
INDUSTRY MAGAZINE OF NEWS AND VIEWS 

PVA release agent a 
must when breaking 
in a new mould — 
Tech Talk 

Getting paid and 
keeping your shirt —  
LEGAL CORNER . . . 

School to Work     
programme raging 
success for                
NZMAC ITO 

Armatec drives    
commercial           
success in Egypt 
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And welcome to the “Conference Issue” of 
Flexi. We at CANZ understand the value of 
communication and we especially know the 
value of getting together every year with our 
business colleagues, our suppliers and our 
clients at a Conference where networking in a 
social environment supported by top-level 
industry presentations enhance our business 
opportunities. A joint and cohesive approach 
to the issues our industry faces, from       
recruitment to national and international  
techniques and marketing, is vital. On behalf 
of the CANZ Executive, I wish you all a happy 
and rewarding Conference.  

— Graeme Stilwell, Editor Flexi Magazine. 
 

M 
ANY businesses sit in the twilight 
zone between great success and 
decline. For most it has little to do 
with their size, industry or competi-

tion. It’s often hard to understand ‘what’s go-
ing wrong’ in a business – however it’s much 
easier to see what profitable businesses are 
doing right. 

     The single common denominator that all truly suc-
cessful businesses share is that they have a clear 
vision of ‘what success looks like’.  
Sharing her vision in this Conference Issue is guest 
columnist Kate Taylor, Business Advisor and Director 
of Advantage Business. She will also be presenting at 

conference on Friday morning. 
An experienced and qualified change management 

practitioner she specialises in helping business 
owners “solve the tough stuff” through impartial 
analysis and practical problem solving. Kate Taylor 



By Kate Taylor, Business Advisor and Director  
– Advantage Business 

 Meet Bob. 

He’s worked hard to build a successful busi-
ness. He’s got a great product, loyal customers, 
capable staff, a healthy margin and good turnover. 
Things are going great … but Bob is not happy. 

Every two weeks he worries about the wage bill, 
every two months he frets about GST and three 
times a year he stews over Provisional Tax. He 
knows his business bears all the hallmarks of 
success … so where is all his cash hiding? 

Bob is not alone. Many SME business owners 
face this conundrum week in week out, year in 
year out. The truth is there is no ‘one place’ in 
Bob’s business that he’ll find a pot of gold, but 
there are a few simple things Bob can do and the 
cumulative results WILL be impressive. 
 The four P’s – Product Control, People, 

Pricing and Positioning – are the four corner-
stones to increasing Profitability (the fifth P) in 
any business. 

Product Control 
It’s a simple truth that in many businesses the 

cash is literally sitting on the shelves in the store-
room. Buying in bulk to get a better pricing deal 
isn’t always the smartest thing to do. Over-
purchasing raw materials is a waste of cash. End. 
Of. Story. 

Before you get excited by the prospect of saving 
cash by buying in bulk – consider mentally reduc-
ing the ‘cash saved amount’ by the interest rate 
charged on your most expensive debt? Consider 
whether that money could be put to better use 
funding business improvements, reducing debt or 
even paying that GST bill. Understanding your 
stock turnover ratio is critical to striking the most 
efficient balance between grabbing a bargain and 
wasting cash. 

People 

No man is an island and (with the exception of a 
few online businesses) no business can survive let 
alone thrive without a team of capable people all 
‘rowing the waka in the same direction’. That 
sounds simple but it’s deceptively powerful. Capa-
bility, capacity and strategic direction must all be 
aligned for a business to have any chance of 
reaching its potential. 

There’s no point asking Marg the admin lady to 
take control of the strategic marketing plan – 
unless she is qualified and capable in this area. 

Steve in Production may be one of those people 
who can turn his hand to ANYTHING – but giving 
him EVERYTHING to do will result in NOTHING 
being done right. Mistakes and rework are costly 
and overloading capable staff – resulting in them 
leaving the business – is the most detrimental cost 
of all. 

Let’s say both Steve and Marg are doing their 
own jobs really well – if their goals aren’t aligned 
they may counteract the positive effects of each 
other’s work creating unnecessary inefficiencies 
and reducing profitability. More cash lost. 

