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ASSOCIATION NEWS
TABMA
David Little
PROTECTING PAYMENTS
While we might be seeing some ‘green
shoots’ in the market (many TABMA
Members are reporting an increase in
enquiry), our Credit Insurer NCI advises that
insolvencies for the period August 2018 to
January 2019 are up by 114% against the
same period in the previous year and that
collection periods are extending. TABMA has
therefore been running a series of webinars
offering information on current Market
trends, industry best practice and answering
specific questions for Members. If you are
interested you can find links to the webinars
on our website, tabma.com.au.
A question asked regularly by Frame &
Truss plant principals relates to PPSR and
whether there is any point in registering,
given that by the time they go to collect the
frame is well and truly ‘part of the fabric’ of
the building. Here’s what our experts at NCI
said: “If you are supplying goods subject to
a Retention of Title (ROT) right then,
providing it is properly registered on the
PPSR, your security interest in your unpaid
goods will continue in any proceeds that
arise, directly or indirectly, from any on-sale
that involves those goods.”
In practice, this means that if you are
supplying, say, timber framing for a building
contractor, your registered ROT right will
entitle you to recover any unpaid-for product
until such time as the timber is installed to
form part of the fabric of a building. Once
the timber has been installed and becomes
a fixture in a real estate property, the PPSA
no longer supports an ability to recover that
timber; however, it instead automatically
transfers your security rights to a share of
any monies arising, directly or indirectly,
from the on-sale of that building.
Thus, while the timber supplier can no
longer recover the property it supplied, it
can insist on a say in the distribution of any
money that comes from the on-sale of the
property, to which their timber contributed
some value.”
For more information on Credit Insurance
or collections generally, contact me at
David.L@tabma.com.au.
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I’ll leave the political commentary to my
erstwhile colleague Mr Beecroft, but
following the election there really does
seem to be a lift in the market. From
wholesalers to retailers and fabricators, the
mood is generally more buoyant. Let’s hope
the enquiries turn into orders soon.
While it does not matter who you voted
for, the Australian Government has made
some new commitments and it is now up
to you to make sure they work for you.
Here is a snapshot of some of those coming
changes and how you can be included in
these changes.
Apprenticeship and Traineeship Reform
• Creating 80,000 new apprenticeships
through a skills shortages payment of
$4000 for eligible employers and $2000
for apprentices, starting 1 July.
° Eligible employers will receive $2000
at the 12-month point from
commencement of the
apprenticeship, and an additional
$2000 at completion of the
apprenticeship. Eligible apprentices
will also receive $1000 after 12
months, and $1000 at completion.
The payments will be additional to
any existing payments the apprentice
or employer may be eligible for.
• Doubling the regional apprentice wage
subsidy trial to support an additional 1600
apprentices for employers who have not
previously engaged with the system.
° Subsidies are provided at 75% of
the apprentice’s award wage in
the first year, 50% in the second
and 25% in the third.
System Reform
• A review of the entire system of
apprentice incentive payments with
the aim of simplifying and streamlining it.
• Undertaking a comprehensive review of
the National Skills Needs List that
underpins apprenticeships incentives,
informed by consultation with industry
and employer groups.
• As per the recommendation of the Joyce
Review, fund the establishment of a
National Skills Commission that will
oversee the VET sector.
• Fund two trials of new bodies, known as

Skills Organisations, that would set VET
qualifications, develop standards for
industry to accredit RTOs, and, possibly,
take on some of the functions of AASNs.
• Establish a National Careers Institute
and Careers Ambassador. They will work
with industry, governments, schools and
tertiary providers to ensure every workingage Australian has access to high-quality,
evidence-based career advice to support
and inform their study and career choices.
• Pilot 10 Industry Training Hubs across
Australia over three years to reposition
VET as a first-choice option and build
connections between industry and
schools through local workforce solutions.
To find out how these incentives can be
obtained and how you can still obtain these
advantages by employing apprentices
through TABMA Apprentices and Trainees,
contact Steve Cunningham our national
training and development manager on
1800 822 621 or Steve@tabma.com.au.
To discuss how you could be a part of
these reviews or to ensure your opinions are
included in our submissions to these
reviews and the set-up of these new items
of Vocational Training Infrastructure also
contact Steve Cunningham on 1800 822 621
or Steve@tabma.com.au.
TABMA is determined to help personnel
and skill development within the Australian
Timber Industry. Please contact Cunningham
or me to discuss any issue of training or
personnel development.

TTIA
Brian Beecroft
NATIONAL WAGE CASE
The Fair Work Commission released the 10th
annual minimum wage review decision under
the Fair Work Act, 2009 on 30 May 2019.
This decision increases the modern award
wage rates by 3.0% and the national
minimum wage from $719.20 per week to
$740.80 per week, or $19.49 per hour based
on a 38-hour working week.
Last year’s increase was 3.5%. The
increased rates will take effect from the first
full pay period starting on or after 1 July 2019.
www.timbertradernews.com
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and overtime rates were also discovered.
Some 27 on-the-spot fines were issued,
with penalties totalling $5960, for breaches
of payslip and record-keeping rules. A further
39 cautions were also issued.
The FWO said that compliance rates were
broadly similar in each of the locations
targeted, which resulted in 50–60% of
businesses having issues that needed to be
addressed in regard to payroll compliance.
It is clear that the FWO will continue this
ongoing compliance monitoring program and
take enforcement action against any
business that fails to comply with award
rates of pay and conditions. TTIA urges our
members in the industry to check their
payments to employees to ensure the
relevant workplace laws are satisfied.
TTIA provides a wage audit service
where we look at your time and pay sheets,
and records, to ensure you are not open to
prosecution. We urge you to take advantage
of this service and contact the Association
on (02) 9264 0011.

FEDERAL ELECTION OUTCOME

All employers should ensure they meet
the new minimum obligations from 1 July
2019. Please note that the increase is fully
absorbable into over award payments.
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FAIR WORK/SURPRISE
WORKPLACE AUDITS
More than $580,000 in underpayments
affecting almost 1000 employees have been
found by the Fair Work Ombudsman
following a series of surprise audits that it
said revealed “widespread non-compliance”
with workplace laws.
The Fair Work Ombudsman (FWO) has
recently done surprise visits to 1385
businesses across NSW, Queensland and
Victoria. These visits targeted a range of
regions throughout Australia where TTIA has
members and looked at a varied range of
industries including timber.
Inspectors found 22% of all audited
business failed to pay their employees
correctly. In addition, 15% were in breach of
non-monetary obligations by not providing
proper payslips or keeping proper
employment records, and 6% failed to both
www.timbertradernews.com

More than $580,000 in
underpayments
affecting almost 1000
employees have been
found by the Fair
Work Ombudsman
following a series of
surprise audits.
pay their employees correctly and meet their
non-monetary obligations.
According to the FWO, these
underpayments collectively totalled more
than $580,000 – or an average of around
$600 per affected employee.
The bulk of the underpayments was
attributed to shortfalls of the minimum
hourly rate, while below-mandated penalty

TTIA has congratulated the Coalition
government on their re-election and looks
forward to working with them on several
issues that are important to our members.
The re-election of the Morrison
government should ensure the damaging
and anti-productivity-based agenda of
industry-wide enterprise bargaining is not
a legitimate form of wage fixing.
The independence of the Fair Work
Commission and the existing wage
determination process should also continue
without the government interference that
was part of the agenda of the Opposition
with their ‘Living Wage’ rhetoric, and their
promise to interfere in certain sectors of the
workplace without reference to the
independent umpire.
The retention of the Australian Building
and Construction Commission should ensure
that coercion and lawlessness have a price if
the industrial rules are not followed on
building sites in this country.
Finally, TTIA will continue to urge the
government that the Fair Work Act needs to
be amended to ensure that employees who
are engaged as a casual and paid as a
casual, are not entitled to be paid annual
leave or other entitlements that are covered
by the casual loading of 25%.

EMPLOYMENT FORMS/
TEMPLATES
TTIA has developed a knowledge base of
on-line templates designed to cover most
employment topics. Examples include:
• Full Time Contract of Employment
• Casual Employment Contract
• Position Description
TIMBER TRADER NEWS / JULY 2019
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•
•
•
•
•
•
•
•
•
•
•
•

Medical Questionnaire
Annual Leave Application
Casual Conversion
Abandonment of Employment
Sick Leave Pay-out
Written Warning Letter
Mobile Phone Policy
No Smoking Policy
Social Function Policy
Social Media Policy
Workplace Surveillance Policy
Motor Vehicle Policy

TTIA Members can get access to this
knowledge base as part of their subscription
and are encouraged to log in to the website
– www.ttia.asn.au. If you have any
problems logging on, please contact Judith
on (02) 9264 0011.

MGA TMA
Ann Sanfey
WHY TRAIN YOUR STAFF?

Above: Alastair Woodard of WoodSolutions and Wood Products Victoria, presenting an MGA TMA course.

It’s good for your business and good for your
staff. Training improves business
performance, profit and staff morale.
Ensuring your employees’ skills and
knowledge are up to date can grow your
business and boost its competitiveness.
Training allows you to strengthen those
skills that each employee needs to improve.
MGA TMA runs many training programs
including the most recent additions to our
face-to-face seminars.
Protecting Your Business: Employment
Law Seminar
Australia has one of the most detailed and
complex systems of industrial relations in

the Western world and it is important that all
Australian businesses understand how the
system functions in order to work efficiently
within the system and avoid complications
that are likely to arise without such an
understanding of the law. Having knowledge
of the ‘how’ in our workplaces will assist in
avoiding expensive litigation and establish a
productive and safe workplace.
Knowledge is your best weapon! Our
Employment Law Seminar is an interactive,
stimulating workshop, covering areas such as:
• Your legal rights and obligations as an
employer
• Managing a legally compliant workplace

EcoWood®-LOSP
Timber with stability and performance!








Treatment does not affect timber dimensions.
Durable against decay and termite damage.
Ideal for high value products where treatment in final shape and
form is required.
Ideal for sensitive applications or where frequent
human contact is expected.
Attractive green coloured structural outdoor timber products.
Can be painted, stained or oiled.

• Decking
• EWP

• Fascia
• Cladding

• Structural Timber
• Machined Timber

• Custom Treatment Available •



www.outdoortimber.com.au




13 000 TREAT (87328)

Tanalised and Ecowood are registered trademarks of Lonza or its subsidiaries used under licence.
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• Knowing how to deal with employment
issues
Timber Product Knowledge Seminars
As a fundamental requirement for any
timber business, whatever the sector,
ensuring your team have the right
knowledge is a MUST. With individuals
entering into the industry with little or no
timber or industry background, they need to
be upskilled for the specific qualities,
technical details and safety concerns of
timber. The first MGA TMA product
knowledge seminars were run during May
and June with maximum participation and
proved to be of terrific value.
Areas covered include:
• Wood as a resource
• Wood products and applications
• Wood processing and manufacturing.
Online general courses
Staff are part of your company’s assets.
Trained and engaged employees result in
quality customer experiences. MGA TMA
provides members with a valuable online
resource in areas such as:
• Basic customer service
• Workplace health and safety induction
• Emergency management
• Workplace violence, bullying and
harassment
• Leadership management
… and many more topics and options.
For more information about MGA TMA
contact Ann Sanfey, via www.mgatma.
com.au, ann.sanfey@mga.asn.au or
0411 886 716
www.timbertradernews.com

The Wesbeam Design Centre e-portal.
The faster way to help you win
more business.

Wesbeam’s highly regarded Design Centre
is now even better with our new e-portal.
It intelligently guides you through all the
information we need to turn your designs into
a full set of working drawings plus a detailed
breakdown of material quantities and costs. As
a registered VIP user, you’ll get access to all your
previous specification briefs making submitting a
new design quick and easy. You’re guaranteed
your error-free drawings in five working days.

