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Introducing the new look 
Hurford Engineered Flooring

Natural Impressionist is a 
Replica Timber Plank that 
utilises the latest technology 
to produce the stunning 
visual effect of a beautiful 
natural hardwood floor.

Australian Native uses a dinky 
die, ridgy didge, true blue wear 
layer in the construction of this 
engineered bewdy. Channelling 
a warm earthy impression with 
two of Australia’s classics.

Call Hurford Wholesale today to find out more.
Samples, Brochures, Swatch Sets and Display Stands are also available.

South Australia & Northern Territory

Phone: (08) 8376 6694

Email: salessa@hurfordwholesale.com.au

Western Australia

Phone: 0448 132 955

Email: saleswa@hurfordwholesale.com.au

Queensland

Phone: (07) 3442 6300

Email: salesqld@hurfordwholesale.com.au

New South Wales

Phone: (02) 4646 1406

Email: salesnsw@hurfordwholesale.com.au

Victoria & Tasmania

Phone: (03) 8794 3300

Email: salesvic@hurfordwholesale.com.au

www.hurfordflooring.com.au

Distributed by Hurford Wholesale Pty Ltd

Elegant Oak is a boutique 
engineered floor with a genuine 
French Oak lamella, using the 
latest on trend stains to bring 
out the natural characteristics 
in this striking Oak.

The range also includes...

Our Premiere Oak range offers the same stains and finish as our Elegant Oak. 
In a 190 x 12mm board with a 2mm lamella, with lengths up to 2100mm.

HM WALK is an engineered hardwood floor with a 0.6mm veneer, which means 
the surface you WALK on and see is made of strong Australian hardwood.

Timber Floor Mag Ad ART.indd   1 14/01/2016   4:58 PM
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President’s 
report...

It is an honour to be the new President of ATFA - an 
Association I helped to found over 10 years ago. It has been 20 
years since I began in this Industry and, with thanks to many 
dedicated people, I have seen the Timber Flooring Industry 
develop into a mature and highly recognised Industry.

We all need inspiration to continue to strive for excellence and I would 
like to thank Robert Clague and Paul Kiely (both past Presidents) 
for their passion for our Industry and our Association. Thank you 
guys for inspiring me. We are fortunate to have many such people 
in our industry. I urge all members to network with people who not 
only motivate but are generous with the sharing of their knowledge.

I would also like to thank the dedicated Directors of ATFA who donate 
their time and pay all their travel costs to make our Industry better. 
A special thanks to our newest Director, Chris Northmore from New 
Zealand, who in the past 3 months has travelled to ATFA meetings 
in Perth and Melbourne. Thanks for your commitment Chris.

A �nal thanks to John Hollis for the inspiring leadership 
as ATFA President for the past 3 years.

To the members of ATFA, I thank you for your support 
and your desire to make our industry better. I hope 
you all have a safe, happy and prosperous 2016.

Together we GROW.

Cameron Luke 
President ATFA 

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 e�orts 
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.

Publisher
Australasian 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
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ATFA update February 2016

CEO update...
The past six months have been particularly busy for members, with fantastic work levels being reported nationwide 
and across the strait in New Zealand. Even in the West where the first 8 months of 2015 were particularly depressed 
and housing starts have continued to go o¥ the boil, the spring and summer has been busy. Prior to Christmas, 
many contractor members were reporting two to three months of work ahead of them – which is exceptional, 
manufacturers reporting increased volumes and suppliers reporting record sales, the best in over ten years.

In past months, there has been some uncertainty about who is responsible when a job goes awry, 
particularly when there are multiple parties involved. Likewise the whole project costing issue has 
created confusion in recent times with at least two flooring contractors fined for not using a contractor 
and for charging illegal deposits. The following gives some insight to these matters. 

Let’s assume (for the sake of this example) a consumer has organised the supply 
and install of the job through one service provider. If they enter into a contract 
(which should be a proper contract, though may just be acceptance of a quote), 
the business they have that contract with is the one foremost responsible to the 
consumer. The service provider might be a retailer who has quoted for supply and 
install, a contractor and in some instances, suppliers. Behind that service provider 
there will probably be a supplier and manufacturer (remembering that importers are 
de�ned as manufacturers within Australia), as well as potential sub-contractors.

We often see retailers (for example) passing the buck to the manufacturer immediately 
when something goes wrong (and that may well be the agreement retailer and 
manufacturer have to ensure ongoing supply of their product). When something goes 
wrong, it might be a manufacturing problem, although it may also be an installation 
issue or an issue speci�c to that property (e.g. building leak). At the end of the day, if a 
consumer moves to legal methods to resolve an issue they believe unresolved, they will 
act against the service provider – that is the party they have the contract with (it can’t 
be put any more plainly than that). A service provider might like to defer it to another 
party in the chain, however the responsibility to the consumer rests with the service 
provider with whom they have the contract. Should it come to light that the fault lies in 
the chain with either a sub-contractor or manufacturer/importer, then that is the service 
provider’s problem to resolve (with which they may end up taking legal action).

While that seems relatively clear cut (despite greyness that some may like to portray), 
there is a twist that can occur. Let’s say the service provider is a contractor business 
who organises supply and install. That service provider has purchased the materials 
and completed the �oor preparation, however, the installation has been given to a sub-
contractor to undertake. This is where the twist may occur (emphasis on may) – should 
the service provider have not levelled the �oor properly (for example), as part of their role 
in the contract, then the sub-contractor lays to the �oor and it comes to pass that there are 
too many hollow spots in the �oor, the sub-contractor has taken responsibility for that job 
and may be liable for the fault. In this case, the sub-contractor should have not commenced 
until they were satis�ed that everything was right to proceed (ATFA has been providing 
training in diagnosing faults for 10 years, so no excuses there). Even when the service 
provider states, “she’ll be right, keep going” – that’s the time to say, “no, please �x it”, or 
walk away. It may be that if the case goes to court, the sub-contractor is found responsible 
if they proceeded knowing that the work done before was insuf�cient or defective. 

So who is 
responsible 
when a job 
goes awry?
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Contract? What Contract? 
Deposit – how much???
Yes, by virtue of Australian 
Consumer Laws, you are required 
to use a contract. Likewise, building 
contracts law in some jurisdictions 
may also make this a requirement. 
Frankly, a quotation doesn’t really 
cut it as a contract – legally yes, 
but you are leaving yourself open 
to all kinds of dispute for which, 
without a contract, you have no 
protection. You have no disclaimers 
against normal timber movement 
conditions or what you warrant, and 
no provisions for contingencies.

In some jurisdictions, licensing 
authorities require that you use a 
formal contract, failure to do so may 
result in a tribunal �nding against you 
and only allowing the cost of your 
materials to be paid to you (yes, which 
means you did the work for free!).

So, the moral of this story is use a 
contract – as an ATFA member you 
can use the ATFA developed contract 

and it will cost you nothing. What’s 
more it provides you some protection.

The ATFA format contract also 
makes provision for legal deposits 
and progress payments. In every 
jurisdiction laws prevail which 
specify how much deposit you 
can charge up front (usually on 
acceptance of the quote). ATFA has 
an information sheet which outlines 
the legal deposit requirements. 

‘What about the materials component?’ 
I hear you say! This is where progress 
payments come into play. Your �rst 
progress payment should be payment 
immediately in full for the value of the 
materials upon delivery to site (e.g. 
plywood, timber �ooring, adhesives, 
coatings, etc). This in turn allows you 
to turn around and pay your supplier. 
You should not proceed to any next 
stage of a project until you’ve had 
the preceding progress payment. It’s 
also important to note that progress 

payments should not exceed the 
value of the work completed.

After the progress payment for 
the materials, you can then have a 
progress payment for the installation 
and then �nally for the sanding and 
�nishing. The number and type of 
progress payments are up to you. It is 
appreciated that some jobs are smaller 
and timelines can be very short – but 
following the progress payment model 
protects you to a certain degree.

Sure, a customer might hold off on 
payment of the �nal payment if they 
feel the job isn’t adequate, however, 
if you’ve structured your progress 
payments carefully, this shouldn’t be 
career threatening and allows you to 
work through a resolution, preferably 
without too much angst. Of course, 
progress payments won’t protect 
you from bad workmanship. 

