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How would your farm 
or business operate 
in your absence?
When you run your own farm or business, a lot rests 
on your shoulders. For many rural people, the risk of 
accident or illness is higher than the national average.

With your family’s future so closely linked to 
your farm or business, you need a plan in 
place should the unexpected happen.

Insurance strategies can provide peace of mind 
and can give you and your family financial 
security and options for the future.

Call us for a Comprehensive Insurance Review.

Fax: 07 4783 7107
Email: admin@grassofinancialservices.com.au
146 Queen Street, AYR QLD 4807
PO Box 1425, AYR QLD 4807

Corporate Authorised Representative of  
Securitor Financial Group Ltd

ABN 48 009 189 495   AFSL 240687

John Grasso
AFP , Dip FS (FP), JP (Qual),
SSA SMSF Specialist Adviser™

®

Corporate Authorised Representative and Corporate Credit Representative of

ABN 48 009 189 495 AFSL and ACL 240687

Securitor Financial Group Ltd

Fax: 07 4783 7107
Email: admin@grassofinancialservices.com.au
146 Queen Street, AYR QLD 4807
P.O. Box 1425, AYR QLD 4807

AWARDED
Queensland Securitor

Tonia Sanderson - Rising Star of the Year 2014
John Grasso - Adviser of the Year 2012 & 2013

Grasso Financial Services -
Practice of the Year 2012

Tonia Sanderson
AFP , Dip FP
SSA SMSF Specialist Adviser™

®

Named a Most Trusted Adviser in Australia  
by clients in research conducted by Beddoes Institute in 2015.
www.app.mosttrustedadvisers.com/#johngrassofinancialservicescomau

Phone: 4783 1767

John Grasso AFP® 
Dip FS (FP), JP (Qual), SSA SMSF Specialist AdviserTM 

Queensland Securitor Finalist, Adviser of the Year 2015 

Tonia Sanderson AFP® 
Dip FP, SSA SMSF Specialist AdviserTM  

Accredited Aged Care Professional™ 
Queensland Securitor Finalist, Rising Star of the Year 2014
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Kalamia Sweet Notes
Designed and printed by: 
Lotsa - Print & Signage 4775 1981
KCGOL acknowledges and 
thanks all contributors.

Whilst we have entered a formal negotiation 
process through BDCG with Wilmar and we 
are hopeful of obtaining changes to their 
proposed agreements to reach a conclusion 
of an acceptable CSA, the process through 
which QSL can offer itself as a GEI marketer 
still seems stalled in a commercial stand-
off between QSL and Wilmar over accept-
able terms and conditions of the On Sale of 
Sugar, and consequently we have not seen a 
GEI Marketing Agreement from QSL .
It is frustrating that reportedly an agree-
ment on a CSA has been struck between 
MSF and the Maryborough district growers 
and that they now have fully operational 
Growers Choice and access to Forward 
Pricing production onto the current high 
prices . QSL made a strong presentation to 
members about its marketing credentials 
and QSL sees the prices remaining in the 
current price range for a while, which might 
buy some time on making a decision to lock 
in but right now the only avenue Wilmar 
growers have to those prices is by execut-
ing an Individual Grower contract with 
Wilmar and nominate Wilmar for that part 
of crop you want to price now . BDCG is due 
to meet with Wilmar again in late August 
and will see how far our negotiation of an 
acceptable collective agreement has car-
ried us and whether further negotiation is 
likely to resolve matters or whether arbitra-
tion needs to considered .
No doubt you all have heard the recent 
Government initiative to provide bucket 
loads of money to be spent in the Fitzroy 
River basin and in the Burdekin to improve 
reef water quality . Whilst 70 - 80% will go 
into the Fitzroy project, the inference that 
cane farmers have done or are doing the 
wrong thing by the environment will be the 
interpretation of many other Australians . 
I attended workshop at NQ Dry Tropics on 
11th August, the NGO being used by the 

governments to administer these funds in 
the Burdekin . The workshop reviewed the 
Sugar Cane results and outcomes of the 
current program and talked about the new 
program, it’s objectives and measures of 
success . The key to changing practice is 
again seen as increased extension effort . 
Unfortunately that seems to have been the 
perceived issue in most sectors of agri-
culture for any decades . The principles of 
change require not just the effecting of a 
change and anchoring of it so it has lasting 
effect, but to change attitude so reaching 
forward to make the next change is appeal-
ing and almost automatic . Change always 
has putting at risk some investment and 
expenditure without necessarily certainty of 
positive return, and as business operators 
it is an everyday part of being an entrepre-
neur . However, most of us are risk averse to 
some extent or other, but the industry can 
not only adopt change once all risk is elimi-
nated . Growers cannot expect extension 
services activity delivering proof on their 
own farm to be the only criteria for accept-
ing change, the market will not stand still 
for that long to allow for that to happen . As 
was raised by Matt Keally, Environmental 
Manager, Canegrowers Queensland, at the 
NQ Dry Tropics meeting, the international 
market for sugar is moving towards requir-
ing Bonsucro Accreditation . Coles already 
refer to Bonsucro on their homebrand pack-
aging, and as I wrote in my article on Quality 
Assurance in the February magazine, Coca 
Cola and Kelloggs have stated that their 
global procurement from 2020 will only be 
of ethical and sustainable supply, that is in 
sugar’s case, Bonsucro Accredited sugar . 
Smartcane BMP has a high level of compli-
ance with Bonsucro production standards 
and all growers must look to moving at 
least to that level to protect future market 
opportunities . SRA and BPS continue to 

work with local growers to facilitate this .
Bonsucro also deals with broader ethical 
matters of compliance to industrial rela-
tions law, to rightful legal ownership status 
of resources and production and to environ-
mental regulations . It is dealing with mat-
ters of social licence to operate as well as 
production considerations .
Looking at the Bonsucro website and its 
477 members list shows the global cor-
porations (which includes Wilmar) in the 
manufacturing and end user categories, 
the farms in India, Brazil and Australia, 
and other stake holders who are party to 
Bonsucro and who reflect the nature of this 
changing market environment that will ulti-
mately change of production practice more 
strongly than even our government regula-
tion does .
On a more day to day level, a period of bet-
ter weather has seen the harvest get back 
into full swing and with 2016 prices look-
ing strong at the moment the uncommitted 
portion of the crop should attract a much 
better result than last year .
Be assured that striking a Collective’s CSA 
Agreement is our highest priority but that 
certainty on timing and any costs, it is 
within our influence but not our control and 
consequently KCGO will be respectful of 
any business decisions you make in these 
circumstances .
Regards, David

Ph: 4783 3773
ATV's Motorcycles Wave RunnersI I

www.burdekinmotorcycles.com.au

MOWERS



2 Kalamia Cane Growers Organisation Limited

NEW WEBSITE LAUNCH
Kalamia Cane Growers is excited to launch our new and improved website that offers 
comprehensive and up to date information to its KCGO members.  This innovative website is 
user friendly and provides another active source for the KCGO collective to communicate and 
keep our members well informed on the current issues and events of the sugar industry.
These include available electronic copies of our monthly magazine, “What a Sweet Life”, 
upcoming events, daily sugar and fuel prices, KCGO News – for members only and a photo gallery 
to name a few.
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INSTRUCTIONS 
To browse the website:  www.kalagro.com.au
What you have to do now:
Register as a KCGO Member:  Go to www.kalagro.com.au and click on the member’s login bar.  
It will drop down to Register now. This screen will appear

Complete the registration and click Register
Notification of an email to your email address will come up.
Approval could take up to 24 hours.
Once you have notification that you have been approved, 
please login as a member by clicking the member’s login 
button as shown right.

This screen will show up to login your details.

