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Don’t believe everything you read! Your parents 

were right about this. Particularly when dealing 

with pool chemicals, it’s so important to take 

every piece of advice with a grain of salt.

This lesson was really brought home to us 

recently. One of our articles (‘Adding pool 

chemicals — carefully’) contained advice that 

differs from Department of Health regulations. 

Two readers wrote Letters to the Editor to alert 

us to this. (See page 18.)

Their concern was that readers might take 

the author’s opinions as fact and unwittingly 

contravene these regulations. While we know 

that Pool+Spa readers are a clever bunch, 

it perfectly proved the point about double-

checking everything you learn.

But it also generated debate within the 

Pool+Spa team. If an industry veteran’s 

methods differ from the mainstream but they 

believe they can back them up, should we 

even be providing a platform for discussion 

of these methods?

On the one hand, we want to bring our read-

ers factual, relevant information, and we don’t 

want to lead you astray with incorrect advice. 

On the other, we think it’s vital that dissenting 

voices are heard — if people don’t challenge 

the status quo, how can we ever improve and 

grow? We’re not in the business of censoring 

people’s opinions — which is why we publish 

letters like the ones in this issue criticising our 

decision to publish the article.

It’s a tricky question and not one that I’m sure 

we have the answer to — suffice it to say that 

everything we do is done to support the industry.

Healthy debate is good for the industry, and we 

see Pool+Spa as the voice of Australia’s pool 

and spa industry. We believe it’s important to 

deliver a variety of viewpoints in order to get 

people talking about the big issues.

We welcome all feed-

back, but we’re also open 

to new ideas. Is there 

something you disagree 

with or think we need to 

discuss? Drop me a line!
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USA vs AUS
HOW OUR POOL 
INDUSTRY 
COMPARES WITH 
THE STATES
Alice Richard
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P
ool+Spa had the opportunity to 
speak with someone who has 
inside intel on both Australia and 
the US: Don McChesney, the GM 
of A&A Manufacturing, the com-

pany best known for creating the QuikClean 
in-floor system. A&A looks to Australia for input 
in further refining and developing its products, 
working closely with Cooke Industries, the 
exclusive Australian distributor of QuikClean. 
This gives McChesney a unique insight into 
both the US and Australian markets. He 
shared with us his thoughts on the US and 
Australian industries and common issues 
facing both markets.

What goes up must come down
The Global Financial Crisis hit the US pool 
industry hard. From well over 100,000 new 
in-ground pools built in 2005, numbers 
plunged to less than half in 2006. While the 
2005 figures were the result of an industry 
that was booming just a bit too much to 
be sustainable, the post-GFC figures were 
more than just a minor market correction.

“We took a hard, hard crash. The economy 
was booming. It exploded. So there was a 
correction, which I think everybody knew had 
to happen, but just didn’t see it coming so 
we could cut back soon enough,” he said.

The US market is slowly recovering, but is 
a long way from achieving pre-GFC figures. 
McChesney said an estimated 57,500 in-
ground pools were built in 2014. Australian 
estimates hover around 20,000 new pools 
built per year, which seems like an awful 
lot per capita when compared with the 
States. However, it’s not quite that simple.

The US figures don’t include above-ground 
pools and portable spas, of which there 
are reportedly many. The US also has a 
far higher number of existing pools, which 
sustain the industry through renovations, 
spare parts, chemical sales and service.

Interestingly, Australia has a higher 
proportion of fibreglass pools than the US 
— something that McChesney says is slowly 
changing. A&A is drawing on Australia’s 
knowledge of fibreglass pools to refine the 
QuikClean system to work in these pools.

“What interested us here also about 
Australia is the fact that the percentage 
of pools that are built in fibreglass is 
much larger than in the United States. 
Our system works even more efficiently in 
a fibreglass pool, because the surface is 
smoother. We’re working very diligently with 

Cooke Industries and trying to get those 
[fibreglass] builders to come over to our 
total circulation system,” McChesney said.

Show me the money
As noted in our Industry Roundtable on au-
tomation, it seems that many pool builders 
are afraid to quote higher than what they 
think their competitors are quoting, for fear 
of losing sales to someone cheaper — and 
this is as true in the US as it is in Australia.

“The thing that we’re both challenged 
in, both countries, is that when selling the 
pool, instead of trying to be conscious of 
just the price to the consumer, [we should 
focus more on] what they’re getting for 
their money,” McChesney said.

“But the consumer … wants a pool 
that’s carefree and maintenance-free. It’s 
not totally how much you pay for the pool 
[that matters to the client], but how much 
it costs for the upkeep of the pool — the 
time and money and effort spent to do that.”

Adding an in-floor system can add an 
extra $7000 to $10,000 to the price of 
the pool — not exactly loose change for 
most clients. But rather than focusing 
just on the up-front cost, we should be 
selling the long-term benefits to clients, 
McChesney believes.

Busy people who barely see their families 
during the week don’t want to spend their 
free time cleaning the pool — but they 
can certainly see the value in a system 
that greatly reduces pool maintenance. 
Finding out that it will also save energy 
and chemical use can seal the deal for this 
type of client. If you can afford it, what’s 
not to love about a pool that cleans itself 
and uses less energy?

“We’re trying to convince the builders 
that use our system that it’s about total 
circulation, which will then lead to better 
heating conditions, better chemical dis-
tribution, savings in electricity or power,” 
McChesney said.

In short, you need to take the time to 
show your client how spending some extra 
money early on will save them in time and 
money down the track — it’s about looking 
at it as a long-term investment, rather than 
a one-off cost.

“It’s really about trying to show the 
customer that what we’re offering them is 
a little bit more up-front, but the benefits 
down the road will far outweigh what they’re 
paying,” McChesney said.

Prawn or shrimp? Lift or elevator? 
Footpath or sidewalk? We don’t 
always speak the same language, 
but Australia loves to imitate 
America. We’ve adopted their 
music, reality TV concepts, fast 
food and even customs we don’t 
fully understand like Halloween. 
As one of the world’s biggest 
swimming pool markets, the 
Australian pool industry also 
looks to the US for new trends 
and developments. But Australia 
is no slouch either — while we 
may have lagged behind in some 
areas, we’ve surged well ahead 
in others. So, how does Australia 
compare with the US? Are we 
more alike than different?

U S A  v s  A U S

Don McChesney
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“That’s where we really try to sit down with 
them and show them the value of utilising 
a total circulation system that will benefit 
the consumer and really not talk about the 
price. I mean, price eventually has to come 
up, but it makes it a lot easier [to sell if 
the consumer and builder fully understand 
the long-term value of the system].”

When selling an in-floor system, that 
means focusing on more than just clean-
ing. While it’s obviously a key part of the 
system, a total circulation system does so 
much more than just clear debris.

“By using the variable speed pumps and 
by using circulation from the floor, that’s 
better for heat distribution because heat 
rises, so if you’re bringing heat in from a 
return fitting that’s 18 inches down, it’s 
probably going to take longer to heat that 
vessel of water. And then there’s chemical 
distribution. You don’t want to have any 
dead spots,” said McChesney.

“And then we have a venturi skimmer. It’s 
not new to the industry, but because we’ve 
become energy conscious, we can have a 
pool on low speed and still have tremendous 
skimming action on the surface, which will 
pull a lot of surface debris into the skimmer 
before it has a chance to settle to the bottom 
of the pool, so when you turn it onto high 
speed for the cleaning on the floor, you only 
have to do it for a short period of time.”

How to sell
The phenomenon of the time-poor family isn’t 
exclusive to Australia — this is a universal 
experience. McChesney suggests that both 
Australian and American pool builders would 
do well to shift the way they sell in-floor 
systems, highlighting the ease of use of a 
pool with a total circulation system.

“That’s what salespeople need to do: 
‘Mrs Jones, you’ve got a beautiful house 
and you’ve got some beautiful cars; you’ve 
got a great family. How would you like to 
spend your time?’,” McChesney said.

“I think the consumer even leads the 
builder on a lot of the time, saying ‘I 

have friends who have pools; I just want 
to make sure that I’m not stuck having 
to spend all of my free time taking take 
care of that pool.’ As a sales guy, that’s 
the introduction for me to go right to the 
in-floor system: ‘How about if we build 
you a pool that allows you more time 
to enjoy the things that are important: 
family, friends, exercise and relaxation?’”

In fact, A&A has adapted its sales lit-
erature to reflect this new way of thinking. 
Gone are the days of multipage booklets 
that delve into the nitty-gritty of how the 
in-floor system works; instead, they now 
focus on the lifestyle clients can enjoy 
with a low-maintenance pool.

“Originally, when our literature came 
out it was a three- and four-page docu-
ment. It talked about piping size and 
this and that. We’ve now taken it down 
to a two-page document that just talks 
about enjoying your swimming pool and 
the benefits that you get out of it,” Mc-
Chesney said.

“We want to remind the consumer 
why they really want to buy the pool. It’s 
about the enjoyment. It’s an emotional 
purchase. And what we’re trying to do 
in our new literature is appeal to that.”

McChesney says the way you sell is just 
as important as what you’re selling. This 
holds true whether you’re in Wisconsin or 
Woy Woy, Milwaukee or Mildura.

“It doesn’t matter whether you’re sell-
ing shoes or pools — it’s convincing the 
consumer. And if you believe in it, then 
you’re going to relay that to them,” he said.

Who’s your competition?
In the US, the Association of Pool and Spa 
Professionals (APSP) is the equivalent of 
SPASA here. Like SPASA, the APSP invests 
heavily in promoting swimming pools to 
consumers, focusing specifically on the 
benefits of investing in a pool over other 
forms of recreational expenditure like mo-
tor homes, boats and holidays, which also 
compete for the consumer dollar.

McChesney pointed out that other leisure 
purchases like RVs (motor homes) and boats 
similarly require upkeep. People might think 
of an RV as being something that can just 
be parked and covered when not in use, 
ready to be uncovered and driven off at a 
moment’s notice, but McChesney said his 
experience suggests otherwise.

“I found that you always had to do 
something before you could do that,” he 
laughed. “And then it’s the same with the 
boat. I myself owned a boat and enjoyed 
the time when I actually used it; however, 
the phrase ‘the best day of owning a boat 
was the day I bought it and the second 
best day is when I sold it’ came to mind, 
because of all the maintenance and upkeep 
that goes into it.”

Most consumers in a position to drop 
several tens of thousands of dollars on 
a leisure purchase like a swimming pool, 
motor home or boat will generally be either 
busy professionals or retirees — in other 
words, people who value their leisure time 
because they’ve worked so hard for it. If 
the pool industry can offer a product that is 
low-maintenance, adds value to the client’s 
home and doesn’t depreciate the second 
it’s used (as boats and RVs do), then this 
stands a good chance of being a serious 
contender for those consumers’ dollars. 
But it needs to be pitched to them in the 
right way to make an impact.