Pricing 
This is always a tough balance for business owners 

to strike. Of course everyone wants to be paid a pre-
mium for their services – but what’s the price that maxi-
mises profitability without losing market share? What’s 
the magic formula? The truth is you can charge what 
you like, you just need to find willing buyers and that’s 
where positioning comes in. 

Positioning 
The key to positioning is not necessarily premium 

place marketing (although that can help), it’s about 
ensuring your target market understands your value 
proposition. If they perceive they will get better value 
from your vs your competitor, then you win – regardless 
of the price. Quality, customer service, terms of trade, 
guarantees – these are all things that customers’ value 
– and all too often businesses often give them away for 
free without realising it. 

‘Value perception’ often seems like a dark art, but it’s 
simple… as long as you understand your target market 
and what it is they truly want. If a builder is looking at 
two products of the same quality they will opt for the 
cheapest price UNLESS they are educated on the 
different VALUE gained by purchasing the more expen-
sive product. Guaranteed delivery schedules, returns 

policies and expertise can all help the builders them-
selves be more profitable – and if they understood 
this they would buy the more expensive of the two 
products. 

The ups and downs of sustainability 
The truth is that many businesses sit in the twilight 

zone between great success and decline but for most 
it has little to do with their size, industry or competi-
tion. It’s often hard to understand ‘what’s going 
wrong’ in a business – however it’s much easier to 
see what profitable businesses are doing right. 

The single common denominator all truly success-
ful businesses share is that they have a clear vision 
of ‘what success looks like’. They define it, talk about 
it and live it. They proactively ensure each aspect of 
their business is contributing towards that success 
and have live measuring systems in place to gauge 
their progress. They know their stock turnover ratios 
and ensure they are maximising how they spend their 
cash, they have a clear understanding of the people 
quotient required (capacity and capability) ensuring 
neither is left to chance and their target market is left 
in no doubt as to the value proposition of their prod-
uct. In short – they know where their cash sits and 
how to use it to best effect. 

The secret of businesses who are able to sustain 
high levels of profitability over time is that the conver-
sation never stops. They appear agile (and some-
times freakishly clairvoyant) to changes in market 
demands, capability requirements and product posi-
tioning – but all they are really doing is reassessing 
these things on a periodic basis and ensuring that 
‘what success looked like’ six months ago is still the 
same as it is going to look for the next six months. 
They are not afraid to stay the course – but they are 
smart (i.e. well informed) enough to know when a 
change in direction is required. 

So if you have an affinity with Bob and are asking 
yourself “Where’s all my cash hiding?” try making the 
four P’s your new best friend. I can’t promise it will be 
easy – but I can promise it will be worth it! � 
 

A great line-up of speakers covering a large range of 
topics will again be a feature of the CANZ annual conference 
in Wellington on September 9. 

The date is approaching quickly so please register soon if 
you haven’t already done so. 

Following CANZ President Susan Lake’s opening address, 
Kevin Sweet from Victoria University will discuss the role of 
digital manufacturing in efficiently making better products. 

And as indicated in our P1 Flexi article and reproduced 
below, Kate Taylor from Advantage Business will then talk 
about the importance of managing business cash-flow and 
figuring out where your cash is hiding (something we’d all 
like to know). 

After morning tea we have an update from MBIE on 
HASNO developments, which is always important for our 
industry, then Chris van der Hor from the recently re-
named NZ Marine and Composites ITO will let us know 
about recent and upcoming developments in our industry 
training. 

The AGM is an important part of the day – we need 
your input into how the association operates, and keen 
people to participate on the executive. 

Following lunch we have updates from both research-
ers and suppliers. The research session will include 
some results from recent CANZ-initiated work on getting 
products through structural and flammability building 

code requirements. 
The suppliers’ session will have a series of short pres-

entations from six suppliers followed by a round-table 
discussion of industry developments and needs. 

Nicole Miller from Callaghan Innovation will talk about 
Manufacturing 4.0 – what does automation and data 
sensing and connectivity mean for the manufacturing 
industry, then our final speaker is Roger Shackelford from 
Staples, letting us know what the world economic outlook 
looks like, and what it means for New Zealand. 

Finally, the most important part of the day is our dinner 
to celebrate 40 years of the Association. 

