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1 Survey Snapshots 
ALL 6 GRAZIERS want to improve animal production 

 
 
 
 
 
 
 

ALL 6 GRAZIERS wanted better production 
 
 
 
 
 
 
 
 
 
 
 
 
 

Source of skills to implement 
 

“Our own research and 
talking to other graziers so 
we could adapt to the 
environment of hotter 
summers that were 
happening.” 

“Consultants for 
benchmarking, specialist 
genetics and financial 
management skills…We 
made an attitude change 
when working with 
consultants to one of being 
business owners, rather 
than ringers.” 

“We had a dream and had a 
shot at it and it was a well-
researched risk. So were not 
frightened of taking a risk… 

Level of risk to change 
Rating Responses 

Not a risk at all 
1 2 

2 1 

3 2 

4 - 

5 - 

6 - 

7 
Very Risky 1 

 

Trialing is situation dependent 
“Because it is the breeder herd it would take 3 - 5 years to do the trials 
so we are doing all in the once change.” 

“Started with 600 young sheep and in the next 2 years built up 
numbers.” 

“Doing what I could with what was possible for paddock size.  The 
trialing gave a gauge of what feed we had ahead so we could estimate 
how long it would last.” 

“Began with what we had, 50 Merino ewes, and only bought a ram.” 

Service provider level of support or influence 

Assistance when making management change “Someone to visit to see our situation and talk about how 
a change could work for us.” 
“Contact with practical people doing what we want to do” 

“To get to talk to and visit someone who had White 
Dorper sheep.” 

“Provide contact/networks of others in the region e.g. 
anyone interested in the landscape.” 

“Information on technologies that make stock handling 
and property management easier e.g. drone water 
monitoring.” 

• Support to implement or trial a practice  
• Contact with others doing the practice now 
• Groups of graziers interested in the same topic 
• Information including on new ideas 
• Specialist support  

“To have someone who knows the area (i.e. who is doing which 
practices) and could pass us on to others doing the same thing and 
could discuss for example, the cost to do things.” 

 Sources of new ideas Past obstacles to new management change 
1 main grouping: 
Need to adapt ideas to the property situation 
• “Some ideas are for higher rainfall areas and we 
have to adapt to our situation. DAF have good 
ideas and have to sell them to us that they can be 
done in our situation 
• “Knowing what to do to adapt recommendations 
to our situation” 

GF Central Opportunity üOwn research  üPast obstacles  üNext problem to solve  üTheir situation  à Conversation starters 

0 2 4 6

Other
Land management

Business management
Animal production

Respondents

5 of 6 Own research for skills 

6 of 6 Own research        
for new ideas 

6 of 6 Animal production 

6 of 6 Better production “We are in a genetics production group where we learnt about 
what we wanted to do with the herd.” 
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2 Survey methodology 
The purpose for this survey was to provide information from their clients for the GrazingFutures 
Central region team to use to improve adoption of recommended practices.  

The qualitative surveying required a methodology which allowed the interviewees to provide 
their information in an in-depth way and to enable them to talk of their reasoning and what 
motivated their choices of response.  

Because it is data of each person’s experiences, a semi-structured discussion approach was 
taken to allow for the differences and similarities to be made apparent by the respondent.  

While this sample was just six (6) grazing business it can offer leads on topics chosen by the GF 
Central team as ones to inform their approaches supporting practice change in clients.  

Data analysis was done using grounded theory. 

3 Findings and interpretation 
The survey discussion done with these graziers from six (6) grazing businesses, was about one or 
more management practice changes made previously in their business, and the things that 
assisted them to make the change.  

A total of nine (9) graziers from the six (6) businesses, three couples and three individual graziers, 
were involved in the discussions.  

3.1 The change  

Area of management to change 

These graziers were asked to nominate the area of management they were wanting to 
improve (see Figure 1). 

Figure 1. Area of management graziers wanted to improve  

   

 

 

 

 

 

 

 

 

 

Figure 1 shows their main area for improvement was animal production where: 
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• Three (3) nominated only animal production,  
o Calving in heat and it was causing calf losses in very young calves 
o We were not controlled mating before and now we do 
o Introducing White Dorper rams to breed with the 50 Merino ewes still on the property 

when purchased. It was 2% of production then, now sheep and goats are 70% 
• One (1) nominated animal production, business and grazing land management (GLM) 

o We were in drought and totally destocked in 2015 and we were tired of buying 
cottonseed in winter to feed Merino ewes 

• One (1) nominated animal production and business  
o We are in a genetics production group where we learnt about what we wanted to 

do   
• One (1) animal production and GLM 

o Through regeneration of droughted pasture by introducing holistic grazing in a herd 
and rotating to improve pasture and increase moisture retention. 

