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Welcome to the fi rst of � e 
Gisborne Herald’s From the 
Land—  our local farming 

publication — for 2021. 
In this issue we speak to Tam and 

Dan Jex-Blake about the farm training 
initiative they started to help combat the 
skill shortage in this sector, we talk wool 
with Sandra Faulkner, we fi nd out what 
Tom Sanson is up to at his Simmental 
Stud and we discuss farm environment 
plans.

If you know of an interesting story 
that we can feature in a future issue 
please don’t hesitate to contact me on 

869 0654 or email me at 
cara.haines@gisborneherald.co.nz  
We also welcome feedback and would 
love to hear from you.

Cara Haines
Features Team Leader
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To advertise in our next issue of FROM THE LAND please phone Jane Smith on 869 0617 or 

email: jane.smith@gisborneherald.co.nz

Editorial by Diana Dobson unless otherwise stated, pictures by staff  photographers unless 
otherwise stated. Cover photo: Matawhero sale yards By Liam Clayton.
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From future-proofi ng to 
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Improvement 
and diversity 
key to 
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success
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All Your Fencing Supplies

Biggest 
benefit of 
dry gear... 
is in your 
pocket

We have the biggest range of fencing 
gear in the region
Timber: Rough-sawn, H3.2 or H4 treated for durability.

Wire, netting, permanent wire strainers
• Nails • Staples • Bugle screws 
• Gates and hardware and more

Come in and see me first for the best deal!

Largest range of posts in town. 
Rounds, halves, quarters, strainers & poles.



Clicks and 
eyeballs as 
vital as word 
of mouth
coastal Spring Lamb, Eketahuna 

Country Meats, Waipawa Butchery 
(Patangata Station), Green Meadows 

Beef and Lewis Road Creamery (Southern 
Pastures) are great examples of farms and 
farmers who know what they’re worth. 
They are willing to back themselves by 
selling and marketing themselves directly to 
customers. 
They won’t be living on a 2-3 percent 
yield or counting on the highs and lows of 
commodity prices. 
Maybe you’re an East Coast stud breeder 
who wants to attract a better type of buyer, 
get the price your progeny is worth and have 
higher clearance rates? 
You do this by maximising the amount of 
people you are communicating with so you 
create competition which results in higher 
prices. Just like you would with your house 
or farm. 
You might be a rural contractor who wants a 
better pipeline of pre-qualified prospects so 
you don’t keep getting priced on jobs which 
are killing your profit margins. 
Or you might need to attract a better team 
of talent by promoting your particular brand 
and culture. 
Or you might be looking to form some 
off-farm income to support your primary 
business. 
The first thing you need to do is be found 
because if they can’t find you, you won’t find 
them. 
While most farming businesses work hard 
at finding buyers, the best ones work smarter 
on being found. 
This means having a search engine-
optimised website (SEO) that contains the 

key words people are using in your sector to 
search online. 
You need to be specific. 
A website is a must-have and it needs to 
wash its own face. It can’t be a glorified 
brochureware site that you don’t get any 
leads from. 
It needs to be a lead-generating machine 
optimised for mobile (which is where most 
people view online). 
You might be reading this, dismissing 
Google and saying to yourself, “I rely 
on word of mouth” and “I don’t need to 
advertise my farming business as all of our 
business is referrals”. 
I’d challenge that when we know that 69 
percent of all business-to-business (B2B) 
purchases are researched online before 
connecting with the business. 
Plus there is a new cohort of buyers who 
don’t rely on referrals alone because they dig 
deeper. 
More farmers are doing diligent pre-
purchase online, especially for bigger capital 
expenditure because of the higher risks 
involved. 
Yes, the neighbour over the fence is still a 
source of information but only one channel 
of influence. 
You can put your farming business in a much 
better position of power by having more 
centres of influence and contact points for 
potential customers to get in touch. 
When someone finds you, they have pre-
qualified themselves as a potential buyer, 
which means they are more pre-disposed 
to buy.  They may have clicked on one of 
your useful articles in exchange for an email, 
downloaded a cheat sheet or liked your 

social media post, which shows you they are 
interested and engaged. You’re halfway home 
already. 

Having relevant content that helps your 
customer solve their specific problem is vital. 

The key is committing to publishing 
quality content that is useful and valuable on 
a consistent basis because those that educate 
the market own the market. 

You have to out-teach to out-sell. 
Educational content that serves before it 

sells will generate many more inquiries for 
you, making you less needy when you have to 
negotiate because you’ll have more options.

