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Our latest innovation...

THE ULTIMATE SOLUTION FOR
A PERFECTLY BONDED TIMBER FLOOR
Ultraset HP is a new generation in flooring adHesives wHicH draws
on Bostik’s 20 years of exPertise in Ms tecHnology.
Ultraset HP has been tested to ensure compliance to BCA (Building Code Australia) requirements
for sound transfer between dwellings.
When tested to ISO-140 and 712 as part of a complete flooring solution, Ultraset HP reduces
sound transfer by up to 17db which exceeds the BCA requirements of 62db.

new green, solvent free, isocyanate free forMUla
sUPerior acoUstic / soUnd deadening ProPerties
easy clean UP, Perfect for Pre-finisHed tiMBer
HigH strengtH, BUBBle free cUre
faster tack free tiMe
non HazardoUs
low odoUr

www.bostik.com.au

THE MARKET LEADER IN FLOORING
ADHESIVES INTRODUCES...
Our NEw LOOK Bostik adhesives range
OUR COMPREHENSIVE RANGE PROVIDES A COMPLETE SOLUTION
FROM PREPARATION TO ADHESIVES AND REPAIR KITS!

SOLVENT FREE
POLYURETHANE
TIMBER FLOORING
ADHESIVE

SOLVENT BASED
POLYURETHANE
TIMBER FLOORING
ADHESIVE

THE ULTIMATE
SOLUTION FOR A
PERFECTLY BONDED
TIMBER FLOOR

SIMPLE FIX
LATEX TIMBER
TO TIMBER
FLOORING ADHESIVE

HARDWOOD FLOORING
EPOXY REPAIR KIT

QUICK SETTING
CONTROLLED FOAMING
POLYURETHANE TIMBER
FLOORING ADHESIVE

ULTRA SEAL
ONE COAT
VAPOUR BARRIER

Scan QR Code to view product range

“ATFA MEMBERSHIP GIVES
OUR CUSTOMERS AN
ASSURANCE OF UTMOST
PROFICIENCY AND
PROFESSIONALISM. ATFA
MEMBERSHIP REINFORCES
OUR CREDIBILITY.”
John + Joseph Elasi
Floormania

JOIN ATFA

AND GAIN THE FOLLOWING PROFESSIONAL BENEFITS...
•

Receive Timber Floors Magazine quarterly as well as
electronic bulletins issued every six weeks, keeping you
informed of news and events within the industry.

•

Access to hotlines manned by industry experts to assist
with advice on the spot.

•

Communication with an active and committed industry-led
board, allowing you the opportunity to have your say.

•

Increase your capability and market presence with the
ATFA Accreditation Scheme.

•

Grow your business with the ATFA marketing machine:
stickers, use of the ATFA logo, ‘ﬁnd a member’ website,
plus foundation membership for lifetime recognition.

•

Beneﬁt from ongoing technical and industry research, as
well as a range of training opportunities to hone your skills
and improve your business.

•

Be involved in the ATFA national annual convention
including exhibition, conference, live demonstrations and
annual awards night.

ph
fax
e
w

1300 361 693
1300 361 793
admin@atfa.com.au
atfa.com.au
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Staff &
contributors
Editor

President’s
Report...

Randy Flierman
editor@atfa.com.au
Contributing writers
& photographers

In considering my President’s report for you, the ATFA family, one of
my first thoughts was how fortunate we are to have an association full
of members so giving and caring of other members, our timber flooring
colleagues, the timber flooring consumer and our communities.

John Hollis, Randy Flierman, David
Hayward, Emma Watt, Marc Robinson,
Jacki Mitchell, Paul Kiely, Darrell Kake,
Danielle Storey, John Young, Warwick
Merry, Christine Heart, Josh Lammi.

Events such as the Flooring & Finishes with ATFA expo again demonstrated
the culture within the timber flooring sector and ATFA.This was followed
on by I can only describe as our night of nights, the ATFA Awards
Dinner in Melbourne at Flemington Racecourse. What a night! And what
a reflection of our members love, passion and respect for our industry,
each other and the craftsmanship and friendship expressed for all.

Advertising sales
Randy Flierman - admin@atfa.com.au
phone 1300 36 1693
Production & design
Graphic Design & Print Management -

It is such a pleasure to be your president and experience the
care, mateship and genuine happiness when observing our
members and guests networking with each other.

Oven Creative
studio@ovencreative.com.au
Front Cover

Very powerful is the atfa community that pulls together, celebrates
the positive achievements of good times and support each other
in tough times. I have mentioned previously that is the Australian
way and it is pleasing to see it is also the atfa way.

National Awards Winner for
Residential Floor of the Year Alberto
Vieira. Photograph Tim Marriage.

As we move through 2014 and beyond we will no doubt experience
the “peaks and troughs” of business. Be assured your association
will continue to deliver quality membership services. Atfa, as your
association and timber flooring family is available at all times through
the atfa website, our hotlines during business hours, or just simply call
a member to say “hi, how you doing”. It’s an opportunity to brighten
someone’s day or just simply get someone over a rough spot.

Publisher
Australian Timber Flooring Association
11 Oleander Ave Shelly Beach QLD 4551
ph 1300 361 693 | fax 1300 361 793
atfa.com.au | ABN 16 524 524 226
Timber Floors may not be produced in whole or part
without the written consent of the publisher. Views
expressed within this publication are not necessarily
the opinions of the editors or publisher. Whilst all efforts
are made to ensure the accuracy and truthfulness of
stories included in this issue, the writers, editors and
publisher cannot be held responsible for inaccurate
information supplied for publication. Timber Floors also
holds no responsibility for any advertisements printed
in this magazine that may be deemed inaccurate.

Be well, stay healthy, keep busy.
John Hollis, President
Australian Timber Flooring Association
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ATFA Update September 2014
CEO Update
Some good news!
Over the past 15 months the timber flooring industry has witnessed a gradual climb back into growth. Growth in data
collected quarterly has demonstrated in both sentiment and sales volumes that the industry is recovering – albeit gradually.
The growth is slight, however, four out of five quarters of positivity is encouraging and bodes well for the future.
The ATFA Website
The considerably updated version of the ATFA website has now been operational for 15 months and you’re telling us you love
it! As we see the analytics associated with the site we are also able to determine what is working and can be improved.
Members looking for an ATFA publication can find all of the ATFA manuals via the member tab, then ‘resources’. With the size of
the member section some parts need to be in sub-menus – give it a try and you will find all the information you need. You will need
your member only access codes though. For non-members, joining will give you this privilege too! You are seriously missing out.
ATFA Information Sheets
These now total 60 published sets of information on a range of topics and there is always more in production. Members of
course get access to all of these, sent an update each year and can always access them via the member section of the website.
Non-members and consumers have access to a small portion of these, so if you want access to all – simple, just join!
Here’s what’s currently available (subject to space availability):
Administration

Technical

• Flood Inundated Timber Floors

• Contract Information

• Owner Expectations for

• Taber Testing

• The Steps to Take if you Have a
Problem with a Timber Floor

Completed Floors
• Floor Colour and Grade

• Hardwood Flooring Grades
• Hardwood Species Names

• What is ATFA Accreditation

• Hollow Sounds in Timber Floors

• Coatings Mechanical Properties

• Making Sure You Get Paid

• Coating Choices

• Floors with Under Floor Heating

• Resistance Moisture Meters

• Timber Floors in Wet Times

• Fixing Through Moisture

• Common Contractor Errors Ghosting

for Work Dispute
• Prevention and Management
Workplace Health and Safety Guide

Vapour Barriers

• Assessing Concrete Moisture

• Long Service Leave Obligations

• Floor Care and Maintenance

• Blooming

• Employing an Apprentice

• CoC Timber Certification

• Understanding Slip Resistance

• Complying with Workers

• VOC Guide for Coatings

• Satin Finishes

Compensation

and Adhesives

• Insulating Suspended Timber Floors

• Australian Consumer Laws

• Installation over Acoustic Underlays

• Timber Flooring Systems

• Employment Conditions

• Timber Floors in Dry Times

• Coatings Do’s and Don’ts

• Marketing the Small to

• Strand Woven Bamboo Flooring

• Adhesives used with timber

Medium Enterprise
Environmental
• Disposal and Recycling of
Floor Project Waste
• Timber for the Environment
• Policy Statement – ATFA Takes
a Stance on VOC Ratings in
Coatings and Adhesives
• Life Cycle Assessment
of Timber Floors
• Energy Efficiency for Timber Floors

