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LiveCorp is the service provider and research body for 
the Australian livestock export industry. It works closely 
with exporters and other stakeholders to continuously 
improve performance in animal health and welfare, 
supply chain efficiency and market access. Activities are 
funded through statutory levies on the export of beef and 
dairy cattle, sheep and goats, with matching Australian 
Government funding for eligible research spending.

Australians are increasingly recognising the 
positive impact of live exports to people in 
destination countries, providing employment 
and boosting nutrition where it’s needed most. 

Prime Minister Anthony Albanese, for instance, 
has stated his support for the live cattle trade 
many times. This was reiterated in a letter to the 
industry following a visit to our largest market, 
Indonesia, in early 2025, which included a comment 
on 'the important role the cattle industry has in 
our economies and to our food security'.

Indonesia also values the nutrition provided by 
Australian cattle. Its government has introduced a 
program to tackle childhood stunting by providing 
free meals to school students and pregnant mothers, 
and is looking to ramp up imports to support the 
increased demand for meat and milk products.

This edition of Ruminations is brimming with real-life 
stories that celebrate the ingenuity and dedication 
of people building livestock businesses and 
feeding their communities from Indonesia to the 
Middle East. You’ll meet passionate professionals 
safeguarding animal welfare on ships and in 
feedlots, advocates busting myths on social media 
by sharing their genuine experiences, and more.

The magazine is about showcasing the heart 
and hustle behind the industry to people inside 
and outside of agriculture. Whether you’ve been 
involved or you’re just curious, we’re confident 
you’ll discover something new and exciting. 

Dive in – and please share these stories, 
or your own, with friends and family.

Troy Setter
Chair 
LiveCorp

Welcome 
from LiveCorp

LiveCorp Chair, Troy Setter

Phone:	 +61 2 9929 6755
Email:	 livecorp@livecorp.com.au
www.livecorp.com.au
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Live export Q&A 

What animals do we export?
Brahman cattle from northern Australia 

make up the majority of our live exports. 
They’re hardy and well adapted to trop-
ical climates and provide the lean meat 
preferred by South East Asian consumers. 
Indonesia is the primary market. 

Cattle from southern Australia include 
breeds such as Angus which are used for 
improving the genetics of local herds as well 
as for meat, and dairy cattle. China is tradi-
tionally the biggest market for dairy cattle.

Almost all exported sheep are Merinos 
from Western Australia, sent to the Middle 
East for meat.

Australia also exports goats for both 
breeding and meat production, primarily 
to Malaysia.

How do live exports affect the price of 
animals – and meat – in Australia?

Live exports provide farmers with another 
potential market for their animals, creating 
competition and keeping prices higher than 
they may be otherwise. This is especially 
important during periods when a lot of an-
imals are being sold; for instance, heading 
into a drought.

However, a lot of the animals sent over-
seas would not go into the domestic market 
– and Australia produces so much meat that 
it exports around 70% of it anyway. 

The cattle born and bred in northern 
Australia are ideally suited to its tropical 
environment and meals prepared in South 
East Asia, while Australians tend to favour 
steaks and similar cuts. When it comes to 
sheepmeat, Australians prefer lamb over 
mutton (the meat from older sheep). It’s the 
reverse in our major live export markets, so 
the Merino sheep used to produced wool for 
several years before being sold are in high 
demand. Very few Australians eat goat meat 
on a regular basis, so there’s little domestic 
competition for the goats and goat meat we 
export to the world. 

What’s the relationship between 
northern Australia and live cattle 
exports?

The cattle industry provides thousands 
of jobs and is an important social, economic 
and environmental contributor to northern 
Australia. Brahman cattle are descended 
from breeds originating in India, so they’re 
perfectly suited to the hot, tropical con-
ditions. 

There’s plenty of space to breed cattle 
in northern Australia, but the quality of the 
feed available for them can pose challenges 
for meeting the specifications required by 
domestic abattoirs. The wet season also 
makes it difficult to move cattle for many 
months a year, so there are not many abat-
toirs operating in northern Australia.

Live exports provide the perfect outlet, 
providing quality protein to countries in 
nearby South East Asia. Indonesia, for in-
stance, has been a close partner for more 
than 30 years and is now our major cattle 
market.

Why don’t those countries just 
breed their own animals?

Many of the countries importing live an-
imals don’t have the land area or environ-
ment to breed enough animals to meet the 
nutritional needs of their people.

Indonesia, for instance, has a popula-
tion of more than 280 million people on 
an area slightly larger than Queensland, 
spread over thousands of islands. However, 
it does have a lot of agricultural industries 
which produce plant material perfect for 
feeding cattle. Imported Australian-bred 
cattle generally spend around 120 days in 
feedlots, providing employment for a range 
of workers in the community.

Many Middle Eastern countries have 
limited rainfall and high temperatures, so 
can’t sustain large paddocks of grass, and 
importing livestock feed is expensive. It is 

easier to import animals which are ready 
for processing.

Australia also exports to countries which 
do breed their own animals or are trying 
to increase their self-sufficiency. In these 
cases, it’s to improve the genetics of their 
local herds and flocks.

Why don’t we just send boxed meat?
Many of Australia’s live export markets 

also import chilled and frozen meat. How-
ever, these products often cater to different 
market segments.

