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TRADE NEWS ROUND-UP

DECODING
THE SIGNALS

We’ve curated some of the most interesting and useful news coming in from TTF members

David Hopkins, Timber Trade
Federation Chief Executive,
looks at the latest business
signals coming along the
supply chain

Hanson Plywood

It is uncertain how the pandemic’s effect on employment, and thus on the economy, will play out for
construction this year. Money saved by those consumers able to do so over the past year may yet
be spent on domestic refurbishments and extensions, garden offices, and garden makeovers, as
restrictions relax. Alternatively there may be an eating-out or holiday boom, if travel is re-energised,
re-igniting the market for outdoor decked spaces to provide for the likely continuance of at least a
measure of social distancing.
The demand for social housing is likely to increase as
unemployment increases. Construction market analysts
expect a distinct rise in social housing starts this year,
which makes our article on making progress with local
procurement all the more relevant for merchants. The
Government’s Construction Playbook will also influence
the direction of travel in housing procurement.
This summer we will see the roll out of the new Code for
Construction Product Information, which demands that
all of us, throughout the supply chain, provide customers
with accurate and verifiable information to match every
sales claim. Timber suppliers are starting along this road

from April, by providing information clearly identifying the
type of treatment which timber has received. Merchants
will be provided with new free resources to help transmit
that information on to builder customers.
Whether the market for timber products strengthens or
weakens, the business signals are clear. The pandemic
has changed the way we work. It is requiring us all to
plan ahead, and be creative in the offering we present to
customers. Your TTF member suppliers are here to help, so
use our knowledge to your advantage as you navigate the
new business landscape.

FIELD TRIAL RESULTS AVAILABLE
There is encouraging news on the long-term independent field trial being conducted
by the Building Research Establishment (BRE) on behalf of the Wood Protection
Association into the longevity of pressure-treated posts in the ground. Over a
thousand posts were manufactured, some treated and some un-treated, and installed
at two sites, one in England and one in Scotland. The inspection after the first five
years in ground contact revealed that preservative-treated fence posts showed no
significant signs of change or deterioration when compared to the un-treated posts
on both sites. Download the results from WPA’s Resource Centre online.
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MEDITE SMARTPLY

Virtual visitors welcome

Get creative with MDF

Merchants can now take a fascinating tour around
Hanson Plywood’s new virtual showroom and all from
the comfort of home or branch office. On entering the
digital space, you can navigate to different product
ranges for different purposes, to a library of information
and brochures, and also ask questions via the virtual
‘reception’ and its Live Chat facility. Each of the product
sections offers technical guides, reveals product attributes,
shows relevant standards, facilitates downloads, and has a
gallery of products in use. Product sections are arranged
by end use, from furniture and joinery to panel products
for vehicle body building. Visit the Virtual Showroom at:
www.hanson-plywood-showroom.co.uk/showroom

As more of life migrates online during the pandemic,
MEDITE SMARTPLY has launched a web-based community
hub for builders, joiners, shopfitters and anyone interested
in getting inventive with the many forms of its MDF available.
“Whether your customers are already a fan of MEDITE
MDF or are just discovering it, this new MEDITE MDF
community is a forum for gaining inspiration and meeting
other similar enthusiasts. Community members will have
first access to news, updates and other exclusive content,”
says Holly Waters-Marsh, Head of Marketing at MEDITE
SMARTPLY. Community members can upload photos of
their innovative projects and be in with a chance of winning
regular prizes. Visit www.meditemakesitreal.com

IRO Timber, BSW

Marley

Add value with colour

Sure footing for business

Garden design programmes on TV are increasingly
featuring coloured decking and fencing, be that cool
fashionable greys and charcoals or more vibrant tones.
IRO Timber from BSW, with its 10 shades from poppy red
to driftwood in both decking and cladding, is increasingly
being used by landscapers and homeowners to refresh and
renew their spaces, and has been used in designs at the
RHS Chelsea Flower Show. IRO, which in Japanese means
‘colour’, is heat-enhanced softwood, brushed, treated, kiln
dried and coated in a protective wood cream, resulting in a
self-cleaning, low-maintenance surface. It won the 2020
Innovation Award from the Wood Protection Association, and
gives merchants a new twist on decking sales for this summer.

