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Welcome to this edition of Prospect.

As we go to print, harvest is in full swing across the northern and central west regions 
of NSW, and canola kicking off in the south with some terrific yields being recorded, and well 
up on expectations in many areas. After some rain on the cusp of harvest and hail in some 
areas, we are very pleasingly seeing some more stable conditions now to allow the reaping of 
this much awaited crop.

What a turnaround in agriculture since February across eastern Australia. It’s very reassuring to 
see how the parched and windswept landscape has regenerated so quickly, and the enormous 
amounts of feed and bumper crops is a huge relief in what has been a very challenging year 
for most aspects of our country and population.

COVID-19 has been a major challenge for both society and government, with profound effects 
on many parts of our communities. Fortunately, ag has been largely unaffected compared to 
many industries, which is a great relief after the climatic and mental health challenges of the 
past few years, and our farm commodity prices in general have remained strong. In our sector, 
we have witnessed some supply chain challenges around COVID-19 on the back of enormous 
product demand with the large winter crop on a widespread early break, however at the Delta 
group and North West Ag businesses in Victoria, we are extremely pleased  at how we have 
been able to reliably supply our clients with key products on time, to ensure they were not 
delayed in getting this most important crop planted and protected through the growing season.

In this edition of Prospect, we have some great feature stories as well as the regular updates 
from the various segments and specialist advisors within our business including recognition 
of the outstanding industry honour bestowed to our head of Livestock and Property – David 
Corcoran.

Our cover story is on the Onions family’s historic Goulburn property “Lockyersleigh” and “Lerida 
Station” at Gunning. The Onions family have been operating the property since 1850, and over 
recent years have greatly increased production levels and economic outcomes by adapting 
farm practices to include new technologies, investment in genetics and infrastructure, as well 
as introducing grazing crops to their mixed enterprise rotations along with increased fertilizer 
rates under the guidance of senior Delta Farm Consultant James Cheetham. 
 
The name David Murray needs no introduction in global financial circles. David is best known 
for a long and distinguished career with the Commonwealth Bank of Australia, including 13 
years as CEO, the inaugural Chair of the Federal Government’s Future Fund, and as the 
appointed head of the Government’s Financial System inquiry in 2013/14 on banking and 
finance. What a lot of people do not know about is David’s passion for agriculture, cattle 
breeding, and advances in ag technologies to address water use efficiency and data driven 
decision tools. I was fortunate to meet David by chance at the airport a few years ago, and 
that conversation in a taxi queue led to David becoming our first external investor and advisor 
in our ag tech business Discovery Ag, which operates under the brand of Goanna Ag. David 
has been a tremendous mentor to us over these past years, providing clarity and guidance in a 
complex area, and we are pleased to deliver this feature and reflections on his career and his 
family’s beautiful property in the Merriwa district of the upper Hunter region of NSW. 

Likewise, the names of the Munro family, and their property “Weebollabolla” at Moree are 
synonymous with Shorthorn cattle production, and we are pleased to also feature this historic 
family business that spans back almost 160 years. After enduring the intense drought over 
the past few years, Sandy articulates the family’s history and forward focus on this flagship 
property in northern NSW. 

On a very sad note, on 29 June this year we lost our Branch Manager at Burren Junction 
Kim “Spanner” Pattison, suddenly, aged 65. Spanner was a long-term resident at Burren, and 
after many years with GrainCorp he joined our team in 2009. Spanner was a very popular 
personality within our group, and we greatly appreciate his contributions over the years to our 
business, and to the service and care to our customers. Our sincere condolences go to his 
wife, Jane, and sons, Tom and Harry.

As we move quickly towards Christmas, and on behalf of all our people within the Delta group 
of companies I would like to wish you and your families a very Merry Christmas, and a happy 
and prosperous New Year. We greatly appreciate your custom and support and will continue 
to strive to add value to your farming and grazing enterprises, by being an innovative and 
reliable supply partner, and through our advisory and commercial teams, help you to make 
the right decisions.

Gerard Hines
Managing Director
Delta Agribusiness
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Ardlethan  02 6978 2128
Burren Junction  02 6796 1428
Caragabal   0458 475 358
Coolamon  02 6927 3189
Coonamble  02 6822 2249 
Dubbo   02 6882 5222
Dunedoo  02 6375 1209
Goondiwindi  07 4671 0099
Gunnedah  02 6742 7771
Harden   02 6386 2118
Henty   02 6929 3415
Lockhart   02 6920 4666
Moree   02 6752 3888
Narrabri   02 6792 6488
Nevertire  02 6847 6375 
Quandialla  02 6347 1140
Temora   02 6977 1122
Tottenham  0428 924 155
Trangie   02 6888 7122
Wagga Wagga  02 6971 7100
Wee Waa  02 6795 1287
Yass   02 6226 2622
Yerong Creek  02 6920 3557 
Young    02 6382 6622

Cowra   02 6342 1844
Grenfell   02 6343 1276

Northern NSW  02 6772 0000
Southern NSW  02 6386 2118
Southern/Central QLD 02 6772 0000

Delta Ag branches All locations
Cootamundra  02 6942 1866
Wagga Wagga  02 6921 9099

Beulah   03 5390 2264
Boort   03 5455 2563
Charlton   03 5491 1976
Donald   03 5497 1144
Hopetoun  03 5083 3133
Marnoo   03 5359 2240
Nullawil   03 5493 5251
Ouyen   03 5092 1381
Quambatook  03 5457 1341
Sea Lake  03 5070 1080
St Arnaud  03 5495 2211
Swan Hill  03 5032 5595
Warracknabeal  03 5394 1024
Woomelang  03 5081 2131
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Delta Agribusiness and LAWD (Land, Agribusiness, Water and 
Development) have announced a Joint Venture partnership to 
provide a dynamic rural property offering across NSW, Victoria 

and into Queensland. 

Delta Ag Managing Director Gerard Hines said, “we are excited to 
partner with LAWD”.

“Whilst it’s a new brand, it has an 
experienced team of specialists in 
agribusiness and is a major player 
in the rural property and valuation 
landscape. Through combining Delta’s 
extensive agronomic advisory and 
livestock marketing network client 
relationships, with LAWD’s experience 
and key relationships, we believe we 
can add significant additional value 
to prospective vendors and buyers 
through a pooling of knowledge,
technology and expertise to maximise 
results,” Gerard said. 

“There is a lot of investment in rural property – on both foreign and 
domestic ownership fronts. Family farms are getting larger and 
foreign capital is pouring into Australia as we are reasonably priced 
globally, Australia has a safe government and good environment for 
investment.

“From a Delta business point-of-view, because we are dealing with 
farmers and providing advice and service to add value to growers, 
given our team’s client relationships across a broad range of 
agricultural industries, it makes sense that we participate in the real 
estate space as well to assist our clients sell or buy property. 

It’s an important part of the landscape.” 

LAWD Senior Director Colin Medway, said the partnership highlighted 
LAWD’s commitment to continue growing its new Agribusiness platform 
in Australia, which has grown significantly since its establishment
earlier this year. 

“Delta Ag is a market leader in the 
regions they operate in, and has built up 
a highly respected and powerful brand 
over the past 15 years of operations,” 
Colin said. 

The Joint Venture will commence in 
November 2020 for an initial three-
year period with the option to extend 
the agreement beyond this time. With 
a footprint of 42 locations across the 
eastern states, Delta Agribusiness, 
which incorporates North West Ag 
Services and AGRIvision Consultants 
in Victoria is one of Australia’s fastest 
growing rural services companies,

withan expansive network reach of more than 9,000 clients. 

The agreement enables LAWD to offer its agribusiness real estate 
services including marketing and transactions experience to Delta Ag’s 
extensive client network. In return, LAWD’s services and extensive 
regional property marketing services platform will provide access to an 
expanded pool of capital for Delta Ag’s clients. 

For both companies, this agreement offers a holistic, full suite of rural 
services that creates a true competitive advantage in the growing 
agribusiness market. 

A STRATEGIC REAL ESTATE PARTNERSHIP



1800 078 007     www.arystalifescience.com.au
® Rancona, Le-Mat and Select are registered trademarks of an Arysta LifeScience Group Company 

Le-Mat Le-Mite Le-Dead
• Up to 6 weeks residual activity 

• Use as a foliar, barrier or bare-earth spray 

• Reliable knockdown mite control & residual plant protection

• Rainfast ONE hour after application

Flexible protection
• Root & shoot protection from smuts, bunt, pythium, 

rhizoctonia & crown rot in wheat & barley

• Extremely low dust off

• Easy clean down of machinery after use

• Improved seed coverage & adhesion so more active  
ends up on your seed 

Quality - Strength - Reliability
• Extra strength formulation so you handle less product 

• Reliable control of ryegrass, grass weeds & volunteer 
cereals in canola & other broadleaf crops 

• Rainfast within an hour 

• Nil plant back period
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Boort has long been renowned for its diverse agricultural 
industry with a mix of broadacre cropping enterprises, irrigated 
summer cropping, irrigated and dryland pasture, sheep 

production, hay, tomatoes and olive groves. 

But, in more recent times, it’s been the construction of a brand new 
purpose-built North West Ag Services showroom and storage facility 
on McMillans Road that has caught the attention of locals. With aerial 
crop spraying in full swing in the region as the new move is made, 
and a high demand for insecticides, the branch is a hive of activity as 
I speak to the team about what the investment means for this rural 
community. 

