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®
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PATENTED VARIABLE VANE TECHNOLOGY
AquaNaut® features patented self-adjusting variable vanes, known
as V-Flex™ technology, that cannot be found in other brand
turbine cleaners. It maximizes power at almost any flow and
allows for easy passage of large debris, making it perfect for
use with Variable Speed Pumps.V-Flex™ is much more than a name...
It is an advanced technology.
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www.hayward-pool.com.au
Hayward, AquaNaut, and AquaVac are registered trademarks and TriStar, SwimClear and V-Flex are trademarks of Hayward Industries, Inc. © 2016 Hayward Industries, Inc.
*Suction covergae at the base of the cleaner. Maxiumum Rated Flow Rate.
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How do you feel about your work? Does it
light you up or does it drag you down?
Engaging with someone who loves their work
is inspiring — their enthusiasm shines through
in everything they do. When they’re that passionate about what they do, their clients can’t
help but to be caught up in that excitement.
I recently had a fascinating chat with a pool
builder in country Victoria who couldn’t have
been more enthusiastic about his work if
he tried.
In a nutshell, what he loves most about his
job is helping people to achieve their dreams.
In very few industries are people actually happy
to be spending their money with you, he said.
As a mechanic, if someone is spending their
hard-earned cash with you, they’re doing it
because they have to, not because they want
to. They resent every dollar going out.
But as a pool builder, you’re delivering something that your client has dreamt about and,
when they hand over their money, they’re
happy to do so. In fact, this pool builder
said he often has clients buy him a case of
Photo credit: Urban Escape

beer once the job is done — how good is
that? Even after spending tens of thousands
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people don’t feel inspired to shout their dentist

To create (or maintain, or renovate, or any
delivers to its clients) a pool for a family is
In a world of 24/7 bad news stories, rising
costs and general doom and gloom, the
backyard pool can be a welcome distraction,
helping to create a relaxing haven for families.
Aren’t we lucky to be part of that?
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SERVICE
BUSINESS
SUCCESS
Alice Richard

From the country’s largest pool service franchise to
local independents, successful service businesses do
things differently. What sets them apart from their
peers? We spoke to some top service businesses
to get their tips on running a successful operation.
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POOL SERVICE

Embrace technology
Scheduling
“You’re just leaving so much money on the
table in terms of the efficiency of your business if you don’t have efficient scheduling or
routing of your technicians,” said Poolwerx
Founder and CEO John O’Brien, who has
taken the business from one man in a van
to a network of 1000-plus staff and 450
service vans across Australia, New Zealand
and the United States.
“We embrace technology at every opportunity so that our technicians can be more
time-efficient, we can provide more accurate
water testing and water quality, which ultimately
ensures a healthier pool and a happier, more
satisfied client.”
For Rob Guthrie, owner of Tru Pool on
Sydney’s North Shore, an automatic scheduling system has paid off by improving efficiency: scheduling changes are taken care
of automatically so techs aren’t distracted in
the middle of a job.
“[It] lets them do what they’re meant to
do. They’re there to go out and perform the
service that we’ve been booked for. They’re
not there to talk on the phone, to answer
queries. If you can take that out of it and
leave them to keep on the tools and keep
on with what they’re doing, that’s a much
better arrangement,” Guthrie said.
A self-confessed IT geek, Andrew Bourke
of Sydney’s Best Pool Service has tracked
down a scheduling program that works for
his team. Interestingly, he prefers to go with
smaller providers as he’s found they are more
nimble at providing customisation options
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for the customers. This regular evolution of
product offerings to his customers adds value
to the company’s sales and services.
He likens large providers to the Titanic —
impressive, but slow to move — but smaller
companies to dinghies: they can respond
quickly to changes and move in new directions easily based on customer feedback.

Make it easy
Keeping your clients up to date with technology
makes life easier for everyone. When O’Brien
started out, the company was servicing most
domestic pools on a weekly basis; now, most
are serviced monthly.
“Part of being more efficient and providing an effective service solution has involved
educating our clients on the benefits of
upgrading their pool equipment — chlorinators, controllers, robotic cleaners. Introducing
more technology as part of the maintenance
schedule has saved them money through
energy efficiency as well as changes to the
service frequency they need,” he said.
Guthrie’s business has implemented an
online portal through which clients pay their
bills, book services and receive invoices.
“People don’t want pieces of paper, and
neither do we. So we did away with paper
invoicing and [records] a few years back,”
he said.
“People don’t want to write cheques and
do things like that. They’ve got to be able
to pay electronically. It’s very important.
I think if you’re not doing that you’re a bit
of a dinosaur.”

On the job
The Dural Poolsmart team — the 2016
SPASA NSW/ACT and SPASA Australia
Service Business of the Year — use iPads
to remotely access the BioGuard Water
program, ensuring their water tests are
always as accurate as possible. The iPads
also prompt technicians to snap a photo
of each step of the service, giving both
managing director Michael Freame and
his customers peace of mind that the job
has been done thoroughly. Freame uses a

March/April 2017

© Stock.Adobe.com/au/Olesia Bilkei

P

ool service businesses come in
all shapes and sizes, but the
success stories have a few things
in common. There are the obvious ones, like excellent customer
service and a quality product, but others, like
promoting a positive team culture and looking
the part, can be the difference between a
mediocre business and a thriving one.
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POOL SERVICE
YOU’RE JUST LEAVING SO MUCH MONEY ON
THE TABLE IN TERMS OF THE EFFICIENCY
OF YOUR BUSINESS IF YOU DON’T HAVE
EFFICIENT SCHEDULING OR ROUTING OF
YOUR TECHNICIANS.
customer contract to facilitate communication from his technicians to the client, and
vice versa.
“We give them the detail of what we’re
going to do and what they need to do in
between the services, and it gives people a
better grounding in what needs to happen
to the pool while we’re not there,” he said.
Involving the pool owner in the process
helps them feel that they have buy-in. It also
gives them security that the service business
will uphold its end of the bargain because
there’s accountability on both sides.

Invest in your staff
Career progression
Many believe that the lack of a distinct career
path in the pool industry has prevented it
from attracting new talent. Successful service businesses recognise that to keep good
staff, they need to demonstrate that there’s
a future for them.
Poolwerx worked with SPASA to develop
the Cert III and IV for pool technicians, which
has significantly improved professionalism
in the industry. Not content with that, the
company then created a dedicated training
centre housing two fully operational pools, plus
a full retail shop, where staff can undertake
Technical Excellence Courses developed by
Poolwerx, and technical programs for those
servicing commercial pools.
“There’s six different levels of certification they can achieve — two are federally
government recognised; four are internal.
It gives people a lot of career satisfaction that
we’re investing so much in their education
and training,” O’Brien said.
At Sydney’s Best Pool Service, Bourke
starts new recruits out in the shop for a full
12 months. Once they have the retail side
down pat, they go out with an experienced
technician to learn the ropes before starting
their own run. This means he always has a
new technician in the pipeline should a staff
member move on.

Culture
Team cohesiveness is key. Both Bourke and
Freame said they wouldn’t hire someone
who didn’t click with the team. In a small
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business, any disharmony will reverberate
throughout the whole team — and unhappy
staff are unproductive staff.
Guthrie bought Tru Pool as a struggling
business and tightened things up to make it
the successful operation it is today. Changing
the team culture to get everyone working
towards a common goal was part of that.
“You’ve got to engage them in what’s
going on. It’s a communication thing: you’ve
got to talk to people. You’ve got to explain
what you’re doing and why,” said Guthrie.
“You’ve got to have a management structure that delivers the results to the customers
and puts things in an orderly manner for
the staff. You’ve got to have all the back of
house in place so that they can do their job
efficiently, and they feel satisfied with what
they’re doing.”