A lot of farming businesses ask us about 
Facebook and our answer is it’s only one 
platform. There are many more you need. 

Like any effective managed fund, you need 
to diversify that risk. Running a Facebook 
page alone leaves you exposed to any changes 
they can make overnight to their rules or 
algorithms. 

Remember, too, that you don’t own those 
followers — Facebook does. 

The best way to mitigate this risk is to 
build a list which is one of your biggest 
business assets. By a list, we mean a database 
of emails and phone numbers that you own 
and no one can take away from you. 

You can then communicate and connect 
wherever and whenever you need, especially 
useful in Covid-19 times where you can’t 
physically see your customers. 

The analogy we use is a three-legged stool 
rather than a pogo stick. 

Don’t have all your marketing eggs in one 
basket. 

Look at your owned (web, blogs, emails 
and newsletters), earned (good publications 

like this one, a field day or a discussion 
group) and paid media ratio options 
(advertising offline or online). 

This will all be useful if you’re looking at 
a secondary off-farm income or needing to 
create multiple income streams to support 
your farming business. 

Or maybe you are an East Coast rural 
service provider who wants to cut through 
the clutter and get a better choice of 
customer who will pay more of a premium 
for what you’re worth. 

During lockdown, you and the rest of 
New Zealand, including rural, will have 
bought far more online. 

Clicks and eyeballs count as much as 
mouths these days. Dismiss the role of 
digital and data in your rural business at your 
peril. 

Your on- and off-farm business can benefit 
from them both. 

St John Craner is managing director 
of Agrarian, which trains rural 
companies in how to improve their 
sales and marketing results. 
Go to www.agrarian.co.nz
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WHEN IT COMES TO SERVICING YOUR 
RURAL TRANSPORT REQUIREMENTS, 
WE HAVE IT COVERED.

WHEN IT COMES TO SERVICING YOUR 
RURAL TRANSPORT REQUIREMENTS, 
WE HAVE IT COVERED. Phone 06 8685340 Phone 06 8685340



GFF training 
programme 
‘big win for all’

When most people win awards they 
sit back and enjoy a job well done.  
   When Tam and Dan Jex-Blake 

won a training award in 2016 they realised 
there was so much more they could do to 
help the agricultural sector.

True to form, the Manutuke farmers 
didn’t waste time in delving into how they 
could create a programme that would 
become a career pathway for students keen 
to work in the beef, lamb and deer sector. 

The end result is Growing Future 
Farmers (GFF) and while only in its 
infancy, the programme is already making 
waves. Over the past three years there 
have been pre-pilots and pilots run to test 
out and develop a credible, employer-led 
programme for young students. 

Fittingly, the first was at the Jex-Blake-
owned Mangapoike Station.

Tam was at a Rabobank Client Council 
initiative when members were asked to flag 
the challenges facing sheep, beef and deer 
farmers. 

“There is a critical skill shortage in our 
sector,” says Tam. 

She was at a seminar at which former 
Zespri chief executive Lain Jager spoke. 

“He said sometimes you just have to 
stand up and show a bit of leadership and 
it had me reflect a bit and I thought, ‘yes 
we do’.”

The early pilots were funded by 
Rabobank but it was thanks to a grant 
managed by the Provincial Development 

Unit that GFF was able to come to life. 
“It was a game-changer for us,” says Tam. 
Students are further supported by 

funding from the Tertiary Education 
Commission, just as any other student 
would be in New Zealand. 

Also involved early on was PwC partner 
Campbell Furlong, who Tam says has been 
invaluable.

From just two students in 2017 and 
2018, the programme grew to include three 
in 2019 and 10 in 2020. 

This year there are 60 students spread 
across seven regions. 

Each is on a fees-free, two-year course 
that will see them gain entry level essential 
farm skills, followed by advanced skills and 
then into business management, leaving 
with NZQA Level 3 qualifications. 

Students are paid weekly, so graduate 
with no student loans, and at the end of 
their two years they will also have two 
trained dogs at their sides.

Early on it became apparent students 
needed pastoral support so each region 
now has a liaison manager. It was also 
realised there was a need to build soft skills 
alongside the hard, which is being worked 
into the curriculum.

Both farms and prospective students are 
screened by GFF. 

“You can’t teach what is needed in a 
classroom,” says Tam. 

