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1 Survey Snapshots 
This survey comprised 6 graziers known to have made practice changes and were selected by GF staff. 

Who for advice or information when making a change? 

 

What more could service providers do to 
support change? (in order) 
1 Provide information e.g. Provide new info on 
management topics.  
2 Provide event follow-up e.g. On-site visits to 
do follow-up on recommended management 
practices i.e. how to do it for our situation 
3 Area specific topics e.g. Keep it (events) area 
specific i.e. relevant to our area  
4 Contact with other graziers using a practice 
now e.g. Graziers already doing it now - electric 
exclusion fencing, goats 
5 Funding support e.g. Provide funding as an 
incentive to assist graziers to do the new 
practices suggest suggested at field days 

6 out of 6graziers 

rate business 
management 

very important. 

Business Management 
• Comparative information of tools for businesses so graziers can 
make choices of suitable packages, “To have someone delve deeper 
into the programs that are available to compare different package” 
e.g. Xero 
• Some know they are yet to fully utilize the information in their BAS 
to understand more about the position of their business, “BAS 
preparation would be good to get the gist of where we are at in the 
business costs and returns.” 

6 out of 6graziers  

would like more 
training or support in 

business 
management skills.  

Business Management Challenges  
• ”Knowing our debt risk as we need to be 
able to service debt in the drought as it is the 
worst time “ 
• ”Time it takes to do office work” 
• ”WH&S because of not knowing the rules 
and obligations. We need to know how to 
break those down to suit family-owned rural 
businesses” 

Business Support Needed 
• “For doing budgets and managing finances they could provide 
templates or use those MLA has available.” 
• “Provide information on the technologies that are available today and 
are relevant in drought e.g. water monitoring.” 
• “Because there will always be another drought and we are still 
learning about how the different land types react, it would be good to 
know more about what happens to the different country types in 
drought times.” 

Drought Preparedness 
3 of 6 graziers rate themselves well prepared 

3 of 6 graziers rate themselves poorly or not at all prepared 

“Quilpie business group came from knowing that 
in drought we need to do office work faster and 
get out to do property work too” 

5 of 6 graziers want to do more to prepare for future droughts e.g. 

“Better water infrastructure e.g. artesian bore for when we have a water drought” 
“Forage budgeting training to assess our feed situation and fencing for smaller paddocks to utilise the available feed” 

 Graziers’ thoughts on early weaning 

 
“If we didn’t early wean, we would’ve lost cows and their calves” 

Experiences of early weaning 
 

All but one grazing business believe early 
weaning ‘Important’ or ‘Very important’.  
 

The one business rating it ‘Slightly 
important “Do not intend to wean early 
and feed calves because when we early 
weaned, we ended up with runty 
cattle…even though we fed a premixed 
ration.” 

What else would graziers like to know about early weaning? 
• “Would like information on other techniques of supplementary feeding early to calves and how much it costs” 
• “How to maintain condition of the calves - what their nutrition requirements are”  
• “Calculators to know what is financially practical so weaning early doesn't create debt” 
• “What are suitable supplements and what are the costs and benefits we can realistically expect with feeding 

early weaned calves” 
• “All the pros and cons on when to do it and what they need for feed and to hear what other graziers say on it” 
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2 Executive Summary 

All up 11 graziers from the six (6) properties joined in the survey discussions. These graziers all 

reflected on practice change they’d made and the resources they’d used when considering 

the change and then in making the change. 

Resources used in making management changes 

When considering a change all six (6) use websites and three (3) use Facebook. When making 

the change websites and Facebook again featured as did:   

 Sheep Connect (TAS) for support funding available, to seek something similar in 

Queensland, and business management  

 MLA for Excel spreadsheets for finance 

 ATO for tax information 

 Graziers doing it now. 

It is of interest to note three (3) used financial resources from MLA, ATO and Sheep Connect 

when actually making the change. 

Graziers from four (4) of the six businesses are in groups with other graziers and it is clear that 

they talk about management with their peers in the community groups. Again interestingly, 

they do not however always report it being especially useful. In contrast those in the groups 

that focus formally on management do use the information from that group.  

Services that to support practice change 

Six categories of services could be identified when clustering the collective responses of the 11 

graziers to the question of what could service providers do to assist in practice change.  