You’ll also receive full technical and engineering
support through our new e-portal.
Faster, smarter and simpler than ever, the
Wesbeam Design Centre e-portal helps you
win more business by giving you the most
cost-effective results with no shortages, no
wastage and no oversupply. Why not try the
new Design Centre e-portal on your next job.
Just head to our website to register for access
to use the e-portal.

1300 356 460 | wesbeam.com
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INDUSTRY NEWS
Left: A custom-perforated zinc cladding wraps the
school, behind it is a structure dominated by CLT
and multiple environmentally friendly elements.

“Research suggests
timber delivers
an increase in
concentration and
productivity and
decreased stress
levels for students.”

A focus on CLT has created a fast build with significant
insulative and wellbeing benefits for students and staff.
At the time of going to print, Frame 2019
Timber Offsite Construction was about to
take place. This school redevelopment is one
of the Project Panel sessions that will take
place on the Tuesday morning of the
conference. Frame provided this preview.

O

ur Lady of the Assumption Catholic
Primary School in New South Wales
has become the first ever school in Australia
to be transformed using Cross Laminated
Timber (CLT).
The three-storey extension to the North
Strathfield school is a feat of design and
construction collaboration, transforming
a 1970s concrete building into a creative
and supportive space for student wellbeing.
A realisation of the school’s vision, the
design includes highly visible CLT walls,
stairs and ceilings using feature-grade
CLT panels.
During the first stage of works, many of
the internal walls were demolished and the
façade replaced, working to re-invigorate
previously small and dark spaces.
Stage two works included construction of
an additional level and an impressive fourstorey atrium entry. The atrium connects all
learning areas, a new hall, arts space,
balconies and rooftop playgrounds. Other
additions to the school include glulam, CLT

8 TIMBER TRADER NEWS / JULY 2019

walls and a CLT acoustic ceiling/flooring
system. The exterior of the existing structure
and new additions are clad in a highly
insulated, custom-perforated zinc cladding
façade with highly insulative double-glazed,
airtight high-performance timber and
aluminium windows.
Knut Menden, Senior Associate, BVN
Architects says the project is a model for
sustainability through its innovation using
engineered timber. “Using timber in this
type of construction provides many benefits.
The process is highly precise, productive

and environmentally friendly and in the longterm results in increased energy efficiency
for the school,” said Menden.
“Part of the impetus to use CLT was the
wealth of research supporting timber use in
learning spaces. Current research suggests
an increase in concentration and productivity
and decreased stress levels, promoting
wellness and better learning outcomes
for students.”
Early contractor involvement (ECI), played
a crucial role in the success of the project
and will be a key part of the discussion.
For a full list of experts at 2019’s event,
visit www.frameaustralia.com, a wrap-up
of the event will run in next month’s TTN.
Below: Visible timber is used throughout the
interior: research shows it helps with student
productivity and wellbeing.

IMAGES: BVN ARCHTECTS/FRANE AUSTRALIA

School transformation

www.timbertradernews.com
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Safety research
The NSW government is conducting multiple studies on workplace safety.

PHOTO: GORODENKOFF/SHUTTERSTOCK.COM

T

TN enewsletter subscribers would have
noticed a recent call for participants in a
NSW government Centre for Work Health
and Safety research project designed to
reduce machine guarding incidents by
improving safety culture in the
manufacturing industry.
The study was designed to help produce a
tool that will make manufacturing
workplaces safer, better places to work in,
and comes in response to a number of
recent catastrophic injuries and deaths
involving machinery in Australian industry
(including timber).
The Centre is teaming up with the Griffith
University Safety Science Innovation Lab to
improve safety culture and leadership within
the manufacturing industry. The research
aims to demonstrate the link between
management characteristics, safety culture,
and safer use of machines by young workers
in ‘traditional’ heavy manufacturing
industries (e.g. metal and wood).
Skye Buatava, director of the Centre for
Work Health and Safety pointed out the field
of injury prevention has progressed beyond
engineering, education and enforcement to
improving resilience and safety culture. “It’s

“Safety culture is
holistic. It’s about why
you do safety as much
as how you do it.”
not just about having technical systems in
place; ‘safety culture’ is as much a part of
the picture as any of these other factors
when it comes to injury prevention,”
Buatava said.
“The safety culture concept takes a
holistic approach to injury prevention and
reflects an organisation’s shared perceptions
and behaviours in relation to safety. It’s
about why you do safety as much as how
you do it.”
Sixty businesses were sought to trial the
draft tool, with the program beginning in late
June. Another research project is scheduled
to begin later in the year, focusing on how
non-electrical trades encounter electrics on
building sites, and fabricators, builders and
other timber-related trades working in

building are encouraged to apply to be part
of the project.
A raft of research-based rewards are
available for volunteers. For the first project
these include a free safety culture survey,
results report and debriefing, as well as a
free online training course for supervisors
and managers.
For more information on this study
and upcoming projects, visit www.
centreforwhs.nsw.gov.au/news-andevents/news

Above: NSW is partnering researchers with
industry in a bid to get serious about safety.

NEW PRODUCT ON THE MARKET? BIG NEWS? DON’T KEEP IT TO YOURSELF! If you are launching a product
or your business has an announcement, send it to news@timbertradernews.com for the chance to be featured here.

www.timbertradernews.com
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Cladding costs
Buildings with dangerous
cladding are being
remediated, but at a cost.

T
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British cladding
legislation has
put CLT in an
awkard position.

Owners, government
and industry are
wrangling over who
pays remediation
costs in the billions.
replacement works are not repairs and so
are considered a capital improvement,
meaning the cost may not be able to be
deducted by owners and may have to be
depreciated over years.
In the wake of two Melbourne cladding fires
(the most recent at the NEO 200 building in
February this year), owners, government and

industry are wrangling over who pays
remediation costs that have been estimated
in the billions nation-wide. The Victorian
Cladding Taskforce alone identified 354 low/
moderate-risk buildings and 275 high/
extreme-risk buildings in their audit last year.
For public buildings, most state
governments have been actively fixing the
issue. NSW taxpayers have so far footed a
$20-million-odd bill for NSW Health cladding
replacement, according to the ABC. But
private buildings have been left to owners
for the most part, and in the case of
residential buildings, this has caused
significant problems as normal flat owners
can’t meet the high costs of building
remediation.
In contrast, the UK government has
bankrolled a £200 million fund to replace
combustible cladding on private high-rise
housing.
www.timbertradernews.com
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wo years since London’s tragic Grenfell
Tower fire, where highly combustible
cladding saw the residential tower turn into
a disaster site, UK regulations regarding
flammable cladding on buildings are still
attracting the ire of the British Fire Brigades
Union for restricting bans to buildings over
18m, not legislating for only A1 fire
resistance in cladding products and not
making the rulings retrospective.
Problematically, the new regulations limit
the use of CLT as an external material on tall
structures, as it does not meet the current
A1 or A2 fire rating. A number of leading
British architects have called for CLT to be
exempt from the ban, citing its slow-burning
and self-extinguishing qualities as superior
to most of the materials allowed under the
ratings, which were developed before mass
timber products were popular. This is yet to
be resolved.
In Australia, March 2018 BCA
amendments require cladding to pass the
large-scale fire test required under AS 5113
(or receive approval from the Building
Commissioner), which protects all new and
future builds. This standard is generally
equivalent to European class A1 fire rating.
However, these changes are also not
retrospective, which has led to issues with
remediation. CLT is permitted in Australian
buildings up to 25m (along with other timber
building systems), but comes with firesafety conditions under the 2019 NCC
amendments.
Several high-level Australian reports and
audits of combustible cladding have been
done across the country over the past two
years. These issues stand out.
• Queensland’s Building and Construction
Legislation (Non-conforming Building
Products—Chain of Responsibility and
Other Matters) Amendment Act 2017
remains the model legislation for
spreading accountability appropriately
along the supply chain, as noted in the
Senate Inquiry into Non-Conforming
Building Products.
• The same inquiry has recommended a
stronger penalties regime and that
manufacturers, importers and suppliers
hold mandatory recall insurance for highrisk building products.
• The ATO has rules that cladding

NEWS IN BRIEF

2019 TIMBER DESIGN AWARDS
Open to anyone involved in the design or
building of structures that feature timber, the
20th Australian Timber Design Awards is
currently open for nominations (closing 28
July). Categories include residential, public
and commercial design, landscaping, interior
fitouts and furniture or joinery.
For full details and entry forms, visit
www.timberdesignawards.com.au

AUGUST
DIGITAL DESIGN AND
FABRICATION OF TIMBER PLATE
STRUCTURES

JULY
PHOTO: GARAGESTOCK/SHUTTERSTOCK.COM

PTEC 2019
The 5th Pacific Timber Engineering
Conference will be held in Brisbane on
10–12 July. Bringing together academics,
developers and builders to discuss the
latest in timber construction, the event
aims to build networks across the timber
industry and help both practically guide
research and introduce new technology.
For full details, visit www.civil.uq.edu.
au/5th-pacific-timber-engineeringconference-ptec-2019.

The University of Sydney’s School of
Architecture, Design and Planning presents
this two-hour continuing professional course
followed by a one-hour public lecture. It’s
designed to introduce participants to
computational design strategies for cuttingedge timber building technologies, including
digital fabrication of integral timber joints
and closed loop digital design workflows for
timber plate structures. The key speaker is
Jun. Prof. Dr. Christopher Robeller, who
leads the Digital Timber Construction group

DTC at Zurich’s TU Kaiserslautern and is
known for his research and practice.
Thursday 15 August, $70, in Darlington.
For full details, visit www.sydney.edu.
au/architecture/news-and-events/
events/continuing-professionaldevelopment.html

OCTOBER
INDUSTRY GOLF DAY
Save October 1 for the timber industry
fund-raising event of the year. For more
information, email ann.sanfey@mga.
asn.au or keep an eye on the What’s On
page at www.mgatma.com.au

TABMA EVENTS
The 2019 National TABMA Awards Dinner
will be held at Sydney’s Doltone House at
Hyde Park on 18 October. Meanwhile,
TABMA’s fanciest event, the 2019 Timber
Industry Gala Evening, will have a Casino
Night theme this year and be held on 26
October at the Eagle Farm Racecourse,
Ascot, Qld. Get those dates into your
plans early. For more on both, visit
www.tabma.com.au

INTRODUCING THE NEW
“H3” IRONASH TREATED F17 KD HARDWOOD &
“H2” TRUCORE TREATED F17 KD HARDWOOD
ALL NOW IN STOCK!
DISTRIBUTORS OF:

Supa17/F17KD Hardwood & Supalam F17 KD Hardwood

ALSO:

Tas Oak & Vic Ash Flooring, Archs, Square Dressed Boards,
Door Jamb Sets, Lining, Cladding and Decking.

FULL RANGE AVAILABLE

43-45 Overseas Drive
Noble Park VIC 3174
Phone: (03) 9701 2777
Fax: (03) 9701 2677

Phil McCormack: 0438 255 118
Nick Arfaras: 0438 255 115
Glenn Lawrenson: 0438 255 116
Matt Leplaa: 0403 724 184

HARDWOOD - The Proven Performer
www.timbertradernews.com
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Sydney Tools heads north
The discount trade tools store has
opened in Brisbane.

