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Thriving with
data as a firstgeneration farmer
CHALLENGE
Brendan and Claire Booth started farming as first-generation farmers in 2012.
They soon realised that as they didn’t have generations of experience and
knowledge to fall back on, they needed to work as smart and hard as possible.
In order to achieve this, they knew they had to collect and use all important
farm data to their advantage.

Booth Agriculture
Broadacre cropping
LOCATION
Geurie, NSW
CROPS
Chickpeas, wheat,
canola
IRRIGATION PIVOTS
12
EMPLOYEES
4
TYPE

“Because we collect all our
in-field operations in Agworld,
we have good visibility into the
direct costs of our business.”

Brendan Booth
Geurie, NSW

SOLUTION
Through their agronomist, David Strahorn with Delta Agribusiness, Brendan
and Claire found out about Agworld and decided to start utilising the Agworld
platform to capture and store all in-field data. In order to be able to visualise
Agworld data in combination with other critical farm data, they also decided to
engage Pairtree to design a customised dashboard solution for their operation.

R E S U LT
By collecting, storing, utilising and visualising all critical farm data, Brendan,
Claire and all staff members now have 24/7 access to this data. This data
and knowledge sharing system forms the basis on which all work is planned,
provides autonomy for the right employees, provides peace of mind for the
management team and creates a knowledge-sharing culture that fosters a
strong team spirit.
AGWORLD.COM
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Becoming a farmer
Although Brendan and Claire both hail from a farming family originally, they
did not get involved in either operation and decided to shape their own future
instead. At only 22 years of age, Brendan moved to Western Australia, and
started a mechanical contracting business during the height of the mining
boom. Having been able to save their deposit, they decided to exit the mining
industry and move back to New South Wales in 2011. “The reason we moved
back was that Brendan wanted to work as a farmer; in hindsight though, we
were very lucky to leave when we did.,” Claire says.

Claire continues: “By that time we were 28 and, in the 8 years prior, had been
able to save enough money to put down a deposit on our first farm at Geurie
in New South Wales. The first years weren’t easy though and I still worked fulltime as a lawyer and Brendan kept working on a drive-in, drive-out schedule,
next to running our farm. After a few years, we were able to put in two centre
pivots and boost our annual revenue to generate a sustainable income.”
“When you are as focused on growth as we are, metrics become very
important; both for running the business as profitably as possible and to
create confidence with our farming partners, such as banks, to support us.
It was for this reason that we knew we needed a data platform to capture all
our in-field information and translate that back to budgets and other reports.
Our agronomist, David Strahorn with Delta Agribusiness, was already using
Agworld at the time and showed us how it works. The fact that David does
the planning for us on Agworld and creates recommendations on the same
platform that we can easily turn into work orders and actual records, made it
clear that Agworld is the way to go for us.”
POWERED BY AGWORLD
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Working together as a team
Although Brendan and Claire only started farming relatively recently, the fact
that they have expanded rapidly and now manage 12 centre pivots spread
over two separate farms, means that they already have a team of two
employees / contractors. With a team of this size spread across the farms in
different locations, the importance of data visualisation quickly became clear to
Brendan and Claire. “We collect a lot of data ranging from soil moisture probes
and weather stations to pivot behaviour, soil data and in-field data; we quickly
recognised that we needed a better way of sharing this with our team so we
can all benefit from the data.,” says Brendan.
With this reason in mind, Claire contacted Hamish Munro with Pairtree, who
specialises in creating customised dashboards for data sets that are related
in operation, but not connected. Hamish: “We see a lot of farmers that have
a large amount of data available but only very few ways to make use of it, as
there is just too much data to easily gain an overview of. What we then do for
these farmers is create one dashboard that provides an overview of all critical
data at the same time. So anyone can look at that dashboard and immediately
see all information that is important to them, without having to use different
apps, programs or devices.”
Brendan adds to this: “Data forms the basis of how we work as a team.
Everything starts with the recommendations we get through Agworld from
David, which get converted to a ‘to do list’ and, combined with a weekly staff
meeting, creates a central place for jobs to be monitored and completed. The
dashboard that Pairtree has created for us is displayed in each farmhouse,
which means that the whole team has easy access to this information, 24/7.
Especially when you’re irrigating around the clock, it’s critical that information is
available at all times, which prevents people from having to call at various times
during the day and evening. The data also helps provide a level of autonomy
for the right employees and it provides peace of mind for Claire and myself,
that we haven’t ‘forgotten’ to tell anyone something.”

Data-driven decisions
Brendan and Claire have set themselves the goal of achieving higher revenue
within the next couple of years, so keeping track of costs and maximising
revenue remains very important for them. Brendan: “Because we collect all
our in-field operations in Agworld, we have good visibility into the direct costs
of our business. Agworld also allows us to easily share these costs during our
half-yearly staff meetings, where we discuss overall crop profitability, whilst
allowing us to retain information about overheads and general business profit
as management-only information. Being able to share this information from
Agworld with our team helps to keep everyone on the same page, so they
can contribute as much as possible to achieving our goals. At the same time,
sharing information also helps us create a good culture and it means that the
team knows what we know, which is very important for retaining staff who are
obviously curious when it comes to these details.”

“Agworld helps us
work ‘smarter’ and
allows us to structure
the work for our team
while also providing us
with the corresponding
financial data that we
utilise in a number of
different ways.”
Claire Booth
Geurie, NSW

Claire concludes with: “It is still possible to be a first-generation farmer in
AGWORLD.COM
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Australia, but you do need to work smarter and harder, because you don’t have generations of equity to fall back
on. Agworld helps us work ‘smarter’ and allows us to structure the work for our team while also providing us with
the corresponding financial data that we utilise in a number of different ways. Data plays a central role in our farming
business and, by being able to constantly visualise the most important data on our dashboards, we are able to maximise
the benefits we derive from our data.”

Improving profitability
in agriculture
W H AT AGWO R LD O F F E R S YO U
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Collect data at every level in a structured way.
Easily share data with anyone important to your organisation.
Un-paralleled insights into your operation.
Empowers you to make more proﬁtable decisions.

PHONE 1 (724) 249 6753
envelope sales@agworld.com
POWERED BY AGWORLD