Look sharp
Every market is different, but on average,
pool owners sit within a higher socioeconomic
demographic, O’Brien discovered when he
started out.
“More importantly, if they have their pool
serviced, it puts them in the ‘do it for me’
market. This type of customer expects a certain level of service and professionalism that
starts at a basic level like how the technician
presents,” he said.
O’Brien identified a number of must-haves
for presenting a professional front:
• Smart, well-maintained vans.
• Good branding on vehicles and uniforms.
• Smart uniforms that identify technicians
with name badges/tags.
• Technicians who turn up on time.
• Technicians who clean up after themselves.
“I know these things are self-evident, but I
probably didn’t introduce those as quickly as I
could have. I didn’t spend enough time in the
mindset and expectations of my clients. And
when I did, we changed our model,” he said.

Play the long game
Sometimes it’s the sales you don’t make,
rather than the ones you do, that can benefit
your business. Successful service businesses
have one thing in common: they are happy to

sacrifice a single sale to secure a customer
longer term.
“I had a gentleman in the shop yesterday
who drove past four pool shops to get to us.
He came to us to get advice because he
knows that we don’t bull***t people — and
that’s what he was accusing every other pool
shop he drove past of,” Freame said.
“I sold him a $205 tablet feeder instead
of a $2000 chlorinator, because that was
really what was going to work best for him.
Simple things like that — looking after your
customers and giving them the best advice
you can — will get you a long way.”
Despite only making a sale that was a
tenth of what he could have made from that
customer, Freame understands that he’ll do
better from one long-term client than a series
of short-term clients.
“We try not to be salesmen. I know that
sounds weird in a shop. But we concentrate
on being solution providers as opposed to
salesmen,” said Bourke.
“Say if someone goes into [another shop]
up the road because their stabiliser levels
are low, [the shop] will tell them, ‘You need
some stabiliser’. They take advantage of as
many sales as they can get.
“As soon as we get to April, we won’t sell
any stabiliser. We’ll say, ‘Don’t put any stabiliser
in. It’s a waste of time, because you don’t
have the ultraviolet light belting down on the
pool any more, so you don’t go through it.’
“So we try to talk to people in a way of
being helpful, as opposed to trying to get the
sale. We try to add value. And sometimes that
value is by not adding the sale.”
It might seem counterintuitive, but not
selling product to a customer will likely secure their business in the future — they’ll
feel you’ve been honest with them, rather
than trying to fleece them. This shores up
your position as an expert, making them feel
confident in their future dealings with you. If
they have any problems, they’ll come straight
to you, rather than going to someone who
has them putting their hand in their pocket
every time they seek advice.
What’s your secret to success? Let us know!
Email ps@wfmedia.com.au to share your tips.
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MAKING WAVES
Energy-efficient upgrade for water park heating system
WhiteWater World’s water heating system
is set to receive an energy-efficient
overhaul, with EvoEnergy commencing a
system upgrade for the water park’s 30
slides, water rides and pools in March
2017. The redesign will continue to heat
the water to 27°C year-round, while cutting
carbon emissions by more than 35%.
In total, 19 heat pumps will provide
up to 3610 kW heating capacity, vastly
improved energy efficiency and a reduction
in running costs of more than 70%. In
addition, the technology’s smart control
and monitoring capabilities will also boost
operational efficiencies.
“The EvoHeat CS200-GEN2 technology
will allow us to monitor and remotely control
all aspects of the water heating plant to
ensure maximum comfort for our guests all

year round,” said Troy Margretts, general
manager park operations Dreamworld,
WhiteWater World.
To complete the heating installation
in time for May, various trades, including
hydraulic engineers, plumbers, electricians,
BMS/controls specialists, civil works
contractors, labourers, gas technicians
and design draftsmen, will converge on
WhiteWater World.
“The financial savings over the existing
gas boiler system are phenomenal. Our
technology is incredibly economical and
has helped pave the way for sustainable
heat pump technology in Australia, slashing
running costs and cutting carbon emissions
for thousands of homes and commercial
businesses,” said EvoEnergy Director
Travis McNeill.

Image credit: Dreamworld.

Country Poolies Conference heads to Queanbeyan

$400m Sunshine Coast
water park gets the go-ahead
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© Stock.Adobe.com/au/Olesia Bilkei

Celebrating its 21st year, the NSW Country Pool Managers Conference will this year be
held in Queanbeyan from 17–19 May.
Queanbeyan Council has generously offered to waive hire fees for the conference
venue. This means that the cost for the conference will remain at $60 per person, making
it very affordable to attend, said conference organiser Kerry Lynch.
The location also means the conference is more accessible for more country pool
managers, as those from remote areas can fly to the nearby Canberra airport. Lynch said
he’s received interest from pool managers who haven’t attended the conference before
— some from as far afield as Narrabri and even Queensland.
Confirmed for this year’s conference are John McKenny, who will deliver a maintenance
training session on the first morning, and AUSTSWIM’s Robyn Larkham, who will share
advice on how aquatic centres can launch learn-to-swim programs.

Following the morning sessions, a networking afternoon will give attendees the
opportunity to connect with their peers. In addition, a tour of the Parliament House pool may
be organised, depending on interest. Once again, the Office of Local Government (OLG) has
been invited to attend to give an update on the past 12 months. The NSW Country Poolies
association is hopeful that the OLG is taking action on the recommendations made at the
2016 conference. Other presentations will cover topics such as preventing identity theft
and dealing with bullying and harassment. For more information about the conference,
stay tuned to www.poolandspareview.com.au or visit www.countrypoolmanagers.com.au.
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A $400 million ‘active lifestyle destination’ has
been given development approval (DA) by the
Sunshine Coast Council. SANAD Capital purchased
a 25-hectare plot on Steve Irwin Way in January
2016 for the development.
Approval has been granted for phase one of
the project, which will cover 14 hectares and will
include a water park; great lawn for major events,
concerts and community activities; an outdoor
adventure park with activities such as kayaking,
bungee jumping and stand-up paddleboarding; and
a 6000 m2 retail zone.
Plans for phase one of the development were
submitted to council in October 2016. Plans for
phases two and three will be submitted in 2017.
These phases include a four-star, 225-room family
hotel with conference facilities; an action sports
precinct with facilities for skateboarding events,
BMX, parkour and more; and the ‘Wave Reservoir’.
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MAKING WAVES
Franchise expands model with mobile franchisees
Swimart has enhanced its bricks-and-mortar model with the launch of its first two mobile franchisees,
one in Byron Bay and the other in Mackay. This expands the company’s network to 73 franchise outlets
and more than 250 mobile service vans across Australia and New Zealand.
“Although we are firmly committed to the bricks-and-mortar business model, we believe there is
a market for ‘mobile franchisees’ as well,” said Chris Fitzmaurice, Swimart’s Australasian manager.
“We are not interested in growing the Swimart network just for the sake of it. We base our business
growth strategy around the financial viability of each territory. We want strong businesses and we are
proud that so many of our franchisees have been with us for so long — a testament, we believe, to getting the
mix right. Our franchisees enjoy a good balance between profits and lifestyle, which we know holds a big appeal.”
The company has recently moved into the sale of spas, above-ground pools and pool slides, in part to help franchisees
maintain a constant turnover throughout the year, avoiding the winter sales slump so often experienced in the industry. Swimart attributes
its ability to compete with online sellers to its specialist product knowledge and expertise. While the company offers a digital solution and
e-commerce on its website, technical products such as pumps, filters and pool heaters are only available in-store, which prompts customers
to visit their bricks-and-mortar stores.

