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While on holiday in Europe recently we took 

a trip to the beautiful town of Bath and, 

being good little tourists, visited the Roman 

baths for which the town is best known.

It’s amazing — particularly coming from 

Australia where we don’t have a great deal 

of old architecture — that such a long 

time ago people were building something 

so very complex and detailed. We’re still 

using the internet to post cat videos; the 

Romans were harnessing their technology 

to provide sanitation. Makes us seem like 

slackers, really.

But in light of our Industry Roundtable on 

automation, it got me thinking about how 

rapidly things change and how our world 

might look to future humans in another 

2000 years.

Things that we think are mundane and not 

particularly noteworthy — like cat videos 

and toasters — may be imbued with greater 

meaning when viewed from such a great 

distance, in the same way that the Roman 

baths were most likely just another part of 

daily life for people of the time but now 

seem mysterious and worthy of queuing 

for 30 minutes to see. Almost certainly, the 

things we currently imagine to be cutting 

edge will, in as little as even 50 years, seem 

primitive and possibly laughable compared 

with what will be available to us in the future.

We asked our Roundtable participants to 

imagine what the future of automation will 

be, and they had some interesting insights 

to share. But I’m curious to know what 

you think the pools of the future will look 

like. What will they be able to do that they 

currently can’t? And will changing technol-

ogy mean that pool owners do less work 

but get more use out of their pools? What 

features would you like to see? Do let me 

know — I’m intrigued to hear your ideas.

Kind regards,

Alice Richard

Editor

arichard@wfmedia.com.au
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I N D U S T R Y  R O U N D TA B L E

AUTOMATION: 
BUILDING THE 
POOLS OF THE 
FUTURE
Alice Richard

Rather than being a leisure purchase, used solely for recreation and 
relaxation, the humble backyard pool has developed (in some people’s 
minds, at least) a reputation for taking more time to maintain than 
to enjoy. It really needs something to shift it firmly back into the 
realm of leisure to not only make it desirable to consumers but 
also ensure the future of the industry. Automation could be the 
key to that.
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OUR PANEL

John Dixon, Queensland 
Manager, Sunbather

Kris Reichel, Product 
Manager – Connect Systems, 
AstralPool Australia

“
[When] you tell [people] you’re 
in the pool industry, what do 
they talk about? What a pain in 
the a*** is is,” said Waterco’s 
Bryan Goh. There’s the constant 

cleaning, checking and endless trips to 
the pool shop to have the water tested.

“Now, all those things, if we can ad-
dress that through automation, that would 
make pool ownership more attractive.

“My own belief is that the headache 
of the pool is ingrained in their head, 
and maybe from childhood.

“I know one guy who’s averse to 
pools because his parents made him 
take care of the pool [when he was 
young] and he found it a real pain in 
the a***. And he says, ‘I’m not having a 
pool ever again.’ But there’s automated 
pool covers, there’s in-floor, there’s pH/
ORP. Basically, it’s just taking away the 
thinking for the pool owner, which is 
what people are looking for.

“I couldn’t convince him, but maybe 
if you could take away all that pain 
through automation, we might even grow 
pool ownership. Wishful thinking, but… 
we’ve got a market there.”

The pool of the future
So what will the pool of the future look 
like? Peering into their crystal balls, our 
roundtable participants envision a future 
where pool owners, if they wish, don’t 
even need to think about their pool — it 
will all be taken care of by a third party 
by means of a service contract.

And rather than buying equipment 
upfront, a pool owner would lease auto-
mation equipment — perhaps even from 
their service supplier — so they could 
update it regularly to keep up with the 
changing technology, in much the same 
way that we upgrade our phones.

Should anything go awry with the pool, 
the service provider would be alerted via 
email and could potentially take care of 
the issue remotely, with the pool owner 
blissfully unaware of any problem having 
even occurred.

In this utopian future, a pool truly becomes 
a leisure item, rather than a drain on the 
pool owner’s time and energy. The sentiment 
attached to the pool, then, becomes one of 
fun and relaxation, rather than regret and 
resentment, making it all the more desir-
able a purchase.

Sunbather’s John Dixon is uncomfortable 
with the term ‘set and forget’.

“I don’t know about ‘set and forget’. I 
think it might be ‘set and then pass it to 
someone else’ and they maintain it for you. 
That’s probably where the future lies — where 
a pool shop has a record of you and your 
pool and monitors it via a link,” he said.

“They know if your pH, chlorine’s drop-
ping. They know what your sanitisers are 
doing. They know what the temperature of 
the pool is. And they’re aware of an issue 
before it even happens.

“I think that’s probably where the future 
needs to be. You sign up then to some sort 
of maintenance program and maybe hire the 
equipment, and while you’re on that contract 
they’re monitoring your pool for you.”

Get with the program
It’s inevitable that consumers will shop around 
when building a new pool. Since more and 
more builders are starting to offer automa-
tion options, if you’re not one of them, you 
could be missing out on business.

“More and more builders are offering 
[automation]. If people see three builders, 
it gets brought up in that conversation,” 
said Goh.

Our roundtable participants noted that 
home builders who have a pool as part of 

the project are more likely to suggest 
automation than pool builders. The upshot 
of this is that if you’re a pool builder who 
isn’t offering automation, you may well 
lose out to a builder who is.

“Home builders, if they take on a 
swimming pool, are much more eager 
to automate that swimming pool,” said 
Kris Reichel from AstralPool.

“The industry needs to pull their socks 
up here, because if the consumer wants 
it, and we’re not providing it, we’re leav-
ing a big hole there for someone like 
a home builder to get more dominant 
in our industry. So I think we need to 
protect [the industry] a bit.”

“I think from the builders’ perspec-
tive, they shouldn’t be asking, ‘Would 
you like automation with your system?’ 
It should be ‘What would you like with 
your automation?’” added Dixon.

You don’t know what you 
don’t know
If consumers don’t know that automa-
tion exists, how can they possibly know 
to ask for it? And if they don’t know 
that owning a pool can be made so 
much easier if it’s automated, then 
they may well be labouring under the 
misapprehension that pool ownership 
is hard work.

“Today, to own a swimming pool 
doesn’t need a lot of work,” said Dixon.

“We are time-poor, but the people 
I’ve spoken to, they’re putting 10, 15 
minutes a month into maintaining their 
swimming pool. With the really strong 
equipment that’s out there, it’s an easy 
process to own a swimming pool today 
compared to what it was.”

“There is the customer demand. I 
just don’t think that the industry is 
catering to that demand, or maybe not 

Andrew Bourke, Director, 
Sydney’s Best Pool 
Service
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Bryan Goh, Group 
Marketing Director, 
Waterco
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his 37°C spa. He was delighted with the 
end result. That story needs to be put out 
there, because a lot of people don’t even 
know that’s an option.”

Not just the bells and whistles
Automation isn’t only about convenience — 
although that’s a key part of its attraction 
for many time-poor consumers. With remote 
monitoring, a service business can prevent 
a disaster before it happens, picking up on 
a pool that’s out of balance before it turns 
green or catching a faulty dosage system 
before it makes the pool unsafe to swim in.

Safety is another important aspect. With 
automated dosing, pool owners often don’t 
need to handle dangerous chemicals that 
they’re not familiar with, and automated test-
ing removes the potential for human error.

Automation can also help a system run 
more efficiently, either by timing when the 
equipment runs to capitalise on cheaper 
energy rates or by tweaking the heating 
systems to keep the pool heated using 
the least amount of energy from the grid.

“The controllers that we play with today 
have to be smart enough to understand the 
cheapest way to run a swimming pool, the 
cheapest way to put the heat into the pool 
and, when the solar can’t do it, operate 
something that can for the minimal time 
it has to do it,” said Dixon.

“They’re already available. Making them 
available with a fully integrated system — I 
guess that’s where the future lies.”

Smarter systems
A ‘smart’ pool that is programmed to open 
itself during peak usage times and close 
itself again overnight might just help pool 
owners get the most out of their pool. By 
having a pool automated so that when it’s 
prime swimming time it’s warm, clean and 
uncovered will make it all the more easy 
to go for a quick dip, rather than having 
to scoop the leaves out, test the water 
chemistry, dose it up and wait until it’s 
safe to swim again.

Similarly, a pool that closes itself down 
at night — by pulling the cover back on, 

exploring those opportunities, or making 
the suggestion,” said Goh.

“We’ve seen pools belonging to $4 million 
houses and the owner-operators are press-
ing buttons, turning valves, and no-one’s 
ever spoken to them about automating all 
that functionality.”

Goh shared a story of a friend of his 
who had a new pool built on his property. 
When Goh went to visit, he saw his friend 
cleaning and dosing the pool himself. But 
he had never heard of automation — it 
seems that his builder was afraid to quote 
with automation, thinking that the added 
price would lose him the job. When Goh 
enlightened his friend about the possibili-
ties, he said he would’ve been more than 
happy to pay the extra to reduce the work 
of the pool — if only he’d known it was 
an option.

“There’s a lot of pool builders out there 
that are educating themselves and finding 
ways to add more value to their pools, but 
I think there’s still a lot of them that are 
trying to compete via pricing rather than 
giving a better option,” said Andrew Bourke, 
director of Sydney’s Best Pool Service.

Particularly with high-end builds, not sug-
gesting automation is not an option. These 
clients in particular tend to be time-poor 
and are more than willing to spend a little 
extra to free up their time.

“A client themself, an end user, isn’t 
aware of what’s in the marketplace. An 
example comes to mind where we had a 
client who built a fairly expensive pool and 
he wanted automated covers, automated 
heating — he had a fairly strong wishlist 
of what he wanted this pool to do. He 
had in his own mind developed what he 
wanted but didn’t realise that we could do 
it for him and he was trying to reinvent the 
wheel using things like CBUS,” said Dixon.

“And I said, ‘No, no — we’re way beyond 
this now. We can do these type of systems, 
smart control systems, automated systems’, 
and we ended up putting a fairly significant 
automation system on there that he could 
hit a button from his office and heat his 
spa up so when he got home he was in 

What do you think the future holds for automa-
tion? What would you like to see? Let us know! 
Email ps@wfmedia.com.au. 

THERE IS THE CUSTOMER DEMAND. I JUST DON’T THINK 
THAT THE INDUSTRY IS CATERING TO THAT DEMAND, OR 
MAYBE NOT EXPLORING THOSE OPPORTUNITIES.

say, and running the pump while electricity 
is cheaper — is one that is going to be 
a pleasure, rather than a pain, to own.

“Automated cover systems that observe 
the time… they observe the time and open 
the pool and close the pool. That’s some-
thing we could see that has opportunity,” 
said Dixon.

“Energy costs and energy monitoring, 
when it’s picking the right tariff to run, 
particularly with fossil-fuel burners — a gas 
or heat pump — to pick the best time to 
run the system to bank the heat and get 
it back to the pool when energy’s cheap.

“I think that’s where we can see a huge 
potential. We’ve played with that in the com-
mercial market and now it’s time to bring 
it home in a more simplified form into the 
domestic market. When I think about where 
the future lies with automation, I think it’s 
linked to costs — we’ve got to save water, 
energy, time, chemicals and money. I think 
that’s what people look for today.”

Everything is automated
While we can speculate all we like on the 
future of automation, the fact is that we 
just don’t know where it will take us. Just 
as the earliest users of the internet couldn’t 
possibly have imagined how we’d be using 
it today (cat videos, anyone?), we can’t 
possibly fathom what the pool owner of 
the future will want to automate — or even 
how they’ll be using their pool. Similarly, 
market forces beyond our control may well 
dictate the kinds of automation consumers 
seek, whether it be cost-saving, time-saving 
or just plain fun.