I

t’s an institution in Sydney, and has previously spread south to
Canberra and Melbourne and as far north as Newcastle, but
now the 28th Sydney Tools store has opened its doors in
Archerfield, Brisbane
Kicking off with a multi-day sales party that included more than a
few special offers, the south-Brisbane store quickly attracted a
crowd of tradies who had previously been able to enjoy the
company’s bargains only through online deals.
Each Sydney Tools store is family owned and focused on tradie
and industrial tools, with an 11% price-beating offer. Over 200
reputable brands are stocked, including Milwaukee, Makita,
Dewalt, Bosch, Hitachi, Festool, Paslode, Husqvarna, Stanley, Fein,
Sidchrome and Cigweld.
While stores offer click and collect for tradies who travel (and
online purchases can be shipped quickly across the country), the
new store opens up the company’s customer base through the
Brisbane and Gold Coast regions and is part of a planned ongoing
expansion for the brand.
The young team at Archerfield all come with extensive industry
and product experience to help them give customers the best
advice and be able to answer technical questions on the spot.
“Sydney Tools’ point of difference is that our staff are the most
experienced in the business,” said director Jason Bey. “Our
customers can be reassured of expert and correct advice for the
right tools for any job, no matter how big.
“Time is money, so we make it our business to have the widest
range of the best quality tools available on hand when they’re
needed. If we don’t have stock available, we will be able to source
it faster and at a lower price than anyone else – that’s our
guarantee.”
The 2700m2 Archerfield store will increase the value available to
tradies with what it claims is the widest range of tools at the
cheapest prices in south east Queensland.
“Our new Archerfield store is set to be a game changer for
Brisbane and Gold Coast tradies looking for the best prices on the
highest quality industrial tools in Australia,” says Bey. “It will be the
first of many new stores to open in Queensland.”
For more, visit www.sydneytools.com.au or call (07) 3736 5000.

From top:
The new
Archerfield
store; (L-R)
Ryan Luke,
store manager
Chris Kirby,
Jack Yacoub
and Phillip
Stuccio.
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From top:
Stabila’s
levels being
produced in
the company’s
German factory;
the 1889
Anniversary
Edition set of
four levels.

Get it straight
German measuring specialists Stabila is
celebrating 130 years.

F

or a measuring company, there’s no more logical way to
celebrate a big birthday than with a set of celebratory spirit
levels. Stabila has launched a limited-edition 1889 Anniversary
Edition set. Each contains four spirit levels: three in lengths of
40cm in white, 60cm in yellow and 100 or 120cm in black, all
with the classic Stabila profile and hard-wearing coated
measuring surface. Each instrument is inscribed with the Stabila
anniversary logo and delivers accuracy of 0.5mm/m in normal
position and 1.0mm/m in reverse position. In addition, a plastic,
mini-format 1889 pocket spirit level is also included to carry out
quick horizontal alignments.
Stabila uses a sophisticated, automated process to produce their
measuring tools, yet many of the production stages are still done
by hand. The permanently cast vial ensures maximum precision
and durability even when subjected to high loads. Today, up to
10,000 spirit levels a day are produced at Stabila’s Annweiler
factory in Germany and sold into 80 countries around the globe.
Still keeping with the changing times, the company is also
running a ‘Be a True Pro’ social media competition until 13
November 2019. To enter, entrants can post their ‘Stabila
moment’ on their Instagram account using the hashtags
#BEATRUEPRO and #STABILA to win Stabila and Apple
products. The ‘Stabila moment’ can be posted either as a photo
or a video, but a Stabila product must be visible in the post.
Check out the website for full details.
For more information on the anniversary set and the
competition, visit www.stabila.com/en-CA/campaign/
stabila-130-years-1889.html or contact sales@hordernandco.
com.au.

Want the full story? Subscribe to the TimberTrader News
fortnightly e-news at www.timbertradernews.com/
subscribe/newsletters

www.timbertradernews.com

NEWS IN BRIEF

News snippets

A

nother industry great has been lost with
the passing of Martin Pretty on Sunday
May 19, 2019. MGA TMA announced the
news, saying: “Martin, was a long and loyal
supporter of the Timber Industry through his
involvement with the industry fellowship
association of Hoo Hoo and he managed the
annual Industry Golf Day every year. Martin
had also represented the TMA on a
commercial level and was a keen advocate
for our association over many years. His
involvement in our industry was significant
and, as a keen historian, he had a deep
knowledge of our industry. He will be greatly
missed.” A service to celebrate his life was
held in the Lilydale Memorial Park Chapel on
Thursday 23 May and was well attended by
many of those who loved him. He will be
sorely missed by many more.

G

PT Group has revealed plans for a new
engineered timber office and retail
development that will sit over Melbourne
Central and is planned to be the city CBD’s
tallest timber building, Designed by ARM
Architecture, Frame will be a 19,400m2
tower with its timber frame exposed
through a glass facade. Elevated garden

spaces and a rooftop retail and
entertainment precinct are designed to blur
the lines between work and relaxation,
while a 5 Star NABERS Energy and Water
Rating, a 5 Star Green Star, and WELL Gold
Standard will ensure it meets the city’s
environmental needs. A supplier for the
tower’s CLT is still being negotiated,
according to The Fifth Estate real estate site.
For more, see www.gpt.com.au/newsinsights/gpt-unveils-design-timber-officebuilding-melbourne-central

K

orean-owned Dongwha Australia has
added a 15-magawatt biomass boiler to
its Bombala softwood mill. Waste sawdust is
turned into bioenergy to power parts of the
mill, particularly the five timber-drying kilns.
It’s believed to currently be the biggest
biomass boiler in regional NSW, but is not
alone as a solution to lower both power
costs and waste, with a number of others
dotted around the country and several of our
biggest timber manufacturers recycling their
waste for power and heat. For details, visit
www.abc.net.au/news/2019-05-21/timbermill-turns-excess-sawdust-intobioenergy/11120590

P

aul Madden, managing director of
Koondrook’s 130-year-old Arbuthnot
Sawmills has been granted a medal of the
Order of Australia in the Queen’s Birthday
honours list. Well known around the Riverina
for his community work, Madden has also
made an enormous difference in the timber
industry, currently serving as a director of
both FPA and Timber New South Wales
since 2011. For the full story, visit www.
gannawarratimes.com.au/story/6207839/
timber-leader-recognised/?cs=1276

R

onald Adams, inaugural chair of Forest and
Wood Products Australia (FWPA) has also
been recognised with an Order of Australia.
Chair of FWPA John Simon said, “Under
Ron’s leadership, FWPA achieved amazing
results in R&D investment, a successful
partnership with Planet Ark and the TransTasman research that led to mill production
improvements.” The creation of the
WoodSolutions website, which now receives
over two million visits per year, was also
achieved during Ron’s term as director. For
more, visit www.fwpa.com.au/news/1808forestry-and-wood-champion-recognisedwith-order-of-australia-honour.html

1300 552 422
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COVER STORY

Clockwise from above: A still from the Stirling Machinery video; Thor Diesendorf, with one of his handmade tables and a selection of the recycled timbers that
are used in the company’s work; Lola Munday putting the finishing touches on a stump table.

Telling stories
O

ne of the biggest trends in advertising
over the past few years is the
movement towards narrative, where
information is replaced by a story. Done
well, it gets across everything a traditional
ad can and, done authentically, it can
connect with the viewer far more effectively
than the old infomercial style.
Stirling Machinery has gone down exactly
this path with its new series of ‘Stirling
Presents’ short documentaries. Although the
young company is already building a solid
reputation for quality product and service, it’s
operating in a part of the market that has
multiple strong players. While technical
specifications and cost matter, it’s the
relationship with the supplier that often ends
up swinging purchasing decisions, and so
Stirling has set about showing the strength
of its relationships.
The first video features Thor’s Hammer at
their new Griffith, ACT, premises. The
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‘Hammer Crew’ operate a joinery, sawmill
and recycled timber yard where they turn
recycled timbers into furniture, kitchens,
commercial fit-outs and multiple other highvalue uses, all with sustainable practices and
minimal waste, even down to making fire
briquettes from the sawdust.
Led by Thor Diesendorf, the close-knit crew
start each day with a game of handball
before they get to work. When Craig
Honeyman, Stirling’s managing director,
came down to install their new four-sided
moulder, he was caught up in the joy of the
workplace. He talked to Jarryd Biddle,
Stirling’s marketing manager, and the idea for
Stirling Presents was born.
“At the end of the day, everything we do is
about our customers,” says Biddle. “We
always say we’re not about selling machines,
we’re about understanding our customers.
Initially that meant understanding their
challenges and capabilities so we could help

them improve efficiencies and capture new
markets, but it’s just as true in terms of
marketing. If we focus on them, they have so
many amazing stories we can tell.”
Diesendorf started the company in 1994
and has attracted a team of like-minded
people over the years. “We all get on really
well,” he says. “That’s the important thing for
me when I’m choosing new staff, to find
people that will fit into the team – being
good at handball is optional!”
The staff were happy to talk about their
work and the machinery they use, so a day’s
filming was scheduled. “Jarryd and his team
were really good,” Diesendorf says. “They
kept it low key and didn’t interfere with our
productivity. The people they interviewed just
took out half an hour each to chat. I like the
informal way it was done – that bled through
to the feel of the video when you watch it.”
The resulting nine-minute video tells the
story of the company at its new site – “We’ve
www.timbertradernews.com

PHOTOS: COURTESY THUR’S HAMMER, ROHAN THOMSON, DNA ARCHITECTS.
(COMPUTER) KHUN MIX/SHUTTERSTOCK.COM

Stirling Machinery has turned to its customers to get the message out about their product. Its
first production with Thor’s Hammer in the ACT shows just how strong a story timber can tell.

COVER STORY

Clockwise from top: Thor’s Hammer specialises in joinery and furniture making as well as recycled timber supply; Work is hands-on and traditional, using almost
entirely natural products; The team is made up of a diverse staff all united in their passion for timber.

tried to set it up doing the best job we could
with everything we’ve learned over the years
at our old set-up,” says Diesendorf – and
while it does feature Stirling Machinery, it
mostly celebrates the joy of making beautiful
things from quality timbers.
The content has also been repackaged as a
thank you for Thor’s Hammer to use in their
marketing. “We were there for 10 hours,”
says Biddle, “and I know how under the
pump timber processors are, so we didn’t
want to waste any of their production. We’ve
offered them eight short videos that focus on
them, plus high-res team photos and video
they can boost on their website and socials.”
www.timbertradernews.com

While the Thor’s Hammer team already has
an impressive image library, some of the
companies Biddle has lined up for future
videos are traditional firms that will benefit
greatly from the marketing materials, as well
as some famous names.
“We’ve got Ryan & McNulty in Benalla,
who are on the VAFI board, and then Franz
Building Supplies, over in WA,” Biddle says.
“So there are really diverse stories we’re
going to unpack. For Thor, their story is really
about sustainability and their no-waste
philosophy, then some of the guys we’re
going to be seeing are more traditional timber
processors where it’s a real family-driven

operation. We’re looking to focus on another
operation where they employ a lot of
differently abled people in their workforce,
too. I’m not from the timber industry but,
coming from the outside, one thing I’ve
noticed is how many great stories there are.”
Diesendorf remains impressed by the way
the process shared the firms’ strengths. “I
think it’s awesome to see companies
working together like this,” he says.
For more information, visit
www.stirlingmachinery.com.au or
www.thors.com.au. To watch this
and future videos, look under Case
Studies at the Stirling site.
TIMBER TRADER NEWS / JULY 2019
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IHG SUPPLIER PROFILE

Tilling Timber SmartJoist being
used to create second storeys.

