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CAUTION:  RESEARCH ON UNREGISTERED PESTICIDE USE
Any research with unregistered pesticides or of unregistered products reported in this document does not 

constitute a recommendation for that particular use by the authors, the authors’ organisations or the management 
committee. All pesticide applications must accord with the currently registered label for that particular pesticide, 

crop, pest and region.

DISCLAIMER - TECHNICAL
This publication has been prepared in good faith on the basis of information available at the date of publication 

without any independent verification. The Grains Research and Development Corporation does not guarantee or 
warrant the accuracy, reliability, completeness of currency of the information in this publication nor its usefulness 

in achieving any purpose.
Readers are responsible for assessing the relevance and accuracy of the content of this publication. The Grains 

Research and Development Corporation will not be liable for any loss, damage, cost or expense incurred or 
arising by reason of any person using or relying on the information in this publication.

Products may be identified by proprietary or trade names to help readers identify particular types of products but 
this is not, and is not intended to be, an endorsement or recommendation of any product or manufacturer referred 

to. Other products may perform as well or better than those specifically referred to.

Condobolin GRDC Farm Business Update 
convened by ORM Pty Ltd. 

Additional copies of the proceedings can be ordered through ORM for  
$20 (including postage and GST)

46 Edward Street 
PO Box 189 
Bendigo VIC 3552

T 03 5441 6176 
E admin@orm.com.au 
W orm.com.au

T  03 5441 6176
E admin@orm.com.au
W orm.com.au
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Program
9.00 am Announcements ORM

9.05 am GRDC welcome GRDC

9.10 am Taking a planned approach to investment in David Smith,  
 plant and equipment  ORM Pty Ltd

9.55 am Understanding farm finance Brad Sewell,  
  Robinson Sewell Partners

10.40 am Morning tea 

11.10 am Enterprise mix and inputs following a poor year Eric Nankivell,  
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 fortitude for the road ahead Lessons Learnt Consulting

12.40 pm Close and evaluation 
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On Twitter? Follow @GRDCUpdateNorth and use the  
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The GRDC’s Farming the Business manual is for farmers and 
advisers to improve their farm business management skills.
It is segmented into three modules to address 
the following critical questions: 

Module 1:  What do I need to know about business to 
manage my farm business successfully?

Module 2:  Where is my business now and where 
do I want it to be?

Module 3: How do I take my business to the next level?

The Farming the Business manual is available as:

  Hard copy – Freephone 1800 11 00 44 and quote Order Code: GRDC873  
There is a postage and handling charge of $10.00. Limited copies available.

  PDF – Downloadable from the GRDC website – www.grdc.com.au/FarmingTheBusiness 
or

  eBook – Go to www.grdc.com.au/FarmingTheBusinesseBook for the Apple iTunes 
bookstore, and download the three modules and sync the eBooks to your iPad.

Mike Krause

Farm
ing

 the B
usiness

Module 1

Mike Krause

Module 2

Mike Krause

Module 3

Mike Krause

Level 4, 4 National Circuit, Barton ACT 2600 | PO Box 5367, Kingston ACT 2604 | T +61 2 6166 4500 | F +61 2 6166 4599 | E grdc@grdc.com.au | W www.grdc.com.au

http://www.grdc.com.au/FarmingTheBusiness
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Introduction
Choosing the right sprayer and justifying its 

ownership cost can be a challenging task. There’s 
a lot of variables and trade-offs to consider when 
making the decision, and the importance of each 
varies from business to business. The sprayer is 
often the most used implement on the farm, and 
therefore, it’s important to get the decision right. 
Taking a structured decision making approach can 
help take the stress and uncertainty out of making 
this decision.

Structured decision making approach
Step 1. What spraying tasks and timelines do I need 
to achieve?

Spraying objectives, or targets around getting  
the spraying done on time, can vary considerably 
from business to business. While often not written 
down, each business usually has a number 
of ‘spraying objectives’ they aim for to ensure 
timeliness of operations. Examples of some spraying 
objectives include:

• Complete post-emergent grass selective 
herbicide application early (i.e. before tillering 
of weeds).

• The ability to spray the area of susceptible 
cereal crop varieties in three days should a 
stem rust incursion break out.

• The ability to get clethodim out within a 4hr/
day ‘window of opportunity’ during winter in the 
Western district to minimise the effect of frost 
on herbicide efficacy.

• The ability to apply herbicides during late 
stages of crop development (crop-top) to any 
crop type with minimal crop damage and good 
spray coverage.

Step 2. What will affect these timelines?

Besides physical limitations such as sprayer 
clearance height, the ability for your spraying outfit 
to meet your spraying objectives in a timely manner, 
will be influenced by the ‘work rate’ of your sprayer 
inside the paddock and efficiencies impacting on 
timeliness outside the paddock.

Choosing and justifying the right sprayer 

Keywords
 decision making, machinery, spray equipment, efficiency.  

Take home messages
	There are many variables to consider when choosing a sprayer, and each will be weighted 

differently from business to business depending on the farming model utilised, (enterprise mix, 
farming system, typical rotation, spread of farming operations, etc.), the need or want to optimise 
efficiency, and availability of labour and lifestyle decisions. Make sure you get the right horse for 
your course regardless of what the neighbour has.

	Before upgrading the sprayer there may be options to increase overall efficiency of the  
existing sprayer.

	The capital invested can be similar between a self-propel (SP) and a tow-behind outfit when 
aiming to match field capacity.

	Alternative uses for the sprayer, and the likelihood of spraying where higher clearance is 
required, are key determinants in type of machine and cost-of- ownership.

	Tank size and boom width can sometimes be a trade-offs against spraying speed.

Brett Symes.

ORM Pty Ltd.
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 Units Example
Boom width Metres  36m
Spraying speed Kilometres/hour  25km/hr
Theoretical field capacity Hectares/hour 90ha/hr
Field efficiency Percentage 80%
Work Rate (Effective field capacity) Hectares/hour 72ha/hr

Table 1. Calculation of Work Rate.

Inside the paddock

Work Rate (Effective field capacity)

The theoretical capacity (ha/hr) of a machine to 
perform its work whilst in the paddock is defined as:

 ‘Theoretical  width of boom (m) 
 Field = x speed of travel (km/hr)  
 Capacity’  10

However, we know that there are factors that 
affect the ability for a machine to operate at its 
maximum width or speed at all times, while in the 
paddock. Hence the theoretical field capacity of 
a machine is adjusted down by a factor known as 
the Field Efficiency Percentage (FE %), which is the 
percentage of time the machine operates at its fully 
rated speed and width while in the paddock. The 
result is the Effective Field Capacity, or true ‘Work 
Rate’ that can be used to assess true productivity in 
the paddock.

So;

 ‘Work Rate’  width of boom (m)  
 (Effective =   x speed of travel (km/hr) X FE % 
 field capacity)    10  

An example is provided in Table 1.

