
Agricultural Consultant interview questions
careertips.com.au: common questions and what they're really testing

What to expect
Interviews for agricultural consultant roles typically assess your technical knowledge, client advisory
skills, and ability to analyse complex farm businesses. You will likely face a mix of process, behavioural,
and scenario questions.

• Process: Questions about how you approach a farm business analysis or develop a
recommendation.

• Behavioural: Questions that ask you to describe a past experience, such as managing a difficult
client relationship.

• Scenario: Questions that present a farm problem, such as declining soil health, and ask how you
would respond.

• Technical: Questions that test your knowledge of agronomy, livestock management, or farm
economics.

• Client-facing: Questions about how you communicate complex advice to farmers with varying
levels of expertise.

• Business development: Questions about how you would find new clients or grow the consultancy.

The interview usually starts with introductions and a discussion of your background. Then you may be
asked a series of technical and scenario questions, often with time to think through your answers. Some
interviews include a short presentation or a case study exercise. You will also have the chance to ask
questions at the end.

1. Walk me through how you would analyse a farm business that is
underperforming.
Why they ask
Assesses your analytical process and ability to structure a complex problem.

How to structure your answer
Walk-through: outline your step-by-step approach, from data gathering to recommendations.

Example answer

“I start by gathering financial data, production records, and maps. I then assess the key drivers of
profitability, such as gross margin per hectare or per livestock unit. I look for bottlenecks in the
system, whether it's pasture utilisation, crop yields, or cost structures. I also consider soil health and
environmental factors. After that, I prioritise recommendations based on impact and feasibility, and
discuss them with the client to develop an action plan.”

2. Tell me about a time when you had to give a farmer advice they did not
want to hear.
Why they ask
Tests your communication and client management skills under pressure.

How to structure your answer
STAR: describe the Situation, Task, Action, and Result.

Example answer

“Situation: A client was reluctant to reduce stocking rates despite overgrazing. Task: I needed to show
them the long-term impact on pasture and profitability. Action: I used pasture monitoring data and a
simple feed budget to demonstrate the cost of supplementary feeding versus the benefit of resting



paddocks. Result: The client agreed to a gradual reduction and saw improved pasture recovery the
following season.”

3. A client's soil tests show declining organic carbon and increasing acidity.
How would you approach this?
Why they ask
Evaluates your technical knowledge and judgement in a realistic scenario.

How to structure your answer
Judgement under pressure: assess the situation, diagnose the cause, and recommend a practical plan.

Example answer

“First, I would review the soil test history and identify the trend. Then I would consider the farming
system and whether practices like stubble retention or containment feeding could be contributing. I
would recommend a program of liming and possibly the introduction of a pasture phase or cover
crops to build organic matter. I would also set up monitoring to track changes and adjust the plan.”

4. What are the key factors you consider when recommending a crop
rotation?
Why they ask
Checks your agronomic knowledge and ability to balance production with sustainability.

How to structure your answer
Explain your reasoning: list factors and give a brief example.

Example answer

“I consider soil type, rainfall patterns, disease and weed cycles, and market prices. The rotation
should break disease cycles, manage weeds, and maintain soil health. I also look at the farm's
machinery and labour capacity, and whether the rotation fits the overall business plan. For example,
including a legume can fix nitrogen and reduce fertiliser costs.”

5. How would you explain a complex economic model to a farmer who is not
financially literate?
Why they ask
Assesses your ability to communicate technical information clearly.

How to structure your answer
How you would communicate: describe your approach to simplifying and checking understanding.

Example answer

“I would avoid jargon and use visual aids like simple charts or a one-page summary. I would focus on
the key numbers that matter to them, such as the impact on cash flow or gross margin. I would relate
it to their own farm data and use examples that they can understand. Most importantly, I would check
for understanding and encourage questions.”

6. How would you go about finding new clients for a consultancy?
Why they ask
Tests your commercial awareness and initiative.

How to structure your answer
Plan and priorities: outline a step-by-step strategy for building a client base.

Example answer

“I would start by networking with rural suppliers, agronomists, and accountants who already serve
farmers. I would also attend field days and industry events to build visibility. I would offer a free initial



consultation to demonstrate value and ask existing clients for referrals. Additionally, I would use case
studies and testimonials to show results.”