When we’re freely allowed to visit friends and loved
ones, decking is likely to come into the picture. A surface
that is kind to feet yet offers resistance to slipping is
important for all members of the family, particularly
the elderly. Marley’s CitiDeck is a smooth board with a
white aggregate insert. Originally developed to improve
inclusivity at the London Olympic Park, CitiDeck is
also now used in domestic settings. It is ideal for
inter-generational gatherings, as it is easy to negotiate
on foot or with wheels, such as with wheelchairs or
pushchairs. A merchant sample box is available to help
capture this added value sale.
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GETTING THE TREATMENT RIGHT
Match your customer’s intended use
of treated timber products with the
right level of preservative treatments
With the up-coming launch of the Code for Construction
Product Information in June, there’s a marketing
opportunity for merchants able to demonstrate
sound knowledge of timber treatments.

Post-Grenfell, the construction sector is grouping around
a new Code for Construction Product Information (CCPI),
which will start rolling out across the supply chain from
June. It aims to ensure that accurate and unambiguous
product information is provided clearly to customers.
This is especially important when it comes to preservative
timber treatment for softwoods suitable for use in a
range of building applications. Place your business ahead
of the curve by joining the Timber Trade Federation and
Wood Protection Association in our joint campaign to get
the message out about ensuring your timber is fit for purpose.

Arbor Forest
Products

Hoppings Softwood Products

of preservative treatment needed for the wood to perform
correctly. The three most appropriate to merchant sales
are Use Class 2, for dry interior use in covered situations;
Use Class 3, for applications above ground, and Use Class
4, for timbers used on or in the ground, even if a decking
membrane is in place.

Finding the information
From 1st April, TTF members selling treated timber
products will be identifying the timber as fit for the
application concerned. You will be able to find and
check the information on either sales or delivery notes
and on invoices. Similarly if you need timber treated to a
particular Use Class, let your timber supplier know and ask
for confirmation in writing at the time of order.

New free resources
Hoppings Softwood Products

Mind your language
Terms like ‘green treated’ have become part of
trade-speak over time, but are not sufficiently precise
when selling fit for purpose products. One piece of treated
timber looks much like another but the loading of
preservative treatment it has received may be very
different. Merchants need to define what level of
treatment the timber has received, and thus be able to
inform customers of its appropriate end uses. Without
precise product descriptions you cannot be sure if it is
suitable for a given purpose.
The technical standard BS8417 groups timber applications
into various Use Classes, which then relate to the loading
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USE CLASS 2

James Donaldson Timber has its own treatment facilities
and treats volumes of construction timber to Use Class 2 for
internal and structural use across the sector. “The hardest
job has been done for merchants in that the treated timber
provider, companies like James Donaldson Timber for
example, will be providing the merchant with information
to identify the treated timber,” says the company’s
Chairman, Michael Donaldson. “The industry now needs
a critical mass of merchants to help build momentum in
taking this information out further into the construction
supply chain,” he asserts.

Doing the right thing

GET AHEAD OF THE CURVE

TIMBER TREATMENTS

To help you sell the right treated timber at the trade
counter, the TTF and WPA have, together with the
Timber Decking & Cladding Association, produced a
fold-out leaflet both to educate your own staff and to
display in-branch to help customers to define their needs
more accurately. This is free to download from the TTF
and WPA websites. There is also a training presentation,
covering all aspects of timber treatment, free to everyone
– your customers included – which can also be found on
both organisations’ websites.

James Donaldson Timber

USE CLASS 3 - CLADDING

International Timber

International Timber has great expertise in timber cladding.
Bernie Roberts, International Timber’s Cladding & Decking
Product Manager, offers this advice on UC3: “When using
softwood cladding for external applications durability is a
key factor for consideration. A UC3 treatment provides
long-term protection against decay and insect attack and
can be used on all external construction timbers.
“Because specification and requirements can be so
different, all external treatments are to order from
suppliers such as International Timber. It is normal
within the trade to expect a lead time of 5-7 days on
all orders that require such treatments,” International
Timber’s Bernie Roberts states.

