
Welcome to the
first edition of
Core Matters, the

news update for the
cellular industry. 
The landscape of the roofline
industry is changing rapidly.
We’ve seen much
consolidation across all levels
of the supply chain as
companies adapt to this
evolving environment and
drive towards greater
manufacturing and
distribution efficiencies,
sharing of best practice and
the ultimate in customer
service. Indeed, as we go to print with this
edition of Core Matters, it was announced
that the Latium Group has decided the time
is right for Celuform Ltd to become a
subsidiary of Latium Building Products Ltd,
alongside Kestrel-BCE Ltd. 
As manufacturers we take seriously our
responsibility to ensure any changes made
at the top of the supply chain adds value to
stockists, installers, specifiers and house
builders. All need more choice, not less, to
stay ahead of consumer demand. They
need even better value for money,
continuous new product development and
new ideas to differentiate themselves from
the competition. This latest move will ensure
we are in pole position to offer customers
what they need, whether it’s the number
one trade brand Kestrel, the number one
specification brand Celuform or something
Positively Different with BCE. 

Kestrel-BCE... 
...Investing for the future
I was invited back in 2005 after leaving
Kestrel-BCE in 2001. I’ve brought some of
the old team back too, including Tony
Crutcher who has been busy building a

strong sales force
nationwide and
spearheading a drive
for even more product
innovation.
Our £10 million
investment programme
shows our
commitment to build
our brands and
continue to provide our
customers with the
best. They can already
choose from over
1300 products – the
widest range in the
industry, including for

example three shades of white to help
installers get an accurate colour match.
We listen to the market too. Last autumn we
commissioned some independent market
research which led us to redefine our two
distinct product ranges, to reflect what our
products mean to the market. Kestrel’s new
brand identity includes the strap line Rely on
It, which is a reflection of the consistent high
quality and support Kestrel customers
receive. For BCE, its innovative product
aesthetics are encapsulated in the tagline
Positively Different. We want people to
associate the names with quality, reliability,
service and choice. The research also
showed Kestrel is the strongest in the
industry for brand loyalty. 
It’s a jam packed first issue of Core Matters,
so we would love to hear your feedback on
the issues raised or products discussed.
Paul Neilson 
Managing Director
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Kestrel’s newly re-launched website,
www.kbp.co.uk will make it even
easier for housebuilders, specifiers,
stockists and installers to stay up to
date with all the latest product and
service developments.  
“It’s part of our forward vision,” says Sales
and Marketing Director Tony Crutcher. “It
marks the official launch of our “rely on it”

logo and brand identity, and signifies the
beginning of a new era of growth and
development for Kestrel.
“Investing in a new website is just part of our
commitment to achieve the best possible
communication with our customers – both in
the UK and internationally. The site provides

instant access to our technical support 
and distributor service teams.” 
It’s also educational for consumers who can
get advice on what to look out for when
having PVC-U/UE products installed in order
to get the best job.
The BCE website will be next for a revamp in
line with the brand’s new identity. Watch this
space!
www.kbp.co.uk

New Product
Development Update
Core Matters will update you quarterly on
the latest new product additions to what is
already the widest range in the industry. In
this edition we’re pleased to introduce the
extended Rosewood range and the new
TOPCAP Dry Verge System.
Kestrel’s Rosewood Range Now 
“Most Comprehensive Ever”
Kestrel has responded to increased demand for
its Rosewood foiled PVC-UE boards by
launching 14 new products. Customers can
now be assured of finding close matching
roofline, cladding and window products
with the popular Rosewood grained
and knotted appearance.
We’ve added a wide
variety of window
finishing trims to the
Rosewood range
as well as
architraves, soffit
and fascia boards – all
meeting the same high
standards of quality, value and
availability with a 10 year durability
guarantee.
The new products
introduce 
7 window-finishing trims,
3 skirting & architrave
trims, 2 additional fascia
and 2 capping boards to
the extensive Rosewood
family.  Rosewood is one
of 4 foiled finishes available
from Kestrel, providing a professional
and stylish hardwood appearance with all
the low-maintenance and rot-free advantages of a
timber alternative.

