Are you and your

Responding to

Project profile...

Member profile...

manufacturer getting the

customer complaints.

The Wellington

Bosch Timber Floors...

most from each other?

Page 10

Museum.

Thirty years of experience

Page 12

and still plenty to learn.

Page 06

Page 22

ISSUE 38 | 2018
A PUBLICATION FROM THE AUSTRALASIAN TIMBER FLOORING ASSOCIATION

Photo: APN Timber Floors, winner Commercial Floor of the Year (Solid) 2017.

Understanding
durability requirements
with timber decks.
Page 18

How timber
floor coatings
dry and cure
Page 14

Why did my
bamboo floor
shrink so much?
Page 24

National Wood Flooring
Association Expo 2018

Page 28

INNOVATIVE PRODUCTS
FOR YOUR NEXT PROJECT

The PERFECT combination - Mapei products and your expertise!

engineered or solid timber flooring

timber flooring adhesive
Ultrabond Eco S955 1K (engineered timber flooring) or
Ultrabond P990 1K (solid and engineered timber flooring)
self-levelling compound
Ultraplan
primer
Eco Prim T Plus
moisture vapour barrier (if required)
Mapeproof 1K Turbo or Primer MF
concrete substrate

moisture vapour barrier

primer

levelling compound

or

Mapeproof 1K Turbo or Primer MF

adhesive

or

Eco Prim T Plus
(undiluted)

Please refer to relevant product data sheets for further information.

For further information please contact
Mapei on 07 3276 5000
Email sales@mapei.com.au
Website www.mapei.com.au

Ultraplan

Ultrabond Eco S955 1K or Ultrabond P990 1K
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As I am coming near to the end of my term as President of ATFA I am
continually reminded, as I talk to our members, how inspirational and
courageous the small business owner members of ATFA are.
I use the word COURAGEOUS in defining our members because as a small
business owner myself I understand how difficult it can be to run a business. It’s
not always easy. We have to make hard decisions that are not always pleasant.
We stress over our finances and futures. We lose sleep because of a build-up
of stress. We probably drink too much sometimes. We may even take out our
frustrations on those we love. But I understand what the COURAGEOUS small
business owner has to endure, and I respect each and every one of you.
You might say that you don’t feel COURAGEOUS and with perspective maybe
running a small business is not as courageous when compared to other situations.
I have recently been in Vietnam for my yearly visit to help orphaned and poor
children. These kids have literally nothing apart from their craving for love and
affection. Perhaps their COURAGE is something that can inspire us. Being in
Vietnam for ANZAC Day I have also met many veterans who served during the war.
I have been to the dawn service at Long Tan and visited Nui Dat where our troops
served, and I cannot imagine the COURAGE these men and women faced daily.
Hopefully we never have to call on that ultimate test of courage as these troops did.
So, given how courageous others can be, why do I think a small business owner is
also courageous? COURAGE is about making a choice. For us it’s a business choice
and usually many choices every day. But we make these difficult choices because we
strive to see our businesses succeed. If our business can succeed, then perhaps we
can provide opportunities and a lifestyle for our family that those without courage
cannot. I am reminded of a quote by Brene Brown which sums up courage - “You
can choose courage, or you can choose comfort, but you cannot choose both”.
So, to all the ATFA small business members I say: THANK YOU for
choosing COURAGE over comfort. THANK YOU for choosing ATFA.
TOGETHER WE GROW
Cameron Luke
President ATFA
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ATFA update June 2018

CEO update...
THE PROS AND CONS OF
STANDARDS, REGULATIONS
AND GUIDELINES.
Our industry has all of the above in one shape or another, but what are
they and what do they mean to us in timber flooring land?
The Pros – regulations and industry standards provide
us with some order, a set of rules to play by, they ensure
a minimum level of quality for a job outcome. The
Cons - there is a lot of confusing, misleading, outdated,
incorrectly perceived or just plain wrong information that
businesses like yours need to work through and decipher.
The National Construction Code (NCC), sits at the top
(you may remember it as the Building Code of Australia).
It’s a regulation and is performance based, so to all intents
and purposes a law. Often you will see the term ‘Deemed
to Satisfy’ (DtS) in respect of the set of conditions on how
to undertake something. Timber flooring per se is not really
covered by the NCC, nonetheless it does call up certain
aspects and some Australian Standards in a less direct manner.
These include the new slip ratings that were introduced in
2015, as well as fire ratings, subfloor ventilation requirements,
acoustic performance in apartments, flooring in wet areas,
energy efficiency and timber decks in bushfire zones. AS 1684
Residential Timber Framed Construction (often referred to as
the Timber Framing Code), which does contain information
pertaining to structural floors, is called up by the NCC. As a
result, timber flooring indirectly becomes part of the regulation.
Australian Standards (AS), and New Zealand Standards
(NZS) are often considered as the be all and end all deciding
factor, but Australian Standards are technically a guideline
and often outdated. Tribunals or courts will, at times, look
past the applicable AS and use a more current publication
as its benchmark for a decision. Australian/New Zealand
Standards do not normally take precedence over manufacturers
guidelines, though some circumstances have occurred
when they are used to assess the circumstance along with
manufacturers guidelines. While AS 1684 has some relevance
to our industry, there is no other installation Australian
Standard. There is, however, an Australian Standard for
sanding and finishing (AS 4786.2 Timber flooring – sanding
and finishing) and some for grading timber, including – AS
2796 Timber – Hardwood – milled and sawn products.
Likewise, although some jurisdictions have ‘Standards and
Tolerances Guides’, these too are just a guide, usually very
brief and in some instances quite out of sync with industry
expectations. ATFA keeps working with the respective
4

jurisdictions to update these and we have seen improvement
in some locations. As with Standards, these too are
sometimes looked past in preference of industry expertise.
Then to manufacturers’ guidelines. Generally, these
are at the top of the hierarchy that a tribunal or court
will take note of (NCC notwithstanding). It is after all
their product, so the manufacturer (and/or importer –
remember that someone importing a product into Australia
or New Zealand is deemed the manufacturer) should
know how their product is best treated. For many that
is true, however some overseas companies or importers
have not converted their guidelines to suit Australian or
New Zealand conditions and some just get it wrong.
How do you get through this maze of
information? Here’s a simple checklist:
• Is any part of the job impacted by the NCC – if yes, read
up on the regulation (the NCC is downloadable for free).
• Carefully read the manufacturers guidelines for any products
you’re using. If common sense tells you something isn’t
gelling, verify it in writing with the manufacturer or look for
other sources, e.g. the ATFA Industry Standard. While most
reputable companies will have sound installation/application
guidelines, some are absent or don’t appear correct. If the
guidelines don’t correlate with known industry practices, the
best advice is to walk away from that product, if possible.
• Read the Industry Standard – ATFA now covers all
aspects of the timber flooring industry with a Standard
aligned to each type of product – and these are constantly
updated and current. Most often these are second only
to manufacturers guidelines and in some cases, where
manufacturers guidelines are absent, they take precedence.
• You should make yourself familiar with Australian
Standards and Standards & Tolerances, to
make sure you’re covering all the bases.
If in doubt, speak to the ATFA Technical Staff.
Hope this helps you through the maze!
Randy Flierman
ATFA CEO
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ATFA Industry Awards.
Gold Coast here we come!
On the back of another successful awards in Sydney in July 2017, ATFA listened to the loud cry to take the awards North to the Gold
Coast for 2018. Your wish is our command and September 1st will see the next ATFA Australasian Timber Flooring Industry Awards at
the Crowne Plaza in Surfers Paradise. The Gold Coast provides a fantastic opportunity to take a short break with the family, as well
as attend the awards. The time of year means its warn enough to enjoy the sub-tropical conditions of Queensland and it’s a quick
break before silly season kicks in. And make sure you get your entries in early - you never know, you might go home a winner as well!

The Dinner
Proudly sponsored by Hurford Hardwood the dinner is expected to be attended by 200 plus industry
representatives, and make sure to bring your partner. ATFA is a big family and we want to share this
amazing event with you and yours – there will be an MC, band and dance floor to jig the night away,
in addition to pre-dinner drinks and a three course sit down dinner and beverage package.
Registrations are available via the ATFA website https://www.atfa.com.au/events/atfa-gala-awards-night/
or call the ATFA office for the invitation on 1300 36 1693. A 10-person table booking is $1750 or $180
per individual. Accommodation at the Crowne Plaza starts at $169 room only (if you get in early).

