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About GICA

The Goat Industry Council of Australia (GICA) is the peak industry body for the
Australian goat industry. It represents all sectors of the industry, including dairy,
harvested rangeland, meat, and fibre producers.

GICA's membership structure
reflects the size, diversity, and
challenges of the industry.
Members include state farming
organisations and commodity
organisations, each of which
appoints a representative to
GICA. These representatives, as
a collective, have direct influence
over the policy and strategic
decision oversight of the Council.

Members use their producer
membership and consultation
structures to raise issues and to
identify matters requiring industry-
wide consultation through GICA.
Producers can bring issues forward
through either their state farming
organisation or their relevant
commodity group.

GICA is a small peak industry
body that relies heavily on the
voluntary contribution of time
and expertise from its member
representatives. Like all peak
industry bodies, GICA undertakes
a broad range of activities on
behalf of industry, including
oversight of producer levies.

GICA works closely with key
service providers, including Meat
& Livestock Australia (MLA) on
research, development, and
marketing activities, and Integrity
Systems, which manages industry
systems and compliance. GICA
also engages with Animal Health
Australia in the ongoing review
and improvement of AUSVET
plans, EADRA (Emergency Animal

Disease Response Agreement)
arrangements, and national
biosecurity frameworks. The
National Residue Survey (NRS)

is a critical system that supports
market access through surveillance
and auditing which underpins our
integrity system. GICA maintains
ongoing engagement in this area
to ensure emerging issues are
identified and addressed promptly.
Together, these investments of
producer levy funds contribute to
building a stronger, more resilient
goat industry.
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On behalf of producers, GICA also
participates in numerous meetings
and forums to support these
activities. These include bodies

such as SafeMeat, RMAC (Red Meat
Advisory Council), and the Supply
Chain Task Force. GICA works closely
with other peak industry bodies and
engages extensively with state and
federal governments across multiple
departments.

GICA's role is to be an effective
advocate for industry issues,
supporting the growth and
sustainability of the goat industry.
Ultimately, GICA's strength is
derived from the commitment and
engagement of its members through
ongoing consultation processes.
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GICA
Strategy

2030

Our vision for the
Australian goat industry

The Australian goat industry

will have a secure future as an
innovative, profitable and resilient
world leader in goat production.

/

The Goat Industry Council
of Australia’s mission

To represent and ensure effective
strategic direction for all sectors
of the Australian goat industry.
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Strategic priorities 2025-2030

Aligned with ‘Red Meat 2030’

Our Livestock

Animal health and welfare

» Support and promote the
‘5 domains of animal welfare’

» Pursue access to approved
agvet chemicals and alternative
strategies

Sustainable market presence

» Support programs that ensure
continuity of supply under
ethical standards

Our Environment

Sustainability

e Develop and implement a
sustainability framework for the
goat industry

e Ensure industry preparedness
for natural disasters

e Promote environmental
stewardship and biodiversity

o

%

Our People

Industry careers

e Support the implementation of
an industry workforce strategy

Education and awareness

» Encourage and promote
goat-related education

Practice standards

* Encourage the adoption of
innovation, technology and
best practice

Networking

o Foster cross-sector
collaboration/unity

Capacity building

e Support producer involvement
in industry policy making

» Promote engagement in industry
development initiatives

Our Markets

Market access

* Advocate for and engage in
initiatives to maintain and
improve market access

Live export risk mitigation

e Support live export risk
mitigation strategies to
maintain market access

&>

Our Customers,
Consumers and
Community

Stakeholder engagement

e Enhance positive perceptions
of goats and goat products

Consumer security and trust

e Support best practice adoption
to maximise product quality

Industry partnerships

e Strengthen stakeholder linkages
and buy-in to Red Meat 2030

Our Systems

Traceability & biosecurity

» Advocate for a nationally harmonised
approach to traceability and biosecurity
with continuous improvement

Levy investment
» Maximise levy investment and value to
the industry and sector participants

» Educate producers on levy systems and
return of levy investments to sectors
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Our Sector
Engagement

Our Funding

Secure funding to deliver
sector priorities

Producer-led sector
advancement

e Ensure GICA's funding
supports the delivery of

e Build awareness and

strategic priorities to and e engagement across all
beyond 2030 "“ sectors, that GICA is “by
e Undertake a levy review .T'. producers, for producers”

Diversified funding : Impactful messaging

o Secure additional funds and brand trust

beyond levies to enhance " ¢ Develop and implement
GICA's value delivery to e communications and
industry Wk activities that strengthen

perceptions of GICA's value
delivery to the industry

Effective advocacy on
industry priorities

e Ensure a clear, effective
representative voice is
heard by decision makers
on matters important to
the industry
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Reflections:
Strategy 2023-2025

Achievements Challenges

Lessons learned?

Became a signatory to the Red
Meat & Livestock Industry MOU

- gives us a seat at the table, as a

recognised and important voice
for our sector (producer-led, with
“skin in the game”)

Secured communications support

as a result

Enhanced our connection with
government at state and the
federal levels, building their
understanding of the industry,
its priorities and its value

Traceability, biosecurity and
brand trust have all been areas
of great advancement

Successfully achieved
“jurisdictional harmony”, in

an industry that is a complex
mix of diverse sectors and
sector participants, and related
associations, peak bodies and
overlapping plans

Funding - current funding is
insufficient to support the
delivery of work needed by the
sector (too much being done by
too few for too little / nothing)

Overload of responsibilities and
a lack of compensation for
significant work being done

is unsustainable longer term

Attracting people to assume roles

on Council is challenging

Wider societal perceptions of the

sector / its environmental impact,

need improving and educating

Capacity building in the sector
is challenging

Don’t assume people
understand the industry or
the complexities within it

Progress takes time

Belief in our strengths to
represent the industry

and advocate on its behalf
has been proven, our
biggest risk is burn out for
Councillors - we need to
consolidate and build on the
progress already made, and
engineer our organisation
to be sustainable and
successful into the future




Key issues to address

in Strategy 2030

Market access

Enhance awareness of how
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Engagement of all sectors
levy payments benefit allin  in the work of GICA

the industry

Preservation and enhancement,

to ensure participants in the
industry can continue to be
profitable, growing businesses