One of the main reasons for importing 
live animals is that consumers still primarily 
shop in traditional ‘wet markets’ and fresh 
meat for them is still warm from being pro-
cessed locally overnight, rather than being 
sold chilled or defrosted. Some countries 
also face issues with moving meat long dis-
tances as they don’t have access to reliable 
electricity or refrigerated trucks, especially 
around rural and remote areas. 

There’s also cultural demand for live 
animals in countries where it’s tradition 
to personally select an animal for special 
occasions such as weddings, or as part of 
religious celebrations where a third is do-
nated to the poor, a third is given to family, 
and a third enjoyed at home. In the Middle 
East, for instance, some abattoirs have been 
set up with viewing platforms so people 
can follow the whole process, providing 
confidence in the methods used.

What sort of ships carry livestock?
Some live export ships are purpose-built 

for transporting livestock, while some have 
been converted from carrying general car-
go. Regardless of their origin, every ship 
used to export animals from Australia must 
meet strict requirements set by the Aus-
tralian Maritime Safety Authority to ensure 
they’re safe for animals and the workers on 
board. For instance, ships must be equipped 

Even people working in agriculture have questions 
about livestock exports. We’ve pulled together 
some of the most common ones, to provide 
insights on how the industry works
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Australian 
livestock exports  
2024-25 
Source: Australian Bureau of Statistics

GOATS 
17,804 head = $4 million 

SHEEP 
443,546 head = $56 million

CATTLE 
794,173 head = $940 million

with appropriate veterinary facilities, ven-
tilation systems, lighting, drainage, feed 
and water storage. They also require 
backup systems for essential services 
such as ventilation, in case of issues such 
as a mechanical breakdown.

What’s it like for the animals 
on the ships? 

There’s enough room in each pen for 
the animals to move around, get to the 
feed and water troughs, and lie down 
when they want. Fresh water is always 
available, with most ships having a desali-
nation plant on board, and the amount of 
food provided to cattle and sheep each 
day is set out in the regulations. Troughs 
are cleaned every day by the crew mem-
bers responsible for looking after the 
animals. Each ship has a ventilation sys-
tem with powerful fans that keep the air 
circulating continuously in and out of the 
ship’s livestock decks, including when 
it’s docked. 

Who looks after the livestock 
on the ships?

As well as crew members employed to 
work with the livestock, the regulations 
require every ship to have at least one 
accredited stockperson (or stockie) on 

board. Their primary responsibility is the 
health and welfare of the animals, and 
they meet daily with the ship’s captain to 
discuss the progress of the voyage. On 
some voyages, there is also an Australian 
Government accredited veterinarian.

To become an accredited stockperson, 
individuals need to have existing animal 
handling skills and knowledge of animal 
welfare, and complete a training course 
to help translate that experience into 
the shipboard environment. They must 
also complete two voyages under the 
supervision of an experienced shipboard 
stockperson before being fully accredited.

Are animals transported by plane? 
Yes, air freight is a small but import-

ant component of Australia’s live export 
industry, usually responsible for around 
3% of annual volumes. All goats exported 
live from Australia go by air, as well as 
some sheep and cattle. It provides an 
opportunity for exports of small num-
bers and access to landlocked countries. 
Sometimes cargo planes are fully load-
ed with livestock, and other times they 
(and pets and other animals) are carried 
among other cargo. It’s highly efficient, 
very safe, and most animals arrive at their 
destination within 24 hours of leaving a 
farm in Australia.� ■
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Integrity, commitment 
& Australian beef
‘Do it right’ is far more than just a slogan for brothers Raymond 
and Richard Hernandez; it’s a deep‑seated value that underpins 
everything they do in their personal and professional lives.

AI generated photo
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AS OWNERS OF the fully integrated 
Philippine-based beef business RSRH 
Livestock Corporation, the brothers put 
integrity and dedication first, when caring 
for their livestock, family, employees, 
customers and local community.

“At RSRH we are visionaries, builders and 
above all, stewards. In every cattle we handle 
and in every slab of beef we deliver, there is 
a promise of excellence, safety, and respect 
for both animal and man. We challenge and 
improve convention and innovate with one 
goal in mind: to do it right,” Raymond said in 
a recent social media post.

Their core values have remained firmly 
intact throughout the extraordinary growth 
of the business over the past 55 years from 
their father’s humble beginnings as owner/
operator of a small roadside butcher shop.

“My parents were very intelligent, but they 
grew up in poor families and didn’t have the 
opportunity to finish school. My father learnt 
to be a butcher from his godfather, and mum 
sold offal in the public market. That’s where 
it all began,” Raymond said.

“Because they didn’t have a lot of money, 
they started by buying one cow and selling 
the meat in the wet market. When they made 
enough profit, they bought two cows, then 
three and that’s how their numbers grew.

“Our parents taught us that you need 
to build strong trust. For example, if you 
borrow money to buy cattle, you need 
to pay it back. You need to have a good 
name. Having very little formal schooling, 
our parents couldn’t teach us a lot about 
academics or IQ but they taught us to have a 
deep EQ.”

As the family’s reputation for business 
nous and honesty grew in the local area, they 
were approached to market cattle on behalf 
of others.