She has had plenty of support from 
farm owners, farm managers and the wider 

 Students learning chainsaw and farm vehicle skills from Training Ventures Ltd.
Photos by Katie Verity and Cyn Smith
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Enriching the East Coast…

0800 68 60 60

FREEPHONE

Get in touch  |  www.farmersair.co.nz

…for over 40 years

37477-01

Engineering  /  Machining  /  Construction  /  Mechanical  /  Hydraulics

ALL TRADES, ONE STOP SHOP.

0800 220 426
www.mccannics.co.nz

37760-01



industry.
“If we want GFF to be successful we 

have to have innovative programmes. 
“Day to day has to be different. In 10 

years this programme will probably be 
quite different, and that is fine, as long as 
we are meeting the needs of students and 
the industry.”

The current hybrid model is lean, cloud-
based and most importantly, sustainable. 
The programme seeks specialists across the 
industry to teach the students, whether 
that be veterinary, dog triallists, Farm IQ, 
WorkSafe or anything else that is needed. 

Presentations can be done through 
Zoom or regional hubs of students 
gathering in a cluster for practical hands-
on work. 

All of the student training and hours 
are logged through FarmIQ through a 
templated platform where all their learning 
can be recorded and proven. 

“Technology also means we can tap into 
any great speaker.

“The key message is that they continue 
to train on the farm.”

The challenge remains to get more 
funding to continue to take GFF to the 
next level. 

In July 2020, Cyn Smith joined GFF as 
the general manager. For the previous 14 
years, Cyn led Tihoi Venture School for St 
Paul’s Collegiate School in the Waikato. 

“I have always had an affinity with the 
primary sector,” she says. “It has great 
people and GFF meshes well with my 

education background. This is an exciting 
space to be in at the moment.”

GFF is employer-driven but industry-
backed so is a huge win for all, she says.

“We have the bones here of some really 
good stuff and it is now about getting it out 
there and making it happen.”

EIT is assisting with the delivery of 
some of the programme, but moving the 
Certificate of Agriculture and Cert of 
Primary Industries completely online has 
not been without its challenges.

“We want to employ New Zealanders on 
our farms. The sheep and beef sector calls 
for a multi-faceted skillset. Students need 
time on farms for the vocational training.”

One of the key things Cyn and Tam 
underline is that while the students train 
and study on the farm, and are there as an 
extra set of hands, they are not employees. 
They are first and foremost students.

The “real” hours logged driving tractors, 
quad bikes or on the end of a chainsaw, 
align with everyday life on a farm and 
mean that from the day they graduate they 
are safe to work there. 

“There are a lot of people watching us 
at the moment to see how we are doing 
things, so it is even more important that 
we do a great job of our pilots and deliver 
on what we say we will — high-quality 
training.”

Cyn is excited GFF is so innovative and 
while it is the first digital delivery across 
the regions, it also uses local tutors. 

“We are building the hubs and basically 

moving ag training into the vocational 
space.”

The GFF board are connected and from 
the industry. 

“They will back us in all sorts of ways, 
not just money but important support.”

Drawing on her Tihoi background, Cyn 
says the students also learn about ensuring 
there is balance in their lives. 

She is looking forward to working more 
with tangata whenua so they, too, will have 
more of their own people running their 
farms.

It is an aspiration shared by Tam — a 
programme that is available to anyone who 
wants to make a career in the very industry 

New Zealand has been built on.
“For me the dream would be for a young 

school leaver to have a clearly-defined 
career pathway of soft and hard skill 
training and practical skillsets all aligned  
. . . we are future-proofing our sector,” says 
Tam. 

“This has taken so much longer than I 
ever thought it would to set up but I feel 
relieved it is now in good hands with a 
strong future.”

Farms are inter-generational businesses. 
“It is not about farm ownership any more 

but these kids can become chief executives 
of multimillion-dollar businesses . . . and 
that is exciting.”

Dog training demonstration at the Palliser Ridge open day. A Growing Future Farmers induction day. 
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HANSEN & TOMLINSON
•Allirrigationrequirements
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Championing 
wool industry

Sandra Faulkner is the fi rst to admit 
she has an entrenched love of wool. 
It goes way back to when she was 

a kid, growing up on the banks of the 
Mohaka River where parents Jim and 
Beverley Haliburton were fi rmly focused 
on wool production.

For decades now, she too has espoused 
the virtues of one of New Zealand’s 
greatest natural fi bres . . . it’s also the 
most undervalued. Sheep 
farmers fi nd themselves 
paying for shearing 
knowing full well they’ll 
never claw back any 
money from the sale of 
the wool, with the best 
case scenario of a break-
even also unlikely. 

