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Aged Care – Make 
informed decisions
When it comes to aged care either for yourself or for a loved one, 
careful consideration of the options available is required. 

This can often be a stressful time, with uncertainty on where 
to move, how much it is going to cost and affordability.

We, at Grasso Financial Services, are able to assist you in 
your decision making and advise on different strategies 
to best suit your circumstances.  In some cases, advice 
provided can assist in increasing age pension 
entitlements or help you to save on aged care costs.  

Call us on 47831767 to make an appointment so 
we can help you make an informed decision.

This information is of a general nature only and has been provided without 
taking account of your objectives, financial situation or needs. Because 

of this, you should consider whether the information is appropriate 
in light of your particular objectives, financial situation and needs.
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Sitting back and reflecting on my short time 
with KCGOL, I don’t know where the year 
has gone with season end being possibly 
only 8 weeks away and before we know it, 
the festive season will be upon us.
The last 4-6 weeks have been quite hec-
tic for KCGOL as a result of NSW Liberal 
Democratic Senator David Leyonhjelm 
introducing a disallowance motion to repeal 
the federal government’s “Sugar Industry 
Code of Conduct” regulation as in his opin-
ion “it imposed on free trade”. This, from a 
Senator who obviously has a limited knowl-
edge and understanding of the Queensland 
Sugar Industry and begs the question 
“where has all this come from?” As you will 
recall, the Code of Conduct was only intro-
duced by the Federal Government in April of 
this year to:
»» Facilitate pre-contract arbitration for 

growers, mill owners and marketers of 
sugar.

»» Guaranteeing a grower has choice of 
marketer of their GEI Sugar.

»» Obligations for all parties to “act in good 
faith”.

Your directors from KCGOL were a party to 
two separate delegations to Canberra early 
in September to canvass the various politi-
cal parties/politicians within the Senate to 
gather support to vote against the disal-
lowance motion. Collective representatives 

were well received and had a positive 
response from majority of politicians. 
However, one month in politics is a long 
time with a disallowance motion, originally 
scheduled for 12th September, to now go 
before the Senate on 17 October 2017.
I have read an article recently concerning 
farm safety which I think highlights the 
need for growers and contractors to be 
constantly vigilant of practices employed 
in and around farming operations. Farm 
vehicles have accounted for approximately 
30% of all injury and deaths on Australian 
farms over the last 15 years. The most dan-
gerous pieces of equipment is the common 

quad bike and ATV with around 12-15 fatali-
ties and up to 1400 people injured annually, 
which I find quite staggering. I can remem-
ber in my ever increasingly distant child-
hood days growing up on the family owned 
tomato farm in Bowen, where I would ride 
my motor bike without a helmet, would be 
doing field work on tractors with no ROPS, 
driving farm vehicles/trucks with very little 
regard or training in relation to “safe opera-
tion of plant and equipment”. Times have 
certainly changed and it is now incumbent 
that we instil a “safe working environment” 
for ourselves, our children and employees. 
This article suggested safety behaviours 
that should be taken into consideration but 
certainly not limited to include:
»» All users are trained to safely operate 

farm vehicles, tractors, machinery, prac-
tices etc.

»» Conduct a safety check on all farm 
vehicles etc. on a regular basis.

Having in place set procedures, adequate 
training and farm rules around not only 
the use and operation of all vehicles and 
machinery in the workplace but also tasks 
undertaken as part of farming operations is 

critical in any legal defence should some-
one be maimed or worse, killed and an 
action taken against a farmer/contractor 
for a breach of WH & S legislation.
We regularly hear of incidents through-
out the district involving cane trains, sid-
ing accidents as well as a recent incident 
involving the burning of cane where a con-
tractor’s employee suffered serious burns. 
This recent incident raises a number of 
thought provoking questions when sugar 
cane and trash blanket burning:
1. 	Who is in charge and will monitor/have 

overall control during the burn.
2. 	Those involved deemed to be compe-

tent, are wearing the appropriate PPE, 
clearly understand their role during the 
burn.

3. 	Burning start points, location of indi-
viduals, wind direction, direction of the 
burn, designated escape routes in an 
emergency.