The Awards
All the awards as per the changes introduced in 2017. Enter via the ATFA website at www.atfa.com.au/2018-atfa-awards-entry-form
Solid Timber Floor of the Year Awards
(entries close June 15th) including:
• Solid Residential
• Solid Commercial
• Solid Stair proudly sponsored by:
• Solid Recycled
• Solid Innovative
• Timber Deck of the Year
Pre-finished Floor of the Year Awards
(entries close June 15th) including:
• Pre-finished Residential
• Pre-finished Commercial
• Pre-finished Stair proudly sponsored by:
• Pre-finished Innovative

ATFA Awards for Excellence
(entries close August 3rd) including:
• Contractor of the Year
• Apprentice of the Year
• Employee of the Year
• Showroom of the Year
• Distributor of the Year
• Sales Representative of the Year
• Retailer of the Year
• Innovative Product of the Year
• Avant Garde of the Year
• Timber Deck of the Year
• Our considerable thanks to the Excellence Awards sponsors:

• Timber Deck of the Year

On behalf of the industry, our considerable thanks to all the sponsors.
Timber Flooring Week
All events are now set for Timber Flooring Week on the Gold Coast August 28th to 31st. These are all
free events with the exception of the mill tour, which has a small $25 fee. These include:
• Wednesday August 29th 10am to 6pm, Loba Australasia – venue TBD
• Thursday August 30th Boral Sawmill Tour 7.30am to 3pm (and again return after the Rubio
Monocoat event) – bus pickups and return via Floorsanders Trade Supplies.
• Thursday August 30th 3pm to 4.30pm, Rubio Monocoat – at Floorsanders Trade Supplies
• Friday August 31st Marques Flooring Trade Show 9am to 1.30pm, with a multitude of exhibitors – at Marques Flooring
• Friday August 31st Fiddes Australia 2.30pm to 4pm – at Floorsanders Trade Supplies
• Friday August 31st ATFA Happy Hour 6pm to 7.30pm – at Crowne Plaza Gold Coast

Register for any or all at https://www.atfa.com.au/events/timber-flooring-week/
ISSUE 38 | 2018
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Are you and your
manufacturer getting the
most from each other?
Daniel Wright Australian Sustainable Hardwoods

I’m going to take a punt and guess that sales people
regularly knock on your door… Am I right?
Do they bring value in their visits? They should. You may well be
quite satisfied with their occasional drop in or advice over the
phone when you need it, and that’s how it should be.
But how many of you arrange the time to knock on their door? It might
surprise you to think that a visit to your manufacturer every once in a while,
can be of extreme benefit both up and down the supply chain.
Australian timber mills and flooring manufacturers are finely tuned processes,
designed to serve your client through a specialist supply chain. Each of us
have processes in place that are designed to benefit the end user and these
benefits create a competitive edge over your competition. The edge that
helps you sell more, save more, win more, reduce complications, create
solutions. (Your mate in sales probably explained these already).

There might be some people reading this that think
‘wood is wood - It’s all the same’. If this is you, you’re
giving early warning signs that you’re prepared to price
match that discounted clearance centre down the street.
I think I speak for most of us high end manufacturers when I say that you should take
a drive to your manufacturing supplier to see their operation. I’m sure they would love
to show you the latest at the mill. Or the newest high-tech machinery installed. Or to
explain the benefits of their product and to teach you first hand why they do what they
do. Often, you will find, it is to give you and your customer that competitive edge.
6
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Take a tour of the mill and ask why things are done the way they are.
There is nothing quite like seeing to help understanding. Use that
information to gain the edge over the discounted clearance centre down
the street and help bring your customer on a journey that teaches them
the benefit of your product in comparison to the cheaper one.
While you’re there, take the opportunity to sit down and talk with the owners or
production managers at the mill who don’t often get out on the road. Tell them
about your market and your customers. You might think that you have explained
this to the sales rep before. You probably have. Chances are that your rep has
passed that information on many times but you’d be surprised how solutions
can be formed when clients and production managers are in the same room
together bouncing around ideas. That’s how some of our best ideas are created
– by you. A visit like this might be the most productive you have all month.
There’s a lot to be learnt both up and down the supply chain. Sharing information
is key. It is when we share information in both directions and combine that with an
understanding of each other’s abilities that we create even better value propositions
for our end user. And that means more profit with fewer problems for each of us.
So, go on, give your manufacturing supplier a call.

ISSUE 38 | 2018
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Adhesives and Moisture Barriers

It’s like
having
insurance
for your
floor...

PU280

Z 615

MS260

moisture blocking primer

levelling compound

timber flooring adhesive

A one component, solvent free
waterproof primer for priming porous
and non-porous subfloors and
forrigidifying soft subfloor surfaces.
Premium moisture barrier for "green"
concrete slabs, no mixing equired, fast
curing, easy to spread.

Designed to deliver flexibility and
ease of use whilst providing an
improved self levelling for a
smoother flatter laying surface. Z615
is low dusting and fast
drying, trafficable after a few hours
and allows laying of most flooring
after 24 hours.

WA K O L M S 2 6 0 Wo o d F l o o r i n g
Adhesive is a one component, hard
flexible, and premium adhesive for the
interior installation of wood floorings,
such as solid strip, plank, finger
parquet, engineered wood plank and
laminate. MS 260 has excellent sound
reduction properties, long working
time, "low slump" properties and high
tensile strength.

Bigger
25Kg Bag

a superior adhesive
that resists cupping
and shearing.

why wait...
prime then lay
before lunch..

MADE IN GERMANY
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For further information please contact Loba Australasia on 03 9460 3444
Brett Scarpella 0419 326 976
email: info@loba.com.au
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TIMBER FLOORING
TECHNIQUES PROGRAM
KICKS OFF

As this magazine hits your
desk, ATFA is about to deliver
the second Timber Flooring
Techniques Program (TFTP)
for the year in Perth WA,
scheduled in July 2018.

The first of these revamped programs was delivered earlier in the
year, in Melbourne (March 2018) with a full group of participants.
In addition to having a great time, participants followed the full
installation (inclusive of site preparation), sand and finish process
with a range of demonstrations and hands-on opportunities. The
feedback provided by participants after the program was exemplary.
After your feedback via the last ATFA survey, we re-invented this program
in a shorter format and with less impact on your working hours – starting at
12.30pm and running through to 8.30pm in the evening. We also reduced
the cost, subsidising this program due to its importance for transfer of
vital skills. The program is designed for contractors and for those simply
needing to know more about floor installation, sanding and coating.
This is the only course of its type in Australia and
New Zealand and a must for everyone!
Thanks to the Supporters

Why ATFA?
#1 Accurate information
All the accurate timber
flooring information
you’ll ever need at
www.atfa.com.au
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ATFA wishes to express our sincere thanks to the training
crew, led by Robert Clague and ably supported by
Peter King, Andrew Sherriff and Dave Meyer.
Furthermore, this program couldn’t occur without the enormous
generosity of supporting companies. Most prominent is Hurford
Hardwood, who donated the venue and the timber flooring and are
major supporters of training. Other contributing businesses who
supplied machinery, coatings, adhesives, abrasives, ply and pine stud
included – Tait Flooring, Lagler Australia, Festool, Synteko, Loba,
Sika, Saint-Gobain and Hermes. Our considerable thanks to all.
9

Responding to
customer complaints
Phil Buckley, ATFA Inspector, Mint Floors & Shutters

Responding to complaints by customers can be tricky. We have all had a
customer – be it a client of a builder, retailer, contractor, architect or supplier,
who doesn’t accept perfectly normal and acceptable elements of the work.
However, we have also probably all done some things that didn’t work out as
planned and the issues then are genuine. So how do we best respond?

Emotions can run high in talks regarding defective

At this stage, you need to be clear on your position and

workmanship or products and an emotional response to a

have a good understanding of the issues. You must know:

client’s concerns is never helpful. A good way to keep emotion
out of the discussions from the very start is to simply listen

• The result the client is after

to the issues being explained in full without interrupting

• How to get that result

or trying to defend yourself. This can sometimes be easier

• How the issue happened

said than done but allowing the customers to express their
concerns can be 80% of what they are trying to achieve.
Once you have let the customer explain themselves in

• Whether you feel the issue warrants remedial measures, and
if so, are they aligned with the customers desired outcomes

full, shifting attention to the solution to the problem as

• What is the likelihood of achieving the results the client desires

quickly as possible must be the priority. The best way to

• What are the costs of completing the remedial works

do this is to ask the client what they want. Often you will
get a vague answer to this question - ‘I want what I paid

• What are the costs of NOT completing the remedial works

for’, or my favourite: ‘I just want my new floor to look like

Once you have a decided on a position you would like to take

my old floor’. So press for specifics. Get a clear idea of

it is important to act quickly. This doesn’t mean rushing to a

the outcome the client is after in relation to individual and

decision or jumping straight into a remedial measure. It means

specifically identified items. Once you have this information,

communicating with the client early and often. Explain your

you can start to evaluate possible remedial measures.

position calmly and clearly. If you feel the client’s concerns
are not justified, have patience when you are explaining
why, and it always helps to back up this position with a thirdparty reference. This could be an ATFA information sheet, an
Australian Standard or a Manufactures Warranty document.

10
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Why ATFA?
#2 A dedicated team
ATFA staff here to help
you with all your industry
needs 1300 36 1693.

It is also vital that all communication of note is recorded in
writing. In fact, it would be my advice to ensure communication
with a client is always done in writing on every job – even if
it is a brief email to summarise a phone conversation or site
meeting. Clarity in communication from the start of a job will
help all parties avoid issues throughout a project cycle. These
records are also important if the issue cannot be resolved
and the matter finds itself before a tribunal or court.
Finally, if all parties can’t agree on a way forward, suggesting
an independent ATFA inspection is the next best step. An
ATFA inspection is completely independent and will not
favour any one party unjustly. We identify the issues, collect as
much information and data as possible, then produce either
verbal advice or a formal report outlining the issue, probable
causes and possible remedial measures to move the issues
forward. You may be in a position to suggest sharing the costs
of an inspection or report, but keep in mind that that would

AUSTRALIAN
OAK
ENGINEERED
FLOORING
YOUR EASIEST WAY TO BEAUTIFUL
HARD-WEARING FLOORS
Australian Oak flooring is available in
190mm x 15mm wide boards. Visit
www.vicash.com.au/engineered-timber-flooring
or call a specialist on 03 5139 7070.