Please contact the Kalamia office if you require assistance.
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On-Supply Agreement  
negotiations continue
By Greg Beashel, QSL CEO and Managing Director

At the time of writing, QSL remained in 
negotiations with Wilmar regarding an 
On-Supply Agreement for the 2017 Season . 
Due to the commercial confidentiality 
requirements associated with these nego-
tiations, we are restricted from publicly dis-
cussing details of the contract Wilmar has 
proposed . However, I do think it’s impor-
tant to address some inaccurate claims 
that suggest QSL cannot obtain funding 
or make payments to growers under the 
FOB (Free On Board) OSA model publicly 
mooted by Wilmar .
QSL has sound banking relationships that 
underpin our access to substantial fund-
ing and hedging lines, and so we have a 
number of funding options available to us . 
However, the FOB title transfer arrangement 
publicly promoted by Wilmar is a significant 
change to the Queensland sugar indus-
try’s traditional arrangements and would 
increase costs for growers who choose 
QSL as their marketer . As a member-owned 
not-for-profit, we’re focused on minimising 
costs for growers and believe FOB and the 
duplication of existing grower pricing and 
payment systems would bring unnecessary 
costs for the Queensland farming families 
we serve .
While we appreciate that growers are 
keen to support QSL and are increasingly 
frustrated by the slow pace of current 
On-Supply Agreement (OSA) negotiations, 
the OSAs that QSL is seeking to put in place 
with MSF Sugar, Wilmar and Tully Sugar will 
be ‘evergreen’ documents with long-term 
consequences . They are not something 
that will come up for renewal on an annual 
basis, or contracts that can be easily 

changed in the years to come . So it’s impor-
tant that QSL considers each OSA’s long-
term consequences and ensures that the 
final contract provides a sound platform for 
growers’ Marketing Choice arrangements 
moving forward . It’s important we get them 
right, and right for the long-term .
QSL and MSF have agreed to commercial 
terms for an OSA, subject to necessary 
changes being made to the Raw Sugar 
Supply Agreements with Bundaberg Sugar, 
Isis Central Mill and Mackay Sugar . It has, 
however, proven challenging to negotiate 
what we consider to be reasonable OSA 
terms with Wilmar and Tully Sugar . This is 
not particularly surprising, as we are trying 
to negotiate with two of our marketing com-
petitors who have been compelled by the 
requirements of the new Queensland legis-
lation to work with us .
The terms of the OSA have significant impli-
cations right across the growers’ value 
chain, particularly in relation to financing 
costs, the payment of Advances, storage 
management and pricing opportunities . 
As such, QSL believes it is imperative that 
when defining and enabling a grower’s right 
to Marketing Choice within the Cane Supply 
Agreement (CSA), the OSA’s key terms are 
also incorporated . This alignment between 
these important documents would certainly 
help to speed up current negotiations by 
providing a clear and fair contractual plat-
form to deliver Marketing Choice as dic-
tated by legislation, provided for by the CSA 
and ultimately delivered by the OSA .
Regardless of where and when the current 
OSA negotiations land, QSL intends to have 
the necessary systems in place to take pric-
ing orders and make Advances payments 
for the 2017 Season . Whether that’s through 
your miller’s existing systems or directly with 
QSL will largely be determined by the OSAs 
under negotiation . But should Wilmar and 
Tully Sugar choose not to make existing 
systems available to growers, QSL never-
theless welcomes the opportunity to have 
a direct commercial relationship with their 
growers . Further details of these systems 
will be released once OSAs are finalised, 
but any Wilmar and Tully Sugar growers 
keen to work directly with QSL are asked to 
register their details by clicking on the 2017 
Marketing Choice link at www .qsl .com .au .

KEEP ACROSS THE LATEST MARKET 
DEVELOPMENTS WITH QSL
Although QSL is not able to provide financial 
advice or tell growers how they should price 
their sugar, we understand this is an area of 
great interest to many growers, particularly 
those keen to build their market knowledge 
in order to assist their own individual for-
ward pricing decisions . It’s important that all 
growers have the opportunity to build their 
understanding of how the market, its move-
ments and other macro-economic factors, 
can affect how much they receive for the 
sugar produced from their crop .
In a series of smaller Grower workshops 
held recently with Kalagro members, QSL’s 
General Manager Trading and Risk Dougall 
Lodge provided participants with a compre-
hensive overview of what market informa-
tion sources his pricing and treasury team 
use . Dougall also explained the importance 
of QSL being able to leverage long-term rela-
tionships developed through our physical 
marketing, shipping, sugar futures pricing, 
foreign exchange and banking activities to 
ensure the maximum value is returned to the 
industry .

You can access this existing reporting via 
our website at www .qsl .com .au .
To sign-up to the free daily SMS, just head 
to our website and click on ‘Sign up for Daily 
Price SMS ’ button at the bottom of the page, 
enter your details and you’re done .

Some of the key marketing information 
services QSL currently provides include:
 » A Market Snapshot on our web-

site, updated each weekday, which 
details ICE 11 activity and currency 
performance

 » A free SMS service which sends a 
text message update on the ICE 11 
prompt, exchange rate and equivalent 
AUD/tonne OTC and AUD/tonne OTC 
IPS prices to your phone each week-
day morning

 » A Monthly Market Report which 
provides an overview of key market 
activity during the month and aspects 
to watch moving forward

 » Market Update information sessions, 
held in regional venues by key mem-
bers of the QSL team throughout the 
year
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The information in the tables and in the pricing and marketing updates is of a general or summary nature only and is designed to give you a high level update on QSL’s 
marketing and pricing activities. While all care is taken in the preparation of this document, the accuracy or completeness of the information in this document cannot 
be guaranteed. Past performance is provided for reference only and may not be indicative of future performance. QSL cannot guarantee the performance of any pool. 
Pricing for QSL’s pools which are described as indicative, only become final on or after 30 June each year. Cost and charges may vary from year to your. The information 
in this document does not constitute financial product or investment advice, nor does not constitute a recommendation to invest in any of the pools described above.

In addition to the reporting outlined above, 
QSL intends to offer additional marketing 
information materials and analysis for those 
growers who choose QSL as their GEI Sugar 
marketer for 2017 and beyond . Please con-
tact Dougall Lodge at Dougall .Lodge@qsl .
com .au for more details .
MARKETER’S IMPACT CRITICAL 
IN TOUGH MARKETS
Following the industry-wide discussion 
and debate about Marketing Choice dur-
ing recent years, I’m sure I don’t need to 
remind you of the importance of marketing 
and the implications it has for your bottom 
line . Your marketer’s decisions determine 
a range of costs and profit-drivers in the 
sugar value chain, including when and how 
much you can price, the ability to leverage 
storage, finance arrangements and costs, 
and the mechanisms used to help manage 
both production and price risk .
The 2015 Season certainly put raw sugar 
marketing and pricing teams around the 
world to the test, with a fifth year of surplus 
driving ICE 11 prices below 11 US c/lb and 
resulting in an average price for the sea-
son (passive management benchmark) of 
$A369 .06 net IPS .
While high prices can often help to mask 
the true extent of poor marketing and pric-
ing performance, it is when prices are low 
and the market is in surplus that a strong 
marketing team can make the difference 
between keeping your head above water or 
taking a loss .

