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Glimmer of hope

In the epicentre of the recession
What began a good year ago as 
a crisis in the American prop-
erty and financial markets has 
since become a global recession 
with impacts on virtually all in-
dustrial sectors and spheres 
of life. Roto Inside spoke with 
Chris Dimou, Roto market direc-
tor North America, about the 
current situation in the Ameri-
can property market.

Chris Dimou, market director North 

America

High-quality construction with aluminium windows

New markets for well-proven 
technology

An aluminium growth market: As in 

the United Arab Emirates or Saudi 

Arabia, countless large projects are 

also being realised in Dubai in which 

aluminium window systems are the 

first choice. 

Is the American property market stabilising? Chris Dimou sees the first signs of 

recovery.

Timber, PVC or aluminium win-
dows? Around the world, de-
mand for high-quality windows 
is increasing regardless of the 
profile material. Today, how-
ever, the requirements placed 
on windows and doors, and the 
preferences of the architects 
and builders in individual mar-
kets, still clearly differ from one 
another – not least due to the 
differing climatic conditions. A 
journey around the world shows 
for example where aluminium 
windows with modern hard-
ware technology are in vogue.

Aluminium windows and doors 
have been valued and demanded 
by Chinese and south-European 
building owners for years. In these 
regions, a correspondingly large 
amount has been invested in the 
construction of high-quality sys-
tems over the past ten years – to-
gether with Roto in the case of 
many window fabricators. However 
in recent years the demand for alu-
minium windows in further markets 
has grown where we have been 
able to decisively influence the fu-
ture. “For example, the Middle East 
has been a very interesting market 
for several years now”, says Klaus 
Engesser, export manager at Roto. 
“This is because in the United Arab 
Emirates, Saudi Arabia or the Gulf 
States – regardless of the currently-
difficult economic situation –  
countless large projects are being 
implemented that have significant-
ly increased the demand for alu-
minium windows in these markets. 
Or take a very topical example of a 
growing aluminium market: South 
Africa. Now during the preparations 
for the football World Cup 2010, 
numerous new buildings are being 
constructed – here as well, the de-
cision is almost always for alumini-
um systems.”

‘Simple windows’ are being 
replaced
One of the main reasons for the 
increasing use of aluminium win-
dows is their beneficial price/per-
formance ratio. “Depending on tra-
dition and stage of development, in 
many African or Middle East coun-
tries simple timber and sheet-metal 
windows are still widespread. In 
new buildings or during refurbish-
ment however, aluminium windows 
are predominantly used – we es-
timate to around 80 percent. This 
is because aluminium is a material 
that can be processed easily, that 
fulfils the structural and climatic re-
quirements of window systems that 
are not thermally broken and is also 
highly attractive in terms of price. 
The quality difference compared to 
the simple windows produced from 
cheap materials that were used in 
these countries up to now is huge. 
As a result, modern aluminium win-
dows are in demand from archi-
tects, investors and builders.”

Although the price is decisive in 
these markets, additional consid-
erations generally play a role in the 
selection of a hardware supplier, as 
Klaus Engesser explains. “The fast 
availability of the products on site 
is very important. Hardware pur-

chasing is often undertaken at very 
short notice. That is a great logisti-
cal challenge. And of course one 
must not forget: it is the growing 
markets in particular that have a 
large demand for personal consul-
tation, services and support offers 
in the planning, tendering, imple-
mentation and after-sales stages. 
As international market leader for 
Tilt&Turn hardware, Roto is in a 
good position in many markets and 
enjoys a good reputation. But we 
also have to match the high expec-
tations on a daily basis. That is why 
the Roto company group is invest-
ing heavily here.”

Design freedom without 
boundaries
Asked for a magic formula for suc-
cessful market cultivation, the ex-
port manager answers without 
hesitation. “All from a single ‘one-
stop-shop’ source and a suitable 
solution for all requirements! And 
Roto can of course score points 
here: hardware for large win-
dows up to 300 kilograms and for 
Tilt&Turn windows, large Patio and 
simple sliding systems, electrome-
chanical components, robust hard-
ware surface-finishes, hardware for 
main doors and outward-opening 
facade systems – already today, our 
product range includes innumer-
able solutions for the design wishes 
in different cultural regions. ‘Not 
possible’ is not something that a 
customer will ever hear from us.”

With a view to the international 
chances of success for modern alu-
minium systems, Klaus Engesser 
sees the efforts of his colleagues 
worldwide as more than justified. 
“Due to the fact that in all countries 
the economising of energy has be-
come a political and economic top-
ic, high-quality as well as thermally 
broken aluminium systems are in-
creasingly being demanded instead 
of simple steel or timber designs. 
The market for the Roto AluVision 
product range and the know-how 
of the aluminium specialists at Roto 
will therefore continue to grow.”