The 2016 Floor of the Year Awards and Excellence 
Awards are open for your entry – the awards this 
year will be conducted on July 23rd in Melbourne, 
in conjunction with Timber Flooring Week.

This year there will be an overall winner for Floor 
of the Year and you get to vote for it. Voting will 
open in May. Visit the ATFA website for more 
information www.atfa.com.au/national-awards/

ATFA is working to develop a product compliance standard 
that will hopefully protect both the industry and consumers 
from inferior products. This project is keeping with the Federal 
Government’ initiative to develop a register of non-conforming 
products, to which ATFA will be submitting its information.

Whether taken up or not by the Federal Government, 
ATFA will continue to develop the industry standard 
and publish it for industry and consumers to take note 
of. Likewise, ATFA will review and amend its Product 
Endorsement Program to reflect the standard.

Much work has happened in regard 
to this in past months. You can view the results at 
www.atfa.com.au/consumer-services/media/

ATFA 
Product 
Compliance 
Standard

ATFA 
Awards 
are Open 
for Entry
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Make sure you set aside 
a few days to head to 
Melbourne for both 
the Awards night and 
the days ahead. Many 
companies will be putting 
on events in the few 
days ahead to provide 
greater value for you 
to attend Melbourne 
during this time.
This will include a series of events 
put on by manufacturers and 
suppliers, presenting their products 
and putting on free workshops. 
There will also be some evening 
activities to get involved with.

So take advantage and come 
along – watch out for the 
schedule of activities in 
Timber Flooring Week. 

The full schedule of all training and events is up for the year, information available on 
the website https://www.atfa.com.au/training-events/activity-guide/ as well as outlined 
later in this publication. Get involved and attend an event (most are free), or attend some 
training – you never know, you might learn something that saves you $ thousands! 

2016 
Activities

Australasian Timber 
Flooring Association 
+ Houzz.com.au 
Partnership 
Announced

ATFA is proud to announce that we have partnered with Houzz, 
the world’s largest online home design and renovation 
community, to deliver a number of benefits to our members.

For those that may not be fully aware 
of Houzz yet – Houzz is a free tool, 
where professionals showcase their 
portfolio of work to over 1.5 million 
Aussie homeowners, who are actively 
looking for inspiration and looking for 
providers who they can hire for projects. 

Houzz is the perfect medium for 
showcasing outstanding work by 
design professionals, with over 30 
million members internationally and 1.5 
million here in Australia. Since Houzz 
Australia launched, over 20,000 design 
and renovation professionals have 
claimed a free online profile and ATFA has 
developed our own Houzz profile. 

As part of our relationship, ATFA has 
negotiated to have full profiles created on 

your behalf, as a way to better showcase 
your work. There is no cost involved. 

To participate, all you need to do is send an 
email to olivia@houzz.com and attach any 
photos you’d like to be added to your profile 
or just send the link to your website and 
your best photos can be uploaded from 
there. Please send at least five so you 
can have a complete profile, the higher 
resolution the images are the better. 

As an additional special benefit 
to members, Houzz is o¥ering a 
complimentary phone consultation to assist 
with completing your company profile. 

As you get underway we will value any 
feedback you may have on this program! 
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All indicators point to a strong, bigger and more international DOMOTEX asia/CHINAFLOOR 2016. The leading international flooring 
show in Asia-Pacific that will be held 22-24 of March in Shanghai is receiving a positive response from both ends of the flooring 
market, exhibitors and professional visitors alike. More than 1300 exhibitors are expected to participate in the 18th edition of the show, 
while in terms of professional visitors a considerable increase is expected according to the show’s online pre-registration system.

International visitors on the forefront at 
Domotex Asia/Chinafloor 2016

general 180 134 IM16PW36.indd   1 2015/12/18   11:08:53

To attend DOMOTEX asia/CHINAFLOOR 2016 and get a free entrance badge please pre-
register online at the o�icial website of the show www.domotexasiachinafloor.com

“Bamboo Flooring Hosted Buyer Program 
– Anji Factory Tour” to be held at Domotex 
Asia/Chinafloor 2016 in Shanghai
DOMOTEX asia/CHINAFLOOR 2016 and the Business Bureau 
of Anji (ZheJiang Province) are jointly organizing the “2016 
Bamboo Flooring Hosted Buyer Program – Anji Factory Tour”, 
during the 18th edition of the show, giving professional visitors 
a unique opportunity to visit the “capital of bamboo flooring” 
in China, see the local factories first-hand and talk business 
with the local bamboo flooring manufacturers during pre-
arranged B2B meetings. The free-of-charge tour and factory 
visit includes two overnight stays in the city of Anji and one 
stay in Shanghai right after the exhibition. Places for this 
program are limited, therefore the organizer will act on a strict 
first-come, first-served basis. Download the application to get 
a full list of all benefits included in this program and apply at: 
http://domotexasiachinafloor.com/hosted-buyer-programs.

Australasian Timber Flooring Association Ceo 
To Attend Domotex Asia/Chinafloor 2016
Mr. Randy Flierman, CEO of ATFA is planning his visit to 
DOMOTEX asia/CHINAFLOOR 2016 this coming March amidst 
reinforced Sino-Australian trade relations with the China-
Australia Free Trade Zone pending implementation. “Australia 
has an opportunity to export solid timber flooring to China 
and the Asian region, with mosaic parquetry from Australia 
already featuring at DOMOTEX asia/CHINAFLOOR in the past 
two years” he stated. During this visit, ATFA will be “looking 
to build relationships and partnerships for future expansion 
into the Asian region, as well as strengthen ties with existing 
members who have international parent companies. We 
also intend meeting with our US NWFA counterparts with 
whom we enjoy a strong relationship, and we will assess 
from this visit our expanded participation in DOMOTEX asia/
CHINAFLOOR in the years ahead” Mr. Flierman concludes.



ISSUE 31 | 20168

The product and its installation
In this instance the owner had purchased 
the home and was not sure of the 
species or installation method, however 
the floor was considered to be a lighter 
toned northern NSW hardwood or mix of 
species that had been secretly fixed to 
battens over a concrete slab. Magnetic 
balls were used to pick up the spacings 
of the fixings at about 450mm centres 
and when tapping the floor along these 
fixing lines it sounded more solid. Hence 
this is typical of a floor on battens.

What is being investigated and why?
The floor was inspected to assess the 
damaged section of timber flooring 
in the kitchen area. As indicated, high 
moisture meter readings had been 
recorded, however checks on possible 
sources including the fridge, dish 
washer and nearby shower tray had all 
been tested and had all passed. When 
looking across much of the kitchen floor 
it was flat. However, near the fridge, the 
distortion in the boards was not cupping 
with raised board edges, as you would 
expect, but a bulge or raised section 
down the middle of the boards. The 

owner indicated that this started in one 
board and became more pronounced 
and then progressed to adjacent boards.

What needs to be considered? 
Well, firstly, if you see a di¥erent shape 
to the boards than you are expecting 
from the likes of water ingress, then you 
should also be thinking that this could 
be a di¥erent problem to that expected. 
Next, consider if there are any gaps at 
board edges in the floor. Where edges 
are tight, it often implies that the boards 
have taken on moisture and the floor is 
under expansion pressure. In this floor 
the boards were tighter near the fridge 
but further back there were some gaps. 
Following this you need to confirm 
moisture meter readings and for initial 
surveillance work a capacitance moisture 
meter is a good choice. By placing 
these meters on the board surface 
many readings can be taken quickly and 
without damaging the floor. Hence it is 
quick to compare adjacent floor areas.

Investigation
So out with the moisture meter and an 
interesting pattern of results occurred. 
Firstly, readings were high near the fridge 

and indicative of the flooring being 
moisture a¥ected, however, further away 
down some of the distorted boards the 
readings became lower than expected. 
How could this be? A quick check on 
other nearby boards indicated that the 
meter was reading correctly and gave 
readings that were more expected. 
So this presented another piece of 
information to be thought through.

Time for a little more invasive testing 
with a resistance moisture meter and 
the need to consider moisture variation 
through and into the bottom of the 
boards. For this, a hammer probe is 
generally needed to be able to drive the 
pins deep into the boards. Now as these 
meters damage the floor surface it is 
necessary to have the owner’s consent 
to use them and also generally not to 
use them where the damage, although 
small, may be highly visible. In this 
situation the ideal place was under the 
fridge and with the owners assistance it 
was gently rolled forward. But do note 
that it had already been considered that 
the timber in the floor was of a higher 
density species and therefore moving 

An unusual 
water source!