We look forward to seeing you there!  — Mark Battley 



Whatever your commercial motivations, most businesses share two common objectives: 

1.   Getting paid for your good and services; and 
2.   Avoiding catastrophic liability (ie. keeping your shirt). 

Using appropriate terms of trade which protect your business interests is essential, to 
achieve both objectives. 

Getting Paid 
In a survey completed by tracking more than 12,000,000 small business invoices through 

Xero between January 2009 and September 2012, the researchers concluded that: 

“If you think that your payment terms have no impact on when 
people pay you, turns out it actually has a very real and direct 
effect on when you get paid.” 

Important terms of trade include payment terms, late payment interest, collection costs, 
fee variations, and the right to suspend work if unpaid. 
Deposits are another very useful mechanism to secure customer commitment, and 

enable your business to allocate resources and schedule projects. The appropriate amount 
of a deposit, and (crucially) the ability to retain a deposit in the event that a customer de-
faults or fails to proceed, will vary depending on each situation. 

Similarly, obtaining a personal guarantee from credit customers can be a valuable tool 
in recovering outstanding money. The Property Law Act 2007 requires that a contract of 
guarantee “must be in writing and signed by the guarantor”, and Courts have demonstrated 
that these requirements must be strictly satisfied if a guarantee is to be enforceable. If a 
personal guarantee (from corporate signatories) is included within a B2B supply contract, 
then the guarantee obligation must be prominently displayed within the contract. 

The Personal Property Securities Act 1999 (PPSA) provides a system for registering 
security interests in goods/assets, to provide security to suppliers who extend credit to 
customers.  Registration confers priority over subsequent or unregistered security interests 
granted by the same customer, and unsecured creditors. The supplier can also obtain 
super-priority over the goods they supply (regardless of pre-existing security interests 
registered against the customer). Not registering a security interest on the Personal Proper-
ties Securities Register (see www.ppsr.govt.nz) can effectively eliminate any prospect of 

recovering payment or unsold goods from an insolvent customer. 
A written contract between the parties creating a “security interest” by con-

sent is essential. One registration is sufficient to cover ongoing supply provided 
the secured property (known as the “collateral”) is described appropriately in 
the PPSR registration. To obtain super-priority, a supplier needs to register the 
security interest either before supply, or within 10 days of the supply. Timing is 
very important. 

Keeping Your Shirt 
Businesses face a wide variety of trading risks, some of which are hard to 

avoid (and cannot be excluded by contract). 
Most trading risks can be managed by: 

1.   Quality control and other internal business procedures; 

2.   Effective use of appropriate contract terms. 

3.   Using an appropriate trading structure; and 

4.   Appropriate insurance cover. 

Important contract terms can include: 

•  A clear and precise description of the works to be supplied/performed; 

•  Requirement for defects to be promptly notified; 

•  Prohibition against offsets or deductions from payments due; 

•  A well-considered dispute resolution clause; 

•  Indemnity for claims relating to third party intellectual property rights; 

•  Disclaimer for events beyond your control (force majeure); 

•  Disclaimer for liability arising from delay in completion/supply of works; 

•  Disclaimer for certain claims (e.g. lost profits) 

•  Limitation of liability for all claims that may be available to the customer; 

•  Disclaimer for third party goods or services; 

•  Disclaimer of obligations to obtain consents, 
licences, permits etc; and 

•  Health and Safety provisions. 

Businesses (regardless of size) that develop and 
routinely use a well-prepared set of trading terms 
with customers are in a much better position to 
get paid by debtors – and avoid potentially catas-
trophic liability. � 
 

Flexi Magazine is pleased to bring to CANZ members 
another article from James Carnie, Partner, Clendons, 
Commercial Lawyers, Auckland.  
In this issue James takes a look, from the legal        
perspective, at the very reason we are in business . . .  



 

SUSAN LAKE 
President 
of CANZ 

This issue of the Flexi will come out in 
time for our annual Conference on Sep-
tember 9 in Wellington. Thus, this is my 
annual opportunity to reflect on the previ-
ous year and look at the year ahead. 