This opened a crucial pipeline of supply 
and was a turning point in the growth and 
evolution of the business from a ‘contract 
slaughter’ business to what it is today – a 

vertically integrated beef company doing 
everything from livestock trading to running 
steakhouses. In between, RSRH supplies 
fresh, fresh-chilled and frozen beef carcases 
and primal cuts to public markets, retailers, 
restaurants, supermarkets, and large food 
companies in metro Manila.

Like their father, Raymond and Richard 
take pride in serving Filipino families with 
the finest quality meat, and a seemingly 
insatiable appetite for their product means 
the business requires a consistent volume of 
high-quality beef.

This has seen the family turn to Australia 
to source cattle, which spend 90-120 days in 
the company’s feedlot prior to processing and 
make up around 85 per cent of its product 
offering. The remainder comes from local 
cattle, which helps provide economic benefits 
to the local community.

“It took years, but people are starting to 
learn about Australian meat,” Richard said.

“We’ve gone from doing about 40 head per 
day to 70-80 head, so it’s going well.”

Part of this progress is due to the company’s 
significant gains in overall eating quality – an 
improvement of approximately 30 per cent – 
thanks to the advice and training of Australian 
meat industry consultant Greg Butler.

His work has been co-funded by the 
Australian livestock export industry, 
which partners with importers to improve 
productivity and efficiency.

Previously, carcases were Achilles-hung, 
chilled, boned and then frozen. This was in 
keeping with much of the Asian market’s 
reliance on frozen product due to ease of 
handling, but meant the meat was being frozen 
at its toughest point.

Among other things, Greg introduced pH 
monitoring to pinpoint where improvements 
could be found, leading to carcases being 
tender-stretched, processed the following day 
and vacuum packed for aging. Other initiatives 
have given the company more agility to 
respond to market shifts.

Raymond and Richard credit Australia’s 
Exporter Supply Chain Assurance System 
(ESCAS) for broadening their understanding 
and implementation of low-stress stock 
handling techniques to achieve excellence in 
eating quality. 

They’re now seeing the results first-hand 
following a recent foray into beef retailing and 
restaurants.

“When the COVID pandemic hit, we didn’t 
know what to do at first,” Raymond said.

“It created food security concerns in 
the local community which we wanted to 
help address. We had cattle at the farm and 
inventory at the meat plant so we talked as a 
family and decided we could offer our meat 
at cost.

“When we opened our meat plant, with the 
one metre social distancing rules, hundreds 
of people turned up as we were the only ones 
selling beef. I was the president and CEO but 
then I became the cashier, Richard was the 
butcher, and our nieces did crowd control!

“Once the pandemic was over, people 
wanted our beef shop to continue because it 
meant they could buy a range of meat cuts such 
as for tapa (stir fry) and trimmings.”

The restaurant concept emerged as a 
means of diversifying business revenue 
while the Filipino economy recovered from 
the pandemic.

“The local food service industry had been 
favouring boxed beef which was generally 
lower quality compared to our Australian beef 
and, for us, business was slow,” Raymond said.

“So we decided to open an affordable 
steakhouse and it boomed.” 

They now have five steakhouses under 
direct ownership or a franchise model, and the 
flagship outlet is among the most successful of 
its kind in the country.

“We were surprised at how well it went. 
People love the steaks, and we love promoting 
Australian beef.”� ■

Australian consultant Greg Butler helped to make significant improvements to processes and eating quality. Mr Hernandez senior (middle) started out with a small roadside butcher shop.
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From the bush  
to Bandung 

A once-in-a-lifetime experience working in the vast Australian bush confirmed Wahyu Bolang’s 
passion for cattle and helped him build a successful business operating a feedlot in Indonesia.

BORN IN CIANJUR, West Java, 
to a family with no involvement in 
agriculture, Bolang’s path into the cattle 
industry began at university. He spent 
a year studying accounting before 
transferring to the Faculty of Animal 
Science at Padjajaran University, driven 
by an ambition to become a successful 
businessman.

In 2012, Bolang became part of the first 
cohort of Indonesian students to be offered 
three-month internships on cattle stations 
in Australia through a program run by the 
Northern Territory Cattlemen’s Association.

He quickly developed an affinity for the 
vast, rugged landscapes and the people he 
lived and worked alongside, creating lifelong 
connections with the Australian cattle 
industry and its people.

“We were fencing, riding horses, 
mustering cattle, checking water troughs and 
bores, and doing everything the other staff 
were doing.

“I made many new friends, improved my 
English and learnt about work ethic. 

“Experiences like being out in the stock 
camp, sleeping under the stars in a swag 
and making do with the bare necessities are 
unforgettable.

“Another memory that stays with me is 
from when I had just started on the station. 
The staff internet quota which should have 
lasted a month was used up in just two 
weeks because I was using it to Skype family 
and friends back home. The others were 
definitely not happy!”

Bolang says the Australian cattle 
industry continues to hold a special place 
in his life, not only through his feedlot and 

importing businesses but also the personal 
relationships he’s built along the way.

“They are more than just business 
partners; they’re mentors and family.” 

Years later, Bolang still jumps at the 
opportunity to return to Australia to select 
cattle for his feedlot and finishing operation.

“While I was still at university, I made 
connections with an exporter while doing 
some animal welfare training run by an 
Australian livestock export industry body, 
and ended up working for both of them.”