Case study...

You go to the kitchen one morning, and as you approach the fridge you look at the �oor 
and think to yourself, that doesn’t look right. The �oor is no longer �at. Ah no, we must 
have a fridge leak. But when you look around the fridge there is no obvious evidence 
of it leaking. So you wonder why the �oor is misbehaving and you decide that you had 
better get a plumber in to check it out. The plumber does a pressure test and tells you 
there are no plumbing leaks. Puzzled on this you call a builder, as surely it must be a 
building leak. Nothing obvious there either, but the builder had a moisture meter and 
does con�rm that the �ooring in front of the fridge is high in moisture content. Bit 
of a puzzle, but David Hayward will take you through the assessment of this �oor.

David Hayward 
ATFA Technical Manager
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the fridge would not indent the floor 
as could happen with a soft timber.

When using the resistance meter beneath 
the fridge it went in very easily, did 
damage the board more than expected 
but also clearly identified the problem. 
The meter, as shown in the photo 
(above) had exposed a termite gallery.

Now, note that the reading on the meter 
was nearly o¥ scale and therefore a 
significant amount of moisture. Also 
note the termite mud on the pieces of 
timber that lifted. So, where is the source 
of moisture? Most termite attacks on 
houses are from subterranean termites. 
Termites want to stay in the moist 
ground and travel in and out of the 
dwelling from their underground nest. 
However, from time to time they will 
decide to build a satellite nest which 
may be in a wall cavity or in this instance 
the floor cavity. In the process of doing 
this, they bring in large amounts of 
moisture. So now we know the source. 

One aspect mentioned above, was that 
down the length of these a¥ected boards 
away from the fridge the capacitance 
moisture meter readings were lower 
than expected. Capacitance moisture 
meters act as ‘density’ meters and in 
these boards the termites would have 
made their galleries and removed 
a lot of the internal wood. This was 
considered to have been the cause for 
the lower than expected readings.

Analysis and outcome
From the above most of the analysis 
is already done but what about the 
outcome. Well, firstly, when termites 
are discovered it is best to restrain from 
disturbing them and call the local pest 
inspector to attend to them. Once the 
all clear is given, after they have been 
eliminated, then repairs to the floor can 
be undertaken. This will involve replacing 
boards and may also mean that a larger 
area of the floor needs to be replaced to 
achieve a near matching appearance. 
To a degree, the repair approach taken 
relates to the amount of damage and 
ease of matching to existing boards.

What we can learn from this?
It is important when assessing this or 
any damage not to jump to conclusions 
before carefully analysing the problem. 
Although the moisture meter readings 
were high, the shape change in the 
boards was not as expected from 
the likes of a fridge leak. The termites 
had caused structural damage to the 
inside of the boards and also swelling 
pressure. Consequently the bulged 
shape in the boards. Instead of a 
plumber, maybe a floor inspector may 
have been a better initial option.

The other aspect that should be 
highlighted is the need to have the 
necessary inspection tools when 
assessing floor problems. Here a 
combination of both capacitance and 
resistance moisture meters were used. 
Each provided di¥erent but important 
information about the problem. The 
other tool used was the magnetic balls 
to help identify the fixings and type of 
subfloor over the concrete slab. Without 
the right tools it can be di³icult to 
adequately assess some problems. 
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Amateur theatre company the Bats has been the training ground for 
�edgling actors over many decades. The building was recently purchased 
and restored by celebrated �lmmakers Sir Peter Jackson and Fran Walsh.

The restoration included salvaging and matching the original timber �oor.

The Building
The building has been a place for amateur 
theatre since the 1930s. Building owners 
the Royal Antediluvian Order of Bu¥aloes 
(goodness knows what they got up to) had 
an ageing and dwindling membership, and 
couldn’t a¥ord to undertake earthquake 
strengthening of their building. The 
building was put on the market, which 
would have seen the Bats theatre company 
dislodged from their long-term home.

Sir Peter Jackson and Fran Walsh, who 
have a passion for the restoration 
of old buildings, mainly around 
Wellington, bought the building and 
o¥ered the Bats a long term lease.

The Wooden Floor
The original Matai 85mm timber floorboards 
were carefully removed and stored 
while the building was strengthened.

The salvaged timber floorboards were 
re-laid in the ground floor entry and bar 
areas over timber batons. Wellington-
based timber flooring company James 
Henry Ltd, who specialise in quality 
recycled wooden floors, supplied and 
installed matching recycled Matai timber 

floorboards in the upstairs kitchen 
and rehearsal areas, and sanded and 
coated all the timber floor areas.

The upstairs areas were laid by direct 
stick method over a new concrete 
subfloor and moisture barrier.

The floor was hand sanded so as not to 
remove the lipping and retain the original 
character. The floor was oiled with Haarlem 
Danish to highlight the natural beauty of 
the old timber and then coated with three 
coats of moisture-cured polyurethane.

Chris Northmore, owner and manager at 
James Henry Ltd said “The attention to 
original detail by the building contractor 
was incredible. The building owners 
wanted everything to be exactly how it 
would have been originally. They even 
had a film-set prop maker ‘painting’ rust 
back onto the restored stair balustrade.”

The Bats theatre company are 
now back in their restored home, 
set for another 80 years. 

Sir Peter Jackson 
renovates 80 year 
old theatre building 
in Wellington

Project pro�le...
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Carson Robison was born the son of a 
champion fiddler and whilst demonstrating 
natural talent as a child, he (Carson) was an 
accomplished professional musician at the 
tender age of 15 years. He was also a talented 
singer, songwriter and Whistler (a common 
accompaniment to recordings of the time), 
and whilst not very well remembered 
these days, he was quite famous in his 
day and credited with many successful 
recordings of which “Life Gets Tee-Jus Don’t 
It” recorded to banjo background music 
and spoken not sung is acknowledged 
as his most famous work which became 
a worldwide hit for MGM Records. 

Many of Robison’s recordings were event 
based songs and are said to often hold 
a political or moral message in the lyrics. 
“Life Gets Tee-Jus” laments the struggle 
to find relevance in everyday life and 
highlights the ever present risk of finding 
excuses to give up trying. The lyrics in 
“Life Gets Tee-Jus” depict a life where 
nothing positive can be found in everyday 
existence and all who try are doomed to the 
boredom of survival in a thankless world. 

Most if not all of us can attest to doing it tough 
at times for a myriad of reasons and the urge 
to lament life can be a powerful influence 
against one’s natural persuasion to objectivity. 
Life’s challenge was highlighted by Benjamin 
Franklin when he proclaimed in 1789 “whilst 
the new American constitution promised 

permanency, but in this world nothing can be 
said to be certain, except death and taxes.”

In more recent times, Malcolm Fraser 
paraphrased a quote from George Bernard 
Shaw’s Methuselah during his term as the 
22nd Prime Minister of Australia saying 
“Life wasn’t meant to be easy” when 
describing economic conditions of the day.

Whilst it is fair to say that the Fraser 
statement was not intended to misrepresent 
the original author of the quote, the full 
version of which portrays a di¥erent 
message: “Life is not meant to be easy, my 
child; but take courage: it can be delightful”.  

It can’t be denied that there are many 
reasons to lament life at times, but equally, 
there are many reasons to celebrate it and 
whilst a balance between positive and 
negative aspects should be viewed as an 
essential part of living, the profound words 
of Eleanor Roosevelt place responsibility 
for finding a balance on the individual 
when she proclaimed “life is what you 
make of it” (or words to that e¥ect). 

It is fair to say that we don’t always get to 
pick the cards that are dealt out, however 
we are in control as to how we play them. 
Keeping an ace up one’s sleeve does 
not necessarily equate to cheating.

God bless all my dear colleagues and 
best wishes for happiness in 2016. 