We have taken on some key issues for 
our members including developing a 
response to the draft Health & Safety at 
Work Hazardous Substances Regulations 
and applying for Composite Technician to 
be added to the Essential Skills in De-
mand list for Immigration to assist mem-
bers dealing with an immediate skill short-
age. While both of these items are still 
ongoing we will get an update from MIBE 
on where we are with the Hazardous 
Substance regulations and how we can 
work together to ensure that they are fit for 
purpose for our industry. 

We have also been working hard with 
NZMAC ITO on updating and developing 
the Composite training programme to 
ensure that it is fit for purpose and will be 
an asset to our industry.  At last year’s 
ITO graduation, we awarded the first 
annual Leadership Award to James 
Hobson and we will look to continue this 
tradition of recognising excellence and 
supporting a graduate to take the next 
step in development in order to become a 
future industry leader. 

Glenn Campbell held training sessions 
in Auckland, Christchurch and Wellington 
and we will look to extend this programme 
next year with some online attendance 
options. 

So looking back, I would like to thank all 
the members of the Executive for their 
contribution over the last year. 

During recent Executive meetings, we 
have been discussing how we can best 
promote our members and composites 
manufacturing in order to grow our indus-
try. During the AGM we will discuss the 
formation of a marketing subcommittee to 
promote composite manufacturing to 
architects and council decision makers. 

Other business of the AGM will include 
consideration of a sponsorship proposal 
from Clendons Barristers and Solicitors to 
be an exclusive sponsor. The Executive 
has favourably received this proposal and 
we will look to endorse this at the AGM 
where we will propose using the sponsor-
ship towards developing Industry Stan-
dard Terms of Trade and other documents 
for our members. 

Finally, we will also be considering the 
proposal of a Life Membership for two 
long serving members of our industry. 

As always, we are looking for more 
people to get involved. Therefore, I call 
upon those members looking to become 
more involved to get in touch with Caroline 
before the AGM to put themselves forward 
for a position on the Executive or a sub-
committee for the coming year. 

We’re looking forward to another great 
Conference and celebrating 40 years of 
our Association. 

— Susan Lake, President 
 

Choosing what to do after leaving school is often one of the hardest 
decisions a senior student has to make.  

A new initiative from the NZ Marine and Composites Industry Training 
Organisation is making that choice easier for students in Auckland and 
Hamilton.  

The School to Work programme, funded by the Tertiary Education 
Commission, provides an exciting alternative pathway for students aged 
from 16 to 19, offering them the opportunity to experience work-based 
learning for two days a week while still attending school for the other three 
days. Not only do students gain knowledge and practical skills in a marine 
and composite context, but NCEA credits can be earned and contributed 
towards an apprenticeship qualification in the future. “ 

“This programme is a win-win for all involved,” says Tracey Eaton, 
Schools Transition Advisor from NZMAC ITO. By raising marine and 
composite industry awareness in schools through targeted sessions in 
technology classes and discussion with careers advisors, Tracey relies on 
the relationships students have formed at school. 

“It is really important to me that I am putting forward reliable candidates 
with a good reputation and proven track record at school.” 

The process is simple. “I talk to employers to identify their needs, visit 
schools in the vicinity and make the connections.” 

Students are gaining valuable insights into the industry and employers 
are getting the opportunity to train candidates the way they want them 
trained, and offer them an apprenticeship at the end of the academic year 
if they feel they are a good fit for the company. 

Feedback from schools has been really positive. 
“A spring in their step, retention at school, more motivation in class and 

a real sense of the direction”, are just some of the comments Tracey has 
heard back from their teachers. 

The School to Work programme is going from strength to strength in 
Auckland and Hamilton with the long-term plan to extend the initiative 
nationwide by mid-2017. � 

When Year 13 student Jordan Rumsey (pictured 
above) talked to his Careers Advisor at Lynfield 
College about looking for an apprenticeship, he 
wasn’t quite sure what type of apprenticeship he 
wanted. 

He knew that his part-time job in construction 
was enjoyable but had no idea what career path-
ways were on offer. 

Lynfield College could see the benefit in support-
ing Jordan to achieve outside of the classroom and 
put his name forward for the School to Work pro-
gramme. After a successful interview at C–Tech 
Ltd he was offered a position for two days in the 
Prepreg laminating team. His favourite part of the 
job is working with the team and he reports that the 
placement has made life at school “more bearable”. 