“The new building reflects the commitment and investment North 
West Ag Services has to Boort and the standard we aim to deliver to 
growers,” North West Ag Services General Manager Ben Smith says. 

“It was because of our excellent grower and community support 
for the Boort branch that it had become evident the Godfrey Street 
shop and shed were not going to be big enough to support a growing 
branch, so we purchased the block of land in 2018 and the planning 
and construction process started for this new space.”

Article I Rosie O’Keeffe
Photography I Jane McLean Photography

Boort
North West Ag Services

On Location

Jo Junor  & Doug Parker who work at 
North West Ag Services Boort branch are 
knowledgeable of the mix of agricultural 

industries within the region

The facility houses two sheds, the first containing office and showroom 
facilities, a customer drive through and space for storing readily accessed 
products. The second shed is set up for product storage to meet the 
needs of not only Boort growers, but those at neighbouring branches. 

North West Ag Services Boort Branch Manager Doug Parker says the 
area is three times the size of the former space and makes the delivery 
and pick-up processes more efficient and safer, especially for large 
trucks.

“It’s certainly a significant investment for the town here and its storage 
capacities enables us to really expand the range of products,” Doug 
says.

Having been raised on a 2,000ha farming property south of Quambatook 
and then having worked as an agronomist within the AGRIvision 
business, Doug then went on to work for Yara Fertilizers in Melbourne, 
before returning to the Boort branch in 2013.

Doug is knowledgeable of a range of inputs and operations, particularly 
evident in the Mallee region. He often still assists his family during busy 
seasons on the farm. 



Prospect | Spring 2020       7

He not only knows the farming industry, but 
Doug has a number of community interests, 
including involvement in an annual tractor pull 
at Quambatook, held at Easter. 

Jo Junor who has worked in merchandise 
sales at the Boort branch since 2016, is also 
well-known in the community. 

Whilst a reasonable newcomer to the 
agriculture industry having worked in 
customer service roles prior and getting 
to know locals, Jo is now focused on the 
animal health side of the business and is 
often assisting on-farm with lamb marking or 
drafting livestock. 

North West Ag Services has had a long 
association with the Boort area. It was due 
to the irrigated farming practices in the area 
that Mike Hind (one of the founding members 
of Quambatook Rural Supplies – that 
became North West Ag Services), used to 
provide agronomic advice, predominantly on 
tomatoes. At that time, many growers would 
elect to travel to Quambatook to purchase 
their inputs, but when Dean Harrington from 
Harrington Ag Consulting decided to sell his 
farm and relocate, it was the perfect timing for 
North West Ag Services to open a shopfront 
to continue to provide services. 

Now, the branch offers the full range of 
agriculture services from agronomy to 
livestock health, to ag chemicals, fertilizer, 
fencing materials and stockfeed, and the team 
is gearing up for a busy season, especially for 
its horticulture growers planting summer crop 
varieties. 

It’s certainly a significant investment 
for the town here and its storage 
capacities enables us to really expand 
the range of products
 Doug Parker
 Branch Manager, North West Ag Services, Boort

“
”



8       Prospect | Spring 2020

Prospect|In Focus

…the idea of developing a product that I 
saw a lot of demand for in rural Australia 
seemed like a pretty sure thing to pursue.
  Claudia Fox, CHUTE 9

“ ”

Claudia Fox knows the importance of having durable 
and quality work wear. Having spent several years 
in working roles on cattle stations on the Barkly 
Tablelands and in the Kimberley, she had long noticed 
here was a shortage in options, and has now taken 
the reins in developing a new denim brand for women 
needing strong work wear. Rosie O’Keeffe chats to 
Claudia, who also works in merchandise sales at 
Delta Ag’s Dunedoo branch, to discover what makes 
the CHUTE 9 range unique.

Australian born Jeans at work

Claudia Fox
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What prompted the decision to create a new range of women’s 
durable denim? 

As a female in the agriculture industry, I have always struggled to find 
a pair of jeans that lasts and are made for working and horse riding. 
It’s always a subject friends and I would end up talking about – finding 
a pair that reflects our Australian environment and lifestyle we live in. 
After many years of waiting for one of the big companies to release the 
“dream jean”, the idea of doing it myself started to form. I have always 
wanted to run my own business and the idea of developing a product 
that I saw a lot of demand for in rural Australia seemed like a pretty 
sure thing to pursue. 

Why do you think there are a growing number of women needing 
more durable/quality options? Do you think women working in 
agriculture and living rural lifestyles is growing? 

I think in general there are a lot of girls returning back to the bush to 
pursue careers. There are definitely a lot more females in the industry 
then ever before. Horse sports such as campdrafting, cutting and polo 
cross are growing and the lifestyle is attractive. I think most females 
who live out in the country, whatever their occupation, end up needing 
a pair of durable jeans along the way. I think a lot of women’s clothing 
is made with less quality and more emphasis on the aesthetics rather 
then getting the foundation of the clothing right first then adding some 
final touches. There is a growing number of women wearing men’s 
clothing because they are made with more cotton, wear better, last 
longer and soften and age better. I have brought those same features 
over into my jeans but giving them a style and pattern that is feminine 
yet classic. 

You have always worked in roles requiring durable work wear… 
Tell me about your passion for agriculture and your background 
in the industry and other roles… 

For me it’s always been a lifestyle choice as well as the importance of 
the industry. Growing up in Brewarrina then Coonabarabran on family 
properties, riding horses, I have learned that being around animals and 
nature is something I never want to give up. My passion for the industry 
has being enriched by the many people I have met, friends I have 
made and the amazing places I have lived. 

I fell in love with cattle, horses and the wide open spaces while 
working at AACo’s Headingly Station in Queensland in the stock camp 
after I finished school and I knew then I would be tied with country 
communities and rural industries. I came back for another year here 
after completing an agribusiness degree at Marcus Oldham College.

I then spent time at Auvergne Station in the Kimberley and CPC Carlton 
Hill Station and I am now enjoying working with Delta and developing 
this new venture.

Tell me about the process between developing the concept, 
creating the design and producing the pairs of jeans… How 
much time went in to researching the right fabric type? Where is 
everything manufactured and how many pairs have been made 
and sold? 

In 2018 I flew down to Melbourne from Carlton Hill Station in the 
Kimberley to meet with a pattern designer in Melbourne to begin the 
process of fabric sourcing and designing a pattern for our first pair 
of jeans. She helped me with many processes involved in getting my 
first sample done and educating me about the textile industry. We did 
many samples over an 18-month period, in the end just making slight 
adjustments. Once I was happy with the quality and characteristics of 
the denim and then the fit of the jeans, I got six pairs made and sent 
them to friends who where located across Australia to test them out 
for me. They wore them for 12 months and the feedback gave me the 
confidence to order my first 150 metres of denim, to go on and sell my 
first 120 pairs. In the first week I sold 87 pairs then completely sold out 
three weeks later. I am now in the process of my next batch hopefully 
they will be ready early next year. 

What sets the jeans apart? What makes them so durable and able 
to withstand tough conditions? 

My jeans are not mass produced through big factories abroad, where 
companies utilise cost-effective fabrics and inputs to maximise profit 
gain. CHUTE 9 jeans have been designed to take into account the 
feminine figure, the pros and cons to comfort and the feel of denim on 
the skin for hours. We get them made in Melbourne where every pair 
is hand sewn on a machine with extra attention on the small details. 
The quality comes from the denim itself with nothing but cotton in the 
mix, and the way they have being sewn together. The denim industry 
in Australia is very small and transparent so communication and 
relationship building has also been key. The relationships I have built 
with the people who are a part of the making process have come to 
be people I can rely on and allows me to have my finger on the pulse.

What plans do you have to develop more jeans and larger range? 

So far, it has been about testing the market to see how much demand 
there is for my jeans. The feedback has been amazing so now I am 
moving forward with my second batch and aiming to have continuous 
stock in a wider size range and different leg lengths.

I fell in love with cattle, horses and the 
wide open spaces while working at 
AACo’s Headingly Station in Queensland
  Claudia Fox, CHUTE 9

“ ”
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To find out more 
about defending 
your fence lines 

from resistant 
weeds use your QR 

scanner here or 
visit adama.com.

Uragan®. 
The best d-fence  
for fence line  
weed control.
Uragan® is the ideal choice for use where hard to kill and resistant 
weeds are present along fence lines and where an extended length 
of protection is required. Uragan® is highly compatible with non-
selective knockdown herbicides and once in the soil Uragan® acts to 
control germinating weeds for up to and beyond 12 months reducing 
the need for multiple herbicide applications.

adama.com

73
25

7325_Adama_Uragan_PressAd_Revised_A4_F.indd   1 21/12/2015   10:24 AM



Customer Support: 1800 009 847     virbac.com.au/multiminsheep

MULTIMIN is a registered trademark of Virbac (Australia) Pty Ltd.

OPEN THE WINDOW OF PRODUCTIVITY, 
BEFORE JOINING.

MULTIMIN® is a multi-mineral injection designed to be used at critical times in the production cycle.  
One such window of productivity is the 30 days before joining. Given during this time, the minerals  
in Multimin can assist conception and embryo survival.

