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World Leader in Pumping LPG

Sterling Fluid Systems (UK) Ltd
Atlantic Street, Altrincham, Cheshire WA14 5DH

Email: uksales@sterlingfluid.com     
Tel: +44 (0)161 928 6371     
Fax: +44 (0)161 925 2129

Flooded suction pumps
Series: SC2000, CEH, 
ZEA and VEA

Suction lift pumps
Series: PC

Submerged tank pumps
Series: ZEB, CEB and CVGP

Product benefits

Service exchange: Service exchange and repairs  
available for competitors’ pumps

Liquid & vapour handling Effective priming, cavitation-free, 
and low NPSH: and continuous operation 

ATEX: Plant safety

Quiet: Improved relationships with 
site neighbours

Mechanical seal & Flexibility
seal-less options: 

Service, repair & Available to extend lifetime of pump
commissioning packages: 

www.sterlingfluid.com
Capacities up to 250m3/hr

Contact us now for info on pump maintenance contracts

If It’s AutOGAs EquIPmEnt
It hAs tO BE

COmBInED GAs systEms

• ComBINED gAS SYSTEmS is the lEADINg DISTRIBUToR for FISHER lPg CoNTRolS, FAS

AUTogAS DISPENSERS & EqUIPmENT and gREINER SHUT-oFF vAlvES and FITTINgS.

• We are pleased to offer our ClIENTS many NEW and INNovATIvE PRoDUCTS from the WIDE

RANgE manufactured by these mARkET lEADERS.

• We offer CoST EFFECTIvE SolUTIoNS backed by FIRST ClASS ENgINEERINg SUPPoRT for

All PRoDUCTS in our range.

• For FURTHER INFoRmATIoN phone 01925 767217 today.

Warrington Office: 13 Brookfield Road, Culcheth, Warrington, Cheshire WA3 4PB Tel: 01925 767217  Fax: 01925 762670
Doncaster Office: Unit 3a, Plumtree Farm Industrial Estate, Harworth, Doncaster, South Yorks DN11 8EW Tel: 01302 711247

Key Lockable
Ball Valves

LPG Control
Equipment

Auto-gas
Equipment
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From here, the industry’s future looks vibrant. It has always had a
knack for adapting itself to changing attitudes and confronting
change head on.

When pollution and the depleting ozone layer became an issue,
converters and suppliers, already with a head start as lp gas is much
less polluting than petrol or diesel as a vehicle fuel, geared up for an
autogas revolution. Climate change is still a concern, and the
industry has been investigating new technologies to see if they fit.

No one can say that there is not a place in the future for lp gas – it
has already attached itself to new technologies, such as fuel cells,
combined heat and power and solar heating. And it is still an
essential part of people’s lives in more traditional areas, such as
barbecues and patio heaters, camping and caravanning, and
domestic heating.

With the coming changes recommended by the Competition
Commission in the domestic heating market, it will be essential for
supply companies to stay in touch with all their customers and make
them feel valuable. Smaller businesses may find this a bit daunting,
especially if they rely solely on salespeople to communicate with them.

Unfortunately, in this era of remote communication and increased
competition, that may no longer be enough, and companies will
have to become more sophisticated in their customer contact. In
this issue, there are some good ideas on how to do that through
direct mail and newsletters and enhancing your website   . In later
issues, we will look at how to do this via email and other methods.

THE VOICE OF THE INDUSTRY
KNACK FOR ADAPTING

ISSN 1362-7813. FEB/MAR 2007

LP GAS 
THE VOICE OF THE UK LPG INDUSTRY

Reflecting the objectives of a thriving,
diverse industry and its customers, LP
Gas is distributed free to LPGA and
ALGED members and other registered
readers.
Individual copies: £4 
Overseas subscription: £40 pa. 
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A revised inspection regime for
tanks and cylinders carrying
dangerous goods has been
introduced. Those who inspect
tanks and pressure receptacles
carrying dangerous goods now
have to be appointed by the
Department for Transport (DfT)
on the recommendation of the
United Kingdom Accreditation
Service (UKAS).

UKAS accreditation manager
for engineering inspection and
development, Lal Ilan, said:
“These revisions bring the UK
into line with international
practice. Organisations or
persons that carry out the
inspection of tanks and pressure
vessels whilst they are in service
may now unwittingly be
operating illegally, simply

because they are unaware of the
changes in the legislation.”

UKAS engineering inspection
accreditation is responsible for
assessing the competence of
organisations that apply to the
DfT for these regulatory
appointments. Specialist
assessors and experts from
UKAS will carry out the
assessments of competence
based upon criteria agreed
between UKAS and DfT to
internationally recognised
standards.

“The transport of goods by
road or rail has the potential for
accidents,” said Lal. “Where the
goods being carried are
flammable, corrosive or under
pressure, there are additional
risks from loss of containment

and fire, spillage or explosion.
The proper inspection of
containers carrying dangerous
substances is crucial to
minimising the risks arising from
any accident.”

UKAS’s status as the sole
national accreditation body
recognised by the UK
government is formalised
through a memorandum of
understanding between the
Secretary of State for Trade and
Industry and UKAS. UKAS
accreditation involves
assessment and verification
against international standards
of certification, inspection,
testing and calibration activities.
Contact UKAS on 
0208 917 8400
www.ukas.com

Are You Operating Illegally?

AEGPL 2007 will be held at
the Acropolis Conference
Centre in Nice, France, on
June 6–8 with the theme “the
advantages of liquefied
petroleum gas: Lpg, a clean,
efficient and available
energy”.

Four sessions at the
conference will cover the
positioning of lpg in Europe;
lpg applications in the
transport sector; good
practices and the
standardisation policy, and
innovations and new lpg

applications. Delegates will
also be offered the option of
attending technical
workshops for the first time.

The exhibition at AEGPL
2006 in Istanbul, Turkey, had
over 1,000 visitors from 46
countries, 70 per cent of

which were decision makers.
This year, companies will
exhibit equipment and
activities related to the
production, storage,
transportation, distribution
and installation of lpg,
including Clesse Industries,
Kosan Crisplant, RegO,
Sterling Fluid Systems and
TouchStar Technologies.
To book exhibition space, visit
www.aegpl-expo.com or, to
attend the conference, contact
the AEGPL on +32 25 669126
www.aegpl.com

AEGPL 2007

The chief executive of the
Health & Safety Executive
(HSE), Geoffrey Podger, will
open a new regional
exhibition and seminar,
Health & Safety ’07. The
event will be held at
Sandown Park Racecourse
on February 20–21 and the
Reebok Stadium in Bolton on
October 10–11.

“The HSE wants to see
health and safety as an
important issue on every
company’s agenda,” he said.
“We support events that raise
the profile of health and safety
and highlight its importance,
both as the cornerstone of a
civilised society, and as an
essential part of any efficient
business.”

The aim of Health & Safety
’07 is to make life as simple
as possible for anyone with a
responsibility for health and
safety. They can access
products and services more
easily through the exhibition,
network with other local
organisations, and keep up
to date with new regulations
through the seminar
programme.

“Launching a new event on
this scale can be a daunting
project, but we have been
overwhelmed by the
response we have had from
the industry,” said Tim Else,
director of Western Business
Exhibitions, the organiser.
“The association of the HSE
is the final seal of approval,
and a reflection of what we
are hoping to achieve, i.e. the
provision of a professional,
informative and educational
event.”
The exhibition and seminars are
free to enter, but seminar places
are restricted, so it is
recommended that visitors 
pre-register at
www.healthandsafety07.co.uk.

HSE 
Opens 
New 
Event

Peter Bradley, founder of Alta
Gas, has been charged with
36 offences, including theft,
false accounting and
Companies Act offences. He
was detained in Majorca on
suspicion of £10 million fraud
in November last year.

Alta Gas collapsed six years
ago when the Serious Fraud
Office launched an
investigation into the company
after it was revealed that the
firm had been overstating its
financial position by more than
£40 million.

Invoicing irregularities
came to light when a major
investor became suspicious
about management claims as
they tried to raise more
funding from the company’s
bankers. Receivers, saving
the majority of the firm’s
jobs, eventually sold the
company to Flogas.

Kevin Mawer,
administrative receiver at
accountancy firm, Grant
Thornton, arranged the sale.
He said: “The fraud started
the day the company started.

A whole series of people
were duped into lending
money on the basis of false
invoices that made out that
the company was more
profitable than it really was.

“On the face of it, the
company was extremely
successful, when in fact it had
been losing money every year.”

Peter Bradley is currently
being held at HM Prison
Liverpool and is due to appear
in Liverpool Crown Court to
plead in May. A trial date has
been set for March 2008.

Alta Gas Founder Fraud Charges
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Robert Cato has been
appointed to the board of
directors at Schneider Industry
(UK) Ltd as sales director.

Robert will continue with his

Schneider Appoints New Director
duties as sales manager, but will
take a more active role in
determining the long-term
strategy of the business,
including the improvement of
services and the development of
new markets and products.

Robert said: “I am delighted to
join the board of Schneider UK
which, for the past 19 years, has
been dedicated to the lp gas
industry. Our industry will be

facing some challenging times in
the future with the fundamentals
of vessels ownership. I am
confident that our industry can
continue to depend on
Schneider Industry to offer a
competitive product
manufactured in the UK for the
UK market.”
Contact Schneider (UK) Ltd
on 01332 525840
www.schneider-industry.co.uk

Anna Dore of the LP Gas
Association (LPGA) will be
participating in this year’s
London Marathon, which takes
place on April 22. Many of you
will know Anna, who joined the
LPGA in 1999 and has acted as
membership secretary,
conference/meetings
organiser, etc, over the years.

“I’ve been a keen runner for
many years and have
previously taken part in races
of distances from 5km to the
marathon, although I have a
particular liking for off-road
runs that involve plenty of
mud, water, hills and beaches,
and lots of sweat – the original
dirty weekend!” said Anna.

This year, Anna will be
running her first marathon
for eight years in support of
Julia’s House, a registered
charity that cares for life-
limited and life-threatened
children in Dorset. The
charity supports children and
their families in their own
homes and also at Julia’s
House itself, giving a much-
needed break to parents.

“I hope that those who
know me, and hopefully some
who don’t!, will give
generously, particularly as my
office colleagues would like to
point out that I am getting on a
bit and my legs might give out
before I get the chance to do
another one!” said Anna.
If you would like to make a
donation, please go to the Julia’s
House website at www.julias-
house.org or send a cheque made
payable to Julia’s House to Anna
Dore, c/o LP Gas Association,
Pavilion 16 Headlands Business
Park, Salisbury Road, Ringwood
BH24 3PB.

Staying the
Distance

A survey carried out by Calor
Gas, in which the company
spoke to over 200 UK
developers, has revealed that 84
per cent actively purchase land
in off-mains gas areas because
they are confident fuel will not
cause a problem.

The survey showed that 88 per
cent of developers make fuel
decisions in-house with only 12
per cent using an external
supplier. Fifty four per cent
confirm that price still affects fuel

choice decisions, and 30 per
cent are non-risk takers
preferring to stick with a previous,
tried and tested fuel type.

One surprising outcome was
that 36 per cent of developers
still say oil is their first choice for
fuel above lpg and electricity.

