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Celebrating farming’s
forward-thinkers
Welcome to our latest issue of The
Gisborne Herald’s From the Land our
local farming publication. Bring on
Spring! I think we have all had enough
of the cold and the rain.
In this issue we talk to Peter and
Suzie Humphreys about Wilencote
Hereford Stud turning 100 this year
and we catch up with John MacPherson
who was the supreme winner of the
2020 Freshies Grower Awards. He also
took out the navel orange category and
exporter of the year and was a finalist in
two other categories.
FarmCare Services owners Willy and
Kelsi Haenga have some big aspirations
when it comes to helping New Zealand
hit the Government’s one billion trees
target, and we find out about the farm
conversion project that Whangara
Farms are doing at Mahanga.

Top-notch
fruit at
College
Vineyards

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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Whāngārā
farms thinking
ahead

16

Busy is best
To advertise in our next issue of FROM THE LAND please phone Jane on 869 0617 .
Editorial by Diana Dobson unless otherwise stated, pictures by staff photographers unless
otherwise stated. Cover photo ‘Wilencote’s polled Herefords’ by Strike Photography
www.gisborneherald.co.nz

All Your Fencing Supplies
We have the biggest range of fencing
gear in the region
Timber: Rough-sawn, H3.2 or H4 treated for durability.
Largest range of posts in town.
Rounds, halves, quarters, strainers & poles.
Wire, netting, permanent wire strainers
• Nails • Staples • Bugle screws
• Gates and hardware and more

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

Come in and see me first for the best deal!

Main Road, Makaraka

Phone 867-7135
w w w. l a r s a w n . c o . n z

32249-01
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Covid-19 is once again testing our
collective mettle. Change is a constant so
it pays to always be prepared. Preparation
and planning are the key to sustained
performance.
Professional sports teams know this only
too well.
Legendary Green Bay Packers coach
Vince Lombardi said: “Winning isn’t
everything but the will to be prepared to win
is everything”.
When we are woefully prepared for
what the world or weather throws at us, we
can be found wanting and come up short.
Something our current government is
grappling with as we speak.
“You have to think of winter in summer.
It’s too easy to get faked out when the sky
is blue. You’ve got to prepare for winter
because it’s always coming, it always does,”
American entrepreneur Jim Rohn once said.
There’s a good reason you stack your
firewood in summer. You’re ready and
resilient.
Farmers have always been resilient and
ready for all seasons. It’s in their blood.
Planning for different seasons and
scenarios means you are on the front foot,
rather than the back one. Psychological
studies have proven that those who commit
to their plans in writing are 40 percent more
successful than those who don’t.
By planning ahead of time, you can stay
in control.
That way you can control the controllable,
which is what top farmers do.
You can waste energy worrying about
what’s outside your control (eg schedule
prices, climatic conditions or trade tariffs) or
focus your energy on what you can control
(eg animal health plans, rotational strategies
or budgeting). You will be more effective
focusing on the latter rather than the former.
They say you should “plan for the worst
and hope for the best”. The problem with
this statement is hope isn’t a strategy.
Hope leaves you vulnerable and fragile. If
you take action instead, you stand a greater
chance of conquering the challenges ahead
of you. Instead of being acted upon, you take
action.
And while you’re at it, why don’t you ask
yourself these questions:
• What actions can you take that will
make you more resilient and ready?
• What goals could you commit to that
keep you focused?
• What initiatives can you make or create
to improve your own level of self-care (sleep,
exercise, nutrition, less social media)?
• Could you commit to making phone-

free time?
• What ways can you repair and maintain
yourself and your machinery during
downtime?
Energy management is just as important
as time management. Energy gives you the
fuel to get things done.
Drink plenty of water, eat every three
hours, exercise and make time for family and
friends.
Like they tell you in airplane safety videos,
you can’t look after your family if you don’t
look after yourself first.
Don’t burn the candle at both ends.
Take time to rest and recover so you can
perform at your personal best because life is
a marathon, not a sprint.
A famous article called The Corporate
Athlete in Harvard Business Review
reminds us of the irony between farming
business people and high-performance
athletes. It’s worth a read.
Athletes spend 95 percent of their time
training and five percent performing while
us mere mortals are the other way around.
We spend 95 percent performing and only
five percent training. The oscillation between
energy recovery and energy depletion is very
important.
Do you know your sleep-wake circadian
rhythm’s lesser-known cousin ultradian
rhythm?
Scientific studies have shown that we
can only perform in peak states for up to
90 minutes (ultradian) due to our body’s
glucose and blood sugars dropping at
that same cycle. After that, we decay and
deteriorate, especially if we override our
body’s natural stress-rest cycle. It’s better to
take a break and restore energy than keep at
it and deplete it.
Eat, hydrate,
move and change
the environment
you’re in, even
if it’s only for a
short period.
If you focus
on these
fundamentals, a
more successful
“harvest” will
follow for you.
Challenges will continue to come and you
need to be ready.

Control the
controllable

Livestreamed
Auctions
bidr’s livestreamed auctions with video and audio provide a fully
integrated on-farm solution.
Remote bidders can bid and view in real-time all the action from the sale
ring, hear their bids being called out to the auctioneer and watch the
auction unfold... it’s just like being there.
For more information about having your on-farm sale livestreamed or
getting set up to buy online call the team on 0800 86 2437 or
go to: bidr.co.nz/content/auction-formats

St John Craner is managing director
of Agrarian which teaches and
trains rural companies how to
improve their sales and marketing
results. www.agrarian.co.nz

www.bidr.co.nz 0800 TO BIDR

Phone 06 8685340

34086-01

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

33769-01
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CELEBRATION:
Peter and Susie
Humphreys at the
annual Wilencote
Polled Hereford stud
which celebrated 100
years of breeding
this year.
Picture by Paul
Rickard

Stockmanship
in their veins
EST. 1978

Here are the 37 East Coast charities,
associations and organisations we
supported* because you supported us