In what was an undeniably tough year on 
the markets, I am pleased to advise that 
QSL again surpassed the average market 
during the past season, with a weighted 
average of $A388 .67 Net per tonne IPS . Our 
2015-Season pool results, were as follows:
QSL’s performance in a challenging season 
reiterates why the work of your marketer 
and how effectively they represent you in 
the global market is so important . It is no 
easy job and it is one that QSL takes very 
seriously, at all times having regard to the 
best interests of the farming families and 
milling companies we serve . And as we 
work now to manage the implications of a 
wet harvest in an improved pricing environ-
ment, the impact of pricing and sales on our 
members remains at the forefront of our 
minds in every element of our business .
The current 2016-Season raw sugar market 
has been producing much more favourable 
pricing opportunities for Australian pro-
ducers, with highs to date above 20 US c/
lb . This has primarily been driven by a tem-
pering in global production estimates and 
ongoing weather concerns for producers in 
the Northern Hemisphere . It augurs well for 
a move to the long-awaited global deficit of 
raw sugar, and so we remain confident that 
the recent improvement in prices is a sus-
tained market increase rather than some 
kind of short-lived price anomaly .
As a pass-through organisation that returns 
all net value generated to the industry we 
serve, QSL has no corporate conflict of 

interest . Our imperative is clear – maximis-
ing returns as we work to serve the long-
term interests of the Queensland sugar 
industry .

2015-SEASON PASSIVE MANAGEMENT BENCHMARK ICE 11 = $369.06
(Net $A/ IPS tonne)

Gross $A  
per mt IPS

Shared Pool 
allocation

Net $A per  
tonne IPS

Performance above average 
market benchmark

2015 QSL Harvest Pool $382 .96 -1 .42 $381 .54 $12 .48

2015 QSL Actively Managed Pool $414 .35 -1 .42 $412 .93 $43 .87

2015 QSL Guaranteed Floor Pool $407 .66 -1 .42 $406 .24 $37 .18

2015 QSL Forward Season Pool (2-Year) $436 .58 -1 .42 $435 .16 $66 .10

2015 QSL Forward Season Pool (3-Year) $442 .13 -1 .42 $440 .71 $71 .65

Total 2015 QSL Managed ICE11 Pools $390 .09 -1 .42 $388 .67 $19 .61

2015 QSL US Quota Pool $695 .04 -80 .2 $614 .84

On-Supply Agreement  
negotiations continue

WHAT TO LOOK FOR
When assessing your marketing 
options for the 2017 Season, it’s impor-
tant to consider who you can trust to 
be your partner in selling and pricing 
what is one of the most volatile soft 
commodities in the world:
 » Does your marketer have a track 

record of performance and sound 
market management?

 » Are they transparent regarding their 
performance and do they keep you 
abreast of your results throughout 
the course of the season?

 » Do they publish their results through-
out the season and provide infor-
mation that will allow you to easily 
judge their performance?

 » Do they provide a price matrix that 
shows the impact of market moves 
on forecast prices?

 » Can you trust them to balance pric-
ing opportunities with the potential 
implications for your business?
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Advances and payments  
by pricing category 
2015 SEASON: HERBERT, BURDEKIN & PLANE CREEK

8 August 2016

US Quota
Wilmar 

Managed 
Pool

FSP 2 -  
2 Season 
Forward 

Pool

FSP 3 - 
3 Season 
Forward 

Pool

Actively 
Managed Pool

Guaranteed 
Floor Price 

Pool
Harvest 

Pool
Totals & 

Averages

POOL PRICES

Previous Net Pool Price Estimates A/t IPS

25 Mar 2016 $683 .12 $461 .45 $467 .72 $482 .58 $466 .35 $430 .06 $450 .12

29 Apr 2016 $690 .61 $440 .38 $469 .34 $485 .51 $477 .02 $434 .61 $456 .50

27 May 2016 $678 .06 $472 .58 $478 .59 $494 .70 $523 .84 $455 .59 $501 .29

30 Jun 2016 $668 .04 $470 .14 $477 .97 $497 .80 $556 .89 $466 .45 $525 .41

Current Gross Pool Estimate A/t IPS $768 .65 $470 .72 $475 .76 $494 .24 $542 .17 $457 .11 $509 .18

Shared Pool Premiums A/t IPS -$64 .97 $33 .36 $33 .36 $33 .36 $33 .36 $33 .36 $33 .36

Shared Pool Charges A/t IPS -$33 .68 -$33 .69 -$33 .69 -$33 .69 -$33 .69 -$33 .69 -$33 .69

Net Pool Price Estimate 
29 July 2016 Pool Reports A/t IPS $669.99 $470.40 $475.44 $493.92 $541.85 $456.79 $508.86

ADVANCE RATES A$/t IPS % Advance Status

In-Season $ Rates

Initial $267 .00 Paid $267 .00 $267 .00 $267 .00 $267 .00 $267 .00 $267 .00 $267 .00

18 Aug 2016 $326 .00 Scheduled $326 .00 $326 .00 $326 .00 $326 .00 $326 .00 $326 .00 $326 .00

20 Oct 2016 $351 .00 Scheduled $351 .00 $351 .00 $351 .00 $351 .00 $351 .00 $351 .00 $351 .00

15 Dec 2016 $377 .00 Scheduled $377 .00 $377 .00 $377 .00 $377 .00 $377 .00 $411 .11 $377 .00

Post-Season Differential Rates

26 Jan 2017 80 .00% Scheduled $535 .99 $376 .32 $380 .35 $395 .13 $433 .48 $411 .11 $407 .09

23 Feb 2017 82 .50% Scheduled $552 .74 $388 .08 $392 .24 $407 .48 $447 .02 $411 .11 $419 .81

23 Mar 2017 87 .50% Scheduled $586 .24 $411 .60 $416 .01 $432 .18 $474 .12 $411 .11 $445 .25

20 Apr 2017 90 .00% Scheduled $602 .99 $423 .36 $427 .89 $444 .52 $487 .66 $411 .11 $457 .97

18 May 2017 92 .50% Scheduled $619 .74 $435 .12 $439 .78 $456 .87 $501 .21 $422 .53 $470 .69

22 Jun 2017 95 .00% Scheduled $636 .49 $446 .88 $451 .66 $469 .22 $514 .75 $433 .95 $483 .41

Final 100 .00% Scheduled $669 .99 $470 .40 $475 .44 $493 .92 $541 .85 $456 .79 $508 .86
FORECAST RETURN FOR A ‘DEFAULT GROWER’ (i .e . A grower with no Forward Pricing or QSL Fixed Tonnage Pools)

% Allocation to US Quota and Harvest Pools 2 .60% 97 .40% 100 .00%

Initial Advances to be Paid A/t IPS $326 .00 $326 .00 $326 .00

Final Forecast Advances to be Paid A/t IPS $669 .99 $508 .86 $513 .04

% Paid Season-to-Date 48 .66% 64 .07% 63 .54%

Notes to Advances Program 
Forward Pricing pools
In addition to the above pools, many growers have undertaken pricing via Wilmar’s Forward Pricing program, namely under 
the Target Price and Call Pool pricing mechanisms . The final returns from these pools are subject to the same Shared Pool 
adjustment as for the ICE No .11 pools referred to above .
Shared Pool Element
The ‘Shared Pool Premiums’ and the ‘Shared Pool Charges’, as shown above, together comprise the ‘Shared Pool Element’ as 
defined in the Forward Pool and Pricing Agreement (FPPA) . 
General information
Advances are quoted EXCLUSIVE of GST . All advances are subject to QSL Board approvals, final returns for each price category, 
Wilmar’s final sugar production for the season and tonnage allocations to various pricing methods . All growers who have used 
any form of Forward Pricing will have different advances depending on their price outcomes and tonnages fixed .
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Smartcane BMP Accreditation
“Congratulations to our Members,  David Paine,  Denis Pozzebon and Joseph 

Magatelli, for achieving their Smartcane BMP accreditation”
As highlighted in my opening article in this edition of “What a sweet Life”,  

Smartcane BMP is going to be a big thing for this industry in order to 
demonstrate to buyers of your sugar and to government regulators that 

cane farmers produce cane in an ethical and sustainable manner.

CSA Agreements 
Members wanting to further their knowledge and assist with questions or queries 
regarding the CSA agreement options for 2017 and beyond, are invited to make an 

appointment to discuss these issues with our Executive Manager, David Rutledge.

