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I’m back! After nearly seven months (where 

on earth did that go?) at home with my new 

daughter, I’m back on deck to tend to my 

other baby: Pool+Spa. Dannielle Furness 

has been an amazing babysitter and I’ve 

returned to find the magazine and website 

happy, healthy and thriving.

And just as my human baby has changed from 

a sleepy, gummy newborn into an inquisitive 

ball of energy with teeth, Pool+Spa has also 

changed.

Our new Poolscaping section is going from 

strength to strength and opening up new 

possibilities for interesting content; SPASA 

has undergone some significant changes 

(with potentially more on the horizon); and 

now we’re on the cusp of NSW’s fencing 

compliance laws kicking in on 29 April.  

(As long as the government doesn’t change 

its mind again at the last minute.) We’d love 

to know whether things change for you as 

of 29 April — or have they started changing 

already?

Our Industry Roundtable is also growing up: 

we’re now up to number eight. For this issue, 

we explored the world of pool covers and 

enclosures with some industry experts and 

learnt that they’re a great way to help your 

client get the most out of their pool.

We’ve seen some fantastic engagement with 

the industry in the form of our Letters to the 

Editor — keep them coming! Constructive 

debate is a great way to prompt change in 

the industry and to educate both newcomers 

to the industry and old hands al ike.  

If there’s a topic that gets you fired up or 

you have an opinion on something you’ve 

seen in Pool+Spa, tell us about it!

So, Pool+Spa readers, what have I missed?  

A new product? A fascinating case study?  

A new industry development? Please let 

me know!

Kind regards,

Alice Richard

Editor

arichard@westwick-farrow.com.au
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COVERING THE 
WATERFRONT

I N D U S T R Y  R O U N D TA B L E

Alice Richard

For our pool covers and enclosures Industry Roundtable — our eighth 
Roundtable to date — we explored both ends of the spectrum: high-
end pool enclosures that run into the tens of thousands of dollars 
and simple but effective solar covers.

ALL ABOUT POOL COVERS AND  
ENCLOSURES
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OUR PANEL

Derek Prince - Managing 
Director, Daisy Pool 
Covers and Rollers

James Hutchins - 
CEO, The Pool  
Enclosure Company

W
hile our participants, 
James Hutchins from 
The Pool Enclosure 
Company and Derek 
Prince from Daisy Pool 

Covers and Rollers, occupy different ends 
of the market, their products effectively do 
the same thing: keep the water clean and 
warm and minimise evaporation. Ultimately, 
they also help pool owners get the most 
use out of their pool — something that’s 
good for everyone in the industry. This 
makes a compelling case for everyone 
— from pool builders to pool techs — to 
get on board the covers and enclosures 
bandwagon.

Winning and losing
Sometimes it’s the pool builder’s own as-
sumptions about pool covers that get in the 
way of them making a sale, Prince said.

“Some people are too afraid to mention 
a product because of what they think,” 
Prince said. Instead of explaining to a cli-
ent what a cover or enclosure does and 
why it’s a good investment, many people 
don’t mention them to their clients for 
fear of missing out on a job as it has an 
extra $1500 on top — or, in the case of 
an enclosure, $30,000-plus. But if you 
neglect to tell your clients about them, 
your risk losing their business altogether.

“A lot of consumers don’t know about 
the product. When they get introduced 
to it, it’s like that eureka moment: all of 
a sudden they say, ‘Great, I can have a 
pool cover to do this for me.’

“There’s some pool shops that won’t 
promote a pool cover, for instance. Then 
the consumer will, one way or another, 
find out about pool covers, research 
them and buy it — but not from their 
local pool shop. They’ll go elsewhere and 
buy it because they didn’t know about it 
from them.

“We’ve even had people walk into the 
shop saying, ‘Why didn’t you tell me about 
pool covers? I’ve saved so much and I’m 
loving my pool more, but you didn’t even 
mention it to me.’

“My saying is, ‘A customer is not there 
for another shop to win; it’s yours to lose.’ 
Because when you’ve got advice from a pool 
shop, they’re your trusted supplier. They’re 
who you rely on. If they don’t look after 
you, then you walk. You don’t walk because 
you’re happy.”

Free from debris
Hutchins put us in touch with his client Gra-
ham, whose opinion of pool covers is typical 
of many consumers’ views: “They’re things 
you’ve got to pull out every time you want to 
use the pool. I know what’s going to happen: 
I’ll have this big roll of stuff down the end 
of the pool I’ll never pull on and when I do 
it’ll be full of leaves anyway and I’ll have to 
clean it before I pull it off,” he said.

Another client, Joy, was similarly put off 
pool covers thanks to her experience using 
one in her brother’s pool.

“Every time I used to turn that wheel and 
bring the cover up, the leaves used to go 
off the cover into the pool anyway half the 
time. And I have arthritis in my hands and I 
just found it a bit hard [to use],” she said.

The debris issue is one that’s foremost 
in many consumers’ minds, but it’s not as 
big a deal as people may assume. Prince is 
understandably keen to dispel the myth that 
debris needs to be cleaned off a pool cover 
before it’s taken off the pool. “I say 100% 
the easiest way to use a pool cover is not 
to clean it off. You just roll it up, let it drop 
into the edge of the pool, scoop the debris 
up and you’re done. You’ve got 95% of it. You 
don’t mess around with it,” he said.

There will always be some degree of debris 
to deal with when using a cover. When the 
alternative — having an enclosure installed 

— means spending $30,000-plus, most 
consumers find they can live with the few 
minutes of cleaning before a swim — al-
though an enclosure will extend the swim-
ming season to 365 days a year, which is 
hard to put a price on.

Can you afford not to sell a 
cover?
Rather than worrying that tacking a pool 
cover onto their quote will lose them the 
job, savvy pool builders see the benefit 
of recommending one to their clients, 
Prince said.

“[Some builders] see it as a profit area 
for themselves, because it’s an upsell — 
an add-on that they can say you need,” 
Prince said.

“A lot of smart builders just say, ‘Look, 
it’s regulation; I’m sorry, mate [but you need 
to have it].’ And there’s an extra $1200.”

Given that there are more existing pools 
in Australia than new builds, the service 
market is where cover sales are ripe for 
the picking.

“The smart [pool techs], when they’re 
looking after a pool, they’ll come to your 
place and when you don’t have a pool 
cover on, they’ll say, ‘Hey, you need a 
pool cover, mate.’

“It’s about seeing the opportunity.”
“I wish that was the case with me,” 

Hutchins laughed. “With our product it’s an 
extra $30,000. So that starts to detract 
from the value of the pool project.

“Obviously a pool builder won’t neces-
sarily sell the product unless the client’s 
asking for it, just because it’ll probably 
detract from a few of the pool add-ons. 
[But] if a client asks for it, the pool builder 
will say, ‘I know this company — The Pool 
Enclosure Company. They’re bloody good. 
Have a chat to them.’

“But it’s mainly the consumer will come 
to us. I’d say that 60–70% of our sales 
are [retrofits].”

However, as Hutchins pointed out, “If 
you look at cost per swim, you can have 
a really good payback period.” A pool with 
an enclosure is a pool that can be used 12 
months of the year — not to mention one 
that costs far less to heat and maintain. 
And this is a big selling point, considering 
that many consumers are wary of investing 
in something they may only be able to use 
for a few months of the year. An enclosure 
will make a pool a real asset.
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Nicole Roy - Sector 
Manager - Construction 
Industry, Sealed Air 
Corporation



6  |  POOL + SPA    March/April 2016 WWW.POOLANDSPAREVIEW.COM.AU

“Sometimes, with the commercials, the 
manual ones are easier to use,” he said.

“Less can go wrong with them, as well. Less 
ongoing maintenance and things like that,” 
Hutchins added. While an automated cover 
might be a more exciting (and lucrative) sell, 
when it comes to solar pool covers, the vast 
majority of sales will be the standard covers.

“We call it the ‘high desire, low sales’ 
market, because we get people that want 
a solar pool cover and they’d like to have it 
automated, and they’d like to have all [the 
bells and whistles], and they start talking 
about it and they go, ‘Yeah, but I’ll just have 
the standard one,’” Prince said.

“So it’s a high desire, but low sales.”

Maintenance: the deal-breaker
The idea of weekly maintenance is often enough 
to put potential pool owners off. For an older 
customer with limited mobility, maintenance 
isn’t just an inconvenience — often it’s a 
near impossibility.

“For older clients, maintenance on their 
swimming pool, it’s a deal-breaker,” said 
Hutchins. “They hate their pools after a while.”

For older pool owners, an enclosure brings 
a pool back into the realms of possibility. Both 
of Hutchins’ clients we spoke to do next to 
no maintenance on their pools. “We have no 
maintenance — we do nothing,” said Joy.

As for a pool cleaner, “I don’t need it,” she 
said. “It’s in the pool shed, hanging up on 
the shelf. And I use it about once a month 
for about two days.”

As for Graham, installing an enclosure has 
presented him with an unusual problem: what 
to do with his pool technician.

“You need to do nothing, but I still pay 
a bloke to come once a month and look at 
it!” he laughs.

“He was here the other day. I felt sorry for 
him. He said, ‘I put some more salt in the 
salt thing.’ I said, ‘What else are you going 
to do?’ He said, ‘Well, there isn’t anything 
else to do!’ The beauty of it is that the water 
doesn’t deteriorate like it does when it’s in 
the open with a lot of junk in it.”

This isn’t to say that an enclosure is the 
only solution, or that a solar cover is a poor 
substitute — just that there will increasingly 
be clients for whom an enclosure is a good 
option. Pool covers will likely always make 

When a pool cover’s a pain 
(literally)
There’s also the physical work of removing a 
pool cover, which can be an issue for many 
people. Older people often use pools as a 
gentle form of exercise or to aid recovery from 
surgery, and they may struggle with a manually 
operated cover. This is where an enclosure 
comes into its own: there’s no cover to be 
removed and replaced each time they want 
to swim; swimmers simply need to open a 
door to access the pool. And as a bonus, 
it keeps the water warm, making it ideal for 
hydrotherapy.

This market will keep growing — our 
ageing population will see to that. There’s 
a significant proportion of the baby boomer 
generation with plenty of disposable income, 
who know what they like and are prepared 
to spend to ensure that their twilight years 
are comfortable ones.

While opening an enclosure might seem 
an arduous task, it’s actually surprisingly eas-
ily, as long as the enclosure is well designed 
and installed properly. For Hutchins’ client Joy, 
having severe arthritis in her hands meant that 
a manual pool cover just wasn’t an option.

“I have it [arthritis] bad. I get injections 
every three months. I said to James, ‘I think 
I’m going to need an electric thing on it to 
open it up,’ and he said, ‘You will not need 
it. But I’ll put one on if you want it later on.’ 
But I can open it with one finger. I can be in 
the pool — you know how you heave yourself 
up on the side of the pool — and I’ll just give 
it a push and it just slides along,” she said.

Commercial: automated or manual?
For commercial enclosures, it’s surprising to 
learn that they often don’t need to be au-
tomated, despite their size. TPEC installed a 
large enclosure at the Des Renford Aquatic 
Centre for Randwick City Council. Opening the 
enclosure only requires two people — one 
on either side of a segment — just using a 
couple of fingers.

“Our recommendation for a standalone 
enclosure — whether it be residential or 
commercial — is just manual operation,” said 
Hutchins. This gives the user flexibility in terms 
of how many segments to open, and by how 
much. Prince also says it’s often better to 
keep things simple with commercial covers.

What’s your experience been with pool covers 
and enclosures? Do your clients love them or 
hate them? Let us know! 
Email ps@westwick-farrow.com.au.

IF YOU’VE CONVINCED YOUR CLIENT THAT A COVER IS THE 
WAY TO GO, IT’S IMPERATIVE TO GIVE THEM A PRODUCT 
THAT WILL LAST THE DISTANCE – SO DO YOUR RESEARCH.

up the bulk of the market: they’re affordable, 
easy to use and, most importantly, they work. 
“Once you’ve had a pool cover, you’ll have 
another one,” Prince said.

“What we find is that when people use it, 
they will always use it. The struggle is getting 
it on the first time.

“A common thing is that people say, ‘Oh, 
I’ve got a leak in my pool.’ You put a pool 
cover on — oh, look, it’s not leaking any 
more. The second is, once you put it on 
and get warm water out of it, people fall in 
love with them.”

Pool chemicals and our harsh climate give 
pool covers a beating — and the underside is 
usually the first to go. Nicole Roy of Sealed 
Air, the company that manufactures the ma-
terial for Daisy pool covers, says Daisy has 
invested years of effort in developing a pool 
cover that’s up to the challenge. By using 
two-thirds of the polyethylene material on 
the bottom layer and one-third on top (as 
opposed to other covers that are 50/50), 
and ensuring the same thickness throughout 
the bubble, weak points are minimised and 
the cover is better able to withstand contact 
with pool chemicals.

If you’ve convinced your client that a cover 
is the way to go, it’s imperative to give them 
a product that will last the distance, so do 
your research.

Hole in the ground or asset?
Although our Roundtable participants’ products 
sit at opposite ends of the scale in terms 
of price, they ultimately do the same thing: 
retain heat, minimise evaporation, help keep 
the pool clean. In short, they make the pool 
an asset rather than an expensive hole in the 
ground that wastes pool owners’ money and 
time. No matter which end of the market, a 
cover or enclosure is worth the investment as 
it increases a pool’s useability — and anything 
that inspires pool owners to use their pools 
more often can only be a good thing for the 
industry as a whole.

Prince sums it up perfectly: “Look, it’s a 
solution. It’s very much a solution sell. There’s 
a desirability for the product, and there’s a 
desirability for the solution.”
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Do you have an opinion on a hot topic in the pool and spa industry? 
Get in touch! Email ps@westwick-farrow.com.au.

YOUR SAY
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Swimming pool safety - AS1926.1 - 2012 - Clause 2.3.1

This is a copy of an email I sent to a member of SPASA 

in NSW. I believe its contents may be of interest to 

many more of your readers.

I confirm that I was a member of Australian Stand-

ards Committee CS-034 Swimming pool safety 

from 1988 to 2013.

For the 2012 review I was appointed as the 

Drafting Leader and was responsible for the initial 

draft and all subsequent changes thereto by the 

Committee and public comment process leading to 

the published Standard. Final editorial was provided by 

Standards Australia.

When preparing early drafts of the Standard in 2011, the Committee was 

presented during a public comment phase with a photograph of a pool 

barrier within a property that depicted decking leading from the rear of 

the house to within 50 mm of the pool fence. This decking was at such 

height that it did not interfere with NCZs [Non-Climbable Zones] 1 & 2, 

yet it had the effect of reducing the height of that barrier to less than 

1050 mm along the edge of the decking.