Jim’s turns 90 — and counting
Jim’s Pool Care owner and General Manager Brett Blair is planning to crack the
century this year. Now 13 years old and with more than 90 franchises, the company
is on track to celebrate its 100th mobile franchise in 2017.
Blair believes the company will continue with double-digit year-on-year growth
for the foreseeable future. He attributes this to Jim’s Pool Care continuing to evolve
its brand, service and team.
“I am very proud of what we have achieved over the last five to seven years.
Business is hard work and I admire my franchisees who get up every day with a focus
on delivering great customer service in a very competitive environment,” said Blair.
The keys to building a strong team or franchise group, Blair said, are: building one
business at a time; good selection processes; great training; strong ongoing support
from franchisors and suppliers; and creating a culture of people wanting to be the best. This includes raising the standards around pool
industry accreditation, being part of SPASA Australia and ensuring ongoing professional development is a priority.
“To deliver the best service to our pool customers, we need to be educated, motivated and excited about our industry, it is a great
business and career path, but you need to invest time and effort into it if you really want to be the best,” said Blair.
While Blair expects they’ll achieve the century in the near future, he said, “We want sustainable growth and will continue to build
each year on our great franchise model.”

Pooltrackr announces first distribution deal with Lo-Chlor
Pooltrackr has announced its first distribution deal with chemicals manufacturer
Lo-Chlor Chemicals. An end-to-end job management app, Pooltrackr has already
attracted interest from hundreds of parties, from sole traders to global enterprises.
“Paul Simons and John Harding (from Lo-Chlor) saw the potential of Pooltrackr
from day one, when it was just a few scribbles on a whiteboard. They have been
actively collaborating with us to ensure that it meets the complex requirements of
the industry,” said Ben Richards, CEO of Pooltrackr.
“Their vision and expertise has been invaluable and has helped evolve the product
into what it is today. We’re excited to have them on board as a distributor in Australia,
and look forward to working with them on our global expansion.”
“For years now our company has been looking for a local business with experience and knowledge in both the digital world and the pool
and spa industry. Ben Richards and his team are the answer and I’m pleased to be a part of this exciting future for our industry. Pooltrackr
is set to change our industry for the better,” said Paul Simons, managing director of Lo-Chlor Chemicals and Poolcorp International Pty Ltd.
The Pooltrackr app will launch in Australia in April 2017 and in the US in September 2017.
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DIAMOND
DEALER
T R U S T E D

P O O L

P R O F E S S I O N A L

DISCOVER A WORLD
OF REWARD.
JOIN IQ’S NEW DIAMOND DEALERSHIP PROGRAM AND TAKE YOUR
BUSINESS TO A NEW FRONTIER.
• Take your business to the cloud with our comprehensive water testing
and service-technician scheduling software
• Incentivise and strengthen your team with our formal training and
education programs
• Experience loyalty and rewards that go on and on
• Make every transaction a step towards an unforgettable getaway
• Refresh the way your business looks and create a high impact retail
space
• Grow your business with our revenue driving marketing campaigns
• Provide your customers the very best in chemicals, robotic cleaners,
equipment and mineral bathing.
Contact IQ or your local IQ distributor to find more about how you can
become an IQ Diamond Dealer.

1300 131 788
www.interquad.com.au

A GUIDE TO

AUTOMATIC
SCHEDULING
There are many benefits to deploying an automated scheduling system, and from a
software implementation point of view, it’s fairly simple. The change management
process doesn’t end there, however.

M

any organisations struggle to make the step
changes needed to their working practices in line
with the new scheduling method. This quick guide
will walk through a series of steps that minimise
the impact of implementation.
In today’s field service landscape, customers are more demanding
of service delivery and company executives are pushing for greater
productivity, increased customer satisfaction, lower costs, higher
revenue and more service profitability.
For field service delivery managers, the pressure to deliver the
most efficient and productive service operation has never been
higher. Yet, deciding which technicians to assign to tasks, and when
to schedule and dispatch them, can be a tricky and complicated
process. When you are managing a large number of technicians
that complete multiple jobs per day, staying on top of the schedule
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as changes happen and emergency work comes in through the day
can seem like an impossible task.
The benefits realised by fully automatic scheduling and optimisation
tools are undeniable; allowing the scheduling algorithms to manage
resources in the most efficient way not only improves productivity
enormously but allows the dispatcher to concentrate on other, more
valuable tasks. A ‘hands-off’ approach is particularly beneficial for
enterprise organisations that are managing a large mobile workforce
that is carrying out varied and very complex work in the field.
However, the change from paper to automatic scheduling is a
jump too far for many. A stepped approach or journey is a more
sustainable way to manage the business change and ensure that
you achieve your primary objective — getting the right technician
to the right place at the right time with the tools to do the job,
first time.
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A STEPPED APPROACH OR JOURNEY
IS A MORE SUSTAINABLE WAY TO
MANAGE THE BUSINESS CHANGE.

Your scheduling needs will depend on a number of variables:
• The number of technicians.
• The number of jobs each technician handles.
• The degree of time sensitivity of each call.
• The degree to which the schedule will change throughout the day.
It’s also important to consider that the demands placed on a
field service application today may change quickly due to business growth, customer demands or competitive pressures. This
quick guide explains the various scheduling strategies as steps,
allowing you to select the stage that best describes your current
operation and identify the goal for your future scheduling needs.

1. Paper and whiteboard
If you have a small service organisation with relatively few field
service technicians undertaking just a few jobs a day, it is pos-

WWW.POOLANDSPAREVIEW.COM.AU

sible to adopt a paper-based scheduling system and not rely on
software tools at all. These systems could be as simple as a
paper-based chart, whiteboard or Excel spreadsheet to keep track
of service calls and technician assignments.
While many service organisations use paper-based processes
today, this is field service scheduling at the simplest level and
it can quickly start to fail when volume, complexity or volatility
increases. Indeed, often a day’s schedule is forced to change,
due to such circumstances as a new high-priority service request
comes in, a job overruns or a technician gets caught in traffic
and arrives late.
When circumstances like this happen it becomes very difficult
to reconfigure the schedule for the rest of the day, given the
number of dependencies, geographic distances and demands of
each individual piece of work. A dispatcher can typically manage
15–20 technicians via a paper-based system. If the number of
technicians out in the field increases, a dispatcher will quickly
become overwhelmed and a company will be faced with hiring
additional dispatchers or investing in some form of field service
scheduling automation.

2. Manual drag and drop
Manual scheduling is characterised by ‘drag and drop’ features
whereby a dispatcher can easily drag and drop work orders and
tasks onto technicians’ calendars and dispatch work out to them
electronically.
Typically the system will do some automatic checks once the
task is dropped — for example, to check if the technician allocated
to a job has the skills to complete it. Manual scheduling offers a
more automated and predictive solution to a paper-based system,
helping businesses to save time and improve accuracy. However,
as human intervention is heavily involved, it can prove difficult
to manage more advanced scheduling processes via this system.
When you have to consider where the technicians are located
geographically, the nature and scope of the work they are doing,
what skills or certifications are required and which spare parts
they may need, field service scheduling can become a multidimensional problem.

