their 
external partners.  

Patrick Cassidy, Group CEO, United Hardware said, “The 
United In Excellence Awards recognise and celebrate best in 
class offerings, standards and customer service across the 
industry. 

Our winning members have significantly raised the bar when 
it comes to excellence in retailing and merchanting and 
have proven that they are the very best hardware stores in 
Ireland.”
Rooney’s Homevalue in Kells won the highly coveted title 
of United In Excellence Store Of The Year 2019, surpassing 
competition from over 150 member stores across the 
country.

Television and radio presenter Hector Ó hEochagáin 
presented the awards ceremony along with live dance 
performances, making it a night of great entertainment for 
all involved. The event was sponsored by Crown Paints, CPL 
Fuels, Irish Cement, Xtratherm and Glennon Brothers.  

On the night ¤5,500 was also raised for United Hardware’s 
chosen charity, the Capuchin Day Centre for Homeless 
People.

fiVE-stAr 
stOrEs At 
thE UNitED iN 
EXCEllENCE 
AWArDs
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Store Of The Year 2019 
Pictured: Paul Candon & Patrick Cassidy from United Hardware, Brendan, Anne-Marie & Cathleen 
Rooney from Rooney’s Homevalue, Clarke Blair from Crown Paints and Hector Ó hEochagáin. 

Best Regional Store In Munster
Pictured: Hector, Paul Flynn from Flynn’s Homevalue and Ray Molyneaux 
from Irish Cement.

Best Regional Store In Ulster  
Pictured: Hector, Martin McGowan & Lee Whittington from Donegal Town 
Hardware Homevalue and Ray Molyneaux from Irish Cement.

Raising ¤5,500 For The Capuchin Day 
Centre For Homeless People 
Pictured: Brother Kevin from The Capuchin Day Centre 
& Patrick Cassidy from United Hardware. 

Best Regional Store In Leinster 
Pictured: Hector, Anne-Marie, Brendan & Cathleen Rooney from Rooney’s 
Homevalue and Ray Molyneaux from Irish Cement.

Best Regional Store In Connacht 
Pictured: Hector, Nicholas & Ailish O’ Connor from Nicolas O’ Conchubhair Teo 
Homevalue and Ray Molyneaux from Irish Cement.
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MEDITE SMARTPLY, well known manufacturer of innovative MDF 
and OSB wood panels, has finally finished its tour of its home 
market of Ireland. 
Part of Coillte, the large local employer embarked on the tour in 
September 2019 when the unmistakable aqua coloured MEDITE 
SMARTPLY van landed in Dublin to start its two-month journey. 
Now, having visited over 40 locations across Ireland, Devin 
Fallon, Technical Sales Manager at the company, reflects on the 
journey: “The tour was intended to enable MEDITE SMARTPLY 
to strengthen relationships with its local customer bases and 
building contractors, to engage with them directly and it was 
extremely well received throughout.
“Our overall impression has been that although our customers are 
aware of the MEDITE SMARTPLY brand, it has been extremely 
valuable to make contact face to face with tradespeople, to be 
able to clearly get to grips with our large range of products and 
how they solve problems for day to day work challenges.”
It’s important to us, now as it has always been, to understand our 
customers’ needs and the issues they face, and to work towards 
proactive solutions with them.”
The tour brought a wide range of industry leading products, many 
newly launched in 2019, to specialist timber distributors and 

builders’ merchants across Ireland. While being served breakfast 
rolls and refreshments, tradespeople had the opportunity of 
chatting to a product expert.
Devin continued: “Engaging face to face meant that we were able 
to ask our customers directly, what challenges do you face every 
day, or what would you like to improve about a particular process? 
“Some notable feedback we got was that many people would like 
to be able to save time while installing site hoarding. We have a 
solution to that! Introducing visitors to SMARTPLY SITEPROTECT, 
they were very impressed to find a strong and durable site 
hoarding panel that comes pre-primed, saving both time and 
money. We were delighted to have provided a practical solution!” 
Attendees also had the opportunity to take part in games and 
competitions for chances to win prizes on the day.
Fostering an ethos of sustainability within the timber industry 
and of positively developing higher quality standards in the Irish 
construction industry, MEDITE SMARPTLY is a sustainable timber 
panel manufacturer, only using timber from responsibly managed 
forests right here in Ireland.

For more on MEDITE SMARTPLY and all products available, 
visit: mdfosb.com 

MEDitE sMArtPly COMPlEtEs irish rOAD triP

triPlE sUCCEss 
fOr grANt With 
lEADiNg CONsUMEr 
BODy WhiCh?
Leading Irish heating technology manufacturer Grant has 
received a Which? Best Buy for its range of Grant Vortex Pro 
Utility oil boilers. This is the third year running that the company 
has received the award making Grant the only oil boiler brand in 
Ireland and the UK to be awarded Which? Best Buy awards in 
2017, 2018 and 2019. The recognition further reinforces Grant’s 
position amongst the world’s best-known home appliance brands.
As a widely recognised endorsement that reflects confidence, 
trust and reliability in products, the Which? Best Buy logo plays 
an important role in the decision-making process for homeowners 
researching new appliances for their home. The results of the 
latest Which? Oil Boiler Survey once again acknowledged the 
excellent build, reliability and performance qualities that have 
become synonymous with Grant boilers. These qualities help 
homeowners achieve maximum home heating efficiencies and in 
turn reduce their fuel bills which makes these models within the 
Vortex range the ideal replacements for older oil-fired boilers.
Grant Founder, Stephen Grant commented, “We are very proud 
to receive this recognition from Which? for the third consecutive 
year. The continued recognition from Which? reinforces the 
excellent standards to which we develop our products and 
reinforces our position at the forefront of the home heating 
industry in both the UK and Ireland.”
Grant has been providing innovative heating technologies to 

homes throughout Ireland for over 40 years and its extensive 
product portfolio, which includes the popular range of Vortex 
condensing oil boilers and the Aerona3 R32 air source heat pump 
range has diversified in recent years. Included now are pre-
plumbed hot water cylinders and modern heat emitters including 
Uflex underfloor heating, the Afinia aluminium radiator range 
and Solo fan convector radiator range. The ranges offer variety 
and versatility to fully meet the needs of both homeowners and 
installers. 
Stephen added, “As a company we are committed to developing 
new and innovative heating solutions for our customers to ensure 
they can benefit from the most efficient and reliable heating 
solutions on the market that deliver real value for money.”

For more details please visit www.grant.eu 

Grant Engineering, Managing Director, Stephen Grant and Director, Niall Fay.
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shiNiNg A light
John Stafford and Sons Ltd. are delighted to announce the 
arrival of COB LED lighting by Hilka to the Irish market. They 
have been proud distributors of the Hilka brand in Ireland for 
over 30 years. Hilka Tools are one of the UK’s most identifiable 
brands when it comes to supplying innovative yet affordable 
tools and hardware to the trade and DIY enthusiast. Stafford`s 
offer a range of different lighting equipment for a variety of 
purposes such as torches, headlamps, inspection lights, pen 
work lights and hazard lights. Most of their lighting contains 
the very latest Chip on Board (COB) technology that emits a 
stronger illumination than conventional LED technology. 
Chip on Board delivers better light distribution offering wide-
area light emitters, which makes it an ideal product for work 
areas. The main difference between COB LED and LED comes 
down to how they are designed. COB LEDs fit more LEDs on 
to a single chip, by doing so it allows a higher intensity of light 
and lower power consumption.
This is evident in the powerful 3W COB 120 lumens Clip light 
with chip on board (COB) technology which is ideal for boating, 
camping, household, car maintenance and workshop use. 
The compact and versatile design with a magnetic back and 
hanging hook is also rubber coated for added protection. 

Stafford`s new 2020 Gardening and Tool catalogue will be 
available soon and you can contact them at 053 9367246 or 
visit www.stafford.ie

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
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WEEE Ireland have published findings that 3.2 million 
lightbulbs were recycled in 2018, despite an estimated 10 
million being sold in Ireland in the same period.  WEEE Ireland 
is calling on Irish consumers to “Have a Lightbulb Moment” 
and recycle their compact fluorescent (CFL) lightbulbs.
Recent research commissioned by WEEE Ireland highlights 
that almost 40% Irish adults still dispose of used lightbulbs 
in their general waste, despite the current era of heightened 
environmental awareness. As part of WEEE Ireland’s Small 
Things Matter campaign, they are reminding householders that 
energy saving lightbulbs, fluorescent tubes and their fittings 
can be recycled, and it is free, easy and local to do!
Commenting on the findings, Leo Donovan, CEO of WEEE 
Ireland said “Many people are making the change to LEDs 
for their home lighting. While Ireland is excellent at recycling 
waste household electrical goods and batteries, it is clear that 
when it comes to what to do with our old lightbulbs, we are 
still in the dark.  Particularly surprising is the number of young 
people who don’t recycle their lightbulbs - over a third of 18-24 
year-olds dispose of them in with their general rubbish, despite 
e-waste recycling being free and easy to do.”
Jim Copeland, Head of Member Relations for Hardware 
Association Ireland says “Batteries are the most commonly-
recycled small electrical item in Ireland, with a collection point 
in almost every shop. We now want people to also associate 
their local hardware or lighting store with recycling their waste 
lightbulbs in the same way.”
Recycling lighting and electrical waste benefits the environment, 
allowing plastics, metals and glass to be recovered for 
further use in manufacturing and ensuring hazardous waste 
is disposed of safely. Waste CFL lightbulbs may contain a 
small amount of mercury vapour or metal dust, making them 
unsuitable for disposal in general household waste.  

Irish householders and small businesses can recycle their 
waste lightbulbs free of charge in a number of convenient 
ways:

and lighting equipment to their wholesaler

centre

Leo Donovan is keen to point out electronic waste is recycled 
here in Ireland too “We are very proud that 100% of waste 
lighting equipment returned is recycled here in Ireland, at our 
WEEElabex Certified partners Irish Lamp Recycling, Athy, Co. 
Kildare.”  
Hardware Stores and Lighting Stores can order free WEEE 
Ireland Lighting, WEEE and Battery recycling boxes by calling 
1890 253 252 or at www.weeeireland.ie

CONsUMErs ENCOUrAgED 
tO hAVE A “lightBUlB 
MOMENt”

Business Management Software
for Merchants and Wholesalers

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

Merchant is affordable, flexible and simple to use

Product & price management
Flexible sales functionality
Purchasing & stock control

Integrated ledger accounting
Trade & consumer e-commerce
Price & availability lookup
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Aphix Software has been named as the Best B2B eCommerce 
Solution at the inaugural eCommerce & Payment Awards ceremony 
which took place recently at the Ballsbridge Hotel in Dublin.   
The award was in recognition of the Aphix cloud-based 
eCommerce platform which is used by companies in the hardware 
and building materials trade including United Hardware, Clondalkin, 
Blackrock and Newtown Builders Providers. 
The judges lavished much praise on Aphix for their innovative 
solution which offers builders providers a complete omnichannel 
solution for selling their products online (using B2B websites and 
trade portals) as well as on global marketplaces such as Amazon, 
Facebook, Instagram and Google all of which fully integrate with 
the Aphix platform. 
The eCommerce and mobile app platform which integrates with 
and is fully certified by SAP B1, Sage & Intact ERPs, has been 
experiencing high growth over the last few years and Aphix is 
currently on track to deliver another record-breaking year for new 
business in Ireland and globally. 
Congratulations rolled in from across the hardware trade with 
United Hardware’s Finance Manager Emmet Walsh commenting 
“On behalf of United Hardware, I want to congratulate Aphix on 

their award win. Aphix provides their enhanced online ordering 
portal to our group members, which integrates seamlessly with 
our ERP system. They’ve delivered on that as promised and in 
partnership with them we have opened up exciting e-commerce 
possibilities for us and our members which are currently being 
deployed.”
Dwayne Holt, General Manager of Clondalkin Builders Providers 
also added “Congratulations to Aphix on their recent award 
win. The team at Aphix have been instrumental in allowing 
our organisation to provide our customers with a practical and 
seamless eCommerce solution for our B2B customers.”
Aphix CEO Graham O’Rourke was delighted with the award and 
added, “This award means so much to the team at Aphix and we 
are delighted to receive it in its first year. 
Adding this award to being chosen last month as one of the 
‘Top 10 eCommerce Solution Providers in the UK for 2019’ is 
amazing for us and it’s proof that we are being recognised as a 
go-to provider of ERP integrated eCommerce solutions not only in 
Ireland but also in the UK.”
 