It was this scenario and nothing else that led to the drafting and inclu-

sion of Clause 2.3.1.

It is also clear from the wording of the clause and the illustrations in 

Figures 2.1 (a) & (c) that its application is to a barrier “within a property”.

The definitions of 1.3.3 and 1.3.24 were specifically added to indicate 

the Committee’s decision that 2.3.1 would not apply to any other barrier, 

and particularly not to a boundary barrier. Whilst not quite so specific, 

since the height of a barrier within a property is required by 2.1 to be 

measured on the outside of the barrier, attempts to extend 

its application to a space below a window barrier (in-

side the barrier) is rather farcical as per 2.6. Were 

such decking, or other permanent object, located 

beneath a window barrier, to make the height 

on the outside of a window less than 1800 mm, 

other protective measures apply to the window to 

prevent access through it from the inside.

2.3.1 would, however, apply to a barrier within a 

property not less than 1800 mm in height if such 

decking or other object had the effect of reducing the 

barrier height to less than 1800 mm.

I am amazed at the OLG [Office of Local Government] and BPB’s 

[Building Professionals Board] rationalisation that the location within the 

Standard of Clause 2.3.1, under a broad heading of “Barriers”, is being 

used to widen the application of the clause to boundary barriers. People 

in Government departments more than anyone else deal with Acts and 

Regulations on a daily basis and know — or should know — that in all 

such legal documents, paragraph headings and or titles are for information 

only and not part of the actual document. Since this Standard is normative 

(compulsory in nature) and is called up in the BCA and other Acts and 

Regulations, it equally becomes a legal document. It is only common 

sense that the same interpretation of clause headings and titles applies.

Cal Stanley

Neptune Pools

www.neptunepools.com.au

Hello there.

My name is Dean. I’m 27 and I’ve been in the pool industry for ap-

proximately 10 years. I’ve recently stepped out on my own as a new 

concrete pool builder as well as doing renovations etc. I started in pool 

maintenance before moving into working with a builder where I did a 

‘sort-of apprenticeship’, learning all aspects of the building process.

My question is: why does our industry not have an apprenticeship 

scheme? We are a billion-dollar industry that is highly regulated — 

especially relating to safety issues — yet we do not have a program 

to correctly bring young people into the industry. An apprenticeship 

scheme helps businesses to grow as it can help them to afford staff 

that will eventually be skilled, and it gives the apprentice a qualification 

and opportunity. Sadly, I believe this industry is filled with cowboys 

trying to make a quick buck and this tends to be where the problems 

occur. Going through the licensing application process here in SA I 

was intrigued by the fact that anyone performing pool maintenance 

should technically have a building licence to even replace a pump 

or chlorinator. And I think if we surveyed the country we would be 

shocked to find out how many people don’t have these qualifications 

yet still perform these tasks, potentially placing themselves in a place 

of risk and legal vulnerability. I just wanted to put this issue up for 

discussion and to hear your thoughts.

Regards,

Dean Peterson

Apprenticeships
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Warwick Heathcote star ted 
his career in Big Tobacco but, 
dissatisfied with the job, joined 
the pool industry. He founded 
Pool Systems in 1983, where he 
remained as managing director 
until 2002. He then continued 
as a non-executive director and 
major shareholder until retiring in 
2014. He shares his experience of 
starting a company from scratch.

During my early twenties, I gained valuable sales and marketing experi-
ence working for Philip Morris; however, being such a large multinational 
company there was no personalised service to our customers and little job 
satisfaction. During the summer of 1979–80, I applied for a sales representa-
tive position for a pool chemical company, Abel Lemon. The head office was in 
Sydney and I was the sole Queensland rep. I was basically given a blank canvas 
to develop the business. The pool industry was still in its infancy and there 
were only 10–15 pool shops in South East Queensland, so I was able to offer 
a personalised service to all my customers. This was before salt chlorinators, so 
my main role was to sign up pool shops throughout Queensland and the NT for 
their annual requirements of chlorine (Cal Hypo). My largest customer was going 
through 75 tonnes of Cal Hypo each year. We also supplied a limited range of 
American cleaning accessories, test kits and other associated products. I had 
the feeling we stocked these products reluctantly because we were never asked 
to promote them and also regularly ran out of stock. There were other chemi-
cal and equipment companies who also reluctantly sold these ‘other products’. 
I thought there was an opportunity to start a wholesale business and not sell 
chemicals or equipment, but concentrate on these products. I envisaged the 
pool industry would become a real growth area in the future and if I could gain 
a market niche I would be onto a winner.

My main goal was to offer exceptional service, fair pricing and always have 
plenty of the right products in stock. I would load my van every morning and 
head out to as many pool shops as I could call on between Rockhampton and 
the Northern Rivers area.

The single biggest change in my time was the introduction of the salt chlo-
rinator. The shift from the daily (and dangerous) chore of chlorine dosing to 
the sophisticated automation of today’s products is a credit to the Australian 
pioneers who introduced salt chlorinators to the world market. In the ’80s we 
were sending out semitrailer loads of 40 kg drums of chlorine. By the late ’90s 
these same semitrailers were now delivering tonnes of salt for the salt chlorina-
tor market and the chlorine sales had dwindled to a trickle.

I think the key to my success in the pool industry was being first into the 
market with new ideas. Pool Systems was the first company to: release a colour 
product catalogue featuring photos of every product we sold; release packaged 
spare parts with full product ID under the brand name of Aussie Pool Parts; supply 
packaged cleaning and maintenance products complete with free display stands 
and counter selling units; provide the retail market with packaged replacement 
cartridges; have direct sales representation to swimming pool retail stores from 
Melbourne to Cairns and across to Darwin.

These innovations were well received by retail stores because their sales 
increased considerably and it improved their service and relationships with their 
customers.

Aussie Pool Parts was particularly well received because most pool shops at 
the time were ‘Mum-and-Dad’ operations and usually ‘Dad’ knew all the spare 
parts but was out doing the service work. We made life much easier for ‘Mum’ 
by identifying and packing all the difficult spare parts.

What advice would I offer to someone starting out in the industry? Look for 
a niche market and do your research thoroughly prior to making the commit-

ment. Never take on any project where the only advantage you have is the 
lowest price — you must always strive to offer unique selling features.

POOL  KNOWLEDGE ...of
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WARWICK HEATHCOTE
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MAKING WAVES
Poolcorp to buy 
back shares
Pool Corporation has earmarked $150 
million under its share repurchase 
program to buy back its stock. The 
company is willing to pay prevailing 
market prices or arrange to purchase 
the shares via privately negotiated 
transactions.

Poolcorp expanded into Australia 
in 2014, purchasing a majority 
interest in Pool Systems. In turn, 
Pool Systems acquired Niagara Pool 
Supplies.

Currently, Poolcorp operates 
329 sales centres in North America, 
Europe, South America and Australia, 
through which it distributes more 
than 160,000 national brand and 
private label products to more than 
80,000 wholesale customers.

Country Poolies celebrates 20 years
It’s that time of the year again: the NSW Country Pool Managers’ 
Conference is fast approaching. Held this year in Forbes, the 
three-day conference is promising to be another informative 
and friendly event.

And in 2016 the Country Poolies Association achieves 
a significant milestone: it celebrates 20 years of the 
Country Poolies Conference. From informal beginnings 
in 1996, the conference has grown ever since to 
become the must-attend event for pool managers 
in country NSW. The 2015 conference attracted 105 
delegates and 35 trade exhibitors, while still maintaining 
its reputation for having a friendly, relaxed atmosphere.

As with previous years, the conference organisers have 
secured presentations across a range of topics relevant to aquatic 
facility operators in country NSW. The agenda will include:
• Lawrence Ryan from the Cowra Shire Council offering advice on applying for grants. 

He will explain that facilities can match grant funding with in-kind work (such as 
volunteer labour) rather than cash — great news for cash-poor facilities hoping 
to secure funding.

• Anne Bolton from NSW Health detailing the review process of regulations, 
highlighting that these are no longer simply guidelines but regulations which must 
be adhered to.

• Workcover NSW outlining lessees’ obligations with regards to policies and 
procedures.
In addition, the organisers are planning an open forum for delegates and exhibitors 

alike to discuss their experiences with various types of sanitisation, such as liquid 
and gas chlorine and calcium hypochlorite. The forum will allow all participants to 
discuss any issues they may have with the various sanitisation methods and share 
advice and solutions.

Forbes’ local pool is located close to the conference venue, so exhibitors will have 
the opportunity to demonstrate their products at the pool during the course of the 
conference so delegates can see them in action.

The 2016 Country Pool Managers’ Conference will be held from Wednesday 
18 to Friday 20 May at the Forbes Services Memorial Club. For more details 
on the conference, stay tuned to www.poolandspareview.com.au or visit  
www.countrypoolmanagers.com.au.

2016 SPASA consumer show 
goes swimmingly
The 2016 SPASA Pool & Spa Expo was a resounding 
success, with its 90 exhibitors reporting excellent 
leads and sales at the two-day event over the 
weekend.

More than 4500 of SPASA’s Pool and Spa 
Essentials magazines featuring SPASA members’ 
products and work were distributed to attendees 
and 12 free consumer seminars served to educate 
the public about swimming pools, spas, products 
and services. The venue was packed full of feature 
displays, special show offers and new releases from 
leading suppliers, plus many of Sydney’s leading pool, 
spa and landscape designers showcased their work.

“The quality of attendees at this year’s expo 
validates the love that NSW and ACT residents have 
for pools, spas and outdoor living,” said Spiros 
Dassakis, CEO of SPASA NSW & ACT.

“Home owners now appreciate how easy it is 
to create a resort in their backyard more than ever 
before. The demand for pools, spas and water feature 
installations and associated landscaping continues to 
boom and the creation of the Aussie backyard oasis 
has become an essential part of the modern home 
and outdoor living experience.

“Exhibitors reported excellent leads and sales 
levels, which provides an enormous financial 
injection to the industry and the overall economy.”

Vendart moves to Seven Hills
Having outgrown its Belrose premises, Vendart has a new home. 
The company recently moved to a new office and warehouse in 
Seven Hills.

“The move to larger and more modern premises allows us 
to not only hold more stock, but also to streamline our order 
processing, with the installation of a new communication system. 
As well, being more centrally located in Seven Hills means that 
transport movements are faster and more convenient for us,” 
said Jason Leach, Vendart’s managing director. Conducting the 
move during the busy Christmas season reportedly caused a few small hiccups but the 
company has settled in and is now processing all orders and holding all stock at the 
Seven Hills premises.
The company’s new address is: 
Unit 2, 6 Boaz Place, Seven Hills. Phone: 02 9624 8842; fax 02 9624 5115



 

UltraDome+™

http://www.daisypoolcovers.com.au
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MAKING WAVES

Industry standards for public pool filter systems 
are urgently required to decrease health risks 
for swimmers, swim instructors and lifeguards, 
a prominent pool engineer has claimed.

Allan Cockerell, managing director of J.H. 
Cockerell, is calling on Standards Australia to 
introduce industry standards for public pool 
filter systems. He says recent research — along 
with his own 35 years’ experience reporting on 
council pool water quality issues — has provided 

a disturbing insight into the widespread use of ineffective filters in public pools.
“Currently, only private pool filters in Australia are required to meet an industry standard. There 

are no filter standards for heavily loaded public pool facilities. Public pool filters are typically black 
boxes; water enters and leaves the filter with everyone assuming the filter is working effectively 
without the opportunity for visual confirmation,” Cockerell said.

“Regular backwashing of filters to remove trapped particles remains a fundamental step for 
the effective operation of all filters. In my experience, backwashing of public pool filters is often 
inadequate. As a result, pathogens are not being removed and chlorine is reacting with trapped 
particles to create chlorine by-products.

“I’ve seen firsthand filters on public pools where backwashing hasn’t removed trapped particles 
and believe me, over 10 years of sunscreen, saliva and hair trapped in a filter isn’t pretty. This 
is largely caused by poor filter design and a poor choice of sand grading used within the filter.”

Since the worst kinds of contaminants tend to be invisible to the naked eye, ineffective pool 
filters go unnoticed, Cockerell said, leading to problems such as skin rashes, eye and ear infections 
and diarrhoea. Chlorine by-products similarly cause a host of health issues.

“Public pool filters that do not allow frequent regular release of all trapped particles during 
backwashing need to be identified and have steps taken to remedy the problem,” Cockerell said.

“Standards Australia should also introduce standards to ensure public pool filters do not 
increase health risks as is often currently the case.”

Improve profitability and productivity with free technical tile and stone seminars
After their success in 2015, LATICRETE’s Profit Through 
Knowledge Technical Seminars will run again this year.

An intensive training program, the free seminars 
focus on the needs of construction professionals 
in the ceramic tile and stone industry, for those 
who want to improve their profitability and 
productivity by using LATICRETE products.

The seminars will help participants:
• gain a better understanding of the 

concrete, ceramic tile and stone industry;
• learn how to select and recommend the 

most suitable installation materials;
• gain comprehensive knowledge of 

LATICRETE products and installations;
• learn trade def in i t ions ,  performance 

requirements and industry standards;
• learn how to solve and avoid job problems.

The  seminars  i nc lude  hands-on  produc t 
demonstrations; discussions of industry standards, 

concrete construction and moisture-related 
issues in concrete; and tips on how to upsell 

to increase performance while lowering 
customer complaints.

The program includes all books, 
technical binders and product catalogues, 
as well as a graduation certificate and 
LATICRETE promotional items.

Multiple seminars will be held in 
Brisbane, Sydney and Melbourne throughout 

the year. For more information and to book a 
seat, contact LATICRETE by calling 1800 331 

012 or emailing seminars@laticrete.com.au.
For detailed date and venue information, visit 

www.laticrete.com.au.

Public pool filter standards urgently needed

BioLab recruits new 
business development 
manager
BioLab Australia has announced the 
recruitment a new business development 
manager for Victoria Central and Western 
regions. Rhiannon Morgan joined the 
company in February and comes to the role 
with five years’ experience in pool retail, 
service and sales.

She has worked 
closely with the BioGuard 
product range and water 
testing systems and has 
undertaken BioGuard, 
SPASA and broader 
business management 
training.

“Joining BioLab is 
an exciting next step for me in the pool 
industry,” Morgan said.

“I’ve worked closely with BioGuard in 
the retail environment, love their products 
and have valued their training programs, 
particularly the Pool Schools. I’m looking 
forward to meeting and working with my 
customers to maintain their hard-earned, 
industry-leading reputation.”