Examples of factors that affect the width or 
average speed of the spraying unit whilst in the 
paddock include:

• Water rate limitations (will this limit speed due 
to inadequate pump capacity, or nozzle size or 
number?).

• Spray efficacy limitations

o Wind

o Dust

o Technology to allow correct droplet size at 
increased speed (e.g. AIM Command®, Three 
Tier System (3TS)®).

• Paddock landform and topographic feature 
limitations

o Soil type and steepness can affect 
trafficability.

o Paddock shape, undulation, obstacles (trees, 
dams, channels, swamps, etc.) and terrain 
(rocks, corrugations) can all limit speed and 
width (overlap).

• Overall power, gearing, weight and balance

o an underpowered machine will restrict speed

o inadequate gearing range can affect speed

o is the machine too heavy for the rainfall zone 
and soil type, hence may sink?

o an unbalanced machine may have a 
restricted speed

• Downtime

o Breakdowns, blocked nozzles; could these 
be eliminated with better preventative 
maintenance?

Efficiencies impacting on timeliness outside  
the paddock

With a spraying outfit, there are significant factors 
outside the paddock that also impact on the overall 
timeliness of the spraying operation. These factors 
can often be improved for low cost regardless of 
which spraying outfit you use.

Examples of efficiencies outside the paddock, and 
what influences them, include:

• Fill time

o Pump and hose size (e.g. 1.5” connection to 
chemical shuttle =60L chemical/min; 4” water 
hose faster than 3” > 2”, etc.).

o Induction technology.

o Batching plant (often requires additional 
labour).

o Mounted pump.

o Quick fill systems (for example, overhead 
water loading, nose connector)

• Travel time

o Spread of farming operations and/or distance 
between paddocks.

o Road speed (empty and loaded).

o Block cropping (less clean-outs).

o Distance to fill points (versus a ‘nurse tank’ 
could be used to take water to the sprayer 
instead, however this may require extra 
labour which will be need to be accounted 
for).

• Clean out time

o Flush technology.
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o Block-cropping.

• Tank size – if tank size is matched to paddock 
size (subject to weight considerations) this can 
mean less time spent travelling and filling.

• Breakdowns (lack of preventative 
maintenance?).

Efficiency factors both inside and outside the 
paddock can be highly variable between farms. 
Growers should continually ask themselves what 
could I be doing differently to improve current 
efficiencies, and therefore, overall timeliness of the 
operation.

Step 3. What options do I have to achieve  
my timelines? 

The main options as with most plant and 
machinery is self-ownership, use of contractors, or 
a combination of the two. The key questions to ask 
with respect to each include:-

Self ownership: 

1. Do you need:

• Alternative uses – am I looking for a 
dedicated spraying outfit or do I also need a 
‘third’ tractor (for example, front end loader 
(FEL), spreader or chaser tractor), or self-
propel (SP) that can be used for windrowing 
also? An alternative use can effectively 
subsidise the cost of ownership of a machine.

• Clearance height – what’s the likelihood of 
needing to spray where higher clearance 
is required (for example, taller crop types 
(e.g. canola, sorghum/corn) or late season 
applications (e.g. fungicides/insecticides/
desiccation/crop-topping, late season liquid 
N)). If likely, are contractors available if you 
haven’t got the clearance? 

2. What can I afford? (refer later section)

Contractor:

Contractors usually come with the latest and 
greatest machines, which can usually handle all 
applications and are modern, economically justified 
machines due to the area that they cover which 
increases the utilisation of the equipment. Are you 
confident you can get them in a timely manner and 
not compromise productivity? Is it cost effective to 
own your machine? (refer later section)

Combination:

For example, by owning a tow-behind you get 
the alternative use from the tow-tractor and you can 
engage a contractor for the high-clearance spraying. 
The consideration for operations, is can you get the 
contractor when needed?

Step 4. Ownership & costs – What can I justify? 

Table 2 provides a comparison of different types 
of sprayers. In summary however a few features of 
each type of sprayer are listed. (Note: Less attention 
has been paid to truck mount sprayers given the 
limited number operating on Victorian farms):

1. Tow-behind

• Handles most applications.

• Choice of larger tank sizes.

• Clearance issues late in season.

• Multiple alternative uses for towing tractor. 

2. Truck or tractor mount 

• Fastest road speed full or empty.

• Choice of larger tank sizes.

• Clearance issues late in season.

• Visuals sometimes compromised.

• Limited alternative use.

3. Self-propel

• Great clearance - specifically designed 
for spraying hence suitable for all spray 
applications.

• Great traction.

• Best comfort.

• Superior visuals.

• Good road speed.

• Modern technology (for example, AIM 
Command®).

• Higher fuel use (hydrostat).

• Limitations on tank size.

• Limited alternative use.



12
 2018 CONDOBOLIN GRDC FARM BUSINESS UPDATE

  Tow-behind (and front  Truck/tractor mount Self-propel (SP) 
  wheel assist (FWA))

Travel speed Empty 40km (up to 70km) 80km 50km (up to 70km)
 Full 25-30km 80km 30-40km
Working spray speed Mallee 20km  25km (25-30)
 Wimmera 18km  25km
 Western District 15-17km  20-22km (20-26)
  Rule of thumb: SP 6kph faster
Spray applications  Clearance issues Clearance issues  All (incl. late season fungicides/ 
  late in season  late in season insecticides/desiccants)
Indicative late season sprays  Depends on farming system, rotation and season. Apply your own probabilities
  (e.g. Mallee client 8% (insecticide/fungicide in field peas, lupins, canola; desiccate field  
  peas, spray-topping canola and some cereals)

Traction  Good (FWA) Good (4WD) Better (2WD)
Alternative uses  FEL, ‘3rd’ tractor –   Limited (liquid N) Limited (liquid N, windrowing - 
  chaser, spreader   front mount)
Fill time  40min (pers. comm.)  25min (pers. comm.)
Visuals  Good Good (can be limited  Great (behind – same as tow-behind;
   by tank and lower  front and down – superior)
   seating position) 

Tank size  Most 7-9kL  Most 5 – 6.2kL
  (Up to 10kL)  (Hardi Rubicon now 6,500L. Up to 
    8kL – Goldacres G8 Super Cruiser – 
    less clearance)
Operator comfort (ride, control, OHS)  Good Good Superior
Agility (e.g. backing into corners)  Harder (articulation) Medium Easy
Fuel use  10-14L/hr  Hydrostat – 21-25L/hr
    Mechanical – 10-14L/hr
  Rule of thumb: Hydrostat SP 2 x fuel use
Other    Cutting tracks – can widen wheels so   
    back track different to front

    Proactive integrated weed management 
    - got it so can do it,  don’t have to wait   
    for contractors or cost their service

Table 2. Comparison of different types of sprayers.

