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GRIFFITH NOW OPEN!

DAHLSENS  
NOW OPEN 
IN GRIFFITH
WELCOME TO ALL!

SAME GREAT TEAM, 
SAME GREAT SERVICE  
NOW PART OF DAHLSENS

The Dahlsens network has once again been 
bolstered with the recent addition of a trade 
store and truss and frame manufacturing plant in 
Griffith, New South Wales. 

As of January 2nd 2018, J C Dahlsen Pty Ltd acquired 
Grif�th H Hardware, one of the major independent 
hardware retailers trading in the north west Riverina 
area. Well established and largely trade-focused, 
Grif�th Hardware is a grassroots business that began in 
2001 as a small truss and frame manufacturer, working 
out of a 250 square metre shed. 

Owner Aaron Stefanin and his team have worked hard 
over the years to expand the business into a combined 
building material supply business. The team has built 
a strong and loyal customer base and one which 
Dahlsens is excited to partner with.

We are proud to have Aaron and the local team join 
the employ of Dahlsens and assure all customers 
that they can expect the same friendly service, expert 
advice, local knowledge and long standing business 
relationships they’ve always enjoyed. 

We look forward to learning from the existing staff and 
continuing the excellent relationships they’ve built as 
we not only integrate their business into the broader 
Dahlsens service model, but take it to the next level.

Thank you for choosing Dahlsens. Your support of 
the independent ensures we are able to continue to 
provide choice to the market.

Some of the team: Aaron Stefanin, Kurt Henderson,  
Garry Turner, Nathan Brand, Richard Othen

Providing you with an industry leading level of 
service is core to Dahlsens’ business focus. It 
means you can depend on Dahlsens to get what 
you need, when you need it. No excuses. 

Since our last publication in October, the market has thrown 
some signi�cant challenges our way, testing our ability to 
meet your supply expectations in full. We have faced these 
challenges head-on, doing everything in our power to avoid 
disruption to your business. I truly hope that our team’s 
painstaking efforts, robust supplier relationships and strong 
negotiating power have shielded you from the worst thus far. 

I refer speci�cally to the pine shortage that hit Australia in late 
2017. It came about after what could only be described as 
the ‘perfect storm’ of circumstances. I’ll attempt to set these 
out to provide some clarity about what’s been going on, the 
future of pine supply and what we’ll face as an industry.

Firstly, housing demand. As reported in our last Trademark, 
the housing market in Victoria continues to contradict 
predications from early last year. It is booming! We are seeing 
a strong positive immigration rate into the State, as well as 
high housing demands in Victoria, New South Wales and 
southern Queensland. It is rare for all three regions to see 
such elevated demands for housing at the same time and this 
has created an unusually high demand for pine product. 

From the supply side, there are several factors. Pine product 
produced on Australian soil is traditionally supplemented by 
the import of structural timber products from Europe – we 
simply don’t have enough to go around without looking 
to overseas producers (and add to this the closure of 
Gippsland’s Morwell timber mill, albeit a smaller mill, affecting 
the local availability of product). 

Importers have long supply lead times to manage and must 
rely on housing forecasts to ensure supply meets demand 
levels. When most industry bodies had forecast a levelling off, 
or minor decline in housing starts, the reality of the boom has 
resulted in a shortfall of imported timber.

This is coupled with the fact that the Australian building 
industry does not pay the prices for pine products paid by 
other markets. The EU and USA have seen a resurgence in 
house construction on historical long-term �gures, driving 
demand and world pricing. The sleeping giants China and 
India have been purchasing massive quantities of raw logs as 
internal policies elevate their own demand.

To access more pine, local merchants, including Dahlsens, 
have been forced to buy pine from non traditional importers 

at the higher international pricing levels. Dahlsens made 
the dif�cult decision to protect our customers from these 
increased levels and I’m happy to report that these volumes 
are beginning to help balance out the shortfall. But these 
actions will certainly have longer term pricing impacts.

This shortage has had an effect on more than just the supply 
of structural pine in our industry. It has affected a number of 
derivative products, such as treated pine decking, H3 treated 
pine and fencing grade products. And outside our industry 
too, in industries such as pallets and casing.

All in all, the current circumstances highlight the long-term 
problem we face for pine �bre availability in Australia. Some 
forecasting is indicating that Australian grown �bre will be 
unable to sustain more than 50% of the demand in the future. 

But it’s not all doom and gloom! Although supply will remain 
challenging for merchants, it is expected that availability will 
increase in the near future as various imported pipelines 
become available. It has also highlighted the need for 
alternative solutions, including engineered timber products 
that utilise more of the log and thus increase availability. We 
are aware of local and overseas timber companies investing 
in R&D to work with available pine and alternative �bres.

I hope that this provides some understanding of the 
challenges that we face as an industry. Please be comforted 
by the fact that we will not sell short our service and will 
continue to work all avenues possible to maintain reliable and 
quality supply to you, our customers. 

On another note, our expansion in NSW is continuing and I’d 
like to welcome to the Dahlsen group the recently acquired 
Grif�th Hardware. The Grif�th Hardware team’s work ethic 
and customer focus provide a perfect �t with the rest of 
the business. I extend a sincere welcome to all our new 
customers in Grif�th, and assure you we are working hard to 
make sure your needs continue to be met and exceeded.

Please enjoy our April publication of the Trademark and if you 
have any ideas about how we can help you better, please be 
sure to let us know.   

Regards,

Welcome

A LETTER FROM JAMIE

Jamie Dahlsen 
General Manager 
Dahlsens Building Centres

1 2



The quality of every building product that you select for your  
construction projects is vital to ensuring the safety of your staff,  
contractors and of course the final building owner/resident.

Dahlsens understands the important role product quality plays in  
building both your business’ success and reputation. That’s why  
you can count on us to source and supply the safest and highest  
quality products on the market.

Building Standards in Australia

Australian building product standards and speci�cations are in place to ensure the quality and safety of residential and 
commercial construction. Developed by a committee of representatives including members from industry, manufacturers, 
government and consumers, Australian standards act as a benchmark for national product quality and performance.

While Australian building standards remain high, Dahlsens is vigilant in monitoring the production standards of our suppliers, 
only offering product ranges that conform to the strictest standards.

What is the difference between product conformance and compliance?

Non-conforming building products (NCBPs)

According to the Australian Building Codes Board (ABCB), NCBPs include:

>  Products that claim to be something that they are not

>  Products that don’t meet the required standards for their intended use

>  Products marketed or supplied with the intent to deceive those who use them.

Example of a NCBP

A building product that is falsely labelled non-combustible when it is a combustible product.

Non-compliant products (NCPs)

A non-compliant product occurs when a product is used under circumstances that are not in accordance with the 
requirements outlined in the National Construction Code (NCC).

Example of a NCP

A product marked combustible that is used in circumstances that require a non-combustible product.

Build Safe

BUILDING 
SAFETY: 
Conforming and 
Compliance

How do Dahlsens’ suppliers rate?
Dahlsens only deals with reputable suppliers. Each of our suppliers must produce superior products  
that meet or exceed relevant Australian standards and compliance measures.

Our experienced team vet each of our suppliers to determine their manufacturing processes and 
commitment to product safety.

Bradnam’s: Leading the way in bush�re safety 

In a dry and bush�re prone country like Australia, �re safety standards 
are particularly important to home owners. Dahlsens’ supplier, 
Bradnams are leaders in the manufacture of windows and doors that 
conform to strict standards for construction and retro�tting on buildings 
in a bush�re-prone area.

Building products utilised in areas with a bush�re risk of BAL-12.5 or 
above, must comply with AS3959: 2009. These protective measures 
play a vital role in improving the ability of a structure to withstand �re and 
provide owner or occupant protection.

Bradnams’ exclusive FlameShield™ Range has received a safety rating 
that meets BAL-12.5, BAL-19, BAL-29 and BAL-40 standards. Their 
FlameShield™ range of bush�re doors and windows include louvre, 
sliding, awning, casement, double hung and bi-fold windows and sliding, 
hinged and bi-fold doors.

Technika gas cooktops: Cutting-edge safety 

Gas can be a silent killer, and this fact has driven recent changes to 
Australian and New Zealand safety standards. Since 1 July 2017, all 
cooktops have been required to include a �ame failure device. This 
means cooktops should automatically cut out or re-ignite when a �ame 
goes out to avoid any unnoticed gas release.

Technika are at the forefront of this technology and were early adopters 
of �ame failure devices.

James Hardie: Fibre cement 

James Hardie are Dahlsens’ major �bre cement supplier. Their rigorous 
testing processes have resulted in the development of world-leading  
�bre cement.

James Hardie’s commitment to safety includes the following 
accreditations:

- AS2908.1 ‘Cellulose-cement products’ (Part 1: Corrugated Sheets)

- AS2908.2 ‘Cellulose-cement products’ (Part 2: Flat Sheets)

- International ISO8336 & ASTM Fibre Cement Standards C1185 & 
 C1186 for their products development in Australia and the USA.  
 James Hardie �bre cement has set a benchmark for building products 
 of its kind.

- All James Hardie Research & Development Laboratories in Australia 
 are NATA certi�ed

- NATA certi�cates are also available for each type of test required by 
 Australian Standards.

- BAL ratings for bush�re prone areas

Unitex: Uni-base board cladding

The unique Unitex Uni-base board cladding formula combines Unitex 
Polymer Render coating with reinforcing AR/FG Mesh to EPS insulation 
panels. Manufactured locally, Unitex proudly focuses on the safety and 
quality of their engineering:

- All Unitex manufacturing undergo regular internal audits and annual 
 external audits by CodeMark and BRANZ Assessors

- All systems are ‘deemed to satisfy’ all BCA/National Construction 
 Code (NCC) requirements

- Systems accredited under CodeMark satisfy bush�re ratings for BAL 
 29 and BAL-40.

Timberlink Australia: timber with a difference

Timberlink Australia provide sustainable, plantation pine manufactured 
and �t for purpose. Their framing is structurally graded to meet Australian 
Standard AS1720.1:2010. The structural properties of Timberlink MGP10 
exceed the requirements for both MGP10 and F7 grades so if a design 
compliant with AS1720.1:2010 speci�es the use of F7 graded timber, 
Timberlink MGP10 can be substituted.

Galintel from NEPEAN Building and Infrastructure 

A local manufacturer of galvanised steel lintels, Galintel® is one of 
Australia’s leading manufacturers of galvanised steel and warrant their 
products for 25 years. The Galintel® range is manufactured and tested 
to meet Australian Standards and is compliant with the Building Code of 
Australia.