For more information visit www.aphixsoftware.com 

APhiX sOftWArE sEt tO BUilD ON 
BEst B2B ECOMMErCE AWArD

NOW AS EASY 
TO CHOOSE AS 
IT IS TO USE.

For every repair trust quick setting,  
multi-purpose Jetcem.

Visit sika.ie/distribution for the 
full product range.

p3812_everbuild_jetcem_campaign_hardware_journal _130x180mm_aw.indd   1 15/10/2019   16:40
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The 2019 Expert Hardware Retail Awards were held in the 
Mullingar Park Hotel in early October and the very best stores 
in hardware retail throughout the country were recognised for 
achieving the highest standards and excellence in customer 
service.
 
As part of the awards process, each of the Expert Hardware 
stores were accessed by two independent judges with a strict 
set of criteria which ensures that the highest standards in all 
aspects of hardware retail is continually sustained.

“These awards have facilitated increased levels of best 
practice retail standards across the group since they started 
just four years ago. The cutting edge templates are now an 
integral part of our store management procedures and the very 
detailed reports have been presented back to each store” said 
David Baker, Chairman of the Expert Hardware Group.

There were 15 awards presented on the night across different 
sectors and the three top store awards went to Declan Byrne 
& Sons Carlow, O’Reilly Expert Hardware Wicklow and Kells 
Expert Hardware. Other awards winners were; Kennedy’s 
Ballyconnell, Trim Hardware, O’Gorman’s Carrickmacross, 
McGuire’s Rosslare, Slowey’s Ballyjamesduff, Goulding’s Naas, 
Daly’s Waterville, Hammel’s Kilmuckridge, J & P Ward Ballybay, 
Expert Hardware Rathmines, Maloney’s Shannon and Clarkes 
of Bailieborough.

“We are delighted to reward the very best hardware retailers 
who have shown commitment in meeting and exceeding 
the highest standards. As a group, we always strive to 
innovate and find new platforms to give our loyal customer 
base exceptional standards of service. We are very grateful 
to our valued sponsors and in particular to our main sponsor, 
Fleetwood Paints who all recognise the benefits of showcasing 
best in class retail stores” said Gerry Fallon, CEO Expert 
Hardware Group.

Expert Hardware 2019 AWARDS & WINNERS 

Preferred Supplier Turnover Growth Award
Kennedy’s Expert Hardware, Ballyconnell.
Sponsored by Expert Hardware

Expert Hardware Store with Most Potential Awards (2 awards)
Trim Expert Hardware.
O’Gorman’s Expert Hardware, Carrickmacross.
Sponsored by Expert Hardware

Member Purchasing Commitment with Preferred Suppliers 
Award
McGuire’s Expert Hardware, Rosslare.
Sponsored by ECC Teo

Outstanding Sales Observation Award
Carmel Masterson     
Slowey’s Expert Hardware, Ballyjamesduff.
Sponsored by Reisser

Highly Commended Expert Hardware Internal Branding Award
Goulding’s Expert Hardware, Naas.
Sponsored by Timco

Best Expert Hardware Internal Branding Award
Daly’s Expert Hardware, Waterville.
Sponsored by Arc Building Products

Highly Commended Expert Hardware External Branding Award
Hammel’s Expert Hardware, Kilmuckridge.
Sponsored by John Murphy Castlerea

Best Expert Hardware External Branding Award
J & P Ward Expert Hardware, Ballybay.
Sponsored by Calor Gas

Highly Commended Expert Hardware Small Store Award  
Expert Hardware Rathmines.
Sponsored by Burke Bros 

Highly Commended Expert Hardware Medium Store Award 
Maloney’s Expert Hardware, Shannon.
Sponsored by Contech

Highly Commended Expert Hardware Large Store Award
Clarke’s Of Bailieborough. 
Sponsored by Tucks O’Brien

Best Expert Hardware Small Store Award        
Kells Expert Hardware.
Sponsored by Fleetwood Paints

Best Expert Hardware Medium Store Award 
O’Reilly Expert Hardware, Wicklow.
Sponsored by Fleetwood Paints

Best Expert Hardware Large Store Award
D Byrne & Sons Expert Hardware, Carlow.
Sponsored by Fleetwood Paints

EXPErt hArDWArE r  EtAil 
AWArDs WiNNErs AN NOUNCED
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EXPErt hArDWArE r  EtAil 
AWArDs WiNNErs AN NOUNCED

From Left to Right; Gerry Fallon CEO, Eddie Devine Expert Business 
Development Manager, Brent Pope Expert Brand Ambassador, Lisa Donohoe 
Expert Accounts & Office Administrator

EXPERT HARDWARE HEAD OFFICE

From Left to Right; Paul Byrne Fleetwood Paints, Catriona & Eamon 
McCormack Kells

BEST EXPERT HARDWARE SMALL STORE WINNER
Kells Expert Hardware

From Left to Right; Danny, Declan, Brendan Byrne Carlow & Paul Byrne 
Fleetwood Paints

BEST EXPERT HARDWARE LARGE STORE WINNER
D Byrnes & Sons Carlow

AWARD WINNERS & SPONSORS

Chairman Expert Hardware Group

OPENING CEREMONY
David Baker 

From Left to Right; Barry O’Reilly Wicklow, Paul Byrne Fleetwood Paints

BEST EXPERT HARDWARE MEDIUM STORE WINNER
O’Reilly Expert Hardware Wicklow
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EJ, a fifth generation family-owned company headquartered in 
Michigan, USA, have just recently celebrated the official opening 
of its new production facility in Birr, Co. Offaly. The company has 
operated this world class facility on its two-hectare site in Birr 
since June of last year.
EJ provides a full line of access solutions for the infrastructure 
systems of municipalities, utility companies, airport & port 
authorities, and private industries. In addition to traditional 
materials of grey or ductile cast iron, a continuously expanding 
array of innovative solutions are offered in composites, 
fabricated steel and aluminium.  EJ supplies products world-
wide to infrastructure projects in six continents.
The facility was officially opened by Dr. Norah Patten, a leading 
Irish engineer who is bidding to become Ireland’s first-ever 
astronaut. She is an award-winning STEM advocate and is a 
faculty member at the International Space University.
EJ also announced the launch of their new range of access 
covers, manufactured from lightweight composite materials. 

Speaking at the event, Padraig Freeman, Vice President of EJ 
said “Investing in our Irish facility allows us to serve local and 
European market needs from Birr. It demonstrates not only our 
commitment to Ireland but to our wider European customers. 
We are now exporting high performance composite access 
solutions to several European markets. IDA’s support enabled 
us strengthen our offering and diversify our production facility.” 
EJ can now provide lightweight composite covers, in a range of 
colours to meet the requirements of EN124:2015.

EJ OffiCiAlly OPENs 
its COMPOsitE 
MANUfACtUriNg sitE

L-R Dr. Norah Patten, Scientist-Astronaut Candidate pictured with the 
President of EJ, Tracy Malpass.

High performance composite 
access solutions.

New IDS ELITE. Made in Ireland.

The first fully certified lightweight 
composite access covers for 
Traffic Signals and Street Lighting 
applications. In Ireland composite 
covers are required to conform to
EN 124-5:2015.

ireland.sales@ejco.com
tel 057 91 23100 

ejco.com 

In Budget 2020, Minister for Finance Paschal Donohoe announced 
a ¤6 increase in the price of carbon as a first step towards the 
Government’s commitment to increasing the price of carbon from 
¤20 to ¤80 per tonne by 2030. The increase was applied immediately 
on auto fuels but the increase to home heating oil and solid fuels will 
be delayed until May 2020 - after the winter heating season. The Solid 
Fuel Trade Group (SFTG) whose members account for two thirds of 
the carbon tax paid on solid fuel had called for a derrogation for solid 
fuel or at least a delay in the implementation of any tax increase. 
Roughly one home in eight or 600,000 people in Ireland depend on 
solid fuel as their primary form of home heat. The majority of these 
homes are in rural areas and many are classified as “fuel poor”. 
Higher solid fuel prices lead to the most disadvantaged going cold 
in their homes. St Vincent de Paul estimate that almost half (48%) 
of these homes went without home heating due to affordability 

issues in 2018. 
Increases in carbon tax on solid fuel also have unintended costly 
consequences for the environment and Ireland’s international 
carbon reduction commitments. Higher solid fuel prices lead many 
consumers to source their solid fuel from ‘grey’ markets where 
they purchase more environmentally harmful products, such as sod 
turf and wet wood, increasing particulate emissions and paying no 
carbon tax or VAT.
There is no carbon tax in Northern Ireland and VAT is charged at 5% 
versus 13.5% in the Republic of Ireland. This has led to significant 
price distortions and increasing pressure on wholesale and retail 
businesses. 
SFTG have called on both Revenue and DCCAE to ensure that the 
trade in illicit, untaxed and higher polluting solid fuels is tackled to 
protect both the environment and legitimate solid fuel businesses.

sOliD fUEl CArBON tAX iNCrEAsE DElAyED
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2019 has been a milestone year for the Indoors Brand by B&G. 
The challenge facing all door suppliers to the Irish market 
has been to re-position the interior door as a low-cost, high-
impact centre piece of any room make-over. This year Indoors 
experienced a real change in consumer driven tastes, one that 
is more akin to the interior styling of our continental cousins, 
where the internal door is considered a feature piece in any 
interior design project, a perfect showcase for the latest 
interior colour trends, a concept B&G brought to life at the 
Hardware Show in February. 
This in turn inspired their own point of sale development which 
they are diligently rolling out across their key customer base, 
which begins with colour but doesn’t stop there.
Range improvement, from the introduction of their new door 
styles, their extensive fire door collection, sliding-door systems 
for the space efficient new builds and a great offering of 
hollow-core doors for the price sensitive projects, is vital to the 
continued growth of the brand and their customers’ business.
To support their clients’ growth B&G have revamped their 
showroom where you and your customers can experience the 
latest door styles and see how any project you have in mind 
might be enhanced. Call in today, their showroom doors are 
open for you and your clients.

Based conveniently in their Walkinstown offices, five mins 
from the M50 and the M7.
Both Trade customers and their clients are welcome. For 
opening Hours and more information visit www.bghome.ie

OPEN thE DOOrs tO yOUr iMAgiNAtiON
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Imagine, a business growing so fast, it’s had four premises 
and three expansions since opening in 2012; mushrooming 
from 16,000 sq. ft. to 55,000 sq. ft. in the past three years 
alone! The pace of change and achievement is astonishing 
at Rooney’s Homevalue, Kells.  
For owner Brendan Rooney, a drive for constant 
development is the vital factor. “More than most, we know 
that to be successful we need to continually invest in our 
business if we are to maintain a strong, sustainable growth 
trajectory.”