Winning together
W

hen the winner for Trade Supplier of
the Year was announced at February’s
IHG Awards of Excellence, the audience
erupted with applause, but not surprise. The
success of the relationship between Tilling
Timber and the IHG membership has helped
to encourage timber building in Australia, and
works as a model for how complementary
businesses can drive growth for each other,
and for the broader sector.
The family-run timber company founded
by Norm and Judy Tilling has always been
innovative in its business methods and in
recent years it has shown great willingness
to lead the way with new value-add parts to
its product range and service.
“The relationship goes back nearly 60
years,” says Richard Walker, IHG timber
category manager. Tilling came on board as
a supplier to the newly formed Mitre 10
Group in the early 1960s and their early
hardwood product was popular throughout
Victoria. But in the past decade, the
company has grown across Australia and
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expanded heavily into engineered timbers,
particularly LVL and timber I-joists.
“That’s where their march towards
becoming a significant supplier partner for us
changed,” says Walker. As builders began to
understand the advantages of the new style
of product, they bought less hardwood and
more engineered product. The transition took
time and marketplace education, but several
factors worked together to tilt the balance
towards engineered beams.
First was the quality and reliability. “You
can get longer lengths, it’s dimensionally
stable, it’s a stronger product,” says Walker.
“Plus, because it’s engineered, you don’t
have to rely on the trees to grow a certain
height before you can get timber of that
length, and it uses more of the tree, so it’s
more sustainable.”
The long spans of LVL were also perfect
for popular open-plan living spaces. Because
manufacturers built beams to the old
hardwood specifications, they were easy to
integrate into builders’ systems. It was –

Above: Norm Tilling, accepting the 2018 IHG Trade
Supplier of the Year award. He joked that he was
“certainly glad I came!” before thanking his staff
that drive the company’s success at every level.

www.timbertradernews.com
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For Tilling Timber and Independent Hardware Group, a long-standing partnership has
developed into new ways to drive sales growth and support independent timber merchants.

IHG SUPPLIER PROFILE
and remains – a good product that solved a
lot of hardwood timbers’ issues. But it was
the next step that was the game changer for
both Tilling and IHG.

BUILDING SOLUTIONS
When Tilling introduced SmartJoists, an I-joist
with LVL flanges top and bottom, joined by an
engineered web, IHG members could see the
enormous potential. “It’s a product that would
replace the traditional solid joist or PosiStrut
beam for second-storey floor builds, says Ben
Shaw, general manager at Richmond Mitre 10
and Danahers Mitre 10 in metro Melbourne.
“Because it’s an engineered product, you
could determine what loads it could carry,
how big the holes you could cut in it.”
IHG members also recognised it would
require a different way of selling, as did Tilling.
Where LVL beams had been straightforward
substitutes for an older product, SmartJoist
was a new method altogether and involved a
more complex approach.
Bringing it to market was a process.
Second storeys were traditionally built over
steel or timber PosiStruts. SmartJoist could
replace both, though its first incarnation
required a bit of tweaking. The traditional
PosiStrut is an open-web design type of floor
joist, which means that plumbers, electricians
and air conditioning installers can run all their
services through without any effort. When
SmartJoist and competitor joists first came
out, they were a solid beam through the
middle and tradies had to cut holes for the
services, which led to some suggestions for
improvement in the feedback from builders.
In response, Tilling increased the role of
their design service, looking at house plans
and cutting holes for follow-up services in
factory. Labelling and precision docking were
also offered, among other value-adds.
As Shaw says, it was a winning strategy:
“The trades love it because it’s just as easy
for them to do their work, the builder loves
it because there’s significant cost savings,
and we love it, because we’re selling
more timber.”

frame structure. Our floor and rood designs
are a part of the frame, so IHG members
can take our design and combine it with
other products as a full structural package
for the builder.”
The benefits flow both ways between
store and supplier. “It’s a design-led
solution,” says Quinn. “We have 45
designers and three engineers to support
the product and we produce over 14,000
individual home designs a year. A designer
might spend two to three hours per design,
but none of the designs are guaranteed
orders, they still have to go through a
process of winning as a quotation.”
Just as SmartJoist helps IHG members to
sell more timber, selling the product through
stores increases the conversion rate from
design to build, as the design benefits are
coupled with the one-stop ease of buying
through an already-familiar trade centre.
Which isn’t to say the design benefits
aren’t substantial. “It removes the waiting
for a manufactured product,” says Shaw. “A

Above: Ben Shaw of Richmond Mitre 10.

Posi system could take anywhere from two
to three weeks, Tilling can turn it around in
two or three days. So it speeds up the build
process and enables our builders to be
moving forward rather than waiting on
manufactured product.”

MEMBER ENDORSED CONCEPT
Teaching builders how they could use
SmartJoist required putting the stores, the
builders and the supplier together to come
up with a solution that worked for everyone.
“We’ve always had Tilling in our racks,”
says Shaw. “The opportunity for us with the
specified product was to substitute a timber
solution for steel or PosiStrut products –
things that would be lost to our business
as a sale.”
The design process is straightforward,
says Leon Quinn, national sales and
marketing manager, Tilling Timber. “Trade
Centres receive plans and engineering from
the builder and are asked to quote the
www.timbertradernews.com

Above: Tilling’s design service converts as much of the build as possible into timber, increasing the sales
overall at IHG Trade Centres well beyond just the increase in Tilling products.
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Above: The management/ownership team at Bayswater Mitre 10, from left, Neil Vanderkolk, Derek
Vanderkolk, Rob Vanderkolk and Mick Vanderkolk.

Derek Vanderkolk, co-owner of Bayswater
Mitre 10, says his builders appreciate the
seamlessness: “They send the plans off,
Tilling will engineer the subfloor and the
second floor, and they get a layout of where
everything needs to be, where all the
stumps need to go, where all the bearers
and joists need to go. It’s basically a
Meccano set, you just put it together.
“It’s faster for them on site and they get a
certificate to say it’s all engineered. They’ve
only got to pass that on to their building
surveyor and they’re home and hosed.”

WORKING TOGETHER
Through this focused partnership, Tilling
and IHG members have both increased
their market share. Each company has
brought significant strengths to the

partnership. “IHG’s scale and geographical
coverage mean that when we bring new
products or new solutions to market, there’s
a channel to market,” Quinn says. “They can
get very strong results very quickly and they
cover such a large proportion of trade
markets in Australia.”
Walker appreciates the other side of the
relationship. “Tilling is great at re-engineering
and improving the design of a house or a
building to take out steel,” he says. “And
because that re-engineering is focused on
improving the design, it can come in multiple
forms. It could be ‘here’s a cheaper way to
construct the house’ or ‘here’s a better
method so there’s less bounce in the floor’.
Their expertise in that space is outstanding.”
IHG members are quick to list the benefits:
no waiting on fabricators; no need for welders

or for steel to be galvanised; no need for a
crane as timber beams are significantly
lighter; most builders are far more familiar
with working in timber and the material is
easier to adapt, both for last-minute changes
and for future extensions.
In terms of practicality, reps from Tilling
and IHG’s members go out together and
speak directly with builders to show how
they can improve results. Shaw says, “We
do specifically targeted joint calls. We work
in tandem and we use the Tilling external
sales team as an extension of our own reps.
The customers appreciate they’ve got a
subject matter expert on site with them.
“There’s been a fantastic response from
our customer base and we’ve had great
uptake. It ties into our whole-of-house
strategy – we want to be selling our builders
as much of the house as is possible.”
Vanderkolk has had a similar experience:
“They do calls with and for us and our
building clients reckon it’s fantastic because
it’s one less thing they have to worry about.
“Their design service is very efficient,” he
says. “I haven’t had anyone complain about
any of the floor systems that we’ve
supplied. Tilling also have very good
customer service, where they’ll talk to the
customer directly, rather than have us in the
middle trying to pass on information about
how the floor system needs to work and
what they need done.”
Both Shaw and Vanderkolk cite the
breadth of Tilling’s approach as key to the
success of the relationship, including bestpractice customer service, speed of
deliveries to site and their technical ability.
Tilling has also recently developed a CRM
system that tracks every job. It was born out
of the need for engineering documentation
to be produced from Tilling’s designs when
they are converted into orders. “This

Above: Mitre 10 Trade Centres such as Bayswater benefit from Tilling’s engineered solution, which has evolved as part of a mutual strategy to capture a greater
share of each build.
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becomes the source documentation for the
builder’s construction,” says Quinn.
Because all the data was already being
collected and tracked, it was an easy job for
Tilling to provide feedback, and then to
improve on that: “We created a portal so the
IHG trade teams can log in and see all the
jobs that they’re quoting on and use it
effectively as a CRM just to make sure
nothing gets missed,” says Quinn. “We
originally built the portal just as a workflow
management system, but it quickly evolved
into a CRM that enables us to provide
realtime feedback and for them to run their
own reports on their conversion rates for
Smartframe designs.”
Similarly, distribution is a team effort,
making use of Tilling’s distribution centres in
major mainland capitals and IHG’s extensive
Trade Centre network. In some cases,
deliveries will go straight to site from Tilling
where there is a logistics saving to be
made. “It’s all well and good for us to say
‘Oh, I innovate, and I’ve got great design,’
but the backbone of our business is
distribution and if we can’t get it there, the
rest doesn’t really matter,” Quinn says.
Like almost all IHG members, Tilling is
a family business at heart, and that similarity
in culture shows. Customers are at the core
of their business strategy and there is a
readiness to go the extra mile to help their
customers make a sale or build a new
relationship. When the Awards of Excellence
ceremony concluded, Norm and Judy Tilling
were surrounded by literally dozens of
friends from the industry, all ready to
congratulate them and each with a story
about the difference Tilling has made in their
own business.

NEW BUILD SECTORS
One of the most valuable aspects of the
partnership is its ability to help stores and
their builders at a time when housing is
slower overall by growing timber’s share of
the market.
“Tilling’s engineered product has
expanded the offer we bring to our builders,”
says Vanderkolk. “It’s increased the business
we do with them – they can get everything
from one place.”
Shaw agrees. “We’ve seen significant
growth, coming in captured sales we
wouldn’t normally see. If I was to look at a
band of my top 20 customers that we’ve
offered this service to over the last 12-18
months, we’ve doubled our sales with these
customers as a result.”
Tilling and IHG are also looking to expand
sales in previously under-explored areas
such as mid-rise and multi-res.
“We want to create more opportunity for
all IHG members to bring more possibilities
to their builders,” says Quinn. “Going for a
www.timbertradernews.com

One valuable aspect of the partnership is its
ability to help stores grow timber’s share of the
market at a time when housing is slowing.
timber structure in mid-rise is definitely
more economical for the builder than
concrete. It’s just about being able to
cohesively put it together.”
While smaller builders have been cautious
about expanding out of domestic builds, the
combination of Tilling’s design service and
IHG’s whole of house service makes it more
achievable with less risk.
Environmental concerns are also
emerging as market drivers, and Tilling’s
range not only represents a low-carbon
alternative to concrete and steel, its
plantation-grown products are PEFC certified
and come with chain of custody certification.
“It’s a matter of seeing opportunities,”
says Quinn. “The merchants need to tailor
their offer a little more and then we need to
make sure that we’ve got products and
solutions that support entry into that area as
well. If we just keep going after exactly the
same diminishing market, then the figures
are only going to be what they will be. But if
we look outside the box a bit and come up
with a solution that might help builders into
another market, to get growth there and
establish a footprint somewhere they
weren’t before, then that can soften a
general downturn.”
It’s a growth that the IHG team is firmly
behind, with the group looking for areas
where its trade members can expand and
take advantage of the possibilities offered
by Tilling.
“The premise of ‘whole of house’ is how
do we sell more of the house to the builder,
not just the parts that we’ve always been
really good at,” says Shaw. “It’s an exciting
relationship. Tilling is always trying to be
innovative and pushing the envelope, which

is great to see in the timber space.”
For Quinn, it’s simply part of being a large
family business. “You’ve got to add value or
perish, it’s as simple as that. If you don’t
deliver a lot of value, the rest of the market
will run past you.”
But that growth is carefully directed.
Unlike some suppliers who have begun to
move into the timber merchanting space
themselves, Tilling is very happy to leave the
selling to the professionals. “We specialise
in loading as much innovation into our part
of the house as possible, then the merchant
is the generalist and they bring the best
solutions together to deliver as much value
as possible to the builder,” says Quinn.
“We’re happy to play to position, as they say
in the sporting world.”
And whether that playing to position
involves driving into new sectors or delivering
a lower-cost faster build, each design comes
with additional sales of consumables to the
IHG merchant: tools, cladding, flooring and all
the other products that are needed to turn a
frame into a residence. So even in a market
without overall growth, the partnership is
able to deliver more value to group stores.
“Our Trade members come to us and say
‘we want you to help us come up with a
deal’,” says Walker, “and Tilling is willing to
play in that.” He describes the commercial
relationship as very competitive and
rewarding, “but more importantly than that,
they’re proactive and work with our members
to grow their sales.”
Walker concludes: “As a buying group,
we’re able to work with Tilling to put a
compelling offer together that outweighs the
existing product it’s replacing.”
For more, visit www.tilling.com.au