The most frequently mentioned was providing information. A number of topics are suggested 

such as ‘new management information’ and ‘new technologies’. These two exemplify that the 

most frequently mentioned descriptor with information was that it be ‘new’. 

Next were the categories of Area specific topics, because of their local relevance, and Follow-

up on-property to support implementation. One suggestion was that with some topics, such as 

supplementation, phone follow-up could be sufficient.  

Following those next was providing contacts with graziers already doing a recommended 

practice as a means of learning from someone doing it already.  

Workshops were mentioned as a suitable way to provide information on business financial 

management and record keeping. 

Of particular note was the emphasis placed providing follow-up and on making the topics 

relevant to the locality. 

Business management 

Recognition of the primary importance of business management to business success was a 

constant with this group of graziers. As well all are looking for additional business management 
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skills as they know they have challenges not the least of which is finding the time to do their 

financial management.  

Half of this group are confident their business is not being held back by business management 

constraints, “Nothing of special note considering we have a system of business management 

in place now.” That proportion suggests at least 50% would benefit from support in applying 

business management skills to their enterprise. 

Again, follow-up is referred to as valuable for them to transition the practice into use in their 

business. 

Drought preparedness 

Fifty percent (50%) of these grazing businesses rate themselves as ill-prepared for drought. That 

knowledge from even this small sample of graziers provides a direction for GrazingFutures to 

pursue. One theme of interest from these graziers if financial management for debt 

management and a second is being able to do financial management as quickly to allow for 

other work. 

Asking these 11 graziers about what service provider support will assist them to better prepare 

for drought has not directly added activities to the list of services these graziers want as support.  

The responses demonstrate useful things already being delivered. Examples are the Women of 

Wealth (WOW) group activities and the ConnectAg financial management practices which 

also provided needed social events.  

If there is an addition to be considered it is a theme referred a number of times in other sections 

and raised once in the drought discussion. It is post activity follow-up to support graziers to put 

in place what service providers present in project activities.  

Themes are evident in the practices graziers believe critical to their being prepared for future 

drought. They are largely the same as ones they aspire to act further on to be better prepared. 

The themes relate to better assessment and control of standing feed supplies, growing feed 

and developing infrastructure.  

Early weaning 

While graziers from all six properties know about what early weaning is/means, it appears only 

three (3) do it confidently and successfully. It suggests there is scope for GrazingFutures to 

provide information that is currently lacking in graziers’ knowledge of early weaning as a 

management tool.  

The two main topics where graziers are seeking support are supplements known to work to 

keep the animal growing and to know about costs before beginning feeding.  

As well and equally importantly, other responses from this sample of graziers contains regular 

reference to follow-up which here is to implement early weaning management. This can be 

thought of in relation to failures in early weaning such as ‘runty’ or ‘woody’ calves described 

by two (2) of these graziers. Their responses to not early wean again show their experiences 
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have led to dis-adoption of early weaning as a drought management strategy. Suitable follow-

up could be the game-changer in those circumstances. 

3 Survey methodology 

The purpose for this survey was to provide information from their clients for the GrazingFutures 

South region team to use to improve adoption of recommended practices. All three core 

collaborator organisations contributed to the design of the survey. 

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 core 

collaborators as ones to inform their approaches supporting practice change in clients.  

Data analysis was done using grounded theory.  

4 Findings and interpretations 

For this group of six grazing businesses, three (3) were done with the family couples owning and 

managing the business. One (1) was done with the family couple and a son and a further two  

(2) were individuals representing the management group involved in the decision making for 

the business. All up 11 graziers joined in the survey discussions. 

4.1 Sources of support when changing practice 

4.1.1 Service provider support in changes 

It is informative to know the sources graziers use when considering or implementing a practice 

change. The responses confirm that changes are being made and that the activities of core 

collaborators are supporting them to do so.  

In this open choice item graziers from all six businesses responded, and their choices of sources 

are shown in Figure 1. 

The most frequently mentioned were other graziers with two-thirds saying they are a source for 

when changing practices. Second most mentioned was Queensland Rural and Industry 

Development Authority (QRIDA) and was noted by four (4) grazing businesses. They are a 

source of development funding. QRIDA representatives attended multiple events across South 

region including some run by ConnectAg, ‘Information on what support funding is available 

e.g. ConnectAg is good for what's available from RFCs, QRIDA etc.’ 