•		Contains	selenium,	zinc	and	manganese,	trace	minerals	that	are	 
essential for conception and maintenance of pregnancy.

•	Improving	fertility	means	a	healthier	bottom	line.

Contact your local area sales manager today.

Deliver essential trace minerals quickly when they have the most impact.
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Article I Rosie O’Keeffe                                                                                Photography I Camilla Duffy Photography

HistoricLockyersleigh
Whilst its centrepiece is an impressive two-storey homestead reminiscent of the 

grandeur of Victorian and Georgian architecture dating back to 1827, the continued 
development of its core agricultural enterprises has also put “Lockyersleigh” on 
the Southern Tablelands map. Matt Onions speaks to Rosie O’Keeffe about the 

significance of his Goulburn and Gunning properties for his family, and his approach 
in managing this mixed operation focused on Angus cattle, first-cross lambs, Merino 

wool and grain production.

Matt, Katherine, Van, Angus & Saxon Onions reflect on their family history in farming which spans 170 years



Prospect | Spring 2020       13

Matt Onions believes quality breeds quality. 

His approach to managing livestock on properties 
“Lockyersleigh” north of Goulburn, and “Lerida Station” at Gunning, 
whilst evolving and adapting the overall farm management 
practices to include introducing technologies to improve genetics 
has meant the whole enterprise is achieving top results. 

Several years ago he made the decision to change stud breeds 
for the rams. This has meant the growth of the Merino lambs 
has also been maximised, more wool being cut whilst the same 
micron retained, and it has also provided a profitable sheep meat 
option. 

Both properties are run as mixed enterprises with Matt overseeing 
the overall management of both farms with experienced managers 
and their teams on each property.

“At “Lockyersleigh” fat lambs are produced, with meat breeding 
lambs, crossbred lambs, while “Lerida Station” has a landscape 
with pastures more suited for fattening stock,” Matt says. 

“We run 6,000 breeding ewes at “Lockyersleigh”, which are a 
combination of crossbred and Merinos. We breed between 8,000 
and 10,000 lambs off “Lockyersleigh” every year depending on 
ewe numbers and percentages. We also have up to 300 Angus 
cows with progeny, keeping all the females and selling the steers 
at 14 to 15 months.” 

Matt’s family involvement in farming dates back more than 170 
years, creating a special historical significance. As he walks 
with his boys Van, 12, Saxon, 10, and Angus, 8, and his wife 
Katherine, throughout the lush green gardens at the property, he 
reflects on his involvement in the farm’s management. 

Matt grew up on the “Lockyersleigh” property completing his 
schooling at a boarding school, before attending Orange Ag 
College and working as a jackaroo near Barraba. He then spent 
time overseas and moved to Sydney to work in the hospitality 
industry for 10 years. During that time, a manager was employed 
to oversee the farm management and after selling cafes he 
owned in Sydney, he has been concentrating on the management 
of the farms for the past 10 years. 

Matt’s father was Irish, and he says despite not fully understanding 
our seasons, he proved successful in farming, purchasing a 
couple of properties in the 1970s and 1980s before selling them 
to buy “Lerida Station” in the mid-1980s with Matt’s mother Jean 
and Uncle Bill Ranken. Matt’s father tragically died in an accident 
when Matt was just 19. 

Matt has been involved in the management since then, and in 
more recent years, combining his time and lifestyle between the 
hustle and bustle of a Sydney office, working on marketing and 
planning, and travelling to the properties to get amongst the daily 
farm tasks the other days during the week. 

“I enjoy the physical farm work and constantly tell the kids what 
I am doing – mostly I end up digging holes and doing plenty of 
the physical work, but it’s important for me to be at the farm and 
building the relationships with the managers and other key team 
members. 

“I enjoy it, and my dad was a real entrepreneur in farming. We 
own the property and it makes sense to run a business that you 
know,” Matt says. 

Significant investments and improvements in infrastructure have 
been made in recent years at “Lockyersleigh” and “Lerida Station”, 
including upgraded sheep and cattle yards, road maintenance, 
and renovations to houses and sheds. The next project is to 
construct a new shearing shed. 

The surrounding countryside at “Lockyersleigh”, is undulating 
pastureland, dotted with poplars and pine trees. Beyond the 
garden is a series of outbuildings, garage, laundry, 19th Century 
shearer’s quarters and machinery shed, all built with bluestone – 
some ornamented with gabling and orange brick. u 

Matt & Katherine Onions
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It is a way to really super charge our 
genetics so that we have a herd without 
outlaying a lot of money for bulls
  Matt Onions - Lockyersleigh

“
”

Matt Onions has worked with industry experts to use 
superior genetics in the Merino & Angus breeds & 

improve pastures to achieve better results
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It’s believed to be one of the oldest privately owned properties in the 
Goulburn region. It is one that garners attraction from tour groups and 
historical societies, and has even been previously used as the backdrop 
for films and commercials. 

The whole farm production is steeped in history with “Lockyersleigh” 
originally beginning as a land grant of 2,500 acres in 1827 to Major 
Lockyer.  

Matt’s family originally settled at “Lockyersleigh” in the 1850s and the 
property has remained in the Ranken family for a further four generations. 

Whilst Goulburn hasn’t been traditionally renowned for crop production 
due to the climate and soil types, about five years ago, with guidance 
from Delta Ag Farm Consultant James Cheetham, that changed at 
“Lockyersleigh” and “Lerida Station”. 

“We were finding that we weren’t able to finish the lambs on pasture 
and the quality just wasn’t there in the 2000’s, but crops are able to be 
grown rapidly and in grazing them on these crops you can turn stock off 
at weights,” Matt says. 

About 900ha of crop is sown annually between both properties, with the 
aim at “Lockyersleigh” to improve the countryside after many years trying 
to eradicate weeds, particularly serrated tussock. 

“We noticed another farmer who traditionally lead the way in the area, 
had planted grazing canola and we had even put some of our lambs on 
the canola under agistment, so we started to grow it too. 

“We were already growing wheat and triticale and oats. In the last couple 
of years we’ve sown canola in November after rainfall events and that 
has been really successful.

“We have found grazing canola to be a resilient plant and can survive on 
10 to 20mm of rain for four to five weeks in extreme heat due to its root 
system. The canola we’ve started to grow more for the growth rates of 
lambs, performs nearly 20 to 30 per cent better than oats and wheat… 

“We have increased our crop production now and most of the cropping is 

rotational, bringing in new paddocks every year. We are finding yields 
improve more production out of the paddocks that haven’t been 
producing much prior.”

Matt says increasing fertilizer inputs is also proving to be profitable in 
the crop production. 

The Merinos have also proven a profitable part of the enterprise in 
recent years, producing higher percentages than crossbred lambs due 
to the seasonal conditions. 

An agriculture consultant has been advising Matt and his family for 30 
years, with a developed focus for Angus cattle on fertility and growth 
rates and the overall operations on the properties.

Matt says heifers are kept on “Lerida Station” with an artificial 
insemination program (AI) joining them to high quality bulls. 

“It is a way to really super charge our genetics so that we have a herd 
without outlaying a lot of money for bulls,” Matt says. 

“Fertility wise, we generally achieve 95 per cent in-calf each year and the 
AI program is about 60 per cent plus which is above average, because 
of our selection. We only keep first and second cycle cows, if any don’t 
get a calf or lose a calf, we cull, and that’s why we are getting our results. 

“We also make sure they are at a certain fat score, and ensure the best 
feed opportunities to achieve that.” 

Whilst 25 to 30 years ago, Matt says there was a focus on Herefords in 
his family’s enterprise, he believes there is a premium for Angus cattle 
now and into the future. 

“We know who we can regularly sell to – Rangers Valley – and we feel 
the growth rates are better and the industry has proven they generally 
are.” 

And as Matt looks over the “Lockyersleigh” landscape and the historic 
buildings with his family, it’s evident he’s proud of his country connection 
and overseeing the farm into the future. 

Van, Matt, Katherine, Saxon & Angus Onions in front of 
one of the historic outbuildings at “Lockyersleigh”

The two-storey homestead was 
originally built in 1827
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As one of Australia’s leading 
businesspeople, David Murray AO 
is nationally and internationally 
renowned for his experience 
and service to the finance sector 
in strategic leadership, policy 
development, education and 
wealth management. He gives an 
insight into his passion for the 
agricultural industry, his views on 
how developments in technology will 
shape the future of farming and the 
highlights of his financial career. u

FROM FINANCE 
TO FARMING

Murray’s business edge

Article I Rosie O’Keeffe
Photography I Katrina Partridge Photography 
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David Murray AO (right) discusses advancements in ag tech with Goanna Ag Chief Development Officer John Pattinson & Delta Ag Managing Director Gerard Hines

One of the biggest breakthroughs in the Australian ag tech 
space is the use of sensors, satellites and data systems, 
according to David Murray AO. 

As he leaves his city residence in Sydney on one of his regular visits 
to his family 4,000 hectare farming property in the Hunter Valley at 
Merriwa, David reflects on his commitment to ag technology, installing 
sensors and a base station to monitor his farming operation and the 
improvements that can be made from investing in these measures. 

He believes the availability of water remains the biggest issue in 
agriculture, together with how well water is used. 

David also believes “great schemes” for managing water and providing 
hydro power are not getting traction. 