4. 	Method of communication for individu-
als during the burn eg. mobile phone, 
two ways.

5. Permit to Light Fire is in place.
At the end of the day no one wants to expe-
rience or be involved in a workplace inci-
dent or injury but nevertheless no one can 
afford to ignore safe work practices.
Finally, I would like to remind growers of 
an upcoming important date you need to 
be aware of and that is all growers by 31st 
October 2017 need to have nominated the 
marketer/marketers of their GEI Sugar for 
the 2018 season.
Upcoming Event – Burdekin Water Forum 
2017 is to be held at the Burdekin Theatre 
on 9-11 October with the theme “Managing 
Irrigated Agriculture in Great Barrier Reef 
Catchments”.
Cheers until next month.

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

Farm vehicles have accounted for approximately 30% of all 
injury and deaths on Australian farms over the last 15 years. 
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QSL Update

QSL BONUS REWARDS 3-YEAR COMMITMENT

4 September 2017
Did you know that Wilmar, Tully Sugar and 
MSF Sugar Growers who nominate QSL as 
their GEI Sugar Marketer for three (3) con-
secutive Seasons forward are eligible to 
receive a Loyalty Bonus?
The additional payment consists of a share 
of the returns from QSL’s corporate activi-
ties via the Shared Services Rebate and 
a supplementary commitment premium, 
with these results incorporated into eligible 
Growers’ Shared Pool allocations for each 
applicable Season.
It’s still not too late to receive the rebate 
and premium this Season. To be eligible, 
Wilmar, Tully Sugar and MSF Sugar Growers 
who have already chosen QSL as their GEI 
Marketer for the 2017 Season just need to 
choose QSL for the 2018 and 2019 Seasons 
as well before the 2018-Season’s GEI Sugar 
Marketer nomination deadline. For Wilmar 
and Tully Sugar Growers this deadline is 31 
October 2017. For MSF Sugar Growers the 
deadline is 31 December 2017.
Wilmar Growers who have already nomi-
nated QSL as their marketer for the 2017, 
2018 and 2019 Seasons are receiving the 
bonus via their current Shared Pool allo-
cation, while Tully Sugar and MSF Sugar 
Growers will have the bonus paid via an 
adjustment to the Shared Pool allocation in 
the final Advances payment of the Season 
(for administrative reasons).
Growers who are not currently marketing 
through QSL are also eligible to receive the 
rebate and premium in the future, if they 
nominate QSL as their GEI Sugar Marketer 
for the 2018, 2019 and 2020 Seasons, with 
the adjustment applicable for each of these 
Seasons.
It should be noted that Mackay Sugar, Isis 

Central Sugar Mill and Bundaberg Sugar 
Growers automatically receive their share 
of these returns through their millers’ exist-
ing Raw Sugar Supply Agreements (RSSA) 
with QSL.
THE SHARED SERVICES REBATE
The QSL Shared Services Rebate is the net 
revenue from QSL’s Corporate activities and 
includes the net return from QSL’s holding 
of Sugar Terminals Limited (STL) G-class 
shares, currently forecast at $2.4 million for 
the 2017 Season.
Based on this forecast, the rebate for par-
ticipating Growers is approximately $1-1.50 
per tonne of sugar for the 2017 Season, 
depending on the final number of rebate 
recipients.
THE SUPPLEMENTARY 
COMMITMENT PREMIUM
In addition to the rebate described above, 
Growers who nominate QSL as their GEI 
Sugar marketer for three consecutive for-
ward seasons are also entitled to a com-
mitment premium, known as the QSL 
Supplementary Commitment Premium. 
This premium reflects the marginal pre-
miums secured by QSL for long-term con-
tracts and any profits associated with 
those sales from supplying third-party ori-
gin sugar. The value of this premium will 
vary from Season to Season and cannot be 
determined until all of the sugar supplied 
for the Season is sold.
Again, QSL already shares the premiums 
described above with Growers from Mackay 
Sugar, Bundaberg Sugar and Isis Central 
Sugar Mill via current RSSA arrangements.
WHAT YOU NEED TO DO
To be eligible for the Loyalty Bonus this 
Season, Growers must elect QSL as their 
marketer for the 2017, 2018 and 2019 

