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The FARM CONSULTANCY Group 

Welcome to our 64th edition of the newsletter. Included in this months newsletter are arti-
cles on tax changes, beef margins, calf scours, business improvements and making better 
use of muck. 
 
Your feedback and comments are most welcome. If clarification is required, please contact 
the article contributor or for more articles and news visit www.fcgagric.com.  
Phil Cooper, The Farm Consultancy Group. Tel 07798 673665. 

 

From 1 April 2016, higher rates of SDLT will be due on all purchases of additional residential properties 
over the value of £40,000. This includes second homes and buy-to-let properties. This is certainly some-
thing to bear in mind when making off farm investments in property. If you are in the process of purchas-
ing additional property, it is definitely worth ensuring that the purchase is complete by the end of the cur-
rent financial year. The higher rate will be 3% above the current SDLT rates, as shown below. 

 
 
 
 
 
 
 
 
 
 
Contact Sophie Cligg on 01935 850093 for more information. 

Price Bracket Standard SDLT Rate Buy to let/second home rate 
(April 2016) 

£0 - £125,000 0% 3% 

£125,001 - £250,000 2% 5% 

£250,001 - £925,000 5% 8% 

£925,001 - £1.5m 10% 13% 

Over £1.5m 12% 15% 

In challenging times all businesses need to improve. The natural route is often to make a 
major change in order to potentially reap a large return. 

More often it is the British cycling team approach that is actu-
ally easier to achieve and reaps larger rewards – that is small 
incremental gains from many different aspects. 
It is easier to achieve 2% improvement on 10 aspects of man-

agement than 20% on just one aspect. Farming, with it’s myri-

ad of factors affecting any one output (be it livestock or crop 

based), is a prime example to make use of this Improvement 

technique. 

For help on improving your business, contact John Howe on 07980 294816. 
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The FARM CONSULTANCY Group 

When I say your muck I mean the muck from your stock! With income under pressure now is a good time 
to take full account of the FYM and/or slurry applied to your crop, whether it be grass, maize or arable 
crops. Applications of muck and slurry can reduce the amount of inorganic fertilisers required, saving you 
money. For instance 2300 gallons of slurry applied per acre will provide 12 kgs of available N per acre. 
The two tables below taken from the latest version of RB209 summarise the levels of nitrogen in various 
types of FYM and slurry: 
 
 

The availability of nitrogen will vary, depending on how the product is applied and when it is applied.  It is 
important to take all factors into consideration, before deciding how much inorganic fertiliser to apply so 
that you do not exceed crop requirements or NVZ limits. 
 
For help in planning the use of your slurry or FYM to reduce your fertiliser costs, contact Phil 
Cooper (FACTS) on 07798 673665. 

The AHDB analysis of different beef systems shows considerably negative net 
margins for average producers and £20-£50/hd positive net margins for the top 
third of producers. In an industry that is receiving 10-15% higher beef sale prices 
at farm level than imported Irish beef, this situation is not sustainable. From the 
AHDB commentary on the results, total cost control is key; not just variable costs. 
The results don’t include BPS or other subsidies but also don’t include rent, fi-
nance and own labour costs. 
 
The outlook for beef prices is under pressure in the next 12 months as more beef from Ireland and South 
America (tariff reductions and more favourable exchange rate) will be on offer to compete in a marginal 
industry. The main way forward is to reduce costs by benchmarking and being part of a profit focused beef 
discussion group.  
 
Contact Gerard on 07976 426420 on how to join a local discussion group.  
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What are the main physical and financial drivers for your business goals and aspirations? Is it yield per 
cow, stocking rate, feed cost per litre, tonnes liveweight sold/ha, days away from the business per yearD? 
 
The list is endless, but it shouldn’t be for you. Once you know what you are trying to achieve and why, you 
can measure the KPI/s which drive those objectives. 
 
E.g. If your focus is profit, then cost control KPI’s will be top of your list. If its quality of life and time away 
from business, then it will be hours worked or holidays taken per year or profit KPIs which pay a replace-
ment for your time that need to be recorded. Once you measure these KPI’s, you can benchmark them, 
highlighting your strengths and weaknesses. This will enable you to change and improve to help your ac-
tions to achieve our objectives. 
Einstein’s definition of insanity is ‘continuing to do the same thing and expecting a different outcome!’ 
To help you set your business objectives and the KPIs that drive those objectives, contact Gerard 
07976 426420. 

