Special report

Innovation roundtable

The windfalls and

pittalls of innovation

The latest H&Y News roundtable focused on innovation, tackling
subjects from skills and materials to legislation and the economy

Innovation is something that
every company would like to
be seen to be associated with,
but there are potential pitfalls to
avoid, such as adopting a new
material or technology too soon.

This was one of the many
messages that came from the lat-
est H&V News roundtable, where
a mix of delegates produced an
extensive discussion on many
aspects and issues within innova-
tive practice.

SES North East regional direc-
tor Steve Joyce opened the discus-
sion by describing his company’s
approach to innovation, which
included the careful selection of
technology, materials and proc-
esses that would have the most
practical benefits for the business.

The use of the SES pre-fabri-
cation facility had proved highly
beneficial in a number of ways,
including the testing and evalua-
tion of materials. Following trials
with a number of materials, the
company has recently adopted
crimped copper pipe fittings as its
most favoured material.

The firm has found that the
creation of its pre-fabrication facil-
ity, for which Mr Joyce is a non-
executive director, has also had
many benefits. “We’ve reduced the
amount of onsite work by 25 to
30 per cent,” he said. “We build as
much as we can offsite”

Another SES innovation was
the use of BIM technology, he
continued, providing 3D mod-
elling and a library of around
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30,000 parts, and is regarded as an
essential means to manage risk.

The debate then returned
to the subject of offsite fabrica-
tion, with Silverline chairman
Peter McCormack questioning
whether this method cuts cost
rather than risk.

“It's not just about cost though,
is it?” asked Balfour Beatty Engi-
neering Services business services
director John Sharp. “It’s actu-
ally guaranteeing the cost of the
installation and removing risk”

Managed savings

Mr Joyce said it will always be
difficult to manage all aspects of
cost. “You price the job, things
happen, don’t they?” he said. With
industry productivity recorded at
between 60 and 70 per cent, offsite
pre-fabrication helps to maintain

“ The rates

were clearly
unrealistic but
the way they
handled it was
just shocking”

Matthew Edwards,

Swales Heafing
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efficiency and reduce the issues
that occur on site that inevitably
result in delays, he added, but
emphasised that common sense
should always prevail in its use.

“We actually look at the hours
spent on site,” said Mr Sharp. “By
the time you've taken into account
the transport and the installation
once it gets to site, there’s no real
difference in cost.”

Spending 30,000 hours on
prefabrication could save 45,000
hours on site, he explained, driv-
ing improved efficiency into the
business. Care should be exercised
in choosing which operations
were moved offsite and the type
of materials used, he advised.

Mr Joyce cited how his com-
pany’s offsite prefabrication facil-
ity had proved invaluable in the
winter of 2010. While many sites
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ground to a halt due to heavy
snow and sub-zero temperatures,
SES was able to continue prefab-
ricating installations without any
loss of productivity; he said.

AECOM business unit direc-
tor Ant Wilson cited the issue of
complying with ever-stricter leg-
islation, along with the benefits
of improved quality proved by
prefabrication.

“Hopefully you'll get better
quality through doing it in a con-
trolled environment, as opposed
to someone doing it up a ladder”
he said. “If it’s the same price for
abetter product, then you're onto
a winner.”

While innovation was seen as
an essential element of delivering
projects efficiently, the need to
exercise care in choosing materi-
als was mentioned by several del-
egates during the debate.

Mr Joyce again referred to his
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company’s use of crimped copper
because of its robust qualities. Mr
McCormack added that he had
found copper components more
stable than other materials.

Communication crucial

The discussion then moved to the
need to be able to communicate
the benefits of innovative practice
to the client and others. Training
and professional development
was described as an essential ele-
ment to facilitate effective imple-
mentation of innovation in a
number of areas. Mr Wilson drew
attention to the need for everyone
involved in the project to under-
stand each other.

Following an explanation of
the use of standardised design
methods for particular projects,
such as schools, which were not
always considered the ideal proce-
dure, Crofton’s Marcos DeCastro
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said it was sometimes necessary to
educate the client to gain accept-
ance of innovative practice.
“There’s a question mark around
design,” he stated, which could be
overcome by educating the client.

The need for all partners to
work closer together turned the
discussion to building informa-
tion modelling software, which
was hailed as a way of drawing
project participants together.

Mr Joyce said that one issue
is that everyone has a differ-
ent understanding of how BIM
works. This led Mr Sharp to note
that product substitution was
something that drives innovation
when handled correctly.

