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In spite of the uncertainty 
and volatility that’s plagued 
the cattle market, this year 
will likely see higher cattle 
prices.

Remember that old schoolyard 
rhyme about April showers bring-
ing May flowers? While that may 
be true, it will take a whole lot 
more than a few showers to make much of cattle country flower again.

Some parts of the country are looking their third year of dry weather 
square in the eye. Other parts may well face a second year in a beady-eyed 
stare down with an unrelenting sky. Whether or not Mother Nature will 
blink has cattlemen everywhere looking long, hard and plaintively at the 
weather forecast.

2013 Setting Up For HigHer 
Cattle priCeS

continued on page 10

   Cattlemen and women gathered at the 2013 Cattle Industry Convention 
and National Cattlemen’s Beef Association (NCBA) Trade Show to hear 
CattleFax market analysts’ projections for the year ahead. Creighton 
University Professor Emeritus Art Douglas told the audience that there 
is a chance some regions of the United States will see a return to more 
normal precipitation patterns during the upcoming spring and summer 
growing season. That was welcome news to participants, many of whom 
have been enduring an ongoing, multi-year drought, which has affected 
more than 70 percent of cattle country. 
   If precipitation returns to near-normal levels for the 2013 growing sea-
son, CattleFax predicts farmers in the U.S. will plant a record number of 
acres in both corn and soybeans. CattleFax Grain Market Analyst Chad 
Spearman told the audience that would lead to lower feed grain prices 
this year.
   “If we see anything close to trend line yields, we’ll see relief on the sup-
ply side and the result will be price relief, particularly in the second-half 
of 2013,” said Spearman, who added that the additional moisture will 
help mitigate hay prices after harvest begins this summer.
   “With a little help from Mother Nature, we will be in much better shape 
with regard to hay supply and prices during the second half of the year,” 
he said.
   Although input costs may provide relief, analyst Mike Murphy provided 
a note of caution, saying that a possible economic slowdown could put 
pressure on beef prices and demand among consumers. He projected that 
net income in the U.S. would be flat, with incomes struggling to keep pace 
with inflation. However, he predicted beef exports would continue to pro-
vide support for prices.
   ‘We expect to see an increase in exports, due in large part to an increase 
in shipments to Japan since that market recently opened to beef from 
cattle under 30 months of age,” said Murphy. “Imports will also be up 
substantially as well, due to tighter supplies in the U.S. at a time when 
we have strong demand for 90 percent lean trim.”
   Overall, CattleFax Senior Analyst Kevin Good predicted beef production 
in the U.S. will fall, with per-capita supply declining 2.2 percent. However, 
he said the decrease will be partially offset by increasing carcass weights. 
CattleFax projects the Wholesale Beef Demand Index will decline by one 
percent, due to a one percent decline in real income of consumers.
    Good said he expects that there will be a shift in leverage with the loss 
of packing capacity in the U.S. after the closure of a southern Plains pack-
ing plant earlier this year.

CattleFaX proJeCtionS inClUDe 
riSing priCeS in 2013

By Tim Petry, North Dakota State

In a decision that removes much of the import restriction on U.S. beef im-
posed at the end of 2003, Japan has allowed imports of beef from U.S. cattle 
less than 30 months of age, effective February 1, 2013. Late in 2003, Japan 
banned U.S. beef in reaction to the discovery of bovine spongiform encepha-
lopathy (BSE) in the United States. In 2005, Japan reopened its market to 
U.S. beef imports from cattle slaughtered at less than 21 months. However, 
U.S. beef exports to Japan and Japanese beef consumption have not recov-
ered to the levels they reached in 2003 and earlier. The latest action is ex-
pected to increase the volume of U.S. beef and byproducts exported to Japan; 
to allow somewhat lower prices in Japan for U.S. beef; and to raise the value 
of beef carcasses in the United States.

Japan and the United States Are Mutually Beneficial Partners in 
Beef Trade

Japan consumes over 1 million metric tons of beef per year, but the coun-
try’s domestic beef production is limited. Japan has little land on which to 
graze cattle, increasing the cost of raising beef. Instead of grazing until a 
certain age or weight, cattle in Japan are fed intensively from weaning until 
slaughter, which typically occurs later than in the United States. This in-
tensive feeding regime produces meat heavily marbled with fat, which con-
sumers prize for its tenderness. Retail prices for Japanese beef are thus rel-
atively high. Production of wagyu beef—referring to Japanese cattle breeds 
predisposed to heavy marbling— serves a specialized market that has been 
stable in size for the last two decades.

The market for less expensive beef for more casual uses grew in the 1990s 
after Japan ended its beef quota. By 2000, Japan was importing about two-
thirds of the beef being consumed, and about half of those imports were U.S. 
beef. In Japan, grain-fed U.S. beef was preferred to imported grass-fed beef 
for most purposes, partly because of the tenderness and flavor of marbled 
grain-fed beef.

Growing concern about BSE and serious outbreaks of E. coli infections in 
Japan in the late 1990s and early 2000s slowed beef demand. Concerns were 
compounded by confirmation of a number of BSE cases in Japan beginning 
in 2001. To address BSE fears with Japanese cattle, every animal in Japan 
was tested for BSE after slaughter. After the discovery of a case of BSE in the 
United States, Japan banned imports of U.S. beef at the end of 2003. Japan’s 
measures related to BSE exceeded the recommendations of the World Or-
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Japan offers growth potential 
for U.S. beef
   Back in 2000, U.S. beef exports to 
Japan reached 1.16 billion pounds 
valued at $1.77 billion, and account-
ed for 43 percent by volume and 50 
percent of the value of all U.S. beef 
exports. We also enjoyed a 53 per-
cent share of Japan’s beef imports 
at the time. Those figures dropped 
to zero following discovery of the first case of BSE in the United States in 
December 2003. continued on page 12

By Burt Rutherford

continued on page 10

By John Maday
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   Kenneth was born June 22, 1936 to 
Pete and Wilma Carmichael of Here-
ford, Texas.
    He passed from this life on Thurs-
day March 21, 2013 in Springfield, MO 
after his struggle with Alzheimer’s dis-
ease.
    Kenneth is survived by his wife 
Janelle in Springfield; three sons – 
Keith, and wife Glenna Carmichael 
of Lowry City, MO, Douglas Carmi-
chael of Springfield, and Kevin, and 
wife Shari Carmichael also of Spring-
field. Kenneth was also survived by his 
older brother Bill Carmichael of Can-
yon, TX and sister Shari Jo Carmichael 
of Hereford, TX. Kenneth was also sur-
vived by his legacy - six grandsons: 
Kristopher, Ryan, Kyle, Nathan, Ken-
dal and Austin Carmichael as well as 
his jewels -three great grandchildren: 
Kolton, Miyah, and Hadley Carmi-
chael.  Kenneth was preceded in death 
by his loving parents Pete and Wilma 
Carmichael.
    Raised near Hereford, Texas, Ken-
neth attended Texas Tech for two 
years, but farming and ranching was 
what he loved.  Near Sedan, NM, Ken 
met and married Janelle, his loving 
wife of 55 years.  
   In 1964, Ken moved his young family 
to central Montana where he farmed 
and ranched north of Lewistown for 
a decade and then in 1973 the family 
again moved to south central Missouri 
near Alton.  In recent years Kenneth 
and Janelle resided in Doniphan, Au-
rora, and Springfield, Missouri.  