GrazingFutures collaborating team organisations, Department of Agriculture and Fisheries 

(DAF), Southern Queensland Landscapes (SQL) and ConnectAg, are each mentioned by a 

third of graziers as is the private provider Resources Consulting Services (RCS).  
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Three service providers known to operate in the region were not selected by graziers in this 

sample.  
 
Figure 1. Service providers approached for advice and information when graziers were 
deciding on making a change or actually putting it in place. 
 

 

Three (3) ‘Other’ service providers were added by graziers. Two (2) report using for specialised 

services. Two (2) report doing their own research on topics related to practice change: 

 Accountant who does financial advice etc as well as tax and provides records we use in 

decision making 

 We do much of our own research by going to specialists on a topic or graziers who are 

already doing it 

 Read articles on topics of interest. 

4.1.2 Type of assistance provided 

Graziers gave examples of what service providers did to support their change. All refer in the 

first instance to ‘information’ on the topic of the change, and on the ‘what’ and ‘how’ of doing 

it.  

 Information on what to do and how to do it e.g. DAF told us of the need to map for tree 

clearing applications and of a consultant who could do the mapping  

 Provided templates for business management  

 Gave us local knowledge on management e.g. information on what supplementation is 

needed in this area as we arrived only recently 

 Provided financial information 
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 They provided information on management and the skills to put the management ideas 

into place. The assistance was information in a presentation in a workshop but they gave 

no follow-up. We didn't need it in the end for the feeding we did 

 Provided information on how to implement what we wanted to set up e.g. surveyed for 

right area for our spreader bank and water ponding; They provided funding for the work. 

Graziers from all six businesses report using Websites when considering making a change and 

seeking information about it. Sites referred to are FutureBeef, Leading Sheep, MLA, AgForce as 

well as Google searching by topic with one giving the example ‘Earth moving sites on how to 

make spreader banks etc’. 

Half of the six use Facebook with RegenAg, AgForce, and ConnectAg each being referenced.  

Two (2) other sources when considering change include apps for mapping fence lines and 

webinars on goats.  

When they progress to making a practice change most of the already mentioned resources 

are again reported with additions of:   

 Sheep Connect (TAS) for support funding available, to seek something similar in 

Queensland, and for business management  

 Elders  

 Maia Grazing  

 MLA for goat information 

 MLA for Excel spreadsheets for finance 

 ATO for tax information 

 Graziers doing it now 

Of interest to note are the three (3) who used financial resources from MLA, ATO and Sheep 

Connect when actually making the change. 

There is one reference to contacting graziers already doing the practice change they want, 

as a source of change.   

4.1.3 Support from groups including graziers 

Four (4) of the six (6) are in groups where other graziers are too. One such group is Women of 

Wealth (WOW). It was mentioned in this way by one grazier, ‘I’m in the Women of Wealth 

group, it’s for bookkeeping and office activities. Some of us started this group as we were 

sharing problems we had in the office and reckon others would have them too. Caitlyn asks, 

‘What do you want?’ and she gets presenters e.g. Excel by ConnectAg; SQ Landscapes for 

mapping.’ 

In total, four of the six are in the groups with other graziers including community groups such as 

for campdrafting and ICPA where there is sometimes talk on management topics. Two report 

being in the WOW group. Half the group report talking ‘Sometimes’ of property management 

and the other half report the talking as happening ‘Often’. The ‘Often’ included two in the 
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WOW, with one qualifying the reason for talking of business, ‘Because it is about business 

management.’ 

Those not in groups both reported making time to talk to other graziers about management 

saying: 

 We do talk with graziers and SQL a lot, but we are not in groups 

 I do have a couple of mates in farming and one has been to RCS and uses many of their 

ideas and he tells me about what he's learned. 

Four (4) spoke specifically about the the information they get from other graziers talking and 

not always finding useful. One described it in this way, ‘Locals share information on 

management ideas and we are relatively new to the area so it is useful to hear what they say 

however we don't always find it useful.’ A second said, ‘We rarely use what they say.’ 

4.1.4 Summary 

When asked about the role of service providers in sourcing information when considering and 

making management changes, graziers are able to point to those they have used in both 

stages.  

Interestingly there are a number of additional sources mentioned for ‘making the 

management change’, and one of those is a service provider for the sheep industry in 

Tasmania. 

Also of interest is the fact that three (3) use resources provided online to add to their tools for 

financial management.  