Having six (6) businesses nominate animal production as their change is unsurprising as it is the 
centrepiece of their grazing businesses.  

Advantage/s intend with the changes 

Also unsurprisingly, the common advantage all six (6) businesses wanted was improvement in 
production level. (See Figure 2) 

Figure 2. Advantages graziers wanted for their business 

 

 

 

 

 

 

 

 

 

 

Some also selected additional advantages they intended including profit, environmental 
outcomes and time savings, for example: 

• Through improving the pastures by getting ‘the mob effect’ and longer spelling  
• Dorper sheep were better able to manage in drought conditions because they browse 

and graze 
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• Better calf survival by changing our calving date from the conventional January to 
August/September/October 

• Got out of having to shear the Merinos to decrease costs and because labour is difficult to 
get. We went to low maintenance Dorper sheep 

• Improving production by increasing reproduction rate while using younger bulls for faster 
genetic gain and culling heifers and cows without calves. Benching marking showed these 
changes were needed. 

Source of skills needed to change 

Graziers were offered four (4) options when asked to speak of where they got the skills they 
needed to make the change. The options were:  

• Other grazier/s   
• Service organisations e.g. DAF, DCQ, RCS, Agents etc.  
• Own research   
• Other 

Figure 3 shows the distribution of choices made by these businesses. 

Figure 3. Where graziers gained the skills needed for change 

 

 

 

 

 

 

 

 

 

 

The most frequent option chosen with five (5) of six (6) referencing it was their ‘Own research’. 
Three (3) of six explained that their observations of what was happening in their business was 
the prompt for the research e.g. “Skill in observing differences and questioning what we do 
now as a cause of the lack of regeneration.” And, “Our own research and talking to other 
graziers so we could adapt to the environment of hotter summers that were happening.” 

The grazier in only one (1) business said they got the skills they needed from a service provider 
and did so while acknowledging the service provider was one of “Multiple sources as we 
worked on the genetics of our cattle.” 
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Four (4) of six referred to other graziers however only one (1) did so directly in their comment 
here. Only a single mention of other graziers may be explained in some way through a survey 
item discussed later about the infrequency with which they use what other graziers tell them.  

The graziers in business and referenced their Own research and Others for acquiring skills, 
describe the network of input into their ideas and skills. Notably it also included an attitude 
change as to their place in the business. They said, “Consultants for benchmarking, specialist 
genetics and financial management skills…We made an attitude change from working with 
consultants to one of being business owners, rather than ringers.” 

Another business where they said “We are not ‘ask for help’ type people” they described their 
different roles in arriving at ideas and finding the skills. The description came together as one 
business partner does detailed research once the other identifies opportunities and sources of 
skills.  

In relation to the numbers who gain their skills through their Own research, it is of interest to note 
responses for a question that brought out the same response in another region. In 
GrazingFutures North’s on-property surveying graziers were asked which service providers they 
went to for information. In that region six (6) of eight (8) graziers said their own research was a 
‘step before’ contacting any service provider.  

Graziers in these businesses largely show they are well able to identify practices that need to 
change in their management. As well they describe the methods they used to decide how to 
make their change and where their skills came from to make their chosen change. The way 
they chose to gain the skills varied mostly beginning with their own research, then for some the 
use of consultants and for one (1) it was global networks, saying “My business partner wanted 
to talk with someone doing it…the first I found through my networks…was in the Mexican 
desert, followed by an ‘Holistic grazing’ Ted Talk.” 

The level of risk in the change 

When asked to rate the risk in making their change five (5) of six rated it 3 or less on the 7-point 
scale where 1= Not a risk at all; 7= Very risky. Table 1 shows the distribution of ratings including 
that one (1) rated it a 7 saying “Initially it dips then production goes up.” They added, “We do 
research to reduce the risk.” As well they noted that their business partner took some 
convincing to make change to controlled mating whereas for them, “I grew up with controlled 
mating on our family farm.”  