In short, this is 
an industry in crisis 
but that’s not a new 
revelation.

“I don’t know a 
time I haven’t been 
championing wool,” says Sandra, who 
lives on a sheep and beef farm at Muriwai 
with husband Rob. 

“When you look at the demise of wool 
it can be attributed to the rise of big oil 

. . . the marketing and branding of plastic.”
But now, in a world so much more 

aware of the environmental impact of 
everything each and every person does, 
there is a change in the tide. 

“� ose same players are now saying, ‘we 
need to be getting a bit more sustainable’. 
� ey can see the writing on the wall with 
plastic products so let’s reinvent wool.”

For someone who has travelled the 
world talking to all sorts 
of people about wool, its 
value and how to get it 
back in favour, it would 
be easy to get bitter and 
twisted.

Sandra says the 
opposite. 

“How do we get on 
board? I want my wool 
out there. � ose big 
players have proven 
they are way better at 
marketing than us. � ey 
have huge money and 

plenty of political infl uence. Farmers the 
world over do not have political clout 
anymore.”

So the 2012 Nuffi  eld Scholar is once 
again feeling the fi re in her belly and she’s 

‘We are producers 
of a fabulous 

fi bre that has kept 
humans healthy, 

warm and safe for 
thousands of years 

and yet we keep 
backing plastic 

products’

Sandra Faulkner with 

East Coast Wools Ltd 

chief executive Henry 

Hansen.
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SETTING THE  
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ON-FARM SALE

2PM 17 MAY 2021 

Viewings from midday

4557 Matawai Road,  

RD 2, Te Karaka

027 248 9098 

goldcreek@gisborne.net.nz

37755-01



determined to see Tairāwhiti as a leader in 
using wool to help its people.

“As a Nuffield Scholar it is our 
responsibility to share what we learn and to 
continue to work on behalf of our industry,” 
she says.

“The big hope then and now continues 
to be co-ordination, communication and 
education within the industry.” 

Commercial interest and industry 
in-fighting historically has not allowed 
everyone to fully work with other fibre 
partners. 

Sandra wants that to change.
“You have to come to these things 

with solutions but to do that you need to 
understand the problem. 

“Unfortunately you would have to argue 
that the one problem none of us can solve 
is politics. When there are no politics and 
egos, solutions can be found reasonably 
easily.”

Sandra herself is now involved in local 
body politics as the Gisborne District 
Council representative for the Taruheru-
Patutahi ward. 

Board tables and politics are nothing 
new to this former Federated Farmers 
provincial president, who is also on the 
Tairāwhiti district health board, president 
of Gisborne Riding for Disabled and chair 
of the Tairāwhiti Rural Co-ordination 
Group . . . so she comes well prepared to 
the challenge.

“What we need is another dairy 
industry-style restructure for the wool 
industry but we would end up with blood 
in the gutters, so that’s probably not a very 
popular option,” she says.

She instead wants to see a change at 
grassroots level.

“We have a chronic housing shortage 
and are on the verge of the biggest social 
housing boom since the 1950s. 

“Why are we not insulating our homes 
with wool, benefitting from wool fibre 
acoustic panels, ensuring every child has 
a wool blanket on the end of their bed? 
These are all basic New Zealand rights in 
my view.

“We are producers of a fabulous fibre 
that has kept humans healthy, warm and 
safe for thousands of years and yet we keep 
backing plastic products — that is my 
biggie. 

“The responsibility comes down to those 
instructing their architects and designers — 
the specifiers of what goes into a building 
project — who should be demanding New 

Zealand homes have the right to have New 
Zealand wool.”

With social housing initiatives in the 
planning for Tairāwhiti, Sandra wants to 
see a commitment from those with the 
power.

“Right here, right now in Tairawhiti 
there are social housing initiatives in the 
planning so why are we not creating those 
connections. We should be using wool and 
wood produced here for Tairāwhiti families 
in need, and those demands need to be 
made very early in the piece.”

The solution, she says, is in commitment 
and investment. 

“If we are going to support our 
farmers and foresters to support our local 
community and reduce our reliance on 
plastic we have to put action to our words.”

Local businesses reigniting post-harvest 
wool and wood production would support 
this kaupapa and Sandra wants to see the 
region’s leaders walk the talk. 

“Utilising natural fibres benefits everyone 
and our planet. It could be a revolutionary 
fix if the decision-makers — Manaaki 
Tairāwhiti, iwi leaders, Trust Tairawhiti 
and the council, along with insurance 
companies — all have the health of our 
community and planet at heart.”