Accumulated sunscreen, saliva, hair and skin on top of a sand bed in a 
filter. (The brown material underneath is the sand.) Image: J.H. Cockerell.
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MAKING WAVES
Dodgy tradies caught out by NSW Fair Trading
NSW Fair Trading has had a busy few months cracking down on dodgy and 
unlicensed builders throughout the state.

A Newcastle-based concreter operating in the Hunter Valley is currently under 
investigation by NSW Fair Trading for trading without a licence. The NSW Fair 
Trading Commissioner is warning consumers not to deal with concreter Luke 
Vincent Rigby, who operates under the unregistered business name of Decorative 
Perfection Concreting.

In 2015, Rigby and his associated companies were convicted under a number 
of offences under the Australian Consumer Law and the Home Building Act 1989. 
Among other things, Rigby contracted to complete various pool and concreting work 
for a number of consumers but failed to carry out the work and/or failed to repay 
money owing to the consumers. He also has a history of threatening consumers 
who complain about the quality of his work, having been convicted in 2014 for 
threatening and intimidating a client who asked him to finish a job.

He is now suspected of continuing to trade, despite being unlicensed. As of 
2015, courts now have the option of imposing a custodial sentence for second 
offences relating to unlicensed contracting.

A Mt Annan pool builder was also convicted under Australian Consumer Law for 
failing to deliver goods and services and for engaging in unlicensed contacting of 
residential building work. Karl Michael Roby accepted payments to install swimming 
pools but failed to complete the jobs.

In December 2015, he was ordered to pay fines and costs of $25,300 and to 
compensate his three victims by paying almost $7500.

“As an individual who has never held a licence to undertake residential building 
work in NSW, Mr Roby has displayed complete contempt for the law and for the 
safety and wellbeing of his victims,” said NSW Fair Trading Commissioner Rod 
Stowe.

Another unlicensed builder was also ordered to pay almost $20,000 in fines 
and costs for failing to deliver goods and services. Peter Hynes of Hamilton South 
(who also goes by the name Todd Garay) accepted pre-payments of approximately 
$85,000 for work including wall and fence construction, agricultural drainage and 
landscaping, turf laying and decking projects. He failed to provide written contracts 
before work commenced, failed to operate with a contract of insurance and failed 
to complete the work satisfactorily, Stowe said.

“NSW Fair Trading has zero tolerance for unlicensed builders and dodgy 
tradespeople and this successful conviction should serve as a warning to all 
such operators,” said Stowe. NSW Fair Trading is seeking information about Luke 
Vincent Rigby, including reports of him continuing to trade or reports of problems 
in dealings with him and his companies.

McGrath departs BioLab to join 
SPASA Australia
BioLab’s managing director, 
Lindsay McGrath, has announced 
his resignation from the company 
in order to join SPASA Australia as 
its executive director. McGrath has 
been with the company for 10 years, 
including eight as its managing 
director. McGrath’s passion for 
advocacy within the pool and spa 
industry has seen him play an active 
role in industry bodies during his 
career and this move is a natural 
development of his advocacy.

BioLab Australia and New Zealand will retain its management 
team, comprising Julian Quinn (Sales and Retail Network), 
James Badger (Marketing and Technical), George Loizou 
(Finance Director) and Paul Kimber (Operations). “We wish 
Lindsay well and thank him for the valuable contribution he’s 
made to the company alongside an experienced management 
team over the last 10 years,” the company said in a statement. 
“As a national member of SPASA Australia, BioLab looks 
forward to continuing its relationship with Lindsay.” Retailers 
with questions relating to the announcement are advised to 
contact their BioGuard business development manager or the 
relevant team manager.

© Gajus/Dollar Photo Club
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IQ Diamond Dealer program 
announced
International Quadratics has announced a new 
dealership program: IQ Diamond Dealer.

The model offers new technology 
systems, marketing programs, retail and POS 
refreshment, as well as all-important continued education 
and training for pool professionals. It includes a generous 
rewards points system and a conference program.

“The brilliant thing about the model is that it can be picked 
up and neatly placed into any pool shop or service business, 
adding value and offering a number of vehicles that we believe 
are crucial to adopt in today’s changing market space,” said 
Eddie Lloyd, IQ’s marketing director.

“We would invite anyone who might be considering what 
changes they could make to their business in 2016 to come 
and have a look at what the program offers.”

Lloyd said the program’s elements demonstrate that the 
family-owned business understands what pool retailers 
and service businesses require to successfully operate and 
grow in today’s market. “It was a great team effort putting 
this dealership program together. The finished product is 
essentially a functioning business model that allows pool 
shops and servicemen to tap into and draw out items that offer 
convenience, efficiency and growth opportunity,” Lloyd said.



Contact us today on 1300 658 285 for more information
www.thepoolenclosurecompany.com.au

Custom designed, premium enclosure solutions.
Complete your home with Australia’s leading range of retractable swimming pool enclosures.

TPEC enclosures are 100% custom designed and have 
a number of optional design features to meet client 
requirements and site capabilities.

With endless design capabilities with low, medium, 
high and lean-to pool enclosures. Swim any time of 
the day/night, year-round and still enjoy an outdoor 
pool when the weather permits, plus reduce 75% of 
ongoing maintenance and costs. 

Our pool enclosures will reduce your heating and 
cleaning requirements, minimise water evaporation 
and chemical use, and maximise safety through 
controlled key entry and UV protection.

All of our enclosures are manufactured in Europe 
to ISO 9001 Quality Management standards and ISO 
14001 Sustainability Management standards. Materials 
used include aluminium, UV protected polycarbonate, 
glass, stainless steel and rubber. The track system is a 
patented, low profile, ‘walk-on’ design.

http://www.thepoolenclosurecompany.com.au
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Pool+Spa: Lewis, tell us a bit about 
your background.

Lewis Marash: I’ve always been inter-
ested in architecture. I studied a Bachelor 
of Design (Landscape Architecture) at 
RMIT. In my first year, one of our guest 
lecturers was from Out From The Blue 
(OFTB). I was so impressed by their work 
that I thought I’d like to work there one 
day. When I graduated, I did some work 
on large-scale public spaces, but I found 
I missed the detail that’s involved in do-
mestic projects. I started working for OFTB 
six years ago, and haven’t looked back.

P+S: What are some value-add ele-
ments that can be incorporated into the 
poolscape without overcapitalising on a 
property?

LM: I’m not sure that overcapitalisation 
is really a thing. It depends on the cli-
ent’s priorities. If they’re hoping to make 
back what they spent when they sell, 
it may not pan out. We had one client 
who spent $580,000 on a backyard in 
Keilor. Now, I don’t know what property 
values are in that area, but I’m not sure 
he’d make the $580,000 back when he 
sells. But if you think of it as $580,000 
over 20-odd years of family life, that’s a 
very different investment. Similarly, if a 
buyer falls in love with what the seller 
has done, they will pay extra to secure 
it — and you can’t put a value on that.

In Melbourne, where we have a far 
shorter swimming season than up north, 
a spa is a must. It significantly extends 
the swimming season because the own-
ers will use a heated spa and then jump 
into the pool to cool off. In terms of 
maximising the use of a pool, a spa is 
a good way to go.

Pool+Spa editor Alice Richard spoke to 
Lewis Marash, Senior Landscape Architect 
at Out From The Blue.

AS K  A N  E X P E RT 

P+S: If a pool builder joins forces with a 
landscaper, how important is it to select 
the right person for the job?

LM:. It’s vital — especially when it 
comes to ensuring compliance. Award-
ing the contract to landscapers who are 
experienced working with swimming pools 
is of utmost importance. If you get a 
landscaper or builder on board who isn’t 
a specialist pool builder and he’s doing 
something for the first time, you’re likely 
to end up with a non-compliant pool 
that you’ll have to come back to fix. The 
pool regulations code is quite complex 
and it’s not something you can get your 
head around straight away. You can get 
tripped up quite easily. As a designer, it’s 
a battle between designing something that 
looks great but that also meets regulation.

This is why it’s important to work with 
landscapers who understand pool fencing 
regulations. For instance, if a pool fence, 
on the title boundary, needs to be 1800 
mm on the inside and a landscaper puts 
in a built-up garden bed next to it that 
raises the ground level, that can make a 
fence non-compliant.

When you align yourself with another 
operator, it reflects on you. Even though 
they’re the ones doing the work, you’ve 
recommended them and so it reflects badly 
on you if they don’t perform. So when 
you’re looking to engage with another 
professional, make sure they can deliver 
on time and on budget.

P+S: What are the current trends in pools 
and landscapes?

LM: Swimming pool features are becom-
ing more high-end, so things like glass 
mosaics, internally lined if the pool’s in 
the ground. If the pool is out of ground, 
the visible external faces can be treated 

with feature tiles that haven’t necessarily 
been used on swimming pools in years gone 
by. So beautiful Italian porcelain tiles, for 
example, large format style. Slabs of tile 
that you would generally see in internal 
applications — as long as the material’s 
of an external grade — are being used 
to clad the outside of swimming pools. 
When clients are after an acrylic panel, 
it’s super important that it becomes the 
feature of the pool, and potentially the 
only feature. Really, I think a feature is a 
feature when it stands aside from everything 
else, so when something’s been designed 
poorly, there are too many features, and 
it’s distracting and over the top.

P+S: What’s been the biggest change in 
the last 10 years with regard to design 
and building trends?

LM: Backyards are now more architec-
turally designed; much more hardscape 
than softscape. As people get more 
and more time-poor they’re looking for 
what I think is almost an impossibility: 
a no-maintenance garden, or at least a 
low-maintenance garden. You can restrict 
the amount of maintenance by, obviously, 
providing more hardscapes than softscapes, 
so there’s less weeding, less pruning. 
The plants are then more systematically 
planted in areas to soften off the hard-
scape, in planter boxes, retained garden 
beds and things like that. But definitely 
the outdoor room is becoming something 
that Australians seek as an ideal for their 
own home. It’s pretty much part of every 
design brief that we work on these days. 
It’s few and far between that you’re be-
ing asked to design a true garden in the 
sense that it’s mainly plants and a small 
amount of hardscapes.

POOLSCAPING

Out From The Blue 
www.oftb.com.au
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I
f someone trusts you enough and feels comfortable enough 
with you to part with their hard-earned money, respects 
you enough to listen to the advice you’ve provided and is 
willing to let you make physical changes to their personal 
space, that’s a huge shift for them! You’ve obviously done 

a great job building rapport, communicating effectively and show-
ing empathy and compassion.

To have built a relationship of this kind with someone is a 
big deal for your business, too, because it’s also the first step 
toward earning word-of-mouth referrals. I use the term ‘first step’ 
for a good reason.

Once you’ve got yourself a signed contract, from that time 
onward, everything you do will either make or break your chances 
of your clients offering a trust-loaded personal recommendation 
of your business to someone else in their network.

Winning one project is a powerful opportunity to also win 
another one.

As the owner of your business, no doubt you are the most 
charismatic and the most passionate one in it. You know what 
you stand for and your actions reflect your attitude, because your 
reputation and your livelihood are on the line. You’re the first to 
bend over backwards to ensure your clients are happy and hav-
ing a good experience, and want to be the first to know when 
they’re not having such a good time so you can implement the 
necessary changes.

But what about the rest of your team? What about subcon-
tractors that work under your banner? Do they carry the same 
attitude? Are they as concerned about your reputation and as 
proud of your business as you are? When you’re not on-site, could 
their actions potentially harm the experience of working with you 
(and, by logical extension, your business)?

Absolutely! You can do your very best to instil your values in 
your team; it’s the great skill of any noble leader. But what do 
your clients see when they peer curiously out the window at the 
progress you’re making? How do they ‘see’ you and your busi-
ness when your team has left for the day and they’re tiptoeing 
around outside after work?

Besides the framework for the decking, they see the little things. 
And those little things, those ‘habits’, as I’m going to refer to 
them, could be killing your opportunity to earn quality referrals.

These habits are things your team and your subcontractors might 
be doing without realising it. And they don’t realise it because 
they’re not focused on giving your clients a positive experience. 
Right or wrong, they’re focused on physically getting the job done, 
getting paid and getting out of there.

Be a fly on the wall
I want you to imagine you’re the client. The way you see the 
project is a little like a time lapse camera; your view of the 
project is intermittent rather than continuous. Sometimes people 
who weren’t there before have suddenly appeared; sometimes 

When your client signs a contract with you, they are placing an enormous amount of trust in you and 
your team. They’re allowing you to come into a space that is normally reserved exclusively for friends 
and family. You may not think much of that, but it’s actually a really big deal.

someone who was doing one thing is all of sudden performing 
another task or has disappeared altogether. When you go outside 
for a walk around the site in the evening, the job feels noticeably 
different than this morning because you haven’t seen it for a while.

Seeing a project unfold in this way can be a bit confusing 
because you don’t get the whole picture. But here’s the thing: it 
also means you would probably pass judgement on what goes on 
between observations, based on what you see at the time you’re 
having a look. If that makes sense to you, then you’ll agree with 
me that being seen doing anything negative at all, even just once 
or twice, can have a dramatic effect on the perception of what 
might be happen generally.

On that note, here are five on-site habits your clients might 
be seeing that could be killing referrals for your business without 
you even realising it.
1. Always on the damn phone
It’s not an office job, so landscapers are usually allowed to take 
short calls during the day from their partners or family. But what 
about the guy who’s leaning on the fence blatantly browsing 
Facebook, or the girl smirking while she reads through an epic 
conversation among her friends? This increasingly prevalent habit 
says a lot about your work ethic, and not in a good way.

It’s not that people aren’t supposed to have a life, but you’re 
running a business, and the real boss for the next eight weeks is 
watching everything from the kitchen window and not impressed.
2. Leaving cigarette butts on-site
This is such a no-brainer and so easy to avoid, yet I can’t begin 
to tell you how many times these dirty little remnants have come 
up in conversation with my clients. Either ban your staff and sub-
contractors from smoking on-site at all, or at least provide some 
sort of receptacle for them to put their butts in. It’s not just the 
butts that are the problem: consider where the smoke goes, too. 
Laying pavers under an open kitchen window with cigarette smoke 
wafting its way in and all over lunch won’t be earning anyone a 
cold drink or a cup of tea on the break.