Newton-Abbot-based
developer, Millwood Homes, is
currently building a 63-home
development in Hatherleigh,
Devon, and all the homes will be
fuelled by lpg.

Construction director, John
Mount, said: “Lpg is definitely
more acceptable to purchasers
in this area, more so we would
say than oil or electricity, the
latter of which is often perceived
as being expensive. There’s
nothing complex about it, it’s a
solid choice environmentally and
financially and, above all, the fuel
is completely fit for purpose
across all applications, from
central heating and real flame
fires to cooking.”

In the Chancellor’s Pre-
Budget Report, Gordon
Brown confirmed the
commitment from the
Government that the
differential in duty between
autogas and petrol/diesel
would reduce by a maximum
of only once pence per year
by raising autogas fuel duty
by 2.25p and that on
petrol/diesel by 1.25p. This
means that the price of lpg at

the pumps will continue at
around half the price of
petrol and diesel for the
foreseeable future.

“There are over a million
motorists worldwide
benefiting from running on
lpg,” said Rob Shuttleworth,
director general of the LPGA.
“In the UK, this figure is over
130,000 and growing, and
with 1,300 public access
refuelling sites in the UK, it is

easy to fill up wherever you
are in the country. With the
significant environmental
advantages of using lpg,
motorists changing to this
fuel should not only save
money, but also be playing
their part in improving the
environment by way of both
carbon savings and
enhanced air quality.”

www.boostlpg.co.uk

Developers Undaunted by Off-Mains

Pre-Budget Commitment

Vostock Capital is holding an
international workshop on
lpg trading in London on
February 14–15.

The event will focus on lpg
production and trading
issues, including:
n Storage and transportation 
n Pricing, price drivers and

price risk management 
n Lpg marketing, trading

instruments and workshops 
n A detailed lpg consumption

market overview.

Speakers will include
Jacqueline Richardson and
Charles Lawrie of
Richardson Lawrie
Associates, an independent
firm of international maritime
economists and business
consultants; Dermot

McGowan of Poten &
Partners, specialists in lpg
trading and transportation;
Jim Gretton, who spent 25
years at Shell, and Jeff Pym,
who managed BP’s gas
businesses around the world
for 16 years.

Contact Vostock Capital on
0207 394 3090
www.vostockcapital.com

Trading Workshop

Robert Cato

Anna Dore
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LP GAS ASSOCIATION

Now, we enter 2007 with climate
change, energy use and “carbon
neutrality” at the forefront of all
parties’ political agendas and in
the news on an almost daily
basis. It is both a time of
challenge and a time where we
can take advantage of the
opportunity, and it will call on the
same resourcefulness we have
shown in the past.

Lpg is, apart from natural gas,
the lowest carbon product of the
main fossil based energies and
the UK exports around three
times what it uses, so we can
play a significant role in reducing
UK carbon output in off mains
areas. We can do this on our
own with existing products, both
at an individual building level and
through local piped networks,
and at the same time develop
our relevance to the emerging
technologies of micro combined
heat and power and local heat
and cooling networks. 

We can further develop the role
of lpg in fuel cells and understand
our relationship to renewables to
ensure that we continue to play
our part as a provider of low
carbon energy to UK markets.
Industry is also coming under
increasing pressure to reduce its
carbon footprint, with the leading
companies publicly stating that
they aim to become carbon
neutral within the near future. Lpg
and our industry can build on our
sound relationships with our
industrial customers to continue to
provide them with energy whilst
helping them achieve these aims.

CC FINDINGS
More immediately, 2007 is likely to
see the implementation of the
Competition Commission findings,
something that has occupied a

huge part of the industry’s time
over the past few years, and
comes with its own set of
challenges and opportunities. As
reported in the last issue of LP Gas,
representatives of the main
domestic gas supply companies
and ALGED have already met,
under the auspices of the LPGA
technical management committee,
to agree a set of guiding principles
to ensure smooth implementation
of the Competition Commission
findings with the aim of ensuring
that the lp gas industry’s reputation
with its customers and potential
customers is maintained and
enhanced. 

Meantime, the association will
continue its base workload –
maintaining technical standards
and associated publications;
working to ensure a viable
autogas industry, and working
closely with the AEGPL to
monitor European and UK
consultations and legislation. 

CHANGES
2007 also promises to be a
momentous year for the LP Gas
Association itself. Any changes we
make must be justified by the
external context in which we
work, and by our members’ views
and objectives. And in 2007 we
will be implementing a number of
changes with the aim of improving
our service to members.

We are to move offices to the
Midlands by the end of July to a
location easily accessible to
members, with a meeting room
and facilities that can be used as
a resource. Right now,
Advantage West Midlands is
searching for suitable premises.
Watch this space (oh, bad pun).

We will be recruiting a
communications manager as part

of the move to help ensure lp gas
receives its due prominence
within the energy debate
amongst key decision makers,
and focus on raising the profile of
lpg amongst key audiences.

If the memberships of both
organisations so wish, we will
progress the merger with ALGED,
ready to kick off the new
organisation in January 2008. As
you all know, a proposal has been
put up for discussion and was
presented and debated at the joint
ALGED/LPGA meeting in October.
LP Gas Association members will
have the chance to further debate
and decide at the AGM in May.

We have come a long way over
the last six months in developing
the case for our organisations to
merge – we are a small industry
in a rapidly changing world and
having one organisation makes a
lot of sense. 

We plan to make fundamental
changes to our website, starting
this year with the requirements of
the Competition Commission to
provide information on
companies selling domestic gas,
but want to improve the web
experience for both customers
and potential customers in all
areas of gas use, for those
seeking information about our
product and industry, and for
members in terms of news and
information. The development of
the website will run in parallel with
the planned merger with ALGED
to ensure that its look and content
reflect the new organisation.

CONFERENCE
This year, we are holding our
Annual Conference & AGM in a
different venue with a different
format. The conference will be
held in Edinburgh, kicking off on

Wednesday May 16 with a
technical forum in the afternoon
for those with a specific interest
in technical matters, followed by
the conference proper and AGM
on Thursday May 17.

The theme of the conference
is sustainability – how we sustain
our product in this changing
environment, how to sustain an
industry and, as importantly, how
we each sustain our individual
businesses with an appropriate
skill base for the future.

It promises to be exciting and
participative, and we hope a little
different from past conferences.
We look forward to welcoming as
many of you as can come to
Edinburgh and, in particular, extend
a warm invite to ALGED members.

As we have chosen such a fine
city for the conference, we have
taken the opportunity to hold our
dinner in a venue other than the
hotel. Please look out for the
brochure that will be with you
shortly, giving full details and a
booking form. 

And, lastly but by no means
least, we look forward to
welcoming Jeff Watson back
during, we hope, the first half of
the year – his terrible accident
was a shock to his family and to
all of us in the industry. So it was
a tremendous relief to witness
his speedy recovery and it is
great to see him champing at
the bit, as he has been sorely
missed – watch out the TMC!

It goes without saying that this
office is always open to
members to visit and to call, and
it is my intention to continue
meeting members on a regional
basis throughout the year. 
Contact the LP Gas
Association on 01425 461612 
www.lpga.co.uk

A SUSTAINABLE FUTURE
By Rob Shuttleworth, director general, LP Gas Association

The lp gas industry has been around in the UK since the 1930s and has
proved resilient and innovative for, as traditional uses declined, new uses
were pioneered to ensure that lpg remained in the consumer’s portfolio of
energies and used for a huge variety of purposes.

Rob Shuttleworth
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CO AWARENESS

An investigation showed the
family had been poisoned after
carbon monoxide leaked from a
faulty gas boiler. Unfortunately,
this is not an isolated event, nor
is it something that only
happens abroad. 

Every year in Britain alone,
around 20 lives are lost because
domestic gas appliances have
not been properly installed or
maintained. Several hundred
more people also suffer ill health
effects from carbon monoxide
poisoning, but fortunately survive.

I know that gas safety
standards have improved in the
UK, and over the past ten years
fatal carbon monoxide
poisonings are down by a half.
Yet recent evidence has shown
that a worryingly high number of
households are unaware of how
to stay safe from carbon
monoxide poisoning. 

NEW EFFORT
This is unacceptable. It’s clear
that a new effort is needed to
increase further the public’s
knowledge of gas safety risks
and how they can be minimised. 

Last year, gas safety charities
organised the first ever Carbon
Monoxide Awareness Week.
This excellent initiative drew
attention to the issue and helped
increase public awareness.

As part of the week, both
myself and Secretary of State for
Work and Pensions, John
Hutton, called upon the gas,
energy and heating industries to
do more to reduce the number of
people who needlessly die from
carbon monoxide poisoning.
People need to know how to
minimise the danger and protect
themselves – and I firmly believe
that industry is not only well
placed, but also has a
responsibility to get this important
message across.

By encouraging your
customers to take a few simple
precautions, you can help to
ensure the risks are significantly
reduced. In November last year,
representatives of the gas industry
agreed to do more to increase gas
safety awareness, with CORGI in
the coordinating role. 

I welcome this commitment
and will be reviewing progress
regularly.

A Ministerial Group has been
set up to monitor actions and
progress, and Mr Hutton has
written to CEOs of the major
companies urging them to give
personal support to this new
drive.

The Health and Safety
Executive (HSE), which is
sponsored by the Department for
Work and Pensions, is reviewing

domestic gas safety and will
report in the coming months. It
has produced some key
messages on sensibly managing
carbon monoxide risks, and I
would call on you to support HSE
and work with CORGI in
delivering these messages
consistently to the public.

For example, people should
know to have their gas
appliances checked and
serviced regularly by a CORGI-
registered installer. Approved
carbon monoxide detectors in
homes and rented properties are
also strongly recommended,
although these are not a
substitute for regular checks and
servicing. 

TELLTALE SIGNS
People need to be aware that a
gas appliance should never be
used if they think it’s not working
properly, and that there are
some telltale signs to look out for
on boilers, fires and cookers, for
example, yellow or orange
flames, soot or stains around the
appliance and a pilot light that
frequently blows out.

Carbon monoxide fumes are
particularly dangerous as they
cannot be seen, smelled or
tasted and can kill quickly
without warning – as proven by
the tragic deaths of Christianne

and Robert Shepherd. The
symptoms of poisoning are
equally hard to recognise, and
can include tiredness,
drowsiness, headaches and
breathlessness.

The HSE and local authorities
enforce the Gas Safety
Installation and Use Regulations
1998, which place responsibilities
on a wide range of people,
including appliance owners and
those installing, servicing,
maintaining or repairing gas
appliances and fittings. Landlords
also have a legal obligation to
maintain and have checked any
gas appliances they own. 

However, if we are to prevent
more unnecessary deaths from
carbon monoxide poisoning,
then a new effort is needed to
increase the public’s knowledge
of gas safety risks and how they
can be minimised. By working
together to increase awareness
of the dangers of carbon
monoxide, we can help to
ensure that these sorts of
tragedies are not repeated.
Further information on
domestic gas safety issues
can be found on the HSE
website at
http://www.hse.gov.uk/gas/d
omestic/index.htm, or
through HSE’s Gas Safety
Advice Line on 0800 300363.