Boosting the Bottom Line with
a New Topcap
Installers can now save time and make more
money with the new Topcap from Kestrel. The
features and benefits of the latest innovation from
Kestrel prove the product was designed with the
installer in mind. “It’s a tough market for installers
with increasing competition, especially on price, so
every detail saves time and money,” says Kevin
Everett, Kestrel-BCE Technical Manager. 
Continued on page 2
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Paul Neilson -  Managing Director

Back to basics for
future success

Kestrel Website 
Re-launched 



Astraseal Bucks the Trend
After 30 years in the business Astraseal is still going strong.
With sales up 11% year on year and a showroom opening every
year for the last three years, it’s certainly a company bucking
the trend.

Mark McMullan, Deputy Managing
Director of Astraseal explains how
the company has changed.
“When we started out 30 years
ago we only supplied our
products to residential properties,
but the markets are changing.
Now 50% of our business is in

the social housing sector and 5% is in New Build with the remaining 45%
in domestic. But whichever sector we’re working in we want to provide
the best, which is why we manufacture as much as possible in-house.
Whether its windows, conservatories, vertical sliders, composite doors or
sealed units, we manufacture as much as we can to maintain control
over the quality of everything that leaves Astraseal. And where we don’t
manufacture, we want to use suppliers we can trust.

“We use BCE for our roofline and window trims because it’s good value
for money,” continues Mark. “It’s got a wide product range and holds a
good stock of product. Equally important, BCE is reliable – it delivers
when it says it will. 

“Looking forward, we’re planning to open a showroom a year to continue
to promote ourselves to the end user. We’ve already opened a
showroom in Milton Keynes in May 2005, one in Northampton in May
2006 and in July this year we’ll be revealing our latest showroom in
Bicester. The aim of the showrooms is to promote our products but also
to make it easier for the homeowner to find what they’re looking for.”

Fascia & Glazing
Supplies Celebrates 
10 years with BCE
Fascia and Glazing
Supplies Ltd is delighted
to be celebrating its
tenth year in business
and ten years with
Kestrel-BCE this year. 

“We started using BCE
when we established the
company 10 years ago,”
explains Bob Kempster,
Joint Managing Director
of Fascia Glazing
Supplies Ltd. “Back then
it was just me and my
Partner, Darrell Johnson,
who set up and ran the
company between the
two of us. Now we’re
joint Managing Directors
of a still thriving business
with nine employees.

“We started using BCE
all that time ago because
it was the best product
on the market in terms of quality, finish and style,” continues Bob. “The
wide range of foiled products it now offers has taken off well, allowing us
to stay ahead of the increasing demand for coloured building plastic
products.”

Kestrel New
Black Grain
Trims Meet
Customer
Demand
Kestrel is adding six new
Black Grain Trims
to its product
line, following
growing requests
from stockists,
fabricators and
installers.

“It’s to meet customer demand,”
comments Kevin Everett, Technical
Manager. “We produce trim in other foil
options such as Rosewood and
Sherwood, and we offer black grain foiled fascias and boards, all
of which are also in great demand at the moment. 

“Then more stockists and contractors asked us to provide
matching trim for black grain foiled windows and boards, to
complement their window installations. You can rely on us to
respond to this type of request!”

The new Black Grain Trims include three pencil round
skirting/architraves in 5.5mm thick by 45, 65 and 95mm widths.
Three other Black Grain Trim sections are also offered – an
18mm quadrant, 28 x 5.5 mm D section and 28 x 5.5. edge fillet
with a chamfered back face. Analysis of product applications
has shown these trims to be the most common requested.
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The new Topcap is easier and quicker to install, giving installers
more valuable time in their day. With its simple screw fix, which is
concealed by a recess cover cap, it looks even better, which
allows installers to make more money by selling up on its looks.
The mechanical joint ensuring a stronger fix and durability make
sure the benefits continue after installation with fewer call backs.
And if all that wasn’t enough, it’s also available in a variety of
colours, all accompanied with a colour guarantee, to offer the
homeowner peace of mind, making it an easier sale in the first
place.
For more information on the extended Rosewood range or the
new Topcap, visit www.kbp.co.uk or call Annalize Davy direct
on 01724 400487.

New Product 
Development Update
Continued from page 2

www.bcecellular.com



Innovative Site Supply
Package Wins Gladedale
National Agreement
Kestrel has announced a national exclusive
supply agreement with the Gladedale Group
for its ranges of PVC-UE roofline products.
The Gladedale Group has a reputation for
quality home building in England and
Scotland, and this significant agreement
demonstrates Kestrel’s dynamic advance
within a competitive market.  