Jeremy Gibbs, Technical Sales Manager and 
apprenticeship mentor at C-Tech, has supported 
the School to Work programme from its inception. 
C-Tech have overhauled their induction programme 
to ensure a smooth transition from the classroom 
into the workplace. Management of site visits and 
interviews were co-ordinated by NZMAC ITO and 
Jeremy is happy with his new recruit’s workplace 
performance. Jordan has impressed colleagues 
with his maturity and ability to get on with the job. 
Jordan now has his sights set on an apprenticeship 
as a Composite Technician at C–Tech the end of 
the academic year. � 

 
 

New website 
The NZ Marine and Composites ITO has just launched a new website 

with user-friendly features. Access to information is now easier for both 
apprentices and employers and can be reached at www.nzmacito.org.nz. 
Users can link to this new home from www.nzmarine.com. 

The new website has three main sections: Apprentices, Employers, and 
Schools.  
The apprentices’ section is for current and potential apprentices, which 

provides information on each industry NZMAC ITO is responsible for setting 
standards for. 
The employers’ section highlights the benefits of industry training, and 

how we can provide support to workplaces engaging with industry training. 
The new website can also advertise vacant apprenticeships within our 
training companies.   
The secondary schools’ section has been specifically designed to 

explain the marine and composites industries to students and school career 
advisors. It provides information related to the School to Work project. � 

It’s good to see virtually all employers taking on new people to train. This is a necessity to ensure 
industry will have the skilled people needed to further grow the sector. NZMAC ITO is pleased to 
have completed the draft composites programmes for the Level 3 and Level 4 qualification and 
looking forward to rolling these out. To support the promotion of these New Zealand Certificates is 
our new website http://www.nzmacito.org.nz/ and the new marketing material which is being put to 
good use in promoting the sector careers.                                — Chris van der Hor, General Manager NZMAC ITO. 

Conference —  a 
time to reflect        
and a time to plan 



W 
HEN making a new mould,    
the best results in achieving   
an easy release for the first  
part out of this new mould     

are obtained by applying a polyvinyl    
release agent. 

A paste wax that does not contain any 
silicone should first be applied over six 
layers (coats). This will prevent “fish eyes” 
and allow the PVA to flow more evenly. 

PVA is a water/alcohol (usually methy-
lated spirits) solution of a water-soluble, film
-forming materials. Since it is water sensi-
tive, it is not recommended as a release 
system for materials that contain water. 

It is imperative that the master mould be 
thoroughly waxed to avoid any stickup 
during the demoulding of the part. Apply the 
layer (coat) of release wax in a circular 
motion, taking care to not apply the release 
wax too heavily. Each layer (coat) of the 
paste wax should be allowed to dry (“haze”) 
before buffing with a soft cheesecloth 
(preferred) or a terry towel (you may need 
to refer to the manufacturer’s instructions 
for further details). Always use two rags for 
wax buffing, the first to remove the bulk of 
any of the wax and the second rag is used 
for the final polishing. 
Do not use a machine buffer for pol-

ishing, as it may “burn through” the waxed 
surface and create areas that you thought 
were waxed but are not. 

Remember the drying time will be af-
fected by temperature and humidity levels, 
especially below 15°C. 

It is important that each coat has dried 
sufficiently for buffing and the solvent used 
to transport the wax has left each layer 
(coat).  

Now the PVA can be applied, which 
creates a physical barrier in addition to the 
wax already applied. The PVA can be 
applied by spraying using a high air pres-
sure (80-100psi) from a distance of 30-40 
centimetres. It is essential to apply several 
thin coats of PVA followed with a “heavier” 
wet coat to a film thickness of approximately 
50-100mils. One litre covers approximately 
10 square metres. The drying time of PVA 
is 15-30 minutes depending on the tem-
perature, humidity, air movement and film 
thickness. When dry, the PVA film should 
be tack free, very smooth and glossy. If a 
spray gun has been used it should be 
cleaned with water and then flushed with a 
solvent such as acetone. 