• Adhesive Performance
in Low Humidity
• Acclimatisation for Solid
T&G Flooring

and bamboo flooring
• Air-conditioning effects on floors
• Squeaking solid and
engineered floors

• Gap Minimisation in Hot Dry Weather

• Checking Subfloor Suitability

• Flooring Profile to Minimise Peaking

• Sports Hall Line Marking

• Understanding Material

• Providing for Floor Expansion

Safety Data Sheets
• Timber Flooring Hardness
• Fire Properties of Commercial
Timber Floors

• Acceptable Gapping
and Use of Fillers
• Guide to Internal Stair Requirements
• Work Damage

ATFA State Committees
The State Standing Committees represent groups of unsung heroes who give their time for the good of the industry. The State
Standing Committees of ATFA comprise groups of timber flooring industry people just like you, from contractors, suppliers,
manufacturers and retailers. They meet three to four times per year to discuss grass roots state issues, training requirements, event
planning and education. Work that comes from state meetings is also addressed nationally and ends up in the events you see
planned each year and new technical information. All members are welcome to attend meetings, just let us know if you’re interested.
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The ATFA Board
From left to right: Glyn Taylor, Leon
Travis, Denis Gray, Paul Kiely (a past
President), John Elasi, Bob Engwirda,
Cameron Luke, Robert Clague (a past
President), Lyn Marafioti, John Hollis,
Peter Kozno, David Hayward (ATFA
Technical Manager), Tony Kellman
and Randy Flierman (ATFA CEO).

The Board of Directors
This group of 10 men and women are true legends! They
give their own time and funds to support the running of
ATFA voluntarily and with pride. The Directors travel to all
points of Australia five to six times per year (at their own
expense), to support the various activities and events
being conducted in any given state at the same time.

the industry and a barometer of market sentiment.
Director – Bob Engwirda, Hurford Hardwood is a major
producer of both regular timber flooring and niche products
in northern NSW. Bob’s international travel brings further
perspective to the ATFA Boardroom, providing overseas
intelligence, invaluable to forecasting changing market

THE BOARD:

conditions and in turn changing needs for ATFA members.

President – John Hollis, Oakdale Industries in Tasmania. In

Director – John Elasi, a highly regarded and awarded

addition to being an innovative producer of timber flooring,

NSW contractor business Floormania. John’s marketing

Oakdale is also an employer and trainer of people with

expertise brings another level of consideration to the

disabilities, making up the majority of the Oakdale workforce.

Board, knowing the mood of contractors and the need

Vice President – Lyn Marafioti, or as we like to say,

to promote and keep a presence in the marketplace.

‘madam vice president’! Representing the contractor base,

Director – Peter Kozno, South Australia’s largest contractor

Lyn’s business is Aarrans Timber Floor Solutions in WA,

business Adelaide Timber Flooring covers all methods and

with husband Sam (another considerable contributor to

styles of timber flooring. As such Peter provides a balanced

ATFA), they run a small timber flooring outfit specialising

opinion on all aspects of the trade as well as an experienced

in solid timber flooring installation and finish.

and knowledgeable outlook on what works for contractors.

Treasurer – Cameron Luke, is the longest serving

Director – Denis Gray, based in Queensland, Sika Australia

Board member of ATFA (from day one) and keeps a

a significant producer of adhesives for the Australian

handle on the ATFA finances, appropriately so as a

market. Coming directly from a product manufacturer

degree-educated economist. Cameron runs Lagler

background, Denis adds further perspective as Sika also

Australia, yes, those sanding machines that you love

deals outside of timber flooring. The views Denis provides

to use, as well as a major supplier in Victoria.

are invaluable as he considers aspects that our industry may

Secretary – Leon Travis, represents the big end

not have considered but have worked in other sectors.

of town, with Boral Timber. As the largest national

Director – Tony Kellman, based in NSW and representing

manufacturer of timber flooring in Australia, the presence

Synteko a long standing industry supplier, Tony is a

of Boral brings to the Board table considerable industry

stalwart of the industry and not a more eager person

intelligence and national values. Their insight of industry

to be found. His energy and passion for the industry

conditions and consumer demands in invaluable.

are enormous. His contribution to industry has always

Director – Glyn Taylor, Embelton Flooring the major supplier

been outstanding and will continue to be with ATFA.

with national coverage provides considerable insight to

All directors also hold individual portfolios for which

market trends. Selling pretty much everything it provides

they work to provide additional research and input via

vital intelligence in respect of training requirements for

ATFA Board policy and project development.
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Super
guarantee
ATFA update
rate changes confirmed
A RANGE OF NEW INITIATIVES AVAILABLE TO MEMBERS

BytoMarc
Robinson
an opportunity
list the
details of their project in a secure

We’ve
been working
hardto
tothe
implement a range
of services
The
Government’s
changes
Financial
year

place
our
alert is sent
members
who
can
Employers
also to
need
to ensure
they
SGon
rate
%*website. An

superannuation
contributionofrates
to improve the profitability
your business. Some
will
2014-15
have now been passed by parliament
assist you with day-to-day activities, some will increase
2015-16
thereby providing certainty for
the potential to grow your business and some will
raise the
2016-17
Australian businesses and employers
industry’s
Please become familiar with 2017-18
them and use
allowing
forprofile.
superannuation

make
super contributions
for all ‘List a
then contact
directly
to provide a quote.
9.5 the originator
eligible employees, including certain

Project’9.5
will direct work to you, our members.
9.5

independent contractors. Under
SCG, the term ‘employee’ includes

PRODUCT
9.5 BUYING GUIDE
individuals who are employees in the
ordinary
sense
(PAYG)
and independent
This new
the
timber
flooring
industry,
9.5 guide will provide

payments
to be
factored
intoneed
cashmore information
them to your
benefit.
If you
on any of
2018-19
flow
salary
setting
theseand
don’t
hesitate
todecisions.
give us a call 1300 36 1693.
2019-20

under a contract
builders,
consumersengaged
with a comprehensive
9.5architects andcontractors

The rate for superannuation

inventory
9.5of who produces and sells what throughout

primarily for the provision of labour.

2020-21

contributions by employers on

UPDATED WEBSITE AND “LIST A PROJECT” 2021-22

10
Australia.

behalf of their employees under

2022-23
ATFA is pleased to announce that we have now
updated our

10.5

the superannuation guarantee

Where contractors are engaged,
employers need to review their
contracts to determine whether

website.(SGC)
Apart
the ease of use, you’ll also2023-24
notice you
charge
forfrom
the current
2024-25
financial
year
is
9.5
per
cent.
can register and pay online as well as accessing the ATFA

11
STATE EXPOS

2025-26
onwards
Shop and
a communication
architects.
Under
a deal
struck betweenhub
the for builders and

12 every 18 months,
held approx
we are
threeTo discuss
yourcommencing
business’ taxaand

the individuals are treated as

employees
formajor
SGC purposes.
Don’t11.5
forget that in addition
to our
national expo

advisory
please We’ll
contact
Abbott
government
the Palmer
year cycle of state expos
aroundissues
the country.
be in
Please
take a lookand
around,
check your own details for
Employers must make the
BDO
Partner,
United
Party
Perth soon and Brisbane
later
in theMarc
year,Robinson,
as well as our
accuracy
andthe
letsuperannuation
us know if you spot any teething
issues.
superannuation
guarantee
on +61 7 5456 7916 or via email
guarantee (SG) rate will remain at 9.5
contributions
informativeontrade events held all over the country.
And, although we described this exciting feature
in our for their employees
(marc.robinson@bdo.com.au).
per cent until 2021-22. The SG* rate
a quarterly basis within 28 days after
previous
issue it’stoworth
another
mention! ‘List a Project’
will
then increase
10 per
cent and
the end of each quarter (September,
provides consumers,
builders,
architects and retailers with
continue
to increase by
0.5 per cent
December, March and June).
annually until it reaches 12 per cent.

