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Rob is the CEO of Space Group and 
was involved in the initial set up 
of bimstore 5 years ago. He is an 
Architect by profession and is not 
only passionate about design but also 
digital construction and innovation 
across the construction sector.  As well 
as looking to deliver better outcomes 
for the industry, Rob supports the 
development of skills and constantly 
supports young professionals joining 
the industry.

Kris has been involved with bimstore 
from its inception and now develops 
and oversees the team of expert 
content creators that provideiour 
customers with the highest quality 
BIM content available. 
As an Architectural Technician by trade, 
Kris has a keen understanding of the 
products we are asked to create in the 
digital environment and how best our 
specifiers and designers will put these 
to use in real life project scenarios.

Joanna is the Marketing Coordinator 
for bimstore. Having spent 20 years 
working within the construction 
industry in architectural practices, 
Joanna has extensive experience in 
all aspects of practice management 
and marketing activities and enjoys 
keeping up to date with emerging 
technologies and digital trends.
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Kris Atkinson
Technical Director

Joanna Marshall
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From initially hosting BIM components 
manufacturers are now beginning to 
investigate the value of data and how 
this can impact on other internal systems. 
We have seen a number of our clients 
investigate how BIM can integrate with 
their internal PLM systems.

We are also seeing increasing growth 
into Europe. Many of our manufacturers 
started their journey in the UK, however 
over the last year we have seen businesses 
with European headquarters taking more 
of a global view.

With our wider view of the sector through 
other Space Group businesses such as;  
BIM.Technologies and Space Architects, 
we are also seeing building owners 
embrace the use of content in operation.                    
For example, BIM.Technologies are 
working with Google at Kings Cross who 
are developing the connected building. As 
other buildings become complete owners 
are increasingly looking to use the digital 
information for their asset management. 
Our Space Applied Technology team are 
already looking at artificial intelligence 
and how this will impact on the use of 
buildings in the future.

We never stand still at bimstore and 
have continued to develop the platform 
over the past year, with a number of 
new features added over recent months. 
Our new API allows us to connect with 
third party platforms which will serve to 
increase the distribution of our content.   

We have also recently added a 3D viewer 
for objects which gives specifiers a much 
clearer understanding of the objects they 
are using.  Another development is the 
addition of the “Super Shelf”. This new 
feature provides a search function and 
additional tabs for those who already use 
the Shelf product on their own sites.

Last month we also announced a 
partnership with the British Board 
of Agrément (BBA). There has been 
much discussion about certification of 
manufacturers content in the industry, 
however this is not a certification scheme. 
Our BIM content will continue to align 
with all British standards as set out in our 
bimstore bible, which is available to view 
and download on our website.  The sector 
has had an assurance scheme for many 
years. BBA provide independent assurance 
of product performance - our relationship 
with BBA brings this to a digital world. BBA 
will review content which has a certificate 
and ensure that the data in the model 
complies with the product performance 
providing extra comfort to the specifier. 

We are continuing to develop the 
bimstore platform to ensure it continues 
to be a trusted library of high-quality 
components, as well as supporting our 
manufacturers to grow their market share. 
We continually invest in the platform and 
still have a number of new features to 
launch in the coming months, so watch 
this space!
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Welcome to 
bimworld

I have been writing the bimworld introduction for some time now. 
In preparation for this issue, I thought that I would go back and 
read the previous editions. What is clearly apparent is the level of 
progress and maturity that the sector has made. 
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Whats New  
At bimstore?

Here at bimstore, we are proud of the progress we have made since becoming the first BIM 
object library to hit the web in the United Kingdom – but we never want to stand still. The team 
are continually investing in the site and considering how we can improve the outcomes for our 
manufacturer partners.

In 2017 we have a number of new features and applications 
and here to introduce one of our latest developments is Adam 
Ward, Founding Director at bimstore to tell you a little bit more 
about a new feature called ‘Frog’.

“Frog allows manufacturers to amend and manage the 
data inside their hosted objects from a web browser, via 
their bimstore manufacturer admin area. It also allows 
manufacturers to create different versions of the objects with 
different data sets and make these available as a selectable 
option on download. This means that not only can the 
manufacturer amend and adjust the data within their objects 
themselves, but they can also do it without owning or opening 
any expensive design software.

With our Frog property set feature manufacturers can create 
their own versions of the objects (e.g. multiple countries, or to 
different data standards) from a single central source and make 
them available as a specified selectable download option.

Of course, giving manufacturers the power to amend their 
data themselves comes with great risks, especially around data 
compliance, and as such we have ensured we have built-in 

Introducing “Frog” from bimstore

verification and fail-safes to ensure that any changes made are 
always consistent with current data standards and approved by 
our expert content team before going live.

To summarise, Frog benefits the manufacturer by allowing them 
to manage their own data. It will also benefit specifiers by giving 
them more choice upon download. Perhaps the most exciting 
thing is because Frog separates data from the BIM objects (we 
pump it back in on download) and stores it in the cloud, it 
opens up some exciting possibilities for the future integrations, 
collaborations and features.