There is nothing more disrespectful than using someone’s home 
as an ashtray; except perhaps for…
3. Using the garden as a toilet
Your staff have a right to relieve themselves at work. It’s up to 
you to arrange the facilities to do so and to create and enforce 
the rules around where to go to do so. Inside the house is ideal, 
and a portable toilet would be an option if the job’s big enough. 
But if neither of these are possible, instruct your staff to resist 
the temptation to use a tree, the fence or the ever-popular ‘down-
the-side’ venue. Seek out a nearby shopping centre or public toilet 
block instead and make sure they ‘go’ there.

Your staff are all adults and supposedly toilet trained; don’t 
risk a grown man on your team being spotted (by sight or smell) 
using your client’s favourite tree as a toilet.
4. Forgetting to communicate
Your client’s home and has made everyone a cool refreshing drink 

POOLSCAPING
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Shah Turner is the founder of Pitch Box, the world’s leading 
on-demand service provider of affordable 2D and 3D drafting 
solutions tailored to help business owners win more work in less 
time with minimal input. Small to mid-size businesses who want to 
retain a compact, flexible structure now have the ability to provide 
their clients with quality 3D renders, impressive fly-throughs and 
professional CAD drawings with no in-house design staff and no 
software experience necessary. 
Pitch Box 
pitch-box.com 

to show appreciation for the hard work they’re doing on such a 
hot day. She walks outside with the tray to discover everyone 
has inexplicably disappeared. Four hours later and still no one 
has returned to the site. Her husband comes home and wonders 
why the garden looks almost the same as it did this morning.

In fact, the team was called away because the irrigation had 
burst at a project down the road, but no one kept the client 
informed. Another common client complaint is waking up in the 
morning to see no one from your team on-site, but someone 
they’ve never seen or met (a subcontractor) wandering around 
the backyard without even having knocked. Just as you’d want 
it in your own home, always make sure your client is introduced 
to anyone you bring onto their property, whether personally or in 
advance by phone.

Keeping clients informed is incredibly important yet so often 
overlooked. Keep them up to date even on the smallest things: 
when you’re leaving the site, when you’re returning, if there’s 
been a problem with the job and when you’re expecting someone 
different on-site.
5. Leaving the site untidy
I honestly believe only 50% of landscapers do this (in other words, 
half of them don’t clean up each day). Cleaning up doesn’t mean 
putting your tools back into the truck and driving away; it means 
sweeping up, removing rubbish and rubble, or building a pile and 
covering it with a tarp for removal later.

A messy worksite is what people expect, thanks to the other 
half of you. A clean worksite is a pleasant surprise and says a 

lot to your client about the way you work, your whole approach 
to delivering the project and, above all, the respect you have 
for their home.

To your team it’s the job site, but make sure they’re aware at 
all times that you’re in someone’s home and are very fortunate 
to have been invited there in the first place.

Take the lead on this stuff
Sometimes, it’s little things like these that slide when the going 
gets heavy. Long days, too many spotfires to control and your 
whole team is knackered.

At the same time, remaining vigilant on the little things is exactly 
what’s going to earn you a shining recommendation because, quite 
simply, you’re not like the ‘rest of them’. Your client’s perception 
of you has been shaped by those that have come before you 
as much as it has by your website, your conversations and your 
personal appearance.

Use this as an opportunity. Be the landscaper who’s different! 
Make it a point to let them know you believe in a smoke-free 
worksite, that all your guys are fully house-trained and that they 
will leave the site in a tidy state each day.

Ask your client to let you know privately if there have been 
any slip-ups. That way they’ll feel they’re supporting you, rather 
than complaining to you, and that’s only going to strengthen your 
honest relationship with each other.

CURVED BENCH
Scully Outdoor Designs’ Curved Bench is available in a Serpentine Design. 

Made from recycled Plastiwood slats, it comes with a galvanised steel 

frame, powdercoated to a choice of DULUX colour. The environmentally 

friendly recycled Plastiwood is low maintenance, 

UV resistant and resistant to fungus and termites. 

It is available in four colours: Tassie Oak, Jarrah, 

River Gum and Charcoal. The seating is avail-

able in 2 m sections, and other configurations 

can be designed.

Scully Outdoor Designs is a Local Government Procurement approved 

contractor.

Scully Outdoor Designs Australia Pty Ltd

www.scully.net.au

POOLSCAPING
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PROJECT COMPLETE
KEEPING COOL IN THE MIDDLE EAST

We’ve all been there. It’s school holidays, it’s scorching hot and you’re 
weighing up your options: stay inside in the air con or risk frying the soles 
of your feet on the concrete to get to the pool to cool off. It’s a tough call, 
and — particularly now that we’re connected 24/7 — it’s often easier to 
stay indoors. But as we become more aware of the dangers associated 
with a sedentary lifestyle, it’s becoming more important to give our kids 
every opportunity to get outside and get moving.

When Abu Dhabi’s 14.5-hectare Mushrif Central Park underwent a 
two-year makeover, the new design was intended to promote an active 
lifestyle to build a healthy society. In a city where 45° days are standard 
in summer, thinking outside the box was a must to get kids out of the air 
con and into the fresh air.

The developers wanted to include a water play area for children but 
needed a heat-resistant, non-slip surface to ensure the space didn’t turn 
into a frying pan.

They found an answer in PolySoft seamless paving. Soft and 
comfortable underfoot, the surface stays cooler than other options like 
concrete, asphalt and rubber, meaning kids can play comfortably, even 
on the hottest of days. But the hot weather didn’t just pose a problem for 
sensitive little feet. Tanseeq, the company that installed the children’s 
playground feature, worked in shifts from the late afternoon to midnight 
to lay the 186 m2 of water-play area as the searing daytime heat made it 
difficult to maintain surface levels. A total of 10 colours of PolySoft granules 
were used to achieve three dominant colour zones. Syed A Wajid, general 
manager of Tanseeq, said the overall effect is “very clean and pleasing”.

This was the first project for which Tanseeq used PolySoft — and 
they’re happy with the results. Given that Mushrif Central Park is “possibly 
the most advanced park in Abu Dhabi, following this development”, 
according to Wajid, up-to-date materials that will stand the test of time 
were required.

“Compared to standard rubberised flooring, PolySoft certainly is 
a more sophisticated product. [It] is more durable and colour-stable, 
owing to the use of high-quality resin binders and polyolefin granules,” 
Wajid said.

PolySoft is installed using a combination of flexible and durable 
coloured polyolefin granules and an aliphatic polyurethane binder that 
has been formulated to meet strict quality guidelines. Coupled with 
colourfast technology, this protects against premature fading and 
provides excellent resistance to UV radiation and chemicals such as 
chlorine.

Aquatic environments present a unique set of issues that PolySoft 
has worked hard to address. The company’s PolySoft Plus and PolySoft 
Extra products are designed specifically for aquatic environments like 
splash pads, pool surrounds, water playgrounds, waterslide entrances 
and hydrotherapy pool concourses. The Plus system has been 
formulated to hinder the growth of fungi and algae that are prevalent 
in moist and warm environments, while the Extra system is designed 
for high-impact areas such as the point of impact from dump buckets.

It also ticks boxes in terms of sustainability — no longer just an 
optional extra in today’s market. PolySoft is 100% recyclable and derives 
40% of its materials from natural resources.

“PolySoft has shown its adaptability to different cultural and climatic 
environments in the Middle East, Asia, USA and Australia,” said Ophelia 
Zhu, PolySoft’s CEO.

“While its safety and comfort features are foremost when it comes 
to playgrounds and pool areas, PolySoft’s vast colour spectrum is what 
allows it to express different aesthetics, whether inspired by desert 
hues, tropical waters or simply a sense of fun.”

Polysoft  
www.polysoftsurfaces.com  
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M
ore and more Australians are recognising that 
a well-designed outdoor kitchen provides the 
ideal area for entertaining family and friends 
— not to mention creating an extra living 
space and adding value to a home.

However, whether you’re incorporating an outdoor kitchen into 
a new build or managing a renovation project on an existing 
home, careful planning is a must.

Andrea Mead, the owner of Australian barbecue manufac-
turer Heatlie, said there are many factors that designers and 
builders need to consider when developing an outdoor kitchen 
for their clients.

“The number one consideration has to be layout and posi-
tion,” Mead said. “It’s important to discuss with clients how 
the outdoor kitchen will be used. For example, will they be 
entertaining large groups or will it be used for smaller family 
meals? Do they require a lounge area as well as a dining zone, 
and will it be used year round?

“Consider also the outdoor kitchen’s proximity to other areas 
of the house, how to make the most of any scenic views and 
privacy issues in relation to neighbouring properties.

Long gone are the days when outdoor entertaining meant throwing a snag on the barbie. Today’s 
outdoor entertaining areas are often an extension of the main dwelling, complete with custom-built 
cabinetry, fridges, wet areas, pizza ovens and, of course, a great barbecue.

“It also pays to think about how the theme of the overall 
project can be extended to the outdoor kitchen — be it sleek 
and modern, homely and traditional or a tropical oasis, the 
aim should be for a seamless transition between indoor and 
outdoor living spaces.”

Mead said the concept stage is also the time to check with 
local authorities as to whether written approval is required. 
“In some states, council approval is required to construct an 
outdoor enclosure and, in this situation, professional plans will 
need to be drawn up,” she said.

Ensuring adequate ventilation is another important consid-
eration, and Mead advises builders and designers discuss this 
with the relevant local government authority.

“The ventilation requirements for an outdoor kitchen depend 
on the availability of direct open space compared to the roof, 
walls and doors which can be closed,” she said. “Regulations vary 
from state to state so it pays to check with the local council.”

Keeping the budget in check can be challenging when it 
comes to outdoor kitchens, said Mead, with building materials, 
appliances, barbecue, floor coverings, shading and furniture all 
needing to be factored in.

PLANNING AN  
OUTDOOR KITCHEN
HOW TO MAKE YOUR CLIENT’S BACKYARD SIZZLE
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“Planning is the key to keeping the costs down,” she said. 
“It’s imperative to plan for an outdoor kitchen in the initial 
stages of the project by ensuring there is adequate supply 
to electricity, water and mains gas as additional costs will be 
incurred if these are not installed early in the building process.

“Clients also need to make an early decision on whether 
they prefer a barbecue that uses LPG or natural gas, as natural 
gas connections need to be installed by a licensed gasfitter 
during the construction phase.

“Safety considerations, such as adequate ventilation, are also 
important. Many authorities require a flame failure device to 
be connected to gas barbecues, which is a standard feature of 
Heatlie barbecues.” Another important consideration that’s often 
overlooked, according to Mead, is protection from the elements.

“A roof or sail will protect an outdoor kitchen from the rain 
and sun and encourage clients to use the area year round,” 
she said. “Appliances, barbecue and cupboards will need to be 
protected from the elements — even stainless steel barbecues 
and appliances will rust if exposed to weather.”

Another important consideration is the benchtops, both for 
aesthetic and safety reasons.

“Hard-wearing materials like granite, stone and stainless steel 
are popular options for outdoor kitchens; however, wood, MDF 
and laminate can also work well,” said Mead.

“When choosing a benchtop, consider which type of barbecue 
you plan to install — many units need to be installed into a 
non-combustible bench like granite or stone. An exception is 
the Heatlie Island Gourmet Elite, which is the only barbecue 
that can be safely installed into any kind of benchtop.”

Of course the centrepiece of any outdoor kitchen is the bar-
becue and choosing the right one is vital. “An Australian-made 
unit with steel hotplates, ribbon burner and optional roasting 
hood is a sound option as it enables your client to cook eve-
rything from pizzas and roasts to seafood and even desserts, 
as well as traditional barbecue fare,” said Mead.

“You also want something that will last the distance: Heatlie 
barbecues are renowned for their durability and will last 10 
to 15 years.”

Heatlie Barbecues 
www.heatlie.com.au
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WHETHER YOU’RE INCORPORATING AN 
OUTDOOR KITCHEN INTO A NEW BUILD OR 
MANAGING A RENOVATION PROJECT ON AN 
EXISTING HOME, CAREFUL PLANNING IS A MUST.

POOLSCAPING
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WOOD COMPOSITE 
DECKING
Futurewood’s Cleverdeck composite 

decking is made from recycled cellu-

lose (rice husks and hardwood flour) 

and HDPE plastic waste, making it 

an environmentally friendly option. It 

does not require oiling, staining or 

painting and does not rot, splinter 

or lose its colour.

Resistant to termites and white 

ants, the 138 mm-wide solid WPC 

composite decking is available in 

five standard colours: Chocolate, 

Mahogany, Saltbush, Slate Grey and 

Walnut. An 86 mm board is also 

available in Mahogany finish without 

the indented grain. All boards are 

double-sided and have a sanded 

finish with a subtle indented grain 

pattern on each face. They are avail-

able in 5.4 m lengths and come with 

a standard groove on both edges, 

giving installers the option of using 

the NewTech deck clip system for a fast and completely concealed fix.

The slip-resistant decking has a low water absorption and is low maintenance. 

Scratches and light scuff marks can be sanded down to refresh the surface. 

Unlike traditional timber decking, it has no knot holes or sap runs and does 

not cup, warp, split or twist.

Matching EnviroSlat fencing/screening boards and wood composite Deck 

Tiles are also available. Custom lengths can be made to order.

Futurewood

www.futurewood.com.au

POOLSCAPING
PRODUCTS

LED LIGHT
The Quantum Multi Plus LED light from Spa Electrics 

integrates seamlessly with the Pentair EasyTouch and 

IntelliTouch and the Zodiac Aqualink Tri and Aqualink 

RS OneTouch pool control systems.

Using a pool controller remote, the light gives users 

the freedom to select a colour at the touch of a button, 

or create a custom colour from more than 256 options.

It is simple to install and operate. To set up the 

controller to operate the lights, follow the controller 

set-up procedure and select ‘intellibrite’ as the desired 

operating mode.

The light is also retrofittable. A pool with the Quantum 

(WN) series lights and a compatible system installed 

can be retrofitted with Quantum Multi Plus.

The light’s external heat sink ensures maximum 

cooling and energy efficiency, allowing its high-output 

LED to produce quality light distribution and smooth 

colour transitions.

Spa Electrics

www.spaelectrics.com.au

RAILS AND LADDERS
S.R. Smith’s Artisan Series Designer Rails and 

Ladders provide both style and functionality. 

The patented rails and ladders offer a fresh, 

visual appeal over traditional rail shapes that 

have remained much the same for years.

They are manufactured from marine-grade 

quality, 48 mm OD stainless steel, with expertly 

polished weld joints. Five styles, including 

hand rails, stair rails and ladders are available 

from major swimming pool product distributors 

throughout Australia.

The Artisan Hand Rail is available in a stand-

ard and flanged model for installation flexibility.

For more information, including product 

specifications, AutoCAD drawings and where 

to buy, visit the company’s website.

