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T0P GAMERANGHER

IN BRIEF:

- Capital from a cell-phone
company used as seed
money to start a game
farming venture and a
hunting ouftfitter.

- Tienie Bamberger stays a
step ahead of government
and is expanding unper-
turbed, notwithstanding
efforts to end the breeding
oflionsin captivity.

- The taxidermy business
with which he is extending
the value chain, also won
awards this year.

Tienie Bamberger started his
hunting concern 25 years ago
with a dream, a handful of
pamphlets and an income from
his cell-phone business in
Pretoria. Nowadays WRSA's
Game Rancher of the Year for
2023 runs his farming and
trophy hunting business,
Warthog Safaris, on 10,000
hectares and he is expanding
even while a legislation sword
is hanging over the hunting
industry.

Tienie doesn't beat about the
bush. “l am striving for profit-
ability. The fact that | am
preserving habitat for my game,
isa consequence of that.”

Only after six years from a shaky
start, could he obtain a small
piece of land of 189 ha at
Steenbokpan, close to Lephalale
in Limpopo. These days it is part
of the almost 10,000 ha on
which he runs Warthog Safaris
with his wife, Ananja.

His father, Ben, used to be a
crop-and-dairy farmer near
Ottosdal, where Tienie spent his
formative years. Drought
eventually forced the family to
relocate to Bronkhorstspruit
where his father eventually
retired as a police detective.

That is where Tienie matric-
ulated and then started a

business, installing gear-lever
locks, with two friends at what
used to be the Technikon
Pretoria. It grew and morphed
into a cell-phone business which
relatively soon became a
substantial venture for the
three.

FROM 'BLUNDER' TO ON-THE-

JOB EXPERIENCE:

After life took him on a number
of side-tracks through South
Africa and abroad, Tienie took
steps to turn his dreams of a
safari company into reality. This
is when he registered Warthog
Safaris and accompanied his
first client, a pistol-shooting
instructor, on a hunting trip.

The next step was to market
himself on one of the extensive
American hunting expos. He had
no clue as to what the successful
marketing of a hunting outfitter

entailed and his first campaign
was a blunder, says Tienie.
Nothing came of the stack of
pamphlets he distributed.

It was January 1989 and in
November of that year, he
attended the Bass Pro Shops
Hunting & Fishing Classic in
America. There his former
hunting client introduced him to
an American hunting outfitter,
Nicky Roth of Montana. That year
Nicky and two other American
visitors came hunting with Tienie
and this gave Warthog Safaris the
break-through.

Every year his business grew in
leaps and bounds. Nicky invited
him in 2003 to come and help
with his hunting company — an
opportunity Tienie seized. “I
realize | will meet hunters who
would possibly also want to
come and huntin South-Africa.”



and other grazers
He also breeds lions in the Free
State.

PROFITABLE SPECIES:

Even though there is a lot of
controversy regarding lion
farming, what with a ban on the
importation of lion trophies to
the USA, Tienie is expandin,

have to roam
months before

“Once we are allowed once
more to export them to
America, one is going to really
cashin.”

As far as he is concerned, the
soft pressure applied by govern-
ment on the lion farmers to
close down the industry,

ounts to nothing less than

nary impala on
land, they being,

to utilize the same piece of land,
with the same resources, much
more profitably. Why shouldn't
game farmers be allowed to

In order to keep lions, Tienie has
to do a habitat evaluation of his
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" PIETER
DI KLIRK

RECIPIENT OF THE 2023 TAXIDERMIST OF
THE YEAR AWARD

land every two years, for which
he appoints an independent
ecologist. He sporadically has
his game counted by a
specialist, but he also conti-
nuously monitor his game tally
using cameras placed strategic-
ally onthe farm.

The game census in conjunction
with the habitat evaluation
determines how much game
Tienie can keep on his land. In
addition he uses common sense
and harvests more when he
sees his animals struggling
during dry seasons, while during

good years he will let the herds
multiply.

His main source of income is
trophy hunting by foreigners,
and he explains that mature
trophy animals don't ne-
cessarily breed any longer and
have already done their bit for
the game population. They,
however, only represent 10-
15% of the game on the farm.
Therefore it is necessary to
market this 15% to real hunters
in order to glean 75% of the
income from them.

The rest of the ranching income
is from taxidermy, accommo-
dation, self-drive safaris,
ecotourism and local visitors
who book the lodges for the
holidays. For non-hunters Tienie
offers special activities like
angling expeditions, game
drives, hiking trails and photo-
graphicsafaris.

“Then we also take our guests
on excursions to other attrac-
tions like Table Mountain, the
Victoria Falls and the Kruger
National Park.”

THE AFRICAN DREAM

Tienie believes that a great and
important component of what
you sell when marketing your
hunting environment and
animals, is the African expe-
rience as described by writers
like Ernest Hemingway and
former president Theodore
Roosevelt in their books. “That
Africa may no longer exist, but
we have to offer our clients an
experience which is as close to it
as possible, but with modern
conveniences.”

In the array of lodges, Warthog
Safaris offers accommodation
to more than 60 people at a
time, but Tienie says the
greatest number they have
accommodated simultaneously,
was around 40, which included
hunters, non-hunters and
professional hunters.

Ananja does the cooking for the
guests, but when more than one
lodge have guests, she appoints
freelance chefs to help.

“I knew nothing about cooking
when we started. | could not
even boil an egg. | had to read
books to learn.”

Even greater competitiveness

About three years ago Tienie
and a taxidermist, Pieter de
Klerk, started Nature's Mirror
Taxidermy to add value for
people coming to hunt with

Warthog Safaris. Pieter has
been picked this year as the
professional hunter's
association, PHASA's, taxi-
dermist of the year.

For hunters who prefer using
their own taxidermists, the
ranch now offers a complete
hide-preparation service and
packages it, permits included,
for shipping. However, the main
draw card remains the fact that
hunters' trophies can be stuffed
and mounted on the ranch.

Tienie opines that offering
taxidermy services as part of
Warthog Safaris' hunting
packages, makes a substantial
contribution to his competitive-
ness.

Q&A:

Where did you learn the most
about game and the safari
business?

During our summer months |
worked for Nicky Roth in
Montana, USA, and learned a lot
there.

What was the biggest lesson
you have learned?

The first time | went to America,
| was completely unprepared. |
thought one just had to walk
around and hand out flyers at a
hunting expo and the orders will
flood in.

What technology is indis-
pensable in your farming
business?

Solar panels, inverters and
lithium batteries. My entire
concern is off-grid — including
the 40 boreholes and the
hunting lodges and even every,
single motor gate on the farm.

What s your greatest obstacle?
The government and the failed
state, as well as Eskom, crime
and corrupt policemen stopping
our visitors when they are being
transported in the evening from
the airport to the farm and
harassing them for bribes.
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