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a strong endorsement for 
Government to give tax  
relief on products 
incorporating these existing 
technologies.

And last but not least 
a new issue has come 
to light in the window 
industry which is causing some debate – the issue of 
the substitution rule in Part 1 of EN1279. The standard 
is currently under review so Edgetech is encouraging 
industry to take action and make the changes now 
that make technical sense for the new more thermally 
efficient products on the market. Read more about this 
issue on page 6 and let us know what you think. 

We believe debate and discussion is important, 
particularly in challenging times like these, but it’s 
also important to take action. Edgetech continues 
to work closely with its customers, whether applying 
Super Spacer with manual, semi or fully automated 
applicators, to develop new products and ways of 
working that will take us into the next phase of our 
industry. It’s not all doom and gloom out there, but it 
is the companies embracing change that are surviving 
and even thriving in the current climate. 

Andy Jones
Managing Director, Edgetech 
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A lot has happened since the last edition of The Edge 
in winter. On the whole the window industry has 
weathered the recession better than expected so far 
this year with fewer closures than some had predicted, 
although we didn’t escape entirely. 2009 will continue 
to be a challenging year but the companies embracing 
change and taking advantage of the new opportunities 
available will come out on top. 

Edgetech held it’s ‘Energy Efficiency in Focus – 
Revisited’ seminar at the Ricoh Arena which you can 
read more about in this issue of The Edge. Feedback 
since the event suggests the event was on time and on 
target. 

The industry has also continued to lobby Government 
for reduced VAT on energy efficient windows. 
Particularly in light of tax credit being offered on 
qualifying energy efficient windows in the US – it 
would seem the UK is behind yet again. In the US the 
$789 billion stimulus bill signed by President Obama 
includes a substantial tax credit for energy-efficient 
home improvements including qualifying energy-
efficient windows. As we do tend to follow the US, 
hopefully this is a sign of things to come in the UK. 
We’re certainly moving in the right direction. According 
to Philip Sellwod, Chief Executive of the Energy Saving 
Trust, “If we throw everything at our existing housing 
stock – based on today’s technologies only – we could 
reduce household carbon emission by 50%.” This is 

What a difference three months make!

Edgetech has helped seven more customers 
achieve EN1279 Part 3. “Sealed unit manu-
facturers that have achieved EN1279 Part 
3 can demonstrate to their customers their 
compliance to industry standards and their 
commitment to offering a quality product,” 
says Andy Jones. “That’s why we offer our 
customers all the support they need to sub-
mit their units and pass this rigorous testing 
procedure. We would like to congratulate 
our latest customers; Cleartherm, Padiham 
Glass, Safeguard, Dalgan Wood Industry 
Ltd, Northern Express Glass Ltd and CCG 

pass with a rigid warm edge spacer 
alternative, as long as they have the 
same geometry, even when the warm 
edge system is manufactured from 
a completely different material type 
with very different thermal elongation 
characteristics – characteristics that 
could prove to have a detrimental effect 
on the durability of the IG. The current 
standard also allows for products to 
be substituted even when a completely 
different manufacturing process is used 
i.e. cut and key verses continuous bent 
spacer which clearly weakens the units 
by creating 4 potential weak spots for 
gas loss in each keyed corner rather than 
in one jointed corner in the case of bar 
bending. I understand the need to avoid 
time bound and expensive retesting when 
small insignificant changes are made 
but surely changes of this magnitude can 
not be seen as “low frequency changes” 
Surely alterations in system description of 
this magnitude should necessitate a full 
type test?

Maintaining credibility

The double glazing industry is renowned, 
often unfairly, for its poor quality 
products or installations. But how can we 
encourage consumers to accept us as a 
professional and credible sector when 
we find ways around our products going 

under the spotlight and being directly 
tested to meet industry standards. 

Sealed unit manufacturers who achieve 
the standard with the substitution rule are 
also putting their name and reputation 
on the line by claiming their products 
have passed the standard, when it hasn’t 
actually been tested. That’s not to say 
that sealed unit manufacturers that are 
claiming Part 3 compliance using the 
substitution rule are doing anything 
wrong according to industry legislation. 
What should be questioned however 
is what we believe to be a loophole 
in the legislation. It’s a complicated, 
technical issue but as I said before, just 
because things have always been done 
in a certain way doesn’t mean it is right 
for the industry and the sooner this is 
changed the better for the industry. The 
existing EN1279 standard is currently 
under review and we are awaiting a 
meeting with the GGF to discuss it 
further, but as an industry we must 
not miss this opportunity to close this 
loophole. We need to challenge the 
status quo to progress industry, even 
when the subject matter is not straight 
forward. 