 
 

 
We are in the process of publishing the David Bardgett Ltd Grass Seed Brochure for 2016 and will send it 
to you soon. Reseeding is one of the few investments that the serious grassland farmer should still be 
making in the current economic climate. 
We at DBL are doing out bit by passing on to you the farmer lower prices for our extensive grass seed 
range for 2016. If you have a specific mix requirement contact us and we will quote and source for you. 
For more information, contact John Howe on 07717 442888. 

 

Return on investment expected from different grassland practices: 

 

 

 

 

 

 

 

 

 

 

 

  Lifetime 
(years) 

Cost 
(£/ha/yr) 

Return on 
Investment 
Yr. (tDM) 

Comments 

Raise P or K 
Index by 1 

5 42 +1 More spring grass 
Better silage quality 

Lime@5t/ha 5 30 +0.75 More clover 
More earthworms 
Better utilisation of fertiliser 

Increase Nitro-
gen by 
60kg/ha 

1 68 +2 Higher protein 
More competitive sward 

Slit aerate 1 35 +0 - 1 Drier ground 

Sward lift 2 35 +0 - 1 More grazing days 

Spray thistles/
docks 

3 35 +1 Higher grass yield 
Better feed quality 

Drain 20 250 +3 More grazing days 
Improved production 
Reduced risk of fluke 

With grass having a value of approx. £197/tDM from a production cost of £97/tDM (all 2015 pricing) small 

investments in your grassland can produce significant returns. 
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Disclaimer: Whilst every care is taken to provide accurate information, no liability can be accepted for any omission or inaccuracy of fact or 

opinion. These comments are for general guidance only. For specific recommendations consult the signposted consultant. 

 
FCG Sherborne Office:  

 

Tel/Fax: 01935 850093 
Email:  

midwest@fcgagric.com 
 

4 Trent Court 
Trent, Sherborne 
Dorset, DT9 4SL 

 

The FARM CONSULTANCY Group 

Calf scours can be a big problem in young calves and can impact on growth rates and speed of weaning if 
not treated correctly.  At the recent Positive Farmers conference in Ireland Riona Sayers of Teagasc pre-
sented a paper on how they effectively manage diseases in calves and young stock. 
The key points she highlighted for preventing calf scours are: 
• Ensure each calf receives 3% of their body weight in colostrum in the first 2 hours of birth, e.g. 35kg 

calf gets 3 litres.  It should be noted that the transition milk from cows, i.e. milking number two on-
wards does not contain adequate antibodies to develop the calf’s immune system. 

• Ensure calf is fed the optimal amount of milk once taken off transition milk, which is 15% of the calf’s 
body weight, e.g. 40kg calf should receive 6 litres of milk per day. 

• Ensure excellent hygiene with all feeding equipment to reduce the risk of infection. 
• Calves spend 80% of their time lying down, so it is essential that they have a dry bedded area to lie 

on. 
Riona has developed a calf scoring fact sheet that helps the calf rearer score their calves to enable identi-
fication of illness quickly so that it can be treated effectively. 
 
If you would like a copy of the score card or to discuss calf rearing further please contact Phil 
Cooper on 07798 673665. 
 

 
It can still be possible to make a profit despite the lower milk prices we are currently experiencing. I am not 
talking about just those who are lucky enough to have an aligned milk contract. Anyone can be profitable if 
they have the right focus and are prepared to change. 
The key to profitability is not to focus on producing more milk, but to focus on 
lowering costs. In influencing overall farm profitability, cost of production is: 
 
• Four times more important than milk yield per cow. 
• Twice as important as production per hectare. 
• Fourteen times more important than feeding extra concentrate. 
 
Profitable farmers are focussed solely on running their system at the lowest possible cost, but also pre-
serving output. They understand that milk is a commodity and that the price will fluctuate. So they aim to 
set their business up to survive at the bottom of the price curve so that they can make strong profits when 
the price bounces up. They benchmark their figures to identify areas that can be improved on. They budg-
et from a zero base querying every cost to try and eliminate it if it were possible or minimise it if it is neces-
sary. They are members of both a discussion group and a buying group to allow new ideas to be adopted 
and the best value for money input prices achieved. 

 
As the start of a new financial year comes along it is a good time to sit down 
and do a budget for the next 12 to 24 months. You may not know the exact 
price you will receive for your milk, beef, corn etc, but if you budget and find 
there is a short fall you can react now, rather than waiting until it happens. 
 
Contact Phil Cooper today on 07798 673665 for help putting a budget to-
gether for the coming year so that you can become one of the more prof-
itable businesses. 


