
Developing Markets for 

Concrete

Creating Profitable Value



CCAA Vision…

CCAA will be the leading 

organization developing & 

defending the markets for 

cement, concrete & aggregates.

CCAA Business Plan



Economic Outlook

Australian Population Growth, by State
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Supply - Production

26.6 million m
3
 2007  

70% Cement50% Aggregate + Sand

112 million tonnes 2006 9.8 million tonnes 2007 

37% Roads



Demand - Construction Activity

• New residential 

construction slow

• Offset by strong Non-

residential and 

Engineering construction

Consequently…

• Record 26.6 million m3

PMC Production 2007/08

• Up 6.6 % on 2006/07

Value of Construction Work Done by type
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Financial Year
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Ten Major Markets for Concrete, Australia

0 500 1,000 1,500 2,000 2,500 3,000 3,500 4,000 4,500 5,000

2.4 Education

3.4 Electricity

3.1 Roads

3.3 Mining, oil & gas

2.2 Industrial NRB

2.3 Retail/Wholesale trade

2.1 Offices

1.1b Housing renovations

1.2 New multi-units

1.1a New houses

Average 2007/08-2011/12 2006/07 '000 m
3

Estimated usage of pre-mixed concrete 



1.1a 

Residential 

(detached 

housing)

1.2

Multi 

Residential

2.0 

Non-Residential

2.1

Commercial 

(office, high rise)

2.2

Industrial

Ground Floor

2006/07

82% 

88% 

90%

82%

90%

88%

92%

93%

95%

96%

95%

97%

96%

99%

98%

Upper Storey 

Floor

2006/07

15%

22%

24%

External Walls

2006/07

10%

11%

12%

19%

46%

62%

56%

47%

55%

40%

52%

52% 

56%

63%

63%

Paving

2006/07

75%

80%

90%

76%

68%

87%

52%

71%

75%

53%

82%

86%

67%

80%

80% 

Concrete Market Share Movement 2001 - 2006/07

Source: BIS Shrapnel Residential and Non-Residential Builders Panel 2007



Significant Additional Value Createdé

2001-04 2004-07* TOTAL

Concrete

„000 m3

2,247 1,560 3,807

million $ 335 $ 234 $ 569

Cement

tonnes 697 499 1,196

million $100 $72 $ 172

Aggregate

tonnes 4,054 2,808 6,862

million $80 $56 $ 136
NB Concrete, Cem & Agg are not additive.

* Engineering Construction to be added 

* Home Improvements to be added

Estimated total additional volumes and revenues created;



Forecast PMC Usage in Construction , Australia
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Product Life-cycle…

Profitability



The S-curve…



Source: CORUS UK; 2007 Market Share Survey



Margin & Volme

Source: Margin & Volme; Dr. Jay Heuer 

Players

Winners

Losers



From supply to value chain…

No Optimisation
Supply Chain

Optimisation
Value Chain

Optimisation

Manual 

Management

Minimise costs to 

fulfill demand 

levels

Maximise Profit by 

optimising Volume 

& Value throughout 

the value chain

No Focus Volume Focus
Volume + Value

Focus

1

2

3

Evolution from supply chain to value chain optimisation



There is a lot of value at stake…

Improvement potential

Downside

At stake 

Current 

situation

Evolution Future 

situation 

Volume
Million m3

EBIT margin
$ / m3

Total 
$ billions

x

=



Deeply know our markets…

Cement

Aggregates

Developers 

Subcontractors

Premixed 

Concrete

Architects 

Engineers 

Specifiers
Owners

Chose, Provide & Communicate Value

Winning Value Propositions VP

Developing Profitable Value 

$

Builders

Regulators, Government, Allied Industry



Construction Innovation…

Integrated

Collaborative

3D+

Complex

Sustainable

Skilled Labour

Information 

Technology

Prefabrication

BIM

New Materials



Value creation & innovation…

Residential

Non-Residential

Engineering 

Construction

Value Creation

•Low risk

•Low cost

•High speed

•Durability

•Sustainable

Opportunities

•Prefabrication

•Hybrid Tech

•Materials Tech

•Finishes

•Formwork



Prefabrication / Off-site…



Residential - Multi-Unit Dwelling of Concrete Walling Materials

Australia 2006/07

Total Walling Area = 3,113,300 m2
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MDP 1.1 Residential, Multi-Unit Dwelling