EAST COAST FARMING EXPO | GISBORNE ANGUS STUD BREEDERS

NGATA MEMORIAL COLLEGE | GAPS
EASTLAND HELICOPTER RESCUE TRUST | HEAR4U
PUTERE LOCAL DOG TRIAL CLUB | MATAWAI DOG TRIAL CLUB

TAHORA SPORTS CLUB | WAIROA A&P SOCIETY

TAIRAWHITI CONNEXT CHARITABLE TRUST
TOLAGA SHEEP DOG TRIAL CLUB | THE MAHIA HUNT
WAERENGA-O-KURI SCHOOL | ORMOND SCHOOL

Peter and Susie Humphreys are quick to
talk about the passion and enjoyment they
have for their Wilencote Polled Hereford
cattle, but when a family is in its fifth
generation and 100th year of breeding, it is
clear there is a whole lot more going on.
This is a family with stockmanship in
their veins.
It started with George and his son Fred
buying three cows from Feilding who in
turn had three calves, and has grown from
there.
They have raised their four children on
the Ngatapa stud where Peter grew up.
Wilencote is near the end of a noexit road, surrounded by other multigenerational stations.
“We feel very lucky to be here,” says

Peter. “We are surrounded by other
families for whom we have the utmost
respect. It is quite extraordinary to have
such long-lived history among all these
farms.”
It was the Humphreys family who
introduced polled Herefords to New
Zealand and it came after Fred was hit by
one of their horned Herefords.
“His wife Leslie said there had to be
a better way,” says Peter. “So after much
research he headed to the United States
and sourced a Polled Hereford bull to
import.”
Royal Gem was a first for New Zealand
and became a historic milestone for the
New Zealand beef industry.
Royal Gem was the first in a long line of

TE PUKA HUNTING & FISHING CLUB | ORG

RANGITIRA HUNT CLUB | WAIROA ATHLETIC RFC

GIS PONY CLUB | EAST COAST RFC
PB A&P ASSN | PB CHARITY SHEEP DOG TRIAL CLUB
EAST CAPE & DISTRICT SCHOOL | GIS BOWLING CLUB
GOLF DAY SPONSORSHIP (WAIROA) | PB HUNT SPORTS
WAERENGA-A-HIKA SQUASH CLUB | TINIROTO SCHOOL

TOLAGA BAY BEACH RACES | GIS RODEO ASSN

TURIROA DOG TRIALS | WAERENGA-O-KURI HORSE SPORTS
GIS AREA EQUESTRIAN SPORTS NZ | WAIROA RACING CLUB
WHANGARA SHEEP DOG TRIALS | MATAWAI DOG TRIAL CLUB

Thank you from the Farmers Air Team

Phone 0800 68 60 60 | www.farmersair.co.nz
33776-01

* Past 12 months only
30794-01
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Wilencote’s Polled Herefords.
Picture by Strike Photography

Gem bulls but when regulations called for
the stud prefix to be included in the name
of each bull, it became too wordy and was
dropped.
The branding, which was further
developed by son-in-law Tim Livingston,
pays homage to the old, with the W inside
a gemstone.
“Back when they were breaking in New
Zealand, shorthorn was the breed of choice
but they found they needed another breed
in the early 1900s,” says Peter.
“They needed one that had a little
more ruggedness, a burden of a beast to
clean up the fern and ruffage. Herefords
are particularly good at that — they had
an inherent docility so could be used for
carting things as well.”
The Hereford took over in popularity
from the shorthorns through the early
1900s to the 1950s and 1960s when they
were the most popular breed in the country.
It was also an era of showing which Peter
feels contributed to breeders losing sight of
the importance of the functionality of the
breed, to focus more on winning ribbons.
“It just got all out of balance,” he says.
Peter was in his second year studying law
at Canterbury when his dad became unwell.
“I had 12 months to come to grips with it
all and then he was gone. There had been no
expectation for me to come back and farm
but here we are . . . if I knew what I know
now, the answer would still be yes. But boy,
has it been a long journey with many ups
and downs.”
Peter’s mother Erica has been involved
throughout — firstly alongside her late
husband Dick and then with a handful
of cows who have remained within the
Wilencote herd for the past 40-plus years.
“Mum has always been a really great
sounding board and has long maintained
her interest in the stud.”
Peter farmed for 15 years with his brother
Guy.
“The option to go and pursue our
individual farming wishes saw us dissolve
the partnership in the mid 1990s, with
Guy and Margie buying Smithfield Station
and Susie and I remaining at Wilencote to
continue with the stud.”
The couple have certainly taken risks

along the way but have no regrets.
“We are never shy to have a go when
it comes to buying a bull if we think it is
going to make a difference,” says Susie.
“Most people go on holiday but we buy
bulls . . . that’s OK though. You have to
sacrifice things to get places.”
The stud recently had its annual sale with
a 100 percent clearance rate, an average
price of nearly $10,000 and two hitting a
top price of $16,000. Each year they calve
around 250, producing 120-odd heifer
calves and 115 bulls.
They keep all the yearlings but sell the
bottom end of the bull calves to the dairy
industry, retaining around 40 bulls to take
through to the annual two-year-old sale.
“There is always a bit of natural attrition,”
says Peter. “You need 40 to get 30. We feel
comfortable with the quality.”
He says it quite nonchalantly but
everything at Wilencote is about quality. It
is a niche-sized operation that hangs its hat
on animals that will produce a near perfect
end-product for the consumer — it sounds
simple but there are many things that
contribute to that.
Both Peter and Susie have a keen
stockman’s eye for a good animal.
Susie also comes from a farming family,
growing up on Waimanu Station at
Whangara.
“We both know what we like and what
we are trying to get to,” says Susie of their
polled Hereford stud.
When buying bulls they have a very
holistic view that includes a blend of
studying Economic Book Values (EBVs)
and their own knowledge of blood lines.
“You can complicate things all you like,
but whenever we buy a sire we make sure
it fits the criteria we need physically and
otherwise,” says Peter.
“We are looking for that top 10 percent
and with any we sell, we guarantee
structural soundness.
“In a breeding programme there is never
room for complacency or not presenting
quality. If you don’t, you are treated
accordingly.”
Structural soundness, a medium frame
and temperament all come into play.
“Temperament is very important for

