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160° Minimum temperature of plastic needed for vacuum forming

profit
mark in recent years, but lifted to
a $2.2 million loss for the 2013-14
financial year.
Nonetheless, Orthocell closed
its IPO oversubscribed in July,
with Australian Super Investments coming out as the largest
shareholder with 8.36 per cent.
At the time, managing director
Paul Anderson said the company
had received ‘fantastic’ support
from institutional and private
investors.
Meanwhile, nearly a decade
after spinning-out of the Telethon Child Health Institute and
listing on the ASX, Phylogica is
still struggling to make a profit
from its drug discoveries.
It has raised $42.2 million in
capital since incorporation but
has reported consistent losses.
Cumulative losses over the past
five years amount to $18.8 million, with the 2013-14 financial
year accounting for $3.3 million
of that.
The company reshuffled key
staff last year with co-founders
Paul Watt and Richard Hopkins
switching roles.
Dr Watt had been the company’s chief executive but moved
into Dr Hopkins’ role of chief
scientific officer in July last
year.
Phylogica’s annual report for
the 2013-14 financial year shows
Dr Watt received a salary package
totalling $377,268 for the year.
Dr Hopkins, in the chief executive role, received salary and
benefits worth $339,583, which
compared with Dr Watt’s remuneration of $450,227 during his
last year as chief executive.
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worth about $12
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has improved quality
and productivity.

TARGET: BCJ Plastics is growing business after a decision to provide niche products to select clients. Photo: Attila Csaszar
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OSBORNE Park-based BCJ Plastics has survived four decades
of change in the local manufacturing industry, but sales and
research manager Tim Hartung
said it was a move into boutique
production that helped the company flourish.

equipment, water tanks, boat
and vehicle parts and healthcare
products.
The plastic manufacturing
market is worth about $12 million
annually in Western Australia, Mr
Hartung estimates, with a dozen
firms competing for work.
About 80 per cent of BCJ’s
business is produced by vacuum

It’s relating with the customer
to show them what we can do, to
show them the materials … it starts
from an idea; I love that … that’s
the best part - Pat Bacskai
BCJ is one of many local
manufacturers to have moved
away from mass production and
embraced bespoke and smallscale services tailored to clients,
which in the case of the Osborne
Park-based business involves
manufacturing a variety of plastic goods, including playground

forming, a process that involves
heating plastic frames and then
using air pressure to mould the
plastic into the desired shape.
But local players face increased
competition from large-scale
producers in East Asia, which generally produce lower-cost goods at
a lower quality, Mr Hartung said.

The boutique route was a
smarter strategy than mass-production, he said.
“We used to be high production but also had the smaller
stuff, which really kept us in good
stead,” Mr Hartung told Business
News.
Technological advancement
has also helped the company
keep pace, with new materials
that don’t expand or contract
with temperature changes adding
to output and quality.
C o m p u te r
p r o g ra m m e d
machinery used for cutting also
improves quality, according to
production manager Pat Bacskai.
“It’s evolved from hand tools, a
saw and a band saw, which is basically what we started with, and
now the type of work we do is
completely different to what we
did 15 years ago or even 10 years
ago,” Mr Backsai said.
“Getting those machines has
brought business in, and the
quality assurance has really lifted
in the last 10 years.”
Mr Hartung said the slowing

WA’s
Leading
Precaster
design, manufacture & storage

economy had affected business,
particularly in the mining and
automotive manufacturing
sectors.
“Indirectly we did do a bit for
Toyota, Mitsubishi, and they’re all
just winding down now,” he said.
The business encourages its
employees to work closely with
customers and build relationships, which Mr Bacskai said was
a different strategy to that taken
by most of BCJ’s competitors.
“We can have everyone from
big clients, big companies, to an
old gentleman off the street who
wants a panel for his dog door,
or a uni student who’s trying to
design up something for a uni
project,” Mr Bacskai said.
“It starts from a piece of paper
or just a thought in their head,
they may not even have a size,
and (then) it’s relating with the
customer to show them what
we can do, to show them the
materials.
“It starts from an idea.
“I love that … that’s the best
part.”
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