PNEUMATIC TOOLS FOR
SOLID AND ENGINEERED HARDWOOD FLOORING

P250
T
L
S

type 16 ga
type 16 ga
type 15 1/2 ga

5/8 - 33/32"

Natural Oil

NEW

THE PRIMPACT ENGINE:
THE HEART OF THE P250 / Q550
offers reliability, extended performance and
an unequaled smoothness of operation.

• Short nose and compact valve design
provide an all-around striking surface
and enable the nailing of
more boards (4 1/2” closer)
to the end walls.

Q550
L

type 18 ga

3/8 - 5/8"

Perfectly adjustable to
the width & height of the tongue
No shim required

• Finely threaded screw-in
cartridge assembly for precision,
easy on-site dismantling
and durability.
• High-speed action and few moving parts,
for a powerful yet soft stroke,
a shorter air-saving cycle
and increased precision.

• Eco-friendly with zero VOCs
• Extremely durable (100% solids)

• Reduced wear effect and
quick interchangeability
of PRIMPACT engines between
same generation units.

• Economical with coverage of
30 - 40m2 per litre
Printed in Canada 07-22

PRIMATECH

www.primatech.ca
800-363-1962
sales@primatech.ca

• A natural product that enhances
the natural beauty of timber ﬂoors

Distributed by Synteko Pty Ltd. call 02 9406 8100 www.synteko.com.au info@synteko.com.au
2
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Tips with Jacki Mitchell, Marketing & Brand Expert
Top five customer tips...

ATFA DIPLOMA OF TIMBER FLOORING TECHNOLOGY

to do with ATFA, we’re just an email or phone call away –

admin@atfa.com.au or 1300 36 1693.
Successfully obtaining the ATFA Diploma represents that
All
businesses
have
one
thing
in
common,
customers.
You
don’t
have
a
business without them.
you have a strong knowledge and hands on skills across all
Your current
customers
are your greatest
weapons;
they can
negatively) than advertising. The easiest
IT’S(positively
RENEWALorTIME
attributes
of the
timber-flooring
sector. Please
contact
the work harder
and most
cost
effective
way
to attract
newthe
customers
to start with yourAscurrent
customers.
Forofexample
this was
a recent
email:
we draw
to the end
this financial
year,
you will
soon
ATFA
office
if you
wish to
apply
or to get
process is
started.
“I own a shop which amongst other things sells water pumps. I have a pump book with details of the customer type of
receive our renewal invoice in the mail once again. We look
pump etc so I thought I’d make some follow up phone calls. The first guy I rang was happy with the phone call put more
forward
your
ongoing
support and continuing to make the
MEDIBANK
WITH
importantly
askPARTNERS
me a question
aboutATFA
his sister’s pump which then resulted in
anothertosale
and
a new regular!!!!”
Medibank is committed to being your health partner so it
TOP 5 TIPS
is offering you a 5% discount on your health cover. Please
1. To get more customers – start with your current ones.
contact ATFA for the ATFA corporate ID require to obtain the
2. Create a VIP customer list – give them the most attention for
discount.
example regular phone calls, emails or newsletters, VIP events.
3. Segment your customers – do not refer to them all
DECKING AND LAMINATE INDUSTRY STANDARDS
in one category. Segment them based on behavior,
In the months ahead, industry standards will roll off the
not just demographics. Use important tools like
ATFA
production
line forand
both
timberAs
decking
and laminate.
complaints,
feedback
research.
marketing
management
Philip
Kotler
us: please email
If you
have any Guru
input or
interest
in reminds
these areas
david@atfa.com.au
contact
David
Hayward.for
Otherwise
look
“The job is not totofind
the right
customers
your products
but
to
find
the
right
product
for
your
customers.”
out for these publications in the months ahead.
questions
on any of- these
initiatives
4. Any
Be your
own customer
it is hard
to take or
an anything
objectiveelse
view of your business, but try and walk in the customer

timber flooring industry a strong and vibrant community of
shoes every now and then or ask a trusted family member
professionals.
As some
always,
any questions
give us a call
or friend to do
mystery
shoppingplease
for you.
1300 36 1693. f
5. Follow up leads – research shows that 70
per cent of leads are not followed up!
Customer service experiences leave a more lasting
and powerful memory than a logo or website,
so invest enough time in consistent training
and simple customer focused processes.

FROM THE DESK OF

Written by Jacki Mitchell - ©brandstorm® pty ltd
Randy Flierman, CEO
Jacki is ATFA’s own Marketing
and693
Communications expert.
Ph 1300 361
She is an international award winning brand, business
Email admin@atfa.com.au
and marketing strategist, multiple business owner, company
director and media commentator. brandstorm.com.au

Finishing is a breeze
with the Lagler Trio

Freecall 1800 880 888
lagler.com.au
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Sponsored by...

ATFA
Awards Dinner
The ATFA Awards Dinner, held at the stunning
Peak Restaurant at Flemington Racecourse, was
a fantastic night displaying the best of timber
flooring. Most importantly, the night demonstrated
strong camaraderie among the members and
a real passion for this wonderful industry.

10

ISSUE 27 | 2014

Photography by Tim Marriage

ATFA Awards for Excellence...

ATFA Apprentice of the Year

ATFA Apprentice of the Year

Sponsored by Bostik Adhesives

Sponsored by Bostik Adhesives

Grant Ferris Vic (joint winner)

Ryan Walker Vic (joint winner)

Gerry Doheny presented the Apprentice of the

Gerry Doheny presented the Apprentice of the

Year Award to Grant Ferris of South Gippsland

Year Award to Ryan Walker from Fine Finish

Floors. His employer, Tony Ringrose, has made

Floors. Ryan works as part of a team of three

the comment that “a major builder has 25

and often is the senior person on site.

carpenters on staff but prefers that Grant installs
the timber flooring for their project jobs”.

ATFA Employee of the Year

ATFA Sales Representative of the Year

Sponsored by ATFA

Sponsored by ATFA

Andrew Werner Qld

Josh Marques Qld

John Hollis, ATFA National President, presented the

John Hollis, ATFA National President, presented

award to Andrew Werner from Northern Suburbs

the award to Josh Marques of Marques Flooring.

Timber Flooring. Andrew’s employer Robert Clague

Josh has worked endless hours offering a

commented that “Andrew’s ability to access all

service that is unique, he has built a client base

site variables and management of potential risks

and grown the business in a very short time

is imperative to the successful installation of

witnessing the business expanding rapidly.

NSTF timber flooring. His eagerness to listen and
learn are not qualities that are easily found”.

ISSUE 27 | 2014
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ATFA
Awards Dinner
continued

Photography by Tim Marriage

ATFA Showroom of the Year

ATFA Distributor of the Year

Sponsored by Loba Australia

Sponsored by Auswest Timbers

Lifewood WA

Marques Flooring Qld

Brett Scarpella of Loba Australia presented

Cameron McDonald of Auswest Timbers

the award to Mark Hutchison of Lifewood.

presented the award to Alberto and Josh Marques

Mark stated that it is the sum of all the

of Marques Flooring. Over 25 years Alberto

small touches that are believed critical in

has built a very strong reputation among the

establishing positive customer relationships

industry and has extended Marques Flooring

and by extension of that, our showroom.

as an essential leader in the industry.

ATFA Contractor of the Year

ATFA Innovative Product of the Year

Sponsored by Lagler Australia

Sponsored by ATFA

Victorian Designer Floors Vic

Oakdale Industries and Forestry Tasmania

David Meyer of Lagler Australia presented the

Immediate Past President of ATFA, Paul Kiely, presented

award to John Beleski of Victorian Designer

the award to Jason Garrett of Forestry Tasmania,

Floors. Since 2002, this company has built

John Paton and John Hollis of Oakdale Industries.

a solid reputation as a high quality and

Hardlam is a sustainable value added product, it

competitive timber flooring contractor with

utilises small diameter low grade logs that would

some of Victoria’s most demanding builders

otherwise be converted to woodchip. Hardlam is made

and most prestigious architectural projects.

from Tasmanian regrowth forest timber resulting in a
product of exceptional strength, durability and beauty.
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ATFA awarded two Fellows on the night, David Smith from Queensland Timber
Flooring and Peter (the Toolman) King from Floorcraft Vic.