3. Intelligent advisor
Although not a common feature in many systems, a semiautomatic
method can be very compelling for organisations wanting to move
from a manual to fully automated approach.
The Semi-Automatic scheduling method/service is invoked by a
user (through manually pressing a button) to start an automated
process. Although this scheduling system is automatic, it still
requires some level of human interaction, which is something
few vendors provide yet many businesses prefer as it allows them
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ALLOWING THE SCHEDULING ALGORITHMS TO
MANAGE RESOURCES IN THE MOST EFFICIENT WAY
NOT ONLY IMPROVES PRODUCTIVITY ENORMOUSLY
BUT ALLOWS THE DISPATCHER TO CONCENTRATE
ON OTHER, MORE VALUABLE TASKS.

to maintain some level of control and trust. This helps with the
organisational change management — dispatchers will start to
understand the algorithms, creating more trust in the system’s
suggestions.
It also gives a company the ability to test its scheduling policy
and the technical elements entwined in the system while still
being in control of the overall decision. Having decision-making
tools built in to a scheduler can also help to alleviate a lot of
headaches experienced by a field service manager.
For large field operations, emergency jobs often come in that
need to be added to the day’s schedule so having a tool that
advises on the impact of what adding this job in will have before
it is assigned can help to prevent the derailing of a field service
operation. Often known as a ‘what-if’ tool or an ‘Intelligent Advisor’, such a feature allows dispatchers to make quick, informed
decisions to keep the best possible quality of the schedule.

4. Fully automatic
Some companies may not have the time or resources to drag
and drop work orders into manual and semiautomatic systems
and check all the details. It can also prove difficult to keep on
top of scheduling all of the in-day emergency tasks.
Fully automatic scheduling takes the intuitive nature of automated scheduling even further. Such a tool quickly and easily
builds schedules automatically and dispatches work to technicians
out in the field based on predefined parameters. The process
completely eliminates manual intervention. Today’s software technology provides a wide range of features that optimise and update
field service technician schedules automatically and in real time
as service conditions and requirements change.
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Case study
Pacific Telemanagement Services (PTS) achieves 95% job completion rate and 75% productivity increase transitioning from manual
to automated scheduling. PTS operates a fleet of 90 mobile
workers who service pay phones and pay internet kiosks, as well
as perform freezer cleaning and maintenance for their ice-cream
distribution company, Arctic Express.
Until recently, it was using a manual scheduling process to
assign tasks each day, which lacked efficiency and productivity
suffered as a result.
“We used to just throw a group of tickets at our technicians
in an assigned region to see what they could get done in a day.
Each morning they would print out a list of their tasks, then spend
a half hour planning routes based on their own knowledge of the
area. We saw that this way was not always most efficient,” said
Justin Keane, chief operating officer of PTS.
The company tried using a map feature to sequence the stops
but this took an hour a day for each regional hub, and as they
manage eight regional hubs, it took eight hours a day to build
the routes. PTS implemented Trimble’s cloud-based scheduling
solution to help it improve the efficiency of its scheduling process
and raise the productivity level of its workers. By transitioning from
manual to semiautomatic scheduling, PTS has been able to cut
three hours a day spent on routing per dispatcher to about 45
minutes a day — a productivity saving of 75%, or about nine
hours per week. Furthermore, technicians no longer have to plan
their own routes, saving an additional 90 hours per week of their
time so that they can spend it on completing more jobs per day.
Trimble Field Service Management
www.trimble.com
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INNOVATIVE.
EFFICIENT.
RELIABLE.

ENERGY EFFICIENT POOL PUMPS
ENVIRONMENTALLY RESPONSIBLE POOL EQUIPMENT

We offer a variety of variable speed pumps across all three of
our trusted brands. Our Good, Better, Best alternatives give
you more choice, affordability and reliability when it comes to
selecting the perfect pump for you. All of our variable speed
pumps are labelled with our EcoSelect brand which means
they are environmentally friendly saving you energy and
dollars, which is just another reason to choose Pentair!
WWW.PENTAIRPOOL.COM.AU
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POOLSCAPING
2017 pool trends — what’s hot?

edge pool can look like a sheet of glass overlooking the rest
of the garden or landscape.
Fully tiled pool interiors are now within many clients’ reach due
to the increased affordability of tile options. Consumer awareness
of the many benefits of tiles has also increased. Fully tiled pools
project a uniform water colour, are smooth underfoot and are
easier to keep clean. As pool sizes have decreased, so too has
the cost of fully tiling a pool, making the option far more likely
to fit within most people’s budgets.
It wouldn’t be 2017 without the smartphone making its way into
the world of swimming pools. Our
clients are enjoying the ease of
operating all their pool filtration
and heating equipment from their
iPhone. Tri-link controllers are an
intuitive system that link the pool’s
filtration system to any smartphone.
We’ve found this technology has
made the process of maintaining
a pool easier for our busy clients.
Overall, the pool design trends for
2017 and beyond are all about
simple design that complements
the rest of the landscape and, most
importantly, makes the client’s life
easier. After all, no-one wants to
spend their weekends maintaining
a huge, complex pool when they
should be just enjoying it.
Image courtesy of Harrison’s Landscaping

Pool design is currently going through
a renaissance as pool owners look
for a more refined, simple design.
The days of flashy glass windows
and swim-up bars are behind us.
Situating a pool in the landscape
should be one of the first factors considered when designing the space.
Second to only the home itself, a
pool is typically the main focal point
of any garden and there are a few
factors that must be considered to
ensure a successful design.
The size or scale of the pool in
relation to the rest of the garden
is the first item we address, as the
proposed pool needs to sit well in
its new location. While there is no
magic formula, the pool’s location
and size need to complement the
home and garden, not overwhelm
them.
Nearly all the pools we design these
days are a simple shape and layout — typically a basic rectangle or square (whichever sits best in the proposed location). Features such as swimouts or floating steppers tend to
dominate the rest of the garden and can create a disjointed
feel. The trend towards simplicity in shape has also led to a
reduction in oversized pools, with the most popular sizes being
anything up to 8 x 4 m.
While wet-edge or infinity-edge pools have been on trend for
many years, they are still an effective way of adding a restrained
and clean design feature. Used in the correct location, a wet-

Image courtesy of Harrison’s Landscaping

Josh Harrison, Harrison’s Landscaping, on behalf of LNA Master Landscapers Association.
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AQUA
JOY
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JOY

JOY POOL SYSTEMS
ABN 66141035172

AQUA
JOY

Unit 21, 2 Richard Close,
North Rocks, NSW 2151
(02) 9630 5011 sales@aquajoy.com.au

AQUAJOY.COM.AU

AMPLIFYING THE BACKYARD WITH

POOLSCAPING

AUDIOVISUAL
DESIGN
Photos courtesy of Michael Nantz, SWD Master, Principal, Elite Concepts Inc., www.eliteconceptsinc.com

Mike Nantz

In some ways, working with outdoor audiovisual systems might be equated to providing outdoor
kitchens or dining areas. AV systems add experience and value to the outdoor setting and offer
opportunities for pool designers and builders to expand the scope of what they offer. That said, it’s
also important to realise that AV is a completely different animal from anything else we do in the
backyard. These systems come with a whole new set of disciplines including acoustics and optics,
putting many of us in unfamiliar territory.