“I don’t think there’s an end date. It’s just 
a matter of identifying, and as you identify 
one particular area and you go forward and 
you automate that, then you’re always going 
to find another thing that needs identifying 
and then automating,” said Bourke.

“It’s one of those things that you don’t 
know what you’ve got to be able to automate 
until you’ve automated everything else. I 
think it’s going to be an open-ended thing.”
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Do you have an opinion on a hot topic in the pool and spa industry? 
Get in touch! Email ps@wfmedia.com.au.

YOUR SAY
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Comment on public pool filter standards urgently needed

Cyanuric acid
Responding to the cyanuric acid article 

very well presented by Nick Rancis in 

the March/April Pool+Spa where several 

high levels of cyanurate are mentioned 

along with the kill times of various levels 

of chlorine and with a graph clearly 

showing these effects.

Trials and laborious testing done by 

myself and others in Australia, plus 

industry leaders in other countries, have 

concluded that the concentration of cya-

nurate in pool water — that’s outdoor 

pools only — which gives the greatest 

efficiency, plus provides for safe and comfortable swimming, is in 

fact between 15 and 20 mg/L (ppm). At this level, we can achieve 

approximately 93% efficiency of the stabiliser cyanurate. Doubling the 

cyanurate level to about 35 mg/L will achieve about 96% efficiency 

or chlorine protection by the cyanurate, so now we have twice the 

amount of this chemical in the pool for a 3% advantage. It clearly 

isn’t a sensible approach for many reasons and should never be 

taken to this level. This is why 15–20 mg/L of cyanurate should be 

used and adhered to.

Also, the graph shows chlorine levels 

of 0.25, 0.5 and 1.0 mg/L (ppm) when 

comparing bacteriological kill rates with 

cyanurate at 100 mg/L. Running the 

chlorine and cyanurate together at these 

levels will quickly cause uncontrolled algae 

and bacteriological growth and unsafe, 

if not dangerous, swimming conditions. 

In Australia, most states agree that it’s 

necessary to have a minimum chlorine 

concentration of 3 mg/L (that’s free chlo-

rine) with an associated pH of between 

7.35 and 7.45, for maximum chlorine 

sanitation along with swimmer comfort.

It’s a clear fact that the swim centres that have cyanurate between 15 

and 20 mg/L in their outdoor pools, the free chlorine at a minimum of 

3 mg/L and the pH between 7.35 and 7.45 have excellent water qual-

ity, safe and comfortable swimming conditions and usually no algae. 

These chlorine and pH levels are suitable also for indoor pools without 

supplementary oxidation processes, as long as the cyanurate isn’t used.

John McKenny

www.macquaticstraining.com

While I respect anyone who has 35 years’ experience in this industry, 

Mr Cockerell’s remark [‘Public pool filter standards urgently needed’] 

about a Standard for private pool filters is way off the mark. There 

is and has never been an Australian Standard, nor do I believe has 

there been such an industry standard.

As to filtration standards for public pool filters, Mr Cockerell and other 

states could do a lot worse than look at the performance requirements 

in the WA Code of Practice for the Construction of Public Pools.

I heartily agree on the need for some standard of filtration in public 

pools as recently an organisation from the east (where they can use 

anything) installed a facility in WA that was quickly closed down by 

the Health Department because it had not received prior approval. 

To make this pool compliant, the filtration rate had to be increased 

by a factor of four.

The WA Code does not prescribe public pool filter characteristics; 

rather, it requires various water turnover rates and various filter flow 

rates for different bathing levels and classes of public pools — all 

of which must be confirmed by an approved hydraulics consultant.

While there are requirements in this Code I may dislike, it certainly 

results in excellent public pools and clear water.

Cal Stanley

Consultant

Neptune Pools
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Former MD of BioLab Lindsay 
McGrath officially took the reins 
of SPASA Australia in May 2016. 
He tells us about his plans for the 
future, how he sees the industry 
and who inspires him.

Lindsay McGrath says his aim as the new CEO of SPASA Australia is a 
modest one: “To change the world one pool at a time.”

McGrath is excited about the future. “It was a big decision, the move from 
corporate to not-for-profit. You can do a lot working for a corporate and have 
the authority to make some good decisions. And you can make changes to those 
who are immediately in your sphere of influence,” he said.

But McGrath feels that SPASA Australia is where he can make the biggest dif-
ference to the industry — and for consumers.

“To make people healthier, to make kids healthier, to improve our members, 
to truly change the world — that’s what this opportunity is. That’s how I see it. I 
see it far beyond the job description,” he said.

“It’s actually an opportunity for us to have SPASA Australia at the forefront of 
consumers’ minds when they think of recreational water in the future.”

Naturally, he’s committed to making the association the best it can be for its 
members and the public, but he also has the bigger picture in his sights.

“We can do so much more, and I’m really attracted to that. And, yes, I want 
to change the world one pool at a time. Simple as that.”

McGrath’s commitment to the industry is unquestionable: entering the industry 
in 2006, he’s sat on at least two boards since 2008 and has held significant 
roles in a number of industry organisations, including being an inaugural director 
of the current SPASA Australia. But, he said, his first impressions of the industry 
were off the mark.

Coming from a large corporate horticultural/agricultural company that had a 
formal culture, McGrath initially mistook the pool industry’s informality for a lack 
of professionalism.

“The first [pool industry] conference I went to, one of the clients tried to cut 
my tie in half with a butter knife. He said, ‘You’re in the pool industry now. Don’t 
wear a tie!’,” McGrath laughed.

“I didn’t really take that to heart and I’ve worn a suit pretty much ever since, 
just for fun. Informal doesn’t mean unprofessional; just because it’s a leisure in-
dustry doesn’t mean it’s not full of professionals.”

Having cleared up that misconception, McGrath wholeheartedly embraced the 
pool industry. “It is a trade of trades; so many varying professions all wrapped 
around recreational water,” he said.

“I have had the privilege of working with an incredible group of dedicated indi-
viduals who have gone beyond being staff, clients, competitors and board members 
to becoming trusted friends. One of the benefits of a small industry like ours is 
that you get to make lifelong friends, not just acquaintances.

“I find inspiration from many people in the industry. I find inspiration from all of 
the board members, because they all have a very varied skillset. I find inspiration 
from people like Tom Lachocki, from NSPF in the States, and what they represent.

“I find inspiration from the SPASA staff, to be honest — the managers especially. 
Their dedication is absolute. I always find it impressive that people can dedicate 
themselves to an industry, and dedication fuels my inspiration.”

For all his experience and enthusiasm, it’s perhaps McGrath’s take on business 
that makes him so well placed to take SPASA Australia to the next level: “Get 
involved in something bigger than yourself. It doesn’t have to be time-consuming 
or detrimental to your business or career to reach out and help another. Every 

time you share some of your experience with another person, it most often is 
returned many times over.”

POOL  KNOWLEDGE ...of
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LINDSAY MCGRATH
CEO, SPASA Australia
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MAKING WAVES
Shark-free surfing in new 
Melbourne wave pool
By the end of next year, Melburnians will 
not have to commute to the Mornington 
Peninsula to catch a wave. Instead they 
will be able to pop down to a man-made 
lagoon next to the Essendon Football Club 
in Tullamarine.

Perth’s Wave Park Group has sub-leased 
a 7.1-hectare block of land and plans to 
construct a 320-metre pool that will produce 
0.6 to 1.9 m waves that will give surfers rides 
lasting up to 32 seconds.

Costing an estimated $18.5 million, the 
lagoon will accommodate about 68 surfers at 
any one time — 16 advanced, 8 intermediate 
and 44 beginners.

The 25 ML of water needed for the lagoon 
will principally come from filtered run-off 
from the airport precinct.

Not just for surfers, the facility will also boast other fitness, sport 
and recreational offerings for mountain bikers, rock climbers and 
the like. A surfing school operating at the site will take advantage 
of the facilities.

Consultations open for comment on NSW public swimming pools
It has been five years since the Public Health Act 2010 was passed in 
NSW; however, in accordance with s136 it is now up for review.

The Act covers a range of legislative provisions concerning the 
protection of community health, mainly in relation to the monitoring 
and control of diseases affecting the population, including communal 
environments such as public swimming pools.

In October last year, key stakeholders were asked to submit topics 
they considered to be relevant for the review, and as a result, the Public 
Health Act 2010 Statutory Review Discussion Paper was released.

Comment is now invited on issues raised in the discussion paper, 
or on any other part of the Act.

Pool+Spa readers are invited to comment in particular on provisions 
relating to public swimming pools, including the following clauses:
• 3.4 - Environment health premises – regulated systems, public 

swimming pools and spa pools and skin penetration
• 3.4(c) - Public swimming pools and spa pools

Issues have previously been raised over the definition used for public 
swimming pools and spa pools under the Act, since it does not cover 
pools in residential premises where they are also used for commercial 
purposes.

Therefore, the discussion paper is asking for comment on whether 
the Act should be amended to clarify the definition of a public swimming 
pool and spa.

Readers may also like to comment on other issues concerning 
communal swimming pools on private premises, such as those in 
multidwelling complexes operating under a strata title.

Submissions should be in writing and directed to:
Health Protection NSW
NSW Ministry of Health
Locked Bag No. 961 
North Sydney NSW 2059
For more information, email: publichealth@doh.health.nsw.gov.au.

For the less physical there will be a paddling pool and cafe. 
Lighting will extend the venue’s opening hours into the evenings.

The technology for the waves will be similar to that at the 
Surf Snowdonia wave garden in Wales, which recently hosted an 
international contest.
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MAKING WAVES

New business development 
manager for S.R. Smith 
Australia
Former S.R. Smith Australia product manager 
Jeremy Smith has been appointed as the 
company’s business development manager. Smith 
will work with distributor partners to increase the 
company’s Deckscaping range.

Smith has many years of successful 
swimming pool industry experience, particularly 
in establishing new product and marketing 
programs.

S.R. Smith acquired the assets of Anti Wave 
Australia in November 2013, bringing the company 
a portfolio of competitive swimming products 
under the Anti Wave brand, which the company 
markets and sells in Australia. S.R. Smith has 
also expanded into the Australian market with its 

family of products 
including slides, 
diving boards, 
pool games, rails, 
ladders, lifeguard 
chairs, starting 
p la t forms and 
pool access lifts.

54 schools in seven weeks: CPR Awareness 
Campaign goes statewide
A Tamworth pool manager is taking his passion for CPR awareness across the state, 
covering 27 regional towns, 54 primary schools and around 5000 students. Over seven 
weeks and more than 4000 km, Cameron McFarlane will be taking his Primary School 
CPR Awareness Campaign on the road.

McFarlane has run the program in Tamworth for the past four years, reaching 
2500 students in this time. He originally dreamed of taking the program across the 
state but didn’t imagine it would be possible. However, he found more support for the 
program than he’d anticipated and has so far secured $11,000 in local sponsorship 
— and anticipates he will raise a further $8000 through the schools he plans to visit.

The initiative is entirely organised by McFarlane and is entirely voluntary. He will 
take seven weeks of annual leave and travel in his own car to visit 18 towns across 
the state, from Moree to Albury and many small towns in between.

On his return to Tamworth, all funds raised will be donated to the Samuel Morris 
Foundation, an Australian charity that supports children after non-fatal drownings, and 
the Royal Life Saving Society (Northern Branch), to be reinvested into CPR awareness 
programs.

