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2018 has been another 
year to remain focused 
on costs and efficiencies, 
procedures constantly 
being reviewed in order 
to maintain and manage 
your costs as effectively as 
possible. 

2019 will be even more 
of a challenge, whilst we 
all want to manage the 
best possible facilities and 
provide for our employees 
and their families, the 
way things are heading 
is nothing but a strain 
on manufacturing. This 
is putting the livelihoods 
of our friends, families 
and employees at risk. In 
my opinion we would be 
better remaining to ensure 
stability moving forward.

New build will remain 
strong as we still struggle to 
build the required number 
of new homes. The retail 
sector will be volatile as the 
market share will become 
increasingly tighter. Now is 
the time for some change 
and perhaps another period 
of survival of the fittest. 
The major difference for 
us all between now and 
the last recession is the 
serious pressure of pricing 
structures and exchange 
rates, whilst trying to fight 
for market share with tight 
margins in manufacturing, 
our view is one of 
economies of scale, to grow 
our facilities and embrace 
change and efficiency.

Whatever people’s personal 
politics, the current 
uncertainty over what the 
UK’s trade agreements will 
look like after next March 
is unhelpful. Yet it would 
seem that the majority of 
SMEs are taking the bull by 
the horns and proceeding 
with business as usual, 
whatever the future brings. 
The CIM produced a report 
in May, which finds 70% 
of SMEs already exporting 
goods expect to increase 
exports over the next three 
years, while just 4% are 
forecasting a decline.

Despite the doom-
mongering headlines, 
the companies we work 
with are speaking about 
adopting a “business as 
usual” approach, with many 
trying to turn it to their 
advantage in some way. 
And this often comes down 
to good communication. 
As a strategic PR and 
communications agency 
with 30 years’ experience 
in the door and window 
industry (amongst 
others) and links to an 
international network of 
PR agencies in 12 countries 
– 2019 will see us being 
well-placed to support 
companies looking to grow 
through exports or in the 
domestic market. If you 
have a clear strategy for 
growth and can effectively 
communicate the benefits 
that your product/service 
delivers to customers, you 
can achieve success.

What we are already 
seeing in the industry, 
and what I’m sure will 
continue in 2019, is a 
much greater focus on 
looking after existing 
business rather than 
trying to win anything 
new. 

There’s already a trend for 
much greater diversification 
by the profile companies 
as they try to offer a 
broader product mix to 
persuade their fabricators 
to stop dual sourcing and 
obviously we’re seeing the 
rise of super fabricators 
who are truly trying to be 
a One Stop Shop for their 
installers. 

As market leaders, Business 
Micros are of course always 
more than happy to talk to 
new fabricators who want 
to explore what we have to 
offer, but our main focus 
is always on helping our 
existing customers to do 
more with our software and 
to grow alongside them.

Next year, we’re planning 
yet more product 
development, working 
closely with our existing 
customers to make sure 
what we deliver meets their 
needs.

The year ahead will be 
undeniably challenging 
due to Brexit but I don’t 
believe in procrastinating 
or wasting energy on the 
‘what ifs’. 

As a hardware distributor, 
the big issue is maintaining 
our standards for On Time 
In Full deliveries.

We have a high level of 
customer trust and to 
ensure our service levels 
don’t drop we are liaising 
with our European 
suppliers and we will hold 
additional stock. 

We already keep £3million 
in stock and we are 
committed to holding an 
extra 33% (£1million) 
dependent upon the deal, if 
any, that is struck before the 
March deadline. The extent 
of this commitment is more 
than just the value in stock: 
sourcing additional storage 
and funds is massive, but 
something we are willing to 
do to ensure the ongoing, 
consistent supply of 
hardware to our fabricator 
partners.

It is essential that the service 
our customers have come 
to expect isn’t compromised 
and this will be a key focus 
for Carl F Groupco in 2019.

It isn’t Brexit that is 
causing the problems 
for our country – it’s 
the government’s 
appalling handling of 
the negotiations that 
is ruining confidence 
amongst ordinary citizens 
– our customers. And that 
will continue to blight the 
wellbeing of our industry. 

Having said that, business 
has been surprisingly 
robust and, paradoxically, 
we have just employed 
8 new people from the 
EU – there is no evidence 
of them fleeing to Dover. 
Unaffected by Brexit of 
course our NHS refurb 
business is growing and 
should continue. And my 
experience is that whatever 
‘crisis’ hits homeowners, 
in time they recover and 
spend the money anyway. 

Brexit is the most complex 
event to take place in 
peacetime however, and 
as such none of us can 
guess at the outcome in 
the short term. But I have 
no confidence at all in our 
politicians to negotiate a 
smooth transition. So far 
our export business in 
Europe and around the 
world has been unaffected 
and do not expect that to 
change. 

We’re taking a cautious 
approach to 2019 at Mila 
and setting our budget 
based on a no deal Brexit 
scenario. Without any 
clear indication yet of 
what kind of deal, if any, 
will be reached, we think 
it’s prudent to be cautious 
but still optimistic.

My biggest concern is the 
housing market which 
so much of this industry 
depends on. I don’t think 
we’ll see anything like the 
35% drop in prices which 
Mark Carney has warned 
about in the event of no 
deal, but even the current 
uncertainty is having a 
negative impact on house 
prices and on the number 
of homes for sale. 

We will also of course have 
to watch and see how the 
money markets respond 
because any fall in the value 
of the pound could affect 
prices here in the UK. 

At Mila, we’ll be doing 
much as we did in the 
downturn after 2008 – 
focusing our investment 
into new products which 
will give our customers 
a competitive advantage 
and concentrating on the 
outstanding service they 
like so much.
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Whatever the outcome of the negotiations: no deal, hard 
Brexit or Brino (Brexit in name only), I’m optimistic.

2018 is a story of two markets. The middle and budget is 
shrinking, some say by 10-15%, while the premium market 
is expanding. Growth is driven by ‘The Haves’, over-55 
homeowners whose homes have appreciated dramatically. 
The Haves pay more for products that enhance and add 
value to their properties. They want best performance, 
design and choice of colours. If you’re selling to them, you’re 
doing well. Deceuninck and our fabricators have been riding 

this powerful colour and premium product wave, and sales 
are 17% up year-to-date.

Brexit won’t spoil the party. The Haves own much of the 
country’s housing wealth and savings. With rising house 
prices paying for their purchase, why wouldn’t they invest in 
colour and beautiful windows to add value to their homes?

Deceuninck and our customers expect strong growth next 
year. If your 2019’s looking grim, call me to put a smile on 
your sales!
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