Going large gets results                                                                              
“Having begun in 2012 as a relatively modest Agri Store, 
we immediately pursued our ambition to improve and 
grow”, explains Brendan. “In 2014, we joined United 
Hardware seeking more competitive pricing and a retail 
brand that would enhance consumer recognition. After just 
a year, on the back of a strong increase in performance, we 
made the brave decision to open a new 2,000 sq. ft. retail 
store, expanding beyond our agri offering.”
Sales were so healthy that the very next year, 2016, 

Rooney’s Homevalue broke ground on a 16,000 sq. ft. 
custom-built facility, with approx. 7,000 sq. ft. of retail 
space.
“It was a watershed moment that pushed the business 
into new areas of opportunity and established us as a 
key supplier to Trade, DIY and Agri customers across the 
region,” Brendan recalls. 
“But no sooner had we settled into our new home, 
than we’d outgrown it. In 2018 we acquired a new site. 
Determined to stay within our local community, we were 
keen to find a premises in or close to the centre of Kells, 
as this would increase customer traffic. We were lucky to 
secure a great location in town, rather than a business park 
on the outskirts.”
“Our latest site is a five-minute drive from our old store, 
making a convenient transition for customers. A town 
location also strengthens awareness; critical, given how 
competitive our market is.”
Over nine months, the premises were renovated to the 
highest industry standards. April 2019 marked the official 
opening of the 55,000 sq. ft superstore, which now also 

Rooney’s Homevalue in Kells, has grown remarkably in just
seven years.  How did they do it? HAI gets the answers from

owner Brendan Rooney.

thinking big, bigger
and even bigger

Store Profile
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stocks electrical goods. To open new customer channels, 
Rooney’s Homevalue partnered with Euronics, Ireland’s 
largest independent electrical retailer. 
Today, Rooney’s Homevalue spans 19,000 sq. ft of retail 
space, along with a two-acre yard and parking for 100 cars. 
Departments include Trade, Workwear, Paint, Homeware 
and Gifts, Electronics, showrooms featuring doors, floors 
and bathrooms, and Agri, encompassing Equestrian and Pet 
Care.
But the Rooneys aren’t finished upscaling yet. “We’re 
developing an additional 3,000 sq. ft of retail space, along 
with a new garden centre and café, due to open in Spring 
2020.”
 
The people behind the success                                                                                                                               
The dynamic driving forces in this story are Brendan 
Rooney, his wife Cathleen, daughter Anne-Marie and Store 
Manager Miceál Reilly. With Miceál, Brendan manages the 
heavy building segment of the business.

“As a builder by trade, I came to the Hardware sector with 
an in-depth knowledge about the needs of the building 
industry. This has been fundamental to the success of the 
merchanting aspect.” 
While Cathleen and Anne-Marie bring significant retail 
management experience to that side of operations.
Together they lead a highly motivated team of 30, some 
of whom have been with Rooney’s Homevalue since the 
outset.  Staff with specialist expertise are dedicated to key 
areas; a real point of difference.  
Continual upskilling keeps knowledge levels current. 
“We’re very passionate about training and development 
and have embraced the new online training portal from 
United Hardware. Practical and comprehensive, The 
Learning Centre is key to ensuring we deliver best-in-class 
retailing standards,” Brendan notes.
Staff also regularly attend supplier and United Hardware 
training days to maintain unrivalled know-how when it 
comes to advising customers and showcasing products.

United we buy, and sell                                                                                                                               
Education is one of many advantages of United Hardware 
membership. However, the Rooneys’ initially joined to 
secure competitive pricing and better supplier terms. 
“We’ve seen first-hand how the buying team in United 
Hardware successfully leverages the collective buying power 
of over 150 independent stores to secure highly competitive 
pricing that allows us to compete aggressively,” says 
Brendan.
But affiliation runs far deeper than buying. United Hardware 
has played a central role in supporting development 
ambitions, most recently the new store fitout. The group’s 
Regional Manager is a reliable source of support, advising on 
improvements that will set Rooney’s Homevalue apart. 
The business also benefits from United Hardware’s major 
investment in its Homevalue brand through multiple 
marketing channels, including advertising, video-on-demand, 
social media, promotions and more.
With United Hardware, store standards audits are routine; 
invaluable for providing the high-level feedback needed to 
attain best-in-class quality and service. Audits also offer 
added incentive to excel. The result: Rooney’s Homevalue 
won United in Excellence Store of The Year 2019.

Not just surviving, thriving      
It’s tough out there, but for Brendan, continual investment 
in the business and its people has always been the 
answer, ensuring resilience in a competitive sector and an 
unpredictable climate.
“Successful retail businesses are those that recognise 
changing trends and demographics and adapt to exploit 
market opportunities. We’ve never been afraid to challenge 
and improve our business. This has been critical to our 
success.” 
The customer experience is a major focus, as store 
standards and service are key points of differentiation. This 
will be a crucial battleground for attracting and retaining 
customers.  
To enhance customer connection and drive sales, 
Rooney’s Homevalue is tapping into the power of social 

Store Profile
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media and online marketing; forging a strong presence 
across Instagram and Facebook, with regular updates on 
promotions, news and products. Having recently launched 
a brand-new website rooneyshomevalue.ie, it is exciting 
times ahead in the online space for the store.  
“We know that more and more of our customers are using 
online tools to research products, pricing and promotions. 
So, we’re determined to make it easier by being active and 
engaging. We must embrace social media and maintain our 
web presence to stay competitive.” 

A positive outlook                                                                                                                  
Brendan Rooney has a confident, yet pragmatic view of the 
years ahead. He believes prospects are good for the retail, 
merchanting and construction sectors despite uncertain 
times.
“The reality is; our industry is extremely competitive and the 
growing presence of international groups in Ireland poses an 

increasing threat to independent retailers. External factors 
such as Brexit will also add extra pressure.” 
But he feels upbeat following the Government 
announcement of a ¤2 billion capital funding programme 
aimed at increasing housebuilding nationwide, including the 
construction of 23,000 social housing units by 2021. 
“So, while challenges will remain, there are opportunities 
for businesses in our sector to grow and flourish over the 
coming years. This is where we will focus our efforts.”

Part of the community
Rooney’s Homevalue takes pride in its role at the heart of 
the community; being convenient and actively involved in 
giving back. The in-town location says it all. Firmly believing 
that businesses have a responsibility to local communities, 
they support schools, sports groups, charities and local 
volunteer groups in the Kells area through many diverse 
initiatives.
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wildfire
the lower smoke alternative 

to smoky coal
Easy to light  Low Ash 

 Better for the environment  than Smoky Coal  

Attractive Flame Lasts longer than Coal  

Ash Typicaly 4% 35kg 20kg Bags

WWW.CPLFUELS.IE Or Contact your local Sales Manager:
National Key Account Manager - Patrick Reynolds - 087-0623626 
Sales Area Manager (West of Ireland)- John Kelly - 087-4585461 

Northern Ireland - David Burgess - 079-89344289 
Munster - Jean Mulcahy - 087-8625250 

 
a4 ad 2.indd   1 28/10/2019   13:14:51



28

In just seven years, CPL Fuels Ireland has made a big impact in 
the Irish solid fuel market by making its products more convenient 
and appealing to merchants and their customers.
Since its inception, CPL has focused on enhancing the prospects 
for more environmentally-friendly and retailer-friendly solid fuel.  
The company entered the Irish solid fuel market in 2012 with 
a simple vision; to promote cleaner fuels and lead the industry 
towards a position where solid fuel had a future. According to 
Managing Director Niall McGuinness, this has been the key to 
their success. 
With over 20 years’ experience in the solid fuel market, Niall 
McGuinness brings the wealth of knowledge necessary to adapt 
and thrive in a fast-changing landscape. “When you see what 
consumers are now demanding of business and legislators 
with regard to a cleaner environment, I believe our vision has 
been correct. And we have been well-placed to respond to this 
change.”
In 2013, when Environment Minister Phil Hogan stated his 
objective to have an all-island ban on the burning of smoky coal, 
CPL announced plans to build a plant at Foynes, Ireland’s second 
largest port on the Shannon Estuary, to support this switch.
The CPL board invested £17 million in an advanced new 
production facility, which opened in 2016. This facility is capable 
of producing 200,000 tonnes per annum, but more importantly, is 

well equipped to meet the on-going demands that will be forced 
on the sector by the requirement for cleaner fuels.
At the same time, CPL has enabled hardware merchants and 
other retailers to continue to see solid fuel as a good income 
stream, by cleaning up the physical product for sale on the shop 
floor.  

Survival and success                                                                                                                 
“The hardware industry is notoriously tough and not immune 
from economic ups and downs,” McGuinness explains. “For 
merchants, every revenue stream is critical to continued 
existence. The recession taught us that lesson and now we have 
the uncertainty of Brexit.”
“At the height of the Celtic Tiger, I saw many hardware merchants 
deciding that solid fuels weren’t something they really wanted 
to be selling. Some products were poorly presented; often with 
water running from bags, which made solid fuel unsuitable for the 
shop floor. Getting delivery staff was also an issue.”  
“When we set up CPL, our key objective was to have solid fuel 
on the shop floor. So we knew cleanliness and convenience were 
vital. Our major investment in Foynes gave us a plant capable of 
having every coal ovoid produced and packed before it ever sees 
the light of day. There is no water in an ovoid bag from CPL!” 
For this reason CPL’s Homefire product range has been well 

turning challenges into 
opportunities in solid fuel

November/December 2019

The Hardware Journal met Niall McGuinness, Managing Director of 
CPL Fuels Ireland, to discuss the changes facing the solid fuel industry 
and learn how meeting the evolving demands of customers and the 

hardware retail sector is driving success. 
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received by the trade and consumers. Its success is all about 
the end consumer walking the shop floor and knowing they can 
pick up fuel as they browse the aisles. 
“Despite Brexit, it would still be fair to say that things have 
picked up in recent years. I don’t see hardware merchants 
turning away from selling solid fuel. Indeed many retailers are 
looking for cleaner, more convenient options which we are 
prepared to offer,” observes McGuinness. 

Meeting demands for cleaner fuel
This year, CPL extended its Homefire range to four ovoids, 
including a new direct replacement for smoky coal to reduce 
emissions. Yet Homefire Wildfire will have all the same, if not 
more, advantages.

 Fast - lighting as quickly as coal 
 Convenient - available in 35kg bags
 Efficient - lasting longer than 40kg of coal 
 Safe – no sparks!

Braced for Brexit
CPL is prepared for Brexit, assures McGuinness. “We have 
a significant presence in Northern Ireland, and all product is 
supplied by us via Foynes, so we are obviously concerned about 
how it will operate post-Brexit. However, plans are in place to 
cover every eventuality.”

Valued assets, people and place                                                                                                                     
CPL’s production facility at Foynes is extensive, spanning two 
and a half acres - capable of holding 10,000 tonnes of in-feed 
material under roof. And because the site sits on 17 acres, the 
company is able to start this season with a massive 30,000 
tonnes of bagged product to meet consumer demand. 
McGuinness is confident. “CPL won’t run out of product!”   
CPL now employs 50 staff at the peak of the season, based 
between head office in Dundalk, the Foynes plant, and those in 
the field looking after the customer base.
“I am delighted that some employees have been with me from 
the very start, including loyal folk who have worked alongside 
me for many years prior to establishing CPL. We’re lucky to 
have great people and a fantastic site,” says McGuinness.

