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liebe members 2018 nuffield success
Alana Hartley, Research Agronomist and Coordinator, Liebe Group

The Liebe Group are 
proud to announce that 
two of its members, 
Boyd Carter from Wubin 
and Dylan Hirsch of 
Latham, were awarded 
the $30,000 bursary, 
to fund a 16 week 
international study 
program on the subject 
of their choice.

On September 19th, 2017, the 24 Nuffield Scholarship award 
winners for 2018 were announced. Among them were five Western 
Australian’s from various growing regions across the state.

Liebe members Boyd Carter and Dylan Hirsch, 
winners of the 2018 Nuffield Scholarships

Next season, Boyd 
will be travelling 
to Canada, North 
America, Japan, and 
Europe, to investigate 
upcoming agricultural 
technologies and the 
emerging ‘robotic 

revolution’. Boyd will be speaking with technology companies and 
farmers’ across the globe who, are investing in the robotic revolution. 
With greater autonomy emerging in the agricultural sector Boyd also 
hopes to gain an understanding of how Australian growers can prepare 
themselves for this rapidly changing technology environment.
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Disclaimer: Any recommendations, suggestions or opinions in this publication do not necessarily represent the policy or 
views of the Liebe Group. No person should act on the basis of the contents of this publication without first obtaining specific 
independent professional advice. The Liebe Group will not be liable for any loss, damage, cost or expense incurred or arising 
by reason of any person using or relying on the information in this publication. Reproduction of articles is generally permitted, 
however, please seek approval from the Liebe Group before doing so.
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Bec McGregor, Executive Officer, Liebe Group
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NuFarm

Welcome to the Liebe Group October newsletter. September was a 
busy month for the Liebe Group holding our 20th Spring Field Day on 
Thursday 14th September with 125 in attendance. Despite the lower 
numbers and less than ideal seasonal conditions in 2017 the Spring 
Field Day was a great success with positive feedback from many 
attendees. We would like to thank our trial partners, volunteers, staff 
and trial site hosts, the Dodd family, for contributing to the success of 
the event. Thanks also to Event Partner, Elders Scholz Rural and our 
event supporter NACC. For a full event wrap up see page 5.  

On 19th – 22nd September the Liebe Group held a grower tour to the Esperance Region supported by GRDC 
through the Grower Advisory Grans Program. Attendees included 10 growers and 2 Liebe staff members 
who visited the region for a 4 day jam-packed tour. The tour included six farmer visits, two field walks to 
GRDC supported projects managed by SEPWA and DPIRD and visits to agribusiness partners, Esperance 
Quality Grains, CBH and Lucky Bay Brewing. The study tour gave growers the opportunity to learn about 
the diverse cropping rotations, farm business efficiency and precision agriculture systems of growers in 
the Esperance region. A full debrief can be viewed on page 13.

Also held on Tuesday 19th September was the “Bus About in your own Backyard” Women’s Bus Tour. 
The tour saw 18 local Liebe women tour the local region and visit diversified businesses including Wheatbelt 
Succulents, Moora Citrus, Western Wildflower Farm and Manavi Egg Farm. The tour was a great success 
and provided these local women with an opportunity to network and learn from other leading individuals 
and each other. This tour was supported by the Government of Western Australia – Department of Local 
Government and Communities through the Grants for Women Program. The Liebe Group would like to 
thank Clare Johnston, Elders Scholz Rural for being our bus driver and Holly Staton, Liebe Group Women’s 
Committee Member for assisting with the organisation and running of the day. Full details of the tour and 
photos can be found on page 9.

Through the Grants for Women Program the Liebe Group also has the opportunity to provide essential 
financial management support and training through our upcoming Farm Finances 101 and 102 workshops 
on 19th October and 7th December. The focus of these workshops has arisen through interest from the 
Liebe Women’s Field Day and Women’s Committee for upskilling and training in these topics. See page 3 
for the full details.
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SEPTEMBER GENERAL MEETING DEBRIEF 
Danielle Hipwell, Administration and Communications Officer, Liebe Group

MONDAY 4th SEPTEMBER 2017, DALWALLINU DISCOVERY CENTRE

• Strategic Plan Endorsement: The strategic plan has been endorsed by the Management Committee 
and will be distributed to Liebe Group members.

• Governance Review: The committee were updated on the initial needs assessment undertaken in 
August.

• Project Update: The committee were updated on the upcoming project opportunities with a collated 
list to be submitted at the October GM.

• 20th Anniversary Celebrations: The committee were debriefed on a successful 20th Anniversary 
Celebration. The anniversary video is now available on the Liebe Group website.
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LIEBE MEMBERS 2018 NUFFIELD SUCCESS CONT...
Alana Hartley, Research Agronomist and Coordinator, Liebe Group

Boyd has always had a keen interest in farming technologies and has recognised that many growers are 
not prepared for the changes ahead of them. Not only will be learning about the types of technology 
available to the agricultural industry, he will also be delving into the education process that is required 
for farmers to better prepare themselves for the future and, the social impact that automation will have 
on rural communities.

Dylan will also be travelling across the U.S., Canada, Europe and Australia, learning from both government 
and private sector, investigating Agricultural Financial Risk Management and insurance products. Dylan 
explained that there are three main profit drivers to Australian farming businesses, which farmers have 
varied levels of control over; how farmers manage themselves and their business, managing outside 
influences such as grain prices and, rainfall. The first two profit drivers Dylan says can be manage relatively 
easily however; rainfall implies the largest amount of risk to production and also lacks the financial support 
systems to offset the risk that rainfall imposes on farming systems in Australia. 

On his travels, Dylan hopes to meet with financial institutions that offer products and services such as 
Multi-peril crop insurance and, investigate how each product has been structured to manage the financial 
risk of the client along with, how other farmers around the world adopt and utilise these financial risk 
management products and services. He will also investigate the effectiveness of each product and identify 
the potential inefficiencies which lead to reduced uptake from farmers. Dylan hopes that by exploring these 
key areas of financial risk management elsewhere in the world, he and other Australian farmers alike, can 
help financial institutions improve or create products that are going to be beneficial to Australian farming 
businesses. 

Nuffield Farming Scholarships offer Australian farmers a unique opportunity to study the farming systems 
of the world; to promote a greater understanding of their chosen field of study and return home better 
equipped to recognise the opportunities within their own farming systems and adapt to the ever changing 
agricultural environment around them. For over 67 years, Nuffield has helped build the capacity of young 
agricultural leaders and drive industry innovation.

Congratulations to all the Nuffield Scholarship recipients and, to Boyd and Dylan on your studies in 2018.
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Alana Hartley, Research Agronomist and Coordinator, Liebe Group

SPRING FIELD DAY 2017

Control Traffic Farming, farm business diversity and variety performance, just some of the highlights at 
the 20th annual Liebe Spring Field Day

The much anticipated 2017 Spring Field Day kicked off on Thursday September 14th at the Dodd’s family 
property west of Buntine. 

The warm sunny start to the day provided the ideal climate for growers, students and industry partners 
to get out amongst the trials and listen to researchers discuss the aims and observations of their research 
work. The Spring Field Day included 15 trial sites including demonstrations and multiple marquee 
presentations. 

Key learnings from the event included dry season planning (assessing variety performance, herbicide 
management and crop nutrition), Control Traffic Farming (CTF), farm business diversity and the opportunity 
to network and learn from peers and industry professionals.

An opening address from Liebe Group Vice President, Alex Keamy, highlighted the groups strategic view 
for the next five years, along with the significance of the groups 20 year milestone to over 110 attendees. 
Alex reflected on some of the past research and the impact that such trial work has on the continual 
improvement of farm businesses throughout the Liebe region. This was supported by Liebe Group founding 
member and local Buntine farmer, Stuart McAlpine. Stuart shared with the group his recollections of 
the past, the success of the Liebe Groups relationships with industry partners to conduct relevant and 
applicable research and his vision for the future of the group. Following Alex and Stuart’s address, a 20th 
year video was shown to the group. It celebrated the strong history and presence of the group in the region 
and highlighted the reasons for the group’s success, paying homage to both growers and industry partners 
who have supported the group over the past 20 years.