SR Smith

www.srsmith.com/au

LANDSCAPE LIGHTING AND SCULPTURE
Industrial artist Matt Hill produces bespoke landscape light-

ing and sculptures for outdoor spaces. His pieces are 

constructed of corten and mild steel and lit by 12 V 

waterproof LED lights, transforming from sculptures by 

day to light features by night.

Hill’s background as a carpenter is evident in the sym-

metry and geometry of his work, and a seven-year stint 

working in Japan has influenced his aesthetic. Hill focuses 

on simple, geometric shapes and clean lines, as well as lighting 

and shadows to add drama to each piece.

Every piece is handmade by Hill to order and individually stamped with a unique 

number. Hill delivers and installs his sculptures himself to ensure they are ideally situ-

ated in the space for which they are intended.

Matt Hill Projects

www.matthillprojects.com
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FINISHING TOUCHES: ADDING A 

CABANA TO AN OUTDOOR SPACE

Returning to an old project is 
like getting back in touch with 
an old friend. And that’s exactly 
what happened when I was asked 
to incorporate a cabana into a 
space I designed more than 15 
years ago.

The cabana is located at the 
rear of the property to visually 
maximise the lawn and garden. 
We took advantage of the level changes to utilise the underside of the 
cabana as an extensive workshop and double-car garage with rear-
lane access.

The cabana sits adjacent to the pool to service the swimmers of the 
family, and also acts as a rumpus and sleepover room. The cabana is 
surrounded by a timber deck and entertaining space enclosed by lawn 
areas and tropical-style gardens also designed by A Total Concept.

The traditional style of the poolside cabana ties back to the aesthetic 
of the home to ensure the overall project works with the residence. The 
roof of the cabana has been designed with a hip that links to the roof of 
the residence and allows for high ceilings and skylights that are ideal 
for airflow and visually increasing the size of the cabana. Additionally, 
the brickwork of the residence has been matched to the cabana.

An existing timber deck adjacent to the residence with a large 
outdoor fireplace, sitting area and barbecue has been redone in the 
same timber to link it to the new work.

A wall-mounted LCD television, intricate built-in cabinetry, Italian 
glass tile splashbacks, Caesarstone benchtop, sink, stainless steel 
fridge, dishwasher and bar are all included in the cabana. A bathroom 
facility with shower and basin, as well as tiled utility niches to match 
the kitchen splashback, were introduced to the space, ensuring 

every need is catered for.  
At night, the poolside cabana is 
well lit, with both concealed strip 
lighting and LED downlighting in 
the ceiling for functional purposes 
which, together with step lights, 
light up the swimming pool. 
Energy-efficient LED lighting 
throughout the paving, lawn and 
garden areas creates an ambient 

mood complete with washes of light and dancing shadows.
A quality internal, external and in-pool sound system and electrical 

components such as lights, irrigation plus swimming pool heater, lights 
and swim jets are all linked to the cabana’s and residence’s electrical 
switching system.

The understated glass tile used in the swimming pool contrasts 
beautifully with the pale sandstone paving of the external areas. All 
surfaces have been designed to blend with the tropical greens of the 
gardens and lawns.

Tropical plant species include Buddha’s Belly bamboo, bromeliads, 
stripestem bamboo, Moses in the cradle, string of pearls, cycads, temple 
blood grass, frangipani, lilly pilly and kentia palms. The gardens also 
provide a mix of perfumed flowers at various times of the year to add 
ambience to the space.

The end result is a beautifully integrated lifestyle and entertaining 
complex for the owners. The visual simplicity of the design and subtle 
use of quality materials unifies the project and sets the components well 
into the surrounding landscaped gardens to create a stunning project.

A Total Concept  
www.atotalconcept.com.au
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Image courtesy of A Total Concept
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If good fences make good neighbours, then a greenwall makes for a very 
good neighbour indeed. This is what a family found when searching for a 
way to soften the outlook of their yard. The view — which encompassed 
a commercial radio station, a surgery and a car park — was softened 
with a double-sided greenwall that improved the outlook for all parties.

“Traditionally, greenwalls have been designed to cover facades of 
buildings or structures to provide amenity and environmental benefits. 
Today, we are finding that our clients are looking for much more, which 
is how this project evolved,” said Mark Paul, founder of The Greenwall 
Company.

“Our double-sided greenwalls offer amenity to both sides. The 
freestanding design is perfect for those looking for a green dividing 
solution.

“Not only does the double-sided wall screen a commercial radio 
station, surgery entrance and the associated car park, it also gives 
amenity to [the client’s] own garage and driveway from their indoor/
outdoor entertaining space.”

The wall was originally planned as a standard one-sided wall, but 
as the project progressed, the design evolved into a double-sided wall. 
This has been perfect for the space, Paul said, softening the view from 
the family home on one, as well as the office building on the other — all 
parties were extremely happy with the result. Spanning over 8 m in 
length and 2 m in height, the eight-panelled custom-designed greenwall 

was strategically planted to give additional height and far exceed its 2 m 
tall frame, essentially blocking the commercial building situated behind 
the house. Installed in 2014, the greenwall took three months to grow in.

Developed by Paul over approximately 30 years, the greenwall is an 
innovative system based on inorganic media and adjustable substrate 
depth that retains moisture and simulates conditions resembling natural 
soil. In addition, by using plants adapted to impoverished environments 
and seasonal drought, the company creates water-efficient planting that 
is resilient to inevitable short-term human and mechanical failures.

This particular greenwall incorporates more than 40 plant 
species, including Aechmea callichroma, Alcantarea vinicolor, Aechmea 
blanchettiana, Begonia mazii, Saxifraga stolonifera, Fosterella speciosum, 
Callisia fragrans and Chlorophytum ‘Sea Breeze’.

Materials used in the wall include The Greenwall Company’s patented 
soil-less medium, which is created using 96% recycled materials that 
would otherwise be destined for Australian landfill and a plant palette 
to complement a subtropical garden. Support rails were also anchored 
to a structural retaining wall.

“The brief for this project was to create a tranquil setting for the 
family to enjoy the patio area and we certainly feel that this has been 
achieved,” said Paul.

The Greenwall Company  
www.greenwall.com.au

TWO-FACED: DOUBLE-SIDED 
GREENWALL OFFERS BEAUTY 

FROM ALL ANGLES

POOLSCAPING
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Adding a new pool or spa to your client’s home can really 
enhance the look and value of the property and can change 
the way they use their backyard. Deciding to make this invest-
ment is an exciting time but it is crucial to employ the right 
landscape professionals to create a beautiful environment that 
works seamlessly with the home and the way the client would 
like the space to be used.
The landscape industry as we know it in 2016 has grown and 
developed to a point where modern landscape contractors are 
no longer merely installing basic rockeries and turf as their 
bread and butter. Gone are the days of customers wanting 
to just install kidney-shaped pools in meaningless locations. 
Most customers are savvy, realising that outdoor spaces are 
just as important as indoor spaces and should be designed 
accordingly.
With this in mind, an aesthetically pleasing and functional 
swimming pool and surrounding landscape can only be 
achieved by using the right people. It is vital that consumers 
employ an experienced professional to help them visualise 
and design a space that creates the lifestyle they dream of. 
There are many aspects to consider to achieve an attractive, 
well-functioning landscape and a holistic approach will help 
to make this a reality.
In the past the design/approval process, swimming pool 
construction and landscaping were very separate specialised 
areas. However, today’s modern landscape companies have 
developed into multifaceted businesses with large skill sets 
and the ability to execute highly detailed projects of varying 
size, scope and complexity. No longer is there a need to have 
multiple contractors on a project comprising swimming pools 
and landscaping. It is commonplace that modern landscapers 
will, in many cases, be competent in all aspects of such a 
project. Many landscape companies have morphed from very 
simple operations into cutting-edge businesses with qualified 
and highly specialised staff that can deliver a wide range of 
results. Staff are highly trained and qualified with the skills, 
knowledge and experience in multiple disciplines to ensure the 
client’s investment is maximised and outstanding landscapes 
created. Modern professional landscape companies are special-
ists in the integration of all outdoor areas, including swimming 
pools and spas, and use a well-considered, holistic approach.
When designing an integrated landscape, decisions will need 
to be made regarding many aspects. The right landscape 
professional will be experienced in a range of skills, including 
excavation and foundation works, retaining walls, waterproof-
ing, decking, drainage, tiling, paving, soil, planting, irrigation 
and lighting to name a few. Many landscape companies also 
specialise in landscape design, garden maintenance and the 
construction of swimming pools and spas. Modern landscape 
contractors are also highly skilled and experienced designers 
capable of providing concept plans, DA approvals, compliant 
development approvals, section elevations and all other approval 
documentation for swimming pool and landscape projects.
Many customers are time poor and lack the resources to 

The way of the future

oversee a project from design to completion. A qualified and 
experienced landscape contractor can guide their clients through 
this process by providing an end-to-end service instead of the 
piecemeal approach of the past. Using a single contractor 
for the pool and landscaping will streamline the project with 
greater project coordination and reduced timelines with a far 
better level of integration as a result. Many clients are drawn 
to, and can see the benefit of a one-stop shop.
This ability of the modern contractor to offer a wider range 
of skills also ensures greater control over the workflow of a 
project and ultimately provide cost savings for the consumer. 
Engaging a landscape company to implement the design of 
the swimming pool and landscape together is a more cost-
effective option for many consumers, as well as leading to a 
more pleasing and better designed space. Dealing with one 
contractor also streamlines the communication process with 
effective communication from design to construction ensuring 
better project management and a better building outcome. 
Solutions to design or construction issues are delivered quickly 
with the project more likely to run to budget.
A swimming pool and landscaping project is a major invest-
ment for your client. Don’t let unskilled, unqualified contrac-
tors experiment on their property. Protect their investment 
and use a licensed and qualified professional who can deliver 
outstanding results.

For more information and to help 
you find a contractor who is the right 
fit for your project, contact the LNA 
Master Landscapers Association. Visit 
the website www.landscapenswact.
com.au or phone 02 9630 4844 and 
speak to one of the LNA team today.

Article written by Nick McCarthy of 
Urban Escape Landscape Contractors: 
www.urbanescape.com.au. Edited by the 
LNA Master Landscapers Association.

Nick McCarthy, Urban Escape, on behalf of 
LNA Master Landscapers Association

Image credit: Nick McCarthy, Urban Escape
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PROJECT COMPLETE
BAYSIDE BEAUTY

Clients with sky-high expectations, an extensive brief and a difficult site 
meant that Steve Taylor of COS Design had his work cut out for him on 
this Port Philip Bay project. But his design firm nailed the brief and took 
out the prestigious Allan Correy Award for Design Excellence 2015 for 
their efforts. Taylor explains how the company went about creating this 
unique landscape.

The north-western views of the Port Philip Bay region are undoubtedly 
the hero of the Atkinson Pontifex-built property and the proposed main 
entertaining space was positioned to maximise this key aspect. As part of 
the architectural brief, we were left with a fall of 5.1 m from the front door 
to the footpath and only a distance of 17 m to achieve the height transition. 
Central to this space the clients were looking to integrate a family swimming 
pool and spa as a part of the front entertaining space.

Our response was to design a pool that is truly one of a kind: a pool that 
became a part of the guest entrance experience; a pool that doubled as a 
part of the elaborate retaining system; a pool that looked amazing from the 
balconies above; and a pool that created an architectural statement from 
all areas of the garden and streetscape.

The pool originally sat 450 mm higher than it sits now and there were 
two smaller acrylic windows. A platform was constructed prior to the 
designs being finished and the clients felt uncomfortable being so exposed 
to the street so the pool and levels were redesigned and a larger acrylic 
window was integrated. The spa was designed to create a reflection pond 
and the floating bench seat enhances the functionality of the area. The white 
floating concrete slab separates the pool and spa and provides access to 
the sundeck, becoming the real point of interest.

The front yard has been extensively terraced with contrasting retaining 
walls, while cantilevered floating concrete landings and bluestone steps 
manage the pedestrian entry, which has a rise of just over 5.1 m. Hamilton 
Landscapes handled the garden construction. The foliage is all about 
contrasting colour, forms and textures that not only helps with the large 
site slope but adds streetscape interest for guests entering the home. Due 
to the front door being elevated 5.1 m above the footpath level, privacy was 

an issue as the clients didn’t want to be exposed to the street; however, 
they wanted to maintain the views so along with Lump Sculpture Studio 
we created a bespoke feature light box of the local windswept tea-tree, 
which comes to life at night and pays respect to the indigenous plant life 
of the area.

The pool maximises the views and becomes an architectural feature 
of the pedestrian entry with the introduction of the large acrylic window. 
The spa doubles as a reflection pond and connects in a design sense to the 
northern courtyard reflection pond. They are separated and softened by 
a forest of maples and white round concrete steppers and ground covers 
while the timber bench seats add functionality to both zones.

The front streetscape is a combined palette of mixed blue tones, green 
and black. Against the footpath Strelitzia reginae has been planted en masse 
in front of a rendered retaining wall. Below the custom mail box the garden 
bed has been filled with a wave of Lomandra confertifolia ‘Little Pal’. Clipped 
Buxus sempervirens balls rise from a bed of Ophiopogon japonicus nigra 
while a feature Dracaena draco and Aloe barberae sit either side of the entry. 
Cephalotaxus harringtonia ‘Fastigiata’ is then staggered within Rosmarinus 
officinalis ‘Prostratus’ along the streetfront.

A feature Aloe tree in line with the front gate creates a striking visual 
impact for visitors and is visible from the street. It sits in a bed of wandering 
Blue Chalk Sticks. Cycas revoluta lines the feature glass pool wall and 
contrasts with the pool and pebbles behind. A circular incision in the first 
large polished white concrete pad houses a feature Buxus sempervirens 
sphere. The boundaries of the property have been softened with green, 
including a strip of Ficus. The pool zone transitions to the rear of the property 
through a forest of Acer palmatum ‘Osakazuki’ along white round concrete 
steppers and ground covers.

Although a highly structural concept, the form is balanced with the 
rich plant palette, which will only mature into a more striking landscape 
given time. In summary, the pool creates the social and visual hub to a very 
unique and difficult site and the technicality, precision design documentation 
and coordination has made this pool a feature we are extremely proud of.
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Reflecting on success
The pool creates an architectural statement from every area of the garden 
and streetscape. The space has been extensively terraced, placing the pool 
as a central part of the guest entrance experience with the incorporation 
of a large acrylic window. The views of the pool from the balcony above 
are equally amazing, particularly as the spa has been designed to double 
as a night-time reflection pond.