To follow the campaign, visit the program’s Facebook page: NSW Primary School CPR 
Awareness Campaign. Details of McFarlane’s daily progress and photos of his travels 
will be updated daily. He departs on 2 May and will complete his journey on 10 June.

Parisian aquatic centre uses data centre to heat 
swimming pool
A Parisian aquatic centre is drawing heat for one of its swimming pools from an unlikely 
source: a tech company’s data servers.

The Butte aux Cailles centre, in the 13th arrondissement, will heat a pool with energy 
taken from a batch of computer servers located underground, The Connexion, a French 
English-language newspaper has reported.

Globally, data centres consume 3% of energy produced, exuding large amounts of 
heat from their servers, which run more efficiently at lower temperatures. The heat 
produced is an untapped resource, providing cheap energy for heating buildings — or 
swimming pools.

Stimergy, a start-up based in Grenoble, is carrying out the project. The company 
has already harnessed the warmth given off by data centres to heat a university gym 
and several blocks of social housing.
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MULTIPLE
POOLS
ONE SET OF EQUIPMENT?

P
ool+Spa received this letter from a reader looking 
for advice:

Is it possible to set up multiple pools (imag-
ine a building with two to three separate, small, 
above-ground pools inside) but only use one set of 

plant equipment (filter, sanitiser, heater, etc)? Multiple pumps 
would be fine, but I want to try to get the water cleaning, 
heating and sanitising down to single machines (ie, just want 
one gas heater, solar heater, chlorinator, filter) to do all three 
pools. The pools would be approximately 6 x 4 x 1.5 m, with a 
bather load of up to 60 per day, per pool. — Pete Coleborne

We put Pete’s question out on social media to see what the 
industry had to say. Here are some of the responses we received:

Spiros Dassakis: It is possible BUT it is entirely dependent 
on the size of pool(s), distance of plumbing from each pool and 
anticipated bather load. If the pool(s) are considered ‘public’, then 
this raises a great deal many more questions with possible tight 
prescribed requirements.

From the Swimming Pool Industry Group on LinkedIn:
Samuele Barrili: It is possible... It’s important to know what 

kind of circulation this pools have... If all three pools have a 
skimmer system, their prefilter locks the impurities (especially if 
one of these is a pool for children). You can use only one filter 
with a collector and three different exits; different tubes sizes are 
related to the dimension of the pools. With this step it’s important 
to use only one chlorinator, and that will be dimensioned for the 
entire volume of the three pools and increased about the 25% for 
the children’s pool. About the heating system, you can use one 
gas boiler combined with one solar heater and one puffer. All the 
calories are inside the puffer and, with three different plate heat 
exchangers and three related pumps, you give the warmth to the 

pools. With different thermostats, you can have different tempera-
tures in the three pools.

Kees Van Kooten: If your goal is to save money on the initial 
investment or on the running cost, this is not the way to think.

Kent Littler: Possible, yes. Not a good idea and the WA Health 
Department won’t let you if they are public pools. If there is a 
contamination in one pool, they all get it.

Carl Ragel: I have done this before with both sanitised pool 
type water as well as ornamental ponds, all with A&A cleaning/
circulation pop-ups. Too many details to go into here, but it’s 
possible in the right set-up, even at different elevations. Certainly 
separate equipment is an option but in both the projects, using 
one set, sized properly, can get it done without compromising 
filtration, circulation and sanitation. On some I’ve done, using a 
single equipment set has made the set-up easier to maintain than 
multiples. Again, these worked for me on specific projects with 
unique needs. Your results may vary.

Frank Yates: This sounds like a case of penny wise, pound 
foolish. It can be done... but the downsides are that you need a 
bigger pump and filter set-up, so bigger pipes, rooms, etc. Person-
ally, I would have one set on each pool/body of water. The benefits 
would be too easy to point out.

Clemente J Rivera: This was the norm in the ’60s. Today, 
those pools are split up. All comments are correct... One system 
goes down, say goodbye to entire facility. One person gets sick 
in the pool, same result. DOH will not approve those anymore... 
Except water parks, because the base water is filtered and treated, 
then feature pumps deliver to each ride... These pumps have UV 
to supplement sanitation.

What’s your take on this? Can it be done? 
Email ps@wfmedia.com.au.

E Q U I P M E N T
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HOW TO BUILD 
RAPPORT IN 
THE FIRST 90 
SECONDS

A
s countless studies have shown, people remember 
you most by their perception of you during the first 
moments of your first interaction. Those who study 
animal behaviour recognise this as an instinctive 
survival mechanism to quickly assess and determine 

whether the creature in front of them is a friend or foe. (“Erm... 
is he about to eat me?”)

While it’s not particularly fair, and I certainly don’t want to say 
that you’ll never get a second chance, the truth of the matter 
is that making a good impression during your first face-to-face 
encounter is more likely to win you the job and to lay the founda-
tions for an ongoing relationship that generates referrals for your 
business long after the project is finished.

Making a poor first impression is likely to do the complete 
opposite.

To build a strong relationship that generates referrals, your 
clients need to trust you. In order for them to trust you, they first 
need to like you and, more specifically, to feel that you’re like 
them. In other words, a great relationship begins by establishing 
rapport between one another.

The problem is, you haven’t got much time to make this 
happen — in fact, your window of opportunity is around about 
90 seconds.

After a decade or so of working with high-end clients, I’ve come 
to think of that first interaction as something of a performance 
and have since crafted a routine of more or less repeatable steps 
that I enact before and during those crucial first 90 seconds.

At first glance you might think 90 seconds isn’t particularly 
long, but in reality, it’s about the time it takes to walk through 
the front door to the rear living area while you take the lead, 
break the ice and help everyone get acclimatised.

Put your game face on before you get out of the 
car
Besides your personal appearance, the most important adjust-
ment you can make prior to the meeting is to assume the right 
attitude: a relaxed, cheerful disposition.

People are intuitive and pick up on negative vibes, especially 
if you’re trying to hide them, so leave grumpy in the glove com-
partment before you walk up to the front door. If that means 

Shah Turner*

We all know that making a great first impression is really important 
if you want to build a strong working relationship with new clients.



May/June 2016     POOL + SPA  | 19WWW.POOLANDSPAREVIEW.COM.AU

thinking happy thoughts, listening to your favourite song or even 
forcing yourself to laugh out loud until it feels ridiculous, do it.

Whatever your choice, it’s unlikely to be as weird as my little 
trick, which is to imagine I’m surprising some old friends. I run 
through as many silly nicknames as I can think of until I hit on 
one that makes me laugh. It helps me get in the right frame of 
mind, plus it means I’ve already memorised their names before 
I see them.

However you get there, once you’re in your happy place, step 
purposefully out of the car and head on down!

While you wait for the performance to begin, take a deep 
breath, relax your shoulders and wait for the door to open.

Here is your five-step rapport building routine in 90 seconds or less.

1. Greet warmly and positively
To some of you, this comes totally naturally. You’d be surprised at 
how many for whom it does not, so bear with me while I quickly 
break it down for the others.

When the door opens, don’t be cool and distracted — be 
ready and waiting! Relax your shoulders, left foot slightly ahead 

of the right, lift your chin a little, face your heart towards theirs 
(I’m serious!) and hit them with a big warm smile.

Remember, these are your old friends and you’re here to 
surprise them!

Lots of eye contact and firm, confident handshakes. (Hint: 
hold their gaze and keep shaking until you can tell what colour 
their eyes are.)

OK — they’re happy to see you! Great stuff!

2. Show respect by asking permission
One of the finer points of social etiquette is to demonstrate to 
your hosts that you respect their property and acknowledge being 
a guest in their home.

A subtle gesture that can help you do this really quickly is 
to ask permission for something small with an “Is it OK if I…?” 
question. For example: “Thanks for having me round, is it OK if I 
come in?”, “Is it OK if I leave my shoes on or would you prefer 
I took them off?” or “Is it OK if I park my car there?”

This small and simple social gesture sets a tone of respect 
right from the beginning.

Awesome! You’re allowed in the house, let’s keep going!

3. Pay a compliment
As you walk through the house, it’s time to break the ice. The 
best way to do that is with a sincere compliment that also leads 
to further conversation.

Being complimented makes us feel good about ourselves, and 
we forever associate that feeling with the person who gave the 
compliment. Research shows people who compliment others are 
also remembered as being more attractive, taller, charming and 
trustworthy than those who don’t.

Seeing as we’re trying to create the opportunity to be liked 
and trusted, a great compliment is definitely in order.

I wouldn’t say there is a ‘right’ or ‘wrong’ way to give compli-
ments, but some are certainly better than others, and in 90 seconds 
you’ve got room for about two, maximum, so make them count.

The way to pay someone a great compliment is to notice 
something they’ve done that would help them feel good about 
themselves and create the opportunity to share a personal insight 
that you can respond to. Don’t worry, it’s a lot easier to do in 
reality than in this explanation!

For example: “You’ve done an amazing job with the decorating 
in here (I noticed what you did)”; “What inspired you to choose 
these amazing lamps (Tell me about yourself)?” or “What a great 
move to live in this area (What’s the best part about living here?).”

POOLSCAPING

ONE OF THE FINER POINTS OF SOCIAL ETIQUETTE IS 
TO DEMONSTRATE TO YOUR HOSTS THAT YOU RESPECT 
THEIR PROPERTY AND ACKNOWLEDGE BEING A GUEST 
IN THEIR HOME.
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In both these examples, you’ve helped them feel they’ve got 
great taste and created the opportunity to talk about them-
selves. Great! You’re getting more attractive and trustworthy 
by the second!

4. Synchronise body language
This is a technique I learned years ago that I’ll admit feels strange 
at first, but really does work. Essentially, you are intentionally per-
forming an aspect of natural social behaviour which is to ‘mimic’ 
the body language of those we feel comfortable with.

We all do this automatically when we get along with someone; 
subconsciously communicating to each other “Hey, I like you; 
actually... I am like you.”

You’ve probably already noticed when you’re in a networking 
situation, or at a bar, that when two people are getting along really 
well and agree with what the other is saying, they start to make 
surprisingly similar movements. This can be everything from the 
position of the feet and hands to facial movements, leaning in or 
away, tilting heads, tone of voice and even the way they laugh.

As soon as possible, begin a subtle reflection of the move-
ments your client is making. If speaking with more than one, 
typically I would choose the person who I sense is going to be 
the key decision-maker for the project. Yes, sometimes for me 
that means a somewhat masculine version of the lady of the 
house’s body language!

If you’ve not heard of this before or attempted it, practise on 
someone you know without telling them. I guarantee you’ll be 
surprised at the effect it has, even on how you’re feeling!

5. Take time to find common ground
The fast-talking action type who has a million places to be be-
cause they’re so successful is a hard person to warm to in a 
minute and a half. Even if you really are up to your eyeballs in 
work, don’t put your troubles on them!

Avoid suddenly rummaging through your bag to spring into action. 
Instead, take another moment to further show you’re comfortable 
being around them. The best way to use the remainder of your 90 
seconds (and beyond) is to find some common ground: aspects 
of your personal life that you share with them.

Look around. Do you both have kids? Dogs? Follow football? 
Taste in furniture? Love of food? Same car? (And so on.)

And that’s it! Your 90 seconds is up, everybody is getting along 
surprisingly well and your new prospects will remember you for it 
over anyone else who comes along.

Building rapport is such a huge part of what we do as design-
ers and contractors.

That’s my story — what are your strategies to get along with 
new prospects?