With different varieties of barley, wheat, canola and lupin, the National Variety Trials attracted large 
numbers to assess the performance of each variety. While the dry season has impacted many crops around 
the region, growers were still able to critically assess and make note of which varieties included in the 
trial were able to perform under adverse conditions, with harvest results to compare yield, consistency in 
performance and suitability being eagerly awaited by all.

As well as the National Variety Trials, the day included trials such as canola time of sowing, pre-emergent 
herbicide control of Annual Ryegrass in wheat and canola, Nitrogen management strategies for current 
wheat varieties, fallow and fence-line weed management demonstrations, soil amelioration pit and, a 
spray demonstration including correct nozzle selection, water rate and pressure.

Robyn Cail presenting the story of Lucky 
Bay Brewing

Liebe members Stuart McAlpine and 
Boyd Carter with Ben Cole, WOA, and 
Stanley Yokwe, NACC

Cameron Syme, Limeburners, sharing 
his story with growers and partners
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SPRING FIELD DAY 2017 CONT...
Alana Hartley, Research Agronomist and Coordinator, Liebe Group

Showcasing over 20 varieties grown over the past century, the Historical wheat site was found to be the 
most popular demonstration for the day. The aim of the demonstration was to highlight the importance of 
plant breeding to the success of future farm productivity. Robin Wilson, Intergrain plant breeders, guided 
growers through each variety, discussing the genealogy and phenology, the importance of each individual 
variety to the industry at its time of release, and how he personally contributed to the breeding and naming 
of some of the varieties on display.

Nufarm’s fence line weed management trial was also a hot topic on the day. Steven Tilbrook, Nufarm 
field development officer guided two large groups of growers through various fence line brews, including 
Nufarm’s new Terrain product. Steven explained the efficacy of each brew whilst reinforcing the need to 
maintain fence line weeds for the purpose of resistance management.

Robin Wilson guiding growers through each variety at the Historical 
wheat site.

Steven Tilbrook guiding growers through various fence line 
brews

The always popular soil pit once again attracted large 
crowds and was facilitated by DPIRD Research Officer, 
Wayne Parker. The tillage demonstration showcased 
two machines in the Grizzly, implemented by Shaun 
Fitzsimons, Liebe Member and the Horsch Tiger which 
was kindly provided by AFGRI Dalwallinu. The soil pit 
enabled growers to see and understand the impact of 
amelioration on subsoil acidity through visual displays 
and explanation by Wayne.

Wayne Parker with growers at the ever popular soil pit.

In the marquee, growers were engrossed in thought 
provoking presentations around precision agriculture, 
micronutrient management and future farm 
diversification from a number of presenters including 
Ben Stewart from Farmanco. Ben helped growers 
understand how to easily set up their A-B lines correctly the first and only time, the implications of having 
multiple run lines and the degree of error between the various operating systems. A micronutrient panel 
facilitated by Alana Hartley, Liebe Groups research agronomist, included expert knowledge from David 
Cameron, Farmanco, James Easton, CSBP and Adriaan Dewaal, Soil Fertility Management. The panel aimed 
to introduce growers to how micronutrient deficiencies might affect crop yields as well as where and how 
growers might be able to identify deficiencies within their crops. While reinforcing the need for greater 
adoption of plant testing to help identify and make decisions around crop management, the panel also 
highlighted the need for further investigation into micronutrient deficiencies especially in low rainfall 
environments. 
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SPRING FIELD DAY 2017 CONT...
Alana Hartley, Research Agronomist and Coordinator, Liebe Group

Ben Cole from Wide Open Agriculture (WOA) spoke to the growers and industry partners about the 
exciting future of farm diversification and the benefits his programme has on the social, environmental 
and economic impacts in regional farming communities. Local Buntine grower Stuart McAlpine, is a non-
executive Director of WOA is a partner in Ben’s programme, which aims to optimise the use of our farming 
land, to include multiple enterprises, ultimately creating more on farm diversity, secure farm finances, 
greater food production, creation of jobs and healthier, happier rural communities.

Dalwallinu District High School students again attended the Liebe Group Spring Field Day for the third 
consecutive year. The students were engaged with the trial work, researchers and growers as they 
completed an “Amazing Race”. The day also focussed on careers in agriculture, where local agribusiness 
representatives spoke to the students about the career opportunities the local industry in Dalwallinu can 
offer both tertiary and apprenticeship based. 

To finish a great day of presentations, the Liebe Group invited special guest presenters Cameron Syme, 
Limeburners Distillery, and Robyn Cail from Lucky Bay Brewing to tell their stories about business success, 
challenges and their ongoing commitment to regional WA. Both were Buntine and Wubin locals in their 
early days, and many of the growers were pleased to have them back in the region for a special event such 
as the Liebe Spring Field Day. Starting the afternoon off with a success story, Cameron told the group the 
story that is Limeburners Distillery and why he chose to establish his business in Albany. Highlighting 
the benefits of his business to his rural community including job creation, tourism and access to pristine 
waters, grains and views; Cameron also placed emphasis on diversification for the purpose of adapting to 
supply and demand. The success of Limeburners Distillery has been noted worldwide and Spring Field Day 
participants were privileged to sample some of his award winning whisky and gin at the Spring Field Day 
sundowner.

Robyn Cail was the final presentation of the day and she 
spoke about the importance of supporting local farmers 
in a domestic market. Lucky Bay Brewing, located in 
Esperance, is a small business run by Robyn and her 
Partner Nigel Metz (SEPWA project officer). Explaining 
the marketing constraints placed on growers from the 
Esperance region, a region dominated heavily by the 
export of grain, Robyn spoke about the need to build 
a strong domestic market to provide growers with an 
alternative to sending their grain out of a port. With 
Nigel’s background as a project officer at SEPWA, Robyn 
told Liebe growers that this formed a strong foundation 
for the development of their brewery and the beer 
products. While their footprint on the domestic grains 
market is small in the Esperance region, their purpose 
and direction marries well with supporting local grain 

production to produce a local product. Both Robyn and Cameron’s presentations reiterated the importance 
of building WA agriculture into a strong reputable brand rather than just a bulk commodity.

The Liebe Group would like to thank all our trial partners, event sponsor Elder Scholz Rural and event 
supporter NACC. Thanks also to all of our volunteers and sponsors, including Diamond partners; CBH, 
RSM, Rabobank, AFGRI and CSBP, for contributing to a successful 2017 Liebe Group Spring Field Day.

See page 8 for a view of Spring Field Day from Main Trial Site Host, Mike Dodd.

Bec McGregor, Liebe Executive Officer, with students from 
Dalwallinu District High School
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Farewell to Deb

The Liebe Group would like to thank Deb Metcalf  for her involvement 
and commitment to the Liebe Group over the years in her various roles. 

Deb has been a member of the Women’s Committee since 2006 and 
has been Chair of the Committee for the last 6 years. Deb has also 
been a member of the Management Committee for the last 5 years 
and was recently a member of the Liebe Staff Team in 2017. Deb has 
stepped down from her role on the Committee’s but will be continuing 
her valued role as Project Manager of the Liebe Building. 

We thank Deb for her incredible commitment and passion to the Liebe 
Group and look forward to continuing to work with her as a valued 
member of the Liebe Group.

After being given the privilege of hosting the 2017 Liebe Trial site and therefor the Spring Field day, we 
made every effort possible to showcase the group in its 20th year. Sadly, the season didn’t allow us to 
present the site in a state that we certainly wished for at the early planning stages.  However, with the 
conditions out of our hands the Field Day went ahead and it was I think a great success yet again.

Each trial site and its presenters filled the day with plenty of discussion and there is always something 
new to learn. I must thank all the site co-ordinators and their companies for their ability and willingness 
to continue to support the group with their trials and I hope the platform and the membership forum that 
the Liebe Group provides is a return for effort.

The highlight of the day for me was from two former district residents in Cameron Syme and Robyn Cail 
talking on their stories behind Limeburner’s Distillery and Lucky Bay Brewery respectfully. It was a great 
insight into each operation and a great finish to the day sampling some of their products.

