
AAnn  eevveerr  iinnccrreeaassiinngg  aarrrraayy  ooff  pprroodduuccttss
iiss  nnooww  ccoommiinngg  iinnttoo  tthhee  UUKK  ffrroomm  tthhee
FFaarr  EEaasstt.. AAlltthhoouugghh  bbrraass  hhaavvee  bbeeeenn
hhiittttiinngg  tthhee  hheeaaddlliinneess  iinn  tthhee  rreecceenntt
bbrraa  wwaarrss,, tthhee  eeffffeecctt  ooff  ccaabbllee  iimmppoorrttss
ffrroomm  aarroouunndd  tthhee  wwoorrlldd  hhaass
ddeevvaassttaatteedd  tthhee  UUKK  ccaabbllee  iinndduussttrryy
wwiitthh  aann  eessttiimmaatteedd  8800%%  ooff  pprroodduuccttiioonn
ccaappaacciittyy  lloosstt  iinn  tthhee  llaasstt  1100  yyeeaarrss..

Some would argue that UK manufacturers
had become complacent, trying to distance
themselves from customers by putting ever
increasing layers of wholesalers and
distributors between them and the end 
user. The need for profit from the big
wholesaler chains has resulted in them
looking abroad for competitive pricing whilst
continuing to beat down the manufacturers
until it becomes no longer viable for them to
continue producing in the UK.

Of the few that do remain, most are global
players sometimes sourcing products from
afar and acting as manufacturers/
distributors with no stocks and long lead
times for products that are deemed not
cost-effective to produce in the UK by the
‘bean counters’.

It’s a sad reality that price and not service is
becoming the focal point for many
producers today. How different things could
have been if the question was ‘when do you
need it?' as opposed to ‘how cheap do we
have to be?’ Ultimately the question we are
now faced with is ‘can we live without China
and the Far East?’

The answer is an emphatic ‘no’.

If you take Category 5 structured wiring
cable for example, there are very few
manufacturers left in Europe willing to 
make it. This is in part due to prices
dropping so low two years ago that several
manufacturers simply diverted production
capacity to more profitable lines or closed
factories altogether. Certainly, some big
names still sell their branded product but
much of this is of Far Eastern origin that 
has been badged.

Recently, prices have roughly doubled (partly
down to copper) and the profit has come
back, this time for the Chinese. Sadly, many
of the European producers are unable to
gear back up to making these products
leaving the market vulnerable.

The range of products coming from the Far
East is increasing but mainly concentrates

on cables with a high labour content either
in production or reeling. Certainly the quality
offered by the best factories is excellent,
with consistency, packing and reliable
deliveries all adding to the service.

The worry centres on an increasing
dependency. The rapid price rises last year
brought about by the soaring copper market
found prices going up by as much as double
the amount needed to cover the copper rise.
Profiteering, or the realisation that the 
West had little option but to accept these
price increases meant that any resistance
was met in many cases with a ‘take it or
leave it attitude’.

It is vital we keep production capacity in
Europe even if we can’t keep it in the UK. At
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the moment, power cables appear to be 
safe, due to their bulk and high transport
cost with relatively little, other than a few
small booklet-armoured cables, coming in
from China. India has been waiting in the
wings for 15 or 20 years now but as yet
quality issues have held them back. Don’t
count on that lasting much longer however,
as they have a well educated workforce 
who will soon want a slice of the European
market for themselves.

But it is also the manufacturers
responsibility to look beyond price and 
meet the needs of the customer in both
service and product quality. We don’t 
want to see import restrictions on cables 
like the bra wars of 2006.

+++ Metal Prices +++ Metal Prices +++ Metal Prices +++

+++ Metal Prices +++ Metal Prices +++ Metal Prices +++

20th April 2007 29th December 2006 4 Month Change %
COPPER £4,013.93 £3,206.37 +25.19
ALUMINIUM £1,411.68 £1,454.61 -2.95
SILVER £6.94 £6.56 + 5.79 
NICKEL £25,238.19 £17,461.45 + 44.54
All prices per 1000kg except silver per oz. Exchange rates apply at time of trade

AAfftteerr  eennddiinngg  22000066  aatt  wweellll  oovveerr  ££33000000
ppeerr  ttoonn,, ccooppppeerr  ffeellll  bbaacckk  ttoo  aarroouunndd
££22660000  iinn  mmiidd  FFeebbrruuaarryy  22000077..