25

15

YEAR
STRUCTURAL
WARRANTY

YEAR
WEAR
WARRANTY

vicash.com.au

mean the full report would be shared with both parties.
Good communication, clear procedures and careful
workmanship will help avoid most issues in our industry.
When things go wrong, stay calm and focus on solutions
– and if all else fails, give us a call to sort it out!
ISSUE 38 | 2018
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Project profile...

The Wellington
Museum

12
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The Wellington Museum occupies
a historical building on Wellington’s
waterfront, right in the heart of the
City on Queens Wharf. Built in 1892
it was originally Wellington’s bond
store – all imported goods would
have come through this building.
Queens Wharf would have been a
thriving commercial wharf at that
time, frequented by sailing boats
from all around the world. Roll
forward over 125 years and sailing
boats have made way for tourist
boats and the main commercial
activities are bars and restaurants.

Before

After

Through the middle of the building is an original
grand staircase which rises up over three floors. The
stairs’ timber is a mixture on NZ Rimu and Kauri.
During the 1900s the building was the
home of the Wellington Harbour Board and
unique leather treads were added.
Our company, James Henry Ltd, was contracted
to refurbish the treads and rises. We consulted
with the building’s current owner, the Wellington
City Council (there were quite a few people
interested and very protective of their staircase!)
and undertook a trial on the first flight of stairs.
The leather treads were absolutely unique and
were not able to be removed, so it was all hand
sanding, working carefully around the leather.
We coated with Rubio Monocoat – Pure. The
staircase has been really transformed and
looks ready to last another 125 years.
It was a challenging project. The building is now
a busy museum, open seven days a week and the
staircase also leads to function rooms which are
often used in the evenings and weekends. We
managed to schedule times, mainly afterhours and
weekends, and worked away steadily over a period
of about two months. Using the Rubio Monocoat
was a huge advantage – the lack of odour meant
that it didn’t annoy the building occupants, and the
short drying times meant that the stair was able to
be used the next day. The zero-VOC also fitted nicely
with the Council’s preferences of keeping solvents
and other nasty products out of their buildings.
It was a remarkable project to be involved with. Not
only was it very satisfying for our guys, who worked
tirelessly on the hand-sanding and hand-coating,
but an excellent showcase project as well.

ISSUE 38 | 2018
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Technical article...

How timber floor
coatings dry and cure
Phil Holgate MRACI, ChChem, FATFA. TAMSA International Consulting.

Questions are, at times, asked as to how wet coatings convert
into useful dried films. Water-based and solvent-based
coatings dry and film-form differently and the mechanism
by which films form is dependent on whether the polymer
(the resin component) is in the dissolved or dispersed state.
For solventborne coatings the polymer is dissolved into
a solvent which, as it evaporates, leaves a continuous
film as the polymer chains are intimately mixed.
For waterborne coatings the polymer resin consists of
discreet small particles suspended and dispersed within a
mainly water carrier. Film formation requires the evaporation
of the water carrier and coalescence (joining together)
of the discreet, co-solvent softened individual suspended
resin particles left behind after the water evaporation.

Film forming mechanism
Aqueous polymer dispersion
(Solid Content: 30-60%)
Evaporation of water

Stage II

Particle deformation, T > MFFT

Stage III

Stage IV

Coalescence

Interdiffusion of polymer chains

• The dry film converts to a useful tough film by a ‘curing’
(also termed cross-linking) process. This may be by:
• Reaction with oxygen in the air. This may apply to:
• One pack waterborne Polyurethanes
• Waterborne Oil Urethanes and Alkyds
• Hard-wax oils
• Use of cross linking additive or accelerator. This may be:
• Metal salts for waterborne Oil or Alkyds
• A 2 pack via Polyazeridine. Typically, 2%
addition – note that this is very toxic.
• A 2 pack via Isocyanate – typically 10% addition rate
• A 2 pack via Carbodiimide – Isocyanate
free, typically 5% addition rate

Waterborne Coatings
Consider the following diagram:

Stage I

• Full evaporation of the co-solvent then
leaves a continuous dry film.

Arrangement of particles, close
contact
Deformation of the polymer
particles
Surfaces of polymer particles
are disappearing: polymer
chains intermix

Oil Based Coatings
The following diagram best explains the drying and curing
process of oil-based coatings. Most are vegetable oil-based
coatings that cure by involvement of oxygen in the
crosslinking or curing process. Metal salts are incorporated
to act as accelerators of the curing process and without
these an oil-based coating might take some days to cure.
Evaporation of solvent
Oxygen penetrating into the paint film

Polymer interdiffusion, leading
to a mechanical stable polymer
film

A key component of waterborne coatings is a ‘co-solvent’.
Co-solvent’ is the abbreviation of ‘Coalescing solvent’ which
describes its role in the formulation. The co-solvents are
strong solvents that partially dissolve the resin particles left
after water evaporation. Of the 100% total mixture of a waterborne Polyurethane coating, 50% of this may typically be
water, 15% may be a co-solvent and 35% actual Polyurethane
resin. Note that the co-solvent is the main component of the
VOC (Volatile Organic Content) of a waterborne coating.

Binder molecule
with reactive groups

Wet film

Solventborne Coatings
Moisture cure polyurethanes cure by water molecules
entering the evaporating applied film. This is similar to the
above diagram for oil-based coatings with water molecules
rather than oxygen entering the evaporating film.
Evaporation of solvent

• The water will evaporate first leaving the resin
particles dispersed in the co-solvent.

14

Base molecule with
two reactive groups
Curing agent
molecule with
three reactive groups

In the process of drying:

• The co-solvent softens the resin particles and in turn is
evaporated leaving the fused polymer or resin particles.

Dry, cured film

Wet film

Dry, cured film

ISSUE 38 | 2018

Why ATFA?
#3 Grass roots
training and events
Up-to-date training that
addresses your onsite
needs and current topic
events bringing the
industry together.

The curing agents are usually:

Less Crosslinking

More Crosslinking

• Free isocyanate: typically, 5% unreacted
isocyanate is intentionally left in the wet one pack
solventborne polyurethane from manufacture. It
is this that reacts with moisture in the air to form
the Moisture Cure Polyurethane – ‘MCPU’.
• A ‘part B’ in a 2-pack polyurethane. This is
essentially isocyanate dissolved in solvent.
Crosslinking / Curing
Cross-linking is the process of joining, or linking, across
polymer chains (molecules) of the dried coating, whether
these be oil, polyurethane, acrylic, polycarbonate or
some other coating. Without this joining of adjacent
chains, the coating will be soft with very little wear
resistance – totally unsuitable for timber floor coating.

Reasons for crosslinking:
• Improvement in mechanical properties
• Wear, tear and abrasion resistance
• Stain and chemical resistance.
For further information on this subject contact
Phil Holgate on the ATFA Coatings Hot Line
0414 793 237 or tamsaconsult@hotmail.com

245

Hardwax Oil

Cushion handle:
less vibration
Click valve
inside
All-around
striking cap

Short casting
for closer end-wall
reach
●

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

Distributed by Synteko Pty Ltd.
call 02 9406 8100 www.synteko.com.au info@synteko.com.au
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Technical article...

Before

After

Salesmanship
& confidence.
Greg Ceglarski, Scribed Flooring

If you are with your client in their home and you are both looking down on a worn-out
carpet or bare subfloor, they have a decision to make, and you have vital information
to convey to them regarding the importance of the decision they are about to make.
Purchasing floor coverings can be up there as the third-biggest

Once that’s out of the way and your client understands it,

purchase, behind the house and car, that a lot of people will

the next thing to explain is that once they get one of your

make in their lives. We as timber floor professionals do have a

floors, their home will be worth more after it’s done. The end.

responsibility to give truthful and correct information, and the

No more questions asked. This is not a new theory. This is a

best part? Timber floors are usually the right choice. Here’s why:

fact. I would go as far as to say that most of my customers

If the client needs new carpet for their $400K home, they
may spend $8-$10K on a nice carpet, but their home will still
be worth only $400K. They are now $8-10K worse off. Simple
math. If you install a nice timber floor, they may spend double
that: $16-20K. Now, the first thing to explain to your customer
is that they are not spending $16-20K with you, as they are
already spending up to $10K anyhow. All you are asking for is
the DIFFERENCE between the carpet/tiles/vinyl or whatever they
need as upkeep of their home. I’ve often been with clients and
they’ve gone, “Man, $30K is so much money!” The first thing

have more money after I’m done, after they have given
me 20, 30, 50 or 80 thousand dollars. I know the job I do I
will add more equity to their home than the amount they
have spent. Think about that, let it sink in. Your client buys
carpet. They are worse off monetarily after the transaction.
However, if they buy from you, it’s just the extra you’re asking
for and once you’re done, they will be financially better off.
Using the above example there are two options:
1) $400K home with carpet. They are $8K worse off.

to remind them? “You have already committed to spending

2) $400K home with timber. Now that’s a $420K+ home.