Congratulations and thank you to Alana Hartley as the Liebe Research Co-Ordinator and Agronomist for 
her hard work in monitoring and preparing the site during the year. Also to Bec McGregor and the rest of 
the staff, a fantastic team effort. As members we are very fortunate to be in such good hands. My final 
thanks go to Leighton Budge for his efforts and support to our farming business during my time away.

In closing I wish to ask all members to continue to think about potential research ideas. The group needs 
to be farmer driven and it is at times difficult for the R&D committee and the staff to present new ideas. 
The ones that may seem left field at the time may be something we are in search of.

Many thanks once again Mike Dodd

SPRING FIELD DAY FROM THE HOST
Mike Dodd, Main Trial Site Host 2017
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WOMEN'S BUS-ABOUT YOUR OWN BACKYARD TOUR
Danielle Hipwell, Administration and Communications Officer, Liebe Group

On Tuesday 19th September, the Liebe Group held a ”Bus-About your Own Backyard” tour with 18 women 
from the region attending. Funded by the Government of Western Australia through the Grants for Women 
Program, the aim of the tour was to provide women with a chance to network with, and learn from, local 
female leaders who are striving for innovation and economic independence within their own farming 
businesses. It was also designed to encourage women to actively participate and apply their learnings to 
their individual businesses and families, and within the local community. 

The day kicked off with a short drive to the home of Cathy Northover, owner of Wheatbelt Succulents, who 
spoke about how the nursery started. The group learnt about how Cathy started collecting succulents over 
10 years ago and how, soon after, she started propagating her plants from leaves and cuttings. The ladies 
on the tour had an array of questions for Cathy before wandering through the nursery to view the vast 
range of succulents on offer. Cathy’s business has worked well alongside their farming business as in the 
busy farming periods she can leave her succulents and come back to them later. Cathy explained that she 
aims to create and grow hardy plants that are well adapted to local conditions stating “I don’t want to sell 
stuff that’s not reliable”. Cathy hopes to expand her business in the future to include more varieties and to 
cater to for weddings and events.

Enjoying the presentation given by Cathy 
Northover, owner of Wheatbelt Succulents

The next stop on the bus-about tour was Moora Citrus 
where Liz Brennan, Marketing Manager, provided a 
morning tea of citrus cakes and oranges. Liz shared 
with the group the story of how Moora Citrus was 
established and how to this day the business 
continues to be passionate about providing fresh, 
locally grown produce. With 210 hectares of trees, 
the orchard is an innovative horticulture project 
that focuses on delivering fresh eating citrus into 
the local and global market across 8 months of 
each production year. They employ a diverse range 
of staff as well as participating in the Seasonal 
Worker Program, employing many individuals from 
Tonga for the last five years. Before leaving Moora 
Citrus, Liz showed the group the first trees that 
were planted in the orchard which kick-started the 
operation and the budding new growth which will 
become next year’s citrus crop.

Moora Citrus Marketing Manager Liz Brennan showing the 
ladies the first trees that were planted in the orchard.

Enjoying morning tea at Moora Citrus
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WOMEN'S BUS-ABOUT YOUR OWN BACKYARD TOUR CONT...
Danielle Hipwell, Administration and Communications Officer, Liebe Group

 A short bus ride found the group at the third stop, Western Wildflower Farm, run by the Tonkin family. 
Western Wildflower Farm has been in operation since 1975 when Rhonda Tonkin decided she wanted to 
contribute to the farming business by utilizing her own skills and interests instead of being the wife that 
would sit waiting for her husband to come home. Her love and passion for wild flowers then grew into a 
fulltime hobby and further into a successful business. They now employ 17 pickers to help fill a standing 
order to the eastern states twice a week as well as exporting to eleven different countries every year. 
Rhonda said that it took a “tad bit of hard work” but to this day she says her favourite part of her job is 
still going out into the bush every morning to pick the flowers. Following a quick tour and presentation the 
ladies enjoyed a three course lunch and short video of the farm produced by the Leyland Brothers before 
looking around the gift shop. It was a wonderful opportunity to see how far passion and hard work can 
take you.

The last stop for the day saw the group at Manavi Farm Pastured Eggs, 
owned and operated by Robyn and Lindsay Cousins. Starting 3 years 
ago, they have slowly increased their brood to over 2800 chickens 
ranging in age from day old to 18 months. Collecting approximately 
1000 eggs a day, Manavi Farm supplies a number of supermarkets in 
Perth as well as local supermarkets, bakeries and cafes with fresh 
eggs each week. The group were lucky enough to see the chickens that 
have just joined Manavi Farm as day old chicks where they are housed 
in a secure shipping container. Then it was off to the paddocks to see 
where the hens live in their mobile homes built by Lindsay and their 
son Tom. The hens are well guarded by two Mareema dogs, Bonnie 
and Thelma who protect them from foxes and other predators. After 
visiting the hens in their paddocks, the ladies enjoyed a wonderful 
selection of fruit, chocolate and cheese platters with a glass of 
champagne to celebrate the end of a successful tour and an enjoyable 
day.

By providing a tour around the local region, the Liebe Group were able 
to provide local women an opportunity to be inspired and learn from 
diverse and innovative businesses in their own backyards. This tour 
was all made possible with thanks to the Grants for Women Program, 
an initiative from the Government of Western Australia Department of 
Local Government and Communities. 

The Liebe Group would like to thank Cathy Northover, Liz Brennan, 
Rhonda Tonkin and Robyn Cousins for taking  the time to present to 
the group and share their unique stories; with a little bit of initiative 
and passion, anything is achievable. Thank you also to Clare Johnston, 
Elders Scholz Rural for driving the bus and to Holly Staton, Liebe 
Group Women’s Committee Member for helping plan the day and for 
providing a wonderful afternoon tea to end the  tour.

Photos top to bottom:  
- Rhonda Tonkin sharing the history of Western Wildflower Farm. 
- Liebe Treasurer Sophie Carlshausen with a day-old chick at Manavi Farm.
- Robyn Cousins showing the ladies where day-old chicks are housed.
- Liebe Group Women's Committee Member Holly Staton with                                 
   the wonderful spread of chocolate, cheese and fruit platters.
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INTRODUCTION TO MARKETPLACE 
Kate Dewar, Community Relations Advisor, CBH Group

In late October DailyGrain will introduce MarketPlace, its new trading platform.

Designed to give growers a say in the price they get for their wheat and give real market transparency, 
MarketPlace lets DailyGrain members view their inventory and offer parcels of grain to the market at a 
price they choose. Offers can be set with time validity options, e.g. end of day, good till cancelled, etc.

At the same time marketers and grain buyers post live bids. When a bid and an offer are matched, a trade 
is made, a confirmation is generated and the grain is automatically nominated before the details are sent 
to the buyer for payment. No mess, no fuss, no paperwork.

There are even analytics tools to help you determine what price to choose.

When you place your offer you’ll get to choose the buyers you are prepared to accept bids from. This lets 
you be sure you’re dealing with people you trust, under payment terms that suit you.

As with everything DailyGrain does, independence is maintained – no preference is given to one buyer 
over another.  The first buyer with a bid that matches your offer gets the trade – as long as they’re one of 
your chosen buyers.

MarketPlace offers zero transaction fees for growers and will be available to all DailyGrain members – 
Basic and Premium. Basic membership is also free for all growers with a CBH grower number.

Care has been taken to create an intuitive and simple platform that growers can readily adopt. Depending 
on uptake in year one, DailyGrain has plans to expand MarketPlaces' service offering next year – so watch 
this space.

Give your local CBH Business Relationship Manger a call today to discuss how MarketPlace 
can work for you and how you can get ready for it. Or call the DailyGrain team on 9416 6244.

Judy Snell, Director, RSM

THE IMPACT OF LOAN ACCOUNTS IN BUSINESS STRUCTURES ON 
YOUR ESTATE PLANNING CAN BE FAR REACHING

Have you considered all of your assets in preparing your Will? 
You’ve met with your Solicitor and have prepared your Will. You believe that your Will deals with all of 
your assets, particularly those important ones and just in case you’ve missed one you have advised that 
anything not specifically dealt with is left equally to your chosen nominated Beneficiaries.