Graziers from four (4) of these businesses are in groups with other graziers and it is clear that 

they talk about management with their peers in the community groups. Again interestingly, 

they do not however always report it being especially useful. In contrast those in the groups 

that focus formally on management do report using the information from that group.  

4.2 Service provider support  

4.2.1 Types of support  

Graziers from all six properties responded to the question asking for two or three things DAF, SQ 

Landscapes, ConnectAg or other service providers, could do other than workshops to assist 

with management change. All provided at least two (2) items.  

The items are clustered as categories with similar items to enable the type of service to become 

apparent and to show examples they gave for that cluster.  

Several of these graziers report not going to events that are not of specific interest to their 

business. One said it like this, ‘We are selective about going to events and only go to topics of 

interest to our business.’ The one proviso given was usually to do with when it’s at a neighbour’s 

and then wanting to support it. 
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4.2.2 Categories of support 

Provide information 

 Provide new information on management topics  

 Provide information on new technology  

 Keep us up to date on new research results 

 Information on what support funding is available e.g. ConnectAg is good for what's 

available from RFCs, QRIDA etc   

 RFCs and QRIDA information and when they present could do more than say what's in their 

brochure. They could explain more of what they offer and what it involves the producer in 

doing to access their service 

 Making us aware of what's happening e.g. freeholding information from AgForce 

 More information on erosion mitigation and water spreading etc i.e. new ideas. 

Provide follow-up 

 RFCs and QRIDA… to then do follow-up with those who want to do something with them  

 Follow-up on everything that is presented and not just in an email e.g. for events like the 

fodder supplement workshop - at least phone to ask is there anything else we can do to 

add value to what you got at the event? There may be a role for social media in doing the 

follow-up for some graziers  

 On-site visits to do follow-up on recommended management practices i.e. how to do it for 

our situation. 

Area specific topics 

 Keep it (events) area specific i.e. relevant to our area  

 Provide information and skills on integrated systems for data collection and record keeping 

for decision making so it is a once only input for office, the sheep yards and shearing 

shed…and it is available wherever it is needed 

 Examples of specific topics that locals say are relevant particularly as more sheep and 

goats return following exclusion fencing are: 

o Low stress stock handling – it has changed what we do – I didn't think I needed it, 

and now my life and animals are now better off  

o Shearing training to provide for expected shearer shortages…including mentorship 

for skills, diet, fitness and to include follow-up to solve problems they (trainees) had 

with shearing skills or working relationships with others in the shed 

o Wool classing as owner classer training to teach graziers about their sheep and 

wool 

o Sheep classing e.g. AWI have a trainer available 

o More…on erosion mitigation and water spreading etc. 

Other graziers using a practice now 

 Other graziers doing it e.g. electric exclusion fencing 
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 Others who are already doing it e.g. goats 

Funding support  

 Petition for support/funds from local government for exclusion fencing as there is not local 

funding available.  In this inland area we are segregated from the funding support given 

to reef graziers. Also, help with getting support to gain management skills/knowledge to 

make improvements in our management e.g. funds to attend RCS courses and assistance 

with completing applications for funding grants     

 Provide funding as an incentive to assist graziers to do the new practices suggested at field 

days. 

Workshops 

 Workshops are good e.g. Record keeping workshop led to my changing a lot of how I do 

our business management so information was available for decision making and I didn't 

need additional follow-up as I could use the templates and processes they presented.  

Other topics – these came from the one business 

 “Suicide in young men is happening around here’.  

o When asked what can be done to lower the number? The response was, ‘A woman 

ConnectAg brought to the area was good as she related to men and it would be 

good to have her on a program when men present’.   

 ‘Succession planning is not happening and is needed so changes can be made in 

management.’ When prompted with the question, What might be useful in helping 

succession planning to happen? 

o The response by a business partner was, ‘One approach may be to let older 

generations know that succession planning can mean they will still be provided for 

and that the younger generations can make a property they will be proud of and 

that the property can be kept in the family and not sold and they will (continue to) 

benefit.’ 

 ‘Bryson, who is working for Feds, has twice said he'd send us some information and we’ve 

got nothing from him.’ 

4.2.3 Summary 

Six categories of services could be identified when clustering the collective responses of the 11 

graziers.  

The most frequently mentioned was ‘Provide information’. A number of topics are suggested 

such as ‘new management information’ and ‘new technologies’. These two exemplify that the 

most frequently mentioned descriptor with information was that it be ‘new’. 