Pitch Box 
pitch-box.com 

YOU MIGHT THINK 90 SECONDS ISN’T PARTICULARLY LONG, BUT IN 
REALITY, IT’S ABOUT THE TIME IT TAKES TO WALK THROUGH THE FRONT 
DOOR TO THE REAR LIVING AREA WHILE YOU TAKE THE LEAD, BREAK 
THE ICE AND HELP EVERYONE GET ACCLIMATISED.

POOLSCAPING

Image courtesy of Pitch Box. 

*Shah Turner is the founder of Pitch Box, a 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. You can learn more by visiting www.pitch-box.com.
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Image courtesy of Pitch Box. 
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Living Cities Workshop report

The Living Cities Workshop was held at Parliament House in 
February. Joanne Aquilina, the LNA’s CEO, and Matt Leacy, 
the LNA president, were pleased to represent the LNA at this 
ground-breaking event.
The workshop brought together representatives from a variety 
of industries to discuss both the importance of and the means 
by which green infrastructure can be introduced and enhanced 
in urban environments and cities. Architects, landscapers, water 
management specialists, engineers, scientists, researchers, land 
managers, policymakers, real estate professionals, politicians 
and government advisers were all present to contribute their 
expertise and perspectives to the discussions.
Hosted jointly by the Australian Institute of Landscape Archi-
tects (AILA) and Engineers Australia, the workshop was a great 
success! With such a wide range of parties it was extremely 
encouraging to see such a collaborative attitude, and the LNA 
was proud to become a member of the Living Cities Alliance 
that was formed to advocate to government on issues regard-
ing the greening of our cities.
Here is a summary of the main outcomes contained in the 
report of proceedings:
•	 Green infrastructure was defined as ‘natural vegetation 

and vegetative technologies like urban forests, greenways, 
restored and constructed wetlands, green roofs, green 
walls, bioswales and more that provide society with ben-
efits like enhanced liveability, improved energy efficiency, 
improved air quality and water quality, reduced flooding 
and increased recreational opportunities’.

•	 The Minister for Territories, Local Government and Major 
Projects, Paul Fletcher, confirmed the federal government’s 
commitment to establishing goals to 2060 for increasing 
tree coverage in cities.

•	 Adam Bandt, Member for Melbourne, called for growing 
the natural ecology of cities by increasing roof gardens, 

vertical plantings, community gardens and people growing 
their own food.

•	 The Shadow Minister for Infrastructure and Transport, An-
thony Albanese, reaffirmed Labor’s intention to introduce 
Australia’s first national urban policy, prioritising the health 
of parks, open spaces and urban waterways.

The various industry bodies worked on identifying areas for 
collaboration in building national green infrastructure lead-
ership. Areas of alignment were used to determine funding 
opportunities, in-kind support, incentives and knowledge 
sharing, as well as discussing the development of policy 
campaigns, goals, milestones and targets for implementing 
green infrastructure.
A five-point plan was developed for implementing national liv-
ing infrastructure:
1. Establish a National Living Cities Fund for green infrastruc-

ture investment across the country.
2. Develop living infrastructure as an asset class (or equivalent) 

aimed at having green infrastructure formally recognised 
by Treasury.

3. Develop a Local Government Green infrastructure package, 
created and developed by local governments throughout 
Australia, to elevate the priority of green infrastructure 
strategies.

4. Design and implement National Green Streets and a ‘Grey 
to Green’ pilot program to redefine the role and design of 
road corridors that express the full potential of environmen-
tal, social and economic benefits of green infrastructure.

5. Introduce Minimum SITES Ratings for federally funded 
projects to build a culture of comprehensive landscape 
assessment and strategy development for all federally 
funded infrastructure projects.

The full report, including a full list of members of the Living 
Cities Alliance, is available from www.aila.org.au. 
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POOLSCAPING

PROJECT COMPLETE
MAKING TILES STICK IN SINGAPORE

Singapore’s position as an engine of growth and stability in South-East 
Asia has seen an explosion of new developments — both residential and 
commercial — in the last decade. The city-state’s aim to promote private 
banking and foreign wealth management has sparked many high-end 
projects.

Among the most prestigious of these is the Capella Singapore on 
Sentosa Island. A 390 ha former fishing village turned military base turned 
idyllic tourist haven, Sentosa Island is just a few minutes’ drive from 
downtown Singapore. Its proximity to the city means it attracts nearly five 
million visitors each year.

The Capella Singapore is a 12 ha luxury resort is housed in two historic 
bungalows, complemented by the addition of modern, curved villas.

The six-star Capella Singapore design drew heavily on the recent trend 
of using tile and stone for vertical exterior applications. A pair of LATICRETE 
products were used to ensure the construction was up to standard and 
could withstand the year-round humidity and monsoonal winds and rain.

Granite was used as the prevailing theme for the exterior landscape, 
highlighted by natural granite rubble walls that run along the entire front of 
the entrance. As the central component of the hotel’s exterior design, the 
natural granite rubble walls are featured each time the property transitions 
another level down to the pool area.

The original plan was to use the more traditional mechanical anchor 
method, but spacing constraints relative to the gap area between the 
stone and the concrete substrate forced the hotel to seek an alternative. 
LATICRETE offered a solution that allowed the Capella Singapore to retain 
its intended design and reduce labour costs at the same time.

LATAPOXY 310 Stone Adhesive, applied with the LATAPOXY 310 
Cordless Mixer, is ideal for installing tile or stone on vertical surfaces. It 
is a high-strength, two-component epoxy adhesive specifically designed 
for the spot bonding of tile or stone on vertical surfaces.

In the case of the Capella Singapore, the use of LATAPOXY 310 Stone 
Adhesive made the granite rubble wall possible, since the thin nature of the 

material and the direct adhered application reduced the space between 
the surface finish and the substrate to as little as 3 mm.

“Mechanical anchoring was proposed initially for the project,” said 
DP Architects Planners and Engineers.

“Due to spacing constraints, we were forced to look for alternatives. 
Since the wall base substrate was new and quite flat, we needed only to 
apply LATAPOXY 310 Stone Adhesive at a thickness of 3 mm for each 
piece of stone. The adhesive allowed us to make adjustments to the 
stone while in place for instances where the wall was slightly uneven.”

In addition, LATICRETE Hydro Ban was used for the substrates of 
the granite rubble walls, the granite pavers for the private driveway, the 
main entrance, the staircase to the pool and the granite for the pool deck 
surround. This waterproofing and anti-fracture membrane was a crucial 
element in the long-term protection of the stone work since much of it 
was located in the pool area, and all of it was located outside.

“There was some importance attached to the thinness of LATICRETE 
Hydro Ban with the spacing concerns already present,” said DP Architects 
Planners and Engineers.

“Also, it’s very easy to use and cures quite quickly — much faster than 
other membranes we have worked with in the past. Most importantly, 
using the waterproofing membrane will ensure the project’s durability 
and long-lasting beauty. Singapore is very humid most of the year, but 
also the monsoon season can bring high winds and rain. This was a 
concern for the exterior tile installation, including the pool area for the 
Capella project.”

Quickly and easily applied with a paint roller, brush, trowel or airless 
sprayer, Hydro Ban bonds directly to PVC and metal plumbing fixtures and 
can be flood-tested in just 2 h. Hydro Ban’s speed and ease of application 
provided time- and labour-saving benefits that helped reduce the overall 
costs of tile installation for the project. 
LATICRETE Pty Ltd
www.laticrete.com.au
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Pool+Spa: Tell us a bit about your back-
ground. How did you get into poolscaping?

Amanda Elboz: I am the principal 
designer at Space Landscape Designs 
and started the company over 13 years 
ago. From day one we found that clients 
wanted to have landscaping incorporated 
around the pool — they wanted a holistic 
approach brought to their gardens. This 
then led into more detailed pool designs 
focusing on the pool size and shape to 
ensure the area flowed into the new land-
scape design and still had a connection 
with the house.
P+S: The pool has come a long way over 
the last 50 years — it’s no longer just a 
concrete hole filled with water. Is this a 
fair statement and does it reflect current 
customer expectations?

AE: Pools today are a very big part of a 
new build. People who are looking to build 
new houses like to incorporate their pools 
around the alfresco area so they can also 
be viewed from inside the house. Involv-
ing the pool as part of the living space 
and feeling connected is a very important 
aspect when we are designing new pools.
P+S: At what part of the process should 
a pool builder make contact with a land-
scape designer, and when should the client 
be involved?

AE: Pool builders and clients should 
contact a landscape designer or architect 
at the very beginning. Designers have a 
very good understanding of how the pool 
should work with the land. It’s important 
that the pool is positioned in the right 
location and at the right height. Here at 
Space Landscape Designs we like to also 
be involved with the selection of materi-
als and finishes when it comes time to 
designing the pool. These items should 
also be selected before work starts so 
that the right materials can be tailored 
into the pool design.

Pool+Spa editor Alice Richard spoke to 
Amanda Elboz, Principal Designer/Director 
at Space Landscape Designs.

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?

AE: Landscape designers generally design 
integral detailed pools so it’s important that a 
pool company is happy to work with this level 
of detail. Designers are also concerned with 
the landscape and expect the pool builder 
to be interested in what happens outside 
the actual pool.
P+S: What are the downsides of getting the 
timing wrong, and who is impacted — land-
scape designer, pool builder or home owner?

AE: Timing is everything! A landscape 
designer can create the design and look 
after the approvals either being a complying 
development or a development application. If 
the timing is wrong it is the pool builder and 
home owner that it impacts. The pool builder 
will have a scheduled start date and if this is 
delayed they may not be able to line up the 
different trades when needed. Often the pool 
will be built before a new home when access 
is easier. If delays occur it can set back not 
only the pool but also the new home start 
date, which can be costly.
P+S: How important is communication 
between all stakeholders in a poolscaping 
project? What are the pitfalls if everyone is 
not on the same page?

AE: The beauty of having a landscape 
design is that the client knows how the pool 
and surrounds are going to look before the 
project even starts. There are no surprises and 
the job can be priced accurately. If good com-
munication is lacking then misinterpretation 
can occur. This can lead to costly mistakes 
for both the pool builder and home owner. 
P+S: We live in a time of increasing tem-
peratures. What impact does this have on 
the design of a pool and surrounds?

AE: Today Space Landscape Designs is 
designing more pools than ever. Over 90% 
of our clients building a new home or doing 
a major renovation include a pool. Outdoor 

living is very much a big part of the Australian 
lifestyle and entertaining at home is increas-
ingly popular. With families more time-poor 
they want to come home and stay at home 
to relax. I believe the demand for pools is 
going to keep increasing.
P+S: How important is it for designers and 
builders to have an ethos of sustainability? 
Does the average customer think about the 
environmental impact of a pool and surround-
ing elements?

AE: Most of our clients are conscious of 
the environment. They are happy to install 
water tanks which can be used to top up 
the pool as well as water the gardens. As we 
are also designing the entire landscape we 
are able to select low water use species and 
incorporate environmentally friendly products.
P+S: How do design requirements change 
according to the needs of a client? Is there 
a big difference between a family-focused 
design and a space used for lap swimming, 
for example?

AE: The majority of pools that we design 
are for families with children. This means there 
needs to be a practical element within the 
pool design. This includes deep end swimout 
ledges and calculated walkways around the 
pool. If there is room on the site and a client 
would like a larger pool, we can incorporate 
a lap pool in the design of the main pool.
P+S: What has been the biggest change in 
the last 10 years with regard to design and 
building trends, as well as customer involve-
ment/engagement?

AE: As blocks are getting smaller, the 
houses are taking up a larger proportion of 
the site, which means the sizes of backyards 
are reducing. This means that designs need 
to be smarter to ensure the block is fully 
utilised. The impact of new pool fencing laws 
also has made a big impact on the design of 
the backyard. Fencing needs to be worked out 
in the design stage to avoid costly mistakes 
and to achieve good design outcomes.