Sandra figures her superpower is in 
connecting people. 

“I love it. Connecting the right people is 
what makes things happen.

Now sitting at the council table, Sandra 
says: “My byline has always been enabling 
rural communities to be heard. Ensuring 
farmers are heard.

“I feel I am defending that line now 
because our people and our planet need it 
more than ever.-

Insulation wool end-product going into 

ceiling cavity

Wool insulation batts — the sustainable Tairawhiti option.

7The Gisborne Herald • Wednesday, February 24, 2021

GOATS WANTED

Weekly kill commencing March, 
taking bookings now, competitive pricing 
Please contact; Will Faulks, mob. 021 901 695, a/h 06 867 6018 Tania Gray, 06 868 3267, 0272 441 391, or your stock agent.
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183 Carnarvon St, Gisborne. 4010
FREEPHONE: 0800 428 429
P: 06 867 9811  |  F: 06 867 3963
E: office@ehinsurance.co.nz 
www.ehinsurance.co.nz

Specialist insurance expertise 

and comprehensive cover for the 

farm, business or household.

Proud sponsors of our local  

community.

Premium Instalment Options | Real People Honest Advice

Emerre & Hathaway your rural 
insurance specialists and proud 
supporters of our rural  
community.
supporters of our rural 

Do you have the 
right insurance 
cover? 

Call in and talk 
to the friendly 
team about your 
insurance needs 
today.  
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Contact Nick

today for  

more info and 

a free quote

06 867 8258  

0274 889 765   

Rural fencing at its best 
NO JOB TOO BIG OR TOO SMALL

Fast, professional, reliable service and quality workmanship guaranteed

E. OFFICE@SHORTCONTRACTING.CO.NZ

33843-01



East Coast farmer Tom Sanson 
isn’t one to make a fuss of his 
achievements but don’t let that fool 

you.  
   Rather than talk, he lets the quality of 
his animals and his farming operation do 
that job for him.

As the third generation on the farm 
at Matawai — 45km north-west of 
Gisborne — Tom, along with French-
born wife Adeline and young daughters 
Eleanor and Abigail, owns and operates a 
successful Gold Creek Simmentals stud. 

Tom and his team run over 200 
registered Simmental cows and more 
than 50 high-decile bulls, all of which 
are registered on Breedplan so their 
genetic traits can be compared relative 
to the overall base of all other registered 
Simmental cattle. 

Passionate about the breed, Tom 
has recently been appointed as a board 
member of the Simmental New Zealand 
Association — a role he is excited to get 
stuck into. 

In addition to the stud, Tom and 
Adeline also run a high-performing 
flock of 1500 facial eczema-tolerant 
Coopworth ewes. 

They dock in excess of 150 percent on 
average and finish all lambs at around  
20-21kg carcass weight. 

“We also hold 200 red deer breeding 
hinds, producing replacements for our 
herd of 300 velveting stags,” says Tom.

Though this keeps them more than 
busy, Tom is all for continuous growth 
and progression, both of which were 
driving forces behind his recent purchase, 
in partnership with the Cribb family, 
of well-known Angus stud Whangara 
Angus.

“What we liked about Whangara 
was the effort and energy they had put 
into the genetics of their animals. We 
could see so much potential and the 
opportunity to take what we’ve learned 

with Gold Creek and apply some of those 
principles to this Angus stud.”

When it comes to genetics, Tom is 
overtly passionate and doesn’t like to cut 
any corners. 

“We place great emphasis on producing 
faster-finishing, high-yielding fleshy 
cattle,” he says.

“We want to put more meat on 
a smaller frame than traditional 
Simmentals and we continue to ensure 
we have the right genetics in our breeding 
programme to deliver on this.”

Last year he bought top sire Woonallee 
Phar Lap from Woonallee Simmentals 
in Australia for $50,000 — the highest 
Simmental price in Australasia in 2020.

“We are really trying to put our money 
where our mouths are when it comes to 
the quality of our breeding programme,” 
says Tom.

“We know that our genetic product is 
only as good as its progeny and we’re not 
afraid to make the appropriate investment 
where we see the value.”

 Come Saturdays during winter, Tom 
is a regular on the rugby field for the 
Ngatapa club and enjoys being able to 
immerse himself in the tightknit local 
community. 

“I enjoy playing a bit of footy with the 
guys as it keeps me grounded and helps 
me clear the head a bit,” he says. 