What could go wrong?
Let’s look at the case of Ted, a Primary Producer.
Of course, these circumstances apply to anyone who owns a significant business asset which is not 
necessarily bequeathed equally to family members for a variety of reasons.

Ted is the senior  member of his family farming business and he currently controls, as  the Appointor  and 
Trustee, a land holding Trust, which holds all of the farm land. Over the course of many years the various 
bank loans taken out by the Trust, to purchase the land that it owns, have been fully repaid. These bank 
loan repayments have predominantly come from funds provided to the Trust by Ted via his drawings from 
the family’s farm Partnership and also from Trust distributions that have been made to Ted over many 
years, by this Trust, the funds of which Ted has left in the Trust. Effectively, Ted has become the Financier 
to the Trust, replacing the bank.
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Judy Snell, Director, RSM

THE IMPACT OF LOAN ACCOUNTS IN BUSINESS STRUCTURES ON 
YOUR ESTATE PLANNING CAN BE FAR REACHING CONT...

Although the land owned by the Trust is now worth considerably more than its original cost, the Trust 
still has debt, which is now in the form of a Beneficiary loan account to Ted. Whilst this is a liability to the 
Trust, it is an asset to Ted and in this example, a significant one, at $3m.  It’s also an asset that  he hasn’t  
considered when  preparing  his  Will.

Of Ted’s three children, only one is a farmer and a Partner in the farm Partnership, along with Ted’s wife. It’s 
Ted’s intention that upon his death, this child will get full control over the Trust and also get Ted’s equity 
in the Partnership. Ted’s Will provides for his wife and their other children via other non-farm assets.

Upon Ted’s passing there are no initial issues within the family or beyond. While the Solicitor is preparing 
the required Estate documents, the Trust’s annual financial statements are also being prepared and the 
question is raised as to whose name is to replace Ted’s in respect to Ted’s Beneficiary loan account held 
with the Trust.

In other words, who does the Trust now owe the $3m?

Upon review of the Will, the Solicitor advises that Ted’s Will did not specifically mention his Trust Beneficiary 
loan account but does leave any remaining, non-specified assets equally to his three children.  This would 
appear to include his Trust Beneficiary loan account.

In accordance with Ted’s will, the Farmer child will get control of the land holding Trust but it comes with 
an unexpected liability to the non-farm siblings of $2m.

Although the Trust holds more than sufficient farm land to sell and realise, after any tax liabilities, enough 
funds in order to payout the $2m, what does this mean to the Farmer child who is trying to operate the 
farm as Ted had planned?

Ted specifically wanted to keep the farm land intact and the operations without any further immediate 
debt. As noted earlier, this applies to any significant business asset owned by Ted whether it be a farm or 
anything else.

The sale of any Trust land, in order to payout the siblings, may cause operational issues for the farm. 
Further borrowings, either from the Bank or even from the non-farm siblings, may cause issues for the 
farm, such as unintended cash flow pressure.

All of these unintended consequences were not in Ted’s plans and highlight the importance when preparing 
your will of understanding what assets you have and in turn where you want them to go.

This issue can be managed and the unintended consequences averted if both the accountant and lawyer at 
the time of writing the will are in communication.  This could well be relevant to your situation and should 
be considered when you next talk to your lawyer and accountant.

Any queries please contact judy.snell@rsm.com.au
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Alana Hartley, Research Agronomist and Coordinator, Liebe Group

DIVERSIFICATION AND BUSINESS MANAGEMENT ARE KEY LEARNINGS 
FROM LIEBE ESPERANCE GROWER INNOVATION TOUR

Scale, efficiency and crop diversity were the key take home messages of the Liebe Group Esperance Grower 
Innovation Tour last week. 

Jointly funded by the GRDC’s Grower and Adviser Development program, and the touring growers 
themselves, the four day trip exposed Liebe members to the different farming systems and approach to 
business management through innovation; encouraging them to assess their own farming businesses 
beyond their current practice, to develop new opportunities and improve on farm efficiencies. 

Seeing different perspectives from growers on how to improve productivity and sustainability has sparked 
new ideas for the tour group to take home and trial. The group valued the opportunity to learn the inside 
workings of the farming businesses they visited, as well as gaining a greater understanding of the grain 
supply chain in the Esperance Port zone. 

"It was a great opportunity to interact with other innovative growers, both the ones we visited and those 
from our own region. It has given us a chance to look at our own enterprise with fresh eyes after seeing 
what others are doing," said Chris Kirby, Beacon.

The tour commenced in Salmon Gums where the tour group joined the North Mallee Farm Improvement 
Group Spring Field Day. Representatives of South East Premium Wheat Growers Association (SEPWA), 
Department of Primary Industries and Regional Development (DPIRD), agribusiness and host growers 
introduced the group to various pulse crops including, chick peas, vetch, field peas and faba beans. 

Ron Yates, DPIRD, provided Liebe members with some positive information about the future of legume 
inoculants, with the advent of a new acid tolerant inoculant strain which is currently being trialled on the 
acid sands closer to Esperance town.
 
“It would be interesting to see how legumes would go in our environment if this acid tolerant inoculant 
is to be a success. A profitable legume rotation would be valuable to our farming system,” said Michelle 
Kirby, Beacon.

Liebe Group grower members at Esperance Stone Henge.

Touring the region east of Salmon 
Gums provided an opportunity 
for the Liebe members to gain an 
understanding of the constraints 
to their farming system, noting 
that variety selection and crop 
rotation is key to the success.

Liebe members were impressed 
by the SEPWA large scale barley 
variety trials as well as the 
herbicide management systems 
being adopted where ryegrass 
resistance is becoming an issue 
across the Esperance region.

“Conducting more large scale 
trials will help us make links 
between trial work and common 
practice” Alex Keamy, Watheroo.
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Alana Hartley, Research Agronomist and Coordinator, Liebe Group

DIVERSIFICATION AND BUSINESS MANAGEMENT ARE KEY LEARNINGS 
FROM LIEBE ESPERANCE GROWER INNOVATION TOUR CONT...

They were also able to draw on the similarities of the region to their home farms including, seasonal 
pressures (warm finishes and frost risk) and the constant need for management of subsoil constraints.

“Implementing more in depth on-farm trials and demonstrations will help us measure the success of our 
decisions from those trials. It would be great to see the Liebe Group investigate the viability of other pulse 
crops through trials and demonstrations in our region,” one Liebe member explained.

Day two of the tour saw the group travel through Grass Patch and Scaddan, with the first stop of the day 
being a DPIRD and GRDC funded lentil variety trial. Lentils are providing Esperance growers with further 
diversity to their cropping rotations and a highly profitable crop. The Liebe members were impressed by 
the collaborative approach to the investigation of the marketability of the lentils and are keen to learn 
more about how a new crop type might be grown and marketed in their own region.

Day two also saw participants introduced to Scott Wandel where they learnt about how he was managing 
the effects of farming “new land” and the scale of his operation. This was echoed at Gavin Egan’s, where he 
and his son Brad spoke to the Liebe growers about their three pass (delve, deep rip and spade) amelioration 
of their soils to improve productivity.

Mic Fel’s explaining to Liebe member Alex Keamy, the difference between 
his crops sown with tines versus the Alpha Disc seeding machine.

Scale of operation and HR 
management became topical 
when visiting Mark Wandel. Full 
time staff are crucial to any farm 
operation and, Liebe members 
were enlightened when Mark 
explained the importance of all 
staff having a clear understanding 
of expectations, code of conduct 
and entrusting staff to manage 
his farming business to ensure 
efficiency. Systems have been 
put in place for delegation of 
general office duties through 
to in paddock operations. With 
skilled staff trained in multiple 
aspects of his farming operation, 
Mark is confident that he can 
focus on other areas of his 
business, with or without his 
presence required. 

Alex Keamy, Watheroo said he “realises that I need to put more trust into my staff and delegate the work 
load to create better efficiencies in my business and reduce the risk of things going wrong if I was unable 
to work”. 