   It was Will Rogers who said “I’m a 
little bit a part of every man I’ve ever 
met.”  I’d like to think that I’m more 
than a little – actually  I’m proud to 
be quite a lot… a part of the first man 
I ever met… he was my dad .
   My first memories of my dad are 
always with some kind of tool in his 
hand – he was a farmer, a rancher, a 
man with a lot on his mind -always 
with a lot to get done.  With a ‘cur-
ry-comb’ or horse brush in his hand, 
a shovel, even a pair of pliers, there 
was a unique gentleness and an un-
mistakable thoroughness in every-
thing he did, he took pride in every 
task. I remember that he seemed to 
be always on something moving… a 
combine, a tractor or a ‘green-broke’ 
horse.   I will forever remember the 
way his callused hands held things... 
like a hammer, fishing line as he tied 
a knot and especially the ‘well-oiled’ 
reins of his horse’s bridle… as we rode 
along together. Growing up… He and 
I did that a lot.
  If I could use one word to describe 
my dad it would be the word ‘daring’. 
He dared to not finish college but to 
go straight into farming on his own 
when other young men his age were 
‘still living it up’. He loved to make 
things grow and flood irrigation in 
New Mexico in those days meant 
‘changing water’ when it needed 
changing… no matter what the time 
of day. He ‘dared’ to try new things 
when others would not. He never got 
over that.
  In 1964 my dad  ‘dared’ to take his 
young family to Central Montana and 
live out what I learned later in life 
was his dream – ranching in the ’Big 
Sky Country’. With two young boys 
(five and two) and one on the way, he 
and his young wife Janelle made their 
way to their new home in the Missou-
ri River Breaks.  It was a small place 
at the end of what was barely a road 
– over 1500 miles from any family 
or anyone they knew.  They bought 
their ranch from a man who always 
thought he’d get it back before the 
next winter came. He never did.  He 
didn’t know my dad.
   If I could choose another word for 
my dad it would be the word ‘real’.  He 
never liked a lot of ‘fan-fare’ or atten-
tion… he didn’t need it – he was ‘real’.  
He was a real worker, a real mechan-
ic, a real carpenter, a real neighbor, a 
real friend to many and a real… re-
ally good Dad.  I remember one time 
when he took a few minutes to pitch a 
baseball to my brother Doug and me.   
Doug swung on a fast pitch and put 
that baseball right through the living 

room window. I will never forget his 
words as he stuck his head through 
that empty window and hollered to 
our mother inside… “I think we’ve got 
an all-star here!”  
   Once while fishing in a mountain 
stream, I accidentally cast my three 
dollar and fifty cent fishing rod and 
reel straight into a twenty-foot-deep 
hole below a water fall.  My dad 
stripped down to his ‘boxers’, dove in, 
and swam to the bottom of the hole 
in that freezing mountain stream 
and retrieved it. He was ‘daring’ and 
he was a real swimmer!  I wish I still 
had that fishing rod today! It would 
be pretty special.
    Years later, when I was about sev-
enteen, I put his brand new truck, my 
brother Doug, as well as 146 bales of 
hay that he had just baled… into a 
ditch. He came upon the scene min-
utes later to find us sitting on the 
only bale that still had strings on it.  
As he pulled up to a stop beside us, 
I’ll always remember, his only words 
were consoling and about our safety. 
   My dad Kenneth Carmichael was 
a ‘real’ cowboy. He loved horses and 
brought some of the first, if not the 
first, Foundation Quarter Horses to 
Central Montana. He didn’t ride with 
any fancy tack. He wasn’t into ‘shows 
or events’.  He liked things simple, 
practical, and sensible.  He broke and 
rode horses to pay the bills; and to put 
food on the table. He rode horses that 
other people had given up on.  He 
didn’t like parades or ‘fooling around’ 
much – horses were for work and in 
a country with nine months of winter 
there wasn’t much time for anything 
else. Riding for the Ford Ranch, he’d 
‘wear out’ 2-3 horses a day. 
   One of my fondest memories is 
riding alongside him with my broth-
er Doug on behind me. We had been 
caught out in a storm while riding 
our ‘summer pasture’ and had to ride 
to where my mother had taken the 
truck back to the main road.  We rode 
from a steady ‘lope’ to a dead run for 
the better part of twenty minutes… 
maybe thirty… with an old mare’s 
colt running right along beside us.  
We were all soaking wet.  I remem-
ber looking over at my dad from time 
to time and seeing the pride in his 
eyes... his boys were keeping up… 
they weren’t about to be left behind.  
Over the years I saw that same pride 
in his eyes from time to time when he 
was with his family – especially when 
he was around his two daughters-in-
law that he loved dearly or any of his 
six grandsons.
    To this day, when I hear ‘pounding 
hooves’ or the powerful breathing of 
a horse at a ‘dead run’ there wells up 
inside me more emotion than I can 
possibly begin to contain. To this day 
I never knew where that came from.  
Now I know. Every time I hear it, I 
expect to look over and see my dad 
on that horse… with his gray, worn 
Stetson pulled down really tight and 
a little over to the side, an un-lit Pall 
Mall cigarette clinched tightly in the 
corner of his mouth… and behind it 
all… a smile as wide as the western 
sky. That’s how I will always remem-
ber my dad. 
    Not long ago, my brother Kevin and I 