Justifying an investment in a machine is a balance 
of financial and non-financial considerations. 

The primary financial consideration is cost of 
ownership, which will be influenced by:

• Capital cost (i.e. the loss in value of the machine 
each year, plus the appreciation in value of 
its replacement and an allowance for the 
opportunity cost of the money invested into 
purchasing the machine which could have been 
invested via another means). This ‘changeover’ 
cost can be 35-40% of the total cost, so 
keeping it to a minimum has a big influence 
on overall ownership cost. Factors that affect 
changeover cost include:

o Engine hours on trade.

o Age of trade

☐ Obsolete model or technology.

☐ Access to parts.

☐ Poor condition.

o New technology – the sky’s the limit so be 
critical on what you really need. For example, 
do I need auto-height, auto-greaser, etc.?

o No-trade discount.

o Factory incentives.

o Exchange rate.

o Poor reputation.

o Poor dealer support.

Some growers have a defined policy around 
changeover time based on engine hours (for 
example, 2000 hours), age (for example, 5 years old) 
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 Wimmera Western District North Central
Age (years) 5 4 3.6
Changeover price ($) 205,000 192,000 142,000
Engine hours 2,000 1,950 2,550
Hours per year 400 488 676
Changeover (depreciation)/year ($) 42,000 48,000 39,628
Changeover (depreciation)/Eng. hr ($) 103 98 56

Table 3. Some ‘actual’ variations in capital cost of SP sprayers sold within various regions of Victoria (Source: ORM Pty Ltd).

or model (for example, within one model of current 
model). Whereas others will keep an active eye on 
the market and buy whenever the price is right (for 
example, Wimmera grower in Table 3 will upgrade 
whenever changeover is < $100/eng.hr).

The full scale of financial benefits of ownership, 
needs to be evaluated as an offset to the costs, 
these benefits will be driven by the following factors:

• Field capacity and field and non-field 
efficiencies, as outlined in Step 1.

• Alternative uses for machine - can ‘subsidise’ 
the sprayer costs.

• The percentage of spraying needed to be done 
by contractors.

• Other fixed costs (interest, rego/insurance) – 
can be up to 25% of total costs which is a big 
contributor.

• Fuel usage – hydrostat SP can use double the 
amount of a tow-behind, but overall fuel cost is 
influenced by field capacity and field efficiency.

• Labour cost – dependent on machine hours.

• Scale – spread of costs (particularly the fixed 
costs) over area sprayed per annum ($/ha).

When assessing cost of ownership, it is advisable 
to compare it to the cost of using a contractor. 
Once this comparison has been made an informed 
assessment can be made as to whether ownership 
is cost-effective. The final decision will however also 
be impacted by non-financial considerations and the 
timing of the planned upgrade.

Non-financial considerations include:

• Job satisfaction – the sprayer is the most widely 
used implement on farm, operator comfort, 
health considerations (e.g. bad back) should be 
considered.

• Interest and/or expertise in machinery – 
sometimes it’s easier to let the contractor worry 
about ownership issues and access to labour, 
and get the latest and greatest technology turn 
up each year.

• Attracting and retaining employees – varies 
between regions.

• No financial pressure.

• Family time. 

• Stress – being able to get the contractors when 
you want them. 

• OHS

Non-financial considerations are harder to 
quantify than financial considerations. Each grower 
has to put their own weighting and dollars on these 
variables depending on their personal preferences.

In regards to timing, sometimes a decision to 
upgrade can be justified based on a simple cost : 
benefit analysis, but there may be other immediate 
priority uses for that capital or existing financial 
commitments that already limit cash flow. Some 
useful overall machinery investment benchmarks to 
consider include:

• Alternative/priority uses for capital – i.e. what 
other ‘big-ticket’ items are coming due for an 
upgrade and will investing a certain amount of 
capital in improving your spraying capacity limit 
you from getting the balance and timeliness 
right in other areas?

• Overall capital invested in machinery – ORM 
benchmarking show that the typical investment 
in machinery is $1 for every $1 of income 
generated, or a ratio of 1:1. Some businesses 
can maintain a 0.8:1 ratio without compromising 
timeliness, which means in a farm business 
generating $1,000,000 income, $200,000 of 
capital can be invested elsewhere. 
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• Total (horse) power, machinery and labour 
cost (TPML) – what is the total annual cost of 
machinery capital, machinery operating costs 
(fuel, repairs, contractors), and labour (including 
your own). A figure under 40% of income is 
good, under 35% is great 

• Cash flow implications – machinery is often 
financed over five years and too much spent on 
machinery upgrade all at once can run down 
cash flow, particularly in a poor income year. 
Machinery repayments (principal and interest) 
below 13% of income is generally OK if other 
key-cost areas in the business are balanced. 

Conclusion
Choosing and justifying the right sprayer doesn’t 

have to be a difficult process. Taking the time to 
fully evaluate what capability you need, and the 
options and costings associated with achieving that 
capability, will ensure that you get the right horse for 
your course.

Contact details

Brett Symes
brett@orm.com.au

 Return to contents
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Notes



Register Now for GRDC's 

    A free notification service for grain growers and 

industry, Australia-wide... sending only urgent, 

actionable and economically important incursion 

alerts - in the most timely manner available 

 

 

You will be the first to hear about disease, pest, 

weed and biosecurity issues in your nominated 

crops and preferred locations - you choose your 

specific parameters 

 

 

Information! Communication! The earlier you can 

address endemic or exotic threats and potential 

issues, the sooner you can monitor and manage, 

saving you more time and money in the long-term! 

 

 

You will also receive a free macro lens for your 

smart device, which will help you to identify any 

potential issues, manage risk early and submit this 

surveillance into our system! 

 

  

Evidence of your healthy crops can further promote

and secure market access... so submit all of your 

photos today - more surveillance means more 

alerting to issues that matter to you!

TMSubscribe today:  www.grdc.com.au/grownotesalert

WHAT IS GROWNOTES   ALERT?

WHY SHOULD I SUBSCRIBE?

WHAT IS IN IT FOR ME?

OUR FREE GIFT TO YOU

HEALTHY CROPS MATTER TOO

TM

http://www.grdc.com.au/grownotesalert
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Introduction
There is around $67 billion currently lent to 

farmers around Australia. Every day our farmers are 
banking on the banks continued support. The banks 
conduct annual reviews to test the viability of each 
of their agribusinesses. If the client passes the credit 
performance check, it’s business as usual. If they fail, 
then it’s time to work out a solution or loan recall. 

But how does a borrower determine if a 
bank’s appetite for lending is changing?

The answer is that most agribusiness borrowers 
don’t test the banks appetite. Their funding then 
becomes a blind spot for a financial grenade 
to explode without apparent warning.  In these 
instances, the borrower has not created a 
mechanism within their business model to provide 
visibility as to the bank’s willingness to lend to their 
business, and under what guidelines.