Building rigour and
compliance into the sector

From improving levy collection
processes to enhancing
practices which raise industry
standards across the board

Levies support industry
activities that deliver shared
benefits across the sector -
there is a need to strengthen
understanding and recognition
of the value these activities
provide to industry

We need full representation from
all states and sector bodies at
the GICA table

Succession planning for GICA
Councillors, to mitigate “key
person risk” / inevitable change

GICA

DAIRY | MEAT | FIBRE | RANGELAND



GIRDAC: Goat Industry
Research, Development
& Adoption Committee

MLA-funded and appointed committee

Key activities

Provide technical support and assistance
to GICA and MLA on goat industry RD&A
requirements

Provide recommendations to GICA and
MLA on RD&A investments

Review funding proposals and participate
in project selection process independently
and transparently

Provide feedback to MLA on current and
closed projects

Committee composition

e 2 x Harvested rangeland goat producers
e 3 x Managed goat producers
¢ 1x Technical extension specialist

e 2 x GICA-appointed representatives




GIRDAC annual activity cycle

FY: Financial Year
TOR: Terms of Reference

EOI: Expressions of Interest

MLA provide quarterly update on
project progress and circulate any Final
Reports received to GICA & GIRDAC

Priority setting process commences

MEETING 4:
September / October
Member recruitment completed

MLA provide quarterly update on
project progress and circulate any Final
Reports received to GICA & GIRDAC

MLA communicate feedback and
outcomes to TOR applicants

Prepare contracts and manage
projects through internal MLA
project approval process

MEETING 3: July I

Review TOR applications

GIRDAC ranks priorities against
funding for next FY and sends
out to GICA for endorsement

GICA reviews, endorses priorities
and sends feedback

MLA provide quarterly project
updates to GIRDAC

GIRDAC draft project TOR
for priorities based on GICA

MEETING 1: February endorsement
Priority setting for GICA review and endorse
next FY priorities and send feedback

A

MEETING 2: April/May

Goal-setting and MLA releases TOR for EOI,

trial of new workflow provides R&D Program Update

framework and circulates Final reports to
GICA and GIRDAC

GIRDAC review TOR applications
and prepare summary report

Send outcomes of review meeting
to GICA for endorsement

GICA review, endorse priorities
and send feedback

Open call for new

GIRDAC members

2x Members can
voluntarily step down

MEAT & LIVESTOCK AUSTRALIA
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BioBrowser

Establishing a biodiversity
baseline for the Australian
Goat Industry

e Determine accurate, reliable
and repeatable measures of
biodiversity

¢ Validate these measures including
seasonal rainfall, total grazing
pressure, ground cover

TO DATE ® G goat businesses recruited, finalising
training for on-farm data collection




Watch-n-Worm
workshop series

Industry investigation into non-
drench alternative tools for internal
parasite management.

Develop and execute an extension
workshop program on best
management practice approaches
to internal parasite management
in goats.

® Producer survey out now! Scan the QR code

® 93 goat producer responses, more needed

Measured
Rangeland
Goats

Collecting a genomic reference
population dataset across 5 Cohorts
and benchmarking genetic and
performance variation.

Represents Rangeland, Boer and
Kalahari Red breed types

e 2 800 kids across Cohorts 1 and 2

222 TO DATE e All does and bucks are genotyped
® Cohort 3 and 4 underway

S103rodd A3



From Grid to Consumer ... mia

Goats hub

mla.com.au/goats-hub
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Global Goat
Snapshot 2026

MLA has released an annual Global Goat Snapshot, offering a comprehensive
and timely analysis of Australia's leading role in the global goatmeat market.

The snapshot delves into

the intricacies of supply and ' foctan,

demand, providing an overview oo
of essential aspects such as "
domestic production, supply
volumes, pricing, export figures
and market access conditions.

It also features an analysis of
Australia's top goat markets with
updated insights on trends that
underpin current demand and
future opportunities.

o,

View the 2026 S et e
Snapshot HERE
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Australia 80-90% of
is the world’s largest Australian goatmeat
exporter of goatmeat is exported

Why goatmeat?

Goatmeat is the preferred red meat for many
ethnic groups making it one of the most
culturally-diverse red meat proteins.

The lean, high protein, nutritional benefits of
goatmeat make it increasingly sought after.

Interest in convenient, ready-to-cook goatmeat
products is growing.

Top 3 export markets for Australian goatmeat

1. USA (54%)

e Consumption driven in food e Consumed primarily in
restaurants

outlet menu options and
convenient home cooking

e Buyers generally from
varied ethnic backgrounds
and familiar with goatmeat

Goatmeat

2. South Korea (17%)

Huge demand for skin-on,
black goat — featured in
health dishes.

Consumers value medicinal
properties

MLA Global

Snapshots

MEAT & LIVESTOCK AUSTRALIA

Australian goatmeat supply

Global demand for
goatmeat is increasing

Rangeland
enterprises produce
most Australian
goatmeat

Why Australian goatmeat?

Australian goatmeat is desired globally for its:
® Lean carcases
e High food safety standards

e Clean, green image

There is high demand for Australian rangeland
goats in export markets and growing interest
domestically.

Volume (tonnes) 2024

3. China mainland (10%)

e Exports surged in
2023 after Free Trade
Agreement introduced
1 e Largely purchased
through food outlets
e Imported product is
processed into easy-to-
,'. cook products

- 1 E

MLA From grid
to consumer
webinar series




Domestic goatmeat markets:
Supplying to Australian consumers

Who are the goatmeat consumers in Australia?

Ethnic consumers Conscious consumers Adventurous consumers
Familiar with goatmeat Want e Prioritise health, sustainability e Wanting to try new products
freshness, natural products, and ethical sourcing e Try goatmeat in restaurants.
and traceability Purchase e Purchase goatmeat at

goatmeat at butcher shops farmers’ markets

and specialty stores. e Willing to pay for quality and

transparency.

SNIVHD A1ddNS 1LVAN LVOO NVITVILlSNY

Supplying the domestic market

e Unlike export markets with many different homes, the domestic goatmeat market has a narrow 5
weight range (10-18kg dressed) and tight product specifications based on customer and consumer
preferences.