ATFA also recognised the lifelong contribution of two industry pioneers, Doug and Don Borthwick of
D. Borthwick & Sons in Victoria, with a Lifetime Achievement Award, celebrated by all with a standing ovation.

Dear ATFA,
Firstly we would like to congratulate the team for a wonderful 2014 awards dinner, what a night,
with such great workmanship being demonstrated by ATFA members in all categories.
The honour for my brother and I, to be awarded the first lifetime achievement award for services rendered to
the timber flooring industry, by the Australian Timber Flooring Association does not fall short with us.
It was a very proud moment for us to receive the award in front of family and colleagues,
and to be topped off with a standing ovation makes us lost for words.
Our Father, Andrew Borthwick, established his wood flooring business in 1948, at the time
there was only three other companies, working as Floor Sanders in Victoria.
Over the years we have seen many timber flooring trends and timber flooring companies rise and fall. None have
made such a impact on our industry as the Australian Timber Flooring Association, creating the feeling that
members are being backed by, not only an association but a family. The professionalism shown by John Hollis and
Randy Flierman is world class. Reiterating the wise words of John Hollis from the night “Floors are Sexy”
If we can pass on any advice, it’s too keep your head down and bum up, work hard and you’re only as good as your last job
Lastly we want to thank our sons David, Scott and Clinton and nephew Bill, for all
their work and help, in continuing our family businesses into the future.
As mentioned in our speech our doors are always open to anyone in need of help or even just a chat.
Thanking you
Douglas & Donald Borthwick

ISSUE 27 | 2014
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ATFA
Awards Dinner
continued
Floor of the Year Awards 2014...

ATFA President John Hollis
presented the awards to the
winners and runners up.

Recycled Site Installed
Winner [left]: Hilston Wood Floors Qld, Jim Hilston accepted the award.
Runner Up [right]: Queensland Timber Floors Qld, David Smith accepted the award.

As flooring contractors I believe we have one of the toughest jobs around. There are so many
factors involved in a successful outcome and so many situations which are not in our control
that can and do adversely affect our work and potentially the finished product.
We spend many years working to hone our skills and learning new techniques for every facet of our work installation techniques to improve floor stability, sanding techniques to reduce visible scratches and to improve
flatness, finishing systems to reduce all sorts of imperfections. Our sheds are full of tools we have purchased in the
hope that they would provide an answer to a single issue we face on site and which do not live up to expectation.
We put our hearts into every job with the knowledge that we will deliver to our client a floor that is above the
average - that we know contains every element to provide that flatness, that eveness, that finish. Then on final
coat a gust of wind takes the next door neighbour’s dust from his lawn mowing and distributes it into your
coat as you exit the last room, or the sun comes out during coating and the temperature rises disturbing the
air, or the gloss level on a satin floor falls below expectation or the humidity drops or it rains or etc etc.
And then we face that moment when we receive the phone message or text or email... “we really love the job,
but...”. And these people have no idea what has been put into the job that is above and beyond the norm. The
differences employed in our techniques that cost time to add that bit extra.We have to have a discussion with
people who doubt our word.We cannot say to our disbelieving client that the floor is perfectly flat, that there are
no visible scratches, that the edging work is perfect. They don’t see it. That makes our business very hard.
So...
When we receive an award from our peers, people who truly understand the complexities of the
job, who appreciate the processes employed and the effort we make to transform that piece of wood
or remove the scratches or apply that even stain it means a lot. A very great deal.
Receiving this award is a pinnacle for our business and one which I will genuinely treasure as affirmation of the
hours/days/weeks and months we have spent in our efforts to rise above the average and to provide for our clients
that little bit extra. If they dont know it then so be it, but at least my peers recognise the effort and that is enough.
Jim Hilston
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Manufacturer Factory Finished Floor
Winner [left]: Pacific Floors Vic, accepted by Gavin Fink.
Runner Up [right]: Tongue and Groove Flooring WA, accepted by Joe Patton.

Commercial Site Installed
Joint Winner [left]: Bosch Timber Floors WA, Richard Catlin accepted the award.
Joint Winner [center]: D. Borthwick & Sons Vic, Clinton Borthwick accepted the award.
Runner Up [right]: Floormania NSW, John Elasi accepted the award.

Residential Site Installed
Winner [left]: International Parquetry Floors Qld, Alberto Vieira accepted the award.
Runner Up [right]: Creative Flooring Solutions Vic, Chris Stringer accepted the award.

ATFA wishes to thank all who
participated, there were a record
number of entries this year.
ISSUE 27 | 2014
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Ensuring timber
performance in decks.
By Dave Hayward, ATFA Technical Manager

ATFA has recently
published guidelines
on Timber Decks and
in our last issue David
Hayward, ATFA
Technical Manager
outlined some useful
tips regarding the
construction of
timber decks. This
issue he follows on
to outline some of
the reasons why
it is necessary to
follow the guidance
in the new ATFA
publication to ensure
the performance of
the deck.

One of the most important aspects
relating to deck performance is the
durability of the timbers used, whether
that be with the decking boards or
the structural framing beneath. It
is these aspects that this article will
address - particularly with decks
where the installation due to locality or
building constraints results in a higher
hazard and greater risk of decay.
With regard to species durability
of decking boards, just because
the timber has been profiled into a
decking board, does not mean it is
going to suit applications requiring
high or even moderate durability.
As outlined in the ATFA decking
guidelines it is recommended that
above ground durability class 1
hardwoods are used for decking
with low durability sapwood, if
present, treated for an H3 hazard.
There is however a number of above
ground durability class 2 Australian
hardwoods commonly used for decking
which under less severe conditions
can provide a good service life.
Examples of these are Silvertop Ash
and Yellow Stringybark. But note that
in Queensland ‘Construction Timbers
in Queensland’ requires decks to be
above ground durability class 1 species.
When it comes to imported
hardwoods the picture can become
vague as species have not always
been allocated a durability class
in line with that used in Australia.
Even when some species have
been allocated a low above ground
durability class, such species can still
be manufactured into decking. Yellow
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Balau is above ground durability
class 1 and is a well established
decking timber, however Red Balau
is above ground durability class 4
(the lowest class) and this species is
still being used for decking and also
in moderate and high hazard areas.
Premature failure due to decay from
low durability species or sapwood
not treated does occur and not only
becomes expensive to repair but also
presents safety concerns. Therefore
knowing the species and it’s properties
is of prime importance and it cannot
be assumed that because it is profiled
into a decking board that it will
be suitable for your application. If
you are not certain of the species
durability and have it in writing
from a reliable source then you need
to consider a different timber.
Also to be considered are decks that
may be close to the ground or perhaps
decks fairly enclosed, shaded and with
limited ventilation. This paints the
scene for a deck that will experience
a higher degree of hazard to decay.
Although we will focus on such decks,
to provide a contrast think also of a
high elevated deck, fully open beneath
and in a drier part of the country.
Such a deck would experience a
much lower degree of hazard to
decay. Unfortunately, we see people
disappointed and with significant
problems when the installation
presents a higher degree of hazard and
durability aspects are not adequately
considered at the design stage. The
result is premature deck failure.
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Example one

Example two

Our first example illustrates the
importance of decking board durability
as shown in the first photo where
this deck was built around on three
sides and therefore shaded, for much
of the day. Although some airflow
was achieved under the deck it was
limited and the ground would often be
moist. A durability class 2 Australian
hardwood was used, decking boards
were not spaced more widely apart
on installation and board ends were
butted hard up against the building.
Note that water trapped at end joints is
where decay often initiates. Debris on
the deck was not cleaned off regularly
and board expansion closed the gaps
between boards. In less than four
years the deck had failed with many
boards decaying and some breaking.