EARTHMOVING
EARTHMOVING EQUIPMENT
EQUIPMENT HIRE
HIRE

EARTHMOVING EQUIPMENT HIRE

TIMES GONE BY: The historic photos that line the walls in the after sales area garner
plenty of interest.
Picture by Strike Photography

not only us working the cattle but for the
quality of meat in the end — the quieter
the animal, the lower the PH and the nicer
the meat is. Herefords marble well.”
Most of the flavour in beef comes from
the intra and inter-muscle fat.
“The flavour that exudes when you cook
comes from the fat — you have to have it.”
All their stock are grass fed.
“It is one of the big advantages here. You
hear people comparing grain fed to grass
fed — grass fed has a lot more taste while
grain fed tend to be tender but bland.”
Susie is sure the large blocks of
magnesium in the paddocks for the

pregnant mums is also a game-changer for
the animals and the end product.
Wilencote pushes its calving out to later
in September and into October to follow
the grass curve and try to avoid the winter
months.
Herefords are the second biggest beef
brand in New Zealand behind Angus and
over the years have certainly evolved.
When WW2 ended, a chiller trade
produced a shorter, stockier, thicker and
fatter animal across many breeds, who
became known as belt bucklers. World
renowned beef expert Dr Roger Hunsley
visited New Zealand in the 1980s,

ONE CONTRACTOR FOR ALL YOUR FENCING

Hill Country
Hill Country
Hire www.hillcountryhire.co.nz
FENCING & BULLDOZING

WALTON CONTRACTING LTD

Phone Haydon

021 223 4411
Phone Haydon 021 223 4411

EARTHMOVING EQUIPMENT HIRE
WALTON
WALTON CONTRACTING
CONTRACTING LTD
LTD

WALTON CONTRACTING LTD

ONE CONTRACTOR FOR ALL YOUR FENCING

021 223 4411
Hill Country
Phone
Phone Haydon
Haydon

FENCING & BULLDOZING
NEW FENCING | REPAIR WORK

15575-01

NEW FENCING | REPAIR WORK
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Better Business

GLORIOUS VIEW: Peter and Susie Humphreys with their son Matt overlooking
Wilencote.
Picture by Strike Photography

A slice of history at Wilencote Stud. Picture by Strike Photography

Proud supporters of The Cancer
Society Daﬀodil Day Rural
Community Sheep fundraiser
28th August 2020, 10am
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largest Livestock
network,
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give
us a call
Genetics Specialists have more contacts, more reach and more market inﬂuence.

Breeding Better Business

Emma Pollitt
JamieBirrell
Hayward
Mason Birrell
Alex Chrisp
ayward
Mason
Alex Chrisp
Genetics
Specialist
Livestock
Manager
Livestock
Rep
We
provide
more
practical
advice
and
more
technical
expertise.
And,
with Rep
the
As part of New Zealand’s
largest
Livestock network,
k Manager
Livestock
Representative
LivestockLivestock
Representative
027 597 5821
027 434
496events,
7253 we bring
027together
801 0104more
country’s
largest network
and7586
most popular027
sales
teamand
of Genetics
Specialists
7586ourbuyers
496
7253have
more 027
sellers,
delivering
moremore
value contacts,
for all.027 801 0104
Hamish Forrester
Stephen Hickey
Tony Holden
Chris Hurlstone

dispelling many myths from those early
years and helped build a new confidence
in Hereford breeding.
“He was really functional and practical
and brought with him all the things we
wanted to pursue,” says Peter. “It grew
a real confidence back into our breed
and dispelled many of the old breeding
myths.”
Peter says he also learned a lot from
his grandfather Fred who had huge
passion for the breed and gave so much
to the industry.
“We have had some good results
in recent years but have also ridden
out some tougher ones when breed
popularity was at a lower point because
we needed to improve what we were
producing,” says Peter.
“I feel the structural soundness and
overall type of animal has started to
improve. I feel all those traits are now
starting to come back into the breed.
The bottom line for all cattle breeding
is about someone getting a protein-rich
meal — whether that is a burger or a
top-end steak . . . that is something we
never want to lose sight of.”
At the centre of all they do at
Wilencote are their clients.
“They are the lifeblood of the business
and we are all fully committed to doing
the best we can for them. If they get a
result, we get a result — not the other
way around.”
The 100-year target has been sitting
on the horizon for a number of years
and one they were both quietly working
towards — albeit ideally without fanfare.
However, such is the stead the stud is
held in, there was plenty of support and
celebration around the sale. It was also a
big family effort to bring it all together.
“Susie and I certainly appreciate the
backing and support from our children
and their partners.”
Their sales are very much about an
experience for those who venture out.
The complex has an after-sales area
where Susie cooks up a storm, where
people can enjoy old photos, equipment
and branding from the Wilencote of old.
Foreign HelpX farm helpers have
contributed too, crating special recycling
bins, signs and other touches. It all
tells the story of Wilencote and the
Humphreys hospitality.
“I am so lucky Susie has shared this
vision with me as we are just links in a

chain that previous generations have laid
the foundation for and would appreciate
that journey to continue.”

WILENCOTE
• Founded in 1920
• Five generations of the Humphreys
family
• 2020 sale saw 100 percent clearance
with an average of just under $10,000
• Top prices at 2020 sale of $16,000
• 421ha — mostly medium to steep
land
• 700 head of cattle
• Annual calving of 250
• Always bred Hereford cattle

