Advice you wish clients

would take on board.
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Farm Planning



Dealing with change — using both the head
and the heart

Associate Professor Andrew Vizard BV ScofH
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The head - this is the logical,
rational processing of
information, the calculations
and some realities we can face
such as a financial position,
age or health.

The gut — its intuition, shaped
through experiences and
knowledge. It allows us to make
quicker decisions because it
bypassesrational processes by
linking past experiencesand
knowledge (both good and bad)
with the present.

Intuitive decisions are usually
right if they ‘feel’ right.

Source: Cam Nicholson, Nicon Rural Services

The heart — which
captures the emotional
aspects of a decision.
They are value based and
includes a farmer’s goals,
beliefs and preferences.
Put simply theyare a
guidance system for
decision making.

They tend to be acquired
early in life, and are like
attitudes, butare more
ingrained and permanent
and differamong
individuals (even from
husband and wife}), and
govern our perceptions
and our behaviour.
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Family as well as business!

“If you are a family business, you
need to spend as much time on
family discussions and family
iIssues as you do on business
ones”.

Secret to keeping it in the family

DANON KEITNEY ALUSTRALIAN MAY 27,2014 120040
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Evidence Based



Planfarm Bankwest Benchmarks

of WA

«  Show that good management can
generate very good returns

 Clients understand their business better
and identify improvements

« Lift the profile of agriculture
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6 Year Average Return on
Capital
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Land Values + 6 Year Returns

6 YEAR ROC LAND VALUE TOTAL FARM
CHANGE RETURN

Top 25% 8.3% 2% 10.3%
Average 4.3% 2% 6.3%

Bottom 25% 0.7% 2% 2.7%
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Farm Debt and Equity
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Farm Equity Distribution
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Debt to Income
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Key messages

Manage their land, labour and capital
effectively

Plan and implement well - small things
collectively make a big difference

Are well capitalised

Have the best water use efficiency
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In Closing
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* Advice Is just that —
advice!
« With advice invariably

comes personal biases.
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Summary?

e Make time to work on the business.

« Communication (especially within the family).
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