“Bradfield, who built the Sydney Harbour Bridge and the Storey Bridge 
worked out how to recycle water from the Murray-Darling Basin a long 
time ago and engineers know how to harvest water up and down the 
Great Dividing Range,” he says. 

“However, all of this technology around better management of farm 
water depending on whether it’s in horticulture and irrigated farming 
such as cotton farming, grapes, all of that can be managed for better 
yields and better use of water through the use of technology with 
sensors, satellites and data systems. That’s certainly one of the big 
breakthroughs, but if we want the greatest productivity improvement 
in farming we will have to revisit the great water schemes.” 

David initially invested in Goanna Ag in the initial stages of its 
establishment, in support of its business objectives and practical 
approach to a low-cost telecommunications network and a range of 
affordable in-field sensors to increase water use efficiency, profitability 
and sustainability. 

“With dryland farming, the data collection is more to do with having 

real time information and apart from having the best weather forecasts, 
to be able to check soil moisture, water outages and the condition of 
tanks and troughs remotely is also a major advance.

“Through being involved in Goanna I have learned about the research 
being undertaken in the cotton industry here and in the United States. 
For an average Australian cotton farm the data feed and water control 
can enable substantial cost savings and yield improvements. I believe 
there are other sectors that can benefit following on from this. 

“I’m really interested in the research and emerging technologies at 
Goanna Ag and hopefully with the drought not as big a focus, we can 
move forward more quickly now.”

David hopes the next technological advancement in agriculture will be 
the tracking of livestock. 

“I believe this will open up the opportunity to buy and sell livestock 
remotely as well with superior information about the farm, the 
bloodlines, the feed, the quality and being able to identify cattle as they 
grow, to trade them,” David says. 

David believes that despite farmers being some of the most 
technologically advanced people in the world with the ability to take 
something new and innovative on to demonstrate the tangible benefits 
and impact on cash flow, the biggest risk to the agricultural industry – 
drought – can only be partially covered/managed. 

“The biggest risks to the agricultural industry could be managed better. 
Australia has a large land mass and many different climates behaving 
differently all the time, yet there is no system of risk sharing across all 
of those different systems. With government sponsored risk sharing, a 
multi peril insurance system would take a lot of volatility out of farming. 
It must be recognised, however, that there cannot be full cover for 
drought. Unless the farming community gets the support of consumers 
on this issue it will be difficult to persuade politicians to act.” 



Prospect | Spring 2020       19

The Murray family’s beautiful farm is nestled amongst undulating 
pastures and dark, rich basalt soils of the Gumman Plains, and 
is home to the superior quality Dales Angus stud and a dryland 
cropping operation. 

David tells me that despite the purchase of this property five years 
ago, he has had an understanding and interest in agriculture for 
many years having spent school holidays at friends’ farms and his 
mother’s family having grown up on a property on the Macleay River 
in northern NSW. 

David employs a manager to oversee the operations, with the primary 
objective for the Angus cattle to develop free-range animals with a 
calm, quiet temperament and high docility level, through pasture-
based feeding. 

“(In the past four years) we’ve focused on genetics and improving 
the bloodlines and we are starting to see interest in our young bulls 
now and developing the stud component of our herd consistently,” 
David says. 

“Initially we started by buying really good cattle from the New England 
region and we brought some embryos in from what we regarded as 
the best bloodlines in Canada, so that has given us a good base for 
our production and to build on the investment.” 

There is a focus on achieving a higher yield per head and a better 
quality Angus beef. Through the breeding program, there is an aim 
to achieve easier birth weight and rapid weight gain, and a saleable 
weight at a relatively young age. 

Some infrastructure improvements have occurred in recent times 
and now David says there is an efficient system for looking after the 
cattle with a couple of sets of yards and races, with silo storages, 
machinery sheds and good bores also important inclusions. 

Crops are grown on up to 1,000ha of the property and with some 
water rights, there is limited irrigation. 

“Typically we grow lucerne, oats, barley, wheat and sorghum 
depending on conditions. We aim to get good yields because we can 
self-feed or keep feed for poor times, and we are certainly focused 
on that now the drought is over,” David says. 

“My thought is that if you’re going to run good stud cattle you need 
to make sure you can hang on to them through the bad, hence the 
interest in the water and cropping production.

“It’s a business venture that enabled me to invest in prime agricultural 
land, but the real satisfaction I am finding is coming from engagement 
with the team and involvement in the complexities of farming.”

It was in 1966 after finishing high school studies at St Aloysius 
College that David Murray AO first walked into the Commonwealth 
Bank, not realising that some 39 years later, he would still be with the 
same organisation – and right at the helm. 

At the time he started, the unemployment rate was remarkably low 
and David admits that like so many other school-leavers he sought 
a job in a bank because if unsatisfied, it was a simple process to 
change jobs. 

He undertook roles at a branch level for six years and says it 
wasn’t until he began studying at a tertiary level that he started 
to enjoy the banking role. He now holds a Bachelor of Business 
from the NSW Institute of Technology and a Master of Business 
Administration, commenced at Macquarie University and completed 
at the International Management Insitute, Geneva. He also holds 
an honorary PhD from Macquarie University and is a Fellow of the 
University of Technology, Sydney. 

David spent 13 years as Chief Executive Officer (CEO) of the 
Commonwealth Bank in which it was transformed from a partly 
privatised government owned bank to an integrated financial 
services company. In the process it generated total shareholder 
returns (including gross dividend reinvestment) at a compound 
annual growth rate of over 24 per cent. 

This is still a major highlight for David, who retired from the top job 
in 2005, and he still regards this development as a blueprint for 
business transformations of this kind. 

“I’d come back from completing my MBA in Europe and did some 
strategic work for the then CEO and I found that the government as 
the owner of the bank had not put any capital into it effectively since it 
was formed in 1912. It was also terribly inefficient under government 
ownership and I realised at the time that a strategy to confront 
inefficiency had to be the priority if the bank was to compete. 

“The reason why it worked so well for everybody was that we 
decided our objective was a return to our shareholders… We knew 
we couldn’t achieve that unless there was a suitable outcome for our 
customers and our staff at the same time. That’s what happened for 
a lot of years – our customers did better, we dropped the housing 
rates by 130 basis points (1.3 per cent) in two steps in the 1990s 
without any reduction in interest rates by the Reserve Bank. 

“Behind the scenes, the most important changes were on staffing 
policy which we described simply as providing fair, safe, challenging 
and rewarding work for employees.” 

David also reflects on the importance of having had the tenacity 
and foresight to lead the way with digital banking and the delivery of 
services in the 1990s. 

“We had to lead from the front with technology in banking, even if the 
analysts in the market didn’t agree with it,” David says. 

“Banking became more efficient and effective… It became evident 
that everything we would do for a customer, they could eventually do 
themselves, and that brings with it benefits, costs and complications, 
but it shouldn’t change the objective of getting value to the client.” 

David believes a major issue facing businesses today is that the 
ability to work on bringing a core value for their customers has 
been seriously challenged by legislation, regulatory complexity and 
political correctness. 

“I believe it is becoming more difficult today and regulation is 
becoming much more intrusive, and that will add costs eventually.” 

Over almost four decades David was at Commonwealth Bank, 
he did customer facing work in personal banking, worked in 
commercial banking and specialised finance, and he also spent time 
in administration, before he was named Chief Executive Officer in 
1992. 

David also spent two years in Papua New Guinea pre-independence, 
which he found an interesting experience speaking Pidgin English 
and working in a bank that was run on hand posted ledgers. 

“It was fascinating experience to learn the basics of banking. u
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“There was then a credit squeeze in the early 1970s which was an 
important experience for me to see what happened with inflation and 
interest rates rising substantially… The other big change was the 
almost complete deregulation of the sector in 1982. 

“The credit crunch in the late 1980s and early 1990s was painful when 
interest rates went to 17 per cent and the banks endured large losses. 
At that time the Commonwealth Bank was privatised and watching 
how the industry transitioned after deregulation was fundamental to 
competitive positioning.”

David also points to the Asian Financial Crisis in the 1990s, the dot-
com crash in the early 2000s as major events throughout his time in 
the industry, before he went on to the Chair the Federal Government’s 
Future Fund just before the Global Financial Crisis emerged. 

It was just after he had retired from the Commonwealth Bank that David 
recalls the then Treasurer Peter Costello approaching him to take up 
the post. David spent six years in the role with the objective having 
to invest budget surpluses to meet the long-term pension liabilities 
of government employees and take the pressure off the budget from 
ageing of the population. 

“I thought it was a positive initiative and before the legislation was 
passed I made some contribution into how the Act would operate in 
practice. We had been going less than a year when the Global Financial 
Crisis broke. In that year we lost 4 per cent of the portfolio compared to 
sister organisations in other countries lost as much as 20 per cent, so it 
was a steady start and has continued to do well.”

David was instrumental in setting up the International Forum of 
Sovereign Wealth Funds and was named the inaugural Chairman. 
He led the drafting of the Santiago Principles, a set of principles that 
sovereign funds use to inform and ensure they operate for good 
commercial reasons.

“With the Future Fund establishment, we managed to work through 
accountability to Parliament while achieving public sector efficiency and 
effectiveness at the same time. 

“In Chairing the financial system inquiry in 2014, we made 44 
recommendations in which 42 were picked up by Parliament, so that 
was a major learning experience in learning a lot about the interplay 
of policy with the operation of the private sector.