A common goal
“In the States, we have several organisa-
tions where builders join an association of 
other builders, and they’re from different 
territories. So when they get together, 
they’re not really worried about the guy 
sitting next to them being a competitor in 
their market,” said McChesney.

“And you know what? They have the 
same issues and problems. So why not 
try to work together? It comes down to 
salesmanship. Anybody can give away a 
pool. It’s about how you sell that pool and 
what you’re getting for it.”

U S A  v s  A U S

WE WANT TO REMIND THE CONSUMER WHY 
THEY REALLY WANT TO BUY THE POOL. 
IT’S ABOUT THE ENJOYMENT. IT’S AN 
EMOTIONAL PURCHASE.



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

Wallace resigns as AstralPool MD
After 10 years at the helm of AstralPool Australia, Peter 
Wallace has resigned as managing director of the company.

Wallace founded Hurlcon in 1990, which was then bought 
out by Fluidra in 2006 and rebranded as AstralPool. Since 
then, the company has grown nearly 450%, Wallace said.

Wallace’s position has been filled by Matt Adlam, who 
moves into the position from the general manager role. 
Adlam has been with the company in a variety of roles 
since 2000.

While he has resigned from the company’s day-to-day 
operations, Wallace will still be heavily involved in product 
development and R&D, as well as assisting in the company’s 
expansion in North America.

Read more about the company’s history on page 12.

Expressions of interest sought for winter training 
program
What are your plans for winter? Why not do some training in the off-season and attain 
a pool builder or service technician qualification?

SPASA Queensland is calling for expressions of interest to run a Winter School 
Qualification Program for pool builders and service techs in 2017. The program will 
provide students with nationally accredited training that meets the Licensing Pathway 
requirements as prescribed by the Queensland Building and Construction Commission 
(QBCC).

The program would run over three weekends. The proposed dates are:
• 4 and 5 March
• 18 and 19 March
• 1 and 2 April

Or:
• 26 and 27 August
• 9 and 10 September
• 23 and 24 September

The training will be held in Brisbane, at a location to be advised. The cost for the 
program is $3400 (GST inclusive).

To register your interest, contact SPASA Queensland by phone on (07) 3252 6777 
or via email at adrian@spasa.com.au.

Hayward moves into new WA premises
Hayward Pool Products (Australia) has successfully relocated its Western 
Australian branch from East Perth to Canningvale.

Upon recognising the growing needs in the areas of training and product 
support right through to the supply chain for WA customers, Hayward decided 
to relocate from an older premise in East Perth to a brand new facility in the 
Canningvale central business district.

“We are thrilled at being able to move our Perth operation to our new state-
of-the-art facility in time for Christmas. Even more exciting is that this facility 
will enable Hayward Pool Products (Aust) to significantly raise our level of 
customer service in Perth and allow for future growth,” said National Sales 
Manager Shawn Scurrah.

The new office footprint has allowed Hayward to develop a dedicated 
hands-on technical training and product 
awareness centre, along with 
offices and warehouse 
space, all within a 
relaxed environment. 
This branch has an 
ex tens ive  d isp lay 
area so customers 
can come in and have 
a  coffee  wi th  the 
team and discuss the 
company’s expanding 
product range.
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MAKING WAVES

Franchise group honours top performers
Jim’s Pool Care recently honoured its top performers at its National Awards on the 
Gold Coast. The group now has more than 89 mobile pool shops around the country, 
and there was a great turnout of franchise owners and their partners at the event.

“It was a wonderful night and we were able to celebrate as a team the top 
achievers in our group. The standard is rising each year so it is competitive, and 
I congratulate all award winners on their success this past year,” said Brett Blair, 
Jim’s Pool Care general manager.

Blair said the national award winners came from all over Australia, with 
achievements in business growth, franchisee support, customer service and 
entrepreneurship. State- and region-based awards were also presented, with 
several top franchisees picking up multiple awards.

Key award winners were:
• National Franchisee of the Year: Ashley and Summer Hale, Jim’s Pool Care 

South Lake, WA
• National Franchisor of the Year: Mike and Kerri Steltenpool, Jim’s Pool Care 

Newcastle, NSW
• National Rookie of the Year: Jason Pollack, Jim’s Pool Care Umina, NSW
• Jim’s Group Outstanding Support Award: Adam Post, Jim’s Pool Care Victoria

Jim’s Pool Care continues to target potential growth areas around Australia and 
will be well on the way to 100 mobile pool shops in 2017, Blair said.

Lambert Report released; NSW Govt responds
The Lambert Report, an independent review into the effectiveness of the NSW swimming 
pool barrier regulatory framework, has been released.

In 2015, Michael Lambert was tasked with investigating and making recommendations 
on reforms to the Swimming Pools Act 1992 to improve the safety of children under five 
around backyard pools in NSW.

While the review recommended that all pool barriers be required to comply with one 
single standard, rather than the current situation that requires barriers to comply with 
the standard in effect at time of construction, the NSW Government has rejected this 
recommendation.

According to a statement from the NSW Office of Local Government, the cost of 
implementing all of the review’s 62 recommendations would be more than $1 billion — 
costing individual pool owners up to $5000 each. The government says it supports 46 
of the 62 recommendations (although some of this support is only in-principle).

A cost-benefit analysis of the report conducted by the Centre for International 
Economics found that the costs of implementing the report’s recommendations far 
outweigh the benefits.

The NSW Government says it will focus on strengthening its commitment to minimising 
drowning risks for young children on two fronts:
• Increasing targeted education focusing on vigilant and responsible adult supervision 
of young children in and around backyard pools at all times as the first line of defence.
• Strengthening the regulatory framework for swimming pool barriers to minimise 
the risk of child drownings while not imposing a significant net cost on the community.

Paul Toole, the Minister for Local Government, announced that the NSW Government 
will increase its support for an advertising blitz focusing on adult supervision to improve backyard pool safety.

“Active adult supervision of young children is the first line of defence against drowning in backyard pools. 
Royal Lifesaving NSW’s campaign, with increased NSW Government support, will drive home this important 
message,” said Toole.

SPASA will review the NSW Government’s response in the coming weeks and will respond to the Minister. In 
the interim, members wishing to discuss any aspect of the government’s response can contact SPASA NSW/ACT 
CEO Spiros Dassakis by phone on (02) 9630 6300 or by email: spiros@spasa.org.au

2016 National Franchisors of the Year Kerri and Mike 
Steltenpool with (L-R) Doug Greer (Zodiac), Simon Farmer 
(2015 winner) and Brett Blair (Jim’s Pool Care).

The Jim’s Pool Care National Award winners.
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Who is your 
competition?
Lindsay McGrath, CEO, SPASA Australia

All businesses face competition. Even if you’re the only 
concrete pool builder or widget provider in your area you 
must compete with the things your customers could spend 
their money on instead of your business. With the ever-
increasing use of the internet to research and purchase 
goods and services, you are no longer just competing with 
your immediate neighbours.
Direct competition is often not the cause of the lost sale. 
The swimming pool industry’s competitors range from home 
renovations, caravans and trips to Bali, to movie tickets and 
fast food. The consumer chooses where to spend their cash 
to deliver on their needs and wants. Ask yourself: “what 
want am I creating or what need do I fill?”
How do you research and compete with an overseas holi-
day or McDonald’s? You can’t — at least not directly or at 
the same time. One recommendation when thinking about 
competition is to break it into three groups:
•	 Learn from what works.
•	 Capitalise on what you do better.
•	 Same, same but different.
Learn from what works
The holiday, caravan and boating markets sell a dream of 
what could be; an escape to somewhere else. Can you offer 
your clients a better escape in their own home? Gardening 
and cleaning services offer peace of mind and the promise 
of more time for the family. Can you offer a better alterna-
tive? Try to innovate not imitate. Take an idea and adapt 
it to do it even better, and add more value to your offer.
Capitalise on what you do better
Take stock of what you are great at. Survey your clients 
and staff to challenge your own views. Are you more nim-
ble with a small team, or more knowledgeable due to your 
technical experience? Can you show clients how to save 
money through energy savings, lower chemical use or time 
by using automation? What is it that you can do better or 
deliver in a way than no-one else can? Now market and 
sell that as your unique position.
Same, same but different
Great customer service, fantastic product and value are 
not unique; they are an expectation from every potential 
customer. Challenge your offering using the Sakichi Toyoda 
model of the ‘5 Whys’ to drill down to the point of true 
difference between you and your competition.

Your network of business con-
nections, industry association 
memberships, staff and supply 
chain all add to your competitive 
edge and differentiate you from 
your competitors. A smiling face, 
a certificate mounted behind 
the counter or a logo on the 
ute could be the next point of 
difference that makes a potential 
client choose you.

http://www.theralux.com.au
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FROM HURLCON TO 
ASTRALPOOL
THE EVOLUTION OF AUSTRALIA’S LARGEST 
MANUFACTURER AND EQUIPMENT SUPPLIER
Peter Wallace

In November 2016, I finished up as Managing Director of AstralPool Australia, more than 
26 years after the company was founded as Hurlcon. During this time the company 
transformed from a small importer into one of the leading pool equipment manufacturers 
and suppliers in Australia, if not the world. The following are some key lessons we 
experienced through that journey.
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I 
was sitting on the back patio in early December in 2001. 
Hurlcon was 18 months old and we had just had our big-
gest month ever, with sales of more than $300,000. Yet I 
was intensely unhappy — for all the work (often 20 hours 
a day, six and seven days a week), we had made a measly 

$16,000 profit for the month. (Like most companies in the pool 
industry the real annual profits were generated over summer and 
November was supposed to be the biggest.)

What was I doing wrong? Why were margins low, expenses high 
and why was the company struggling with cash flow?

From importers to manufacturers
The company was conceived and founded by my wife Helen and 
me in late 1989. Our idea was to import gas pool and spa heat-
ers from Purex in the USA and sell them primarily to Melbourne 
and Sydney pool and spa builders and retailers.

We had prepared a reasonably detailed business plan with fore-
cast sales, profit and losses and expansion plans from year one to 
year 10. One of the big mistakes I made was not understanding 
the business’s capital or cash requirements. Despite working out 
the sales and profit forecasts, I never really understood how much 
money would be tied up in stock and debtors — our customers who 
owed us money. And what was worse was that I hated asking for 
money from our customers and hated suppliers asking us for money.

After explaining my woes to Helen, she quit her job and joined 
Hurlcon running the accounts. She applied some wise advice from 
her mother, a successful small business owner: “Get your invoices 
out and your money in.” Within a short space of time, Helen had 
collected all the overdue debts, we had paid our suppliers and the 
business started to lift again.