$15K; that’s gone out of your bank account already. The only

Selling your timber floor is easy. Just have the clients’ best

question to ask yourself is, “Should you invest the extra $15K
on this timber floor?” It’s a lot easier to get someone to part
with $15K than $30K. They need something on their floor; I’ve

interests at heart, and you will continue to successfully - and
ethically - help people and get paid handsomely for it.

never sold a $30K floor, just a $15K upgrade. Much easier!
16
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Before

After

Now that you have belief in selling timber floors, have belief in

One of the sessions that was taught to a bunch of us green

yourself. Let me explain how I was taught self-confidence:

sales guys and girls was this: Even though we were only a

The company I worked for in the ’90s was then, and still is
now, owned by a hard-nosed salesman who started it in
1975. A large portion of our time was spent in sales training
and I am proud to say that even though I’m an installer, I also
call myself a salesman: I sell me, I sell what I can do, I sell
Scribed Flooring and I sell our team. I would love to share
some of my early sales training and how I use it today.

few weeks into our career, we, being enthusiastic flooring
professionals, were already in the upper echelon of this
industry. What they continued to instill in us was that it did not
matter if we were talking to a lawyer, a surgeon or the prime
minister of Australia, we also were the “surgeons of sanding”
or even the “Prime Minister of Spotted Gum” meaning we can
look into their eyes without intimidation, knowing they are
talking to the best person for them at that moment. We are

As a brand-new salesperson, you may be nervous with clients

equals; no one has ever looked down at me while doing this

(I certainly was). When you’re on that doorstep about to

job as part of this fantastic profession, and no one ever will.

knock on the door, you may feel your heart beating harder.
Now remember, if you’re there to measure and quote on
a job, you’re there because that’s how the process usually
works: Some call it selling, but some see it differently.
What gets you the job is confidence.-. confidence in yourself,

If you’re reading this article you are 1) probably an ATFA
member 2) have made your profession Timber Flooring and
3) have gotten down to this sentence, then I’m sure you,
too, are the “Prime Minister of Timber” and always have
confidence in everything you do and say. No one is better!

confidence in your product and confidence in your price.
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Technical article...

Understanding
durability requirements
with timber decks
David Hayward ATFA Technical Manager

When considering the word durability, we probably think about how long something
will last. With timber decks we certainly want them to last, so what do we need to
know about the durability aspects associated with timber decking timbers? In this
article David Hayward, ATFA Technical Manager, will explain why it is paramount
to have a sound understanding of timber durability when installing any timber deck,
because when durability aspects have not been adequately catered for, decks have
only performed for short periods before needing major work or replacement.
How long would be reasonable for a timber deck to last?
Well, there is information that indicates that the target
design life should be 50 years, and this is what needs to be
taken into account when the choice of timbers to be used is
made. What we are looking for is lasting performance, where
the timbers used must be able to withstand the hazards
associated with exposure to sun and rain, termite attack and
decay fungi. It should however be noted that these hazards
vary throughout the country with some being more severe
in tropical locations, a little less severe in cooler climates and
significantly less severe in Australia’s drier inland regions.
Some timber within trees is naturally more durable and it is
important that we have an understanding of this. Trees are
classified into hardwoods (broad leafed trees) and softwoods
(conifers or pines) and both contain heartwood and sapwood.
Sapwood is the timber beneath the bark and is often lighter
in colour than the heartwood further in and extending
to the central core of the tree. In hardwoods the natural
durability of the heartwood varies between species, with
many species having high natural heartwood durability but
a significant number of other species having low heartwood
durability. When considering softwoods used in decking, the
heartwood of all but one species is of low durability. In both
hardwoods and softwoods of all species the sapwood is of
low natural durability, but in most species the durability of
the sapwood can be increased to be highly durable through
preservative treatment. Treatment chemicals have very little
penetration into the heartwood and therefore the natural
heartwood durability is not greatly enhanced by treatment

When hardwoods are used externally it is therefore necessary
to ensure that the heartwood is suitably durable and that any
sapwood present has been preservative treated to cater for
the hazards. Similarly, in softwoods it is necessary to ensure
that the sapwood is treated to withstand the hazards and
then to limit and encase with preservative the low durability
heartwood. There is one special exception to this which is
White Cypress. In this softwood the natural chemicals in the
heartwood provide natural resistance to both termite attack
and decay and contrary to other softwoods, the sapwood is
resistant to treatment and hence sapwood needs to be limited.

chemicals. These concepts are outlined in the diagram.
18
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Common decking timbers are therefore rated in terms of the

moderate. This therefore relates to the likes of decking boards and

natural durability of their heartwood and are given separate

posts in stirrups. The hazard H4 relates to in-ground conditions and

ratings for use in ground and above ground. Timbers are

where decay conditions are more severe. For posts in-ground, H5

allocated both in-ground and above ground durability classes.

treated posts are to be used in Queensland and are recommended

- the conditions in-ground being much more severe due to

in NSW. In Victoria and Tasmania H4 and H5 treated posts are used.

moisture, presence of termites and the possibility of warm
conditions which promote decay. There are four classes, with
class 1 having the highest durability and class 4 the lowest.

For decking boards, we need to consider the natural durability of
the heartwood to withstand the hazard, the level of preservative
treatment of the sapwood to withstand the hazard and also the

In addition to rating natural durability, the environmental hazards

hazard itself in terms of where the timber is being used. In addition

are also rated. Of relevance to timber deck installations are hazard

to this, when decks are close to the ground in termite prone

classes H3, H4 and H5. Hazard class H3 represents a hazard

areas, only termite resistant hardwoods should be used. What we

where timbers are not in contact with the ground but still weather

need to consider with reference to the diagram is the following.

exposed and the presence of termites and conditions for decay are

Hazard Class H3 Above Ground
• Hardwoods need sapwood
treated for an H3 hazard and
natural above ground timber
durability of class 1 or 2.
• Softwoods need sapwood
treated for an H3 hazard
and limited heartwood.
Hazard Class H4 And H5 Below And Close To Ground
• Hardwoods need sapwood
treated for an H4 or
H5 hazard and natural
below ground timber
durability of class 1.
• Softwoods need
sapwood treated for an
H4 or H5 hazard and
limited heartwood.

continued »
ISSUE 38 | 2018
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Understanding durability
requirements with timber decks
continued
Decks that are close to the ground, where the hazard (risk

members or inadequately preservative treated timbers are used.

of decay) is greater, require decking boards that similarly

The first photo shows a joist supporting the decking decaying,

need to meet an H3 hazard, but the framing timbers

while the second photo illustrates the result of untreated LVL

below need to be suitable for an H4 or H5 hazard.

used as bearers that were not suitable for weather exposure.
The third photo shows where a lack of ventilation increased the

The ATFA and others provide detailed information in

hazard beneath the deck, boards swelled and closed off the

their publications on species durability classes and

gaps at board edges, exacerbating the dampness beneath the

termite resistance along with application information

deck to the point where the decking boards decayed. But was

for the different species that are used.

this also contributed to by decking boards where the durability

In conclusion, you need to be aware of what can occur when

class was not appropriate for this application? Food for thought.

timber durability is not fully appreciated, and incorrect timbers

Low durability class timber

Untreated LVL bearers

Inadequate subfloor conditions

Timber durability is an essential consideration with timber decks

close to the ground. At times inappropriate hardwoods have

and if installing a deck, you need to have a sound understanding

been used externally and decking of inappropriate durability

of timber durability classes, hazard levels and termite resistance

class has been used in the locality that the deck is installed

requirements. It is then a case of putting the right timbers in

to the detriment of the final product. So, spend some time to

the right place. It should also not be presumed that a particular

understand these concepts and note that your fixings require

framing member for an elevated deck will be suitable for a deck

just as much consideration, but that is a story for another day.

Water, Fire &
Mould Restoration
Industry
Dehumidiﬁer, Air Scrubber, Air Movers &
Accessories
A New Brand in the Water, Fire & Mould Restoration Industry – International Patented technology
that uses heavy duty roto body, epoxy coating coils
and Australian approved.

6/413 Dorset Rd, Bayswater VIC 3153
Technical information App : www.disasterequipmentrental.shareableapps.com
6/413 Dorset Rd, Bayswater VIC 3153
info@alorair.com.au | https://alorair.com.au
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For quality,hard wearing & durable coatings use Urethane Coatings

ORGANIC OIL COATINGS
Available in: Gloss,
Semi Gloss, Satin & Matt
• Modified Oil Gloss
• Modified Oil Satin
• Modified Oil Matt
• Tungseal

SOLVENT BASED COATINGS
• Monothane
Moisture Cure Single Pack
Polyurethane
Available in High Gloss, Semi Gloss,
Satin & Matt
•

Duothane
Two Pack Polyurethane

These systems have moderate VOC’s
& are an ideal choice for coating new
timber floors.

Available in High Gloss
Regular or Fast Drying.

www.urethanecoatings.com.au

2K

Tel: (02) 9666 3888

WaterKote

®

The 2K WaterKote® Range
WaterKote® SEALER
WaterKote® 2K GLOSS
WaterKote® 2K SATIN

Available in 5.5L Kits
(5-L sheen(s) & 500-ml Hardener)

WaterKote® 2K MATT
WaterKote® 2K HARDENER

URETHANE COATINGS
A DIVISION OF ERA POLYMERS PTY LTD

Head Office: 2-4 Green Street
Banksmeadow NSW 2019 AUSTRALIA

Tel: +612 9666 3888
Fax: +612 9666 4805

Member profile...