were going through and dividing some 
of my Dad’s tools for the last time. It’s 
a task that no son looks forward to… 
but one that must be done never-the-
less.  He and I sorted through the pile 
together. There were tools of every 
kind – some worn unusually ‘smooth’ 
from several decades of use. Most had 
no special meaning – they were just 
tools that my dad had used during 
the last few years… a time when I 
had not been at home much. Just as 
we were about finished and I had let 
my guard down… my brother reached 
into a tool box and pulled out an old 
set of fencing pliers and handed them 
to me. You know the kind – Crescent 
brand, pointed on one side for pulling 
staples, the other side shaped like a 
hammer, with a wire cutting slot on 
each side.  As I took the rusty, worn 
pliers in my hand, I recognized them 
and something happened that neither 
of us never expected.  From out of no-
where, I was overcome with emotion. 
I felt a little silly, as I thought to my-
self… “Where did that come from?”
   Those old pliers had been tied on 
many a saddle, never loaned, and 
probably ‘fished’ out of more than one 
‘post hole’ over the years.  They are 
not just pliers... they are a ‘memori-
al’ to the countless hours that my dad 
and I fixed and built fence together. 
I had grown up on 4600 acres in the 
Missouri River Breaks in Montana –
there was a lot of fence to fix and build 
there.  After coming to Missouri, on 
a cattle operation in Oregon County 
where we could run almost the same 
number of cows on 300 acres – there 
was still fence to fix. We both had used 
that ‘old set of fencing pliers’ from the 
very beginning. I realized that one of 
the few things that my dad and I had 
done together over the years – side by 
side without any distractions - was 
building and ‘mending’ fence.  My 
younger brother saw the tears in my 
eyes as he handed me those old pliers 
– after a few moments of silence, he 
said… ”I believe those are yours”.
   One of my dad’s favorite songs, I’m 
not making this up, was Gene Autry’s 
classic… Don’t Fence Me In. 
    We’ll sure miss him. We already do.

KwC

Kenneth Carmichael



 The Midwest Cattleman ·April 4, 2013 · P5

• Growth from Birth to Finish
• Conversion & Carcass in the Feedyard
• Delivering Cowherd Building Traits
• Improved Heat Tolerance & Disposition
• Greater Consistency in Crossbreeding Programs
• Industry's Most Reliable EPDs - 
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I’ve always marveled at 
the fact that so many aspects 
of farming can be conducted 
in vastly different ways and 
yet achieve the same end re-
sult: success for the individual 
farmer. I guess that is one of 
the reasons the business has 
interested me for a lifetime. 

I’ve observed two grain 
farmers with operations sep-
arated by a graveled coun-
try lane, raise the same crop 
on the same soil type, using 
completely different farming 
techniques, fertility rates, her-
bicide applications, and mar-
keting strategies and both 

ended up extremely successful 
at the end of their careers—
and they each thought their 
way was the only way.

There have been dairy 
farmers that I’ve known, who 
went about producing milk 
in what I would term as op-
posite ways when it comes to 
feeding, breeding, and milking 
their cows, yet each stayed in 
the business for years and was 
profitable most of the time. 

Again, each of them was con-
vinced that they were doing it 
the right way.

And it’s not just neighbors 
that farm in different ways in 
order to successfully produce 
the same commodity that il-
lustrates the point, for my 
own father thought that some 
of my methods in raising and 
producing beef cattle were, in 
his words, “downright stupid.” 
The jury is still out on wheth-

er he was right or not.
What started me thinking 

about all this is a conversa-
tion I had with a neighboring 
farmer last week at the local 
feed store.  James, I’m guess-
ing, is in his seventies and has 
been raising cattle his entire 
life.  Because of the prolonged 
drought we have endured over 
the past couple of years, he de-

Copyright 2010, 
Jerry Crownover

Life is Simple

Spring 2011
Feb. 3 Red Angus
Feb. 24 Hereford
Mar. 10 Salers
Mar. 31 Brahman Infl.
Apr. 21 Limousin

Cover: Courtesy of 
Hereford World

Fax. 866-611-0490

Editor/Advertising
Keith Carmichael

417-644-2993  Fax 417-644-7748
mwc@centurytel.net

Advertising in KS or OK
Brenda Black
660-696-2333

Design/Layout
Emily Elmore 

Single Wing Creative
Off. 417-350-8858

Send address changes to:

3760 NE 1000 Rd.
Lowry City, MO 64763

A Cutting-Edge Publication 

Printing Dates 

Subscription rate is $15.00 Per Yr.
$25.00 Two Years

Fall 2011
Aug. 11 Gelbvieh
Aug. 25 Simmental
Sept. 8 Charolais
Sept. 29 Angus
Oct. 20 Shorthorn 

continued on page 12



 The Midwest Cattleman ·April 4, 2013 · P6

exploiting the Choice-Select Spread

The nation’s cattle herd 
made a big shift to Angus 
genetics in the last 40 years.  
The two primary reasons for 
the shift, of course, are the 
price premium associated 
with choice beef and the in-
creased likelihood that An-
gus beef will grade prime 
or choice rather than select.  
The Certified Angus Beef 
program was built success-
fully on these two items.  

Choice beef typically sells 
at a premium to select beef; 

but on occasion, the select 
carcass cutout is higher than 
the choice cutout. Such was 
the case on March 21 and 22 
of this year.  The choice-select 
wholesale price spread is usu-
ally narrow in early spring 
and wide around Thanksgiv-
ing.  For the last five years, 
2008-2012, the average March 
premium for a choice car-
cass over a select carcass was 
$1.35/cwt.  In November of 
the last five years, the choice 
cutout averaged $13.03/cwt 
above the select cutout.  

Why the large seasonal 
variation?  The ratio of choice 
cattle to select grade cattle 
is one big factor.  In recent 
years, roughly 65% of March 
steer and heifer slaughter has 
graded choice, but only 59% of 
November fed cattle slaugh-
ter grades choice.  The lower 
the percentage of cattle grad-
ing choice, the greater the 
premium for choice beef over 
select beef.

In 2012, the boxed beef 
cutout for choice carcasses 
averaged $190.63/cwt; select 
carcasses averaged $10.00/
cwt lower.  For an 850 pound 
carcass, that is an average 
premium for a choice car-
cass of $85.00 per head.  This 
premium is why there are so 
many Angus cattle in the U.S.  
The widest price spread last 
year between choice and se-
lect was $22.16/cwt ($188.36 
for an 850 pound carcass) on 
November 23.  The smallest 
spread in 2012 was a $0.62/
cwt premium for select over 
choice on April 11. 