¢ Different customers and supply chains have different preferences so it’s critical to ask processors
what their preferred carcase requirements are.

Domestic butcher preferences for goatmeat supply

Good meat to Year-round Narrow
bone ratio supply weight range
Clean,
Consistent Mild flavour .
) blemish free
fat cover profile
carcases

Case study: Grassland Goats, Blackall, QLD

Keeleigh and Brian Allport’s Grassland Goats operation
incorporates production, processing and direct sales
to retail outlets across Queensland.

The Allports deliver 500—-600 goats per
week to butchers and meat wholesalers in
south-east Queensland.

Initially transitioning from cattle to goats for
drought resilience, the Allports now breed
rangeland goats crossed with Boer and Kalahari
lines to achieve faster growth and improved
carcase yields.

The Allports emphasise the importance

of genetics, nutrition, and traceability in
maintaining product consistency and building
customer trust. Key challenges include limited
abattoir access, high transport costs, and
Their focus is on supplying the domestic market consumer unfamiliarity with goatmeat, but
with high-quality, Halal-certified meat that appeals opportunities lie in education, branding,
to both ethnic and mainstream consumers. and direct marketing.




MEAT & LIVESTOCK AUSTRALIA

Aligning goat production with consumer value

Consumers pay for what they value. Retailers and processors pay for what their consumers value. By working
with the supply chain to understand their requirements, goat producers can tailor on-farm production systems
to add value to their products.

What does the supply chain value? How can goat producers deliver?

1. Consistently supplied carcases: Retailers Consider on-farm breeding and management
and foodservice providers require a consistent, strategies such as controlled mating or staggered
reliable supply of goatmeat to offer consumers. mustering to deliver more consistently. Infrastructure

Processors have requirements to deliver and transport need to be considered, to facilitate
goatmeat volumes to fill export and holding in smaller paddocks or holding properties
domestic contracts. to deliver a reliable supply of carcases.

. Carcases that meet specifications . Understand what the carcase specifications are

e Size and weight: Being able to supply uniform through conversations with supply chain parties

carcases of a similar size and weight and in
line with processor and retail requirements
is valued.

o Domestic butchers may have more limited
weight ranges they can take e.g young
does/billies 10-14kg dressed.

o Export plants can handle more range in ages
and weights by selling to different markets.

Fat content: Generally, export goats need to
be leaner than the domestic market prefers.

Meat to bone ratio: Carcases with more meat
and smaller bones is valued in supply chains
particularly those supplying bone-out, diced
or cubed products.

Flavour: Different consumers will value
different flavour profiles. A milder flavour
profile is associated with younger animals
whereas some export markets value a stronger
flavour associated with full male, rangeland
goats.

3. Supply chain relationships: By understanding
the needs along the supply chain, each party
can work to optimise value.

. Sustainable and verified claims: Certain
consumers will value different attributes of
goatmeat such as being grass-fed, Halal and
free of antibiotics.

e.g. wholesalers and processors.

. Select breeds to integrate the traits the supply
chain requires.

Breed, select and turnoff animals into different
markets based on the traits each supply chain
requires.

Manage nutritional requirements through
pasture management and rotational grazing.

. Develop on-farm infrastructure — yards, holding
pens, water access, loading facilities can help
to sort goats by ages and manage delivery
timeframes.

Talk to processors, wholesalers, goat buyers, agents,
depots and butchers to understand requirements,
carcase specifications and pricing structures and
which options will work best for you.

Understanding what claims you can consistently
deliver on and what markets you can access that
value and pay more for those claims will allow you
to work out how to leverage opportunities.




Goatmeat supply chain examples

Supply Chain

Systems it suits

Rangeland to processor

Rangeland goats
are mustered and
delivered to registered
processing plant.

Rangeland to depot

Rangeland goats

are mustered and
delivered to goat
depot. Heavier/older
goats go to export
markets. Younger
goats held on farm and
fed until they reach
minimum weight or
enter the producer- to-
producer pathway.

Producer to producer

Producers sell stock
(eg smalls) to other
producers to be grown
out and finished.

e Extensive rangeland
enterprises supplying
harvested rangeland
goats (HRG) where
goats are mustered
periodically and
delivered direct to
processors.

e Operations where
larger, consistent
lines of HRG can be
assembled.

Rangeland systems
without infrastructure
to divide goats by
age/size or manage
delivery times.

Suits systems where
producers are looking
to grow out and finish
small animals to meet
market weights.

Opportunities

Provides access
direct from point of
muster to processor
delivering HRG to
established export
markets with strong
demand for Australian
rangeland goats,
enabling producers to
sell larger HRG lines,
without the need for
transitioning HRG into
managed systems for
on-farm finishing or
value-adding.

* Provides income for
producers without
infrastructure
investment.

e Opportunity to earn
more by supplying
during times of
peak demand and
supplying consistent
carcases.

e Opportunity to value
add to smaller lighter
animals.

e Can work where
smalls exit HRG
system and enter
managed system.

Challenges

e Varied weights, ages
and condition can
reduce compliance
with processor
specifications.

¢ Reliance on
processor pricing,
transport logistics
and abattoir access
limits producer
control.

¢ Producers unable to
assemble larger lines
may be better suited
to depot pathways to
manage variability.

Varied carcase ages/
sizing/attributes and
inconsistent delivery
can mean less income
for producers.

Requires farm
infrastructure and
management to
ensure animals meet
market weights and
are compliant (eg elD
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Goatmeat supply chain examples

Supply Chain Systems it suits Opportunities Challenges

Producer to domestic wholesaler (via processor)

1. Wholesaler buys Systems able to ¢ Price and volume Requires farm
goats direct from meet wholesaler normally agreed in infrastructure and
producers according | specifications and advance — provides on farm management
to specifications. deliver as agreed. known return on activities to supply

2. Goats are toll livestock sold. required livestock
processed e Increases confidence | Within narrow carcase
(wholesaler retains to invest in business and fat/weight range.
ownership of the operations.

carcases during
processing) and sells
carcases to retailers,
butcher shops.