Bosch Timber Floors...
Thirty years of experience
and still plenty to learn.

2018 sees established Perth distributor Bosch Timber Floors reach the
mark of 30 years in business. In 1988 a charismatic Dutchman, Alf Bosch,
took the leap from being a flooring sander polisher to starting his own
business supplying the products he had been using for years.
The early years of the business saw the
Bosch Family all heavily involved, with
Alf’s sons David and Peter learning the
floor sanding trade, whilst wife Erika
and daughter Monique were busy in the
office ensuring the administration side
of things was well run. After 15 years
Alf handed over to eldest son David
who stepped into the hot seat. David
enjoyed 5 successful years in charge but
decided to own and running a business
was not his passion, so in 2008 David
sold Bosch Timber Floors to Richard
Catlin who is now about to pass the
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ten-year mark as owner of the company.
With two locations and seven staff,
Bosch Timber Floors continues to do
its best to keep up with the latest trends
in a world that never stops changing.
The business is a one stop shop for
the timber flooring industry.This starts
with a wide range of solid Australian
timbers flooring, which is complimented
with engineered flooring, bamboo,
laminates and more recently vinyl
planks.“If it looks like timber or it is
timber, then you are likely to find it in
our showroom” Richard indicated.

Bosch Timber Floors sells timber to
retail customers via its showroom then
facilitates quality contractors to complete
installations, sanding and coating. Given
the niche nature of the timber flooring
industry, there is a fine line between
contractors being competitors and
customers, but the Bosch Timber Floors
philosophy has always been, ‘the mark
up on timber belongs to the supplier and
the mark up on installing a timber floor
belongs to the installers and sanders’.
In its trade centres, the business stocks
a wide range of products for the trade

ISSUE 38 | 2018

professionals. Bosch Timber Floors
are the national agent for the highly
respected brand of Frank Pallmann
floor sanding machines that they
import directly from Germany, as well
as offering vapour barrier, adhesives,
abrasives, coatings and any other
accessory required for achieving a firstclass finish on a timber floor installation.
Richard readily admits, “We are not as
big as some of the other distributors
in Perth, so we make it our business to
try a little harder to provide excellent
service and ongoing support for our

ISSUE 38 | 2018

customers. I’m sure we don’t get it right
all the time, but we would like to think
we get it right more often than not”.
With thirty years in business, it’s fair
to say, Bosch Timber Floors have
established some great long-term
relationships with suppliers, customers
and other industry partners.“I think the
formation of the ATFA, which was still
in its infancy when I first took over at
Bosch Timber Floors, has been a great
catalyst for creating a stronger industry
community” Richard said. He added,
“I do get a little frustrated when I hear

some people in the industry knock the
organisation based on what they think,
having never been a member. What is
clear to me is that the more involved
you become with the ATFA and its
programs, the more you learn and the
stronger your knowledge becomes.”
30 years of business survival and
success is a great achievement,
but as everyone at Bosch Timber
Floors knows, in this competitive
environment there is always more to
learn and do to stay successful.
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Case study...

Why did my
bamboo floor
shrink so much?
David Hayward ATFA Technical Manager

Life is full of surprises - some good, some not so good. A surprise can be defined as
something that happens which you don’t expect. With bamboo flooring we do not always fully
appreciate what can result in shrinkage movement in the product and when it happens, this
can come as a surprise. We may instantly question the installation practice or the manufacture
of the product, but often the locality, environmental conditions and dwelling environment
have not been fully appreciated, nor how seasonal changes can affect the installation. In this
case study, ATFA’s technical manager David Hayward will take you through one such case
where high levels of shrinkage were contributed to by more extreme weather conditions and
when we say more extreme, we also need to realise that just because weather conditions can
be more extreme, it does not necessarily mean that they do not occur relatively frequently.
The flooring product
The flooring was a coffee coloured strand woven
bamboo product 125mm x 14mm with a glueless
jointing system that had been floated on a foam
underlay on a concrete slab subfloor. The flooring
had been laid throughout living areas of the
dwelling including the entrance, lounge, dining,
kitchen and hallways. In a section of the dwelling
between hallways and the main living areas, an
intermediate expansion trim had been installed, so
that the maximum floor width was just over 6m.
What is being investigated and why?
The dwelling was a new build and the floor was
only a few months old when high levels of shrinkage
and separation at some board joints within the floor
were observed. The degree of movement had not
been experienced previously by the supplier of
the product and concerns were expressed over the
initial moisture content of the supplied product. In
other respects, the floor generally had an attractive
appearance as shown in the photo and in this
area no signs of any problems were observed.

24
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What needs to be considered?
Shrinkage is associated with flooring changing
from a higher moisture content to a lower moisture
content. Two aspects that need to be considered
with this are the moisture content of the flooring
and the conditions that the flooring is exposed to.
It would not be expected that the shrinkage rate
would be greater in a specific batch of flooring as
production practices are fairly set and such a cause
would be considered most unusual. So, in this
instance we would primarily assess the degree of
movement, along with product moisture content,
and also what may have affected the internal
environmental conditions to make them dry.
Investigation
Firstly we need to consider the degree of movement
that is present. We know that moisture meters in
strand woven bamboo floors are going to give
variable results, but a quick check did not suggest
anything unexpected. We also know that the
flooring had a nominal cover width of 125mm and
when measuring some boards from a spare box
of flooring, the boards also measured 125.0mm.
Next we determine the width over 10 consecutive
boards in the floor. This measurement in a wider
section of the floor was 1244mm, which would
suggest that there has been 6mm of shrinkage
over ten boards. The floor in this area was 50
boards wide so that equates to about 30mm of
shrinkage, and yes that is significant movement.
The three photos provided illustrate different
aspects of the shrinkage in the floor. The first
photo shows where the flooring has pulled out
from beneath a skirting by about 12mm. The
second photo demonstrates boards separating
within the main body of the floor and the third
photo some movement at a skirting where
the floor width is narrower in a hallway.
continued »
ISSUE 38 | 2018
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Case study...

Why did my
bamboo floor
shrink so much?
continued
If floor areas are not fully compartmentalised (that is segmented
into smaller areas that can move independently from each
other), then the movement in a floor will not always be even
and in this floor, the shrinkage was much more evident to
one side of the living area when compared to the other.

been laid inland of a coastal city by about 50km and we also
know that the further inland you go in this locality, the drier
the conditions, particularly in the afternoons. To assess this,
weather data can be downloaded the Bureau of Meteorology
and analysed. This revealed two things of importance:

The second aspect to consider is product moisture content.
Spare flooring was tested by the oven dry method and the results
indicated board moisture contents at about 8%, with an initial
cover width of 125.0mm. Bamboo flooring is often manufactured
at about this moisture content, so nothing unexpected there.

Firstly, following the installation of the floor the weather was
very dry, you could call it extreme, as it also coincided with the
dry time of the year. In the city, the average monthly relative
humidity (a measure of how dry the air is) was 7% below
the long-term average, but at the dwelling site it was 17%
less than the long-term average and this is very significant.

The third aspect to consider was the internal environment
and in terms of heating and cooling systems there was,
again, nothing out of the ordinary. However, over the period
of floor installation it had been quite dry. The flooring had

The second aspect of importance is that although floors in
the city were experiencing some shrinkage, the conditions
were far drier inland and therefore shrinkage much greater.

Introducing new
Intergrain SlipResistant
Decking Oil.
Achieves P4 slip rating
High traffic formula
UV & weather resistant

For more information on the entire Intergrain range, FREECALL 1800 630 285 or visit intergrain.com.au
Intergrain and UltraDeck are registered trade marks. SlipResistant is a trade mark.
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Analysis and outcome
It needs to be recognised that more extreme weather conditions
can affect floor performance and in this instance the moisture
content of the supplied flooring was as to be expected. The
installation had provided for floor movement, but more in line
with what would be expected in the city rather than this floor
further inland. As such, with knowledge of this greater inland
variability in seasonal conditions, it would have been prudent
to provide greater allowance for seasonal movement, including
care with floor widths, compartmentalisation and movement
allowance under skirtings and scotia. With these things attended
to, a floor such as this should be able to perform adequately.
What we can learn from this?
At the beginning of this article we spoke about surprises as
being things that happen that we don’t expect. In this floor

the surprise was over the level of post installation shrinkage.
But the question is, should we have been surprised? Weather
in Australia, as in other places, has extremes as a natural
occurrence and floors still perform. So, is it a case of needing
to be much more vigilant with the assessment processes
prior to installation? Continually, in our training, we teach
that you need to know your product, know your installation
environment and then lay accordingly. If more understanding
of where the floor was to be installed, and installation practices
modified a little to suit, then a much-improved performance
would have been expected. It is also important to realise that
this article is not just about bamboo flooring, as it relates
equally to all floated engineered and laminate floors. Take
time to assess where your next floor is to be installed.