Others rating below 3 out of 7 said: 

• Based on our research decided to get some (meat sheep) as we heard Peter Whip say on 
radio that even at the lowest point, it is possible to find an opportunity. Moving out of Merino 
into meat sheep is our opportunity” 

• We do detailed research to avert risk 
• Risk was missing getting the cow back in calf. Risk was whether nutrition at joining time 

would be good enough for cows to cycle and get pregnant 
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• We had a dream and had a shot at it and it was a well-researched risk. So were not 
frightened of taking a risk even when we had a lot riding on getting things right. 

Table 1. How risky would making a change to your business? 

Rating Responses 

Not a risk at all 
1 2 

2 1 

3 2 

4 - 

5 - 

6 - 

7 
Very Risky 1 

It is clear that, when it came time to make their change, the majority did not view it as high 
risk. They explained that was the case as they prepared with good research and details of how 
to make the change and knew of and used the skills needed to do it. One described the 
reason for their low-level rating as “What did we have to lose? The only risk was to keep the 
White Dorpers inside our fences!” 

Scale of change to start 

Three (3) businesses replied ‘Yes’ when asked if they trialed their change. The other three (3) 
replied ‘No’ all of whom were making a breeding change. Their comments were similar and 
centered on the time lost to trailing this type of change “Because it is the breeder herd it would 
take 3 - 5 years to do the trials so we are doing it all at once.” 

Those trialing were making flock changes through breed types or a GLM change through type 
of grazing, in this case larger herd grazing and longer spelling.  An example of the sheep 
change was, “Started with 600 young sheep and in the next 2 years built up numbers.” For the 
GLM change it required significant fence and water infrastructure for a total change. For that 
reason they decided to begin by “Doing what I could with what was possible for paddock size.  
The trialing gave a gauge of what feed we had ahead so we could estimate how long it would 
last.” 

Of note in responses is that two (2) businesses began with a trial and did so without investing in 
infrastructure. They began with what was possible with what they had: 

• Did what I could with what was possible for paddock size (for the GLM change) 
• Began with what we had, 40 Merino ewes, and only bought a ram. And used an offset wire 

with the existing fence (for one of the breed change businesses in their sheep flock). 
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The responses show that for this group of graziers the decision to trial or not was largely 
dependent on the time a trial would require and the cost for such items as infrastructure. Two 
(2) made it possible to start the trial with as little cost a possible. That means that any risk is 
further decreased. Trialing is known to be a valuable tool for service delivery staff to have in 
mind when working on management changes with clients.   

Level of satisfaction with outcome 

 Five (5) of six rated this item (1= Not at all satisfied; 7= Very satisfied), with the sixth saying of 
their change to controlled mating “It is a recent change and don't know yet.  We will know the 
outcome in  3 - 6 months.” The two (2) others rated a 5 and a 6. 

Three (3) rated their satisfaction at 7 commenting for example, “Now get 80% calving when it 
was 60s. Most locals were skeptical of our approach and the owner said, "You better have this 
right". So, the pressure was on!” 

3.1.1 Summary 

All six (6) businesses made what was for them an animal production change. Similarly, they 
nominated improvement in production as their intention in making the change. Both of these 
are unsurprising as animal production and the level of production are central to the success of 
their grazing businesses. 

Graziers in these businesses largely show they are well able to identify practices that need to 
change in their management. As well they describe the methods they used to decide how to 
make their change and where their skills came from to make their chosen change. The way 
they chose to gain the skills varied mostly beginning with their own research, then for some the 
use of consultants and for one (1) it was global networks, saying “My business partner wanted 
to talk with someone doing it…the first I found through my networks was in the Mexican desert, 
followed by an ‘Holistic grazing’ Ted Talk.” 

The responses show that for this group of graziers, the decision to trial or not was largely 
dependent on the time a trial would require before the changes were completed and the 
cost for such items as infrastructure. The three (3) making breeding management changes did 
it with their whole breeding herd because of the time factor. Two (2) made it possible to start 
the trial sooner with as little cost a possible. Trialing is known to be a valuable tool for service 
delivery staff to have in mind when working on management changes with clients.  

All but one business rated the risk involved in the change low at less than 3 out of 7 explaining 
that their research and attention to detail in how to do it made such a rating realistic.  