MANAGING
CO RISKS
by former Health and Safety Minister, 
Lord Hunt

There can’t be many people who weren’t
shocked and saddened by the deaths of two
young children in the recent gas leak tragedy in
Corfu. Christianne Shepherd, seven, and her
six-year-old brother, Robert, were found dead
in their hotel room next to their father, Neil
Shepherd, and his partner, Ruth Beatson, who
were unconscious.

Lord Hunt



Canongate Technology Limited, Edinburgh, Scotland
Tel: +44 (0)131 455 7211 • sales@canongatetechnology.co.uk

www.canongatetechnology.co.uk

Features:
• Truly non-invasive sensing technique
• Sensor bonded to outside of tank base
• Display / output to telemetry system 
• ATEX approved for hazardous areas
• Temperature compensated for 

increased accuracy

Benefits:
• No tank break-in
• Simple retrofit to existing tanks
• No down-time during installation
• No moving parts – no maintenance
• Reliable & accurate LPG tank gauging

Tankgas Equipment Ltd

Tel: 0121 506 2760     Fax 0121 506 2769

RegO: World’s most comprehensive range of Industrial
Regulators, Valves and Equipment

Smith Pumps: Positive Displacement LPG Pumps

Liqua-Tech: Flowmeters

Full Circle: Swivel Connectors and Flowmeter Vent Flanges

LG Equipment: GasGuard Refuelling Nozzles

Manchester: Self Fill FLT Cylinders

Rochester: Float Gauges & Remote Systems

Specialist Stockist & Distributors to the LP Gas Industry

Email: info@tankgas.co.uk Web site: www.tankgas.co.uk
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REGULATOR REPORT

In mid 2005, complaints began
about blocked regulators in
touring caravans and
motorhomes. It is estimated that
there is about a 4 per cent
incident rate nationally.

These blockages all occurred
in 30mbar bulkhead-mounted
regulators designed to meet BS
EN 12864 Annex D. The units
affected were made from mid
2003 to the present day. 

Examination of the blocked
regulators revealed that a yellow,
oily fluid was present in the
regulator. The fluid had come
into contact with the rubber seat
of the regulator, causing it to
swell and block the inlet. 

The GOK unit supplied by
Truma was the most common
regulator involved. Similarly,
Calor Gas was involved because
it has the largest share of the
caravan market and its gas
cylinders were connected to the
regulators that were failing.

Analysis of the liquid by both
Calor and GOK found that it
contained plasticisers, a
manmade material used in
rubber and plastics to give
flexibility and resilience across a
wide temperature range.

INVESTIGATIONS
Both Calor and Truma/GOK
began their own investigations
to ascertain the cause.
Appliances were set up with the
identical regulator connected to
cylinders and operated
continuously. These ran for
weeks with no hint of a problem.
To this day, no one has
replicated the field problem
under laboratory conditions.

Incidents have now also been
reported in installations
operating on Butagas, Total Gas
and Flogas. A few incidences of
the fluid being found in other
makes of regulator have been
reported but, as far as we know,
they did not stop working. 

Gas and regulators both
comply with the relevant
requirements in every way. The
only other components in the
system are the high-pressure
pigtails from cylinder to
regulator. These are made of
rubbers and contain phthalates
or other plasticisers. 

With the cylinder-mounted
regulator used in older, pre 2003
touring caravans and
motorhomes, the hose connecting
the regulator to the caravan
pipework was at operating
pressure of 28 or 37mbar, and
when the gas was turned off, the
flow stopped and the pressure in
the hose remained substantially
the same. This pressure is far
lower than that which would cause
the gas to re-condense out. 

With the bulkhead mounted
regulator, when the gas is turned
off, the regulator closes and the
high-pressure pigtail is full of gas
at the same pressure as in the
cylinder. As the thermal mass of
the hose plus gas is much lower
than the cylinder plus gas, it can
cool more quickly and allow the
gas to re-condense out on the
inside of the hose and regulator.
The hoses themselves are made
to meet BS 3616.

In touring caravans complying
with BS EN 1949, the regulator is
generally mounted vertically,
sometimes low in the cylinder
compartment. Given the
restriction on hose lengths
(250mm), caravan manufacturers
positioned the regulator to allow
for a choice of cylinder size.

With the outlet facing

downward and the inlet upward,
the high-pressure pigtail actually
had a vertical downward section
into the regulator. Obviously, any
liquid in the hose could run
downwards into the regulator
under gravity. 

So what do we think was the
cause? An unfortunate
combination of circumstances is
the most likely answer, and there
are several theories that have
been considered, including: 
n Re-condensation of gas in the

high-pressure hose causing
extraction of the plasticiser -
this theory is feasible, but almost
impossible to prove or disprove
without lengthy testing. 

n Gas supply system design that
encourages flow of condensate
into the regulator - counter
arguments say that the volume
of liquid found in some cases is
too great for the amount of
material that could be
extracted from the hose, but
we only know that the fluid
contained some plasticiser, not
a 100 per cent concentration. It
is possible that a part of the
liquid contained higher boiling
point paraffins (the generic
name for members of the
butane and propane family of
hydrocarbons) that had re-
condensed. This may explain
why, when hoses from failed
systems have been cut open,
the insides were dry, as the
rubber would reabsorb the
plasticiser fairly quickly and the
hydrocarbons would evaporate
when exposed to the air. 

An examination of the domestic
and holiday home environments
finds some interesting
comparisons. High-pressure
hose and changeover devices
are ‘de rigueur’, and they use
the same gas and hoses, but
have no reported problems. This
strengthens the argument that
the answer may lie in the system

design. 
Good industry practice says

that the hose should always lie
such that gravity will allow any
condensate to flow back into the
cylinder. It is of particular interest
that the recent revision (2005) of
the Standard for domestic lpg
installations, BS 5482 part 1,
requires that hoses rise
continuously to any regulator
installation for this very reason. 

The strong recommendation of
all parties is to mount the regulator
so that the hose rises continuously
from the cylinder outlet to the
regulator inlet. Caravan and
motorhome manufacturers have
adopted this practice for 2007
models. Processes are to be
started to revise relevant
Standards to reduce the
extraction rate of hoses, tighten
gas quality and improve the
system design criteria in BS EN
1949, but this will be a long task
and it will be some time before a
revision can be published.

SUSCEPTIBILITY
So, it would appear that nobody
has done anything wrong, but
collectively a set of circumstances
has arisen that created the
problem. The European base
Standard, EN1949, was many
years in compilation, with leading
gas authorities across Europe
involved prior to its publication,
and the potential for the current
field situation to arise was not
raised as an issue. 

The question is, why has the
problem only arisen in
2005/2006, when these
regulators have been in use
since September 2003? The
only considered response to that
is that the susceptibility has
always been there; it just needed
the right conditions to initiate it.
Contact the National
Caravan Council on 
01252 318251
www.nationalcaravan.co.uk

NCC REPORTS ON REGULATOR BLOCKAGES
Reports have been coming in for some time from the caravan and motorhome industry of
problems with an unusual fluid found in regulators. Here, the National Caravan Council presents
its findings after conducting an investigation with other interested parties…



Many scientists believe that an
excess of carbon dioxide (CO2)
and other greenhouse gases are
forming a dense layer around the
Earth, preventing the sun’s heat
from escaping back into space.
The result is a rise in temperature,
which is thought to be causing
damaging changes to the world’s
weather – otherwise known as
global warming.

Current climate models predict
that global temperatures could
warm from between 1.4oC to
5.8oC over the next 100 years,
depending on the amount of
greenhouse gases emitted.

It has become clear that
countries across the world must
take steps to significantly reduce
their carbon emissions. At
present, around 6.5 billion
tonnes of carbon dioxide is
emitted globally each year,
mostly a result of burning coal,
oil and gas for energy.

CARBON EMISSIONS
In fact, in the UK, 27 per cent of
carbon emissions are generated
through the energy we use to
heat, light and power our
homes. With conventional
boilers being one of the least
energy efficient appliances in the
home – accounting for up to a
third of all domestic CO2
emissions – the development of
more efficient heating systems
can have a huge impact on the
reduction of carbon emissions. 

Therefore, heating
manufacturers have been
developing microgeneration
solutions, which produce heat and
electricity close to the point of use,
thereby reducing energy wastage.

Microgeneration plays a key

role in the UK government’s
strategy to meet the requirements
of both the Kyoto Protocol, a
global agreement which set a
target of an eight per cent
emissions reduction by the period
2008–2012, and the Energy White
Paper, which aims to achieve a 60
per cent reduction in carbon
dioxide emissions by 2050. In fact,
an Energy Saving Trust study
commissioned by the Department
of Trade Industry suggests that, by
2050, widespread installation of
microgeneration products could
reduce household carbon
emissions by approximately 15
per cent. 

CHP is a microgeneration
technology fully supported by
the UK government. In 2000, it
set a target to achieve at least
10,000MWe of installed ‘good
quality’ CHP – that is CHP
plants that meet the efficiency
criteria as defined by
Department for the Environment,
Food & Rural Affairs (DEFRA)
within its CHP Quality Assurance
Programme – by 2010. 

Large scale and mini CHP units
have been available in the UK for
some time, but now small-scale
derivatives are set to become a
low carbon heating and power
solution for domestic dwellings.
The term generally used for CHP
products designed for individual
dwellings is micro CHP.

The largest capacity CHP unit
used in individual homes is 5kWe,
though in many markets, micro
CHP developers are focusing on
developing 1kWe units, because
this amount of electrical energy is
ideal for the average home.

Currently, central generators
supply electricity to individual

dwellings in the UK. However,
around 60 per cent of the energy
is lost during the process of
generation, and a further five per
cent can be lost in transmission
and distribution.

This means only 35 per cent
of the energy ends up being
used by householders. In
comparison, micro CHP units
are highly efficient. Running on
natural gas, lpg or oil, CHP units
can produce heat and electricity
with only a 10 per cent loss – so
90 per cent of the energy can be
used in the home.  

POTENTIAL TECHNOLOGIES
Within the arena of micro CHP,
there are a wide range of potential
technologies, including fuel cells,
stirling engines, organic rankine
cycles and internal combustion
engines. For domestic properties,
Baxi believes fuel cells, rankine
cycles and stirling engines are the
most relevant. 

In simple terms, a fuel cell is an
electrochemical energy conversion
device that converts hydrogen and
oxygen into electricity and heat,
with water vapour as the by-
product. Most fuel cells being
developed for micro CHP
applications use a carbon based
fuel as the supply of hydrogen,
mostly commonly gas. The waste
heat can be used to heat water for
space heating or domestic hot
water, or to serve swimming pools. 

Stirling engines use the principle
that heated air expands and
cooled air contracts. The engine
comprises a sealed cylinder with a
hot end, heated externally, and a
cold end, typically water-cooled.
The working gas (typically helium,
nitrogen or hydrogen) is moved

between the hot and the cold
ends, expanding when at the hot
end and pushing on a power
piston, and contracting when at
the cold end. 

Micro CHP promises to be a
viable solution for reducing
domestic carbon emissions and
fuel usage and costs. To
encourage homeowners to
invest in CHP technology, there
is a reduced rate of VAT for most
types of micro CHP units of five
per cent (compared to 17.5 per
cent for boilers) and, under the
Energy Efficiency Commitment,
micro CHP can be installed by
utilities to secure credits.