THE TIMELINE
• 1869 — The first pedigree Hereford
cattle were imported from England to
New Zealand by brothers Robert and
Every McLean. Every was the great,
great grandfather of Derek Barker
(Acton) and Leslie Humphreys, wife
of Fred.
• 1920 — George Humphreys and son
Fred buy three Hereford calves from
Feilding.
• 1923 — The Humphreys family move
to the current Wilencote property
from the nearby Strathallan.
• 1929 — Fred goes to the United
States to buy Royal Gem, the first
polled Hereford bull for New Zealand.
• 1930 — Fred imports a polled
Hereford cow Dora Willdale from
the United States, and continues to
import bulls for the next few years.
• 1930s-60s — Fred is very successful
showing his polled Herefords.
• 1935 — Beau Gem becomes the first
polled Hereford bull to win a New
Zealand Royal Championship. He
repeated the feat in 1936 with other
Wilencote bulls also doing the same
in later years.
• 1952 — Dick Humphreys, son
of Fred and Leslie, steps into the
partnership.
• 1973 — Peter Humphreys starts
farming at Wilencote.
• 1981 — Brothers Peter and Guy
Humphreys enter the partnership.
• 1996 — Peter and Susie take over the
partnership.
• 2020 — Wilencote Stud celebrates
100 years of breeding Herefords.
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Benefits of farming
in Gisborne

Rural Tairawhiti will be showcased later
this year thanks to a new initiative by the
team at Bayleys.
Rural agent Simon Bousfield says the
two-day cross-country Gisborne Spring
Tour will highlight just how special the
region is to out-of-town farmers and farm
investors.
“There have been a couple of significant
farm sales recently with the campaigns
attracting a lot of interest from people
from outside the region,” says Simon.
“They came through to view farms and
were impressed by the quality of the land,
the performance and farm profitability.
It really highlighted that there could be
a viable option to expand their current
portfolios.”
The tour, scheduled for November, will
see the visitors taken to Otoko, crosscountry to Wharekopae, on to Matawai
and Motu, and rounding out the first day
on the flats to show the opportunity and
attractiveness of diversification among
some of the country’s top horticulture land.
Day two the group will view more iconic
East Coast Stations.
Properties showcased are not likely to be

for sale, however, are a good representation
of what the region has to offer.
“The increasing interest from various
out-of-town purchasers prompted us to
introduce an initiative relatively new to our
industry, and we’re confident we will attract
good numbers to showcase Gisborne
farming merits,” says Simon.
Fellow rural agent Stephen Thomson
said there had been a lot of discussion
during the Covid-19 lockdown as to just
what effect it may have on the agri-sector.
“Post Covid, we’ve not experienced
any change in the enthusiasm of buyers
looking for additional land. Given the
uncertainty in other industries, and ability
to access very low interest rates, there is
increased demand for quality rural land,
with Gisborne becoming a more attractive
option,” he says.
“Farming and other primary sectors have
held strong throughout uncertain times,
largely propping the economy up.”
When reviewing various benchmarking
statistics from multiple sources, Gisborne
farms consistently perform in the upper
quartile, with figures showing sample farms
operating in excess of $100/ha higher farm

RURAL DELIGHT: A
slice of paradise that
Bayleys are keen to show
off to potential investors.
Picture by Cory Smith

surplus than sheep and beef counterparts
sampled in other regions.
And there were other drawcards too, with
young shepherds keen to cut their teeth on
challenging stations where they had the
opportunity to learn a lot.
“This is an opportunity for farm owners
from around the country who are looking to
diversify their portfolios,” says Simon.
“They can work a station in Gisborne with

a home farm elsewhere. The difference in
seasons and land classes means cross-region
farm investment can be very complementary
to an out-of-town buyer’s current operation.”
Invites are set to be sent shortly.
“We plan to give these folk a good taste
of Gisborne hospitality and local attractions,
and ultimately, the more positive perception
we can create around Gisborne farming and
the region, the better.”

PETER & SUSIE HUMPHREYS. 727 TOTANGI
TTANGI R
ROAD,
OAD, RD 2, GISBORNE 4072

WWW.WILENCOTE.CO.NZ

ALL TRADES, ONE STOP SHOP.
ALL TRADES, ONE STOP SHOP.

ALL TRADES,
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STOP SHOP.
Engineering / Machining / Construction
/ Mechanical
/ Hydraulics
Engineering / Machining / Construction / Mechanical / Hydraulics

Engineering / Machining / Construction / Mechanical / Hydraulics

0800 220 426
0800 220 426
www.mccannics.co.nz

0800 220 426
www.mccannics.co.nz

www.mccannics.co.nz
33899-01

Thank you for all your
support over the years
33845-01
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Top-notch fruit at
College Vineyards
Award-winning grower John
MacPherson runs his office out of a drafty
implement shed.
By his own admission, the small and
rather full desk is the last place he likes to
spend his time, but it’s clear he has to do
just that.
The wall behind is filled with business
cards from those he deals with most often,
and above is a line of certificates reminding
him and everyone else of the quality of
what they grow. The colour has long seeped
out of those that have been there for years.
This year he was the supreme winner
of the Freshies Grower Awards alongside
taking out the navel orange category,
exporter of the year and he was a finalist
in two other categories. The certificate
line above the desk tells the tale of a very
consistent grower of top-notch produce.
John has been at College Vineyards since
1984. He grew up on a farm on the coast,
got “a bit side-tracked” as a youngster and
was at a loose end when he joined the team
as a labourer, working his way to orchard
manager.
Despite the name, there’s not a grape
to be found at College Vineyards. John
has run and developed many hectares of

persimmons, kiwifruit and citrus, along
with a few others, over the years.
The team at College Vineyards were
one of the early growers of persimmons
in the region and one of the first to export
to China after years of jumping through
hoops to meet requirements.
“When we started growing persimmons
it was aimed at the Japanese market. They
liked it a lot but it became a high cost for
us and things got tight over there.
“It was too niche to mass produce and
it was hard with the border-protection
rules there. The fruit had to be fumigated
and persimmons just don’t like that. So the
market there has taken a bit of a sideways
step.”
It is only in the last four years that New
Zealand persimmon growers have been
able to meet the requirements in China
and it comes with strict protocols.
Annually they harvest around 100
tonnes of persimmons for export from
College Vineyards with another 50 tonnes
hitting the domestic market.
Currently Australia is the biggest
offshore market. The orchard has a 45-55
percent ratio of kiwis and persimmons.
The weather provides the biggest

FROM
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INCLUSIVE

GISBORNE BASED
DESIGN & BUILD
FULLY CUSTOMISED

3m

SUPREME WINNER: Award-winning grower John Macpherson with his dogs
Podrick (left) and Charlie.
Picture by The Black Balloon