SSiinnccee  MMaarrcchh  iitt  hhaass  sstteeaaddiillyy  cclliimmbbeedd
ttoo  oovveerr  ££44000000  --  aa  rriissee  ooff  oovveerr  5500%%  iinn
jjuusstt  88  wweeeekkss.. IItt  iiss  qquuiittee  ppoossssiibbllee  tthhaatt
tthhee  pprreevviioouuss  hhiigghh  ooff  ££44660000++  ooff  llaasstt
MMaayy  wwiillll  bbee  eexxcceeeeddeedd..

Some of the downturn early in the year
was due to reasons ranging from the

slowdown in housing developments to
the Chinese New Year.

China's consumption in March 2007
has increased by more than 60% to
around 310,000 tons compared with
March 2006.

The LME stock of copper was the
lowest since December 2006. All this is
likely to push prices even higher in the
short term.

The rise is partially due to speculators as
well as increased demand. These factors
combine to push prices even higher.

Our advice is, if you can predict 
your requirements you may be able 
to agree a fixed price for a bulk
quantity and then call it off over a
predetermined period.

If this is of interest please call us and
we can discuss it with you.

Final check and labelling before boxing and palletising.

Braiding can be a very slow process
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At FS Cables our objective for this year is to
make significant reductions to our impact on
the environment. It was one of our
contracting customers who suggested
attaining ISO14001 status. Work on this is
well underway, with many good ideas coming
forward from our staff. We hope that by
achieving this environmental award, we can
make significant steps in 2007 to protect our
surroundings for future generations.

We have also signed up to the Paper Planet
recycling scheme, which deals with all of our
office based materials such as paper and
plastic. It is a daily reminder that everyone
within the company has their part to play, and
we are encouraging staff to be more
environmentally aware in their lives, both at
work and outside work.

Industry News FeedbackISO 14001 
Environmental
Management

What is the contractor sales team?
A team of four people was set up six years ago
specifically to look after the needs of
contractors and installers within the UK. As
well as me, we have another Lee - Lee Girdler,
Lynn Hammond and Sarah Flint.

What is different about the
contracting team?
I guess we have a more direct approach. We
deal a lot with guys on site who want to place
an order with minimum hassle - we try hard to
meet their needs.

What’s your greatest strength?
We have around 35,000 sq ft of warehouse

and as our company name - Flexible &
Specialist Cables suggests, we stock many of
the more unusual products - some in
hundreds of thousands of metres. This gives
us the opportunity to respond very quickly to
both large and small requirements.

How quickly is quickly?
Call and collect is probably the fastest, which
can be as quick as ten minutes to pick the
product and do the paperwork - just time for 
a cup of tea! This isn’t always convenient 
for customers so we have a reliable bunch 
of couriers, mostly owner drivers, who can
deliver within a few hours, depending on the
distance, and at a reasonable price.

Q&A
With Contractor Sales - Lee Ypey

GGeenneerraall  SSaalleess:: 01727 828 828

FFaaxx::  01727 824 825
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Wellington Road, London Colney, Herts, AL2 1EY
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PPuurrcchhaassiinngg:: 01727 744 055

MMaarrkkeettiinngg:: 01727 744 056

A big thank you to those who left us
comments on the reply card for the winter
edition of this newsletter. We had an
overwhelmingly positive response and were
delighted to read your feedback, please keep
it coming.

Trying to incorporate some of your
suggestions into future editions will be
interesting, but as tempted as we are, it is
unlikely we will ever be able to include a TV
guide and a sports page!

A number of readers also requested to receive
a copy of our Little Red Book on CD. We 
have plenty more available for those of you
who find it more convenient to view it 
this way.