Bolang spent time in both Malaysia 
and Indonesia for the exporter, alongside 
auditors making sure the local supply 
chains were maintaining the animal 
welfare standards expected by Australian 

regulations. From there, he took on a role as 
an animal welfare assistant with the industry 
body Meat & Livestock Australia, liaising 
with both exporters and importers.

Partnering with some of the companies 
in the networks he’d built through these 
experiences, Bolang then started his own 
business. After trading cattle from feedlots 
to abattoirs, in early 2025 he set up his own 
beef cattle farming and fattening operation.

Bolang and his business partner own 
PT Nusa Farms Indonesia (NFI), which 
took ownership of an existing 20-hectare, 
2,000‑head feedlot operation in West Java. 
They have plans to triple its capacity.

“Australia is an important supplier for 
the NFI feedlot, with a continuous supply 
of healthy and high-quality cattle.

“As a neighbouring country to Indonesia, 
Australia provides the certainty of a 
sustainable livestock supply, robust 
animal health status, reasonable prices, 
and performance that our company is 
looking for.”

NFI has quickly become an important 
supplier to Indonesia’s ever-growing beef 
market, supplying cattle to slaughterhouses 
across the Greater Jakarta area as well as 
several major cities in West Java.

Bolang also supports community 
initiatives.

“Each week, we supply around one ton 
of beef products to the ten community 
kitchens around West Java for inclusion 
in school lunchboxes under the Indonesian 
Government’s free nutritious meals program.

“It’s a way of giving back, staying 
connected to the community and creating 
new opportunities for others.”� ■ 

As a neighbouring country to Indonesia, Australia provides the certainty 
of a sustainable livestock supply, robust animal health status, reasonable 
prices, and performance that our company is looking for.
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Charting a course to success

Chief officer (CO) Lloyd Encenzo knows all too well that successful 
voyages begin long before his live export ship sets sail.

TASKED WITH OVERSEEING the safe 
transport of tens of thousands of cattle 
around the world each year, Lloyd prides 
himself on careful planning and precise 
execution, knowing that the welfare of his 
passengers and crew depend on it. 

Working on a live export ship wasn’t 
a role he ever envisaged for himself.

“I knew nothing about livestock carriers 
until I was offered a cadetship on one. 
It’s certainly a demanding job, but I love 
animals – I’m always around them, with 
cattle on the ships and chickens at home.”

At the time, back in 2005, Lloyd was 
studying at a maritime school in the 
Philippines. He’s still with the same 
company, having worked his way through the 
ranks from cadet to senior crew positions. 

The CO’s role is diverse and extensive. 
They’re responsible for preparing the ship 
for loading, discharge, and biosecurity 
inspections as well as oversight of the 
livestock crew and all livestock services such 
as feeding, watering, cleaning, waste disposal, 
ventilation and generator equipment. 

“Working on a ship is very challenging. 
You need to work with a range of 
nationalities when coordinating the 
vet, accredited stockperson and crew, 
oversee the welfare of the animals, 
make sure all the equipment functions 
properly, and conduct daily inspections.

“It’s also very rewarding to have a loaded 
vessel, happy cattle and a good crew.”

It’s a role Lloyd relishes, despite 
the unconventional work hours and 
environment. These days, contracts are 

usually six months with a three-month 
vacation – although in less senior roles, he 
was often on a ship for up to nine months.

Between contracts, Lloyd returns to 
Palompon, Leyte in the Philippines where 
his wife lives – a work/life routine that 
they’ve become very accustomed to over 
the years.

Planning a voyage begins well in advance 
of setting sail, when the exporter who’s 
chartered the ship confirms the details 
of livestock to be carried. The CO creates 
a load plan which allocates cattle to 
individual pens to meet regulations about 
the amount of room each animal requires, 
while also accounting for ship stability. 
Plans are then coordinated with the 
exporter, accredited stockperson and crew. 

“It can be very tricky, especially if there 
are multiple discharge ports. Our foremost 
priority remains the safety and well-being 
of the cattle. Once we’ve made all the 
plans, we have to execute them properly.”

The plans ensure that feed rations 
have been loaded, animals have access to 
sufficient food and water during the loading 
process as well as throughout the voyage, 
and the veterinary kit is fully stocked in case 
any treatments have to be administered.

“When we know how many cattle are 
being loaded, I have to calculate how much 
feed we need each day, including having 
extra supplies on hand in case of any delays.

“During the voyage, feeding is always 
coordinated with the accredited stockperson. 
We hold daily meetings to discuss the 
livestock and what needs to be done.

“The cattle’s behaviour is closely 
monitored and feed quantities adjusted 
if needed. Often, we find they eat more 
once the voyage has departed and they 
become used to the conditions.”

On longer voyages, washing down the 
livestock decks becomes a key part of 
sanitation and animal welfare management. 

“The condition of the livestock 
pens is checked daily because decks 
being too wet is no good for animals, 
and we add bedding if required. 

“If a wash down is required, there’s 
a lot of planning done well in advance 
so we minimise disruption to the 
cattle. This includes coordinating 
with the accredited stockperson and 
crew, and it's usually done early in the 
morning so we don’t impact feeding.

“The trim of the ship has to be adjusted 
to make washing easier for the crew, and 
there are environmental regulations to 
consider, with ships needing to be situated 
at least 12 nautical miles from land.”