Seasons. 
Those who have only chosen QSL for 
the 2017 Season are still able to access 
the bonus if they nominate QSL for the 
2018 and 2019 Seasons before their 
2018-Season marketing nomination dead-
line. For Wilmar and Tully Sugar Growers 
this deadline is 31 October 2017. For MSF 
Sugar Growers the deadline is 31 December 
2017.
To nominate QSL as your GEI Sugar 
Marketer, Growers must do so within their 
Cane Supply Agreement.
Upon confirmation of the Grower’s three-
year marketing nomination, the Loyalty 
Bonus will be applied as part of their Shared 
Pool allocation for the 2017, 2018 and 2019 
Seasons. 
For full details of the rebate and premium 
above, please refer to section 2.8 of QSL’s 
Shared Pool Pricing Pool Terms, available 
at www.qsl.com.au.
INDICATIVE ADVANCES 
PROGRAM - 2017 SEASON
The current indicative ‘Advances Payments’ 
program for the Fixed Price Forward 
Contract Pool, Target Price Contract Pool, 
Guaranteed Floor Pool and all other pools 
for the 2017 season is reported below. The 
program represents the average returns 
for all pools and pricing platforms for raw 
sugar supplied under the RSSA, On-Supply 
Agreements and Grower EI Sugar Supply 
Agreement. Suppliers will be paid a pro-
portional amount of QSL’s then current 
estimate of the forecast final weighted 
average pool price the Supplier will receive 
for raw sugar supplied under these agree-
ments, with some exceptions. The 2017 
season will see the introduction of the 
Accelerated Advances Program for the 

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
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QSL Update

This document contains information of a summary nature about the opera-
tion of the key aspects of the QSL Loyalty Bonus and other matters. As this 
document is a high level summary, it does not purport to be comprehensive 
or complete. QSL does not make any representation or warranty as to the 
accuracy or completeness of the information contained in this document, 
including any forecast information.  Information about past performance 
should not be relied on as an indication of future performance and nothing 
in this document should be relied upon as a representation as to future mat-
ters, which are subject to uncertainties and subject to change. 
This document does not constitute financial, investment or product advice, 
a risk management strategy, a recommendation to invest in any of the pools 
offered by QSL. You should seek your own financial advice before making 
any decisions in relation to the pricing pool terms and selecting pools.  The 
information in this document is current only as at the date of this document.

Fixed Price Forward Contract Pool, Target 
Price Contract Pool and Guaranteed 
Floor Pool whereby participants in that 
pool will receive 90% of the pool value by 
December 2017 where so elected. Suppliers 
to the Fixed Price Forward Contract Pool 
and Target Price Contract Pool will have 
the option of selecting the accelerated 
advances program or remain with the stan-
dard advances program.
The QSL Board reviews the program peri-
odically to determine whether increases 
to the program can be approved. The ini-
tial advance rate of 60% for all pools was 
reviewed and approved by the Board at 
the April 2017 meeting. The August 2017 
advance rate increase was approved at the 
July 2017 Board meeting. The next review 
of the program will be at the September 
meeting where the October 2017 advance 
rate increase will be considered.
The program below is indicative only in 
its entirety and should not be taken as a 
commitment by QSL with regard to either 
the advance rate or date of increase. The 
program may change during the season 
depending on movements in the marketing 
and shipping plans, sugar price and cur-
rency movements and timing of cash flows. 
Suppliers’ positions in relation to any pric-
ing elections may also impact the timing 
and size of advance payments.

QSL GROWER REPRESENTATIVES ELECTED
Roger Piva has been appointed the fourth and final QSL Grower Representative 
Member for the Burdekin, following a second round of voting.
A tie during the first round of voting necessitated a second round, which closed at 
5pm Friday 8 September 2017. 
The following Grower Representative Members will hold office for a three-year term:

Mill Area Mills in Mill Area Grower Representative 
Members (Elected Holders)