As the focal point of the design, Taylor and his design team concluded 
that only the very highest quality mosaic would do justice to the beautiful 
pool and spa, specifying Bisazza Gemme mosaic for the spa and Bisazza 
Vetricolor for the pool — a decision his discerning clients were very 
happy about.

“The choice of material for the pool and spa was critical, especially 
with the large window in the pool making everything so much more visible. 
We wanted something that feels special, and the aesthetic qualities of the 
Bisazza mosaic helped us to achieve the perfect look,” said Taylor. The 
results speak for themselves: a clean, sharp, modern take on a resort-
style garden with all of the client’s expectations exceeded on every level, 
achieved on one of the most difficult and unique sites imaginable.Perhaps 
not surprisingly, the project has been recognised by a string of awards from 
AILDM (The Australian Institute of Landscape Designers and Managers), 
HIA (The Housing Industry Association) and Landscaping Victoria.

AILDM:
Winner of Allan Correy Award for Design Excellence, awarded to the best  
entry across all categories — COS Design
Best in category, Landscape Design over $150K — COS Design
Gold Medal, Best Residential Design over $150K — COS Design
Landscaping Victoria:
Winner for Landscape Design over 200 m2 — COS Design
Commended for Plants in the Landscape — COS Design
Winner for Hard Structures in the Landscape — Hamilton Landscapes
Winner for Residential Landscape Construction $300K 
— Hamilton Landscapes
Winner for Landscape of the Year — Hamilton Landscapes
HIA:
Winner of Best Outdoor project — Atkinson Pontifex
Credits:
Design: COS Design
Builders: Atkinson Pontifex
Landscaping: Hamilton Landscapes
Photography: DPI Photography
Mosaic: Bisazza

Awards

Bisazza Australia  
www.bisazza.com 
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A
s part of the investigation, consideration is being 
given to a transition from the Voluntary Energy Rating 
Label to a mandatory label. Consultation with industry 
and other stakeholders on the range of options for 
regulation change is planned to start in July 2016.

The E3 Program has identified swimming pool pumps as a 
product where opportunities exist to improve energy efficiency 
and achieve significant energy and greenhouse emissions savings.

Australia boasts the one of the world’s highest household pool 
ownership per capita with 1.2 million household swimming pools. 
To service this market around 90,000–120,000 new pumps are 
sold each year.

Presently swimming pool pumps are not covered by manda-
tory energy efficiency regulatory frameworks but the E3 Program 
introduced Voluntary Energy Rating Labelling Program in 2010 to 
assist consumers to identify the most efficient pumps on the mar-
ket and build industry capacity in areas such as test procedures.

Public consultations
The consultations will include face-to-face meetings and discus-
sions around Australia to go over the proposals and to ensure 
the views from all interested parties are taken into account. There 
will also be a call for written submissions.

An initial step is to release a detailed review of the evidence 
for regulation change and potential options. This is planned for July 
2016 followed by a three-month period for detailed consultations 
with industry and other interested stakeholders.

Formally, this document is called a Consultation Regulatory 
Impact Statement (consultation RIS). It is the first step in the 
regulation-making process. Following its release there are a number 

The Equipment Energy Efficiency (E3) Program is currently examining the costs and benefits of introducing 
mandatory Minimum Energy Efficiency Performance Standards (MEPS) for residential pool pumps.

of subsequent decision points before introduction of any regulation.
What regulation changes are being investigated?
The idea of a consultation RIS is that industry, government 
agencies, independent experts and consumers have a good un-
derstanding of the current market and key issues for considering 
any changes to regulation.

The consultation document will set out the details of reform 
options and provide evidence for and against specific proposals, 
including the results of a detailed cost–benefit analysis and an 
analysis of the economic impacts of the regulatory proposals.  
In summary it will:

•	Detail the specific regulation options being considered.  
In general terms this will include:

 - no change in current arrangements;
 - regulation requiring mandatory energy efficiency labelling  

 for pool pumps;
 - regulation requiring mandatory MEPS for pool pumps; and
 - regulation requiring both mandatory labelling and manda-

tory MEPS.
•	Put forward a proposal on the scope of any new regulation 

options eg, what type of pumps or equipment should be cov-
ered by any new regulation for pool pump energy efficiency 
improvements.

•	Consider transitional arrangements from current voluntary energy 
labelling to a regulated regime.

Building on success
There has already been a lot of good work done by industry, 
including partnerships with the E3 Program over many years, to 
promote energy efficiency improvements for pool pumps used 
in Australia.

 — UNDER CONSIDERATION

POOL PUMP ENERGY 
EFFICIENCYRick Miles*

NATIONAL REGULATION FOR

PUMPING
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*Rick Miles is the Acting National GEMS Regulator and 
Chair of the E3 Program Committee. (GEMS stands 
for the national “Greenhouse and Energy Minimum 
Standards Act 2012”)

Notable activity has included joint information and survey pro-
cesses with SPASA, partnerships in pool pump testing programs, 
the development of national energy test methods for pool pumps, 
as well as the operation of the current voluntary energy rating 
labelling scheme for pool pumps — which currently has 65 regis-
tered models. Taken together, this work provides a good basis for 
looking at the possible future regulation changes without having 
to reinvent the wheel.
The bigger picture
E3 is giving priority to work on pool pumps, as part of a bigger effort 
by governments to improve the economy’s energy productivity by 
40% by 2030. There is a national effort by Australian governments, 
state and federal, to lift productivity and energy efficiency across 
the economy under the National Energy Productivity Plan. The plan 
identifies energy efficiency as a key area of opportunity to improve 
savings for consumers and reduce greenhouse gas emissions.

Find out more
To stay informed about the consultation release you can sub-
scribe to the E3 Program’s newsletter, The Efficiency Standard, at  
energyrating.gov.au/news.

If you would like to contact the E3 Program, contact Pe-
ter McLoughlin (02) 6243 7957 or email the Program at  
energyrating@industry.gov.au with Swimming Pool Pumps in the 
subject line.

E3 Program 
www.energyrating.gov.au 

CONSULTATION WITH INDUSTRY AND 
OTHER STAKEHOLDERS ON THE 
RANGE OF OPTIONS FOR REGULATION 
CHANGE IS PLANNED TO START IN 
JULY 2016.

VARIABLE THREE-SPEED PUMPS
Available from Pool Ranger, the Reltech Ecoflo V3 and V5 Pro pumps enable pool and spa 

owners to choose how to run their pumps in the most efficient way to decrease electricity 

costs and carbon emissions.

Unlike conventional single-speed pumps that work at maximum capacity, the Ecoflo pumps 

utilise a permanent magnet brushless fully variable three-speed DC motor. These pumps 

allow the owner to increase or decrease each of the three speeds to suit their pool and 

spa. They become ‘tuned’ to the pool and spa to save on electricity costs and 

increase filtration quality.

Whether the pool owner needs to backwash, clean/vacuum or filter 

the pool or spa water, the Ecoflo V3 Pro saves time and energy while 

minimising carbon footprint. The Ecoflo V5 Pro has the same energy ef-

ficiency but offers higher performance levels, being a 1.75 hp motor. This 

suits spa jet action and most in-floor cleaning set-ups.

The pumps operate at very low noise levels, allowing pool owners 

to run the pump at night to take advantage of off-peak tariffs without 

disturbing the neighbours. The pumps use reliable and durable hous-

ings and internals, and are manufactured and assembled in Australia 

using glass-reinforced, engineering-grade polymers.

Pool Ranger Pty Ltd

www.poolranger.com

PUMPING
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PLANTER BOX SYSTEM
Available from Moodie Outdoor Products, the Abilitybox system 

can be used to create planter boxes, raised garden beds, bench 

seats, retaining walls and garden stairs.

It is available in three material types: Q235 Core-X steel; gal-

vanised steel; and zinc sealed and powder-coated mild steel (in 

sand black). Panels are available in three lengths: 400, 600 and 

1200 mm. Each panel is 180 mm high when stacked.

A number of accessories are available such as trays and 

screens that enable the creation of a variety of different planter 

box configurations. Castor wheels are available to make the 

planter box mobile.

Joiners can be used to create longer lengths, and brackets are 

available to increase the strength and rigidity of the design. Panels 

can easily be added to the design at a later 

date to allow changes to the landscape. 

Various material options can be selected 

to create a garden feature.

Moodie Outdoor Products is the 

exclusive Australian distributor of the 

Abilitybox system.

Moodie Outdoor Products

www.moodie.com.au

VARIABLE SPEED PUMP
Hayward Pool Products (Australia) has upgraded its Super 

Pump to a variable-speed model. The Super Pump VS has 

an 8 star energy rating and delivers up to 80% savings on 

swimming pool running costs when compared with traditional 

single-speed pumps. This self-priming pump is designed 

to provide dependability and corrosion-free service while 

reducing maintenance requirements.

This addition completes the company’s full range of Hay-

ward variable speed pumps, joining the MaxFlo VS Pump 

and the 9 star energy rated Tristar VS Pump. Not only do all 

three pumps help save energy and money in comparison to 

single-speed pumps, but they all offer quiet operation. The 

Super Pump VS is available in Australia from April.

Hayward Pool Products Australia

www.hayward-pool.com.au

PUMPING
PRODUCTS

http://www.waterco.com.au


36  |  POOL + SPA    March/April 2016 WWW.POOLANDSPAREVIEW.COM.AU

PROJECT COMPLETE

Surrounded as it is by 8.5 acres of woodlands, Aqua Resort in Busselton 
was keen to maintain a natural look when replacing timber decking 
around the resort’s main pool and boardwalk area.

The existing timber decking was quite extensive at 320 m2 and 
needed to be removed to check the sub-frame structure to ensure no 
rotting had occurred. Resort manager Luke Waddington was charged 
with the task of finding a suitable replacement material. But this was no 
simple task: the existing decking area included two staircases and two 
ramps, while needing to accommodate a tree and four limestone walls.

Waddington had several other requirements: the material needed 
to be non-slip, heat resistant and able to handle high traffic volumes. 
He found the solution in Futurewood’s Cleverdeck composite decking. 
Made from recycled HDPE (comprising industrial waste and some 

post-consumer plastic waste), wood flour and discarded rice husks, it 
is an environmentally conscious choice.

Its double-sided features, ease of installation and overall look were 
what won Waddington over. Its low maintenance requirements also 
sealed the deal: it doesn’t require oiling, staining or painting and any 
scratches and light scuff marks can be sanded down to refresh the 
surface. Resistant to termites and white ants, it also doesn’t rot, splinter 
or lose its colour like traditional timber decking.

Waddington said he would “definitely recommend Futurewood’s 
products to everyone. They feel solid underfoot and are very versatile.”

Futurewood  
www.futurewood.com.au

SEEING THE WOOD FOR 
THE TREES
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VALVE ACTUATOR
The Pentair IntelliValve is a digitally controlled valve actuator that enables the user 

to set the right flow for filtration and water features.

Its intuitive controls and LED position indicator lights make operation fast and 

push-button easy. Thirteen bright LEDs provide a clear visual indication of the 

valve position from fully open to fully closed.

Simply use the left/right and save buttons to set the flow rate in seconds. The 

valve actuator means no cams to adjust and no micro switches.

Its minimalist design is compact and easily fits any equipment pad. The sealed, 

maintenance-free design is weatherproofed for reliability and to extend service life.

It is suitable for 40, 50 and 65/80 mm valve sizes. It has a 750 mA max amp 

draw and its 24 V operation means it can be used with standard automation 

systems. It is adjustable in 3.75° increments within the maximum 180° swing.

Pentair Aquatic Systems

www.pentairpool.com

PRODUCT
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http://poolautomationvic.com.au
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F
or more than 25 years I’ve been involved in the wa-
ter treatment industry — in particular, the domestic 
swimming pool and spa market — and I have seen 
firsthand how time, the climate and the economy 
have changed our industry.

The 2016 Australian summer was the third-hottest on record 
and we are certainly noticing an ever-shifting pattern in the 
seasons. Winter is no exception. Hotter than expected averages 
are forecast until May of this year and this in turn indicates a 
very short turnaround in the ‘off season’, which should be a real 
positive for all of us.

However, in my travels I am already hearing the doom and 
gloom that the season is over, summer has gone, kids are back 
at school, blah blah blah... No! We should be excited about what 
lies ahead as the climate and people’s lifestyles are in our favour.

In the past we have focused as an industry on ‘shutting down’ 
pools for winter and in turn we go into shutdown mode with our 
businesses too. Winterising compounds were first formulated by 
the late Andrew Simons (founder of Lo-Chlor Chemicals) in the 
late 1970s and today chemical companies all over the globe 
continue to market such compounds, including Lo-Chlor with its 
Winter Energy Savers. There most certainly is a place for win-
terising a pool: it cuts costs, cuts maintenance and cuts down 
on having to worry about the pool during the colder months. 

However, times are changing, seasons are changing and people’s 
lifestyles are changing.

Winter is not stopping people from setting up fire pits, using 
their decks, jumping into spas, playing in the snow or feeding 
the birds. It’s not stopping the great Aussie barbecue where the 
entertaining used to come to a standstill once Easter was over.

Shutting down a pool is no longer the preferred option in my 
opinion. What we need is insurance policies for the consumer to 
ensure they have a clean, safe and healthy swimming pool 365 
days of the year.

As industry professionals we need to adjust our focus and our 
attitude towards winter. No longer should winter be all about the 
doom and gloom our industry is so famous for. Instead, it needs 
to be about being proactive, innovative and providing a profes-
sional, enthusiastic service 12 months of the year, not just in 
those summer months where the coin is rolling in.

I’ve seen too many long faces in winter and it’s time for change! 
During the summer months pools get smashed by heavy bather 
loads, radical weather, high patterns of gardening and fertilising 
(which lead to nutrient contamination), harsh sunlight and UV 
erosion of chemicals.

What all this means is your client’s pool needs a health check 
before winter sets in. Here are some keys to ensuring your cus-
tomers are satisfied 365 days of the year:

THE CHANGING FACE 
OF WINTER Paul Simons, Managing Director, Lo-Chlor Chemicals
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1. Winterise using a long-term organo-complex 
algaecide
High-end winteriser products have a slow-release compound that 
makes the algaecide effective over a long period of time. The 
colder water along with the addition of such an algaecide means 
you can cut down pump run times and reduce sanitiser levels 
while continuing to have a safe and clean pool. More copper is 
not better; find yourself a low-dose copper compound that has 
the right bonding agent to ensure you are not overloading the 
pool with copper, which causes staining to occur.