“These have all been interesting experiences, but I think the 
fundamental thing is that an organisation is only as good as its leaders 
and only as good as its treatment of its people.”

When he’s not checking the Angus herd on his Merriwa farm, for 
the past seven years, David has also been devoting his attention to 
charity as Chairman of the Butterfly Foundation. 

The Butterfly Foundation provides support services, treatment and 
resources, delivering prevention and early intervention programs and 
advocacy for the needs of those with eating disorders and body image 
issues. 

“There are about a million sufferers in Australia. Whilst we’ve made 
good progress and we are about to open our first residential centre 
in Queensland, there is still such a stigma attached to it and there 
is a long way to go. The incidence of people calling our hotline has 
doubled this year since the COVID-19 pandemic. If these issues aren’t 
treated they can have a whole of life detriment which is devastating for 
individuals and costly for communities.

“We’ve had day programs, youth intensive outpatient programs, 
there’s the helpline, educational programs on schools, so we are 
really trying to tackle it from every angle.” 

David has received recognition on numerous occasions for his 
career achievements. In 2001 he was awarded the Centenary 
Medal for service to the Australian Society of Banking and Corporate 
Governance, and in 2007 he was made an Officer in the Order of 
Australia for his service to the national and global finance sector. 

“It’s certainly a real honour to receive these awards. I’d like to think a 
whole lot of other people have contributed to my award though and I 
carry it for them as well.”

David Murray AO enjoys being involved in farm 
operations & engaging with the team managing his 

family’s property at Merriwa
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Yielding
Paddock Precision

Article I Lucy Ziesemer 
Photography I Rachel Walker Photography 

Sandy Munro & Dave Watts take a break from farm 
operations at “Weebollabolla” at Moree
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Most people would assume a fifth-generation agriculturalist 
would have nothing left to learn after inheriting such a wealth 
of knowledge from those who passed through droughts and 

floods before them.

But, Sandy Munro of “Weebollabolla” at Moree promptly dispelled such 
a myth, confirming he is still learning and evolving to this day. 

With a family history spanning almost 160 years at Moree, Sandy has 
become attuned to all the highs and lows the agricultural industry has 
to offer.

Right now, as is the case for many farming families, the Munros are 
nearing completion of what Sandy says was a “surprising” harvest.
“I’ve been amazed at the yields and the biomass produced on the in-
crop rain we’ve received,” he says. “We started with a less than three 
quarter moisture profile in most cases and were only assisted with 
36 to 40mm of in-crop rain, so to produce what we have has been 
astounding.”

Sandy put this down to years of dry weather actually providing the soil 
with a recovery spell.

He believes droughts are nothing new and despite the previous four 
years, especially 2019, being particularly cruel, the break from cropping 
had increased mineralisation in his paddocks.

“We’ve had to adapt our management practices in recent years 
to accommodate minimal rainfall conditions, and a big part of that 
has been planting cover crops to provide ground cover for moisture 
retention,” Sandy says.

“Ongoing drought has created an overall deficiency in terms of sub soil 
moisture so working towards improving that was our primary strategy 
this winter.

“The Bureau of Meteorology predicted a wetter than normal winter so 
we punted on cereal crops and where more moisture was present we 
planted some linseed as well as chickpeas.” 

Sandy believes one of the bigger changes affecting modern day farming 
is the increased pressure from the northern hemisphere.

“We also planted a small area of low GI purple wheat with the niche 
domestic market in mind as I believe the days of back to back commodity 
farming are coming to an end,” he says. 

“Unless we can keep costs down and move into good crop rotations to 
control moisture and break the weed cycle, I feel we will slip behind the 
eight ball against our competitors.”
 
The name “Weebollabolla” is also familiar to cattlemen and women 
where the Munro family have upheld a superior Shorthorn stud herd 
and sale for 53 years.

The drought took its toll on this side of the “Weebollabolla” operation 
too, and Sandy explains that they were forced to scale back their 
breeder numbers significantly.

“My grandfather always said ‘sell, repent, but sell’ and frankly we 
followed that mantra and sold down to our core female herd,” he says. 
“You can put the value of a cow down its throat very quickly and it was 
a case of kilograms of beef per hectare compared to tonnes of grain 
per hectare.

“The opportunity costs of running cows in this country have gone, so 
we must look long and hard at only reproducing the superior genetics 
of our herd – that’s the functional basis within our whole production 
system currently.” 

Sandy believes the Shorthorn breed has a big role to play in the evolving 
composite herd of tomorrow.

“As Asia demands a more palatable product in terms of meat pH and 
with the prominence of live trade, I see Shorthorns regaining their place 
in northern parts of Australia,” he says.

“Shorthorns tick boxes – they will grade MSA and meet the criteria 
which are a magnificent animal to cross with Bos Indicus cattle that 
have taken over in the north.

“The Shorthorn has proven it can establish itself right around Australia 
because it was there 30 years ago, and with the evolution of genetics as 
a powerful tool I suspect we’ll see more Shorthorn composites heading 
into Asia that are better suited to that market.” u

You can put the value of a cow down its throat very 
quickly and it was a case of kilograms of beef per 
hectare compared to tonnes of grain per hectare
   Sandy Munro - Weebollabolla

“
”

Sandy & Judy Munro
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Sandy’s daughter Jen Jeffreys has recently 
taken over the day-to-day operations at 
“Weebollabolla” and Sandy is delighted for 
a new generation to adapt to the demands, 
with the support of key advisors. 

“We’ve got some really good people 
on board. We’re relying on advice from 
Delta’s Mick Parry and the latest in terms 
of research into crop rotations, and it’s 
proving to be rewarding,” he says. 

“Delta provides assistance for both farming 
and grazing sides of our operation, which 
is beneficial considering how much the two 
overlap.”

The rise of the clean, green image has not 
missed Australian producers and is not a 
negative factor in Sandy’s opinion.

“We’ve got a wonderful advantage on 
the world scene when it comes to our 
integrity regarding animal welfare and 
offering sustainable products and I believe 
red meat has a really strong future if we 
maintain transparency right through the 
production chain,” he says.

“That’s across the board for all sectors of 
food production – we need to be identifying 
and grading our products to meet the 
specifications of our brand driven by the 
burgeoning Asian middle class who are 
now wanting documentation of how that 
product came to be.”

In terms of modern day broadacre farming 
applications, the advent of wide machinery 
and high horsepower tractors really lend 
themselves to the northern NSW region.

He believes productivity around Moree 
is based on its rich deep soils, high 
phosphorus levels and its access to 
underground water.

“Sub artesian and artesian water are 
the foundations for strength within the 
agricultural enterprises in this district,” he 
says. “Moreover, we’ve learned how to farm 
our cracking soils and maintain stubble 
cover and with technology like infrared 
cameras and drones I think we’ll only see 
productivity increase. Labour costs have 
also been decreased on many of the larger 
acreage farms particularly west of Moree, 
with technological advances now allowing 
producers to farm in eight kilometre runs. 
Combine this with easy access to bore 
water for application of herbicides and 
you’ve got a far more efficient way of 
operating compared to years gone by.”

While it seems the Munro family have found 
ways to overcome significant challenges, 
no doubt there will always be more puzzles 
in the not too distant future.

However, as is the general feel within 
agriculture in 2020, Sandy remains 
optimistic. “It’s all about one’s ability to 
adapt under pressure, where on farm 
decisions become paramount,” he says.

“The next generation are resilient and have 
the smarts to benchmark their operations 
against their peers, and for that I feel 
Australian agriculture is in safe hands.”

The Munro family has been farming in the Moree district for 160 years
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With the emergence and growth of large international corporate 
investment companies on Australian soil, Aussie farmers and 
consumers alike are becoming increasingly supportive of 

grassroots operations.

Community involvement is also high on the wish list for our rural townships, 
and there could surely be no better candidate to tick both boxes than 
North West Ag Services with their support of various local organisations 
and projects. 

Born out of a need for a rural supplies store in the region, the business 
was originally established in 1987 and operated from the rear of its 
founders’ Wayne and Judy Cameron’s home in Quambatook, Victoria. 

The then Mallee Rural Supplies (IAMA) in Swan Hill approached Wayne 
and Judy Cameron to set up a depot and as the saying goes, the business 
never looked back. Quambatook locals all their lives, the Cameron family 
had a wonderful relationship with agronomist Michael Hind, so after a 
number of successful years as a depot the group decided to set up the 
business independently as Quambatook Rural Supplies, an affiliate of 
IAMA.

Wayne sadly passed away in 2007, and in 2008 Wayne and Judy’s son 
Steve Cameron took over as Managing Director alongside his mum after 
purchasing a share in the business from Michael.

Steve describes himself as a poor quality student who scraped through 
secondary school, cancelling a plan to become an electrician in favour 
of enrolling at Longerenong Ag College to study Ag Science. “I aimed to 
become a livestock agent and auctioneer until a wise old livestock agent 
with bad knees and hips and overall health suggested I find another 
profession unless I wanted to look like him,” Steve quips.

He says it was unplanned and purely through chance he ended up back 
at the family business, but in hindsight the move was a good one. Steve 
says his father and Michael had earned the business a lot of momentum 
in their time. 

“It became the responsibility of the whole team to maintain that momentum 
and keep achieving what we set out to for our clients,” he says.