A

s with all my design work, I think of AV holistically — as a way to further blend the indoor and
the outdoor and create those exterior rooms we
hear so much about. Providing sound, television
and even video projection to the mix prompts us
to consider what happens when someone moves through the
landscape and how they intend to use their aquatic spaces.
Will they simply enjoy looking at their surroundings, as many
do, or will they seek something more? Just as playing in water or cooking outside are ways to actively participate in the
environment, so are listening to music and watching movies.

In the ears and eyes
To be clear, I am not an AV expert. In fact, when it comes to
some of the more complex systems we’ve done, I turn to specialists in the field who understand the finer points. I doubt I’ll
ever personally design the level of detail in an AV system that I
would in a pool or hardscape. But knowing my own limitations in

WWW.POOLANDSPAREVIEW.COM.AU

the field hasn’t meant I’m unwilling to learn. In fact, I’ve come
to believe that working with AV specialists is a great example
of how reaching out to experts who are not typically associated
with aquatic design and construction can yield great results.
Consider for a moment only the audio side of the discussion and how outdoor sound has become more commonplace.
We know people are deeply affected by music and ambient
sounds, such as the sound of moving water. In a sense, you
could reasonably compare our love of music and aural experience to the innate emotional impact of water itself. Just as
water is so often associated with our fondest memories, music
also becomes indelibly imprinted in our emotional responses.
A great song can lift our spirits, enliven a party or soothe tired
minds and emotions.
When you look at it that way, it’s not surprising that having the ability to play music in outdoor settings is essential to
many clients. To them, it’s an essential element in creating a
fun and otherwise pleasurable environment.
March/April 2017
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IT’S NOT SURPRISING THAT HAVING THE ABILITY TO
PLAY MUSIC IN OUTDOOR SETTINGS IS ESSENTIAL TO
MANY CLIENTS. TO THEM, IT’S AN ESSENTIAL ELEMENT
IN CREATING A FUN AND OTHERWISE PLEASURABLE
ENVIRONMENT.
Sound system manufacturers certainly understand that
instinctive appeal and the value of generating sound without
visual intrusion. If you’ve been to industry trade shows in
recent years or otherwise researched outdoor speakers, you
know that speakers now blend into the environment. Speakers
that look like rocks are a prime example. These days, when
I’m going through my portfolio, I’ll point out how the speakers
are blended seamlessly into the setting, which oftentimes is
all the client needs to move in that direction.
Later, when the project’s finished, it’s great to hear from
clients who want me to come over and experience what we’ve
pulled together. In those revelatory moments, it can be amazing
what a simple sound system adds to the experience of being
there. And when the space also includes video projections, the
experience can go to an entirely different level.

The design layout transitions
from more disciplined rectilinear
shapes at the pavilion to more
organic contours transitioning into
the landscape; the AV systems in
effect fused it all together with
sound and vision.

Photos courtesy of Michael Nantz, SWD Master, Principal, Elite Concepts Inc., www.eliteconceptsinc.com

NOTE: This pool is fenced to US standards, which
may differ from the relevant standards in your state
or territory.

The pavilion and patio serve
as the perfect viewing points
for the video system, as do the
pool steps.

An outdoor extravaganza
For example, I recently completed a beautiful project — vanishing edge, beautiful materials, luxurious outbuilding and many
other fine elements — that includes a particularly ambitious AV
system, one that led me into a whole new technical discipline.
On the audio side, it has a distributed system with recessed
ceiling speakers and a subwoofer in a support column of the
pavilion. We had to get up to speed on the mounting hardware,
back boxes, types of wiring and conduit. In this case, we also
set up a soundproofing box for the subwoofer to prevent noise
and vibrations from resonating through the pool house structure.
As is true of other low-voltage systems, such as remote controls, it’s important to run the cabling through separate conduit
systems or use shielded cable when running in closed spaces
such as ceiling plenums. As we discovered on this project, you
can still have glitches even when you’ve followed installation
guidelines to a tee. For example, we had a problem with a
buzz in one of the speakers, which turned out to be due to
the building’s grounding system, which wasn’t connected to the
sound system. Fortunately, we were able to remedy the problem.
The big difference in this case, however, was the videoprojection system.
This one was evolving throughout the project: The client is
younger than me and far more tech-savvy. From the start he
wanted his background in technology reflected in the project.
The design provided the framework — the shell, if you will —
and he drove the process with a series of questions about
what we could or could not do. About halfway through the
design process, the discussion turned to installing a videoprojection system.
The proposed system was something entirely different from
anything I’d done before. I’d been installing televisions in
outbuildings for a long time, which is really no different than
installing them in the house, but a video projection system is
a completely different challenge.

continued over >>
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And make no mistake, they are tricky. The type of projector,
angle of projection, the distance to the screen, the types of lenses
needed, all of those issues are crucial in order to make the system
work. I learned, for example, you’re almost never going to be able
to set a projector square to the screen, a problem for which you
have to adjust. Fortunately, projector manufacturers now make these
wonderful lenses that can take an angle relative to the surface of
the screen and in effect make it a perfect 90 degrees. The system
actually bends the projection beam to create a flat image. It’s pretty
amazing technology.

A place with a view
Both the sound system and video projection system are centred at
the pool pavilion, so in this case we didn’t distribute sound throughout
the landscape. I wanted to direct all flow from the house out onto
the oversized deck and entice people into the comfortable space
of the pool pavilion. Here you either view a big-screen television,
enjoy music, cook, drink, dine, workout in an air-conditioned gym
or visit the loo. And did I mention swimming? From the side of the
pavilion, the covered patio spills into the pool via a large descending
stairway framed by the raised spa. And that is just during the day.
At night it is a different but magical experience.
We mounted a projection screen on the far side of the pool in
the landscape, as near the pool as possible in hopes of capturing reflection, but still 35 feet [10.66 m] away from the projector.
It measures 9 by 16 feet [2.7 x 4.9 m] and is made of steel pipes
and a vinyl screen material. It’s easily erected and set up only
when in use. We didn’t want any permanent equipment located in
the landscape because of the way the architecture starts out very
rectilinear and disciplined at the pool house but then diffuses into
more organic, less rigid forms. Plus, if the screen was upright all
the time, it would completely ruin the views from the pool house
when not being used.
In all we have 10 speakers mounted in the ceiling, the subwoofer
in the column, with all the components, amplifiers, pre-amps, tuners, etc, located in a custom cabinet. The video projector is surface
mounted from the ceiling of the structure. In all, there’s more than
1000 feet [304 m] of wiring in the pavilion.