The number of requests to receive the
newsletter by email was also very
encouraging and contributes well to our
greener approach to business. Please 
visit www.fscables.com/newsletter.php to 
sign up, or tick the box on the pre-paid reply
card enclosed with this issue.

Welcome to turbulent times. After what was
generally regarded as a great year for the
cabling industry, 2007 has started rather
shakily. Copper is dominant factor with the
price falling and now starting to recover.

If you are buying power cables there are some
great deals around at the moment, with
distributors clearing stocks that were
purchased when copper was high - even if it

means taking a loss. Cleveland Cables in
particular are passing on savings brought
about by the drop in copper price.

It will be interesting to see if prices start
moving back up again to follow the copper
rises but for the moment if you have a decent
enquiry for armoured cable you could make
some real savings. Just be careful not to slip
on the blood!

Little Red Book
IIssssuuee  88  ooff  tthhee  FFSS
CCaabblleess  ppoocckkeett  gguuiiddee  iiss
nnooww  aavvaaiillaabbllee  iinn
pprriinntteedd  ffoorrmm  oorr  oonn  CCDD..
TThhiiss  112200  ppaaggee  ffuullll

ccoolloouurr  ccaattaalloogguuee  ffeeaattuurreess
tteecchhnniiccaall  ssppeecciiffiiccaattiioonnss  ooff  oouurr  wwiiddee
pprroodduucctt  rraannggee,, aass  wweellll  aass  aa  BBeellddeenn  ppaaggee
ffiinnddeerr  aanndd  aa  hhaannddyy  gguuiiddee  ttoo  LLSSHHFF  ccaabblliinngg..

current ratings, and AWG / Metric conversion
and stranding charts with American,
European and UK colour codes. These can be
easily referred to when you are placing your
order, and the handy pocket size means you
can take it with you when you are on site!

To order your free copy, please return the
enclosed pre-paid reply card or call our sales
team on 01727 828 828.

The most popular is our standard next working
day service for parcels, drums or pallets.
We use Target and a specialist pallet network
that have proven to be remarkably reliable -
touch wood! 

What is the biggest challenge
facing the contracting team?
Probably the biggest challenge is the
specialist range of products - we don’t sell
booklet-armoureds or twin and earth so we
are reliant on people remembering us for the
more unusual cables. This isn’t so relevant
with specialist installers where we play a
much bigger part in the supply chain.

It is frustrating when we see orders from
other distributors or wholesalers for delivery
direct to xyz customer who has an account
with us.

What about FS Cables holding stock
for customers?
This is increasingly popular, particularly with
contractors at the start of a project or where
installers are using the same types of cable all
the time, but don’t want to hold big stocks
themselves. In these cases we agree a price
and quantity with the customer and then hold
it to be called off over an agreed timescale. It
also means we can cut cable to length to
reduce wastage on site.

What sets you apart from other
distributors?
Apart from the products we sell it’s the care
we all take – not just here in sales but

throughout the company. We don’t have a cut-
off time for orders – if we can ship it we will,
and I can’t remember a time when an order
wasn’t sent out on the same day it was
supposed to be. This takes real commitment
from everyone.

Do you only deal with established
account customers?
No, a lot of the business is with the big
contractor but a significant amount comes
from small ones, even one-man bands,
particularly where they specialise in installing
a particular type of machinery or equipment.
You don’t even need to have an account to
deal with us, we take most credit cards or
you can always pay on proforma.

What are your largest and smallest
orders this year?
So far it’s just under a quarter of a million
pounds, down to about twenty pounds. We try
to give outstanding service whatever the
value, but it’s a great feeling when you’re
awarded a big contract.

Do you ever get to meet your
customers?
Not as often as we would like to, but we do
go to exhibitions and occasionally out to
sites. To be honest, we’re not all that good
looking! I’m probably more used to dealing
with customers with a phone in one hand and
a computer in front of me. I would just like to
say thank you for all your business, we all
really appreciate it.

The contractor sales team. Left to right: Lee Ypey, Lynn Hammond, Sarah Flint, Lee Girdler




