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PILOT PROGRAM CASE STUDY – SYDNEY FISH MARKET 

Expanded	Plastics	Pilot	Program	Case	Study:	Sydney	Fish	Market	Pty	Ltd	
Bank Street, Pyrmont, NSW, 2009 
 
Sydney Fish Market (SFM) was one of 18 recipients of a grant from the New South Wales Environment 
Protection Authority and the Australian Packaging Covenant to establish an expanded plastics recovery 

program. 
 

Background 
 Sydney Fish Market is the largest fish market in the southern hemisphere, trading in 14,500 tonnes of 

seafood each year.   
 A large quantity of the seafood through the wholesale market is packed in Expanded Polystyrene 

(EPS) boxes which, until recently, had been deposited in a compactor, with EPS taking up a major 
proportion by volume.  This compactor was emptied daily, but there was no way to tell whether or not 
the compactor was full. 

 Upon reviewing the company’s strategic planning process, SFM has adopted a new corporate 
mission that places corporate social responsibility at the forefront of its operations. As a result, they 
have developed a waste management plan (of which EPS is part) and engaged Environmental 
Resource Solutions to assist them. 

 The real catalyst for change was the certification of the ISO14001 for Environmental Management 
Systems.  This allowed them to map out their environmental aspects and decide what they could do 
to reduce their impacts. 

 

 

 

 

 

 

 

 

 

 
 
 
 

Mixed rubbish in skips before the compactor 
was installed 

Placing boxes in the 
hopper of the hot 

compacting machine 
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Achievements 
 Sydney Fish Market has developed a comprehensive waste management plan and put the 

equipment and the services required for this plan out to tender. 
 They have installed an EPS hot compacting machine and a soft plastics baler (with facilities around 

the machinery) implemented procedures for staff and stakeholders and communicated verbally to 
stakeholders through consultation forums.  

 They have replaced the general waste compactor and data 
management software. 

 They have installed an additional waste compactor 
exclusively for cardboard and, as with the EPS equipment, 
implemented procedures for staff and stakeholders and communicated verbally to stakeholders 
through consultation forums. 

 Since December 2012, they have collected over 86,000 kg of EPS.  (See graph below) 

 
 

“The amount of foam 
coming our way keeps 

expanding”  
(Craig Murray) 

0.00

1,000.00

2,000.00

3,000.00

4,000.00

5,000.00

6,000.00

7,000.00

8,000.00

9,000.00

SFM Recovered EPS From General Waste Stream kg/month

  EPS Not Processed by SFM (EPS machine out of order)
  Weight (Kg/Mth)
  M.A.T Monthly Average (Kg)



 

  3 

PILOT PROGRAM CASE STUDY – SYDNEY FISH MARKET 

Key Stakeholders 
 Site tenants – buy wholesale fish which may come packed in an EPS box.  They then take that fish 

and either on sell it in the box or use the fish within their business and discard the box or reuse the 
box and put other fish in it. In the past, those boxes were discarded as waste, but now there is an 
option to dispose of the boxes through SFM’s EPS collection cage. 

 Buyers – purchase fish from SFM’s wholesale auction.  EPS is good at maintaining a cold 
temperature, is airport approved (if in sealed boxes) and is relatively cheap.  The buyers then take 
the boxes back to the various supply chains in the Sydney metropolitan area.  The buyers could be 
fish shop owners, professional buyers, restaurateurs or middlemen (to other wholesalers).  
Eventually, the end user has to dispose of the EPS box.  These buyers can now drop off their empty 
EPS boxes at the market’s EPS collection cage. 

 General public – purchase fish from one of our tenants (sometimes in EPS boxes). They are able to 
place their used boxes in the collection cage on subsequent visits. 

Communication, Marketing and Education 
 Sydney Fish Market has developed a corporate social responsibility communication strategy, for 

which EPS recycling, as a service and environmental achievement, is a key feature.  
 SFM’s2013 annual report launched the company’s new Corporate Mission which focuses on five 

pillars of CSR responsibility: 
o People and Community 
o Sustainable Seafood Supply 
o Innovation and Continual Improvement 
o Sound Environmental Management 
o Safe & Nutritious Seafood 

 SFM developed an info graphic showcasing the company’s EPS recycling achievements. The info 
graphic featured in SFM’s 2013 annual report and in media materials. 