Life gets tee-jus don’t it?
The sun come up and 
the sun goes down,
The hands on the clock 
keep goin’ around,
I just get up and it’s time to lay down,
Life gets tee-jus don’t it?                                                     
Water in the well gets lower and lower,
Ain’t had a bath fer a month ‘er more,
But I’ve heard it said and 
it’s true I’m shore,
That too much bathing’ll weaken ya.                               
The tin roof leaks and 
the chimney leans, 
There’s a hole in my old blue jeans,
And I’ve et the last of the 
pork and beans,
Just can’t depend on nothin’.
Cow’s gone dry and the hens won’t lay,
Fish quit bitin’ last Saturday,
Troubles pile up day by day,
And now I’m getting’ dandru�.
Grief and mis’ry, pains and woes.
Debts and taxes, and so it goes.
Now I’m getting’ a cold in my nose,
Life gets tasteless, don’t it?

“Life Gets Tee-Jus Don’t It” 
recorded by Carson Robison 
in 1948 contains 10 verses.

Carson Robison 
(AKA Carlos B. McAfee) 
1890 – 1957

By Paul Kiely
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Timber decks surrounding 
swimming pools

For the area around a pool, timber decks are a great option. The 
swimming pool in either concrete or �breglass has a manmade 
feel, the paved coping and perhaps some embedded rocks 
adds another texture, but to link the pool into the surrounding 
gardens, you can’t beat the way a timber deck provides that 
natural and attractive transition. Timber is also a more forgiving 
surface underfoot compared to concrete or pavers and many 
comment that timber decking boards are cooler to walk on than 
composite decking, which again has this manmade appearance. 
However, you will also �nd that some will say that they have 
had trouble with their timber deck or dif�culty in maintaining 
it, and in such instances industry recommendations for these 
decks have often not been followed. So let’s consider what is 
necessary for best performance from your pool deck, taking into 
consideration that many of these decks are close to the ground.

The diagram indicates fundamental essentials to ensure best 
performance and we will quickly discuss these. Firstly, don’t 
create a ‘pond’ under your deck. This is imperative. In the 
diagram there is a fall to enable drainage away from the pool, 
a layer of plastic and well draining gravel or concrete, but note 
that if concrete is used then the bearers need to be packed 
so that rain water can drain beneath them. Once you ensure 
a free draining ground surface where water will not pond, 
you have gone a long way toward a successful installation.

The next aspect associated with this is ventilation and you 
need get as much air �owing as possible under the deck and 
through the gaps between the boards. Hence due care is 
needed with the design of the framing beneath the deck so 
that it does not greatly impede or stop air�ow. You will note 

that in the diagram a bearer and joist system is shown as it 
permits air�ow in both directions. Also, a gap is left to the 
coping around the pool and if the deck was to run up to a 
dwelling then a 40mm termite inspection gap is needed. This 
also provides for great ventilation adjacent to the dwelling.

So ventilation gaps should be placed wherever possible along 
the exposed edges and decks should never be fully boxed in. You 
may ask why is this? Well, rain water that penetrates through to 
below the deck will evaporate into the air creating high humidity 
air. This high humidity air needs to be removed, and will be by 
allowing air�ow beneath the deck. Failing to achieve this can 
cause the decking boards to absorb the moisture in the air and 
not only swell but also cup. The difference in moisture content 
between upper and lower board surface is what induces cupping. 

Now this point can’t be overemphasised, as it, along with 
good drainage, are main reasons why we see decking 
boards cup and in more severe cases, boards that have 
expanded to the point where they are tight together and 
then have buckled. In some instances this has also lead to 
decay. But also note that some quite minor cupping does 
occur in most decks, but is usually not overly visible.

So when designing the deck, what should be �rst on your 
mind is what you can do to create a space beneath that 
dries as quickly as possible and is also well ventilated. 

With this in mind, we next need to be concerned with material 
selection. If we start with the decking boards, recommendations 
are to use boards no wider than 90mm and at least 19mm 
thick. Yes, the likes of 130 x 19mm is not recommended for 
this application. The reasons being that wider boards are 
more prone to showing cupping, with wider boards there 
are less ventilation gaps at board edges in the deck and with 
wider boards, for the same increase in moisture content, there 
will be greater expansion, reducing the gap size between 
boards, more than with the narrower board. Note also with 
these decks we also recommend wider spacing between 
boards with gaps a minimum of 5mm as opposed to 3mm.

It is acknowledged that the conditions associated with these 
decks will be more severe than an elevated deck. Therefore, 

There is nothing nicer than entertaining friends on summer’s evening with a few 
drinks and a barbeque, and being out on the timber deck that seamlessly merges 
with your swimming pool. Often this necessitates that the deck is constructed with 
the decking boards perhaps only 200mm or so above ground level. But as pointed 
out by David Hayward, ATFA Technical Manager, to achieve such a deck that not 
only performs well but is aesthetically pleasing, a bit of homework is necessary 
when it comes to choosing the materials and also in the construction details.

David Hayward  ATFA Technical Manager

Case study...
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the timber framing beneath needs to be of higher durability 
and when within 150mm of the ground, the framing timbers 
used should be suitable for in-ground use, i.e. in-ground 
durability class 1 hardwoods with sapwood treated to H4 and 
softwoods treated to H4. Above 150mm from the ground, 
which usually includes the decking boards, above ground 
durability class 1 hardwoods with sapwood treated to H3 and 
softwoods treated to H3 should be used. It is also important 
that all cut ends have an oil based primer applied of water 
repellent preservative (either copper or zinc napthenate based). 

Now with regard to the �xing there are two aspects to be 
considered. The �rst being that the �xings need to be suited 
to the higher durability requirements of a wetter sub�oor 
and secondly that most pools are salt water chlorinated and 
this is very corrosive water. Within one meter of swimming 
pools, stainless steel �xings are needed. It should also be 
noted that some local authorities require stainless steel 
�xings within a certain distance of the coast. Further from 
the pool, hot dipped galvanised steel can be considered, 
noting that these are not zinc electro plated �xings. With 
coated proprietary steel �xings their suitability should be 
checked with the manufacturer. Also note that secret �xing 
systems or countersunk screw �xing of decking boards can 
facilitate easier refurbishment some time in the future.

Finally, you need to consider coating the boards. Some will say 
that boards need to be coated all round prior to installation 
and although this can have some bene�t it will not stop boards 
from cupping if the conditions beneath the deck remain wet 
for extended periods. Often, and particularly with certain 
timbers, coating manufacturers recommend that the exposed 
deck surface is left to weather for a number of weeks prior to 
applying a cleaning agent and �nish. They will also say that 
preparation is the key to how long a �nish will last. The �nish 
manufacturer’s recommendations need to be followed, don’t 
cut corners. Then consider the information they provide on 
maintaining the deck and the cost of the products. If one 
product lasts 50% longer between recoats and costs 20% 
more it can be more economical in long term. Also realise that 
there are some water based decking oils now on the market 
and higher quality products provide good results. Check out 
what is available and compare reapplication frequency.

Well there you have it, the main steps to getting that timber 
pool deck you desire. That natural transition between the 
pool and the adjacent gardens that will provide a great 
place to entertain. Following the above and the additional 
information in the ATFA Residential Timber Decks publication 
will go a long way to providing a deck that you will be 
happy with and that will serve you for many years. 

Slates to the edge to provide ventilation and stones for good drainage.

In contrast, insu³icient gaps at board edges, poor ventilation and 
wet subfloor conditions has resulted in severe decay.

This pool has a Kwila deck built close to the ground with 90mm wide boards 
screw fixed to durability class 1 hardwood framing. The deck is 10 years old.
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Member Pro�le...

Portugal Cork Qld has been in 
operation since the mid-seventies. 
Current proprietor, Frank Ryan 
began as a representative at 
Portugal Cork Qld in 1990 and 
started as Sales manager in 1992.

Frank Ryan purchased 
Portugal Cork Qld in July 
2008, he said, “it’s a bit like 
the Remington ad, I loved 
the industry so much I 
bought the company!”
There have been major changes to 
Portugal Cork since 2008, with the 
addition of various new suppliers such 
as Loba, Bona, Polycure, Alto, Sika, 
Toby, Feast Watson & Enviropro to 
name a few. We have also increased 
our stock holdings, working on the 
theory that if the trade believe they 

need anything Portugal Cork Qld 
will have it or know where to get it.

We pride ourselves on having one 
of the most comprehensive ranges 
with exceptional stock levels. Put 
simply, we don’t like to run out of 
stock of anything. Stuart Brown 
& Frank Ryan have over 40 years’ 
experience between them, so we 
o¥er a hands on experience that 
gives our customers peace of mind.