MULTI-PURPOSE
MULTI-CONFIGURATION
DURABLE & AFFORDABLE

GOATS WANTED

5.9m

Note: Full potential option shown.
*All ﬁ xtures, ﬁ ttings & furnishings not
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www.baycabins.co.nz
4baycabins@gmail.com

OFFICE

TRANSPORTABLE

WEEKLY KILL THROUGH SPRING, COMPETITIVE PRICING

34087-01

Stephen 027 446 5510
Scott 027 829 4367

28451-01

GET IN TOUCH

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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challenges for John and his crews. “When
you get the right colour you’ve got to
harvest the fruit but if it is wet is gets
black smudging — known as humidity
marking — which doesn’t affect the taste
but it doesn’t look good.”
Pickers sweep the orchard four times
a month to get the perfect colour on the
fruit.
The soil at the Waerenga-a-Hika
orchard is reasonably heavy but plenty
has been invested in drainage, with the
kiwifruits getting a lot of extra compost
which has led to better results.
Of the 23ha, 18.9ha is planted and
productive with the rest in buildings and
yards. John still oversees the recently sold
25ha Tropical Fruits block.
All of the kiwis are now the Gold 3
variety, all of which are exported.
“When I first started, the whole
orchard was green kiwifruit. After that,
we converted half of it to Hort 16A, the
original gold variety, but when PSA came
along it was discovered it was susceptible
to the disease so they released Gold 3.
That’s proved to be a lot more resilient to
PSA and become an accepted fruit that
everyone likes.”
Last year was excellent for the orchard,
with 90,000 trays sent out. This year has
been lower, however, with 68,000 trays
sent due to poor bud break in spring and
wind-rub marking during the early part of
the growing season.
“I do enjoy what I do,” says John. “There
is always a challenge to face — if you relax
you will get tripped up. You’ve got to be
on your toes all the time in this game —

always investigating.
“Right from when I first turned up, I
have been learning.”
He bought books to study persimmons
and these days is more than happy to share
his decades of experience with others.
“The key is observing what the trees do
and work from there.”
He has plenty of good things to say
about the orchard’s managing partner Bill
Thorpe.
“He is a good mentor,” says John. “He
is always very encouraging and looking to
do things better. If you sell him an idea
and he is into it, he commits to keeping on
that path and is always very involved.”
Covid-19 hasn’t had the devastating
effect he thought it would on the industry
— well, just yet.
“When it hit we had harvested all our
kiwifruit but still had the persimmons to
go. Once the packing was sorted out (for
the kiwifruit) things got back on track,” he
says. “It certainly kept us on our toes for a
few weeks but the demand for our produce
didn’t drop.”
He and his crews worked through the
lockdown as an essential service. Some of
them have been with him 12-plus years.
John admits it is sometimes hard getting
seasonal workers but he is grateful for the
loyalty of the full-timers.
Not far from his office is a neatly
covered boat — one that John says doesn’t
get wet enough.
“I just don’t get the time.”
However, he’s got two of his three
children working on the orchard, so he is
hopeful that may change soon.

AWARD-WINNING PRODUCE:
John checks the persimmon buds
at College Vineyards.
Picture by The Black Balloon

YOUR HYDRAULIC AND PNEUMATIC SPECIALISTS

GISBORNE

HYDRAULIC

SERVICES
ON THE FARM: John would rather be out among the vines than stuck behind his
desk.
Picture by The Black Balloon
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Whāngārā farms
thinking ahead

WHANGARA FARMS: Are devoted to farming premium quality beef, lamb and wool
products, and have built a business with the utmost regard for sustainability, quality
and longevity. Picture supplied

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

Whāngārā Farms are known for their
forward thinking and decisiveness of
action so it is no surprise that the Māori
incorporation partnership is already looking
at a broad diversification of its portfolio in
a challenging Covid-affected world.
Board chair Ingrid Collins says some
solid strategic planning in June has led
them to look into a multitude of options.
“It is a pretty unknown world we are in
right now, so we are certainly looking at
diversification — that could be fishing,
horticulture or investment in commercial
businesses and buildings outside of the
district.”

Do you have the
right insurance
cover?
Call in and talk
to the friendly
team about your
insurance needs
today.

Specialist insurance expertise
and comprehensive cover for the
farm, business or household.

Premium Instalment Options | Real People Honest Advice

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

28453-01
26807-01

Proud sponsors of our local
community.

Their latest acquisition is a dairy farm
in Mahanga that they are in the throes of
converting to a finishing block — a move
that is away from their comfort zone.
Whāngārā Farms is an operation that
lives and breathes its vision of being “an
outstanding business delivering ongoing
sustainable returns”.
There is a strong focus on utilising
science, technology and data collection in
all aspects of the business with a keen eye
to continual improvement, sustainability
and profitability.
General manager Richard Scholefield,
who is in his 14th year at Whāngārā, is a
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big motivator in always getting the best
out of everyone and everything. “If you do
what you have always done, you will get
what you have always got,” he says.
Right from the start, Richard has
managed the properties as though they
were his own. “I treat everything as though
it is mine — I ask myself whether I would
do it if that was the case. If you answer
yes, then you find it is generally the right
decision.”
It is an ethos that flows through to all
those who work with him. “It is a culture
we try to instil across those who work
for Whāngārā Farms. Our staff and their
families are our most important resource
— without them, we couldn’t achieve what
we have or what we want to in the future.”
Whāngārā has been looking for a
finishing platform for a few years now
mainly due to increased lamb numbers.
Whāngārā Farms produced 19,000 lambs
in 2007 and 52,000 in 2019 and are
currently selling lambs at 16kg carcass
weight but with the new property can look
at 19-20kg.