The limitations with BIM were
identified as an inability to show
complexity and cater for the use of
different products and materials.

Swale Heating sales director
Matthew Edwards moved the
debate on to renewable energy,
which had been successfully
introduced into the company,
he said. “We backed it up with
the training and got the right
people in to fit it he said, fur-
ther explaining that the company
had been determined to deliver
a professional service from the
outset. This operation had been
disrupted by the government’s
sudden slashing of the Feed-in
Tariff, he explained.

“The rates were clearly unrealis-
tic but the way they handled it was
just shocking,” said Mr Matthews.
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The industry had been given no
warning of the severity of the cuts
and very little time to react. The
element of trust was important to
encourage innovation, he added,
but the governments action
had let end-users down and had
already had a detrimental effect on
anumber of businesses.

Government strategy

This led to a number of points
being made on the lack of a clear
and effective strategy from the
government that would not just
favour the more affluent mem-
bers of society, while encourag-
ing more widespread uptake of
renewable energy.

Leading on from this, Mr
DeCastro said there should be
more debate around the use of
district heating schemes and the
use of combined heat and power,
as well as educating end-users on
the benefits of renewable energy.

The problem is that no one is
making the necessary decisions
and the governments’ priorities
are changing on an almost daily
basis, said Mr Joyce.

On the subject of the use of
different components and materi-
als and identifying relevant appli-
cations, Mr Sharp said he could
not understand why manufactur-
ers had not produced a library
of products, which would make
everyone’s lives easier and save a
great deal of time and effort.

Moving onto to the topic of
new practices, one element of
introducing them was the de-
skilling of the workforce, it was
suggested. While this was accepted
In part, it was also argued that
this could allow tradespeople to
become multi-skilled and branch
out into new areas.

There was, however, general
agreement on a number of ele-
ments essential for supporting the
argument for innovation. Among
these was investment in training,
increased collaboration between
all parties engaged in the project,
and education of clients and users
to highlight the benefits delivered.
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perfect solution

Industry turns to Carpenter for effective
fire protection and sound insulation

Contractors and specifiers look-
ing for a cost-effective, easy-to-
use solution to fire protection and
sound reduction are increasingly
turning to FIRESEAL across a
host of industry applications.

Carpenter’s FIRESEAL is a
flexible, open-celled polyurethane
foam which is highly modified
during its manufacturing process.

It provides excellent acoustic
performance along with meeting
the criteria of some of the high-
est fire resistant testing standards.
The product is accredited to Brit-
ish Standard Class O, meeting the
full requirements of BS 476 Part 6
and Part 7.

Typical applications include
internal lining of ventilation
ductwork and ventilation equip-
ment; sound absorption in
marine craft; acoustic enclosures;
generator and compressor enclo-
sures; sound-absorbing panels;
electrical equipment; and acous-
tic floor treatments.

FIRESEAL national sales man-
ager Richard Harris (pictured)
says: “Contractors are finding the
benefits of working with a flexible
foam material outweigh those of
other materials.

“FIRESEAL is incredibly easy
to install, as it can be effortlessly
cut to size which significantly
reduces material waste and labour
costs. It also has non-irritant
properties, which is a positive
for installers.

“Other benefits are that it
can be easily fixed onto both flat
and curved surfaces and when
required, the product can be sup-
plied with a pressure sensitive self-
adhesive backing and a variety of
finishes, such as class O alumin-
ium foils”

When used as an acoustic liner
within the air movement industry,
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HVAC ductwork manufacturers
need to be aware of surface air
erosion on materials.

Class O foams do not require
the application of expensive and
time-consuming facing materi-
als, again, making them a cost-
effective option.

Used in high-profile and
iconic buildings across the world,
including the roof on centre
court at Wimbledon, Hong Kong
International airport, CIQ build-
ing in Malaysia and Common-
wealth games pool in Edinburgh,
and with export demand still
strong, Carpenter is increasingly
becoming the product of choice
when it comes to contractors
and specifiers.

Mr Harris says: “We under-
stand that there are differences
within our domestic and inter-
national markets but we are
adaptable to the needs of our
customer.

“Contractors no longer have
to cut corners when it comes to
sound reduction systems and fire
protection solutions, as FIRESEAL
is the perfect solution to fit with
time constraints and budget of
any development.”

For more information contact
sales.uk@carpenter.com
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