Importing and/or manufacturing combined with distribution can be 
capital-intensive and absorb a lot of cash. From the time we paid 
a supplier for products to the time we collected the proceeds of 
the sale, typically more than 5 months would pass. Transit time on 
the water, customs clearance, stocking, sale, delivery, invoicing and 
then waiting for payment all added up and depleted cash reserves. 
And as the business grew there were always several container loads 
of heaters on the water, hundreds of heaters in stock around the 
country and hundreds of sold heaters unpaid for at any one time.

In 1993, Purex made some gas heater models obsolete, so 
we decided to build our own spa heater — and the HX 120 pool 
and spa heater was born. Most of the components were sourced 
from third-party manufacturers and we assembled the product 
in-house. It wasn’t until around 1996 that we purchased second-
hand sheet metal and manufacturing equipment to manufacture 
the heaters ourselves.

However, this first design and manufacturing experience taught 
us a few things:
1. We could design products with some unique innovations that 

the market wanted and liked.
2. Manufacturing was probably less capital-intensive than importing 

(especially in Australia where lead times from overseas were a 
minimum of six to eight weeks).

3. We had a real appetite for manufacturing and product develop-
ment, which became a core reason for our future growth.
Over the next 19 years we developed hundreds of new products, 

lodged more than 30 patent applications, continually invested in 
new manufacturing technologies and moved factories more times 
than I care to remember.

In 2006, we had five offers to buy the business and although 
we hadn’t planned on selling, we eventually sold to Fluidra and 
rebranded ourselves as AstralPool Australia, Fluidra’s major pool 
equipment brand.

Although I was contracted to stay on for five years, I stayed 
just over 10 as CEO of the Australian business.

Fluidra, led by executive chairman Eloi Planes, is a remarkable 
company. The freedom and trust they gave me and our team al-
lowed us to retain our Australian style while continuing to grow 
aggressively in the market. Since the sale, the business in Australia 
has grown more than 400%.

In fact, over the 26 years since the foundation of Hurlcon, 
the business has never had a backward year and has averaged 
more than a 20% compound growth.

B U S I N E S S
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Core values
Some of the things I personally learnt and hold as core business 
and personal values include:

Continually engage and mentor staff
Staff are our most important asset and with ongoing training, 
direction and trust in their decision-making, they will implement 
all the decisions that make a business successful.

Surround yourself with mentors
I always had great mentors over the years who could advise me 
in many aspects of business. These mentors had all run larger 
(at the time), successful and similar-style businesses. In particu-
lar, I remember people like Paul Parson from BioLab in Canada, 
Peter Roberts from Clearwater Chlorinators, Graham Myers from 
Quipmaster Filtrite and David Cleland from Davey products.

Never stop learning
I continually attended business, sales and manufacturing courses. 
Most of these were short courses from a few days to a few months.

Never stop listening and observing
Customers, suppliers and competitors are all brilliant sources of 
industry information.

Get rid of negative people
Most people have dead weights to carry in their lives; however, 
business is hard enough without colleagues and associates con-
tinually telling you your plans will never materialise.

Never forget your suppliers
If your suppliers feel they have a vested interest in your business 
succeeding they will go to extraordinary lengths to help you.

Partnerships
Hurlcon started with just four shareholders/partners. Only Brad 
Weir survived with me until we sold the business. Partnerships 
are difficult — and while they can minimise financial burden and 
risks, it is really important to share business and personal goals 
and have defined areas of responsibility.

Succession planning
I was never clever enough to step back from the business and 
let it run under management. Even though AstralPool has more 
than 250 staff, I firmly believe it needs an active, hands-on 
management style to be successful.

However, I did spend the last six years of my leadership 
preparing key staff to take over the business and I have high 
confidence this handover period has put AstralPool Australia 
in an excellent position.

The 26 years were never easy, always interesting, often 
stressful but ultimately very rewarding. To have had an idea 
in 1999 to start a small importing business and grow into a 
manufacturer producing more than 400,000 appliances each 
year sometimes defies my own belief. More importantly, I believe 
AstralPool has only achieved a fraction of its future potential.

I am excited to be staying on with AstralPool in a limited 
capacity, concentrating on product development and export 
markets.

AstralPool

www.astralpool.com.au 

B U S I N E S S

Top and above left: Fire gutted the company’s facility in December 2000. 

Above right: The company’s second factory in Melbourne. 

Right: Peter Wallace.
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COMMERCIAL ROBOTIC POOL 
CLEANER
Available from Orimatech, the Dolphin Wave 

200 XL cleans any commercial pool up to 

50 m, regardless of shape or type. It can 

be programmed with up to four different pool 

profiles to enable cleaning of multiple pools within a facility.

Its programmable scanning systematically cleans the pool floor one 

path at a time. The cleaner provides efficient clog-free filtration, with a spiral two-

layer system that simultaneously separates and filters rough, fine and ultrafine dirt.

The cleaner is supplied with a multipurpose caddy to transport the robot around 

the pool concourse and for easy storage. The caddy is fitted with a user-friendly 

cable reel that automatically releases just enough cable to reach the far end of 

the pool, preventing kinks and tangles. Simply crank the reel handle to neatly 

rewind the cable.

The dual-direction brush system sweeps dirt from both sides of the robot 

towards the centre of the vacuum while the brushes spin at 1.5 times the speed 

of the robot providing active scrubbing of the pool floor.

Easy to use and maintain, the cleaner has an interactive MMI system for intuitive 

programming and diagnosis, including automatic pool entry and exit, a choice of 

programs and multiple operation modes displayed on a user-friendly LCD screen 

and a remote control for manual manoeuvring to clean hard-to-reach pool corners.

The cleaner is designed for easy access and efficient repair. The technician 

mode allows diagnosis of problems at poolside via a built-in interface with USB 

connection.

Orimatech (Poolworx Pty Ltd)

www.orimatech.com.au

RAPID TEST KITS
Lovibond MINIKITs are a range of easy-to-use rapid tests de-

signed to help achieve good water quality in pools and spas. 

The range includes all essential tests needed to complement 

the two basic parameters of chlorine and pH measurement.

With up to 10 test kits, the range includes test parameters 

such as alkalinity, hardness (total and calcium) and cyanuric 

acid (chlorine stabiliser). After taking a sample, only a few 

simple steps are required to obtain a test result.

With instructions that are simple to follow, even untrained 

staff can carry out accurate tests. Each kit is supplied with a 

water-resistant box and includes sample container, essential 

accessories and sufficient tablet reagents for approximately 

30 tests.

Tintometer GmbH

www.lovibond.com

PRODUCT
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POOL HEATING 
SPECIALISTS
We have been making a difference to pool 
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Let us assist you with YOUR heating 
requirements

• SOLAR • GAS • HEAT PUMP

www.localpoolheating.com.au
1300 724 132
sales@localpoolheating.com.au
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In 2016, we saw an increase in solar electric systems taking up 
space on roofs. We have even been asked by customers to re-
move their solar pool heating to make way for a PV solar electric 
system as they have been told they will save money with a PV 
system. While we are happy to do this, it will result in a cooler 
pool for the client, shortening their swimming season.

A customer who already has pool heating is aware that they 
are able to use their pool more often when it is heated. Solar 
is still the most cost-effective way to heat a pool, as the heat-
ing is free from the sun. All other heating requires an external 
energy source.

The NSW feed-in tariff for electricity generated by households 
from PV systems started out at 60 c/kWh in October 2010, then 
dropped to 20 c/kWh in April 2011. It will drop again to just 6 c/
kWh from 1 January 2017. Estimates suggest that about 160,000 
homes currently benefit from these schemes; however, these es-
timates cannot determine how many of these homes have pools.

To keep our clients’ pools warm while capitalising on feed-in 
tariffs, we have been able to offer two options: installing solar 
pool heating around the PV solar electric system, or using an 
inverter heat pump, which is about 50% more energy efficient 
than a standard heat pump. The inverter heat pump’s high COP 
(coefficient of power) gives the efficiency, which in turn reduces 
the running cost. The cost of the inverter heat pump is more than 
a standard unit, but the ongoing savings from the lower running 
costs will recoup this outlay.

The use of an inverter plus a heat pump will be a cost-effective 
way to heat pools when there is not enough roof space for both 
pool heating and PV solar electric systems.

LOCAL POOL HEATING

We have found that since using the 14-tube Nanotek Extreme 
Solar system, we can often achieve the desired pool temperatures 
using available space around the PV solar electric system. Cus-
tomers are more likely to be open to using a heat pump when 
they are getting free electricity from the sun via their PV solar 
electric system. This allows the customer to heat their pool while 
producing electricity — a win-win solution.

Tim Hall founded Leisure Coast Solar 
in 1998 to provide quality solar pool 
heating in the Illawarra region. In 
2012 the company changed hands 
and changed its name to Local 
Pool Heating. It now services the 
Sydney metro, Illawarra and sur-
rounding areas. The new owners, 
the Mansfield family, have been in 

the pool industry for 20 years. Their philosophy is to help their 
clients choose a pool heating system that suits their swimming 
requirements. They use quality tested products, don’t skimp on 
quality and always encourage their team to go the extra mile 
for their customers.
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Response to ‘Adding pool chemicals — carefully’

We’ve received feedback from several of our readers about an article 

in our November/December issue, ‘Adding pool chemicals — care-

fully’. While this was published as an opinion piece based on the 

author’s 36 years of experience in the industry, it does contain some 

unorthodox approaches.

As with all content, we suggest that readers make their own enquiries 

and ensure that they adhere to the relevant regulations in their region.

We relish the opportunity to engage with our readers and welcome 

all feedback, positive or negative, so please get in touch if you have 

something to say — healthy debate is good for the industry!

Kind regards,

Alice Richard

Editor

Pool+Spa

arichard@wfmedia.com.au

Do you have an opinion on a hot topic in the pool and spa industry? 
Get in touch! Email ps@wfmedia.com.au.
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I just wanted to voice my concerns about a recent article in the Nov/

Dec edition of your magazine, ‘Adding pool chemicals — carefully’.

As an industry magazine I believe you should be very careful about 

what you print as some readers may take it as ‘gospel’ when in fact 

it is against all regulations and standards. This article has many 

examples of personal opinion or incorrect information from someone 

who is claiming to be an expert in this field.

As an example, John gives his opinion that sodium bicarbonate is 

unimportant and not required. There is no information to back this 

up and this is contrary to all regulations and guidelines in all states 

of Australia.

He also goes on to direct readers to add chemicals directly into 

the pool and not dissolve product first. Again, this is against every 

regulation and guideline in Australia and definitely the opposite advice 

every chemical company will give.

I suggest that in the future if you are printing any advice or expert 

reviews, please have these confirmed by industry groups to confirm 

their accuracy and integrity.

Kind regards,

Steven Humphris

Managing Director

Focus Products

I recently read an article in the Nov/Dec issue of Pool+Spa (“Add-

ing pool chemicals — carefully” by John McKenny), which I have to 

say left me greatly concerned — concerned that readers may take 

Mr McKenny’s opinion as fact. My concern in particular was with his 

opinion on alkalinity — and I say opinion as that is what it is (and 

Mr McKenny states this himself); there is no scientific evidence nor 

legislation (Australian Standard, Public Health Act or the like) that 

supports this.