Mossman Mossman Gerard Puglisi

Tableland Tableland Nirmal Chohan

Mulgrave Mulgrave Jeffrey Day

Northern Region          South Johnstone Barry Stubbs

Tully Tully Thomas Harney

Herbert River Victoria and Macknade Michael Pisano, Vince Russo

Burdekin        Kalamia, Invicta, Pioneer  
and Inkerman

Mark Vass, Owen Menkens, 
Russell Jordan, Roger Piva

Proserpine Proserpine Mark Blair

Central Farleigh, Marian and 
Racecourse

Francis Perna, Anthony Ross,  
Gregory Plath

Plane Creek Plane Creek Kevin Borg

Southern        Bingera and Millaquin Kelvin Griffin, Allan Dingle

Isis Isis Joe Russo

Maryborough Maryborough Jeffrey Atkinson

Rocky Point Rocky Point Richard Skopp

Applicable From*** Fixed Price Forward 
Contract Pool % Rate*

Target Price Contract 
Pool Rate*

Guaranteed Floor  
Pool % Rate

Other Pools  
% Rate

Initial 60.0% 60.0% 60.0% 60.0%
Wed 23 Aug 17 70.0% 70.0% 70.0% 70.0%
Wed 18 Oct 17 72.5% 72.5% 72.5% 72.5%
Wed 13 Dec 17 90.0% 90.0% 90.0% 75.0%
Wed 24 Jan 18 90.0% 90.0% 90.0% 80.0%
Wed 21 Feb 18 90.0% 90.0% 90.0% 82.5%
Wed 21 Mar 18 90.0% 90.0% 90.0% 87.5%
Wed 18 Apr 18 90.0% 90.0% 90.0% 90.0%
Wed 16 May 18 92.5% 92.5% 92.5% 92.5%
Wed 20 Jun 18 95.0% 95.0% 95.0% 95.0%

July 2018** 100.0% 100.0% 100.0% 100.0%
Percentage rate approved by QSL Board

*Optional participation at the election of the supplier. **Final date to be confirmed. ***These dates reflect the days QSL pays millers. Advance payments 
for Wilmar Growers will generally be included in the pay run on Thursdays.
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 New Pricing Nomination Date of 30 April 2018 
 Nominate closer to the crush when choosing Wilmar 

 

 

 

We’ve changed our Pricing Nomination Date for 2018.  
 
You told us that the closer to the crush the better when it comes to making pricing 
nominations. So, if you choose Wilmar as your GEI Marketer you’ll now have until 
30 April 2018 to make your pricing nominations. 
 
Our new date gives you an additional two months to finalise the amount of PPA 
Sugar you wish to forward price for the 2018 season. 
  
This gives you the opportunity to be more certain about your crop size, to get past 
the cyclone season, and have access to more accurate long-range weather 
forecasts. 
  
Combined with our new range of washout options, our aim is to give you greater 
confidence when pricing. 
 
You’ll be able to access the usual Call and Target Mechanisms, as well as our new 
Managed Pool and Grower-Managed Production Risk Scheme (GMPRS), which 
allows you to determine your price outcome for almost 100% of GEI Sugar while 
still benefitting from the US Quota. 
 
If you plan to take advantage of the GMPRS for the 2018 season, the extra two 
months to make your pricing nomination will be particularly handy. 
 
If you have any questions about this date change or Wilmar’s pricing options, 
please contact a member of the team on the details below. 
 
 
DAVID BURGESS 
General Manager - Marketing 
 
 
Grower Pricing Team 
James Greenwood (Townsville & Burdekin) Simon Haire (Proserpine & Plane Creek) 
Ph: 07 4722 1931 Ph: 07 4945 9708 
Mobile: 0428 195 206 Mobile: 0437 803 019 
Email: james.greenwood@au.wilmar-intl.com Email: simon.haire@au.wilmar-intl.com 
    
Zac Wager (Townsville) Chris Winship (Herbert) 
Ph: 07 4722 1956 Ph: 07 4722 1986 
Mobile: 0439 002 240 
Email: zac.wager@au.wilmar-intl.com 

Mobile: 0437 669 118  
Email: chris.winship@au.wilmar-intl.com 
  

   

 



CONTACT US

GROWER PRICING TEAM
James Greenwood (07) 4722 1931 | 0428 195 206 (Townsville & Burdekin)
Chris Winship (07) 4722 1986 | 0437 669 118 (Herbert)
Simon Haire (07) 4945 9708 | 0437 803 019 (Proserpine & Plane Creek)
Zac Wager (07) 4722 1956 | 0439 002 240 (Townsville)www.wilmarsugarmills.com.au

YOUR PRICING,  
YOUR WAY

If you want complete control of your production risk, our Grower-Managed Production Risk Scheme makes it easy. 

With Wilmar as your GEI Marketer, you have the option to manage your full price outcome for almost 100% of the GEI Sugar you nominate to 
us. You’ll still share in the US Quota and price using our existing Call and Target pricing methods you know and understand. However, unlike 
our standard option, you will not have any tonnage allocated to Wilmar’s Production Risk Pool.