Beautiful escapism
Of course, when you’re installing these systems, it’s hard to tell just
how much they’ll add to the setting, especially if you don’t have
much or any experience with them. For my part, I was extremely
curious to see how the combination of elements and design layout
would work together.
Not long after we finished, the clients had me over for a visit.
I was blown away by the great sound — it carried cleanly throughout the pool and pool decks. When we started watching Star Wars,
experiencing it in situ with the dramatic images reflecting in the
pool, I knew we had achieved something special.
Going forward, I see great benefit in designers and builders embracing AV systems, be they simple or complex. These systems are
valuable elements in creating the exquisite backyard environments
homeowners crave. The sights and sounds can be truly amazing!
This article was reproduced with the kind permission of AQUA
Magazine and the author. To read the original article, visit
www.aquamagazine.com/builder/sound-and-vision.html.
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SALT CHLORINATOR RANGE
BioGuard has chosen Allchlor to manufacture its range of BioGuard Salt Water Chlorinators. The chlorinators’
electrodes are constructed from high-quality titanium and built in Australia.
The range comprises three products: the PLATINUM Salt Water Chlorinator, the GOLD Salt Water Chlorinator and the SILVER Salt Water Chlorinator. Each chlorinator has an average cell life of 11,500 hours and
1 mm thick De Nora plates.
The PLATINUM chlorinator is programmable and is supplied with pH, lighting and auxiliary controls. It is
salt and magnesium compatible, has a variable sanitiser output and multi-timer menu operation.
The easy-to-use GOLD model offers good heat dissipation and easy access to fault finding. It has the
same casing with upgraded internals. The SILVER model includes a timer and has an aluminium chassis. Its
modular design makes on-site repairs easy.
The chlorinators are not available for sale on the internet.
BioLab Australia & New Zealand
www.biolabpoolcare.com.au

LED POOL LIGHTING SOLUTIONS
Concrete + Fibreglass + Vinyl
Flush Mounted + Surface Mounted
New Pools + Retro-Fit

www.aquaquip.com.au
Wide range of Retro-Fit LED lights available for popular brands of Surface Mounted and Recessed Pool Lights.
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 • ZODIAC NATIONALLY 1300 763 021

AQ P&SR 011
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PROJECT COMPLETE
COASTAL CLASSIC:
WATER-EDGE GARDEN
When you are blessed with such a breathtaking waterside location,
you need to do everything you can to maximise the view and ensure a
seamless connection between house, garden and water’s edge. While
this property overlooking Sydney’s Middle Harbour had amazing views,
turning the site into an easy-to-navigate landscape wasn’t as simple
as it seemed.
The brief from the owners appeared straightforward enough to begin
with: they wanted to be able to get from their house located at the top of
the site to the boatshed and shoreline at the bottom as comfortably and
safely as possible. What evolved over the 18 months it took to complete
the project was nothing short of a masterpiece in modern landscaping
— and a lesson in ingenuity.
The sheer scope of the project meant the design had to be constantly
adjusted and the construction processes regularly reassessed by
John Storch from A Total Concept and Nick McCarthy from Urban
Escape Landscapes and Pools as they worked their way down the
precipitous site.
“The scope and detail of this project is what makes it special,” said
McCarthy. “Being 1800 m2 and an incredibly rocky and steep waterfront
site meant that access and manoeuvrability were always going to be
issues. Barges were organised to remove waste and bring landscaping
materials such as bricks, sandstone, soil and cement to the site.
“One crazy day in Urban Escape’s history of landscaping saw a barge
in Middle Harbour being held in place by a tugboat with a helicopter

hovering above. The helicopter placed the large mature trees, which
included frangipanis and palms, in the prepared spaces on-site.”
The landscape was basically built from the top down, with steps,
pathways and landings evolving to suit the contours of the site.
Sandstone was extensively used for the hardscaping elements, chosen
because it is a hardy material that will survive, despite the harsh,
exposed conditions, for many generations to come.
“The plant choices also needed to reflect the site’s location and
climate,” added McCarthy. “They needed to be as hardy as possible,
given the fact that the site was on a north-facing cliff by the sea. We
introduced large bottle trees, mature frangipani, Kentia palms, kangaroo
paws, Mauritius hemp, cordylines and lomandra, all chosen to add colour
while still being able to withstand the harsh conditions.”
Urban Escape’s final task was to restore and extend the seawall and
boat ramp. This involved manoeuvring a 1.5 m palm out of the way so
the final set of stairs could be installed. Now, not only do the owners
have a beautiful garden that effortlessly links the house with the shore,
they have a garden that is an award winner.
In the LNA Master Landscapers Association Landscape Excellence
Awards 2015, Urban Escape won the Residential over $300,000
category and received the Graham Ross Residential Landscape Award
for the construction of this coastal classic.
Urban Escape
www.urbanescape.com.au

Images: Urban Escape
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MICROORGANISM
TREATMENT SYSTEM
Pure Care VETO removes microor-

POOL MANAGEMENT
SYSTEM

ganisms such as Cryptosporidium,

Available from Evoqua Water

swimmers’ health and can be used

Technologies, the Wallace & Tier-

to manage a one-off situation or

nan DEPOLOX Pool E 700 P

as part of an ongoing maintenance

pool management system has

program.

Giardiasis and E. coli that affect

been designed for measurement

The product range comprises a

and control functions as well as

two-stage polymer that is stable

process control in pool water

and will not break down through

treatment applications.

the filter. Tested on ‘live’ Crypto-

The unit is a complete pool water management system that incorporates

sporidium cases, the product picks up

many of the existing differentiated pool water treatment products such as DIN

particles down to 0.5 microns and encapsulates 99.9%

contact, shock chlorination menu, economic mode operations, as well as the

of organisms that affect swimmer health.
In addition, it traps algae in the pool filter and removes

CEDOX control algorithm.
The controller supports all chemical feed applications commonly found in

oils, resulting in good water quality. According to the

pool water treatment, such as dosing pumps or relay control feeders, chlorine

company, it is a natural product that outperforms synthetic

gas feed control, on-site electro-chlorination system operation system, as well

PRS systems, which may only pick up particles as small

as a control signal to UV systems, flocculation and/or activated carbon slurry

as 2 microns. The product has certification from the Water

feed systems.

Quality Association and Environmental Protection Agency.

It can measure and control the critical disinfection parameters of free chlorine,

It is part of the Pure Care range from Purex Chemicals

pH and ORP. The instrument can also measure combined and total chlorine

and AstralPool.

as well as conductivity and provides a control output for these measurements.

AstralPool

Considering all of the functionalities incorporated into the one controller that is

www.astralpool.com.au

operated via an intuitive 7″ touch screen, the complete system is a user-friendly
pool water management system.
Remote access to the system is possible via smartphone or PC when connected to the internet. Trend diagrams are available for all measured parameters.
An optional electronic water colour indication serves as a sensor status check.
The system has a futureproof design, making it flexible in operation and
expansion. All functions of the existing DEPOLOX Pool system are included.
Evoqua Water Technologies Pty Ltd
www.evoqua.com

PRESSURE-SIDE CLEANER
The Pentair Racer LS pressure-side cleaner is de-

POOL CHEMICAL APP
The Zodiac Pure Solutions retail app is designed to help

signed for maximum debris material. Its quad-jet

users recommend the most suitable chemical products

technology delivers 25% more cleaning power

and correct dosages to their customers. It is suitable

than other pressure-side cleaners, according

for use with all pool types, from traditional freshwater

to the company.

pools to mineral pools.