Above: SmartJoist was one of the pivotal products that saw Tilling Timber shift from being a long-term
timber supplier to a key trade partner for IHG, helping stores to grow their market with builders.
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ABRASIVES FEATURE

A grain of truth
High quality abrasives make all the difference when it comes to floor sanding, but not all are
created equal. By Steven Hutchinson, Norton Abrasives

I

n today’s world it can be difficult to
determine the authenticity of the products
we use. Many products on the market claim
to be one thing but end up being something
else. This has certainly been the case in the
hardwood flooring abrasive market.
Currently the most successful abrasives
for sanding hardwood floors, particularly
tough Australian hardwoods, use ceramic
grain but not all ceramic grains are created
equal. And not all abrasives offer a full
ceramic grain coating to do the work. It’s
wise to do your homework to understand
what each abrasive product is made of and
then see how they actually perform.
Let’s start with the grain itself. Ceramic
grain isn’t necessarily a new innovation but
those of us who manufacture ceramic grains

Ceramic grain
fractures under
pressure, leaving
an ultra-sharp edge
that cuts consistently.

are constantly innovating the design to make
it perform better in specific applications.
One size of ceramic grain does not fit all
applications and there are many types on
the market.
The first thing you should know about
ceramic grain is that it is the sharpest
grain offered for abrasives. The structure
of the grain itself allows it to fracture under
pressure leaving an ultra-sharp edge. This
differs from grains such as silicon carbide
and zirconia, which tend to leave an
inconsistent cutting edge after fracturing.
It is this ultra-sharp edge that sets the
ceramic grains apart from the other grains
offered in abrasives.
Secondly, ceramic grains ‘micro-fracture’
in very small increments. Similar to dropping
a ceramic coffee mug and having it shatter;
the ceramic grain fractures in tiny
increments (slivers) that allow the overall
grain to maintain its cutting ability over
a longer period of time. Zirconia grains
micro-fracture as well, but not nearly as
small as the ceramic grains. Grains like
silicon carbide and aluminium oxide ‘macrofracture’ when they break down, causing the
grain to lose its size and cutting
effectiveness quickly and dramatically.

A side benefit to the very fine microfracturing of ceramic grains is that whatever
part of the grain that does fracture off is so
small that it doesn’t leave any random or
deep scratches on the floor if it is picked up
by the belt or disc.

LOOK FOR QUALITY
The combination of the ultra-sharp edges
and the micro-fracturing of the ceramic grain
is what sets ceramic abrasives apart from
any other abrasive on the market. But that is
not where the differences end. Like most
things in life, more is better and that stands
true in abrasives as well. With the ceramic
grain being so good, it makes sense that
having more grain on your abrasive will
make it more effective. However, there are
not many abrasives on the market that offer
a 100% full ceramic grain coating.
Many abrasive manufactures will blend
the ceramic grain with another type of grain.
The reason for this is mainly for cost control.
Ceramic grains are exponentially more
expensive than the other grains on the
market, so in order to offer a product that
most people can afford they have to blend
the ceramic grain with a lower-cost grain,
such as aluminium oxide or silicon carbide.

Above from left: Norton Abrasives Blaze 150mm ceramic disc and Red Heat ceramic edger disc; Hermes Abrasives paper-backed CR116 disc.
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The combination of
the ultra-sharp edges
and the microfracturing of the grain
is what sets ceramic
abrasives apart.

PREMIUM BLUE
CERAMIC GRAIN
Very tough grain, fracturing,
constantly to expose sharp,
cutting edges time and
time again.

Clockwise from top: Norton Abrasives Red Heat floor sanding belts; Hermes Abrasives CR116 belt; a microscopic shot of ceramic grain; how the grain stays sharp.
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We now have a
complete line of 100%
ceramic products that
you can use from
start to finish on any
hardwood floor job.

Above: Hermes Abrasive’s polyester-backed
CR456Z product has high belt stability.

Blended grain abrasives do have their
benefits in particular applications. Besides
being less expensive, they can improve
scratch pattern depending on the type of
abrasive that is used. For the most part,
though, using a 100% ceramic abrasive will
always give you the best results in your
hardwood floor sanding operation. The
consistency of the scratch pattern and the
overall durability and product life far outweigh
any benefit of a blended grain product. Which
leads us to the authenticity concern.
There are many ceramic products on the
market today but very few are 100%
ceramic. You should be careful to make sure
you know which products are blended and
which are not. If you are looking for an
abrasive that is going to handle the toughest
circumstances while giving you the
smoothest scratch-free surface a 100%
ceramic product is what you should be using.

A FINE GRIND
At Norton Abrasives, we’ve spent the past
15 years perfecting the best ceramic
abrasives for the hardwood floor market. It
all started in 2005 with the introduction of
our Red Heat cloth floor belt (R955P), a
100% ceramic product utilising a grain
specifically designed for lighter pressure
fracturing which is ideal for hardwood
flooring. However, the most important
aspect of the Red Heat product is the
symmetrical shape of the grain. It is this
symmetrical shape that allows the Red Heat

products to leave the finest, smoothest
scratch pattern in the industry. All while
being able to tackle the hardest species of
wood or super-hard factory applied prefinished flooring.
It wasn’t long after the launch of the cloth
belts that we developed a paper (H955) and
a screen (Q955) version of the Red Heat –
the latter is the only product of its kind on
the market. With the addition of these two
pieces to the Red Heat portfolio we now
have a complete line of 100% ceramic
products that you can use from start to
finish on any hardwood floor job.
In 2017 we launched our ceramic Blaze
product to the market specifically for Sport
Floors. The Blaze was designed with a
different style ceramic grain that offered a
little more cutting action in an effort to tackle
floors with several layers of finish, such as
an old gym floor. With a more open coating
of grain, the Blaze product is able to cut
through the thick layers of finish and resist
loading to allow the product to cut fast and
free. Another application where the
Blaze excels is on factory applied
pre-finished flooring where the
same concept applies. For
both large Sport Floors and
residential pre-finished
re-sands, the Blaze product
offers superior performance.
This year our new ceramic
Mesh Power hit the market.
Utilising a unique net/mesh

Why not try

backing with our patented ceramic grain the
new Mesh Power has proven to have
incredible longevity in both raw wood
scratch blending and between coats interabrasion surface prep.
While we naturally prefer our product,
there are other ceramic products on the
market that are also made to a high
standard. Hermes Abrasives have an
F-weight paper-backed product (CR116) that
has a high stock removal rate and low
grinding temperature, giving a uniform
surface pattern without staining, as well as
their economical CR456Z product with a
polyester cloth backing, which is highly tear
resistant and has a high belt stability.
Talk with your supplier to get the details
of their product, and if you are not entirely
satisfied, investigate other suppliers until
you are.
We all know time is money in the
hardwood floor market. It is important to
know that the product you are using is the
real deal and will give you the performance
and results that will maximise your efforts.
Relying on trusted suppliers will make your
job easier, help you get it done quicker and
provide the best results so that you can do
more, make more and have completely
satisfied customers.
For more product details, visit
Norton at www.saint-gobainabrasives.com/en-au or visit
www.hermes.
com.au

ZIRCONIA

for your next project?

ABRASIVES
AUSTRALIA

Zirconia Alumina is a tough grain
that provides high stock removal rates
and long tool life for
www.hermes.com.au | sales@hermes.com.au | 1800 335 473
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Data driven
When the Tilling Group began to redesign their Smart Portal, they quickly realised they had
created a whole new set of tools for both their business and their customers.

M

any people like to quote Thomas
Hobbes’ famous aphorism ‘Knowledge
is power’, but in the 21st century, it’s taken
on a whole new meaning.
Competitive markets and uncertain
economic times mean knowledge of your
clients, the marketplace and your product
can make the difference in your company’s
potential for growth. Delving into that data,
though, can seem an overly complex job.
However, as Tilling Group learned in a
recent redesign of their web portal, many
companies already have access to much
more information than they know. It’s simply
24 TIMBER TRADER NEWS / JULY 2019

a question of accessing it and making use of
it – and, in Tilling’s case at least, sharing it.

REALISING WHAT’S MISSING
One of Tilling’s most popular services is their
SmartFrame Design Centre, providing a free
floor and roof system design service for
builders using the company’s SmartFrame
engineered wood products and brackets
(see Winning Together, p16, for how the
service works).
“We use it as a demand generation
strategy,” says Leon Quinn, national sales and
marketing manager, Tilling Timber. “Because

it’s free, it’s a very popular service and we
have a very large amount of workflow. Three
years ago, we recognised that we didn’t
really have the IT infrastructure to properly
manage it at that time.”
Tilling brought in an IT contractor to build
the first version of the SmartFrame
merchant software, and it did some things
fairly well. Work flow management improved
and it was easier to account for every job
accurately. It helped to keep Tilling’s offer
consistent and to maintain the short, reliable
lead times Tilling’s customers need.
But it was apparent to the sales team that
www.timbertradernews.com
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they could be doing much more. As Quinn
explains: “We were busy doing thousands
of designs, about 12,000 a year, which are
essentially quotes. As each one finished,
we’d move onto the next. We weren’t taking
the time to uncover what was working and
what wasn’t. So our first thought was ‘all
right, let’s slow down what we’re doing on
the sales side of things and really consider
what’s working for our customers.”
While the design team kept going with
their work helping builders and resellers
secure jobs, the tech and sales teams sat
down and planned their way through a total
redesign of their merchant software.

BUILDING THE SMART PORTAL
The most obvious starting point was
improving both Tilling’s and the customer’s
ability to manage jobs in the design system
entirely from within the one program.
From that simple change in thinking, a
www.timbertradernews.com

raft of new functions followed. Instead of
tweaking the old database design, the
teams re-imagined it as a tool that could
help them do every part of their work more
efficiently. The new Tilling SmartFrame Web
Portal was born, and it very quickly became
apparent that it could do a lot more than its
originators had planned.
As Quinn says, “With a good design,
whether it’s a beam or an IT project, if you
come at it from the perspective of ‘what is
the most effective way to do the central
job?’, you end up with a product that also
delivers a lot of bonus surprises in its
functions, and that’s certainly what
happened for us here.”
The portal’s central task was making it
easier for merchants to track their jobs, and
for both the Tilling and the merchants to see
what was happening with each of those jobs,
keeping the process entirely transparent.
“The new portal does this perfectly,” says
Quinn. “For our customers, it means they
can have a lot more control over their jobs
with us. Say one of our larger resellers has
15 active jobs on the go at once. Usually our
lead time is four to five days and they can
log in to see who’s working on each one and
what stage it’s at. But if they get a call from
one of their builders who needs a more
urgent response, they can ask us to
re-prioritise their list to put that job at the
top, and we’re happy to do that for them.”
For Tilling, the portal made it much easier
to track the work being done by their global
team of designers. Quinn says, “We have
design experts working locally and around
the world. Previously, all our information
exchange was by email.
“In terms of knowing where the work
was up to on each specific job, I liken it to
standing beside a wall, taking a piece of
paper and writing all the details on it, then
wrapping it around a rock and throwing it
over the wall. You hope something comes
back – and it did – but we had that little
control over the work flow.”
By contrast, the new Web Portal has
instant access to every job undertaken by
every designer. “We now can have any
designer anywhere in the world opening and
closing files and we can see what they’re
doing, understand it, manage it, prioritise it,”
says Quinn. “It means that every member of
the international design team can be treated
exactly the same as one who was working
in the office right beside us. It was a very
powerful difference.”