Next were the categories of ‘Area specific topics’, because of their local relevance, and 

‘Follow-up on-property’ to support implementation. One suggestion was that with some topics, 

such as supplementation, phone follow-up could be sufficient.  
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Following those next was ‘Other graziers doing it now’ i.e. providing contact with graziers 

already doing a recommended practice as a means of learning from someone doing it 

already.  

Workshops were mentioned as a suitable way to provide information on business financial 

management and record keeping. 

Of particular note was the emphasis placed providing follow-up and on making the topics 

relevant to the locality. 

4.3 Business management 

4.3.1 Level of importance of business management to the grazing business 

All graziers responded business management was ‘Very important’. As well they readily cited 

reasons related to supporting decision making, being able to access grants and that if not 

done well it causes problems. It also rated as important in showing where losses were occurring 

so action could be taken to change that in the following year. Examples of how they said it 

were: 

 Without good business records and accessibility to reports, we couldn't use it to make good 

decisions e.g. cost of fertiliser last August were shown to be a good investment 

 It is essential for business success 

 Because if don't get it right we can get into business troubles or miss access to grants etc 

 It is the greatest cause of problems - financial mismanagement  

 Because accounting is important as part of running the office    

 Is valuable to keep records to see where losses and income are happening as it makes it 

easier for the next year to make decisions of where to act to maintain and improve the 

business. 

4.3.2 Business skills wanted 

The range of skills being sought by graziers create a list that covers much of what business 

management is about. Two items that stood out were:  

 Comparative information of tools for businesses so graziers can make choices of suitable 

packages, “To have someone delve deeper into the programs that are available to 

compare different package”, and  

 That some graziers know they are yet to fully utilise the information in their BAS to understand 

more about the position of their business, “BAS preparation would be good, to get the gist 

of where we are at with the business costs and returns.” 

Additionally, repeats are okay, “Anything is always good as it is good to hear it again.”  

 

Other topics were: 

 Record keeping, accounting 
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 Payroll establishment and management 

 Financial planning - workshops on these would be good and they could be presented 

through partnering with accountants on the package they use 

 What is available in finance and grants to support our businesses and take the time to 

follow-up to support us applying rather than us being left on our own to complete the 

application. I use AgriWebb stock recording and Xero accounting as accountant can 

access it to provide reports to us 

 Bookkeeping e.g. Xero, which is a cloud-based subscription software and I’d like training 

to access, to support and to use. 

4.3.3 Most challenging aspects of business management 

The topics where skills are being asked for are indicative of what graziers also report as their 

challenges in business management. For example, “Finding what's available for grants and 

making applications. I got tips from Sheep Connect Tasmania in an online business session on 

what to ask our accountants about for the types of grants available in Queensland” and, 

”Payroll management”.  

Additional challenges were described as: 

 Knowing our debt risk as we need to be able to service debt in the drought as it is the worst 

time     

 Access to courses to develop property through business succession 

 Getting NBN because downloads (are limited) on our satellite system and can't get 

unlimited and chews up data fast and costs a lot 

 Time it takes to do office work 

 WH&S because of not knowing the rules and obligations. We need to know how to break 

those down to suit family-owned rural businesses because the corporate perspective is 

different and the landholders don't have the staff corporates have and can't spend time 

to do the plans etc. It could be done as a workshop with templates that can be adapted 

by the graziers to their situations. 

4.3.4 Aspects of business management holding your business back 

Graziers from three (3) enterprises said they found no aspects of business management to be 

holding their business back. One said it like this, ‘Nothing of special note considering we have 

a system of business management in place now’. 

Those from the other three (3) enterprises said differently.  They list access to finances, time to 

devote to working on the business and connectivity difficulties, saying: 

 Time and money as we used much of our money to feed stock in 2018 and 2020. Also cash 

flow is low and we have a prioritised list of the things we want to do  

 Time needed to do it when we need to be doing property work 

 Internet is slow and we have no (mobile) phone service. 
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4.3.5 Summary 

Recognition of the primary importance of business management to business success was a 

constant with this group of graziers. As well all are looking for additional business management 

skills even those with nothing financial holding their business back. Others report they have 

challenges not the least of which is finding the time to work on their business.  