In relation to level of satisfaction with the outcome three (3) rated it 7 out of 7 with two (2) 
rating 5 and 6. With each of the latter two their ratings comments show that for their changes 
they are satisfied with where they are too date.   
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3.2 The role or service providers 

Level of support or influence 

These graziers were asked this question ‘While the decision was yours, in what, IF ANY, way have 
the staff of service providers DAF, DCQ, RCS, Agents provided support or influenced what you 
did in (your change)? They were invited to choose one level on the 3-option scale of:  

� Very little  

� Sometimes  

� Often.  

Figure 4 shows the way graziers responded. They were also invited to comment.  

Figure 4. Level of support or influence from service providers 

 

 

 

 

 

 

 

 

 

With five (5) reporting ‘Very little’ and one (1) ‘Sometimes’ the overall data aligns logically with 
responses earlier when asked how they got the skills to make the change. The alignment then 
was ‘Own research’ reported by five (5) graziers and one (1) report getting their skills from 
‘Service organisations’.  

Comment included: 

• Our breeding consultants…and our research and experience were the support and 
influencers  

• None of them had any knowledge. We did use our interpretation of RCS (Resource 
Consulting Services) cell grazing for our situation 

• Most service providers only supported the conventional approach of calving in summer so 
the pasture on offer was better for the cow 

• We are not ask for help type people. I did the facts and figures and (business partner) did 
the budgets and maths. There would have been more mistakes if we hadn't had both  

• No support. For example, we had to find our own markets as agents were not interested in 
selling our type of sheep 
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• We had the desire to do the change but needed the data from DAF to get us over the line 
on starting the change. 

Some of these graziers sought support from service providers and found it not existent or of little 
value as shown in their comments. The responses show the majority of these graziers neither 
required nor received influence or support to make management change. One prefaced their 
response with “We are not ask for help type people.” 

In part their comments show service providers were unable to support them in their change 
often because the service provider thought differently about the change. Their response to 
that situation demonstrates the independence and sophistication of the processes they used 
to choose their change and then learn for themselves how to do it.  

The fact that three (3) report being very satisfied with the outcome of their change and two 
(2) others rate their outcome at 5 or 6 out of 7 for success to date, suggests these are changes 
service providers could do well to examine. What these grazier have done can be classified as 
grazier-led research and being different to conventional approaches also means it of 
importance to service providers to know about.  

Specific service provider support  

All but one (1) of these grazing businesses have worked with service providers previously. Those 
that have report working with one or more on this list: 

• DAF 
• DCQ (Desert Channels Queensland) 
• RCS 
• Agents  
• Bush Agribusiness 
• Consultants 

Figure 5. Service providers and current change 
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In relation to the change discussed in this survey only two (2) report using service providers. 
One (1) referenced DAF and MLA and another paid for services from Bush Agribusiness and 
breeding consultants. They spoke of the assistance they’d been provided with: 

• DAF provided information and field days (on the topic) and online there was information 
in FutureBeef and 1 on 1 services from DAF.  Information from MLA online and I'm on a Beef 
Research Committee  

• Bush Agribusiness and our breeding consultants provided theory for us on the breeding 
program. As well they connected us with those with experience in doing similar breeding 
projects for improved reproduction rates. 

3.2.1 Summary 

Five (5) of these businesses report service providers had ‘Very little’ influence nor did they 
provide support when making the change. It shows a similar response to how they got the skills 
to make the change which showed it was their ‘Own research’ that five (5) graziers said gave 
them the skills.  

Some of these graziers sought support from service providers and found it non-existent or of 
little value as shown in their comments. In part their comments show service providers were 
unable to support them in their change often because the service provider thought differently 
about the change.   

The fact that three (3) report being very satisfied with the outcome of their change and two 
(2) others rate their outcome at 5 or 6 out of 7 for success to date, suggests these are changes 
service provider could do well to examine.  

In relation to the change discussed in this survey only two (2) report using service providers. 
One (1) referenced DAF and MLA and another paid for services from Bush Agribusiness and 
breeding consultants. 

3.3 Ideas for use in management  

When asked from where do they get new management ideas, graziers in these six (6) 
businesses reported as shown in Figure 6. 