Every design done
takes up company
time, but only the
ones that convert
into builds bring in
revenue for Tilling.
The change meant that it was immediately
easier for Tilling to benchmark designer
performance. “We can understand how
quick our designers are,” Quinn says. “We
can also track if there are any problems
where we might need to offer training
support someone, or see if another designer
is particularly skilled at a specific task.
“It meant that we could enshrine a fast
checking system: each job now automatically
has a second designer check the first
designer’s work once it’s finished and that
alone meant we were able to actually lift our
quality. If there had been no other benefits,
to the portal that would have been enough
of an improvement to make it worthwhile.”
But Tilling soon saw there were multiple
additional benefits to be had.

EXPLORING POSSIBILITIES
While investigating the success of the
portal’s intended consequences, Tilling
realised an enormously positive unintended
consequence. Tracking each design and
designer meant that they were also tracking
what happened with each job. Suddenly
they had instant, at-a-glance access to the
conversion rates from designs to builds.
Every design done takes up company
time, but only those that convert into builds
bring in revenue. As Quinn says, “Effectively
every design is a quote and we had just
been focused on getting the quotes out. But
because the portal started to record
everything for us, we could see every time a
design quote was converted into an order.
We realised that we were able to track
conversion rates by merchant customer, by
merchant group, by state, by merchant rep
or by builder… We can very quickly see
things that are working and we can also see
things that are not working.”
They had accidentally discovered the holy
grail of modern business: up-to-date,
accurate data, and a lot of it. The design
TIMBER TRADER NEWS / JULY 2019
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team was thrilled to be able to benchmark
their work so effectively, but the sales team
recognised the treasure they had uncovered.
“We’re all about continuous
improvement,” says Quinn, “and suddenly
we had this platform for both us and our
customers to see and understand what’s
working and what’s not, and we realised
that while we thought we’d been building
tracking software with a database, we’d
actually built a CRM.”
Customer Relationship Management
(CRM) software packages are sales tools that
use data analysis to drive growth. While a lot
of excellent not-too-expensive models are on
the market, the Tilling tech team had created
an ideal one for their customer base as a
by-product. And, in true Tilling style, they
didn’t keep it to themselves.
“We’d built the portal with the customer
in mind, so it made sense to us that we let
each customer have their own CRM,” Quinn
says. “They can look at every quotation
they’ve done with us and understand which
ones turned into orders and which ones
didn’t. Imagine you were a sales manager
working for a large merchant group, you
might have 10 reps. Our designs can work
as a benchmark so they can look at their
team and see who’s highly engaged, who’s
middle of the road and who’s not in the
space of the product segment.
“They don’t need to do anything extra to
get this sales feedback, they can just use
the data we give them for free.”
Even gaining access to the Web Portal is
easy. Every Tilling customer (effectively
every timber merchant in Australia) can
apply in minutes through the website and
every merchant and builder who has
previously used the Tilling Design Centre will
find their data already in the portal.

CHANGING BUSINESS
The SmartFrame Web Portal is a sign of how
business is changing. While Tilling will
continue to innovate with their SmartFrame
range, product enhancements alone are not
going to drive business growth.
“We think that in the next 10 years, the
greatest innovations in our area are most
likely to be information and service based
rather than product based,” Quinn says. ”In
the near term, we find that our ability to
enhance service with the latest technology
is definitely the greatest opportunity we
have to load more value into our offer.”
In addition to the Web Portal, Tilling has
recently relaunched the SmartFrame app, a
tool that allows merchants and builders to
design individual beams wherever they are,
including on site.
“Whether it’s a rafter, a lintel, a bearer or
a floor joist, it allows you to do an on-thespot design,” says Quinn. ”You just put in
26 TIMBER TRADER NEWS / JULY 2019
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“In the next 10
years, the greatest
innovations are likely
to be information and
service based rather
than product based.”

what the criteria are – span, load, the wind
zone – and it will give you the result you
need. It also has a feature where you can
design holes into our I-joists as well.
Previously available as a native app, the
redesign is now web-based, which means it
will no longer be disrupted each time a new
Apple iOS is pushed out. “It also means it’s
now very easy to update,” Quinn explains.
“If we find any issue or get any requests
for additions from our customers, we can
quickly update it and then the next time
somebody opens the app, it downloads the
latest update. And, of course, the app is
great on Android phones, too.”
As with the Web Portal, the app centres
the needs of customers, including a service
that allows you to find the nearest stockist
of a particular beam from any work site,
making even the most on-the-fly change one
that won’t compromise the quality of the
end product or slow the build.
Also as with the portal, data is a key tool,
here. The specifications listed within the app
deliver instant value for the users.
“If a building inspector comes onto your
site and asks for information – say, ‘How can
you justify that beam?’ – you can in two
minutes put in the design criteria for that
beam, justify your choice, and email a
certificate with the engineering details
directly to the inspector. It’s quite quick,
easy and straightforward.”

Using the SmartFrame Web Portal
Tilling customers can apply for Smart Portal access directly from the Tilling website and are
usually set up the same day. Tilling sets all the permissions and access and customers can
view current and previous jobs as well as track data and run reports from their history and
current projects. Merchants and builders can use the portal to:
•
Request changes in the priority order of current Design Centre jobs.
•
Track the progress of current jobs.
•
Run reports on which of their design jobs have led to successful conversions and
analyse differences in success rates.
•
Track sales staff success using the CRM data set for each business.
•
Work with broader Tilling Group members to compile an accurate data-driven
picture of real-time trends in building changes.

www.timbertradernews.com

MANAGING THE FUTURE
Tilling has been quick to realise the potential
of data-driven models. Despite timber and
building often being somewhat traditional
industries, the ease of the portal and app for
end-users and the quality as well as quantity
of information available is helping to drive
take-up of the tools with the customer base.
As Quinn explains, they deliver exactly the
same things as traditional management
metrics. “The number one word that comes
out of the portal is ‘accountability’” he says.
“We want to be accountable for our actions
and our performance, and we want every
design that we do to maximise opportunity
for us and our customers and really ensure
TIMBER TRADER NEWS / JULY 2019
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Using the SmartFrame app

we’re all working together as a supply
channel – both as the wholesale distributor
and the reseller – to maximise outcomes.”
This collaborative approach is even more
important in the current contracting market,
where resellers and builders might find
themselves with 10-15% less opportunity.
“We want to ensure none of us waste the
opportunities we have,” Quinn says. “If
Australians aren’t physically building the
same number of homes, we can at least
make sure that our conversion rates, and
our resellers’ conversion rates are higher.
And that will compensate, so we can all
maintain revenue in a tighter market.”
Making user information fully accessible
to those customers within the massive
Tilling database means that at every stage
of the process, all parts of the supply chain
28 TIMBER TRADER NEWS / JULY 2019

“If Australians aren’t
building the same
number of homes, we
can make sure we lift
our conversion rates.”
can see how they are performing and spot
any areas that could be strengthened.
The entire data set is also analysed by
Tilling for broader trends which are shared
with customers. Quinn says, “We can see
trends like the average size of homes

getting smaller, because we can see that for
the average floor system, the dollar value is
dropping. Those trends in scale show up on
the composite data.”
For Quinn, the portal is indicative of Tilling’s
us and us approach, where lines aren’t drawn
between the company and customers. “If we
can all better manage information and really
make sure everybody gives it their best effort,
from the designer to the administrator or the
Tilling rep or the reseller rep… If we’re all
accountable to one another as a team, then
our cut of the market will improve because
our sales method will improve,” he says.
For more, visit www.tilling.com.au/
merchants to learn about or join the
Smart Portal, or search for the
SmartFrame app in your Apple or
Android app store.
www.timbertradernews.com
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Designed for use anywhere you are, the app is now web-based
and stable on both Android and Apple iOS phones and tablet.
Automatic updates will download when the app is opened and
users are encouraged to submit requests for additional data or
features. Using it, sales teams, builders and fabricators can:
•
Enter the project’s measurements and conditions
(including wind zone) and beam application to be guided
through selecting a suitable SmartFrame member for
each position.
•
Design special features such as services cut-outs without
compromising beams.
•
Find your nearest Tilling supplier from anywhere.
•
Access product information, specifications and pictorial
representations for client, builder and specifier needs.
•
Email certification of your product selection directly to
your building inspector within minutes of a question on
site, including the engineered product’s specifications.
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WATT ABOUT

THE WORKPLACE
with Emma Watt

Right for the role?
Performance management in the workplace.

T

he first question in a performance
management issue is what constitutes
poor performance?
Often an employer will know when an
employee is not performing their role
properly, but before addressing the issue, he
or she needs to:
• Clearly describe the problem;
• Identify the specific task or tasks that are
not being performed correctly;
• Check that the employee has been told
how to perform the task or tasks;
• Consider whether the employee may
simply need additional training; and
• Assess whether the standard expected is
objectively reasonable.
The employer must be able to clearly
articulate to the employee what the problem
is, what the expectations are, and how the
employee is expected to address the issue.
In order to be able to have a conversation
with the employee about these matters, the
employer must first understand themselves
what they are seeking.
This is a form of gap analysis. What is
happening at the moment? What does ‘good
performance’ look like? What’s the gap and
how does the employee bridge it?

WHEN SHOULD POOR
PERFORMANCE BE ADDRESSED?
Ideally, poor performance is addressed as
soon as practicable after it is noticed. This
gives the employee the opportunity to have
fresh in their mind what they have done,
which means they have a better chance of
understanding when the employer describes
the problem, and therefore identify
opportunities to change.
In fact, if the employer lets poor
performance slide for a long period of time,
possibly because he or she isn’t really
confident addressing the employee directly
about the problems, then it could be argued
that the standard that is accepted is the
reasonable standard that could be expected
in the workplace. Commencing a process for
correcting poor performance needs to be a
priority to allow the process the best
possible opportunity to be successful.

HOW TO ADDRESS
UNDERPERFORMANCE – THE
PROCESS
1. Have an informal discussion with the
employee, giving specific examples of
behaviours or outcomes that you want
the employee to change. Keeping it

informal reduces the apprehension any
employee would reasonably feel being
told that they’re not meeting
expectations. However, do keep notes of
what you discussed, and importantly, any
actions that you or the employee are
going to take.
2. If performance does not improve, or still
does not meet the reasonable expected
standard, then it may be necessary to
move to a formal process, a Performance
Improvement Plan (PIP). This starts with
another discussion with the employee
and finishes with documented and
agreed outcomes. See the sample PIP
entry at the bottom of this page.
3. If the employee fails to meet the
specified standard within a reasonable
period of time, then a written warning
may be warranted. A ‘reasonable period
of time’ will depend on what you’re
asking the employee to do. In the below
example, greeting customers properly is
a behaviour that can be improved
immediately, so a review period of a
week or two would be appropriate. If the
PIP relates to a salesperson achieving
budget, a review period might need to be
a quarter, or at least, a month.