Frog will be rolling out on new content going live on bimstore 
and current content will be supported as and when available. 
Frog is free to manufacturers as part of their bimstore 
subscription, so if you are an existing bimstore manufacturer   
get in touch to discuss getting Frog enabled on your account.”

If you’d like to know more about Frog, or any of the features 
of bimstore – why not get in touch. We’re a friendly bunch 
and we’re always happy to chat, about anything you like – 
though BIM is what we know best!
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A couple of months ago, we were very excited 
to announce the launch of the public API for 
bimstore.co.uk. 

bimstore has the UKs best collection of high-quality 
manufacturer objects and users and over the years, we have 
also created some really unique technologies for creating, 
managing and distributing content and its data. Our new 
public API allows access to bimstore’s huge library of content, 
its users and stats as well as accessing various features such as 
search, BIMbox and Frog all via web services (JSON/restful).

We believe that our manufacturers content should be 
accessible from as many places as possible and because of this 
we have decided to make the API's 100% free and open to all.

There are currently three versions of the API 
available: Public, Manufacturer and Partner.

Public API  - This API has endpoints that allow access to 
bimstore objects and their data. It also allows access to features 
such as BIMbox and search.  If you have a website, software 
or platform which you would like to build in access to the UKs’ 
largest collection of BIM content then this API will suffice.

Manufacturer API - This API is designed for our 
manufacturers and expands upon the Public API and also 
includes endpoints for stats and users. It allows manufacturers 
to access stats on their own content. The API allows 
manufacturers to do anything from integrating content into 
their own website and track downloads to complex CRM 
integrations into platforms such as salesforce. This API is only 
available to bimstore manufacturers currently.

Partner API - This API includes all the endpoints of both 
the Public API and Manufacturer API but without sandboxing 
to a single manufacturer. It also includes additional endpoints 
for categories, manufacturers, search and user creation, login 
and management. With this API functionality, it is possible 
to build a full bimstore clone and it is perfect for third 
party content libraries (or software providers) who want to 
deeply integrate bimstore content into their own platform, 
application or website. This API is free and available to anyone, 
however because of the sensitive data it can expose, you 
will be required to fill in an API key request form and NDA 
agreements to access this API.

All three of the APIs use JSON and have been designed to be 
simple but also very powerful. In fact, the API is so powerful 
that we are using it ourselves in 2017 to build the next 
generation of bimstore products such as Athenaeum and 
Insights.

We are excited to be opening up the bimstore platform to 
third party developers and can’t wait to see what you make! 

To get your free API key and get started, 

visit http://developer.bimstore.co.uk

bimstore API launched!
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Case Study:
Forbo Flooring Systems 

When the UK government announced its mandate to make BIM 
level 2 mandatory on all government projects by 2016, it was 
clear to that being an “early adopter” was going to be important 
in establishing Forbo as a recognised supplier of high-quality 
BIM objects. Indeed, Forbo was the first manufacturer to offer 
carpet tile objects for the BIM community to use. 

Specifying a suitable flooring covering for any project is driven 
by both technical specification as well as design influencers, 
so it was important to Forbo that from the start the quality of 
their objects truly represented the finished look and feel of 
their products, as well as providing all the correct technical 
information required by clients to populate their projects as   
fully as possible. 

Once they had decided that BIM was a key driver, their focus was 
on creating really high quality and useful models that worked for 
users and Forbo felt that bimstore were the experts on BIM from 
both a practical perspective and from being most in touch with 
the BIM community.

With a portfolio that offers over 1000 products, creating a full 
library of BIM objects was no mean feat. Forbo chose to have 
their objects created in Revit format as the most predominant 
software used by the UK market. 

As a manufacturer, understanding the workings of unfamiliar 
software was an obstacle, but luckily bimstore were on hand to 
help with demonstrations and some training so that they could 
fully appreciate how end users would use the objects and the 
full implications of making sure that they were supplied with the 
correct information and high-quality objects.

Since going live with bimstore Forbo have had over 6,700 
downloads of their objects, a figure that will continue to steadily 
increase as BIM awareness and adoption continues to grow.

Having objects freely available to clients ensures that they can 
get all the technical information they require for their projects in 
one place, from technical specifications and colour information 
right up to COBie information for building handover and use by 
the FMs who will ultimately be responsible for the upkeep of 
the building. As a manufacturer, it is Forbo’s aim to make life as 
easy as possible for their customers, and working with bimstore  
has helped them to take significant steps in achieving this on a 
digital level.

With the government mandate now in force (as of April 2016), 
usage of BIM will only increase in both small and large practices, 
and Forbo believes that ensuring they have high-quality objects 
freely available to their customer base is the way forward for any 
business working in close contact with the A&D community.
Above all Forbo view BIM as an integral part of their sales and 
marketing offer and bimstore have become a key agency in 
providing the best possible technical information. 