We believe through our sta¥ Jody 
Laughlin, Stuart Brown & Michael 
Pokarier, Portugal Cork Qld is a 
friendly, happy place to drop by and 
pick up your supplies, with a smile 
or joke the order of the day. We 
believe our customers & suppliers 
are our friends & we will do whatever 
they require to keep them happy.

I loved the 
industry 

so much I 
bought it!

Portugal Cork (Qld) have been the Lagler Australia distributor for Queensland since 1998. 
Frank Ryan and his team have a vast knowledge of not only the Lagler Floorsanding 
machines but all quality products in the Floorsanding Trade. Coupled with this 
expertise and experience is the their focus and commitment to their customers from 
Co�s Harbour to Far North Queensland. Lagler Australia could not hope for a better 
partner in Queensland to help promote the Lagler range of floorsanding machines.
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“ATFA MEMBERSHIP GIVES 
OUR CUSTOMERS AN 

ASSURANCE OF UTMOST 
PROFICIENCY AND 

PROFESSIONALISM. ATFA 
MEMBERSHIP REINFORCES 

OUR CREDIBILITY.”
John + Joseph Elasi

Floormania

AND GAIN THE FOLLOWING PROFESSIONAL BENEFITS...
JOIN ATFA

ph 1300 361 693
fax  1300 361 793
e admin@atfa.com.au
w atfa.com.au

• 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, ‘fi nd a member’ website, 
plus foundation membership for lifetime recognition.

• Benefi t 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.
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Enviropro water-based finishes.
A beautiful result for the environment.

High Wear Resistance Non Yellowing Low Odour*

Intergrain Enviropro, water-based timber floor finishes that don’t compromise on performance.  
*For more information visit us at intergrain.com.au/trade.

Low VOC*
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This article provides some introspective observations of 
the solicitor-client relationship and some tips on how to 
improve the experience. For further information, call me 
on 1300 60 5000 – and I won’t even charge you ;)

Do you know what you don’t know?
• I’m guessing you don’t. Often, potential clients will contact 

a solicitor, go through a set of facts and the solution 
recommended is totally different to what the client thought 
it would be. Remember - as Steve Jobs allegedly once said, 
don’t hire intelligent people and then tell them what to do: 
hire intelligent people and let them tell you what to do;

• did you know that a solicitor does not have to take you on 
as a client? There are actually situations where it would be 
wrong for a solicitor to act for you. Examples include.

· the solicitor has a con�ict, such as having acted for your 
opponent or there being some other reason why they are 
not able to provide you with fearless and impartial advice 
(e.g. they are related to your opponent or already act for 
the seller in a sales transaction where you are the buyer);

· the solicitor is not able to provide valuable assistance 
to you (e.g. the solicitor is not suf�ciently experienced 
in a specialty area of the law and should refer you);

· you actually don’t require legal assistance but need advice 
another professional (e.g. an insolvency practitioner);

• so who is the best solicitor to assist you? You 
should check this out carefully before calling. 
Good sources of information include:

· call the Law Society or Law Institute in your state. They 
keep a list of solicitors suitably quali�ed in different 
areas and can give you several numbers to call;

· internet research using a service such as LinkedIn 
or Google. Remember that a solicitor’s website 
will contain only positive information, however 
researching them further using Google or LinkedIn 
will give you more details about what they actually 
do and allow you to make an informed decision;

· ask around. Colleagues may have had a 
positive experience in the past and ATFA 
can also point you in the right direction;

Random tips 
• there are different methods of charging (e.g. billing 

according to the time spent, billing according to a �xed 
fee, billing where the solicitor only gets paid depending on 
you receiving a prede�ned positive result, combinations of 
these and there are others). Make sure a suitable method of 
charging is agreed before the solicitor commences work;

• always talk things over �rst. In person if possible but if not by 
telephone or Skype conference as a minimum. That way you 
can ask questions of each other, speak interactively and ensure 
that everybody is “singing from the same (hymn) sheet” - 
reducing the possibility of an expensive misunderstanding;

• remember that solicitors have other obligations and are 
not simply just “guns for hire”. Some other obligations 
include to the court, to the solicitors acting for other 
parties, to ensure the ef�cient and proper administration 
of justice and there are others. Some of these obligations 
are contained in legislation and the reason why 
solicitors should give you frank and independent advice. 
The motto of the New South Wales Bar Association 
“Servants of all yet of none” encapsulates this well;

• in this modern age of electronic communication, appropriate 
means of instructing your solicitor includes SMS message, 
voicemail messages, emails, messages sent on social media 
and �le exchange services such as Dropbox as well as the 
traditional phone call, letter or personal visit. If your solicitor 
isn’t willing to give you their mobile phone number or direct 
email address that will affect your ability to contact them 
quickly and perhaps you should consider other options;

The right solicitor for you
• ultimately, you need to locate a solicitor who should become 

a part of your team to deal with important issues such as 
expanding your business, putting protection in place when 
dealing with other parties such as customers or suppliers, 
dealing with divorce, �ghting off the government, a bank, 
an insurance company a regulator or some other party who 
has got it wrong. Accordingly, the right solicitor for you is:

· knowledgeable;

· hard working;

· contactable; and perhaps most importantly

· “on your wavelength”.

Spend some time getting this right and set yourself up 
with a valuable resource to call on when required! 

The blind leading the blind?
Client: How much will you charge for answering two questions?
Lawyer: Two hundred dollars. What is the second question?

Darrell Kake, 1Legal.
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Applying for finance can 
seem daunting, but it’s 
easier once you know 
exactly what you want 
and how to approach 
lenders. This guide can 
help you assess your needs 
and assist in preparing 
a financial application.
Assess your situation

Do you definitely need a loan?  
A loan may seem your ‘obvious’ 
solution, but there may be other ways 
to raise the funds you need. Explore 
these alternatives with either your 
accountant or financial adviser.

• If you have a need for equipment 
or vehicles, would it be better 
to lease rather than buy? 
Review the range of financial 
solutions in the marketplace.

• Do the assets you need have 
to be new, or would second-
hand be adequate?

• Can you provide equity from your 
savings or other assets (such as your 
home), or from friends and family?

Can you release internal funds?  
Can you release cash from within 
your business? For example:

• Through better inventory control 
and a quicker stock-turn rate.

• By selling assets, such as 
an expensive machine, and 
then leasing it back.

• By improving your debtor 
management to speed up cash flow.

• Through brainstorming other cash-
saving measures with your sta¥.

Bear in mind that lenders are likely 
to look at how e³iciently you are 
currently running your business.

Can the business service 
a loan or credit line?  
Lenders will assess the cash-generating 
ability of your business. Every business 

has a limit to the amount of money 
it can borrow without overstraining 
its capacity to repay the loan and still 
pay bills and business overheads. If 
your business is close to this limit, 
you may need to explore other 
options, such as equity investors.

Will the return outweigh the cost?  
Have you thought about how you will 
employ any extra funds? A productive 
loan will help the business grow quickly 
and increase profits. This is a wise 
use of financial leverage. Borrowing 
money to cover up ine³iciencies 
or declining revenues is not.

What you want to do with the 
money needs to be spelt out clearly 
in your business plan. It should 
show that you would get a better 
return than the cost of the loan. 

How do you start?
Talk to your bank or lender early 
on. You’ll learn if your proposal is 
acceptable, or what you need to change 
to make your plan a more bankable 
proposition. A bank or lender (Small 
Business Specialist) will provide forms 
and planning guidelines to prepare your 
formal request for finance and suggest 
professionals and advisers who can 
help you with some of the details.

Start by considering:

• how much you realistically 
need to borrow

• how much you’ll be 
contributing yourself

• security available on the loan

• business profit available 
to service the loan

• any existing debt and any 
other income sources.

Think about the amount 
Borrowing the right amount is important. 
Get help from your accountant and 
advisers to arrive at an appropriate 
figure. If you borrow too much, you’ll 
end up paying more than necessary in 
interest costs. The rule of thumb is to 
borrow as little as possible, but enough 

that you don’t need to apply for further 
funds for some time. Going back to the 
bank too soon can show you haven’t 
really thought through your plans.

New businesses 
If you’re starting up, ensure the 
amount you want will cover your 
set-up costs and leave su³icient 
working capital to run the business 
until it breaks even. An accountant 
can provide valuable advice on the 
costs you can expect and what to 
include in your business projections.