Future proofing                                                                                                                                 
So what is the CPL outlook for the sector, given emerging 
trends and issues?                                                                                                                               

“Firstly, climate change is a problem for everyone on this planet, 
now acknowledged by all (or nearly all). However a more mature 
debate is needed on climate change and the burden needs to be 
genuinely shared,” states McGuinness. 
“As I see it, middle Ireland and the legitimate trade are being 
asked to pay too heavy a penalty and Government are failing in 
their duty to enforce the laws of the land – laws they are making.”
“To put some context on it; after the budget, the tax being 
collected on a bag of smoky or indeed low smoke fuel will be circa 
¤5 per bag.  An average home unable to afford a fill of oil (never 
mind retrofitting their home) will be using three bags per week at 
the height of the winter. So that adds up to ¤15 additional tax to 
be paid weekly. But these households have no other option.  Yet 
how much Carbon Tax is paid by those of us lucky enough to fly 
as often as we like to the winter sun? A reality check is needed!”
With smuggling also an issue, industry is coming together to 
protect the trade. CPL have joined Retailers Against Smuggling 
(RAS), set up in 2009 to represent retailers in the fight against the 
black market in Ireland. They have almost 3,000 retail members 
around the country and 15 corporate sponsors. RAS aims include 
raising awareness and imposing fines as appropriate on the illicit 
trade, as well as pushing for legal reform. RAS also liaise with law 
enforcement.
Social media is one of the biggest changes taking place. CPL are 
taking steps to maximise its potential for business.
“Like cleaner fuels, it’s the future,” McGuinness believes. “CPL 
will be rolling out a social media plan over the coming months 
to reach two key audiences: educating our end users and 
enhancing engagement with trade customers.”

Pink is the new black                                                                                                                         
A proud ‘Pink Partner’, CPL is supporting the Irish Cancer Society 
for the second year running, even creating limited edition pink 
bags of its best-selling Homefire Supertherm Smokeless Coal!  

2020 and beyond                                                                                                                                
CPL has ambitious plans, according to McGuinness. “We have 
a confident outlook, because we will continue to focus on what 
succeeds - innovation and leading the market. Hopefully, in 
doing this, we will bring our customers along on the journey.” 
“To offer consumers greater choice, CPL is adding new 
fuels to our range in the season ahead.  And, as part of 
our customer-focussed approach, we will be undertaking a 
complete re-brand of our Homefire range. So we are excited 
and upbeat about the future.” 

Supplier Profile
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hiring in 2020?
Talk to Hardware Jobs

The first of its kind in the Irish Hardware industry, 
HardwareJobs.ie is HAI’s own job board website and is 
designed to connect hardware industry employers with 
professionals experienced in the sector. Launched in May 2018 
jobseekers have been visiting Hardware Jobs to find the latest 
career opportunities in the hardware/DIY industry, that match 
their skills, experience and enthusiasm for the sector.
Since the website’s launch HAI has been highly active in 
promoting long-term career opportunities in the hardware 
industry to students, school leavers and jobseekers alike, and 
going by feedback from visitors at careers fairs like Ireland Skills 
Live and from career guidance counsellors the interest in the 
sector is higher than ever.
By advertising your job vacancy with Hardware Jobs, whether 
it’s a sales assistant in your retail store or trade counter, a 
department manager or national sales rep, you can reach out 
directly to those jobseekers with the right attitude, skills and 
enthusiasm to excel in the role. 

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

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

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

activity
 Easily accessible dashboard to manage job postings and 

applicants

How does it work?
This is a “self-service” site where:
 Employers upload and edit their jobs through their own 

login
 Candidates upload their CVs and cover letters, and apply for 

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

employer login and contact candidates directly

Calling all Employers
We ask any HAI member retailers, merchants or suppliers 
to provide us with their upcoming and existing job vacancies 
which we can promote through HardwareJobs.ie directly to job 
seekers in the industry. We can accept jobs in any category, 
once they are hardware industry-specific, whether they are:

 Full time
 Part-time
 Temporary
 Internship

In any category including:
 Sales
 Customer Service
 Manufacturing
 Warehousing
 Management
 etc

HAI MEMBER OFFER - Register your business now for just ¤80 for 2020, and get access 
for the rest of 2019 for FREE.

For more information or to start advertising your vacancies with Hardware Jobs visit
www.hardwarejobs.ie or contact Aoife at aoife@hardwareassociation.ie.

Hardware Jobs



Register your business for 
2020 now
€80 (HAI Member)
€100 (Non-Member)

 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.



Aoife Kinsella delivers her third and final feature on the highlights from this 
year’s Global DIY Summit that took place in Dublin in June. 

Global Innovations at
global Diy summit
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Global DIY Summit 

While Day One of the Summit covered Innovation and 
Digitisation, Day Two offered a look at how the Asian market 
is changing the face of retail, and a farewell session looking at 
future trends in the global DIY market.

Challenging Innovation Trends in Asian Retail
The Asian retail market has proven to be a useful window 
into the future for the Western markets, having been an early 
adopter of technologies like QR codes and mobile technology 
which have become a new “normal” in everyday life. 
Stephan Wirtz, Adjunct Professor EM Lyon, Shanghai Campus, 
began the topic by highlighting how the retail landscape in 
China differs from the Western and European retail landscape. 
In China there are still seven million “mom-and-pop stores”, 
which are characterised by small amounts of business volume 
and employment of family members. Despite the changing retail 
landscape and the move to smart-shoppers and online shopping, 
these ‘kiosks’ still dominate the retail landscape outside of the 
big cities in China. 
“Consumers very high expectations have led to a stiffening 
in competition”, explained Wirtz, who then hypothesised that 
“China has reached a ceiling in e-commerce, and for future 
development in e-commerce to take place it will be necessary 
to digitalise these seven million “mom-and-pop” stores.”. 
“This will further merge the physical and digital world.”, Wirtz 
continued. Further to this, mobile e-commerce will continue to 
prevail in China and is likely to gain traction in Europe too.

While Wirtz does not believe that the physical stores will 
die, he pointed out that to succeed these stores must now 
fully integrate the online and offline. With an increasing role 
of digital technology parcel deliveries will be faster, with 
24-hour delivery expected everywhere in China by 2021, 
as well as grocers offering delivery times of 30 minutes. At 
this stage China is a hotbed for innovation and technological 
advancement, with generally relaxed regulations in relation to 
other countries. These relaxed regulations promote innovation 
and experimentation.

UK and Europe DIY Market Update
Beginning the DIY Summit’s farewell session, exploring the 
latest trends in the global DIY market, was Neil Munz-Jones 
from research group mdj2, who declared that “the bar has 
been raised” in the UK and European DIY markets. 
At the 2016 DIY Summit in Stockholm mjd2 predicted that not 
everyone would survive the brewing “perfect storm” in the 
hardware retail market. Since then there has been a decrease 
of growth in the retail sector as well as a move away from DIY 
and increased competition. “The customer is no longer king, 
because the customer is now the master of the universe!”, 
stated Munz-Jones. Innovation is key for retailers to remain 
competitive and combat rising business costs and the shift in 
power to the consumer. 
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Global DIY Summit 

Munz-Jones then presented the categories of winners that 
are succeeding in the market: B2B/B2C catalogue retailers, 
discounters, category specialists and pure players. A similar 
characteristic that can be seen through all these winning forms 
is that they are connecting, evolving and giving customers 
choices.
An example of a successful B2B/B2C retailer that Munz-Jones 
presented was Screwfix, which has grown in the UK by 15% 
each year. Screwfix are clear who their target audience is, 
the pro-sector, and they work towards satisfying this type of 
customer. Munz-Jones presented their unofficial motto as “time 
= money”, as they know their customers are time constrained. 
Screwfix have reacted to their customer’s time constraints by 
making sure that there is a Screwfix within a 10-minute drive in 
most cities. Further to this they offer an online-store with next 
day delivery as well as their 1-minute click and collect service.

Services are now the battleground in retail
Although after-sales services (such as delivery, installation and 
other services) don’t typically provide as profitable margins 
as other channels, they are important in building customer 
loyalty. Munz-Jones explained that customers (particularly in 
the newer generations) are now engaging in the values of a 
brand. It is important that brands connect with their customers 
emotionally and make themselves useful to the customer. 
They must also evolve in both the digital and physical sphere 
and make strategic choices. 
Munz-Jones concluded his presentation by stating that the bar 
in retail has been raised, and keeps rising. It is up to individual 
retailers to see how they will respond, but according to Munz-
Jones the key to success is to concentrate on “[doing] a few 
things brilliantly rather than many things averagely”.

Digital Room: New Trade of Retail
In a striking display of innovation the Russian retail group 
Petrovich (one of the Top 10 retailers in Russia) launched “the 
Digital Room”. This service, consisting of 16 LED screens, 
allows customers to design and renovate their room around 
themselves, offering them an immersive experience around 
the Petrovich brand. This is putting customers back in the 
driving seat and giving the control to them, relating to customer 
centricity which was covered on Day One of the Summit. 
Igor Kolynin, Marketing Director at Petrovich, explained that this 
concept reflects the four reasons customers still visit physical 
stores: to communicate, to enjoy, to inspire and to love. 

Petrovich employees who are present at the Digital Room 
display are told not to push products onto customers. Instead 
they are told to demonstrate value to the customer and let 
them make their own choices, creating a positive shopping 
experience. The Digital Room gives Petrovich access to new 
customers, new ways to show decorative materials and 
increases their claim to be an innovative company.

The Future of Retail and the Changing Face of the 
Customer
Ibrahim Ibrahim from Portland Design presented the final 
session of the 7th Global DIY Summit concerning the future 
of retail. Ibrahim started by stating that the future is no longer 
five, three or two years away but is happening today. This is 
the result of the speed of change and change of expectations. 
He also stated that in business “innovation is not a thing you 
do but is the way you are.”

Participation is the new form of consumption
Ibrahim highlighted the four key trends future brands need to 
pay attention to and take onboard to succeed:

1. Hyper-convenience shopping – research has found that 
63% of global consumers are willing to pay more for 
simpler brands and 71% are willing to skip the store to 
avoid queues.

2. Redefine loyalty – in the future customers won’t buy 
brands but will join them instead. Focus on experiences 
rather than channels of distribution and become a join-
brand rather than a buy-brand.

3. Re-imagine the experience of shopping – It is important to 
build stories, not stores, and the customer should feel like 
the protagonist in these stories.

4. Re-position value – Customers have an increasing thirst for 
knowledge and human contact and stores should provide 
this for them.

Ibrahim summarised his presentation with a quote from 
Douglas Stephens – “the physical store has the potential to be 
the most powerful and effective form of media available to a 
brand because it offers an experience, that if crafted properly, 
cannot be replicated on-line”.

November/December 2019
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2nd Prize - Second place team David Bolger, Tom O`Connor, Tadgh Donohoe 
Tegral, Sponsor, Jim Copeland, Kathleen Lynch and Hugh Taylor, HAIGS.

3rd Prize - Third place team John Phelan, Dolores Colman, Liam Webb,  
Bob Boxwell, Tadgh Donohoe Tegral, Sponsor and Hugh Taylor, HAIGS.

Another very successful social over-night outing was held at 
the lovely Slieve Russell Hotel, Cavan on 15th August, kindly 
sponsored once again by Tegral Building Products. Ten teams 
of four enjoyed a very pleasant day of golf with colleagues and 
friends followed by dinner, prize giving and socialising well into 
the evening. 

The results of the golf committee`s survey on a social over-
seas outing have yielded a very positive response with April / 
May and Spain / Portugal coming out on top for 2020, further 
details will be available shortly.

sOCiAl OUtiNg 
ENJOyED By All!