On the way back into Australia, Lloyd’s 
insistence on livestock deck hygiene and 
maintenance ensures his ships always meet 
biosecurity and quarantine requirements.

“I’m very strict with the cleanliness 
of the livestock areas and don’t ever seal 
them without inspecting them myself. 

“There’s a very strict process. After 
washing, the hold is disinfected, then 
it’s swept to ensure there are no residues 
from the livestock or feed remaining 
on board. Then there are further 
disinfection and pest treatments. 

“Nothing beats Australian standards. 
At some ports, inspectors will come on 
board with a big mirror to check all areas of 
the ship. That’s why we follow Australian 
standards even if we are in other countries. 
It upholds our professional reputation.”

Lloyd is quick to credit his crew and 
the critical role they play in caring for 
and reporting on the animals’ health 
and welfare round the clock.

“We have to be a team on board if we 
are going to have a successful voyage. 
We rely on each other to stay ahead of 
problems and keep the cattle happy.”

Fortunately for his team and the 
industry, it’s a job that Lloyd has no 
plans to give away anytime soon.

“I want to keep working in this job 
until I retire. I love working on board 
livestock ships.”� ■

Lloyd Encenzo (right) with one of the shipboard stockpersons he works with on livestock export ships.
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DRIVING CHANGE

If ever there was someone who personified the famous 
quote ‘be the change you wish to see in the world’, 
it’s Northern Territory truckie Brendon Buitenhuis.

BETTER KNOWN AS Bouta, he’s had an 
almost meteoric rise from local identity 
to household name over the past six years, 
at least among the northern pastoral 
industry and his 20,000-plus followers on X 
(Twitter), Instagram and TikTok.

The term social media influencer sits 
uncomfortably with Bouta but there’s no 
denying his impact on the attitudes and 
opinions of everyday Australians about the life 
and work of those in the northern Australian 
cattle industry.

He takes topics that are largely unfamiliar 
to urban dwellers such as mustering, trucking, 
fishing and hunting and turns them into 
entertaining insights into life on a 500,000 
hectare cattle station 230kms south of 
Darwin.
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As someone who grew up in Albany and has 
spent his life working as a station hand, truck 
driver and machinery operator, Bouta has 
a wealth of experience, a broad perspective 
and plenty of stories to tell.

From snakes in the house to crocs in 
cattle paddocks, catching and cooking barra, 
trapping cherabin, carting cotton, mustering 
and trucking cattle, Bouta gives an open and 
honest account of his days on the station 
and behind the wheel of the company’s 
road trains.

Being out on the road not only provides 
plenty of scope for content, it gives him the 
mental space to reflect on the industry, its image 
and the best way to advocate its many positives.

His `tell it and show it how it is’ posts on 
X typically attract more than five thousand 
views and hundreds of comments which, 
these days, are largely positive.

That’s a significant change from Bouta’s 
early years on Twitter when he attracted a 
degree of derogatory sentiment, particularly 
on his posts about live export.

“When I started posting about live export, 
it attracted quite a lot of negative comments, 
but the hate has lessened significantly – so 
maybe people are starting to understand what 
we do and just how good our industry really is.

“The hate comments are down about 80 
per cent on what they were when I first began 
posting about the industry.

“Now, if I get a negative comment, it’s 
usually from a false profile with only a couple 
of followers. And the others, well I’m not 
afraid to call them out.”

The initial impetus to join Twitter in 2019 
came from several senior industry figures, 
including his boss, who knew the depth 
of Bouta’s experience and recognised his 
potential as a positive industry advocate.

It was a significant step given he hadn’t 
used social media at all up to that point. 
Now he posts every day or two.

“What encouraged me to start posting 
videos was a frustration that people didn’t 
understand what we do and how much we care 
for our animals.

“They don’t realise how strict our industry 
standards are and how hard we work to go 
above and beyond those standards when it 
comes to cattle husbandry and handling.”

The station runs approximately 10,000 
predominantly Brahman breeders as well 
as 20,000 – 30,000 head of trade cattle 
per year and traditionally sells into the live 

export market. The company also grows 
cotton, hay, silage and sorghum, is involved 
in carbon farming projects and offers tourist 
accommodation.

According to Bouta, involvement across 
the breadth of the supply chain gives 
station workers across the Top End a deep 
appreciation for the value of best practice 
in animal handling and husbandry.

“We see the cattle at every stage, from the 
day they’re born to the day they’re sold and 
take pride in providing the best possible care 
at every stage of the process.

“Cattle are our lives and our livelihoods, 
and I don’t know anyone who would want 
to jeopardise that.

“Animal welfare is front of our minds all 
day, every day.”

This uncompromising focus on animal 
welfare doesn’t stop in the paddock or yards; 
it underpins every one of Bouta’s loads.

“We do our utmost to make every ride 
as comfortable as possible. We always load 
animals of similar size and weight and never 
load too tight – they need room to move.

“Once I’m on the road, I never drive 
much more than 90km/hour so the ride is 
comfortable, consistent and they don’t feel 
the need to fight the trailer.

“The biggest thing is to read the body 
language of your cattle – that will dictate 
how they’re likely to load, how they’ll travel 
and how often you’ll have to stop along 
the way. If everything’s right, they’ll be a 
dream to cart.”