Strengthening your case
Prepare a business plan (or update your 
existing plan) that supports your funding 
needs. The SWOT analysis section 
(strengths, weaknesses, opportunities 
and threats) should be thorough 
enough to show you understand 
clearly why you need the finance.

• Provide a statement of your financial 
position – an overview of your assets 
and liabilities, your income and 
drawings, and any existing debt.

• Show you’ve had independent, 
professional advice to 
understand the legal and financial 
implications of your loan.

• Show how much money you 
have invested in the business and 
complete a Personal Statement of 
Financial Position, detailing your 
income and living expenses.

• Show what security you can o¥er to 
back the loan, such as real estate or 
other acceptable business assets.

• Explain your business capability 
and the strength of your team.

ATFA would like to acknowledge 
that they have formed a referral 
partnership with ANZ. If you require 
business finance for vehicles and/
or equipment or even funding for a 
home, an extension/renovation or 
commercial property loan, please 
contact Randy Flierman at the ATFA 
o³ice to discuss special arrangements 
ANZ can o¥er ATFA members. Our 
thanks to ANZ for the article. 

Applying for 
business �nance
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HARDLAM is an exciting new veneer-based 
timber product developed by Forestry 
Tasmania and other industry partners;

•	 HARDLAM	is	a	sustainable	value-added	
product,	it	utilises	small-diameter	low-grade	
logs	that	would	otherwise	be	converted	to	
woodchips.

•	 HARDLAM	is	made	from	Tasmanian	regrowth	
forest	timbers	resulting	in	a	product	of	
exceptional	strength	and	beauty.

•	 HARDLAM	can	be	used	as	an	alternative	to	
solid	wood	in	a	range	of	applications	including	
flooring,	stair	components	and	furniture.

HARDLAM	is	a	‘designer	log’	based	on	Laminated	
Veneer	Lumber	(LVL).	It	is	made	from	rotary	
peeled	veneer;	the	individual	veneers	are	
assembled	in	a	large	block	with	the	grain	
orientated	along	the	length.	HARDLAM	is	
manufactured	and	supplied	in	accordance	with	
all	relevant	Australian	Standards.

Oakdale Industries
80 Flagsta� Gully Link Rd, 
Warrane,  Tasmania 7018

(03) 6244 2277
oak.org.au

Forestry Tasmania
79 Melville Street, 

Hobart, Tasmania 7000
(03) 6235 8333

forestrytas.com.au
hardlam.com.au

HARDLAM

HARDLAM
Environmentally	friendly	
veneer-based	timber	product

3

ATFA DIPLOMA OF TIMBER FLOORING TECHNOLOGY

Successfully obtaining the ATFA Diploma represents that 

you have a strong knowledge and hands on skills across all 

attributes of the timber-flooring sector. Please contact the 

ATFA office if you wish to apply or to get the process started.

MEDIBANK PARTNERS WITH ATFA

Medibank is committed to being your health partner so it 

is offering you a 5% discount on your health cover. Please 

contact ATFA for the ATFA corporate ID require to obtain the 

discount.

DECKING AND LAMINATE INDUSTRY STANDARDS

In the months ahead, industry standards will roll off the 

ATFA production line for both timber decking and laminate. 

If you have any input or interest in these areas please email 

david@atfa.com.au to contact David Hayward. Otherwise look 

out for these publications in the months ahead.

Any questions on any of these initiatives or anything else 

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

admin@atfa.com.au or 1300 36 1693.

IT’S RENEWAL TIME

As we draw to the end of this financial year, you will soon 

receive our renewal invoice in the mail once again. We look 

forward to your ongoing support and continuing to make the 

timber flooring industry a strong and vibrant community of 

professionals. As always, any questions please give us a call 

1300 36 1693. f

Freecall 1800 880 888

Finishing is a breeze 
with the Lagler Trio

lagler.com.au

FROM THE DESK OF
Randy Flierman, CEO

Ph 1300 361 693 

Email admin@atfa.com.au
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The five reasons for having a Business Plan can be summarized into: 
Clarity; Commitment; Communication; Control and Completion. 

Let’s explore each of these in more detail ...

1.
Clarity

A Business Plan 
must clarify all of the 
issues surrounding 

your business. 

In Business Planning 
you analyse the options 

available and make 
decisions as to the 
best options for the 
path you want your 
business to follow.

This form of analysis 
and documentation 

(getting it out of your 
head and down on to 

paper) leads to greater 
clarity of purpose and 

direction for you as 
the creator of your 
business’ direction.

2. 
Commitment

Once documented 
in your Business 

Plan, you are now 
committed to a course 
of action. No longer 
are you able to ‘let 

yourself off the hook’. 

That course of action 
can be altered as 

circumstances and 
options change. 
If you do change 
course, you do it 

knowingly and with 
a commitment to the 
new course of action.

3.
Communication

Your Business Plan 
is a useful tool for 

engaging your team 
and your support 

network (including 
�nanciers) on your 

journey to even greater 
business success. 

To do this effectively 
it needs to be in your 
language and paint 
the picture of what 
your business looks 
like, step-by-step, 
into the future. 

Your Business Plan will 
have short, medium 
and long term goals 

that inspire those who 
want to know where 

the business is heading.

4.
Control

Your Business Plan will 
contain a multitude 
of control points. 

“What you measure 
you manage” ... so a 
Plan with plenty of 

control points will be a 
tool you use to support 

you in managing 
your business. 

Better still, your team 
will know of their 
respective control 
points and ‘self-

manage’ their areas 
of responsibility.

5.
Completion

A Business Plan is a 
tool to assist you to 
get to a ‘completion’ 

or a ‘milestone’. 

Business is always 
changing! Because 
of these constant 

changes it is easy to get 
distracted, waver from 
a course of action or 
‘loose it’ all together. 

From a point of 
completion, whether 

achieved to your 
total satisfaction or 
not, you then have 
the opportunity to 
review and revise 

your Business Plan 
and move forward to 
the next milestone.

Five Great 
Reasons
for having a 
Business Plan

So there you have it, the �ve ‘Cs’ of Business Planning. Any one on its own gives you 
a great advantage which is compounded as you add more to the list.

Special Offer
Here is a great opportunity to check if you are ready to develop a Business Plan for your Business. Brightwater Business 
Coaching is offering 5 complimentary Business Health Checks to the �rst 5 Business Owners who respond.

Send an email to bizplan@brightwater.com.au with “I’m Ready” in the subject line and your name 
and business name in the body of the email. Alternatively you can call 1800 242 366.

You will receive a report and one Hour Business Coaching Session which is valued at $955.00.

Anthony Davis, 
Brightwater Business Coaching
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Specialising in quality 
kiln dried hardwoods, 
Spotted Gum, Iron Bark, 
Blackbutt & Tallowwood, 
in 19mm Flooring 14mm 
overlay, decking, cladding 
and internal lining board.

p 07 41294976
e info@howardsawmill.com.au

Facebook is an always-
changing platform, yet 
so many businesses 
don’t maintain or change 
their pages to meet with 
the changing nature 
of social media.
More and more businesses are turning 
to Facebook and that means more 
competition for your business. You need 
to up the ante! Here are some tips that 
will help you reinvigorate your page.

Change your cover photo
Facebook provides you with the 
opportunity to share rather large visuals 
and it’s a shame that more businesses 
don’t make the most of this space, but 
that also means it’s an opportunity for 
you. Have some fun with your cover 
photo. Use this space to show who 
your business is or to share important 
information you’ve included.

Try to change your cover photo at least 
every two to three months. It creates 

a new point of interest and attracts 
your followers towards your page.

Facebook also o¥ers a ‘Call to Action’ 
button within your cover photo. Here, 
you can add links and draw people right 
to your website, email sign up etc.

Update your ‘About’ section
The information in the ‘About’ section 
on a lot of business pages is out of date 
or far too short. Review what you have 
displayed here, make sure it’s up to date 
and that you have made the most out 
of this opportunity to present yourself.

Include information about what 
your business does; who you are 
and why people should use you. 
Also, make sure that your contact 
information is up to date.

Visual Content
Share visuals regularly. This provides you 
with the opportunity to demonstrate 
your work to a wide audience. This 
will not only act as a testimonial, 
but it can also provide people with 
inspiration for their own homes.