POOLSCAPING

MAKING TILES STICK IN SINGAPORE
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THE 
CHLORINES: 
THEIR ADVANTAGES AND 
LIMITATIONS

John McKenny, Macquatics Training

In this article — the first in a series — John McKenny from 
Macquatics Training outlines the basics of chlorine: what’s 
what, and what to do with it. This is the first of several 
non-technical articles containing helpful information and hints 
on how to properly operate any swimming pool. Keep your 
costs down and your pool clean and safe for swimming by 
following ‘Good water matters’ in each publication.

A
ll commercial pools — the ones that let the public in, 
including all learn-to-swim pools — must use chlorine 
for adequate and necessary disinfection. Necessary, 
because various governments stipulate its use, and 
rightly so, although there are a host of chlorine al-

ternatives out there now and some work well.
The amount of chlorine needed to kill off the pool water’s 

contaminants varies depending on a host of factors, but we’re 
talking about tiny amounts of chemical. For example, an aver-
age indoor 25 m pool needs only 1 L or kg of pure chlorine for 
general sanitation. That’s about 8–10 L of normal liquid chlorine, 
because it’s usually available at about 12% strength in some 
states and 10% in others.

The golden rule here is to initially test the water and add recom-
mended quantities of the chlorine you’re using, depending on the 
test, pool volume and maybe the weather if it’s an outdoor pool.

Chlorines are oxidisers. This means that they’ll destroy patho-
gens by the chemical attachment of oxygen (or the removal of 
hydrogen) to the unwanted substance. (Getting more technical 
than this simple explanation is unnecessary for our purposes.)

As long as chlorine is used at correct levels and other factors 
such as pH, water balance, low total dissolved solids (TDS) and 
adequate vacuuming are attended to, most people can swim in 
chlorinated water for extended times and not be aware of the 
presence of any chlorine.

Chlorine: the basics
When any chlorine is added to water, there is a simple chemi-
cal reaction:

Chlorine + water => hypochlorous acid
Hypochlorous acid is also known as ‘free chlorine’. We say it’s 

free because it is free and available to attack any contaminants.
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normal pool concentration. By increasing the chlorine con-
centration and lowering the pH, Crypto can be destroyed 
overnight. The use of chlorine dioxide is recommended also 
and is mentioned further on in this article.)

Negatives:
•	Hazardous. If added or used manually, must be handled 

correctly.
•	Reactive. Can react dangerously with other chemicals (acids).
•	Doesn’t store well. (My own trials show that at 26° and 

stored out of sunlight, hypo will weaken at 30% per month. 
In six months, it will be a very weak sanitiser, down from 
13% to 1.53% chlorine. What a waste!)

•	When added, the pH will increase, so an acid is needed to 
bring the pH back to the ideal level of pH 7.4.

2. Calcium hypochlorite (AKA cal hypo)
Form: granular, powder or briquettes
Concentration: 65–70% chlorine
Positives:

•	Easily automated.
•	Less residual chemical in the water as less is needed for 

adequate sanitation.
•	Provides the vital chemical calcium to the water along with 

low TDS.
•	Very little breakdown over extended periods if stored correctly.
•	Will also kill all contaminants and can quickly increase pool 

chlorine levels.
•	Is ideal for algae control; dry cal hypo can be sprinkled over 

the pool surface in small amounts. Remember always: it must 
never be mixed with anything!

Negatives:
•	Very dangerous if not used exactly according to instructions. It 

must be stored away from all forms of acid and never mixed 
with any other chemical.

•	Considered by some as expensive when used in large public 
pools.

•	High calcium levels often result if it is continuously added.
•	All spills must be treated as if the chemical is now contaminated, 

and must be correctly disposed of in a non-sealed container 
to avoid reactions and/or chemical fires.

GOODWATERMATTERS

Regardless of which chlorine is used, there are other unwanted 
compounds produced. Then the fun part starts: adding what I 
call ‘corrective chemicals’ to keep the water balanced and keep 
it clean, safe and comfortable for swimming.

Let’s look briefly at the common chlorines available:

1. Sodium hypochlorite (AKA hypo)
Form: liquid
Concentration: 10–14% chlorine
Positives:

•	Price and availability.
•	Easily automated and added in small amounts via metering pumps.
•	Commercially, delivered in large amounts with no manual 

handling required.
•	Kills all pool water contaminants including Cryptosporidium. 

(Note: Sodium hypo will take 7–10 days to kill Crypto at a 

THE GOLDEN RULE HERE IS TO INITIALLY TEST THE WATER 
AND ADD RECOMMENDED QUANTITIES OF THE CHLORINE 
YOU’RE USING, DEPENDING ON THE TEST, POOL VOLUME 
AND MAYBE THE WEATHER IF IT’S AN OUTDOOR POOL.
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3. Chlorine gas
Form: gas
Concentration: 100% chlorine

Used for pools and town water treatment. This chlorine pro-
duces acids — hypochlorous acid (free chlorine) and hydrochloric 
acid — when added to pool water, whereas the first two chlorines 
produce an alkali. With gas chlorine, the addition of an alkali is 
needed to keep the pH up to the desired pH 7.4.
Positives:

•	No handling required. Supplied in pressurised vessels and fed 
directly into the water.

•	Large one-tonne cylinders can supply enough chlorine for a 
full six-month season, so handling and freight costs can be 
comparatively low.

Negatives:
•	Gas leaks, although unusual, can be very dangerous.
•	Special equipment — gantry, hoist, leak detector, chlorinator, 

own room, expensive automated equipment, breathing apparatus 
and other personal protective equipment (PPE) — is needed 
for safe handling and use.

•	A good supply of sodium carbonate (soda ash) is also needed 
for pH correction.

4. Lithium chloride/hypochlorite
Concentration: 35% chlorine
Positives:

•	Excellent shelf life.
•	Easily handled.
•	Good solubility.

Negatives:
•	Cost.
•	Hazardous.
•	Can cause health risks at high concentrations.

5. Sodium dichloroisocyanuric acid (AKA 
dichlor) and trichloroisocyanuric acid (AKA 
trichlor)
Concentration: 50% chlorine, 50% cyanurate (dichlor); 90% chlo-
rine, <10% cyanurate (trichlor)
pH: approximately 7.0 (dichlor); approximately 3.0 (trichlor)
Positives:

•	Both will chlorinate and provide stabiliser (cyanurate) to the water.
Negatives:

•	Both chemicals are often misunderstood and ultimately misused. 
The chlorine in these compounds is used up during sanitation, 
but the cyanurate accumulates, eventually causing unaccep-
table and often unsafe water conditions. In properly managed 
water, cyanurate should always be maintained between 15–20 
mg of cyanurate, but I have found pools with cloudy water, 

algae growing and no-one swimming, with cyanurate levels in 
the hundreds — only because these two chemicals have been 
continuously added.

6. Chlorine dioxide (AKA the Crypto killer)
Form: tablets and gel
pH: 6.0–7.0
Positives:

•	Attacks and destroys Cryptosporidium approximately 100 times 
faster than chlorine at normal levels. (So we’re told.)

•	Using chlorine dioxide following a lose stool faecal accident in 
pool water results in minimal pool downtime, along with proven 
and complete disinfection when a recommended operating 
procedure (SWMS) for the particular swim centre/backyard 
pool is followed.

Negatives:
•	Cost.
•	Having yet another hazardous chemical for a faecal emergency 

may prove unnecessary.
•	The active life — particularly of the chlorine dioxide gel — is 

limited.

7. Sodium chloride (AKA salt)
Positives:

•	Cheap form of chlorine for smaller and backyard pools.
•	Safe.
•	Stores well.

Negatives:
•	Quite often, pool owners are advised to add enough salt to 

their pools for a salt concentration of 4500 mg/L or more, 
whereas a level of 2800–3200 mg/L is sufficient and should 
avoid the salt taste when swimming. Excessive salt means 
using extra amounts of other chemicals to keep the pH and 
other tests correct for comfortable swimming.

What’s next?
Stay tuned for the next instalment of ‘Good water matters’, which 
will focus on pH.

Macquatics Training 
www.macquaticstraining.com 

John McKenny has managed and leased swim 
centres for more than 30 years. He commenced 
TAFE teaching in swim centre operations and 
management 25 years ago and continues 
today. John is the author of The Complete 
Swimming Pool Handbook and the Leisure 
Pool and Spa Handbook. Obligation-free advice 
given any time.

GOODWATERMATTERS

REGARDLESS OF WHICH CHLORINE IS USED, THERE ARE OTHER UNWANTED COMPOUNDS 
PRODUCED. THEN THE FUN PART STARTS: ADDING WHAT I CALL ‘CORRECTIVE CHEMICALS’ TO 
KEEP THE WATER BALANCED AND KEEP IT CLEAN, SAFE AND COMFORTABLE FOR SWIMMING.
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WWW.PENTAIRPOOL.COM.AU

SO CLEAN YOU MIGHT 
BE TEMPTED TO BOTTLE IT...

POSI-CLEAR  RP  ™

The Posi-ClearTM RP filter gives you everything you could ask for in a filter. It 
delivers top-of-the-line cartridge performance to keep your pool sparkling 
clear. This new design features a raised and offset port which creates a 
cyclone effect inside the filter. The larger particles are flung out through 
centrifugal force, leaving the filter element to deal with the ultra-fine 
particles. The large particles simply fall to the bottom of the filter, where they 
can be easily drained out, making the Posi-Clear RP easy to clean too.

30,000
EMPLOYEES

6
CONTINENTS

100+
MANUFACTURING FACILITIES

90+
SERVICE CENTRES

500+
PRODUCT LINES

CHOOSING THE RIGHT FILTER HAS NEVER BEEN SO CLEAR

http://www.pentairpool.com.au
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POOLSANITISING

PROJECT COMPLETE
OZONE SOLUTION HELPS 

SWIM SCHOOL

Sue Howlett runs a thriving swim school in the Queensland suburb 
of Loganholme, just south of Brisbane. Howlett’s unique instructional 
technique and purpose-built centre have seen it become one of the 
preferred swim schools in the area, averaging up to 1200 bathers per 
week in its 130,000 L pool and 300 bathers per week in the smaller 
24,000 L pool.

As the business continued to grow, Howlett found that her 
sanitation system wasn’t keeping up with the increased demand, so 
she sought a solution that would improve the water quality and give 
her peace of mind.

Her research led her to fellow Queensland company Ozone1, 
which installed a primary and secondary disinfection system for the 
school’s two pools.

Howlett said that the new systems resulted in the water quality 
being the best it has ever been at the school, continuing to impress 
patrons and staff alike. Water clarity improved immediately, and 
combined chlorine levels now sit firmly at 0.3 ppm and below — well 
below the legal safe limit of 1.0 ppm combined chlorine. Her staff 
and clients have commented that they no longer experience chlorine 
odours and eye/skin complaints.

For the primary disinfection, Ozone1 installed its Hydroguard 302 
Blue I DPD1 and DPD3 smart controller to ensure consistent levels 
of primary sanitation (free chlorine and pH).

Ozone1’s Proprietary System Calculation was used for the CO2, 
along with the company’s Advanced Oxidation Process, Ozone + UV 
(AOP) as a secondary disinfection system. This was designed and 

built especially to combat the school’s issues with combined chlorine 
and, in particular, monochloramine.

