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What Australian 
businesses want from a 
building & infrastructure 
product supplier
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Australian construction businesses face 
constant challenges including the influx 
of imported construction materials. This 
has changed how suppliers respond to 
projects with the ongoing challenge to 
deliver building products within reliable 
timeframes and at competitive prices.

This means product suppliers need to be sensitive to 
customer pain points and respond with solutions that 
are tailored to their building project requirements.

So, before we discuss in more detail what Australian 
civil, mining, industrial and commercial businesses, 
and government bodies want from product 
suppliers, let’s first discover what features currently 
characterise the shifting marketplace.
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WHAT’S GOING ON IN THE SECTOR?
 Civil – Roads, Airports, Rail and Ports
Australian infrastructure construction activity has risen since 2010, mainly fueled by 
increases in the transport and energy sector, according to the Bureau of Infrastructure, 
Transport and Regional Economies (BITRE). New road and drainage civil infrastructure 
projects have had positive effects for regional communities and economies. Infrastructure 
industries now account for around 10 per cent of Australia’s GDP value, according to 
BITRE. Meanwhile, the Australian Industry and Skills Commission (AISC) showed sector 
employment levels in 2017 to be nearly double that of 2006. 

 Mining 
The mining sector grew rapidly between 2005 and 2013, with Export Australia reporting 
there are now 370 operating mines nationwide. Key locations (including Pilbara in Western 
Australia and Queensland’s Bowen Basin), contribute massively to the national economy - 
8 per cent of all activity according to the Australian Industry report. Meanwhile, the last five 
years has seen the sector refocus resources on production, away from the construction 
that characterised the industry in recent years.

Additionally, best-in-class businesses have sought to further diversify the value of their 
operations by investing in technology research and development to help streamline 
production and logistics. It’s no longer about quantity and diversity in supplying mining 
construction projects - it’s about supporting operations with truly tailored solutions. 

 Industrial
The industrial sector has also experienced an intense period of reshaping. The Australian 
Industry reports manufacturing and heavy industry operations are now simultaneously 
streamlining production processes (likely through the increasing use of digital technology) 
and increasing export values. Austrade’s 2017 Benchmark report shows manufacturing 
represented nearly $100 million to Australia’s gross value added last year off the back 
of these more-valuable export commodities. This shift has been made possible thanks 
to investment in supplier relationships that deliver more value through higher quality 
infrastructure products, streamlining and improving production.
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 Commercial 
Commercial construction, including shops, malls, office blocks and other amenities, is 
set for a year of growth. BCI Economics Australia, a leader in construction information 
across the Asia Pacific region, estimates commercial builds to lead the market. Similarly, 
engineering services provider WT Partnership shows construction in the commercial sector 
will dominate NSW building over the next 12 months, and make up a significant proportion 
of project work in the Capital Territory and other states too. 

BCI Economics also shows that the number of projects is rising, even in Queensland and 
Western Australia (where mining construction has become less of a focus).

 Government – Schools, Hospitals and Defence

The Australian economy has experienced more than 25 years of consecutive growth. 
The national population is steadily on the rise too - Bureau of Statistics data indicates the 
population has passed 25 million. This means local, state and federal government bodies 
need to work harder than ever to develop the amenities needed to maintain the quality of 
life expected in Australia. Major hospital builds in Canberra and Adelaide are matched by 
new school builds nationwide. 

Meanwhile, infrastructure remains central to a robust defence 
strategy, both domestically and overseas, meaning project work 
remains steady for businesses in this sector. 

What these sectors have in common is the need to adapt to rapid 
change in recent years while remaining valuable and competitive. 
This is only possible with the help of expert product suppliers and 
project partners. There are many facts in these industries - so, what 
else is there to discover? 

“Aussie 
businesses are 
happy to work 
with reliable 
Australian 
suppliers - 
if you can 
deliver value 
for money.”
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 MYTH: BUSINESSES ONLY WANT CHEAP 
PRODUCTS SOURCED FROM OVERSEAS 
Bodies such as Standards Australia have strict safety and quality compliance requirements 
for all products in Australia. Federal and state government bodies are also charged with 
ensuring construction products are of acceptable quality. All this means that the old adage 
that businesses only look for the cheapest deal possible is unfounded. 

The number of cheaper but lower-quality production materials flooding the Australian 
market in recent years has now caused many businesses to reconsider where their 
solutions are sourced from. Additionally, the challenges of relying on imported products 
from overseas, such as longer waits and unreliable logistics, are now well documented. 