The price spread between 
choice and select has an im-
pact on cattle feeding.  If you 
have two feeder cattle, one of 
which you expect will grade 
choice at slaughter and the 
one you expect will grade se-
lect, and you will be selling 
the cattle on a carcass merit 
program, then when they go 
to market matters.  Over the 
last 5 years, if a producer al-
ways sold a steer with an 850 
pound select carcass that was 
slaughtered on the last Mon-

day in March and sold a steer 
with an 850 pound choice car-
cass that was slaughtered on 
the last Monday in November, 
the choice animal would have 
averaged $9.34/cwt ($79.39/
head) more cutout value than 
the select animal.  If the pro-
ducer reversed the pattern 
and sold the choice animal 
in March and the select ani-
mal in November, he would 
have averaged only $5.79/cwt 
($49.22/head) more for the 
choice animal than for the se-
lect animal.  Thus, the poten-
tial of $30 per head more prof-
it for selling select in March 
and choice in November.

For cow-calf producers this 
says a lot about managing 
growth and feedlot placement 
dates based upon the genetic 
makeup of the calves being 
raised.  If feeder cattle are 
slaughtered at 18 months of 
age, spring calving Angus and 
fall calving Charolais should 
be more profitable than the 
other way around.

By Ron Plain, Extension Economist, UMC
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GRASS TETANY CAN 
BE A PROBLEM AS 
GRASS GREENS UP  
By Stephen B. Blezinger, 
Ph.D, PAS

   There are any number of mis-
conceptions when it comes to un-
derstanding cattle nutrition. Some 
of this is related to the fact that a 
great deal of animal health and 
nutrition advice is gathered from 

the local coffee shop or feed store. 
And it’s not that some of the in-
formation on feeding, nutrition, 
health and management coming 
out of these group discussions are 
not good, but some topics are, in 
fact, fairly complicated. Additional-
ly, there are a lot of concepts and 
areas of understanding that the so-
called “professionals” in the feeding 
industry don’t really understand or 
at least can’t account for the vari-
ability.
   One of these topics always comes 
up about this time of the year. With 
grass greening up or cattlemen 
turning cattle out onto lush, green 
winter pastures, various problems 
begin to be of concern. One of the 
greatest is grass tetany (GT). The 
following will discuss GT in detail 
and hopefully provide an under-
standing of what the problem truly 
is AND what it is not!
Some basics 
  Grass tetany (GT), sometimes 
called grass staggers, wheat-pas-
ture poisoning or hypomagnesae-
mia, is a metabolic disorder of cat-

tle generally thought to be related 
to a deficiency of magnesium (Mg). 
It occurs primarily in ruminant 
animals and lactating cows are the 
most susceptible. Older cows are 
considered more susceptible than 
those with only their first or sec-
ond calves. The reason is thought 
to be that older cows are less able 
to mobilize Mg reserves from the 
bones than are younger cows. Very 
seldom if ever is GT found in grow-
ing cattle (stockers). It is also not 
related to bloating. 
Conditions Leading to Grass 
Tetany 
   Grass tetany usually occurs when 
animals are grazing lush pastures 
in the spring, but it can occur in 
the fall and winter as well. Grass 
tetany is common during cool, 
cloudy and rainy weather and of-
ten occurs when cool weather is 
followed by a warm period. Mature 
and especially lactating cows de-
velop GT most often while grazing 
cool-season grasses or small-grain 
pastures in spring or fall. Rapidly 
growing, lush grasses create the 
greatest problem. Grass tetany has 
occurred on orchard grass, peren-
nial ryegrass, timothy, tall fescue, 
crested wheatgrass, bromegrass, 
and winter annuals. Small grain 
pastures include wheat, oats, bar-
ley and rye. It also occurs when 

livestock are wintered on low Mg 
grass hay or corn stalks. Fortu-
nately, GT is not usually a problem 
on legume pastures (clovers, alfal-
fa, etc.) or in animals wintered on 
legume hay.
   Grass tetany is most likely to 
occur on pastures grown on soils 
that are low in available magne-
sium and high in available potas-
sium (very common in small grain 
pastures). Soil testing can provide 
indicators of potential problems. 
High rates of nitrogen and potas-
sium fertilizer are sometimes asso-
ciated with increased tetany prob-
lems. Forages should be analyzed 
when a potential problem is sus-
pected. Forage containing less than 
0.2 percent magnesium and more 
than 3 percent potassium and 4 
percent nitrogen (25 percent crude 
protein) are likely candidates to 
exhibit GT problems. Forage that 
is high in potassium and nitrogen 
also should have at least 0.25 per-
cent magnesium. Some research 
has also shown that low phospho-
rus levels can also contribute to in-
creased problems on these types of 
pastures.
Symptoms 
   Unfortunately in many cases 
symptoms are not noted and the 

continued on page 12
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Live Cattle:
  Sometimes markets absolutely do not do what you think they will or 
should.  At this exact point in time we should have started to see the 
short supply implications on the market....but we haven’t.  We’ve had 
three straight months of demand problems from exports to both Russia 
and China, plus the US consumer is NOT buying the meat.  Our sup-
plies of meat have fallen exactly as we thought they would.  The four-
week average kill is running 5% lower than last year.  We have VERY 
tight supplies and normally this time of year provides us with the best 
prices.  Prices have fallen like a rock down to $127.00.  Why?  We’ve 
had three months of consumers getting accustomed to lower paychecks 
from the Jan 1 tax cuts, and the market continues to fall.  My figures 
show that demand is running a full 15% lower than last year.  This is 
serious....almost unreal in a year where all thought we would have an 
economic recovery.  I had projected April fats would be trading in the 
$132.00 area...and that was with using POOR consumer demand. What 
I’m seeing instead is TERRIBLE demand.  I only wish I had an answer 
for when this thing will get fixed.  The bottom line is this,  don’t go 
long yet.

Feeder Cattle:  
  I’ve still got my bullish flag waving up on the flagpole.  I see the 
feeders making at least a decent bounce in the near future.  I do think 
that weaned calves will command a premium (more so than usual) 
over the bawlers.  ‘Reason being...short feed supplies.  I see a sub-
stantial premium for the weaned calves.  Do whatever you have to 
do to wean your fall calves and hold them for 30 days or so.  It will 
pay.  Corn obviously is still the key here.  If corn goes lower, then the 
demand for the feeders will improve readily.  If not, then it’s going to 
be a long road uphill.  The feedlots have had enough and it will take 
4-6 months of “profits” for them to even think about sticking their 
necks out again.  Everything they’ve bought in the last year has lost 
money.  Every calf that sold was bought with “hope” in mind by the 
buyer.  That “hope” never materialized.  I see an industry that is totally 
drained of its equity.  Sometimes, you just have to call a spade a spade 
and realize that the good times predicted “were” here for a while but 
didn’t last as long as hoped.