For any BIM or product information, contact our Forbo 
Flooring UK Limited on: 
0800 731 2369 or samples.uk@forbo.com

By Joanna Marshall

“Ultimately we didn’t want someone just to 
create a basic model, we wanted someone 
to create the best possible models for users.  
Above all BIM store explained the advantages 
of BIM well to us and gave us insight from a 
user perspective.”

Angus Fotheringhame, 
General Manager, Benelux, UK & Ireland

Forbo Flooring Systems UK is part of the Forbo group, a global leader in manufacturing flooring 
solutions, offering a full range of flooring products for commercial, affordable housing and 
new build markets. High-quality linoleum, vinyl, textile, flocked and entrance flooring products 
combine functionality and design, offering total flooring solutions for any environment.



Case Study:
Forbo Flooring Systems 

“Working with bimstore has helped us 
become a recognised early adopter of 
BIM, delivering the information our 
customers need in the format they 
require.” 

Karen Wilding, 
Marketing Executive, Forbo Flooring Systems
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Meet the Team: 
Huw Arthur

How long have you been with bimstore? 
3 months 

Can you explain a little bit more about your role 
at bimstore and what your average day looks 
like? 
I am based from home in Derbyshire but will travel to see 
potential new clients when it is required or host a webinar/web 
meeting with them to demonstrate what we do here at bimstore. 
You will also potentially catch me at networking events and trade 
shows while always on the lookout for new business for bimstore! 

What do you like most about your job? 

Meeting such a wide range of people within the construction 
industry and being able to get out and out to meet new 
customers.

What are your hobbies and interests outside of 
work? 
Clay shooting, Golf, Travelling and sporting events. 

If you could be successful in another profession, 
what would you choose? 
Clay shooting, Golf, Travelling and sporting events. 

What’s the one thing you can’t live without?
Hate to admit it but I would be a bit lost without my phone!

What have you always wanted to do, but never 
done? 
Always fancied doing a sky dive.

Finally, tell us something else interesting about 
yourself?
I can’t stand chocolate!

In this feature, we give you a chance to meet some of our fantastic team. 
Read on to learn a little bit about Huw , one of our Sales Managers. Find out about his role here 
at bimstore - and life in general!

Quickfire round

Favourite food? 
Chinese

Favourite movie? 
Saving Private Ryan

Favourite holiday destination? 
America-California

Connect with him on Twitter or LinkedIn 

Twitter  - @H2UWY 
LinkedIn - Huw Arthur 

Want to know more about Huw?



9 Issue 03 - Winter 2017



10  Issue 03 - Winter 2017 

Case Study:
Recoup Energy Solutions 
& Barratt Developments

By Joanna Marshall

As well as being specified by some of the largest house 
builders in the UK and a range of independent developers, 
Recoup Energy Solutions work closely with housing 
associations, commercial and leisure projects, SAP assessors, 
and architects and homeowners to help make savings while 
also meeting strict building regulations and legislation.  With 
their products designed and manufactured to the highest 
standards, they offer the best range of WWHRS available in the 
UK – along with the best prices and highest performance and 
it goes without saying, we’re very pleased to have them on 
bimstore!

Available to download on bimstore is the Recoup Pipe+HE  
which is their primary WWHRS system and offers great 
efficiencies to achieve maximum SAP points and ROI.  The 
system boasts up to 67% efficiency and has numerous features 
and benefits such as a 2015mm long pipe with an installation 
height of up to 2400mm. It can be linked to a wastewater drain 
where the shower is over a tray, wet room or bath and the 
system is virtually maintenance free.

Earlier this year, another bimstore customer, Barratt 
Developments Plc extended its sole-supplier agreement with 
Recoup for Waste Water Heat Recovery Systems for showers as 
part of its ongoing plans for building a sustainable future. 

“We’re very proud to announce that our agreement 
with Barratt Developments has now been extended by 
a further two years to 2018,” “It’s really encouraging, 
not just for us, but also for our customers, to know 
that Barratt has chosen to continue our relationship 
in helping them meet their goal to become the 
leading National sustainable housebuilder across its 
divisions over the course of three years, and cement 
our position as the UK market-leader for WWHRS.”

Commented Recoup WWHRS Director Kieron Dudley

Since 2014, Recoup has been a sole supplier of WWHRS to 
Barratt Developments with its award-winning Pipe+ HE being 
incorporated into their standard specification for over 50% of 
Barratt & David Wilson Homes’ 2013 house-types throughout 
the UK.

Recoup Energy Solutions specialise in the latest shower Waste Water Heat Recovery Systems 
(WWHRS) on the market; offering a range of products to suit varying installation projects to help 
customers achieve exceptional energy savings, gain SAP points and increase Co2 reductions at 
an affordable price.   

“The Recoup Pipe+ HE is by far the most innovative 
product within our supply chain, also sitting 
comfortably from a commercial and customer 
acceptance perspective. The technology sits 
squarely within our ‘fit & forget’ ethos which we feel 
is essential for not just giving CO2 savings in theory, 
but delivering real benefit in reduced CO2, and 
reduced bills, for our customers.” 