OVERALL

First place

Tadgh Donohoe  
Neil Parkes 
Brianan Kingham 
Michael Kane 

Second place

David Bolger  
Tom O`Connor 
Kathleen Lynch 
Jim Copeland 

Third Place

John Phelan   
Dolores Colman 
Liam Webb 
Bob Boxwell 

rEsUlts Of gOlf sOCiEty 
tEAM EVENt sliEVE rUssEll rEsUlts

15th August 2019
Sponsors - Tegral Building Products

1st Prize - Winning team members Neil Parkes, Tadgh Donohoe, Brianan 
Kingham and Michael Kane with Hugh Taylor HAIGS Committee Member.

Based on the results of their recent 
survey, The Hardware Association 
Ireland Golf Society will be promoting 
an overseas trip in May 2020. Details 
will be available in the very near future 
and this social and networking trip will 
be available to all members and their 
partners on a first come basis.
Further details from William Dixon at 
086 0708761.
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Golf Society

2nd Prize - Sean Moran, Hardware Association 
Ireland President, receiving his second place prize 
from Robert Massey, Bostik .

3rd Prize - Defending champion Paddy O`Leary 
receiving third place prize from Robert Massey, 
Bostik.

1st Prize Ladies - Brid Gunn accepting her first prize 
from Robert Massey, Bostik.

The Denis Burke Memorial Cup was held at Millicent Golf Club 
on 27th September 2019 and kindly sponsored by Bostik. A great 
turnout again for this annual event with participants receiving a 
great welcome from all at the club and then enjoying a lovely meal 
and fabulous prizes provided by Bostik. 
Members are reminded that the golf society have planned a new 
outing, The Christmas `Get Together` Outing, which will take place 
on Friday 27th December at Seapoint Golf Links, Co Louth, 
www.seapointgolflinks.com, kindly sponsored by Breedon 
Cement. Booking will be available as usual in early December and 
all are very welcome to support this innovative initiative.

thE DENis BUrkE 
MEMOriAl CUP

OVERALL
First place Michael O`Donohoe  38 points handicap 23 
Second place Sean Moran 36 points handicap 16
Third Place Paddy O`Leary 35 points handicap 24

CLASS 1
First place Tim Lodge 33 points  handicap 12
Second place Jim Copeland      32 points handicap 14

CLASS 2
First place Brian Wogan   30 points handicap 19 
Second place Sean Brennan    29 points handicap 17

 

CLASS 3
First place Willie Dixon  29 points handicap 28  
Second place Ray Colman   29 points handicap 22

LADIES   
First place Brid Gunn   
Second place Cathy O`Gorman 

VISITORS
First place Philip Darby  30 points handicap 11   
Second place Tim Burke    28 points  handicap 11

Front 9 Willie Wallace  20 points handicap 20 
Back 9 Bob Boxwell 14 points handicap 17

rEsUlts Of gOlf sOCiEty 
DENis BUrkE MEMOriAl CUP

27th september 2019 - Millicent golf Course
sponsors - Bostik

1st Prize Mens - Winner of The Denis Burke 
Memorial Cup Michael O`Donohoe receiving his 
prize from Jim Copeland, Hardware Association 
Ireland.
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Members 

merchant, supplier or manufacturing business thriving. 

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

 
 

 

 
 

Moving You Forward:
 
 

-   Trade Journal
-   Trade Show and Conference
-   Study Tours
-   E-learning and online training resource
-   Sector specific classroom training
-   Industry specific recruitment solution and job board website
-   Industry specific online retailing advice
-   Hardware retail and builders merchant management development
-   Supplier B2B sales management training
-   Business Index of net retail sales 

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

hardwareassociation.ie

How can HAI Membership help you?

Membership built for you

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

hardwareassociation.ie

SAVE THE DATES 20/20
VISION

FOR THE
FUTURE OF 
HARDWARE

Contact HAI for more information:
info@hardwareassociation.ie
01 298 0969

February 25th - Citywest Hotel, Dublin
April 28th - Castletroy Park Hotel, Limerick

September 23rd - Sligo Park Hotel, Sligo

2020
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Member Services Subcommittee

The subcommittee is constituted by the board of the HAI and 
will advise the executive team on policies and future plans and 
guide how HAI can best serve our growing membership.

In October the Member Services Subcommittee decided to 
concentrate on pillar one of the value proposition - Recruitment 
and Retention of Staff. With this in mind the initial focus of the 
committee will be on Hardware Jobs, Training Programmes, 
a Professional Qualification, HR and Employee Wellness and 
Wellbeing. The subcommittee will hold a progress meeting in 
mid-November.  

Hardware Jobs
Agreed by all that recruiting and retailing staff is a major 
challenge. Hardware Jobs could be used more frequently by 
members to fill vacancies. 

The Business Index
Conversations taking place with those engaged with the 
process as to how to improve the index and to make it more 
meaningful to members. 

Training Programmes
High quality and generally well attended. However, there 
are differences- some are highly sought after - those in 
the digital space for example while those with a less clear 

purpose - are less well attended. HAI to change the nature 
of the testimonials of those who attend - from simply a 
recommendation to a more compelling call to action. Also, HAI 
will look at courses on strategies for staff retention and on 
employee wellness. 

Professional Qualification
Generally agreed that it would lift the sector and make it more 
attractive if there was a form of a professional qualification. 
HAI will explore a number of options. Also, HAI will profile 
people new to the industry in The Hardware Journal from 
January onwards. 

Employee Wellness and Wellbeing
All agreed a very important topic. HAI will make contacts with 
the view of providing articles for The Hardware Journal and 
perhaps a course on the topic. Hardware Association Ireland 
would like to thank these members of the sub committee for 
giving their time and expertise to make HAI truly member led. 
Their help and support is invaluable and we thank them for 
their efforts.

Sub Committee Members are: 
Mark Lohan, Gerry Fallon, Martin Markey, Seamus Reynolds, 
Nicholas O`Connor, Brendan Doyle, Liam Brady, Dermot Kelly, 
Senan Foley. 

Member Services Subcommittee

Mark Lohan

Seamus Reynolds

Dermot Kelly

Senan Foley

Liam Brady Gerry Fallon

Nicholas O’Connor Martin Markey
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If you’re interested in attending any of the above 
courses in future, you can find our Spring 2020 

Training schedule on the next page. 

September saw the launch of our Autumn classroom training
schedule, with workshops and two-day courses for hardware
retailers, builders merchants and suppliers. Here’s what some

of our attendees had to say about their experience, plus a look
at what’s to come in Spring 2020. 

Autumn Training Review 2019

Essential Selling Skills: Advanced Selling Skills B2B

“I found this course very beneficial, especially 
planning and being organised.”
Nigel Manley, Stafford Fuels

SEO for the Hardware Industry

“Great content, very relevant to DIY/Hardware.”
Colm McGuigan, P McDermott & Sons Omagh

Customer Service Excellence

“Brilliant course, very well done. Thoroughly 
enjoyed and learned a lot.”
Kerri Heyward, Topline Quinn’s

Consultative Selling Skills: Suppliers

“Excellent practical course, I have done several 
but this certainly ran better and gave more tools 
to work with the next day.”
Mark Sweeney, Ancofer Ltd

NEW IN 2020
Customer Experience (CX) for Hardware Retailers 
and Builders Merchants - 11th February 2020

HAI has launched a new workshop in 2020 covering 
Customer Experience (CX) for owners and senior 
managers of hardware retailer, builders merchant 
and agri retailer businesses. This one-day workshop 
demonstrates the impact of positive and negative in-
store customer experience, covering everything from 
the initial greeting to the final transaction. By the end 
of this workshop attendees will be equipped with a six-
pillar framework to enable them to establish their own 
CX strategy. 

The instructor, Susannah Hewson, from CXChange.ie, 
uses industry examples, story sharing and interactive 
exercises to reinforce learning.

Costs: HAI Member: ¤210, Non-Member: ¤270

For more information about this workshop please 
contact Aoife at aoife@hardwareassociation.ie or call 
01 2980969.
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All courses will take place at HAI’s offices in Blackchurch
Business Park, conveniently located off Junction 5

of the Naas Road (N7) in Rathcoole, Co. Dublin. 

spring 2020 Classroom 
Training Schedule

Date Course Title Tutor Course
Duration

Cost 
(HAI Member)

Cost
(Non-Member)

January 28th Credit Control: From Start 
to Finish

Declan Flood 1 Day ¤210 ¤270

January 30th 

February 13th

Essential Selling Skills- 
Advanced Selling Skills 
B2B

Frank O’Toole 2 Days ¤420 ¤470

February 6th Digital Marketing and 
Social Media

Greg Fry 1 Day ¤210 ¤270

February 11th Customer Experience (CX) Susannah Hewson 1 Day ¤210 ¤270

February 26th Merchandising 
Techniques

Keith Harford 1 Day ¤210 ¤270

March 3rd Stock Control Keith Harford 1 Day ¤210 ¤270

March 5th Digital Video workshop Greg Fry 1 Day ¤210 ¤270

March 10th 

March 24th

Leadership and 
Communication Skills

Noel Davidson 2 Days ¤450 ¤500

March 12th Email Marketing for the 
Hardware Industry

Greg Fry 1 Day ¤210 ¤270

March 25th SEO for the Hardware 
Industry

Greg Fry 1 Day ¤210 ¤270

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

To book places or for queries about any of our upcoming training courses please contact
Aoife Kinsella at aoife@hardwareassociation.ie or call 01 2980969.
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In the final of three articles, Susannah Hewson, owner of 
cxchange.ie, will share some tips on where you need to 
focus your efforts to improve your customer experience 

and your bottom line.

tips for a 
Customer 

Experience focus

We’ve established what Customer Experience (CX) is and 
that it’s the key differentiator and driver for business growth. 
We’ve also identified the six key emotional drivers of customer 
experience. In this article, I’ll give you some tips on where 
to focus your efforts in order to improve your customer 
experience and increase sales.

Address the biggest barrier
The biggest barrier (by far) when it comes to delivering good 
customer experience is being busy. It often amazes me 
how busy staff are. There are so many tasks to take care of; 
deliveries, pricing/tagging, keeping the store tidy, and often 
security, all while also looking after customers. You can see 
how something has to give. Often, the tasks seem bigger to 
staff so they get stuck-in to them, despite customers walking 
around. I’ve heard brilliant staff say to me “Sometimes, I’m 
really busy restocking and I see a customer coming towards 
me, I just want to tell them to go away”. 
The tasks need to be done and an additional resource isn’t an 
option, but it is important to explore if there are better ways 
to do this. Boots had a similar problem and they ran a pilot in 
one store, moving deliveries and restocking tasks to before 
opening times. This freed up staff to look after customers only. 
The result was a significant uplift in revenue, so they rolled it 
out in all stores. A lot of customers won’t wait around if they 
need assistance and it’s an enormously wasted opportunity to 
lose those sales, given how much it costs to try to get them 
through the door in the first place.

Get your staff on board 
Your staff should understand the importance of customer 
experience from the business perspective, but also from their 
own. CX is rewarding – it feels good to help customers and we 
should empower staff to provide the best experience they can. 
With a CX focus, staff are far more engaged in their jobs and 
engaged employees are 87% less likely to leave the company. 
It’s also important to get them involved in the design of the 
customer focus, after all, they know your customers better 

than anyone. By getting them involved and listening to their 
ideas, they’re far more committed to delivering on it, which 
means it’s from the heart and the customer will feel that.