Reynolds Herefords
1071 County Road 1231 
Huntsville, MO 65259

Home: 660-277-3679 • Matt: 660-676-3788 
• Barb: 660-676-4788

Email: reynoldscattle@cvalley.net

November  6th
Auction

Lunch at 11:00 a.m.

Sale at 12:30

RH Standard Lad 0313
Solid As A Rock Sire Group

Sale Offering
16 - 2010 Heifer Calves Jan. - May
16 - Breeding Bulls 7 to 18 months
16 - Spring Calving Bred Females
16 - Spring Calving Black Females
        Bred to Hereford Bulls
8 -    Fall Calving Pairs
6 -    Show Steer Prospects
Both Horned & Polled Offered

November 5, 2010 Sale offerings on 
Display 3:00 P.M.

CHB Dinner at 6:00 P.M.
Call or E-Mail for Catalog

What Does this Report Mean to Me?

MARKET  REPORT
Live Cattle Feeder Cattle Daily

Live Cattle:  My thoughts center around this market stabilizing now.  I’ve been 
placing a bullish tilt to this market for some time now.  I may need to temporarily 
place this on “hold” for a while.  The higher placements the last three months will 
have a negative impact on prices yet, so like they say, “All good things come to those 
who wait”.  I see production numbers staying over last years’ levels until at the 
least the end of the year.  Beef shipments have been lagging last years’ levels now 
for about a month.  Two weeks ago they were 8% lower than last year.  This weeks 
report showed exports a whopping 56% lower than last year.  This ain’t good.  Low 
imports and high exports have held this market up all summer.  We’re starting to 
lose some of that.  I just can’t pull the trigger yet on long term bullish hopes.

 Feeder Cattle:  All you have to do is look at the corn market for a reason for the 
pull-back in feeders. If I owned a feedlot I’d be nervous to say the least.  I do feel 
the feeder market has overdone it to the downside and it will be tough to break it 
further.  The early corn harvest has most feeder buyers in the field and I don’t think 
they’ve really had time to concentrate on buying feeders.  Let’em get caught up a 

  .yenom ”nroc“ htiw gniglub....dnah ni skoobkcehc.....nwot ot daeh ll’yeht dna elttil
This market will rally....wait and see.

 

Randall Kollmeyer
13039 Millsford Dr,
Pilot Grove, MO 65276
660-834-5625 (Office)
crk102749@yahoo.com  

Trading commodity futures involves substantial risk of loss 
and my not be suitable for all investors.  The recommendations 
express opinions of the author.  The information they contain is 
obtained from sources believed reliable, but is in no way guaran-
teed.  The author may have positions in the markets mentioned 
including at times positions contrary to the advice quoted herein.  
Opinions, market data, and 
recommendations are subject to change at any time.  

Allendale Inc.

Q #1
What do you think the price of fats will be in April 2011
Answer: It’s hard to see the forest for the trees here, but peering through the foliage I see $105.00 fats on the horizon for April.  Demand is 
going to have to kick in though in order to get it.

Q #2 
 Due to the recent break in feeders, would you be holding your fall-weaned 
calves for a while or letting them go?

Answer: What ever happened to the easy questions?  This will depend upon your weaning sched-
ule and your available feed supply.  I’m long term bullish the feeder market but the “reality” of 
right now probably dictates letting them go.  If you keep them for an extra 30 days, make sure you 
minimize the grain in the ration.  Grow them on good forage....”sell” $4.50 corn.  If the fat market 
stays sluggish and corn prices don’t moderate, about the only thing you’ve got to hang your hat on 
for “higher feeders” is “Hope”.

Q: Is there ANY good news for the fat cattle market?
A: Yes. With the recent washout in the fat cattle market, the feedlots will throw in the towel and move the cat-
tle.  Enough will have been enough.  What this will do is to make the feedlots much more current and will bring the 
weights down quickly.  We will also have very low slaughter levels for the next two to four months.  As far as the 
supply side goes, it’s all bullish news.

Q: What are your predictions for the cattle market in the summer time frame?
A:  It pretty much depends upon what the April market does.  “If” we get a bounce to $128.00 on the April contract 
(caused by tight supplies) assuming we have the “normal” decline into summer this would project the summer cash 
cattle to be in the $113.00 range.  As you can see, the problem will still not have been fixed.
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‘Have Cattle and Beef Markets Peaked for the Spring?’
By Derrell Peel, OSU

   Fed cattle and boxed beef 
prices have behaved very sim-
ilar to last year so far in 2013. 
Choice boxed beef made a dra-
matic run from the low $180/
cwt. range to a peak of $197.49/
cwt. on March 13 before falling 
back under $192/cwt.  In 2012, 
Choice boxed beef made the 
first of three runs at the $200/
cwt. mark, peaking at $198.80/
cwt. in the first week of March 
before falling back. Fed cattle 
peaked recently at $128.00/
cwt, much as they did one year 
ago in early March at $130.00/
cwt. In contrast, feeder cattle 
prices have behaved very dif-
ferently this year compared to 

2012. Most feeder prices have 
fallen since the beginning of 
the year. Last year, feeder pric-
es rose to an all-time peak in 
early March.   
   There are several differences 
between this year and last year 
that may change how markets 
evolve over the next few weeks. 
First, the latest Cattle on Feed 
report indicated that feed-
lot inventories were 93 per-
cent of last year. Additionally, 
placements in February were 
86 percent of year ago levels, 
which is very low even when 
adjusted for one less business 
day this February compared 
to last year. In the last nine 
months, feedlot placements 
have been 8.6 percent below 
the same period one year ago. 
Placements for a similar pe-
riod one year ago were up 2.1 
percent from the previous year. 
This nine-month drop in place-
ments is 1.57 million head less 
than the same period prior to 
March 2012. Feedlot supplies 
will continue to tighten in the 
coming months.   
   Feedlots have been impact-

ed by recent winter storms and 
the latest storm in the central 
Plains will result in additional 
disruptions in fed cattle mar-
ketings and production loss-
es. Mexican cattle imports are 
down by one-third so far this 
year and are expected to con-
tinue well below last year’s lev-
el. It is just possible that recent 
improvement in the drought 
conditions will lead to some 
heifer retention, which would 
further squeeze feeder cattle 
supplies. At the same time, 
carcass weights are falling to 
a modest increase over year 
ago compared to the large year 
over year increases in carcass 
weights seen for more than a 
year. These carcass weights 
combined with anticipated 
slaughter decreases will lead 
to sharper beef production de-
creases for the remainder of the 
year. All of these suggest there 
is continued opportunity in the 
next few weeks for addition-
al strength in boxed beef and 
fed cattle prices. Beef demand 
is still a concern and failure of 
boxed beef prices to push above 