“Our complete Galintel® range is manufactured and tested to meet 
Australian Standards and is compliant with the Building Code of 
Australia,” said Robert Watters, General Manager of Galintel®. “As a 
result, we warrant our products for 25-years. Others may claim similar 
performance but, as the only local manufacturer of galvanised steel 
lintels, we know the necessary testing has been done to enable us to 
present load tables that meet standards and compliance.”

Installation and compliance

Dahlsens takes your ability to meet compliance requirements 
seriously. Quality products that meet relevant standards and 
compliance are crucial, but a compliant product must also be 
installed correctly and to manufacturer’s guidelines. Failure to 
do this may result in the product becoming ‘non-compliant’ and 
void any manufacturer’s warranties, raising risk for yourself and 
your client. Our highly experienced team and strong supplier 
relationships mean we are well placed to provide you with any 
training you may require to properly install new building products 
in accordance with strict industry guidelines. For more information, speak to your local 

 Dahlsens store or Account Manager or email  
 enquiries@dahlsens.com.au
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Australian owned, and with more than 50 years’ industry 
expertise, Bremick has forged a lasting reputation for superior 
engineering, high quality and innovative product design. They 
are recognised for their specialisation in the Retail, Trade, 
Commercial, Industrial and Petrochemical industries.

“All Bremick products meet and exceed Australia’s 
stringent building quality standards,” explains 
Retail Division Manager, Mike Sayers. “Our 
reputation for quality means Bremick fasteners 
are used in more critical applications than those of 
any other fastener supplier in Australia.”

Founded in 1965 by Michael Hawksford, Bremick began 
in a small Sydney warehouse in the inner city suburb of 
Alexandria. Today, the family business has �ourished  
with three core divisions, 12 distribution centres and two 
quality control laboratories across Australia, New Zealand 
and Asia.

Strict quality control is at the heart of Bremick’s reputation for 
Industrial quality products.

“Bremick has a NATA (National Association of Testing 
Authorities) accredited Quality Assurance Laboratory that is 
managed by a quali�ed metallurgist. We have state of the art 
testing equipment which is replicated in both our Australian 
& overseas manufacturing operations. This ensures that 
we are able to maintain strict quality controls. Bremick also 
has outdoor product testing exposure sights in Australia 
that are located in highly corrosive locations. These testing 
sights allow us to further monitor and maintain strict quality 
standards. Our outdoor testing sights are independently 
managed by a professor from Newcastle University in NSW”, 
explains Mike.

“Bremick manufacture many innovative products speci�cally 
designed to withstand the wide variation of climatic 
conditions across Australia”.

“This includes a wide range of decking and roo�ng screws 
with large packs of high volume products that are best suited 
to the requirements of Dahlsens’ clients.”

“As part of Dahlsens’ growing relationship with Bremick,  
we are also able to provide clients with exclusive access  
to Revolution B8 coating for your self-drilling screw needs.”

A superior coating, B8 Gal is eight times tougher than 
conventional class 4 coatings and extremely abrasion 
resistant with double the corrosion protection of  
conventional class 4 coatings. This means it provides 30% 
faster drilling and minimal coating loss during installation.

The Revolution B8 coating is available with Metal Hex Head, 
T17 Timber, T17 Decking and Bugle battens to suit your 
installation requirements.

BREMICK
Our Suppliers

The safety of our clients, their staff and the 

final owner/resident in each build is a top 

priority at Dahlsens. That is why we ensure 

we only work with suppliers who offer the 

best in quality, technology and design.

In this issue of Trademark, we explore 

the inner workings of one of our leading 

suppliers, Bremick, whose world-

class fasteners can be found in major 

construction projects such as the MCG 

Great Southern Stand, Q1 Skyscraper 

Queensland and the Barangaroo Casino 

Development Sydney. 

The same manufacturing standards are 

applied to the Bremick products sourced by 

Dahlsens for our builder and trade clients.

 If you would like to find out more about Bremick’s Revolution B8 coating or any of the world class fasteners 
 in the range, please contact your local Dahlsens store, Account Manager, or email enquiries@dahlsens.com.au

“In conjunction with Dahlsens, Bremick is 
pleased to offer an extensive product range 
specifically designed to meet the needs 
of tradespeople, builders and commercial 
customers,” says Mike.
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Although we’ve seen fierce competition 
in the property market in recent years, 
having a home that makes a good first 
impression is still important to winning 
over buyers. According to research from 
comparison site finder.com.au1 nine out 
of 102 buyers will offer up to 25% less 
than the asking price if a property has 
poor street appeal. 

CASE STUDY: LOOKING  
GOOD ON THE OUTSIDE

At first glance, the luxury feel of a Hamptons design 
might seem difficult to achieve. According to Brad 
Chesterfield of BFC Builders, it’s actually relatively 
easy to create the Hamptons look if you use the 
right materials. 

For a large-scale brand new Hamptons build in the 
popular Melbourne suburb of Vermont, Brad had 
to bring his A-game to get this one right in every 
detail. “It’s a really big prominent home with a 
570m2 floor plan,” says Brad. “The owner included 
all sorts of features and period details, from lifts to 
verandas, plus a below ground theatre and garage. 
So it hasn’t been a straightforward build, none of 
our BFC Building projects are!”

Hamptons style
THE EASY WAY

Offering a unique combination 
of heritage features with a fresh 
coastal twist, it’s no wonder 
Hamptons style is in demand 
with homeowners here in 
Australia. So how do you 
build a timeless period home 
using modern methods and 
materials? Here’s how Custom 
Builder, Brad Chesterfield 
achieved the Hamptons Look 
for his customer.

“Linea™ saves you time on site, there’s 
less waste and you’ll get a finish you 
can trust to look good for longer.”

AN AUTHENTIC AND  
DURABLE FINISH
As a builder known for his faithful, high-quality 
recreation of the Hampton’s look, Brad has 
long relied on Scyon™ Linea™ fibre cement 
cladding boards as a key material. “When 
Dahlsens introduced me to Linea™, its authentic 
weatherboard profile made it the obvious 
substitute for timber,” says Brad. “It’s pretty hard to 
spot the difference between two homes finished in 
timber and Linea™. You’d have to really know what 
you’re looking for. But it’s value as a material goes 

1. Finder.com.au, Sellers, beware: The property features turning Australians off, 7 April 2017, “ A recent finder.com.au survey found buyers reduce their offers by as much as 25% if a home has poor kerb appeal.” https://www.finder.com.au/press-
release-apr-2016-sellers-property-features-turning-aussies-off 2. AMP, Is the outside of your property turning buyers off?, 28 July 2017, “Nine out of 10 buyers will make an offer below the asking price simply because your property lacks street 
appeal.” https://www.amp.com.au/news/2016/august/is-the-outside-of-your-property-turning-buyers-off

Brad 
Chesterfield
BFC Builders

THE WINNING CHARM  
OF A CLEAN, CRISP DESIGN
This is just one of many reasons why the Hamptons look 
is such a winner for new builds and renovations. Offering 
the clean lines of horizontal cladding and a crisp colour 
scheme of charcoal or grey with white detailing and trim,  
a Hampton’s build presents as a timeless classic. 

While a property like this might stand proud in a 
streetscape of boxy brick post WW2 homes, it certainly 
won’t look out of place. With timber-style cladding as a key 
feature, a modern Hamptons build echoes the charming 
but cramped weatherboard shacks of yesteryear. But this 
new approach to heritage-style home design offers extra 
scale and elegance to meet the most exacting demands of 
today’s homebuyers. 
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5 EXPERT TIPS 
FOR NAILING THE 
HAMPTONS LOOK
Natalee Bowen from Indah Island offers a 
step-by-step guide to effortless Hamptons 
style for building projects.   

1.  Weatherboard - the clean lines and 
period-feel of weatherboard are essential 
for an authentic Hamptons home. 
Scyon™ Linea™ cladding delivers the 
perfect look but is easier to install and 
more durable than timber.

2.  Windows - windows are a major feature 
of the Hamptons build as they let in 
natural light and add to the street 
appeal. Using Axent™ trim gives windows 
a thick timber-look framing profile with 
the same durability you can expect from 
all Scyon™ products.

3. 	Colour - the Hamptons palette of grey, 
dark blue or charcoal paired with white 
and neutrals is a much softer version of a 
monochrome scheme. Stick to a simple, 
pared back selection of colours to create 
an elegant canvas for heritage features 
and details, indoors and out. 

4. 	Country	and	coast - this look is ideal for 
coast or country homes but both these 
locations present exposure risks. Scyon™ 
materials have a high BAL rating, perform 
well in harsh coastal climates and resist 
attack from termites and other pests.

5. 	Outdoor	accents - expansive verandas 
and balconies are an important feature 
for these breezy and elegant homes, 
designed to bring the outdoors in. No 
wonder they’re such a winner for our 
Australian climate and lifestyle. 

Find out more about using Scyon™ Linea™ for an easier way to create the 
Hamptons look for your customers. Talk to your Dahlsens Account Manager 
and we’ll arrange your consultation with a James Hardie expert.

Find out more

far beyond how it looks. 
It has enormous practical 
appeal because it saves 
you time on site, there’s 
less waste and you’ll get 
a finish you can trust to 
look good for longer.”

“Linea™ is the 
hero for delivering 
a cleaner look 
than timber as 
well as saving a 
bundle on future 
maintenance.”

RELIABLE, EFFICIENT  
AND COST-EFFECTIVE
The time and cost savings start with the way Linea™ 
cladding is put together. “Timber boards join up on 
a wall stud, so you’re going to have plenty of short 
off-cuts you can’t use,” says Brad. “With Linea™, the 
fixings are concealed and it uses a groove system 
for assembly so you’re not limited to using studs 
as anchors for the boards. You can wrap the home 
with minimal waste and get a lovely clean finish.”

“The Scyon boards come pre-primed, so that’s one 
less coat to worry about when it comes to painting,” 
says Brad. “And on a project of this size, that’s no 
small amount of time and cost saved. In fact, for 
owners of any Hampton’s property, Linea™ is the 
hero for delivering a cleaner look than timber as 
well as saving a bundle on future maintenance. 
Timber shrinks and expands, so you’ll get gaps 
between the boards and and cracks in the paint 
finish too. The Scyon™ Linea™ maintains that nice 
straight form and holds the paint beautifully. It’s 
likely to be a good 10 years before you’ll need a new 
coat of paint on Linea™, compared with 5 years or 
less for timber.”