Visuals aren’t limited to images; video 
content is showing substantial growth 
in popularity on social media.

Our tips for video are – keep it short 
15-30 seconds is ideal, upload your 
videos directly onto Facebook and 
make sure they aren’t too blurry.

Create value
Remember, the aim of the game 
is to provide your followers with 
value. Share tips, information 
and think outside the square.

By positioning yourself as a 
knowledgeable person that provides 
value you are staying at the forefront of 
someone’s mind. When your audience 
members are in a position to make 
a purchase they will be more likely 
to consider you as a front-runner.

Comments, questions? 
Feel free to get in touch:
Jessica@socialconceptsconsulting.com
www.socialconceptsconsulting.com

Facelift Your 
Facebook With 
These 4 Tips Jessica Humphreys, 

Social Concepts
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Distributed by Synteko Pty Ltd.
call 02 9406 8100   www.synteko.com.au   info@synteko.com.au
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Cushion handle:
less vibration

All-around
striking cap

Short casting
for closer end-wall

reach

Click valve 
inside

 ● Available as a Cleat or Stapler nailer
 ● Optional roller base available

 ● Eco-Friendly 0% voc, no solvents
 ● Extremely Durable (100% solids)
 ● Fast curing
 ● R10 slip rating
 ● Sourced from renewable 

raw materials

Hardwax Oil

Perfection in Timber Flooring Installation   

Loba Australasia 
5-7 Strong Avenue, Thomastown Vic 3074

PH: 03 9460 3444    M: 0419326976
E: lobafloor@outlook.com

Whether Your Next Solid or Engineered Timber 
Flooring Project needs a 

First Class Loba Timber Finishing System  
or 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” 

Bullet Proof Moisture Vapor Barrier & Acoustic Rated Adhesive
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Filler?
I Don’t See 

No Filler!

www.timbermate.com.au

Timbermate
Wood�ller

So Good,
You’ll Never Know

It’s There!

Toll Free: 1800 35 4811

To attract and retain Gen Y in this high-turnover era 
we must meet their top 5 workplace needs. This 
comes straight from our research of Australian Gen Y 
workers and in order of importance they look for:

1. Work/Life Balance
For Generation Y their job matters, however it is not their life – but rather it 
provides funds that fuel their life. In addition to their job they may also be 
juggling study, friends, family, sport, other work and community involvements. 
So when it comes to their work schedule and overtime, think: flexibility.

Remember: if there’s a clash in the work-life balance, life wins!

2. Workplace Culture
This has to do with the relationships with others at work. For Generation Y 
social connection with peers is one of the top retention factors. Not all of 
them have support from home so they are looking for a place to belong.

Remember: they want community, not a workplace. Friends not just colleagues.

3. Varied Job Role
Gen Y like change - it’s all they’ve ever known. So o¥er variety in their job 
description and combine it with responsibility and promotions where possible.

Remember: Many quit jobs not because there is a compelling reason 
to leave, but because there is no compelling reason to stay.

4. Management Style
The ideal supervisor is one who values communication not just 
authority. One who leads by example and involvement and not just by 
command and control. Gen Y’s are just beginning their careers so o¥er 
support, mentoring, positive feedback and public recognition.

As John Maxwell says “If you’re leading, and no one’s 
following – then you’re just out for a walk”.

5. Training
Generation Y know that in the 21st Century it is essential to keep their skills 
up to date. In fact Generation Y’s who receive regular training through 
their work will be more motivated to stay with their employer.

So today training is more than a tool for productivity – it is a tool for retention.

By Mark McCrindle, an award-winning social researcher, best-selling author, and 
influential thought leader. He is regularly commissioned to deliver strategy and advice 
to the boards and executive committees of some of Australia’s leading organisations.  

Attracting 
& Retaining 
Generation Y



SikaBond®
Timber Flooring Systems

Sika® Primer MB
3-in-1 epoxy primer, 
moisture regulator and 

SikaBond® –T55(J)
High Strength, polyurethane
timber flooring adhesive

 Low VOC
 Excellent bead stability
 High bond strength 
 Flexible adhesive allows for the   

      natural movements of timber

Sika® Primer MR Fast
Water based epoxy primer,
moisture regulator and 

 Fast Drying - 4hrs
 Easy Application
 Applies white - dries clear
 No Odour

 One coat application
 Very low moisture vapour 

 

      emission rate (MVER)
 Solvent free - 100% epoxy
 Blue tint

Sikafloor® Level Pro
High performance self  
levelling underlayment

 Levels from 0mm—50mm
 Fast drying; floor coverings    

     18- 24hrs
 Great levelling capacity - highly   

     flowable

 

SikaBond® Trowel
Trowel for SikaBond 
wood floor adhesives

 B11 Notch Size 5mm  x 6.1mm
 Notches on 3 sizes 

 
Rubber Comfort Handle
Carbon Steel Construction

aus.sika.com
1300 22 33 48

surface consolidator surface consolidator

SikaBond® -58 Wood Floor
Solvent Free polyurethane timber 
flooring adhesive

 i-Cure Technology
 Solvent Free
 No unpleasant Odour
 Easy Spread
 Low VOC
 Green Star Compliant
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Snaps 
from around 

the traps – Industry 
forums and golf days, plus 

joint SCRIA/ATFA event.

(If you would like a chance for 
your snaps to appear in Around 

the Traps, send your photos 
to admin@atfa.com.au)

Around the traps...

your snaps to appear in Around your snaps to appear in Around SikaBond®
Timber Flooring Systems

Sika® Primer MB
3-in-1 epoxy primer, 
moisture regulator and 

SikaBond® –T55(J)
High Strength, polyurethane
timber flooring adhesive

 Low VOC
 Excellent bead stability
 High bond strength 
 Flexible adhesive allows for the   

      natural movements of timber

Sika® Primer MR Fast
Water based epoxy primer,
moisture regulator and 

 Fast Drying - 4hrs
 Easy Application
 Applies white - dries clear
 No Odour

 One coat application
 Very low moisture vapour 

 

      emission rate (MVER)
 Solvent free - 100% epoxy
 Blue tint

Sikafloor® Level Pro
High performance self  
levelling underlayment

 Levels from 0mm—50mm
 Fast drying; floor coverings    

     18- 24hrs
 Great levelling capacity - highly   

     flowable

 

SikaBond® Trowel
Trowel for SikaBond 
wood floor adhesives

 B11 Notch Size 5mm  x 6.1mm
 Notches on 3 sizes 

 
Rubber Comfort Handle
Carbon Steel Construction

aus.sika.com
1300 22 33 48

surface consolidator surface consolidator

SikaBond® -58 Wood Floor
Solvent Free polyurethane timber 
flooring adhesive

 i-Cure Technology
 Solvent Free
 No unpleasant Odour
 Easy Spread
 Low VOC
 Green Star Compliant
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TOP 3
Business tips for 2016

Everyone is busy and seems to be getting busier.

Time has become the most precious of 
resources, so even one tip to make it work 
better for you is always worth listening to.

Here is a selection for you to choose from:

• Keep ONE diary. It is tempting to keep an 
electronic one (phone, computer) and a 
paper diary. OR splitting the diary into work 
and social. All the experts say one diary 
will help you manage your time better.

• Emails – Manage how often you check your 
emails. The sound of them arriving can be 
distracting, so if you are doing something else, 
turn it o¥. If you can, allocate times during the 
day for email checking, rather than randomly 

responding throughout the day and night. 
Remember YOU are in control of your phone, 
tablet and computer, not the other way around.

• Identify time wasters – Be conscious where 
you are spending most of your time. Once 
identified there may be ways to make the 
task more e³icient. Good systems are 
a great way to maximise the time spent 
on a task. Technology can help improve 
your processes and procedures. 

If you can save 10 mins a day this small amount 
can add up to big things eg. time with the 
family, working on your business (rather than in 
it) and taking time out to manage your stress.

Keeping it simple from all angles is 
a good way to start the year.

Business tips by Jacki Mitchell, Business Expert

How would you describe what your 
business does in 30 seconds?

Imagine you are in an elevator when someone 
asks you the question, “What do you do?”.

• This answer can help you grow your business, 
and spread the word about what you do. 

• This answer will clarify in your head 
what your business is all about.