$200/cwt. will perpetuate the 
current limits in fed and feeder 
cattle markets.   
   Feeder cattle markets will 
take their cue from fed cattle 
and boxed beef prices but will 
be influenced by several addi-
tional factors as well. Drought 
conditions will determine sum-
mer grazing demand for stock-
er cattle. Feedlot demand for 
placements will likely increase 
some as feedlots move past the 
current storm impacts and re-
alize more and more additional 
pen space in the coming weeks. 
From this point on, the corn 
market will be anticipating 
corn production for the com-
ing marketing year. If current 
plans for a much larger corn 
crop are realized, cheaper feed 
prices will begin to be reflect-
ed in feeder cattle prices before 
long. Across the board, supply 
fundamentals will increase 
price pressure on feeder and 
fed cattle prices and boxed beef 
prices. It all depends on beef 
demand.



2013 Setting
 continued from page 3

To understand why cattlemen 
are hanging on the weatherman’s 
every word, it might be instructive 
to look at the year just past. “As we 
look at the cow-calf sector, I think 
it’s important to look back on 2012 
and recognize it was an historical-
ly unique year,” says Glynn Tonsor, 
Kansas State University ag econo-
mist. Cattlemen saw records set for 
calf prices early in the year, until 
the drought hit and the bottom fell 
out.

“As 2013 develops, in the event 
we start to pull the trigger on ex-
pansion, you could have some of 
that occur again,” he says. If enough 
of cattle country returns to a nor-
mal weather pattern and a signifi-
cant number of heifers stay home, 
cattle prices could again set records. 
“Conversely, if the weather situa-
tion doesn’t improve, you’re likely 
to see some ongoing additional liq-
uidation. So, in many ways, weath-
er will dictate which of those two 
paths we have,” he says.

Either way, however, calf, feed-
er and cow prices will remain high. 
Looking at projections from the 
Livestock Marketing Information 
Center (LMIC), Tonsor says 2013 
could be a record-setting year for 
cow-calf returns, given any kind of 
moisture.

What’s more, he says LMIC is 
projecting a 5%, and perhaps even 
a 6%, reduction in commercial cat-

tle slaughter in 2013 and 2014. To 
a large extent, that will be driven 
by reductions in the cowherd and 
subsequent calf crops. The trend 
toward increasing carcass weights, 
which has helped mitigate the drop 
in cattle numbers so far, will only 
partially offset the drop projected 
for this year and next.

“The expectation is we’ll contin-
ue to increase dressed weights, but 
not quite as fast,” he says. “The net 
(increase) will not be enough to off-
set the reduction in slaughter.”

But that doesn’t mean U.S. con-
sumers will face a beef shortage, he 
says. “I think the term ‘shortage’ 
doesn’t fit the current situation. 
We’re not running out of beef. We’re 
running out of beef at prices we 
used to have.”

That means if someone wants to 
buy a steak, they can find one. “But 
consumers are going to have to pay 
more for it than they have in the 
past and not everybody’s going to be 
willing to do that,” he says.

For cattle prices, he says projec-
tions are that they will continue 
to increase, to the tune of 5%, or 
maybe 6%, in 2013 and 2014. For 
cow-calf producers who are able 
to manage well, that spells good 
news. “It’s important to recognize,” 
he says however, “that those in-
creases, if they do materialize, will 
not be sufficient in the current en-
vironment to lock in positive re-
turns for typical feedlot operations.”                                    
beefmagazine.com

Cattlefax
 continued from page 3
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   “As a result of that decline in ca-
pacity, feedlots will get a smaller 
percentage of the wholesale value 
of beef,” said Good. He added that 
CattleFax is projecting average 
prices will be higher for all classes 
of cattle during 2013 compared to 
the prior year.
   Prices are expected to average 
$126 compared to $123 during 2012, 
an increase of 2.5 percent. Yearling 
prices are expected to average $155, 
an increase of 5 percent from the 
2012 average of $147. According to 
Good, calf prices will average $175, 
up 5 percent from last year’s aver-
age of $167.
  “The cow-calf sector will remain 
in the driver’s seat during 2013, 

particularly if they have feed,” said 
Good. 
   CattleFax CEO Randy Blach sum-
marized the year ahead by saying 
it will be a difficult year for margin 
operators in the cattle business. He 
emphasized the importance of risk 
management due to continued vol-
atility and rising capital require-
ments. Packer margins, though, 
should see some improvement as 
the result of the decline in capacity, 
a trend that he expects to continue.
   “Don’t be surprised if we see the 
loss of another one or two plants 
before we’re done with the consoli-
dation phase,” said Blach. Likewise, 
he said the industry can expect cat-
tle feeding capacity to continue its 
decline due to the current market 
situation. 
MWC

Japan announces
 continued from page 3
ganization for Animal Health (OIE). 
Since there was no case of BSE found 
in Japan in animals younger than 21 
months of age, Japan began to allow 
the import of U.S. beef from animals 
under 21 months in 2005. The age re-
striction on U.S. beef limited imports 
from the United States. Because only 
U.S. and Canadian beef (also restrict-
ed) could provide the Japanese mar-
ket with grain-fed beef on the scale 
the market preferred, total beef sup-
ply and total beef imports in Japan 
shrank and have yet to recover to the 
levels of 2003. In 2011, the United 
States exported 207,000 tons of beef 
(carcass weight equivalent) to Japan, 
the highest level since 2003, but still 
only 41 percent of the level exported 
at the peak of pre-BSE U.S. exports to 
Japan in 2000. U.S. exports fell slight-
ly in 2012, to 204,000 tons.

Until 2003, Japan had been the 
largest market for U.S. beef and was 
valued as a customer by the U.S. in-
dustry because it imported certain 
cuts and byproducts at a higher price 
than U.S. consumers were willing to 
pay. Differences in tastes and prefer-
ences in beef products between U.S. 
and Japanese consumers created a 
mutually beneficial trading relation-
ship. Beef products, including offals, 
preferred by Japanese consumers 

could be supplied by U.S. exporters, 
while the U.S. market was still pro-
vided with the muscle cuts that it 
most values. This raised the value 
of U.S. beef carcasses, and Japanese 
consumers were able to purchase beef 
at reasonable prices.