“It’s good for me to get off the farm 
and stay away from it all for a while. 

“A beer after the game isn’t a bad thing 
either.”

When asked about his visions for the 
future, Tom’s answer is a simple one.

“To continually improve. That’s the way 
I’ve been brought up by mum and dad, 
and I intend to the do the same with my 
own kids. 

“If you’re not going forwards, you’re 
going backwards, so it’s always good to 
have goals and benchmarks to measure 
how you’re going.” 

Improvement and 
diversity key to 
stud farm’s success
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Tom Sanson is a third-generation farmer based in Matawai, 45km north-west 

of Gisborne.

0800 100 123   
ravensdown.co.nz

Enabling smarter farming 

for a better New Zealand®

Clover oversowing 
pushes up profit

Targeted legume introduction dramatically 

increases profitability on Gisborne hills*. In a recent 

50ha trial near Ngatapa, oversowing quadrupled 

clover on southerly faces, enabling an extra bull 

finishing enterprise to thrive on-farm.

Grow your income. Talk to your agri manager about 

how clover oversowing could work on your farm.

Sue Quilter 021 900 311 Christy Chapman 021 906 086 

Ryan West 021 900 342  Dan Parsons 021 914 330

* Source: Quantifying the value proposition for white clover persistence on a New Zealand summer-dry 

hill-country farm, M.Dodd et al, published in Journal of New Zealand Grasslands Vol 82 (2020) 37782-01

28453-01
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Tom Sanson and his team run over 200 Simmental cows and more than 50 high-decile bulls.
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Breeding Better Business
Breeding Better Business

Emma Pollitt

Genetics Specialist
027 597 5821 

Jamie Hayward

Livestock Manager
027 434 7586

Mason Birrell

Livestock Rep
027 496 7253

Alex Chrisp

Livestock Rep
027 801 0104

If you’re looking for a planned approach to success, give us all call

As part of New Zealand’s largest Livestock network, our team of agents and 

Genetics Specialists have more contacts, more reach and more market infl uence.

We provide more practical advice and more technical expertise. And, with the 
country’s largest network and most popular sales events, we bring together more 

buyers and more sellers, delivering more value for all.

Peter McGrannachan

Livestock Rep
027 598 6530

Stephen Hickey

Livestock Rep
027 446 9969 

Tony Holden

Livestock Rep
027 598 1538

Chris Hurlstone

Livestock Rep
027 598 6542

027 434 7586 027 496 7253 027 801 0104

annachan Wally Moore

Livestock Rep
027 473 7455

Bob Morse

Livestock Rep
027 479 3278

Ian Rissetto

Livestock Rep
027 444 9347

Hybrid Livestreamed  
Auctions

fb.com/pgwgenetics 
instagram.com/pgwgenetics

fb.com/pgwlivestock 
instagram.com/pgwlivestock
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Farm & Lifestyle sheds

Your shed,  
your way. 
Get a free quote today. 

Pole houses
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Challenges 
ahead after
welcome rain

The rain last week has come 
just at the right time for many 
farmers, who were facing some 

bleak times ahead from soil moisture 
deficits. It will be with welcome relief 
that the grass will start growing again 
and we should be set up for good 
growth up to mid-to-late March. 
However, this will depend on several 
factors, namely heat and the wind.

The rain will create humid 
conditions, which are perfect for grass 
growth, but also great for parasites, 
flies, facial eczema and fleas. It is 
critical that we have a plan in place to 
prevent unnecessary production loss. 

  Sheep, especially lambs, need to be 
covered for the Barber’s Pole worm 
with a persistent activity product. 
Not all products are the same. Talk 
to your vet for more info. 

  All sheep will need some form of 
fly protection as fly pressure at the 
moment will be high.  
NOTE: If you are applying 
product through a jetter, the length 
of fly protection is proportional 
to how much chemical is applied 
on to the animal. The more you 
get on, the greater the length of 
protection. If a product says “up 
to 12 weeks protection” it means 
two litres of fluid has gone on the 
animal with the correct amount of 
chemical in it. In my experience 
this rarely occurs.

 Formulations like Cyrazin KO and 
Cyrex — that will not only provide 
persistent activity but will kill first, 

second and third stage flystrike — 
can be extremely useful in times 
like this.