GETS THE JOB DONE

FloorBond
MC1 & XMS

The Perfect Partnership
in Moisture Control Barrier
and Adhesive for Timber Flooring

PARKSIDE TIMBER produces some of the finest quality
Hardwood Products that bring a distinct premium feel to any
project. Sourced from sustainably managed forests, milled by
state of the art technology.
PARKSIDE will be able to accommodate your needs as we
produce Red and Grey Ironbark, Forest Red products, alongside
our popular Queensland Spotted Gum

Learn more: hbfuller.com.au
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National Wood Flooring
Association Expo 2018
Brett Scarpella, Loba Australasia

Whilst April is already distant memory for most, it was that time of year again – time for
“NWFA Expo 2018”. At this year’s Expo I was given an opportunity to join my German
friends in continuing the invasion of the good folks in the US (an irony that was lost
on my Loba-Wakol associates but not the charming US immigration guy). Once we
were “released” it was onward and upward to the NWFA Timber Flooring Convention/
Expo and this time around the travelling roadshow was held in Tampa, Florida.
Tampa turned out to be a lovely place, one that TripAdvisor promotes as famous for its history, culture and the tucker,
whereas the Uber driver suggested it was even more famous for local attractions such as cigars, pirates and the Tampa
Thunderbolts ice hockey team – but obviously we were only here for one thing – timber flooring. However, once out
amongst the general population of Tampa it was hard not to feel welcome, as from the airport to the hotel to the convention
centre, the welcoming signs everywhere made it obvious that the NWFA Expo was in town – with a little competition
from the “Shark Bite Challenge and Paddlefest”, which was also somewhat intriguing, but hopefully not as popular.

First impression was that this Tampa
place seemed to be a pretty relaxed sort
of town, not completely dissimilar from a
Gold Coast sort of vibe – but with class,
if you can imagine that - and a pretty cool
venue in which to have a gathering of a
thousand or so flooring folk. It actually
did seem a shame to be there for work.
Contrary to expectations this event is
pretty fast paced. Once you land it’s not
long before the action starts, with loads
of options for everyone over the 3 or 4
days of the event – and as a registered
visitor it’s your call how much you do.
You can be very, very busy or pretty
relaxed, depending on how you roll.
If you want to get involved, there are
plenty of courses to attend as part of the
“educational” side to the event which
include: “The Science of Construction”,
“The Science of Failures” and “The
Science of Re-Instatement Failures”.
Something for everyone. If you don’t
like science, there are also “Think
Tank” sessions. Held on many flooring
related subjects from training through
to regulation and addressing common
concerns, they are frequented by all
the US flooring industry heavies.
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These courses all occur prior to and
during the formal exhibition part of the
program, so you can potentially learn
some interesting stuff and never have to
miss out on the pure joy of conversing
with hundreds of suppliers of flooring
related paraphernalia in the expo hall
– and it’s all in the one building.

Once the exhibition itself begins it is pretty
impressive. There are loads of booths and
if you do it properly and are interested
in all things timber installation, sanding
and finishing related, it could easily take
you a couple of days to get around.
It is only my second visit to one of these
but it seems to be very well supported by
the trade and it turned out that chatting
with the other attendees was often just
as valuable as talking with the experts.

As always, sanding machinery is very
popular and many manufacturers having
demo floors in the exhibition hall – (no
occ. health and safety rubbish here)
so you can have a play with machines
and machine set-ups that you may
not normally have an opportunity to
see or operate. Vacuum and extraction
equipment is a big talking point at the
moment and there’s lots of that, with
the equipment itself getting bigger and
bigger. This Vortex sucker only weighs
25 kilo empty and comes with a 30 metre
hose. The guy promised me it was the
best in the world – but I did hear that
here a few times over the journey.
continued »
ISSUE 38 | 2018
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National Wood Flooring
Association Expo 2018
continued

If you get homesick there is also an ever
increasing contingent of “Orstralian folk”
for when you’re looking for a friendly
face who speaks English or who can
help you with the ancient language of
yards, feet and inches – a subject that
can always generate a good argument
if you feeling like stirring up a Yank but beware, they do bite very easily.

As with all Expos, there is much of the same stuff repeated
about the place – each being a little different and better
than “the other guy” – or so I’m told, but still there are
lots of bits and pieces we just haven’t seen on our shores
yet that make the visit worthwhile. Well, except for the guy
who was selling software that calculates all your financials
and spits out exactly how much tax you should pay – I
told him not to both coming down here, no point really!
There are tools and machines aplenty, from smaller
stuff like nail guns, saws, clamps and hand tools to
the big stuff like semi-automated coating lines and
moulders etc. for those with serious coin to spare.
Even if you can’t afford them, just seeing
them do what they do is fascinating.
As for timber, there was not only
heaps of timber stuff to see, as you
would expect, but there were colour
ranges that bordered on the insane.
Real chunky, brushed and scraped
oak seem to be the go here, which is a
lot of work in itself without doing it in
168 slightly varied shades, of which
only 8 probably sell. Gotta give them
credit though, they’re very keen.
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It was also great to see some Australian timbers
represented, with these lovely blokes from Hurford
and Leon from Boral in attendance. Compare the
displays, note the display done the “Australian way” – 7
colours, that’s it. That’s all you need. Well done fellas!

There were even quite a few coatings and adhesives folk as you would
expect, with lots of great displays and demos etc. However, coating folks
turned out to be the most passionate and getting pictures of some of their
stands whilst wearing a Loba shirt proved more difficult than expected almost risky. Some of these coating guys really need to “take a pill”, they
are a little too serious for my liking – and in a place where you’re allowed
to “carry” I just thought it was better not to provoke them too much.

The best part for me was the demo floor,
where companies can run a small seminar and
practical demonstrations. These are fantastic
and range from innovative and informative to
just plain hilarious with some of the presenters
being “next level” entertaining – which I
think was on purpose, although I did find I
was laughing alone at times. Some guys even
got heckled! In a friendly way of course but
I again refer to the ability to “carry”, which I
must admit was always in the back of mind.

All in all, I think this years event was well worth the
visit, even if just to confirm that our little industry
is pretty well up there with all aspects of timber
flooring and finishing. We certainly aren’t backward
and could probably teach some folk a thing or two
in some areas. What we could learn from them is the
level of respect that the industry seems to have over
there. These guys are not installing and sanding
floors because neurosurgery is too competitive.
Everyone I met was doing it because they chose
it and loved it and as a result seemed to be better
treated by most of their clients – yes everyone
had an a-hole customer story but that’s universal,
however you get the distinct feeling they are a little
more appreciated for what they do than we are here.

continued »
ISSUE 38 | 2018

31

National Wood Flooring
Association Expo 2018
continued
The big event as always is the dinner and
awards night, which always (well, both times
I’ve been) has great presenters and interesting
entertainment. It’s a great night which ends
with the floor of the year awards, which always
brings an impressive collection of what look
like very expensive but fantastic timber floors.
Didn’t see any Aussie entries this year, which
was a shame after last years fantastic efforts by
the “Ceglarski’s” and Mr Hilston, but at least
this year’s “onsite best colour and finish” was
installed with Wakol and finished with Loba, so
it wasn’t all bad. Check out some of the entries.

If you’re thinking about coming to one of these, just
remember that this whole thing is completed in 5 days,
so once the party is over you can always plan a few
things around the NWFA Convention and maximise
the travel experience. Just to cap it off for us, someone
knew someone that was related to a bloke whose
nephew was an ice-hockey player, so we were off to
the Stanley cup to watch Tampa Thunderbolts in the
playoffs on a freebie. Even one row from the roof it was
pretty cool (no pun intended), just as the Uber driver
had said at the start. Unfortunately we didn’t meet
anyone related to a pirate, but you can’t win them all!

If you’re planning a trip to this thing next year, the dates are already set, and flights and accommodation are super cheap
this far out. So if you’re keen, next year is 1-3 May in Fort Worth Texas - wherever that is! www.nwfaexpo.org

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
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MADE IN GERMANY
SINCE 1922

the best
you can
get from
start to
ﬁnish...
water based
polyurethane
ﬁnishing
systems

®

Premium quality, non toxic
timber ﬂoor coatings

• Single and two component timber ﬂoor coatings
• Invisible protection ﬁnishes • Natural oils & hardwaxes
Timber stains & special effects • On site uv ﬁnishes
R10-(p4) anti slip ﬁnishes for stairs and critical surfaces
For further information please contact Loba Australasia on 03 9460 3444
Brett Scarpella 0419 326 976 email: info@loba.com.au
Adhesives and Moisture Barriers

Abbey Timber...
The Flooring &
Decking Specialists
• Over 20 Species of Hardwood Decking available.
• Over 600 Packs of Flooring in stock.
• Trade Only Prices for Floor Layers.
• Engineered Flooring inc Oak and Australian Species.
• Accessories: • Plywood • Battens • Adhesives • Stair
Nosing’s • Coatings/Stains- Abrasives • Tools • Trims
and more...