I am alarmed that Mr McKenny is advocating that “in (his) opinion 

alkalinity levels in pool water are unimportant”, and that “sodium 

bicarbonate….will soon no longer be needed”, which completely con-

travenes the current Department of Health water balance requirements 

for all public pools and the Australian Standard AS3633.

I think in future it would be advisable for Pool+Spa to clearly mark 

articles such as this as ‘Opinion Piece’, so that it is clearly evident 

to the reader that the article is just that — an opinion. Given Mr 

McKenny’s position in the industry (teaching swim centre operations 

and management for over 25 years and writing two books), it would 

be easy for industry members to mistake his opinion for fact.

In rebuttal of this opinion piece, I would like to give my understanding 

on the importance of alkalinity in water chemistry.

After 18 years of actively working in the pool industry — working closely 

with water chemistry on hundreds of pools (residential, semi-commercial 

and commercial pools) on a regular basis; having undertaken numer-

ous water chemistry education sessions, supplier training programs 

and industry training courses; working closely with our local council 

Department of Health and numerous highly regarded commercial pool 

gurus — all training and evidence I have come across completely 

disagrees with the position taken on alkalinity in this article.

I have consulted with Spiros Dassakis (CEO — SPASA NSW/ACT) 

and with the head of our local council Department of Health (who 

is an active member on a ‘working committee’ for the NSW Depart-

ment of Health with regard to public pools) and neither are aware of 

any intention for the NSW Department of Health to remove alkalinity 

testing from the guidelines — and in fact they highlighted that there 

was an error in the required frequency of testing of alkalinity and that 

this actually needs to be increased.

Alkalinity is an essential part of pool water chemistry, to ensure ‘bal-

anced water’. It is required for bather comfort and for the protection of 

fixtures and fittings of the pool. As an industry standard the analysing 

of water test results are all based around two fundamental water bal-

ance scales/indexes: the Taylor Watergram and the Langelier Index; 

alkalinity is a required element in each of these. The NSW Dept of 

Health (under the Public Health Act 2010, the Public Health Regulation 

2012 and the Public Swimming Pool and Spa Pool Advisory Docu-
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It’s quite predictable to receive comments whenever I do presentations 

or write articles on the addition of common pool chemicals. There are 

so many experienced, passionate people involved in this industry who 

have their own thoughts on what is best and should be done. After 

all, we’re dealing with potentially dangerous, hazardous chemicals. I 

always welcome comments and feedback should someone disagree 

with anything I write.

For those who have been following my articles in Pool+Spa, you’ll 

recall that I’ve mentioned several times that firstly, I’m not an expert 

in anything and secondly, what I suggest regarding water testing, 

chemical concentrations, algae control, filtration and particularly 

chemical addition is, in my opinion, industry best practice and good 

solid advice based on almost 40 years of experience.

Regarding sodium bicarbonate and the need for alkalinity in pool 

water, trials I’ve done on commercially painted or tiled pools have 

ment — please refer to your state legislation for further information) 

require alkalinity to be maintained between 80–200.

All pool surfaces require the pool water to be maintained within a 

prescribed alkalinity range (amongst others) to uphold their warranty. I 

have seen firsthand the damage a long-standing extremely corrosive (0 

alkalinity level) water balance has done to a near-new fibreglass pool 

and its equipment (etched the surface of the fibreglass and eroded 

the hydrostatic valve, cell and pump mechanical seal).

The alkalinity of source water will vary greatly from area to area — 

ours is as little as 10 ppm. Consideration also needs to be made as 

to whether an acid (pH) feeder is in use and the effect that will have 

on the ever decreasing alkalinity level of the pool. So to say such a 

broad statement as that “alkalinity is unimportant” or that “sodium 

bicarbonate will no longer be needed” I feel is very irresponsible.

I strongly encourage my fellow industry members, especially those 

who work with water balance and water chemistry on a daily basis, 

to be aware of their state’s legislation, and actively undertake training 

and education on maintaining and monitoring water chemistry. This 

is the information you should be basing your knowledge on. Make 

yourself a great source of knowledge for your customers (and your 

colleagues) — remember you are dealing with their health and safety.

It’s vital for the strength of our industry that we, as the public face of 

the pool industry, are properly educated, knowledgeable, professional 

and qualified in our trade.

Regards,

Lee Salisbury

Sapphire Wetwork Pool & Spa

concluded that the continued addition of bicarb to maintain alkalinity 

is unnecessary, and it’s best practice to accept the alkalinity level in 

the incoming water supply, then keep the calcium at, say, 300 and 

the pH at pH 7.3 – pH 7.5. This is so for concrete and tiled pools as 

far as my trials went, but it is readily accepted that alkalinity levels for 

fibreglass pools needs to be maintained at about 120. This important 

fact was omitted in my article on this matter and has been rightly 

commented on by Pool+Spa readers.

To discuss chemical addition further, I mentioned that safety is para-

mount. Again, my experience with pool chemical addition is that many 

of the incidents involving pool chemical eruptions, reactions, fires and 

resultant injury have been caused by inexperienced, untrained and/or 

careless handlers mixing chemicals. Although trainers teach people 

to always add chemical to adequate amounts of water, quite often 

the reverse happens. This is particularly dangerous when dry chlorine 

(calcium hypochlorite) is added to insufficient water or one of many 

other commonly used pool chemicals.

For this reason and in an attempt to emphasise the dangers of pool 

chemicals and to have pool operators work as safely as possible, I 

recommend as a general rule never to mix any chemicals, but simply 

add the required amount without mixing. In my opinion, this is simply 

the safest way.

So thanks for reading and responding to my articles. Debating issues 

paves the way to bringing about many improvements.

Kind regards,

John McKenny

Macquatics Training

www.macquaticstraining.com
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PROJECT COMPLETE
READER PROJECT: 

THE BELLEVUE RINGS

For this project, which won the Freeform or Natural Concrete Pools 
category at the Master Builders NSW Excellence Awards, Tectonic Pools 
was given free rein — with some caveats.

The client had a few rough ideas: he wanted it to be circular, with a 
pebble finish and in keeping with the house. Aside from that, he relied 
on the builder, Zac Dejanovic, to design and construct the pool.

Dejanovic had to overcome several obstacles: incorporating an 
existing large palm tree; constructing the pool around the property’s 
natural changing contour and sloping land; and positioning the pool 
to suit the symmetry of the house. The palm was well established 
when the client purchased the property and he had always envisaged 
it as being integral to the pool design, but he wasn’t quite sure how to 
execute this. Dejanovic suggested creating an island with the palm at 
the centre — an idea the client loved.

Sloping ground was another obstacle. In order to work with, rather 
than against, the sloping block, Dejanovic designed a cascading pool, 
with the palm tree positioned at the top of the first pool. This smaller pool 
spills over into a larger pool, which in turn spills over into a ballast tank, 
which continues the cascading look, creating a negative edge effect.

To create a truly unique pool, Dejanovic decided to construct different 
water spillways on each pool. He created the first (on the upper pool) to 
be a uniform water curtain by adding an extra pump to ensure enough 
flow over the 10 m-long edge, guaranteeing an unbroken curtain effect. 
The second spillway at the ballast tank was broken by installing tiles on 
the wall, with the tiles protruding randomly and indented by 3 to 5 mm 
and scattered along the wall to give a multiwaterfall effect.

Illuminating the pool was vital for the aesthetic of the overall 
design and finish. Dejanovic says the lighting is one of the highlights 
of the finished product, adding continuous visual flow throughout the 
cascading pools.

The overall combination of unique design, absolute symmetry of 
positioning of the house and palm and attention to detail has resulted 
in a happy and satisfied client who is proud to show off his one-of-a-
kind pool.

Recently completed a noteworthy project? We’d love to hear about it! 
Email us at ps@wfmedia.com.au.
Tectonic Pools
www.tectonicpools.com.au

Image credits: Tectonic Pools. 
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CONTROL SYSTEM
The Pentair EasyTouch Plug n Play control system offers pool owners an easy-to-use 

pool/spa control system. The system allows full control of all pool/spa features, includ-

ing advanced features such as coloured lighting.

The system includes a control panel that is built into the outdoor enclosure. This 

control panel allows for full system 

set-up, programmability and every-

day operation.

In addition, several other remote 

interface choices are available. 

The system comes in a variety of 

configurations, such as pool only, 

spa only and pool/spa with shared 

equipment, and can be integrated 

with the company’s ScreenLogic2 

Interface software.

The system has built-in electrical 

outlets for lower-cost installation.

Pentair Aquatic Systems

www.pentairpool.com

CHLORINE-FREE SANITISING CHEMICAL RANGE
The Filtrite Sanit-eezy range is a chlorine-free solution for use in pools, spas and 

filtered portable pools.

The products do not contain chlorine or bromine, making them suitable for asthmat-

ics, skin allergy sufferers and pool or spa users wanting to sanitise their pools without 

the fumes or irritation that can be associated with chlorine and bromine products. It 

also contains no lithium or hydrogen peroxide.

The products work on all filtration types, with individual solutions tailored to the 

needs of different pool and spa types.

All starter kits come with a step-by-step guide on how to transition from a chlorine-

based product to the chlorine-free system.

The starter kits are available exclusively through Clark Rubber, and are available at 

all stores. All products are also available for individual purchase.

Clark Rubber

www.clarkrubber.com.au

MAGNESIUM CHLORIDE-BASED 
MINERAL ADDITIVE
Waterco’s Aqua-Health Mineral Crystals are a 

magnesium chloride-based mineral additive. 

Working alongside existing water-balancing 

chemicals, the fast-dissolving product improves 

pool water with a blend of naturally occurring 

minerals while moisturising skin.

A large body of mainly anecdotal evidence 

has shown that magnesium salts, the main 

mineral in the Dead Sea and naturally oc-

curring in the human body, improves skin 

hydration, soothes common skin ailments 

such as dermatitis, eczema and psoriasis, 

and provides temporary relief from muscular 

inflammation and fatigue.

Magnesium chloride is also known for its 

mild flocking ability, which helps to filter out 

particularly fine material such as dust and 

dirt. This can reduce the need for additional 

chemicals like clarifiers and algaecides.

To add to pool water, simply pour the mineral 

crystals into the shallow end of the pool. It 

can be used in any type of pool, including 

traditionally chlorinated pools.

The product is available at Swimart pool 

and spa shops.

Waterco Limited

www.waterco.com.au

PRODUCT
PAVILION
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Metropolitan Caloundra Surf Life Saving 
Club has a proud history dating back to 
1933.

The chosen cladding is a combination 
of FuturewoodEnviroSlat 70mm x 15mm 
slats and 40mm x 30mm slats finished in 
the Saltbush colour. 