For farmers who borrow, it is almost a laissez 
faire playground where both parties are agreeing 
to terms, with one party having full visibility but the 
other doesn’t.

Under these trading terms it is of no surprise that 
we continually get asked by farmers:

• Which is the best bank to bank with?

• Which banks are lending to agriculture?

• What is their appetite to lending?

• Is it getting tougher out there?

• Why are the banks taking so long to make 
decisions? Is there something wrong with  
our business?

The bank’s internal review mechanisms are 
not communicated to the borrowers and are not 
designed for public knowledge.  It is in the bank’s 
best interest to keep a positive perception in the 
open market of their capability to lend, while behind 
the scenes they reconfigure their balance sheet 
lending to meet their own internal requirements and 
targets. This perception is called marketing, and 
they are very good at it.

What does this mean for the borrower?
The borrower must be accountable to undertake 

their own due diligence to determine where they 
sit in the value chain of banking. At face value, this 
would be deemed an improbable task due to both 
the time and skill required to obtain such an insight 
and understanding.

Understanding your credit rating removes the 
‘blind spot’ of funding risk. Having knowledge of the 
bankability of your business and knowing what the 
borrowing thresholds are, allows you to make viable 
strategic decisions.  

Understanding your credit rating also creates the 
opportunity to negotiate the cost of debt (i.e. interest 
rates and fees). With a lower cost of debt and 
with access to debt on more flexible terms, gross 
margins and net profit in the business improve. 

Banking the farm – a financial confession

Brad Sewell.

Robinson Sewell Partners.

Keywords
  banks, farm debt, borrowing, relationships. 

Take home messages
	The borrower must not take a laissez faire approach to banking, they must undertake their own 

due diligence to determine where they sit in the value chain of banking.

	If you understand your credit rating you have the opportunity to negotiate the cost of debt.
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 Timing
Seek advice if required, but timing is an 

essential characteristic. Layered with timing, is the 
‘art of presentation’. Knowing how to present an 
enterprise with so many unforeseen ‘risk’ variables 
inherent within agribusiness is critical to satisfying 
a bank’s credit policy. Accidental or deliberate 
misrepresentation of any business to the financiers 
is at the peril of the business. However, by applying 
some true and tested principles of good corporate 
governance, the reward is profound for those that 
apply and adhere to the rules of engagement.

Banking is not static. Banking is not set and forget. 
The banks are continually evolving their exposure 
and appetite, and businesses by their very nature 
are forever evolving.

Contact details

Brad Sewell
Director – Agribusiness Finance
Robinswon Sewell Partners
0427 390 016
brad@robinsonsewell.com.au
www.robinsonsewell.com.au
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Overview
Thankyou to GRDC for providing the opportunity 

to present at the Condobolin GRDC Farm Business 
Update. Hopefully we can generate some 
challenges and discussion that will help clarify 
and inform some of the decisions you are making 
moving into seeding 2018.

We all think that we received 20mm of rainfall. 
Make no mistake, there was only 15mm in ‘Windmill’ 
paddock and more than 30mm at ‘Grandads’! It is 
important to recognise that it is the same with all 
farming businesses. While from the outside, they 
all appear the same, there are always significant 
differences.

This is no more evident than in this community. 
Many of you had your best ever year in 2016 with 
record yields, followed by one of your worst in 2017. 
But spare a thought for those on the river who had 
their worst year in 2016 because it was too wet and 
a consecutive poor year this year. 

Mix with this, the differences in stage of life, 
attitudes to risk, opportunities taken to expand, etc 
and you have a wide range of business strengths, 
concerns and attitudes. Hence today, my focus is 
on the key things that most people are trying to 
make decisions on – some of this might be directly 

relevant to you in your business, but some of it might 
just not be a big priority.

Just how bad was it?
Figure 1 illustrates the rainfall during 2017 for an 

example farm in this area and that of the long term 
average.

Yes, this is correct. For this farming business,  
there was no rainfall recorded in July, August  
or September.

The great start to the season enabled most 
businesses to commit fully to their cropping 
programmes with a good measure of confidence. 
This confidence was still looking rewarded, despite 
dry winter conditions – up until the frosts (1 July 
(-6.8°C), 2 July (-5.5°C), 12 July (-4.0°C), 22 July 
(-5.1°C), 29 July (-4.1°C), 20 August (-4.5°C), 29 August 
(-5.3°C) and 1 September (-3.9°C).

Despite this, no matter how bad things are there 
are always ways you can have a positive impact on 
your business. Undertake a formal review, know 
where you stand and decide your course of action. 
The greatest risk you have is in shutting down and 
not being able to move forward. If you feel like you 
are in this position seek some counselling advice to 
help you focus on the task at hand. 

Decisions in a tough year

Keywords
 planning, risk, opportunities, threats. 

Take home messages
	Not everyone is in the same position.

	Processes: four step tight budget process.

	Strategies: rotation; fertiliser; machinery.

	Land values: opportunity or threat?

Eric Nankivell. 

Farmanco.
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Strategies for tight budgets
I often use this simple process to help clarify the 

possibilities when it comes to tight budgets. The key 
things you can do are:

• Increase income.

• Reduce expenses.

• Bring forward income.

• Delay payment of expenses.

Sounds obvious? If you start with a brain-storming 
session around each of these items, you can 
manipulate cashflow overdraft expectations by 
as much as 50%. I have one very focussed client 
in a difficult position, who reduced the business’s 
overdraft requirement by 100% starting with  
this process.

You discover that you can do things like defer 
payment of chemicals and fertiliser on terms. 
You can get an advance on grain sales if you are 
prepared to commit to a particular buyer. You can 
get a wool-advance six months before you require 
it. You can bring forward sheep or even wool sales. 
The important thing to realise is that there are many 
opportunities here.

It is however, important to recognise that there 
are nearly always costs associated with making 
these decisions. Taking an earlier wool advance 
comes at a higher cost than bank interest. However, 
sometimes the penalty is minimal or there is no 
penalty at all so it is worth investigating.

Once you have a list of the possibilities, you can 
rank them according to which ones are the last ones 
you might consider. For example, selling an item of 
machinery or selling the breeding ewes.

Operating cost caution
Don’t cut costs aggressively without looking at 

the big picture. The aim is not to reduce income. We 
have all seen people go extreme and cut right back 
in the wrong areas and this often starts a spiral of 
continued poor performance.

Operating costs: wages, fuel, repairs, fertiliser, 
chemicals, any direct enterprise costs including 
levies and royalties, seed, shearing, selling costs, 
etc.

The operating cost : income ratio is the measure 
of the skill of farming. It is about getting the most 
income for the least expense.

Be sure when you are reviewing expenditure that 
you assess the likely impact on yield and price of 
each option.

The benchmark average for the operating cost : 
income ratio is 58% for our medium rainfall clients. 
The Top 25% is 53%.