“In retrospect, that period reminds me of when I was a little kid on a 
bike and Mum and Dad would give the bike an almighty super boost 
shove from the back seat, and you would free wheel for a moment for 
balance before you started peddling again.

“You could barely keep up and almost lost control - it was risky but 
great fun!”

In the early years, Wayne continued working as a fencing contractor 
and manager of the grain elevators board site at Quambatook, but 
with no other entity servicing the local rural supplies market, it wasn’t 
long before Quambatook Rural Supplies demanded a lot of attention.

Steve says expansion was not a focus of the business and instead, 
the goal was to improve the business model.

“It worked on providing excellent service and high quality agronomy,” 
he says.

“The culture and mentality we’ve always had is ‘focus on getting better 
and bigger will just happen’.” 

North West Ag Services now boasts 14 outlets across the Wimmera 
Mallee region of Victoria. Aside from spreading across the state, Steve 
says a number of key developments had occurred within the business 
itself.

“First and foremost, the founders embedded a great culture and 
attracted the best people who wanted to be part of that feeling, and that 
continues today,” he says. “The acquisition of Tasco Rural Supplies in 
1998 grew the business significantly and the launch of AGRIvision 
Consultants as a dedicated agronomic consultancy provider in 2007 
serviced the growing requirement for an independent full-farm system 
of service.

“In 2016 we officially established our purpose of helping growers make 
the right decisions and our values of integrity, respect, commitment 
and ’getting better’- aspects we are proud to maintain.”

The decision to establish the agronomy side of the business separately

For more than three decades, North West Ag Services has been immersed in the communities 
in the Wimmera-Mallee region of Victoria, and last year the business integrated into the Delta 
Ag network. Lucy Ziesemer chats to Steve Cameron about the enterprise grew from the family 

home at Quambatook, to now servicing a broad regional footprint across 14 outlets.

In it for the long haul
The rise of NORTH WEST AG SERVICES
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was based off a survey of more than 40 clients, questioning what they 
were looking for from NWA (North West Ag) now and into the future.

Steve explains that it became clear over a 12 month consultation 
period there was a need to adapt to remain as relevant to clients as 
they had previously.

“This was an evolutionary step and at the time we had an exceptionally 
strong agronomy team led by AGRIvision General Manager Kent 
Wooding,” he says.

“Agronomic service requirements from growers began changing in the 
late 1990s where the importance of getting good agronomic advice 
was integrated into their whole farm system.

“Traditionally the agronomic service component was supported by the 
sale of products such as crop protection and fertilizer products, but 
the industry progressed and independent holistic consultancy advice 
was a much better model to deliver what growers needed in their 
increasingly integrated and complex systems.”

NWA and AVC operate separately providing different products and 
services to the same farming clients.

Steve says this way of working clearly defined (for the client) the 
relationship they had with the individuals from each business while 
also providing the NWA and AVC teams a clear understanding of the 
framework of responsibility they had to clients.

At present there are 38 team members within NWA and 17 within 
AVC. Steve says NWA and AVC operate in the best cropping region 
in Victoria and many in the agricultural industry who visited were 
impressed with the rugged beauty and productivity of the region.

“Wheat, barley, oats, canola, lentils, lupins and vetch are all grown 
very successfully in the area,” Steve explains.

“Broadacre cropping is the cornerstone of agronomic production in 
the Wimmera Mallee while the ever-growing integration of pasture 
continues to emerge within farm plans for livestock production.

“The irrigated areas of our footprint are excellent for production 
of corn, rice and tomatoes through summer, demonstrating the 
productive capacity and diversity of our region.”

Last year, NWA integrated with Delta Agribusiness and Steve 
believes it has introduced some interesting opportunities.  

“The COVID-19 restrictions have curtailed our ability to effectively 
share and execute opportunities, particularly ones requiring us to 
get close to what is happening,” he says.

“Once we are able to reunite across the border I can see so 
many opportunities for both the NWA and AVC teams immersing 
themselves in the Delta Ag footprint in search of the next 
evolutionary adaptation for us to take to our clients, and vice versa.”

As it was in the beginning, North West Ag remains 100 per cent 
committed to playing its role in the community.

Steve says this is an imperative aspect of the business as 
integrating in local communities was part of everyday life for the 
team.

“We know that we are a very relevant part of the community fabric 
in all towns we operate in and we have a responsibility to ensure 
we support local community groups that work tirelessly to provide 
so much for their towns.

“I am extremely proud of what we have achieved – the contributions 
of so many over the 33 years is evident in what the business is 
today.

“The resilience of our clients over the same period is extraordinary 
and I see so many examples of farming families we’ve been 
working with for three generations who are outright successes in 
this industry.

“To know we have been an enduring part of those success stories 
makes us all proud and gives us great purpose about why we 
exist.”

Quambatook Rural Supplies shopfront in 2003

Steve Cameron with mother Judy CameronNorth West Ag Services Quambatook
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Find out more at evergolenergy.com.au

Bayer CropScience Pty Ltd, ABN 87 000 226. Level 1, 8 Redfern Road, Hawthorn East VIC 3123.    
Technical Enquiries 1800 804 479 EverGol® and Bayer Seedgrowth® are registered trademarks of the Bayer Group.

• Excellent control of loose smut in wheat,  
barley, triticale and oats.

• Class leading suppression of rhizoctonia root  
rot in wheat, barley, triticale and oats.

• In-furrow or on seed application for crown rot  
and pythium root rot suppression in wheat,  
barley, triticale or oats.

• Superior formulation with excellent seed  
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seed safety profile.

New EverGol® Energy from Bayer is a 
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• Feral animals are a major cost to the Australian agricultural industry.

• Fencing helps with total grazing management and reduces losses to stock, crops and pasture from feral incursion.

• Waratah manufacture specifi c prefabricated fencing for protecting your stock and crops against feral animals.

• Trained Delta Ag and Waratah staff are happy to provide on-farm consultation on the fence best suited to your feral 
exclusion needs.

• Start protecting your livestock and crops now as part of your total grazing management program by calling us today!

DE LTA
AG R I B U S I N E S S

WHEN IT COMES TO
FERAL EXCLUSION FENCING, 
WARATAH & DELTA AG HAVE YOU COVERED

STOCKGRIP® LONGLIFE BLUE

WIRE SIZE* ROLL LENGTH (M)
16/180/15 200

STOCKSAFE-T® LONGLIFE BLUE®

WIRE SIZE* ROLL LENGTH (M)
15/150/15 100, 250, 500

12/115/15 250

11/90/15 100

Available with or without apron
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A unique program has been developed within the Delta 
Agribusiness network to create opportunities for team members 
to heighten their leadership skills. 

Initially established five years ago, after Delta Ag’s John Fisher 
identified the opportunity for employees to diversify their skills and to 
connect with key managers across the network, 19 participants have 
now completed the 12-month Grow program, and a further seven team 
members have been undertaking the course this year.

Delta Ag’s Group Human Resources Manager, Rebecca Milliken has 
developed the content of the program and facilitates workshops and 
events. She says the course offers the opportunity for participants to 
undertake workshops in learning key strategies such as negotiation 
skills, public speaking, financial literacy and profitability, and creative 
marketing.

Delta team 
members 
scaling new 
heights to 
develop skills

GROWING 
FUTURE 
LEADERS

“We have sessions on key business strategies, developing leadership 
skills and personal coaching in conflict resolution and emotional 
intelligence,” Rebecca says. 

“There have also been different learning situations as well, including 
having participants hiking and abseiling, to also build on their ability to 
work in a team environment. “People are at the core of the Delta culture 
and values, and as part of our strategic plan it has been important to 
identify opportunities to invest back into our team members and offer 
further training opportunities.” 

The program has evolved since its inception, with Rebecca also 
including more complex and targeted workshops based on insights 
she gained from industry experts and external facilitators as part 
of her own participation in AgriFutures Australia’s Australian Rural 
Leadership Program.

Bec Milliken - Delta Ag Group HR Manager
Photograph by Emy Lou of Vivid Editorial

Article I Rosie O’Keeffe

Tom Cullen - Delta Ag Agronomist Elissa Mitchell - Delta Ag Grain Broker
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Delta Ag Lockhart Branch Manager Daniel Fisher completed the program 
in its first year and says it gave insights into the management of the Delta 
network and access to other areas within the company. 

“There were sections of the program focusing on sales and marketing, 
another one on mergers and acquisitions, and another focus on accounting 
and finance,” Daniel says. 

“The program gave a good insight into the expanse of Delta Ag and an 
understanding of the different branches and roles of others within the 
network, which has also then helped on a day-to-day basis in further 
understanding the processes and timeframes.” 

Daniel first started working in a merchandise sales role with Delta Ag in 
Young and Harden in 2006, and then went on to have roles at the Temora 
and Coolamon branches, before he took up his post at Lockhart almost 
two years ago. 

Originally from a farming family at Stockinbingal, Daniel knew he was 
destined to be involved in agriculture in some way and he says being a part 
of the Delta group for almost 15 years has given him extensive industry 
experience. 

“I am really fortunate to have worked in management roles at more than 
one branch. Now being based at Lockhart, I have been able to change 
and set new goals and set new sales targets. With the different farming 
properties within the areas too, there has been the opportunity to work 
across a number of agricultural industry areas – from large grain holdings 
to graziers, to hobby farmers and town trade opportunities.” 