Products are issued by Rural Bank Limited (ABN 74 083 938 416 AFSL 238042) and distributed by Bendigo and Adelaide 
Bank Limited (ABN 11 068 049 178 AFSL/Australian Credit Licence 237879). S46240-2 (257653_v1) (9/06/2015)

HAVE YOU MET YOUR 
LOCAL RURAL BANK 
FARM FINANCE 
SPECIALIST?

Drop into the branch at Shop C, 129-141 Eighth 
Avenue, Home Hill or phone 4782 2249 to speak 
to a local specialist about how we can help 
grow your farming business.

Home Hill Community Bank® Branch
Agribusiness products issued by
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The What, the Who  
and the Whereto of Wilmar
A KCGO PERSPECTIVE, DAVID RUTLEDGE
In any negotiation it is always prudent to 
know as much as you can about who you 
are dealing with and what are the drivers 
of their position . From this you can under-
stand what they are looking to achieve 
and have a sense of what demands you 
can make with expectation of them being 
accepted and what concessions you might 
be prepared to make to gain leverage on 
some other point .
We all have an awareness that Wilmar is 
big, as we thought Sucrogen and CSR were, 
and that they spent a reported $1 .8 billion 
to acquire Sucrogen and its 8 mills in North 
Queensland
As part of the BDCG negotiation strategy I 
thought it important to take my own advice 
and so knowing the Wilmar companies here 
and in Singapore are public companies, set 
about to learn more about them . Through 
the internet and searches of the Australian 
Securities & Investments Commission 
(ASIC) records, much can be learned .
As has become apparent in seeing the 
Wilmar draft CSAs, where the mill owner 
companies have been nominated as the 
CSA contracting entity, the corporate 
structure that Wilmar Sugar Australia 
(WSA) operates is pretty much the same 
as it was when it was Sucrogen with the 
exception of a new entity Wilmar Sugar 
Australia Trading which they plan to use 
as their GEI Marketing entity .  To relieve it 
from a lot of reporting obligations to ASIC 
across its many subsidiaries, Wilmar Sugar 
Australia undertook to ASIC in a Deed of 

Cross Guarantee t binds all its entities to 
guarantee payments of debts in the event 
of a winding up of any or all of them . WSA 
is 100% owned by Wilmar International 
Limited of Singapore . WSA has 6 direc-
tors, 3 of whom are Australian and 2 who 
we know well, John Pratt and Shayne 
Rutherford .
The financial information of WSA for the 
year ended 31st December 2015 appears 
significant with Equity of A$1,561 million, 
an annual turnover of A$1,862 million and 
a profit after tax of A$77 million, (a rate of 
return of 4 .9%), but WSA is a minnow com-
pared to the owner Wilmar International 
with annual turnover of USD $38,780 mil-
lion, profit after tax USD $1,134 million on 
equity of USD $15,127 million (a rate of 
return of 7 .5%) . It employs 92,000 people 
and operates in over 50 countries to give 
perspective to where sugar sits in Wilmar 
International, the global sugar business 
represented about 9 .5% of assets, 12% of 
total sales and 6% of profit . These $ also 

give some perspective to Wilmar’s loss in 
the June quarter of $ 239 million, which on 
closer analysis was a result of grain and oil-
seed businesses .
Of slightly more obscure interest was that 
one of the Singaporean directors of Wilmar 

International did his Economics degree at 
Monash University in Melbourne .
What does this mean for us in a dealings 
with Wilmar?  
They are a very big corporation and seen 
as sufficiently serious global player for the 
giant American commodities trading com-
pany, Archer Daniels Midland to have a 20% 
stake . This can be a source of comfort and 
a cause for concern . Wilmar is undeniably 
up front about its business model, a fully 
vertically integrated agriculture related 
global presence .
In more practical terms the understand-
ing about the Deed of Cross Guarantee 
removes most of the concerns about sign-
ing a CSA with a Wilmar entity other than 
WSA . The analysis of their financial state-
ments allows us to calculate their rate of 
return and this permits us to consider that 
when thinking about any arbitration pro-
cesses . This is relevant because the rela-
tive rates of return between disputing par-
ties is a common test used in deliberations 

of decisions at an arbitration .
We are hopeful that the next negotiations 
with Wilmar will continue the progress to a 
CSA and Forward Pricing .
At least we go to it knowing something 
more about who we are dealing with .  

I also noted in Wilmar International’s reports that its 
interests include joint venture arrangements in other 
commodities with another significant player in the Australian 
Sugar Market, COFCO which owns the Tully mill.
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BILLET PLANTING
Glen: 0412 659 856 Gianni: 0428 831 601

G&G Ag Contracting

Reliable & Quality ServiceReliable & Quality Service

Coral Coast Marine
229 Queen Street, Ayr Phone: 4783 1530 Email: ccmarine@bigpond.net.au

AG HIRE
CULTIVATING CANE | HILLING UP CANE

Phone Paul 0416 952 932

Mobile: Phone/Fax:
Email: PO Box

0419 832 834 07 4783 5478
mk-dellebaite@bigpond.com 2299, 330 McDesme Rd, Ayr Qld 4807

GPS LEVELLING • DRAINAGE • RECYCLE PITS • DAMS • SURVEYING • 500HP CASE 14FT SCOOP

EARTHMOVING
MARK DELLE BAITE

Delle Baite

Owner/Operator

Let’s support our local blokes…
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Arthur Davey’s farm at McDesme
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Powerhouse Home HillHerb Leet cutting cane  on Arthur Davey’s Farm McDesme

Construction of the Crown Hotel Home Hill - 1913

Ayr Hotel
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Interesting News Articles

SUGAR MARKETING DEBATE HEATS UP AT PRODUCTIVITY COMMISSION HEARINGS

QLD Country Hour www.abc.net.au/rural
By Lara Webster and Jodie Gunders 
Queensland’s sugar marketing debate 
has taken centre stage at Productivity 
Commission hearings in Brisbane this 
week . 
The Commission is in the middle of a nine-
month inquiry into the regulatory burden on 
farm businesses, and sugar has been a hot 
topic . 
The industry’s peak lobby group, 
Canegrowers, and Australia’s largest miller, 
Wilmar, put their cases to the Commission 
during the hearings .
The controversial changes to the Sugar 
Industry Act were passed in Queensland 
last year after Katter’s Australian Party 
and the LNP combined to support the leg-
islation, despite staunch opposition by the 
Queensland Labor Government .
Now, in a draft report on agriculture regula-
tion, the Productivity Commission has rec-
ommended amendments made to growers’ 
choice in marketing be repealed . 
Canegrowers chairman Paul Schembri 
spoke at the hearing and said the 
Commission misunderstood the Sugar 

Industry Act .
“We think that that recommendation is 
flawed, we think that the rationale behind 
it is flawed and I think that it is largely 
ignorant of the historical and contempo-
rary commercial arrangements that have 
existed between growers and millers,” he 
said .
“The problem with the Queensland sugar 
industry is that growers cannot move 
their cane to other mills and so we have 
a monopoly outcome that is dictating to 
growers the level of milling services and 
marketing arrangements .”
However, he believed Canegrowers had a 
fair hearing .
“Certainly they gave us every opportunity to 
understand our grievance and our concern,” 
Mr Schembri said . 
WILMAR CONFIDENT AMENDMENTS 
WILL BE REPEALED
The hearings have reignited the bitter feud 
in Australia’s $1 .6 billion sugar industry . 
As well as scrapping the legislation, the 
Commission also said the laws were likely 
to restrict competition and deter invest-
ment, an argument supported by Wilmar .