Half of this group are confident their business is not being held back by business management 

constraints, “None that we are aware of.” That proportion suggests at least 50% would benefit 

from support in applying business management skills to their enterprise. 

From comments on the need for follow-up in other parts of this report it is understandable that 

it will have relevance to business management as well. Given the comment ‘Anything is always 

good as it is good to hear it again’ in reply to the question on business management skills 

wanted, the follow-up may be able to be done in repeat workshop for the same group to assist 

them to transition the practice into use in their business.  

Valuably for service deliverers in the GrazingFutures project, the graziers responding here have 

given suggestions for some business topics and for how they could be delivered. For example, 

‘Financial planning - workshops on these would be good and they could be presented through 

partnering with accountants on the package they use’. 

4.4 Drought preparedness 

4.4.1 Service provider support to prepare for drought 

When discussing drought preparedness, it appeared to be something which these graziers 

didn’t have to spend long recalling to access their experiences. That is probably indicative of 

the recency of their experience with it.  

In response to the question of what service providers could do to assist graziers in being 

prepared for drought there were a range from, “Not much that anyone could have done more 

than what they did” through to, “Provide info on untimely and unnecessary stock losses and 

how to manage to avoid these”. 

As well, they did provide commentary on what had service providers had done that had given 

them support, such as: 

 ConnectAg's workshops were good during the drought and were socially very important  

 Quilpie Business Group came from knowing that in drought we need to do office work 

faster and get out to do property work too  

 Some community groups such as 'Rapid Relief Team' gave tonne bags of stock feed and 

food vouchers.  

Three insightful asides in the survey conversations were also made about the drought and 

support: 
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 Having exclusion fencing helps us manage our available feed. Also, having water 

infrastructure to use available feed helps. We monitor feed and can do that now we have 

more exclusion fence 

 We got more funding as a business from Covid support than through the drought relief 

funds  

 I found an old 50s/60s drought booklet and (what to do) was the same as what AgForce 

says now for drought. 

Several suggestions for types of support service providers could do were made and they 

centred on accessing funds, providing templates for budgeting, what drought relevant 

technologies are about and how land types react in drought. They said: 

 Tell us what funds are available and follow through with support to us to apply for funds   

 For doing budgets and managing finances they could provide templates or use those MLA 

has available 

 Provide information on the technologies that are available today and are relevant in 

drought e.g. water monitoring 

 Because there will always be another drought and we are still learning about how the 

different land types react, it would be good to know more about what happens to the 

different country types in drought times. 

4.4.2 Level of preparedness 

Table 1 Level of drought preparedness 

Rating Responses 

Not at all 
1 

1 

2 - 

3 - 

4 - 

5 2 

6 - 

7 1 

8 2 

9 0 

10 
Very much 

0 

In assessing their preparedness for drought at this time these graziers report in the following 

range in level of preparedness shown in Table 1. Only three (3) of the six (6) businesses rate their 
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level of preparedness at 7 or above, and 7 has been the marker level of a practical standard 

of preparation in the GrazingFutures project.  

Reasons given for the ratings reflect circumstances and experiences. The rating of 1 comes 

from the two family members who manage the property while having little influence in bigger 

decisions such as which supplement is purchased. They said it like this, “We don't have a say in 

the overall management e.g. we are not able to get a nutritionist to work with us on 

supplementation.” 

The 7 and 8 ratings came from grazing enterprises who, while they have experience in previous 

droughts, they also acknowledged each drought is different and so being prepared can never 

be complete. They gave their reasons for the ratings as: 

 Because we can control waters to exclude kangaroos, we can save feed. We have some 

new technologies such as water monitoring, and our finances are in an OK state, and we 

(know to) stop spending 

 Depends on the type of drought e.g. a water or a feed/protein drought 

 Not possible to be fully prepared however spreader banks and water ponds to retain water 

in the landscape is one way to prepare better and we do that. 

One of the grazing businesses that rated their preparation as 5 are relatively new to the area 

saying, “We weren't well prepared before the 2018 and 2019 drought as we only bought the 

place in 2017. Hardest part is knowing if it's going to be a drought. We will store stock feed as 

others are doing from now as we have irrigation. We are using the irrigation to cash crop mung 

bean and wheat for income plus we will keep doing our off-farm harvesting for income, which 

we had planned to stop doing.” 

The second five rating was explained like this, “We are not financially prepared and both of us 

have to work off farm for extra income and we know drought is inevitable, so being prepared 

is important.” 