01/02/2008 BIS Shrapnel

289% growth 

since 2001



New Materials

Burj Dubai ïworldôs tallest building 

820m & 164 floors



Phaeno Science Centre, Wolfsburg

Architect: Zaha Hadid



Decorative Finishes



Sustainable construction material…

ROBUST FLEXIBLE

DURABLE

CONCRETE

Whole of Life 

Performance

Sound future 

investment

Quality of 

life

Thermal Mass

Small Ecological 

Footprint 

Water Supply 

Protection

Fire 

Performance

Disaster 

Resistant

Aesthetically 

Pleasing

CO2 

Abatement

Low 

embodied 

energy

Reduced 

Maintenance

Acoustic 

Privacy

Adaptable

Reduced Waste
Recyclable

Improved indoor 

air quality

Known 

Product

Sound Business Case

Security



New Formwork Systems

Mercedes-Benz 

Museum, Stuttgart 

http://www.peri.de/ww/en/projects.cfm/fuseaction/diashow/reference_ID/581/currentimage/18/referencecategory_ID/17.cfm
http://www.peri.de/ww/en/projects.cfm/fuseaction/diashow/reference_ID/581/currentimage/5/referencecategory_ID/17.cfm
http://www.peri.de/ww/en/projects.cfm/fuseaction/diashow/reference_ID/581/currentimage/1/referencecategory_ID/17.cfm


Mercedes-Benz Museum, Stuttgart 



Portfolio of innovation…
Risk

Time

Long 

Term

Short 

Term

Low

High
Concrete 

Housing

Concrete 

Roads

Concrete 

Frame

Decorative

Paving

Precast

Multi-

Residential

Sustainable

Technology



Innovation Strategies

New Business Creation
•New Product Category

•New Service Offering

Radical
•New business model

•New business system

Business Reinforcement
•New or improved product / process

•New / improved service offering

Incremental
•New or improved

•New Service Offering

OBJECTIVE

Why innovate ?

FOCUS; Where to innovate ?

Product / Service System

INTENSITY

How much to 

innovate ?

Internal With Partners

BOUNDARIES; With whom to innovate ?



Sector

E

l

e

m

e

n

t
s

(ô000 m2)

1.1a 

Residential 

(Detached 
Housing)

1.1b Home 
Improvement

1.2 Multi 
Residential

2.0 Non ð
Residential 

2.1 

Commercial 

(Office / High 
Rise)

2.2 
Industrial

3.1 
Roads

3.2 
Bridges

Floor 
(Ground)

Protect
88-90%

Grow
49%

Protect 
90-88%

Protect 
93-95%

Protect
94-97%

Protect
99-98%

Floor 

(Upper 
Storey)

B Growth
22-24% 

B Growth
8%

External 
Wall

B Growth
11%

B Growth 
8%

Grow
46-62% 

Grow
47-55%

Grow
52%

Grow
66-63%

Roofs

Paving
Protect
80-90%

Grow
72%

Protect
68-87%

Grow 
71-75%

Protect 
82-86%

Protect
80%

Road 
Paving

Protect 
(NSW +)

B 
Growth

Materials Market Share – 2004 to 2006/07

Source: BIS Shrapnel Fixtures & Fittings Reports 2006/07



Non-Residential Market
• Strong growth is 

unlikely to continue 
unabated but will 
moderate off a high 
base.

• Forecast 5% decline in 
2008/09 with recovery 
in 2010/11

• Offices (23%), 
Retail/wholesale (19%) 
& Industrial (16%) will 
continue to dominate 
the market  

Work Done on Non-residential Building, Australia

14

16

18

20

22

24

26

97/98 99/00 01/02 03/04 05/06 07/08 09/10 11/12

$ billion

forecast

Chain volume measures, base 2004/05

Chart 4.1

Composition of Non-residential Building, Australia
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Competitive Steel Industry… 

http://www.airport-technology.com/projects/raleighdurham/


Australian Production: 8 million tons <1%



Successful penetration of steel in construction

UK being the historic “success case” in Europe
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40
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Value Chain – Commercial Highrise, (D&C u.n.o.)

Suppliers Primary  

Entity

Customer of  Primary 

Entities

Off-Line Entities – Influencers

Government, Unions, CCAA, Standards, Environment, Insurance

Raw 

Materials
Premix

Concrete

Precast 

Products

Builder Developer End User

QS

Organisation 

of DPV focus

Intermediaries

Supply/ 

Install

Cont‟s

Alternate 
value path -
very rare

Traditional

Contract

Sub Contractors

Place & finish

Formwork

Reo Fixing

Pump

Post-Tens

Other

Consultants

Struct & Civil

Architecture

Building Surveyor

Fire Engineering

Geotechnical

M&E

Novated 

contract

Off-Line Entities -

Complementary Product Suppliers



VPbuilder

I. Target: Developer Builders

II. Time Frame: 3 years from 2006

III. What do we want them to do ?
• Choose concrete as the preferred construction solution for the structural 

frame in high rise commercial buildings.