2. Filter media check and clean
With summer comes an influx of suntan lotions, body fats, oils, 
organic matter and high use of chemicals to ensure pools are in 
tip-top shape for the swimming season. These increases place a 
higher load on filtration and the media used to remove all this 
debris. All filters — whether they be sand, glass, cartridge or 
DE — should be degreased with the correct filter cleaner and 
degreaser. This should be done at the end of the swim season 
and the beginning of the next.

3. Pool surface analysis
Like the filter media, the pool surface itself takes a battering. 
Organic stains, mineral stains, hair clips, etc all have an impact 

on the pool surface. Left untreated for a long period of time, 
you’ll end up with unhappy customers and a lot of acid washing 
at the start of the swim season. Be proactive and remove these 
stains with the right multipurpose stain remover and place your 
customer on a stain prevention cycle whereby you maintain a level 
of metal sequestering agent to ensure these stains don’t return 
once you fire up the pool for summer.

4. Expand your water testing capability
As pool professionals we should have the latest in testing equip-
ment to enable us to perform more than just chlorine, pH, total 
alkalinity and stabiliser tests. Calcium hardness levels need to 
be monitored. (Remember, this is not total hardness, which is a 
combination of minerals such as magnesium chloride.) Total dis-
solved solids (TDS), iron, copper, manganese and other elements 
should be checked as you come into winter. Winter is the ideal 
time to perform these more tedious tests. Not only will they keep 
you on top of these unwanted additions to the water chemistry 
but you will ensure you have them under control well before you 
fire up your pools in late August/September.

5. Phosphates and increased nutrients
Phosphates are always high at the end of autumn as we lead into 
winter. The remnants of the summer rush are still in the pool, 
fertilising has all but finished and if you are like me you have a 
skimmer box full of leaves and debris that we are all too familiar 
with in autumn. Choose your phosphate removers carefully. There 
are a lot of imitations out there — stick with tried and tested 
products that work.

6. Oversaturated water
This can lead to long-term pool problems — too many people 
go for the quick fix in summer just to get the pool right and this 
can lead to an overload of chemicals and by-products from these 
chemicals in the water. Staining, calcium build-up and high levels 
of metals can all give you and your customers grief when the 
water starts to warm as the next season catches us by surprise. 
Use a 3-in-1 calcium, scale and metal remover during winter to 
remove these contaminants and ensure there are no nasties as 
summer rolls in.

The key to a successful summer is not just to winterise but 
to winterise intelligently. Ensure you give your customers a winter 
prevention program that is not only going to keep your business 
viable and ticking over but will give your customers the satisfaction 
of a clean, clear and safe pool 365 days of the year.

THERE MOST CERTAINLY IS A PLACE FOR 
WINTERISING A POOL: IT CUTS COSTS, 
CUTS MAINTENANCE AND CUTS DOWN 
ON HAVING TO WORRY ABOUT THE POOL 
DURING THE COLDER MONTHS.

Lo-Chlor 
www.lochlor.com.au
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SEXY SOLUTION FOR SEXY FISH

Berkeley Square in Mayfair, London, is known for many things: the 
beautiful gardens at its centre, which, being planted in 1789, make 
them amongst the oldest in central London; its famous past residents 
(some of whom are fictional literary characters); and even an alleged 
haunted house.

However, the past is now meeting the present, with the newest 
addition to Berkeley Square paving the way for modern design, 
atmosphere and cuisine.

‘Sexy Fish’, an Asian fish and seafood restaurant, has quickly been 
adopted as the cool new thing on the block in a few months, and it’s 
little wonder why — with an interior designed by Martin Brudnizki 
Design Studio that is home to one of the world’s largest Japanese 
whisky collections, reservations are becoming harder and harder to get.

The incredible food isn’t the only talking point of the restaurant — a 
striking waterfall feature made up of three large windows with water 
running down them is catching the eye of all customers.

“Because of the prominence of this water feature, Aquajoy Water 
Gardens was asked to supply a solution that would ensure the water 
remained crystal clear, without odours or any contaminants,” said Tony 
Fisher, managing director of Waterco Europe.

“Keeping the system low maintenance was also a high priority — the 
hospitality industry is all about service, and so the focus of the staff 
needs to remain solely on the customers, rather than on maintaining 
a water feature.”

Aquajoy Water Gardens worked in conjunction with David Harber 
of David Harber Ltd, which designs and fabricates amazing water 
features and sculptures. The David Harber team was given the task of 
designing something really special and unique, which they have clearly 
accomplished with the installation at Sexy Fish.

With a £20 million fit-out, including various sculptures by Damien 
Hirst worth up to £500,000 each, Sexy Fish needed the absolute best 
products to complete their water feature installation.

“Working closely with Ian Owen, managing director of Aquajoy, due 
to the odour associated with the use of chlorine, it was considered an 
unsuitable choice for the restaurant,” said Fisher.

“Hydroxypure produces no odours, and is also much less time-
consuming when it comes to maintenance. The system automatically 
adjusts dosage levels when an imbalance in the water is detected, which 
acts as a preventive method to water health problems.”

The three large windows measure 5.5 m wide by 3.5 m high, and the 
water feature has a flow rate of 16,2000 L/min covering the windows 

when it runs all day and night while the restaurant is open. Aquajoy 
Water Gardens also installed a T450 sand filter and an Aquamite pump 
to support the Hydroxypure system.

“In a short while, the Sexy Fish has become a regular haunt of 
Britain’s rich and famous, and so everything about the restaurant has to 
reflect the highest level of quality and style,” Fisher and Owen explained.

“This even extends to all the nitty-gritty, behind-the-scenes 
elements, like the pump, filter and sanitation systems that work together 
to run the restaurant’s prominent water feature.

“The Hydroxypure system in particular allows this water feature 
to present its very best, as it doesn’t produce any smell or leave any 
marks on the windows.”

Project specifications:
Hydroxypure
Chlorine-, bromine- and salt-free, Waterco’s Hydroxypure offers pool, 
pond and water feature owners the opportunity to ensure consistently 
high water clarity and quality with minimal maintenance, no smell and 
no chemical by-products.

Hydroxypure uses the process of oxidisation to purify water, 
leaving it enriched with oxygen and without contaminants. The 
automated system is easy to install and maintain, and is suitable for 
both commercial and domestic applications.
T450 sand filter
This thermoplastic top-mount sand filter is suitable for pools and 
water features up to 45,700 L in size — and the thermoplastic sand 
filters feature a polymer mix that’s abrasion-proof for long-lasting 
performance.

Easy to maintain, this sand filter offers the best of economical, 
durable, efficient filtration. Suitable for domestic and commercial 
applications, Waterco offers a 10-year tank warranty (five years for 
commercial).
Aquamite pump
The Aquamite pump is suitable for domestic swimming pools, ponds 
and small water features, making it a versatile pump to have on hand. 
Its efficient hydraulic performance reduces energy usage by shortening 
run times, which also reduces turbulence.

Constructed from state-of-the-art engineering plastic moulding, its 
quick-connect unions make it easy to install.

Waterco Limited  
www.waterco.com.au



March/April 2016     POOL + SPA  | 41WWW.POOLANDSPAREVIEW.COM.AU

GLOBAL SWIMMING POOL WATER 
TREATMENT EQUIPMENT INDUSTRY 
2016 MARKET RESEARCH REPORT
Available from QY Research Reports, the Global 

Swimming Pool Water Treatment Equipment Industry 

Report 2016 is a professional and in-depth study 

of the current state of the swimming pool water 

treatment equipment industry.

The report provides a basic overview of the 

industry, including definitions, classifications and 

industry chain structure. Market analysis is provided 

for international markets, including development 

trends, competitive landscape analysis and key 

regions development status.

Development policies and plans are discussed, 

and manufacturing processes and cost structures 

are also analysed. The report also outlines import/

export consumption, supply and demand figures, 

cost, price, revenue and gross margins.

The report focuses on global major leading 

industry players, providing information such as 

company profiles, product specification, capacity, 

production, price, cost, revenue and contact infor-

mation. Upstream raw materials and equipment and 

downstream demand analysis is also carried out.

Industry development trends and marketing 

channels are analysed and, 

finally, the feasibility of new 

investment projects is as-

sessed and overall research 

conclusions offered.

With 168 tables and figures, 

the report provides key statis-

tics on the state of the industry 

and is a valuable source of 

guidance and direction for 

companies and individuals 

interested in the market.

QY Research Reports

www.qyresearchreports.com
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S
ince its invention in 1829, it has been revered as 
invaluable and essential to keeping chlorinated pools 
clean and sanitary. At the same time it is labelled as 
misused, controversial and dangerous. To illustrate 
this contradiction, some health inspectors insist on 

the use of cyanuric acid and some health inspectors restrict its 
presence in public pools. How can this be the case among so 
many experts? Let’s take a deeper dive into the benefits and 
misconceptions of cyanuric acid.

Cyanuric acid, as its name suggests, is an ‘acid’. Like many 
commercially available acids, it is sold as a white crystalline powder, 
is able to easily dissolve in water and has little overall effect on 
other pool chemicals, such as pH, alkalinity and dissolved solids. 
Unlike other ‘acids’, it is commonly referred to as a chlorine stabi-
liser or conditioner, forming a weak and temporary chemical bond 
with chlorine. This means it will chemically hold onto free chlorine 
in the water, slow down overall oxidation reaction rates and most 
importantly, protect chlorine from the sun’s UV rays until the chlorine 
is consumed for oxidation or disinfection of material in the pool.

The primary benefit of cyanuric acid in pools
A chlorinated pool with cyanuric acid will remain chlorinated in 
direct sunlight; whereas without a stabiliser, chlorine will dissipate 
and leave the pool unprotected without free chlorine in a matter 
of hours. Most importantly, cyanuric acid will not be consumed 

A common pool service household name, cyanuric acid is now in the toolbox of most residential and 
commercial pool service professionals who are servicing outdoor pools.

in this helpful work and will, over time, start to build up in pool 
water. Cyanuric acid has many extraordinary benefits for the pool 
industry. It has allowed the typical home owner, HOA [home own-
ers’ association — the US equivalent of a body corporate] and 
pool service professional to manage a pool’s water chemistry with 
less effort and with higher consistency. Allowing for weekly water 
maintenance instead of daily has created an opportunity for ser-
vice companies to take care of more pools with less hassle and 
fewer emergency house calls (algae, etc). Overall, the market for 
cyanuric has exploded, creating a US$300 million a year business. 
Unfortunately, the misconception of ‘if some is good, more is better’ 
has perpetuated throughout the industry and could not be further 
from the truth. Let’s investigate the practical science of why this 
is the case and why the importance of cyanuric measurement is 
critical in keeping our pools clean and safe.

Consequences of a high cyanuric acid level
Chlorine’s potential to oxidise, often measured as oxidation-reduction 
potential (commonly referred to as ORP), is a good indicator of 
the effectiveness of chlorine to oxidise and sanitise swimming 
pool water. Over the years, numerous independent and academic 
research initiatives have shown when cyanuric levels build up in the 
pool, ORP levels consistently drop, indicating that the effectiveness 
of chlorine diminishes. In addition, there is a clear correlation to 
increased levels of cyanuric acid and the time it takes to effectively 

CYANURIC 
ACID — 
FRIEND 
OR FOE?
Nick Rancis* Chief Water Officer, 
Clear Comfort
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kill bacteria present in pool water. The chart below demonstrates the 
amount of time to kill 99% of bacteria at various levels of cyanuric 
acid and different levels of chlorine. Taking one example from the 
data, at cyanuric acid levels of 100 ppm, it takes 20–50 times 
the amount of time to kill 99% than at 0 ppm of cyanuric acid.

Furthermore, at high levels of cyanuric acid, chlorine is rendered 
ineffective in killing the most dangerous microorganisms in the 
water: Cryptosporidium parvum.

Effect on Cryptosporidium
Cryptosporidium parvum, or ‘Crypto’ as it is commonly referred to, 
is a chlorine-resistant microorganism that causes gastrointestinal 
illness (similar to Giardia) that reproduces in the gut of humans. 
Crypto has a strong and durable outer shell that allows it to also 
survive outside of the human body, is spread through drinking 
water or swimming pool water, and is tolerant to a wide range of 
chlorine concentrations.

Every year, thousands of documented cases of cryptosporidiosis 
occur in public swimming pools, mostly originating from faecal matter. 
When a suspected case of Crypto occurs, the Centers for Disease 
Control (CDC) recommends that the free chlorine concentration 
change to 20 ppm for 32 hours to inactivate 99.9% of Crypto in 
the pool (CT=15,300 mg*min/L). However, the CDC recommenda-
tion does not include the level of cyanuric acid that can, and in 
most cases is, present in outdoor pools.

Recent CDC research presented at the October 2015 World 
Aquatic Health Conference demonstrates that even at cyanuric acid 
levels as low as 10–20 ppm, the current recommended remedia-
tion protocol is not adequate to inactivate the necessary 99.9% 
of Crypto in pool water. It also concludes that additional methods 
and secondary sanitation systems to protect swimmers from faecal 
accidents are desired.

Clear Comfort 
www.clearcomfort.com

Editor’s note: This article was written for the US market and, as such, information pertaining to legislation may differ from Australian law. Please conduct your own research to ensure your facility complies with Australian law.
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*Nick Rancis is an accomplished microbiologist with more than 
10 years of experience in emerging water technologies, industrial 
microbiology and commercialisation of public/private ventures. In 
addition, he is the author of multiple patents and led microbial 
bio-prospecting expeditions in extreme environments. A frequent 
speaker in the university technology and start-up accelerator spheres, 
he is a thought leader in several areas of the water energy nexus 
and business strategy. He holds a BS in Microbiology from the 
Colorado State University and is fluent in English and Spanish.

Moving forward
Responsible training and education on the benefits and misuse of 
cyanuric acid is critical. Poolside kits that can accurately test for 
cyanuric acid are available commercially although they are underused 
or not used at all. Although more people are becoming aware of 
the consequences of high cyanuric levels, it is still not measured 
to the degree of other water constituents, like free chlorine.

What happens when your cyanuric acid level is too high? It is 
simple — the only reliable method to remove cyanuric acid from 
swimming pools is through draining/dilution or removal through 
reverse osmosis.
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PRODUCT
PAVILION

STARTING BLOCK
The Velocity starting block series 

from S.R. Smith has a sleek, strong 

fibreglass footboard made with resin 

injected transfer technology. The 

large, 817 x 715 mm platform surface 

is covered with TrueTread, a non-slip 

composite material with a raised 

diamond pattern.