Task

Expectation

Issue

Your action

Has this expectation
been met

Counter
work

Greet customers in
a friendly manner
within 30 seconds
of them walking
into the shop. If
you are busy with
another customer,
make eye contact,
acknowledge them,
and say you will be
with them shortly.

I have noticed that you frequently don’t
acknowledge customers’ presence in the
shop, until they approach you to ask a
question. Yesterday I saw three customers
within half an hour come into the shop,
browse the shelves, and leave, at no
stage did you acknowledge their
presence, or ask if you could help them.
This creates an unfriendly atmosphere in
the shop and puts up barriers to
customers asking us to help them.

Practise being friendly with
customers as they come in the
door, even if you’re busy when
they walk in. The customer in front
of you is more important than the
phone ringing, or a query from a
colleague, prioritise helping the
customer in the shop, and politely
ask colleagues to wait until you
have finished assisting the
customer.

(This gets filled out
when you review the
PIP with the employee)
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Here’s a sample PIP entry

WATT ABOUT THE WORKPLACE

If an employee makes an unfair
dismissal claim, the Fair Work
Commission will want to see evidence
that the employee was clearly told what
they need to do, and that termination of
their employment would follow if they
don’t follow those instructions.
You are not required to give three
warnings. Sometimes one warning will
be sufficient, but often two (a first
warning and a final warning) will be called
for.
4. If, after an appropriate number of
warnings and PIPs, the employee is still
failing to meet your reasonable
standards, then termination of
employment is the next step.

EMPLOYEE RESPONSES TO
PERFORMANCE MANAGEMENT
Ideally, the employee and the employer have
a reasonable conversation about
expectations, agree on actions, and the
employee improves. This is the whole point
of the process – to gently steer the
employee in the right direction. It doesn’t
need to be confrontational, it shouldn’t make
the employee feel scared or stressed.
Sometimes, however, an employee does
not respond positively to the process. This
can result in misconduct, which would be
managed as a separate process, potentially
leading to dismissal.

Performance management is
uncomfortable for both the employer and
the employee, and it does result in some
additional pressure being put on the
employee to meet expectations. This can
result in the employee getting sick, which
automatically means the performance
management process must cease until the
employee is fit to return to full duties.
If the employee makes a workers
compensation claim alleging that they are

stressed, the insurer is likely to investigate
the claim. If the performance management
process is objectively judged to be
reasonable management action, conducted
in a reasonable manner, then the probability
is that the claim will be rejected.
Employers need to seek advice on
specific situations as they arise, as careful
management is necessary to ensure the
outcome is as positive as possible for all
involved.

Emma Watt is an independent industrial relations consultant who has, for more than 20 years, provided advice and
assistance to employers in the timber industry. She has also worked as an unfair dismissal conciliator with the Fair Work
Commission. Emma is very keen to ensure that employers know their rights and obligations, so they can sleep well at night!

Next month in

SAFETY AND
TRAINING
Coming up in the August 2019 issue of
TimberTrader News we look at:
• Safety in the workplace
• Training staff
• Resources for safety and training
Does your company want to be a part of this in-depth feature? For advertising your products and services
to our 5000+ readers, contact Julie McConachy on 0409 381 813 or email juliem@paragonmedia.com.au
For editorial opportunities, contact Donyale Harrison on 0417 487 497 or email donyale.harrison@paragonmedia.com.au
ADVERTISING AND EDITORIAL DEADLINE: Friday July 5, 2019.
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A new PieceMaker installed
at Eco Truss in Tasmania.

A new cut
M

arch saw a gathering of fabricators and
other timber specialists at Multinail’s
Stapylton headquarters to watch some of
the company’s best machines being put
through their paces at a cutting show. The
PieceMaker being used for demonstration
had a prominent Westruss sign attached to
it, and the Cheney family in the crowd
cheerfully explained it would soon be making
its way to their base in Orange, NSW.
Looking at the huge machine, it was hard
to imagine it being packed up, shipped off
and reassembled elsewhere as though it
were little more complex than a bicycle.
But the short version of the story is that’s
exactly what happened, with the saw in
operation within four days of delivery –
one of the many PieceMaker machines
that have been installed in the past
12 months.
But let’s hear the long story.
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EARLY CONVERSATIONS
Westruss was Multinail’s first customer.
“We were producing frames and trusses
prior to Multinail,” says Leon Cheney,
Westruss’s general manager. “When they
bought out the company we’d been using
from America, we translated over to them
and we’re still with them, because their
machines and service work well for us.”
When it came time to replace one of their
older saws, Cheney’s wishlist was short and
to the point. “We wanted a new saw that
was going to increase production,” he says.
Out of the range of available options, the
PieceMaker stood out for its speed and
capacity, so he put in an order.
First stop was sitting down with Wendy
Boyd (Multinail’s NSW business
development manager) and Tim Cosgrove
(machinery technical support officer) to work
out how to optimise the machine for

Westruss. Every fabricator has their own
way of working and a raft of details ranging
from the physical constraints of a building to
other machinery will impact how a new saw
can best be set up to benefit the business.
“The design of the machine was arranged
around our plant,” says Cheney. “They know
our plant very well, where everything sits,
so we just gave them an outline and the
measurements of what we needed and they
manufactured it to suit our requirements
with regards to infeeds and outfeeds and all
that sort of stuff.”
For new customers, Multinail provides
a longer site visit and discussion of work
practices to understand needs. Once an
order is placed, the Stapylton manufacturing
team build the actual machine and the
support and technical staff formulate a plan
for the next part of the process: putting the
saw into operation as quickly as possible.
www.timbertradernews.com
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Bringing in a new cutting saw – even a high-tech version – is a surprisingly
straightforward experience but it succeeds or fails based on the quality of service.
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THE INSTALLATION TEAM
Describing the installation process sounds
simple, but only because of the complex
planning that went into it. Packed onto one
semi, the machine went from factory floor
to productive cutting within a week.
From Cheney’s perspective, the new saw
fit in smoothly. “The Multinail team spent
three days putting it together and then after
that it was just the training, plus the
calibration, which was probably another day
or two, and then it was up and running.
“We kept working while they were here.
Nothing slowed us down, it was just another
saw to go into place. The people they sent
down were very good, very efficient. They
got the job done perfectly and we didn’t
have to worry about it after that.”
The team was carefully selected: Tim
Cosgrove was in place to train the operators;
Gavin Morom (NSW service technician) did
the installation as well as worked on the
commissioning; and Tony Walker (Factory
Management System installation and IT field
support) and technical support Officer Phill
Coombs worked on setting up the saw files
and networking, all with minimal disruption
to Westruss’s output.
“The skills our floor staff had on the old
machinery didn’t transfer across completely,”
says Cheney, “but Multinail offered training
in the new product before we put it into
production, and they spent quite a lot of
time on the floor with us.”
Elsewhere, the changeover was even
easier. When it came to the office staff
outputting data to the saw, Coombs and
Walker worked to make sure there were
effectively no differences in their operation.
“My role is to make the software that the
guys use in the office talk to the saw,” says
Coombs. “For me it’s about making that
process seamless and free of downtime.”
Although the PieceMaker has a range of
features that are more sophisticated than
the saw it replaced, the differences are only
apparent in the output on the factory floor.
“We talk to the factory staff and foreman
early in the process and find out how they
want to use the new saw and then my role
is to make the software do what they need
it to do,” says Coombs. “The guys who use
the software don’t notice any difference,
they still export the saw files from the
software the way they always have, it’s just
that the pieces of timber inside the saw files
might come out in a different order to what
they used to, depending on what they’re
trying to do with the new saw.”
www.timbertradernews.com

Top: The Westruss PieceMaker was used to run a demonstration cut during the recent Multinail Cutting
Show. Above: Phill Coombs talking with Stewart Mcleish from High Country Truss and Frame.

Getting it right ”comes down to the team taking
the time to sit with the fabricators and talk about
what they want to do.”
The PieceMaker cuts a lot faster than the
old model. As Coombs explains, “Instead of
having two saws to cut a job, they might
decide they want to cut the whole job on
this one saw, and what might have taken
them four hours to cut on two saws, this
new saw might be able to cut in two hours.”
The resulting difference in output is where
the planning comes in. “You need to work a
little bit backwards,” says Coombs, “because
the guys who actually assemble the trusses
want the pieces of timber to come out in
a certain order and that can determine what

order you want to cut them. I need to find
out how the fabricator wants their timber
grouped together and what sequence they
want to cut it in, and then I can manipulate
the settings in the software the guys use to
design the roof trusses so that when they
export a job to the factory, it comes out to
the saw exactly how the fabricator wants it.”
Getting it right ”comes down to the team
taking the time to sit with the fabricators
and talk about what they want to do and
know which questions we should be
asking,” Coombs says.
TIMBER TRADER NEWS / JULY 2019
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The final stages of installing
the Westruss PieceMaker
involved checking calibration
and running test cuts.
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truss industry in Australia to supply world
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class technology, locally deliveredC and M
supported. Why would you importM your most
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Y
critical pieces of equipment?”
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CM
CM
Already the team at Westruss has seen
CM
MY
positive changes thanks to the impact
of
the MY
PieceMaker. “We replaced four people
MY
CY
CY
operating in a different section with
this
CY
CMY
CMY
machine,” says Cheney. “This saw has
CMY
K
K
replaced three manual saws we had
operating before. We’ve kept theK staff
members on and retrained them in different
areas, so we can upskill them to new roles
and help them develop, too.”
Despite the current economic downturn,
for a company such as Westruss that can
afford the investment, buying a new piece of
major plant makes a lot of sense as new
contracts are won on speed and precision.
Right now, Orange is still thriving. Cheney
says, “It’s always been busy out here with
the mines and the ag department, so the
building out here has always been really
good. And we supply all over the place, to
the ACT, all over NSW. This new technology
helps us to deliver.”
That’s music to Taylor’s ears. “Our job is to
make our truss plants as productive as
possible,” he says. “We’ve worked long and
hard to provide a seamless installation and
commissioning process for our fabricators.
They’re up and running really quickly,
everything has been done in the back end,
and our Preventative Maintenance Program
ensures things continue running optimally.
The machine might be complex, but
everything else should be simple.”