All report again that it is their own research and as well three (3) report business partners as a 
source of new ideas. Two (2) then each report they come from ‘Other graziers’, ‘Service 
providers’ and ‘Others’. 
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Figure 6. Sources of new management ideas 

 

 

 

 

 

 

 

 

 

 

Examples of how these graziers do research to decide what new ideas their business needs: 

• We have had to solve our own problems and find our own way to improving meat sheep 
production. There’s valid information on Internet e.g. NSW Local Land Services 
lls.nsw.gov.au called Growing, Grazing and Land.   

• Use my networks in RegenAG and Farmers for Climate Action.  Have done an RCS course 
some years ago 

• Do talk each day ourselves and use internet for research. We speak to local and away 
graziers - someone we know who's doing what we want to do e.g. we are looking at grain 
feeders and will talk to some graziers in other areas who feed stud cattle rather than ask a 
service provider 

• We do it through wanting profit for business where the business is not performing, we identify 
problems for ourselves and look for way to improve it. For us we gave data to Shannon 
Speight and Emma Black’s Blackbox analysis and used the results to focus on our next steps 

• We look at market trends for ourselves to watch and look where going and choose 
production that meets that trend.  

While all these graziers report doing their own research for ideas they also describe how they 
get other ideas to focus on. Their examples show a recurring theme that they seek inputs from 
outside their current frames of reference.  

As well they talk with other graziers about improvements to make to management. Some 
report doing so at least once a week, or once a month or three (3) or four (4) times a year. 
Some comments were: 

• Once in two (2) weeks is more usual 
• Best time is when their skills can be of value. Knowing where those people fit in and we 

look for who has the answers and seek them out 
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• At road parties, now the older neighbour is gone as he would only allow talk on Merino 
sheep for wool.  

With businesses partners, including family business partners, all report talking at least once per 
week with most saying they talk about improvements to make to management very 
regularly, for example: 

• This happens much of the time as we are working together 
• Daily while working together and we have a succession plan so our family is involved in the 

business 
• When doing water runs e.g. seeing cows and calves. 

Only some graziers in these six businesses are in community groups where other graziers are 
also. One is not in local groups, however, is in online groups with others in farming or grazing. 
Another is in a show committee and reported that “At first, we couldn't include our meat sheep 
as they have non-medullated fibres. Now we can have them on the grounds for the show 
provided they are quarantined away from Merinos!” Only the graziers in one (1) business 
reported being in a formal, production focused benchmarking group.  

In relation to how much these graziers say they end up using the ideas they hear from other 
graziers, three (3) report ‘Very little’ and the other three (3) report ‘Sometimes’. It suggests that 
the talking happens however they are selective about what they apply in their business. That 
is not an unexpected practice for the members of any professional network, to gather 
information and then decide if it has a place in their work. That is exemplified by one grazier 
who concluded their remarks explaining “We are running our own race.” 

One grazier explained how it happened for them saying, “We are in an older area and they 
mostly only do what they know. Most graziers won’t even set aside one paddock to try 
something!” 

Other comments were for example: 

• We adapt some ideas from other graziers however most are very traditional about grazing 
practices 

• When it relates to our situation 
• If it matches our needs 
• Select a few that are businesses whose philosophies align with ours and that I aspire to 

making this business like. We are running our own race. 

3.3.1 Summary 

All these graziers report doing their own research for ideas and they also describe how they 
get other ideas to focus on. Their examples show a recurring theme that they seek inputs from 
outside their current frames of reference. 

As well all six (6) talk with other graziers about improvements to make to management. They 
report doing so at a minimum of three (3) or four (4) times a year. 
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All report talking with businesses partners, including family business partners, at least once per 
week with most saying they talk about improvements to make to management very regularly 
while doing their work together.  

In relation to how much these graziers say they end up using the ideas they hear from other 
graziers, three (3) report ‘Very little’ and the other three (3) report ‘Sometimes’. It suggests that 
the talking happens however they know they will decide what they apply to their business. 