GROWER-MANAGED PRODUCTION RISK SCHEME (GMPRS)
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OR
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YOU MANAGE
70% 
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RISK POOL 27%

GMPRS
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YOU MANAGE  
97% 

NOMINATION
ESTIMATED TONNAGE  

= 1,000t GEI SUGAR

US QUOTA 30t

YOU COMMIT TO 
FORWARD PRICING

970t

US QUOTA 33t

INITIAL FORWARD 
PRICING 970t

PLUS FORWARD PRICING 
AFTER CRUSH 97t

See our washout options info sheet

US QUOTA 27t

INITIAL FORWARD 
PRICING 970t

LESS WASHOUT 97t

The amount of GEI Sugar you can price will slowly increase throughout the season, starting at 70% and finishing at 97% by the end  
of crush/wash-up. Each month you’ll find an updated schedule outlining indicative timing of these increases on GrowerWeb. 

We recommend you seek financial advice when considering your pricing options. 

It couldn’t be easier than with Wilmar. We’ve combined experienced people and familiar systems you know, with new products 
designed to give you more flexibility than ever before.

PRICING NOMINATION DATE END OF CRUSH
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CONTACT US

GROWER PRICING TEAM
James Greenwood (07) 4722 1931 | 0428 195 206 (Townsville & Burdekin)
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YOUR CHOICE 
 OF WASHOUTS

It’s easy with Wilmar. Our new washout options have been designed  
to give you greater confidence in managing the unforseen.

Our approach means adverse weather or crop events experienced by other growers won’t 
impact you. You can take control of potential financial impacts during the season, instead 

of waiting until after the crush to discover how your business may have been affected.

FLEXIBILITY WHEN YOU NEED IT

For full details of our washout options, please see our Committed Cane Shortfall Information Sheet or refer to the PPA.

We recommend you seek your accountant’s advice when considering your pricing and washout options.

ROLL TO FUTURE SEASONS

Roll committed tonnage shortfall under the Call or Target 
Pricing mechanisms to a future season. Your price will be a 
combination of the already established A$/tonne price and the 
A$/tonne roll cost or benefit. 

DEFAULT WASHOUT

Your washout is calculated following the End of Crushing 
Season Adjustment against the current ‘at market’ A$/ tonne 
market value.

UNFILLED PRICE REQUESTS

Cancel all or part of any unfilled price request during or after 
the crushing season. We provide flexibility in how much you 
can cancel, to help you achieve a percentage exposure you’re 
comfortable with.

EARLY WASHOUT

Request an ‘at market’ washout for Call and Target Pricing  
in-season, prior to the end of crush, against the current  
A$/ tonne market value. 

When Cyclone Debbie hit Proserpine in March 2017, a large 
number of growers, especially those with a high level of pricing 
commitments, were understandably very concerned about the 
impact on their crops.

Many growers were aware of our washout options and got in touch 
with me to start the process, while I got on the phone to others I 
knew had suffered damage and would appreciate some assistance.

I worked with each grower to help them understand their position 
and the washout options available. After estimating the tonnage they 
would need to meet their commitments, I talked them through the 

likely net cost or benefit each option would bring.

Given Debbie hit early in the year, many growers were able to cancel 
their unfilled orders prior to the season and avoid possible adverse 
market movements with little cost and stress.

Some growers opted for an early washout and took advantage of 
the current market in comparison to their existing orders to achieve a 
positive result with a washout of their position. 

Others chose to roll their shortfall to a future season, benefit from 
their good pricing and establish positive pricing orders for 2018, while 
relieving their business of uncomfortable commitments for 2017.

WASHING OUT AFTER CYCLONE DEBBIE
Simon Haire, Grower Pricing Officer, Proserpine & Plane Creek
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Wilmar Sugar Australia Trading Pty Ltd

Report as at 31-Aug-17

Status Status*

Jun-17 65% Confirmed Jun-17 90% Confirmed
Jul-17 65% Confirmed Jul-17 90% Confirmed

Aug-17 65% Confirmed Aug-17 90% Confirmed
Sep-17 67.5% Confirmed Sep-17 90% Confirmed
Oct-17 70% Scheduled Oct-17 90% Confirmed
Nov-17 72.5% Scheduled Nov-17 90% Confirmed
Dec-17 75% Scheduled Dec-17 90% Confirmed
Jan-18 80% Scheduled Jan-18 90% Confirmed
Feb-18 85% Scheduled Feb-18 90% Confirmed
Mar-18 90% Scheduled Mar-18 90% Scheduled
Apr-18 92.5% Scheduled Apr-18 92.5% Scheduled
May-18 95% Scheduled May-18 95% Scheduled
Jun-18 97.5% Scheduled Jun-18 97.5% Scheduled
Jul-18 100% Scheduled Jul-18 100% Scheduled

Advance Rates are based on a grower's individual estimated final sugar price.
For more information growers can access Wimar's monthly Pool Reports, Allocation Account Amount
Reports, their applicable Advance Finance Charge via the reporting page of the Pricing and Payments
section of the GrowerWeb. The cashflow forecast tool is also availablein the Pricing & Payments section.  

