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Builder’s  
Breakfast 
with 
 CLEANSLATE & 
TRAVIS PERKINS

Living in a material world.  
RUPERT BATES reports on  
a 'game-changing' partnership  

taking shape between builder and supplier.

(l-r) Kieran Griffin, Mark Fitzpatrick, John O'Keeffe and Edwin de Silva at The Foundry



It was an inauspicious start. An 
americano, a flat white and two 
skinny lattes is not the drinks order 
you expect from Britain’s biggest 
building materials supplier and an 
Irish developer. Whatever happened 
to mugs of tea? 

In every other way, the group 
gathered in a Surrey show home 
exuded old-fashioned property  
virtues – plain speaking and 
passionate about their industry, 
trading light banter with heavyweight 
opinion. 

But these veterans of the building 
game are talking the language of, if 
not revolution, certainly evolution and, 
like most good ideas, you wonder 
why it has taken so long. 

We are at The Foundry, a 
development of apartments in 
Ashford by Cleanslate, headed by  
co-founder and managing director 
Mark Fitzpatrick. Also in the room are 
Kieran Griffin, managing director of 
Travis Perkins (builders’ merchant 
business), Edwin de Silva, business 
development director of Travis Perkins 
plc and John O’Keeffe, managing 
director of Benchmarx Kitchens, part 
of the Travis Perkins Group. 

In simple terms, Travis Perkins plc,  
a giant of its trade with annual group 
revenue last year of over £5.2bn, is 
creating a one-cog supply chain to 
feed Cleanslate with just about every 
building product it needs; from brick 
and block, drainage and heating, 

doors and tiles, through to kitchens 
and bathrooms.  

It still requires the best logistics,  
the most cost-efficient procurement 
and delivery and service of the 
highest order. However, with such a 
range of companies flying under the 
familiar green and yellow banner and 
supplying more than 100,000 product 
lines, you are giving yourself a 
chance of commanding the chain. 

The housebuilder’s dream of a 
seamless supply chain, every trade in 
sync and marching to its tune and 
clock, may be some way off, but this 
is a good start and fascinating to see 
play out at Cleanslate’s latest scheme 
set to take shape in the Hampshire 
village of Hurstbourne Priors. 

“There are so many facets, so many 
parts and products to Travis Perkins 
Group that it makes absolute sense 
to create a more strategic relationship 
with them,” says Mark Fitzpatrick. 

“Travis Perkins Group will supply all 
the materials for the Hurstbourne Priors 
scheme, and we are very excited by 
the partnership. This challenges the 
very concept of a supply chain as we 
traditionally know it.”  

Fitzpatrick and de Silva sat down 
recently with three Travis Perkins 
businesses and nine key suppliers to 
share their vision and the role each 
will play in helping to shape the 
design and specification of products 
through knowledge, expertise and 
market intelligence, matching them 
with the profile of the homebuyers.    

Travis Perkins, operating in a  
£58bn building materials market, will 
even take on a funding role with 
Cleanslate, working in tandem with 
the banks in terms of credit, ring-
fencing a proportion of the funds  
to give certainty to the delivery of 
materials, which in turn gives  
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Fitzpatrick’s business; understanding 
Cleanslate’s core competencies, and 
where value can best be added. He  
is also set to support its sales and 
marketing operation, profiling potential 
buyers and consumer attitudes. 

“By the very nature of our business 
we are good at buying, procuring 
billions of pounds of products a year. 
We know how to break bulk and 
distribute. It is very difficult to shift 
materials without us,” says Griffin. 

Procurement for a regional 
housebuilder such as Cleanslate  
is a headache – in terms of time, 
human resource and management. 
So anything to ease that pressure, 
logistically and financially, is  
very welcome. 

Culture is important too. Fitzpatrick, 
like any builder, large or small, is 
primarily in the business of buying 
land and selling houses. He is rightly 
demanding of his suppliers and is 
proud to have his name above the 
door. It’s also his money on the line. 

The government, the economy and 
the basic tenets of supply and 
demand insist on lots more houses, 
and regional and bespoke builders will 
play a key role to support this growth. 
For that to happen there is an urgent 
need for more players on the pitch, 
and a reversal in the savage decline in 
the number of SME housebuilders. 

comfort to the banks, reducing their 
lending risk. 

“Credit is crucial, especially for an 
SME, with cashflow so important.  
We can help alleviate the problem, 
but also differentiate us in terms of 
adding value. Of course, for any 
number of reasons, there are delays, 
but it is in our interests to remove that 
cost and credit fear, and be able to 
respond quickly if there is an issue,” 
says Griffin. 

