The easy way to get involved with Pilkington energiKare™

1 Order an appropriate stock of Pilkington energiKare™ packs from our Customer Contact Centre
(pilkington@respond.uk.com or call 01744 692000). Ensure that you are familiar with the pack
contents, including literature samples, DVD, Partner presentation and other materials on the CDROM.

2 Decide on target customers on appropriate basis:

- window companies who have a good reputation locally, do a lot of advertising, are forward looking
in terms of adding value for profitability, have significant volume of business, have shown interest in
energy efficiency or similar.

- IGU companies who use Pilkington K Glass’ have access to window companies who fit the above
categories, manufacture to good quality (i.e. are likely to meet the terms of the scheme), are forward
looking in terms of adding value or similar.

3 Arrange an appointment with a target customer and explain the basics of the scheme using the key
messages listed as appropriate in order to confirm a meeting. Where appropriate ensure that key
directors will be available so that all can hear about the scheme together, and senior management
buy-in can be gained early.

4 Explain brand benefits (see ‘key messages’) and answer any initial questions. Then take customers
through the Partner presentation CD in as much or as little detail as needed.

5 Use the documents from the pack as they come up in the course of the meeting. Don’t just present it
all together. All the information and documentation you need to answer questions should be there as
discussion progresses.

6 For IGU processors / window companies, carefully explain the requirements of the scheme:

- For IGUs: demonstrate that they manufacture to EN 1279 Part 2 / use warm edge spacer bar or to
EN 1279 Part 3 with Argon fill. Either of these will in most cases enable the unit, when
incorporated into most available frame materials, to achieve a minimum BFRC rating of C.

- For windows: that they get a BFRC rating for their own window if it is fabricated by them or ask
their supplier for one if they are installers.

7 At the end of the meeting with the customer, complete the Prospective Partner Form and fax or post
it to the Pilkington Customer Contact Centre. This form will just show that you have visited a certain
customer and indicate what their view of the scheme is i.e. it is a measure of sales activity.

8 Don’t necessarily fill in the Partner Agreement and Partner Registration Form at the meeting unless
the customer is very keen to sign up straight away. Normally there will be a range of factors to
consider, so at the end of the first meeting arrange a follow up call to come back and discuss
finalising Partner status.

9 Follow up to establish whether the customer would like to become a Partner.

@ CNnergl {are’ PILKINGTON

NSG Group Flat Glass Business

7902 - July 2008