In addition, in April 2006, the
government published its
Microgeneration Strategy, which
laid out actions that may help
remove barriers and support
market development. OFGEM,
the electricity and gas market
regulator, has also announced
the formation of a
microgeneration working group.

REVOLUTIONARY
Baxi is engaged in the
development of a wide range of
micro CHP technologies, including
fuel cells, rankine cycles, stirling
engines and internal combustion
engines, with a view to bringing a
micro CHP product into the
domestic arena within the next two
years. These products should
revolutionise the way we provide
heat and power for our homes and
have the potential to help create a
cleaner and more efficient future.
For more details on the
activity of Baxi within the
arena of Micro CHP, email
Ciaran Murphy at
ciaran.murphy@baxi.co.uk.

MICRO CHP – A LOW 
CARBON HEATING SOLUTION
By Ciaran Murphy, product manager, Baxi

Over recent years, low carbon microgeneration heating technologies
have become recognised as a viable solution for lowering the UK’s
carbon emissions and homeowners’ fuel costs. Here, Ciaran Murphy,
product manager at heating manufacturer, Baxi, discusses the role that
combined heat and power (CHP) units have to play. 
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Free piston striling engine.
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So big was the explosion at the
Buncefield oil depot in 2005 that
one fire chief at the scene was
prompted to describe it as the
“biggest fire in peacetime
Europe”. The ensuing disruption
to business and damage to
property and reputation
highlighted that safety with
flammable and toxic chemicals
at every stage of the supply
chain – from transport to storage
– requires rigorous process and
constant vigilance. 

Buncefield will have prompted
producers, distributors and
major users of flammable
propellant to look to their own
safety processes. But, well
before Buncefield, BOC had
decided to take safety to
another level, concerning itself
not just with safety at BOC sites
and distribution across the UK,
but also with the safe storage
and handling of propellants at
customer sites. 

PRODUCT STEWARDSHIP
The concept of product
stewardship was introduced to
BOC packaged chemical
customers nearly three years
ago. At its core, it is about
passing on safety best practice
developed within the business to
customers. BOC has clear and
measurable standards for all
BOC employees, plants, depots
and distributors to follow, all of
which is embedded in the
company’s safety management
programme. 

"Safety is the bedrock of
BOC’s reputation,” said BOC
business manager, Martin Teller.
“But all is at risk should a
customer not apply the same
rigour to the safe storage and
handling of propellant on their
site. Being focused on meeting
customer needs is not just about
supplying product – it is also
about disseminating best
practice with regards to safe

handling and storage, and
ensuring customer facilities are
safe and meet the highest of
safety standards.”

For BOC’s propellant
customers, product stewardship
on the ground includes access
to advice for new storage
installations, as well as auditing
of storage and offloading
facilities, ensuring offloading
areas and access to storage are
safe, storage facilities are
regularly maintained, and safety
mechanisms – valves, alarm
systems, fire fighting facilities –
are adequate. Should there be
any question about the safety of
a customer site, BOC drivers will
return their load of propellant to
the depot.

Such rigour is valued by UK
manufacturers says Martin,
especially those in the personal
care sector, such as Unilever
and Proctor & Gamble. 

“Because propellants are
unstenched, it means they are
more hazardous to store. That’s
why BOC will inspect facilities to
make sure they are safe and
propellants are stored to the
highest standard.” 

But concern for customer site
safety is not simply altruistic. For
BOC, there is real commercial
benefit to be gained. 

“The propellants market in the
UK is recognised as being a
mature market. In such a tough
environment, product
stewardship is one of the key
differentiators for BOC – it has
helped us win distributorships

from the major chemical
producers, as well as cement
existing relationships with our
major customers.”

ACQUISITION 
BROADENS RANGE 
In the last three years, BOC has
strengthened its offer to
propellants customers. The
acquisition of the Calor CAP
business in 2005 raised the
company’s visibility by broadening
BOC’s offer in terms of types of
gas BOC was able to provide,
and the range of packages. 

BOC now provides a full range
of propellant gases – HFCs
(hydroflourocarbons), DMEs
(dimethyl ethers) and pentanes
to the automotive, home and
personal care and other markets,
in packages from 5kg cylinders
all the way to 21 tonne tankers. 

“Prior to the acquisition, we
didn’t have a bulk hydrocarbon
proposition, and the advantage
of a bulk proposition is that it
allows the customer to scale up
from pilot to full production,
crucial where a customer is
investing in new product
development,” said Martin.

“Acquisition has improved
flexibility. There are customers
who want smaller loads and we
can tailor a package for them. If
needs be, we can package
propellant into a two tonne load,
and where major producers
provide only hydrocarbons,
BOC can provide every kind of
propellant.”

BRANCHING OUT 
Always on the lookout for new
uses, BOC has recently moved
into providing propellant to the
pharma market in the UK – where
the company’s attention to quality
and safety comes into play. 

“We source pharma grade
propellant from specialist
producers, which conforms to US
pharmacopeia standards,” said

Martin. “BOC tests and analyzes
to this standard, which means we
analyze every cylinder to ensure it
conforms and issue each with a
certificate of analysis.” 

Another opportunity is the
number of pharma companies
looking to move inhalers for
asthma and other respiratory
ailments away from HCFC or
CFC propellants towards
hydrocarbons.

“While the use of these ozone
depleting or global warming
propellant gases is permitted
under the F-gas regulations, there
is no guarantee that, in the future,
such use will not be restricted.” 

BIRMINGHAM TO BOGOTA
Demand for propellants for use in
aerosols has been relatively
steady in the UK over recent
years. The real growth is in BOC’s
global propellants business.

“BOC’s global business is
experiencing significant growth
in South America and in South
Africa, where there are
opportunities to add value. So,
for example, in South Africa,
BOC not only sources
propellant, but will also purify to
aerosol propellant grade.” 

This global focus is further
underlined by last year’s
takeover by BOC’s German
competitor, Linde, an
opportunity for the new global
team to review opportunities for
packaged propellants in the UK
and emerging regions – Russia,
eastern Europe and China.

“The advantage of BOC’s
global approach to propellants is
learning from different regions
what can be applied to the
benefit of customers in the UK.
By doing so, we ensure that
BOC is well positioned to meet
their needs now, and well into
the future.” 

Contact BOC on 0800 111333
www.boc.uk

SAFETY BENEFITING ALL
BOC is a major provider of packaged chemicals and propellants to UK industry. 
Here, LP Gas takes a look at BOC’s propellant business and speaks to BOC’s Martin Teller.

BOC is a major provider of
propellants to the UK.



Whilst in property circles the cry
is ‘location, location, location’, in
the supply chain world of tight
customer deadlines and first-
rate safety and customer service
criteria, the chant is more
appropriately ‘location,
implementation,
implementation’, and this has
certainly been the case with
BOC’s propane and butane
propellant gas business.

“When we acquired the
business, we did initially
consider running the supply
chain ourselves,” explained Bob
Girvan, BOC’s supply chain
manager. “But the timescale for
implementation was tight and
we wanted to look for a partner
with even better logistics
locations for this particular
operation.”

TOTAL PACKAGE
Even at that stage, BOC wanted
a supplier that understood the
commercial issues as well as
having the right infrastructure.
Five companies participated in a
rigorous tender process,
resulting in the recruitment of
TDG European Chemicals.

“TDG were by far the most
innovative in their total package,
and we also felt that TDG and
BOC held common cultural
aspirations regarding the

companies we want to be, which
was important to us,” said Bob.

And that was when the
implementation truly started.

The aerosol propellant market
seems highly driven by service,
particularly in this case, as
BOC’s hydrocarbon customers
are predominantly in the
personal care business. Non-
contamination of the product is
vital, as are the timed deliveries –
some with just 30-minute
window slots. In order to
maintain its market share, BOC
needed a partner that could
deliver a high quality service.

“It’s not just about deliveries
on time,” said Bob. “Excellent
service for us includes safety
performance, quality of
maintenance of BOC’s assets
and providing a flexible charging
structure – and, of course,
exemplary levels of service to
our customers.”

Colin Sinclair, TDG sector
operations director, is a firm
believer in getting the process
right from the start.

“We were delighted to be able
to work closely with BOC to
deliver extremely good
implementation, even prior to
the business start up. Drivers,
traffic team and planning and
scheduling groups have been
involved all the way through, and

this has created an excellent
sense of ownership, with
everyone determined to make it
a success right from the outset.”

TRAINING
All the drivers, in particular, had
additional training on top of their
vocational ADR qualifications,
including hazard perception
awareness training and analysis,
and security training, necessary
in these days of heightened
terrorist alerts, as well as two
weeks of specialist on-the-road
tuition. Unusually in this sector,
BOC provided specific customer
care guidance to TDG’s drivers,
based on material used with
BOC’s own drivers, to ensure its
customers get the very best
service levels at their premises.

This approach seems to be
paying off, with an on time
delivery performance in excess
of 99 per cent, and an excellent
safety record. In fact, as part of
the contract, TDG had
mechanisms for rewards across
a range of service driven
performance indicators,
including time measures, which
were segregated by different
types of time parameters
(specific time, specific day
delivery and short notice orders),
and rewards for incident free
operations and equipment

maintenance standards. 
TDG manages the stocks of

aerosol propellant, which allows
for improved responsiveness in
the marketplace and enables
BOC to position material closer
to the end user, as deliveries are
often called for at short notice.

The distribution operation
utilises extensive double shifted
operations, with around 60% of
the annual mileage travelled at
night. This not only offers more
cost efficiency over daytime only
operations, but also recognises
the environmental
considerations associated with
LGV operations. 

PARTNERSHIP
“We have a very strong
partnership with TDG,” said Bob
Girvan. “Any problems get dealt
with honestly and promptly, and
we’re delighted with how the
operation is progressing.“

Colin Sinclair confirms this
view: “It was the thorough
implementation, with input from
BOC as well as ourselves, that
has made the contract such as
success. When you deal with a
potentially hazardous product
like this, attention to detail is
paramount.”
Contact TDG European
Chemicals on 08000 288834
www.tdg.eu.com

GETTING IT
RIGHT AT
THE START
When BOC acquired Calor’s aerosol propellant
business in 2005, the decision was made to
outsource the distribution of these bulk
hydrocarbon blends in the UK to supply chain
specialist, TDG European Chemicals. Two
years on, LP Gas takes a look at how the
business is progressing.
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ReManufacturing Services
Ltd (RMS) has found that
most people transferring and
transporting aerosol
propellants prefer to use left-
handed ACME connectors to
prevent cross contamination
with stenched products that
can ruin a storage facility.

RMS holds a range of left
handed ACME fittings as
standard stock items. The

company says that demand
does not justify the
manufacture of valves with
soft-seated back checks, but
the use of straight through
LH fittings with hard seated
back checks and ball valves
will allow for safe connection
and transfer.

In addition, RMS supplies a
wide range of other
equipment to facilitate

product storage and transfer,
including flexible hoses,
Corken pumps and RegO
container valves.

“Corken supplies pumps
with various seal materials to
suit every gas that may be
used as a propellant and has
become the world wide
standard for this
application,” said Peter
Roberts of RMS. “Of special

interest may be the small low
speed pump adapted for
emptying drums that can be
a particularly difficult
operation. Their oil free
compressors are also widely
used in the recovery of
vapour and liquid transfer.”
For more information contact
ReManufacturing Services Ltd
on 01792 224000
www.rmsgaseng.com

Left Handed Connecting

Originally formed by George
Meller, Meller Flowtrans is now
owned by the Vado family, the
original owners of DAF trucks.