These graziers do understand being prepared for drought is necessary.  Here it is shown by their 

self-assessments of level of preparedness and in the way their reasons match well with their 

chosen rating. Next will be what they identify as most critical for being prepared.  

4.4.3 Most critical for being prepared  

The themes in the items listed as most critical for being prepared reflect the reasons given for 

ratings of preparedness. They relate to having finances in order and available, producing feed, 

standing feed availability and management: 

 Having cash on hand and being able to grow our own feed with irrigation 

 Managing debt risk and having water infrastructure to utilise any available feed 

 Realistic assessment of our feed situation which we don’t know how to do and education 

of the older generation to know change is necessary and to give next generation a say in 

decisions 



GrazingFutures SOUTH On-Property Survey Report August 2021 

  

 

 
16 | P a g e  

  

 

 We do it by being proactive rather than reactive e.g. we stock to keep 12 months feed 

ahead of us    

 Feed budgeting to know what feed is available e.g. we monitor some sites casually for this.  

Having finances in good order so we don't have to go to bank while in a drought with little 

income 

 Doing more earth works before the drought so we grow more feed and it lasts longer will 

be valuable. 

4.4.4 Things to do differently to be better prepared for future droughts 

Five (5) of the six grazing businesses want to do something different in their future drought 

management to what they do now.   

Figure 2. Businesses wanting to better prepare for drought by doing things differently 

 

What they want to do generally relate to having finances in order, infrastructure for water 

and for managing access to standing feed, and growing feed. They are unsurprisingly similar 

to those considered critical in Section 4.4.3. For example: 

 Better manage our debt risk and how to do that as well as do the water infrastructure 

development we have planned 

 Forage budgeting training to assess our feed situation and fencing for smaller paddocks to 

utilise the available feed 

 Fencing to manage pasture plus an additional set of cattle yards to reduce time and 

distance for stock movement, which means getting the enthusiasm to get the changes in 

place 

 Better water infrastructure e.g. establishing an artesian bore for when we have a water 

drought 

 Grow crops with irrigation for fodder in advance of next dry season to store for feed for 

stock in drought times. 

Given the farming types usually practiced in the districts where these graziers operate their 

businesses, from Quilpie south and east to St George and Surat, all of the things listed are 

realistic.  
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4.4.5 Summary 

The graziers in these six (6) businesses are understand much about drought. Half the businesses 

rate themselves as ill-prepared for drought.  

Asking these 11 graziers about what service provider support will assist them to better prepare 

for drought has not directly added categories or activities to the list of services these graziers 

want as support (Section 4.2.2). Nonetheless they do provide examples of services that will 

assist them be better prepared.  

As well they can identify things they each believe critical to being prepared and things they 

want to do differently in preparation for future droughts.  

Their responses also demonstrate useful things already being delivered. Examples are the WOW 

group activities assisting business management work to be done speedily so paddock work 

can be done too and the ConnectAg financial management practices which also provided 

needed social events.  

If there is an addition to be considered it is a theme referred a number of times in other sections 

and raised once in the drought discussion. It is post activity follow-up to support graziers to put 

in place what service providers offer in support activities. Here it is follow-up to make funding 

support applications. 

Themes are evident in the practices graziers believe critical to their being prepared for future 

drought. They are largely the same as ones they want to act further to be better prepared. 

They relate to better assessment and control of standing feed supplies, growing feed and 

developing water and fencing infrastructure.  

These are all relevant to GrazingFutures service delivery to build business and drought 

resilience. They therefore warrant attention across South region because while 2021 has 

provided better rainfall than in the recent past in some of the region, the drought is still front of 

mind for these graziers and, for most, they are not sure this one is finished.   

4.5 Early weaning 

4.5.1 Importance of early weaning 

All but one grazing business believe early weaning ‘Important’ or ‘Very important’ (See Figure 

3). 

The one business rating it ‘Slightly important’ does not intend to wean early and feed calves 

because, ‘When we early weaned, we ended up with runty cattle…even though we fed a 

premixed ration.’ 

Those rating it higher do so for reasons including: 

 If we didn't early wean, we would've lost cows and their calves 

 Critical to survival of cow and weaner.    
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 We have done it with cattle in drought and do have plans to do it with our sheep too as 

they are Dorper and often have twins. 