Gloss PVAs can also be applied by 
sponge or a soft brush with care, ensuring 
the PVA applied does not flood the mould or 
that streaks are left behind. This is because 
the PVA film does impart some degree of 
surface roughness to the moulded article, 
so some post-moulding sanding may be 
required to meet the cosmetic requirements. 
Upon part removal, the PVA should readily 
dissolve and wash from the moulded part 
using water. If the PVA adheres to the 
mould rather than the part then the film 
thickness was too thin. Remember it is 
better not to use a PVA at all rather than 
spray a thin layer of PVA, as polystyrene 
from the gel coat used in production can 
penetrate and is trapped between the PVA 
film and the mould surface, which in turn 
can etch the tooling gel making it “hazy”. 

It is imperative that the PVA is applied in 
a thick film as described above. When 
applied correctly PVA can accelerate the 
reduction of surface reactivity of the tooling 
gel coat, creating an inert surface relatively 
quickly or in other words improves the cure 
of the tooling gel coat. � 

       

RIGHT: The PVA can be applied by spraying using 
a high air pressure (80-100psi) from a distance of 
30-40 centimetres.  It is essential to apply several 
thin coats of PVA followed with a “heavier” wet 
coat to a film thickness of      approximately 50-
100mils. 

BELOW: Always use two rags for wax buffing, the 
first to remove the bulk of any of the wax and the 
second rag is used for the final polish-
ing.operations.  

By Steve Bond 

With the new Health and Safety in the Workplace Act in 
place, no-one appears to have been shut down, fined or 
prosecuted to our knowledge, so perhaps we can breathe 
a sigh of relief that hordes of inspectors have not been cast 
upon us. Time will tell. 

The HASNO Regulations are yet to come into full force 
being still under review due to the large number of submis-
sions. By the time you read this, however, that may no 
longer be the case. I hope all heeded my advice and have 
lodged an “Application for Variation” already. If granted 
prior to the regulations coming into force a Grandfather 
clause will be created and will remain in force for that 
company indefinitely, I am told. Applications after that date 
will be subject to review every five years. 

It is a fair amount of work, but I remain firm in the opinion 
that it could be your saviour. 

Search “Application for Reduced Separation Distance or 
Variation of Other Matters” on the Worksafe site. 

Now to my heading, which was prompted by a WorkSafe 
update (something I suggest you subscribe to), which was 
headed “Mythbusting”. Disputing the claim that the new 
laws meant more paperwork for everyone, they stated:  
“under HSWA there are only two documents that you are 
legally required to have – an accident register and a list of 
all of the hazardous substances kept on your business 
premises.” 

While this sounds a great relief to all anxious business 
owners, the saying “if it sounds too good to be true . . . ” 
springs to mind. Having thoroughly read the various acts, 
and noted the absolute plethora of records you now need 
to keep, ranging from training,  forklift maintenance, plant 
inspections, the list goes on, and some you have to keep 

for up to 10 years, you would be forgiven if you treat the WS 
update claim with a good degree of scepticism. 

Those unfortunate enough to be doing onsite work would 
have discovered how the paperwork and pre-entry require-
ments have increased inordinately, just to get on site. There 
have been instances where work has been turned down 
because the effort is too great for the job to be done, and 
the ability to recover that effort is slim. Two hours for pre-
entry procedures can easily be required for a half-hour job. 
And following that you would be forgiven for being anxious 
and thinking “what have I missed?” 

If we follow the intent of the Act to provide a safe work 
environment for staff and visitors, and you are successfully 
doing so, all will be well, regardless of how much of the 
paperwork you have done. 

There are two exceptions of course. 
If an inspector calls and you present documents of all 

your procedures and hazards etc, then you had better be 
following them. From the website the inspector “will want to 
see evidence”. If you have delegated that task to another, 
as many of us are forced to do, then I strongly suggest you 
read and approve it. An overzealous author, can easily lose 
sight of the difference between the perfect and the prag-
matic solution. 

The other, and hopefully never happens, instance, is 
when a worker does the unthinkable, and causes a 
“significant harm” injury. Under those circumstances, you 
can be pretty sure the inspectors will want to see more than 
what is “legally required”. 

Your documentary efforts will build your defence evi-
dence. I hope you never need it. 