Stephen Wooldridge, 
Sustainability Manager at Barratt Developments plc

Redrow Homes also confirmed their continued commitment 
to embedded sustainability values and improving the 
environment and quality of life for their customers by 
continuing its supply agreement with Recoup for Waste Water 
Heat Recovery for Showers (WWHRS) into 2017. This will be 
Recoups fifth continuous year of supply to Redrow Homes, 
with the rolling supply agreement originally signed in 2013. 
This long-term partnership is a testament to Recoup’s overall 
competitive pricing; product efficiency; ease of installation; 
and service delivery.

The relationship between Recoup Energy Solutions and 
Barratt Developments started in 2012. Barratt Developments 
had begun to analyse and identify energy-saving measures 
to achieve compliance. This was initially directed to Scottish 
building regulations but also needed to consider the 
approaching changes for England’s Part L regulation in 2013.

Recoup introduced the Pipe+ HE Waste Water Heat Recovery 
System to Barratt’s Technical and Sustainability teams 
as a potential solution for them to consider. Technical 
presentations were carried out by Recoup to demonstrate 
what the Pipe+ HE does, how it works and achieves the 
high efficiencies that it can produce. Following the initial 
introduction Recoup reviewed all the house types and 
designs to advise where gains could be made by including 
the Pipe+ HE. Locations were identified within house type 
plans to position the Pipe+ HE, considering all waste and 
water connections required into and from it. Recoup provided 
this summary along with a spreadsheet showing how various 
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Case Study:
Recoup Energy Solutions 
& Barratt Developments

installation methods would gain various Standard Assessment 
Procedure (SAP) benefits vs commercial considerations. 

Recoup then worked with Barratt’s SAP partners, Thermal 
Economics to SAP model the Pipe+ HE within the properties. 
With this support, Thermal Economics, were able to quickly and 
easily SAP model the Pipe+ HE in each of the house types from 
Barratt’s portfolio where the Pipe+ HE would provide end-user 
gains.

Barratt Developments completed this process for a range of 
other energy saving and building methods including fabric, 
solar and mechanical ventilation heat recovery (MVHR). Their 
aim was to find the best products and solutions available 
to achieve and exceed requirements in the simplest, most 
durable and cost-effective way. Their analysis considered the 
SAP modelling calculations, cost, and feasibility across all of the 
methods to establish the best to use for its solution.

The results of this process showed that wastewater heat 
recovery was the most cost-effective high-performance 
solution for Barratt Development’s Part L 2013 solution. Now 
the Recoup Pipe+ HE is a standard solution for over 50% of 
Barratt and David Wilson house types. This resulted in the 
Pipe+ HE being awarded the Barratt Development Plc’s “Best 
New Product” of 2013.

Here’s why Barratt, Redrow, and other National 
housebuilders choose Recoup’s award-winning  
Pipe+ HE System:

b  The best route to cost-effective Part L compliance for 2013 
building regulations

b  Instantaneous heat recovery: up to 67% energy recovery 
with every shower

b  Provides an incredible pounds-to-points ratio in SAP

b  Stocked by National Merchants (inc. Wolseley Group; Travis 
Perkins Group; SGBG, etc)

b  Easy to install: no specialist knowledge, tools or 
commissioning required

b  No mechanical moving parts; no planned maintenance; no 
end-user interaction

For more information on Barratt Developments Plc 
(www.barrattdevelopments.co.uk), David Wilson Homes 
(www.dwh.co.uk) visit their websites.

For more information on Recoup Energy Solutions and 
the Pipe+ HE visit www.recoupenergysolutions.co.uk or 
contact them via email on info@recoupenergysolutions.
co.uk or via phone on 01379 844010.
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3. Everything in one place 
Specifiers want information quickly, easily and accurately - 
they need digital versions of the component so it can be 
used in their model. Rather than websites, microsites and 
brochures, all information and communications need to  
come from a single source to limit confusion. This can then 
be consumed anywhere, in any way, on any device.  A cloud-
based database can be accessed via multiple apps  or web 
applications. Augmented and virtual reality, as well  as BIM, 
can all be included.

5. Ditch the freebies! 
Marketing departments love a freebie and branded corporate 
goods are a great way to spend your budget. However the 
reality is it makes your brand look uninventive - if you have a 
branded pen or mug you come across as being in the pack.  
Why not try and do something different?

6. Stand out marketing 
If you do anything make it stand out. You shouldnt just 
market for the sake of it, as background noise is expensive 
and doesn’t generate impact. If you are going to do 
something, link it to your brand, be first to your customers 
with an idea. Why not send them a Kit Kat to take a break or 
some chewing gum to chew things over. Many of these things 
are gimmicky but their purpose is to get noticed, it doesn’t 
necessarily have to be relevant to the brand.

4. Grab the data 
Modern marketing is all about the data so make sure anything 
you do collects data, as you need to track return investment. 
Often we gather information which we’re not sure if we will 
use, but just because we may find it useful in the future. All 
of this data needs to be stored in the same way so that it can 
be mined in the future. As time goes on, the information will 
mature and marketing will become more precise and targeted.