The success of every business depends on its ability to 
grow within a changing regulatory environment. Recent 
federal budgets have delivered positive changes to small 
businesses. However, the challenge remains to keep on-
top of these changes and effectively utilise them to legally 
minimise taxation obligations. This guide highlights some 
of these changes and tax minimisation options. 

Reduction in small business company tax rate 

From 1 July 2016, the income tax rate applicable to small 
business companies carrying on a business reduced to 27.5%. 
Reduction have progressively applied to companies based on 
their aggregated turnover in the years in question. The 27.5% 
tax rate applies to companies revenues as follows: 

This tax rate is not applicable to Trusts, however distributions 
made to a “Trading Company” can qualify for the reduced 
company tax rate.

Instant deduction for assets less than $20,000 

If you operate a Small Business Entity (less than $10m in 
revenues), you can claim an instant tax deduction up to $20,000 
for depreciable assets purchased and installed ready for use 
until 30 June 2018. 

You should consider buying these assets before 30 June 2018 
if the federal government doesn’t extend the closing date in the 
May 2018 budget. 

Maximise deductible employer and personal  
super contributions 

The concessional superannuation cap for 2018 has reduced 
to $25,000 per year for all individuals regardless of age. For 
employer and personal contribution to be counted towards 
a member’s 2018 contribution cap and tax deductible, 
superannuation contributions need to be received by the fund 
by 30 June 2018.

Note: Company directors and Trustees need to pay attention to 
PAYG and SGC liabilities as there are strict penalties for directors 
of companies and trust that fail to make outstanding PAYG and 
SGC payments.

Delay income

To minimise current year profits where possible, delay the issue of 
further invoices and receive cash/debtor payments after 30 June 
2018. This strategy will be particularly effective for companies close 
to the $25 million threshold. Exceeding the threshold in 2018 would 
see all of 2018 profits taxed at 30% vs 27.5%. 

Bring forward expenses 

Purchase consumable items BEFORE 30 June 2018. Consider 
building materials, consumables, printing, office and computer 
supplies. Spend the money now and get the deduction this year. 
This strategy will be particularly effective for companies with 
revenue between $25-$50m as the company tax rate will reduce 
from 30% in 2018 to 27.5% in 2019. 

Write-off bad debts 

Review your Trade Debtors listing and write off all Bad Debts 
BEFORE 30 June 2018. Prepare a management meeting 
document listing each Bad Debt, and use this as evidence that 
these amounts were actually written off prior to year-end. Enter 
these into your accounting system before 30 June 2018. 

Building and construction reporting 

Businesses in building and construction are required to record 
payments to contractors and report these payments to the Tax 
Office. The annual is report due to be lodged by 21 July 2018.

Private company (“DIV 7A”) loans 

The Australian Taxation Office (ATO) can amend tax returns of 
private companies that don’t satisfy the Div7A requirements. 
Div7A requires businesses to fully document loans to owners  
or associates, and in general pay interest and repay principal 
to the company on a yearly basis. If these conditions are not 
meet the ATO can deem an unfranked dividend up to the loan 
balance. For example, assuming you have no other income for 
2018, a $500,000 loan could result in a tax liability of $208,000. 
Ask your business advisor if you have any direct or indirect 
Div7A loans including unpaid trust distribution to an associated 
private company. 

Trustee resolutions 

Ensure that the Trustee Resolutions are prepared and signed 
BEFORE 30 June 2018 for all Discretionary (“Family”) Trusts. 
Please see your business advisor for more information about 
effective trustee resolutions. 

Disclaimer
The information in this publication has been carefully prepared, but it has been written in general terms and should be seen as broad guidance only. Please do not act on any 
information in this publication without obtaining specific professional advice. Please contact your business advisor to discuss these matters in the context of your particular 
circumstances. JC Dahlsen Pty Ltd and each controlled entity, their directors, employees and agents do not accept or assume any liability or duty of care for any loss arising 
from any action taken or not taken by anyone in reliance on the information in this publication or for any decision based on it.

TIPS FOR TAX TIME
$

Year ended 30 June Turnover

2017 $10 million

2018 $25 million

2019 to 2024 $50 million
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Door Funiture Trends

New compliance and enforcement powers

New compliance and enforcement powers have commenced.  
These new powers are available to the Victorian Building 
Authority inspectors, municipal building surveyors, and other 
of�cials.  The new powers give these of�cials greater authority 
to enter building sites and business premises and enhanced 
powers to obtain access to documents and other information.  
Extra powers to apply for court orders, including an order to 
require a person to answer questions, are also included in the 
legislation.

One signi�cant change is the removal of the need to provide 
24 hours notice of the inspection to the occupier of the land 
or the builder.  It is expected that the occupier or builder will 
be provided with some notice as the inspector will usually 
want a responsible person present for the inspection.

Building permits

New laws about the issuing of building permits are also 
expected to commence in 2018.  One reform that is planned 
is a requirement for building surveyors to consider whether 
the owner, and not the builder, be named as the builder on 
the building permit.  This may happen if the owner excludes 
building work from their building contract with the registered 
builder - and instead does the work themselves or engages 
another builder to do that work.  

This reform may result in building surveyors identifying who is 
working for the owner on a building site and refusing to issue 
a building permit to a builder if the owner is engaging their 
own unregistered trades as well as a registered builder.

Under the new requirements, building surveyors must also 
check that domestic building contracts identify the same 
builder as the builder named on the domestic building 

insurance.  When applying for a building permit builders  
will need to provide the building surveyor with an extract of 
the building contract that shows the names of the parties to 
that contract.

Using a written contract

Whilst this is not a new requirement – it’s one that often 
requires clari�cation. HIA understands that many people work 
as contractors in the building industry but could actually be 
employees.

If the contract between a business and contractor is for 
physical work then the contractor may be an employee.  This 
risk is high when the contractor does most of their work for 
one business, or is a labourer, or does not really run their 
own business.  Wanting to be a contractor, calling yourself a 
contractor, or having an ABN, is not enough.

One good way to help ensure a worker is a contractor is to 
have a suitable written contract.  That written contract should 
identify that the contractor must complete a speci�c task, 
may subcontract their work, is only paid for completed work, 
holds suitable insurance, and must �x their work if incomplete 
or defective.  Having a written contract that is prepared 
properly will help limit the risk that a person who thinks they 
are or wants to be a contractor is actually an employee.

If you require further assistance HIA 
members can contact HIA workplace 
services on 1300 650 620.

INDUSTRY UPDATE 
FROM HIA

ENTER IN  
STYLE

Assure by Yale 

Forget carrying keys; your client can lock and unlock their home via their smartphone. The Yale 
Assure app offers the ability to share digital keys with friends and family, view access history and 
manage user settings. The convenient “Twist and Go” function controlled via the app, allows users 
the unique ability to unlock their door by twisting their smart phone when within Bluetooth range. The 
option of entering a PIN code to unlock their door, is also provided.

Home automation connectivity is available when integrating Zigbee or Zwave with a compatible hub. 
Modules sold separately. 

For more information visit yalelock.com.au/assure

Outland by Lockwood 

The Lockwood Outland Sliding Door Track Kit incorporates industrial design with the highest 
standards of quality. Easy to install, the Outland features quiet operation with its nylon bearing wheels 
and high quality powder coat �nish that provides excellent durability. With distinctive appeal, the 
classic barn door look offers convenient functionality and on-trend aesthetics that will add character 
to any room. 

For more information visit lockweb.com.au/outland

Trilock Omni Accent by Gainsborough 

Accentuate the modern features of the home with the sleek and smart look of the Omni Accent, 
combined with the trusted Gainsborough Trilock Technology. Featuring a 450mm slimline pull handle to 
suit standard size doors, the Omni Accent makes a statement entrance. Featured is the trusted 3-in-1 
Trilock technology, 316 grade stainless steel and clever concealed lever. Available in both Omni back to 
back and Omni Eclipse Allure. Retro�t with the Trilock Eclipse range.

For more information visit gainsboroughhardware.com.au

Trilock Urban Aurora by Gainsborough 

Urban styling is combined with Trilock functionality to create one of the most secure and stylish 
entrance systems on the market. The Urban Aurora is now the easiest “all in one” entrance set 
to install. The new one-hole design makes the Trilock Urban easy to install, whether it’s a new �t, 
or replacing an existing key in lever door handle. Complete the look and match the internal door 
handles for a consistent look with Aurora passage, privacy, and dummy lever sets. Featuring an easy 
single-hole installation, easy to retro�t and easy to re-hand. Trusted 3-in-1 Trilock technology in a new 
brushed satin chrome �nish.

For more information visit gainsboroughhardware.com.au

Choosing door hardware is quite often overlooked in the design 
elements of a home, yet is an extension of a home’s personality, 
helping to complete the look. One of the most used touch points 
in a home, functionality and design are both important factors to 
consider when selecting door hardware.

Here are just a few of the products available through Dahlsens,  
to assist you in offering a range of choices to your client.

 If you would like more information on the door hardware ranges 
 available through Dahlsens, please contact your local store or Account  
 Manager or email enquiries@dahlsens.com.au

Fiona Nield 
Executive Director – Victoria 
Housing Industry Association

On a positive note, building activity in Victoria is forecast to start well in 2018. 

It will come as no surprise that the level of building approvals in Victoria has grown, and at a higher rate than many other 
states. 

Recent ABS data shows Victoria leads the way with 26 per cent growth in approvals during the three months to January 
2018. The increase in Victoria is largely occurring in apartment approvals which increased by 55% during the quarter. New 
detached dwellings approvals remained stable in Victoria and continues to represent a high numbers of dwellings by historical 
standards, on the back of relatively stable employment rates and high levels of inward migration. 

HIA’s new homes report shows that building approvals may start to moderate in coming months, but remain at elevated levels. 
But in the mix of all the activity there are also a few changes still happening in building requirements in Victoria over the last 12 
plus months – and there are a few matters that the industry should be aware of. 
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Builders’ Profile

SABCON 
DEVELOPMENTS

For new construction business SABCON  
Developments, exceptional customer service has  
proven to be the ultimate ticket to success.

Based in the Melbourne suburb of Chadstone, SABCON 
Developments is a family affair with everyone, including 
mum, on board.

“Dad has been in the construction industry for more than  
20 years,” explains joint founder of SABCON Developments, 
Amil Sabitovic.

“A little more than a year ago, my brother and I made the 
decision to create SABCON Developments with  
our dad. Mum also quickly became involved as our 
account manager.”