— Bondy 

WorkSafe update says only two  
documents are legally required 



1 The Association for Composites 

If your work or interest is composites and fibreglass, we 
are the only association that focuses entirely on this 
business today. It helps one keep up with technology 
and other changes, and with our links to overseas 
composites association provides links worldwide. An 
association "Code of Ethics" protects members. 

2 Legislation Assistance 

The composites Association keeps abreast of changes 
and issues guidelines to members. 

3 Own Code Of Practice 

Our very own “Composites Code of Practice” was 
published in 1998 and is the accepted “Code” for our 
industry. All members were able to provide input into its 
development to ensure it was workable. Compliance 
with the “Code” is the best way of meeting NZ health 
and safety requirements. 

4 Annual Conference 

Keeping up-to-date with technology can be as easy as 
attending the Association’s conferences. Overseas 
speakers tell us about new materials, technology and 
equipment. There are hands on equipment and materi-
als demonstrations and an exhibition with ideas and 
information for all. 

5 Regular Flexi  Magazine 

A regular magazine called Flexi is published for mem-
bers to keep them abreast of what is going on in the 
industry in New Zealand and globally. 

6 Industry Training 

The association has led in the development of training 
courses to suit our industry, working in association with 
the New Zealand Marine and Composites Industry 
Training Organisation.  

7 Education, Marketing, Standards 

Members can attend educational evenings to learn 
about materials and techniques. Members can partici-
pate in projects to market composites in New Zealand 
and support the development of accepted standards. An 
example of this was the publication of a “FRP Design 
Manual”. 

8 Low Cost 

The cost to members is very reasonable indeed, in view 
of the comprehensive service provided by the Associa-
tion. This is a great investment for your future in our 
industry. 
 

Here’s         good reasons 
why you will benefit 

Flexi Magazine welcomes editorial 
contributions from companies and 
people involved in the industry. 
 
Contributions to be considered for 
publication can be sent to the editor 
Graeme Stilwell by: 
Email — imagineprint@xtra.co.nz 
Phone 0274 322 590. 
 
Advertising enquiries should be 
directed to  Caroline Gibson: 
Email: caroline@composites.org.nz 

 

By Ken Holyoake 
Managing Director of Armatec  

Environmental Ltd 
Past President of Composites Association of NZ 

A bank advertisement at Auckland airport 
reads: “In the future even the smallest busi-
ness will be international.” 

That future is now. 
Armatec has just completed a contract for 

an air pollution control system in Egypt. They 
designed, manufactured and shipped to site 
around $1 million dollars worth of fibreglass 
vessels and pipes. 

Over-width containers were a minor prob-
lem. Once the fibreglass scrubber was in-
stalled, I travelled to the site in Egypt for 
commissioning and the President of Egypt, El
-Sisi, officially opened the plant in December 
2015. 

Working and travelling in Egypt in these 
times of international turmoil was relatively 
straight-forward. 

Yes there are tanks in the streets of Cairo, 
and a strong army presence everywhere, but 
there is calm and peace. The general popula-
tion seem to prefer a strong stable govern-
ment of the military type as it gives them 
more safety, security, and stability. 

During daylight hours I was able to walk 
freely in the streets. Taking in tourist spots 
like the Pyramids is particularly easy with 
tourism down to a mere trickle. Same with 
hotels; you can get a really good room at a 
good hotel for a low price. Four-star hotels 
have tight security with guards, dogs, and X-
ray machines all before you can enter the 
hotel. I didn’t go out night clubbing at all 
hours. 

Egypt has its problems. It is a large coun-
try with a large population who would all like 
to be better off. And Cairo’s traffic is some-
thing else. I set myself a challenge to spot a 
car without a dent or scrape; I never spotted 
one. 

The skill and experience of the New Zea-
land team of engineers and fibreglass trades-
men made the project a success. Armatec 
undertook work that the Europeans said 
could not be done due to their experience 
with similar projects in the past. � 

Over-width containers were a minor problem, but working and travelling in Egypt 
in these times of international turmoil was relatively straight-forward. 

The world is 
our oyster 
Armatec drives   
success in Egypt 

Armatec has just completed a contract for an air pollution control system in Egypt. 
The progressive company designed, manufactured and shipped to site around $1 
million dollars worth of these fibreglass vessels and pipes. 