Producer with branded product direct to retailer (via processor)

1. Producer sends goats | Systems with meat e Align supply with e Access to regional
to processing plant goats or crosses processor booking butcher shops.
but retains ownership | with good muscle, windows. e Transport for meat
of the carcases (toll infrastructure and e Work in partnership to city retailers.
processing). nutrition to supply with supply chain. e Requires regular

2. Carcases are sent c.onsistently e.g. four e Attract a premium for mustering to supply
to regional butcher times per year. consistent supply on as agreed.
shop to break down specification.

into smaller cuts.

3. Smaller cuts sold
to city retailers
who don’t have
the space to break

down carcases.

Producer with branded product direct to consumer (via processor)

Producers breed and e Larger production e Can have better e Requires start
manage goats, process systems with control and visibility up investment
through a certified infrastructure to over the supply chain. and ongoing
processing plant and distribute to markets, e More influence over management across
distribute under their refrigerated trucks. prices received. the business.

brand name direct to  Systems near e Value adding may * Need access to
consumers online or processing facilities. be possible. processing facilities.

at farmers markets.



Finding a market for your goats VEAT & LVESTOCK AUSTRALIA

Steps to finding a market

Step 1.
Understand what
M goats you have

’ ‘. Step 2.

I] — Understand
your operation

Considerations

® Harvested rangeland goats (HRG) or farmed goats?
Ages and weights

® Sexes

e When can you supply?

e Distance to markets? Proximity to potential supply chain
partners?

e On-farm infrastructure — Handling infrastructure, yards, fencing,
water availability

® Mustering logistics — people, distances, vehicles
e Transport — trucks, loading ramps

¢ Nutritional requirements — supplementary feeding options

Business knowledge — existing knowledge and experience
Staffing — people to support the operation

Core competencies — what are you good at producing? Integrity
Systems requirements — are you LPA and/or HRG accredited?

Contact potential buyers (processors, wholesalers, butchers,
depots and agents) to find out what they want:

e Goat type: HRG or farmed? Ages, breeds, sexes?

e Carcase specifics: Weight ranges? Fat cover and finish?
Timing: When do they need them? Year round or seasonally,
OOO Step 3. Talk to certain times of the year? Are there opportunities to supply
r-?_\q potential supply goats for religious or cultural events?

chain parties Pricing: What price will they offer? How can you find out
about pricing changes?
Premiums: Will they pay more for a regular supply, consistent
line of same weight or a better meat-to-bone ratio?

Do they have processing space limitations or shutdown
periods?

Based on your operation, the products you can supply and
Step 4. Map what your buyers are looking for — work out who your potential
your options customers could be and market options.

Consider short term and longer term, aspirational options.

" o SRR TN LRI T T PR ) it B, A B T
o Resources

Integrity Systems
Company: LPA
requirements

Ausmeat: List of
accredited goat
processors

MLA: Goats Hub
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Finding a market for your goats "lla

Building good relationships with suppliers based on two-way
communication and trust helps everyone.

Things to think about:

e How will the agreed price be formalised? e.g. written, contract
If you are booked in, make sure you can deliver as agreed.
If something happens and you won'’t have the goat numbers or
can’t get animals to the destination as agreed, let the processor
know ASAP so they can make alternative arrangements.

Step 5. Work VYith e |f goats are in short supply, will you muster for buyers if it's
the supply chain not in your plan?

e Ask for feedback on the goats you have supplied to understand
what worked well and what improvements are needed
(e.g. health/disease issues, condemned, under weight etc)

e Food service outlets and butcher shops struggle with large
fluctuations in prices and supply. Agreeing on a price with
a profit margin for all parties enables supply contracts to be
entered into with a degree of confidence, expanding market
access for goatmeat.

It is important to evaluate your operation and consider
improvements you could make to increase your income, such as:

1. Genetics and breeding — selecting lean, meaty breeds or
cross breeding for desired traits.

2. Nutrition — supplementary feeding to maintain consistent
carcases, improve growth rates, improve doe reproduction
and condition during lactation.

3. On-farm management — infrastructure improvements, controlled
mating with different drops throughout the year, muster and
sort into smaller holding paddocks to deliver more consistently.

4. Supply-chain collaboration — working to understand the needs

of all parties and how to reduce costs and maximise value
A Step 6. across the supply chain.
u|]|]|] Flon5|der engoing Building your brand — creating a business name and brand,

improvements . - . .

develop online presence (social media, webpage, images),
telling your story. How can you differentiate your business
in a growing industry?

o1

6. Value adding — are there claims you can consistently deliver
on e.g. grass-fed, Halal or other value you can add?

7. Building knowledge and capability — Can you use external
expertise to boost the skills, capacity and capability of your
operation? Are there areas you can increase your
knowledge — courses, webinars and training?

TIP: Calculate the cost of improvements against the potential
income to make sure proposed changes are cost effective.

Meat & Livestock Australia
Source: From grid to consumer — Building a consumer-oriented goatmeat supply chain (2025)



What is LPA?

Livestock Production Assurance (LPA) is the livestock industry’s on-farm assurance program. It covers
food safety, animal welfare and biosecurity practices on your property.

When you become LPA-accredited, you are formally committing to a set of standards and giving buyers
confidence that your animals have been managed responsibly.

LPA is administered on behalf of industry by Integrity Systems, a business unit of Meat & Livestock Australia (MLA).

Why become LPA accredited?

While LPA is a voluntary industry program, accreditation provides greater market access. Most processors and
livestock buyers will not accept animals from properties that are not LPA-accredited.

LPA-accredited producers can access the LPA National Vendor Declaration (NVD), available digitally or in paper
format. LPA NVDs are required for all livestock movements, including property to property, through saleyards,
direct to processors and feedlots.

Without an NVD, your livestock may be rejected or held up by a buyer or processor because most meat
processors require livestock to be sourced from LPA-accredited properties. LPA producers must also source
livestock from other LPA-accredited producers, providing more options for buying and selling animals.

What is involved?