The SABCON Developments team work collectively to 
tailor their building process to match the needs of each 
individual client.

“We work consultatively with every new client to understand 
exactly what they are trying to achieve, so we can create  
a property that achieves their vision,” says Amil. “This makes 
every job that we complete entirely different, as each client 
has their own ideas and project speci�cations.”

It is this personalised touch that makes working with 
SABCON Developments such as rewarding experience.

“At SABCON Developments we always strive to do the right 
thing by our customers. Communication is fundamental 
to this process. Our hard-working team ensures that we 
provide constant feedback to each client, keeping them 
updated with important project developments and avoiding 
any potential for misunderstanding.”

Characterised by their diverse experience and quali�cations 
- which encompass craftsmanship through to structural 
engineering - SABCON Developments provide a 
comprehensive approach to the project management of 
every build.

Their team partners with clients from day one to help 
generate building designs and submit initial council 
proposals, continuing this relationship right through to the 
completion of the construction process.

SABCON Developments places a priority on creating 
sustainable and cost-effective investment opportunities that 
cover muti-unit developments and spec homes, as well as 
more basic building renovations and extensions.

While SABCON Developments may be a young company, 
their list of achievements is long, with projects completed 
all over Melbourne’s south east including Chadstone, 
Frankston, Bentleigh, Brighton and the Mornington 
Peninsula.

Amil credits SABCON Developments’ strong relationship with 
suppliers - including Dahlsens - for their rapid success.

“Dahlsens reps are very transparent and upfront. They 
ensure our orders consistently arrive on time and we have 
yet to miss a delivery. Strong relationships with our suppliers 
keep our projects �owing so we never miss a deadline.”

“Our broad skill set means we are 
able to build trust with clients as  
we work collectively from the design 
phase toward the actual build.”

Dahlsens would like to thank Sabcon for their 
business and wish them continued success.

Meet some of YOUR LOCAL store team members servicing Metropolitan Melbourne. 

MEET YOUR TEAM
With 20 Trade Stores, 8 Truss & Frame Manufacturing Plants and 1 Metal 
Roofing Centre across Victoria and Southern New South Wales, our team of 
almost 600 work hard to add value to your business. 

In the last edition of Trademark we introduced you to our team of Branch 
and Account Managers. Here, we introduce you to those in your local trade 
teams; on the counter, in the office and in the yard. You’ve relied on many for 
as long as you’ve dealt with Dahlsens. They are experienced and know the 
way you work, take your orders, arrange your quotes, find you what you need 
on time, detail and schedule your jobs, pick and pack, keep the yard in order.
You can rely on Dahlsens because of this hard work.

“We communicate with 
builders throughout the 
project stages so we stay on 
top of their requirements” 
 - Nik, Cranbourne

“We ask the right questions 
up front to determine what a 
customer needs”  
- Cindy, Cranbourne

“Our team cares”  
- Debbie, Laverton

“We know what we’re talking 
about and do what we can to 
help” - Rob, Kilsyth

“We are passionate about 
putting our customers first”  
- Ron, Kilsyth

HERE IS WHAT 
THEY THINK IS 
THE DAHLSENS 
DIFFERENCE...

ASHLEE BORTHWICK 
CRAIGIEBURN  

TRUSS AND FRAME

CINDY HOLT  
CRANBOURNE

RACHAEL HOLLOWAY 
KILSYTH

DANIEL BEIGHTON 
LAVERTON

DEBBIE BROOKS 
LAVERTON

SHANE BRADSHAW 
LAVERTON

CHRISSY HENWOOD 
PAKENHAM

DALE BURLEIGH 
PAKENHAM

ROB GRANT 
KILSYTH

RON MARSDEN 
KILSYTH

SCOTT MCKENZIE 
KILSYTH

ADAM PATTEN 
LAVERTON

MICK ROMERIL  
CRANBOURNE

NIK CARDWELL  
CRANBOURNE

ANDY FORDE  
KILSYTH

MATT SAVAGE  
KILSYTH

DALE FOX  
CRAIGIEBURN  

TRUSS AND FRAME

STEVE SERMELIOTIS  
CRAIGIEBURN  

TRUSS AND FRAME

BRAD CUST  
CRANBOURNE

CHANTELLE WATERS  
CRANBOURNE

Brothers Amil and Al Sabitovic
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“We have years of experience 
and can provide practical 
solutions to help” 
- Cameron, Bairnsdale

“We have a can do attitude” 
 - Trevor, Bairnsdale

“We proactively act on things 
that don’t look right in a 
customer’s order”  
- Russell, Sale

“We are proud of the service 
we provide” - Cam, Warragul

“We do whatever it takes to 
get special orders in asap. 
Quickest possible turnaround 
time for a builder is key”.  
- Dale, Pakenham

HERE IS WHAT 
THEY THINK IS 
THE DAHLSENS 
DIFFERENCE...

Meet some of YOUR LOCAL store team members servicing  Gippsland. 

CAMERON WILLMOTT  
BAIRNSDALE TRADE

SUE COLE  
BAIRNSDALE  

TRUSS AND FRAME

MICHELLE KIRK  
LAKES RETAIL

WAYNE TONKIN 
LAKES TRADE

GAY DOUGLAS  
TRARALGON

DEAN TOLAND  
BAIRNSDALE TRADE

TERRY LEWIS  
BAIRNSDALE  

TRUSS AND FRAME

NANCY JOBE  
LAKES RETAIL

CHRISSY HENWOOD  
PAKENHAM

KIRSTY STUCKEY  
TRARALGON

STEVE SOMERVILLE  
BAIRNSDALE TRADE

CHRISTIAN LUCAS  
BAIRNSDALE  

TRUSS AND FRAME

STUART CANTRILL  
LAKES RETAIL

DALE BURLEIGH  
PAKENHAM

REBECCA HEENAN  
TRARALGON

TREVOR JEWITT  
BAIRNSDALE TRADE

DAVID RAWSON  
LAKES TRADE

DAN RYE 
SALE

CAM GREEN  
WARRAGUL

CAMERON LUCKINS  
BAIRNSDALE  

TRUSS AND FRAME

FRANK MAJCHERZAK  
LAKES RETAIL

RODNEY YATES  
LAKES TRADE

JUDY HAMLYN  
SALE ROOFING

PETER NEGUS  
WARRAGUL

RON STORCK 
BAIRNSDALE  

TRUSS AND FRAME

MARK MCKENDRY  
LAKES RETAIL

TOM BULMER 
LAKES TRADE

PHILLIP DOWTON  
SALE ROOFING

MEET YOUR TEAM
With 20 Trade Stores, 8 Truss & Frame Manufacturing Plants and 1 Metal 
Roofing Centre across Victoria and Southern New South Wales, our team of 
almost 600 work hard to add value to your business. 

In the last edition of Trademark we introduced you to our team of Branch 
and Account Managers. Here, we introduce you to those in your local trade 
teams; on the counter, in the office and in the yard. You’ve relied on many for 
as long as you’ve dealt with Dahlsens. They are experienced and know the 
way you work, take your orders, arrange your quotes, find you what you need 
on time, detail and schedule your jobs, pick and pack, keep the yard in order.
You can rely on Dahlsens because of this hard work.

Builders’ Profile

COLMAC 
HOMES

Building runs in the veins of Colmac Homes founder, 
Jason McMillan, with his grandfather, several uncles and 
cousins all industry quali�ed and highly experienced.

It would seem almost inevitable then, that one day 
Colmac Homes would take shape. Family owned and run, 
Colmac Homes was eventually founded by Jason and his 
grandfather. His cousin, Brad Coleman stepping up as Co-
Director upon their grandfather’s retirement seven years ago.

“Our team is one of our greatest assets,” says Jason.

“We are a dynamic and cohesive group that work together 
to achieve the best possible results for our clients. Each 
member of our team, whether family or staff, look out for 
each other to oversee the smooth running of all of our 
projects.”

Colmac Homes are uniquely positioned to deliver high 
quality results from the initial design phase right up to the 
moment their clients walk through the door. An expert 
team of draftsmen means customised building design is no 
challenge, in fact it is encouraged. While, a colour selection 
centre works with clients to consider the right colour palette 
to match furnishings, �ttings and overall home design.

“Building is something we love to do and we have done it for 
a long time,” says Jason.

“For most people building a home will be one of the largest 
�nancial outlays they make in their lifetime. This means 
the process can be fuelled by both emotion and high 
expectations. At Colmac Homes we have developed an 
integrated process to reduce the pressure and help our 
clients build their ideal property.”

With more than 15 years of industry experience, Jason 
understands the importance of building strong connections 
with high quality suppliers.

“Good communication, timely delivery and reliable product 
quality are essential to our business success,” explains 
Jason.

“Our long-standing relationships with suppliers, such 
as Dahlsens, are crucial, especially if we run into any 
unexpected challenges during a build. These relationships 
enable our team to deliver an exceptional �nished product by 
the expected deadline.”

Colmac Home’s core business remains strong in the East 
Gippsland area of rural Victoria, with the majority of their 
builds taking place between Lakes Entrance to Trafalgar. The 
tight-knit team at Colmac Homes works to a schedule of 14 
to 18 weeks per build with a little more on the ends for their 
larger projects.

“We aim to go above and beyond our client expectations 
every time. At Colmac Homes the rare and personal touch of 
having both co-Directors on-site at each project is de�nitely 
something that sets our service apart,” says Jason.

“I have been doing this job for a long time and, although it 
may sometimes be a challenge to navigate such a variety 
of personalities and expectations, it is very rewarding when 
clients appreciate the �nal result.”

Dahlsens would like to thank Colmac Homes for 
their business and wish them continued success.
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“Builders can rest 
assured that once 
their order is placed, 
we’ll take care of it; 
delivered to site, on 
time and in full” 
- Shaun, Albury/
Wodonga

“We go the extra mile 
for our builders and do 
it with a friendly smile” 
- Zack, Griffith 

“We provide one on one, 
personalised service”  
- Greg, Mildura 

“All of our builders are 
treated with the same 
level of urgency and 
importance”  
- Glenn, Wagga

“We do whatever we 
can behind the scenes 
to make sure our 
builders’ orders run 
smoothly”   
- Mandy, Swan Hill

HERE IS WHAT 
THEY THINK IS 
THE DAHLSENS 
DIFFERENCE...

Meet some of YOUR LOCAL store team members servicing Northern Victoria and Southern New South Wales. 