Liebe members were also impressed by the scale of machinery used by Mark Wandel and other farmers in 
the Esperance region. A full Control Traffic Farming (CTF) system has been adopted and various innovative 
management practices such as shielded spraying on 750mm row spacings in faba beans and, chaff decks 
on all harvesting machines has allowed Mark to combat weed herbicide resistance and encourage greater 
crop competition.
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Alana Hartley, Research Agronomist and Coordinator, Liebe Group

DIVERSIFICATION AND BUSINESS MANAGEMENT ARE KEY LEARNINGS 
FROM LIEBE ESPERANCE GROWER INNOVATION TOUR CONT...

“It is incredible to see the thought process and the effort that has gone in to farm set up, to establish 
efficient farming operations. There is simplicity in what is a very complex system. It is something we 
struggle to implement effectively because of how our farms have been set up almost 100 years ago.” Steve 
Sawyer, Dalwallinu, referring to the setup of CTF and, laneway networks for movement of machinery 
around the farm.

Another highlight of the tour was visiting Neridup grower and innovator, Mic Fels, who discussed with the 
group his iPaddock Yield phone app and other machinery innovations. The app has been developed by Mic 
to help with critical decisions around yield and nitrogen management based on historical farm rainfall and 
yield data. 

Mic Fel’s invention, the Alpha Disc 
seeding unit which he has turned into a 
40 foot seeding machine.

With Mic’s background as an engineer, the Liebe members were keen 
to see his seeding invention, the Alpha Disc Seeder. The concept, 
design and implementation process proved to the growers that there 
is always room to improve, adapt and change the way we farm. Mic 
is a strong believer in conducting trials on his property to test his 
farming systems.
 
A similar view was expressed with a visit to Wittenoom Hills grower 
Chris Reichstein, where he too supported on farm demonstrations and 
trial work for the purpose of innovation, and continual improvement. 
Chris is also a firm believer in collaborative learning and discussed 
the outcomes of his Nuffield studies and the benefits of the shared 
learning experience. 

End point management and handling of grain is critical in the 
Esperance region. Liebe members had the privilege of being shown 
around Neil Wandel’s grain drying and handling facility, Esperance 
Quality Grains. Neil’s business is vital to the growers of the Esperance 
region, where management of high moisture grain at harvest can 
create complications for handling, storing and movement of grain 
both on farm and through the CBH network. The facility is able to 
receive, dry and move grain in a quick efficient manner, allowing 
growers to optimise on grain quality rather than run the risk of high 
moisture.

Liebe members were also shown the scope and opportunity that a 
local grains industry has when visiting local brewing business Lucky 
Bay Brewing.  The small brewery, run by SEPWA’s Nigel Metz and his 

partner Robyn Cail, uses local barley (both raw and malted) in their brewing process. While Lucky Bay 
Brewing only represents a small portion (only six tonne) of what the local industry is capable of, the 
future of end point marketing and business innovation is strong within the Esperance region. Many of the 
liebe members were inspired to think outside the box and assess the potential of their own region whilst 
enjoying some of the wonderful craft brews available at the Lucky Bay Brewery.

Although all were impressed, and a bit jealous, by the bumper season the region is having, tour participants 
recognised the challenges Esperance growers face such as; subsoil constraints (hard setting alkaline sodic 
clays), high input costs, limitations in market access due to isolation and, increasing complexity of business 
management including, but not limited to; staff, grain handling, weed herbicide resistance and financial 
management.
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Alana Hartley, Research Agronomist and Coodrdinator, Liebe Group

Shielded sprayer with 750mm wide shields.

Tour leader Alana Hartley said, while the tour explored different farming systems and business models 
and there were many similarities with issues common to growers in the Liebe region, it also built strong, 
lasting networks across WA that will be valuable into the future to both the participants and the Liebe 
Group.
 
Alana explains that “there is always value in growers learning from one another. While our farming systems 
might be vastly different, much has been learnt and many are considering the improvements they can 
make within their own farming business. Tours such as this one highlights how important it is for our 
growers to network both locally and nationally for the continual improvement of individual businesses 
which will ultimately create a stronger industry in the future”

DIVERSIFICATION AND BUSINESS MANAGEMENT ARE KEY LEARNINGS 
FROM LIEBE ESPERANCE GROWER INNOVATION TOUR CONT...

Liebe members in Mark Wandel's faba beans.

Liebe Members Chris and Michelle Kirby

Liebe Staff Alana Hartley and Rebecca 
Wallis



Liebe Group Newsletter I  OCTOBER 2017  I  Working together in Agriculture  I Page 17

Kiri Kerkmans, Rural Manager, Rabobank

A BETTER BARLEY PRIZE

Last year, Australia gained the 
title of ‘number one’ barley 
exporter in the world says senior 
grains and oilseeds analyst 
Cheryl Kalisch Gordon. Australia’s 
massive 2016/17 harvest created 
an exportable surplus of some 
nine million tonnes of barley. At 
the same time, exports from the 
traditional title holder, the EU, 
were down more than 20 per cent 
on the average for recent years.
 
“This catapulted Australia, 
accounting for over 32 per cent of 
global exports for the year, into 
first place,” she says. “But jump 
ahead 12 months and Australia 
will almost certainly lose this 
title in 2017/18.”

Reduced planting, average 
to low-yield prospects and 
buoyant domestic demand from 
the intensive feed sector will 
significantly reduce the available 
exportable surplus of barley 
from Australia this year, she says. 
Meanwhile, EU barley supply and 
exportable surplus are expected 
to recover somewhat.  

“Of course the real prize is in 
the prices received,” she says. 
“Global barley prices have 
been languishing in the same 
way wheat prices have. With 
continuing high availability of 
corn, soymeal and feed wheat, 
expectations are for global feed 
barley prices to continue to 
experience headwinds.”  

Malting barley – accounting for 
around 30 per cent of Australia’s 
barley exports (as malting barley 
and malt equivalent) – should 
however be a different story, 
based on the growth in beer 

consumption in over the past 
decade. 

“Demand growth has not, 
however, been from the likes of 
Australia, the US and Europe, 
where beer consumption has 
been falling,” she says. “Growth 
has been in Asia, especially 
China and more lately Vietnam, 
and in Brazil and Russia and this 
has countered falls elsewhere in 
the world.” 

That is, until recently. Dr 
Kalisch Gordon says global beer 
sales fell 1.3 per cent in 2016, 
consolidating a 0.5 per cent 
decline in 2015.  

“Slower economic growth, 
declining total alcohol 
consumption due to health 
concerns and government 
regulation, and substitution 
to wine, ciders and spirits are 
behind the decline,” she says.

‘Trading up’ to higher cost craft 
beers, but in lower volumes, 
is also a factor contributing 
to stagnating growth in beer 
volume consumption, she says. 
The effect of ‘trading up’ is 
however more nuanced in its 
effect on malt and malting barley 
demand. In mature markets, craft 
beer is becoming significant and 
this uses more malt per litre. 
Similarly, in some emerging 
markets, premiumisation means 
replacement of local brews (with 
little malt) with imports (that 
have more malt).  

“Put together with the slower 
economic growth, reduced 
alcohol consumption generally 
and substitution to other drinks, 

the outlook for growth in global 
beer, malt and malting barley 
is flat, but unlikely to decline,” 
she says. “While global malting 
barley prices may not face 
the headwinds of feed barley, 
tailwinds are light.”

Dr Kalisch Gordon says Australia’s 
considerably lower forecast 
exportable barley surplus this 
year will, however, play into the 
global price outlook and, on 
the home front, prices will be 
improved. 

“For those Australian farmers 
with barley to harvest in 2017/18, 
Australia relinquishing the title 
of ‘number one’ barley exporter 
will be easy to bear in exchange 
for improved prices,” she says. 

To find out more about other 
Rabobank research, contact 
Rabobank Dalwallinu on 08 9661 
0900.

Senior grains and oilseeds analyst 
Cheryl Kalisch Gordon
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Glen Riethmuller, Development Officer, Department of Primary Industries and Regional Development

MODIFY HEADERS TO OPTIMISE GRAIN HARVEST FROM SHORT CROPS

Options are available to assist 
grain growers who are facing 
the additional challenge of 
harvesting short crops this year.

With the start of harvest a matter 
of weeks away, the Department 
of Primary Industries and 
Regional Development has 
encouraged growers to prepare 
and, if required, modify their 
headers to capture as much grain 
as possible.