2. Get out of the rut 
Don’t just take the easy route and do what you have always 
done. By this we mean don’t just make your brochure 
better or buy a better mug. Make bold decisions. Cut out 
the analogue. Understand what your customers want, not 
what you think they do, do things differently and make the 
changes you need to.

1. Building a digital plan
In a digital world, nothing you do should be in isolation. All 
information should be linked and aligned so that data can be 
collected and used effectively.  A framework for data needs to  
be put in place so that information for all future campaigns 
can be gathered and interrogated.  A decision needs to be 
made as to where all of this interest is focussed and what 
information you want to collect from your specifiers.

Marketing 
to specifiers 

The successful marketing of construction products and materials 
is essential to the growth of a brand.  Manufacturers want 
specifiers to not only to be aware of their product but to also 
understand it. This is a crowded marketplace and the products 
are complex, so often it is hard to be heard.

Everything is going digital - this includes construction and how 
specifiers absorb information. We need to rethink how we market 
and sell products to a growing dominance of Generation Y.  

By Rob Charlton
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7. Live in concert 
Anyone who enjoys music will know that for artists to make 
money in an Internet world they have to go on tour. The same 
is the case with construction marketing. The offer needs to 
be multi-channel. Smaller, local events are more appropriate 
than huge trade shows with large footfall. Get down with 
your market and communicate your personality. Hold events, 
seminars and talks, make them different and memorable and 
add some value.

8. More mobile 
Whatever you do - make it mobile. Everything needs to be 
accessible in anytime, anywhere. The modern specifier will 
be consuming information all day long. Encourage them to 
engage and build a relationship. Give them a reason to visit 
your app, entice them with incentives or prizes, but don’t 
forget they need to be cool. No branded mugs!

9. Don’t give up on the oldies 
We talk a lot about baby boomers and how they struggle    
with all of this online stuff, but don’t write them all off. Many 
will see the balance shift and will get on board themselves 
and may even validate some of these commitments. Those 
with more experience in the industry may even surprise, so 
don’t stereotype them.
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Case Study: 
QRL Radiator Group

As soon as they heard about BIM, QRL were quick to recognise 
the benefits of BIM adoption, realising that the sooner they 
were involved, the better, however, it was a complex challenge 
they faced. QRL wanted their whole range to be available for 
specification but without creating models that were too large 
and, with all of their staff unfamiliar with BIM, it was definitely set 
to be a learning curve.

After carrying out some research into online BIM libraries, QRL 
discovered bimstore and found us to be informative, and full 
of detail but user-friendly and also noticed that we don’t take 
ourselves too seriously -  something that QRL thought was very 
rare within the construction industry. Another key decider was 

“We were hearing about BIM implementation 
more and more and decided to look into 
early adoption – bimstore had all the 
answers”

Jim Flood,
Technical and Design Director, QRL Radiators

By Joanna Marshall

bimstore’s focus on manufacturers – QRL recognised that they 
would be in a safe pair of hands!

QRL Radiator Group, including Merriott the heating specialist, is the only 100% UK manufacturer 
of panel and designer radiators in the UK. From their factory in South Wales, the most advanced 
radiator plant in Europe, they manufacture the best performing steel panel radiators on the 
market today and a wide range of independently certified designer radiators and LSTs to the 
commercial and domestic markets in the UK, Ireland, and Europe.
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With no Revit ability in-house until late 2016, all models were 
created by bimstore and this was followed by a series of training, 
seminars, and webinars which were informative and relevant 
and helped build confidence in-house.  QRL went live, ready 
for specification five days earlier than our deadline due to an 
immense amount of hard work on both sides. Great result!

The Advanced Analytics that bimstore offer has been invaluable 
to QRL. Members of their sales teams have chased many leads 
that came to fruition. This insight also helps to keep them in 
touch with industry projects and gives them visibility on the 
most popular products – perfect for Research and Development! 

With bimstore developing further into Europe, QRL is excited 
about the future. With a large European presence and with BIM 
being pushed more and more in the areas that they cover, the 
sales team are keen to promote their inclusion on a European 
specification site.

QRL were the first radiator company to have all their products 
listed and available as BIM components and continue to use this 
to their advantage believing that to be specified, you must be 
specifiable – be available and be easily accessed.

They have found hosting with bimstore has been invaluable 
and the result is a set of fully functional, feature-rich, easily 
accessible files that QRL hope will make life a lot easier for all 
their customers, and of course help to win business.  

Case Study: 
QRL Radiator Group

“bimstore employ a light-hearted approach 
and that, paired with their very high 
standard of detail, make them a fun but firm 
company to work with.” 

Julie Maguire, 
BIM Coordinator, QRL Radiators 

“As someone new to BIM, it was imperative 
that our listings provider was easily 
contactable for all queries and support. 
bimstore met all my needs and continue to 
do so.” 