• This answer has to be remembered by the 
person asking, so they can tell their friends 
and become your mobile sales team! 

• So keeping your pitch simple, short 
and interesting will reduce the 
risk of ‘Chinese whispers’. 

TIP – Be conscious of using laymen terms 
not industry jargon to consumers.
Repetition, Repetition, Repetition is the key 
to all good communication, so practice your 
simple pitch and if it is successful, you will get 
a follow up question. Remember you must get 
the listeners attention in the first place, and then 
give more details as the conversation progress.

TIP: Dangle the carrot to encourage 
the asker to take a bite!
Practice a simple consistent explanation. This first 
impression will set the scene in the mind of the 
person listening (could be a potential customer). 

So, how do you answer the question at a 
BBQ, “What do you do?” I’m listening...

Are you keeping your stress levels in check?

Business is going through unprecedented change 
and the digital revolution is making the growth of 
business challenging and more stressful at times. 

Stress will: 

• Freeze your brain

• A¥ect your productivity

• Hurt your business’s bottom line, and most 
importantly make you unpopular at home!

Simple ideas like keeping a notepad beside 
your bed, exercise, or a massage – something 
to keep your stress levels in check. Make 
it regular – whatever works for you!

STRESS 
MANAGEMENT

DO YOU HAVE 
AN ELEVATOR 

PITCH?

TIME 
MANAGEMENT 

TIPS

1

2

3
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FEBRUARY...

Feb 18th Auckland NZ – Trade Night

Feb 25th Perth – Flooring Morning

Feb 26th Melbourne – Golf day

MARCH...

March 1st Webinar – Managing insurance 
work on water damaged floors

March 8th Brisbane – Prefinished Products 
Installation Rules 1 day workshop

March 10th Brisbane – Flooring Morning

March 16th Sydney – Trade Night

March 22nd to 24th Shanghai – Domotex

APRIL...

April 13th Perth - Prefinished Products 
Installation Rules 1 day workshop

April 14th Adelaide – Flooring Morning

April 20th Melbourne – Trade Night

April 27th to 30th North Carolina – NWFA Convention

ir talk with Emma Watt

The National Employment Standards 
currently allow employers and award-
free employees to make an agreement 
about cashing in annual leave. However, 
if employees are covered by a modern 
award that does not provide for cashing in 
annual leave, it would be a breach of the 
award for an employer to agree to do so.

Employees covered by awards such as the Building 
and Construction General On-Site Award 2010 or 
the Manufacturing and Associated Industries and 
Occupations Award 2010 have not been able to cash in 
excess annual leave without making a formal enterprise 
agreement, approved by the Fair Work Commission.

Sometimes an employer agrees to an employee’s request 
to cash in a week’s annual leave to provide some ready 
cash for a large bill, such as vehicle registration. However, 
this is unlawful, and could potentially lead to prosecution, 
and a �ne of up to $51,000 for the employer.

A Full Bench of the Fair Work Commission decided as part 
of the Modern Award Review in 2015 that all modern awards 
will be varied to include cashing in provisions for annual leave.

At some point in the future (not yet!), an employee covered 
by a relevant modern award will be able to cash in up to two 
weeks’ annual leave in any twelve month period, provided that:

• The employee is paid at least the full amount that would 
have been payable had the employee taken the leave; and

• Cashing out leave does not result in the employee’s 
accrued entitlement falling below four weeks.

Up to date copies of modern awards can 
be found at www.fwc.gov.au

Emma Watt specialises in advising small to medium sized 
businesses in the timber and furnishing industries. She o�ers 
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

All the Standards you need!...

Sai Global
www.saiglobal.com

SAI Global helps organisations manage risk, protect 
reputation and perform better in an increasingly complex 
and interconnected ethical and regulatory environment. 

Wood Solutions
www.woodsolutions.com.au

WoodSolutions is an industry initiative designed to 
provide independent, non-proprietary information 

about timber and wood products to professionals and 
companies involved in building design and construction.

Modern awards to 
be varied to allow 
employees to cash 
in annual leave
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Manufacturer & Supplier of 
Contemporary End Grain & 
Mosaic Parquet Flooring.

australiantimbercompany.com.au

8

Why ATFA training can make you 
money in the long run

Have you ever wondered why some businesses seem 

to thrive and others just seem to plod along? The answer 

is simple. Those businesses that invest in training move 

forward faster. 

Studies have shown when individuals learn new material 

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

a lot of other possibilities and opportunities. ATFA training 

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

increase your skills you increase your competitiveness in the 

marketplace. 

Online training

We  introduced a new learning format with online training 

in 2012, which means that technical knowledge can now be 

gained in the comfort of your office. No hassles of having to 

down tools or drive across town. This year’s topics include: 

There is more to resistance moisture meters than just taking 

a reading and Checking sub-floor space suitably before floor 

installation. There is no cost to ATFA Members. 

Face-to-face training

This year we’ve streamlined training.  Assessing Timber 

Floor Performance is still on offer , which has been a hit 

so far around the country. It’s sister course the Assessing 

Timber Floor Coating Performance workshop is also 

available. Both courses are designed to give you a greater 

understanding of the pitfalls to avoid and to assist in more 

informed decision making when you are on the job.

 

8” and 12” 
belt/ drum
combo sander

Elite 3 edger

GALAXY MACHINES
buy direct from the importers

parts • service • leasing available

info@synteko.com.au • www.synteko.com.au

Synteko Pty Ltd.
Call: 02 9406 8100

www.galaxyfloorsanders.com.au

Your new skills can also save 
you money from avoiding costly 
mistakes. So invest in yourself and 
your business today. 

Magazine

Put your brand in front 
of 7,500 timber �ooring 
professionals with...

Contact the Australasian Timber 
Flooring Association for a media kit...
ph 1300 361 693
admin@atfa.com.au
www.atfa.com.au



Apply Eco Prim PU 1K Turbo AU 
• moisture curing and rapid drying polyurethane surface 

membrane
• ultimate in moisture transmission reduction
• one coat application system 
• internal use only
• 28 day old concrete up to 95% RH (one coat)

Apply Planiseal EMB 
• 100% epoxy moisture barrier for concrete substrates
• ultimate in moisture transmission reduction
• one coat application system 
• 3 coverage rates available for varying moisture vapour 

emission conditions
• internal use only
• 7 day old concrete over 95% RH

moisture vapour barrier:

Ultraplan  
• ultra quick-hardening self-levelling smoothing compound
• ideal for smoothing substrates under timber flooring
• high mechanical strength
• exceptionally smooth finish
• set to light foot traffic in 3 hours
• install flooring after 12 hours
• very low VOC content

levelling compound:

Eco Prim T  
• All purpose solvent-free neoprene primer to improve the 

adhesion of levelling compounds on all absorbent and  
non-absorbent substrates - very low VOC

primer:

Please refer to relevant product data sheets for further information.

Mapei are a world leader in the supply of solvent-free, innovative timber flooring adhesives and related products to 
the building industry. Mapei possesses all the technology and can supply a complete range of innovative products 
adapted to all installation systems, on any scale. Mapei offer high performance products with cutting-edge technology 
to complete a perfect installation every time.

concrete substrateconcrete substrate

The perfect combination - Mapei products and your expertise!

self-levelling compound

Ultraplan

timber adhesive

Ultrabond Eco S955 
or Ultrabond P990 1K

primer

Eco Prim T

engineered timber flooring

moisture vapour barrier

Eco Prim PU 1K Turbo AU or Planiseal EMB

Ultrabond P990 1K
• ready to use, polyurethane, moisture curing adhesive
• solvent free, no unpleasant odour
• excellent rib stability
• low expansion and viscosity
• used for all sizes and formats of  wooden flooring including,  

pre-finished parquetry, laminates, solid wood and planks
• suitable substrates: concrete, cementitious screeds, old 

timber, properly prepared ceramic & marble floors 

or

or

Ultrabond Eco S955 1K 
• ready to use silitated polymer-based adhesive  
• isocyanate, solvent & water free 
• excellent rib stability
• low expansion and viscosity
• used for all sizes and formats of prefinished, laminated, 

lamparaquet, parquet timber flooring planks 
• suitable substrates: concrete, cementitious screeds, old 

timber, properly prepared ceramic & marble floors
• suitable over heated screeds

adhesive:

For more information visit www.mapei.com.au