An estimated 20 to 30 per cent 
of crops in the northern and 
eastern parts of the northern and 
central grainbelt are expected to 
be sparse or low to the ground 
and difficult to harvest, due 
to delayed and below average 
rainfall during the growing 
season.

Department surveys around 
Merredin suggest that as much 
as 0.07 tonnes per hectare of 
wheat could be lost at harvest 
and 0.3t/ha of lupins as a result 
of short crops.

Development officer Glen 
Riethmuller said significant grain 
loss could occur at the front 
of the header, if heads or pods 
were mechanically dislodged 
from plants before  entering the 
header.

Mr Riethmuller said the key to 
maximising harvested grain 
was to ensure a quick, clean 
cut to pick up and clear low cut 
material.

“It is important the knives are 
sharp and that the knife section 
hold-down clips are adjusted 
to provide no more than a two 
millimetre clearance so the knife 
cuts at the bottom of the knife 
guard,” he said.

“Extension fingers that extend 
forward from the knife may 
also be useful to help catch cut 
material on conventional open 
front headers.”

Mr Riethmuller said attaching 
rigid black plastic to the finger 
tine reel was a cost effective 
and easy way to help feed cut 
material into the front of the 
header.

“Black Corflute® is available 
commercially or online and 
should be cut to size to extend 
down evenly to the knife,” he 
said.

“It is important the ribs run 
down the reel fingers for added 
strength and to place it on every 
second section going around 
the reel, to prevent the harvest 
driver’s eyes from following the 
motion, resulting in headaches 
or fatigue.”

Other modifications include 
attaching an air reel to blow 
short material clear of the knife 
back into the table auger or belt, 
or attaching a Vibra-mat® on tin 
fronts.

Mr Riethmuller said threshing 
patchy crops could also be 
difficult, particularly for canola.

“There is a risk that the wind 
from the cleaning sieves can 
throw grain out or result in dirty 
grain when plant material is fed 
through unevenly and the flow is 
low,” he said.

“An option to mitigate this risk is 
to set the harvest to a low wind 
flow and then clean the grain 
with a high flow seed cleaner.”

An article on How to successfully 
harvest short, patchy crops is 
available on the department’s 
2017 growing season resources 
webpage along with other 
helpful information to navigate 
the 2017 season.

Reprinted with permission from "How 
to successfully harvest short, patchy 
crops" by Glen Riethmuller, 2017.

DPIRD development officer Glen 
Riethmuller with an example of black 
plastic attached to a finger tine reel, 
which helps feed cut material from low 
crops into the front of the header to 
reduce grain loss.
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BEST BET MANAGEMENT OF AMELIORATED NON-WETTING SOILS FOR 
THE GERALDTON PORT ZONE

Alana Hartley, Research Agronomist and Coordinator, Liebe Group

Earlier in 2017, the Liebe Group undertook a literature review, investigating the current understanding and 
knowledge gaps relating to the management of ameliorated non-wetting soils in the Northern Agricultural 
Region (NAR) and the wider Western Australian farming landscape.

The literature review aimed to provide an overview of growers current understanding of the impact newly 
adopted tillage practices has on the removal of the non-wetting layer and the availability of nutrients in 
an ameliorated soil profile.

Currently, the impact of non-wetting soils to the production capacity of Western Australian (WA) crops 
is costing WA growers an estimated $250 million and approximately $68.8 million just in the NAR. This 
value represents over 6.9 million hectares of productive land which is at moderate risk of becoming water 
repellent and 3.3 million hectares in the NAR which is considered at high risk.

Over the years, farmers have adopted many practices, with various levels of success, which are aimed at 
reducing the impact of water repellence. This includes; furrow sowing, use of soil surfactants and wetting 
agents, addition of clay rich subsoil and more recently, the use of deep cultivation through complete or 
partial inversion of the soil using a mouldboard plough, rotary spader or one way disc plough.

The adoption of such cultivation methods, to ameliorate the non-wetting layer, has also altered the 
physical, nutritional and, biological aspects of the soil profile which promotes root growth and exploration, 
biological activity and soil moisture storage.  Where growers have adopted a method of deep cultivation 
and soil inversion, for the purpose of removing the non-wetting soil layer, it has been identified by the 
literature review, that there is great variability in crop nutrition due to the aggressive soil mixing or 
inversion.

The literature review also identified that current research efforts for the management of soil and crop 
nutrition post amelioration, is only in its infancy. As a result of the literature review, three trial sites have 
been established across the NAR to gain an understanding of the short to medium term effects of practices 
such as mouldboard ploughing and spading has on nutrient availability. 

Each trial site has been selected to reflect the key areas of research priority identified by the literature 
review. Sites were to have been identified by the grower as having limited production due to non-wetting  
and, has been subjected to a cultivation practice to ameliorate the non-wetting layer. The culltivation 
practice was to have been adopted at least two years prior to the establishment of the trial site, to avoid 
the initial “flush” of nutrients which occurs immediately after cultivation. 

Management of nitrogen and potassium has been highlighted as a key recommendation in the literature 
review and, trial treatments will provide a platform to enable growers and industry partners assess the 
suitability of current soil testing and reporting methods, nutrient application methods (granular, foliar, 
banded and top-dressed) and, the influence of cultivation on the availability of these two nutrients.
For the full literature review and key findings please visit our website.

This project GRDC LIE00010 – Best bet management of ameliorated non-wetting soils for the Geraldton 
port zones is supported by GRDC through the Regional Cropping Solutions Network (RCSN).
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VALUE OF SOIL TESTING
Mitchell Hutton, Area Manager Dalwallinu, CSBP

The 2017 season has been a very interesting and challenging year, with a very dry start and soft mild finish. 
This has provided many challenges to growers. Management has been tough with delayed germinations 
both crops and weeds, paddock coverage has been variable and establishing pastures has been near on 
impossible. Unfortunately there is very little we can do about the rainfall. Thankfully majority of the area 
recently has had healthy rains which will help fill out grain, increase yield and improve grain quality. Even 
though this year has been tough it is important to look forward to 2018.

Many growers will have plenty of questions regarding the 2017 season and how that affects their business 
moving forward. To investigate these questions we need to source reliable information to make informed 
decisions moving into 2018. Crop nutrition is a major factor in growing a productive crop, however it 
comes at a large expense and farming is a high risk business. So we need to manage that risk by ensuring 
we do not outlay too many dollars upfront but whilst providing enough to maximise our returns in the 
chance of an above average year. In order to get that balance right we need to source good information and 
find specific solutions that will suit your business. That is where a solid soil testing program can provide 
value to the business.

If we are going to soil test it is important we manage the data collection process carefully to ensure what 
we gather is reliable. This is why CSBP have developed our SamplePro APP and our Fertview program. 
These programs reduce human error and increase the quality of the data.

The second challenge is interpretation. Once we have gathered good reliable data we need to figure out 
what that means for your business. CSBP has a vast amount of resources to interpret the data. Our staff 
have decades of experience and CSBP conducts more than 40 local field trials around the state every year, 
to get local data to calibrate our NULogic model. Our model provides tailored recommendations based on 
our West Australian conditions.

The third and final challenge is finding a 
product that will suit your requirements. CSBP 
locally manufacture our products so they 
are specifically suited to our West Australian 
conditions whilst maintaining a high level 
of quality. CSBP provides over 160 different 
products; this allows us to manage the variation 
in your farming business.

At the end of the day to make good decisions 
we need good information. Contact your local 
CSBP area manager and we will be more than 
happy to come out and organise a soil testing 
program for the 2018 season.
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MANAGING 2018 FERTILISER INPUTS FOR THE NORTHERN AND 
EASTERN AG REGIONS AFTER LOW OR NO GRAIN PRODUCTION. 

Bill Campbell, Agronomist, Farmanco

Managing fertiliser inputs and expenditure in 2018 will be important for cash flow requirements in areas 
of low or no grain production. There will a range of financial outcomes this season in the Northern and 
Eastern regions that needs to be a disciplined approach to planning next year’s fertiliser strategy. You 
should first understand the order of importance of each nutrient for production and ensure the biggest 
bang for your dollar. Phosphorus is king, then Potassium, Nitrogen, Sulphur & trace elements. Get the 
macros in the right order and you will be 90% there. 