It’s this openness and authenticity about 
the job which is helping Bouta capture the 
attention of those outside the industry and 
inject some balance into what can be an 
arbitrary public debate.

“The issue is that the media show an 
isolated instance of mistreatment and 
suddenly negative sentiment is piled on the 
industry by people who have no industry 
experience or understanding.

“It’s never acknowledged that every 
industry has a tiny percentage of people who 
do the wrong thing, whether it’s doctors 
or lawyers or the live export industry. 
Those people should be dealt with accordingly 
but shouldn’t tarnish everyone else that works 
incredibly hard to do the right thing.

“It’s important to learn from mistakes 
– we wouldn’t be much of an industry if 
we didn’t. Those mistakes can only help 

our practices become even better and our 
guidelines and benchmarks stricter.”

Having spent part of his career working 
in and around the live export industry, 
Bouta’s well aware of the industry’s critical 
importance not only to Australia’s pastoral 
industry but the Australian economy 
more generally.

“Live export doesn’t just employ stockies 
on the boats, it employs truck drivers, yard 
operators, ringers and provides for a lot of 
small businesses in rural and regional towns.

“Take live export away and there would 
be a massive impact on our communities 
and businesses.”� ■

There's plenty of content to share through the X (Twitter) 
account @Bouta_NT and other social media platforms.

His ‘tell it and show it how it is’ posts on X typically 
attract more than five thousand views and hundreds 
of comments which, these days, are largely positive.
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It’s not difficult to understand 
why the live export industry is 
luring early career agribusiness 
professionals like Mac Shaw.

AT FIRST GLANCE, it’s a dynamic line of 
work, characterised by fast-paced decision-
making, business agility, innovative 
operations and skilled personnel. At its 
core, though, live export carries a deeper 
purpose – a steadfast commitment to animal 
welfare and a vital role in supplying quality 
protein to global communities.

“I have a strong belief in the live trade 
and its future and really enjoy the work 
and the people.

“It’s an environment where things can 
shift quickly, which keeps you on your toes, 
but that spontaneity is one of the things I 
enjoy most.

“At the same time, being part of an 
industry that operates on a global scale 
makes it an incredibly exciting space 
to work.”

Growing up in the regional centre of 
Wagga Wagga in New South Wales (NSW), 
where his father managed a major truck 
sales and service business and his mother 
worked as a nurse, Mac always knew his 
career aspirations lay within agriculture. 
However, it took a while to refine his interest 
and set his sights on a career in live export.

After finishing school, Mac worked for his 
father, then relocated to Broome to work on 
a crocodile farm, moved to Melbourne, and 
did some casual work as machinery operator 
and farmhand in southern NSW. In 2023, 
he started studying a Bachelor of Business 
(Agribusiness) at Marcus Oldham College 
in Geelong.

“My practical introduction to live export 
came when I undertook a work placement 
with an exporter in my second year of study, 
which I really enjoyed.

“At that point I had a very surface level 
understanding of the Australian side of the 
trade, and when the opportunity came up 
to spend a few weeks working in Indonesia, 
I jumped at it.”

Mac and a fellow Marcus student were 
the first to be placed with an Indonesian 
operation which includes a 28,000 
head capacity feedlot in Lampung and 
a 7,500 head capacity feedlot at Medan. 

The initiative has been embraced by the 
company’s general manager, who provides 
invaluable support for the students and 
their learning outcomes and has worked 
collaboratively with Marcus Oldham to grow 
and refine the program. The feedlot now 
hosts nine students each year.

Witnessing first-hand how Australian 
cattle adapted and thrived in offshore 
environments gave Mac a new respect 
for the rigour behind live export 
standards. He saw the care in handling, 
the commitment to animal welfare, and 
the critical role Australian cattle play in 
feeding Indonesian communities.

For someone without a background in the 
trade, it was a revelation and helped cement 
his current career trajectory.

“My biggest take away from my time at the 
feedlot was how healthy and happy the cattle 
were. They were in outstanding condition 
and amazingly calm, demonstrating that 
they’re very much in safe hands once leaving 
Australian shores. It was a clear example of 
the company’s commitment to low stress 

stock handling practices and best practice 
animal welfare more broadly.” 

There were also many lessons from a 
business management perspective given 
how different it is in Indonesia compared 
to Australia.

“The use and allocation of resources 
at the feedlot were extremely impressive. 
To provide optimal nutrition, they utilise 
local resources such as tapioca, coconut 
meal and a large volume of corn silage 
as conventional feed grains and pellets 
are costly.

“At the same time, the availability 
and cost of labour mean local people are 
employed to undertake a vast majority of 
the day-to-day operations as mechanisation 
is very expensive.”

Having graduated from Marcus Oldham, 
Mac continues to be immersed in the live 
export industry. 

He’s working for the company where he did 
the first placement, which has recently resumed 
exporting beef cattle breeders and dairy 
heifers to Mexico after a nine-year hiatus.