Our second example as shown in
the second and third photos is of
a deck that looks quite presentable
when looking at it from above but
also note that this dwelling is in a
gully and with tall foliage around it.
Some care has been taken with pot
plants on feet but pots have no dishes
beneath. The deck also appears to be
fairly well maintained with coatings
regularly applied. However, below
this deck the framing is Tasmanian
Oak an above ground durability class
3 hardwood that is not suitable for
external applications such as this. The
dwelling was about five-years-old and
the signs of decay were evident at the
end of the joist, although the spider
just above the bearer did not seem to
mind the conditions. Although a timber
of appropriate durability should have
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been used, this highlights the need for
regular inspection of decks which is
also outlined in the ATFA publication.
When did you last have
your deck inspected?
This should highlight the importance
of timber durability. If you drive your
four wheel drive down the beach
and through salt water, in terms of
corrosion, it is quite different to only
driving the vehicle on city streets. A
similar analogy applies to timber decks.
Not all timbers can be used outside and
unless you take proper consideration
of the installation environment and the
conditions that the deck will encounter
in service, premature decay can
become a significant problem unless
adequately designed for by specifying
the correct timbers and following
recommended installation practices.
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127 years
of Döllken

The Döllken group was
founded in June 1887 as a
timber trading company
and sawmill with the
name W. Döllken & Cie
in Essen, Germany.

In 1952, Döllken was one of the first companies that
recognised the significance of plastic, and became
a specialist in the extrusion of plastic profiles.
In 1991, Döllken took over the “Kunststoff GmbH” in Weimar
and concentrated their activities in the field of skirting there.
In 1998, the company expanded and acquired the
skirting board division from Schock with a production
plant in Bönen/Westphalia. This later means that Döllken
becomes the only manufacturer of hardcore skirting.

Today Döllken is selling Skirting
Systems all around the world and
its clients are distributors and
traders in the Flooring Industry.
Döllken has been part of the Surteco Group since 2002
and is the leading manufacturer of skirting systems.
SURTECO Australia has been manufacturing technical
profiles and edgebanding for over 20 years.
The company introduced the Döllken Skirting
Systems to the Australian market last month, and
showcased the latest in commercial and domestic
skirting systems from Europe at the ATFA Flooring and
Finishes Exhibition in Sydney in February 2014.
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The right skirting board for every situation

Taking responsibility

The numerous styles of skirting boards we offer

Environmental production is the determining factor

match the diversity of modern flooring options,

of the production process at Döllken Weimar.

ensuring a perfect transition between flooring and
walls. From the solidcore skirting to a special profile
– the application determines the model used.

The quality of the products depends on the conditions
they were produced with and the wellbeing of the people
who use them. It is exactly for this reason Döllken takes

All products are produced in Germany, and Döllken is the

responsibility for its actions and think the whole production

only company in the world which uses a co-extrusion

process through – from the manufacture by qualified

production technology to create vinyl wrapped solidcore

employees, to a health-hazard-free implementation,

skirting. This ensures the skirting is highly water resistant,

right through to the environmentally friendly disposal.

and can be colour matched to any flooring or wall design in
solid colour, wood grains and abstract design. This allows
substantial savings compared to traditional painted skirtings.

Döllken offers installation tools designed
for extra fast handling and installation
therefore cutting labour costs.
The range of products includes a broad assortment of
skirting systems most with flexible edges designed to
take out undulations in the floor and walls, allowing for
expansion gaps in floating floors and can offer cable channel
systems, vinyl skirtings, stair edge nosings and profiles.
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All products used are environmentally sustainable
TCF and/or REACH Compliant, PVC-free and
therefore also certified Greenguard.

Surteco Australia

Queensland

Head Office - NSW

13 Tombo Street

7–11 Penelope Crescent

Capalaba, QLD 4157

Arndell Park, NSW 2148

Phone: +61 (0) 7 3245 1881

Phone: +61 (0) 2 9421 0313
marjolaine.weibel@au.surteco.com
Western Australia
Victoria

4 Lee Place

5/3 Sahra Grove

Perth Domestic Airport, WA 6105

Carrum Downs, VIC 3201

Phone: +61 (0) 478 095 045

Phone: +61 (0) 3 9775 0533

Web: www.surteco.com.au
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An Inspector’s Perspective...
When Trend Is Not Your Friend
A common term frequently used by equity analysts
(spruikers) is “trend is your friend”. The term suggests
that short term fluctuations in stock market prices should
be ignored in favour of the underlying trend which could
represent an incline or decline in an equity of sector.
In our industry, there has been a rising trend which is not
so friendly. I speak of client expectation, dissatisfaction
and other descriptive adjectives which elude me. In some
instances, the concerns are justified, however there is a
growing trend in picking minor imperfections. The audacity
of these people we call clients, how dare they tell us what is
a commercially acceptable appearance when all the industry
publications clearly indicate they’re quite wrong, right? In
fairness, my observations over nearly nine years as an ATFA
inspector is that most customers consider themselves fair
and reasonable, however I would concede they are frequently
uneducated in the limitations associated with expectation.
Why is this? Well if one thinks about it, the problem seems to be a
conflict of expectation. On the one hand the service provider has
an expectation which is in harmony with industry expectations
whilst the customer has an expectation of a perfect product.
Think of it from the perspective of the uneducated, if it

By Paul Kiely

is reasonable to expect the paint work on a new car not
to have imperfections then why not a timber floor?
I can hear you screaming: “how can we be expected
to deliver a factory finish in uncontrolled conditions”.
Fair call and I do understand but you’re screaming at
the wrong person, I’m not paying your account.
When one considers that the cost of a timber floor is a
major investment for most people often representing the
single most expensive acquisition outside of the average
family dwelling itself, a degree of empathy starts to lean
toward the consumer for their misguided expectations.
Notwithstanding, the argument begs the question, if these
most unreasonable customers were given the opportunity
to self-educate on the limitations in expectation, would
the trend of complaining over minor imperfections
change? There is significant evidence amongst members
who religiously provide customers with ATFA published
material particularly on expectation (of which there is
a plethora), that the trend in dissatisfaction declines.
So what is my point? Empower your customers with ATFA
literature to self-assess perceived problems thereby saving
you time and money and reducing phone calls to me.

Enviropro water-based finishes.
A beautiful result for the environment.
High Wear Resistance

Non Yellowing

Low Odour

*

Low VOC

*

Intergrain Enviropro, water-based timber floor finishes that don’t compromise on performance.
*
For more information visit us at intergrain.com.au/trade.
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We are the Cypress &
Hardwood Specialists.
• Large range of decking, screening
and outdoor timbers.
• Over 400 packs of flooring in stock now for
fast, reliable and hassle free deliveries.
• Suppliers of Ply, Battens, Adhesive, Staples,
Stair Nosing’s, Treads, Floor Finishers & more...
• Trade only prices for flooring companies
discounted lower than builders.

Ph: 9774 2944 • 27 Ashford Ave, Milperra, NSW, 2214 • www.abbeytimber.com.au
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More on Consumer Laws
Want to avoid a large fine or being sued? Here are a
few tips to avoid being fined or an expensive trip to
your lawyer. This information is based on the webinar
that I delivered to ATFA members recently and further
information is available on the ATFA website.
Warranties
• There is specific legislation about what you
can tell consumers is covered by a warranty
against defects, either in writing or orally.
• A warranty against defects says that you will repair
or replace goods, provide again or rectify services, or
compensate a consumer if the goods are faulty.
• If your warranty against defects doesn’t comply with
the requirements – $50,000 fine for a corporation.
Consumer Contracts
• Any term in a consumer contract is void if found
to be an unfair term (for example, one party can
unilaterally terminate a contract or vary it, a party
is prevented from suing under the contract).
• There are certain statutory guarantees (for example, goods
are: fit for purpose, free from defects, safe, in accordance
with description, sample or demonstration. Services are:
supplied with due care and skill, in reasonable time) and
any consumer contract term that negates these is void.