3.4 Decisions 

3.4.1 Management problems to solve soon 

All six (6) business do know which management problems they’d like to solve soon. They vary 
depending on individual business circumstances and that is shown in the items they provided 
in these responses: 

• Ways to provide shade to cattle. Putting in a bore to improve our water infrastructure and 
with land values now it may be a good investment 

• Main one is for weaning – what is the best time to calve successfully (at our higher calving 
rate) so mating can happen for cows without affecting weaning weight 

• Grazing management to regenerate pastures and I have exclusion fence concerns 
because dogs have kept kangaroos out and exclusion fences stop native animal 
movement e.g. echidnas can't migrate as the fences don’t allow them through 

• Less office work which is always increasing, for example we are organic and GLOBALG.A.P. 
Certification takes time to maintain and requires us to mark by 8 weeks to 12 weeks old with 
Numnuts. Our second one is wild dogs coming across grids on roads through our exclusion 
fence 

• How to prepare for drought. We follow climate information, but probabilities are difficult. 
Genetics and genomics and how do we adapt those for our situation. Adapting depends 
on the level of risk to start doing something different and lower risk is better for us 

• We need a truck as once we have got our sheep to grid specification we need to get them 
to market. We mouth and weight to fit on grid so we can ask for a premium price. So, we 
need our own truck and are not relying on others for transport or we can miss the premium. 
Next is a good loading ramp however for both things income must cover costs. 

The variety given does show a public service provider there can be opportunities to connect 
with graziers who currently use their services infrequently. It will involve staff in first prompting 
discussion then listening to understand the circumstances in which the business operates and 
then on to engage in topics relevant to the graziers and to their service organisaton.  

3.4.2 Past obstacles when taking on new management ideas 

When asked to provide two (2) or three (3) major obstacles they’d had when implementing a 
new management idea all six (6) identified at least one. 

The obstacles they refer to in their responses may be grouped as ‘The need to adapt the idea’, 
‘The requirement to negotiate’ and ‘Other items’. 
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The need to adapt the idea 

• Previously for genetics it meant sacrificing one or other of pregnancy rate or weaner 
weight. Step one is to get genetic base right first, then shift joining one month at a time. The 
risk is in getting time of joining wrong  

• Some ideas are for higher rainfall areas and we have to adapt to our situation. DAF have 
good ideas and have to sell them to us that they can be done in our situation 

• Knowing what to do to adapt recommendations to our situation 
• The distance to get to education on our ideas for the business is main one. 

The requirement to negotiate 

• Others in management team take longer to get on board but when they do they end up 
enthusiastic  

• A future goal is to have no dense Gidyea to decrease the dogs we have to control and for 
that we are talking to DNR about being able to thin dense Gidyea. 

Other items 

• Distance to go to buy stock such as rams, makes it is costly for freight    
• Money e.g. for exclusion fencing the ROI is 15 years which is not feasible for us. 

There have been obstacles previously for these grazing businesses when wanting to take on a 
new management idea. The obstacle most frequently mentioned is that of needing to adapt 
the idea to their business management situation. That is one that service providers can note as 
giving them leverage when working with grazing industry clients.  

3.4.3 Who for easy access assistance now 

Five (5) of these six businesses report they do currently have a person or organisation they can 
easily go to for additional assistance. Three (3) refer to ‘their networks’, one (1) to consultants 
and one (1) to DAF staff. The sixth said, “Not really. Really do it all by ourselves.” They had 
reported earlier that they were not ‘ask for help type people’. 

Others said: 

• Our own contacts and networks 
• Self for research and our own networks 
• DAF  
• Own networks 
• Consultants for business analysis, benchmarking and reproduction theory. 

One grazier made this statement and asked a question, “The biggest problem with innovations 
is finding the online place to do our research. Is it possible for all Australian agricultural sources 
to link their resources into one search engine?” 

For graziers in these businesses those who want assistance say they do have sources either in 
their own networks or in other ways. And it is notable that one (1) of the six does not seek 
additional assistance outside their management team.  
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3.4.4 Useful assistance when making a change 

In response to being asked what two (2) or three (3) things would provide useful assistance 
when making a management change for their properties all provided examples.  

In total the nine (9) graziers in the six (6) businesses gave 19 items and these could be listed into 
four (4) main categories in order of frequency of mention: 

Support to implement or trial a practice  

• How to implement the move to meat sheep  
• How to trial practices at a smaller scale  
• Support for trials on property of different management ideas 
• Someone to visit to see our situation and talk about how a change could work for us 
• If a service provider could see how to adapt the change to our property and give 

examples of others doing it successfully 
• To talk with someone who knows our situation and can say how to work up from what we've 

got rather than one big change. 

Contact with others doing the practice now 

• Contact with practical people doing what we want to do 
• Videos of case studies as we need to see things e.g. could be on their phone to show 

someone or can record and send to someone 
• To get to talk to and visit someone who had White Dorper sheep 
• Other graziers who do the practice.    