Ph: 9774 2944 • 41 Heathcote Rd, Moorebank NSW 2170 • www.abbeytimber.com.au

WOCA Hardwax Oil: Setting New Standards

Slip Resistance:
Meets the Australian
AS4586 Standard

Approved in accordance
with VOC regulations

Suitable for high traffic
areas

Suitable for large areas,
manually or with
polishing machine

Low viscosity

Easy to work with

Can be used on all types
of wood floors

High water and
chemical resistance

WOCA Australia · Phone: 1 800 337 477
kurt@wocaaus.com.au · wocaaus.com.au
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Doing business with
the newest consumer
generation.
Randy Flierman ATFA CEO

Generation Z (aka i-generation, aka post-millennials) range, approximately, in age from
those born during the span 1995 to 2009 (currently 9 years old up to approx. 23) – these
are your present-day technology focused consumers. And while many of us will struggle
to identify with this cohort and the way they do things, be mindful that trying to change
them will only drive them away – they have little or no brand loyalty and are completely
absorbed in themselves (according to the generational experts), hence ‘i-generation’!
But if you struggle in business to deal with the ‘Z’s’, you’re going

also not go over quite so well. They like friendly and

to love the Alpha generation – today’s 5-year old’s supposedly

informal – your business needs to come across as human

will expect everything in real time. They’re not users of

and understanding. Genuine personality is the key.

technology like Z, they’re fully immersed in it and they will, for
example, be driving autonomous cars – am I scaring you yet?

• Short videos on your website (remember mobile friendly and
fast) will help grab their attention, though do keep them very

We have some time up our sleeve with the 5-year

short. In the age of Twitter where 140 characters is all you

old’s, so here are some tips on dealing with the early

get to say your piece, safe to say you need to do the same

20-year old’s that are cashed up and ready to install

with a video. They like to be informed and entertained at

a floor (mind - they might not all be like this):

the same time – easy right? If they like it, they’ll promote it.

• Make sure everything you do from a promotion perspective

• This is a socially minded generation – the politically correct,

is interactive with mobile phones - you know they live on

if you like. They embrace gender, equality, recycling, the

them! Websites should be mobile responsive and fast. Make

environment and the next great thing (if everyone’s doing

sure yours is up to date and uses mobile friendly content.

it – oops, was that cynical?). So be socially and politically

• You’re used to providing a comprehensive quote, based
on what you know is the job. Zs, however, want to know all
the ins and outs, they want to interact in the process (and

conscious, be on your guard for the subconscious test.
Brands that provide a solution, yet also stand for something,
will be favoured. They see it as their contribution to society.

then put in all on Instagram! Or is that outdated now?).

You may not be seeing many 23-year olds with a house

It’s important to work with them and involve them in the

and buying a timber floor yet, but you will, and gradually

decision-making process. Don’t tell them what you’re going

year on year, you will start dealing with more and more. The

to do – strong words but you may not see them again! You

following Alpha generation are predicted to be the wealthiest

will need their social media power, the new word of mouth!

generation ever, meaning these generations will have more

• Be careful not to flood them with information. Finding

money to spend sooner. Make your preparations now!

the right balance is essential and the old hard sell may
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For our Kiwi members...

Who the hell am
I contracting with?
Finn Collins Partner | Gibson Sheat

You’ve dealt with Bob the builder for 10 years, always
addressing the quotes and invoices to Bob’s Building. Last
year Bob registered a company called Bob’s Specialist
Building Services Ltd and paid one of your invoices
from a bank account in this company name. Most
recently your deposit invoice, addressed as always to
Bob’s Building, was paid by his client Mary Stewart.
So, who the hell is your contract with? Most likely Bob the builder in his personal
capacity, but it will take valuable time and effort to work this out if payment is
not made on the next invoice and uncertainty tends to breed disputes.
I expect there have been plenty of times when you have wondered who a quote
should be addressed to. Often, in my experience, not enough thought is given to
this in the relentless rush to get out a quote or to bring in new work. Addressing
a quote to a builder can be a headache. They often fail to disclose the full name
of their company or specify to whom invoices should be addressed. Their emails
or correspondence are often not much help either as they frequently just state
a trading name, which is next to useless. You can’t sue a trading name – you
need to know the person or company name behind that trading name.
For example, a group housing builder won’t thank you if you send an
invoice to their head office in Auckland or Sydney, when the debt is
actually owned by their Northland franchisee, which may operate under
a company name that may have no obvious connection to that wellknown household name that regularly advertises new builds on TV.
When payment is not made you are left scratching your head as to who is actually
meant to be paying and, therefore, who you should be chasing – this leaves it open for
a builder to say the homeowner should be paying, or the home owner’s trust, or worse
still, the builder’s company that went into liquidation last week. When you approach
the home owner or the builder they both say it’s someone else’s responsibility.
There is only one way to avoid this contractual merry go round. Ask at the outset
in the first phone call or email contact –“who should we address our quote to?”
Make this a mantra and if you have staff working for you, make it their mantra also.
It will save you a lot of grief. You need the correct name. If it’s a company it needs to
be written out correctly, for example Bob’s Specialist Building Services Limited, or
Bob’s Specialist Building Services Limited trading as Bob’s Building. If they accept

Why ATFA?
#8 The operating
documents you need
ATFA has proforma
contracts, warranties,
QA documents, quote
preparation forms,
SWMS and loads more.
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your quote and ask you to proceed, then this is with whom you are contracting.
This is also good advice for running your own business. Do your customers and
suppliers know who they are dealing with when they engage with you? If you operate
a company and don’t state the full company name on correspondence and emails
then this can cause headaches of a different kind. The failure to state the full name
of a company in emails and other forms of correspondence is a failing that we see
almost every day with small businesses throughout the industry. It is with some
regularity that I have to advise a contracts manager or a director that he/she has
ISSUE 38 | 2018

Filler?
I Don’t See
No Filler!
inadvertently taken on personal liability for a debt. So, if you see a colleague or a
friend making this mistake on their emails, pull them up and refer them to this article.
Failure to state your full company name on emails/quotes/invoices/
correspondence is very risky for two very important reasons:
Reason No.1: - inadvertently assuming personal liability
Most contractors have a company to protect them from personal liability for any
claim. That protection is lost if your email sets out a price or agrees to carry out
certain work on a time and material basis but does not say underneath your name in
words to the effect of “Joe Bloggs, Director, Fantastic Floors Limited”. Too often we
simply see “Joe Bloggs” and in doing this, Joe has just assumed personal liability.
The same reasoning applies if you purchase goods and don’t tell the supplier the
name of your company. If there is a significant problem, you are at risk of a claim
being filed against you in your name and all the advantages of having a limited liability
company disappear. It also puts your personal assets at risk, as a creditor will often
have no hesitation in forcing the sale of your house/boat/car to obtain payment.
Reason No.2 – it is unlawful and you are at risk of a fine –
The Companies Act 1993 states that a company’s registered name must
be stated clearly in all written communications sent by or on behalf of the
company. This includes emails. The company’s name must also be stated
clearly in every document that evidences or creates a legal obligation issued
by, or signed by or on behalf of, the company. Failure to do so may result in
a fine up to $5,000 and there is a presumption that if you failed to set out
your company name in emails/correspondence, you are personally liable for
what you thought was an obligation being incurred by the company.
Conclusion
If you’ve addressed the quote to Bob’s Building, then it’s not clear
who you have contracted with. You need the name of the person or

Timbermate
Woodfiller

the full company name – a trading name is not sufficient.
There may be a good argument to be had, after your lawyer has reviewed
all of the emails, quotes, invoices etc., that it is more likely than not
that you have contracted with so-and-so, but it will save possible time,
money and frustration if you have made this clear at the outset.
State your full company name on all correspondence and be religious about

So Good,
You’ll Never Know
It’s There!

doing so. In my view, using the shortened version of “Ltd” as opposed to
“Limited” should be acceptable but I emphasise the point that setting out
the full company name means including the wording “Ltd” or “Limited”.
Avoid the twilight zone and always ask who the quote should be addressed to or
to whom should we address invoices. Too much hassle? OK – ignore my advice.
But you may well have cause to change that opinion when you get the runaround
from a builder or developer about who is responsible for paying your bill, or when
a supplier sends a letter of demand for a large purchase order addressed to you
in your personal capacity and your company has not been paid by the client.
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www.timbermate.com.au
Toll Free: 1800 35 4811
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gained in the comfort of your office. No hassles of having to

GALAXY MACHINES
buy direct from the importers

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

Family Business
Operating
Since 1952

Manufacturer of Quality Australian Hardwoods
Specialising in Kiln Dried Products
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

•
•
•
•
•
•

Tongue and Groove Flooring
Overlay Flooring
Parquetry
Eco-Lam (Glue Laminated Hardwoods)
Pencil Round Decking
Treated Hardwood Landscaping

We are members of ATFA. (Australian Timber Flooring
Association) and are accredited Flooring manufacturers.
(Australian Timber Flooring Association)

Located at Heber Street, South Grafton
Email: jns@notarastimbers.com.au
www.notarastimbers.com.au

Phone: 02 66 423477 Fax: 02 66 427013

8
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Around the traps...
Images from training, events and activities over the past few months.
(If you would like your snaps to appear in Around the Traps, send your photos to admin@atfa.com.au)
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TIMELESS
BEAUTY
BENEATH
YOUR FEET
Oakdale Industries creates exquisite flooring and panelling
products from ancient timbers reclaimed from Tasmania’s hydro lakes.
A trusted Hydrowood partner and Australian Disability Employer,
we realise the hidden potential in people as well as timber.
PRODUCT INQUIRIES
Oakdale Industries
t | (03) 6244 2277 e | sales@oakdaleindustries.com.au
w | oakdaleindustries.com.au
Victorian stockist:
Whelan the Warehouse
w | whelanwarehouse.com.au

hydrowood.com.au
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JUNE
13 June: Newcastle Trade Night
20 June: Webinar – Covering floors during construction
26 June: Business compliance workshop – Brisbane
27 June: The best sand and finish workshop – Auckland

JULY
4 & 5 July: Timber Flooring Techniques Program – Perth
10 July: Business compliance workshop – Adelaide
18 July: Geelong Trade Night

AUGUST
8 August: Dunedin Trade Night
14 August: Webinar – Moisture affected floors
15 August: The best sand and finish workshop – Melbourne
21 & 22 August: Assessing Timber Floor Performance workshop – Sydney
22 August: The best sand and finish workshop – Perth
29 to 31 August: Timber Flooring Week

See the full calendar at... www.atfa.com.au/2018calendar/

Helpful websites...
The Australian Taxation Office (ATO) set benchmarks for installation and for sanding
and finishing back in 2007. This was done by the ATO to minimise the black economy,
prominent in a number of trades and identified as an issue for our industry. The two
following websites provide benchmarks or parameters for where your income sits for any
given year. If you fall outside these benchmarks, you might get a call from the Taxman!