By Darrell Kake,
Quinn & Scattini Lawyers

• If there is a major problem with the goods/services and
you can’t repair or resupply them within a reasonable
time – you could be liable to a consumer for a refund
AND compensation for any damages suffered.
Other Pitfalls to Be Aware of
• Misleading or deceptive conduct – do not make
any statements about your products or services
unless you are sure they are correct.
• Unconscionable conduct – conduct clearly unfair,
unethical or where the customer is a special
disadvantage (for example, taking advantage of
illiterate customer or high-pressure sales tactics).
• Remedies for misleading, deceptive or unconscionable
conduct – up to $1.1m fine for corporation, corrective
advertising, compensation and more; and
• Is your “contractor” really an employee? Relevant factors
include: degree of control over work, place of work, hours
etc, do they work for others, provide and maintain their own
tools or equipment, is income tax deducted, do they get paid
holidays or sick leave. There are very different requirements
in your relationship with employees as opposed to an arm’s
length business relationship with independent contractors.
Concerned? Always get proper legal advice if you
are in any doubt about consumer law issues!
Quinn & Scattini Lawyers are partners with ATFA.

PEERLESS JAL
Keeping it Clean since 1947

since 1828

> Improved Adhesion > Longer Lasting > Green Building Compliant

Waterborne Hybrid Timber Floor Primer
HY-PRIME is water based, acrylic sealer specifically
formulated as a primer for internal timber floors. It
penetrates and fills open grain timber providing an even
appearance and foundation for subsequent coatings of
waterborne timber seal.

Benefits:
•
•
•
•
•

10 - 15 m2
Reduces lap marks
ATFA Endorsed
Low VOC’s
10grams per Litre

STAUF PUM-950 Power-Mastic provides
a tremendous improvement for urethane
adhesives. It is a urethane based, high strength
adhesive for professional wood flooring
installation. But unlike other urethane adhesives,
it contains no isocyanates, the primary chemical
in other urethane adhesives that will etch fine
floor finishes and is a suspected carcinogen.

PUM 950 provides
adhesion and
moisture barrier
in one coat.

Waterborne Hybrid Timber Floor Finish
HY-TRAFFIC is a dual component; non hazardous water
based polyurethane finish incorporating the latest nano
hybrid floor coating technology, for exclusive use on
internal timber floors. Avaliable in Gloss and Satin.

Benefits:

•
•
•
•
•
•

8 - 10 m2
Easy Application
Easy to sand between coats
ATFA Endorsed
Low VOC’s
83 grams per Litre

STAUF SMP-960 One-Step is an advanced
formula, unique polymer 3-in-1 adhesive
designed for professional wood flooring
instalation.

SMP 960 provides
moisture and sound
barrier and adhesive
all in one.

PEERLESS JAL PTY LTD Head Office: 10-12 Raglan Street PRESTON VIC 3072 Phone: 1800 800 248 Email: sales@peerlessjal.com.au
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Heating & cooling
system effects on
timber floors
By Dave Hayward,

ATFA Technical Manager

Varying seasons with differing climatic conditions provide a

and makes conditions more humid. If either system is used

range of experiences, with some about to experience hot dry

too heavily then floors will be affected differently. Heavy

conditions and others persistent heavy rain with cyclones.

use of refrigerative systems will promote floor shrinkage

While some will frequently use air-conditioning to maintain a

and heavy use of evaporative systems promotes floor

comfortable dwelling environment through the summer heat,

expansion. So moderation is needed and with sensible use

in other areas of the country more moderate conditions will

there is little additional effect on floors to that due to the

prevail with little use of air-conditioners. Recently, the winter

natural seasonal changes in weather. In fact, under very dry

experience for some witnessed use of ducted gas heating

external conditions an evaporative cooler can help maintain

systems whereas in other places little or no heating was used.

a more balanced humidity within the dwelling and in warn

David Hayward, ATFA Technical Manager will provide some
insight on the different effects of heating
and cooling systems on timber floors.
All our flooring products including solid
timber, engineered, bamboo and laminate
are natural fibre based and all are what
are termed hygroscopic. A hygroscopic
material is one that in dry conditions will
lose moisture to the air and shrink and
during wet conditions will absorb moisture
and swell. The amount to which the
different types of products swell in width
and length depends on the product, but
all experience movement in response
to changing environmental conditions.
What governs the movement, shrinkage
and swelling, is both the temperature and
relative humidity. Temperature affects
the rate at which moisture is absorbed
or emitted from the product. With higher
temperatures the rate is faster. Relative

humid climates refrigerative air-conditioning can reduce the
potential effect of high external humidity.
If we now focus on heating systems
there is a much wider variety of choices.
Some of the options include heat pumps,
ducted oil or gas systems, stand alone gas
heaters, electric convection, fan or radiant
heaters as well as wood fired heaters. The
common aspect with all of these except
stand alone gas heaters is that they create
drier conditions within the dwelling and
some can create very hot dry conditions.
With the likes of wood fired heaters that
provide strong heat from just one location
in a room, it is not uncommon for a floor
to respond to this through preferential
shrinkage in the vicinity of the heater.
Extended use of ducted or other distributed
heating systems in commercial building,
particularly in dry cooler climates have also
resulted in greater movement in floors.

humidity is a measure of how dry or moist

The key to heating and cooling systems,

the air is. Therefore products are more

in order to minimise the effects of

responsive to shrinkage when warm dry

flooring products is to use them with

conditions prevail and more responsive to

an element of common sense. As a

expansion when warm humid conditions

simple rule if you maintain conditions in

prevail. So the question to be considered

your dwelling that are pleasant to live in

is how do heating and cooling systems affect the

then floors generally perform to realistic expectations. If

internal climate and flooring product movement?

heating or cooling systems are used to excess in a particular

In Australia we have two main types of domestic airconditioning systems being refrigerative (used in both dry
and humid climates for cooling) and evaporative (used in dry
heat climates for cooling). Although both provide cooling
to the internal environment the refrigerative type extracts
moisture from the air making conditions drier within the

area within a dwelling or throughout then floors will react
accordingly resulting in greater shrinkage of swelling
which can become a concern. So the key is to provide a
comfortable living environment, heating and cooling as
necessary and rely on natural ventilation during the day to
provide balance to the modified internal conditions.

dwelling while the evaporative type adds water to the air
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The Game
Plan... Business
Coaching Advice

Sanding flat:
part 1, the basic
sanding.
Our aim is to end up with a flat floor
(noting that flat is a relative term). In
the pursuit of the unattainable (getting
a floor perfectly flat), we will share
some theory and practical applications
that will hopefully make it easier for you
to get the “wow” factor in a finished
floor. I have truly found that the
flattest floors have the biggest “wow”
factor, especially with gloss finishes.
The first aspect necessary to be
considered when sanding a floor flat
relates to the equipment that you are
using. Machines need to be clean and
well set up, as the likes of contaminant
build up on wheels or an out of balance
drum will show in the floor. Simply, it
is not possible to get a flat floor unless
your equipment in good condition. Also
be aware that vibration in the subfloor
can introduce vibration unevenness (this
can be a cause of chatter or wave marks)
in a floor’s final coated appearance, and
therefore this should also be considered.
Another aspect sometimes overlooked is
the importance of vacuuming the floor at
the time of changing to the next grade of
paper. Particles can come out of board
joints and dislodged grit can reintroduce
unwanted scratches in the floor.
The initial or basic sand has the
purpose of cleaning up the floor surface
and levelling out the more severe
irregularities. Irregularities include
such things as mismatch at board edges
or possibly some residual cupping,
but noting that it is also important to
determine that moisture contents are
correct if cupping is present. With older
floors it is necessary to check out if
there is sufficient board thickness to resand. This is possible if there are gaps
at board edges. Some knowledge of
the past history can also be important,
such as repairs that may have taken
place, if it can be determined.
Choosing the grade of paper for the
basic sanding will depend on a number
of factors. If the floor surface has old
adhesive or the likes of ‘Black Japan’
stain then a 24 grit paper may be used
24

Chatter and no ‘wow’ factor here

with multiple more rapid skims so
as to minimise clogging of the paper
and extend its working life. Although,
floors should not generally be sanded
at right angles to the board direction,
this may be advantageous to clean
up along walls in instances when
there is heavy adhesive on the floor
surface. Similarly, in these situations,
the edging would also start with a 24
grit paper before moving to 40 grit
on both the big machine and edger.
In most instances the basic sanding
will be undertaken with 40 grit paper,
which will often quickly achieve the
desired result. In such instances don’t
be afraid to change papers up or down
in grade to see if that works better.
With new floors that appear ‘flat’ and
particularly with softer timbers such as
pine or even Tasmanian Oak a finer 60
grit paper may provide the best results.
The basic cut is done at an angle to the
board direction, from a few degrees
up to 45 degrees depending upon
the floor. Generally the more uneven
the condition of the floor surface,
the greater the angle that is needed.
Angles greater than 45° can however
introduce unevenness. With floor
surfaces that appear flat and even, to
begin with, an angle as low as 10° can
produce good results. The angled cut
ensures that surface irregularities are
removed and with older floors, if the
floor surface has the likes of chatter
marks, then the only way to remove
them is through an angled cut.