Figure 3.  Importance of early weaning 

 

4.5.2 Experiences of early weaning 

Graziers from all six (6) businesses knew of early weaning. Only those in one (1) grazing business 

have not tried it as they bought their current property only a couple of years ago and had no 

need for it previously. They are prepared to try early weaning and said that before they do 

they need to know:  

 How to maintain condition of the calves and what their nutrition requirements are, and  

 We’d want to have calculators to know what is financially practical so weaning early 

doesn't create debt. 

Figure 4. Have you tried early weaning? 

 

 

The graziers from the five (5) businesses report having tried early weaning (Figure 4).  

Four (4) graziers report feeding supplements (Figure 5), and three (3) of those did so as 

formulated rations. 
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Figure 5. Did you provide an additional feed source? 

  

The fifth grazier who did try to wean early once at “less than six months”, didn’t give 

additional feed said: 

 They ended up looking woody  

Their plan since then is to immediately sell the calves and they intend to early wean only in 

that way in future, as they: 

 Can't think of any situation when we’d early wean and feed (again) as we will sell first.” 

Currently it appears that only two (2) grazing business are confident about success when 

early weaning and feeding the calves.   

One of those thinks the youngest calves weaned and fed previously were down to two 

months old reporting:  

 We lot-fed canola hay and molasses…we will do the same for our sheep if necessary.  

The second business fed weaners at 100 kg reporting: 

 We fed grain with milk powder as a formulated loose mix, plus milk-replacer with very 

young calves whose mothers had died.”  

They will do it in a time of need however they have two other strategies in mind to minimise 

the need to do so.  

 Their first is already in place and they described it as, “We manage so we have feed 

available for cows” so there is less need to early wean 

 Their second is to be better prepared through increased breeder productivity, “To be 

better prepared with a productive herd, so ideas on how to use fertility management to 

put fertility pressure on breeding herd (are needed) to improve productivity through 

removing cows not calving annually.” 

A third business is mixed farming, where they intend to store feed against future need in dry 

times. In their first ever use of early weaning they had, “Weaned and tried trickle feeding for 

calves but it didn't work well as calves didn't take to it and so we took them off the cows 

and fed pellets” which was successful. They too will early wean and feed and will do so but 

first they, “Would like information on other techniques of supplementary feeding early to 

calves and how much it costs.” 
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4.5.3 What else specifically would you like to know about early weaning?  

The list of what these graziers would like to know about early weaning are: 

 Would like information on other techniques of supplementary feeding early to calves and 

how much it costs 

 Information on how to feed so stock don't trample the feed.  

 How to maintain condition of the calves - what their nutrition requirements are  

 Calculators to know what is financially practical so weaning early doesn't create debt 

 What are suitable supplements and what are the costs and benefits we can realistically 

expect with feeding early weaned calves 

 (How to be) better prepared with a productive herd, so ideas on how to use fertility 

management to put fertility pressure on breeding herd to improve productivity through 

removing cows not calving annually 

 All the pros and cons on when to do it and what they need for feed and to hear what other 

graziers say on it. 

4.5.4 Summary 

While graziers from all six properties know about what early weaning is/means it appears only 

three (3) do so confidently and successfully. It suggests there is scope for GrazingFutures to 

provide information that is currently lacking in graziers’ knowledge of early weaning as a 

management tool.  

The above list provides obvious topics to bring as prepared information for GrazingFutures’ 

clients. The two main clusters of topics are supplements known to work to keep the animal 

growing and to know about costs before beginning feeding.  

A place to start is given in the list as ‘to hear what other graziers say on early weaning’. So, with 

any individual or group of graziers the start could be to invite them to tell about their least 

successful weaning experiences. Following this an invite to them or others to tell of successes 

they’ve experienced or heard about from others. The focus can then be taken to integrating 

the two sets of information. This process links to one category of service graziers say service 

providers could deliver to assist them in management changes. It is in Section 4.2.2 that of 

‘Other graziers using a practice now’. 

As well and equally importantly other responses from this sample of graziers contains regular 

reference to follow-up which here is to implement early weaning management. This can be 

thought of here in relation to failures in early weaning such as ‘runty’ or ‘woody’ calves 

described by two (2) of these graziers. Their responses to not early wean again show their 

experiences have led to dis-adoption of early weaning as a drought management strategy. 

Suitable follow-up could be the game-changer in those circumstances. 

 