“After many successful years
of trading, the Vado family were
keen to add Meller to their
already impressive portfolio of
companies,” said Mark Allcock,
engineering manager at Meller
Flowtrans. “Since the takeover in
2005, managing director, Rob
Veenbergen, has further
strengthened the operating
structure of the company, as
well as introducing a new

corporate image.”
Meller is based in Bradford,

West Yorkshire, but also has
offices and workshops in The
Netherlands and Germany. 

Meller says it has introduced a
new product to take truck based
metering equipment to the next
level – FlowCom. FlowCom is a
metering system designed for
use with aerosol propellants,
propane and butane, as well as
specialist cryogenic gases.

Based on the measurement of
differential pressure across a
stainless steel metering section,

MELLER
INTRODUCES
FLOWCOM

FlowCom has no moving parts
and will display delivered
quantities of gas in either volume
or mass. The FlowCom system
can be tailored to suit customers’
specific requirements, but
typically includes a 1_” metering
section capable of flow rates in
excess of 800 Lpm.

The system comprises a
digital display and ticket printer,
and temperature compensation
and air elimination devices.
Meller says its key benefits are:
n Lifetime warranty on meter

section, regardless of volumes

measured
n Digital display shows

deliveries in volume or mass
n 1_” meter will comfortably

handle flow rates to 800 Lpm 
n Highly accurate metering with

full German PTB approval,
which exceeds UK
requirements

n A fit and forget metering
device offering complete
piece of mind.

Contact Meller Flowtrans on
01274 687687
www.mellerflowtrans.com

Meller Flowtrans has been supplying product-
handling solutions to the UK transport industry
for over 28 years. A supplier of bulk discharge
solutions to the lpg market, the company is an
authorised UK distributor for industry-leading
products, including Blackmer cargo pumps
and compressors, Actaris Neptune meters and
PZB power off equipment.
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And when you’ve worn it out, our comprehensive 
reconditioning service can make it as good as new

Competitive prices & free advice 

So give us a call on 01792 224000
Fax us on 01792 892224

Email sales@rmsgaseng.com
www.rmsgaseng.com

Re-Manufacturing Services Limited

What do you do for the LP gas industry?

If you Refine, Store, Transport, Fill, Dispense,
Bottle, Equip, Install, Test, Maintain,
Calibrate, Decommission or Destench
We can help.

We supply Valves, Regulators, Compressors,
Pumps, Hoses, Meters, Wear gauges,
Forecourt equipment, Level gauges,
Pressure gauges, Tank kits, Installation
kits, Swivels, Filler guns, Pullaways,
Thermometers, Left hand fittings,
& much, much more…

Shell Gas has awarded supply
chain solutions company,
Wincanton, a three-year contract
to distribute its aerosol propellant
gas to 28 of its manufacturing
customers in the UK.

The contract utilises 13 lpg
tankers and 11 new DAF tractor
units and moves around 900
tonnes of lpg per week. In order
to manage the complex
distribution process, 18 drivers
work on the contract to cover
the driving shift patterns and
ensure that the product reaches
its destination on schedule.

Wincanton worked closely
with Shell to implement a routing
system that involves collecting

from the Shell terminal in Fife,
trunking to Preston and
delivering from there, as well as
introducing a new driver shift rota
in order to comply with Working
Time Directive guidelines and to
meet customers’ specific
delivery windows.

TWO PART OPERATION
The operation is split into two
parts – an overnight trunking
operation to Preston where
drivers then deliver direct to the
customer or to storage tanks at
the Stanlow depot, and a
second operation run as a four-
day rotating shift system that
sees the drivers and vehicles

making numerous deliveries and
reloading from the Stanlow site
before returning to Scotland. 

"The main challenge of this
contract is the location of the
loading terminal in relation to
Shell's customer base,"
explained Gordon Scott,
managing director for industrial
at Wincanton. "This has resulted
in many delivery destinations
being too far away to reach in a
driver shift, hence having to
work closely with Shell to meet
its customer requirements and
maximise vehicle utilisation." 

Chris Ridal at Shell Gas said:
"Wincanton was selected to
manage this contract due to its

capabilities in handling and
distributing hazardous
substances, as well as its ability to
devise cost effective methods of
distribution. This was particularly
important on this contract as the
product needs to reach our
customers based throughout the
country from a relatively remote
terminal, whilst incurring as little
cost as possible." 

The new contract builds on an
existing relationship between
Wincanton and Shell and results
from Shell's increases in volume
and supply demand. 
Contact Wincanton on 
01249 710000
www.wincanton.co.uk

Wincanton
Delivers for Shell
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CUSTOMER CONTACT

While at work in your office,
someone asks a simple question,
e.g. “Where is the best place to
get Bic pens?” Or “What’s the
address of the ***** agency?”

What do nine out of 10 of us
now do when asked such a
question? We search for the
information on the net.

Five years ago, what did we
do? Websites then were not
designed to ensure that search
engines placed them at the top
of search results.

Most marketing initiatives are
developed with the intention of
enhancing the chances of
capturing business. The desire
to inform potential customers of
products and services has
always been paramount.

The internet has allowed
companies to provide the
specific information people are
looking for as and when they
want it. No other medium exists
that is able to do this.

WHY SEO?
Nearly 85% of web traffic is
driven by five major search
engines – Google, Yahoo!, MSN,
AskJeeves and AOL. If a search
engine cannot find your site or
your content cannot be put into
their databases, you miss out on
opportunities.

Whether your site provides
content, services, products or
information, search engines are
the primary method for contact
for nearly all web users.

Estimates are that, of the
approximately 20 billion existing
pages in the world today, search
engines have “crawled” roughly
half of these. Search engines run
programs called "bots" or
"spiders” that crawl websites.
Once crawled, a page’s content
is stored in a giant database that
makes up a search engine's
“index”. 

Search engines rely on the
terms queried by users to
determine which results to put
through their algorithms. Rather
than simply recognising and
retrieving exact matches for
search terms, search engines
use their knowledge of semantics
(the science of language) to
construct matches for queries.

This knowledge of language
and its usage gives them the
ability to determine which pages
in a site are topically related,
what the topic of a page or site
is, and much more. 

Search engines' growing
intelligence in language means
that queries will increasingly
return more evolved results.

When deciding what is to be
returned to the user, search
engines also evaluate:
n Document analysis – whether

the search terms are found in
important areas of the
document. They also attempt
to automatically measure the
quality of the document. 

n Link analysis – not only who is
linking to a site or page, but
also what they are saying
about that page/site and the
trustworthiness of these links. 

n Global popularity of the site –
more popular sites provide
more powerful links. 

n Popularity of the site in
relevant communities – sites
on the same subject that often
interlink with one another. 

n Text of a link and that
surrounding it – a link from
inside a topical paragraph
carries greater weight.

n Search engines rely on the
architecture of links to find
new documents and revised
documents.

Some technologies make a
“spider’s” crawl stop and give
way, others reach a dead end.

TARGETED KEYWORD
RESEARCH
The use of keywords has seen
an explosion of growth in the
business of “paid placements”,
such as Google Adwords,
Overture Search Marketing,
MSN Live Search, etc.

The ability to analyse search
terminology enables the
clarification of targeted terms
that can then be used to create
a site’s content.

For example, a fancy dress hire
shop is failing in many areas.
However, researching some
specific terms using search
marketing technology showed
many people had searched for a
given term in one month. The term
researched was “fancy dress”.

Count Search Term
90000 fancy dress
28852 fancy dress costume
2902 fancy dress shop
2266 fancy dress hire
1600 70s fancy dress
1395 child fancy dress
1334 fancy dress idea
1296 80s fancy dress

At the top of this list, we see
there were 90,000 searches for
the term “fancy dress”. Fantastic,
but how many websites is this
term listed on? – 3.5 million!

Further down the list is the
term “70s fancy dress” with
1600 searches, and this term is
listed on 6,000 sites.

What does this tell us? In
simple terms, a page aimed at
“70s fancy dress” is ten times
more relevant to a search than
one for “fancy dress”. 

Using this scenario, the
creation of a page within the site
targeted at “70s fancy dress”
would mean developing a section
aimed, targeted, marketed and
frequently updated to provide the
maximum delivery to a specific

audience, one we know is being
searched for, and one we can
adjust accordingly over time.

Search engines' goals are to
rank the best, most usable,
functional and informative sites
first.

The ease-of-use in your site's
design, navigation, architecture
and functionality is vital in achieving
this. Again, there are many
features that figure in ensuring the
success of a website.

DESIGN
The graphical elements and layout
of the website have a strong
influence on how easily usable the
site is. Standards, underlined links,
top and side menu bars, and
logos in the top, left-hand corner
will help to make a site usable. 

The organisation of a site can
also strongly affect usability.
Topics and categorisation impact
on how users can find information. 

A navigation system that
guides users easily through both
top-level and deep pages and
makes a high percentage of the
site easily accessible is critical to
good usability. 

To create compelling use,
ensure that images, links, tools,
scripts, etc, all function as they
are intended to and don't
provide errors across all
browsers, alternative operating
systems or uninformed users –
the ones who often don't know
what or where to click. 

Accessibility refers to the
technical ability of users to access
and move through your site, as
well as the ability of the site to
serve disabled or impaired users. 
n Laws have been introduced

that make it compulsory to
make a website accessible to
disabled people.

n 65% of the population suffers
from some form of disability.

n Most accessibility adoptions

MAKING WEBSITES WORK
Search engine optimisation (SEO) is the practice of improving internal and external qualities of a website
to increase its search engine results. SEO strategies improve your website’s search engine ranking
position. However, these strategies not only improve your rankings but also, in the process of defining
and structuring your content, will ultimately improve your business profile, says PRG Publicity Ltd.
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benefit everyone, not just
people with disabilities.

n It makes good business sense.
Rather than shopping in the
High Street, people with
disabilities use the web more
and more, and they are often
high spenders on e-tailing sites.

All are valid – but the most
important factor when building
accessible sites is that search
engine spiders love sites built
with functionality and accessibility
in mind, and will rank them higher
than ones that aren’t.

AVERAGE WEB USER?
The average web user doesn’t
exist – web users will try and
navigate around the web in
different ways. 

A quick fire use has spread into
how we absorb information. Web
users don't read content on initial
visits to a site, they have learnt to
scan pages very quickly and
usually muddle through. Rarely do
they read instructions and, if they
don't find what they want, they
move to another site – quickly.

The usability of content itself is
often overlooked, but its
importance cannot be
overstated. The descriptive
nature of headlines, the accuracy
of information and the quality of
content all factor highly into a
site's likelihood of retaining
visitors and gaining links.

Writing well for search engines
is both an art and a science, and
one that, once harnessed, will
achieve better rankings.

Key to success with SEO is
the creation of great content,
and with this comes great links
and, ultimately, high rankings. In
delivering the content that users
need, search engines will reward
your site. Simple.

One great page is worth a
thousand good pages. 