It has a large vacuum inlet, which is claimed

Available for use with Apple and Android phones

to give a 40% larger vacuum intake than com-

and tablets, the app enables users to share in-store

parable models. Front-wheel drive with Steady

chemical expertise in the field. Being cloud based,

Grip Traction helps the cleaner transition from

customer details, pool information and test history can

floor to tile to provide good cleaning.
The cleaner has a snap-on bag, designed for
easy removal and replacement.

be accessed quickly via the app, making water testing
in the field easy.
It is suitable for use by pool builders, pool service

Pentair Aquatic Systems

technicians and retail staff. The app is free to all Zodiac

www.pentairpool.com

Pool & Spa Certified Dealers. Contact your Zodiac Account Manager to access.
Zodiac Group Pty Ltd
www.zodiac.com.au
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GLASS MOSAIC POOL TILE
RANGE
The GHIACCIO range of mosaic tiles
from Bisazza is created by combining

COMMERCIAL OUTDOOR SEATING RANGE

two white mosaic colours from the

Scully Outdoor Designs has announced that its full range of com-

Vetricolor range: VTC 20.09 and VTC

mercial outdoor seating products is available with brightly coloured

20.10. It offers subtle variations in tone.

aluminium slats.

GHIACCIO PLUS adds some tex-

The aluminium slats come in a choice of six gloss colours:

tural variation from the Smalto mosaic

French Blue, Yellow Gold, Flame Red, Mistletoe Green, Orange

range, employing SM 01 tiles to replace

Burst and Bright White. The products’ galvanised steel frame is

VTC 20.09. Each of the tiles in the

available powder coated in black or silver.

range measures 20 x 20 mm.

The standard length for the company’s products is 1800 mm

Both GHIACCIO and GHIACCIO

long, but products are also available in 1500 or 2000 mm lengths.

PLUS are complemented by the Fillgel

The company is a Local Gov-

Plus 1101 Bianco Alabastro grout.

ernment Procurement approved

Bisazza Australia

contractor.

www.bisazza.com

Scully Outdoor Designs
Australia Pty Ltd
www.scully.net.au

CLARK RUBBER IS EXPANDING

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 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

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:

•

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

•

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
WWW.POOLANDSPAREVIEW.COM.AU
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SIMPLE SOLUTION ENSURES
ACCURATE WATER SAMPLE
COLLECTION

In the depths of the Melbourne winter, no-one wants to collect water
samples from their pool or spa for testing — let alone collect the water
correctly, elbow deep in freezing cold water.
Tom Gorgievski of Quickrepairs Pool Solutions was finding that his
customers’ water samples were throwing all kinds of inconsistent results
due to poor sample collection techniques. He found that most owners
were scooping water from the surface of the pool, giving inaccurate
results when the water was tested — which of course affected the advice
the store could offer its clients on their water chemistry needs.
Gorgievski conducted a study of more than 500 water tests that
spanned several months, and found that water
samples collected from the surface of the pool had
significant differences in water quality compared to
samples collected from a depth of 20 cm.
These differences included much higher readings
of TDS (total dissolved solids), higher chlorine levels
and inconsistent pH and alkalinity levels. Samples
taken from the same pool from both the surface and
20 cm deep would yield quite different results —
which would result in the pool shop recommending
two quite different courses of action to balance
the water. “Ensuring pool and spa owners have an
adequate water sample is the first step in addressing
water concerns and issues,” Gorgievski said.
Seeking a better way to help his clients maintain
their pools, Gorgievski invented an ingeniously
simple device to ensure water samples are collected
correctly: a sample bottle with a ‘slap band’
(remember those from primary school?) attached to
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the side. By attaching the slap band, Gorgievski could ensure that his
clients always collected their samples from the correct depth, without
even having to get their hands wet — an appealing prospect during the
bitter Melbourne winter.
The Slapband Bottle has been a hit with Quickrepairs’ customers,
Gorgievski says. An in-store digital display and sample bottle attracts
clients’ attention when they enter the shop, giving the Quickrepairs
team the opportunity to demonstrate how to use the bottle and the
importance of correct water collection. It also gives them an opening
to explain that the advice they offer on water chemistry is only as
good as the water sample collection.
The response to this is generally positive,
Gorgievski says. “Based on this explanation, almost
every customer buys a Slapband Bottle and they go
back home to collect a water sample properly, which
sometimes makes me laugh.”
Customer feedback has been good, with pool
owners happy that they no longer need to stick
their arm into the pool to take a water sample. “The
results from the water samples are now consistent,
where previously they were inconsistent. Some of
our clients had a constant struggle to maintain the
water quality — not to mention the cost involved,”
said Gorgievski.
“So with a simple Slapband Bottle we solved
many people’s headaches and minimised the cost of
pool maintenance.”
Slapband Bottle
www.slapbandbottle.com.au
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Step forward to grow
— or get back in line
Spiros Dassakis, Chief Operating Officer, SPASA Australia
How often do we hear friends, family and business colleagues tell us about the things we can’t do rather than
the things we can do?
This mindset can halt both careers and businesses. It
can greatly affect an aspiring manager’s ability to grow
because of the belief system that others try to force on
them. Needless to say, the financial and non-financial
effect of this way of thinking on the business is nothing
short of detrimental.
There is an old Confucius saying that springs to mind: “Only
the wisest and stupidest of men never change.”
Managers can often become paralysed into inaction when
faced with the downsides of implementing a strategy. In
stark contrast, good leaders thrive on change because of
the upsides of implementing a strategy.
There’s always at least one manager who remains an obstacle
to change by introducing variations that are inconsistent
with the overall effort. The challenge is to convince them
that the possibilities are achievable if we all take ownership of the strategy instead of simply accepting that the
best strategies have come and gone.
Change needs good leadership. When managers are not
experienced leaders, great leaders or change champions,
executing any successful strategy can be a huge challenge.
Recognising change is always the first step. Every successful transformation requires a vision. A good vision
always starts off a bit blurry and often looks beyond the
financial numbers and says something about the company
aspirations and where it would like to be. A little bit of
managerial dreaming goes a long way and may help to
clarify a company’s direction.
While any growth strategy can be risky if it fails, the rewards if successful can be significant. It’s easy to remain
mediocre and follow the crowd with unremarkable results.
It’s much harder to step forward to grow by backing your
strategy and taking your troops along for the ride.
There will always be ‘Thinkers’ who often display inconsistent
points of view and ‘Sceptics’ who remain suspicious of any
data that doesn’t fit with their belief system. Then there’s
the ‘Followers’, who make decisions based on a concept
called groupthink, and the ‘Controllers’, who simply focus
on the pure facts and analytics
of everything.
If I had to describe my managerial
style, I would say that I consider
myself a transformational leader
who listens, learns, drives and
succeeds frequently through investing in what others thought
would fail.
What type of managerial style
do you have?
Spiros Dassakis
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INFLATABLE CONTINUOUS
WAVE RIDE
The Surf-Air Wave Ride is a surfing
attraction with a fully inflatable ride
surface and side walls. Unlike other
flow surfing rides that have a hard fall
surface and concrete surround walls,
the ride has ‘soft-fall’ technology that
improves rider safety.
Available as either a mobile or permanent attraction, the fully inflatable
ride surface can be made operational
in less than one hour and is supplied
with pressure monitors and a back-up
air blower to ensure optimum air pressure is maintained throughout the day.
In addition, the ride is supplied with
‘dry water pumps’, which are located
in a separate room for easy inspection
and maintenance. The ride does not use submersible pumps, which means that the
water never needs to be drained for routine maintenance.
The ride is suitable for use in most locations, including water parks, beachside
resorts, campsites or shopping malls. The mobile version is a suitable attraction for