Gladedale Homes incorporates Furlong Homes, Bett
Homes, Manor Kingdom, North Country Homes,
Furlong City and Country, and Metropolitan. 
“We have put together a unique service and supply
solution for Gladedale,” comments Laurence Hicks,
Business Development Manager – New Build -
North. “We showed how we could make life easier
and less expensive for Gladedale. It also has definite
sustainability benefits through waste control.”
“We are very happy to conclude this agreement with
Kestrel,” adds Martin Sanwell, Group Procurement
Manager for the Gladedale Group. “Their production
and warehouse facilities are highly impressive with
much new investment. The high quality boards have
excellent environmental credentials and they have
developed unique products like the scalloped barge
boards which attracted our attention. The care with
which they have put together the package to suit our
requirements has given us every confidence in the
success of our relationship.”
The Kestrel site supply package will start with the
individual analysis of Gladedale’s different home
design requirements for PVC-UE boards and trims,
made by the Kestrel in-house technical design team.
When a building development is started, the relevant
packages, bundled individually per house design
unit, are called off and delivered direct to site via
national distributor SIG to a pre-arranged schedule,
and kept in Kestrel’s unique, lockable site-safe K
Box.
Further, for the initial phase of the contract, the
technician will make a careful, on-site evaluation of
each housing unit design and look for ways of
reducing the requirement for PVC-UE products
through expert lean-design analysis techniques. The
analysis will be fed back into the design process,
ensuring long term savings.
“Gladedale is a prestigious name to partner,” adds
Tony Crutcher. “In a highly competitive market,
winning increased market share is a challenge, but
it’s one that Kestrel is now in good shape to
achieve.”

One Step Ahead
Earlier this month, Core Matters caught up
with one of our longest standing customers,
well known industry name, Lister Trade
Frames who have been with us for eleven
years. Recognised as one of the most pro-
active companies in the home improvement
industry, Listers always tries to keep one
step ahead of the market. Director Mark
Warren explained why the company is
looking forward to at least another decade of
business with Kestrel

Selling windows to the trade since 1976, we got into PVC-UE roofline relatively early
compared with the market place in 1991. We always aim to offer our customers the
widest range of products and best service, driven by our ethos of being an
independent, knowledgeable ‘one stop shop’ specialist for installers. We immediately
recognised the ideal fit between windows and roofline products and the benefits to
our customers of being able to get their frames, gutters and trims from one place,
and offer more to homeowners.

After settling down and trying a couple of suppliers, we moved to Kestrel in 1995
and I know it’s a cliché, but I can honestly say we have never looked back. Kestrel’s
product range has continued to grow in line with installer demand. We work closely
with their new product development team to suggest gaps in the market and
opportunities on the basis of our installer customer feedback. It’s always been a
partnership and because we listen to our customers, we can develop products with
Kestrel that the market needs, so the products we end up supplying simply fly off the
shelves. The black trims for example we worked on with Kestrel, and then 6 months
later, we were supplying them. Installers love the Kestrel name and the range is
excellent especially for the commercial sector. But don’t just take my word for it.
Other members of the Listers team think Kestrel is special too.”

Andrew Gray, Purchasing Director had this to say: “Kestrel has the best range of
cellular products available within the building material sectors for trade, commercial
and new build .Their speed of response is second to none, and we especially
appreciate the proactive way in which they involve their customers.” 

Ian Swift, Warehouse Manager added: “The staff are really helpful. Obviously in my
position, it’s critical that I get deliveries on time every time. When we need an urgent
delivery, nothing is too much trouble. You just don’t get the same relations with other
suppliers.” 

Mark Warren continues: “As a trade specialist – we focus totally on their needs –
Listers relies on upholding its reputation as a knowledgeable supplier that really
understands the products we’re selling. To achieve this, we need our suppliers to do
the same for us, and Kestrel has achieved this consistently. Their new drive towards
educating the market on the environmental benefits of calcium zinc core and skin
shows that they are already driving the market into the next generation.”

Marketing Update
New Price List Launched
Kestrel-BCE has a strong marketing presence to back up its vast product
range. And it’s always evolving. With Sales and Marketing Director Tony Crutcher
back in the driving seat, Kestrel-BCE customers can expect to see a lot more
marketing innovations coming through as well as new
product developments they have already come to expect
from the company. We’ve already mentioned the
websites we’re developing, and we also have a mixture
of tailor made and off the shelf point of sale marketing
materials, but we’ll also keep you updated on all new
marketing materials as and when they arise. Look for
the round up in every issue of Core Matters. 