Timber floor sanding:

Timber flooring installation:

https://www.ato.gov.au/business/small-business-benchmarks/

https://www.ato.gov.au/business/small-business-benchmarks/

in-detail/benchmarks-a-z/r-z/timber-floor-sanding/

in-detail/benchmarks-a-z/r-z/timber-floor-sanding/?page=4
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ir talk

with Colin Dorber

Superannuation & subcontractors.
Superannuation law is a subject of contention amongst small business owners
who are operating by using subcontractors. These subcontractors may be
identified under a written agreement or verbal arrangement as Independent
Contractors. While the Fair Work Commission utilises the common law test
to provide a narrower definition of Independent Contractor for the purposes
of the Fair Work Act, the Superannuation Guarantee (Administration)
Act 1992 (Cth) (“SGAA”) provides for a much broader definition.
Typically, most people who employ individuals already know that they must pay
superannuation to their employees. However, SGAA uses the term “employee”
in both its common law (general) meaning as well as providing extended
definitions of what is an employee for superannuation requirements.

The extended definition of “employee” may
apply to your independent contractors!
The SGAA in section 12(3) states: “If a person works under a contract that is wholly or
principally for the labour of the person, the person is an employee of the other party
to the contract.” The other party is commonly known as the principal of the contract.
What is ‘wholly or principally for the labour of the person’
The ATO has provided further information about this in a “Superannuation
Guarantee Ruling” – the SGR 2005/1 which affords us a little more insight.
The contract is wholly or principally for the labour of the person if the
terms of the contract and the subsequent conduct of the parties meet
the following three criteria. If any of these criteria are not met, arguably
the person is not an employee under the extended definition.
1. The individual is remunerated wholly or principally
for their personal labour or skills
This is the primary indicator when the ATO is assessing whether the subcontractor
is entitled to superannuation contributions. Since we are looking at the timber
flooring industry when we are assessing these criteria, we know that the work
performed by the subcontractor is labour and we have already met a criterion for
the extended definition of employee. However, this will not apply if the invoices
being provided include materials supplied in connection with the work that amount
to more than 50% of the invoice. The other two criteria will highly depend on the
operational model and actual conduct between you and your subcontractor.
2. The individual must perform the contract work personally
The ATO will look to determine if there is an express right to delegate in the contract.
If this exists, then contribution to superannuation is not required. Nevertheless,
and particularly when there is no written agreement in place, it is best practice to
determine if this right has been “tested”: that your subcontractor is actually engaging
their own employees or subcontractors to perform the work you contracted them to
do, or that there is enough profit in the arrangement for it to be commercially viable
for the subcontractor to use employees or other subcontractors to perform the tasks,
so that it cannot be said that there is a claim of a right of delegation to disguise the
true situation/conduct between the parties. So, while you may allow a delegation
to occur in a verbal arrangement, in practice if it is not actually happening then it
will be very difficult to establish this right exists outside of your own assertion.
3. The individual is paid to achieve a result
If the contract with the individual is for a result, as opposed to continuous or hourly
paid labour, then you will not have a superannuation obligation in respect to the
subcontractor. Results based contracts usually have terms in them that spell out:
- The person will not receive any remuneration unless a specific result achieved; or
- The person is paid in reference to the work performed
rather than paid by reference to hours worked.
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First example of a results-based contract:
You have requested a subcontractor to paint a wall in your home or office.
The amount to be paid to the subcontractor will be based on a quote provided
once the painting has been completed. The quote may include labour costs
and the cost of the paint. The painter will also bring his own tools to the
job such as paintbrushes, rollers and scaffolds. Once the wall is painted the
job is completed. While you may hire him to paint in the future, it is unlikely
you will hire him on a weekly or monthly basis to repaint the same wall.
Second example of a results-based contract:
Where you are charged a flat fee payment for work completed under a contract, such
as paying someone under a contract to provide you with a logo for your business
for a set price agreed to beforehand. While you may hire this designer to perform
further designs for you, such as a website or business card, those are themselves
separate results-based contracts and not a continuous contract for work.
Exemptions
The SGAA provides for some exemptions for the requirement to
pay superannuation to subcontractors. Exemptions include:
- A person paid to do work wholly or principally of a domestic or private
nature and not for more than 30 hours per week (SGAA section 12(11));
- Where an individual is performing work for another party through
an entity such as a company or trust (SGR 2005/1 [13]);
- Where a partner in a partnership is performing the work (where the
partner is performing the work on behalf of the partnership and not
in their own personal capacity) (section 72 (3); SGR 2005/1 [14]);
- Those who invoice for less than $450 per month (SGAA section 27 (2)).
But what if I have an Independent Contractor Agreement
stating they are not my employees?
Contractual agreements can often contain clauses that attempt to characterise the
relationship between the parties as a principal and independent contractor and not
that of an employer and employee. Furthermore, some agreements attempt to contract
out their legal obligations to pay superannuation. Courts have consistently found that
these types of clauses have no effect if this contradicts how the agreement is effected
as a whole. Parties to an agreement cannot alter the true nature of the relationship by
giving it a different label – otherwise referred to as the substance over form principle.
Hence one should take a step back and recognise whether the contractor is genuinely
conducting their own enterprise, as opposed to working in the business of the principal.
Why did the government extend the definition of
employee to cover subcontractors?
The super guarantee net is cast wide deliberately to ensure that, just because
people work as contractors, they don’t fail to save for their retirement.
ATO Superannuation for Contractors Tool
If you want to work out what your working relationship is for taxation and superannuation
purposes, you can use the Australian Taxation Office (ATO) Employee/contractor decision
tool. However, this tool is a guide only and doesn’t have any legal force or effect.
In Summary
If there is any doubt as to whether you must contribute superannuation, the ATO tend
to rule in favour of the contractor getting paid superannuation and not the other way
around. Note that the ATO have almost unlimited powers in going back and reviewing
your books to ensure that you’ve always paid your contractors the super that was due.
There are serious consequences, by way of penalties, for failing to make payments
including being levied with the super guarantee charge. Therefore it is important
for any business owner to be certain about whether the subcontractors they
are using fall within the definition of an employee for superannuation.
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SouthWOOD Tasmanian Oak
At available
a Glance.
Parquetry range now
NSFP proudly announces the launch of its SouthWOOD
Tasmanian Oak Parquetry range.

Sizes & Profiles

• The traditional size of 65 x 19 x 260mm is again available,
and we have added a new size, 90 x 19 x 450mm.

SouthWOOD
Parquetry 65
65 x 19 x 260mm

• Each box of SouthWOOD Tasmanian Oak Parquetry
covers approx. 1.1 m2.

For more information or to request a sample please contact our
sales office sales@nsfpgroup.com.au

58 Remount Road, Mowbray
Tasmania 7248 Australia
+61 3 6326 1181
sales@nsfpgroup.com.au
nevillesmithfp.com.au

SouthWOOD
Parquetry 90
90 x 19 x 450mm
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• The consistent blonde tones and timeless attributes of
Tasmanian Oak provide the perfect choice for a modern floor.
• SouthWOOD Tasmanian Oak Parquetry is sourced from 100%
PEFC & Responsible Wood certified, sustainably managed
Tasmanian forests.

Te

19mm
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65mm

90mm

SouthWOOD Parquetry by NSFP is also available in
65 x 12 x 260mm Backsawn. Backsawn parquetry
blocks will give your floor a stunning visual
appearance as it shows off the open cathedral grain.
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Perfect Parque
Our Tasmanian Oak block parquetry
is the only Australian-grown and
made, blonde timber product of
its kind. We make it with passion,

Hardwood flooring engineered for living

Designed to impress.

With eight distinctive
Collections and more than
a thousand choices of colours
and finish options we have
the perfect design solution
for every space.
COLORS – Charred Oak

FASHION – Chevron White Oak

CASTLE - Fontainebleau

www.floorartparquetry.com

AFTER OAK – Fremantle

AFTER OAK – Sydney

 Individually hand-crafted planks
 Huge range of wood choices, designs,
colours and finishes
 Quick and easy to install
 Designed to create a perfect fit and finish
 Client-ready within 24 hours
 Reduces allergens in the home
 Suitable for underfloor heating
 Splash proof and easy to maintain
 A planet friendly product