Julie Maguire, 
BIM Coordinator, QRL Radiators 

QRL were new to BIM and were pleased to find bimstore very 
friendly and willing to help and a good relationship was built 
between the two.   QRL visited the bimstore HQ in Newcastle 
upon Tyne on a number of occasions to discuss their complex 
requirements - QRL has a number of brands with all different 
models, sizes, variations, and options.

For any BIM or product information, contact QRL Radiators 
BIM specialist Julie Maguire on 01633 657000 or enquiries@
qrl-radiators.com
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By Rob Charlton

Reflections on BIM and BBA-bimstore’s 
important new partnership. 

Every day more specifiers are using BIM libraries to populate 
building design briefs and proposals. So it’s important for 
manufacturers to know that their products are at the forefront 
of the selection process by specifiers, and that their brand 
profile is as recognised as it should be. That said, inadequate BIM 
specifications are frustrating, expensive and unnecessarily time 
consuming for manufacturers and specifiers alike. 

The BBA BIM Object Assurance Scheme has been designed 
to help address the risk associated with poor BIM object 
information quality, providing the necessary professional and 
independent data validation on key product specification areas.

The BBA studies the information details on a manufacturer’s BIM 
object and checks them against a pre-established internal set 
of quality criteria, which follows BBA’s stringent data acceptance 
process.  

The validation process requires the review of supporting 
documentation such as test reports, instrument printouts and 
calibration logs, making sure data in a model is in line with the 
product certification before it can be accepted for inclusion into 
a BBA BIM Assurance Certificate.

A BBA BIM Object Assurance combined with a BBA Agrément 
Certificate puts everything architects and specifiers need in one 
place, reducing the hassle for them and making sure BBA client 
products stand out from the crowd.

bimstore’s recent partnership with the BBA has added significant 
depth to the BBA’s new BIM Object Assurance offer to its clients. 
BBA and bimstore will work together so that clients who don’t 
already have a BIM object can now have one created at their 
initial stages of BIM adoption, before their product’s specification 
details are validated for BBA BIM Assurance. That means the 
BBA now offers a total BIM object modelling solution to 
manufacturers who are BBA Agrément holders.

These capabilities are now up and running, which is great news 
for BBA clients who want an all-in-one approach to getting their 
product to market, with the best possible visibility in place.
It’s also an added attraction for building product manufacturers 
and innovators who are thinking about BBA certification.
Something to chew over, in fact.

Not another BIM 
Certification scheme!
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any claim about their product regarding the thermal or fire 
performance for example. BBA have test rigs to independently 
test and certify the product performance.

These days however specifiers do not use libraries or binders 
anymore meaning there is nowhere to place these certificates. 
They may well be on the manufacturer’s website or buried deep 
on the BBA website, however with the use of BIM components, 
how can that connection be made?

BBA and bimstore have designed a workflow which verifies 
the performance data included in the model parameters. 
Manufacturers pass their components to BBA who will verify that 
the data in the component is aligned to the certification.

The object is then hosted on the BBA site as well as on 
bimstore. BBA approved components are highlighted on the 
bimstore site and can be searched for independently. BBA will 
then carry out regular checks to ensure that the performance 
data is maintained accurately. So importantly, this is not data 
certification but performance verification.

With the recent tragedy at Grenfell Tower, the correct 
specification of materials will be under increased scrutiny in 
the future. What has become apparent is that, to date, we have 
found it difficult to manage and identify material and building 
performance. With accredited data, we will be able to monitor 
and manage product specification in a far more efficient way.

Not another BIM 
Certification scheme!

I can only imagine the thoughts when the British Board of 
Agrément launched their BIM object assurance scheme,
however, it’s important to be clear – this is NOT a BIM 
certification scheme.

bimstore and the BBA have been working together in 
partnership over the past twelve months to find a method 
of ensuring that BBA certification is available within building 
products in a digital world.

Hundreds of years ago when I worked as an architect, I used 
to depend on the BBA certification scheme myself. These 
certificates were usually found at the back of the manufacturer’s 
binder in the office library. They gave me comfort as a specifier 
that the materials had been tested independently.

For those who are not familiar with the BBA, they are based 
in Watford and are independent testers and certifiers of 
construction products. In theory, a manufacturer could make 

I can hear it now –

“Another BIM certification scheme!”

“This one is for objects, how can you certify 
BIM objects?”

“What standards do we use and what about 
PDTs?”
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Stewart Milne Timber Systems is the UK’s leading designer and 
manufacturer of precision engineered timber system solutions. 
With over 40 years’ experience, they specialise in off site 
construction for a number of sectors including private housing, 
affordable housing, student accommodation, medical facilities, 
hotels, and education.  Their market-leading build systems are 
precision-engineered and offer guaranteed quality with assured 
performance.  They work closely with architects, surveyors and 
design teams to deliver the noticeable benefits of timber frame 
off-site construction for their clients’ projects.

Following a research project, carried out with support from the 
CITB through its innovation pilot projects, Stewart Milne Timber 
Systems have recently launched the UK’s first timber frame 
BIM library which is now openly available to the construction 
industry here on bimstore.  This was part of an extensive project 
looking at the BIM readiness of small to medium builders.  As 
part of the project, Stewart Milne Timber Systems carried out a 
survey of their supply chain, the results of which highlighted the 
work that still needs to be done.