What makes this even more attractive 
is that the chosen Futurewood cladding 
material is low maintenance and will not 
require the additional time and valuable 
club funds to support the annual recoating 
that the previous timber façade required.

Futurewood, the timber 
cladding alternative

BEFORE AFTER

✓ No oiling
✓ No rot
✓ No worries
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When designing the Jade apartments in the cosmopolitan Brisbane 
suburb of Albion, architects made a feature of the communal pool 
and garden space between the complex’s four residential buildings.

The pool was designed to be a real focal point for the com-
munity, and the decking surrounding the pool needed to be safe, 
long-wearing and low-maintenance to meet the architects’ brief. 
Traditional timber decking was deemed unsuitable due to the high 
cost of maintenance that would be required for this application.

Hutchinson Builders were given some free rein to find the 
right solution, and began looking for a quality but cost-effective, 
low-maintenance decking.

FutureWood was chosen as the right company for the job, and 
met the brief using a solid CleverDeck 138 x 23 mm decking 
board in Saltbush colour. Normally, installation for the CleverDeck 
board would be made using the NewTech concealed-fix deck clips 
with stainless steel screws that are part of the FutureWood instal-
lation system. However, for this installation, Hutchinson preferred 
to face-fix the boards with regular decking screws, which was not 
a problem as the solid FutureWood boards can be face-fixed if 
required.

After negotiating, Hutchinson and FutureWood achieved an ap-
propriate value proposition, allowing the right quantity of quality 
material at a competitive price to be delivered within the required 
short timeframe to the building site.

FUTUREWOOD POOLSIDE DECKING

Installation went ahead according to plan and the entire project 
is now complete, with the apartments selling briskly.

FutureWood wood plastic composite decking, screening and 
cladding products are environmentally sustainable timber alter-
natives for both domestic and commercial projects. For more 
information about the products, call 1300 484 308 or email 
info@futurewood.com.au.

Futurewood
www.futurewood.com.au

Futurewood, the timber 
cladding alternative
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The future of the backyard pool
David Hatherly, Vee Design, on behalf of the Australian Institute of Landscape Architects (AILA)

With larger houses on smaller house blocks, something has had 
to give — and unfortunately it is the great suburban backyard: 
home of backyard cricket, the Hills lime-green play set and of 
course the swimming pool. However, our connection to water has 
not diminished — swimming remains one of the most popular 
summer activities in Australia.
Unfortunately, the great Australian dream is now out of reach for 
many Australian families. But perhaps the great Australian dream 
is not dead. Maybe it has just been redefined. While our average 
housing block size has been reduced, our desire for a modern 
home to raise our families has grown stronger.
So with the domestic backyard swimming pool slowly moving out 
of reach for many Australians, public parks have come to the 
rescue. Our public parks are our new backyard. Our community 
parklands are where our next cricket stars, football heroes and 
Olympic swimmers will cut their teeth.

POOLSCAPING

When I was growing up in the outer suburbs of Brisbane, my 
family’s dream was to own a modern brick veneer house on a 
quarter acre (1000 m2) block with a pool in the backyard and 
room for the kids to run around. My family was not alone in 
the pursuit of this dream; it was the same as most Australian 
families at that time. In fact, it was so common that it was 
coined ‘the great Australian dream’.
Back in the early 1980s, the average house had three bed-
rooms, one to two bathrooms and a modest kitchen, lounge 
and dining area. Today the average house has a minimum 
of four bedrooms plus ensuites, bathrooms, powder rooms, 
specialist media rooms, larger kitchens and open-plan lounge 
and dining. We are wanting more in our ever-growing homes.
In fact, the average size of a new Australian house increased 
from 162.2 to 227.6 m2 from the early 1980s through to 
the early 2000s, and has continued to grow. In the last 15 
years, the average newly built Australian house has grown to 
243.6 m2. Australian houses are reportedly now the largest 
in the world, and continuing to grow.
However, to accommodate this growth, our government city 
planners are pushing for an increase in housing density to 
make our existing urban areas more efficient in their land 
use. Over the past 20 years in south-east Queensland alone, 
the average house block has decreased from 675 to 475 m2, 
and continues to decrease.

Keppel Kraken. 
Image courtesy of Vee Design.

River Heart Parklands Ipswich. 
Image courtesy of Vee Design. 
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As landscape architects with a focus on the design of public 
parklands for the community, we are now experiencing a change 
in the community’s expectations for water play in their new parks 
and playgrounds. As a result, the inclusion of exciting elements of 
interactive water in public parklands is increasing at a rapid rate.
Public parks featuring water such as Southbank Parklands in 
Brisbane, Orion Swimming Lagoon in Springfield, Darling Quarter 
in Sydney, BHP Billiton Park in Perth and the Keppel Kraken in 
Yeppoon are great recent examples of this trend.
We, as landscape architects, are adapting our skills in the design 
of public parks to include innovative and robust ways to include 
water, and we need to team with other specialist aquatic experts 
to help us deliver the public parks and playgrounds of the future.

The design and delivery of community water play facilities in 
public parkland settings requires a specialist set of skills. These 
range from an understanding of pool hydraulics, pumps, plant 
and balance tanks to a creative appreciation for the movement 
and use of water; from experience managing and maintaining 
these facilities to a knowledge of water quality and circulation; 
from the ability to comprehend requirements for pool safety, 
first aid, lifeguard protocols and efficiencies to sound people 
management skills.
However, the design of our public water play parks needs more 
than the ‘just add water and they will come’ mentality. The 
most successful water play environments are the ones that 
make an emotional connection with their users, from young 
toddlers and children through to adults and the elderly. The 
best water play parks have a unique identity that tells a lo-
cal story, relating to the history and culture of the place and 
allowing children to explore their imaginations. As designers, 
this is where we spend a lot of time: understanding the lo-
cal context and culture of a place to ensure our designs are 
unique and identifiable to that setting. Combine this thinking 
with the innovative exploration and movement of water, and 
that is where the magic happens.
So as our domestic backyard pool has evolved into a public 
setting, we see a new great Australian dream emerging — one 
where the great Australian park is an extension of the great 
Australian backyard.

Robelle Domain parkland, Springfield. 
Image courtesy of Vee Design.

Below: Orion Swimming Lagoon, Springfield. 
Image courtesy of Vee Design.
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HOW TO GET POOLS AND SPAS

APPROVED 
IN RECORD 
TIME
Eli Gescheit*

F 
or anyone involved with the construction of pools and 
spas, here are some key tips to ensure a smooth 
and quick approval.

Top tips for DA approval
•	Source the right consultant team, such as an architect 

and urban planner.
•	Ensure the plans detail the location of pool equipment and 

that it will be acoustically treated to minimise noise impacts 
to the neighbours.

•	Check whether there are any sewer or stormwater pipes run-
ning below the ground. Use the Dial Before You Dig website 
for free and fast access to maps.

•	If the size of the pool and spa is over 40,000 L, you’ll need 
to submit a BASIX Certificate, which assesses the energy used 
by equipment such as pool heaters and pumps.

•	Where your proposal does not comply, ensure it can be appro-
priately justified and explain why the council should support it.

•	Ensure there is sufficient landscaping or privacy screens pro-
posed to minimise privacy impacts for both the pool users and 
the neighbours. This is especially relevant when proposing an 
above-ground pool.

•	Ensure the pool fence is shown on the DA and it complies 
with the relevant Australian Standards.

•	Another common issue with DAs is the ability of the neigh-
bours to object to the proposal. Objections received from the 
neighbours significantly increase the time it takes the council 
to assess the DA and can often lead to design changes be-
ing requested by the council. Suggest your clients speak with 
their neighbours prior to lodging the DA to avoid objections 
and delays.

•	Ensure the documentation submitted to the council is accurate 
to avoid delays.

•	Keep in close contact with the council assessment officer so 
that the approval becomes a priority for them.

To avoid delays:
•	Ensure pool equipment is concealed and acoustically treated.
•	Consider the neighbours’ privacy.
•	Ensure you submit the correct documentation.
•	Do not cut corners in the information provided as this will 

likely be picked up by the council.

Local council time frames
According to the latest statistics released by the NSW Department 
of Planning and Environment (Local Development Performance 
Monitoring Report 2014–2015), it took an average of 71 days 
for councils to assess DAs. Another alarming statistic is that 
for 17 councils, they took on average more than 100 days to 
determine a DA.

Councils requested further information from 36.5% of DAs 
and it took on average 52 days for applicants to submit the 
additional information.

How can an urban planner assist?
In addition to reviewing the relevant state and council planning 
controls associated with the proposal, we look at whether the 
site is affected by any constraints, such as stormwater or sewer 
pipes, trees, steep slope, etc. These types of constraints can 
significantly impact on the overall design of the pool or spa, 
which is why we address all of the potential issues at the com-
mencement of the project.

*Eli Gescheit is an Urban Planning Consultant based in Sydney. He 
has excellent relationships with various councils. Eli understands 
exactly what his clients expect and matches these expectations to 
council requirements to ensure that all of his clients experience the 
best possible DA approval process for their renovation, design or 
planning approvals.

Navon Solutions 
www.navonsolutions.com.au 

The most common question I receive from clients is: “Why is my Development Application taking so 
long to be approved for a seemingly minor project?” Unfortunately, this is not such an easy question to 
respond to, because there are so many variables involved with the DA assessment process that make 
it difficult to give an exact time frame. However, I believe there are ways in which you can improve 
the time frames for your DA.

POOLSCAPING
©

 p
sy

no
ve

c/
D

ol
la

r P
ho

to
 C

lu
b



January/February 2017     POOL + SPA  | 29WWW.POOLANDSPAREVIEW.COM.AU

DEPOLOX and Wallace & Tiernan are trademarks of Evoqua, its subsidiaries 
and affiliates, in some countries. © 2015 Evoqua Water Technologies Pty Ltd.

DEPOLOX and Wallace & Tiernan are trademarks of Evoqua, its subsidiaries 
and affiliates, in some countries. © 2015 Evoqua Water Technologies Pty Ltd.

1300 661 809  
sales.au@evoqua.com 

www.evoqua.com

DEPOLOX® POOL E 700 P
POOL MANAGEMENT SYSTEM

The Wallace & Tiernan® DEPOLOX® 
Pool E 700 P system has been designed 
for measurement and control functions 
as well as process control in pool water 
treatment applications.

Key Features
• Innovative, future proof design, flexible 

in operation and expansion
• 7” colour touch panel ensures intuitive 

operation
• Trend diagrams available for all 

measured parameters
• Remote access via Smartphone or PC 

when connected to the internet
• Optional electronic water colour 

indication that serves as a sensor 
status check

• All functions of the existing DEPOLOX 
Pool system are included

• Time efficient updates and expansions

DEPOLOX and Wallace & Tiernan are trademarks of Evoqua, its subsidiaries 
and affiliates, in some countries. © 2016 Evoqua Water Technologies Pty Ltd

POOLSCAPING
PRODUCTS

HEIGHT-ADJUSTABLE PAVER SUPPORT PEDESTAL
The Elmich VersiPave height-adjustable paver support pedestal provides 

a solution for raised pavers with inconsistent or uneven thickness.