“We’ve worked long and hard to provide a
seamless installation and commissioning
process for our fabricators.”
MAINTAINING THE RELATIONSHIP
Placing the fabricator at the centre of the
process is central to the success of the
installation. Every fabricator is different and
has their own way of working, so Multinail
has made a point of using staff that have
real-world experience and who can talk to
fabricators in their own language.
“I worked closely with Tony Walker on the
Westruss install,” says Coombs, “and I’m
going to be working with him again when I
go up to Tamworth in a couple of weeks to
do another install. He’s our field technician
for the factory software.
“Both of us come from the frame and truss
industry, we’re both ex-detailers, so we’ve
used detailing software – all the different
software packages – quite extensively. I think
Tony has worked in an actual factory, whereas
I’ve only ever worked in the office. Both of
us have good experience and knowledge of
what happens in a frame and truss plant
and what a fabricator is trying to do, and we
can understand why they do certain things
a certain way.”
After the initial installation, the team
stayed on site to make sure things were
working smoothly on the floor and train staff
34 TIMBER TRADER NEWS / JULY 2019

on minor regular maintenance as part of the
broader maintenance program.
As Cheney explains, “We have a
permanent monthly schedule with Multinail
so they come down here and sort out our
machines on a monthly basis. Most of the
time it’s very standard and quite easy, just
keeping an eye on things, making sure
everything is working together properly and
replacing parts as they become worn.”
The Preventative Maintenance Program is
designed to minimise problems, and is
backed up by support staff who can be
on-site quickly. Gavin Morom runs the
program for Multinail’s NSW clients,
alongside his technical support role. Wendy
Boyd jokes that his job fits perfectly with his
fondness for being behind the wheel –
“Gavin loves a good drive and is often
headed out in the early hours of the morning
making his way to fabricators for a service
or breakdown call.”
Trent Taylor, Multinail’s chief operating
officer, says the company is committed to
having parts readily available: “In this age of
online, automation and robotics, I still believe
you can’t beat boots on the ground support.
We have a commitment to the frame and
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TMA Australia has continued to grow in
both membership and sponsorship over
the past few years in particular. It is
important that we not only continue to
increase benefits to members and listen to
what they want, but also listen to our
sponsors and explore ways in which we can
work together to benefit the fabricators.
At the end of May, FTMA held a Board &
Sponsors Forum at the RACV Club in
Healesville to debrief after the successful
recent FTMA National Conference, discuss
our Strategic Plan and also discuss future
projects that can benefit the whole industry
supply chain.
Overall the feedback on the conference
was a positive one with all sponsors
agreeing that the key to the conference’s
success was the involvement of fabricators
and that the focus for any future events

In the next 12 months,
FTMA Australia will
be hosting state
seminars focusing on
state issues and
business development
skills for fabricators
and their employees.

should continue to be the fabricator.
However, there was discussion about
changing the format of the conference to
include break-out sessions or ‘speed dating’
scenarios to maximise the opportunities for
the sponsors demonstrating their products
and services to the fabricators.

FUTURE PLANNING
The next FTMA National Conference is,
thankfully, not until 2021, however in the
next 12 months, FTMA Australia will be
hosting state seminars focusing on state
issues and business development skills for
fabricators and their employees.
The event was extremely positive and
there is no doubt without the amazing
support of our 27 sponsors, FTMA Australia
could not deliver the extra resources for
fabricators and do the work we are doing
and have planned for the next 12 months.
One of the platforms is increasing
awareness and educational materials for
builders and consumers via the FTMA News
website in conjunction with the newsletter.
The FTMA News newsletter is a far-reaching
voice not only for fabricators but also for
sponsors and we encourage both to
continue to provide stories for this important
communication tool.
FTMA would like to welcome our newest
members of the FTMA family: Trueform
Frames & Trusses (NSW), Daecon Trusses
(Victoria), Becks Frame & Truss (Tasmania),
Hudson’s Mitre10 (NSW) and Sunshine
Frame & Truss (Queensland).
Kersten Gentle
www.timbertradernews.com
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Some of those gathered for the FTMA Board & Sponsors Forum, from top
left: (A) Mark Smiles and Danny Lake of MiTek with Christine Flanagan of
Calco Trusses & Timber and FTMA board member. (B) (left to right) Wendy
Boyd (Multinail), Christine Briggs (AKD Softwoods) and Melissa Hughes (First
Super). (C) Andrew Nguyen of Timber Truss Solutions and FTMA board member
(left) with Brett Martin of Independent Hardware Group. (D) (left to right)
Brendan Schneider (Sunbury Wallframes and FTMA board member), Andrew
Nguyen and Danny Lake (MiTek). (E) Former work colleagues, Wendy O’Hearn
(Pryda) and Afzal Laphir (Meyer Timber). (F) (left to right) Rose Dee and Koula
Stamatovski (AB Phillips), Christine Flanagan (Calco Truss & Timber), Jennifer
Dornan (Wingham Frame & Truss), Christine Briggs, Jamie Dahlsen (Dahlsen
Building Centres and FTMA chair) and Ryan Burtenshaw (Vekta Automation).

For more information contact FTMA on 0418 226 242 or via email at kersten@ftma.com.au

43-45 Overseas Drive, Noble Park VIC 3174
Phone: (03) 9701 2777 Fax: (03) 9701 2677
Phil McCormack:
Nick Arfaras:
Glenn Lawrenson:
Matt Leplaa:

0438 255 118
0438 255 115
0438 255 116
0403 724 184

DISTRIBUTORS OF:

F17/Supa17 KD Hardwood solids up to 5.4m
Supachord KD Hardwood
Supachord ‘H2’ KD Hardwood
Supachord ‘H3’ KD Hardwood
Supalam17 up to 7.2m

HARDWOOD - The Proven Performer
www.timbertradernews.com
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TRUSS TALK
with Paul Davis

Is it connected?
Una parete di rinforzo non è un muro di
rinforzo a meno che non sia collegato.

O

kay, time for some acting. Turn on the
stage lights. Break a leg and put on an
Italian accent for your greatest role ever.
You, Dear Reader, are to masterfully play a
role within a role within a role.
A house roof that is carrying lateral wind
load is played by Don Vito Corleone from the
classic movie The Godfather. The Godfather
was of course masterfully played by Marlon
Brando. And you are playing Marlon Brando!
So, you are playing Marlon Brando playing
Vito from the Godfather playing a Roofcarrying wind load!
And a bracing wall is played by a brick
which is played by an Italian mafiaso ‘Bricko’.
(We will give the conceptually simpler role
to the brick).
First you need to get the heavy Italian
accent right. With a slow, gravelly Italian
accent practice: Revenge is a dish best
served cold.
And now: You talk about vengeance. Is
vengeance going to bring your son back to
you? Or my boy to me?
In character yet? If you need some help,
introduce some ambience: dress in a black
suit with trouser braces and open a bottle
of red wine. Find a room with light
streaming through shutters and sit back in
a heavy leather chair. Cello music plays
softly in the background.
Now remember, at the end of the day you
are playing the part of a roof carrying wind
load – the Godfather thing is just for fun.
So, stand the brick up on end whilst
staying in character. While gesturing in a
Mediterranean style you say: “Eh, Bricko,
I’m gonna make an offer you cannot refuse.
I want you to take my lateral wind load.”
Now at this point Bricko is playing dumb

How bracing and mafia movies intersect.

(after all it’s a brick) and, indeed, he fails to
take the wind load.
You, menacingly: “Eh, Bricko, a refusal is
not the act of a friend. By the way Bricko,
how is your family? Still healthy?”
Strangely enough, even veiled threats
won’t make the Bricko take any lateral wind
load unless you connect with him.
So, here, with your mastery of acting, you
have demonstrated the basic failing of much
of bracing wall construction on sites. Unless
the roof (played by you) actually connects
with a bracing wall (played by the brick) the
wall can’t take load. See how art mimics life!
And that is because, in my experience,
bracing walls are almost universally not
being correctly connected to roof structures.
Without this connection then the money
spent on the bracing wall material is pretty
much wasted. Our standard internal wall
brackets are just not intended to, or capable
of, carrying those loads. Although the
cornice glue covers up a lot of construction
evils, it is no substitute for the proper
connections that are detailed in the
Residential timber frame construction
standard AS1684.
Eventually You/Marlon/Vito/Roof have had
enough of Bricko’s insolence. You connect
with a vicious backhander and impart a
bracing load. Dazed, Bricko falls to the floor:
Brick/Bricko: “I’m sorry Boss, but I just
can’t take it. I’m not cut out for this wind
load caper”.
You: “Bricko, you disgust me. You need to
get yourself grounded. Finda your base and
connect with it. That is the number one task
of a family man.
(Remember, I want you acting this out loud
with an awesome accent. Don’t worry about
co-workers, they already know you’re weird.)
And so, through your brilliant acting,
we’ve again shown that for a bracing wall to

take load it needs to be fixed at its base.
And, we have shown that so much of what
is supplied into sites is wasted because so
often bracing walls are not fixed correctly to
the floor structure.
Over the years, there has been a marginal
improvement in the quality of fixings to slabs.
Screw bolts are now the default connection.
Sadly, they are often missed out or not in the
right place at the ends of the wall.
Worse still, fixings to timber floor framing
are rarely correctly installed. It’s actually quite
hard to get a connection that works,
particularly for higher capacity walls if the end
of the bracing wall does not fall over a joist.
The framing code gives a lot of standard
details. The difficulty is further compounded
with I-joists or floor trusses where there
is less ‘meat’ to fix to and so more
sophisticated connections may be required.
The biggest problem though is convincing
someone on site to give it a go and do any
form of connection let alone doing it
properly. To that end, providing a set of
standard connection details either on your
bracing layout or as an attachment to them
is highly recommended. On my bracing
layouts, I include a condensed sub-set of
the standard details that pretty much
covers every eventuality with a reasonably
practical solution.
Providing the details means that you have
completed your end of the bargain. The
builder has a prompt that something should
be done, and the certifier has something to
check against.
Just a bracing layout without connection
details at the top and bottom is like a
spaghetti alla puttanesca without the capers.
And so there ends Act 6 of this TTN series
on bracing walls. Cue The Godfather theme
and closing titles!
Ciao!

Paul Davis is an independent structural engineer managing his own consulting firm Project X Solutions Pty Ltd. The
views in this column are Paul’s and do not reflect the opinions of TimberTrader News.
Phone: 02 4576 1555 | Email: pauldavis@timbertradernews.com
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VEKTA STAKPRO

Press. Lift. Stack. Inside & Out

Vekta’s Interior and Exterior StakPros are
designed to increase your production
and improve safety.
Why have many hands lifting trusses
when one operator can do the job by
using only a remote control!
Vekta’s Interior StakPro is designed to
suit your truss jig system. With heavy
duty caster wheels and a guided rail
mount you can put the StakPro where
you need it! The Exterior StakPro has
adjustable feet allowing the machine to
adapt to your site and manufacturing
processes.
Stacking truss can now be as simple as
the PRESS of a button. Clever!
https://vekta.com.au

TURN TO THE TURBO-DRIVE

CUT. STACK.
PRINT. MILL

HUNDEGGER TURBO-DRIVE “CUT”
07.05.18 13:32
The Hundegger TURBO-Drive has enjoyed tremendous
success in the region since its local launch a little over 18 months

ago. Its super-fast operation, ﬂexibility, small footprint and user-friendly interface has made it the machine of choice for
serious frame and truss operations. Many of the Hundegger TURBO-Drive machines are running multiple shifts and
cutting stacked components, situated in operations where it is the second, third or fourth machine in operation.
However, we now have a revised speciﬁcation that allows smaller or newer operations to enjoy all the beneﬁts of a
Hundegger CNC saw – without compromise. The Hundegger TURBO-Drive CUT!

The Hundegger
TURBO-Drive CUT –
for under $300,000

The TURBO Drive Cut is supplied with an automated infeed and outfeed, 5-axis servo-controlled saw unit, waste
conveyors, printing, security fence, powerful motors, centralised lubrication, production monitor, short piece handling,
full software and Truss UI touch-screen, and includes delivery, installation, training and even a spare saw-blade!
Other packages available stand-alone or combined include:
Hundegger TURBO-Drive “STACK”
All the above features, plus increased stacking capability and material handling for
even greater productivity gains
Hundegger TURBO-Drive “PRINT”
All the above features, plus extended printing capability
Text, part numbers, job ID, etc
Hundegger TURBO-Drive “MILL”
All the above features, plus tool carrier, soft starter for infeed system, and
powerful 7.5kW vertical milling head and dedicated double mitre tool
Hundegger TURBO-Drive “PLUS”
All the above features, plus driven outfeed chains for
faster and more automated operation
Whatever your requirements, the Hundegger TURBO-Drive has a package to suit, all with localised Technical Support.
All machines can be upgraded at a later date to ensure your investment returns full value.
For detailed speciﬁcations, contact Sam Rowe on +61 418 561 023 sam.rowe@hundeger.com.au