This summer saw the launch of Stewart Milne Timber Systems BIM library on bimstore – meaning 
that following a successful 12-month project, design, construction and property professionals can 
now access the UK’s first timber frame BIM library. 

Stewart Milne Timber Systems 
Arrive on bimstore

By Joanna Marshall
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Stewart Dalgarno, Director of product 
development at Stewart Milne Group, said: 

’Part of the challenge of bringing BIM into mainstream 
construction practice is a lack of available products 
or systems in an accessible, usable format for clients, 
designers, and construction professionals to use.’

‘Our research highlighted, that less than 5% of the 
supply chain are BIM ready, with 40% BIM aware but 
not active, with the rest not even aware of BIM. There 
was no dedicated Offsite Timber Frame Systems library 
and only a handful of Offsite Manufacturers, offering 
some form of BIM component library.

‘We’ve worked closely with bimstore, the UK’s leading 
BIM content and hosting creators, to develop this 
library and it will help designers and architects build 
3D models in Autodesk Revit, in a fast and accurate 
manner, helping them reduce their effort and improve 
accuracy, from concept to detailed design.’

The use of the Stewart Milne Timber System BIM objects library 
will reduce lead-in time on a timber frame project, by as much as 
a month; reduce error, re-working and requests for information, 
by removing the need for a three-stage ‘back and forth’ design 
process between architects and Stewart Milne Timber Systems’ 
design team.  Instead, dimensionally accurate 3D models can 
be prepared by the design team, immediately after using the 
BIM library; this allows for the company to automatically create 
a dimensionally accurate 3D timber frame model, which can 
be exported back to the original model using an IFC file. This 
ensures the original model is an accurate representation of 
the off site system to be erected; it also provides a platform for 
clash detection, therefore reducing site costs and delays when 
unforeseen clashes arise.

In October 2017 Stewart Milne Timber Systems saw their hard 
work recognised at the Structural Timber Awards where they 
scooped the ‘Pioneer of the Year’ award. The prestigious award 
ceremony saw more than 500 leaders and innovators from 
across the construction sector gather at the National Conference 
Centre in Birmingham to celebrate some outstanding projects, 
innovative products and dynamic people, promoting excellence 
in structural timber across the UK.

The Pioneer of the Year award is given to an organisation or 
individual that has made – or is making – a major contribution 
to raising the profile of timber usage across the UK. It recognises 
achievements that show a step-change forward for the material, 
ranging from improving systems and product development to 
promoting the image of timber in the media, or maintaining a 
certified legal and sustainable supply of timber to the sector.  

Stewart Milne Timber Systems continue to pioneer and lead 
the sector with their latest innovation – the groundbreaking 
and unique BIM library offering 113 off site wall, floor and roof 
timber frame construction systems. The extensive library offers 
designers the ability to download 3D product files, which are 
dimensionally accurate, have embedded data-sets and are 
visually representative of the system solution selected.  You can 
view the entire BIM library on bimstore now.
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A brief history 
of bimstore
For a technology business like us, 2011 seems positively medieval now - but it wasn’t all plague, 
inquisitions, and poor drainage. That was the year that the UK government mandated that 
all centrally-procured public sector projects should be BIM-enabled by 2016, a deadline that 
successfully pushed forward BIM adoption within the industry. 

It was also in 2011 that bimstore, the UK’s largest best-loved BIM library, was born.

went live and shortly after, Zehnder came onboard as the first 
paying customer.

The site continued to grow and to develop content, with a 
dedicated content creation team gathered together to produce 
components for those manufacturers that did not have in-house 
capability. Nine months after its spring launch there was an 
initial brand refresh, paving the way for the release of a brand-
new site in April 2013; then, just over a year later, we unveiled 
bimstore 3.0, which used a bespoke build from the bottom up. 

To understand the story of bimstore you need to know a little 
about its parent company, Space Group. The history of Space 
Group began way back in 1957 with the establishment of 
architectural firm Waring and Netts in the North East of England. 
Sometime in the late 1990s, the business’s Chief Executive Rob 
Charlton started to investigate and research parametric software. 
He came across Revit Technologies in 2000 and purchased 
his first license and by 2005 the practice had delivered its first 
building using the software. 

In 2007 Waring and Netts rebranded as Space Group to 
emphasise its increasingly broad purview. Space Group’s 
investment in Revit was vindicated when the software developer 
Autodesk acquired the software, and the term BIM was swiftly 
adopted across the industry. It was against this backdrop 
that Space Group started to identify market opportunities 
and in 2011 BIM.Technologies were established as a specialist 
consultancy division within the business.  

It soon became clear to Space Group that there was going to be 
a need for manufacturer-specific models and information during 
the design stage. Models and families were available online 
already, but it was widely felt that their quality was inconsistent.