Back to basics
The basics are often lost due to being too busy or we don’t 
often train staff to connect with customers when they join the 
company. If you watch your own staff or other staff when you’re 
out shopping yourself, you’ll notice that a lot of transactions 
occur with very little engagement. Their eye focuses on the task 
- taking & scanning the item, taking payment etc, often without 
any eye contact. Eye contact is the easiest way to connect with 
a customer, even when it’s busy. Acknowledging customers 
is essential, particularly if your premises are large. It’s such an 
empty feeling walking into a retail environment and not being 
acknowledged. A simple wave from across the room makes 
such a difference. It’s also important as a lot of customers 
won’t come and ask for help and if you’ve acknowledged them, 
they’re more likely to come over to you as opposed to walking 
out the door without making a purchase. 

Different customers - different experiences
Your business needs to recognise that every single customer 
is different and therefore requires a different experience. 
We can’t treat all customers the same as it feels robotic for 
customers (and staff too!) and no connection will be made. 
People tend to shop with businesses based on how the people 
there make them feel. It’s essential to take the opportunity to 
connect while it’s there. Look at who’s in front of you and give 
them an experience based on that. 

Customer experience is an essential tool for all businesses. 
It will lock your customers in for longer, ensure they spend 
more and recommend you to others. Start your focus today to 
see your bottom-line increase. Susannah will be providing a 
day training programme for owners and senior managers 
in the Spring training schedule, please see page 38 for 
further details.

SUSANNAH HEWSON
CX Change

IN PARTNERSHIP WITH
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Saving energy cuts your energy costs and makes business 
sense for you. Energy savings can be invested in more 
productive activities, making you more resilient and 
competitive. The average small business can save up to 
10% on their energy bills from behavioural changes alone, 
and as much as 30% with a small capital investment. It also 
contributes to a better, cleaner environment for our future.

The Sustainable Energy Authority of Ireland (SEAI) is here 
to help you start on your energy efficiency journey by 
helping you to identify energy saving opportunities and to 
implement energy saving changes for the future.

Identify
 If you haven’t looked at your energy bill recently, now is 

the time. Once you know how much you are spending 
on your energy you can monitor and report on your 
savings.

 
 The SME Energy Management Pack, available on  

 www.seai.ie, can help you with this. 
 
 Attend a tailored one-day Small Business Energy 

Training workshop, where our expert trainers will teach 
you how to understand where the biggest energy 
saving opportunities are for your business and how to 
plan and implement an energy management strategy so 
you can start seeing the savings now.

Implement
 A range of supports will be introduced in 2020 including 

free online training resulting in a certificate of energy 
management, events, advisory services and financial 
supports. 

 SEAI currently offer businesses a grant to install a heat 
pump. 

 Energy changes may include staff turning off heating, 
lighting, or equipment when not in use, or the 
installation of more energy efficient equipment. Over a 
three-year period, if a business has an operating profit of 

5%, a saving of ¤500 per year through energy efficiency 
makes the same profit as ¤30,000 in extra sales.

Top tips to help you save:
 You know your own business – look around, if energy is 

wasted then so is your profit!

 Get to know your energy bills, talk to your energy 
supplier and make sure that you measure your energy 
use. If you don’t measure you can’t manage.

 Attend a short training session on understanding your 
energy bills from SEAI – In January 2019 one company 
saved ¤6,000 on the spot!

 Heating is a major contributor to energy costs

  Lower your thermostat by one degree 

  Save up to 30% by setting timers on heating and 
  cooling systems

  Properly maintain your heating and cooling systems 
  to keep them working at maximum efficiency

 Contact SEAI about availing of an energy audit for your 
business 

 Switch off your lights and electrical equipment when 
not in use

If you want to learn more about what SEAI can offer your 
business, or if you would like to be notified of the next SME 
Energy Training workshop, contact us on business@seai.ie 

For more information and to sign up to our newsletter 
check out www.seai.ie/business-and-public-sector/
small-and-medium-business/

IN PARTNERSHIP WITH

ANDREA CARROLL
SME Programme 
Manager, SEAI

In the coming years, Ireland must use less energy, move 
to clean energy, and innovate to create new solutions to 

meet our energy needs. 

Make yours an Energy 
smart Business
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The Budget has been and gone and practically  
everyone is agreed, there wasn’t a lot in it.

Wanted;
One housing 

Czar

To be absolutely fair to Finance Minister Paschal Donohoe, 
with all the unknowns around Brexit pre-Budget (and at 
the time of writing this article) there wasn’t an awful lot of 
wriggle room for him, as he had to keep his powder dry 
in case Brexit brings an economic tsunami to Ireland. I do 
feel there was at least one very big opportunity missed. I 
cannot understand for reasons economic and political, why 
the Government didn’t choose to go “Big” on housing.

According to the official budgetary documents that I’ve 
read the Government is saying that around 21,000 housing 
units will be built this year. According to those in the know, 
we need closer to 35,000 houses built for the next number 
of years. Having spent years practicing as an accountant I 
can tell that 21,000 is a far, far cry from 35,000.

On the week I wrote this article the Irish State was able to 
borrow money for a twelve-year term for just over 0.2%. 
When rates are so low and international funds are so 
plentiful, the State could borrow, say, ¤10 billion, this could 
build 40,000 houses with at least half of the outlay coming 
back in various taxes (VAT, PAYE etc). Telling the Strategic 
Investment Fund to invest in houses, as a proxy pension 
fund, seems like a very obvious idea.

But to get that number of houses built in the short term 
needs a number of other issues addressed. It needs a far 
more rigorous enforcement of vacant sites laws, it needs 
a national commitment to high rise buildings in major city 
centres and it needs an immediate injection of money 
into apprenticeship schemes to attract young people 
into construction. These measures will not cure anything 
overnight, but if we don’t start now it’ll be a further year 
down the road before it’s done. And to enforce all of the 
above may I recommend An Enforcer, or more politely, a 
Housing Czar. 

I’d like if that same Czar would also make some 
recommendations to the Government on other areas of the 
construction sector. He or she might tell the Minister that 
the Budget was too focussed on extensions of schemes 
such as Help to Buy. Such schemes merely result in 
increased house pricing and do nothing to address the lack 
of supply. 

A second area for the Czar to advise the Minister for 
Finance on is something some readers will only have heard 
of in a historical context, that is bridging finance. When 
a person sells one house, to buy another, he or she can’t 
pay for the second home until the legal`s around the first 
sale are complete. The lack of bridging means everything 
slows down to a snail’s pace, clogging up the supply 
chain. Our mythical Czar could advise the Minister that 
bridging finance would be one small element in unlocking 
underutilised houses, allowing growing families to move 
and allow first timers into starter homes. 

We are all aware of the need to mind our planet and carbon 
taxes are a future inevitability. However, it surprised me 
to hear one opposition spokesman (for he was a man) 
on radio, post Budget, saying that greater carbon taxes 
should be levied on bigger companies. It was pointed out 
to him that the likes of Google, Facebook and Microsoft are 
already running ‘near to green’ in clean energy usage, this 
politician then cited one of our larger construction supply 
companies as targets for his greater carbon tax. Adding 
extra carbon taxes on construction product producers is a 
direct tax on housing. This is where a little bit of joined-up-
thinking might be brought to bear by our heroic Czar. You 
cannot solve one major crisis by causing another!

Ian Lawlor, Managing Partner, JPA Brenson Lawlor, 
www.brensonlawlor.ie

IAN LAWLOR
JPA Brenson Lawlor

IN PARTNERSHIP WITH
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Overall market for 
Tools remains positive

Powering up with the latest accessories

The report indicates that Tool demand is heavily dependent 
on levels of construction activity, including non-domestic 
construction, housebuilding and RMI work (repair, maintenance 
& improvement). In the UK, AMA say that construction activity 
has been impacted by Brexit and delays to investment.
Their report also indicates that buying behaviour is increasingly 
being influenced by digital technology that has seen a change 
in the way companies deliver their proposition. Operating a 

transactional website has become increasingly important, and 
this has meant an increase in multi-channel and omni-channel 
retailing, with the Internet emerging as a key channel.
Prospects for the overall UK market remain positive, as the 
core foundations of long term demand from construction 
activity remain solid, including housing, renovation & 
maintenance of an ageing housing stock and demand from 
non-domestic sectors.

Over the past year, TIMco’s Addax range of products has 
expanded to include a wide selection of new power tool 
accessories for all types of cutting, screwing and drilling.  
The products are manufactured to the highest quality and 
performance standards and are tested by TIMco’s quality 
control team before being released to market.
The high-performance ranges include high-quality PCD Circular 
Saw Blades for cutting fibre cement and laminated boards 
which give faster, cleaner cutting and a longer lifespan thanks 
to their polycrystalline diamond tipped teeth.
Mixed X6 Impact drill bits from Pozi, Phillips and TXdrive are 
also now available as 11, 28 and 49-bit piece sets. The 11-piece 

sets come in a handy pocket-sized mixed range of commonly 
used 25mm impact resistant bits, whilst the 28-piece sets are 
a mixed range of 25mm impact resistant bits and come in a 
shock-resistant case.
TIMco has also added multi-tool blades for use with all leading 
multi-tool machines. The Addax range is a selection of the 
most popular blades for sanding, cutting, grinding and scraping 
a wide range of materials. The sets come in four or eight 
pieces.
The expanded range of Addax products can be found in the 
new Autumn/Winter catalogue and on the TIMco website 
www.timco.ie

A leading UK provider of construction market intelligence, AMA 
Research, in its tool distribution report reviews the tools distribution 

market as comprising several routes to market including home 
improvement multiples, industrial products distributors, builders’ 

merchants, hardware stores, tool specialists and the Internet.

METAL DRILLS
& FINISHING BITS

WOOD DRILLS  
& HOLESAWS

CIRCULAR  
SAW BLADES

MASONRY DRILLS  
& DIAMOND CORES

RECIPROCATING 
SAW

DIAMOND & RESIN  
BLADES

BRUSHES & 
ABRASIVES

MULTI-TOOL 
BLADES

DRIVER BITS 
& ADAPTORS

HIGH QUALITY  
POWER TOOL 
ACCESSORIES
FOR TODAY’S PROFESSIONAL USERS

N. Ireland: +44 (0)2890 992 305 Ireland:  +353 (0)4763538 
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Making light work of awkward spaces! 
C.K continues to expand its successful work light range with innovative 
new products, combining high performance with great features. The 
new C.K Rechargeable LED Floodlight (T9715R) is no exception, with a 
range of advanced features and benefits designed to more than meet 
the needs of professional tradespeople. 
Strong, reliable lighting conditions are essential when working in 
awkward spaces. The new C.K Rechargeable LED Floodlight with its 
powerful super bright flood beam, versatile clamp mechanism and 
handy 360° swivel head, offers complete flexibility, to light even the 
most difficult areas and allow the job to be done quickly and effectively.
This superb rechargeable floodlight, with versatile clamp mechanism, 
has a whole host of great features and benefits, including:

For more product information visit www.carlkammerling.com or 
call +44 1758 704704.