The Hydroguard Blue I controllers use a colorimetric DPD method 
to determine the free chlorine and total chlorine measurements, 
as opposed to relying on traditional ORP or free chlorine sensors, 
resulting in extremely consistent sanitation (chlorine and pH) levels.

The Blue I system conducts a DPD1 and DPD3 test every 10 minutes, 
and each and every test can be uploaded via remote monitoring 
to the cloud where it is stored for two years, serving as valuable 
evidence to satisfy a possible complaint. The remote monitoring also 
allows access to view the school’s water quality at all times and if 
setpoints aren’t met, alerts are sent to the appropriate personnel via 
text message or email.

“I have been in the Swim School industry for 33 years and in my 
current location for the past 20 years. During this time I have struggled, 
like most operators, to keep my combined chlorine levels within range 
given my bather load,” said Howlett.

“After installing an Ozone1 system through Brauer Industries this 
has all changed. The system does what is promised.

“My combined chlorine levels are now well under the required levels. 
My staff now have a very comfortable environment to work in. I now 
have peace of mind knowing that my water is of a very high standard.

“Thank you to David Brauer and his team for their very professional 
service before, during and after installation.”
Brauer Industries
www.brauerindustries.com
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OZONE SOLUTION HELPS 
SWIM SCHOOL

More people 
swimming in more 
pools, more often
Increasing the number of healthier, happier pool and spa 
users embracing the leisure and enjoyment that our industry 
provides and supports: this is our purpose, whether your 
role in the industry is building, supply, service or support. 
Whether you work in a large firm or a two-person association 
office, we all have the same reason to get out of bed in the 
morning. Our job improves the lives of a large percentage of 
everyday people by facilitating the healthy fun of swimming.
The humbling privilege of being asked to supply a column 
to support our industry was immediately followed by a fear 
of what to say; what message to get across. What do the 
readers want? Will you care? How to be engaging and 
relevant? So, dear reader, I will do my best to inform, add 
value and entertain where I can to answer the regularly 
asked question: why be a member of SPASA Australia?
This is not the format to bore you with words like advocacy, 
governance, training platforms, collaboration and efficiency. 
These are needed and have a place in the positioning and 
strategic direction of the SPASA brand to meet its reason 
for existence or the constitutional objective to “promote the 
swimming pool and spa industry and associated industries 
and activities throughout Australia and further the standards, 
goodwill, ethics, reputation and development of the Industry”. 
This is what your board members are voted in to do and 
myself as an employee is tasked to do.
The title of this article and the first sentence is another way 
of phrasing our SPASA vision statements and constitutional 
objectives in way we can all explain why we are in this fan-
tastic industry. This is our goal: More (happier and healthier) 
people (enjoying) swimming in more pools, more often.
I, along with the support of the SPASA state leaders, will 
provide you regular updates around the key services we are 
working on to help meet this goal.
Look out for the Training and Education Workshops in Au-
gust at SPLASH! on the Gold Coast. This is the first step 
to moving training to a more strategic professional growth 
program, offering a career path for employees and retention 
program for employers.
Have your say with our regional sector groups. Talk with your 
local SPASA team for the next date when regional sector 
groups meet to discuss items that directly affect or benefit 
your specific part of our industry, whether it be building/
installation, retail/service or supply/manufacturer.
SPASA is a member organisation and thus our staff are 
dedicated to delivering value to the industry. I am privileged 
to join the rest of the SPASA team in further adding value 
to our members.
Lindsay McGrath, CEO, SPASA Australia

http://www.waterco.com
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PRODUCT
PAVILION

UV DISINFECTION SYSTEM
The UV-Guard X-Series UV disinfection system is an efficient 

UV disinfection system for commercial aquatic applications 

where high UV doses at large flows are required. The system is 

Australian WaterMark certified, which validates its build quality 

in commercial swimming pool environments.

Multiple lamped models allow required UV dose rates to be 

achieved even at large flows. Disinfection of total swimming 

pool recirculation flows can be achieved through a single 

reactor, reducing footprint requirements and plumbing infra-

structure costs whilst lowering chloramines and decreasing 

the amount of chlorine used.

Key to the system’s design is the combination of UVG 

LongerLife low-pressure, high-output amalgam UV lamps with 

thermally stable electronic ballasts configured to maximise 

efficiency and performance. The UV lamps have an operating 

life of up to 16,000 h, maintaining a UVC output of 90% or 

greater at the end of lamp life.

The system is supplied with a thermally stable, IP54-65 

rated PLC controller with lamp on/off LEDs, lamp fail alarm 

and digital lamp life timer.

A range of single and multiple lamped systems with a variety 

of options are available, making the series suitable for spas, 

hydrotherapy pools and large commercial swimming pools. 

Inlet and outlet connections are customisable to suit project, 

customer and application requirements. Remote control and 

remote monitoring options are available. 

UV-Guard Australia Pty Ltd

www.uvguard.com

http://www.vendart.com.au


May/June 2016     POOL + SPA  | 31WWW.POOLANDSPAREVIEW.COM.AU

PRODUCT
PAVILION

POLYETHYLENE POOL BLANKETS
Sancell has changed the dome profile of its polyeth-

ylene pool blankets. The Streamline Dome Profile has 

a rounded bubble 18 mm wide and just 3 mm high.

The reduced bubble height and rounded shape 

help prevent wear and tear when taking the blanket 

off the pool, which in turn can prolong the life of the 

blanket. The streamlined dome shape also allows 

for more compact storage when rolled up, reducing 

the space required for storage.

Suitable for use on domestic and commercial 

pools, the covers reduce evaporation and prevent 

unwanted leaves and debris from getting into pools. 

They are custom made to fit any size or shape of 

pool or spa.

The blankets are available in 400, 500 or 600 

micron thicknesses and contain UV stabilisers, 

making them suitable for 

use in Australia’s harsh 

environments and weather 

conditions.

Sancell Pty Ltd

www.sancell.com.au

RESIDENTIAL OZONE SANITATION SYSTEMS
Brauer Industries has scaled down its commercial ozone technology to 

produce a residential line of OzoneSwim pool purification systems. The 

systems combine ozone with a mineral/salt cell to create soft, hygienic 

and odour-free water for backyard pools and spas.

The systems use Corona Dis-

charge technology to produce 

ozone which is then introduced 

into the water via a multiflow 

injection manifold to rapidly 

destroy organics, impurities, 

bacteria and viruses. They also 

destroy chlorine by-products 

(chloramines) that cause skin, 

eye and respiratory irritations, 

as well as chlorine-resistant 

parasites such as Crypto-

sporidium.

In addition to being a natural 

flocculent, ozone performs the 

majority of the sanitation work-

load, therefore lowering chlorine 

demands by up to 80%. The systems can either replace or complement 

existing sanitation systems.

Brauer Industries

www.brauerindustries.com

http://www.tbwsaquatic.com.au
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‘E
ducation’ is a commonly used word in the pool 
industry, and there’s no doubt that without educated 
professionals, the industry won’t advance. This is 
certainly true when it comes to pool covers — 
but the industry, in turn, needs to educate the 

general public on the benefits of using a pool cover.
The good news is that once a consumer experiences these 

benefits first-hand, they’re likely to be a pool cover user for life. 
Some more good news: many consumers are already educating 
themselves on the varying levels of quality in pool covers.

Interestingly, both Sancell and Sunbather find that the cus-
tomers usually seek them out, rather than having pool builders 
recommend them. By the time a consumer makes contact with 
them, they usually know exactly what they want and why they 
need a pool cover. In fact, Sancell has decided to sell through 
its website — as well as through pool shops — in response to 
consumer demand.

“We do sell direct to public — more out of necessity than 
anything else. Potentially, price-wise, consumers would be better 
off to go through the pool shops, because we do charge a pre-
mium on our retail price, but people do like to buy direct from the 
manufacturer and we have to respect that,” said Wrigglesworth.

Boadle suspects that some pool builders underplay the value of 
a cover during their pitch to potential customers. “They are afraid 
that too many extras in their contract may lead the customer into 
signing up with someone else. When the inclusion of a cover is 
mandatory, such as under NSW BASIX, then the temptation is to 
go with the cheapest option. That often means that the supplied 
cover is of lower quality as well as being hard to use. And if you 
end up with a cover that is hard to use, then guess what? It is 
hardly used,” he said.

“There’s obviously a lot of cheap versions on the market, but 
people that are sitting there and doing the research and want 
the quality product, they’re the ones coming to us, we find,” 
added Wrigglesworth.

Flouting the rules
Given that the use of pool covers is mandatory in certain situa-
tions such as new pool builds and with heated pools, you’d think 
that they’d be more widely used. However, adherence to these 
regulations is often lax at best.

“You’ve got the building codes that [say] that if you have a 
fossil fuel heater on a swimming pool, you must have a pool 
cover,” said Boadle.

MORE ABOUT POOL COVERS

Alice Richard

Following on from our Industry Roundtable on pool covers and enclosures, we talked to some more pool 
cover experts to hear their opinions on the state of the industry. Simon Boadle, director of Sunbather, 
and Sancell’s Kathleen Wrigglesworth share their thoughts on pool covers.

EXTRA COVERAGE
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“However, not many people know that that piece of legislation 
exists. And it’s certainly not enforced.”

Since pool covers unequivocally reduce heat loss in heated 
pools and minimise evaporation, surely it’s a no-brainer to use 
them. But again, pool cover uptake comes down to cost and 
ease of use. While it’s tempting to put your head in the sand 
and pretend that pool covers are optional, eventually everyone 
in the industry will need to toe the line. And why wouldn’t you 
when the benefits to your client are so obvious?

“The industry needs to say, ‘Right, pool covers are here to stay; 
now I’m going to have to incorporate them.’ It’s a bit like safety 
fences, perimeter fences. I was in the business when no fences 
were required in a lot of states. And then everyone in the pool 
industry thought the industry’s going to collapse; the sky’s going 
to fall because the cost of the pool’s going up too high. Yes, the 
cost of a pool has gone up incredibly over the last few decades, 
but there is a certain percentage of the public that battle their 
way through the legislation and put the pool in because that’s 
what they want,” said Boadle.

“Once everyone is facing the same hurdles, the same costs, 
you’ve got a level playing field and away you go again.”

Because you’re worth it
As with most things in life, there’s no doubt that with a pool 
cover, you get what you pay for. And while for pool builders and 
consumers alike, it’s very tempting to skimp on a pool cover in 
favour of spending more on another part of the pool, you’ll almost 
invariably find that opting for a reputable brand — even though it 
might cost more — will pay for itself in a short time.

Sancell sees plenty of customers who’ve learnt this the hard 
way. “You hear people say, ‘Oh, I got a Bunnings cover last time 
and it started flaking off in six months.’ We hear that often and 
then they’re swayed to come to us,” said Wrigglesworth.

“When we speak to them and tell them we’ve got a three-year 
warranty and then a pro rata warranty after that, it often works 
out cheaper for them to make that little bit more of an invest-
ment to begin with, than just to buy your Bunnings cover which 
is imported from China, or something cheap from eBay.

“We always tell customers, ‘Look, it may be a little more 
expensive now, but it is going to last. And we guarantee that 
it will last three times, five times, ten times — depending on 
what micron you buy — longer than a cheaper alternative.’ And 
that’s another environmental angle, I suppose. The less often 
you have to dispose of a cover, the less often you’re impacting 
the environment.”

Control pattern
Even in the solar pool cover market, customers are increasingly 
seeking automated options.

Sancell has experienced a definite increase in requests for 
automated and hidden systems, Wrigglesworth said. Rather than 
a manual cover that’s unwieldy and gets in the way, customers 
increasingly want a pool cover that’s out of sight and easy to use.