 The primary method of communication about EPS recycling between SFM and its stakeholders has 
been verbal.  Short and frequent verbal communication has been more effective at reaching their 
target audiences.  Consultative forums, such as the Sydney Fish Market Business Network have 
enabled SFM to keep tenants informed about recycling initiatives and services.  They have explained 
that EPS will only be accepted in the collection cage and that the service is free of charge.   

 They have also: 
 trained the operators in using the machine  
 prepared a risk assessment 
 developed a training checklist 
 trained the operators in how to identify Code 6, EPS; what can be processed through the 

machine and sold. Other forms of expanded plastics, such as Expanded Polypropylene (EPP), 
needs to be identified as inappropriate and placed into the general waste compactor. 
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Benefits 
 The EPS collection system provides a free and convenient service for all stakeholders who now have 

an option of disposing their used EPS through the market collection cage, leading to operational and 
financial benefits.   

 Benefits will come to the market from being able to demonstrate its commitment to corporate social 
responsibility.  They can now promote the market as being conscious of its impact on the 
environment and taking actions to reduce this impact. 

 The volume of waste in the compactor has been reduced, although the actual reduction cannot be 
determined, as the compactor does not provide this information.   

 It is expected that in the future, SFM may be able to reduce the number of compactor pickups, 
leading to financial savings. 

Problems/Issues 
 When it rains, the EPS in the collection cage may become wet.  This moisture may lead to the hot 

compacting machine filling up with excess steam.  As a result, the ingots are compacted at a reduced 
ratio making them bigger and puffier.  This brings additional issues about storage demands, 
increased transport costs and less favourable environmental outcomes through increased resource 
consumption. 

 The compacting machine is larger than normal which has resulted in a few technical issues.  
However, SFM has been getting great back up service from the manufacturer who has been helping 
them to troubleshoot issues as they arise. 

Key Things to Communicate 
 Focus on environmental issues, especially why this program is important in reducing EPS to landfill. 
 Explain what you are doing about it (this is the problem and this is why; what we are doing is part of 

the solution). 
 Keep it simple – why it's important, what you're doing about it and how people can dispose or drop 

off their EPS. 
 Emphasise your successes (This is what you have been doing so far and this is what you've 

achieved, with some kind of conversion factor that enables the lay person to quantify just how much 
EPS was diverted from landfill). 

 After there has been official communication, 
run a site induction to get people involved. 

  

“One of the reasons the program has been 
so successful with minimal communication is 
the sense of ownership tenants and their 
staff have over the market.  It's very much 
the ‘people's’ market.” (Craig Murray) 
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Top Tips 
 Offer people ownership within the program 

Involving stakeholders is pivotal to success.  Show them where they can drop off the EPS, show 
them the compacting machine and explain the output – be able to communicate the output 
equivalencies, e.g. how many boxes of EPS are in an ingot 

 Communicate the excitement of the program 
Explain why the EPS compacting is important, what stakeholders have to do, how they can do it and 
successes to date. 

 Research your machine 
If you’re going to buy a machine, thoroughly research the company that will supply the machine to 
ensure you have adequate troubleshooting support, as these machines don't come without their 
issues. 

 Understand who your potential buyer might be 
When you’re developing the business case for the initiative, it is critical you appreciate who would 
buy your output product and what they may be willing to pay for it. 

 Gather your baseline data before you start 
Gather baseline data before you commence, so you can easily promote the ‘before and after’ 
advantages and quantify the business case. 

 Have the collection cage visible, front and centre 
If it is not visible, then you will need other means of communication – posters, fliers, word-of-mouth to 
get to get your message out there. 

 Location of processing machine 
Try and located the processing machine and EPS drop-off points as close to the source of EPS as 
possible. Costs associated with EPS processing are high and reducing transport charges are the key 
to achieving a sound business plan. 

Contact Person 
Craig Murray 
WHS & Environmental Systems Manager 
T: +61 2 9004 1127 
E: craigm@sydneyfishmarket.com.au 
http://www.sydneyfishmarket.com.au 
 
 
 
 

“It comes down to understanding your 
customer and how you will engage with 

them, which fosters their sense of ownership 
within the program, which in turn promotes 

enthusiasm and involvement.” (Craig 
Murray)
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The new waste compactor communicating Sydney Fish Market’s sustainability achievements  

 