Rotational choices
I suspect that rotational choices is the area that 

most of you have spent your time on.

Rotational choices are often choices between 
short-term and long-term profit.

If you are in a very tight cashflow position you will 
need to sacrifice some enterprises that have the risk 
of sending your business over the edge in the short-
term through poor performance.

You may have to cut back on legumes in favour of 
cereals. This might not be an easy choice but it may 
be a necessary one. Work out what the differences 
might be in profitability and make a rational short-
term choice if you need to.

Figure 1. Rainfall during 2017 for an example farm in this area and the farm’s long term average.
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Some of the choices will be based on emotion 
and fear. The pain of such poor performance 
on canola last year has seen the canola area 
significantly reduced in favour of barley which had 
a reasonably good year given its slightly better 
frost tolerance over wheat. Look at your five-year 
average and be sure that you are not making a 
poor decision by reducing canola in the rotation too 
much. You still have to make a judgement on the risk 
– 2018 might be as bad as 2017.

Likely the strength of your overall business will 
be a factor in going against the trend for canola and 
barley. You might just not have the choice.

Be careful about swapping crop for increased 
pasture. There might be some good opportunities 
to reduce the area of crop on riskier soil types but if 
you are going to reduce crop and increase pasture, 
ensure that you have targeted your stocking rate 
on that pasture appropriately. Otherwise, you 
will not produce much more sheep income but 
this enterprise will be carrying more of the fixed 
overhead costs of the business. The end result 
could be worse, so just follow through and make 
sure it makes sense.

Consider the rotational weed aspects of your 
decisions with your agronomist. Make sure that 
you are making a sound rotational choice with the 
least compromises and then executing the choice 
appropriately to manage the rotational options for 
the following year– bearing in mind you might have 
to be pragmatic. 

Fertiliser
Fertiliser is the largest variable cost for most farm 

businesses. Thinking through your fertiliser strategy 
can provide you with opportunities to improve yield 
with lower inputs.

The most obvious example of this is on farms with 
soil types where:

• Colwell P is > 30,

• Phosphorus buffering index (PBI) <100,

• pH > 4.7, and 

• not a Red Ferrosol Soil.

On this type of soil (i.e. Colwell P > 30, PBI 
<100 and pH >4.7) which is quite typical through 
NSW, you can target replacement-only rates of 
phosphorus (P) on cereals., i.e. one tonne of wheat 
removes three units of P. If your average yield is 
for example; 2.3t/ha, then 2.3 * 3 = 6.9 units of P. 
To achieve this you only need apply 6.9/22 (units 
of P in monoammonium phosphate (MAP)), which 

is equivalent to 31kg of MAP. Sounds low if you are 
using 60kg but it is adequate to maintain P levels.

Radio isotope work shows that only 20% of the 
MAP you apply ends up in the plant. Eighty per cent 
comes from the soil reserve, so even if you don’t 
get it quite right, the actual impact of what you are 
applying is minimal. So, have confidence in going 
down this track. Speak to your agronomist and put 
in some test strips of double rate/half rate alongside 
and see if the difference shows up on a yield 
monitor, just to prove to yourself that this strategy is 
working for you.

Be aware that this is not a strategy for Red 
Ferrosol soils. These may have very high rates of  
P in soil tests, but this may still be unavailable to  
the plant. Most of you will be aware if you have  
any of these types of soils as they are generally  
well identified.

Improving pH also improves the availability of P. If 
you are cutting back P rates, this may free up some 
money for lime that will have a longer term positive 
impact on overall productivity. In some cases, this 
saving on P could give you the freedom to chase 
the season with nitrogen (N) if it looks like it is going 
to be a good year.

Machinery replacement
You need to develop some of your own rules of 

thumb with machinery replacement to help keep you 
focussed on a realistic replacement strategy.

My rules of thumb:

• 10% of your total plant value is the maximum 
level of repayments or expense per year.

• 8.5% client benchmark average to gross 
income ($2M income = $170k per annum).

• Maximum 30% of profit in a good year to  
play ‘catch-up’.

• Prioritise according to productivity gain:

1. Better establishment

2. Spraying timeliness

3. Harvest efficiency

The cheapest depreciation on a machine is often 
the period after it has been paid off!

However, reliability and productivity are the 
biggest drivers of your business so if you can make 
a significant improvement to either of these, further 
investment is necessary. Maybe you can’t do it all 
this year or maybe you can’t do any of it this year? 
If you can’t do any upgrading, then use your best 
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asset – your timeliness to be right on the money, 
even if it requires additional seasonal labour.

You don’t want to be the grower with the oldest 
machinery who is last to finish everything. But 
you don’t need to be the grower with the newest 
machinery finishing first and not being profitable. As 
with most things in life, somewhere down the middle 
is likely the most rewarding.

Land values
We did this exercise the other day with clients. 

Very simply, we looked at all the sales within a 20km 
radius over the past 20 years to see if it could help 
give us perspective.

Similar amalgamated data comes from Rural Bank 
each year, but often it is better just to sit down and 
record your own info in your own area. 

Figure 2 shows that land values in this locality 
jumped 50% in 2004/2005 which is very similar to 
the jump in other areas at the current time. However, 
be aware that there is a whole decade here where 
the land growth component was virtually zero.

The current rise in land values might bring on 
good properties that would not normally come onto 
the market, and this might present an opportunity for 
your business.

If you are not able to expand, then sit back and 
relax. You get all the benefits of rising land value 
without having to do anything!

Beware: expansion at the current time needs to 
be considered cautiously. Has the profitability of 
agriculture fundamentally improved in the cropping 
region? Was your bank asking you to reduce debt 
two years ago, but now seem keen to lend you more 

money to expand? Really sit down and pull apart the 
profitability of a potential expansion as historically 
businesses have got into trouble buying during a 
rural property bubble.

If you are expanding in the medium rainfall zone. 
Set your target equity after expansion at 75%. Be 
prepared to see no growth in land values for a 
decade (seems unlikely?) and test your assumptions 
to make sure that consecutive poor seasons don’t 
start you on the way to be a statistic of the latest 
rural property bubble.

The land value does have other ‘off-site’ impacts. 
In succession planning, the expectations of off-farm 
members can be enhanced and many succession 
planners are focussed on the value of assets rather 
than what level of income these assets can support. 
With rising asset values, there is a greater risk that 
succession planning outcomes will lead to higher 
risks for on-farm families. Make sure you work 
through how it will work on paper. Don’t just go  
with emotion.

Conclusion
Despite the risks, there are many opportunities 

for business. Work out whether they are good 
opportunities for you. Let’s hope for the best  
for 2018.