Shayne Rutherford spoke on behalf of the 
sugar miller .
“We indicated that it was our very strong 
recommendation that we would like to 
review the amendments to the National 
Competition Council for the public benefits 
test,” he said . 
“It discourages investment and penalises 
existing investors and it is driving a wedge 
between us and our growers .”
Previously, Canegrowers demanded the 
new law be given a chance to work because 
it said it increased marketing competition 
rather than stymieing it .

Photo: Uncertainty remains around the 
Queensland sugar industry. (Supplied 

by Queensland Sugar Limited) 

For all your spraying needs 
Contact Michael - 0407 636 108 / Commercial Spray Licence

M&M PIRRONE SPRAYING
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Interesting News Articles

SUGAR STORM ERUPTS AS WILMAR AND QSL FAIL TO 
COME TO TERMS OVER NEW SALES AGREEMENT
ABC Rural – www.abc.net.au/rural
By Charlie McKillop 
Australia’s largest sugar miller, Wilmar, has 
shrugged off concern about the breakdown 
of negotiations with Queensland Sugar 
Limited (QSL), claiming it has not stopped 
individual growers from signing cane sup-
ply contracts .
There had been no love lost between the 
two parties since the milling giant signalled 
its intention to exit the industry’s longstand-
ing sugar pool, managed by QSL, two years 
ago .
But in the new ‘choice in marketing’ land-
scape, securing sugar sales agreements 
between millers and marketers was a cru-
cial step in growers being able to nominate 
QSL to sell their Grower Economic Interest, 
or GEI, sugar .
A statement released by Wilmar late 
on Friday sparked another acrimonious 
exchange as each blamed the other for the 
breakdown .
QSL chief executive officer Greg Beashel 
said Wilmar’s terms were “commercially 
unreasonable” and forced unnecessary 
costs and risk onto growers who chose to 
access QSL .
Mr Beashel also challenged Wilmar to make 
public its terms in the interests of fairness 
and transparency .
“The whole point of the legislation is being 
stymied by what they’ve offered,” he said .
“If QSL’s wrong about that and Wilmar’s 
right about it, let the people who are actu-
ally going to pay for it — the growers — see 
it and make a judgement about that,” Mr 
Beashel said .
Wilmar has refused to release its ‘on supply’ 

agreement terms, describing it as a “mov-
ing feast” and for its part, accused QSL of 
breaching commercial confidentiality, a 
claim refuted by QSL .
WILMAR ‘DUMBFOUNDED’ 
BY QSL REJECTION
Wilmar’s insistence on “global industry 
standard terms” — which meant ownership 
of the sugar would not change hands until 
it was loaded onto the ship rather than at 
the point of delivery to the terminal — had 
emerged as a major sticking point .
But Wilmar executive Shayne Rutherford 
said QSL’s rejection of its proposal was baf-
fling given the company had conceded on 
that key issue .
“I don’t understand how more reasonable 
we can be,” Mr Rutherford said .
“We’re promising all marketers access to 
sugar of the same quality [and] we’re selling 
to QSL now over the weighbridge, so they’ve 
got title, so they’ve got low financing costs .” 
Mr Rutherford said Wilmar had sought to 
overcome inevitable disputes arising from 
QSL’s conflict of interest in acting as mar-
keter, terminal operator and storage and 
handling customer .
“All we’re asking is we remain as the stor-
age and handling customer,” he said .
“We’re going to be the customer of the ter-
minal operator but it’s QSL that’s driving the 
forklifts and front-end loaders around, tak-
ing the samples and loading the ships .”
But Mr Beashel said those issues had been 
managed well in the past and QSL was in 
the process of negotiating a new contract 
with the owner, Sugar Terminals Limited, 
which would go further to addressing any 
concern about conflict of interest .

MORE GROWERS SIGNING 
UP, SAYS WILMAR 
Despite the setback, Mr Rutherford said 
Wilmar was progressing its ongoing negoti-
ations with grower collectives and continu-
ing to sign up individual growers on a daily 
basis .
He declined to disclose how many of the 
1,500 suppliers from Ingham to Proserpine 
had signed individual cane supply agree-
ments, but described it as “a good cricket 
score” .
“You know it’s not the end of the world,” he 
said .
“Now [those who have signed] still have the 
option of nominating QSL as their choice 
of marketer for their proportion of sugar, 
should we come to an agreement with QSL, 
and hopefully sanity will prevail .”
But with neither party giving any indication 
it was prepared to budge, Wilmar growers 
must surely be wondering when, or if, they 
will ever get the ‘choice in marketing’ deliv-
ered to them in the Queensland parliament 
eight months ago .

Photo: Negotiations between Wilmar and QSL 
have broken down because conflicts over the 
storage and handling of sugar could not be 

resolved. (Supplied: Queensland Sugar Limited) 
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CALLING FOR APPLICANTS
Since 2011, over 200 women have participated in the National Rural 
Women’s Coalition’s E-Leaders Programs. The acclaimed learning model offers 
interactive workshop style sessions, in a virtual classroom, with industry’s 
leading presenters. We are calling for applications to our 2016 E-Leaders Grow, 
Innovate and Sustain Program. This is a free program for women living in rural, 
regional and remote Australia. Places are limited to 20 participants.

§    Learn about sustainability and best practice natural resource management 
§    Participate in interactive learning in a virtual classroom
§    Engage with leading industry experts
§    Connect with other women to share ideas and to network 

§    Develop the skills to compile a sustainability management plan

APPLICATIONS

Who should apply?
§   Women living and/or working in rural, regional and remote areas of 

Australia, who are primary industry producers (agriculture, fisheries or 
forestry). Applications are open to all ages.

Applications will be reviewed and selected by the National Rural Women’s 
Coalition based on project merit - specifically the adoption of management 
practices that will increase production or improve product quality while 
maintaining or enhancing the natural resource base. Successful applicants will 
be advised via email.

OPEN on 8 AUGUST 2016,  
8AM AEST
CLOSE on 19 AUGUST 2016,  
4PM AEST
apply online at  
NRWC.COM.AU

www.nrwc.com.au

THE NRWC INVITES YOU TO APPLY

An initiative of the National Rural Women’s Coalition

E-LEADERS 
GROW, INNOVATE AND 

SUSTAIN PROGRAM 

ABOUT THE PROGRAM
This E-Leaders Program is designed for rural, regional and remote (RRR) 
women who want to build capacity in their own primary industry production 
enterprise. The focus of the program is best practice sustainability and natural 
resource management.  Participants will nominate a project to work on during 
the program.. By the end of the program participants will have the skills to 
compile a sustainability management plan. 

This program is supported by funding from the Australian Government

TELL YOUR STORY  
Let’s spread the word about sustainable agriculture! 

§    Learn the skills to develop a video clip to be published in the public 
domain.

§    Share best practice stories of sustainability and natural resource 
management using principles of engagement and persuasion.

PROJECTS
Each participant will be required to nominate key sustainability and 
natural resource management goals (in the form of a project) to work 
on during the program. 

§    Projects can be a new idea or something that is ongoing. 

§    The project must have goals and objectives related to improving 
sustainability and natural resource management in primary 
industries production.

§    Participants will be required to look at ways to share their 
knowledge or build capacity in their community or related industry 
group to further increase the awareness and education in the area 
of best practice sustainability. Each participant will be asked to share 
their knowledge with up to 25 additional people. (There will 

      be flexibility and creativity around methods of undertaking this 
knowledge transfer requirement).

§    Each participant will be given the skills to produce a YouTube clip 
about their projects which will be published in a public arena. 

§    Participants will learn how to compile a sustainability management 
plan. Support will be provided throughout the entire program to 
assist participants with their plans. 

Please contact us if you would like to discuss your idea or project.

VIRTUAL CLASSROOM LEARNING 
NRWC will deliver the sessions using virtual classroom technology. 
We have found this mode of learning to be highly successful for 
engagement and networking alike. 