“We are limited with the amount of
finishing area we have at Whāngārā and
given the increased volume we now have
we needed a separate and specialised
external platform. We want to maximise
what we produce.”
One of the biggest limiting factors of
the East Coast operation is the summer
drought. “There was also a strong desire
from our committees to stay within the
region, so when we were looking for a
finishing block we didn’t really want to go
south of Wairoa or north of Opotiki.”
Pa Nui, which 30-odd years ago was a
successful sheep and beef farm, is en route
to Silver Fern Farms in Takapau where
Whāngārā sell all their lambs. “The real
attraction of the block were the large areas
of flat fertile land and consistent rainfall.
The property also has the potential to be
very productive with the right investment.”
It will be a big and rather expensive job
to convert Pa Nui, including 35-40km of
fencing to be done, a new woolshed, sheep
and cattle yards and a water system.

SOLID STRATEGIC PLAN: A bird’s eye view of Whangara Farms new finishing
block Pa Nui at Mahanga. Picture by Kerry Fox

FOR ALL YOUR

LIVESTOCK

NEEDS
phone your affco buyer
Kirk Hooper Mob: 021 082 05577 | A/H: 06 838 7666
Ian Rissetto Mob: 027 444 9347 | A/H: 06 838 8604
Tim Gardner Mob: 027 355 5001 | A/H: 06 867 4466
Glen Forrest Mob: 021 228 2535 | A/H: 06 863 3214
Kevin Harper Mob: 021 594 548 | A/H: 06 868 4985
Alex Kirkpatrick Mob: 027 498 0735 | A/H: 06 868 7124
Wayne File – Regional Manager | Mob: 021 502 222
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WWW.AFFCO.CO.NZ | 0800 233 2669
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“That brings it in line with all our
properties which are reticulated and
troughed, and while it is a lot of work, it
definitely stacks up.”
Richard says Whāngārā Farms are
devoted to farming premium quality
beef, lamb and wool products, and have
built a business with the utmost regard
for sustainability, quality and longevity.
The organisation has invested in land
environment plans which provide an
essential road map for future planning. “It
fully analyses the land and how it should
be managed and used including land
use capability, fencing off of waterways,
wetlands, bush, retirement, soil management
and fertility, and even right down to
greenhouse gases and our carbon footprint.
These plans now guide all our policy
decision-making in regard to managing the
land to ensure it is sustainable.”
The Whāngārā Farms Partnership allows
the three farms involved to retain their own
identities. Each has its own tikanga in how
it operates. with focus being on grants and
donations that go back to the church, marae,
kaumatua and rangatahi within their own
shareholding.
When Whāngārā Farms was first
established, the governing body was set
up with a representative from each of
the three committees. “We advertised
for two independents,” says Ingrid. “The
appointed independents, at that time, were
both European, which was very unusual
for Maori incorporations. However, the
experience they brought to the table was
outstandingly beneficial.”
Ingrid says Richard, as the general
manager, is another reason the farming
operation has been so successful. “He

treats this property like his own and as
shareholders we appreciate this.”
It says a lot that Whāngārā Farms
generally attract in excess of 200 people to
their AGMs.
“We never forget that we are only the
kaitiaki, preparing the way for rangatahi
to stand beside us, enabling them to carry
the operation into an even more successful
future. The land is a toanga, left to us by our
tipuna,” says Ingrid, who is also the Chair
of Whāngārā B5. It is a board she joined
in 1974 after her mother passed away. As
much as she loves it, she is buoyed to see the
succession plans well underway.

THE RUNDOWN ON PA NUI
•
•
•
•

590ha including 500ha eﬀective
1400mm annual rainfall
75km south of Gisborne at Mahanga
Pa Nui will be a stand-alone operation within the partnership

WHĀNGĀRĀ FARMS
• A partnership of three Māori
incorporations under one umbrella —
Whāngārā B5, Pakarae and Tapuwae
Whitiwhiti
• 2500 shareholders
• 9100ha
• $7m investment in development over the
past seven years
• 20 full-time staﬀ
• Running 85,000 stock units
• 60% of stock units are sheep
• 142% lambing
• 40,000 lambs sold
• 200,000kg wool/year — marketed with
Merino NZ
• 40% of stock units are cattle
• 7000 cattle including 3000 Angus
breeding cows
• 2500 bulls, steers and heifers ﬁnished at
24 months
• 433ha coastline fenced and retired in
2019
• Pa Nui is the seventh farm to join the
portfolio

WHANGARA FARMS MAHIA: Richard Scholefield, John Mathias, Maia Balsley.
Picture by Paul Rickard

30 yearling bulls (your heifer mating specialists)
Eight 2 year old bulls

WHANGARA FARMS: New finishing block at Mahanga will allow them to look to
increase the carcass weight of their lambs from 16kg to 20kg. Picture supplied

Spring Bull Sale 1pm 23 September 2020
Turihaua’s diamond quality yearling bulls are selected on:
Structural soundness
Temperament

Check out our website
www.eastoutdoors.co.nz

Contact Paul:

In Gisborne
exclusively at . . .

Home: 06

868 6709
Cell: 021 189 4114
Email: turihaua@gisborne.net.nz
www.turihaua.co.nz
33984-01

109 Main Rd, Makaraka • Ph 06 868 8479
www.eastoutdoors.co.nz

33771-01

Low birth weight
Calving ease

Clothing, Footwear,
Accessories and more...
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Freshwater reforms –
How do you eat an Elephant?