On corporate image or
branding sites for small
companies, a single, exciting
piece of content that gets
picked up by the web
community is worth a small
fortune in public relations and
exposure. Better still, the links

you earn with a release stay with
your site for a long time. 
n Research – forums, blogs and

communities where people in
any industry spend their online
discussion time. Target the most
frequently asked questions,
allowing the creation of high
quality content that directly
addresses your market's needs.

n Consult and publish – industry
specialists, publicly prominent
experts, as well as "well-known"
figures. In targeting either of
these groups for collaborative
articles, make content both link
and visitor-worthy. 

n Provide unique information –
ensure that, when designing
the content outline, unique
information that can’t be
found elsewhere is included. 

Any statistics available via website
tracking and measuring programs
are priceless. A good analytical
program can provide an incredible
amount of data that can be used
to track visitors and make
decisions about who to target in
the future and how to do it.

Using these methods, you can
discover which terms, visitors,
referrers, etc, are most valuable
to the site, enabling you to make
the best possible decisions about
how, where and what to target.

A common misconception
when contemplating making a site
achieve higher rankings is that it will
need redeveloping from the ground
up. In our experience, 90 per cent
of sites can be easily adjusted
without any redevelopment to
benefit from good SEO practices.

The value of a website grows
every day. In 2000, there were
15,400,000 users of the internet
in the UK. By 2005, this figure
had grown to 35,800,000.

If practised, all of these factors
will make a site better – and will,
in the long term, create a site that
can take advantage of the way
people now source information in
their everyday lives…

...and remember, we are all
going to have to learn to love
spiders.
Contact PRG Publicity Ltd on
01323 411044
www.prgltd.co.uk
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So how can the industry better
communicate with those
potentially open to switching
over? And how can those who
have already made the switch
learn more about the benefits
and potential additional uses for
the fuel?

Firstly, it is important for lpg
providers to effectively identify
potential customers. Any of the
UK’s many data organisations
will be able to provide the
starting point, identifying eco-
conscious consumers
throughout the nation and
providing name and address
details, possibly other
information on preferences and
habits as well, which can help
shape communications.

TRENDS
This can be matched against
existing lpg customer records,
whether from delivery details or
a more formal database, which
will also flag up other trends to
identify potential users –
perhaps they tend to be young
couples seeking to save money,
regular organic food shoppers,
or larger families wanting to
minimise their carbon footprint?

Lpg providers could also
utilise any information they hold
on autogas car drivers to widen
the list of potential prospects, as
having already made the switch
in one area of their lives, they
may also be open to trying the

fuel at home. Once this
database has been checked to
ensure address details are up-
to-date and accurate, the
communication can begin.

From here, it is worth examining
motives for the communication. If
an organisation is looking to raise
awareness of the fuel among non-
users, direct mail can be very
cost-effective and productive,
particularly for smaller suppliers. A
direct mailshot can be retained,
compared against other fuel
information, and read at a
recipient’s leisure. Mail can also
communicate complicated
messages – such as the average
amount saved by switching to lpg
– without the restrictions of airtime
limits.

It can be easily integrated into
a wider campaign, directing
recipients to a website for
example, or used to follow up a
local or national radio campaign
to strengthen the message.
Direct mail is also highly
measurable as a response
mechanism, and it is worth
keeping track of those who have
responded to the campaign for
future communication.

RELATIONSHIP
Once contact has been made, it
is essential an organisation
maintain a relationship with
consumers. Many customers
today, particularly in the highly
competitive utilities marketplace,

have become used to switching
providers in the quest for low
price, and this will be no different
for lpg. Therefore, regular
communication can help an
organisation to differentiate itself
on service, rather than price,
and build longer-term
relationships with customers.

Here, organisations may find a
customer magazine or newsletter
to be beneficial, to talk about
company developments, latest
news in the lpg sector,
suggestions for system set up
and even other ‘green’ topics of
interest to customers. 

Recent research has shown
that recipients of customer
magazines value these
communications very highly, and
can be an important aspect in
driving loyalty to a brand or
company. In the utilities sector,
for example, British Gas runs a
regular customer communication
to help it stand out from other
natural gas providers and build
knowledge of added-value
services. Customer magazines
are useful tools for ‘soft-selling’,
as they build on the engagement
and entertainment of magazines.

When sent to readers through
the post, magazines can even be
segmented to send different
messages to appeal to the
interests of different groups – for
example, a magazine targeting
business audiences could include
details on the benefits of

switching company cars to lpg,
while a publication for home users
could talk about green issues for
the home, even growing organic
vegetables, to provide information
likely to appeal.

RELEVANCE
The key to success in all of these
communications is relevance of
the message. For promotional
activity to work, especially in an
increasingly digital age and when
most people’s time is increasingly
precious, the messages need to
be right to appeal to different
consumer groups – whether this
appeals to them through special
offers for regular customers to
reward them for their loyalty, or the
communication comes to people
just after they have moved house
when they might be looking at
installing new heating systems
and saving money in the long run.

It is also worth paying
attention to accuracy of name
and address details and noting
those customers who do not
respond – they might wish to be
communicated with another way
or not be interested in the
proposition. As the country
becomes ever more interested in
alternative and renewable energy
sources, now is the perfect time
to spread the message and talk
to current and potential
customers about the advantages
of making the switch to cheaper,
greener forms of energy.

RAISING
AWARENESS OF THE
LPG REVOLUTION
Tony Pile, market development manager, Royal Mail

The lp gas market is staging something of a quiet revolution around the
UK at the moment, as the public becomes ever more concerned with
green issues. However, many of the column inches are geared towards
autogas, its eco-friendliness and cost-efficiency against spiralling petrol
costs, rather than the benefits of lpg for home, or even business, use.

Tony Pile
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Lochinvar has announced
the launch of its new
EcoForce+ range of high
efficiency, gas-fired
condensing water heaters.

The EcoForce+ range is
comprised of three models
that feature a stainless steel
heat exchanger and a
stainless steel water tank,
giving durability and
resistance to corrosion caused by
electrolytic action. Interconnecting
pipework and a shunt pump are
also included as standard.

Lochinvar says one significant
feature of EcoForce+ is the
patented cold-water injection
system that enables almost

continual condensing
mode operation,
providing maximum
performance for the user
and up to 108 per cent
net thermal efficiency.

Storage capacities
are 150 and 230 litres
and hot water recovery
rates run from 628 to
950 litres per hour,

based on a temperature rise of
44 deg C.

David Pepper, managing
director for Lochinvar, said: “As
well as offering the benefits of
stainless steel construction and
the patented cold water injection
system, EcoForce+ also utilises

the proven principle of low storage
and fast hot water recovery, but
with the added benefit of
condensing technology.”

Available for use on lpg or
natural gas, EcoForce+ is suitable
for room sealed or open flue
installation. Horizontal and vertical
balanced flue assemblies together
with 45 and 90-degree bends are
available, offering flexibility for the
specifier and installer.

Other features include unvented
installation, an anti legionella
function and purpose designed
water heater controller option.
Contact Lochinvar Ltd on
01295 269981
www.lochinvar.com

Specialist insurance broker,
Hazchem Insurance
Solutions, has announced
the launch of its Hazchem
Risk Management division.
As a separate department of
Hazchem, its main focus will
be to assess individual
companies and provide risk
management and training
programmes. Training will
include site assessments,
driver training, including
ADR, manual handling and
spill prevention.

Unlike most brokers that
only offer an insurance
product, Hazchem believes
that offering risk management

will help companies achieve
further premium savings, as
well as better productivity.
Hazchem says that
companies should already be
aware that claims history is a
major factor in influencing
premium levels, but is
confident that it will be able to
achieve greater reductions for
those companies that take
risk management and training
seriously.

Hazchem will offer risk
management and training in
conjunction with its insurance
products, but they will also be
offered as stand-alone options.
Companies that use Hazchem

as their insurance provider will
benefit from subsidised rates
on risk management
programmes, it says.

Hazchem’s account
director, Scott Dyte, said:
“With the success of our
Hazchem insurance product
over the last 12 months, we
have demonstrated that we
deliver high quality insurance
products at sensible rates.
We believe that Hazchem
Risk Management will play a
crucial part in our ongoing
commitment to the hazchem
industry.”
Contact Hazchem Insurance
Solutions on 08450 725756

Hazchem Focusing on Risk Management

Truma UK, a manufacturer of
appliances and equipment
for the caravan and leisure
markets, and BP LPG UK
have announced that all
major UK caravan
manufacturers will be
reconfiguring gas lockers in
their products to fit BP’s
slightly larger composite
cylinder, BP Gas Light, for
2007 season models.

Caravanners have taken to
the composite cylinders for
the savings in noseweight
they make possible, as the
bottles are 5kg in weight
rather than 6kg. BP Gas Light
bottles can also be
exchanged in Austria,
Benelux, Denmark and
Poland, with Germany,
France and Spain expected
soon or already rolling out.

The composite cylinders
can be connected to both
bulkhead and clip on
regulator systems and
different styles of clip on
regulator are available from
Truma. Truma hopes that as
many as 300 of its 550 UK
dealers will stock gas refills
for the cylinders.

Contact Truma UK on 
01283 586050
www.trumauk.com

Caravanners
Becoming
Light

Feeling the EcoForce

EcoForce+
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Greenfuel (Monkton Combe) Ltd
has picked up the environmental
gauntlet recently thrown down
by Sir Nicholas Stern by
promising to offset the carbon
emissions of all its customers
over the next year. 

With unleaded petrol usage
said to make almost ten pence
worth of damage to the
environment per litre, it is
estimated that the scheme will
save in excess of £100,000 of
damage done by motorists to
the environment – or six tonnes
of carbon emissions per vehicle.
The initiative will see the
company become completely
carbon neutral by calculating the
remaining emissions of the
vehicles it converts and working
with Climate Care to offset
these. 

Offsetting a carbon footprint
involves putting the same
amount of money back into the

promotion and development of
low-carbon technologies as
carbon emissions cost the
environment. Drivers that use
Greenfuel to convert to lpg will
benefit from:
n A clean fuel – helping to

reduce the number of deaths
caused by road traffic
pollution, which is more than
the fatalities caused by road
accidents in the UK 

n Carbon neutral driving 
n Half price fuel.

Noel Lock and Ingram Legge
set up bath-based Greenfuel
four years ago. The long-term
objective of the business is to
make substantial reductions in
harmful pollutants and
emissions across the UK
through the provision of cost
effective ways of making
vehicles cleaner. 

Noel Lock, director of

Greenfuel, is adamant that all
consumers should be doing
more to aid the objectives of the
recently published Stern report.

Commenting on Greenfuel’s
new initiative, he said: “For the
rest of 2006, we’ll donate an
amount from each conversion to
Climate Care to offset the
reduced carbon emissions from
an lpg vehicle.

“Realistically, as a society,
we’re going to continue to drive,
but this is a major opportunity to
meet the reality of carbon
emissions. With the mass
provision of bio-fuels still a very
long way off, our option is the
only readily available way to be a
carbon neutral driver now and
do your bit to save the planet!”

Contact Greenfuel (Monkton
Combe) Ltd on 
01225 722610
www.greenfuel.org.uk

Greenfuel Scheme Offsetting Emissions

Yuejin (UK) Ltd has
announced that its range of
lpg/ petrol 3.5 tonne tippers,
dropsides and box vans now
includes certified vehicles
that meet the criteria for
congestion charge
exemption.