Arbor Forest Products

USE CLASS 3 - DECKING

Arbor Forest Products is one of the biggest suppliers of
treated timber products, treating in excess of 200,000 m3
of timber each year in their own facility. “Whilst we were
not the driving force behind the initiative, now that it has
been adopted, we will be wholeheartedly supporting the
TTF and WPA’s campaign,” says Managing Director Jason
Ostler. “Customers for our UC3 treated decking boards
can find confirmation of the treatment type on sales and
delivery notes and on invoices, so they will clearly be able to
identify the decking as fit for purpose.
“As we all move towards the introduction of the Code for
Construction Product Information in June, demonstrating
clearly and unambiguously the timber treatment type, at all
levels of the supply chain, is absolutely the right thing to
do. This move represents a real marketing opportunity for
merchants working with suppliers like Arbor Forest
Products. We’re proud to be able to put ourselves and our
customers ahead of the curve,” Jason Ostler affirms.

WPA

USE CLASS 4

Nicks Timber in Gloucestershire has just installed a new
treatment tank to extend its services to builders merchants.
Managing Director Phil McCormick comments: “Merchants
want to sell their customers fit for purpose products.
Fence posts and anything else that is used in ground
contact needs a Use Class 4 preservative treatment and
we’re able to offer that service.” Results at the 5-year
mark of independent field trial observations being
undertaken for the WPA have clearly shown the value of
preservative-treated posts. More details from their website.
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CREATING NEW OPPORTUNITIES

Tendering for local authority and housing association materials supply
contracts? Timber suppliers could help.
The Government’s new ‘Construction Playbook’, its new strategy for public procurement, has placed
innovation and environment at its heart. Under innovation, everything from construction methods to
materials and supply chain relationships receives new scrutiny; while the ambition for net zero carbon
in buildings and the supply chain is driving pro-environment procurement. What does all this mean for
merchants trying to establish themselves on approved lists of suppliers for local procurement?

FROM NATIONAL TO LOCAL

Although national governments do not control the
activities of local authorities, they may seek to influence
their practices, as Chris Ashworth, Managing Director
of management consultancy Competitive Advantage,
explains: “The Construction Playbook, published by the
Cabinet Office last December, sets out how government
departments are expected to procure in future. It will
encourage less unique housing designs and more
modular assemblies, drawn from a digital ‘catalogue’,”
Chris Ashworth reports. “Local authorities will be
encouraged to use this approach, building a supply chain
which can help them develop an innovative approach
with a greater emphasis on low carbon construction,”
he reveals.
“As part of this we should see government procurement,
including local authorities, adopting more of a lifetime
value approach. Understanding the sustainability story
behind the products you are selling is thus likely to be
advantageous to doing business,” Chris Ashworth asserts.
Timber and wood products are ideal candidates for both
low carbon construction and for the circular economy,
given their recycling potential.

Climate emergency response
It is estimated that 70% of local authorities have now
declared a ‘climate emergency’, with environmental
factors, alongside creating ‘social value’ for the
community, now influencing their policies and decisions.
A list of over 30 potential environmental and social
factors has been developed to help with local procurement
decisions. Do local authorities still want to hear
from SME suppliers? A Local Government Association
spokesperson told Good Wood Business: “SMEs play a

6

NORClad

major role in creating jobs, helping to foster economic
growth and social stability, and are a source of innovation,
contributing to the development of a dynamic private
sector. Councils are always pleased at any opportunity to
engage with SMEs either as direct providers or as part of
a supply chain.”

Matching market needs
Competitive Advantage’s Chris Ashworth adds:
“In
line with the move towards greater efficiency across
construction, merchants can open up opportunities
by offering products that save labour on site. There is
currently a shortage of skilled trades so refine your
offering to match market needs. Merchants should also
take the opportunity to build relationships with offsite
housing producers while they are still developing their
procurement strategies, especially as the Construction
Playbook is encouraging this type of house-building.”
Metsä Wood

BUSINESS HORIZONS

SUSTAINABILITY & SOCIAL VALUE
Sustainability with timber goes much wider than FSC® and
PEFC™ certification. Timber is part of the earth’s natural carbon
cycle, and wood fibre locks away CO2 for the useful lifetime of
the timber product in the building in which it is used. Building
with timber is thus one of the best ways to help the climate.