With failed crops and crops that haven’t emerged on heavier soils types there will still be remaining 
fertiliser that can be ‘tapped’ into. RTK guidance accuracy allowing sowing back into the row will give early 
access in walm moist soils. Lower levels of starter compound fertiliser can be possible in these situations 
work where good basil levels of soil nutrients. To make sure the right amounts of nutrients are being 
applied, soil testing is a must. Sampling to a depth of 0-10 cm gives the most accurate measurement of 
Phosphorus, Potassium, and Sulphur levels. Deeper sampling will help understand sub soil constraints 
(pH, Al) along with Potassium, Sulphur & Nitrogen levels further down the profile. Where crops have not 
emerged, or have been desiccated early it is important to soil test the sowing row as well as the interrow 
so that can capitalise on the remaining nutrition. Make sure results are interpreted by local models (for 
example Nulogic, Summit, Landmark).
 
Heavily frosted crops in 2016 will have areas with little nutrient removal with grain. Nitrogen from harvested 
(and non-harvested) crops will not become available until late in the 2017 season, with most becoming 
available in 2018. Soil testing and careful nitrogen budgeting will be important in 2018 as frosted areas 
with low removals could allow for lower in season nitrogen applications based on 2016 harvest yield maps 
for zoning. 

Know what fertiliser products are going to fit your operation, not only the cost per hectare but handling & 
logistics. For example, Agstar (with whatever nitrogen source) is always going to cost more than MAP (plus 
nitrogen) or DAP per hectare. When working out what rates of fertiliser based on removal, use your 5 -10 
year rolling crop averages as production is rainfall limited.

Once rates and products are worked out, determine what strategy should you undertake to manage the 
risk? This will differ depending on your rainfall and risk profile. You must always get the Phosphorus right 
at seeding, even applying low rates is OK if you have good P levels - spatial distribution isn’t a problem. 
You do not need a lot of nitrogen early for cereals and canola, wait until there is some confidence in the 
season. The timing for nitrogen is between 4-8 weeks after seeding for granules and out to 10 weeks with 
liquids. With canola, there is a greater ability to play the season nitrogen wise, up to 20% flowering so it 
doesn’t have to be too early, understanding that it still must have adequate nutrition all the way through. 

Potassium can also be applied post - out to 10 weeks after sowing for an economic return. Trace elements 
can be foliar applied zinc early, copper later - usually around late tillering. With Sulphur, data suggests 
that there is little response unless soil levels are very poor or if there are specific crop requirements such 
as canola. All commonly used compound fertilisers contain sulphur which is generally adequate.

In summary get the Phosphorus right at seeding and play the season with other nutrients as the season 
progresses with acuminated grower season rainfall using water use efficiency numbers.

In the drier regions, many growers still have some compound fertiliser on hand. With the season being the 
driest ‘growing season’ rainfall to August has meant there has been little or no top-up nitrogen applications 
so this is still farm. Any fertiliser on hand is a valuable asset for the 2018. As discussed, basic products 
like MAP, DAP, Agras types, MOP, Urea provide the most cost-effective form of nutrients. Fertiliser prices 
currently are at a very low pricing point. When purchasing fertiliser, always only compare prices if you get 
a firm quote and always compare apples with apples. 
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MANAGING 2018 FERTILISER INPUTS FOR THE NORTHERN AND 
EASTERN AG REGIONS AFTER LOW OR NO GRAIN PRODUCTION CONT... 

With careful planning, nutrient auditing, stock taking of chemical and fertiliser on hand it is possible to 
manage cash flow requirements for next years’ cropping program. 

Summary

• Knowing nutrients status after a low production year is critical so soil test on the sowing row and within 
the interrow where crops have failed.

• Fertilise to your 5-10 year crop average, as the 2018 season progresses, use water use efficiency numbers 
for yield estimation for top-up nutrition requirements.

• Basic products like MAP, DAP, Agras types, MOP, Urea provide the most cost-effective form of nutrients.

• With careful planning, nutrient auditing, and fertiliser on hand it is possible to manage cash flow 
requirements.

Bill Campbell, Agronomist, Farmanco

Farm Finances 102
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FARM DECISION MAKING #3 - PEOPLE
Grain & Graze Program and Grains Research and Development Corporation

The Liebe Group will be including snippets of information from the publication 'Farm Decision Making 
- The interaction of personality, farm business and risk to make more informed decisions'. This book 
is a collation of insights and experiences from the Grain and Graze Program, based on four important 
concepts to assist farmers and advisors to make good, informed decisions. This book can be obtained 
from the Liebe Group office, and we invite you to request a free copy - it is worth the read.

People
Farming is more than a business. While profits drive business, life is not all about profit. This is especially 
so for the majority of people involved in Australian agriculture. Farming defines who we are.

Agriculture is an industry based around people, with farms traditionally being family affairs, commonly 
inter-generational and set in a context of a close community. As such the emotional and social connection 
tends to be strong, with decisions that protect or enhance the people aspects of farming often over-riding 
technological advances that may be available. These connections extend to a range of people, whether it 
be family members on the same farm, relationships with neighbours, banks or business suppliers.

Beliefs and values
Beliefs are ideas that a person holds to be true and are willing to defend. They can be based on ‘facts’ or 
faith and are acquired from a range of sources including formal education, experience, peers and cultural 
surroundings (e.g. religion, upbringing). 

Some beliefs enable us to advance our lives and others hold us back from achieving our dreams and goals. 
Once they are brought from the subconscious, a decision can be made if they are supporting or hindering 
us and a choice made to retain or change them.

Consider the example of two farmers interested in purchasing a neighbouring property. One may believe 
that the neighbouring property is worth more because it’s right next door and that debt is a necessary aspect 
of running a business. These beliefs may lead to a higher price being offered than the other neighbour who 
believes equity must be kept above 90%. Different beliefs can lead to very different outcomes.

Farming families often hold common beliefs that have been passed down from one generation to the next. 
They could be referred to as the unwritten rules of how the family operates e.g. the eldest son gets the 
homestead or “we are a cropping family so don’t entertain the idea of having livestock”. For these rules to 
have become beliefs they generally have served the family well over a period of time. This means they are 
often hard to change.

Beliefs are commonly not questioned but are taken as a ‘given’ by the family members. It is often new 
partners coming into a family business who identify these and question them, sometimes leading to 
friction. This is also a common problem encountered in succession planning where family members will 
have different beliefs about what is fair and equitable in relation to how the assets should be divided 
amongst family members.

However good decision making requires beliefs to be surfaced and questioned and not avoided, so they 
support the family business in its decision making rather than hindering it.

Values are things that are important to you and are shaped from our beliefs. They are developed early in 
our lives, they influence our outlook on the world (our attitude) and the decisions we make.
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Values are usually subconscious and we don’t know what our values are unless we spend time thinking 
about them and how they may influence our decision making. It is possible to examine your values, to 
tease out what they mean, how they play out in your life and how they influence the decisions you make.

It is not only important to understand your values, but to understand that values are shaped by our beliefs 
and underpin our attitudes and behaviours.

Values will have different meanings for different people. For example, Family is a common value held by 
many people, but for women their belief around Family is commonly “I must be there for, and nurture my 
family”. For men it often means “I must provide for my family.” The couple in this example share the value 
of family, they just interpret the meaning of value differently which results in a different set of actions.

Corporate businesses identify the values they want to underpin their business decisions and culture. 
Where this is working well you will see people ‘walk the talk’, making business decisions based on the 
clearly identified values. As farming businesses, we often don’t share our values, they remain assumed. 
This can create serious problems and lasting resentment.

If our values and beliefs are challenged or questioned we often feel uncomfortable and sometimes 
threatened. It can make us ‘switch off’ and not listen properly because we don’t want to hear what is being 
said. When questioning values and beliefs, it is important to provide time to allow people to work through 
any differences.

