
Timber Opportunities in Mid-Rise Construction Symposium  
– held 11th August 2015 at Library at the Dock 1.00-5.30pm 
 
 
Attendees – 70 attendees  
 
 
Agenda 

1. Introduction to the workshop by co-hosts - Gavin Mathew (AFPA), John Halkett 
(ATIF), Michael Hartman (Forestworks), Ric Sinclair (FWPA 

2. Market trends in multi-residential construction - Tim Woods (Industry Edge)  

3. Presentation on PfC and other associated FWPA work - Ric Sinclair (FWPA)  

4. Presentation on examples of market development support in US and Europe 
[Kelly McClusky (US expert) – by Skype] 

5. Presentation on Previous Australian timber industry collaboration - Alastair 
Woodard (TPC Solutions) - 

6. Facilitated open discussion by industry participants (Moderator Rob de Fegely) 

 Do industry sectors see this as an opportunity 

 Do industry sectors want to collaborate to pursue this opportunity? 

 What then needs to be done to ensure success and where to from here? 

(copies of presentations to be circulated) 

 
_____________________________________ 

 
 
Brief summary of discussion views and next steps  
 
Key areas of Agreement 

 Unanimous agreement that this new mid-rise and commercial market holds an 
‘opportunity’ for wood products and systems and that the competition here is really 
concrete and steel – rather than other wood products. 

 Agreement that these new markets provide opportunities for all wood products: local, 
& imported; structural & appearance; sawn, engineered & panels; mass timber and 
lightweight – it’s about trying to grow that market for everybody. 

 Broad agreement that collaboration in developing these markets will be beneficial – 
though some uncertainty as to what this collaboration actually entails.  

 Broad agreement that there is need for generic collaboration around ‘technical 
specification’ and ensuring that industry provides dedicated technical assistance to 
make the process ‘simple’, not hard for designers and builders. 

 Agreement that someone needs to take the lead on this and progress this and that 
FWPA could take this forward and progress the discussions from today’s 
Symposium. 

 
 



Selected key outtakes 

 Lots of experience exists globally, we don’t have to start from scratch.  Need to learn 
what we can from others (collaborate), a number of the importers have solid 
experience in these areas from global activities that can assist. 

 One of the biggest challenges initially going forward is actually understanding what 
our customers need - new prefabricated systems, technical support, etc.  This market 
won’t be for everyone it will be for the innovative companies that want some 
differentiation.  There is no competition going forward from other timber suppliers – 
the competition here is clearly concrete and steel.  So sharing things is good. 

 The issue is that there is a ‘lack of systems available’ to supply and ‘very limited 
suppliers’ – this is an issue for the builders in terms of competition and assistance.  
It’s a supply chain issue – there simply needs to be more suppliers.  There is no lack 
of people wanting to use the systems – there is a lack of systems for people to use. 

 Collaboration has to be with the developers and builders that are keen to build these 
timber structures. Not sure where the collaboration is going to start, it’s likely to be 
with the companies that are keen to see something happen. The industry or industry 
groups need a framework to allow the collaboration to start. 

 The builders are seeing that this is a breakthrough in cost management so it’s far 
more than just a good idea. We need the innovators and collaborators in the timber 
industry to marry up with the innovators in the building sector to take this forward. 
Need to get the people who are prepared to put up their hand to get involved – they 
want us and we want them – Collaboration has to be led by us. 

 It is really important that the timber industry understands the customer’s needs – then 
match the solution with their needs.  Need to understand the drivers that suit them 
then match up the system to it. The timber industry is blessed with a whole range of 
products (options) it’s not just CLT – its lightweight, LVL, Glulam - whilst the key 
difference in the concrete sector is price, simplicity and known solutions.  
Opportunities for industry in that we can show then we are cost competitive – if not 
better. It is known in the US that timber can be up to 15% cheaper than the 
competition (in Australia Australand are quoting 25%). 

 Lend Lease (LLC) did invest a lot of time in research but one thing they did clearly 
learn that in these new types of timber systems you have to collaborate right along 
the supply chain.  LLC are moving forward trying to understand CLT and other timber 
products and how to get efficiencies but it does take an entire collaborative and 
education process to see it happen. 

 Collaboration has to happen under a structure.  Two common approaches are via a 
project based structure focused on a specific project (e.g. LLC Forte project) or via 
formal alliance of organisations aggregating capacity and then looking for 
opportunities with that combined capacity.  Both approaches require  leadership to 
pull a group together and form an appropriate  structure. It’s hard to do it with just a 
couple of people. It needs people to take this forward otherwise we just agree and 
then disperse.  So initiatives like we have discussed today need support and 
leadership and perhaps an organisation that will keep people connected to pursue 
opportunities. 

 A lesson learnt from US experience is that 10% of most industries are leaders, 90% 
are followers – so work with the leaders, the rest will follow. Focus on customers who 
have repeatability opportunities (e.g. McDonalds in the US).  Key is to find the 
leaders get them comfortable and then the others will catch up 

 It seems that whilst the marketing side is important in reality it’s the technical side 
that needs the focus.  Really need a specific whole-of-industry program just to work 



on the technical side to develop up a range of solutions.  A one-stop-shop set up for 
a specific time to address the technical issues that people can go to with confidence 
– anybody that funds it can utilise it.  The technical side is the key enabler for this 
initiative to be able to grow. 

 Suggested that industry look to set up a generic technical field force team with the 
skills to handle these broad questions to provide a kick-start. Unless that happens 
than those skills will need to be developed by individual companies and that is a big 
investment. 

 Always saw the Symposium today as the beginning of a journey.  It seems there is 
agreement this provides an opportunity and that collaboration will be beneficial we 
just need to progress this around what needs to be collaborated on.   

 It’s important that any activity in this space has a wide sense of ownership and if 
there is a smaller group of people who would be prepared to form a steering 
committee or taskforce role then FWPA would certainly be happy to facilitate this, 
some background work in this area has already been prepared.   
 
 

Next Steps 

 Industry stakeholders interested in being part of a Steering Committee to progress 
discussion on areas of collaboration and further activities to email their contact 
details to Mr Ric Sinclair ric.sinclair@fwpa.com.au 

 Abbreviated meeting notes to be distributed to all symposium registrants with a 
follow-up to enquire as to future involvement.  

 A future meeting to be scheduled of interested industry stakeholders facilitated by 
FWPA 

____________________________ 
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