Contact details

Eric Nankivell
0428 914 263
enankivell@farmanco.com.au
www.farmanco.com.au
@Eric_Nankivell

Figure 2. An example set of land values for the last 20 years.
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Background
Lessons Learnt Consulting defines resilience as 

our ability to bounce forward and thrive through 
change and to make use of the lessons learnt and 
opportunities this world provides us.

The challenge of life is not achieving the bounce 
back — rather it’s the effective learning of the 
lessons of life and building on them so that the same 
mistake is not repeated twice and critically, that we 
grow and thrive during the process.

We are all resilient — it’s just at times when we are 
‘caught up in the moment’, we forget this. We often 
confuse what resilience is and when we can use this 
competency.

One of the errors people often make in relation to 
resilience is to believe that it is only required in the 
big events of life — relationship breakdowns, health 
issues, financial issues and chaotic business and 
environmental circumstances. In effect, resilience 
is required in everyday life. I often think the major 
challenge of life is not change — but rather turning 
up every day and ‘doing the do’.

So, how do we make sure resilience is a natural 
part of our everyday life, habits and rituals?

Through our research and practical experiences, 
Lessons Learnt Consulting has developed the  
HOPE model.

HOPE represents:

• H – healthy habits,

• O – optimistic thinking,

• P – planning; and

• E – enacting.

H — healthy habits
People must learn to look after themselves 

because, as I often say ‘if you can’t look out for 
yourself, you can’t look after your family, your mates, 
your community and your industry’. Unfortunately, 
many people tend look after their businesses to the 
detriment of themselves.

Resilient people have healthy habits around 
routine, diet, sleep, connectivity and physical 
environment.

What are your habits and do they serve you in a 
positive manner?

O – optimistic thinking
We hear much about positive thinking. I 

encourage people not to be positive in their thinking 
but rather to be realistically optimistic. In reality, we 
don’t have too much control over our outcomes and 
results. The only thing we control is what we do in 
order to achieve those outcomes. One characteristic 
of resilient people is that they focus on process. 
Follow the process and from that results will come.

How not to blink

Keywords
 change, resilience, H.O.P.E., habits, optimism, planning, enacting.  

Take home messages
	Key challenge is to look after yourself.

	Focus on what you can control, set realistic expectations, don’t compare yourself with others and 
critically, don’t overthink — just do!

	Action creates energy, energy creates results and results create success.

Dennis Hoiberg.

Lessons Learnt Consulting.
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P – planning
Part of what you can control is your thinking 

process. I believe the most effective thinking 
process for us to adopt is ‘what are the things that 
I can do now to achieve the results I desire?’ Be in 
the moment.

Planning is important as it translates our goals and 
aspirations. My observation is that many people are 
very good at planning — in fact in the agribusiness 
sector, planning is the skill that will make or break 
a season. One of my clients manages her business 
around the mantra ‘Miss a week, miss a season’.

So planning is almost second nature in terms of 
the way businesses are conducted. It is important 
therefore that you use these same skills to run your 
life. Use the skills of setting objectives, establishing 
milestones, monitoring progress and taking 
corrective action in the running of your own life. Also 
in planning, remember to ask for help! Ask yourself 
the question, ‘What help do I need to achieve the 
objectives I am trying to achieve?’

E – enacting
Finally we must do. We must enact. One of the 

most difficult thing people are faced with is actually 
doing and implementing the plans.  

We must DO!

Conclusion
The HOPE model is a very powerful model for 

building an individual’s resilience and skills. 

In learning not to blink, the key challenge is to 
look after yourself. Focus on what you can control, 
set realistic expectations, don’t compare yourself 
with others and critically, don’t overthink — just do!

Action creates energy, energy creates results and 
results create success.

Contact details 

Dennis Hoiberg
Level 11, 50 Market Street, Melbourne VIC 
1300 365 119
dennis.hoiberg@lessonslearntconsulting.com
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 Northern Grower Alliance (NGA) was 
established in 2005 to provide a regional capacity 
for industry-driven, applied agronomic grains 
research. NGA is currently working on a five 
year Grower Solutions project, fully funded by 
the GRDC, focussing on cropping areas from the 
Liverpool Plains to the Darling Downs and from 
Tamworth and Toowoomba in the east to Walgett, 
Mungindi and St George in the west. A network 
of six Local Research Groups, comprised of 
advisers and growers, raise and prioritise issues 
of local management concern to set the direction 
of research or extension activity. Areas of focus 
range from weed, disease and pest management 
through to nutrition and farming system issues.
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E Maurie.street@grainorana.com.au 
W www.grainorana.com.au 
M  0400 066 201

 Grain Orana Alliance (GOA) is a not for 
profit organisation formed in 2009 to help meet 
growers research and extension needs in the 
Central West of NSW to support their enduring 
profitability. Currently operating under the GRDC 
Grower Solutions Group - Central NSW project, 
one of the key priorities is to identify and prioritise 
R,D and E needs within the region through 
engagement with local growers and advisers. This 
grower engagement helps direct both the GRDC 
investments in research projects and GOA’s own 
successful research programs. GOA’s research 

covers a wide range of relevant topics such as 
crop nutrition, disease management and weed 
control. The structure of the project allows for a 
rapid turnaround in research objectives to return 
solutions to growers in a timely and cost effective 
manner whilst applying scientific rigour in the trial 
work it undertakes. Trials are designed to seek 
readily adoptable solutions for growers which in 
turn are extended back through GOA’s extensive 
grower and adviser network.

CENTRAL QUEENSLAND GROWER 
SOLUTIONS GROUP
ROD COLLINS
Central Queensland (Emerald) 
E Rodney.Collilns@daf.qld.gov.au 
M 0428 929 146

 The Central Queensland Grower Solutions 
project, is a GRDC and DAF Queensland 
investment in fast-tracking the adoption of 
relevant R,D & E outcomes to increase grower 
productivity and profitability across central 
Queensland. Covering approximately 550,000 ha 
and representing 450 grain producing businesses, 
the central Queensland region includes areas 
from Taroom and Theodore in the south to Mt 
McLaren and Kilcummin in the north, all of which 
are serviced by the project staff, located in 
Biloela and Emerald. Team leader Rod Collins is 
an experienced facilitator and extension officer 
with an extensive background in the central 
Queensland grains industry. He was part of the 
initial farming systems project team in the region 
throughout the late 90’s and early 2000’s which 
led the successful adoption of ley legumes to 
limit nutrient decline and wide row configurations 
in sorghum to improve yield reliability across 
central Queensland. He has more recently led 
the development and delivery of the Grains Best 
Management Practices program.

COASTAL HINTERLAND QUEENSLAND 
AND NORTH COAST NEW SOUTH WALES 
GROWER SOLUTIONS GROUP
The Coastal Hinterland Queensland and North 
Coast New South Wales Grower Solutions project 
was established to address the development 
and extension needs of grains in coastal and 
hinterland farming systems.  This project has 
nodes in the Burdekin managed by Dr Steven 
Yeates from CSIRO; Grafton managed by Dr 
Natalie Moore from NSW DPI; Kingaroy managed 
by Nick Christodolou (QDAF) and Bundaberg 
managed by Neil Halpin. 