Do You Ever Make a Mistake?
Three things you MUST do
to be a Great Business
Businesses in Australia muck up all the
time. Products or contractors don’t
arrive when they should, phones don’t
get picked up quickly enough and
what is promised doesn’t always get
actioned. As consumers we see it all
the time - customer service teams don’t
understand what we want and their staff
don’t seem to be able to get it right.
Start a conversation with someone
today and I guarantee everyone has
a story from the past month about a
business that has let them down.
The trouble with the business world in
Australia at the moment isn’t that they
let us down often. The trouble is that
most businesses haven’t yet capitalised
on the opportunity of making a
mistake. As a business owner mucking
up is the perfect opportunity for you
to get ahead of your competition.
Let me explain.
Everyone makes mistakes. So how do
you feel when it happens to you?
Pete Crofts, the founder of the
world’s first Humourversity told me
many times that the secret to life is
being embarrassed and enjoying it.
Unfortunately most humans spend
more time trying to avoid making
mistakes than trying new things or
pushing forward to new frontiers
in their lives and businesses.
Businesses that take advantage of
mistakes have three things in common:

We have only looked at the initial
or basic sanding here. However,
this can be seen as the foundation
for achieving a flat floor. In the
next issue we look at aspects of fine
sanding and hard plating, the next
step in getting the flat floor with the
‘wow’ factor from which those much
appreciated referral jobs are obtained.

1. Great businesses don’t hide from it

Josh Lammi LB Floors Queensland

without resorting to blame is hard

One of the qualities of a true leader is
the willingness to take responsibility.
When your company made a mistake
last time, did you hide or did you
immediately own up to it with humility
and grace? Did you telephone your
customer or hide behind an email?
Taking responsibility for mistakes
but it reaps wonderful rewards.

ISSUE 27 | 2014

Around the traps...
Ultimately, if your business has
created a process to satisfy a
customer, all of the variables that
make that process happen are your
responsibility – including the staff
and contractors that you hired.
2. Great businesses fix the problem
as quickly as they humanly can
Many businesses don’t even bother
to fix the problem. Then when it’s
too late they realise that they have
lost the customer and need to
spend time and money chasing
new business to replace them.
Good businesses generally have a
loose sorry system implementing
these first two things.
3. Great businesses SAY
SORRY PROPERLY
If you don’t know what delights your
customers then you should find
out immediately. Great business
owners know how to find the balance
between delighting their customers
and serving their business. They
find this balance by first of all having
clarity on the business’ critical
numbers and then by having clear
and easy to use systems in place.
Great businesses have a solid,
affordable and easy to implement
sorry system. Do you?
Danielle Storey is a keynote speaker,
mentor and the co-owner (with her
wonderful husband) of an Australian
success story. They have created a
series of Customer Delight Systems
that delight their customers in a highly
competitive industry. Danielle claims
that she rarely has to compete on
price to grow her business and has
wonderful staff (yes there is such a
thing) as a result of great leadership. To
learn more about Danielle head here.
Member & Past President
National Speakers Association
of Australia (2012/2013)
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John Young is a digital
native and Principal at
Young Digital Group
youngdigitalgroup.com.au

So you started a social media
account... and stopped there.

By John Young

Join a discussion or start
one yourself. To make social
work, you need to work in it.

When you add new content to your

helpful in analysing your page. If you

site, share it to your social accounts.

have a business, open a business

Take some quotes from the content

facebook page, NOT a personal one,

and use those as tweets or posts and

as Facebook can close it down if they

It is time consuming, it can be

link back to your site. If your content is

find it is under the wrong category.

distracting, but it can also be fun

good enough, others will also share it.

and helpful for your business. Before

“If your content is good

don’t just create an account and

enough, others will share it.”

forget about it – join a discussion, help

you start adding photos of your
cat, consider your social strategy

Sharing and liking are great, but

– who do you want to connect

review your progress and see if

with, where are they (Facebook,

it’s getting results. Identify what’s

Twitter, LinkedIn?), what message

working – do more of that, and find

do you want to convey? Treat it as

what’s not working – do less of that.

a broadcast and people will turn

Facebook has a measuring page

off, treat it as a space for discussion

called ‘insights’, which can prove

and great things can happen.

Social media is about being social,

someone, your interactions will be
visible to others – more eyes means
more chances to connect and grow
your audience. Make the commitment
to monitor the page at least a few
times a week, daily is ideal - just in
case there are some messages/
comments you should be aware of.

Perfection in Timber Flooring Installation
Whether Your Next Solid or Engineered Timber
Flooring Project needs a
First Class Loba Timber Finishing System
or
Bullet Proof Moisture Vapor Barrier & Acoustic Rated Adhesive

Since 1922

Waterbased Polyurethanes
Natural Oils & Hardwaxes
Stains & Special Effects
On Site UV Finishes
Antin Slip Finishes For Stairs

“Loba & Wakol Make the Perfect Team”
Loba Australasia

5-7 Strong Avenue, Thomastown Vic 3074

PH: 03 9460 3444 M: 0419326976
E: lobafloor@outlook.com
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Mosaic
alive again!
Read what others have to say why ATFA training works.

“By investing in training for our people we ensure
we can continue to deliver fantastic results for
our customers and a key partner in achieving this
is the ATFA. Their courses are always informative,
very practical and enable us to develop the
knowledge of our people.”
Chris Feldbauer, Director, PRO SANDING PTY LTD

The Best
Just Got
Better!
Tramex, the moisture meter
specialists, are proud to
announce the release of the
new concrete moisture meter

with

Your new skills can also save you money from avoiding costly mistakes. So
invest in yourself and your business today. Consumers are demanding more
every day, are you ready to meet the challenge? Full course outlines and
online registrations are available at atfa.com.au/training-events/ f
photo courtesy of Boral Timber

Australian Hardwood Mosaic Parquetry has traditionally
been a widely used commodity in the Australian
building industry, and is still highly sought after for its
Art-Deco style and for repair work to the hundreds of
thousands of square meters still in service today.
In recent years, supply of Australian species mosaic parquetry has
been limited to one or two species, in small volumes. As of 2013,
there were no local commercial producers manufacturing mosaic
parquetry at mill level. This created a hole in the Australian hardwood
flooring market which up until now had yet to be filled.
In 2008, the doors of the Boral South Grafton Parquetry Mill were closed and
the site was abandoned. This site was the largest producer in Australia and
only competed with two other manufacturers who have now closed shop.
A new owner purchased the land and locked the
factory up, and so it has stayed for six years.
Now the Australian Timber Flooring Company has
purchased the machinery and leased the site.

Pictured in Kit Form

Perform testing to the latest
Australian Standard AS18842012. ASTM F2170 & ASTM
F2659 as well as ASTM F2420:
The complete moisture and
humidity testing kit for concrete and
wood, incorporating the Tramex
instant moisture test and the new
Hygro-i in-situ probe working
together to provide a new standard
in speed & accuracy which can be
used again & again...
Don’t waste time and money
waiting up to 72 hours for a
moisture test when the slab is
not ready! Check it first with a
Tramex CMEXpert II.