LPA accredited producers need to manage their property and livestock in alignment
with the LPA Rules and Standards (scan the QR code to access). The LPA Standards
contain the LPA requirements producers must conform with including:

Mandatory models
(C\)/g TEL ==
f(- Y= 6000
~—
1. Property risk 2. Safe and responsible 3. Stock foods, fodder 4. Preparation for
assessment animal treatments crops, grain and dispatch of livestock
pasture treatments
AT o =X
5. Livestock transactions and 6. Biosecurity 7. Animal welfare

movements

Voluntary modules and add-ons

» EUDR @

Harvested Rangeland Goats European Union Deforestation Dairy Quality Assurance
Regulation (EUDR)
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Domestic Marketing
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The Goat Trail is a content e It highlights where to find goat as well as the

iece taking consumers various ways it can be prepared and eaten by
P g u different cultures.

around Syd.ney and ¢ The piece showcases the diversity of goat dishes,
Melbourne in search the story behind each of them, and how goatmeat
of goat on menus. can be enjoyed in a variety of styles and cuisines.

e The outcome is to drive awareness of and
accessibility to goatmeat in metropolitan areas.




International
Marketing

The international team promotes
Aussie goatmeat through:

¢ Industry presentations and trade shows
o Aussie Meat Academy - on the menu
¢ Product information guides

¢ New recipes

Scan the QR codex
for more information
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Harvested rangeland goats

%

Livestock Production
Assurance

The Livestock Production Assurance (LPA) program is the Australian livestock
industry’s on-farm program covering food safety, animal welfare and biosecurity.

It is part of the integrity system used by the red meat industry to meet the stringent
requirements of our domestic and export markets. Customer confidence in Australian
red meat underpins the success and growth of Australia’s livestock industry and

protects the livelihoods of more than 174,000 producers.

When producers become LPA-
accredited, they are promising to
meet LPA’'s requirements and fulfil
their responsibility in the production
of safe and ethical red meat.

The Harvested Rangeland Goat
(HRG) module is a voluntary module
introduced into LPA that is only
applicable to LPA-accredited goat
owners and registered goat depots
who have approval from their
relevant State or Territory to manage
harvested rangeland goats. The
HRG module has been developed
to allow HRGs to continue to move
without an elD and be recorded

as a mob-based movement in

the NLIS database.

Every LPA-accredited goat owner
and registered goat depot must
ensure all goats consigned as a HRG
meet the definition of HRG, and all
movements are accompanied by a
current, correctly completed HRG
LPA NVD.




What is a harvested
rangeland goat?

A harvested rangeland goat is
a goat that:

= has been captured from a
wild state, AND

» has not been born as a result
of a managed breeding
program, AND

= has not been subjected to any
animal husbandry procedure
or treatment.

Goats that are managed in any way
are not eligible to be moved as a
harvested rangeland goat.

When can a harvested
rangeland goat be moved
device-free?

HRGs can ONLY be moved device-
free from their property of capture
if; the owner is accredited in the LPA
HRG module, the goats meet the
definition of a HRG, and are only
being moved directly to an abattoir
for slaughter or to one registered
goat depot.

If goats do not meet the definition,
or if the goats are being moved
anywhere else, they must be
identified with an approved NLIS
electronic device prior to leaving
the property.

LPA requirements

All movements must be recorded
within two days on the NLIS
database.

Why are there different
requirements for harvested
rangeland goats?

Tagging goats harvested from

a wild state can be a danger to

both humans and goats. However,
Australia is dedicated to traceability
of foot-and-mouth-disease
susceptible species to protect our
industry, so a pathway for harvested

rangeland goats has been developed.

The electronic identification (elD)
mandate for goats comes into force
from 1 January 2025. The HRG
module has been developed to allow

HRGs to continue to move without an

elD and be recorded as a mob-based
movement in the NLIS database.

Access to the HRG NVD will only
be permitted once accreditation in
the HRG module is granted. Strict
approval, audit and oversight of
owners and depots approved in
the HRG module will be in place
to ensure integrity.

How can | apply for
HRG accreditation?

Owners with LPA goat accreditation
are eligible to apply for LPA HRG
accreditation.

During the application process,
LPA will request approval from
the relevant State or Territory to
grant HRG accreditation. After
you have completed the HRG
Self-Assessment questions and
declaration through your LPA
account, your State or Territory
will be notified of the application,
and they will assess.

If your application is approved, you

will be notified via email and required
to pay the $90 (exc GST) HRG
accreditation fee. Only after payment
will you be able to purchase HRG

NVD books or access and create

HRG eNVDs. If your application is not
approved, you will be notified via email
of the outcome and reason why.

Your PIC will also receive a HRG

status in the NLIS database to indicate

your approval in the HRG module
to processors and regulators.

When are audits required
for HRGs?

Once approved in the HRG module,
owners must undergo an LPA audit
once every two years and goat
depots will be audited annually.

. Harvested rangeland goat
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1. Have you been approved by
your relevant state or territory
department to manage harvested
rangeland goats?

Yes No Unsure

If you are an LPA-accredited goat
owner or registered goat depot,

you can add the HRG module to
your existing LPA accreditation.
After you have completed the HRG
Self-Assessment questions and
declaration, your state/territory
department will be notified, and they
will assess your application. If your
application is approved, you will be
notified via email and will be able
pay for HRG accreditation. Once
approved you can purchase HRG
NVD books or access and create
HRG eNVDs. If your application is
not approved, you will be notified
via email of the outcome and reason
why. Your PIC will also receive a
HRG status in the NLIS database to
indicate your approval in the HRG

module to processors and regulators.

2. Do the goats meet the definition
for harvested rangeland goats?

Yes No Unsure

Only goats that meet the definition
of harvested rangeland goats can
be moved device-free. HRG are
goats that:

have been captured from a wild
state, AND

have not been born as a result of a
managed breeding program, AND

have not been subjected to any
animal husbandry procedure
or treatment.

3. Are you moving the HRG directly
to a processor for slaughter or to
one registered goat depot?

Yes No Unsure

Accredited owners and registered
goat depots must ensure the goats
are moved without being NLIS
identified only if they are being
moved direct to slaughter or to
one registered goat depot.

4. Have you correctly completed a
Harvested Rangeland Goat LPA
NVD or eNVD and sent it with
the livestock?

Yes No Unsure

All HRG movements must be
accompanied by a current, correctly
completed LPA HRG NVD.

5. Have you tagged the goats
if you are moving them to
another property or consigning
to a feedlot, or if they have
been subject to any animal
husbandry treatment?