Andy Jones

Edgetech is now offering customers a complete sales kit to help them sell to 
their customers. Alan Fielder explains why the kit is so much more than straight 
forward marketing support: “The sales kit we’re offering our Super Spacer 
Dealership customers is a well presented, tailored pack of materials for them 
to use while selling on to their customers, or to send to prospects they want to 
impress. The packs have been designed to highlight the benefits of windows 
with Super Spacer inside as well as provide Fabricators with the materials they 
need to differentiate their offering from the competition. At the end of last 
year Edgetech won a Construction Marketing Award for it’s ‘Client Focussed 
Approach to New Business’ because it takes customer support so seriously. But 
we won’t rest on our laurels and as we celebrate over 20 years of business, 
we’ll continue to strive to do everything we can to support our customers with 
technical, marketing, sales and general business support. These practical 
selling aids prove our commitment to this customer promise.”     

Edgetech Dealerships Receive Sales Kits to Help Them Sell 
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www.superspacer.co.uk

The ‘Energy Efficiency in Focus – Revisited’ 
industry seminar, organised by Edgetech, 
held on 26th February at Coventry’s Ricoh 
Arena was a resounding success with 
282 delegates attending the day. With 
representatives from systems companies, 
sealed unit manufacturers, fabricators, 
installers and the trade press, the day proved 
to be the forum for some heated discussions, 
as well as a good networking opportunity 
and an informative resource for attendees. 
Read more on page 2.Ltd for achieving the standard. Part 3, the 

long term gas loss part of the EN1279 stan-
dard is an important standard to achieve 
and we’re delighted to be able to help our 
customers through the process. This particu-
lar test is becoming more important due to 
the requirements for higher window energy 
ratings within the industry – the inclusion 
of gas plays a significant role in achieving 
these all important A, B and C ratings.

“Companies using Edgetech’s warm edge 
products were among the first to achieve 

both Part 2 and the even more demanding 
Part 3.  Super Spacer®, with its simplified 
speedy production system and excellent gas 
retention properties can help all IG unit 
manufacturers meet the rigorous require-
ments of EN1279.”

Read more about Part 3 on page 6 and 
for more information on how Edgetech 
can help your company achieve a Part 
3 pass contact us on 08700 566844  
www.superspacer.co.uk 

Softview Windows, Doors and Conservatories is bucking the trend as it continues to grow sales 
into 2009. Managing Director Adrian Wymer explains why he thinks his outlook is so different to 
many other installation companies in these trying times: “We’ve worked hard to ensure we offer the 
best products on the market for new customers and give existing customers everything they need. 
Although Edgetech’s Super Spacer is a small component of a window for example, we recognise its 
importance in achieving window energy ratings, so don’t hesitate to offer it in 100% of our windows 
as well as our conservatories. I’m so convinced by the benefits of Super Spacer and Energy Rated 
Windows that when I built my own home adhering to green credentials, it was a no-brainer to 
incorporate them.” 

“Softview doesn’t stop at simply offering these high 
performing products however, we’ve also made sure we 
let everyone know about our offerings through proactive 

local advertising. The campaign we ran for energy rated windows proved a great success. Homeowners 
aren’t generally aware of the ratings available on windows, but as soon as they see that the rainbow label 
is available on a window, they ask for it. Homeowners are more aware of energy efficiency in general, 
particularly if they are considering selling their house in the near future. But they are also aware of 
preserving fuel and would not be surprised as I would not, if an energy tax was introduced in as little as five 
years time. I give my customers four pieces of energy saving advice to achieve greater energy efficiency in 
their homes – energy rated windows; cavity wall insulation; cavity loft insulation; and education into how 
to save energy in the home on an ongoing basis such as switching your washing machine off at night. We 
are in the process of purchasing thermal imaging cameras for our sales team so we can become energy 
surveyors as well as solution providers.”

Adrian continues: “Another successful campaign we ran was highlighting the security benefits of our products with Secured by Design. For 
homeowners to truly look after their homes we believe they need to keep the heat in and the crooks out! Our 5,000 sq ft showroom helps 
us highlight the benefits we offer with for example a laboratory area that allows customers to attempt to break in through a door and feel the 
difference in heat loss between a non energy rated and an energy rated window. The market is tough but we have managed to buck the trend by 
offering something different to new and existing customers, and plan to continue this proactive approach throughout 2009.”