Implications of Japan’s New 
Rules for Future Trade

Beef from most cattle in the U.S. 
herd now qualifies for export to Japan. 
Trade will become easier because age 
can be verified more easily using den-
tition. Under the previous rules, beef 
could be verified as eligible for export 
to Japan either through documen-
tation of the animal’s age or carcass 
evaluation by the physical grading 
program of USDA’s Agricultural Mar-
keting Service (AMS) demonstrating 
a grade of A40 or below. In practice, 
the physiological threshold was on 
the conservative side in that most 
A40-graded animals were 17 months 
or younger. Since animal traceability 
is often not available for U.S. slaugh-
ter cattle, beef from many U.S. cat-
tle aged 18-20 months could not be 
verified for export to Japan. Under 
the new rules, most slaughtered an-
imals meet physiological thresholds 
that show they are under 30 months 
by dentition. Furthermore, animals 
over 30 months also receive different 
treatment in the U.S. market (more 
parts must be removed from the food 
chain). Thus, there will be less need 

to give special treatment to beef des-
tined for Japan, which will lower 
costs.

The new program also revises Ja-
pan’s definitions of specified risk ma-
terials from bovine carcasses to make 
them correspond to internationally 
recognized standards. Beef products 
must be verified by a U.S. Govern-
ment program, such as the AMS “LT-
30” program, to be derived from ani-
mals aged younger than 30 months. 
Beef and beef products from cattle 30 
months of age and older remain ineli-
gible for export to Japan at this time. 
The cuts and offals favored by Japan 
in 2003 and before—the short plate, 
short rib, hanging tender, tongue, 
etc.—continue to have receptive mar-
kets in Japan. Japanese buyers now 
have access to a larger pool of beef and 
products, and imported quantities are 
expected to increase. These products 
will be bid more away from current 
uses in the United States or other 
export markets, leading to stronger 
prices for some cuts and offals.

Greater Japanese beef imports are 
more likely to come from increased 
Japanese demand than from replac-
ing Japan’s own beef production, 
which satisfies a different market 
niche. The potentially greater supply 
of U.S. beef cuts and offals will allow 
retail prices for some products to fall 
in Japan, stimulating consumption of 
such popular meals as Korean barbe-
cue, a major user of hanging tender 
and tongues, and beef on a bowl of 
rice, sold as a fast food. At the same 
time, U.S. grain-fed beef is likely to 
displace some beef from Australia 
and New Zealand, where grain feed-
ing is less prevalent (no BSE restric-
tions were imposed on beef from these 
countries). Over time, it is reasonable 
to expect that the beef trade will re-
turn to levels and composition simi-
lar to that which prevailed in 2003, 
before the BSE-related disruption to 
trade. The U.S. export market to Ja-
pan may even return to the peak lev-
els reached in 2000.

The potential for increased im-
ports is supported by the history of 

higher imports prior to the ban on 
U.S. beef and a significantly larger 
U.S. share of Japan’s imports. In 2003, 
the volume of Japanese beef imports 
was over 20 percent (120,000 metric 
tons) higher than in 2012, and was 
as much as 50 percent (290,000 tons) 
higher in 2000. However, the opportu-
nities for growth in total beef imports 
may be limited by several factors. Ja-
pan’s population is slowly shrinking 
and aging, which may dampen beef 
consumption. Current slow growth 
in disposable income and high global 
beef prices also present challenges to 
beef demand.

Nonetheless, trade may be ex-
pected to rebound over a multiyear 
period as a result of increased access 
to U.S. beef, which is likely to gain 
more share in the Japanese import 
market—from the 26-percent level 
achieved in 2012 towards the 50-per-
cent share held in 2000-2003. At 2012 
import levels, a return to a 50-percent 
share of Japanese imports by the U.S. 
would be equivalent to a 145,000-ton 
increase in U.S. beef and offal exports.

Potentially offsetting an increase 
in demand by Japan are changes in 
the supply and demand for U.S. beef 
and beef products. Lower U.S. beef 
cow inventories and tightening sup-
plies are forecast to lead to declines in 
U.S. beef production through at least 
2015. The recent decline in value of 
Japan’s yen versus the U.S. dollar 
makes U.S. exports more expensive 
in Japan, and a looming increase in 
Japan’s value-added tax will increase 
the consumer price of all products. In 
addition, imports by Korea, Taiwan, 
and Hong Kong are larger than a de-
cade earlier, and these markets are 
likely to compete for some of the same 
beef products that are easiest to sell 
in Japan.

However, in the long term, the re-
laxation of the rules governing trade 
between the world’s largest grain-fed 
cattle herd and the largest import 
market for grain-fed beef is likely to 
lead to steady increases in the volume 
of U.S. beef sent to Japan.



Saturday • Noon

April 20, 2013
Interstate Regional Stockyards •  Cuba, Missouri

Selling 83 lots:

Consignors:

18 Bulls, 16 Fall Calving Cows and Pairs, 
26 Spring Calving Pairs, 7 Bred Heifers, 

and 17 open heifers

A & W Angus Farm 

Gutermuth Angus Farm

JJ Skyline Angus

Jordan Angus Farm 

Koenigsfeld Angus

McBride Angus 

McDowell Angus Farms 

Mundwiller Angus Farm 

Owl Creek Angus

Restful Acres

Rolling Fields Cattle Company 

Rolling Hills Acres

AJS Angus

Royal Flush Angus

Schaefer Beef Farm 

Schoene Angus

Seven T Farms LLC 

Shawnee Winds Angus 

Shetley Angus Farm 

Snelson Angus Farm 

Triple C Cattle Company 

Triple L Ranch

Twenty Oaks Farm

Twin Pines Angus Farms LLC 

Weiker Angus Ranch

For more information or for your free sale book contact:
Tim Gutermuth (314) 393-2885 • gute05@tds.net