COMMITMENT
The live interactive sessions run over 9 weeks. Participants need to 
allow approximately 3.5 hours per week during the 9 week delivery 
period, plus additional time to complete the compulsory surveys 
(as noted in the schedule) and a sustainability management plan. 
Live participation is recommended, however if a session is missed, a 
recording will be available.

WWW.NRWC.COM.AU

PROPOSED SCHEDULE - LIVE SESSIONS DATE TIME (AEST)
Welcome Session 06-Sep-16 7.30pm - 9.30pm

Topic 1 - Introduction to Sustainability Management Planning (1) 13-Sep-16 8.00pm - 9.30pm

Topic 2 - Geospatial Technologies in Agriculture 20-Sep-16 8.00pm - 9.30pm

Topic 3 - Big Picture Sustainability 27-Sep-16 8.00pm - 9.30pm

Topic 4 - Sustainability Management (1) 04-Oct-16 8.00pm - 9.30pm

Topic 5 - Sustainability Management (2) 11-Oct-16 8.00pm - 9.30pm

Topic 6 - Sustainability Management (3) 18-Oct-16 8.00pm - 9.30pm

Topic 7 - Tell Your Story 25-Oct-16 8.00pm - 9.30pm

Topic 8 - Sustainability Management Planning (2) 01-Nov-16 8.00pm - 9.30pm

Please note all sessions are in AEST (Australian Eastern Standard Time)

OTHER PROGRAM COMMITMENTS DATE
Post Session Survey due 04-Nov-16

Sustainability Management Plan Report Due 08-Nov-16

Mid Program Survey 31-Mar-17

Final Survey 30-Jun-17

PROGRAM SCHEDULE
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WELCOME 
Each participant will share their goals and ideas for their proposed project. Experience tells us that you will get significant benefit from sharing your 
experiences and joining in on the learning journey with your fellow participants.  A Closed Facebook group will be created so participants can stay in 
touch both during the program and beyond.

BIG PICTURE SUSTAINABILITY
This topic will focus on technology and innovation for primary industry production sustainability. We will take a look at Australia’s bio-security 
future and the challenges and impacts for the agricultural industry.

Presented by Dr Simon Divecha

Dr Simon Divecha has two decades of experience leading sustainability initiatives for businesses, universities and non-government organisations. 
His work often features large coalitions of partners to see and enable alternative futures. This includes business led transformation programs, 
advocacy programs and with national and international institutions (such as changing international law). Simon’s PhD applies big picture theory to 
enable practical successful sustainability change. This is through developing the culture and mindset shifts, alongside financial and other drivers, to 
deliver transformational alternative practices and results.

GEOSPATIAL TECHNOLOGIES IN AGRICULTURE
The latest developments in mapping, planning and analysis tools for land managers will be covered, including cutting edge developments 
in geospatial technologies and satellite remote sensing, (including rangeland science) to improve access to property-scale information and 
knowledge.  This topic will also look at strategies for better management and decision making, including ways to measure improvements in 
landscape condition and ecosystem sustainability. 

Presented by Philip Tickle

Phil manages the Agriculture and Natural Resource Management Research Program within the Cooperative Research Centre for Spatial 
Information’s (CRCSI). Phil grew up on mixed grazing and cropping properties in southern NSW, and has nearly 30 years professional experience 
in the application of geospatial solutions to natural resource and environmental management, agriculture, climate change. He has worked in 
government undertaking applied research, science-policy advice, and nationally significant program implementation, and in the private sector. 
Most recently Phil has led a team developing the NRM Spatial Hub – bringing spatial technologies to Australia’s extensive grazing industry. 

SUSTAINABILITY MANAGEMENT
This is a three (3) part topic that will cover sustainability for primary producers, effective natural resource management and conservation.  
Analysis of best practice case studies and the latest information on innovation and technological advances will be covered. This topic will take 
a big picture approach. Participants will be encouraged to research more local implications and viewpoints to apply to their own enterprise. The 
presenter will also be available during the three (3) week period to assist with research and access to best practice information.

Presented by Liz Todd

Liz has over 15 years experience working with industry and community groups. Liz started her consultancy business in 2012 to support groups 
and businesses pursuing positive outcomes for natural resources, environment, agriculture and communities.  Liz helps landholders, Landcare, 
catchment and industry groups with technical advice, planning, project management, communication and governance.  Liz is drawn to working 
with groups as a way of encouraging shared ownership and collaboration to address issues and set future goals. Liz is also committed to 
resolving industry wide information access challenges faced by natural resource managers through her new business BOOSTnrm.  

WWW.NRWC.COM.AU

TOPIC DETAILS
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HOW TO APPLY?
Complete the online application form by going to www.nrwc.com.au.  Places are 
limited to 20 positions. Applications will be reviewed and selected by the National 
Rural Women’s Coalition based on project merit. Successful applicants will be advised 
via email. 

COST
§    FREE

RESOURCES
§    Access to a computer with a reliable internet connection.  (Some satellite services 

can support the software - contact the Project Coordinator for more information).

§    A plug in USB headset with microphone (readily available from computing stores).

About the National 
Rural Women’s 
Coalition
Established in 2002, the NRWC seeks 
to ensure better social and economic 
outcomes for women in our rural townships 
and on farms. The NRWC works to 
support and grow vibrant rural, regional 
and remote communities. The NRWC 
Board comprises seven (7) volunteer 
Directors with representation from five (5) 
national organisations and is supported by 
representation from Aboriginal and Torres 
Islander women and an Independent Director.

Disclaimer: This program is correct at the time of printing and may be subject to change without notice.

CONTACT DETAILS  
Kerryn Suttor 
Project Coordinator 
0448 629 647  
projects@nrwc.com.au

Dr Pat Hamilton 
President NRWC 
0409 180 164 
president@nrwc.com.au 

APPLICATIONS
CLOSE 0n 19 AUGUST 4pm
apply online at NRWC.COM.AU

SUSTAINABILITY MANAGEMENT PLANNING 
This will be a hands-on two (2) part topic where participants will actively work on building 
their own sustainability management plans for a nominated primary industry production 
enterprise. Participants will also learn an introduction to project management and strategies 
to deliver upon identified actions.  Templates, resources and planning tools will be provided. 
The presenter will be available via email to answer questions and assist participants as 
needed throughout the entire program.

Presented by Julia Telford

Julia Telford is known throughout regional Australia for her work with regional small 
businesses and community organisations.  Julia’s business, Engage and Create Consulting, 
allows her to follow her passion of ensuring viability and vibrancy of regional Australia 
through project development using creative ideas and solutions.  From natural resources 
management, training, facilitation and customised project needs, Julia is known for her ability 
to make projects work.  With over a decade working with Landcare and Catchment groups 
across southwest Queensland, as well as a development role with the horticulture industry, 
Julia is passionate about sustainable agriculture, and the role that women play.  Julia was 
integral in instigating a regional business hub model that is home to seven businesses.

TELL YOUR STORY 
Learn how to tell your good news story about sustainable agriculture by preparing a 
video clip to be broadcast on social media. This topic will also cover introductory skills 
in persuasion, communication and storytelling. Participants will make a You Tube clip to 
broadcast messages about sustainability.