  Monitoring for facial eczema is 
under way. Current results have 
been low but this will change 
due to the rain. The fungus will 
sporulate (reproduce) and it is 
these spores that are toxic to the 
animal. Since last year we have 
been running a free facial eczema 
monitoring service. All we need 
is 60g of grass — about a bread 
bag full. Start with your indicator 
paddocks, which are your north-
facing, easy-contour paddocks. 
If these paddocks get high then 
we can implement a full farm 
monitoring plan. 

  Finally, don’t forget about your 
dogs. Fleas and ticks are already a 
major problem and the dogs need 
to be treated. Come in and talk to 
us about cost-effective options for 
controlling these parasites. 

by Dr Andrew Cribb, 
East Coast Farm Vets
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109 Main Rd, Makaraka, 

Ph 06 868 8479

www.eastoutdoors.co.nz
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YOUR HYDRAULIC AND PNEUMATIC SPECIALISTS

GISBORNE
HYDRAULIC 

SERVICES

Authorised Dealer

PHONE 

868 0494

Guaranteed effective animal health a
dvice. 
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349 Childers Road (Cnr Childers Rd & Carnarvon St) 

06 868 8616 • info@eastcoastfarmvets.co.nz



March 2021

April 2021

May 2021

Sunday Monday Tuesday Wednesday Thursday Friday Saturday

1 2 3 4 5 6

7 8 9 10 11 12 13

14 15 16 17 18 19 20

21 22 23 24 25 26 27

28 29 30 31
 

60 61 62 63 64 65

66 67 68 69 70 71 72

73 74 75 76 77 78 79

80 81 82 83 84 85 86

87 88 89 90

Sunday Monday Tuesday Wednesday Thursday Friday Saturday

1 2 3

4 5 6 7 8 9 10

11 12 13 14 15 16 17

18 19 20 21 22 23 24

25 26 27 28 29 30

91 92 93

94 95 96 97 98 99 100

101 102 103 104 105 106 107

108 109 110 111 112 113 114

115 116 117 118 119 120

Daylight Saving Ends

(clocks back 1 hour)

ANZAC Day ANZAC Day Holiday

Easter MondayEaster Sunday

Good Friday

 

Sunday Monday Tuesday Wednesday Thursday Friday Saturday

30 31 1

2 3 4 5 6 7 8

9 10 11 12 13 14 15

16 17 18 19 20 21 22

23 24 25 26 27 28 29

150 151 121

122 123 124 125 126 127 128

129 130 131 132 133 134 135

136 137 138 139 140 141 142

143 144 145 146 147 148 149

Matawhero Sheep 
Sale

Opotiki Dog Trials
Farming Women 
Tairawhiti Mix & 

Mingle

Ruakituri Dog 
Trials

Matawhero Sheep Sale
Ruakituri Dog Trials

Matawhero Sheep Sale
Waipaoa Dog Trials

Waipaoa Dog Trials

Matawhero Cattle 
Sale

Matawhero Sheep Sale
Whangara Dog Trials

Whangara Dog Trials

Matawhero Wnr Str 
& Bull Sale

Matawhero Wnr 
Heifer & older cattle

Wairoa Weaner Sale

Matawhero Sheep Sale
Tolaga Bay Dog Trials

Tolaga Bay Dog 
Trials

Matawhero Sheep Sale
Waingake Dog Trials

Waingake Dog Trials

Matawhero Sheep 
Sale

East Coast Angus 
Bull Walk

East Coast Angus 
Bull Walk

Matawhero Sheep 
Sale

Matawhero Cattle 
Sale

Matawhero Sheep 
Sale

East Coast Hereford 
Bull Walk

Matawhero Sheep Sale
Wairoa Cattle Sale

Gold Creek 
Simmentals Bull 

Sale

Wairoa Lamb Sale Matawhero Sheep 
Sale

Matawhero Cattle 
Sale

Matawhero Sheep 
Sale
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Waters still murky as FEP deadline nears

Annual crop and vegetable growers 
in Gisborne are working to meet a 
May deadline of completing Farm 

Environment Plans (FEP) despite a lack 
of information as to what form those plans 
could take.

Gisborne annual/vegetable growers and 
those who intensively farm animals have 
known since 2018 that their FEPs were 
due in May this year, with deadlines for 
permanent root stock (orchardists) and sheep 
and beef operations yet to come.

However, some say they have been 
confused by lack of direction on what form of 
plan will be acceptable.

To help them move forward, Horticulture 
new Zealand organised workshops that 
started on February 11 and continue into 
March to guide them through mapping their 
properties and working out how to operate 
around nutrient, irrigation and biodiversity 
“good” and “best” management practices.