Yes No Unsure

If goats meet the definition of HRG
but are being moved to another
property, saleyard, feedlot, or will be
moving via more than one depot,
then owners and registered goat
depots must ensure goats are
identified with NLIS devices prior to
leaving the PIC. Any goat that does
not meet the definition of a HRG
must be managed according to LPA
goat accreditation requirements
and all movements must be
accompanied by an LPA Goat NVD.

6. For registered goat depots:

a. Have you got evidence from
a goat meat processor that
you're supplying the HRGs
commercially?

Yes No Unsure

To meet the HRG requirements,
you must have a letter from a
processor indicating that the depot
is or will be a supplier of goats on

a commercial basis.

b. Are you keeping the HRG at the
depot for more than 10 days?

Yes No Unsure

To meet the requirements of moving
HRG device-free, goats must only
be held at a depot for up to 10 days
before moving directly to an abattoir

for slaughter. If the goats are retained

in the depot for longer than 10 days,

they MUST be tagged with a pink
post-breeder NLIS device with the
depot PIC.

c. Are the HRG being moved
to another depot, saleyard
or property?

Yes No Unsure

If the untagged HRG are not moving
directly to an abattoir for slaughter,
and will instead be moved to another
depot, a saleyard, property or to
export, they MUST be tagged with a
pink post-breeder NLIS device with
the depot PIC.

d. Have you updated the NLIS
database for livestock
movements onto your PIC?

Yes No Unsure

All HRGs arriving at a registered
goat depot must be recorded on the
NLIS database by the depot operator
within two days of their arrival. The
movements of HRGs without NLIS
elD tags is recorded using the ‘Mob-
based movement onto/off my
property’ function.

7. Do you agree to participate in an
audit as required?

Yes No Unsure

Strict approval, audit and oversight
of producers and depots approved in
the HRG module is in place to ensure
integrity. Once approved in the HRG
module, producers must undergo an
LPA audit once every accreditation
cycle and registered goat depots will
be audited annually.



Moving livestock
on and off a PIC

Introduction

Producers need to transfer livestock in the
NLIS when:

You have purchased animals privately.

You have sold livestock privately and the receiver
is unable to complete the transfer.

You have multiple PIC and need to transfer
livestock between your PICs.

You have identified livestock that are physically
on your property but not on your NLIS account.

The ‘type in details’ method is ideal for small lists
of livestock. If you have a list on your computer,
you can copy and paste the list.

The ‘file upload’ method is ideal if you have a few
hundred or more livestock to transfer or if you have
a Microsoft Excel .csv file prepared.

STEP 1: Login to the NLIS database at
www.nlis.com.au with your username and password.

| |
S (lb
Integrity Systems

red meat customer assurance

National Livestock
Identification System

STEP 2: Select the species you are working with.
Under the ‘notify the database of:’ section select
the action ‘Livestock moved off my property’ or
‘Livestock moved onto my property”. Click ‘Go’
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Wit do you want o do teday?
Twantte | (Fases peinct) |
CRange My Eypas of bvastack
Vigwladit my scoount detsils
lisedy the daraase of i
Devite stbus
Livieataei sveadd ST mry Brogay
Livrstack e Nk m ETRDeTy

e
View dewioss on my proparty

STEP 3: Click ‘type in the details’ and then enter
details in the compulsory fields (marked with a red
star). Click ‘Continue’.
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STEP 4: Confirm all details you have entered are

correct, and then submit the information to the

database by clicking ‘Send’. STEP 1: Prepare the .csv file to contain the NLIS ID

or RFID details of the livestock that have been moved,
details of the PICs you are transferring between,

the NVD number as well as the date the stock
movement occurred.

Canfiren dictails Step 171

Your .csv file needs five columns of data as
Yo 86w aboul lo retond the mevement of the lelowing lvestock Irsm FIC:
QUZ22223 t2 PIC; QIZEODOD with NVEVWayb: I9465I21 £ 0908/ 2021 shown below.

e —

FER SERRER000T A B c b E
TR PIFEERII00 1 999 000025884234 | QIZZO0O0O QFZz4444 40473164 13/07/2021
SY SRR YISRO00T
2 | 999 000025884698 | QIZZOO0O0O QFZz4444 40473164 13/07/2021
4 Back b Send

3 | 999 000031249117 QIZz0000 QFZz4444 40473164 13/07/2021

*QUICK TIP: When manually entering NLIS ID
or RFID numbers ensure there is one number
per line, as per the example. For RFIDs, leave
a space after the first three digits e.g. 982

STEP 2: Login to the NLIS database at
000025884234.

www.nlis.com.au with your username and password.

For more Quick Tips, click the Help buttons
for each field to see a pop-up window of
information relevant to that question.

STEP 5: The database will provide a receipt on-
screen. It's recommended to record the Upload

ID (or to print this receipt for reference) and click
‘View my transaction’ history to confirm the status

of your transaction.
o I STEP 3: Once logged in, select the species you are

working with. Under the ‘notify the database of:’ section

EETICTIEE] select the action ‘Livestock moved off my property”
Thes receipt confirms vou have Sent your transaction details ta the NLIS or ‘Livestock moved onto my property’. Click ‘Go’.
dacabace.
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*QUICKTIP: To ensure the transfer was "
Witw SEVOEER N MYy DROEETY
received by database, click ‘View my Vi ‘arse reseet results

transaction history’ to check the status
of your ‘Upload ID’ is marked as Complete.




STEP 4: Click on ‘Upload a file’, then click on
“Choose File'.

A pop-up window will appear for you to browse

the files on your computer to locate the .csv file you
have prepared with the details to be transferred.
Once located, select the file and click ‘Open’.

The NLIS database window will have your file name
included, so click ‘Continue’.

oo o file Stop L 23
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STEP 5: Confirm that you have uploaded the correct
file by checking the file name, then submit the
information to the database by clicking ‘Send..
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www.integritysystems.com.au/nlis

STEP 6: The database will provide a receipt on
screen. It's recommended to record the Upload ID
or to ‘Print this receipt’ for reference.