1-800818 660   |   dublin-sales@cki.uk.com   |   carlkammerling.com

promotion

QUALITY           INNOVATION         RELIABILITY
Supported by Carl Kammerling International’s unbeatable service package.
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iti are celebrating their
first Year Anniversary

International Tool Industries (ITI) was launched just over 
twelve months ago and are delighted to say a big thank you to 
everybody that has supported them in their first year in business. 
Their biggest challenge being new to this industry, was to 
understand the market demands, what service levels were 
expected by their customers, how do their tools compare to 
other brands on quality and are their price points in line with the 
market and they are proud to say, Yes! 
The company say that the secret to their success in marketing 
their products is down to having a highly experienced sales team 
that has 50 years combined sales and marketing experience, 
selling hand tools, power tools and power tool accessories. The 
sales team of John O’Brien (Leinster Sales), Bill Carey (Munster 
Sales) and John Cuffe (Connacht Sales) have now been a part 
of the International Tool Industries (ITI) team for twelve months 
and when they joined the company, each were very excited with 
the challenge of bringing  new brands to the market, brands that 
have now been well received by the hardware industry. 
Along with having business relationships with many 
independents, the company is also enjoying developing 

business relationships with several buying groups. They 
have worked very hard in achieving each of their objectives, 
to become better at what they do, to add more value in all 
aspects of their service, which allows them to build a better 
future for all their valued customers.
ITI have recently added to their portfolio of products the full 
Makita Power Tool range, including power tool accessories. 
This is one of the most credible brands on the market 
and is well known by all in the trade sector. They are very 
excited about having Makita and are already receiving an 
unprecedented number of enquiries from their stockists.
Their latest marketing tool has also now arrived. The company 
are delighted to share details of their new B2B website,  
www.internationaltoolindustries.com. They are sure it will 
bring many benefits to their long list of customers. The site 
offers a very user-friendly shopping experience, with easy 
navigation, giving access to over 7,000 product lines. They are 
confident that this website will greatly improve their business 
and will allow many of their B2B customers shop at their 
convenience. 

ITI INTERNATIONAL
TOOL INDUSTRIES

New Range of Power Tools Coming Soon!

YOUR NUMBER ONE  TOOL SUPPLIER  -  047 30650

ONE BATTERY FITS ALL!

Professional Power Tools

VISIT OUR NEW WEBSITE  www.internationaltoolindustries.com
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Proud to be a family run business
Joseph Murphy Wholesale was founded 
in 1916 by Mr Joe Murphy. It started as a 
family business in a small premises in Lord 
Edward Street Ballina serving North and 
West Connacht with the supply of Domestic 
Hardware, Ironmongery and Groceries. Its 
ethos was to supply quality products at 
competitive prices to the customers. The 
business continued to expand and in the 
1950’s the company opened a Hardware 
Wholesalers divisions. In the 1970’s 
under the second generation of the family 
ownership it expanded its territory and 
product lines. 
Today Joseph Murphy Ballina Ltd is still proud 
to be a family run business supplying a vast 
range of Agricultural, Gardening, Household, 
Electrical, DIY, Paints and Building Products 
throughout Ireland. They hold extensive 
stock levels of more than 6,500 products 
which they always carry in their 40,000 sq. ft. 
warehouse. It’s the company`s aim to offer a 
prompt and efficient delivery service via their 

own trucks and courier service to all their 600 
plus customers. 
In recent years they have added the 
superior Moy Tools range to their product 
offering. The range has grown each year 
and it currently has over 50 unique products. 
The range includes, hand tools, rakes, 
wheelbarrows, ironmongery and gate 
hardware, fencing products, fixings and 
nails, multi-purpose bins, ladders & access, 
fireside, CP Sprayers and a complete garden 
accessory range.
The Moy brand has gained a very 
respectable reputation for its quality and has 
developed to become a solid favourite with 
customers. Joseph Murphy Ballina Ltd offer 
a guarantee of quality, they are completely 
focused on offering customers top quality 
products at the most competitive prices and 
an excellent service. 
You can get in touch with their sales office 
today. For further details call +353 96 21344 
or visit www.josephmurphy.ie

www.josephmurphy.ie
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Unlocking growth
The UK`s Lock and Hinge Manufacturing industry 2019 
report, entitled Unlocking Growth, states that construction 
activity, largely in the residential market, has propelled 
revenue in the preceding year and that the industry is 
highly globalised, with several of the world’s largest 

players manufacturing or importing into the EU/UK market. 
However, a period of economic uncertainty has affected 
investment in new commercial projects. Overall, the 
industry revenue is forecast to increase at a compound 
annual rate of 3.1%.

It’s all systems go for the Basta team as they launch the 
company’s new branding and website. The Irish high-quality 
lock specialist now employs 16 professionals, following 
the purchase of the Basta locks and ironmongery brand out 
of examinership by a group of industry experts. Managing 
Director David Farrell said that the company has regained 
its position within the trade as one of the leading suppliers 
of locks and accessories again.
“Our range of designs for interior and exterior door handles 
match the tastes homeowners are looking for in 2020. 
Today’s property owner wants more from a lock. While 
security is a priority, our research shows that they also 
want modern designs and colours that brighten up the 
doors and indeed the rooms,” David said.
A ‘key’ benefit of choosing Basta is that its unique design 
will not be available under any other brand name. This 
approach has stood the test of time for over 60 years. 
Basta, which is now based in Dublin, has its team of 
experts located throughout the country to assist hardware 
and DIY customers in maximising their sales.

The new Basta branding programme includes a modern 
logo, easy access website and a strong range of in-store 
displays and packaging. This is matched with an improved 
service and overnight delivery to anywhere in Ireland from 
their distribution centre in Dublin. www.bastawholesale.ie

Basta unlocks new range and a new brand
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Burg-Wächter launches 
community award scheme

Burg-Wächter has launched a unique outreach scheme offering 
cash and security products to support community causes 
throughout Ireland and the UK. The Burg-Wächter Secure 
Communities Scheme issues awards of up to ¤1,000 cash to 
community-run projects and aims to distribute ¤12,000 of funds 
per year. The awards also include security advice and products 
with an average value of ¤150 at retail.
“We hope retailers and stockists will help us attract applications 
for the scheme” comments Mark Pearson from Burg-Wächter.  
“If their local community is involved in a project or fund-raiser 
where a cash injection would help, the aim is for stockists and 
retailers to connect the organisers with our scheme.”
Besides festivals, fetes and shows, the Secure Communities 
Scheme also applies to maintenance or refurbishment projects 
relating to community property or open spaces. This could 
involve community areas, village halls, sports clubs or activity 
centres.  Community events and activities are also eligible such 
as charity events. 
Burg-Wächter is known for its safes and post-boxes alongside 
an extensive range of locking products. Mark Pearson explains: 
“Burg-Wächter regularly receives requests for products to 
support charitable and community causes, anything from 

digital door locks or combination padlocks to Wi-Fi cameras 
and alarms. The Secure Communities Scheme enables us to 
formalise and scale up our charitable and community support, 
so that it reaches a wider audience.”
By asking retailers and stockists to help promote the scheme, 
Burg-Wächter is hoping to reach as many community organisers 
as possible. A strong local community helps individuals to feel 
secure and safe. Burg-Wächter products also play an important 
role in helping individuals and business to keep safe and secure, 
so this community-based security-scheme is an ideal fit all 
around. Mark Pearson continues: “We think engaging with 
communities is beneficial for everyone who supplies or sells 
security products and services. It not only provides valuable 
support to local projects, but it creates a positive role for 
security expertise, which is so often connected with negative 
events. The scheme gets security issues addressed actively and 
positively. We believe this will lead to greater dialogue about 
security going forward, whether with retailers, stockists or 
ourselves. This is beneficial for everyone concerned.”
Visit www.burg-wachter.co.uk/community/ for more 
information and to download an application pack, or contact 
Peter Walsh, ASM Ireland South, Mobile: +353(0)83 130 6689

With safety at the forefront of everyone’s mind the importance of 
having a certified product that is held to the highest CE certified 
standards is of the utmost importance to Locks & Hardware as 
well as their customers. 
The Easi-T 2 Lever Residential Lock is patented making their lock 
unique, it is because of this that Eurospec and Carlisle Brass are a 
market leader in the hardware industry. The Easi-T 2 Lever Lock is 
fully accredited, and CE marked guaranteeing successful fire and 
performance testing. In addition to CE Marking their Easi-T locks 
are also Certifire approved by the market leaders in certification 

Warringtonfire. This gives the regulator, specifier, customer and 
end-user confidence with regards to the performance of the 
product and provides an informed choice when selecting the 
product. 
The Easi-T 2 Lever lock carries a 10 Year Mechanical guarantee and 
is made to meet the highest manufacturing standards, delivering 
reliable and durable products on which customers can depend. 
This is why the Easi T Eurospec Lock is the No 1 choice for 
merchant hardware, joiners and DIY experts throughout Ireland, it 
is an easy choice to install an Easi-T.

Easi Option from Locks & Hardware



Pair of Handles

Pair of Escutcheons

3 Grade 13 Eurospec Hinges

1 Eurospec 2 Lever Lock

EACH DOOR PACK
INCLUDES:

13
GradeThe Ultimate Door Pack

Grade 13

Our Grade 13 Slim Knuckle Hinges 
and 2 Lever Mortice Lock will suit 
any residential requirements. 

NEW

For more info visit:
www.ultimatedoorpack.ie

Our products are fully accredited, CE 
Certified and suitable for 30 and 60 minute 
fire doors guaranteeing successful fire and 
performance testing.

Email: sales@locksandhardware.ie
or Call: 01 4198778
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Security & Ironmongery 
range grows

50

SECURITY & IRONMONGERY

QUALITY STEEL HINGES
AN EXTENSIVE RANGE OF HINGES FOR DOORS, WINDOWS & CABINETS

NEW

N. Ireland: +44 (0)2890 992 305 Ireland:  +353 (0)4763538 sales@TIMco.ie www.TIMco.ie

TIMco Ireland has secured distribution rights for the 
innovative Fantom Doorstop, the world’s first fully 
concealed, flush finish and trip hazard free doorstop on 
the market. The agreement comes as TIMco significantly 
extends its security and ironmongery range to meet 
customer demand.
The flagship product from the Fantom Hardware range 
solves two problems; reduces trip hazards and improves 
aesthetics. Unlike conventional door stops, the Fantom 
Doorstop poses no trip hazard due to its innovative design 
that uses a powerful rare earth magnet to activate a pin 
that is recessed into the floor to stop the door and hold it in 
place.
The magnet is so powerful that even fast-swinging doors 
can be stopped in their tracks. When the door is open in a 

controlled manner, the Fantom Doorstop will also act as a 
door hold open device making it ideal for preventing doors 
from slamming. 
As part of the company’s strategy of being a ‘one stop 
shop’ for builder’s Providers, TIMco has also launched a 
new range of Quality Steel Hinges under its VETO brand. 
The range comprises of 116 hinges in total and is set for 
further expansion over the coming year. 
The VETO range can be merchandised on the existing 
TIMco stands in dedicated trays, along with supporting 
POS. The products will be individually packed in polybags 
with a bespoke label and barcode, making merchandising 
an easy task for the retailer, whilst also improving both the 
ease and navigation of the shopping experience for the 
customer.
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Since August 2016, Cross Country Hardware Ltd, based in 
Trim, Co Meath, have been supplying Builders Providers, 
Hardware, DIY and Agri Stores with a wide range of 
competitively priced quality products.
Although specialising in Pre-Pack Ironmongery & Light 
Hardware with their eye-catching Premium Choice range, they 
have expanded their product catalogue at a rapid rate over the 
last three years.
Directors David Field and Michael Garrett bring a wealth of 
experience to the business and have always strived to deliver 
a first- class service along with a competitively priced quality 
product to their valued customers.

However, realising the importance of listening to their 
customer requirements, the introduction of new products is 
always high on the agenda, and in 2020 they hope to build the 
product catalogue even further. With the launch of their new 
online Web shop, www.crosscountryhardware.ie, they hope 
to grow and expand their customer base, and look forward to 
building new relationships in 2020.

Cross Country 
Hardware Launch 

New Web shop 

REGISTER FOR A FREE ACCOUNT AND ORDER ONLINE TODAY

www.crosscountryhardware.ie
Or call our sales office on 046 948 6898

PRE PACK
IRONMONGEREY

SUPPLIERS

BRUSHWARE, 

BUCKETS & BINS, 

KITCHEN 

ACCESSORIES, 

CHAIN & 

ACCESSORIES, 

BATTERIES, FIRESIDE, 

SHELVING

and much more...