What we’ve found is that Aussie businesses are happy to work with reliable Australian 
suppliers - if you can deliver value for money. 
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  MYTH: ENTERPRISES WANT QUICK, EASY TO 
ACCESS, OFF-THE-SHELF SOLUTIONS 
As construction activity in the civil, mining, industrial, commercial businesses, and 
government sectors continues to change, the constant is tight deadlines. Project managers 
all agree there is no such thing as a leisurely construction project. But that doesn’t mean all 
estimators and project managers are willing to accept an off-the-shelf solution that isn’t an 
ideal fit just because it’s immediately available.

Weldlok’s strength is working with the individual needs of the construction project, rather 
than pushing an easy to access product. Developing the technology and skill sets required 
to offer customised solutions is worth the investment, making delivering a precise solution 
to a unique construction project easier.
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 FACT: DEDICATED SUPPLIER-CUSTOMER 
RELATIONSHIPS ARE THE KEY TO SUCCESS 
A strong relationship and open communication between suppliers and customers is core to 
success. Nothing can substitute dedication to developing quality and reliable construction 
products that are custom designed to specification, delivered within a reasonable 
timeframe and with a high level of customer service. 

What do civil, mining, industrial, commercial, and 
government bodies want from product suppliers?

“Product suppliers partnered 
in these sectors need to 
be able to match project 
deadlines without excuses.”



www.weldlok.com.au 6

1. Compliant and reliable products
Maintaining project timeframes and ensuring all materials used are to a high standard is a 
key concern for project managers. In order to meet these two objectives, the products used 
during construction must be fabricated to Australian quality standards. 

Any compromise can represent a significant project delay, either if the product is damaged 
or found to be unsafe in a site compliance test. Additionally, any products purchased needs 
to reliably fulfill all project specifications. Top tier enterprises will be willing to invest more 
into Australian-made products to achieve the results they’re after. 

2. Dependable delivery
Again, project timeframes are important for all stakeholders in a construction project. If the 
products purchased aren’t onsite when they’re needed, this can delay works and result in 
knock-on costs (including labour and additional equipment hire). 

Product suppliers partnered in these sectors need to be able to match project deadlines 
without excuses. Accounting for all factors, a 96 per cent success rate in on-time and 
reliable delivery service is the best possible outcome. If infrastructure products aren’t 
being delivered within this degree of accuracy, the trading model simply won’t last in the 
competitive marketplace. 

3. A high level of customer service
Customer service is key to all organisations - no customers means no sales, which means 
no business. Project managers, estimators and other stakeholders are under significant 
pressure when it comes to executing industry infrastructure projects. Offering a high level 
of customer service is ultimately key to fostering a better 
enterprise relationship. 

That means if something goes wrong, product suppliers 
need to own the issue and work hard to rectify it. There 
are plenty of Australian organisations which claim 
customer service is a core business value, but then fail to 
prove that when the time comes.

“Offering a high level 
of customer service 
is ultimately key to 
fostering a better 
enterprise relationship.”
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4. Custom-made solutions to unique project problems
Every project is different - no matter the sector, even infrastructure construction at the 
same site can present different issues each time. This means off-the-shelf solutions 
delivered with a quick turnaround time aren’t necessarily the best fit for every application. 

Value for money and product lifespan are key requirements for civil, mining, and industrial 
or commercial businesses. If a custom-made solution is better value because it suits its 
application better and will last for longer, forward thinking project managers will not hesitate 
to get the advice of experts in designing a tailored infrastructure product. 

5. Value-based pricing
Recent incidents involving subpar building materials leading to dangerous wear-and-tear 
or inadequate compliance standards has led to a major shift in thinking. It’s not about being 
cheap - it’s about delivering on value for money. 

High-quality steel fabricated products don’t come cheap. But they can come competitively 
priced as a fair reflection of the material’s true value, both now and further down the line. 
Cheap today can mean expensive tomorrow, so project managers and estimators want 
assurances that the solutions purchased fairly reflect their true value.
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WHAT DOES WELDLOK® OFFER?
 Compliant and reliable products
All of our products, including Weldlok® steel grating and Balltube® handrail systems, are 
assessed rigorously in our accredited testing facilities to meet Australian Standards for 
compliance and quality. They’re also fabricated to meet government regulations, and can 
be designed to meet overseas requirements too. 