SHAUN THIELE  
ALBURY/WODONGA

MANDY BROWN  
ECHUCA

EMMA BOSWORTH  
MILDURA

TONY HADDOW 
SHEPPARTON 

 TRUSS AND FRAME
KEN PARRY 

SWAN HILL
MANDY PURTILL 

SWAN HILL

PAUL BUXTON 
SWAN HILL

ALEX BLACK 
WAGGA WAGGA

GLENN KERSHAW 
WAGGA WAGGA

JAKE DEMCZYSZYN 
WAGGA WAGGA

TODD MURRAY 
WAGGA WAGGA

DOUG MILLER  
DENILIQUIN

DARRYL MCINNES  
ECHUCA

GREG MCLEAN  
MILDURA

TRISH HEHIR  
DENILIQUIN

CRAIG GOLDING  
ECHUCA

HEATH NELSON  
MILDURA

KATE TRIMBOLI  
DENILIQUIN

KURT HENDERSON  
GRIFFITH

DAVID KELLY 
MYRTLEFORD

BROCK MONK 
SWAN HILL

ROB BLACKLOCK  
DENILIQUIN

RAY HULLANDS  
ECHUCA

ZACH CLARK  
GRIFFITH

MATT VAN DEN BORNE 
MYRTLEFORD

CHRIS CARSE 
SWAN HILL

DANNI STANLEY  
ECHUCA

DEREK OLIVER  
MILDURA

CHARLIE GOODGER
SHEPPARTON 

 TRUSS AND FRAME

GEDE IRWAN 
SWAN HILL

MEET YOUR TEAM
With 20 Trade Stores, 8 Truss & Frame Manufacturing Plants and 1 Metal 
Roofing Centre across Victoria and Southern New South Wales, our team of 
almost 600 work hard to add value to your business. 

In the last edition of Trademark we introduced you to our team of Branch 
and Account Managers. Here, we introduce you to those in your local trade 
teams; on the counter, in the office and in the yard. You’ve relied on many for 
as long as you’ve dealt with Dahlsens. They are experienced and know the 
way you work, take your orders, arrange your quotes, find you what you need 
on time, detail and schedule your jobs, pick and pack, keep the yard in order.
You can rely on Dahlsens because of this hard work.

Builders’ Profile

SWANBUILD

Family owned and operated, Swanbuild’s commitment to 
innovation, integrity and exceptional customer service is 
at the heart of its growth and success.

A company philosophy that embraces a positive and caring 
working environment for both team members and clients has 
helped retain quality staff while building a strong reputation in 
the building industry through word-of-mouth.

Marketing Manager, Craig Perryman explains the secret to 
Swanbuild’s rapid success: “Our open communication and 
can-do attitude are essential to our business progress... 
as well as our ability to create a positive work environment 
where both staff and clients feel comfortable.”

“There is a sense of belonging when you walk through the 
doors at Swanbuild. Even clients compliment the welcoming 
feel of our of�ce. That feeling is one of the best aspects of 
joining the Swanbuild team,” says Craig.

Based in Swan Hill, Victoria, Swanbuild has fast burgeoned 
from small beginnings. Founded by new apprentice Phil 
Perryman in 1979, the company has grown to a staff of 
approximately 60. Today, Swanbuild is a leading builder of 
modular homes in New South Wales, Victoria and South 
Australia.

“There are always challenges when running a company. 
Fortunately for us, I would put most of these down to 
growing pains caused by the rapid expansion of Swanbuild,” 
says Craig.

“We have also had the fortune of positive business 
relationships with groups such as Dahlsens. Dahlsens have 
been very supportive in our growth plans and helped us to 
identify potential waste or areas of improvement with the 
products that we offer to our clients.”

Swanbuild has now expanded to encompass two separate 
divisions. Their commercial division, Pretect, has a customer-
base spanning school buildings to government projects and 
the private sector. Their �agship brand, Swanbuild, continues 
to cater to �rst home buyers, retirees and farmers searching 
for quality accommodation units.

The diverse appeal of a Swanbuild home can be found in the 
organisation’s individualised approach to customer service, 
design and delivery.

“There is a sense of belonging when  
you walk through the doors at 
Swanbuild. Even clients compliment  
the welcoming feel of our office.  
That feeling is one of the best aspects 
of joining the Swanbuild team” 

Dahlsens would like to thank Swanbuild for their 
business and wish them continued success.
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“When our builders 
need something, we 
do everything we can 
to make it happen” 
- Ken, 
Warrnambool 

“We keep our builders 
informed” 
- Phill, Ballarat

“Our builders can 
trust we do whatever 
it takes” 
- Leigh, Ballarat

“With years of 
experience, we know 
what builders need” 
- Steve, 
Warrnambool

HERE IS WHAT 
THEY THINK IS 
THE DAHLSENS 
DIFFERENCE...
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ENTRANCE

BAIRNSDALE

TRARALGON

CRANBOURNE

LAVERTON

KILSYTH

SHEPPARTON

ECHUCA

SWAN HILL

DENILIQUIN

WAGGA 
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MYRTLEFORD
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WARRAGUL
SALE

WARRNAMBOOL
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CRAIGIEBURN

GRIFFITH

LEIGH TAIT  
BALLARAT

PHILL JONES  
BALLARAT

KEN JONES 
WARRNAMBOOL

MICHAEL HUNT 
WARRNAMBOOL

STEVE PATTERSON  
WARRNAMBOOL

PRE-FABRICATED ROOF 
TRUSSES, FLOOR SYSTEMS 
& WALL FRAMES

FROM DESIGN TO DELIVERY,  
DAHLSENS HAS YOU COVERED.

Technology and in house expertise provides  
you with exact and efficient solutions

Delivered to site, ready to install 

Reduce your on-site build times and save  
labour headaches

8 Dahlsens owned sites serving 
Melbourne, regional Victoria and NSW. 

Meet some of YOUR LOCAL store team members servicing Ballarat & Warrnambool.

MEET YOUR TEAM
With 20 Trade Stores, 8 Truss & Frame Manufacturing Plants and 1 Metal 
Roofing Centre across Victoria and Southern New South Wales, our team of 
almost 600 work hard to add value to your business. 

In the last edition of Trademark we introduced you to our team of Branch 
and Account Managers. Here, we introduce you to those in your local trade 
teams; on the counter, in the office and in the yard. You’ve relied on many for 
as long as you’ve dealt with Dahlsens. They are experienced and know the 
way you work, take your orders, arrange your quotes, find you what you need 
on time, detail and schedule your jobs, pick and pack, keep the yard in order.
You can rely on Dahlsens because of this hard work.

Builders’ Profile

HEARTY 
HOMES

From his �rst role as a bricklaying apprentice at age 
15, to the founder of Hearty Homes, Kevin Vanderkley 
has forged a solid reputation for producing exceptional, 
quality homes.

“I began my career as a bricklaying apprentice and slowly 
grew from there,” recalls Kevin.

“Initially, I founded my own bricklaying business but, after 
building my own home, I moved into renovations, speculative 
builds and property development. Somewhere along the way 
Hearty Homes was born.”

Ballarat based, Hearty Homes has consolidated its place 
as a favourite amongst the local community. Its focus on 
providing a personalised customer experience from design 
right through to the last day of construction is supported by 
an ethos of open communication and client support.

“At Hearty Homes our goal is to make the building process a 
smooth and enjoyable experience. Building a new home can 
be daunting and our expert team works hard to guide clients 
through this process,” says Kevin.

“The right information and regular communication empowers 
each of our clients to build their dream home.”

Hearty Homes prides itself on its ability to meet client 
expectations and deadlines with their simple 5 step process. 
Clients select a plan from more than 30 options designed 
to cater to any budget. A member of Hearty Homes’ 
experienced team works directly with each client to modify 
this plan to suit their individual needs, taste and council 
codes. Their plan is �nalised and a price is agreed. This is 

followed by a swift build (on average 5 months) and the keys 
to a new home!

“We customise each build to suit our client, whether this 
means a small adjustment or complete re-design, our aim is 
to create their dream home.”

Hearty Homes rapid success has been one of the main 
challenges for Kevin, who says, “managing the workload as 
your business grows, to ensure you don’t burn out, can be 
tough. Balance is de�nitely key!”

Family-run, Hearty Homes is the result of the hard work of 
Kevin, his wife and their hand picked, dedicated team. Each 
member of the Hearty Homes team is carefully selected 
based on their work ethic and a little of Kevin’s intuition. 
His excellent staff, together with a commitment to superior 
customer service, are central to Hearty Homes’ success.

“By providing exemplary customer service at every stage of 
each build, we ensure our clients understand they are our 
�rst priority,” says Kevin.

“Always surrounding yourself with good people is vital - and 
this includes our team. Each member of the Hearty Homes 
team has an exceptional industry reputation and is well 
quali�ed. A great team means we are well placed to deliver a 
premium build to each of our clients.”

Contractors and suppliers are also vital to Hearty Homes 
success, and Dahlsens is no exception.

“Working with reliable suppliers like Dahlsens allows for the 
smoothing running of each build and helps us to ensure we 
meet our deadlines,” says Kevin.

Dahlsens would like to thank Hearty Homes for their business and wish them continued success.
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POWERVENT
IMPULSE PAIR
1 x FrameMaster-Li™ PowerVent Framing Nailer
Ideal for Hardwood, LVL, Framing, Trusses,
Flooring, Joists, Roofing, Decking, Eaves, Cladding

1 x TrimMaster IM250A-Li 1.6mm Angled Bradder
Ideal for Architraves, Quads, Beading, Door Jambs,
Mouldings, Skirting Boards, Panelling, Stair Rails

1 x FrameMaster-Li™ PowerVent Framing Nailer

1 x TrimMaster IM250A-Li 1.6mm Angled Bradder

1 x FrameMaster-Li™ PowerVent Framing Nailer

1 x TrimMaster IM250A-Li 1.6mm Angled Bradder

2 x 2.2 Amp Lithium-Ion Batteries
1 x Charger Kit
1 x Safety Glasses
2 x Allen Keys
1 x Tough Carry Bag

Even the best equipment needs regular maintenance. Especially after all the framing, coiling, flooring, stapling and finishing. Here is an easy 
guide to help your nailer achieve a long life and a trouble-free operation every time.

6 Tips to Help You Maintain your Nail Gun

For a hands-on demonstration, visit www.paslode.com.au where you will find 
a series of step-by-step cleaning and maintenance videos or check out the Tool 
Cleaning workshops near you.

Get the right supplies
• Paslode Cordless Lubricating Oil
• Screwdriver
• Allen key
• 5/32 Hex wrench

1.