ORDE
R

ONLIN
E

TODA
Y
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Significant benefits to 
better packaging

There is a shift away from the traditional loose stock systems 
that have been in place for decades and a significant move 
towards professionally displayed pre-packed ranges of product. 
The benefits for the merchant are significant with a barcoded 
product ready for scanning, easier stock control and reduced 
out of stocks and a significant reduction in time spent counting 
the traditional loose stock in bins. The associated product 
costs are typically higher as the bagged products carry a higher 

premium in terms of packaging, but the return on investment 
seems to be paying off for those merchants who have made 
the switch and invested in the pre-packed ranges.
Those suppliers who are ahead of this curve will reap the 
benefits as early adopters to a rapidly changing marketplace 
with point of sale and merchandising solutions becoming an 
ever more important part of the service on offer.

The Fastener & Fixing category is evolving in the Irish market and 
adopting to changes required by the trade to ensure easier stock 

control of what can be an extremely difficult category for merchants 
to get to grips with, especially in terms of stock control & stock outs.

The core product range of 
Fasteners & Fixings (as in the 
name) are being extended to 
offer an even deeper range of 
products and brands to offer 
the Irish market. 
As part of their ongoing 
development Tucks Fasteners 
& Fixings are now offering 
a range of Forgefix Trade 
pack products in Trade bags. 
This new range offers an 

alternative to the traditional 
loose bin stock that has 
been the standard offering 
in the Irish Market. This 
comprehensive Bagged 
range covers everything 
the merchant will need and 
guarantees a high return 
on investment without the 
hassle of managing loose 
stock!
 

Tucks Fasteners & Fixings are 
also expanding their offering 
on Gas Nails including the 
ever Popular Paslode Range 
of IM360 Nails and Tools 
as well as the traditional 
IM350 range of Gas nails and 
tools. Both SPIT Pulsa and 
DeWalt PAT ranges offer a 
real alternative for builder’s 
merchants all over Ireland.  
2019 also saw the very 

exciting launch of a 
comprehensive range of 
BPC builders metal products 
including Wall Starters, Joist 
Hangers, Wall Ties and Metal 
strapping. The entire range 
is CE certified on all relevant 
products and is backed with a 
catalogue to help merchants 
& trade customers  easily 
locate the right product for 
the right job.

You’d be NUTS to go anywhere else!

Continued on page 54



The most comprehensive range of products and services in fasteners and fixings in the Irish market.
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The very popular Reisser 
Schraubentechnik Tub range 
also includes a top-quality 
screwdriver bit with 2 x Wera 
Pz2 bits included free in every 
single tub! – the response from 
the merchants to the Reisser 
Schraubentechnik R2 Tubs, has 
been incredible. 

SPAX continue to develop the 
range of products and are now 

offering a range of SPAX Tubs 
to the Irish Market complete 
with a merchandising solution. 
Tucks have also increased their 
range of SPAX Construction 
screws and have included a 
NEW SPAX storage box for the 
tradesman to keep all the Spax 
assortment in one convenient 
durable storage box.

Did you know that TIMco has sold more than four and a half 
billion classic screws to date?
With the launch of the new Autumn/Winter 2019 catalogue, 
the largest and most comprehensive to date, TIMco has added 
300 new product lines, including stainless steel screws to its 
multi-purpose range.

Stainless steel has become an increasingly popular material to 
use due to its excellent corrosion and heat resistance, as well 
as being aesthetically pleasing. Stainless steel’s resistance 
to corrosion and staining, coupled with the fact that it is a 
low maintenance solution, make it an ideal material for many 
applications. 
Updating these ranges with stainless steel ensures they’re 
more durable, and therefore more economical to use over 
time. The new screw range is also available in TIMbags, 
packaging that provides water resistance and a re-sealable fix 
which can be used long after the screws have gone.
The 18th edition of the catalogue also features additions to 
the fasteners and fixings range as well as more than 7,000 
products in total across all ranges.
There is also a specialist guide available on the TIMco website 
on screws, fixings and fasteners www.timco.ie/timco-
brochures 

SO MUCH MORE THAN  
JUST SCREWS AND FIXINGS

Screws, Fasteners, Fixings, Nail, Tapes, Adhesives,  
Building Chemicals, Powertool Accessories, Hand 

Tools, Building Hardware, Site Protection,  
Security &  Ironmongery

NOW OVER 7,000 PRODUCTS!

N. Ireland: +44 (0)2890 992 305 
Ireland:  +353 (0)4763538 

sales@TIMco.ie www.TIMco.ie

New Updated 
range of screws, 

Fixings and 
fasteners

Service
Tucks new innovative Point of Sale solutions has 
been a huge success and has helped increase sales 
dramatically in any stores that have rebranded with 
their comprehensive range of Industry leading quality 
brands, backed up with their team of professional 
merchandisers.
 
Tucks Fasteners & Fixings is a one stop shop with all 
the above product ranges and lots more available for 
same day delivery in Dublin and next day guaranteed for 
the entire 32 counties of Ireland. You can log onto their 
B2B Trade only web shop, www.tucksfasteners.ie,  24 
hours a day seven days a week, or contact your local 
sales representative at 01-8845100 or Email sales@
tucksfasteners.ie to explore the many opportunities 
they have to help you grow your sales with their Top 
quality brands. 
Tucks have an even deeper range of stock available since 
their acquisition by the Dormole group in 2018 and are 
Brexit ready!
If you take all of this into account, we firmly believe 
“You’d be NUTS to go anywhere else!”
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ESSVE, one of Europe’s largest Suppliers of high quality 
fixings & fasteners are now available in Ireland and UK and 
will be distributed by Contech Building Products.
The Game Changer - Essve are well renowned throughout 
Europe for their high quality range of fixings & fasteners 
and, more recently, their unique and innovative ESSBOX 
Case system that is simple, smart and efficient.
Load-Work-Reload - with its tight fitting lid and unique 
octagonal patterned floor keeping everything in place, the 
ESSBOX Case allows you to load your daily requirements, 
do your days’ work and then reload for your next day.
ESSVE fixings & fasteners are supplied in handy stackable 
tubs and are available in a wide variety of sizes to suit 
everybody’s requirements. 

For more details contact Contech Building Products on
01 6292963.

EssVE - 
the game 

changer when 
it comes to 
fixings and 
fasteners ESSBOX

Just load the ESSBOX with 
what you need for the day, 

get the job done and reload 
for tomorrow.  

Simple, smart and efficient.
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John Murphy (Castlerea) Ltd are delighted to announce 
that they are now distributing Unifix prepack fasteners 
and fixings. The Unifix prepack comes in small prepacks 
and larger heavy duty pouches which are more suitable 
for trade buyers. These pouches stand on shelf or hang on 
hooks. The feedback from recent store installs of Unifix 
displays has been very positive with shops reporting strong 
sales and good margin. The quality of the bag and the 
choice are going down well with customers.  
The Unifix range will complement the popular range of 
loose Allgrip fasteners and fixings presented in drop bins. 
The company say that some shops prefer the drop bins as 
they provide more flexibility for customers versus fixed bag 
quantities.   
Wire Nails have now been added to the Allgrip range and 
will come in 1kg and 20kg boxes across the different types 
of nails. 
In addition to their fasteners and fixings range the 
company`s general hardware category continues to grow.  
This includes Allgrip hand tools, Allgrip wire netting, Heller 
drill bits, Conmetall chain and rope, Simpson Strong Tie, 
Exitex along with many other hardware categories. 
The John Murphy (Castlerea) Ltd online B2B system, 
www.johnmurphycastlerea.ie, while slow to start, is 
now being used by more and more customers once they 
request a login from the company.  While they have some 
UK suppliers the majority of their supply base is outside 
the UK which gives them some independence from the 
potential full impact of Brexit. 

Exciting times at Olympic!
With new investment, Olympic Fixings Group have been going
through some exciting times to sharpen its selling proposition
in the merchant sector. 
Olympic Fixings supplies fixings, fasteners and DIY products 
to over 4,000 merchants across the UK and Ireland. The 
Group offer a range of over 3,300 products, including tried and 
trusted Olympic brands. Founded in 1989, the firm operates in 
Ireland from its long-standing distribution centre in Bangor. 
In 2018, Olympic embarked on a major modernisation 
programme. They introduced Warehouse Management 
Systems to its Irish and British operations. The results have 
been stunning - 40% plus improvement in efficiency, with 
staff working less physically hard, this provides a platform for 
the growth ambitions of the management team and ensures 
consistent and reliable service for the company’s thousands of 
merchant customers.
A key element of the “New Olympic” plan was to modernise 
the look of the company, its branding, packaging and 
merchandising, with a launch in Autumn 2018. The clean and 
contemporary look is now adding value for customers in the 
new generation of packaging.
Significant investment in the IT infrastructure culminated in the 
launch of Olympics online catalogue in both Ireland and Britain. 

Olympic equipped their external salesforce with tablets, 
enabling orders placed with salesman to be processed straight 
into the system. 
Olympic have just launched the exciting new Beaverscrews® 
brand to the market, with a major Trade & Social Media 
Marketing Campaign. 
In conclusion, MD Paul Gordon commented “All of the 
investment in the last 18 months has been designed to 
enhance our offer to merchant customers. Our mantra is that 
we want to be easy to do business with. We can now give 
faster and more consistent order turnaround – our low carriage 
paid order value will help customers carry optimum stock 
levels while maximising availability – reducing their working 
capital without adversely impacting sales. 
Exciting times at Olympic!”

FROM JOHN MURPHY 
CASTLEREA LTD.

UNIFIX PREPACK
FASTENERS AND FIXINGS

Unifix prepack 
added to the 

range



smart spaces
Rooms available for hire at HAI HQ

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

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

Facilities

Support
When you visit us take the 

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

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

Location
On the city-bound side of the N7, 

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

Junction  5    N7 

From Naas 

From Dublin 

Directions to HAI Head Office 

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

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

screen, all you need is a memory stick.

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

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

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

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

HAI members free of charge.

FREE to HAI members
¤50 morning or afternoon 

and ¤100 full day – non-members

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

Guaranteed Irish 
Manufacturers
since 1971

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

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

Email: hycraft@eircom.net

Offering exceptional 
value in two new 
advertising sizes:

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

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

THIS SIZE AD

THIS SIZE AD

ADVERTISING ENQUIRIES: 
To advertise in The Hardware 

Journal and reach the key 
decision makers in the 

industry please contact: 
Bryan Beasley at 

01-709 6916 or email
bryanbeasley@ifpmedia.com

ADVERTISING ENQUIRIES: 
To advertise in The Hardware 

Journal and reach the key 
decision makers in the 

industry please contact: 
Jim Copeland at 

01-298 0969 or email
jim@hardwareassociation.ie  

The Official Magazine of Hardware Association Ireland

November/December 2019

Enhanced advertising opportunity for your business
The Hardware Journal Classified Ads

 

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

Build with
  onfidence

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

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

Leaders in 
hardware distribution

www.josephmurphy.com
info@josephmurphy.ie

096 - 21344

Classified Ads



A large part of the strength of any drylining 
system is in its frame, so we’ve improved 
Gypframe, the backbone to our systems.

With longer legs and embossed corners 
giving added strength and making 
installation easier, the best just got better.
Compatible with our current range,  
you can specify and install it in exactly  
the same way.

Always on hand to answer any questions, 
we’ve got your back.

The backbone 
to drylining just 
got stronger

Gypframe metal

www.gyproc.ie



Scan here