One bite at a time. This is one way to
approach the freshwater regulations that
the government passed into law early in
August. Some of these regulations will mean
changes for your farming or horticultural
businesses. The regulations come into force
on September 2, 2020, with timeframes to
meet conditions such as stock exclusion.
The first bite of the elephant is to
understand the regulations and how
they apply to your operation. As with
any regulations, these should be read
with reference to the definitions of the
terminology used. These can make a
significant difference to how the rules are
interpreted. When you read the regulations,
refer back to the interpretation section to
check definitions for the terminologies such
as ‘wide river’ and ‘intensive winter grazing’.
A number of industry bodies have already
initiated a response to the regulations
and will be providing resources to help
understand these regulations. It will
be important to take part in any of the
webinars or workshops if possible and to
read the regulations and guides.
The Resource Management (Stock
Exclusion) Regulations 2020 require dairy
cattle, pigs and beef cattle or deer intensively

grazing to be excluded from any lake or river
1m in width by July 1, 2023. Beef cattle and
deer on low slope land and all dairy support
cattle must also be excluded from rivers and
lakes by July 1, 2025 — low slope land is
identified using a map provided with the
regulations. There are also separate rules for
wetlands. The regulations do not apply to
sheep.
Stock that must be excluded from rivers
and lakes must not be allowed closer than 3
metres from the bed or edge of the river or
lake, except where a permanent fence already
exists and unless they need to access a bridge
or culvert or if they are actively being driven
across less than twice in any month.
Where there are rules in a regional
plan, the most stringent rules apply. With
regards to stock exclusion, these new rules
require more stock to be excluded than the
Tairawhiti Regional Resource Management
Plan (TRRMP), however, a greater setback
of 5 to 10 metres is required for intensively
farmed stock and for winter intensive
grazing (as these terms are defined in the
TRRMP).
Dairy cattle, dairy grazers, pigs and
beef or deer intensively grazing need to be
excluded from waterways regardless of the

slope. To work out whether you need to
exclude extensively farmed cattle and deer
on low slope areas, access the online map on
the Ministry for the Environment website to
see your property.
The next bite is to work out the length
and type of fencing required. Plan and
budget for this over the next 3-5 years so
that you have this in place by the timeframes
required.
There are a few different avenues for
accessing funding which may be available to
you and are worth investigating.
The Resource Management (National
Environmental Standards for Freshwater)
Regulations 2020 (NESFW) includes some
new standards for farming activities and
includes conditions to determine whether
these activities are permitted or whether a
resource consent is required.
One of the rules included in the NESFW
regulates intensive winter grazing. To be a
permitted activity, a number of conditions
must be met, otherwise a resource consent
will be required for this activity. Farmers
will be beginning to plan ahead for the areas
for winter crops to be planted in spring.
Take another bite of the elephant and work
out early whether a resource consent will be
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required to graze the winter crop and get
this process underway.
Gather together with farmers who carry
out similar practices and meet with industry
bodies or with the council to ask for advice
or help to understand the rules and to get
a consent application underway if you need
to. This process could take a lot of time as
farmers and the council work through this
initially.
There is still a lot of the elephant to be
eaten, but at least you have taken some
bites. There is a lot of information in the
new regulations and it can be difficult to
understand how it applies to your farming
operation, however, the best thing you can
do is work together and get some advice
to get through it and comply with the new
regulations.

by Lilian Harley,
Allegrow Limited

33987-01
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Docking season
on the way
Crane
Hire, House Removals, Heavy Haulage, Bridge Building.





• Bridge building
• Bridge repairs
• Bridge maintenance

Available for sale:
• 16 metre long ﬂ at-deck
railway wagon
• Large steel culverts
• Timber bridge decking
(available at depot)

34046-01

244 Stanley Rd, Gisborne E: taylorgd@xtra.co.nz
P: 06 868 5355 M: 027 445 5342 F: 06 868 5020

a risk (such as the majority of the East
Coast/Gisborne region), it is acceptable
for the tail to be docked no shorter than
the folds on the underside of the tail.
This length is variable between animals.
Under no circumstances is it
acceptable for animals to be docked
with no tail (even so, many lambs are
docked this way).
Farmers should consult with their
meat companies, as many will have
policies which they prefer their clients
to follow.
Docking is an emotive issue and
one that is going to come under the
spotlight in the next few years.
There are no doubts that at the
moment benefits outweigh the harms
— but how long that lasts is anybody’s
guess, especially when considering
market accessibility.
Currently there are guidelines in
place for tail length and these should be
strictly adhered to.

by Dr Andrew Cribb,
East Coast Farm Vets

Guaranteed effective animal health advice.

34045-01

349 Childers Road (Cnr Childers Rd & Carnarvon St)
06 868 8616 • info@eastcoastfarmvets.co.nz

19780-01























The grass has started to move and the
countryside has freshened up so let’s
hope spring is on its way.
By all accounts, lamb survivability has
been exceptional and there are plenty
of lambs running around on the lower
country. The next job on the list for a lot
of farmers is docking.
The outline of this article is to discuss
various aspects around this farming
practice.
Docking is the process of shortening
a lamb’s tail.
The main benefits of docking include:
• Prevention of faeces building up
and urine staining on the animals tail
and hindquarters
• Decreasing the risk of flystrike
• Making shearing easier and
cheaper.
Removal of the tail has the potential
to affect many aspects of the animal’s
anatomy, physiology, behaviour, farm
management and production. The
procedure is also painful (this varies
whether a docking ring or docking iron
is used).
Therefore, it is important that
docking is undertaken properly — the
benefits of docking must outweigh
the harms and those harms should be
minimised.
As such, it is recommended that the
tails of lambs be docked at a length so
that the remaining tail is long enough
to cover the vulva and the equivalent
length in males.
This is the recommended best
practice and what is stated in the
Animal Welfare Code.
However, in areas where flystrike is

SEPTEMBER 2020

AUGUST 2020
S
30
2
9
16
23

M
31
3
10
17
24

T

W

T

F

4
11
18
25

5
12
19
26

6
13
20
27

7
14
21
28

S
1
8
15
22
29

OCTOBER 2020

The Gisborne Herald • Wednesday, August 26, 2020

Sunday

Monday

Tuesday
245

Wednesday

1

246

8

253

Matawhero Cattle
Sale

6

250

7

251

252

Thursday

2

247

9

254

257

264

271

13

258

20

265

27

272

SEPTEMBER 2020
S
6
13
20
27

M

T
W
T
F
1
2
3
4
7
8 Saving
9 10
11
Daylight
Begins
14 15forward
16 1
17hour)
18
(clocks
21 22 23 24 25
28 29 30