A Shaw thing for live export 
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Learning by 
‘leaning in’
Marcus Oldham College’s Bachelor of Business 
(Agribusiness) is a two-year, live-in intensive 
program covering agricultural business 
management, strategy, finance and law.
Lessons are enhanced through hands-on 
experience, including a four-week practical 
placement within an agricultural or supply chain 
business in the final year.
Marcus Oldham Deputy Principal – Academic, 
Cleo Gower said the placements immersed 
students in a high-performing team, offered 
mentoring opportunities and provided a 
unique strategic and operational insight 
into businesses.
“Placements enable students to lift the bonnet 
of a business and take a look.”
She said international placements in 
particular, offered students insights and 
perspectives that are far removed from 
their own experiences.
“The students always come back with a 
sense of humility. Sweating under the same sun 
as people who may only be earning $5 a day 
certainly gives you a sense of appreciation 
and gratitude. 
“The learning is three-fold: cultural understanding, 
technical knowledge and skills development, 
and business insights.”

For more information on Marcus Oldham 
College and the BBus (Agribusiness) degree, 
visit www.marcusoldham.vic.edu.au

While Mexico traditionally relies 
on the United States to meet its dairy 
restocking requirements, a lack of 
available supply and high prices have 
forced the larger corporate importers to 
source cattle from further afield.

It’s part of a strategic initiative to 
bolster the genetic quality of Mexico’s 
cattle herd and, with a focus on 
delivering high quality cattle backed 
by world-class service, it’s hoped that 
Australia will continue to be a key 
supplier well into the future.

If the passion and dedication of 
emerging live export professionals like 
Mac are anything to go by, the future 
of the industry, not only to Mexico but 
across the globe, is bright.

“Live export is a competitive 
industry. The benefit is that those who 

survive, work and trade extremely well. 
It’s heartening to know that when young 
people come into the sector, they’re in 
the hands of experienced directors to 
guide them through the process. That 
way, they learn about best practice 
which is, in turn, a significant benefit to 
the future of live exports.

“Challenges for the industry will 
no doubt continue to come, including 
outside noise from the ill-informed, but 
this helps keep practices honest and 
accountable.

“As I’ve been told and has 
stuck with me: markets fix markets 
and as the economies of the world 
change and evolve there will be on-
going opportunities for Australian 
livestock to be shipped to customers 
across the globe.”� ■

Live export is a competitive industry. 
The benefit is that those who survive, work and 
trade extremely well. It’s heartening to know that 
when young people come into the sector, they’re in 
the hands of experienced directors to guide them 
through the process. That way, they learn about 
best practice which is, in turn, a significant benefit 
to the future of live export.

Dairy heifers like these are now being exported from Australia to Mexico.
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A VETERINARIAN BY profession, she's 
spent more than 20 years in Indonesia’s 
beef feedlot industry, working in animal 
health and welfare programs, supply chain 
management and sales.

But these days, her career has come full 
circle, returning to what she considers 
one of her greatest passions – helping 
the environment and, in turn, local 
farming communities to progress and 
prosper. Programs developed to help 
farmers create a circular economy have 
resulted in a significant and sustainable 
agricultural impact.

On graduating from university, 
Prima began her career with an NGO 
working closely with Indonesian farmers 
on capacity building and community 
development programs.

That experience instilled in her a belief 
that agriculture is most sustainable when 
people and the environment thrive together.

It’s a philosophy she continues to live 
and work by in her role with Great Giant 
Livestock (GGL) – a company founded in 
1987 to help manage waste from pineapple 
and cassava plantations operated by its 
sister organisation, and largest private 
label manufacturer of canned pineapples 
in the world, Great Giant Pineapples (GGP).

“To operate as a fully integrated, 
sustainable farming operation, the 
company needed to utilise the waste 
from its pineapple and cassava production. 
So it started a cattle feedlot.

“Up to 250 tonnes per day of pineapple 
skin waste is produced by the canning 
operation, and it’s an inexpensive and 
great feed source for cattle. The feedlot 
then gives back to the pineapple farms by 
providing compost made from the manure.”

GGL is now one of the largest cattle 
feedlots in Indonesia with a capacity 
of 18,000 head as well as a breeding 
and dairy operation. The company partners 
with local farmers to fatten some cattle 
to support the market but maintains 
a consistent supply by sourcing live 
cattle from Australia.

Given the operational scale and diversity 
of the group of companies, they play 
an integral role in supporting local 
communities. This includes a 30,000-strong 
workforce which comprises approximately 
33 per cent women.

There’s also a Farmers Partnership 

‘Waste not want not’ for prosperity 
Whoever said ‘waste is a resource in the wrong place’ had a similar mindset to Charis Primaretnati.

program which Prima is heavily involved in, 
offering mentoring to local farmers to breed 
and market cattle – including back to GGL.

The support includes training in 
economics, animal health and welfare, and 
the management of natural resources.

The work Prima is doing with 
smallholders through GGL mirrors her early 
career work with the NGO, driving positive 
economic and environmental outcomes 
through extending knowledge, skills and 
peer-to-peer collaboration.

“The approach was to work with the wives 
and mothers to address communication, 
family dynamics and economic challenges.

“This helped local farmers’ 
businesses become a sustainable, 
circular and holistic economy with livestock 
and farming integration, by-products 
utilisation and a healthier environment.”

For her, it’s not just about producing 
beef – it’s about creating a cycle of value 
that benefits the land, the farmers, and the 
wider community.� ■

GREAT GIANT FOODS
⊲	 Operates 34,000 hectares of land in Lampung and East Java.