Previous employees have been tracked down and have
lent their considerable knowledge and experience to assist
in getting the production line back functioning.
With the help of three ex employees, who between them boast over 100
years of working experience at the site, production has started and timber
is flowing. The old girl is back to work, much to the excitement of the
local community who are desperate for employment opportunities.
The Prosand
team
at the recent
Techniques
Program
Melbourne,
2013
The Australian Timber
Flooring
Company
areNew
now
able to offer
sixinFinger
Mosaic

For more information contact
Tel: 02 9418 1002
Fax: 02 9498 8576
Email: sales@cornell.com.au

www.cornell.com.au

Parquetry to the market through distributors such as SE Timber Floors.
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Why
ATFA
training
c
Four concrete reasons
for choosing
money
ina the long ru

ECO-FRIENDLY

Delmhorst HT-4000.

WONDERFUL FLOOR
RENEWABLE
ACN: 107 906 374

to thriveLowest
andcost
others
just
seem
per test
for 100
tests to plod along? The answer

Ther

is simple. Those businesses that invest in training move

a rea

sensor can be used over and over
2 RHfaster.
forward

• Pre-coated Australian
hardwood flooring

insta

can be checked
forindividuals
accuracy
Studies
have shown
when
learn new material
3 Calibration

it contributes to new pathways in the brain. It also opens up

4 Large, easy-to-read display

• Engineered floating floors
• Laminated floors

down

1

• Distribute premium quality

• Bamboo floors

Have you ever wondered why some businesses seem

a lot of other possibilities and opportunities. ATFA training

NEW!

WIDE OAK PLANK + DISTRESSED OAK
Our products are environmentally responsible
and sourced from sustainably managed forests

Th

is designed to do all that and more, because when you

Floo

increase your skills you increase your competitiveness in the
The HT-4000 meets the latest
marketplace.
AS1884 standard. Talk to the
experts at The Moisture Meter Co. — your
Australian
Online
trainingdistributor and service center
since 1998.
We introduced a new learning format with online training

so fa

Timb

avail

unde

infor

in 2012, which means that technical knowledge can now be
Freecall
1800of638
639to
gained in the comfort of your office.
No hassles
having
Mobile 0419 364 863

62-66 Vallance Street, St Marys NSW 2760
Phone 02 9517 4742 | Fax 02 9517 2436
wonderfulfloor.com.au

THE MOISTURE METER COMPANY

5

info@moisturemeters.com.au
www.moisturemeters.com.au

GALAXY MACHINES
buy direct from the importers

Elite 3 edger

8” and 12”
belt/ drum
combo sander

parts • service • leasing available
Synteko Pty Ltd.

Call: 02 9406 8100
info@synteko.com.au • www.synteko.com.au
www.galaxyfloorsanders.com.au
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OCTOBER...
October 15th Industry
Forum, Hobart Tas

with Emma Watt

NOVEMBER...
November 6th Webinar,
There is more to resistance
moisture meters than
taking a reading

What might make
a dismissal unfair?

November 7th West
Australian Golf Day
November 12th and
13th Assessing Timber
Floor Performance
Workshop, Brisbane Qld

If you dismiss an employee, and
they make a claim to the Fair Work
Commission (FWC) that their dismissal
was unfair, what will the FWC consider if
the matter goes to arbitration?

FEBRUARY...
February 24th Flooring
Futures, ACT
JULY...
July 16th to 19th Flooring and
Finishes Expo, Melbourne Vic

Firstly, the FWC will inquire about the reason for the dismissal. A
dismissal that relates to the employee’s performance or behaviour
at work may be valid. Dismissing an employee because they made
a complaint about their wages would not be valid, and may in fact
constitute ‘adverse action’, which is another problem entirely.
Then, the employee must be given a genuine opportunity to
respond to the allegations. This means they have to be given an
opportunity either in writing or in person to put their side of the
story. Surprising an employee with a disciplinary meeting is not a
good idea – an employee who is going to be asked to explain why
they should not lose their job must go into the meeting prepared.
Additionally, the employer must not have made up their mind
about the outcome prior to giving the employee an opportunity
to respond. This means that it would be an exceptionally bad idea
to go to this meeting with a termination letter already written.
If an employee wants to have a support person at any meeting
that may lead to their dismissal, the employer should allow that to
happen unless there is a good reason not to – when you’re setting
up a meeting with the employee, it is good practice to highlight to
them that they may bring a support person to the meeting.

The full 2015 program
of training, events and
meetings will soon be out.

Timber Floors
on the Web
1. AFEX
www.afex.com/australia/
AFEX is a global payments company
assisting companies in obtaining the
best international exchange rates when
importing, exporting or exchanging
funds. AFEX is a new partner to ATFA.

Another matter than an employer should be prepared to address
with the FWC is the matter of warnings. There is no specific number
of warnings set out in the Act, but good strong evidence of at least
one written warning would definitely be required, especially if the
reason for the dismissal was the employee’s performance.
Finally, the FWC considers a number of other matters, including
the size of the business whether or not the business had access to
HR advice, and ‘any other matter the FWC considers relevant’.

2. Checkvault
www.checkvault.com.au

Emma Watt specialises in advising small to medium sized businesses
in the timber and furnishing industries. She offers ATFA members
two free telephone calls per annum for help on IR/HR issues.
Phone 03 8822 3712 Mobile 0411 708 073 Email emma@emmawatt.com.au

ISSUE 27 | 2014

Checkvault creates a secure payment
process for contractors to ensure
they get payment from clients,
via an escrow arrangement.
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I have a booth...
now what?
By Warwick Merry

If you find yourself in the position of all of a sudden
having a booth and not knowing what to do, these
six key elements will set you on the path to success.

1. Follow Up

2. Set Your Objectives

5. Use Pickup Lines

Sure, it is a real “Captain Obvious”

Branding is a good side effect of

Exhibiting is speed dating and

thing to do but getting the basics

exhibiting. You are better off setting

what would speed dating be

right brings the majority of success

your objectives around lead capture,

without some good pickup lines.

in exhibiting. Not only are you putting

customer research, competitor

the show in your diary, you are also

research, staff recruiting, new product

putting the three business days

release, or sales and enjoy the branding

directly after the show in your day.

impact that the event provides.

These days will be used for your

Whatever your objective, make

loss slogan “Lose Weight Now, Ask

follow up. Too often people revert

sure it is measurable so you can

me How!” It spoke directly to the

back to their standard business day

check at the end of the show

target market (people who wanted

after a show and neglect to follow

whether you achieved it.

to lose weight) and it gave them

up with their visitors. The Centre for
Exhibiting Industry Research in the
US shows that approximately 70 per
cent of leads are not followed up.

3. Booth Design

direction on what to do next.
Exhibiting is a ton of fun. It is a

• Support your show objectives

is treated as such by your visitor.)

A great example is the old weight

• Facilitate engagement of your target

stand out above the crowd simply

one step away from being spam and

want to find out more information.

6. Have Fun

• Be on brand and on message

with a phone call. (Email follow up is

visitor’s interest and make them

• Attract your target market

This means it will be easy for you to
by following up each of your leads

The pickup line needs to pique the

great way to interact with clients,
prospects, suppliers, competitors
and random strangers. A smile on

Remember, you are not at the

your face and bursts of laughter will

show to attract EVERYONE,

also attract others to your stand.

only your target audience.

Warwick Merry is the founder of The

4. Set your staff up for success

Exhibiting and Sponsorship Institute.

When selecting people for your

They work with organisations to

stand, be sure to select the RIGHT

achieve Excellence in Exhibiting and

people. Often, it is NOT the sales

Event Sponsorship. For more free

team. Sales people tend to be very

exhibiting tips visit www.EASITips.com

focussed on closing the deal and
that is NOT what the show is about.
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The hardwood secret nail wide board flooring,
with outstanding performance & easy installation.
Hurford Hardwood has developed “Fourteen” for people who love the look of wide hardwood boards
but don’t want the traditional top-nail appearance in their floor. Available in two sizes, 130mm x 14mm
and 180mm x 14mm and board lengths range from 0.6m to 4.5m.
Fourteen is available in a wide variety of species and grades, which insures it’s broad enough to
complement any design requirement. The Fourteen series is straight lined before profiling to produce
a straight, flat floor that is easier and quicker to install, Hurford Hardwood guarantees it.
For more info on Fourteen please contact us or visit the website...
Phone: +61(2) 6621 9886 Email: hardwood@hurfords.com.au
Website: www.hardwood.com.au