THIN-SET ADHESIVE
LATICRETE has changed the name of
its 345 Platinum thin-set adhesive to 254
Platinum. The same product will continue
to be manufactured in Australia — just
the packaging and name will change.
The product is a one-step, polymerfortified thin-set adhesive, suitable for the
interior and exterior installation of ceramic
and stone tile, reduced-thickness porcelain, quarry tile, pave and thin brick.
It provides long open time with good
adhesion and workability. Suitable for
immersed installations, the product is
designed to just mix with water.
The adhesive meets and exceeds
the requirements for a C2TES2P2 classification.
LATICRETE Pty Ltd
www.laticrete.com.au

summer festivals or city centre events and offers company branding and sponsorship opportunities.
Australian Waterslides & Leisure Pty Ltd
www.waterslide.net

Pool heating specialists
We can help you with your heating requirements
18 years of service in the Pool industry

SOLAR | GAS | HEAT PUMP

www.localpoolheating.com.au | 1300 724 132 | sales@localpoolheating.com.au
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Always sometimes

© Stock.Adobe.com/au/Creativa Images

Lindsay McGrath, CEO, SPASA Australia

A funny story shared recently in the SPASA office by one of
my colleagues was that when they were very young, they
would tell their mother, “Mum, I always sometimes do it”,
when asked whether they had done their chores, picked on
their brother or eaten their broccoli. This got us thinking:
as adults, how often do we always sometimes do a task
that we know we should always do as responsible leaders?
How often do we set goals knowing that, deep down, we
don’t have the time to execute them? Do you set clear
expectations for your staff regarding HR, WHS and IR issues,
or are you just hoping they’ll wing it when things go wrong?
My personal favourite is communication — the one item we
know we can always improve but only sometimes remember.
In a 1954 speech to the Second Assembly of the World
Council of Churches, former US President Dwight D
Eisenhower quoted Dr J Roscoe Miller: “I have two kinds
of problems: the urgent and the important. The urgent are
not important, and the important are never urgent.” This
‘Eisenhower Principle’ (as it become known) is said to be
how he organised his workload and priorities.
Stephen Covey, author of The Seven Habits of Highly Effective People and First Things First, popularised the concept
of a time-management matrix by advocating the use of four
quadrants to determine the tasks that ‘need’ to be done
and deciding what should be made a priority.
In a seasonal business where summer is busy and winter is
busy preparing for summer, when do we have time to always
or sometimes do the important, rather than the daily reactive
urgent issues? I suggest that in today’s instant-gratification
world, with inescapable phone calls, ever-increasing emails
and ever-present social media, although we are often expected
to deliver always, sometimes we simply cannot.
To gain the results we want as leaders, we must ask ourselves
these questions: Is this current
demand important, or urgent, or
both, or neither? Prioritising is
crucial to staying on track with
the right tasks to become the
best leaders we can be. Always
aim to say yes to important and
urgent items. When the demand
is urgent and not important, leadership is often highlighted when
Lindsay McGrath
we sometimes say no.
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UV WATER TREATMENT SYSTEM RANGE
Available through Evoqua Water Technologies, the Wallace & Tiernan Barrier
M range of UV systems is primarily designed for the treatment of water
with flow rates ranging from 10 to 1150 m3/h.
It is equipped with Wallace & Tiernan medium-pressure lamps, type
WTL and electronic ballasts. The wide emission spectrum of the lamps
(ranging from 200 to 300 nm) attacks the nucleic acid (DNA), cell wall,
proteins and enzymes of waterborne pathogens. Such attacks not only
inactivate the microorganisms by preventing the replication of its DNA, but also
destroy its repair mechanisms.
A range of DVGW certified systems is available. The Barrier M system reaction chamber is characterised
by good hydraulics and low pressure loss, ensuring a high efficiency of the UV system.
It is suitable for potable water treatment; swimming pool treatment, including chloramine reduction and
disinfection; industrial process and wastewater; and small and medium-sized wastewater plants.
The system’s operation is optimised through variable power control, while its absolute calibrated UV sensor gives optimal performance control. It has a simple, easy-to-use interface and a hydrodynamically optimised chamber design. The reaction chamber is made of AISI 316L stainless steel. Systems constructed of
318 LN are available for seawater treatment.
Optional features include: a manual or automatic cleaning system (automatic for Barrier M 80 systems
or larger); DVGW certification for Barrier M 275, 525, 900, 1250, 2600 and 3800 systems; and a chemical
cleaning system.
Evoqua Water Technologies Pty Ltd
www.evoqua.com
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April
What: Piscine Global Asia 2017
When: 5 to 6 April
Where: Singapore
Website: www.piscine-asia.com

May
What: Victorian Country Pools Conference
2017
When: 3 to 4 May
Where: Wangaratta
Website: www.aquaticsandrecreation.org.
au/stream
What: Asia Pool & Spa Expo 2017
When: 12 to 14 May
Where: Guangzhou, China
Website: www.poolspabathchina.com
What: AALARA Trade Show 2017
When: 15 to 18 May
Where: Gold Coast
Website: www.aalara.com.au/
events/2017tradeshow
What: NSW Country Pool Managers
Conference
When: 17 to 19 May
Where: Queanbeyan
Website: www.countrypoolmanagers.
com.au
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/iaapaattractions-expo/home
What: 2017 Aquatics & Recreation
Victoria Industry Awards
When: 16 June
Where: Melbourne
Website: www.alfaleisure.org.au/industrysnight-nights-save-date
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What: 53rd Annual ARI Conference
When: 18 to 20 June
Where: Hunter Valley
Website: www.arinsw.com.au/2017ari-conference-save-date

July
What: National Sports Convention 2017
When: 19 to 21 July
Where: Melbourne
Website: www.alfaleisure.org.au/
events/2017-national-sports-convention

September
What: Euro Attractions Show
When: 24 to 28 September
Where: Berlin, Germany
Website: www.iaapa.org/expos/euroattractions-show/home

October
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What: Piscina and Wellness 2017 —
Barcelona
When: 17 to 20 October
Where: Barcelona, Spain
Website: www.piscinawellness.com
What: 14th Annual World Aquatic Health
Conference
When: 18 to 20 October
Where: Denver, Colorado
Website: www.thewahc.org

November
What: 2017 International Pool|Spa|
Patio Expo
When: 1 to 3 November
Where: Orlando, Florida
Website: www.poolspapatio.com
What: FSB 2017
When: 7 to 10 November
Where: Cologne, Germany
Website: www.fsb-cologne.com
What: Aquanale
When: 7 to 10 November
Where: Cologne, Germany
Website: www.aquanale.com
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All material published in this magazine is published in good
faith and every care is taken to accurately relay information
provided to us. Readers are advised by the publishers to ensure
that all necessary safety devices and precautions are installed
and safe working procedures adopted before the use of any
equipment found or purchased through the information we
provide. Further, all performance criteria was provided by
the representative company concerned and any dispute should
be referred to them. Information indicating that products are
made in Australia or New Zealand is supplied by the source
company. Westwick-Farrow Pty Ltd does not quantify the
amount of local content or the accuracy of the statement
made by the source.
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STRONGER SAFER
POOL FENCING
All Protector Aluminium pool fencing and gates exceed current Australian
standards, carry a lifetime warranty, and are industry certified. And now we have
increased their strength even further by redesigning all our panels using
our brand new Ulti-M8 ultra strength core system. Visit website for details.

Certificate of
Conformity No.
CMA-CM40019 (AUS)
CMA-CM40105 (NZ)

MAKE IT EASY
Josh and Jenna show you how at
www.protectoraluminium.com.au