It creates a cavity to conceal services, improves heat and sound 

insulation, facilitates rapid surface drainage and allows easy access to 

waterproofing. According to the company, it also reduces efflorescence, 

algae growth and paving installation costs.

The product’s height range is 24 to 45 mm, and it may be increased 

using VP-20E and/or VP-40E extenders. It can be separated into halves 

or quarters, enabling flush placement along wall edges and also around 

or into corners. Individually adjustable chocks allow for differences in 

paver thickness.

It eliminates the need for bedding sand or cement screed, reducing 

the load burden on building structures. Joint sealants and grouts are not 

required as expansion and contraction of pavers does not result in cracks.

It is suitable for use in areas such as balconies, swimming pool sur-

rounds and courtyards. As it is re-usable, it is suitable for temporary 

paving or retrofitting.

Made of 100% recyclable materials, it has a minimum height of 24 

mm with a progressive 1 mm height adjustment. It is lightweight, easy 

to install and supports Green Building certification.

The pedestal with extenders up to 105 mm has a compressive 

strength of ≥25 kN.

Elmich Australia Pty Ltd

www.elmich.com.au

POOL FILTER BOX
The Acoustic Box Company Pool Filter Boxes are designed to enclose 

and protect pool equipment from the harsh Australian elements.

Made from galvanised steel and finished with thick powder coat-

ing, the boxes are designed to blend in with the local landscape 

and complement the traditional Australian backyard, using matching 

colours and an inconspicuous design.

The boxes are completely soundproof and come with an Acoustic 

Engineer’s report certifying a noise reduction of up to 80%.

100% Australian designed and fabricated, the boxes are quick 

to assemble and don’t require nuts and bolts or any special tools.

Other features include: engineered ventilation gaps to protect 

the pool equipment from any condensation; easy access via a fully 

removable front panel as well as a top lid; and six standard colours 

and four standard sizes, with custom sizes also available on request.

The Acoustic Box

www.acousticbox.com.au

http://www.evoqua.com
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PROJECT COMPLETE
CREATURES FROM THE SEA

POOLSCAPING

Positioned on the water at Southport on the Gold Coast, the Broadwater 
Parklands feature a sculptural water playground including cool water 
fountains, a creek bed, tidal rockpools and sculptural, true-to-life local 
sea creatures with ‘spurt and spray’ features.

Natureworks was engaged to design, manufacture and install the 
heavy-duty sea creatures. The characters had to be extremely durable, 
resistant to full sun exposure and meet the Australian Standards for 
playground installation, including height restrictions, anti-slip finish and 
entrapment avoidance. Not only that, but they also needed to be realistic 
reproductions of the sea creatures themselves.

The impact of the harsh Australian sun was a significant factor in 
the design process. To ensure the colours remain vibrant, Natureworks 
made the decision not to paint the characters, instead incorporating the 
colours into the negative cast lay-up of the polyester gel-coat fibreglass.

The design was also influenced by the characters’ need to spurt or 
spray water. Natureworks added internal pipes that allowed water to 
spray forward, upwards or sideways from the animals’ whiskers, mouths 
and suction pads. The pipes were laid into the appropriate positions 
during the manufacturing process to reduce the time of installation and 
allow testing of the water jets.

Each sculpture was designed to be climbed and sat upon by young 
children. They were mounted on a concrete base with a gradual slope 
to ensure the stability of the sculpture and allow the water to flow freely 
around each animal.

No soft-fall or rubber crumb material was used in the water park’s 
watercourse — concrete was used instead. To minimise the risk of 
injury should a child fall from one of the sculptures, Natureworks was 
instructed to ensure that none of the sculptures stand taller than 60 cm.

The animal characters include: an oversized mud crab with streaming 
water jets that spray upwards towards the sky; a sit-upon loggerhead 
turtle that features a 6 m spray jet extending from its mouth; a sit-
upon fur seal pup with whiskers that function as spray jets; a brightly 
coloured octopus with suction cups that provide a tactile experience 
for young children; and a life-sized cast of a very large dusky flathead.

Collectively, the functional and sturdy sea-life characters provide 
a stimulating and educational sprayground for children to enjoy year-
round.

Natureworks has been sculpting, moulding and casting life-size 
wildlife for almost 40 years and now has a collection of more than 
2000 moulds of sculptural features. Casts can be made in a range of 
materials including fibreglass, glass reinforced cement (GFRC), hard-
coated urethane foam and hot cast true bronze if great strength and 
durability is required. They can be adapted for domestic use, playground 
or zoological standard and are designed, reinforced and finished to 
varying standards appropriate to use.

Natureworks

www.natureworks.com.au
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As one of Australia’s iconic retail brands, with a proud history over the 
past 70 years, we now have 65 stores nationally. Our award winning 
franchise model commenced in 1995 and offers a vibrant product 
range providing you a great platform to start your own successful 
business in the pool and spa industry.

Our business development and support teams will assist you building 
your successful business. We have two exciting franchise models 
where we are looking for new, motivated and business orientated 
franchisees for:

• Clark Rubber Retail Stores     
Starting from $420,000 plus Working capital

• Clark Pool & Spa Shops     
Starting from $147,500 plus Working capital

If you would like to hear more about franchise opportunities in your area, please contact Dirk Heinert for a confidential discussion 
on (03) 8727 9999 office or mobile 0400 922 493 or dirk.heinert@clarkrubber.com.au

clarkrubber.com.au

CLARK RUBBER IS EXPANDING

Our industry knowledge will help you build a strong business, 
becoming the local pool specialist in your territory and helping you 
working in a lifestyle environment. Our franchisees benefit from:
 

• Unparalleled national and local support

• Proven marketing and business strategies

• Group buying power

• No franchise renewal fees

• Turnkey development and set up

• Retail brand celebrating 70 years

• Multi Award winning franchise system

• Unsurpassed initial training and ongoing support

CREATURES FROM THE SEA
3D SIMULATION 
SOFTWARE
ONESHOT 3D is a space configurator 

intended for hardscape professionals. 

The 3D simulation software allows the user to see 

immediately, in their own environment, their future 

hardscape project, such as pool, hot tub or garden.

The software was designed for the iPad — just take 

a photo and start editing. Pools, hot tubs, pergolas, 

vegetation, furniture and more can be simulated.

In a few finger movements, the user sees the 

environment completely changed. The user can 

also customise aspects of the project, such as the 

colour of the coating, the material of the terrace, the 

arrangement of the furniture, etc.

Being able to view images before and after simula-

tion helps better enable decision-making. There is no need for an internet connection and the iPad transmits a professional 

and dynamic image. Versions for PC and Mac are also available.

POINTCUBE LTD

www.pointcube.fr

POOLSCAPING
PRODUCTS

http://www.clarkrubber.com.au
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When your Pool Lighting is looking a bit dated...
C o n c r e t e  +  F i b r e g l a s s  +  V i n y l
F l u s h  M o u n t e d  +  S u r f a c e  M o u n t e d

N e w  P o o l s  +  a  R e t r o - F i t  f o r  E v e r y  A p p l i c a t i o n www.aquaquip.com.au

Wide range of Retro-Fit LED lights available for popular brands of Surface Mounted and Recessed Pool Lights.

AQ P&SR 0117

NEW SOUTH WALES  
AQUA-QUIP 

+61 2 9643 8338

QUEENSLAND
RAINBOW POOL PRODUCTS 

+61 7 3849 5385

  WESTERN AUSTRALIA
CHADSON ENGINEERING

 +61 8 9344 3611

VICTORIA  
RELTECH AUSTRALIA 
+61 3 9459 3838

SOUTH AUSTRALIA
POOL POWER 

+61 8 8362 6325

 ZODIAC 
NATIONALLY 

1300 763 021

PRODUCT
PAVILION

THREE-CHAMBER WATER TESTER
The Lovibond Three-Chamber Tester with interchangeable colour 

comparison chart is designed for the determination of disinfect-

ants and pH value.

The pH value of pool and spa water should generally sit be-

tween the slightly acidic value of 6.5 and the slightly basic value 

of 7.6. Due to the use of various water treatment chemicals, as 

well as ambient environmental effects, pool owners and pool 

technicians need to determine the pH of the water and correct 

the value as necessary.

Nowadays, pool owners can choose from a range of modern 

water treatment agents that are often used in combination, and 

are only effective within a limited pH range. Therefore, in addition 

to checking the concentration of the water treatment chemicals, 

the owner/operator should also monitor the pH value of pool water 

and adjust if necessary.

This test kit is supplied with the three-chamber tester, 20 DPD 

No. 1 RAPID tablets, 20 PHENOLRED RAPID tablets and one 

instruction manual.

Tintometer GmbH

www.lovibond.com

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

BLOW-MOULDED POOL FILTER TANK
The innoSphere from Poolrite by the Evolve Group 

is a lightweight and robust one-piece, seamless 

blow-moulded tank designed for maximum strength 

through patented technology. The polymer tank’s 

geodetic structure is architecturally influenced and 

creates a strong sphere design.

The tank uses a specifically designed closed 

loop, UV and chemically stabilised polyethylene 

terephthalate (PET) and a patented liquid blow-

moulding process.

Through this process, the polymer is influenced 

into aligning and stretching the individual fibres 

to resemble steel cable and giving the material a 

singular purpose, banding together and forming the 

strongest pool filter material in the world, according 

to the company, creating an outward strength that 

exceeds its own weight in steel two times over.

Designed and manufactured in Australia, the 

tank retrofits the company’s V2000 Multiport Valve.

Evolve Group

www.evolvegrp.com

ACCESS COVER
Creative Drain Solutions’ Access Cover is a functional and 

secure way to hide in-ground pool equipment.

Consisting of a stainless steel frame and tile insert tray, 

the cover can be custom manufactured to suit specific tile 

thicknesses and sizes. It is supplied with lifting keys that are 

inserted into keyholes on the tile insert tray for easy removal.

The cover is manufactured from 316 marine-grade stainless 

steel that undergoes an electropolishing process, making it 

suitable for use in the pool environment and resistant to the 

harsh chemicals used around the pool.

Creative Drain Solutions

www.creativedrainsolutions.com.au

http://www.waterco.com


http://www.europeimports.com.au


January/February 2017     POOL + SPA  | 35WWW.POOLANDSPAREVIEW.COM.AU

What goals did your company kick in 2016?
2016 was a great year for Europe Imports in both sales growth 
and company development. Throughout the year we opened a 
second warehouse location in Seven Hills, developed interstate 
markets, employed our newest sales rep Emma, implemented a 
new ERP program to better serve our customers, saw the release 
of the 2 cm Grohn range of exterior porcelain, introduced new 
premium travertine and limestone ranges and also launched a 
new range of stone imitation mosaics by Ezarri named the Zen 
range. To say that 2016 was a huge year for our company would 
be an understatement!