BUNDABERG QUEENSLAND:
NEIL HALPIN
E Neil.Halpin@daf.qld.gov.au 
M 0407 171 335
Neil Halpin is a principal farming systems 
agronomist with the Queensland Department of 
Agriculture and Fisheries. He has over 30 year’s 
field trail experience in conservation cropping 
systems, particularly in the sugar-based farming 
systems of the coastal Burnett. His passion is 
for the integration of grain legume break crops, 
reduced tillage, controlled traffic and organic 
matter retention in coastal farming systems. 
Maximising the productivity and profitability of 
grain legumes (peanuts, soybeans and mung 
beans) is a common theme throughout the various 
production areas and systems covered by  
this project.

KINGAROY QUEENSLAND:
NICK CHRISTODOULOU
E Nick.Christodoulou@daf.qld.gov.au 
M 0427 657 359
Nick Christodoulou is a principal agronomist 
with the Department of Agriculture & Fisheries 
(QDAF) on Qld’s Darling Downs and brings over 
25 years of field experience in grains, pastures & 
soil research, with skills in extension application 
specifically in supporting and implementing 
practice change. Nick has led the highly 
successful sustainable western farming systems 
project in Queensland. Nick was also project 
leader for Grain & Graze 1 Maranoa-Balonne and 
DAF leader for Grain & Graze 1 Border Rivers 
project, project leader for Grain and Graze 2 and 
was also Project leader for the Western QLD 
Grower Solutions project. Currently he is the 
coordinator for the Grower Solutions Southern 
Burnett program.

The Northern Region of the Grains Research and Development Corporation (GRDC) 
encompasses some of the most diverse cropping environments in Australia, ranging from 
temperate to tropical climates – it has the greatest diversity of crop and farming systems of 
the three GRDC regions.
Implemented, to provide structured grower engagement, the GRDC Grower Solutions 
Group projects and the RCSN project have become an important component of GRDC’s 
investment process in the northern region.  The Northern Region Grower Solutions Group 
and the RCSN have the function of identifying and, in the case of Grower Solutions Groups 
managing short-term projects that address ideas and opportunities raised at a local level 
which can be researched demonstrated and outcomes extended for immediate adoption by 
farmers in their own paddocks.

GROWER SOLUTIONS GROUP AND REGIONAL CROPPING SOLUTIONS NETWORK 
CONTACT DETAILS:

http://www.grdc.com.au


BURDEKIN QUEENSLAND:
STEPHEN YEATES
E  Stephen.Yeates@csiro.au 
M 0417 015 633
The Burdekin & tropical regional node of the 
Coastal and Hinterland Growers Solution 
Project is led by CSIRO research agronomist 
Dr Stephen Yeates and technical officer Paul 
McLennan, who are based at the Australian 
Tropical Science and Innovation Precinct at James 
Cook University, Townsville.  The Burdekin & 
tropical Grower Solutions node has a committed 
and expanding advisory group of farmers and 
agribusiness professionals. Due to the rapid 
increase in farmers producing mungbean in the 
region an open door policy has been adopted to 
advisory group membership to ensure a balance 
in priorities between experienced and new 
growers. The node is focused on integrating grain 
crops into sugar farming systems in the lower 
Burdekin irrigation area in NQ and more recently 
contributing to other regions in the semi-arid 
tropics that are expanding or diversifying into 
grain cropping. Information and training requests 
for information and training from the Ord River 
WA, Gilbert River NQ, Mackay and Ingham areas 
necessitated this expansion. Recent work has 
focussed on the introduction of mungbeans 
in the northern Queensland farming systems 
in collaboration with the GRDC supported 
entomologists Liz Williams and Hugh Brier, Col 
Douglas from the mungbean breeding team, 
the Australian Mungbean Association and Pulse 
Australia. Both Stephen and Paul have many 
decades of experience with crop research and 
development in tropical Australia. 

GRAFTON NEW SOUTH WALES:
NATALIE MOORE 
E natalie.moore@dpi.nsw.gov.au 
P 02 6640 1637
The NSW North Coast regional node of the 
Coastal and Hinterland Grower Solutions Project 
is led by NSW DPI research agronomist Dr 
Natalie Moore and technical officer Mr Nathan 
Ensbey, who are based at the Grafton Primary 
Industries Institute.  The NSW North Coast Grower 
Solutions node prioritises and addresses issues 
constraining grain production via an enthusiastic 
advisory group comprised of leading grain 
growers, commercial agronomists from across the 
region and NSW DPI technical staff. In this high 
rainfall production zone (800-1400mm pa), winter 
and summer grain production is an important 
component of farming systems that also includes 
sugar cane, beef and dairy grazing pastures, and 
rice. The region extends east of the Great Dividing 
Range from Taree in the south to the Tweed in the 
north. Both Natalie and Nathan have many years 
experience with research and development for 
coastal farming systems and are also currently 
involved with the Australian Soybean Breeding 
Program (GRDC/CSIRO/NSW DPI) and the Summer 
Pulse Agronomy Initiative (GRDC/NSW DPI).

REGIONAL CROPPING SYSTEMS 
NETWORK (RCSN) SOUTHERN NSW
CHRIS MINEHAN
Regional Cropping Solutions  
Network Co-ordinator 
Southern New South Wales (Wagga Wagga) 
E Southern_nsw_rcsn@rmsag.com.au 
M 0427 213 660
The Southern New South Wales Regional 
Cropping Solutions Network (RCSN) was 
established in 2017 to capture production ideas 
and opportunities identified by growers and 
advisers in the southern and western regions 
of New South Wales and ensure they translate 
into direct GRDC investments in local R, D & 
E priorities. The SNSW RCSN region covers 
a diverse area from the southern slopes and 
tablelands, through the Riverina and MIA, to the 
Mallee region of western NSW and the South 

Australian border. The region is diverse in terms 
of rainfall and climatic zones, encompassing 
rangelands, low, medium and high rainfall zones, 
plus irrigation. The SNSW RCSN is facilitated 
by Chris Minehan. Chris is an experienced farm 
business consultant and a director of Rural 
Management Strategies Pty Limited, based in 
Wagga Wagga, NSW. The process involves a 
series of Open Forum meetings which provide 
an opportunity for those involved in the grains 
industry to bring forward ideas, constraints and 
opportunities affecting grain grower profitability in 
their area. These ideas are reviewed by an RCSN 
committee comprises 12 members, including grain 
growers, advisers and researchers from across 
the region that meet twice per year to assist 
GRDC in understanding and prioritising issues 
relevant to southern NSW. 