2017 Season Advances Schedule

* COD IS AN ADVANCE RATE WHICH IS THE 
HIGHER OF EITHER 90%, OR THE ADVANCE RATE 

FOR THE DEFAULT ADVANCES OPTION

Cash On Delivery (COD) 
AdvancesDefault  Advances
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Old Commonwealth Bank now Neato AYR

Inkerman Estate 1925

Hand Cutting Cane

Shell Depot
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Reminder of Date Claimers - Marketing your Sugar
To access QSL and Wilmar’s pricing options, you must nominate your preferred 
Marketer of your GEI Sugar for the 2018 Season by Tuesday, 31st October 2017.

Reminder to KCGO Members
The daily loadings, sugar price and fuel price is emailed to all members each day 

for your benefit to keep in touch of the crushing season and Kalagro fuel savings. 
Kalagro Fuel Prices have been giving great savings to our current customers.

To maintain our special fuel prices, a minimum of 2000 Litres is required to place an order.
Throughout the Crushing season, Puma (Kalagro’s Supplier)  

will be delivering daily on week days – Monday to Friday.
A reminder that to place orders, please ring: Kalamia Cane Growers office – ph 07 47831312.
Kalagro customer’s cannot ring direct to Puma and receive the Kalagro discounted rate.

Smartcane Accreditation Information
Smart Cane Accreditation can be completed at Burdekin Productivity Services 

with local representative,Terry Granshaw – mobile 0437 553 149, email tgranshaw@
bps.net.au. Terry regularly holds fortnightly Smartcane BMP self-assessment 
workshops as an initial introduction as well as one-on-one interaction with a 

grower for the three required modules to achieve Smartcane BMP accreditation.
Smartcane BMP is funded by the QLD Government with no cost to growers 

to undertake the course. Bonsucro accreditation requires further 
modules to be completed in addition to that for Smartcane.

Please Note: As an incentive for Growers to undertake Smartcane 
BMP adoption and Bonsucro accreditation, Wilmar makes available 

a per tonne incentive payment (capped at 25,000 tonne).
Please refer to Collective CSA (Cane Supply Agreement) 

- Page 77 – 78 for additional information. 
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KCGOL News

Ph: 4783 3773
ATV's Motorcycles Wave RunnersI I

www.burdekinmotorcycles.com.au

MOWERS

Delegation with Senator Cory Bernardi, Liberal Party (South Australia)

REPRESENTATIVES 
DEFEND SUGAR CODE 
THREAT IN CANBERRA
Recently, our KCGO Chairman, Robert 
Malaponte, travelled to Canberra with 
a small group of representatives from 
Burdekin District Cane Growers, compris-
ing of leaders from Kalamia, Pioneer and 
Invicta Cane Grower collectives.  Included 
in travelling with the small delegation 
was MP Mr Dale Last.  Here, his constant 
support was welcomed when the group 
went to canvas various political parties 
and Politicians to gather support to vote 
against the disallowance motion made 
by NSW Liberal Democrat, Senator David 
Leyonhjelm in relation to the Sugar Industry 
Code of Conduct.

The Sugar Industry leaders hit 
Parliament House on Monday, 
11th September expecting a 
vote on the disallowance motion 
the following day but it is now 
been deferred by the Senator 
until the 17th October 2017.  

Queensland National Senator Barry 
O’Sullivan said another separate motion 
put to the Senate last week to express sup-
port for the sugar code and giving growers 
certainty, had ‘tested’ how the disallowance 
vote would potentially be resolved next 
month. It succeeded by three votes, gaining 
support of all crossbench Senators, exclud-
ing Senator Leyonhjelm.
Burdekin District Cane Growers will remain 
on red alert lobbying for another month 
until the vote for the disallowance motion 
takes place on the 17th October 2017.