Personal goals
We all have personal aspirations and dreams, the thing we would like to achieve or do in our lifetime. 
These are our goals. Goals are simply the things that can be described as “I want to …”. They often float 
around in our heads and we don’t articulate them to the other members of our farming family, business 
associates or financiers. Sometimes our beliefs will even stop us from admitting them to ourselves.

The culture of many farming businesses has been one of not setting and sharing goals. We often blame the 
uncertainty of farming for this, “It’s too hard to plan because I don’t know what the season will be like.” 
But it will also depend on your family of origin, how you communicate as a family and whether there is a 
culture listening with an open mind.

When goals are not shared or achieved, people can become resentful and depressed. If the other members 
of the business don’t know what’s important to the individuals in a business, how can they assist and 
support you in achieving your dreams?

Knowing what people want and working towards achieving this makes for a happier workplace. Good 
businesses ensure the goals of all members of the family business are understood and shared.

Think about your own goals and dreams. What is it that you would like to do in the remainder of your life? 
Believe it or not the chances of achieving your goals increases by writing them down and by sharing them 
with other people.

Some of the common values we could expect to encounter amongst farming populations are around:
• Family
• Community
• Loyalty
• Independence
• Working outdoors
• Growing products that feed and clothe people.
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Emotion
We are all emotional beings. Our memories are linked to emotion and so are our past experiences. The 
decisions we make are influenced by our emotions at the time. Given the same information, we will make 
different decisions when we are angry or stressed compared to when we are relaxed and calm.

Research has shown we often seek a logical explanation to justify why we have made a decision driven 
by emotion. That spur of the moment emotional decision is justified by ‘good’ reason at some later date.

Negative emotions can result in a limited search for new alternatives and a less vigilant use of information. 
Daniel Kahnemann, a social researcher from Princeton University, says the pain of loss is twice as great 
as the pleasure of an equivalent gain. This means we will go out of our way to avoid the loss or negative 
results because of the way it makes us feel. Considering this premise, are past emotional losses holding 
the business back because of the fear of another loss?

On the other hand, positive emotions can increase problem solving abilities and result in a better extraction 
and use of information. 

Failure to recognise emotions in decision making will result in poor decisions or decisions being made 
while in the ‘wrong frame of mind’. The outcomes of such decisions can be profound, long lasting and lead 
to regret.

To reduce the risk of making emotional decisions when in the wrong frame of mind, try
one or more of these tricks:
Use the 10/10/10 rule
Think about the decision in terms of:
• How will you feel 10 minutes from now?
• How will you feel 10 months from now
• How will you feel 10 years from now?

Buy some time
When faced with a big decision sleep on it. Things often become clearer over time.

Distance yourself
With distance we can see more clearly the important components of the issue we are facing.
• Ask yourself “What advice would I give my best friend in this situation?”
Use experience to picture the outcome
• Name the emotion you are feeling, express it aloud.
• Consider what has caused that particular emotional response.
• Ask yourself:
 »» When have you experienced a similar decision and what was the outcome? or;
 »» When have you experienced this emotion when making a decision, what links are there to this  
      situation? What was the outcome of that decision?
• Then you can consider the value of this emotion to the current situation, give yourself some space to 
work through the emotions and then come back to the decision.
Managing change
Change is hard. We naturally resist change and whether we like it or not, change brings with it an emotional 
cycle, the grief cycle. Sometimes we can move through this very quickly and not even be aware that it is 
happening. At other times we will get stuck in the process somewhere along the way.
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Everyone has some degree of difficulty in facing change. It is often associated with a period of mourning 
— be it loss, negotiations in a given situation, or the need to adapt or accept a new situation.

The first reaction is usually emotional; “I don’t want to do that!”. If you’re the one making the change, this 
emotional cycle is much simpler because you have already accepted the decision. We are often excited by 
the opportunity and wonder why others don’t jump on board and get excited too.

If you’re the object of a change, the one destined to receive the ‘benefits’ of change, then your immediate 
reaction is commonly resistance because you don’t expect it or want it.

Depending on the type of change, the following reactions are common:
• Distortions of perception: “Did he say what I think he said?”
• Recalling previous experience: “Do you remember the last time they did this?”
• Fear of the unknown: “How will this affect me?”
• Need for knowledge: “Must I relearn everything again?”

It can take time to adapt or accept a new situation or circumstance. When we present people with new 
data, new information and new ways of doing things we are asking them to undergo change.

Change won’t be accepted until a good deal of effort has been expended on working through the emotional 
aspects of the change and not just the logical reasons. What’s worse is that until these efforts have been 
made, people who resist change will expend effort strengthening their own resistance. Involving people 
from the outset in change processes is the best way to create lasting change.

FARM DECISION MAKING #3 - PEOPLE CONT...
Grain & Graze Program and Grains Research and Development Corporation

GREAT DEEP RIP OFF BY THE MULLEWA DRYLAND FARMERS' 
INITIATIVE

Wayne Parker and Bindi Isbister, DAFWA

Four days after the ripping demonstrations took place the site was assessed for breakout and
paddock surface finish. The following breakout profiles give an indication of how deep each ripper is
working and the volume of soil broken out.

Depth of ripping is dependent on tine length, soil type, strength of soil, and tractor horsepower.
Other considerations include traction, trash flow and soil moisture conditions. To achieve the
optimal balance between depth and area ripped it is important to assess ripping depth and make the
required adjustments on the ripper or tractor as conditions vary.

Soil breakout is dependent on many factors including; spacing of tines, point size and shape, depth
of ripping, soil type and moisture conditions. All of these things influence the shape and volume of
loose soil after the ripping pass. The breakout profile of a single tine forms a basic ‘V’ shape. The
width of the ‘V’ can be influenced by the width of the point at the base of the tine. A wider point
produces a ‘V’ with a wider base and effectively shatters more soil allowing tines to be spaced
further apart. The amount of draft, and required horsepower are related to the width of points and
spacing of tines. Irrespective of manufacturer it is possible to manipulate each of these to give the
required ripping results.
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A P P  o f  t h e  m o n t h
The lambing planner

The lambing planner 
brings together best 
practice guidelines in 
one easy-to-use tool.

Made possible by the 
Department of Primary 
Industries and Regional 
Development's Sheep 
Industry Business Innovation 
Project (SIBI), the lambing 
planner allows you to change 
a lambing date or a joining 
date while also being able 
to see the impact of those 
dates on other key times 
in the reproductive year.

Key management operations 
that make up the breeding 
cycle are clearly set out 
which provides you with 
information on ewe and ram 
nutrition, condition score 
targets at different stages and 
reproductive management. 

The lambing planner also 
features a short best-
pracitce guide for lambing 
all at your fingertips.

Available for both 
Android and iOS.

GREAT DEEP RIP OFF BY THE MULLEWA DRYLAND FARMERS' 
INITIATIVE CONT...

Rollers are important for the finish of soil surface. They firm and level 
the surface to enable sowing depth control and good establishment. 
The influence of the roller is largely design and weight specific. The 
roller is required to break clods that emerge to the surface and level 
inter-row ridges left by the tines. Rollers also impact the stubble cover 
that remains which is an important consideration for erosion risk 
particularly on sandy soils. There were a number of rollers present at
the demonstration, some an integral part of the machine others an 
attachment. Images of the resulting soil surface are included in this 
document.

Before ripping one of the most important considerations is how the 
paddock is going to be sown.
Deep ripping does leave the paddock very soft and seeding implements 
are vulnerable to sinking and sowing too deep. Combined with the 
recompaction that occurs within the first pass, a large investment 
in the soil can become redundant within 12 months. The value of 
deep ripping is in the number of years of yield response from one rip. 
Controlled traffic needs to be considered as part of any deep ripping 
system to minimise re-compaction and increase the longevity of the 
benefit.

Further information on deep ripping and controlled traffic can be 
found here;
Developing a controlled traffic (tramline) farming system 
https://agric.wa.gov.au/n/105
Deep ripping for soil compaction https://agric.wa.gov.au/n/94

Wayne Parker and Bindi Isbister, DAFWA
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Event Date Location

Liebe Farm Finance 101 19th October Performing Arts Room at the 
Dalwallinu Discovery Centre

Christmas Drinks TBC December TBC