IV. Best competing alternatives;
• Structural Steel Frame

V. Resulting Experiences for Builders vs BV
+ve Builder‟s TOTAL COST and BUILDABILITY will be superior

Total Construction time will be as fast or faster 

Builder‟s will have the lowest RISK

Builders will be able to maximise the ROI of the site

= Building will comply with all statutory regulations

-ve Need to manage more subcontractors / trades

Experience occasional quality problems

Carry the cost of larger foundations due to heavy structural frame 

NET: Builder increases profitability with lower risk

LOW COST // LOW RISK // HIGH SPEED // HIGH-RISE



Multi-rise Office Market Costing Study…





Residential Outlook
• Strong population 

growth and household 
formation are driving 
underlying requirement. 

• New housing starts 
dampened by poor 
affordability.

• Forecast for a modest 
upturn in housing 
activity in 2008/09.

• Multi-unit construction is 
likely to increase to 
36% of new homes by 
2011/12

 Housing Starts and Underlying Requirements, Australia
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Work Done on New Housing, Australia
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Source:

BIS 

Shrapnel

Concrete 

Market 

Share    

2001

Concrete 

Market 

Share    

2004

Concrete 

Market 

Share 

2006/07

Ground 

Floor
82% 

19,436 m2

88%

19,924 m2

90%

21,458 m2

Upper 

Storey
15% 

3,215 m2

23%

6,429 m2

24%

5,122 m2

External 

Walls
10% 

13,445 m2

12%

15,991 m2

12%

15,842 m2

Paving 75%

6,058 m2

80%

7,285 m2

90%

6,841 m2

1.1 New Housing: Detached – Australia 

24% Concrete

73% Particle Board

90% Concrete

7% Particle Board

12% Concrete

66% Brick Veneer

15% Double Brick

3% Steel Sheet

62% Concrete

28% Concrete Paver

7% Clay Paver

2% Ceramic / Other



Concrete Housing 

Break-through Growth Strategy

Concrete 

Prefabricated Housing via Advances in 

Systems Technologies (PHAST)



Objective; 

deliver long-term, break-through growth in concrete walling 

and suspended flooring in the housing market… 

2006

Market

Opportunity 

Identification

Concrete 

PHAST

Innovation 

Roadmap

Strategy 

& Concept

Development

Product 

Prototyping

& development

Product

Commercialisation

Jan 

‘07

June 

’08 2016

Progress 

Sep‟08

Oct’

08

Oct’

10



Target Market…

$350 k

$750 k



Projected ROI…

$82 million pa 

revenue

0%
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20
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20
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20
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20
16

0%

5%

10%

15%

20%

25%

30%

35%

40%
Walls

Suspended Floor 547,000 m3 pa 

additional PMC

Assumptions:

•No market share growth during Product Prototyping phase to 2010

•Lag of suspended floor market growth due to dependence on load-bearing walls

•Constant market size @ 2006, 2% pa growth walls, 1% pa growth susp. floors 



Housing road map…



Commercial 

Partners
Funding 

Partners

Consortium Framework

Independent 

Research

Partners

School of Property 

Construction & Project 

Management

Government Funding

Industry Cooperative 

Innovation Program 

(ICIP)

CCAA



MD Strategy…

CONSULTANTS

CEM & AGGôS

HOME BUYERBUILDER

OR BRICKS, 

TIMBER, STEEL

PRECAST, TILT -UP

OR BRICK, BRICK 

VENEER

OR CLAY, TIMBER, 

STEEL

PREMIXED 

CONCRETE
CONSTR TEAM

MRKTG TEAM

SUBCONTRACTORS

Builder is Primary Entity

Overcome 5 key technical barriers 

in 3 phases

1. Standard Grid

2. Kit of Parts (simple)

3. Open Building

Inform & Educate consumer 

to increase demand 

Builder promotes a Home 

that has the unique benefits 

of concrete ?

VPB VPHB

Target Developer Builder / 

House & Land.