SAFETY FIRST
Before servicing your tool, make sure to remove all fasteners, fuel cell and battery. 
Restrict DIY maintenance to the following areas:
1. Battery
2. Fuel Cell
3. Feed System 
4. Cylinder

Self-servicing attempts beyond these procedures will void the warranty. For other 
issues, consult an accredited service agent. In case of any other questions, please 
contact your local Paslode representative or visit www.paslode.com.au.

!

Conduct a general assessment
•  We recommend tightening all screws and bolts in your nailer every month. To be on 

the cautious side, you may even assess your tool before each use.

•  On a pneumatic (compressed air) nail gun, ensure both the safety and the trigger can 
move. Additionally, tighten any loose cap screws to avoid leak.

2.

Check the battery
• Inspect the battery indicator before each use.
• Recharge the battery every time its light turns solid red.

3.

Check the fuel cell
•  To determine the presence of fuel, hold the fuel cell in the upright position. Place the 

metering stem against a solid surface and push it three or four times. If the cell still 
contains fuel, it will release a small amount each time. CAUTION: Always wear safety 
glasses while performing this assessment. Never attempt this test near a spark or 
open flame, or where the fuel may get in contact with your eyes.

•  The fuel cell lasts for approximately 24 months from the date of manufacture. 
Replace it as necessary and dispose of empty cell at a battery collection point.

4.

Inspect the feed system
•  At Paslode, we make an extensive range of steel fasteners.  

Their tested high quality ensures they achieve top performance in any timber density.

•  We treat all framing nails with our exclusive glue. It helps them achieve 100% more 
withdraw resistance than any other brand. This allows you to get the most out of 
your nail gun while saving you time and money on every project.

5.

Clean the cylinder
•  To remove the cylinder from the body of the nail gun, please refer to our Quick 

Reference Guide to Tool Cleaning.

•  Lubricate the walls and head with 5 large drops of Paslode Cordless Lubricating Oil.

Once you have completed these steps, put your nailer back together. Ensure that all 
components are in place for a reliable and effective action.

6.

$1199
inc GST 

while stocks last

We’re focusing on safe work at heights 

WorkSafe Inspectors are currently visiting construction sites across 
Victoria to ensure that works at height are being performed safely. 

Why the visits? 

- Falls from height remain one of the leading causes of death and 
 serious injury in Victoria’s construction sector. 

- Over the past ten years there have been at least 17 construction 
 workers killed due to falls from height. 

- Over the past �ve years more than 1,350 construction workers 
 have required workers’ compensation and time off work for 
 injuries resulting from a fall - many of these injuries have been 
 ‘life-changing’.  

- WorkSafe Inspectors are still routinely �nding and taking 
 enforcement action in cases of unsafe work at height. 

Common fall hazards 

Falls incidents have often been associated with: 

- working on or near unprotected edges; 

- using unsafe or incomplete scaffolds; 

- using inappropriate ladders or unsafe ladder use; 

- falling from roofs or through fragile roofs or skylights; 

- falling from trucks or plant; 

- falling through stair-voids; and 

- falling into holes, pits or shafts.

Controlling the risk of falls 

Whilst employers (including self-employed persons) are required to 
control the risk of falls from any height, construction work involving 
a risk of a fall from more than two metres is prescribed ‘high-risk 
construction work’ (HRCW) and further speci�c duties apply. 

These speci�c duties include a requirement that work must not 
commence unless a Safe Work Method Statement (SWMS) has 
been developed. 

The SWMS must: 

- identify work that is HRCW; and 

- state the hazards and risks to health or safety of that work; and 

- suf�ciently describe measures to control those risks; and 

- describe the manner in which the risk control measures  
 are to be implemented. 

The SWMS must be followed during the work. If it is not being 
followed the work must stop. 

Notes: Affected workers and their health and safety representatives must be 
consulted when identifying risks and hazards and determining risk control measures. 
Additional duties exist in relation to SWMS – refer to “Further Information” section. 

Risk control measures (falls over 2 metres) 

A duty holder (eg an employer) must �rst try to eliminate the risk 
of falls over two metres. If that is not reasonably practicable, the 
next highest level of control (that is reasonably practicable) must be 
used in accordance with the table below. Appropriate emergency 
procedures must also be established. 

Note: A combination of risk control measures will usually be required.

Hierarchy of Risk Control for Prevention of Falls 

Level 1 Eliminate the risk by doing all or some of the work on the 
 ground or from a solid construction 

Level 2 Reduce remaining risk by using a passive fall prevention 
 device, e.g.: scaffolds, perimeter screens, guardrails, 
 elevating work platforms, safety mesh 

Level 3 Reduce remaining risk by using a work-positioning 
 system, e.g. travel-restraint systems, industrial  
 rope-access systems 

Level 4 Reduce remaining risk by using fall-arrest systems, such 
 as catch platforms, fall arrest-harness systems 

Level 5 Reduce remaining risk by using a ladder or implement an 
 administrative control. 
Note: Ladders are not suitable for long duration or high force tasks. Record keeping 
duties apply for administrative-only controls. 

Employee legal duties 

Employees must take reasonable care of their own health and 
safety and that of others who may be affected by their acts or 
omissions at work. This includes not interfering with or misusing 
things provided at a workplace in the interests of health, safety or 
welfare (eg guardrails or scaffolds).

Further Information 

Visit www.worksafe.vic.gov.au to download the 
following publications: 

Compliance Code, Prevention of Falls in General Construction 

Code of Practice, Prevention of Falls in Housing Construction 

Guidance Note, Fall Protection for Roof Work 

Guidance Note, Preventing Falls from Earth Moving Equipment 

Guidance Note, Prevention of Falls in Construction - Selection and 
Safe Use of Ladders 

Safety Alert, Edge Protection Guard Railing Failure 

Guidance Note, Fall Prevention for Scaffolders

Information About, Safe Work Method Statements 

Contact WorkSafe’s Advisory Service on  
(03) 9641 1444 or free call 1800 136 089. 

Note: This guidance material has been prepared using the best information available to WorkSafe, and should be used for general use only. Any information about legislative obligations 
or responsibilities included in this material is only applicable to the circumstances described in the material. You should always check the legislation referred to in this material and make 
your own judgement about what action you may need to take to ensure you have complied with the law. Accordingly, WorkSafe cannot be held responsible and extends no warranties 
as to the suitability of the information for your speci�c circumstances; or actions taken by third parties as a result of information contained in the guidance material.

PREVENTING FALLS FROM 
HEIGHT IN BUILDING & 
CONSTRUCTION

 Speak to your local Dahlsens store or Account Manager  or email  
 enquiries@dahlsens.com.au for more information. Register for a tool  
 cleaning workshop and we’ll notify you when available.



News

WHAT’S ON AUTUMN 2018

Melbourne International Comedy Festival
28 Mar - 22 Apr 2018 – Melbourne

Prepare yourself for lashings of laughter as the Melbourne International Comedy Festival returns! From 28 March to 22 April 
2018 Melbourne will once again become the happiest place on Earth, with thousands of performers bringing non-stop joy to 
stages across the city.
comedyfestival.com.au/2018

Gippsland Lakes Paddle Challenge
5 May 2018 – Lakes Entrance, Gippsland

Experience and paddle the open water conditions on the Gippsland Lakes, on Australia’s largest inland water way. View the 
spectacular man made entrance on the 90 Mile Beach that allows the lakes to run into Bass Strait.
gippslandlakespaddlechallenge.com.au

Riverina Field Days
11-12 May 2018 – Grif�th, NSW

A two day exhibition showcasing the best farming practices and technology from all industries. It is the right combination of 
family and kids attractions, entertainment, food, unique demonstrations, machinery and farming exhibitors.  
riverinafielddays.com

Bright Autumn Festival 
27 Apr - 6 May 2018 – Bright, High Country

The Bright Autumn Festival is a ten day celebration of the wonderful autumn colours and autumn produce of the valleys 
of Victoria’s Alpine High Country. It takes place at the end of April, running through to early May. The highlight is the Gala 
Weekend with a market, music in the streets and a parade.
brightautumnfestival.org.au

Good Beer Week 2018 
11 - 20 May 2018 – Melbourne

Good Beer Week brings together more than 300 events at 180 venues across ten days from May 11 to 20. These events 
range from beer and food matching dinners to live music gigs, meet the brewer events and introductory classes for those 
new to the beer scene. There is something for everyone and every price point, spread across venues around metropolitan 
Melbourne and wider Victoria.
goodbeerweek.com.au

Partner Supplier

 If you would like more information on the range of CSR Gyprock 
 perforated plasterboard, speak to your local Dahlsens store,  
 Account Manager or email enquiries@dahlsens.com.au

Gyprock Rigitone™ Range

Rigitone perforated plasterboard is a 
superior and modern acoustic solution 
that delivers a monolithic design due to 
its edge to edge pattern layouts. The 
Rigitone range combines functionality 
and aesthetics in the modern design of 
ceilings. Integrating lighting, ventilation 
systems, loudspeakers and such is 
straightforward and simple. Due to the 
variety of perforation sizes and patterns, 
board dimensions vary slightly but are 
nominally 1200mm x 2000mm x 12.5mm.

The edges of Rigitone boards are 
square cut and pre-primed for a unique 
installation method using ready-mixed 
Rigitone Filler, creating a continuous, 
seamless �nish. 

Gyprock Gyptone™ Range

Gyptone perforated plasterboard 
contributes to aesthetics and 
excellent acoustics for walls and 
ceilings. The range features three 
contemporary perforation patterns, 
each with different percentages of 
open area to meet most acoustic 
application requirements. Each board 
in the range is supplied at a size of 
1200mm x 2400mm x 12.5mm. 
Unlike standard plasterboard, all 
four edges of Gyptone perforated 
plasterboards are recessed to make 
�ush jointing quicker and easier 
with the normal tape and three coat 
jointing system.

Gyprock Standard 6mm Round

6mm Round is the traditional Gyprock 
perforated board product that has 
been extensively used throughout 
Australia for many years. It provides 
an economical aesthetic solution 
for ceilings or walls. This 1200mm 
x 3600mm x 13mm board features 
recesses on the two long edges 
with square cuts at each short edge. 
6mm Round is supplied without an 
acoustic fabric backing and acoustic 
performance is adequate for most 
situations where moderate levels of 
attenuation are required.

Perforated  
Plasterboard
Where performance  
meets style

Bring contemporary style to your build, with the Gyprock® Perforated Plasterboard 
Range, providing high acoustic performance and design freedom. 