Softview Buck the Trend with Super Spacer

Six More Customers Achieve Part 3

A substitute is never the same as the real thing

Consider This
The latest in a series of articles 
published exclusively in GGP 
magazine, Consider This from Andy 
Jones at Edgetech, discussed the issue 
of EN1279 Part 3, the European 
standard for measuring gas loss from a 
sealed unit and the apparent loophole 
allowing companies to substitute one 
product for another without retesting. If 
you missed it, here’s a taster. 

A Substitution for Quality?

Sometimes we need to challenge 
the status quo to move forward. We 
wouldn’t have a black man in the 
White House or a female in charge 
of Europe’s largest economy if no-
one ever challenged the status quo. 
Sometimes progression, particularly 
on such a large scale, takes time to 
be accepted. But it’s important that we 
all ensure the way we’re doing things 
now is because it’s the best way to do 
it, not just because it’s the way we’ve 
always done it. 

Is substitution still right for the 
industry?

The current ‘substitution rule’ in 
EN1279 part 1 allows for example 
companies who have passed Part 3 
gas loss test with their rigid aluminium 
spacer system to claim the same 

Energy Efficiency in Focus Industry 
Seminar A Resounding Success

Edgetech 360 - Revisited
As the market continues to face rough economic conditions, Edgetech is revisiting its customer value promise, 
360. The re-launch of 360 has been supported by a new series of adverts highlighting the benefits of the promise. 
Hopefully you’ve already seen the first couple of adverts in our ‘Five-A-Day’ campaign 
which began in the trade press in January. 360 targets support in the five key areas of 
productivity, marketing, products, machinery and our Super Spacer Dealership. Practical 
business benefits for manufacturers include factory layout optimisation, independent 
advice on machinery choices, and comprehensive technical and marketing support. 
There has never been a more important time for companies to differentiate themselves 
from the competition so a big part of 360 is the Super Spacer Dealership which gives 
fabricators and installers a market beating 20 year warranty on Super Spacer units, and 
powerful marketing materials among many other benefits. 

For more information e-mail dealership@superspacer.co.uk

As we continue to hear of energy, transport and labour costs continuing 
to rise, manufacturers are looking for maximum efficiency. A fully 
automated Super Spacer production line removes labour intensive 
processes such as dessicant filling, bar bending and manual spacer 
application, typically removing a minimum of three men from the  
overall production process. It also produces a sealed unit every 23 
seconds to future-proof your business. Super Spacer customers can 
choose from a variety of machinery options, from hand held manual 
applicators to semi-automated or fully-automated lines to suit all 
budgets. But those investing in full automation and switching to 100% Super Spacer are the ones seeing 
the real manufacturing efficiencies which will future-proof their business rather than provide a short term 
solution. For example one customer grew from 1200 units per week to 3500 per week in just three 
months, which equated to £1.6 million worth of additional business per annum for them, without adding 
any additional labour into the equation. Add to this the benefits a Super Spacer unit adds to the overall 
window, such as energy efficiency, condensation resistance, noise reduction, durability and versatility, and 
it becomes clear why in the UK and Ireland 14,054 sealed units, every day are now made with Super 
Spacer’s built in energy saving inside – forecast to grow in excess of 20,000 units every this year.

Edgetech Helps Add £1.6m Sales in 3 Months
Edgetech celebrates more than 20 years as a leader and partner to the fenestration industry this year. 

“We are enjoying the opportunity to reflect on the successes of the past 20 years,” said Michael Hovan, 
President of Edgetech. “The unmatched durability of Super Spacer technology is clear as we look at projects 
that were completed in the early days that are still providing exceptional energy efficiency today.”

Andy Jones adds: “As we move into the next 20 years we will provide the same high-
performance products and services to the industry. It’s always Edgetech’s mission to raise 
the bar through quality, dedication and the innovative spirit of our 360 Value Promise. We 
look forward to continuing to work with our customers and industry partners to ensure we 
keep ourselves and our customers ahead of the changing market with the best products and 
services.”

Edgetech Celebrates Anniversary Milestone in 2009

 
“I’m so convinced by 
the benefits of Super 
Spacer and Energy 

Rated Windows that 
when I built my own 

home adhering to 
green credentials, it 
was a no-brainer to 
incorporate them.”
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