Travis Perkins’ businesses, such as 
Travis Perkins builders’ merchants, 
Keyline and CCF, all have strong 
relationships with the national 
housebuilders, well placed to meet 
their volume, service and commercial 
requirements.  

At the other end of the scale, with 
its huge local network of TP builders’ 
merchants stores – 661 branches 
nationwide – the jobbing builders  
and trade professionals are served, 
popping in for an array of products 
and materials. 

“Price is naturally critical when 
dealing with volume housebuilders, 
as is service. Joe Extensions, 
probably working in a 10-mile radius 
from their base, will have a good 
personal relationship with their local 
Travis Perkins outlet and have a little 
bit more movement when it comes to 
delivery times. Regional and bespoke 

builders are more demanding and 
have to be,” says de Silva. 

Travis Perkins is looking to gain 
greater market share of the sweet 
SME spot in between and, done right, 
it is a sector of the market that could 
prove as lucrative as it is pivotal to 
housing delivery. 

“We are gearing up to partner with 
more and more regional and bespoke 
builders through understanding their 
culture, identifying their pinch points 
and responding to their challenges,” 
adds de Silva.   

“It is about getting away from just 
the transactional and building a 
strategic relationship. The Travis 
Perkins Group is looking at a more 
simplified trade structure, supporting 
clients in every way,” says O’Keeffe, 
with Benchmarx now fitting as well as 
supplying kitchens. 

“SME builders are usually limited  
on time and resources. Therefore, 
they want to have access to people 
that understand their business, can 
provide the required level of expertise 
and service in a timely manner, 
having access to senior directors and 
decision-makers to benefit from our 
group’s buying power.” 

De Silva, who has been the energy 
and drive behind the Group’s efforts 
to deal with this audience in a more 
coordinated way, has got inside 
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It is the Cleanslates of this world who 
need to increase their output. But they 
also have a more emblematic role, as 
design leaders and best-in-class 
innovators, setting trends, raising bars, 
biting the ankles of the big PLCs, 
forcing them to up their game in the 
face of increasing competition – 
certainly around quality and reputation 
and creating a halo effect. 

Fitzpatrick says: “Hopefully, as we 
innovate and drive up design and 
quality standards, planners will listen. 
Housebuilders have taken plenty of 
stick, some of it justified. We want 
planners to look at what we do; 
applaud it and give it permission, 
raising the stature of our industry.” 

Fitzpatrick wants and craves more 
design flexibility and the ability to 
raise the quality of his homes, and 
that comes from the education and 
knowledge his Travis Perkins driven 
supply chain can provide. 

“We’re talking to key suppliers of 
regional housebuilders and they all 
want to get on board with us. Also  
our access to the suppliers means  
we can help identify future trends  
and technology, tapping into all the 
research and development out there,” 
says Griffin, with a vision for Travis 
Perkins to become “the partner of 
choice” for Britain’s best housebuilders. 

“Travis Perkins has an innovation 
centre, and we are looking at what  
is going to be available in the future. 
We can bring in expertise and advice 
early. I want my team to live and 
breathe the success of Cleanslate,” 
adds O’Keeffe. “Developers building 
10-to-50-unit schemes are where we 

want to be, engaging with this market 
as extensions of their business.” 

Early engagement, says Fitzpatrick, 
means his aligned, on-brand  
supply chain, can help shape the 
specification of his homes and much 
more besides, sharing floor plans and 
elevations at an early stage to attain 
best value at competitive prices.  

This crucially extends to 
sustainability elements of the build 
and the march to zero carbon as 
environmental pressures on the 
industry rise. 

As well as existing SMEs and 
regional builders looking to increase 
in size, this potentially game-changing 

supply chain approach by Travis 
Perkins could also see more 
newcomers into an industry where  
the barriers to entry are prohibitively 
high and a reluctance among funders 
to back young entrepreneurs with 
vision but no track record.  

A development of 44 homes around 
a village green, in a local vernacular 
mix of brick, flint and thatch, is an 
unlikely test lab. But watch this pretty 
Hampshire parish very closely. 

A quick visit to Travis Perkins’ social 
media feed, and there is a fun video 
about tea and biscuits. Fortunately it 
seems that the coffee order was a 
mere aberration. 
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“It is about getting 
away from just the 
transactional and 
building a strategic 
relationship... a more 
simplified trade 
structure, supporting 
clients in every way”

The Maltings, Newmarket – Cleanslate

Cleanslate