The panel perforations together with acoustic fabric lining and insulation where used, 
reduce echo and noise reverberation to create a more comfortable living environment. 
Your clients will love the quieter, more peaceful interior.

The contemporary patterns of the Rigitone and Gyptone ranges, along with the more 
traditional Gyprock Standard 6mm Round option provide a wide range of design 
versatility and acoustic performance for ceiling and wall projects.

Red Book addendum released  
November 2017.  
Visit www.gyprock.com.au/redbook

DOWNLOAD  
RED BOOK NOW!

Winners of the recent James Hardie Work Hard, Play 
Harder promotion spent an adrenalin packed 4 days 
in Queenstown, New Zealand on what has been 
described as “a once in a lifetime experience”.

Adventures included a jet boat ride, 15 helicopter convoy, hot lap in a Ferrari, 
bungee and zip line, clay shooting and a more relaxed golf day. This trip was one 
they will never forget!

Congratulations to the following Dahlsens customers who got to 
experience this adventure:

Leigh Allchin – Allchin Builders

Matthew Jenkins – Matthew Jenkins Builders

Brad Blake – BK Blake Constructions

Darren Scannell & David Moyle – Ballarat Construction Management

WORK HARD, 
PLAY HARDER in Qu�nstown

Pictured (L-R) Back row: Leigh Allchin (Allchin Builders) Darren Scannell 
(Ballarat Construction Management), Comedian Vince Sorrenti, David Moyle 
(Ballarat Construction Management) and Brad Blake (Blakes Constructions)
Front row: Ex All Black Captain Justin Marshall, Aaron Balzan (Dahlsens 
Account Manager – Ballarat), Travis Pennicard (Dahlsens Branch Manager – 
Warragul) and Travis Curnow (Dahlsens Account Manager – Wagga)
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Service Focused Customer Service

Gain valuable referrals

In a competitive industry dominated by word-of-mouth, a 
focus on service can help you develop and sustain valuable 
business relationships and build your reputation among 
fellow industry professionals, as well as current or potential 
clients.

Encourage staff to work with a service mind-set and lead 
by example. Be approachable, well presented and on time. 
Provide regular feedback throughout the build, even when 
things are going well. This positive rapport is vital to the 
smooth management of any issues that may arise later  
in the build.

The positive experience of a fellow contractor or past client 
can also result in their decision to pass on your business 
card or details to potential clients or building partners. A 
referral could be all it takes to gain that next building project 
without even having to worry about the competition.

Increased customer loyalty

More Australians are relocating on a regular basis. With 
around 42% of Aussies moving house in the past 5 years, a 
service focus that builds customer loyalty could see you well 
positioned as the builder of choice when the time comes for 
your client to build or renovate again.

Even if you feel a client is unlikely to consider another home 
build, customer loyalty can still result in repeat business. 
As their needs change or their family grows, unexpected 
home renovations may arise and with solid rapport, 
occasional follow up and an overall positive customer service 
experience, your business may remain front of mind to tackle 
that next project when the time comes.

Stand out from your competition

A saturated market means it can be tough to stand out from 
the crowd. A service focus can differentiate your business 
from the competition.

Consistent service contributes to a strong reputation for 
project success. Work with clients to understand their 
project needs, provide regular feedback and follow up any 
phone or email communications, maintain in person contact 
throughout the project, dress professionally and try not to be 
too casual when interacting with clients.

Don’t forget service doesn’t end with you. Train staff to 
approach their role with a service mind-set and encourage 
positive relationships between clients, staff and fellow 
contractors.

Win more work

As the residential building industry becomes even more 
competitive, the push to win a job can prove tough.

Increased competition can make price point an 
unsustainable battle ground. A reputation for high quality 
customer service can place the focus elsewhere and provide 
the “value add” that could see your quote get across the line 
ahead of the competition.

Improve your bottom line

What does all this added effort result in? More than likely 
an improvement to your bottom line. Because it will lift your 
reputation, a strong service focus through every facet of your 
business can improve your pro�tability. Great news for you 
and your employees!

Not entirely convinced? 

Here are a few more ways exceptional customer  
service can boost your business success...

As the residential building industry becomes increasingly competitive, standing out from 
the pack can mean the difference between nabbing that much needed extra project or 
falling off the market radar.

Exceptional customer service, based on open and clear communication, cooperation and 
collaboration underscores the success of many businesses across all industries. 

A deliberate focus on customer service could be the added ingredient you require to get 
jobs done on time, match client expectations and improve your bottom line.

Why being service focused 
matters in residential building.

SERVICE 
FOCUS



Laserlite® 2000
UV Protection - Laserlite® 2000 Polycarbonate 
Roo�ng prevents the transmission of more 

than 99.9% of harmful UV radiation, measured to standard ISO 
9050:2003, with a Lifetime Platinum Warranty*.

Available in 5 colours, 3 pro�les, 10 lengths, ranging from 1.8-9.0m

 For more information on the Laserlite® range available 
through Dahlsens, contact your local store, Account Manager 
or email enquiries@dahlsens.com.au

Laserlite® 3000
Featuring Comfort Cool™ technology, 
Laserlite® 3000 re�ects the warming effects 

of the sun’s rays, providing up to 50% better heat reduction than 
standard corrugated sheets# and reduced sun glare, for comfort.

Available in 3 colours, 2 pro�les, 10 lengths, ranging from 1.8-9.0m

Laserlite® Multiwall
The Laserlite® Multiwall provides protection 
from 99.9% of harmful UV radiation & 

superior resistance to outdoor weathering, with both sides of the 
sheet featuring a UV barrier.

The dual sided barrier allows for design �exibility and advanced 
heat re�ecting & light transmitting performance. 

Available in 5 colours, 7 lengths, ranging from 2.0-9.0m

Torx® Supabit Range
• Designed to withstand high  

torque applications. 
• Elastic property of these bits deliver 

professional performance that  
stands up to rigorous use. 

• Provides a greater depth of engagement 
between the driver and the fastener.

Ask Dahlsens for
a competitive 
quote today.

Phillips

Square

Square
ALSO AVAILABLE:

Hex

HexPhillips Square
ALSO AVAILABLE:

HexHexSquare

Torx® Supabit Range
• Designed to withstand high 

torque applications. 
• Elastic property of these bits deliver 

professional performance that 
stands up to rigorous use. 

• Provides a greater depth of engagement 
between the driver and the fastener.

Torx® Supabit Range
Square HexHex

Dahlsens half page_v2.indd   1 9/02/2018   10:54 AM

FOR MORE 
INFORMATION 
on the Sutton 
Tools Torx® 
Supabit Range, 
contact your local 
store or Account 
Manager, or email  
enquiries@
dahslens.com.au Building in cool climates (BCA Climate Zones 5/6/7/8) represents a 

challenge in moisture and temperature management. As the outside 
temperature drops, the ability of air to hold moisture (water vapour) 
decreases, which means the risk of condensation formation on cold 
surfaces increases dramatically, even inside the home. 

This is particularly relevant in residential homes with metal roofs, 
where selection of the appropriate type of insulation and ventilation 
can help manage this risk.  Making the right choice during 
construction is critical as the recti�cation of the wrong choice after 
construction can be costly. 

For many years, the use of high levels of insulation at only the 
ceiling level was thought to be the simplest way to meet a building 
ef�ciency scheme target and improve energy ef�ciency. But without 
due consideration of moisture management, this approach creates 
a risky imbalance between temperature and moisture, increasing the 
risk of condensation formation. 

The reason condensation risk increases as the R-Value of ceiling 
insulation increases is because while internal heat is effectively 
retained by the ceiling insulation, moisture generated inside the 
home by the occupants is not.  This moisture laden air can freely 
defuse through the ceiling plasterboard and rise-up to the roof 
space, which is signi�cantly cooler than the inside of the home due 
to the higher levels of ceiling insulation retaining the heat at ceiling 
level. When this warm moist air contacts the much cooler underside 
of the roof sheet or metal roo�ng components, it condensates to 
form liquid water (condensation) and drip down onto the insulation, 
ceiling and timber structure, subsequently becoming visible as a 
stain or mould inside the home.

So why do roofs get so cold at night? Roofs experience what is 
called ‘night sky cooling’ where heat from the roof is radiated back 
into the clear night sky, lowering its surface temperature up to 7 - 
10°C cooler than the ambient air temperature. This is particularly 
prevalent in metal roof structures as the metal sheet is very thin and 
highly conductive. As a result, in metal roofs a similar temperature 
can be expected on the inside surface of the metal sheet and 
other metal components that connect to the sheet, such as metal 
battens or even foil roof sarking. The result is an increased risk of 
condensation formation which dramatically increases as ceiling 
insulation levels rise (allowing the roof temperature to drop further) 
due to more heat being retained at the ceiling level.

The recommended approach for managing this condensation risk 
under a residential metal roof is to insulate to manage the night 
sky cooling effect and isolate to manage the passage of moisture 
laden air. This can be achieved with an insulated vapour barrier or 
anti-condensation roo�ng blanket such as Bradford Anticon. When 
used in conjunction with a smart (humidity controlled) roof space 
ventilation system such as Edmonds Airomatic this combination 
works together to maintain a more stable metal roof sheet 
temperature, reduce diffusion of water vapour, and purge the roof 
space of moisture laden air. 

This solution is recommended for residential metal roofs in cold 
climates with medium ceiling insulation values (recommended with 
Bradford Gold Ceiling Batts up to R5.0) in BAL 12.5 to 40 regions. 

This combination of roof and ceiling insulation, as well as roof space 
ventilation provides thermal, acoustic (rain noise), moisture and 
BAL performance bene�ts. It’s recommended that consideration 
be given to not excessively over-insulating at the ceiling level, as 
sharing the original insulation target between the ceiling insulation 
and roof insulation values will provide a better outcome. It should 
also be noted that the Bradford Anticon roo�ng blanket directly 
under the roof sheet provides the bene�ts of bulk insulation, as 
well as a thermal break at the roof battens, helping to keep roo�ng 
components above the dew point of the warm air reaching the  
roof space. 

Note regarding Alpine Regions: It’s always recommended  
that you seek speci�c advice if building in alpine climate zones  
(Climate Zone 7 & 8).