Boadle said this is particularly true for the higher end of the 
market and it is now becoming a trend in the commercial sector.

“We’ve been supplying commercial pool covers for 20 years. 
In the early days, it was energy savings that drove it, and a lot 

of outdoor swimming pools put these on. Nothing was motorised 
so it became quite an onerous thing for the pool supervisors to 
manually haul covers and rollers at the end of the evening. As 
a result, they were either not used, or some of them were just 
pushed into a corner.”

Naturally, hefting these heavy commercial covers led to some 
OH&S issues and, in one case, led to a council discarding a cover 
that was saving about $15,000 a year in gas heating costs after 
an employee’s elbow was crushed by a roller.

“That has actually encouraged us to pour a lot of time, money 
and research into automation of larger pool covers and over 
the years we’ve developed motors and control boxes, automatic 
boxes, etc, that enable most people to just push a button and 
watch the cover go in and out. Now, that obviously comes at a 
price. Our clientele are quite happy to pay for that because they 
understand the benefits of pool covers.”

The future for commercial pools
“I think it’s fair to say that commercial operators as well as do-
mestic pool owners do not want the cover in the way when the 
pool is open. It’s an eyesore. So the next stage of development 
— in both the domestic arena and the commercial arena — is 
to have the cover retract and hide away below the ground when 
it’s been retracted,” said Boadle.

“We’ve got a product called a Downunder, which I think eve-
ryone’s pretty well aware of now, which will roll a bubble cover 
or thermal blanket under the ground quite easily. And now we’re 
doing exactly the same for commercial operators, so we’ll be 
automatically winding 25 x 6 m wide pool blankets onto a roller 
under the ground and they will completely disappear and the 
public will just walk all over it.

“I think that is definitely the trend, and if we can achieve that, 
it means that covers should be more acceptable to more people 
in the community.”

Why wouldn’t you use a pool cover?
“There is no doubt that once people use a cover, they suddenly 
realise how valuable they are. If you’re trying to heat a pool or 
stop water evaporation, it all happens on the surface of the water. 
90% of the heat goes straight out of the top of the swimming 
pool. It’s not the filter; it’s not the pumps; it’s not this; it’s not 
that. It’s just exposed water and if you put a cover over that, 
you basically stop it dead,” said Boadle.

“We often see, particularly in really hot parts of the country, 
that people are really desperate for a pool cover because they 
can pretty much see the water evaporating. So I think it still is 
a really relevant reason to have a cover. Water costs money and 
it’s not cheap. It’s definitely a big factor,” said Wrigglesworth.

While most consumers won’t fully appreciate the benefits of a 
pool cover until they’ve experienced them for themselves, a rec-
ommendation from a trusted professional is the next best thing. 
The key to increasing pool cover use is to educate your clients on 
the benefits of pool covers: reduced energy use for heating; less 
debris in the pool; and massive reductions in evaporation. Once 
your client has experienced these benefits (and the associated 
cost savings), you’ll have a happy customer with an increased 
respect for your expertise.

P O O L  C O V E R S
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PROJECT COMPLETE
GOOD ENOUGH TO DRINK

In traditional chlorine-disinfected 
swimming pools and spas, the 
high levels of chlorine react 
with human sweat and urine to 
form new chemicals that have 
been linked to asthma, allergies 
and even cancer. These by-
products of chlorine, known as 
chloramines, are what cause skin 
and eye irritations in swimmers 
and the characteristic odour of 
chlorinated pools.

It was these unpleasant odours 
and negative effects on swimmers, 
coupled with the ongoing cost of purchasing chemicals, that made 
John Comino look for an alternative option to disinfect the water in 
his backyard swimming pool.

“Prior to installing our UV system, we used sand filtration and 
manual chlorination. However, I was sick of using chemicals and 
copper silver systems that can stain the pebblecrete surfaces of our 
pool. I came across UV water disinfection and it seemed like the most 
sensible choice with the least amount of maintenance,” Comino said.

Water disinfection specialist UV-Guard offered Comino an 
alternative solution to water disinfection for his pool that allows 
chlorine levels to be as low as in drinking water.

“While using UV, chlorine use can be reduced by up to 90% to levels 
as low as 0.5 ppm — similar to concentrations found within drinking 
water. This provides swimmers with a much more comfortable 
experience and filters are required to be backwashed less frequently, 
resulting in less water usage,” UV Guard Technical Director Luke 
Chamberlain said.

“ U V  w a t e r  d i s i n f e c t i o n 
inactivates bacteria, viruses, 
moulds and spores, even the 
ones that chlorine doesn’t, while 
removing the nasty by-products of 
chlorine, so it’s the ideal solution 
to ensuring your pool water is fit 
for swimming without the need 
for large doses of chemicals,” 
Chamberlain said.

U V  w a t e r  t r e a t m e n t 
disinfects water, deactivating 
microorganisms including the 
chlorine-resistant Cryptosporidium 

and Giardia. Plus UV reduces chloramine levels, meaning no more skin 
and eye irritations and a better breathing environment for asthmatics.

UV-Guard worked with Comino to design a UV system specific to 
his needs, taking into account total pool volume, peak flow rate of the 
existing recirculation pump, swimming pool use and existing filtration 
type. These parameters were used to establish the correct UV dose 
required, which identified UV-Guard’s UVG SLT125 model as being the 
suitable UV disinfection system choice.

“I wanted to use UV because it meant I wouldn’t have to purchase 
or store dangerous chemicals, there’s less maintenance, no skin or eye 
irritations and no damage to the pool surface. Plus it was easy to install 
with a simple addition to our pipework,” Comino said.

“Since installing our UV system, our pool water is clean and I have 
had to spend significantly less at the pool shop. Maintenance is also 
very simple. I’m really pleased I made the change to UV.”
UV-Guard Australia Pty Ltd
www.uvguard.com

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
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GOOD ENOUGH TO DRINK

PRODUCT
PAVILION

OUTDOOR SHOWER BASE 
AND GRATE
Creative Drain Solutions’ Outdoor 

Shower Base and Grate is manufac-

tured entirely from 316 marine-grade 

stainless steel that goes through an 

in-house electropolishing process that 

improves the product’s resistance to 

harsh chemicals found in the pool 

environment.

Designed and made in Australia, 

the shower base and grate provides 

an efficient, discreet drainage system 

that drains water completely away.

The company offers in-house de-

sign and manufacturing facilities so 

all products can be custom-made to 

suit clients’ applications.

Creative Drain Solutions

www.creativedrainsolutions.com.au

SOLAR POOL BLANKET
Pool blankets have followed the traditional ‘round bubble-wrap’ 

design since the late 1970s. Elite Pool Covers has changed the 

design of the pool blanket with the Elite Triple Solar Cell blanket.

According to the company, it offers better heating due to the 

removal of a ‘dead zone’ that exists in standard bubble designs. 

By forming a solar cell that can collect energy better, the blanket 

can heat the water more effectively.

The design comprises three bubbles formed into one, providing 

better insulation with a bigger ‘still air zone’ and a base that is 

60% thicker than previous designs. The added shape and thick-

ness of the blanket also offers more protection from chlorine 

attack and UV rays.

The blanket’s manufacturing process gives a more uniform 

thickness at the sides, top and base of the big cell, unlike the 

traditional round bubble design that can have an inconsistent 

thickness and hence shorter life expectancy.

Elite Saltsafe and Chlorsafe technology helps the pool blanket 

withstand the harsh sunshine and pool water conditions of an 

Australian swimming pool.

Elite Pool Covers

www.poolcovers.com.au

http://www.waterlillyaustralia.com
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JOY POOL SYSTEMS
Unit 21, 2 Richard Close, North Rocks, NSW 2151
02 9630 5011 • sales@aquajoy.com.au
www.aquajoy.com.au

UNIQUE
  G SERIES

AUTOCLEAN SALT WATER CHLORINATOR

• auto-clean function
• easily read chlorine monitor
• adjustable chlorine control – zero to maximum
• timer for fi lter/chlorinator operation
• resetable circuit breaker
• Australian Standard Approved
• approval no NSW26379CELL

• designed for maximum chlorine output
• highest quality electrodes ensure extended cell life
• clear ultra-violet stabilised casing
• 40/50mm inlet-outlet ports
• unique plug in Cell design

MODELS
G15  suitable for pools up to 45,000 litres
G25  suitable for pools up to 90,000 litres
G40  suitable for pools up to 150,000 litres

PRODUCT
PAVILION

OUTDOOR-RATED STRIP HEATER
Thermofilm has released Heatstrip Elegance, an outdoor-rated strip heater that is off-white rather than the 

traditional black.

Available from May 2016, the radiant heater blends in with most white 

ceilings in al fresco, verandah and patio areas for both residential and 

commercial premises. The heater’s heating element design produces a 

more even temperature distribution and allows the energy-efficient heater 

to operate at higher temperatures.

The heater is also approximately 12% shorter than the traditional black 

Heatstrip heaters and therefore takes up less space and has less surface 

area than similar products.

The company has worked to develop the heater’s coating so it does not 

discolour through the constant heat it produces. The coating is flexible, 

preventing cracking. The heater is also corrosion protected, making it suit-

able for seaside locations.

The bracket allows both ceiling and wall mounting at various angles, as well 

as suspension by chains, wires and metal rods for use with higher ceilings. 

All accessories and brackets are colour-coordinated with the heater range.

All three models are IP55 rated, which means they are protected from 

water ingress from all directions. The 1800 and 2400 W models come with DIY installations, while the 3600 W 

model needs to be hard wired.

The 1800 W model is 974 mm in length, the 2400 W model is 1204 mm long and the 3600 W model is 1804 

mm long. In addition to trade outlets, the heaters are available from Bunnings as well as specialty outdoor 

living, electrical and heating stores.

Thermofilm Australia

www.heatstrip.com.au

http://www.aquajoy.com.au
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PRODUCT
PAVILION

WATER CIRCULATION SYSTEM
Waterco has released the E360 system that helps enhance water 

circulation, in turn reducing energy and chemical use.

Key to the system is the Q360 Turbine Valve, an efficient valve 

that alternates maximum flow to each of the three nozzle-down 

jets, ensuring the entire pool is well circulated.

The three nozzle-down jets return the water flow. They are stra-

tegically placed to aid circulation, and each one is designed to 

maximise the effectiveness of the return flow throughout the pool.

The heated and chemically treated water is evenly distributed 

to the bottom of the pool, improving chemical distribution and 

reducing chemical usage, while also reducing the potential for 

algae growth and enabling better heat dissipation.

Traditional residential swimming pools circulate pool water via 

two returns located near the surface of the pool, resulting in only 

the upper layer of the pool water receiving circulation. Thus, 

heated water often does not reach the bottom of the pool. The 

E360 system helps eliminate cold spots by delivering warm water 

to the bottom of the pool.

The system also helps improve the effectiveness of variable 

speed pumps. When these pumps operate at their most energy-

efficient setting, they reduce the pump’s water flow, which can 

negatively affect a pool’s circulation. When used with this system, 

the circulation is improved.

The system is designed for all types and shapes of pools.

Waterco Limited

www.waterco.com.au

http://www.theralux.com.au
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PROJECT COMPLETE
FACE LIFT FOR AGEING 

ADELAIDE BEAUTY

An ageing Adelaide leisure centre was given a face lift for its 40th 
birthday. Contractors used a range of Mapei products to ensure the 
tiling job was up to scratch. 