Yuejin says it is the first
manufacturer to achieve the
low carbon emissions in a
commercially acceptable
vehicle. The trucks run dual
fuel systems utilising the
PRINS VSI system.

Steve Kusytsch, business
development manager at
Yuejin, said: “With the
backdrop of the expansion of
congestion charge zones
and increasing annual
charges, our vehicles provide
an excellent solution for
saving LCV operators
thousands of pounds every
year. Not only are the trucks
the most cost effective to
buy and run, they are now
very environmentally friendly,
with emission levels over 40
per cent below the current
Euro 4 standard. We are
dedicated to providing the

best value commercial
vehicles money can buy.” 

The major vehicle
manufacturers have largely
shunned lpg fuel technology
but Yuejin has proved the
benefits, says the company.

The Yuejin range of trucks
is built based on licensed
Japanese technology
designs. The company’s
manufacturing facilities in
China are jointly owned by
Nanjing Autos, the fourth
biggest company in China,
and IVECO, the Italian truck
giant. Yuejin’s trucks come

with a three-year, 60,000-mile
warranty. 

“The actual word ‘yuejin’
translates as ‘a great leap
forward’”, said Steve, “and
with the starting price of the
class leading low emission
trucks at £9,995 plus vat,
there is no one near them in
the race for value.”

To coordinate demand,
Yuejin is currently embarking
on a dealer recruitment
campaign. 
Contact Yuejin (UK) Ltd on
08452 572007
www.yuejin.co.uk

Commercials Now CC Exempt

The End of Life Vehicle (ELV)
regulations came into force
on January 1 2007 and the
LPGA is seeking companies
to add to its register of
businesses that can provide
a vehicle tank emptying
service. The regulations state
that a vehicle has to be de-
polluted and 85 per cent of
the vehicle must be recycled
at the end its life.

Car manufacturers have
established national
networks that will accept
their own models when they
reach the end of their lives
involving around 300 vehicle
dismantlers known as
Authorised Treatment
Facilities (ATF). ATFs are
provided with guidance from
the DTI on removing lpg
tanks from vehicles and
storing them for emptying,
purging and scrapping.
Guidance on how to deal
with the tanks following their
removal is available on the
LPGA’s website at
www.lpga.co.uk.

Mike Chapman, autogas
manager at the LPGA, said:
“At present, volumes have
been low but, as numbers
increase, we see the demand
rising for the provision of
services for emptying,
purging and possibly
scrapping where the ATFs
are unable to deal with the
tanks under waste
regulations. At present, we
are only aware of a small
number of companies who
can provide an emptying
service and I would be
grateful if any company that
wishes to provide emptying,
purging or scrapping
services could let me know
as soon as possible so that
their details may be added to
the register of services on
our website.”

ELVes
Require
Purging

Yuejin single cab dropside.
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Arun Autogas in
Littlehampton, West Sussex,
will be holding an lpg
awareness day at the
Shoreham Airport campus of
Northbrook College Sussex in
Shoreham by sea on March 1.

The event, targeted at fleet
operators, such as local
authorities, couriers, taxi
companies, etc, aims to raise
awareness of lpg as an
alternative fuel, emphasising
the financial and environmental
benefits of the gas. Speakers
will include representatives
from Arun Autogas, its
suppliers, Ricardo Engineering
and environmental groups.

“We will have a number of
converted vehicles there for
people to test drive and have
representatives from main
vehicle suppliers attending,”
said Marie Harding of Arun
Autogas. “We believe we are
going to have a very large
turnout and are very excited
about it. We have had a very
positive response from all the
people we have invited so far.”

Arun Autogas has been
converting vehicles to lpg
since 1998 and is an Approved
LPGA Installer. The company
also offers mobile servicing
and repairs all over the south,
including Hampshire, West
Sussex, East Sussex, Kent,
Surrey, London and Berkshire.
Contact Arun Autogas on 
01903 715715
www.arunautogas.co.uk

Awareness Day
Targets Fleets

Are you driving lean, green and
carbon clean? That is the
question environmentally
conscious drivers who have
converted to lpg are now asking
their fellow motorists, according
to Autogas 2000. The company
has a new rear windscreen
sticker available for autogas
drivers, enabling them to display
their improved carbon ‘wheel
print'.

Autogas 2000 hopes to raise
awareness that there is a viable
and affordable choice available
to clean up existing vehicles, as
autogas provides as much as
20% improvement on carbon
dioxide emissions over petrol,
and far greater benefits to local
air quality compared to diesel
alternatives.

The need to highlight driver's
‘green’ credentials has been

heightened by recent
campaigns in Edinburgh and
other areas of the UK, where
environmental activists are
targeting what they perceive to
be the most damaging vehicles
to the environment. 

In response, Autogas 2000
believes that autogas drivers
want to announce that they are
taking action at their own cost,
making a worthy contribution to
the environment.

Autogas drivers will be

lobbying London Mayor, Ken
Livingstone, and his colleagues
at Transport for London
following the announcement to
that the London congestion
charge will rise to £25, affecting
many family sized vehicles that
are currently listed as group G
by the vehicle certification
authority.

Contact Autogas 2000 on
01845 523213
www.autogas.co.uk

Green Message Gets Sticky

An e-petition calling for the
Government to reduce or
abolish road tax on lpg and
electric powered vehicles
has been created on
Downing Street’s website.

The petition’s creator,
David Webber, states on the
site: “Lpg and other green
powered vehicles emit
significantly lower emissions
when compared with a petrol
powered vehicle. The current
road tax system allows for
newer green cars to be road

tax exempt but older lpg
converted cars are not
included in this scheme. If
the government really are
interested in decreacing
emissions from
transportation then it should
encourage the public to
spend the money on the lpg
conversion for their car and
as a reward make them road
tax exempt.”

Mike Chapman, autogas
manager at the LPGA, said:
“It’s an issue we will be

raising in our lobbying this
year.”

Steve Sparrow of Go LPG!
said: “When I signed it, there
were 95 names on it. Lets
make it 95,000!”

At the time of writing, there
were over 1,300 signatures
attached to the petition, and
the number has been rising
steadily.

The deadline for signing up
to the petition is March 8
2007.
www.number10.gov.uk

Signing Against Road Tax

Rear windscreen sticker from Autogas 2000.
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Taxi operators in Fiji have hit out
at the interim government’s
withdrawal of tax concessions
on lpg. The decision has
affected hundreds of taxi
proprietors who had opted for
lpg after the previous
government introduced the
concessions in 2006.

Fiji Taxi Union president, Tauz
Khan, said an increase in taxi
fares was warranted in light of
the decision. He said that the
Government had introduced the
concessions to help taxi
operators buy the lpg vehicles
instead of granting them an
increase in taxi fares following
the increase in fuel prices last
year, and the concessions were

extended for a year in
November.

Around 300 lpg cars will be
affected by the withdrawal, while
more vehicles are en route from
Japan.

“Gas companies have gone
the extra mile to put in place
more gas stations for the
purpose of catering to the large
number of lpg cars that we were
expecting,” said Tauz. “What
has happened was that taxi
owners sold their old cars when
its license expired and used the
money raised from the sale as
collateral for the purchase of lpg
cars.”

Fiji Motor Vehicle Dealers
Association president, Ershad

Jan, said the concern was that
most dealers were overstocked
with lpg vehicles as buyers have
had to wait since December for
the finance ministry to grant
approval for the concessions.

“The change of heart on the
part of the government has
landed 100 people in my
experience alone in the middle
of this fiasco,” he said.

Mahendra Chaudhry, interim
minister of finance, said: “We are
reviewing all concessions and,
for the time being, that means
it’s all on hold. Concessions
have had grave implications on
government revenue but, in
cases where it is justified, we
may bring it back.”

Concessions Fiasco in Fiji

The national environmental
action plan support programme
of the ministry of environment in
Pakistan has launched a project
aimed at improving the
livelihoods and quality of life of
people in Galiyat through
socioeconomic development,
ecosystem management and
clean energy supplies.

The reduction of indoor pollution
and conservation of forests

through the promotion of lpg,
enhanced energy efficiency and
resource management at Galiyat
project will target the conservation
of forests in the area by introducing
alternative energy sources and
promoting ecotourism.

At present, 40 community-
based organisations are
assisting in the area by
introducing lpg cylinders,
establishing biogas plants and

installing solar geysers.
“This project will not only play

a vital role in uplifting the local
community, but also provide
essential means for long term
socioeconomic viability and
environmental sustainability,”
said Jan Vandemoortele, the
resident representative of the
United Nations Development
Programme, which is involved
with the project.

Lpg Helping Conserve Forests

Purvin & Gertz is holding its
20th Annual International Lpg
Seminar at the
Intercontinental Houston
Hotel in Houston, USA, on
March 5-8 2007. An lpg
workshop will be held March
5, with the international lpg
seminar beginning the next
day.

The agenda of the seminar
will address “how will the lpg
world manage the expected
surge in world lpg supplies
over the coming years?”
Global lpg supplies are
expected to grow faster than
the base demand for lpg in
traditional markets for
several years.

“To work off the lpg supply
surplus each year, we’re
expecting a significant rise in
lpg imports and price
sensitive petrochemical
demand, both in the US and
Europe,” said Glenda Burres,
the conference coordinator.
“Hence, this major issues
poses many questions
centred around
infrastructure and the ability
of lpg markets in the west to
absorb the rapid build up of
new lpg supplies in the
Middle East and Africa.

“Our forum speakers will
cover the most pertinent
issues surrounding our
industry’s ability to handle

the expected rise in surplus
lpg supplies. This will include
timely discussions on
fractionation, storage,
petrochemical feedstock
capacities, shipping,
terminaling capacity,
supply/demand balances and
much more.”

An industry roundtable
discussion will follow
speeches on these subjects
as panellists debate whether
or not these goals and
industry plans are plausible
and sufficient to handle the
build up in new lpg supplies.
Contact Purvin & Gertz on 
+1 7132 360318
www.purvingertz.com

Lpg Seminar Discusses Surplus

BOC is to buy Shell New
Zealand’s commercial lpg
business, including its
shareholding in Liquigas. The
purchase is subject to
clearance by New Zealand’s
Commerce Commission,
with a decision expected
early this year.

“Lpg is a key part of BOC’s
business globally and is
integral to our growth
strategy,” said Sue Dale,
BOC’s general manager in
New Zealand. “This
multimillion dollar acquisition
represents a significant
commitment to increase the
BOC lpg business and its
capabilities. It also increases
BOC’s market share and
secures its position as a
significant market player in
New Zealand.”

Mark Forsyth, retail
general manager for Shell
New Zealand, said: “The
divestment of our lpg
commercial and distributor
business and the Liquigas
shareholding will help Shell
Retail focus on its core
business. Lpg remains an
important element of Shell’s
fuel portfolio and, for our
retail customers, it will be
business as usual.

“The divestment of the lpg
business is consistent with
Shell’s strategy of managing
its portfolio to deliver
maximum value to
customers and shareholders.
While the lpg commercial
and distributor business is
robust with growth
prospects, it is no longer
considered core to Shell New
Zealand’s retail business.”

Shell is also reported to be
discussing the sale of its lpg
businesses in Romania,
Bulgaria, Hungary, Czech
Republic and Poland, as well
as other countries in western
Europe.