A small internal team started to develop a prototype and 
business model for the site. The original site was developed by 
Adam Ward on a Joomla platform. Several colleagues worked 
nights and weekends to build content for the site. Early products 
included iPads and Velux roof lights. On April 1st, 2011 the site 
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bimstore has enjoyed unbroken momentum since its inception.  
Our business model is geared towards being both manufacturer 
and specifier-friendly. Specifiers have free access to all the 
content on the site, which they can download at their leisure. 
There is registration required but no other subscriptions – all of 
our content is and always will be, free to download. 

Manufacturers pay an annual hosting charge - bimstore can 
create content for suppliers or alternatively provide hosting – 
after checking it meets the required standards.  Manufacturers 
on bimstore are catered to with a robust service; part of this 
is their ability to log onto their own dashboard and track 
downloads by the individual specifier.

One of the unique aspects of bimstore is its standards; all 
content complies with UK standards and is quality checked 
before it is uploaded. Specifiers know that when they come to 
us that anything they download is good to go. They are even 
notified of any revisions in the product they’ve downloaded, 

bimstore

and this also applies to any product they’ve designated as a 
“favourite”.

Over the years bimstore has grown and developed to 
incorporate many other useful features, such as bimshelf - 
bimstore technology retooled for manufacturers’ own websites. 
Specifiers can browse a specific manufacturer’s products on 
these websites, and download through bimstore’s servers.

Another feature is our dot.bimstore offering -  mini private 
bimstore portals for specific clients, so that hotel chains, house 
builders, and public sector buildings (for example) can be built 
from uniform components. 

So, that’s a brief look at our history. As to our future? We never 
stand still so further improvements to bimstore are on their way. 
As always, keep your eyes peeled!

The bim Geek was the bimstore mascot 
before Ermintrude came along!
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BIM Show Live 2018

In 2017, we saw BIM Show Live delivered in Newcastle upon 
Tyne, an area rich in engineering and manufacturing, with a 
growing economy and not to mention home of BIM Show Live 
founders; Space Group.

For 2018, BIM Show Live will once again be staged in Newcastle’s 
the Boiler Shop, Stephenson’s Quarter – on Wednesday 28 
February and Thursday 1 March. 

This two-day conference will wow with its future-thinking and 
focus on emerging technologies to benefit the construction 
industry. 

BIM Show Live is a driving force for the implementation of BIM 
processes and Space Group CEO Rob Charlton commented: 
“We’ve been running the show now for six years, and each year 
we never fail to present the new and the wonderful. Our industry 
is progressing at an accelerated rate and we believe at BIM Show 
Live we have an obligation to bring our visitors the very best our 
industry has to offer for technology and digital construction, plus 
what has changed year-on-year and what this means for future 
projects.

Rob is one of the founders of BIM Show Live and 
explains here what they are looking for from 
speakers:

Next Generation 
This stream is for the adventurous amongst us, the risk-takers 
who look for new challenges and embrace change like it’s their 
best friend. We showcase the new, the daring and of course 
the extreme at BIM Show Live, so for this stream we want to be 
wowed! 

Strategy 
A great strategy allows you to get behind the thinking, what 
makes a project tick and what drives success. No holds barred, 
this is the catalyst of BIM; the why’s, the how’s and most 
importantly what did you learn?

Data 
We want to showcase the next generation of data driven 
technologies from the world of digital construction, providing 
our visitors with an opportunity to explore and discover the 
practical and successful implementation of BIM which is driving 
business forward.

Exploring the digital trends of tomorrow 

Stories 
One thing we have learnt over the past seven years is that stories 
make the most popular sessions.  How all of this is put into 
action in the real world; where it all went right, and where it all 
went wrong; what did we learn, and what would we do next 
time.  Tell your story, your way!

Continuing on from the last show, when it promised to provide 
visitors with all they needed to know about how to build better 
with BIM, how to make it work for them and capitalise on its 
opportunities, in 2018 the show will explore the developments 
of the past 12 months as well as looking forward to emerging 
trends which will drive and secure the continual digitisation of 
the construction industry for a truly Digital Built Britain.  

Rob went on to share some of the plans for the 2018 show; “At 
BIM Show Live we share the best ideas, the latest innovations 
and show you things you’ve never seen before. But most 
importantly, we want to reveal some of the most magnificent 
achievements gained through the implementation of BIM in 
the built environment. After all, sharing what we have done, and 
how we did it, is the best gift can give back to our industry. 

“We’re looking for the brightest minds and the best ideas, those 
who share our appetite for all things digital, and believe in the 
power of technology.” 

Submit your paper to speak at BIM Show Live 2018 here. Entries 
close on Thursday 16 November 2017. 

Contact Rebecca Rankin for more 
information:

info@bimshowlive.co.uk

0191 691 3456

Live is best known as the Construction Industry conference which packs a punch. Far from 
the norm, it’s disruptive thinking elevates this technology-led event to one of the most trusted 
platforms for learning, knowledge sharing and industry insight for all things digital construction.
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In Association with
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@bimstorecow