Groups with graziers interested in the same topic 

• We were part of the first group of 10 families who met for cluster fencing before the cluster 
program started. We were all thinking about doing it so worked together. Some fenced 
and some didn't as it helped us all to make our decision 

• Contact with other graziers for honest and authentic conversations and who show their 
figures on a practice, their highs and lows 

• Provide contact/networks of others in the region e.g. anyone interested in the landscape 
• To have someone who knows the area (i.e. who is doing which practices) and could pass 

us on to others doing the same thing who could discuss for example, the cost to do things. 

Information including on new ideas 

• Information on technologies that make stock handling and property management easier 
e.g. drone water monitoring 

• Provide information on alternative practices such as RegenAG 
• The gap in support for meat sheep…(that industry) is seriously under-resourced and needs 

to be filled for information and problem solving e.g. fertility issues   
• Provide updates on what is new/of interest to the cattle industry. 
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Specialist support 

• To model things for our situation first and find out what is the likely outcome.   

These graziers were readily able to identify assistance they’d find useful when introducing a 
new management practice in their business. Some did so in examples related directly to their 
production system such as “To get to talk to and visit someone who had White Dorper sheep” 
The four (4) main categories of assistance were: 

• Support to implement or trial a practice  
• Contact with others doing the practice now 
• Groups of graziers interested in the same topic 
• Information including on new ideas. 

The categories are listed in order from the most frequently mentioned to the least. In that way, 
and even with the smaller sample of six (6) grazing business, using frequency can provide an 
increased level of confidence in the data.  

It is also of interest to note that for a project that asked some similar questions of graziers in 30 
Burdekin businesses, four (4) of the five (5) categories were similar. The outlier was that there 
were fewer direct references made to the role of groups.   

As well, their capacity to identify what will assist them to adopt a new management practice 
is evident even though this group has previously said they largely do their own research and 
implementation. This suggests there is a clear role for service providers in promoting and 
assisting practice change if they choose to take it up. 

The categories of support are also of practical value to note for all service providers because 
these graziers say they are selective about going to advertised events. They suggest it is 
because such events are less likely to deliver what they want for their business. That may be a 
factor of the lack of depth or newness in the content or it may be that follow-up has not usually 
been available after events they have previously attended.  

They spoke about advertised events in response to being asked to rate ‘how much has your 
understanding and skills in management increased from the information and training events 
you have attended?’ The distribution of ratings is shown in Table 2 where the rating scale was 
1 to 7, where 1= Not much really; 7= Very much. 

That four (4) of the businesses rate the increase in their understanding and skills from events 
quite lowly at either 1 or 2 suggests that these graziers believe they have good reason for only 
selectively attending events.  
  



GrazingFutures CENTRAL On-Property Survey Report August 2021 

  

 

 
18 | P a g e  

  

 

Table 2. Increase in level of understanding and skills in management from information 
and training attended 

Rating Responses 

Not much really 
1 1 

2 3 

3 4 

4 - 

5 - 

6 1 

7 
Very much - 

They said:  

• Goat day was good. I turn off for BMP approaches. Needs to be about making a difference 
to a status quo which isn’t working 

• We go to GLM stuff where we always learn from some e.g. Jenny/Kate/Leanne are always 
interesting and have useful things. However Leading Sheep is not very welcoming to those 
with meat sheep 

• Usually adds to thoughts on topics e.g. Paddock walks to understand what is happening in 
pasture 

• Rarely as we only go to something specific for our business or if it’s on a neighbouring 
property. The choice is to recognise what it is worth to our business 

• Definitely do attend and the speakers at Barcoo Beef groups are good. I would like to have 
got to DCQ and smart farms 

• Do enjoy field days and I can get something from anyone however sometimes we end up 
swamped by unhelpful information. 

There was however an important caveat referred to in the discussions, it was that they will 
attend events of relevance to their grazing businesses. The inference that can be made is that 
for events that are currently of interest to graziers they will attract attendees. In inferring that it 
is of value to note that when a grazier from one or other of these businesses then ‘takes’ the 
information at the event for their use and wants to pursue it for their business, then support to 
implement or trial may well be expected by them too.  