P  Level 4 | 4 National Circuit, Barton ACT 2600 | PO Box 5367, Kingston ACT 2604
T  +61 2 6166 4500 F +61 2 6166 4599 E grdc@grdc.com.au

http://www.grdc.com.au
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You can now provide feedback electronically ‘as you go’. An electronic evaluation form can be 
accessed by typing the URL address below into your internet browser.

To make the process as easy as possible, please follow these points:

• Complete the survey on one device (i.e. don’t swap between your iPad and Smartphone 
devices. Information will be lost).

• One person per device (Once you start the survey, someone else cannot use your device to 
complete their survey).

• You can start and stop the survey whenever you choose, just click ‘Next’ to save responses 
before exiting the survey. For example, after a session you can complete the relevant 
questions and then re-access the survey following other sessions.

www.surveymonkey.com/r/Condobolin-FBU 

WE LOVE TO GET 
YOUR FEEDBACK
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1.  Name 

 ORM has permisssion to follow me up in regards to post event outcomes.

2.  How would you describe your main role? (choose one only)

	 ❑  Grower ❑  Grain marketing ❑  Student

 ❑  Agronomic adviser ❑  Farm input/service provider ❑  Other* (please specify)

 ❑  Farm business adviser ❑  Banking

 ❑  Financial adviser ❑  Accountant

 ❑  Communications/extension ❑  Researcher

Your feedback on the presentations
For each presentation you attended, please rate the content relevance and presentation quality on a scale 
of 0 to 10 by placing a number in the box (10 =  totally satisfactory, 0 = totally unsatisfactory).   

3. Choosing and justifying the right sprayer: David Smith

Content relevance  /10 Presentation quality  /10      

Have you got any comments on the content or quality of the presentation?

4.  Banking the farm – a financial confession: Brad Sewell

Content relevance  /10 Presentation quality  /10      

Have you got any comments on the content or quality of the presentation?

5.  Decisions in a tough year: Eric Nankivell

Content relevance  /10 Presentation quality  /10      

Have you got any comments on the content or quality of the presentation?

2018 Condobolin GRDC Farm Business Updates  
Evaluation
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6.  How not to blink – developing emotional and mental fortitude for the road ahead: Dennis Hoiberg 

Content relevance  /10 Presentation quality  /10      

Have you got any comments on the content or quality of the presentation?

Your feedback on the Update

9. This Update has increased my awareness and knowledge of farm business decision-making

    Neither agree Strongly agree Agree   Disagree Strongly disagree    nor Disagree   
 ❑ ❑	 ❑	 ❑	 ❑

Your next steps

7.  Please describe at least one new strategy you will undertake as a result of attending this  
Update event

8. What are the first steps you will take?  
e.g. seek further information from a presenter, consider a new resource, talk to my network, start a trial in my business

10. Overall, how did the Update event meet your expectations?
 Very much exceeded Exceeded Met Partially met Did not meet
	 ❑ ❑	 ❑	 ❑	 ❑

Comments

11. Do you have any comments or suggestions to improve the GRDC Update events?

12. Are there any subjects you would like covered in the next Update?

Thank you for your feedback.
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Notes
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PAGE 10MODULE 04  Drift management strategies

3.  Drift management strategies:  
things that the spray operator 
has the ability to change

Factors that the spray operator has the ability to change include the sprayer set-
up, the operating parameters, the product choice, the decision about when to start 
spraying and, most importantly, the decision when to stop spraying. 

Things that can be changed by the operator to reduce the potential for off-target 
movement of product are often referred to as drift reduction techniques (DRTs) or drift 
management strategies (DMSs). Some of these techniques and strategies may be 
referred to on the product label. 

3.1 Using coarser spray qualities
Spray quality is one of the simplest things that the spray operator can change to 
manage drift potential. However, increasing spray quality to reduce drift potential 
should only be done when the operator is confident that he/she can still achieve 
reasonable efficacy. 

Applicators should always select the coarsest spray quality that will provide 
appropriate levels of control.  

The product label is a good place to check what the recommended spray quality is for 
the products you intend to apply. 

In many situations where weeds are of a reasonable size, and the product being 
applied is well translocated, it may be possible to use coarser spray qualities without 
seeing a reduction in efficacy. 

However, by moving to very large droplet sizes, such as an extremely coarse (XC) 
spray quality, there are situations where reductions in efficacy could be expected, 
these include:

•	 using contact-type products;

•	 using low application volumes;

•	 targeting very small weeds;

•	 spraying into heavy stubbles or dense crop canopies; and

•	 spraying at higher speeds.

If spray applicators are considering using spray qualities larger than those 
recommended on the label, they should seek trial data to support this use. Where data 
is not available, then operators should initially spray small test strips, compare these 
with their regular nozzle set-up results and carefully evaluate the efficacy (control) 
obtained. It may be useful to discuss these plans with an adviser or agronomist and 
ask him/her to assist in evaluating the efficacy.

 For more 
information see the 
GRDC Fact Sheet 
‘Summer fallow 
spraying’ Fact 
Sheet

Drift Reduction 
Technology an 
introduction

PLAY VIDEO  

Tom Wolf

Module 17  
Pulse width modulation systems  
How they work and set-up  
considerations

SPRAY APPLICATION MANUAL FOR GRAIN GROWERS

Graham Betts and Bill Gordon

Module 11  Pumps, plumbing and components

How they can work together 

SPRAY APPLICATION MANUAL FOR GRAIN GROWERS

PAGE 7MODULE 08 Calibration of the sprayer system – ensuring accuracy MODULE 08 Calibration of the sprayer system – ensuring accuracy

Step 2: Check pressure

Check the pressure in each boom section adjacent to the inlet and ends of the 
section. If only using one calibrated testing gauge, set the pressure to achieve,  
for example, 3 bar at the nozzle outlet.

Mark the spray unit’s master gauge with a permanent marker. This will ensure the 
same pressure is achieved when moving the test gauge from section to section.

Step 3: Check flow meter output 
•	 If pressure across a boom section is uneven check for restrictions  

in	flow	–	kinked	hoses,	delamination	of	hoses	and	blocked	filters.	 
Make the required repairs before continuing.

•	 When the pressure is even, set at the desired operating pressure. 
Record	litres	per	minute	from	the	rate	controller	display	to	fine-tune	 
the	flow	meter	(see	flow	meter	calibration).

•	 Without	turning	the	spray	unit	off,	collect	water	from	at	least	four	
nozzles per section for one minute (check ends and middle of the 
section and note where the samples came from).

Flow though  
pressure tester. 

Photo: Bill Gordon

Options for 
measuring 
pressure at the 
nozzle 

Measuring 
nozzle pressure 
and output to 
check	flow	
meter accuracy

PLAY VIDEO  

PLAY VIDEO  

GrowNotesSprayOutline_adA4.indd   1 14/02/2017   12:34 PM

http://www.grdc.com.au/Resources/GrowNotes
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