The workshops step growers through the 
process using the nZGaP (new Zealand 
Good agricultural Practice)-designed 
Environmental Management System (EMS) 
add-on module, with the aim of achieving 
audited and certified FEPs that meet council 
requirements.

But even as more than 20 growers gathered 
for the first workshop they did not know 
whether the audited nZGaP add-on would 
be accepted by Gisborne District Council.

“The EMS framework involves a grower 
using the FEP template and the independent 
auditor using the EMS audit checklist,” 

says HortnZ sustainability and extension 
manager ailsa Robertson.

“This checklist is aligned with standards 
that are benchmarked to regional council 
requirements, so these parts all come together 
in one comprehensive assurance system for 
farm plans.”

The add-on has been endorsed by 
Environment Canterbury but, at the time 
of the first workshop, GDC said it was 
“currently evaluating whether this pathway 
can be used as a Farm Environment Plan 
(and) a decision is expected in the near 
future”.

“Growers want to do the right thing but 
we do feel it is very hard to find the right 
information around what that actually is,” 
says Gisborne Produce Growers association 
chair (and Process Vegetables new Zealand 
board member) Calvin Gedye.

“To be fair, GDC is one of the first local 
bodies to introduce mandatory FEPs and 
is operating in a bit of an information 
vacuum. It could not, for example, give details 
on when FEPs would be compulsory for 
growers of permanent crops because it had 
“not yet received new directives from central 
government”.

In that context, HortnZ says the work it 
is doing with central government and GDC 
will likely give clarity to other local bodies as 
the FEP system rolls out around the country.

“We are actively working with GDC to 
seek recognition of EMS farm plans and the 
associated audit,” Ms Robertson says.

“at the same time HortnZ and other 
primary sector organisations are lobbying 
central government to accept industry 

assurance programmes, like GaP schemes, 
to deliver farm plans that comply with new 
national freshwater regulations.”

In Gisborne, to guide growers through the 
process, agricultural engineering consultant 
andrew Barber said it wasn’t about being the 
best but about being better.

“Don’t panic if you have to tick ‘no’ to a 
question on the checklist . . . if everyone was 
up to speed we wouldn’t need FEPs at all,” he 
said.

“There is no wrong answer. We can’t all be 
perfect from the get-go . . . it is about finding 
and acting on opportunities to take action.”

Add-on helps growers get ahead  
of the game

IT is not known when Farm Environment 
Plans will be mandatory for Gisborne 
orchardists, but one “add-on” could help them 
get a jump on future demands and give their 
businesses a boost in the process.

Supporting its grower group of around 
80 orchardists, Gisborne marketer First 
Fresh is helping them achieve Environment 
Management System (EMS) standards as an 
add-on to their existing nZ Good agricultural 
Practice (nZGaP) certification.

Environment Canterbury has already 
endorsed the EMS as a stand-in for FEPs. 
and as other local bodies consider whether 
they will do the same, those growers will be 
ahead of the game as FEPs become mandatory 
around the country.

“none of our growers can operate without 
nZGaP certification so what we’re saying is 
‘why wouldn’t you also get the EMS add-on?’ 
It’s good for the environment and it’s really 

good for your business,” says First Fresh 
compliance co-ordinator Mathew Bannister.

“Growers can focus on making any 
adjustments highlighted by the information in 
their plan and that makes for better practice, 
and much better business.”

To get the ball rolling, Mathew did trials 
with a couple of growers to see just how easy it 
is, and what sorts of benefits could be achieved.

In both cases, setting up the EMS allowed 
the growers to see any gaps between what 
they were already doing and what the EMS 
required, and according to Mathew, “the 
difference was negligible”.

“Because our growers are already doing such 
a lot of good work, meeting EMS expectations 
is not a big challenge and that’s what has given 
us the confidence to get behind it.

“Just a few years ago some were a bit 
resistant to the requirement to get nZGaP 
certification but now it’s just a normal part of 
doing business. That’s how we see the whole 
EMS/FEP process.”

Some FEP facts
  under the Tairawhiti Resource 
Management Plan, FEPs will be 
mandatory in Gisborne from May 1 
for any farm that grows annual crops or 
commercial vegetables, or intensively farms 
animals.

  HortnZ is working with central 
Government and councils around 
the country to see that the nZ 
Good agricultural Practice-designed 
Environment Management System is an 
approved pathway to deliver FEPs that 
meet regulations.

by Kristine Walsh
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