RI: The experts have not 
reached a consensus on the 
precise effects of the global re-
cession. Undisputed however is 
the fact that the ‘shockwaves’ 
had their origin in the American 
property market and the related 
finance sector. How are things 
at the ‘epicentre’ today?
Chris Dimou: As of quite recently, 
American economic experts have 
been talking about the third stage 
of the crisis in the housing market. 
While stock-exchange speculators 
and homeowners were affected by 
toxic debt, the crisis has now af-
fected even those who a year ago 
could still pay off their loans. The 
main reason for this is the increas-
ing number of people losing their 
jobs: the unemployment rate in the 
USA is now around ten percent. Ev-
ery month an average of 665,000 
people become unemployed. The 
government under Barack Obama 
has already recognised the urgency 
of the situation. A rescue package 
introduced in March 2009 demands 
that banks and credit institutes ne-
gotiate credits with debtors again. 
New proposals for easing the bur-
den on insolvent homeowners are 
being discussed in the Senate with 
some urgency.

RI: What role do the banks play 
in the current phase?
Chris Dimou: According to an in-
vestigation by the US Federal Re-
serve Bank, in the past few months 
the credit institutes in the USA have 
considerably tightened the terms 
for loans to consumers and compa-
nies. The quarterly ‘Senior Loan Of-
ficer Opinion Survey’ undertaken by 
the FED central bank of banks and 
insurance companies found that the 
surveyed banks increased the inter-
est on credit in net terms by 70 per-
cent over their own financing costs 
in the first quarter. This shows that 
the banks are still treating the credit 
business very cautiously after the 
collapse of the market in the dis-
credited ‘subprime’ mortgages. But 
at the same time they are skimming 
off part of the interest-rate reduc-
tions of the federal bank.

RI: What effect is this cri-
sis having on the renovation 
market?
Chris Dimou: This is the good news: 
the renovation market sector is 
defying the crisis. With a market 
share of approximately 70 percent, 
refurbishment is a relatively robust 
market that cushions the negative 
effects of the smaller new-build 
market. At the same time, politi-

cians have the opportunity to effec-
tively tackle the market weakness 
with subsidy programmes for resi-
dential housing, for example for en-
ergy-saving measures or for renew-
able energies. In the USA we can 
speak of some 128 million proper-
ties in need of renovation. The aver-
age age of the existing buildings in 
America is 32 years.

RI: Even though forecasting is 
currently difficult to make, with 
which developments are you 
personally reckoning on in the 
next 12 months? 
Chris Dimou: The US property mar-
ket is and remains the economic 
pointer worldwide, because of its 
size if nothing else. Where the fi-
nancial crisis started could also be 
where the first glimmer of hope is 
found. When the price decline in 
the US market comes to an end, 
this will certainly have a signal ef-
fect on other economic sectors. I 
personally believe that an upswing 
can be expected in the first half of 
2010, especially since the position 
in the ‘frozen’ credit markets will 
improve.

RI: What effects has the crisis 
had for American window fab-
ricators, for Roto customers? 
How are they coping with the 
recession?
Chris Dimou: Most American win-
dow fabricators have first-hand ex-
perience of the crisis. The market 
decline of 40 percent is reflected 
par for par among the large play-
ers in the industry in particular. This 
has resulted not only in large-scale 
redundancies, but also in stock lev-
els being drastically reduced, re-
sulting in major changes in order-
ing behaviour. Many companies are 
now attempting to diversify them-
selves by focusing on new market 
segments (like the renovation sec-
tor) or new product groups (for ex-
ample European products).

RI: What can an industrial con-
cern such as Roto do to emerge 
strengthened out of the crisis? 
Or is one condemned to sitting 
tight?
Chris Dimou: No, I view defensively 
sitting tight as the worst of all op-
tions. The crisis has of course not 
passed Roto Frank of America by. 
Our new strategic direction is fo-
cusing. We want to and must con-

centrate on the essential elements 
in order to continue building the 
strengths of the company. That 
extends through all business divi-
sions. To be precise, the focus is 
on sales and in particular on the 
strengthening of the sales team in 
the USA and Canada as well as the 
professionalisation of all sales ac-
tivities. Also important to us is the 
consistent stock reduction and the 
adjustment of the cost structures 
in the sense of ‘right-sizing’. Last 
but not least, the above-mentioned 
points will be flanked through the 
transformation of the company 
from a product-focused to a market 
and customer-orientated company. 
For 2010 we will be well-positioned 
and thus make our contribution to 
the end of the crisis.
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