Participants of varying ages have applied to complete the program from 
various locations within the Delta network and have been employed in 
different roles including branch managers, agronomists, livestock sales 
agents and those working in merchandise sales positions. 

“I think gaining self-awareness is important in a team environment and 
having exposure to other senior leaders as they go through the program 
has meant there are various benefits to it. There is also the potential that 
through having a team with these leadership skills that it will enable further 
succession planning possibilities within the management structure in the 
future,” Rebecca says. Dan Fisher - Delta Ag Lockhart Branch Manager

Grow program 2018 participants attending a workshop with rugby legend & entrepreneur John Eales, Sydney NSW
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Recognition for 
industry stalwart
David Corcoran
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As it turns out, receiving life membership for time and commitment 
to a representative body does not equal exemption from mundane 
chores such as taking rubbish to the tip. 

Delta Livestock and Property General Manager, David Corcoran, knows 
this all too well as that’s exactly where we found him when we tracked 
him down to discuss his recent and very well deserved ALPA accolade. 

After contributing eight years to the ALPA (Australian Livestock and 
Property Agents) national board and spending four years as chairman, 
David was recently honoured with life membership to the esteemed group. 

His work as a livestock and property agent began in 1993 when he was 
offered the opportunity to work as a specialist wool salesman for Elders. 

Boorowa born and bred, David jumped at the opportunity to work in his 
local region and, given his affinity with Merino sheep thanks to his family’s 
mixed farming operation, he flourished in the role. 

David recalls business was solid, with the region around Young boasting 
one of the largest Merino sheep flocks in New South Wales at the time. 

“The wool industry was very strong in the early 1990s. There was always 
ups and downs as there always will be, but wool was a key product in 
those days,” David says. 

David enjoyed the wool game, however, when the chance appeared to 
step into an Elders branch manager role at Young in 1996, he couldn’t 
let it slip.

“Wool was very one dimensional in that I was dealing with just one 
product, whereas the branch manager role took me into livestock, which 
was broader and more interesting,” he says. 

“I also gained experience dealing with real estate and was responsible 
for the branch overall. It was a successful business and I was there until 
2006.”

After 10 years as branch manager, David surely had the nuts and bolts in 
order and no doubt well oiled, so it was no surprise he was approached 
for a similar role with then up and coming agency – Delta Agribusiness.

“Delta’s key creators, Gerard Hines and Chris Duff, knocked on my 
door in 2006 and asked if I would be interested in running their livestock 
business,” he says.

“They were more or less starting from scratch and I thought to myself, 
these blokes could be onto something pretty special here and I knew I’d 
regret it if I didn’t give it a crack.”

Since those early days, David has played a crucial role in taking the 
livestock side of Delta from strength-to-strength, and no less can be said 
for his years working with ALPA. 

On receiving ALPA life membership, David said he was sincerely 
surprised. “There is a history of good people that have life membership 
and to be Chairman and have a photo on the wall in the office is a great 
honour, but to be made a life member is very humbling and above what 
I deserve.”

ALPA acts as a lobbyist group for agents and has a place on a number 
of industry bodies including but not limited to the National Farmers’ 
Federation (NFF) and the Australian Meat Industry Council.

“A lot of people think agency is a thing of the past and they question how 
agents can add value to producers’ businesses,” David remarks.

“ALPA itself is involved in policy making and the direction these policies 
take and these things ultimately effect agriculture more broadly.”

David believes agency needs to challenge itself and continue to evolve 
to meet modern day expectations in order to remain relevant in the 
agricultural sphere.

“People need solutions in a timely manner that suit their enterprise and 
their geographic location,” he believes. “Online marketing is a huge factor 
of our business model now. Some agents may resist coming on board 
with the online world but they may find they get left behind.

“Good agents these days play a 50/50 role of consultant and marketer. 
Agents that are progressive, quick on their feet, involved and embrace 
new ways will always have a place in the industry, in my opinion.”

Adaptability is a learned skill for those operating in the livestock realm, 
with red meat experiencing significant growth on the world market 
as niche cuts and a growing product range become in-demand on 
consumers’ shopping lists.

David believes quality and consistency held the Australian livestock 
industry in good stead and could not afford to be taken for granted, from 
anyone’s perspective.

“More and more Australian producers are now focussing on efficient 
production through pasture development and winter crop production 
across all landscapes in their own way compared to 30 years ago,” he 
says.

“Once upon a time you could sell anything to anyone but these days 
we offer a specific product that’s produced under the right conditions- 
animal welfare is huge nowadays.”

He believes this business model needs protection at all stages from on-
farm through to transport, marketing and delivery, and beyond.

“That’s the industry we’re involved with and it’s exciting because it 
progresses all the time. The next generation of producers coming 
through are doing amazing things and making huge advances in both 
production and the basic operation of their enterprises. They’re the sort 
of people leading the way and our job as agents has got to be to deliver 
options that add value to what they’re already achieving.”
 
While he is now retired from the role, David reflected on his years on the 
ALPA board and as Chairman with great fondness. “I dealt with really 
good people across my time with ALPA and felt the work we were doing 
was truly valued,” he says.

“The same goes for my role with Delta – you develop close friendships 
and bonds with the people you’re involved with. As agents, if we can say 
a key part of our role is creating strong relationships along the supply 
chain, that’s something worth nurturing.”

Delta Ag’s David Corcoran 
has 27 years’ experience in 

livestock sales
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The Delta community was greatly saddened by the sudden 
and unexpected loss of our Burren Junction Branch 
Manager, Spanner, who died on 29 June 2020, aged 65.

Spanner was a long-term local resident and proud 
supporter of the Burren Junction community, and is 
survived by his loving family, wife Jane, and sons Tom and 
Harry.

Spanner joined Delta Agribusiness in 2009 after the Narrabri 
and Burren Junction businesses were purchchased from 
GrainCorp. Prior to that, Spanner had worked a long 
career with GrainCorp at Burren Junction for 35 years, 
including as manager of the Ag Plus merchandise and 
fertilizer depot. It was under this business transition that 
Spanner joined the Delta team, after having worked in 
various areas of running a wheat silo and became known 
in many of the local silos in addition to Burren Junction – 
Merah North, Cryon, Merrywinebone and Walgett. 

Managing Director Gerard Hines has many fond memories 
of Spanner; “Spanner was a true local identity at Burren, 
loved his family, his clients, his fishing and of course his 

A tribute to the late

Kim “Spanner” Pattison

mighty Manly Warringah Sea Eagles. 

“He loved a cold beer after a hot day’s work, fishing with 
his sons, and talking rugby league. 

“He was certainly a highly valued and popular member 
within our business.”

Spanner was a talented footballer himself as a young man 
as well as a boxer of some note. 

Spanner never missed watching his boys play footy and 
was very proud of the young men they have become. 
Spanner was contemplating retirement over the next 
couple of years, and we are all very saddened that he 
hasn’t been able to enjoy the fruits of his working life, and 
spend a lot more time with his family that he adored and of 
course, more fishing adventures. 

A popular local identity that loved servicing the farming 
community, Spanner will be sadly missed, and our sincere 
condolences go to Jane, Tom and Harry, and his extended 
family.  



FMC's Overwatch® Herbicide is about 

to revolutionise your pre-emergent 

treatment of annual ryegrass, as well as 

bifora, sowthistle, silver grass, wireweed 

and a wide range of others. With up to 

12 weeks of control, crop safety and 
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Herbicide is set to change the way you 

see weeds in wheat, barley and canola.
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Twine technology
a game changer for baling 

Red Diamond’s Knot Lock Technology specifically 
designed for the Australian environment will save time 

and protect/wrap/secure even the most demanding of crops. 

Following outstanding feedback from professional baling 
contractors last year, Plastag is pleased to widely release 
its Red Diamond twine range featuring exclusive Knot Lock 
technology. 

Designed in collaboration with Australian operators to solve 
their pain points, Red Diamond is available in small and large 
square twine and large round bales with a range of strength 
options for all baling conditions. 

Thinner than other options on the market, Plastag’s Red 
Diamond offers a soft and easy to use twine that doesn’t 
compromise on strength. This ensures less wear and tear 
on bill hooks and knotting systems saving money and time 
on repairs and maintenance. The high-visibility created by 
the bright colour ensures all twine can be easily spotted and 
removed which is particularly helpful when feeding stock.

While traditional twines are largely developed for flat non-
springy crops such as lucerne, vetch and clover, Red 
Diamond excels with more demanding crops like oaten hay 

and straw thanks to the Knot Lock additive. 

The Knot Lock technology minimises knot slippage and 
machine stoppages, increasing bale output and reducing 
downtime spent re-pressing broken bales. Use in combination 
with hay inoculants such as Probuck Gold or buffered organic 
acid options such as Hay Shield or Hay Mate to maximise 
quality and baling output. Exclusively designed and tested for 
the trying Australian conditions, Red Diamond is the perfect 
option for those who want a strong and reliable product that 
maximises efficiency. 
Speak to your local Delta team about the range. 

About Plastag:

Plastag is a proudly Australian owned and operated crop 
packaging specialist company. 

Closely connected to customers, the Plastag team works 
regularly alongside producers to create products that address 
their needs. This collaboration identifies pain points, allows for 
extensive in the field testing and results in innovative product 
solutions that are readily available throughout Australia. 