Five (5) of these graziers could identify something new or different they’d tried to implement 
and which didn’t work out. Experiences of that type add depth to their already lived 
experience of managing a grazing business. And, while none of the ‘tried but failed to deliver’ 
items mentioned here caused a significant disruption to their businesses it will have informed 
their current thinking patterns in some form.  
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Examples of their explanations of what happened are: 

• Australian White rams which we had for 5 years. We fell for the gimmick of what they said 
however they don't fully shed their wool and it took 2 months longer to get weaners to 
weight. As well as being later maturing they were less sturdy and had fatty meat that tasted 
awful 

• Set stocking. It didn't work and the pasture was less able to rehabilitate itself after drought 
• More reluctant to take on agistment now and do shy away from it as it can bring problems   
• It does happen all the time but try not to get the big things wrong. One was low calving 

from reproduction diseases in bought-in heifers. What we did was put in place a system to 
make the most out of the situation 

• Trisulphan for pain relief in stock. Stopped it as it didn't work. Also, we stopped using EBVs 
with bulls as our cattle ended up looking ugly. 

3.4.5 Summary 

The graziers in this survey discussion each nominate at least one (1) problem they’d like to solve 
soon. That is valuable for a public service provider to note as it presents as an opportunity to 
connect with graziers who currently only infrequently use their services. It will involve staff in first 
prompting discussion then listening to understand the circumstances in which the business 
operates and then on to engage in topics relevant to the grazing business and their service 
organisaton. 

There have been obstacles previously for graziers in these grazing businesses when wanting to 
take on a new management idea. The obstacle most frequently mentioned is that of needing 
to adapt the idea to their business management situation. This obstacle is one that service 
providers can note as giving them leverage when working with grazing industry clients. It is 
shown by the fact that these graziers have faced obstacles that are in the remit of service 
providers to remedy. 

These graziers were readily able to identify assistance they’d find useful when introducing a 
new management practice in their business. The four (4) main categories of assistance were: 

• Support to implement or trial a practice  
• Contact with others doing the practice now 
• Groups of graziers interested in the same topic 
• Information including on new ideas. 

Their capacity to identify what will assist them to adopt a new management practice is evident 
even though this group has previously said they largely do their own research and 
implementation. This suggests there is a clear role for service providers in promoting and 
assisting practice change if they choose to take it up.  

The categories listed are in order from the most frequently mentioned to the least. Using 
frequency provides an increased level of confidence in the value of the data.  
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That four (4) of the businesses rate the increase in their understanding and skills when attending 
events quite lowly at either 1 or 2 suggests that these graziers believe they have good reason 
for only selectively attending events.  

The important caveat here was that they will attend events of relevance to their grazing 
businesses. While that infers they will attend events of interest it may also mean that if they take 
information from the event to implement they may expect support to do so. Such follow-up is 
the gamechanger available to service providers for getting practice change happening. 

Five (5) of these graziers could identify something new or different they’d tried to implement, 
and which didn’t work out. Experiences of that type adds depth to their already lived 
experience of managing a grazing business. And, while none of the ‘tried but failed to deliver’ 
items mentioned here caused a significant disruption to their businesses it will have informed 
their current thinking patterns in some form.  

3.5 Tips for GrazingFutures deliverers 

On occasions throughout the survey discussions some of these graziers made one-off extra 
comments that GrazingFutures staff may find useful. They are listed here in no particular order: 

• We will share information easily with other graziers who want to know how we did what 
we did however ‘whingers’ are not good to share with. 

• For presentations done in the field e.g. on property, and for technology events it would 
be good to have access to videos of sections of the events and available to others e.g. 
on FutureBeef. 

• DAF need to have husbandry officers with sheep experience who could tell others how 
to go into sheep or other small stock such as goats. Also, we had fertility issues and DAF 
couldn't assist as there were no extension officers with sheep experience and knowledge. 

• We gave data to Shannon Speight and Emma Black’s Blackbox analysis and used the 
results to focus on our next steps. 

• DAF could offer information and events on management that is more about adaptive 
and holistic practices for the agricultural systems. 

• Big gap in support for meat sheep and it is seriously under resourced which needs to be 
filled for information, problem solving (e.g. fertility issues) and how to implement.     

• For the future more videos to watch on topics we want to know about, and online 
discussion groups with people doing same as us. Also send a video before a field day so 
we know what will get out of it. 

 