VPbuilder

I. Target: Developer Builders

II. Time Frame: 5 years from 2010

III. What do we want them to do ?
• In at least 2% (3,000 homes) of homes built use concrete in 

some form for external walls and suspended floors

• Strongly promote the benefits of using concrete in walls + floors 
in selling, display homes etc.

IV. Best competing alternatives;
• Walling: Brick Veneer (BV)

• Susp Flooring: Timber

V. Resulting Experiences for Builders vs BV
+ve Builder‟s TOTAL COST and BUILDABILITY will be superior

+ve Builder‟s will be able to sell these houses faster and more easily 
because they can differentiate their offering

Tradeoff: Builders must change their building methods and materials

NET: Builder increases profitability  



BARRIERS

Unadaptable
ÅCanôt easily make changes on site

Ådimensional accuracy & tolerances are vital

Åengineered structure using large, heavy elements 

High cost

ÅBespoke, one-off product, needs re-design for every new 

project. 

ÅPre-engineering and some economies of scale are needed to 

overcome this barrier.

Logistics

Ådifficulties with transport, movement and placement due to 

weight, size and physical properties. 

ÅSupport and bracing is needed on-site for placement. 

ÅVehicle and road restrictions dictate the numbers, times and 

speed of transport. 

System 

interfaces

ÅThe interfaces between different concrete products and with 

other materials are often not well specified, 

ÅStandard (adaptable) system interfaces must be designed 

together with precise concrete products.

Services 

distribution

ÅServices are difficult to fit in cured concrete, requiring pre-

planning 

ÅCurrent design processes and site practices do not readily 

allow high levels of services planning at the early design 

stages.

ÅStandard (adaptable) system of services distribution must be 

designed into any developed concrete products.



ROI 

(% market 

share)

Investment ($, time)

Standard Grid
Roadmap A

Kit of 

Parts

Roadmap B

Open Building / 

Advanced Kit of 

Parts

Roadmap C

Overcome Barriers…



Macarthur Gardens NSW







PHASE II – Product Prototyping

BUILD 

PROTOTYPES

COST REDUCTION

Map process inefficiencies & 

model costs across supply 

chain to improve 

competitiveness

SYSTEM INTERFACES 

Develop pre-engineered elements, 

interfaces and detailing to reduce 

cost and deliver kit-of-parts 

buildability

ICT PLATFORM

Develop integrated design, 

manufacture and logistics 

software to support systemised 

concrete housing 

SERVICES DISTRIBUTION

Resolve the distribution of services 

barrier within a concrete home. 

LOGISTICS

Undertake product and supply 

chain R&D to improve transport 

and on-site construction 

logistics. 

PROMOTION

Communicate and promote 

outcomes to change perceptions 

and increase awareness. 

Offset R&D differential between 

standard home and concrete 

home build costs. 



Engineering Outlook

• Work done hit a record $45.2 
billion in 20006/07

• Forecast to peak at $53.7 
billion in 2008/09 before 
easing in 09/10

• Heavy industry (32%) 
dominates the sector.

• Roads & Highways (23%) is 
forecast to grow to $12.5 
billion in 2009/10

• Water & Sewerage (6%) is 
forecast to grow to $4.3 
billion in 20011/12

Work Done on Engineering Construction, Australia
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Composition of Engineering Construction, Australia
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International Concrete Roads Market Share 2006
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Equipment Automation

high tech controls use 

GPS to operate pavers 

by computer 



Super-Slab Precast Systems

Get in, Get out, Stay out



Advanced materials

Bendable fibre-reinforced 

concrete; 

500 times more resistant to 

cracking & 40% lighter



From supply to value chain…

No Optimisation
Supply Chain

Optimisation
Value Chain

Optimisation

Manual 

Management

Minimise costs to 

fulfill demand 

levels

Maximise Profit by 

optimising Volume 

& Value throughout 

the value chain

No Focus Volume Focus
Volume + Value

Focus

1

2

3

Evolution from supply chain to value chain optimisation



Whole of supply chain strategy…

Raw material 
PMC

production
Distribution Contractors Owners 

Controlling 

institution

Design 

architect 

Construction

•Focus on actions to reduce total value chain waste

•Innovation of design and production concepts

•Downstream integration/value chain restructuring

•Organize for construction

Intensified lobbying

Unique Value 

Proposition 

Holistic lobbying 

initiatives towards 

parties involved in 

the building process 

to promote concrete

Precast



Dost thou love life? 

Then do not squander time, 

for that the stuff life is made of.
Benjamin Franklin