⊲	 Feeds approximately 40,000 head of cattle per year.

⊲	 Exports 13,000 containers of pineapple per year to more than 60 countries, representing 
around 25 per cent of the world's supply.

⊲	 Exports around 2000 containers of fresh fruits (guava, banana, pear, papaya, and pineapple) 
annually to more than 10 countries.

⊲	 Operates 69 outlets around Greater Jakarta, Bali, West Java, and East Java selling 
cold‑pressed juices.

⊲	 Markets pasturised milk under the Hometown brand.

⊲	 Produces 60 tonnes of bromelain per year, representing 21 per cent of the global market.

⊲	 Produces 54,000 tonnes of native tapioca starch annually.
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IT SET HIM on a path from modest 
beginnings to becoming the largest importer 
of livestock in the Kingdom of Saudi Arabia, 
which in turn is among the world’s largest 
meat and livestock importers. 

Under his father’s guidance, Mr Al-Jabri 
gained a comprehensive understanding of 
market dynamics, pricing mechanisms and 
negotiation strategies, alongside values such 
as patience and discipline.

“I started out much like other traders 
of my generation, buying livestock 
domestically. 

“However, I recognised the need to 
expand beyond our borders and started 
to import livestock from northern Africa, 
and later as far afield as Australia, Romania 
and South America. This shift in business 
operations provided more diversified supply 
chains and enhanced logistical reliability.”

In 1977, the Suleiman Al-Jabri Livestock 
Trading Company was formally established. 
It progressively evolved into a vertically 
integrated business, from international 
procurement and domestic distribution to 
animal nutrition, breeding programs, and 
veterinary services.

“Saudi Arabia imports around 85% of 
its food, due to its arid climate and limited 
agricultural capacity.

“We have a role to play in delivering the 
objectives of Saudi Arabia’s Vision 2030, 
particularly when it comes to food security, 
self-sufficiency, and sustainable economic 
diversification.

“This includes strengthening national 
supply chains, reducing dependency 
on external markets, and supporting 
government-led initiatives related to 
livestock management and food logistics.

“The company’s aim is to continue to 
implement strategies to optimise operational 
efficiency and improve productivity across 
its various business units, while adhering to 
globally recognised standards of safety and 
quality control.”

To meet consumer preferences for fresh 
halal meat, Saudi Arabia imports around 
ten million sheep and goats a year, along 
with chilled and frozen meat (worth 
around $185 million in 2023) to fill the 
gap in demand.

From an early age, Sulaiman Saeed Al-Jabri regularly went to traditional livestock markets 
with his father, inheriting a deep-seated commitment to the profession in an environment 
which offered knowledge beyond what was available through traditional schooling.

Going global to ‘meat’ demand

Most of the imported sheep are 
sourced from Sudan, which has 
abundant supply and is relatively close, 
minimising transport costs. However, 
there are issues with infrastructure 
and logistics, and the risk of bringing in 
animal diseases such as foot and mouth 
disease.

To help reduce over-dependence 
on African markets and support the 
country’s food security, Saudi firms 
have started setting up livestock farms 
in countries like Turkey. In 2023, Saudi 
Arabia also resumed importing sheep 
from Australia after a decade-long hiatus.

Al-Jabri Company played a critical 
and influential role in this move, and Mr 
Al-Jabri says Australian sheep are highly 
sought after in the Middle East.

“Australia has strict veterinary and 
welfare regulations, which ensures higher 
quality sheep compared to many other 
suppliers. We know sheep are immunised 
against key diseases, and examined by 
government accredited veterinarians, 
before being sent overseas.

“Resuming imports from Australia has 
helped to diversify our suppliers, provide 
greater consistency of supply, and 
stabilise prices, especially during periods 
of peak demand.”

To re-open the trade, there was significant 
investment from Australian exporters, their 
local partners such as Al-Jabri Company, and 
government authorities to ensure feedlots, 
transport and slaughter facilities could meet 
Australia’s strict animal welfare requirements.

“There’s been a comprehensive overhaul of 
welfare protocols, infrastructure upgrades, 
and close managerial oversight, with robust 
audit mechanisms put in place to ensure 
consistent compliance.

“This included abattoirs installing or 
upgrading equipment, and staff going through 
intensive training in low-stress animal 
handling techniques.

“Australian veterinary consultants were 
sent in to assess and revise processing 
procedures, ahead of approval by Australian 
authorities, and animal welfare officers and 
managers were hired to oversee day-to-day 
compliance.”

In 2024, 122,500 sheep were exported from 
Australia to Saudi Arabia. While this is tiny in 
comparison to overall numbers, Mr Al-Jabri 
said Australia is an important partner in Saudi 
Arabia’s food security.

“Australia is also the leading supplier of 
chilled and frozen sheep and goat meat to 
Saudi Arabia, and we look forward to the 
relationship continuing for many years 
to come.”� ■
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rumination

[ roo-muh-ney-shuhn ]

Noun

1.  the act of pondering or musing on something

Understanding little of what was happening, I was semi-consciously storing away experiences, 
impressions, and ideas for later rumination.

2.  the act or process of chewing the cud, as cattle, sheep, goats and some other animals do

Rumination helps cows efficiently turn grass and other feed into nutrient-dense milk.

Source: dictionary.com
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