The track start wedge is adjustable to five positions and can be tucked 

beneath the footboard when not in use. Two models are available — one with 

a standard composite base, and an extended reach model that is suitable for 

pools with overflow gutters. Both models are compatible with Colorado and 

Daktronic timing systems, and meet FINA starting platform guidelines FR2.7.

For more information, including product specifications and AutoCAD draw-

ings, visit the company’s website.

SR Smith

www.srsmith.com/au

ADHESIVE AND SEALANT
HYDRO BAN Adhesive & Sealant from LATICRETE is a 

one-component, fast-curing, hybrid elastomeric adhesive 

and sealant. This product is specifically formulated to meet 

today’s Green Building Standards as it contains no harm-

ful components, has good adhesion on a wide variety of 

substrates and is VOC compliant.

It is designed for use under HYDRO BAN Waterproof 

Membrane as a bond relief fillet that will not shrink or 

crack. HYDRO BAN Adhesive & Sealant provides good 

durability and adhesion on nearly all substrates including 

polystyrene. It is suitable for use on concrete and concrete 

masonry. Use LATICRETE LATASIL Silicone Sealant for 

movement joints.

LATICRETE Pty Ltd

www.laticrete.com.au

http://www.zelbrite.com
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REGISTER NOW
www.splashexpo.com.au

or phone 1300 789 845

17-18 AUG 2016
Gold Coast Convention 
and Exhibition Centre, 

Australia

Platinum Sponsor

Gold Sponsors

Media Partner Golf Sponsor

Silver Sponsors

OVER 100 EXHIBITORS

FREE TO ATTEND

NEW VENUE GOLF DAY

    NETWORKING & 
EDUCATION SESSIONS

PHOSPHATE TESTING DISC FOR WATER  
TESTING SYSTEM
To expand user capability, Vendart has released an additional disc for the 

LaMotte WaterLink Spin photometer-based pool and spa water testing system. 

After thorough testing locally, the phosphate disc is now available in Australia.

With the release of this disc, Vendart now offers four discs: chlorine/bromine, 

chlorine/bromine plus phosphate, chlorine/bromine plus borate and biguanide 

plus borate. With the addition of less than 3 mL of water into a reagent disc, 

all tests are done automatically and completed in just 60 s.

Available in desktop and mobile versions, WaterLink Spin gives accurate 

measurements of up to 10 different water quality parameters. The four discs 

combine different tests that include free and total chlorine, pH, total alkalinity, 

total hardness, cyanuric acid, copper and iron.

The reagent disc has also been changed structurally to reduce any chance 

of air bubbles making their way into its reagent wells. The inadvertent intro-

duction of air bubbles can cause testing errors and the ‘baffle’ design helps 

eliminate that possibility.

The product’s mobile version has been upgraded to work in both Apple and 

Android platforms, as well as to use cloud-based technology.

Vendart Pty Ltd

www.vendart.com.au

PRODUCT
PAVILION

SALINITY/TDS TEST SYSTEM
Available through Pool Systems, the SGS Instru-

ments SLTD 100 Salinity/TDS Test System is specifi-

cally designed for field technicians, giving them the 

ability to monitor water temperature, salinity and 

total dissolved solids (TDS) with one unit.

The meter is NFS certified for precision and ac-

curacy, and it is permanently calibrated so it never 

needs to be reset. It includes a rapid-response/

easy-read LCD display, automatic temperature 

compensation (ATC) and ergonomic one-hand 

meter operation.

The unit has water-resistant gasketing and is 

supplied with a 1.2 m probe cable for ease of use.

Pool Systems

www.poolsystems.com.au

http://www.splashexpo.com.au
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www.localpoolheating.com.au  |  1300 724 132  |  sales@localpoolheating.com.au

SOLAR   |   GAS   |   HEAT PUMP

Pool heating specialists
We can help you with your heating requirements

 18 years of service in the Pool industry

PROJECT COMPLETE
ROCK-SOLID HEATING SYSTEM 
FOR SCHOOL SPORTS CENTRE

If you don’t have rocks in your head, perhaps you should. A prestigious 
South Australian private boys’ school is expecting to save more than a 
third of its energy costs by harnessing the earth’s warmth to heat and cool 
its sports centre.

In a South Australian first, St Peter’s College, Adelaide, is installing a 
geoexchange heating and cooling system for its indoor pool and enclosure.

The geoexchange system, supplied by GeoExchange Australia, taps 
into the ground’s stable temperatures to increase the efficiency of heating 
and cooling systems. A Ground Heat Exchanger (GHX) will use ground 
temperatures of 17°C via 45 boreholes drilled 70 m down into the earth 
beneath the sports oval. Water is circulated through polyethylene pipe 
within the GHX, extracting heat from the ground and delivering it to a series 
of ground source heat pumps (GSHPs) in the main plant room. Two of the 
GSHPs will transfer the heat from the GHX into the pool water, while four 
other GSHPs will supply heating and/or cooling to the pool enclosure.

“Schools have a leading role to play in the necessary transition to a clean 
energy future and St Peter’s College has embraced this responsibility,” said 
Yale Carden, managing director of GeoExchange Australia.

“Their leading role is an important element in assisting the South 
Australian Government achieve their stated target of Adelaide being a 
carbon neutral city by 2050.”

The installation of a geothermal energy solution aligns with the school’s 
vision for sustainability, outlined in its strategic plan, ‘Our Preferred Future 
2015–2018’.

“Environmental sustainability is one of the world’s greatest challenges 
and we must all do what we can to address this global issue — we must focus 
on minimising our carbon emissions and environmental footprint through 
energy, water consumption and waste recycling,” said Jason Haseldine, 
director of finance and administration at St Peter’s.

“As a school, these works are also significant for our students — they 
will help us, as educators, continue to lead by example for our boys and 
educate them about living sustainably so they develop into environmentally 
responsible adults.”

GeoExchange Australia Pty Ltd  
www.geoexchange.com.au

http://www.localpoolheating.com.au
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BARBECUE
The Heatlie Island Gourmet Elite barbecue is designed 

to be installed directly into a benchtop made from 

any material, including combustible materials such 

as wood. It can be dropped into any standard 600 

mm kitchen benchtop, eliminating the need for a 

non-standard benchtop to be manufactured.

It comes flatpacked with instructions for easy 

assembly included and has been designed to be 

put together with minimal fuss and few additional 

components.

Flame failure is often a standard requirement for 

outdoor kitchen installations. This safety feature 

is included in this product as part of the gas tap 

configuration and is designed to cut the gas sup-

ply if the flame is extinguished by a gust of wind, 

for example.

As the knob on the barbecue is turned, the piezo 

ignition automatically lights the barbecue. No ad-

ditional buttons need to be pushed or maintained. 

The barbecue is easy to clean, featuring a lift-out 

plate and a separate fat container, which allows 

for easy cleaning while still eliminating the risk of a 

flare-up from dripping fat.

The barbecue is supplied fully assembled, ready to 

drop into a benchtop and then connected to a gas 

supply. It can be comfortably lifted by two people.

Bottled LPG and piped natural gas can both be 

used safely on the barbecue. A small additional cost 

applies for the natural gas version.

Also available is the Heatlie Island Gourmet two-

door cabinet, which has the necessary ventilation 

requirements as specified in the Australian Standard. 

Correct ventilation is required in the bench for the 

product to work properly and to ensure product 

warranty. A roasting hood with in-built thermometer 

is also available.

Heatlie Barbecues

www.heatlie.com.au

PRODUCT
PAVILION

http://www.waterco.com
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n Consultant
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Spiros Dassakis

We all love a deal! How many times have you received and 
compared three different quotes for a product, service or 
a project and then selected the lowest bid? How did that 
work out for you?

Equally, some people associate paying higher prices with 
getting higher or better value or quality. Surely if you pay 
more, you’re likely to get a better product, service or out-
come, right? Well, not always.

Low pricing can be so appealing that it can make us forget 
how we have previously mistrusted it — and have often had 
to pay twice for the mistake.
High pricing is also hard to ignore when you are bombarded 
with consistent promotional messages, cool branding and the 
perception of high-value services or better quality products 
or tradespeople.

Do you feel like you or your business is being paid less than 
what you or your products or services are actually worth?
One of the most important strategies in business to re-
member is that money isn’t the only factor in a negotiation. 
Negotiation is not just about the money. It is also about 
deadlines, quality, customer service, satisfaction, expertise 
and after-sales care.
The more variables you can negotiate when selling, the 
higher the probability that both you and your customers will 
feel like winners. If you don’t sell value and other variables 
first, you will always be defending the price.

When dealing with customers who only want to buy on 
price, remember:

Price is rarely the only deciding factor — concentrate on 
value and other variables. 

Project the right image — make sure you come across 
professionally and talk about the benefits of dealing with 
your business. 

Customers want to feel special and looked after — sell your 
expertise, credibility and after-sales service. 

Customers typically buy from people they like — listen, 
smile, be engaged and sincere. 

Don’t compare you products or services with your competi-
tors — focus on the value, features and benefits of your 
own offering.

Anyone can compete on price. 

The problem with this strategy is 
it becomes a race to the bottom 
with a lot of economic grief along 
the way.

Comments welcome: 

spiros@spasa.org.au.

Spiros Dassakis

Standing behind value 
— not price

GATE LATCH AND ELECTRONIC 
ALARM
D&D Technologies has developed the MagnaLatch 

ALERT, a combined gate latch and electronic 

alarm. The device offers a dual alarm system 

of flashing LED lights and an audible alarm to 

alert pool owners when a pool gate is left open.

The ALERT latch is designed so that on each 

entry or exit of a gate, a single beep is sounded. 

If the gate is left open, a second beep will 

sound after 10 s. After 15 s of the gate being 

left unlatched, the alarm siren begins to ramp 

up and LED lights begin to flash, providing pool 

owners with visual and audible alerts, even from 

inside the house.

The system is easily installed. The electronic 

alarm is powered by an integrated, replaceable 

battery, removing the need for wiring, electricians 

or special tools. By simply screwing the device 

onto the gate/fence, the safety gate latch and 

alarm system are installed.

Like all regular MagnaLatches, the ALERT 

model includes magnetically triggered latching, 

key lockable security (rekeyable by a locksmith 

to match house doors), a visible locked/unlocked 

indicator and a high degree of horizontal and verti-

cal adjustment to ensure ongoing performance.

Not only does the MagnaLatch ALERT notify that 

a gate is not closed and secure, more importantly 

it warns that the gate is not properly latched. Until 

the latching mechanism is engaged, the alarms 

will flash and sound, even on fences where the 

gate may appear to be closed and safe.

Two models are available: the tall Top Pull model 

for swimming pool and other child safety gates, 

and a shorter Vertical Pull model for front, side, 

perimeter and pet gates. All product mounting 

screws, instructions, alarm battery and an owner’s 

manual are supplied standard.

D&D Technologies

au.ddtechglobal.com

PRODUCT
PAVILION
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April
What: 2016 RecSA & PLA Conference
When: 11 April 2016
Where: Next Gen Adelaide
Website: www.alfaleisure.org.au/
events/2016-recsa-pla-conference
 

May
What: Pool Expo 2016 — Turkey
When: 4 to 7 May
Where: Istanbul Expo Center
Website: www.poolexpo.org
 
What: Asia Pool & Spa Expo 2016
When: 13 to 15 May
Where: Poly World Trade Expo Center, China
Website: www.poolspabathchina.com
 
What: LIWA Aquatics North West Seminar 
2016
When: 19 to 20 May
Where: Exmouth, WA
Website: www.liwaaquatics.net.au/news/
conference-seminars/north-west-seminar.html
 

June
What: Asian Attractions Expo 2016
When: 13 to 16 June
Where: Shanghai New International Expo 
Centre
Website: www.iaapa.org/expos/asian-attrac-
tions-expo/home
 
What: 2016 ARV Industry Awards Gala 
Dinner
When: 17 June
Where: Peninsula, Docklands, Melbourne
Website: www.alfaleisure.org.au/
events/2016-arv-industry-awards-gala-dinner
 
What: 52nd Annual ARI Conference & 
Trade Show 2016
When: 21 to 21 June
Where: Crowne Plaza Hunter Valley
Website: www.aquaticinstitute.com.
au/52nd-annual-conference-and-trade-show-
registrations-now-open

August
What: SPLASH! Pool & Spa Trade Show 
2016
When: 17 to 18 August
Where: Gold Coast Convention & Exhibi-
tion Centre
Website: www.splashexpo.com.au
 
What: SPASA Australia 2016 National 
Awards of Excellence
When: 18 August
Where: Jupiters Gold Coast
Website: www.splashexpo.com.au/awards-
night
 

September
What: Euro Attractions Show (EAS) 2016
When: 20 to 22 September
Where: Barcelona
Website: www.iaapa.org/expos/euro-attrac-
tions-show
 

October
What: WWA Show 2016
When: 11 to 14 October
Where: New Orleans
Website: www.wwashow.org
 
What: World Aquatic Health Conference 
(WAHC) 2016
When: 19 to 21 October
Where: Nashville
Website: www.thewahc.org
 
What: 2016 International Pool Spa Patio 
Expo (PSP) — New Orleans
When: 30 October to 4 November
Where: New Orleans
Website: www.poolspapatio.com
 

November
What: Piscine Global 2016
When: 15 to 18 November
Where: Lyon
Website: www.piscine-expo.com

Coming Events



1300 MY DOLPHIN
www.maytronics.com.au

Join the discussion on            

#S300i   @mydolphinaus

Multi-Function
Power Supply
with set-up and 
cleaning options

Active Brushing
effective scrubbing 

and cleaning

PowerStream 
Mobility System

enhanced navigation

Multi-Layer Filter
highly efficient clog-free 

filtration

Lightweight
easy to lift and handle

Swivel
cable tangle 

prevention system

http://www.maytronics.com.au


winterproof your sales
Utilise the cooler months 
to increase profits

The cooler winter months are the perfect time 
to boost both sales and profit in the pool and 
spa industry.

These days home owners are using their  
outdoor entertainment areas far more all year 
round. This means that their pools and spas 
need to be constantly maintained to keep them 
both looking and operating at their best.

Lo-Chlor’s innovative winter collection of 
products can help your customers both  
maintain and improve the condition of their 
pools and spas and keep them looking and 
feeling exactly as they would like them to.

Contact us today and discover how we can help 
increase both your sales and your customer 
satisfaction with our winter collection  
and selling suggestions.

 

leader and innovator in the pool & spa industry

Contact one of our helpful staff:
FREECALL:  1-800 64 POOL (7665)
Email: info@lochlor.com.au 
www.lochlor.com

winter collection
the

stain removal collection
the

http://www.lochlor.com