S
5
12
19
26

Sunday

14

259

21

266

28

273

15

260

22

267

29

274

16

261

23

268

Turihaua Angus
Yearling Bull Sale

Tuesday

3
10

255

7
14
21
28

262

24

269

T
1
8
15
22
29

F
2
9
16
23
30

S
3
10
17
24
31

5

11

256

12

18

263

19

25

270

26

Matawhero Sheep
Sale

17

1

6
13
20
27

4

Matawhero
Sheep Sale

Matawhero Sheep
Sale

Matawhero Sheep
Sale

Thursday
275

W

5
12
19
26

Saturday

30

Wednesday

T

4
11
18
25

249

OCTOBER 2020

Monday

M

Friday
248

Wairoa Cattle Sale

S

NOVEMBER 2020
S
1
8
15
22
29

Friday

M
2
9
16
23
30

T
3
10
17
24

W
4
11
18
25

T
5
12
19
26

F
6
13
20
27

S
7
14
21
28

Saturday
277

2

3

9

284

10

16

291

17

23

298

276

Matawhero Sheep
Sale

4

279

11

286

18

293

278

285

292

5

280

12

287

19

294

6

281

13

288

20

295

Matawhero Cattle
Sale

7

282

14

289

21

296

8

283

15

290

22

297

September 2020

15

Matawhero Sheep
Sale

Poverty Bay A&P
Show

October 2020

Poverty Bay A&P
Show

24

Matawhero Sheep
Sale
299

25

300

OCTOBER 2020
S

M

T

W

4
11
18
25

5
12
19
26

6
13
20
27

7
14
21
28

T
1
8
15
22
29

F
2
9
16
23
30

S
3
10
17
24
31

313

320

327

334

301

27

302

28

303

29

Monday

1

307

8

314

15

321

22

328

29

335

304

NOVEMBER 2020

Labour Day

Sunday
306

26

Tuesday

2

308

9

315

16

322

23

329

Wednesday

3

309

10

316

17

323

24

330

Matawhero Cattle
Sale

Matawhero Sheep
Sale

Thursday

4

310

11

317

18

324

25

331

30

Friday

5

311

12

318

19

325

26

332

305

31

DECEMBER 2020
S

M

6
13
20
27

7
14
21
28

T
1
8
15
22
29

W
2
9
16
23
30

T
3
10
17
24
31

F
4
11
18
25

S
5
12
19
26

Saturday

6

312

7

13

319

14

20

326

21

27

333

28

Matawhero Sheep
Sale

Matawhero Sheep
Sale

Matawhero Sheep
Sale

Matawhero Sheep
Sale

November 2020

30

To promote your business in the next issue of From
the Land please contact Jane Smith on 869 0617 or
email: jane.smith@gisborneherald.co.nz
30846-01
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Busy
is best
Sowing the right seed for your success
REWARDING WORK: The owners of FarmCare Services, from left, Willie, Daisy
holding Ziggy, Eli with Chase, Kelsi and George, love what they do.

been hard to find labour, I have noticed it is
a bit more challenging these days.”
They work a huge area covering Gisborne
and the East Coast while venturing further
south for the Hawke’s Bay Regional
Council and some seasonal work in
Christchurch.
“I love the variety in our work,” says
Kelsi. “I particularly enjoy planting natives
and looking after the environment. A lot
of our work has been planting around
waterways to ensure cleaner water.
“We’ve also done restoration and
returning an old pine block back to natives.
That has been really rewarding.”
The couple are keen to see the
agricultural side of the business grow,
particularly the native planting.
In 2018, FarmCare Services won the
Westpac Gisborne Business Excellence
Award as the top start-up, headed the
health and wellbeing section and were
finalists in the farm, forestry and food
division. With such success already under
their belts, they would love to chase more.
Life is never dull in the Haenga
household. Kelsi and Willie have three
children — six-year-old Daisy, five-year-old
Eli and three-year-old George.
Saturday mornings are busy with
everyone, adults included, across rugby and
netball. But busy seems to be best for this
crew.

There are a lot of right answers
We grow crops and grass for a variety of reasons from providing feed for animals to food for humans.
Like our diets there are many options – from a paddock of wheat for processing into bread through to
grass-based pastures to feed stock to produce meat fibre or a milk product.
Optimising the economical and sustainable production of a crop is a relevant factor that has to be taken
into account before the choice of seed is made.
We actually need to start at the finish line. What do we need from the paddock?
Is it winter feed for stock?
Is it a summer crop for stock when things get dry and feed is short?
Is it an arable crop grown for harvest and sale?

Paddock selection
Is there a paddock that is not performing – has the pasture run out, has it stopped delivering?
Or is there a paddock that has come out of an annual crop.
What are the fertility issues with the paddock and can they be addressed in time to maximise the next
crop?
What influence will this have on the farm environmental plan or your overseer plan?
Are there potential waterlogging or erosion issues that may or may not infl uence the seed choice for the
paddock?
What is the soil-moisture expectation during the growing season of the crop?

It is then that seed selection can be made
Mix design is about taking all factors into consideration knowing the place of each component of a mix.
The mix may require vast diversity to achieve these goals or little or no diversity for a crop.
A good mix designer understands the constituents of a mix what part each species plays in reaching a
mix that gets you to the desired finish line.

Choosing the best mix designer is a good starting point for your next seed blend
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FarmCare Services owners Willie and
Kelsi Haenga have some big aspirations
when it comes to helping New Zealand hit
the Government’s ideal One Billion Trees
target.
The couple behind this award-winning
company hope to have planted one million
native trees within the next three years.
Covid-19 was an obstacle in their path,
but they’re on track to plant hundreds of
thousands next year.
“We started planting natives four
years ago,” says Willie, who oversees the
operational side of the business while Kelsi
is generally admin and chief organiser.
“We got into it because it was something
we could show our kids in years to come.”
The native tree planting is just one of a
number of things this family-run business
can do.
With a steady staff of 80, expanding to
around 120 in the high season, they supply
labour to farmers and the horticultural
industry.
It started small with Willie and a scrubcutting crew and grew. These days they
also run the conveyor belt, capsuling and
drenching, with Willie sheep scanning as
well as providing farmhand labour.
“Our business has continued to grow,”
says Kelsi. “We have a lot of loyal workers
who have been with us for a while and they
bring on friends. While in the past it hasn’t
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