The Adelaide Aquatic Centre is a complex of indoor heated swimming 
pools operated by Adelaide City Council. The centre is located in the 
northernmost extent of the Adelaide Parklands in North Adelaide. The 
centre opened on 20 December 1969 and is now over 40 years old.

The centre features a 50 m Olympic-sized swimming pool and 
a smaller adjacent pool used for aqua aerobics, canoe polo, diving, 
underwater hockey and water polo. These two pools are surrounded 
on three sides by raised seating for competition spectators. The 
wet areas also include an octopus-themed ‘Octopool’ for children’s 
swimming lessons and recreational use, two leisure pools, two water 
slides, two spas, a dry sauna and a steam room. The centre also offers 
a child-minding area and a health club equipped with cardio machines, 
pin-loaded weight machines and free weights. There are also shops 
providing swimming equipment and food, and an outdoor barbecue area.

In 2014, Adelaide City Council together with the South Australian 
Government commenced refurbishment of the existing pools and areas. 
The project had an estimated cost of $5 million. 

Tectonic Tiling was awarded the tiling contract and commenced 
work on the 50 m pool, dive pool and leisure pools. Existing tiles were 
removed from the two leisure pools, which were then converted into 
one larger pool area. Contractors repaired the existing concrete walls 
and floors, as well as repairing and reinstalling the control joints using 
Mapei’s Kerapoxy (acid-resistant epoxy grout), Mapeband TPE (TPE 
tape for flexible sealing and waterproofing expansion joints and cracks 
subject to movement) and Eporip (solvent-free epoxy adhesive for 
sealing cracks in screeds). 

Mapegrout Rapido — a fast-setting and -drying, shrinkage-
compensated, fibre-reinforced mortar for concrete repair — was applied 
to seal around the penetrations on the pool floors. 

Images courtesy of Mapei.

Planicrete SP (latex additive used in the preparation of high-
performance screeds and renders), sand and cement were used to 
obtain a steadfast render which was applied to all areas, followed by two 
coats of Mapelastic Smart (highly flexible cementitious waterproofing 
membrane used to protect concrete structure and renders with hairline 
cracks). Mapetex Sel (non-woven, macro-holed, polypropylene fabric 
used to reinforce waterproofing membranes) was embedded into the 
Mapelastic Smart membrane to ensure that the integrity of the pool walls 
and floor were fully protected prior to the tiling installation.

Tectonic Tiling commenced with the installation of Metz 119 x 244 x 
9 mm slip-resistant pool tiles to the flooring areas. Additional tiles were 
also installed from the Metz pool tile range, including rebated finger grip 
tiles and grate support tiles to the wet decks, satin finish tiles to the 
wall areas and step tread tiles to all steps and ladders. Contractors used 
Mapei’s Kerabond Plus high-performance adhesive mixed with Isolastic 
(latex additive to improve the adhesion, deformability and impermeability 
to the substrate once hydration has occurred).

The pool tiling was grouted with Ultracolor Plus — specifically chosen 
for this project due to the grout’s durability in immersed conditions as 
well as the product’s specific anti-efflorescent properties. Mapesil AC 
silicone sealant was selected to form a perfectly elastic gasket in the 
wall/floor expansion joints. Mapesil AC is a sealant suitable for pool 
environments as it contains properties to resist mould and mildew as 
well as protection from chemical agents found in pool water.

With over 3500 m2 of tiling, 2500 m2 of waterproofing, 1000 m2 of 
levelling, 440 m2 of render, 1060 m2 of cement screeds and 2100 lineal 
metres of silicone joints required to complete all pools, contractors 
chose to install the final pool tiles using Mapei’s Granirapid (fast-setting 
adhesive) to accelerate the tiling process, ensuring the project was 
completed on time.
Mapei
www.mapei.com.au
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Spiros Dassakis

Your worst nightmare comes true: you receive an email 
from your largest customer advising you that they are 
changing suppliers for strategic reasons. Losing this cus-
tomer represents 20% of your sales and 30% from your 
bottom line profit. Ouch.
When talking about sales or income, the term ‘customer 
concentration’ is used a lot to understand which customers 
are responsible for a business’s sales. There are many 
businesses that have a large number of small-volume 
customers, while other businesses have a few large 
customers that account for the majority of their income.
Over time, many businesses get accustomed to customer 
concentration and don’t recognise this as a risk. As buyer 
and seller relationships develop, both the business and 
the customer can become reliant upon each other. This 
reliance on each other creates a vicious cycle.
If your business does not have a consistent flow of new 
customers coming through your front door at the same 
time as some of your customers are leaving through the 
back door, you are likely to have a customer concentration 
problem. If your business predominantly serves a particular 
industry, you should always be on the hunt for ways to 
expand your services or product lines outside that industry.
It is also important to note that buyers worry about the 
risk they are taking on when they buy a new business. 
The influence of customer concentration on a business’s 
value varies — from the buyer walking away to reducing 
the value in their offer — to reflect the increased risk of 
being exposed to the loss of one or more of the busi-
ness’s key relationships.
Remember: a buyer rarely buys what the seller thinks 
he’s selling.
It is always a good idea to assess how vulnerable your 
business is to income by customer, industry sector, geo-
graphical area and products and services sold. A diverse 
customer base will lead to lower and healthier customer 
concentration levels, as well as better position the busi-
ness to endure fluctuations in losing customers.
While we are talking about concentration, let’s not forget 
your employees. Employee concentration can also occur 
when you heavily depend on a specific employee who has 
centralised knowledge to carry out important functions. 

If they leave, your business 
can stall.
Running a business is tough. 
Owning it is even tougher. 
So ask yourself: if you lose 
a few large customers or a 
key employee and your busi-
ness’s profitability tumbles or 
productivity falls... then who 
owns who?
Comments welcome: spiros@
spasa.org.au.

Spiros Dassakis

Who owns who?

http://www.waterco.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

OVER 100 EXHIBITORS

FREE TO ATTEND

NEW VENUE GOLF DAY

    NETWORKING & 
EDUCATION SESSIONS

Silver Sponsors Welcome Reception 
Sponsor

PRODUCT
PAVILION

POLYETHYLENE 
VERTICAL GARDEN 
RANGE
Vertical gardens are increasing 

in popularity around the world; 

however, so too are their costs. 

Irrigation, plant replacement, 

fertilisers, frames, installation 

and regular maintenance costs 

mean that live vertical gardens 

can be expensive and beyond 

the reach of many consumers 

and businesses.

Designer Plants’ Forever Hedge vertical gardens look real, provide instant greenery, 

don’t require regular maintenance, provide instant results and come in a wide range 

of designs.

Made of a durable polyethylene (PE) plastic, the vertical gardens can withstand rain, 

hail, sun and snow. Different varieties can be mixed and they can be easily made to 

size and quickly installed.

Made as a DIY product, they don’t require any specialist trades or skills to be installed.

Varieties available include Pink Lily, Lavandula, Jasmine Leaf and Mondo Grass. The 

company can also provide custom-designed vertical garden walls, artificial hedges 

and topiary.

Designer Plants

designerplants.com.au

GLASS COATING
EnduroShield is an ultrathin 

transparent coating that 

adheres to the glass surface 

and provides protection 

that repels both water- and 

oil-based stains. It helps 

protect against staining, 

build-up and etching from 

salt and chlorine spray, dirt 

and grime.

Once applied, cleaning 

the glass is easy, requiring 

just water and a mild detergent or wiping with a microfibre cloth. For best results, a 

squeegee can be used to remove water drops from the glass after cleaning.

The coating can be applied to all new or existing glass surfaces. Applications in-

clude glass railings and fencing, glass backsplashes, exterior windows, glass roofs 

and marine glass.

Only one application of the product is needed; revitaliser products are not required. 

It is UV stable and environmentally friendly as it eliminates the need for harsh clean-

ing products.

The coating can be purchased as an optional extra on glass products direct from 

the manufacturer. It can also be applied by professional EnduroShield after-market 

applicators to glass surfaces that are already installed.

EnduroShield

www.enduroshield.com/aus/

http://www.splashexpo.com.au


May/June 2016     POOL + SPA  | 41WWW.POOLANDSPAREVIEW.COM.AU

PROJECT COMPLETE
ENCLOSURE AS ALTERNATIVE 

TO INDOOR POOL
Joy Lucas found inspiration for her pool 
enclosure in an unlikely place: a National 
Geographic magazine.

“Archaeologists were trying to preserve 
a dig site, so they enclosed it in one of these 
enclosures with a retractable roof. And 
you go in there and they open it up and you 
wouldn’t know it was there. And at night, or if 
it’s raining or anything’s happening in winter, 
they close it back up,” she said of the first 
time she saw a pool enclosure.

Wanting to install an indoor pool on her 
sloping block, Lucas’s plans had been stalled 
by fussy neighbours who complained about 
her plans to build a permanent structure on 
the waterfront property.

“We went through everything with the 
council and we couldn’t get it passed. And 
in the end I thought, no problem, I’ll look elsewhere,” she said. It 
was then that she came across the National Geographic magazine.

“And I thought, ‘I wonder if anyone does that in Australia?’ I went 
looking and I found a company in Queensland that did something 
similar, and also The Pool Enclosure Company. I contacted both of 
them and James [Hutchins, TPEC’s CEO] just beat them by miles,” 
she said.

Lucas’s susceptibility to skin cancer (she’s a redhead) ended up 
being a positive, with her skin cancer specialist sending a letter to 
council stating that she needed a UV-blocking cover over her pool to 
protect her skin. TPEC’s enclosures block 97% of UV, making them 
perfect for Lucas’s requirements. While the pool and enclosure were 
eventually approved, the approval was quite restrictive. “But James 
just worked around it,” said Lucas. “He was fabulous.”

Lucas and her husband worked closely with Hutchins to design 
the enclosure to suit their needs, deciding on doors at either end and 
windows at the top, along with multiple retractable sections, allowing 
them to completely open the structure if they desire. They chose the 
CORSO Lean-to model — the first installation of this type in Australia.

As the pool is heated using a combination of solar and fossil fuel 
(in this case, gas), under NSW law, it required a cover. However, 
Lucas wasn’t keen on pool covers after her experiences using one 
on her brother’s pool.

“That’s where I learnt the hard way about what I had to do with 
pool covers. 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. I have arthritis in my hands and just found it a bit hard to 
use,” she said.

“And they weren’t cheap anyway. I looked into those electric ones 

that drop down and you can’t see them. They were expensive. They 
were $8500–$10,000 for what I wanted.”

While an enclosure might seem more unwieldy than a cover given 
its size, Lucas says it’s anything but. She has no troubles opening 
it, even with the arthritis in her hands.

“I do it with one finger. I have arthritis really bad. I get injections 
every three months. And I said to James, ‘I think I’m going to need 
an electric thing on it to open it up’,” she said.

“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.”

As far as maintenance goes, Lucas says there’s hardly any to be 
done. The pool cleaner spends more time hanging on the wall in the 
pool shed than it does in the pool.

“I put it in about once every three, four weeks and I leave it in for 
two to three days, max,” she said. “We have no maintenance; we do 
nothing. We only sweep up around the enclosure — the outside of 
it. We don’t have to clean anything.”

Heating costs for the pool have been far less than Lucas expected. 
“It cost me an extra $200 on my gas bill. That’s it. For the whole of 
winter,” Lucas said.

While a pool enclosure wasn’t quite what Lucas and her 
husband initially envisioned, they’ve been thrilled with the results. 
“Enclosures aren’t cheap, but I would never, never have a swimming 
pool without one again,” she said. “Everyone who sees it wants one.”
The Pool Enclosure Company
www.thepoolenclosurecompany.com.au
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