Presented by Cathie Denehy

Cathie Denehy is a regional businesswoman and has built a successful business and loyal 
following through her use of Social Media platforms. Predominantly using Facebook for 
business since 2008 she is an expert in building relationships, effective networking, 
reputation management and engaging a following. Cathie has conducted more than 40 
workshops and presentations throughout Australia in the last three years for small business 
owners, government and not for profit organisations and multinationals. Cathie creates, 
propagates and manages Facebook pages all over the world and enjoys working with 
clients from varying industries. She is the founder of Marketing Albany which launched the 
Facebook Page “Albany – Eat, Sleep, Play” in late January 2013 that now has over 30,000 
fans and a reach of up to 1.5 million. 
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SUPERMARKET GIANT SUPPORTS ITS SUPPLIERS

LOANS TO BOOST NORTHERN MANGO 
AND PRAWN PRODUCTIVITY 
Matt Sherrington – www.
northqueenslandregister.com.au
Coles Fresh Advisor and chef Curtis Stone 
visited Manbulloo Mangoes in Giru and 
Pacific Reef Fisheries at Ayr on Thursday to 
officially announce loan assistance for the 
two innovative businesses through Coles’ 
Nurture Fund .
In addition the $500,000 interest-free loan 
through the Nurture Fund that Manbulloo 
Mangoes (which has plantations in Giru, 
Townsville, Katherine and Mareeba) 
received last year, managing director Marie 
Piccone has now signed an eight-year sup-
ply agreement with Coles .
“The loan will allow us to plant an additional 
20,000 trees at our Katherine plantation 
which will increase our production by 30pc 
over the next five years,” Ms Piccone said .
“The agreement will provide security for us 
as a business and the loan will help with 
our expansion which will see more than 50 
million of our Kensington Pride mangoes 
sold through Coles over the life of the agree-
ment,” she said .
She said some trees already have fruit and 
others are blossoming in preparation for 
this year’s mango season and they’re get-
ting ready to sell around six million man-
goes through Coles this year . 
As part of the project, Manbulloo will employ 
around 60 additional people during peak 
season to harvest the extra volume and 
work in a second shift in its existing packing 
shed . 
The business will also invest up to $1 mil-
lion in additional picking machines to pick 
the extra volume of mangoes once produc-
tion increases . 
Manbulloo Mangoes was formed in 2005 
with the purchase and unification of stand-
alone operations at Katherine, Giru and 
Townsville .
“Since that time we’ve made a lot of effi-
ciency improvements, which has seen the 
rate of premium grade mangoes produced 
at Katherine alone jump from 24pc to 90pc .
“We had quick jumps in the early years and 
now we’re tweaking our farm management 
techniques to continue increasing the qual-
ity and consistency of our produce .”
Ms Piccone said the expansion is coming 

at a really good time as the business is cur-
rently struggling to meet demand .
“It’s that strong consumer pull for our pro-
duce that Coles has recognised; we don’t 
look at this current expansion plan as the 
end of the story, but a milestone in our con-
tinuing journey .”
Pacific Reef Fisheries received a $430,000 
interest-free loan to help implement an 
Australian-first farming practice commercial 
prawn nursery which will boost supply of 
Australian Black Tiger prawns by around 40 
percent over the next two years . 
The family owned and operated businesses 
chief operating officer Maria Mitris-Honos 
said the ‘nursery’ will support prawn growth, 
which will increase overall yield, deliver 
larger prawns consistently through the year 
and create around 10 new jobs . 
“Pacific Reef will become the first Australian 
prawn producer to use a nursery on a com-
mercial scale which allows prawns in a tem-
perature controlled environment for an addi-
tional three weeks,” Ms Mitris-Honos said . 
She said the nursery will be completed over 
the next two years, with the business and 
consumers expected to start reaping ben-
efits in time for Christmas in 2017 . 
“Christmas is huge for the seafood industry 
and it’s an important time to have the right 
size and quantity of prawns in the market,” 
she said . 
“With the nursery, we’ll be able to grow 
Australian Black Tiger prawns which are up 
to 15 per cent bigger for the Christmas har-
vest in years to come .”
Pacific Reef will install an additional four 
100,000L nursery tanks at its property in 
Guthalungra, which will double its current 
capacity and allow the business to produce 
its entire Black Tiger prawn crop through the 
nursery in 2017 . 
“We had already planned to go ahead 
with expansion at some point in time, 
but the loan has allowed us to fast-track 
construction .”
Since Maria’s father, Nick Mitris, bought the 
business in 1998, the farm has grown to 
around 100 hectares and produces around 
1,000 tonnes of prawns each year . 
“We’re proud of how the business has devel-
oped over the years, we started off at a rela-
tively small scale with 20 ponds and we now 
have 100 .

“We’ve been in business now for 18 years 
and we’ve been supplying Coles for 16 
years, its been an excellent partnership for 
us, and its great to provide families across 
the nation with this iconic Aussie food .”
Mr Stone said Coles purchases 96 .6pc 
of their fruit and vegetables domestically 
which is a number the supermarket chain 
wants to continue to see increase .
“Prawns and mangoes are synony-
mous with summer in Australia and this 
announcement ultimately means consum-
ers will be able to access more in-season 
Aussie-grown produce at Coles,” he said . 
“The fact that three (including Des and 
Paula Chapman at Rocky Ponds in Bowen 
who recently received a $400,000 grant to 
install a state-of-the-art nursery and install 
fully computerised irrigation and fertiga-
tion systems to boost productivity by up to 
20 per cent and create 15 new jobs) of the 
Queensland Nurture Fund recipients so far 
have come from the Townsville region is a 
huge testament to the innovative growers in 
the area .” 
Businesses with less than $25 million in 
annual revenue and 50 or fewer full-time 
employees can apply now for round three of 
funding from the Coles Nurture Fund . 

Manbulloo Mangoes managing director Marie 
Piccone with Coles Fresh Advisor and chef 
Curtis Stone at the 18,000 tree plantation 

located at Horseshoe Lagoon in Giru.

Pacific Reef Fisheries chief operating officer 
Maria Mitris-Honos celebrates the businesses 

nearing nursery expansion with her father 
and managing director Nick Mitris.
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JOKE OF THE MONTH 
Q: What type of sandals do frogs wear? 
A: Open-toad 

DID YOU KNOW…?
 » Did you know in every episode of Seinfeld there 

is a reference to Superman .
 » Did you know the human body of a 70 kg person 

contains 0 .2mg of gold .
 » Did you know the dot on top of the letter ‘i’ is 

called a tittle .

Sweet Info

INGREDIENTS
 » 400g dried curly fettuccine 

pasta 
 » 250g rindless bacon rashers, 

thinly sliced 
 » 40g butter 
 » 400g cup mushrooms, thinly 

sliced 
 » 5 shallots, ends trimmed, 

thinly sliced 
 » 425ml pouring cream 
 » 30g (1/3 cup) shredded 

parmesan 
 » 30g (1/3 cup) shredded 

romano 
 » Parmesan (optional), extra, to 

serve  

Step 1  
Cook the pasta in a large 
saucepan of salted boiling 
water until al dente . Drain .
Step 2 
Meanwhile, cook the bacon 
in a large non-stick frying pan 
over medium heat, stirring 

often, for 4 minutes or until 
golden . Use a slotted spoon 
to transfer to a plate .
Step 3 
Heat the butter in the fry-
ing pan . Add the mushroom 
and cook, stirring often, for 5 
minutes or until tender and 
the liquid has reduced .
Step 4 
Add the pale section of the 
shallot and stir to combine . 
Stir in the bacon and cream . 
Simmer for 6-7 minutes or until 
the mixture thickens slightly . 
Add the parmesan and romano, 
and stir until well combined .
Step 5 
Add the pasta and green 
section of the shallot to the 
sauce . Season with salt and 
pepper and toss until well 
combined . Divide the pasta 
among serving dishes . Top 
with extra parmesan .

‘If you want to live a happy 
life, tie it to a goal. Not 
to people or things.’
ALBERT EINSTEIN

WORD OF THE MONTH

sonorous
adjective (suh-nawr-uh s, -nohr-, son-er-uh s)
rich and full in sound, as language or verse.