Delegation with Senator Jacqui Lambie, Independent Politician (Tasmania)
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KCGOL News

Lobbying Delegation gaining support from Senator Barry O’Sullivan – Back:  Robert Rossiter (Pioneer Cane Growers), MP Mr Dale Last, Queensland Nationals 
Senator, Barry O’Sullivan.  Front:  Robert Malaponte (Kalamia Cane Growers), Dean Sgroi (Pioneer Cane Growers), Cy Kovacich (Invicta Cane Growers)
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Sweet Media Releases

NEW RESEARCH DIGS DEEPER INTO 
SUGARCANE SOIL HEALTH
September 1, 2017
Scientists have learnt new information on 
a type of underground bacteria that has 
the potential to enhance the productivity of 
Australian sugarcane crops, provided mod-
ern farming techniques are used.
The bacteria – called Pasteuria penetrans 
– is a natural parasite of root-knot nema-
todes, which are microscopic creatures 
that can damage the roots of sugarcane, 
resulting in lost production for growers and 
millers.
In new collaborative work at SRA’s 
Woodford pathology station, soil biolo-
gists have discovered that when there is a 
high concentration of Pasteuria in the root 
zone of sugarcane plants, the bacteria sig-
nificantly reduce the population of root-knot 
nematodes, one of the most damaging 
pests of sugarcane. 
Project leader Dr Graham Stirling said 
that root-knot nematode is widespread in 
Australian cane-growing regions, with the 
nematode a particular challenge because 
current sugarcane varieties are susceptible 
and there are no economically-effective 

control measures.
“Yield losses from plant-parasitic nema-
todes have been estimated to cost the 
Australian sugar industry more than $80 
million per year in lost production,” Dr 
Stirling said.
The researchers said the message from 
their research was in line with SRA’s exist-
ing recommendations for improving soil 
health over the long term. 
This included following practices such as 
adopting a controlled traffic and minimum 
tillage farming system, and maintaining 
good plant health through ensuring crops 
had optimised water and nutrients available 
to them.
Dr Stirling said that when soil is cultivated, 
this disrupted the interaction between 
Pasteuria and its nematode host.
“The only way to continually maintain high 
concentrations of endospores near the 
roots is to adopt a controlled traffic and 
minimum till farming system,” he said. 
“Some growers are already using best 
practice farming systems like this and – 
provided they are maintained for several 

sugarcane crop cycles – we would predict 
that Pasteuria will gradually increase to lev-
els that will suppress root-knot nematode.”
The research was part of the SRA-funded 
project Regenerating a soil food web capa-
ble of improving soil health and reducing 
losses from soil-borne pests and patho-
gens of sugarcane, led by Dr Stirling. The 
experiments involved collaboration with 
SRA Leader for Disease Traits, Dr Shamsul 
Bhuiyan, and Dr Jay Anderson from the 
University of Queensland.
Soil was collected from a field in Bundaberg 
where root-knot nematode was heavily-
infested with Pasteuria and the results of 
a pot experiment with this soil showed that 
the parasite was having a major impact on 
root-knot nematode populations.
SRA is currently investing in a major 
industry-wide project on soil health led by 
SRA Researcher Mr Dave Olsen. SRA is also 
running soil health masterclasses in 2018 for 
growers and millers. Keep an eye on www.
sugarresearch.com.au for more information.

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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Sweet Media Releases

SUGARCANE SURVEY DEMONSTRATES MORE 
GROWERS ADOPTING BEST PRACTICE
18 September 2017
An annual survey of sugarcane practice 
change demonstrates a marked increase in 
the number of growers adopting best man-
agement practice.
The survey was conducted by independent 
consultants Coutts J&R, on behalf of the 
Department of Agriculture and Fisheries 
(DAF).
DAF Coastal Farming Systems Team 
Leader Neil Halpin explained that the sur-
vey was conducted to provide data to help 
the department plan investment into future 
activities.
“Eighty-seven growers and eleven extension 
providers took part in the survey this year, 
across the Mackay/Whitsunday, Burdekin 
and Wet Tropics cane growing regions,” Neil 
explained.
“Overall, there was a 16% increase in the 
number of growers making a change to 
improve their farming operations, or deci-
sion-making (from the previous survey in 
2016). There was also an increase in the 
number of growers planning to make future 
changes to their operations – increasing 

from 9% of growers in 2015, to 27% in 2016 
and now 52% in 2017.”
The top four improvements that were high-
lighted in the survey are: calculating nitro-
gen fertiliser rates, fallow management, 
placement of nitrogen fertiliser, and increas-
ing row width. The most common reason 

given by growers for making these changes 
was to improve farm profitability and to 
save time.
“Growers commented that increased fund-
ing and improved finances would have 
made it easier to make changes, and a 
lack of funds continues to be the main 
factor preventing future changes. A lack 
of time and seasonal/weather issues also 
remained common
barriers,” said Neil.
“The survey shows that one-on-one exten-
sion, on-farm trials/demonstrations, and
workshops/training are the preferred 
ways of receiving information or support 
– although
internet and social media was seen to be of 
increasing value in 2017.
“DAF would like to acknowledge and thank 
the growers who took part in the survey, 
which
was conducted anonymously to protect 
growers’ privacy.”