Getting the message across
Knowing the sustainability back story of the products which form part
of your supply tender may well help you to establish a reputation as a
knowledgeable supplier, able to contribute more than simply physical
product supply. Södra Wood is keen to help customers to understand
the environmental benefits of its forestry practices and wood products:
“We make available a great deal of sustainability information, demonstrating
our products’ eco contribution from tree nursery to finished products,”
says Director, Nigel Buckley-Ryan. “We also have a suite of detailed technical
product data sheets and certifications available on our website to back
up our claims – an important factor under the Code for Construction
Product Information.”

Södra Wood

Verifiable information
The question of environmental product declarations may come up during
tendering. With the emerging Code for Construction Product Information,
being able to present independently verified information is key to credibility,
as Hamish Macleod, Director of Public Affairs at BSW Timber, explains: “If
you are considering offering construction timber from BSW as part of a supply
tender, get in touch and we’ll see how we can help to provide the most
accurate and appropriate information. BSW has produced an Environmental
Product Declaration (EPD) for our sawn, kiln-dried and planed construction
timber, revealing that it is both carbon-negative and energy-negative over its
whole life-cycle,” he adds. Professor Callum Hill assisted BSW in producing
the EPD, which was independently validated by BRE.

BSW
Timber

Social Value
Demonstrating ‘social value’ – returning benefits to communities – is also
key in today’s procurement. “Social value is certainly now present in tender
documents,” says Michael Donaldson, chairman of the James Donaldson
Timber Group. “Being able to show that you are a well-rounded business
and that you give back to the community is definitely part of presenting
your business as a potential supplier. As James Donaldson is a family
business, creating social value is already embedded in our day-to-day ethics.
For example, it’s important for us to demonstrate to those in the community
who work with us that we’re a great employer to be with.
“The question of apprentices sometimes comes up: we do take on
apprentices, but do so when the business need is there. In other words our
actions are not taken to help win tenders, they’re part of our philosophy of
delivering ‘best value’ timber to all our customers,” Michael Donalsdon says.

Champion Timber

Södra Wood

James Donaldson
Timber Group
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BATTENING DOWN ON ROOFING
With the advent of a new Building Safety Regulator, and much greater focus on
accurate construction product information, we ask two of the top suppliers in
roofing battens for their advice on selling these key products for building safety.
Along with the introduction of the Code for Construction Product
Information, a new Regulator is being set up to cover all aspects of building
safety. There is one place in every domestic new-build and extension where
safety is paramount, and that’s in roofing. Roofing (also known as tiling)
battens provide potentially life-saving support for roofers themselves,
as they manoeuvre across the roof space. Your reputation as a merchant
business is valuable. It therefore makes sense only to sell roofing battens
graded to BS5534.

ACCURATE INFORMATION

Shaun Revill, Managing Director at SR Timber, foresees the need for merchants to
offer absolutely accurate information the roofing battens they sell: “From June, when the
Code for Construction Product Information is launched, merchants should give
accurate information to customers. Either a roofing batten is graded to BS5534 or it isn’t.
Terminology like ‘partly-graded’ is inaccurate. It’s a hangover from trade jargon of the
past when there used to be some grading of battens on site. This practice is no longer
accepted. There is thus no reason to sell anything other than a graded BS5534 batten for
roofing,” Shaun Revill affirms.
“It’s also the case that reliable suppliers will be detailing the timber treatment applied
to battens on their documentation as part of the TTF’s awareness campaign. SR Timber
details the Use Class 2 treatment of our SR Gold roofing battens on our delivery notes and
invoices. We can provide a formal, correct treatment certificate with each delivery, and all
roofing battens come with FSC® or PEFC™ certification.”

SR Timber

Marley

SAFETY UP TOP

Roofing batten producers Marley are keen for merchants to use the right language
when selling roofing battens: “Terms such as ‘part-graded’, ‘Type A’ or ‘Green Treated’
do not describe a BS5534 factory-graded roofing batten,” says Stuart Nicholson, Roof
Systems Director at Marley. “The grading of roofing battens is designed to ensure proper
performance. Inadequate battens are a health & safety risk and could cause roof failure
and accidents: they are not just small section timbers that are quickly covered over. A
single failure of a batten can have serious consequences for the roofer, and thus for your
merchant business.
“The increased demand for timber has led to concerns about the quality of some products
coming onto the market. Building inspectors are becoming increasingly stringent when
it comes to checking the right battens have been used. It’s therefore imperative that
merchants protect their customers and their own businesses by providing quality battens
accompanied by accurate product information.”
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