First up this time we have the new look price list for
Kestrel, which is now available. The revised price list
has been updated with the new brand identity and
an even easier to use format. The clear, fully
illustrated document allows customers to easily find
what they’re looking for from our 1300+ product
range. 
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Sitemares!
Kestrel has been designing bespoke services for house builders
since 1995. Its 1300 plus product range includes some specifically designed
products for the new build market. We also offer a tailored service to meet the
precise needs of the house builder,
which is different from those installing
products in the public sector or on
private homes. To better communicate
this support we’re launching a new
initiative called Sitemares. In the style of
a comic strip Sitemares details different
problems often experienced by house
builders, and the solutions that are
available.
For readers of Core Matters, here’s a
sneak preview. 

Kestrel-BCE Ltd, Billet Lane, Normanby Enterprise Park
Normanby Road, Scunthorpe, North Lincolnshire DN15 9YH

Tel: +44 (0) 1724 400440 Fax: +44 (0) 11724 280241
E-mail: info@kestrelbce.co.uk
Websites: www.kbp.co.uk    www.bcecellular.com

International

FOCUS
As an
international
organisation,
Kestrel
understands
the individual
support
customers in
different
countries need.
Our key markets
of the UK, Ireland,
France and more
recently the US,
are naturally
distinctly different.
Having spent the
last 12 months
building up our
Business
Development
team in England,
Scotland and
Wales, we
recognised the
need to get

customer support on the ground across all of our
markets. It’s only by doing this, that we can really
understand and fulfil individual customer needs.
Operating at arm’s length just isn’t as effective. 

Serge Levasseur will continue to look after our extensive
French distribution network. More marketing support
is on its way to France with the new French website in
development as well as new marketing literature
specifically aimed at the French market. 

We’re also delighted to announce that business
development manager John Gunn will be working closely
in situ with our customers in Northern Ireland and the
Republic. His key aim will be to promote the Kestrel and
BCE brands across the territory which is an important one
for us. John will be working specifically to support our
three key distributors Erneplas, J G Kelly and Wilplas and
we’ll be featuring each of these businesses in forthcoming
issues of Core Matters. 

“The roofline market is different in different countries,”
says John Gunn, “which is why Kestrel offers a tailored
approach to each country in which it operates. Take
Ireland for example. Coloured products are massive
sellers in Ireland, which is why we’re continuously
developing the range of products available in our wide
range of colours. We’ve found particularly good sellers are
the black and brown ogee and standard cover boards.” 

France and Ireland can also look forward to their very own
newsletters from Kestrel-BCE to be launched soon. 

Warwickshire Roofing Moves
Onwards and Upwards
Affected by the Coventry
regeneration programme,
Warwickshire Roofing has
seized the opportunity to
upgrade its premises. 

“The site we’ve been operating
from for the last 6 years has been
earmarked for the Coventry
regeneration programme, so we
needed to relocate,” explains Brian Gibson, Manager of Warwickshire
Roofing. “Our existing site served us well and we probably wouldn’t have
moved had we not needed to. But we’re using this as an opportunity to
upgrade. The site that we’re on now is currently split between an indoor
and outdoor space. The new site, just a mile away from our existing
premises, is a 10,000 sq ft warehouse which will be transformed into a
trade counter and indoor storage facility. This means our stock is even
more secure and even better protected against the elements.

“Although we do a small amount of advertising most of our work comes
from repeat business,” continues Brian. “Customers come back to us
because we can offer a great product and service to match, and it’s
important to us that we maintain these high standards.

“Andy Murphy chose Kestrel as Warwickshire Roofing’s supplier when he
started the company six years ago. With over 20 years experience in the
industry Andy knew the key players, so knew Kestrel was the best on the
market. You can certainly use lots of products that are cheaper, but you
can’t put a price on product quality that won’t let you down. Kestrel backs
its products with a good guarantee. Although lots of other manufacturers
now offer guarantees, Kestrel was one of the first which gives us that
added bit of confidence. At the end of the day our customers stay loyal
because we treat them well, but we need the backing of a good supplier to
enable us to provide that level of service.” 

p o s i t i v e l y  d i f f e r e n t

John Gunn BDM Scotland & Ireland

www.kestrelbce.co.uk