 

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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You   can   fertilise    
your   crop   with 
ORGANIC   Nitrogen.

M & C CARTAGE
PO BOX 1297, AYR QLD 4807
Email: mpchap@bigpond.com

Matt Chapman 0417 799 219  |  Barry McDonnell 0438 184 667

Did you know?

Increase your production by supplementing your fertilizing with 
ORGANIC Nitrogen and many other beneficial trace elements.
In the furrow or banding (on top of the stool) applications available to your requirements.
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JOKE OF THE MONTH 
Q: How do trees access the internet?  
A: They log in.

Q: How come oysters never donate to charity?  
A: Because they are shellfish.

Q: What do you call a belt with a watch on it?  
A: A waist of time.

DID YOU KNOW…?
»» Did you know it’s possible 

to lead a cow upstairs but 
not down

»» Did you know a ‘jiffy’ is actu-
ally 1/100th of a second

»» Did you know a piece of 
paper cannot be folded 
more than 7 times

»» Did you know Hawaii is the 
only US state that grows 
coffee

INGREDIENTS
»» 125g butter, chopped
»» 250g packet gingernut biscuits, halved
»» 395g can sweetened condensed milk
»» 1/2 cup firmly packed brown sugar

METHOD
Step 1 
Grease a 4.5cm-deep, 20cm (base) square cake 
pan. Line base and sides with baking paper, 
allowing a 2cm overhang on all sides. 
Step 2 
Melt 75g butter in a saucepan over medium-low heat. 
Process biscuits until finely chopped. Add butter. 
Process until combined. Press mixture over base of 
prepared pan. Cover. Refrigerate for 30 minutes. 
Step 3 
Meanwhile, place remaining butter, condensed 
milk and sugar in pan over medium-low heat. Cook, 
stirring, for 10 minutes or until sugar has dissolved. 
Increase heat to medium. Cook, stirring constantly, 
for 10 minutes or until mixture turns golden and 
thickens. Pour over prepared base. Set aside for 10 
minutes. Cover. Refrigerate for 2 hours or until set. 
Step 4 
Cut into squares. Serve. 

GINGER 
CARAMEL 
SLICE

Sweet Time Out

‘A ship is always safe at 
the shore but that is not 

what it’s built for.’
ALBERT EINSTEIN

WORD OF THE MONTH

elysium
noun [ih-lizh-ee-uh m] 

any place or state of  
perfect happiness

Answers to brainbasher on page 20
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FOR SALE 
»» CW45 UD, 3 bin tipper for seed cane.   

VGC – Ph 0417622956

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

»» Nissan UD tip truck.  
Ph 0418987099

»» 6 sets of double disc cuttaway assem-
bly. Ph 0428 821 233

»» Double row stubble shaver, 4 furrow 
blade plough Ph: 0419 733 185

»» 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

»» Fiat 80-66 tractor, 300L Front tank, 
High clearance 32 inch. $16,000 neg. 
Ph 0427 735 305

»» 185 Massey Ferguson Tractor, Good 
Condition, 600L Front Tank. $7,000 
neg. Ph 0427 735 305

»» 2009 - Ford Falcon XR6 FG Auto 
176397 KLM $10,500. 
Ph 0428 711 714

CLASSIFIEDS

Answer: Helium = Hum + Lie; Latest = Let + Sat; Almond = Old + Man; Eldest = Set + Led; Safety = Fat + Yes; Radium = Air + Mud; Desert = Red + Set; Wealth = The + Law; Tricky = Kit + Cry; Funnel = Elf + Nun.

Sweet Time Out

WANTED KNOWN
»» WANTING TO BUY 

12 to 14 foot roller Ph: 0431351073

»» WANTED TO BUY 
Single Row PTO Stubble Shaver 
Ph 4782 4151

FREE FOR MEMBERS TO ADVERTISE



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 (supplied by Puma Energy).

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

PUMA,  SPONSOR OF THE YWAM MEDICAL SHIP