This receipt confirma you have sek your ransaction detsis to the NLIS
Ll e

Your Feferened Aumber for thil tranietien &

Lipload T0: 2561091

Wi Uy MLES databass e processed yous infoermstion, an el will be
sant to producer.niis@gmall.oom lting you now of the ransaction was
successfil o if thene wss & probiem, This usanlly takes a fevw minuoes.
The phons Aumber for the NUS Databats Halndess |4 1800 £8% 111

¥ Help
*» Bricit thid feceipt

¥ iew my transaction history

* Submit another upload ® Back to homa

*QUICKTIP: If details are incorrectly
submitted, you will need to immediately
conduct a Transfer correction action. This

action only amends details of the previous
transfer and will request the Upload ID of
that transfer.
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Animal Health Australia

supporting a resilient and profitable
goat industry

About Animal Health Australia

Animal Health Australia (AHA) is the national body that brings together government
and industry to strengthen Australia’s animal health and biosecurity system.

Established 30 years ago to
enhance collaboration across the
Commonwealth, states, territories
and livestock sectors, AHA has
supported Australia’s livestock
industries to strengthen biosecurity
systems and ensure preparedness
for animal disease risks.

AHA's work is guided by the AHA
Strategic Plan 2025-30 and
delivered through annual operating
plans developed in collaboration with
members. These plans - found at
www.animalhealthaustralia.com.au

- ensure investment is aligned to
national priorities, emerging risks
and the needs of livestock industries,
including goats.

30+ years supporting the

AHA delivers programs and
outcomes that are only possible
through national coordination.
For the goat industry, this national
coordination helps manage
biosecurity risks, protect market
access and support sustainable
industry growth.

This is increasingly important

in a complex and evolving risk
environment - shaped by biosecurity
threats, trade pressures and
changing market expectations.

AHA ensures producer

levy funds are invested
strategically —
strengthening animal
health, biosecurity and
national capability for the
benefit of the goat industry.

66 national animal disease

Australian livestock industry

35 members across federal,
state and territory governments,
livestock industry bodies and
service providers

1 national, legally binding
agreement (EADRA)
coordinating responses

response manuals guide
consistent responses for diseases
affecting goats and other livestock

5 national surveillance programs
inspecting millions of livestock,
protecting market access for
goat producers

40+ programs of national significance




Why AHA matters
to the goat industry

Through AHA and Goat Industry
Council of Australia (GICA) - the

representative member - the goat
industry is connected into national

animal health decision making.
This ensures levy investments
target priorities that benefit
goats alongside other livestock
sectors and the national animal
health system.

Through AHA, the goat
industry can:

Influence decision-making and
policy discussions.

Access shared national systems,
expertise and networks that
support goat production.

Help shape priorities rather
than react to them.

Invest in goat industry-specific
projects targeted at benefiting
goat animal health, biosecurity
and emergency preparedness.

Achieve outcomes that would
not be possible independently.

MEAT & LIVESTOCK AUSTRALIA

For the goat industry, this means
less risk from disease threats,
greater influence over national
activities, and better, more
targeted long-term outcomes.

GICA is a long-standing
and proud member of
AHA, representing the
goat industry at the
national level.
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Key national programs delivered by AHA

AHA delivers several national programs on behalf of all major

livestock and government members that underpin how
Australia manages animal health and biosecurity.

Emergency Animal Disease
Response Agreement (EADRA):
AHA is the custodian of the EADRA,
a legally binding deed between

the Australian Government, all
state and territory governments
and 14 livestock industry groups.
Through the EADRA, all parties
agree to participate in an emergency
animal disease (EAD) response
through informed and empowered
representatives who collaborate to
guide the response. This ensures
effective collaboration across
states and territories and gives
each industry a genuine voice

when planning for and responding
to EAD occurrences.

Farm Biosecurity

AHA coordinates the national Farm
Biosecurity Program on behalf of
industry and government members.
The program provides practical
tools, resources and guidance to
support producers and supply
chain participants to strengthen
on-farm biosecurity practices. By
improving awareness, preparedness
and adoption of good biosecurity

practices, the program helps

reduce the risk of disease
introduction and spread, strengthens
industry resilience and supports
Australia’s animal health status

and market access.

AUSVETPLAN: AHA manages the
development and review of the
Australian Veterinary Emergency
Plan (AUSVETPLAN) on behalf of its
members. AUSVETPLAN contains
the nationally-agreed approach

for responding to EAD incidents

in Australia. The plan is captured

in a series of manuals and
supporting documents.

Surveillance programs: Animal
health surveillance is key to
supporting Australia’s freedom from
exotic animal diseases, maintain
animal health and market access,
and foster the resilience and
integrity of the Australian animal
health system. AHA manages

several surveillance programs that
enable prompt detection of disease
incursions and publication of credible
national reports on Australia’s animal
health status, which are vital to fluid
international trade.

S

Integrity Systems

red meat customer assurance

Emergency training: AHA provides
education and training that builds
the biosecurity response capability
of members. This assists members
to meet their responsibilities under
the EADRA. Through participation
in a range of training activities,
AHA members can also ensure
they have trained personnel

and industry representatives to
participate in the management

of an EAD incident.

These are the core programs your
levy investment supports - delivering
national capability that no single
industry could achieve alone.

AHA is where national
animal health decisions are
shaped — bringing industry
and government together to
act as one system.




Delivering value through goat industry projects

AHA gives the goat industry a voice - allowing the industry to influence animal
health policy and system settings alongside other livestock industries and
government representatives.

It reduces risk, protects market
access, and ensures the industry
has a voice in national systems.

It also ensures levy funds are
managed responsibly - balancing
immediate impact with future
capability.

Investmentin AHA is an
investment in the future
of the goat industry.

GOAT PROJECTS

Goat Health Project

Goat Welfare Standards
and Guidelines

Harvested Rangeland
Goat Depot Permit System

Goat Pain Relief Project

Crisis Management Plan
for the Goat Industry

Goat Industry Liaison
Livestock Industry Training

Through GICA's guidance,
prioritisation and partnership,
AHA delivers practical, goat-
specific outcomes, which translate
into real outcomes for producers.
A number of projects have been
successfully delivered in recent
years and discussions are ongoing

Investment decisions are guided
by agreed industry priorities and
monitored to ensure levy funds
deliver near term industry benefits
and long-term capability.

Together, these projects
demonstrate how coordinated

for future opportunities.

20+

WHAT IT DELIVERS
FOR THE GOAT INDUSTRY

Investment in endemic disease
management and assurance systems

Review and update of national welfare
standards with industry input

Development of permit system for tag-
free movement via registered depots

Research into pain relief options and
product availability

Development of templates and industry
capability building

This project opportunity is currently
being scoped to deliver online training
for interested goat producers

investment delivers stronger
capability, better outcomes and
a more resilient goat industry.

years of sustained
industry investment

OUTCOMES FOR GOAT INDUSTRY

Improved herd health, stronger market
assurance, increased producer confidence

Fit-for-purpose standards, improved
animal welfare, stronger social licence

Enhanced traceability for harvested
rangeland goat movements by allowing
a permitted, tag-free pathway via

goat depots

Improved welfare practices, future-ready
industry standards

Faster, more coordinated response
to disease or biosecurity events

Targeted training for the goat industry
to upskill producers in the emergency
response role of Liaison - Livestock
Industry

Real projects. Real outcomes. Real value for goat producers.
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National Residue
Survey (NRS) — Goat Program

Department of Agriculture, Fisheries and Forestry Goat Program
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Overview

The National Residue Survey (NRS) operates within the Australian Government
Department of Agriculture, Fisheries and Forestry, and since 1992 has been funded
by industries through levies, cost recovery arrangements and direct payments.

The NRS is an essential part of
Australia’s pesticide and veterinary
medicine residue management
framework providing verification
of good agricultural practice in
support of chemical control-of-use
legislation and guidelines.

NRS programs monitor the levels of,
and associated risks from, pesticides
and veterinary medicine residues
and contaminants in Australian

food products. The programs

help to facilitate and encourage
ongoing access to domestic and
export markets. The NRS supports
Australia’s primary producers and
food processors who provide quality
animal, grain and horticulture
products which meet both Australian
and relevant international standards.

Under the Australian Standard

for the Hygienic Production and
Transportation of Meat and Meat
Products for Human Consumption
(AS4696:2023), meat businesses
are required to participate in a
residue monitoring program.
Samples are collected from both
export registered and domestic
establishments.

Goat Program overview

The goat program has been
operating for over a decade and

is funded by the NRS component
of the goat transaction levy. The
program involves the testing of
Australian goat tissue samples for

a range of pesticides, veterinary
medicines, and environmental
contaminants.

The program ensures goat exports
satisfy Australian export certification
and importing country requirements.
In addition, the program supports
industry quality assurance initiatives
and enables domestic meat
processing facilities to satisfy state
and territory government regulatory
authority licencing requirements.



How the NRS Supports
the Goat Industry

The NRS monitoring program The NRS supports industry by:

works alongside the export meat

program to provide assurance to » Ensuring products meet Australian export certification and importing
domestic and overseas markets country requirements

on the safety and reliability of Providing residue monitoring data to support specific market
Australian goat products. The access needs

program underpins export
certification and helps maintain Expanding the national goat residue database to respond quickly

critical market access. to trading partner requests

Providing independent, authoritative and technically sound residue
data and advice

Supporting quality assurance initiatives across the supply chain
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The NRS reports monitoring results
to state and territory governments,
industry, overseas authorities and
the public. Results are published

on the Department of Agriculture,
Fisheries and Forestry website.

Reporting

The NRS reports to
state and territory
governments, industry,
overseas authorities and
the public. Scan the QR
code to find out more.

Through random and targeted monitoring, annual
reporting to trading partners and robust trace-back
arrangements, the NRS plays a critical role in maintaining
and gaining market access for Australian goat products.

NRS assists in gaining and maintaining market access
both domestically and internationally:

Domestically - the NRS program supports industry
quality assurance initiatives and enables domestic
meat processing facilities to satisfy state and territory
government regulatory authority licensing

requirements.

Internationally - the NRS program ensures goat
exports satisfy Australian export certification and

importing country requirements.

Trace-back investigations are
conducted when residue detections
exceed Australian standards or
Residue Action Limits. In these
cases, the NRS notifies the relevant
state or territory regulatory
authority, which undertakes follow-
up investigations.

Livestock property audits may be
undertaken through the Livestock
Production Assurance (LPA) program
as part of follow-up activities.

Livestock
property audits

Property audits are
undertaken for follow up of
results through the industry
on farm QA scheme,
Livestock Production
Assurance (LPA).




The Goat Industry Council of
Australia (GICA) is responsible for
making sure anyone involved in the

GICA

Goat Industry Council of Australia

DAIRY | MEAT | FIBRE | RANGELAND

goat game understands what livestock
transactions levies (LTL) are payable on

Are you paying your livestock transaction levies (LTL)?

It's very important to note if
you're selling a goat, you must
pay a livestock transaction levy.

This includes goats sold by one
producer on a property to another
producer on a property - known
as property-to-property sales.

GICA is also responsible

for managing and making
recommendations to the Minister
for Agriculture, Fisheries and
Forestry for the distribution of the
goat transaction levy income.

How to pay your levies

Before you can lodge your first return,
you must register with the department
to receive a unique LRS number.

To lodge your return online, go to
Levies Online.

Alternatively, you can complete a cattle
and livestock transactions return form.

Much more information is available
at agriculture.gov.au You can also
contact the Levies Helpdesk via email
levies.management@aff.gov.au or
call 1800 020 619.

To learn more about where that
money goes and who it goes to
such as Animal Health Australia,
or R&D or Marketing with MLA,
please scan the QR codes to visit:

The livestock transaction levy for
goats is 37.7 cents per head. This
must be paid for every transaction.

goatindustrycouncil.com.au

Distribution of the 37.7c per head goat levies

4.5c¢ per head to
Animal Health Australia

6c¢ per head to
National Residue
Survey
16.7¢c per head
to R&D (MLA)

10.5c per head to
Marketing (MLA)



GICA

Goat Industry Council of Australia

DAIRY | MEAT | FIBRE | RANGELAND

For more information please visit
www.goatindustrycouncil.com.au
or to contact us, please scan the QR code.