Shell NZ
Sells
Commercial
Business
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SUPPLIERS OF CAR’GAS (AUTOGAS)

& SKID UNITS

BULK LPG DELIVERIES UP TO 

18 TONNES

CONTRACT AND CYLINDER FILLING

CARDIFF GAS
Sully Moors Rd, Sully, Vale of Glamorgan CF64 5RP

Tel: 029 2034 3222 / 01446 420444
Fax: 01446 721999

CONTRACT FILLING

STORAGE DESIGN & INSTALLATION

FOR SALE

L.P.G. DESIGN, CONSTRUCTION & INSTALLATION

METCALFE AND EVANS LIMITED
THERMAL WORKS, QUEEN STREET,GOLBORNE, WARRINGTON. WA3 3AF

Tel: 01942 723652  Fax: 01942 271224
Email: sales@metcalfe-evans.com   Web: http://www.metcalfe-evans.com

• Turnkey Contracts
• All Mechanical and Electrical Work Undertaken
• All Parts of the UK Covered
• 5 Year and 10 Year Tests
• Full Electrical Surveys
• Plans and Drawings Prepared on AutoCAD
• No job Too Big or Too Small
• Competitive Prices
• Free Survey and Quotation Anywhere in UK
• Electrical Vaporisers 3Kw -- 45Kw

CONTACT OUR SALES STAFF ON: 01942 723652

DESIGN 
AND BUILD
BULK L.P.G.
CONTRACTOR

TANKERS

Tasca Tankers Ltd
One of the country’s leading manufacturers of Road Fuel Tankers 
for all applications, Tasca Tankers can offer new LPG tankers custom
built to individual requirements as well as remounts, refurbishments,
repairs etc.

Centrally located 1 mile from junction 39 of the M1 motorway 
and with a highly experienced workforce, Tasca Tankers can offer 
a professional, high quality standard of workmanship and after 
sales service.

To find out more about Tasca Tankers contact our Sales Department
and speak to Graham Hardcastle or David Peart

Tasca Tankers Ltd
Uni t 5, Diamond Bus iness Park, 
Thornes Moor  Road, Wakefield,  

West  Yorksh ire WF2 8PT

Tel:  01924 369007  Fax :01924 369069
Email: sa les@tascatankers.l td.uk

www.tascatankers. ltd .uk

Spec: Man 10 tonne (purpose built)
Maintenance: Full dealer service history
Tax & Mot: Sept 2007
Age: Registered Sept. 99.
Mileage: 107,000 & 137,000 miles.
Price: £6,500 + vat each.

2 GAS DELIVERY VEHICLES FOR SALE

Contact Charles on 02380 788155
Socal, Third Ave, Millbrook, Southampton, SO15 0JX.

Call Richard Hawkins on 01784 818181 or fax: 01784 818182. www.phl.co.uk

FOR SALE: 2 FLAMEPROOF FORKLIFT TRUCKS
Make: HYSTER
Model: H7.00XL
Type: DIESEL
Year: 2005
Capacity: 7000kgs
Lift Height: 4200mm
Collapsed Height: 3200mm
Fork length: 2400mm
Transmission: 2 speed auto
Engine: Perkins
Extras: Side Shift and Fork Positioner, Heated Cab,
Pyroban Explosion Proof Protection system.
Sale Price: £29,500 Per unit + VAT (2 available only)

OLD PARK ENGINEERING SERVICES LTD,
WOODS LANE, CRADLEY HEATH, WEST MIDLANDS B64 7AN

Tel: 00 44 (0) 1384 412550 Fax: 00 44 (0) 1384 410784
Design, fabrication, installation and maintenance of Bulk storage L.P.G.
installations for industrial users, Aerosol manufacturers and Resellers.

Design & fabrication of Destenching columns to PD.5500 Cat 2.
For more information please contact:

Graham J. Cornforth - Mobile: 07799 118887
Email: oldpark@blueyonder.co.uk

Richard Beet - Mobile: 07799 118886
Email: oldpark@btconnect.com

MEMBER OF THE L.P.G.A.

SECURITY CAGES

UK LEADER IN CYLINDER SECURITY

& HANDLING EQUIPMENT

Contact RITCHIE : Tel 01307 462271
Fax 01307 464081 Email sdownie@ritchie-uk.com

SEE PRODUCT DETAILS www.ritchie-uk.com

• CAGES NEED NO ASSEMBLY
• ROBUST WELDED CONSTRUCTION
• H.S.E. COMPLIANT
• L.P.G.A. COP7 COMPLIANT

AIR/GAS LEAK DETECTION

Leak
Detection
Spray

l Non-inflammable
l With corrosion inhibitor
l Non-toxic and biodegradable
l Free from oils, halogens, salts, metals and

CFCs (since 1973)
l Propellant: Compressed Air
l Totally safe to user, equipment, environment

and ozone layer
l Can with 360o valve - spray at any angle from

upright to inverted
l NATO Stock No: 4910-99-930-4489
l For sub-zero ambient temperatures down to

-45o use GOTEC LT45

Gotec Trading Limited
Boulton Road
Pin Green
Stevenage
Herts SG1 4QL
Telephone 01438 740400
Fax 01438 740005

At the press of a button - GOTEC LDS
is instantly ready to locate the smallest
low pressure leaks from compressed air
and every other gas - quickly, reliably,
safely and conveniently.

visit us @ www.lpgasdirectory.com

FOR SALE

Samuel Maritime Limited
LPG Cylinders, Bulk Tanks, 

Road Tankers, Equipment etc.

Tel/Fax: 01246 555938 
Mobile: 07951 693798 

Email: samuelo@btconnect.com
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LPG TRAINING

Tel: 0845 644 2039 • mail@lpgtraining.info

LPG TRAINING & ASSESSMENT LTD 
Specialising in LPG, we are an accredited provider of ACS Gas Safety courses
offering cost effective and specific training to help you develop your business

and satisfy health and safety requirements.

• In house or on site training
• Vessels & External Pipework
• New Entrant’s Programme

• Cabinet Heaters
• ADR Driver Training

• Combi-Boiler Fault Finding

SOUTH WEST PENINSULAR TRAINING LTD

Contact Carmen or Liz at: 
SOUTH WEST PENINSULAR TRAINING LTD
Unit 2 Westover Trading Estate, 
Langport, Somerset TA10 9RB
Tel: 01458 253493
Fax: 01458 253445
Email: Sales@swptraining.co.uk
www.swptraining.co.uk

l Domestic Core & Appliances
l Non-Domestic Core & Appliances
l Commercial Core Catering & Appliances
l Swimming Pool Boilers
l LPG
l LPG Generators
l Static & Touring Caravans
l Boats

l OFTEC Oil Assessment & Training
l Un-vented Domestic Hot Water
l Legionella
l Water Regulations
l Gas Safety Training
l Electrical Part P
l Courses Designed for Specific Needs

South West Regional Winners

visit us @
www.lpgasdirectory.com

www.lpgasmagazine.co.uk

ADVERTISEMENT
ENQUIRIES

Tel: 01892 677740    

Fax: 01892 677743     

Email: sales@spacemarketing.co.uk

PIPEWORK

Job too big?
Do you need help to 
fulfil a larger contract?
We will install above or below ground
Agricultural, Industrial, Commercial
LPG pipework on your behalf.
Qualified engineers.

Phone HAT LTD 01507 522280
Est 1976

LPG PLANT

JOHN WIGFULL & Co Ltd
First Hangings, Blaby Road,

Enderby, Leicester LE19 4AQ

Tel: 0116 286 2287

Fax: 0116 275 1232

email: wigfullr@btinternet.com

Design, Assessment and Maintenance 

of all types of LPG Installations

LPG Dispenser Calibration Service

LPG Pump Testing

Member LPGA, ALGED and APEA







BPEC Certification Ltd, a training
provider in Coventry offering
ACS instruction, has relocating
with sister companies, BPEC
Services Ltd and BPEC (Training)
Ltd in Edinburgh, to centralised
offices in Derby following a
thorough business review.

The driving force behind the
move is the desire to further
improve efficiency and provide an
even higher level of service to all
its customers, says the company.

“The relocation means there
will be some new friendly faces
amongst the better known ones,”
said Paul Johnson, chief
executive. “However, everyone
will endeavour to make the
transition as seamless as
possible. We would like to ask for
your continued support and
understanding as we adjust to our
new offices. Please rest assured

that we will try to resolve any
issues that may arise as quickly
and efficiently as possible.”

BPEC Certification also runs
Domestic and Industrial Gas
Foundation Programmes for
ACS Category 2 and 3
candidates and competent
persons schemes. The
company believes it was the first
certification body in the UK to
introduce a comprehensive
range of industrial and
commercial ACS
reassessments. The
reassessments have been
designed to shorten the length
of the assessment process,
significantly reducing the time
spent in the assessment centre.

Contact BPEC Certification
Ltd on 08456 446558
www.bpecc.co.uk

BPEC Relocating

• 1” nominal size for 80 l/min 
• 25 bar pressure rating
• Seals in both directions
• Shuts fully irrespective of impact direction 
• Non-spark brass construction

LPG SHEAR VALVES

RISBRIDGER LTD, 25 Trowers Way, 
Holmethorpe Ind Est, Redhill, Surrey RH1 2LH

Tel: 08456 442323     Fax: 08456 442453

VALVES



n Wholesale supplier of lpg

n Dealer of lpg

For which supplier?

n Distributor of lpg

For which supplier?

Please tick which market sectors:

n Residential
n Manufacturing
n Camping
n Caravanning
n Agricultural
n Commercial  
n Industrial
n Other

n Manufacturer of lpg-fired equipment

What type of equipment (e.g. fires, lighting)?

n Distributor of lpg-fired equipment

What type of equipment (e.g. fires, lighting)?

n Manufacturer of lpg equipment

What type of equipment 
(e.g. meters, storage)?

n Distributor of lpg equipment

What type of equipment 
(e.g. meters, storage)?

n Builders merchant/retailer

n Maintenance contractor

n End user

n Transporter

n Training

n Supplier of autogas products/services

n Engineering services

n Installer

Other:

Please tick the organisations of which
your company is a member:

n LPGA
n AEGPL
n WLPGA
n ALGED  
n HVCA
n CORGI
n BHHPA

Other:

Please tick how many employees:

n 1–10
n 11–50
n 51–100
n Over 100

PLEASE TICK THOSE BOXES WHICH APPLY TO YOUR COMPANY AND SIGN AND DATE BELOW

SIGNATURE: DATE:

PLEASE PHOTOCOPY AND RETURN THE COMPLETED FORM TO   
Picture Publishing, The Point, College Road, Eastbourne, East Sussex BN21 4JJ. Or by fax on: 01323 411050
International subscribers will be charged an annual £40 fee for postage and packaging

REGISTER
AS AN LP GAS READER
LP Gas contains everything you need to keep up-to-date with the latest issues
facing the lp gas industry – everything from autogas to training to product features. 

If you have not registered as an LP Gas reader in the last two years, complete and
return the form below to receive your six issues a year, and your free copy of the
annual LP Gas Directory.

Full name:

Job title:

Company:

Address:

Post Code:

Telephone: Fax:

Email: Website:




