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roofing profession and to promote conditions. 
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economic success of the UK.
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so they can comply with industry standards, excel 
in delivery and grow successful businesses.
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Therefore, it is up to us in the 

roofing business to promote good 

practice as much as possible to 

ensure clients get value for money 

and raise the reputation of our 

industry.

Image
An online presence is a must for 

those wanting to promote their 

business and raise their profile, 

ideally an attractive, easy to 

navigate website, full of useful 

information to help clients make 

their choices. Add links to other 

sites, such as the Planning Portal 

at www.planningportal.co.uk and 

to the CORC website at www.corc.

co.uk to enable clients to do further 

research. Encourage feedback 

by using an online, independent 

platform such as Trustpilot to 

hopefully gain some good reviews. 

Managing expectations

Ensure the client has a realistic 

expectation of the end result. I get 

called into many disputes between 

the client and roofer about marks 

on the roof tiles. It is no good 

showing them a pristine sample tile 

in a presentation box if the actual 

tiles delivered to site don’t quite 

live up to it. Roof tiles and slates 

delivered to site inevitably have 

minor scuff marks, which, in most 

cases, quickly weather off. EN 490: 

the Standard for concrete tiles, and 

EN 1304: the Standard for clay tiles, 

contain descriptions of acceptable 

surface characteristics, such as 

minor superficial cracks, scratches, 

and abrasions. Mild efflorescence 

can develop temporarily on many 

building materials, including roof 

tiles. Surface colour will change 

through natural weathering, 

particularly on concrete tiles, and 

moss and lichen growth can occur 

in certain areas. Make sure the 

client is made aware of these.

For old roofs, where there is 

noticeable settlement in the rafters, 

make the client aware that whilst it 

is possible to mitigate some of the 

‘waviness’ in the new roof covering, 

some may remain.

Building Regulations

Ensure you are fully up to date 

with current Building Regulations. 

Remember that if the homeowner 

plans to completely re-roof their 

property, or replace more than 25% of 

the existing roof, or add an extension 

that is at least 25% of the size of 

the existing house, then extra work 

is required to upgrade the home’s 

insulation to comply with 

Unfortunately, our industry has more than its fair share of ‘dodgy roofers’ who taint the 

roofing sector’s image in the minds of the public.  During my work, I come across far too 

many homeowners who have been left with sub-standard work, very often with little or 

no recourse because the so-called roofer has either disappeared or refuses to deal with 

any problems once they have been paid. 

Raising the reputation of the 

roofing industry
current Building Regulations thermal 

requirements. For a home with a cold 

roof space, or loft, it usually just a 

matter of adding extra insulation over 

the existing insulation. For a home 

with a living space in the loft, or a 

loft conversion is planned, insulation 

will be required between, or over, or 

under the rafters, or a combination of 

measures. Check with the insulation 

supplier and get their specification 

for compliance with Building 

Regulation thermal performance 

requirements.
When offering roofing materials, 

remember that for re-roofing 

works, the replacement covering 

should be within 15% of the weight 

of the original. If the new covering 

is substantially heavier than the 

original, then the roof structure 

may need to be reinforced. If 

the new covering is lighter, extra 

bracings may be required to 

secure the roof structure to the 

walls to prevent wind uplift.

Trade body membership

Ideally, be a member of the 

Confederation of Roofing Contractors 

(CORC), which is a nationally recognised 

and respected trade organisation. Not 

only does this add credibility to the 

roofer, but it means that clients can visit 

the trade body website and search for 

their member contractors in their area.

The power of recommendations 

by a client’s friend, family member 

or neighbour who have previously 

used a contractor should not be 

underestimated, particularly in streets 

where the houses are all close to the 

point of requiring replacement roofs, 

or where homeowners want a house 

extension after seeing their neighbours 

get one.

Insurance backed guarantees 

(IBG) and Deposit Protection 

Insurance (DPI)
CORC members will be fully aware of 

the benefits of the insurance backed 

guarantee and Deposit Protection 

insurance exclusively offered through 

CORC members. These should 

be discussed with clients at every 

opportunity; there is nothing worse 

than a worthless guarantee offered 

by a rogue contractor who will not 

be around if a homeowner tries to 

make a claim after finding out the 

workmanship is faulty. Even a guarantee 

from a trustworthy contractor becomes 

worthless if that contractor ceases 

trading. Businesses close due to 

bankruptcy, liquidation or even death 

of the proprietor. The IBG will protect 

the client’s financial investment by 

matching the terms of the contractor’s 

original guarantee should they cease 

to trade. So, if you are no longer able 

to honour a claim, the client’s project 

will still be protected. For even further 

peace of mind for the client, the DPI will 

protect the client should you be unable 

to complete the work. Unfortunately, 

many homeowners assume that they 

will be covered by their home insurance 

policy, though this is rarely the case, as 

contents and building insurance only 

cover accidental damage to property 

and not materials or workmanship.

Home extensions
Finally, some advice on home 

extensions. Due to their nature, many 

domestic lean-to home extensions 

require the roof to be set at a very low 

pitch, often below the minimum pitch 

of the roof tiles. It may be possible 

to choose roof tiles that are suitable 

for the low pitch, but, very often, the 

new roof tiles must match the existing 

ones on the main roof, so this may not 

be possible. In these cases, careful 

detailing of the underlay is required, 

and approval may be required for the 

roof tiles and sub-roof construction 

from the local Building Control 

department.
Disputes can arise where the 

relevant permissions were not 

applied for. Legally, the homeowner 

is responsible for applying for any 

necessary Building Regulation or 

Planning approvals, however, I would 

always encourage the roofer to guide 

the homeowner through the process.

In an ideal world, there would 

be national media campaigns to 

advice the public how to choose their 

roofer contractor and to publicise 

organisations like the CORC guarantee 

scheme. However, that is not likely to 

happen, so it is up to us in the roofing 

business to promote best practice as 

far as we can.

Feature

John Mercer 

9

www.corc.co.uk

2 Issue 7 | 2021

CORC news

CORC members, show us your pics

The Confederation of Roofing 

Contractors are constantly contacted 

by members of the public asking 

about the quality of our members 

work and do we know if they can do 

a flat roof , a pitched roof or a rubber 

roof and of course we can tell them 

because we have the details on our 

database.

Even better however is that we can 

now show them previous examples of 

your work as all approved members 

have an unlimited gallery section 

on our website where pictures you 

have taken can be sent to us and 

are attached to your own page for 

customers to browse.

It’s a fantastic opportunity to 

showcase your work and its 

completely free. You send us your 

pictures and we will publish them on 

your page, it’s that simple.

As well as that we will also post them 

on our Linked-In site where we have 

over 14,000 followers and we are 

pleased to say that our members 

have secured contracts just on the 

strength of the photo’s they provided 

so take advantage of another great 

benefit and send your pictures to 

membership@corc.co.uk.

Approved Member logo
Our well known and respected logo is 

used by contractors to proudly show 

they are members of the CORC and 

for customers to know they are an 

approved member.

If you believe that a contractor 

is misusing our logo and is not a 

member of ours we would like to hear 

from you.

We take logo misuse seriously and 

will investigate all claims thoroughly. 

We work closely with Trading 

Standards who will be notified.

All calls to us regarding logo misuse 

will be kept confidential.”

If you would like to report misuse of 

our logo please call 01206 306600 or 

email membership@corc.co.uk

 
 

Our symbol not only provides a sense 

of pride and professionalism for our 

roofers, but of trust and reliability from 

the public.
By becoming a member, your 

customers are assured that you have 

been vetted and checked thoroughly 

and have the correct insurances to 

be on their roofs. By offering Insurance 

Backed Guarantees with your work, 

you provide peace of mind to your 

customers to know they are covered 

should anything happen to your 

company in the future.

Members are provided with all the 

help and advice they need including 

important documents, complaint 

mediation, technical advice and legal 

advice. We also have a members 

forum on our webpage for members 

only where you are able to talk to our 

other members about any aspects of 

roofing.
Our prices are extremely competitive 

and remain the same for sole traders 

and large companies. Membership 

costs £490 + VAT per annum (£588.00) 

and can be paid all in one go, two 

monthly instalments of £294.00 or 

1 instalment of £294 and 3 monthly 

of £98.00 for your first year. Any year 

thereafter can be paid in up to 6 

instalments.

How membership can help you

If you have any questions or 

queries regarding membership, 

please do not hesitate to contact 

our friendly team on 01206 

306600. We are also contactable 

via Linkedin, Facebook, Twitter,  

email on membership@corc.

co.uk and also our websites live 

chat.

Please visit our website at 

www.corc.co.uk

The Confederation of Roofing Contractors has been operating since 1985 and is well 

respected and widely known within the roofing industry and the public.

CORC approved members are considered amongst the best 

in the UK and from January until November we run a “Roof 

of the Month” competition which allows members to send in 

pictures of their completed projects which are then voted for 

by the public to determine a winner for that particular month.

At the end of the year all monthly winners are voted on 

again to decide the “Roof of the Year” who will then receive a 

free membership the next time their renewal is due. It’s a bit 

of fun but its great publicity so please forward your pictures 

to gemma@corc.co.uk and they will be placed on our 

website and social media sites .

The pictures from previous entrants and we’re sure you 

Roof of the Month

Warrior - Pitch

Green Roofing - Flat

MF Roofing - Pitch

Stuart Wheeler - PitchMike Duffy - Pitch DHP Roofing - Flat

Skyline - Pitch
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Building knowledge: reasons to be 

optimistic for training and apprentices 

FULL classrooms, new ways 

of working and the return of a 

motivating competition. Luke 

O’Gorman, Roofing Tutor at 

Bolton College, says he is looking 

forward to a year free from 

Covid-related restrictions and 

the chance for his students to 

win a top industry award. Total 

Contractor finds out more…

The last 12 months might have been 

challenging but, right now, Luke 

O’Gorman has every reason to be 

optimistic. Apprentice numbers 

might well be down in the rest of the 

country but there is no sign of that 

at Bolton College. In fact, student 

numbers have doubled over the past 

three years, and as Luke points out, 

the icing on the cake is the return 

of the BMI Apprentice of the Year 

competition.

“We’ve got 36 new starters, 40 

returners and we’ve got a waiting 

list,” he says. Naturally the pandemic 

disrupted normal classroom teaching 

yet adaptability on the part of both 

tutors and students enabled them to 

discover very effective workarounds.

“We had to make a lot of 

adaptations to cope with Covid, 

using a lot of online tuition for 

two days of the week when the 

students would usually be with us 

and encouraging them to gather 

a lot more on-site evidence of 

their skills,” continues Luke.

“But all in all I think it went rather 

well, once we got over the teething 

issues, and in the long run I think 

we all got proficient in on-line 

technologies we wouldn’t ordinarily 

have touched.”

Luke has put many of the resources 

he would have used in college into 

a ‘virtual classroom’ so they can be 

accessed by any device – whenever 

the student needs them. As a result, 

subjects that might seem just 

academic become far more practical, 

Luke says.

In fact, student 
numbers have 

doubled over the past 

three years, and as 

Luke points out, the 

icing on the cake is 

the return of the BMI 

Apprentice of the Year 
competition.”

Luke O'Gorman, Roofing Tutor at Bolton College (left).

“There are different formulas for different 

products, and they would refer to these 

in college. Now that these are available 

online, they’re a lot more accessible and 

they can even use them at work.”

“We had to hope they could pick up 

most of their skills on site and then, when 

they did get back into college, it was all 

hands to the pump”

Luke O’Gorman, roofing tutor at  

bolton college

His favourite app is Google Classroom, 

which students can access from their 

phones, and enables him to put on 

content such as quizzes to keep them 

engaged. Yet this could not help in 

teaching the practical skills, though it 

helped that many roofing contractors 

returned to work well before other 

trades. The result was that students 

were very aware of what they needed 

to learn once they returned to the 

classroom.
“We had to hope they could pick up 

most of their skills on site and then, 

when they did get back into college, 

it was all hands to the pump. The 

students did have a very focussed 

approach – they wanted to make the 

most of the time that they had with 

us,” Luke observes.

Site visits were also impossible 

during the Covid lockdown. The 

students might be classified as key 

workers, but their tutors weren’t, so 

there was no way on-site. For Luke, this 

robbed him of what he considers one 

of the most satisfying parts of his job, 

seeing his students grow in maturity 

and skill. It also meant that he had to 

carry out his duty of care remotely by 

telephone, keeping in touch to check 

on their well-being and keeping a note 

of each one.

Competition time – growing in 

confidence
Now everything seems to be returning 

to pre-Covid ways of working, the 

well-respected BMI Apprentice of 

the Year competition has returned. 

Students enter for either BMI Pitched 

Roofing Apprentice of the Year 2021 

or BMI Flat Roofing Apprentice of the 

Year 2021.
“We’ve really missed the 

competition, it is a real positive for 

the students to have something to 

aim for and we had all the material 

to show what previous students had 

achieved,” Luke comments.

“The effect on the contestants was 

impressive. It built their ambition 

and introduced them to skills such 

as speaking with customers and 

presentation which will make them 

all-round tradesmen, not just roofers”

Luke O’Gorman discusses the BMI 

Apprentice of the year competition

Luke is glad to see the competition 

return because the accolades of 

winning are only half the story. Those 

who are shortlisted and take part in 

the two-day final gain a lot more, he 

says, having previously attended the 

two-day final at the BMI academy in 

South Cerney, Gloucestershire.

“The effect on the contestants was 

impressive. It built their ambition 

and introduced them to skills such 

as speaking with customers and 

presentation which will make them 

all-round tradesmen, not just roofers.

“It’s very different from other 

competitions in the industry, which 

are more focused on practical 

skills. You could see the contestants 

changing from the very first day, 

growing in confidence and ability 

even if they didn’t win.”

Luke views the competition so 

highly that he shows videos of 

previous years’ competitions to his 

students to get them primed up for 

it – and found them very enthusiastic. 

He sees the competition as a win-win 

that benefits both the employer and 

the student.
“The employer gains an employee 

that wants to get better, that wants 

to do the job right, and – if they win 

– can bring a bit of prestige to the 

company. The student gets a real 

sense of self-worth because they get 

recognition for their skill and for their 

understanding of the business.”

Luke believes that the new term 

sees the college and its students in a 

strong place. They have weathered 

the pandemic; numbers are up, 

and the students can now use their 

devices to access resources once 

only available in college. And now 

there’s also a competition that is an 

arena for students to test their skills 

– and extend them in a way that 

colleges can’t.
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Surespan has a long history dating 

back to 1969 manufacturing and 

installing specialist handrailing. 

Rainer Clover, Chairman, always 

carried a vision of a multi-faceted 

company that provided solutions 

for roof access, safety and more. 

From a double garage, which acted 

as a temporary factory in the early 

days, with year-on-year growth, 

distributors based in Europe, the 

USA, Middle East, and more, and an 

expansive product portfolio, it is an 

exciting time to be a member of 

the Surespan team.

Surespan has a passionate and 

dedicated team of 65 staff, 

manufacturing and distributing not 

just roof hatches but floor access 

doors, rooflights, ladders, access 

panels, and even providing a cut-

to-size aluminium chequer plate 

service. Our long-standing Sales 

Team provides assistance and 

technical advice with a combined 

experience of over 80 years.

Some of the biggest opportunities 

and gambles for the business 

came in 2012 when a distributor 

partnership was set up in Qatar 

due to the increased demand for 

quality products manufactured in 

the UK. This led to Surespan Covers 

getting specified and working on 

the prestigious Msheireb Downtown 

Doha project. These six phases 

totalled over £750,000 where 

Surespan supplied every aspect of 

access, from wall access panels to 

roof access hatches and even floor 

access doors.

Projects such as this, paved the 

way for even bigger and more 

exciting projects, including the 

Presidential Palace in Abu Dhabi, 

where we supplied over 100 floor 

access hatches, and the Kahramaa 

Mega Reservoirs Project, where over 

500 floor doors were supplied!

We have also provided some 

massive one-of-a-kind bespoke 

solutions, including Ferrari World in 

Abu Dhabi, which needed a 5.4m x 

4m sliding roof hatch to maintain 

Cover story

Cover story

Our long-standing 

Sales Team provides 

assistance and 
technical advice 
with a combined 

experience of over 80 
years.”

and service the rollercoaster 

carts for the World’s Fastest 

Rollercoaster, Formula Rossa. 

Tom Davies, Commercial Director, 

worked on the Grand Egyptian 

Museum to secure multiple 

packages involving roof, wall 

and ceiling hatches. On the other 

side of the World, Yale University 

searched the US for a bespoke floor 

access hatch, finally discovering 

Surespan as the only bespoke 

manufacturer that could meet their 

complex requirements for a 4.5m 

x 2.7m floor access door with a 

17-tonne wheel load!

Surespan has built its name on 

bespoke solutions operating from 

our three factory locations within 

the UK, but often our large range of 

stock products gets missed. With 

our warehouses, we carry a range 

of standard roof hatches, smoke 

vents, ladders, and access panels 

in stock for next day delivery. 

Supported by local businesses 

and ensuring a thriving local 

economy, supporting Surespan 

means supporting UK-made goods 

through and through.

Surespan manufactures high-

quality products that have been 

independently tested by BRE. 

Whether for IP rating for water 

and dust ingress, air permeability, 

weather tightness, or even fire 
rating where needed for up to four 

hours. Surespan manufacturing 

processes have also been 

independently tested to BS EN 

ISO9001 and UL-EU Approved,

After 30+ years in business, you 

may ask, what is the key to a 

successful business? Rainer Clover, 

Chairman, says “it is largely down 

to our fantastic team, built up over 

many years, who live and breathe 

the services and products we offer 

and share the same passions as I 

do. We’re very much an extended 

family with a friendly office 

environment.” This work culture 

combined with an acute business 

acumen has led Surespan to 

continuously look forward. Whether 

Continued on p14

With head offices in Walsall, West Midlands, and an international network of distributors 

and partners, Surespan provides one of the most diverse product portfolios covering all 

means of access and escape.

Accessing New Heights
Providing a SAFE solution to smoke, access, fire, and 

escape hatches since 1969.
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