How does your company plan to better itself in 
2017?
As we are always looking to improve our product ranges and 
services, we will continue to focus on building a comprehensive 
range of products to cover the pool surface areas whilst focus-
ing on client satisfaction and customer service. We are aiming 
to be able to supply the industry with the most comprehensive 
selection of high-quality pool interior and exterior surfacing and 
installation materials.

What new technologies are you seeing gain 
traction in the pool industry?
There are two product groups that we have seen gaining traction 
in the pool industry recently. Over the years, epoxy adhesive and 
grouting systems have had a bad stigma attached to them due 
to the difficulties associated with the installation. In recent times, 
many manufacturers have reformulated their systems to become 
more user-friendly and also much higher performing than previous 
formulations. Some of the new systems possess qualities that 
many installers and project owners are appreciating. Easy water 
clean-ups, high UV resistance, acid resistance, workability, great 
colour selections and also the ability to be used as both adhesive 
and grout system in a single product. The feedback that we have 
been receiving from our customers in recent times is indicating 
that a long overdue evolution in the epoxy technology has arrived 
and is beginning to change the attitudes of the installers.

We also have noticed a trend towards 2 cm porcelain pavers 
emerging in both commercial and domestic project application 
that demand predictable, adaptable and high-performing surface 
finishes. Certain projects require specific performance requirements. 
Whether it be consistency in size, shade, colour or even the ability 
to utilise pedestal systems for more technically demanding instal-
lation, I believe that the 2 cm porcelain products will continue to 
gain traction into 2017.

What issues do you think the pool industry 
needs educating on and why?
As the Ezarri mosaics JointPoint backing system has been the most 
successful pool tile in the market, and also, as a company that 
strives for leadership of the sector, we hear about many issues 
in the industry. One of the biggest topics we discuss with clients 
is suitability of products for the application. These past few years 
have seen many new ‘pool safe’ tiles and new mosaic sheeting 
systems introduced to the market — I believe that there have 
been six new brands in the past four years alone.

Some of these products on the market have been experiencing 
quantities of failures in pool application. I believe this is largely 
due to manufacturers and importers rushing into the market prior 
to fully testing the products. But not only this, they are also fail-
ing to educate the installers about what adhesives, grouts and 
installation techniques are correct or apply to the product. Many 
of these new products don’t even meet the Australian standards 
(allowing 90% adhesive coverage on the rear of the tile) and 
there is no shortage of documents floating around that state their 
product to be an exception to the rule.

There are many reasons that a failure can occur in submerged 
conditions; however, as importers we have responsibility to en-
sure that we are able to support the installers, ensure that our 
products are suitable for the application, offer installation speci-
fications and most importantly take responsibility. If as importers 
we do everything we can to educate the market with solid and 
truthful advice and documentation, then consumers, contractors 
and builders don’t suffer. If there is anything in my eyes that I 
think the industry needs educating on it is understanding what 
the importers of pool mosaics should be responsible for.

Carl Yench is the head of technical 
at Europe Imports Pty Ltd and also 
one of the directors of the company, 
which was established in 2004 by 
the Managing Director Paula Cowell-
Yench. Joining the company in 2006, 
Carl has worked in in all aspects 
of the company including sales, 
marketing, procurement, educational 
and installation specification and 
Australian Standards development 
for a variety of products.

CARL YENCH
DIRECTOR AND HEAD OF TECHNICAL, EUROPE IMPORTS

YEAR IN REVIEW
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PROJECT COMPLETE
LOOKING OUT-
SIDE THE BOX 
FOR ANSWERS

Bill Mansfield, BioLab’s technical services and training facilitator, 
was perplexed. He was helping a client whose pool was constantly 
cloudy. It would not hold an acceptable sanitiser level and they could 
not work out why.

“I went through the normal procedures of discovery with the client 
to determine what was going on, but nothing really pointed out why 
their pool was struggling,” Mansfield said.

When he couldn’t find a solution inside the pool, he decided to look 
outside the pool for answers. He asked the client to send photos of 
the pool environment in case it held clues to the pool’s cloudiness.

When he received the photos, he spotted something that he thought 
could be the cause of the problem: two large trees (an olive and an 
almond tree) were overhanging the pool.

“I pointed this out to them and informed them that flowering and 
fruiting trees are particularly bad in regards to adding organic material 
and, as such, add greatly to the chlorine demand. They make holding 
a sanitiser level very difficult,” said Mansfield.

The client took it upon themselves to dig deeper and found that 
almond trees, aside from adding organic matter to the water, also 
contain chlorine neutralisers. Mansfield also did some research and, 
while he couldn’t find anything specific to pools, learned that almond 
leaves contain antioxidants. Chlorine is an oxidant, so when the 
almond leaves came into contact with the chlorine, the two substances 
effectively cancelled each other out, leaving the pool without sufficient 
chlorine to sanitise the water.

“I asked for photos of their environment because when all the 
mechanics are doing the right thing, you need to look elsewhere 
for answers. Most people forget that a pool is an open environment 
and constantly exposed to the weather and surrounding gardens,” 
Mansfield said.

BioLab Australia & New Zealand

www.biolabpoolcare.com.au
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PRODUCT
PAVILION

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

POOL DIVIDER SYSTEM
The S.R. Smith Submersible SwimWall System provides pool space flexibility through its ability to separate 

pool space in less than 1 min.

It can be designed to span the entire pool width or 

just part of a pool, effectively doubling the number of 

available lanes in a 50 m pool or converting select lanes 

to 25 m. In addition, it can be customised to separate 

any smaller pool area to accommodate a range of 

aquatic activities.

From the pool deck, air is pumped into the wall system, 

causing it to move into a vertical position. Lane lines 

can remain in place during the process.

A large-diameter retractable pin secures the wall 

system to a locking mechanism on the pool wall. To 

lower the wall, the pin is retracted, the wall system is 

pushed to one side and air is replaced with water. The 

wall system becomes weighted with water and moves 

to the pool floor, where it remains when not in use.

The system can be added to an existing pool bottom, without draining the pool, or incorporated flush 

into the design of a new swimming pool. It is constructed of colour-infused fibreglass for strength, durability 

and minimal maintenance.

For more information, including a video of the system in operation, visit the company’s website.

SR Smith

www.srsmith.com/au

http://www.aquajoy.com.au
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C
yanurate is probably the most misunderstood and 
overused chemical in the aquatics industry. Let’s 
go over the basics to clear up any misconceptions.

Cyanurate stabilisation
Definition: cyanurate stabilisation of swimming pool 

water is a process of effectively and safely reducing the destruc-
tion of chlorine in the water, caused by the action of ultraviolet 
(UV) rays from the sun.

Many trials over several years have concluded that on a clear 
day, the chlorine in a pool not containing cyanurate will be 90% 
destroyed by sunlight (UV rays) in five hours. Even on days of 
total cloud, chlorine in these unstabilised pools will weaken as 
the UV rays penetrate through the cloud, and after five hours, 
the chlorine concentration will still reduce by 50%.

It is surprising to learn further that it is mainly the weather 
and not the bather load which contributes to increased chlorine 
usage, but pools have to be open and closed on hot days to 
determine this. Testing has shown that on full cloud days with high 
pool bather loads, chlorine usage increased only slightly — and 
far less than on clear, hot days with low bather loads.

It can be concluded that without cyanurate, chlorine has to 
be added to outdoor pools several times each day to maintain 
chlorine levels and keep the water safe to swim in. Most com-
mercial/council-type swim centres have ‘auto dosing’ systems, 
feeding both chlorine and acid into the system on demand, 24/7.

The chemical
Cyanurate or cyanuric acid is a pure chemical that is slightly 
acidic and is easy to store and handle.

It should be added to every outdoor pool or water feature, 
but at the correct level.

It has been suggested that for some water play parks where 
the water feature has a sloping zero depth floor, the majority of 
water is away from sunlight and underground in a balance tank, 
and therefore the use of cyanurate may not be beneficial.

How to add cyanurate to a pool
It’s slow to dissolve, so the easiest way to add it is to pour 
small quantities of the dry chemical into the pool outlet drain or 
skimmer box while the pump is running. It can take up to three 
days to completely dissolve in colder water, so don’t backwash or 
clean the filter for three days after its addition, as the cyanurate 
will be slowly dissolving in the filter and backwashing will wash 
some of it away.

Amount to add
If the total pool (+ balance tank) volume is known, it’s easy to 
add the correct amount of cyanurate without overdosing it. If the 
pool doesn’t have any cyanurate in it, for every 1,000,000 L of 
pool water, add 20 kg of the pure cyanurate. (This is equivalent 
to adding 2 kg for every 100,000 L of pool water or 1 kg for 
50,000 L.) Pure cyanurate/cyanuric acid doesn’t contain chlorine 
and is the best chemical to use to obtain the correct concentra-
tion in the water.

Don’t overdose! The amounts above will give a cyanurate 
concentration very close to 20 mg/L and this level should never 
be exceeded.

Remember: cyanurate is probably the most misunderstood and 
overused chemical in the aquatics industry.

CYANURATE
STABILISING OUTDOOR POOLS
John McKenny*

In this article, the fourth in a series of non-
technical articles, John McKenny* discusses 
cyanurate: what it does, why it’s important 
and how best to use it. Keep your costs down 
and your pool clean and safe for swimming by 
following ‘Good water matters’ in each publication.
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The ideal cyanurate level in a pool for safe swimming is 
15–20 mg/L!

Adding any more than these recommended levels has no ap-
preciable benefit and will not create the savings discussed below. 
It will be a waste of chemical and therefore a waste of money, 
with bathers swimming in unnecessarily high concentrations of 
cyanurate. This chemical will be wasted as it’s lost during dilu-
tion through backwashing etc, so have the level tested regularly 
and maintain this level.

Why a maximum of 20 mg/L is best
To explain it further, having the cyanurate at a maximum of 20 
mg/L will provide approximately 96% chlorine protection from the 
sunlight. Increasing the cyanurate level to 40 mg/L (as many 
people will say is best) will increase the chlorine protection to 
approximately 98%. But the cyanurate concentration in the pool 
has been doubled for a 2% advantage! The extra cyanuric acid 
now in the pool can cause many problems to the water quality 
and for swimmers. Understanding this chemical is important before 
adding it unnecessarily and at elevated levels.

Effects on chlorine
Cyanurate attaches itself partially to the chlorine molecule in 
the water, meaning the chlorine will be not as free to go out 
and attack and destroy any contaminants. Because of this, it’s 
necessary to triple the free chlorine concentration to 3–4 mg/L 
and always maintain this level. With cyanurate now in the pool 
water, it becomes much easier to maintain the chlorine level, 
as this stabiliser continuously prevents the sunlight from quickly 
destroying the chlorine.