Head to plastag.com.au to find out more. 

Casey Jones of Riordan Contracting has seen significant 
benefits in using Plastag’s new twine
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Livestock Health
Sophie Perrett 
Animal Production Advisor, Delta Agribusiness 

Protein boosts required
during summer months 

As harvest quickly approaches, we will begin to think 
about our summer requirements for our stock. 

Feeding stubbles will become a large part of our summer, and 
I’d say many of you will be looking for something to boost the 
protein, as the spilt grain and green pick can only go so far.

To drive consumption of the available feed, there are 
various types of urea or molasses-based products that will 
provide reasonable results. Additionally, if you are looking 
for something that is naturally high in protein and energy, 
and cost-effective, consideration should be given to Distiller 
Syrup. Liquid supplements are quite user friendly, as they 
have multiple application options allowing them to fit into 
many different systems no matter your set-up. 

Depending on what you choose will certainly affect the results 
you see, and how well the stock “clean up” your stubbles. 

With all these decisions it is necessary to consider what you 
are wanting to achieve and in turn what your stock require to 
meet your expectations.

With weaners, we tend to expect them to consume 
approximately 2.2 per cent of their body weight when the feed 
is of average quality (e.g. hayed off summer feed). 

On the other hand, throughout the year, when we had grazing 
crops and lush pastures, we were expecting them to consume 
3.5 per cent of their body weight. This is where it becomes 
important to prioritise feed for our weaners, as there is only 
so much, they are able to consume until they feel full. Fibre is 
a wonderful thing, and is something that should be included 
in any diet, but when consumed as a major part of a young 
animal’s diet, it can slow them down significantly, causing 
them to not reach their daily requirements. This can result in 
stagnant growth, or backwards condition. 

In general, you can happily include fibre ad lib, or 
approximately 20 per cent of a mixed ration. This will allow 
for rumen development at a young age, as well as regular gut 
function throughout the feeding period.

When coming into the introductory period, be sure to take 
your time (14 days at least) and increase the grain offered in 
small amounts. The soft finish to 2020 will cause the starch to 
increase heightening the risk of acidosis.

To finish, please continue to be aware of flies and strike sheep. 
The spring and summer seasons have provided the perfect 
conditions, and we have had many struck sheep throughout 
the network already, even in lambs coming into wean. Supply 
is continuing to be tight, so get protection on early, and be 
sure to choose an appropriate product for your timeline.

Taking Stock
Cameron Rosser 
Livestock Sales, Delta Agribusiness 

High quality of livestock
in a positive year 

It’s very fair to say that 2020 for the livestock sector has 
been an absolute rollercoaster ride and one we probably 
won’t experience again for a very long time. From the 

negative effects of COVID-19 on an international level 
playing havoc with our livestock markets, to the positives 
of the widespread excellent season most people in eastern 
Australia are currently experiencing, it has certainly been 
an interesting year. Thankfully for our livestock markets, it 
appears most export markets are getting back to normal and 
the producers are being rewarded for the quality of stock they 
are presenting with the excellent season.

We are currently in the middle of our sucker selling season 
and producers are being well rewarded for the quality of 
their stock being presented with most sales receiving 700-
760c/kg depending on carcass weight. The quality season 
has also meant producers have a surplus amount of grass. 
Store lambs are somewhat of a rare commodity and these 
store lamb prices are almost matching light trade lamb prices 
and underpinning the market to keep its strength. The key 
to suckers receiving a premium will be keeping them free of 
grass seed and producers will most likely have to shear early 
to reduce the long term effect of grass seed penetration.

With such a shortage of mutton and beef on offer, exporters 
and feedlotters are hungry to reach their quotas and this 
market will remain strong going forward and could have 
every chance of strengthening if more export markets open 
up for processors going forward post COVID-19. Not only 
is the strength of this market a reflection of the shortage of 
numbers it is also being underpinned by local restockers 
trying to rebuild their numbers and also convert their surplus 
grass into profit.

 

As always with a grass driven market we seem to witness or 
get on the bandwagon to secure numbers to try and make a 
short or long-term trade profit from. Young restocker prices 
are the strongest we have ever seen. 

Every week we look at market reports or results from online 
selling platforms such as Farm Gate Auctions or Auctions 
Plus and wonder how much stronger can it get. Young steers 
and heifers making 470-600c/kg is somewhat unbelievable 
but seems to be the new norm. I have no doubt that when 
autumn drop calf sales commence early in 2021 you will 
struggle to find a better line-up of breeders’ cattle and prices 
will be as strong as they are now.

The 2020 year appears to be finishing strongly on all livestock 
fronts and I wish everyone the best for 2021.
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Landscape
Matt Bissett 
Agronomy Consultant, AGRIvision Swan Hill

Seasonal planning offers
stability in cropping program

As the 2020 season draws to a close, it presents a great 
opportunity to review the season and begin planning for 
2021. 

Assessing paddocks for the variables that create a solid rotation 
is paramount to well thought out seasonal plan. Not only does it 
take care of surprises it creates a sense of stability in a complex 
cropping program and creates predictability.

Weed control and escapes: Assessing paddocks for weed 
control and any escapes allows for rotations to be shifted to 
accommodate differing weed control measures. The earlier this 
assessment is completed the better as it allows for crop topping 
or harvest weed seed management programs to implement in a 
timely fashion. It also highlights any opportunity to resistance test 
and escapes by collecting mature weed seeds for assessment. 

Nutrition and Root Disease: Throughout the growing season 
we are constantly assessing the nutrition requirement of crops 
and it often throws up questions around rotation and its impact 
on fertilizer requirements and disease. Identifying potential 
constraints to yield whether nutrition or disease can have big 
impact on the performance of the rotation for future years. 
Prioritising soil testing now for nutrient and disease analysis is 
very timely.

Rotational Performance and Gross Margins: Whilst it’s hard 
to get a true measure on Gross Margin until the crop is off, it is 
always timely to assess the rotation from a financial perspective. 

Analysing costs and returns gives greater insight into farm 
performance and helps tailor the rotation to maximize profit 
whilst taking into account the other variables that drive it. 

Seed requirements: With an initial plan in place it allows for 
the careful sourcing of next year’s seed requirements. When 
looking for areas of seed to source always look for crop that 
is in good nutritional shape, free of weed issues and of any 
potential harmful seed borne disease. Planning now on where 
these locations may be takes the pressure off at harvest and 
allows a logistical plan to be put in place to minimise downtime. 

Grain Watch
Mick Parry
General Manager, Delta Grain Marketing

Harvest brings good fortune
for growers

The 2020 winter crop will be remembered for the 
incredible turnaround in fortunes for a huge group of 
growers through central in northern NSW in particular, 

following three years of the worst drought in memory. At the 
time of writing, northern NSW is finishing their harvest whilst 
the western areas of NSW in the Central West and Riverina 
it is underway. 

Quality has been remarkably good after an enforced long 
fallow, with APH1 and 2 the most common grades delivered. 
Crops of 4t/ha and higher were commonly 13 per cent to 15 
per cent protein, with test weights of 82+ being the norm. 

There has been some falling numbers issues from areas 
which received very heavy storms across the western end of 
the Liverpool Plains and around Bellata, but fortunately they 
are in the minority. 

As harvest moves south, we expect more H2 and APW 
which are grades where demand is strongest offshore, giving 
confidence to the pricing as we move closer to 2021.
 
Our focus on forward sales over the past several months to 
protect the downside in feed grain values has also been very 
effective in capturing good protein spreads. There is still a 
good result for participants in northern NSW, but a long way to 
go for this harvest in central and southern NSW and Victoria. 
We hope not to need the Fed1 spread in any zone, but if we 
do at least the discount is known when one is covered with a 
full multi-grade contract.
 
We have been highlighting the China effect for a few months 
now, with their aggressive buying program of US corn and 
soybeans putting pressure on global stocks and upward 
pressure on prices at a time when the Northern Hemisphere 
looks to be heading into the first La Nina event in 10 years. 
As we have also highlighted, La Nina gives the Northern 
Hemisphere higher average temperatures, warmer sea 
currents and less rain. 

The huge uplift in demand for corn (a record 20 million metric 
tonnes to China) means that there will be an increased 
demand for wheat in feed rations as corn prices accelerate, 
as well as wheat needing to lift in price to attract planted acres 
in the northern spring, February/March/April 2021. 

The strength in US corn values is broadly supportive of 
all feed grains, even barley which has remained the poor 
cousin since China pulled the rug on Australian exports. We 
are confident that barley is very attractive as an exportable 
commodity at heavy discounts to wheat, though the system 
is currently focused on wheat sales, being the larger market. 
The Australian chicken and feedlot industries have also 
largely shifted to barley for the 2021 feeding programs, which 
while a slower movement of grain, will give long-term support 
to values, especially once we move beyond the inevitable 
harvest selling pressure.
 
Canola values continue to be a dream come true for growers, 
with an extremely stable pricing environment and now a 
building international oilseed story which could well offer 
even greater returns in 2021. This year is indeed a welcome 
change to the last few seasons!
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A YAMAHA VIKING
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Pacific Seeds or ADAMA products
At any Delta Ag or NWAG branch
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THREE 700CC YAMAHA VIKING
3 SEATER SIDE BY SIDES
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