Our range of high-quality solutions means there is something to suit every application while 
still offering durability over time.

 Dependable delivery
Industry-renowned product suppliers in the civil, mining, industrial and commercial 
business, and government sectors only come about through a positive reputation. Without 
this, businesses simply wouldn’t survive. We know how frustrating it can be for businesses 
to establish construction schedules based around deliveries that don’t arrive on time or 
arrive with products that aren’t to specification. 

That’s why our delivery service is so dependable. We aim to operate with 95 per cent 
success rates. While this is a lofty target, aiming high is the only way product suppliers can 
stand apart from competition in the civil, mining and industrial space.
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 A high level of customer service
A supplier-customer relationship should go beyond a simple transaction - the Weldlok® 
team is investing in offering product support services to assist with project deadlines and 
meeting the client needs, whatever they may be. 

This open dialogue is key to both a dependable delivery service and custom designed 
solutions. Communication is key to achieving satisfactory delivery schedules for both 
parties, meaning neither over-commits to a timeframe that is unachievable. Similarly, 
customer service is key to designing better fit-for-purpose solutions, ensuring customers 
get the exact infrastructure application needed. 

 Solutions to unique project problems
Keeping up with market changes is key to our success. Because of this, we’ve exploited 
a niche in product supply to the civil, mining, industrial and commercial, and government 
sectors, focusing on improving system design services. This focus has helped us become 
a standout performer in the industries we serve over the last two years. 

Face-to-face meetings with customers are key - from there, we can get a feel for the 
application needed and how we can deliver a precise design. Our investment in cutting-
edge design software means we can draft product specifications within hours. This enables 
us to deliver an infrastructure solution tailored to the unique project requirements within a 
reasonable timeframe.

  Competitive pricing based on true value
We understand the importance of knowing the market and what customers are willing to 
pay. That’s why we conduct extensive market research so 
that we are abreast of what our competitors value their own 
products at. 

Armed with this information, and with extensive cost testing, 
we’ve delivered a competitive pricing strategy that delivers 
value to our clients in a cost-effective way. Where possible 
we can offer deals to further improve our offering - but 
regardless you can be certain that we’ll deliver a fabricated 
steel solution that is full value for money.

“Value for money and 
product lifespan are 
two key requirements 
for civil, mining or 
industrial businesses.”
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WELDLOK®: MEETING THE NEEDS OF THE STEEL 
GRATING AND INDUSTRIAL HANDRAIL MARKET
Weldlok® has remained trusted nationwide for over half a century, serving a broad client 
base from civil infrastructure to industrial manufacturing operations. We have production 
facilities in four states and an expert team from diverse backgrounds. Our steel products 
are assessed to National Association of Testing Authorities’ guidelines and compliant with 
Australian Standards and all national and state government regulations. 

Steel grating and industrial handrails have numerous applications in the sectors we serve. 
Weldlok® steel grating’s durability means it’s regularly used in outdoor applications for 
walkways, drainage and vertical screening. It’s also commonly used in fabricating access 
platforms and site walkways. The load bar top surface can be designed to suit different 
environmental conditions as part of our focus on total customised product design. Regular 
square-edged load bars are more suitable for indoor use, while serrated bars are more 
useful in projects where moisture can make your steel grating slippy. 

Meanwhile, Balltube® handrails and stanchions are used in a variety of situations, from 
mining infrastructure and chemical treatment plants to architectural projects. Handrails 
are normally custom-designed, and delivered as complete-package solutions that can 
include Forgebar® grating, stair treads and walkway modules. Available in galvanised steel, 
stainless steel, aluminium and fibreglass, Balltube® handrails can be assembled quickly 
and with minimum on-site welding, saving considerable time and labour.
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We are an expert building & infrastructure product supplier
The future for Australian civil, mining, commercial and industrial infrastructure operations 
and government operations has only two certainties. The first is that change will continue 
to reshape these sectors and force construction product suppliers to continually reassess 
the solutions and services they offer. The second is that product suppliers will need to 
remain vigilant in their relationship with customers. Adding value to the partnership, in 
the form of delivering high-quality, Australian-made products or delivering custom design 
services, is key to beating off competition and maintaining a healthy network of contacts 
throughout the civil, mining, commercial and industrial sectors. 

For information on the products and solutions we offer, visit the Weldlok® website at www.
weldlok.com.au or contact one of our team members for further assistance.



www.weldlok.com.au