Stabilised chlorines
Known as ‘dichlor’ and ‘trichlor’, these chemicals contain both 
chlorine and cyanurate.

If water testing is not carried out often enough, they cause 
water quality problems. The reason for this is that the chlorine 
in these pool chemicals is used up as it breaks down the con-
taminants, but the cyanurate portion doesn’t break down, instead 
accumulating slowly, often leading to the water becoming unsafe 
for swimming.

This can be easily avoided by using a pure chlorine chemical 
and pure cyanurate/cyanuric acid as separate chemicals, having 
the water tested regularly and keeping the cyanurate maximum 
at 20 mg/L.

Using up your stabilised chlorine
It’s quite okay to use up these stabilised chlorine compounds 
until the cyanurate level reaches 20 mg/L, then it’s necessary to 
cease using them and switch to pure chlorine so the cyanurate 
doesn’t keep increasing. Once the cyanurate level drops to 15 
mg/L, it’s okay to return to using the stabilised chlorine until the 
cyanurate level again reaches 20 mg/L.

The savings using cyanurate
My own research has shown that there can be savings of at least 
$12,000 per million litres of pool water annually in an outdoor 
pool. Smaller pools of, for instance, 100,000 litres can save 
about $1000 annually on total chemicals.

Trials I’ve done show that cyanurate introduction to outdoor pool 
water will give total chemical savings of at least 60%. That’s 60% 
of all chemicals — not just the chlorine amount — so there’ll be 
similar savings with any acid and alkali used.

Less total chemical in the water means lower levels of total 
dissolved chemical or total dissolved solids (TDS), resulting in 
cleaner, clearer water with the added advantage of less money 
spent on pool chemicals.

Conclusion
Run the cyanurate in every outdoor pool using chlorine or salt at 
15–20 mg/L, the chlorine at 3–4 mg/L and the pH between pH 
7.35 and 7.45. There are lots of good reasons for doing so and 
remember, there’s a cheap and simple-to-use test kit available 
for these tests.

Let me know your thoughts, concerns or problems. Contact 
me on jsmck@bigpond.net.au or go to www.macquaticstraining.
com. Happy to read your comments or assist.
*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.

Editor’s note: As with all content published, readers are advised 
to make their own enquiries and ensure that they adhere to the 
relevant regulations in their region. The opinions expressed in 
this article are the opinions of the author(s) and not necessarily 
those of Pool+Spa.

Macquatics Training 
www.macquaticstraining.com  

O P I N I O N

©
 s

to
ck

.a
do

be
.c

om
/a

u/
Ya

ko
bc

hu
k



40  |  POOL + SPA    January/February 2017 WWW.POOLANDSPAREVIEW.COM.AU

Spiros Dassakis

I think I’m an extremely competent manager. Many of my associates are 
very competent as well. Nevertheless, I am frequently slowed down by 
the incompetent acts of others.
Many managers and employees have developed the art of incompetence 
into a new skill. Rather than simply making mistakes and learning, their 
incompetence is now a value-added benefit provided at no cost in eve-
rything they do.
Too often I find managers and employees who are great at a particular 
skill are promoted into an area that they are just terrible at. That’s when 
all the fun starts.
If you stand back and take a good hard and honest look at any business, 
you are likely to see examples of very talented managers and employees 
doing exceptionally stupid things or making significant incompetent mistakes.
It is worth remembering that the more incompetent a manager is, the 
less qualified that manager is to assess anyone’s skill or performance in 
the company they manage — including their own.
We are generally more forgiving of incompetent employees who we consider 
to be nice, as opposed to employees who are more difficult to get on with.
I have always wondered whether incompetent employees recognise or 
seek out other incompetent employees and whether such employees see 
their incompetence as normal and just go about their business competing 
with other incompetent employees?
I am the first to acknowledge that even smart people make stupid in-
competent mistakes; however, such incidents are generally outweighed 
by more frequent intelligent actions or decisions.
No person or industry is immune from ‘incompetence phenomenon syndrome’.
Have you ever taken the time to consider the cost of professional 
incompetence? It would be frightening. Every company profit and loss 
statement should have a line item in its accounts entitled “Professional 
Incompetence”.
Professional incompetence is the cost to the business of employees and 
managers making repetitive incompetent mistakes and decisions on a daily 
basis. It’s the hidden cost of doing business. Professional incompetence 
has a cost and it multiplies every day managers and employees decide 
to do nothing.
So how does a company get its employees unstuck from being incompetent?
A good starting point includes:

•	 setting clear expectations that can be measured;
•	 explaining the importance of completing the task(s);
•	 going through the consequences of not achieving the task(s);
•	 offering ongoing assistance;
•	 providing additional resources;
•	 being patient with changing behaviour;
•	 not being afraid to check on the employee’s 

progress midway;
•	 confronting the employee if things are not 

going as planned.
•	 Always remember: your business is not the 

only one dealing with incompetence. These 
days, equal opportunity literally means that 
everyone will have a fair chance at being 
incompetent within a business at some point 
in time in their career. Spiros Dassakis

I’ll have incompetence 
with that

PRODUCT
PAVILION

COPPER-BASED ALGAECIDE
Traditionally, chlorine has been used to treat 

and control algae, but this method is unreliable 

as algae species are diverse and resistant. This 

leads to the need for control agents designed 

specifically to counter the defence mechanisms 

algae has developed to protect itself.

Even if they cannot be seen, algae spores 

are always present, and when the environment 

is right, they thrive on wastes in the water and 

dramatically multiply in numbers. It is important 

to control algae in swimming pools for health, 

safety and aesthetic reasons. An algae-infested 

swimming pool is also an expensive and frustrat-

ing problem to correct.

BioGuard’s MSA Extreme is a patented, 

non-staining, highly concentrated copper-based 

algaecide that kills all types of algae in swim-

ming pools.

Unlike other copper-based algaecides, the 

product has been formulated to ensure against 

instances of ‘green hair’, water discolouration and 

pool surface staining. It is designed to increase 

the hold of copper in pool water for more effec-

tive algae control.

The copper polyacrylate complex-based al-

gaecide has added flocculants and clarifiers. It 

is compatible with both chlorine and bromine 

systems, and can be used in pools with any 

surface and filter type.

BioLab Australia & New Zealand

www.biolabpoolcare.com.au
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PRODUCT
PAVILION

ON-SITE HYPOCHLORITE GENERATION 
SYSTEMS
Wallace & Tiernan OSEC electrolysis units for on-site generation 

of hypochlorite are available through Evoqua Water Technologies. 

The systems produce sodium hypochlorite by electrolysing a 

brine solution.

Unlike purchased hypochlorite, the production on demand 

means that the hypochlorite does not degrade; subsequently, 

there is no reduction of product strength. The product line is 

designed to accommodate applications ranging from potable 

water disinfection and leisure to marine and offshore.

Two types of units are available: membrane systems and 

open systems. The membrane electrolysis process used by the 

OSEC-NXT system generates pure, stable, concentrated sodium 

hypochlorite solution from brine. The OSEC-A system produces 

a dilute aqueous solution of chlorine.

The sturdy tubular cell electrolysis systems generate saturated 

sodium hypochlorite solution from artificial brine (OSEC-B) or 

seawater (OSEC-S). Two different types of tubular cell electroly-

sis systems are available: OSEC-B and OSEC B-Pak systems.

Evoqua Water Technologies Pty Ltd

www.evoqua.com

LINEAL DRAIN
The Advantage-Eco Wall to Tile Indoor Drain by Creative Drain 

Solutions is an architectural lineal drain that provides a drainage 

solution for poolside bathrooms, showers and steam rooms.

The drain consists of a channel with wall and floor flashings 

for waterproofing purposes and a grate or a tile insert tray. The 

bespoke design is manufactured to suit specific tile thicknesses, 

lengths, depths and waste locations. The channel is designed 

with fall to outlets to avoid pooling in the drain.

Manufactured from 316 marine-grade stainless steel and put 

through an electropolishing process, the drain is suitable for use 

in harsh environments such as poolside, in bathrooms, coastal 

areas and outdoors.

Creative Drain Solutions

www.creativedrainsolutions.com.au

http://www.waterco.com
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February
What: SPASA Pool & Spa Expo 2017
When: 3 to 5 February
Where: Melbourne
Website: www.spasashow.com.au

What: ForumPiscine: 9th Pool & Spa 
Expo and International Congress
When: 16 to 18 February
Where: Bologna, Italy
Website: www.forumpiscine.it
 
What: Water Expo 2017
When: 23 to 25 February
Where: Chennai, India
Website: www.waterexpo.biz

What: Pool Spa & Outdoor Living Show
When: 25 to 26 February
Where: Sydney
Website: www.poolexpo.com.au
 

March
What: Pool Spa & Outdoor Living Expo 
Perth
When: 11 to 12 March
Where: Perth
Website: www.poolspaoutdoor.com.au
 

May
What: Asia Pool & Spa Expo 2017
When: 12 to 14 May
Where: Guangzhou, China
Website: www.poolspabathchina.com

What: AALARA Conference & Trade Show
When: 15 to 18 May
Where: Gold Coast
Website: www.aalara.com.au/events/
tradeshow-2
 

What: Swimming Pool & Spa Show 
2017
When: 20 to 21 May
Where: Adelaide
Website: www.spasasa.com.au/events/
pool-spa-show

 

June
What: Asian Attractions Expo 2017
When: 13 to 16 June
Where: Singapore
Website: www.iaapa.org/expos/iaapa-
attractions-expo/home
 

October
What: Piscina and Wellness 2017 — 
Barcelona
When: 17 to 20 October
Where: Barcelona, Spain
Website: www.piscinawellness.com
 

November
What: 2017 International Pool | Spa | 
Patio Expo
When: 1 to 3 November
Where: Orlando, Florida
Website: www.poolspapatio.com
 
What: Aquanale 2017
When: 7 to 10 November
Where: Cologne, Germany
Website: www.aquanale.com
 
What: FSB 2017
When: 7 to 10 November
Where: Cologne, Germany
Website: www.fsb-cologne.com
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EASYTOUCH® & INTELLITOUCH® 

Superior control systems including water 
features and spectacular lighting effects. 
EasyTouch® and IntelliTouch® automation 
systems offer innovative technology that enable 
pool owners to create and change programs 
without complication. Users can choose smart 
phones or tablets to complete their pool and 
spa automation system. 
Enjoying your pool has never been so simple.

30,000
EMPLOYEES

6
CONTINENTS

100+
MANUFACTURING FACILITIES

$7
BILLION

500+
PRODUCT LINES

$

AUTOMATION SYSTEMS

EFFICIENT...
INNOVATIVE...
EASY...
…OF COURSE

http://www.pentairpool.com.au
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