FETTUCCINE BOSCAIOLA

DelleBaite 
Digger 
Services

Josh DelleBaite OWNER/OPERATOR 

PH: 0417 442 898 OR 0419 679 907

• Rock/log grab

• Cane pushing • Drainage/trenches

• Post hole borer • Footings

• Driveways

JCB 1.8 TONNE EXCAVATOR 
COMPACT EXCAVATIONS

EQUIPPED WITH TRIMBLE GPS
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FREE FOR MEMBERS 
TO ADVERTISEClassifieds

ACROSS
1 Unwary (anag) (6) 
4 Queen Victoria’s husband (6) 
8 Call upon (5) 
9 Concert performance (7) 
10 Pakistan’s largest city (7) 
11 Fatuous (5) 
12 Colourful beetles (9) 
17 Divine messenger (5) 
19 Recuperate (7) 
21 Pop the question (7) 
22 Greek holiday island (5) 
23 A score (6) 
24 Lanced (anag) (6)
DOWN
1 Retract (6) 
2 Nasal aperture (7) 
3 Garret (5) 5 More fortunate (7) 
6 Minor actor in crowd scenes (5) 
7 Bank employee (6) 
9 Pay back (9) 
13 Apportion (4,3) 
14 Cut off (7) 
15 Floor covering (6) 
16 Game bird (6) 
18 Terrestrial sphere (5) 
20 Bedtime drink (5)

Across: 1 – Runway, 4 – Albert, 8 – Visit, 9 – Recital, 10 – Karachi, 11 – Inane, 12 – Ladybirds, 17 – Angel, 19 – Recover, 21 – Propose, 22 – Corfu, 23 – Twenty, 24 – Candle
Down: 1 – Revoke, 2 – Nostril, 3 – Attic, 5 – Luckier, 6 – Extra, 7 – Teller, 9 – Reimburse, 13 – Doleout, 14 – Severed, 15 – Carpet, 16 – Grouse, 18 – Globe, 20 - Cocoa

 

August Crossword 
 
 
 

 

Across 

1 Unwary (anag) (6) 
4 Queen Victoria's husband (6) 
8 Call upon (5) 
9 Concert performance (7) 
10 Pakistan's largest city (7) 
11 Fatuous (5) 
12 Colourful beetles (9) 
17 Divine messenger (5) 
19 Recuperate (7) 
21 Pop the question (7) 
22 Greek holiday island (5) 
23 A score (6) 
24 Lanced (anag) (6) 

Down 

1 Retract (6) 
2 Nasal aperture (7) 
3 Garret (5) 
5 More fortunate (7) 
6 Minor actor in crowd scenes (5) 
7 Bank employee (6) 
9 Pay back (9) 
13 Apportion (4,3) 
14 Cut off (7) 
15 Floor covering (6) 
16 Game bird (6) 
18 Terrestrial sphere (5) 
20 Bedtime drink (5) 

 

Across:  1 – Runway, 4 – Albert,  8 – Visit,  9 – Recital,  10 – Karachi,  11 – Inane,  12 – Ladybirds,   

17 – Angel, 19 – Recover, 21 – Propose, 22 – Corfu, 23 – Twenty, 24 – Candle 

 

Down:  1 – Revoke,  2 – Nostril,  3 – Attic,  5 – Luckier,  6 – Extra,  7 – Teller,  9 – Reimburse,  13 – 
Doleout,  14 – Severed,  15 – Carpet,  16 – Grouse,  18 – Globe,  20 - Cocoa 

Crossword

WANTED KNOWN
 » Contractor – Spray Tractor .  

Competitive rates . Good for all pad-
dock sizes . Ph Andrew:  0409 760 099

 » 2000L – 3000L water tank on trailer . 
Ph: 0431 351 073

 » 1,000L trailer fuel tank .  
Ph: 0407156956

 » Break pusher trailer - 24 or 28 plate 
international offset discs 
Ph A/H: 4782 5556

 » Concrete Cyclinder 6ft long, 3ft diam-
eter . Ph 0409 871 587

 » Single Row PTO Stubble Shaver 
Ph 47 824151

FOR SALE 
 » CW45 UD, 3 bin tipper for seed cane . 

6 Row Irving boom – 900L tank . 7 
Row Broad acre boom .  
VGC – Ph 0417622956

 » 2006 Grizzly Billet Planter – Large 
Stainless steel fertiliser boxes, stain-
less steel shute, Plough front, Plus 
– double disc opener front, Suscon 
applicator, Talstar tank . Good condi-
tion $45,000 plus GST ONO  
Ph 0427735305

 » 24 Plate, blue line discs .  
Ph . 0418 987 099

 » Nissan UD tip truck . Ph 0418987099
 » 6 sets of double disc cuttaway 

assembly . Ph 0428 821 233
 » Double row stubble shaver, 4 furrow 

blade plough Ph: 0419 733 185

 » Loader Back Hoe Combo Massey 
Ferguson 65 $3,000 + GST .  
Ph: 0418 187 565

 » 8600 Ford tricycle tractor .  
Tricycle implements optional .  
Ph: 0409635434 or 0407826270

 » International 2650 Haulout trucks 
x2 . Variety of farm equipment . Dual 
go-cart carrier . All in good working 
order . Ph: 0438 720 178

 » Kleverland 3 Blade reversible plough .  
Ph: 0429 077 608

 » 28 Plate heavy duty wheel offset .  
Ph after hours: 4782 5291 

 » Leader 8 wheeler truck with 
Inkerman rails .  
Ph after hours: 4782 5291



It’s always flattering when others try to imitate your success. With 20 years of track leadership under our 
belts, we’ve picked up a few things the copies missed–like our exclusive five-axle design. It gives our Steiger® 
Quadtrac®, Steiger Rowtrac™ and Magnum™ Rowtrac tractors a smoother ride and more power to the ground 
with less berming and compaction. It’s one of the advantages of paying your dues, instead of paying homage.

IF WE WEREN’T ALREADY 
RED, WE’D BE BLUSHING.

SEE YOUR CASE IH DEALER TODAY

122-124 Graham St, Ayr 
Phone: 4783 3000 

or call John: 0417 079 984

It’s always flattering when others try to imitate your success. With 20 years of track leadership under our 
belts, we’ve picked up a few things the copies missed–like our exclusive five-axle design. It gives our Steiger® 
Quadtrac®, Steiger Rowtrac™ and Magnum™ Rowtrac tractors a smoother ride and more power to the ground 
with less berming and compaction. It’s one of the advantages of paying your dues, instead of paying homage.

IF WE WEREN’T ALREADY 
RED, WE’D BE BLUSHING.

SEE YOUR CASE IH DEALER TODAY



Kalamia Cane Growers 
Organisation Limited (KCGOL)
Located at: 140 Young Street, Ayr 
Office Hours: Mon - Fri 8 .30am - 4 .30pm 
Postal Address: PO Box 597, Ayr, Qld 4807 
Fax: 07 4783 3885 
Phone: 07 4783 1312 
Email: admin@kalagro .com .au 
Web: www .kalagro .com .au

   KalamiaCaneGrowersOrgLtd

KCGOL Board Members

Robert Malaponte 
Chairman 

0419 640 523

Joseph Quagliata 
Deputy Chairman 

0417 622 956

Robert Zandonadi 
Director 

0428 826 894

Denis Pozzebon 
Director 

0427 961 794

Paula Langdon 
Director 

0417 077 608

FUEL 
ORDERS

FUEL ORDERS
Our customers  are currently reaping the rewards 

with bulk fuel savings purchasing Diesel and 
Unleaded fuel through Kalagro Limited.

Please take advantage of these special fuel prices 
by contacting our office to place your orders.

CREDIT CARD 

PAYMENT OPTION 

NOW AVAILABLE 

TO KALAMIA 

MEMBERS