Insulating 
Residential Metal 
Roofs in Cold 
Climates
By Warren Stewart, CSR Bradford

 If you would like further information on reducing the risks of condensation or about the products mentioned in 
 this article, please contact your local Dahlsens store or Account Manager or email enquiries@dahlsens.com.au

Laserlite® is the only polycarbonate 
corrugated sheet product in Australia 
featuring Advanced WeatherguardTM 
technology, a special protective 
material that is warranted to:

#As compared to some other polycarbonate corrugated sheet products.  
*For warranty details, please refer the Laserlite website laserlite.com.au  

Laserlite® 
Range available 
from your local 
Dahlsens Store

 Extend the life of the sheet 
 by up to 50%#  

 Maintain sheet colour and clarity  
 up to 50% longer# 

 Provide 99.9% protection from UV rays  
 up to 50% longer#

 Resist 25% larger hailstones# 
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Marketing

              1. Create an appealing business website

The home of your business online, your website should 
clearly demonstrate your brand and points of difference to 
potential clients.

Consider the colour scheme, quality of images, ease of 
navigation and prominence of your business logo. Ensure 
that your services, contact details and photos of previous 
work are all readily available.

The majority of online users search from mobile devices, 
including their smartphone or tablet. To get the most 
from your website, make sure that it is mobile responsive, 
meaning that it adapts to any screen size.

A business website doesn’t have to come with a high price 
tag. There are many user-friendly, free tools online to help 
you construct your own - Wix, Shopify, Squarespace and 
WordPress are all great places to start. Or, engage a local 
web developer – some will charge as little as $1800 to create 
an effective website to drive your online presence.      

            2. Use Search Engine Optimisation strategies

Search Engine Optimisation (SEO) means giving your website 
the best chance of being presented to people who are 
looking for your services on search engines such as Google. 
SEO is an effective means of driving traf�c to your website 
without using paid advertising.

To enhance your SEO it is important to consider the search 
terms regularly used by people who are seeking building 
services in your location. Add these terms to the metadata 
descriptions in the back end of your website to increase the 
chance of your business popping up when these terms are 
searched.

A blog is another easy way to maintain or boost the SEO 
of your website. By regularly generating fresh, relevant blog 
content, your website is favoured by search engines and is 
more likely to reach and capture the attention of potential 
clients.

            3. Hop onto social media

Facebook, Instagram, YouTube...social media has become 
an integral aspect of our lives, and it’s a tool you can use to 
drive leads toward your business.

Successful social media campaigns deliver a clear and 
simple message with a strong visual element that  
captures attention. The online equivalent of word-of-mouth, 
social media can help create positive conversations about 
your business.

Take the time to interact with your followers, responding to 
any queries or concerns in a positive and timely manner. 

If you receive negative feedback on social media, apologise 
for any inconvenience and offer further assistance - don’t 
engage in a public argument.

While it’s free to set up a Facebook or Instagram account, 
the real power of social media is in its ability to help you build 
an audience by presenting your posts to target audiences 
that you select. Such ‘sponsored’ or ‘boosted’ posts cost 
money, but because you set your own budget, you only 
need to spend what you can afford.

             4. Email marketing

Email is one of the most effective tools in the online 
marketing belt because it allows you to connect with an 
audience that has already shown interest in your brand.

Whether they have signed up to your newsletter or had a 
previous interaction with your business, email marketing 
allows you to talk to an audience that’s ready to listen.

Generate email content that is relevant to your client’s needs. 
Offer valuable tips and advice, highlight new products and 
trends, and demonstrate your professionalism via recently 
completed or exciting projects.

            5. Pay-per-click advertising

Google AdWords is the most common method of pay-per-
click (PPC) advertising.

Cost-effective and easy to create, Google Ads are small, 
carefully worded advertisements designed to encourage 
people to click through to your website. Google AdWords 
is a paid service, but it’s up to you how much you want to 
spend per day (even $10 per day will go a long way towards 
advertising your business).

Google AdWords allows you to select keywords - when 
people type these into their browser, Google will show them 
your ad. It’s important to select keywords that potential 
customers use when trying to �nd building services online. 
This will increase the number of people who see your 
advertisements and discover your website.

             6. Be consistent

Across all facets of your online marketing and business 
collateral, ensure branding remains consistent. From the logo 
to tone of voice, images and colour scheme - your digital 
marketing should paint a clear and compelling picture of your 
business and the services that you deliver.

HARNESS
THE POWER  
OF THE  
INTERNET
Many of you tell us that you generate 
enough work simply by relying on the good 
news spreading through your region about 
your great workmanship and customer 
service. But if you’d like to squeeze  
some more homes into your pipeline, 
harnessing the power of digital marketing 
and advertising is certainly something  
to consider.

As technology fast becomes inseparable 
from daily life, digital marketing can boost 
the success of any growing business - and 
the building and construction industry is  
no different.

To increase business and brand 
awareness and generate more sales, 
consider these top 6 simple digital 
marketing strategies:
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Studco EzyJamb®

The �ush �nish door jamb system that provides a modern and de�ning feature to your build.

Creating a concealed door frame and square set interior, the unique frameless jamb  
system wraps the plasterboard during framing and blends seamlessly with the wall.

With a smooth transition from wall to door, EzyJamb® is a split-type jamb.  
Manufactured from cold rolled steel. The EzyJamb® has a patented pro�le to  
produce a strong and secure assembly.

Developed with perforated sides for �ush jointing, EzyJamb® gives doorways a clean  
line and modern appearance.

The system is complemented by a range of hardware to suit different applications.

EzyJamb® is available in the following styles:

Product Highlight

 For more information on the range of EzyJamb® available through Dahlsens,  
 contact your local store, Account Manager or email enquiries@dahlsens.com.au

EzyJamb® Classic Adjust – EZC

A split type door jamb system that 
creates inconspicuous clean lines 
to complete the contemporary 
look of architectural spaces. The 
two-piece jamb is adjustable to 
allow for various wall thicknesses, 
ensuring a smooth �nish along the 
wall face.

Hirline Hinge 

EzyJamb® stainless steel loose pin 
hirline hinges are offered with the 
EzyJamb® system. These hinges 
are surface mounted with self-
tapping screws making for easy 
installation. 

Lift Off Hinge

EzyJamb® lift-off hinges allow for removal of a hinged door without having to 
unscrew the hinges. Lift-off EzyJamb® hinges are �nished in brushed stainless steel 
for a look with class and style, are easy to �t and time saving.

Lift-off Hinges are available in both left and right handing and are recommended for 
internal use along with Lift-off Channel for the header which creates a deep rebate 
that conceals the service gap above the door.

The Lift-off channel supplied is designed to �t over  
the header stop and af�xed with construction adhesive.

EzyJamb® Single Rebate - SRC

The EzyJamb® Single Rebate SRC 
Trimless door frame is simple to 
install, and it requires no special 
maintenance. 

All 600 Dahlsens employees enjoyed a birthday cupcake together at the end of 2017 to celebrate our collective 
achievements in our 140th year. We are all so proud to be a part of a unique business steeped in history and  
it is a pleasure to serve building communities throughout Victoria and New South Wales. We look forward to continuing 
to help builders succeed in our 141st year. Thank you for sharing the ride.

CELEBRATING OUR JOURNEY  
+ EXCITED FOR OUR FUTURE

From EZConcept

As a timber merchant, there’s nothing more important 
to Dahlsens, and our customers, than the legal, 
ethical and sustainable sourcing of timber. That’s 
why we partner with Timberlink, who lead the way 
in sustainability certi�cation, proudly being the �rst 
major sawmilling business in Australia to hold dual 
FSC and AFS certi�cation.

TIMBERLINK: DUAL 
CERTIFIED SUPPLIER 
IS LEADING THE WAY 
IN SUSTAINABILITY

As merchants and end-user consumers, we know the 
importance of responsible forestry practices and a sustainable 
timber supply. How can we be assured that operations are truly 
sustainable?

Enter Forest Stewardship Council (FSC) and the Australian 
Forestry Standard (AFS). These two schemes provide important, 
independent assurance to the market on the sustainable 
sourcing of timber.

Forest Stewardship  
Council (FSC)

Australian Forestry  
Standard (AFS)*

Established in 1994 Established in 2002

Certi�es 40% of  
global certi�ed forests

Certi�es 60% of  
global certi�ed forests

(16% of global certi�ed forests hold both)

Certi�es Approx  
1m hectares in Australia

Certi�es Approx  
24m hectares in Australia

Both FSC and AFS/PEFC schemes provide Chain of Custody 
Certi�cation, providing end-users with assurance that the products 

they purchase are sourced only from certi�ed forests.

Timberlink’s three mills have held certi�cation since the 
business commenced operations. 

Their two Australian mills, Tarpeena in South Australia and 
Bell Bay in Tasmania, recently achieved FSC® certi�cation 
on solid wood. This is in addition to the AFS Programme 
for the Endorsement of Forest Certi�cation Schemes 
(PEFC) certi�cations already held by the Australian sites, 
along with the FSC certi�cation held for woodchips. 

Holding both certi�cation means Timberlink and 
Dahlsens can continue to meet the growing market 
demand for certi�ed timber.

*Recognised member of the PEFC (Programme for the 
Endorsement of Forest Certi�cation Scheme)
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GETS THE JOB DONE

COMPLIANT 
PRODUCT

Every effort is made to ensure that the advertised products are available but due to factors beyond our control some items may not be available at the commencement of the sale. Should this 
occur a “rain check” can be offered for most products & we will make every effort to supply this item or we will offer to sell you a comparable item at the same price. Unless otherwise stated 
accessories shown are not included in the price. We cannot offer rain checks on limited stock items. Savings stated are off regular prices. Due to the printing process, colours in this catalogue 
may differ to actual item. Stock may not be displayed in all stores but is available to order. We reserve the right to correct printing errors. Printed on behalf of Dahlsens Building Centres Pty Ltd.  
ACN 005 032 333. All prices include GST. Dahlsens reserves the right to extend any offers. On Sale from 16 April 2018 until indicated or while stocks last.

If you want to update your Trademark subscription details, please email enquiries@dahlsens.com.au 
or fax (03) 8831 8399 with the company name, account number, first and last name, mailing address,  
postcode, email address, phone number and occupation. 

Should you be building interstate, an account 
at our subsidiary businesses Cairns  

Hardware (QLD), Midcoast (NSW) and  
Nortruss (NT) is available for your use.

WANT TO RECEIVE TRADEMARK ONLINE FOR  
MORE PRODUCT NEWS? SIGN UP AT  
WWW.DAHLSENS.COM.AU/SUBSCRIPTIONS

20 Trade Stores in Victoria and southern NSW.  
8 Truss & Frame Manufacturing Plants.  

1 Metal Roofing Centre. 
For all locations and contact details, visit dahlsens.com.au