The catalog can be viewed online at 
http://angus.to/eastcentralmo

Cow-Calf Timely Tips
By Dr. Roy Burris, 
University of Kentucky

Spring-Calving Cows
• The spring calving season 
should be in full swing now, top 
priority should be to get a live 
calf and keep cows in sufficient 
body condition to rebreed early. 
Calving areas should be acces-
sible and as clean and as free 
of mud as possible. Pastures 
which have good sod and are 
close to handling facilities work 
best.
• Check cows at least twice dai-
ly and first-calf heifers more 
frequently than that. Be ready 
to assist those not making prog-
ress after 1 to 2 hours of hard 
labor. Chilled calves should be 
dried and warmed as soon as 
possible.
• See that each calf gets colos-
trum within an hour of birth, 
or administer colostrum (or a 
commercial colostrum replace-
ment) with an esophageal feed-
er, if needed.
• Identify calves with ear tags 
and/or tattoos while calves are 
young and easy to handle and 
record birthdate and Dam ID. 
Commercial male calves should 
be castrated and implanted as 
soon as possible. Registered 
calves should be weighed in the 
first 24 hours.
• Separate cows that have 
calved and increase their feed. 
Energy supplementation to 
cows receiving hay is necessary 
to prepare them for rebreed-
ing. For example, a 1250 lb cow 
giving 25 lb/day of milk would 
need about 25 lb of fescue hay 
and 5 lb of concentrate daily to 
maintain condition. If you need 
to go from a condition score of 4 
to 5, you will need to add about 
2 more lb of concentrate. Cows 
must be in good condition to 
conceive early in the upcoming 
breeding season.
• Watch for calf scours! If 
scours become a problem, move 
cows which have not calved to 
a clean pasture. Be prepared 
to give fluids to scouring calves 
that become dehydrated. Con-
sult your veterinarian for ad-
vice and send fecal samples 
to diagnostic lab to determine 
which drug therapy will be most 
effective. Try to avoid feeding 
hay in excessively muddy areas 
to avoid contamination of the 
dams’ udders.
• Obtain yearling measure-
ments on bulls and heifers this 
month (weight, height, pelvic 
area, scrotal circumference, 

ultrasound data, etc.) if needed 
for special sales. Heifers should 
be on target to be cycling by the 
start of the breeding season.
• Continue grass tetany preven-
tion. Be sure that the mineral 
mix contains magnesium and 
that cows consume adequate 
amounts. You can feed the UK 
Beef IRM High Magnesium min-
eral.
• Plan to vaccinate calves for 
clostridial diseases (Blackleg, 
Malignant Edema) as soon as 
possible. You might choose to do 
this at the prebreeding working 
in late April or early May.
• Finalize plans for your spring 
breeding program. Purchase 
new bulls at least 30 days before 
the breeding season – demand 
performance records and check 
health history including immu-
nizations. Use visual evaluation 
and expected progeny differenc-
es (EPD’s) to select a bull that 
fits your program. Order semen 
now, if using artificial insemina-
tion.
• Prepare bulls for the breeding 
season. Increase feed if neces-
sary to have bulls in adequate 
condition for breeding.
Fall-Calving Cows
• Bull(s) should be away from 
the cows now!
• Calves intended for feeders 
should be implanted.
• Plan to pregnancy check cows 
soon.
• Creep feed calves with grain, 
by-products or high quality for-
age. Calves will not make satis-
factory gains on the dam’s milk 
alone after about 4 mos. of age 
– since there isn’t much pas-
ture yet, fall calves need sup-
plemental nutrition. Consider 
creep grazing on wheat pasture, 
if available. Calves can also be 
early-weaned.
General
• If you have a dry, sunny day, 
use chain-link harrow to spread 
manure in areas where cattle 
have overwintered. This may be 
done in conjunction with renova-
tion.
• Renovation and fertilization of 
pastures should be completed.
• Watch for lice and treat if 
needed.
• Repair fences, equipment and 
handling facilities.
• Start thistle control. They can 
be a severe problem in some pas-
tures. Chemical control must be 
done early to be effective.
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 continued from page 5

cided to renovate some of his 
pastures by adding legumes to 
the grasses that have been de-
pleted.  “How would you get the 
legumes seeded?” he asked.

 I thought about it for a few 
seconds and then started list-
ing off a host of different ways.  
I told him that I rented a no-till 
drill from the county soil and 
water district a couple of years 
ago and got along quite nicely 
with that method.  I added that 
a neighbor had mixed legume 
seeds with their livestock min-
eral and let the cows spread 
the seed as they ‘did their 
business’ around the fields.  
Also, farmers I’ve known mix 
it in with their fertilizer as 
they top-dress the fields in the 
spring while others scratch up 
the ground with a harrow or 
disk just before broadcasting 
the seed on the surface.  I even 
pointed out that my dad always 
sowed the bare seed on top of 
the last snow of the spring and 
let the melting snow take it 
into the ground.  “Yeah,” James 
responded, “but then I’d have 
to be smart enough to figure 
out which snow was the last.”

We talked about another 
couple of ways before he admit-
ted that he had already plant-
ed his legumes into his pasture.  
“How’d you do it?” I asked.

“Well,” he began, “since my 
pasture is so short you could 
play marbles on most of it, cou-
pled with the fact that I’m no-
toriously cheap, I just took my 
hay rake and set it as low as it 
would go to scratch the dirt up 
real good and then broadcast 
the seed on top and let the next 
rain cover the seeds with soil.”

“Sounds like it would work 
to me,” I responded.

 “Yep,” he replied, “it was 
working great ‘til the ambu-
lance showed up.”

“Ambulance?”  
“One of my neighbors was 

watching me go ‘round and 
‘round a bare pasture, pulling 
a hay rake in February, and 
called 911.” 

Japan offers
 continued from page 3
   Trade resumed in 2005, but only 
for beef from cattle slaughtered at 
less than 21 months of age. But be-
ginning on February 1, 2013, Japan 
now accepts U.S. beef from cattle 
30-months old or younger, and the 
change eventually could bring our 
beef trade with Japan back to pre-
2003 levels or better.
   A new USDA report on beef trade 
with Japan, included in the March 
Livestock, Dairy and Poultry Out-
look report, provides background 
and outlines the potential for sub-
stantial growth in U.S. beef avail-
able to Japanese consumers in the 
coming months and years. It also 
notes some challenges that could 
slow that growth.
   The authors note that under the 
20-month rule, supplies of beef 
qualified for export to Japan were 
limited, not because of a shortage 
of cattle slaughtered at the right 
age, but because of the systems for 
verifying age. A small percentage of 
cattle arrived at the packing plant 
with proper age and source verifica-
tion to qualify, and the other meth-
od, based on a physical examination 
of carcasses by USDA inspectors, 
tended to eliminate beef that could 
have qualified. Most cattle that met 
the “A40” age threshold based on 
physiological characteristics were 
actually 17 months old or younger, 
meaning many cattle between 18 
and 20 months of age would not 
qualify.
   Cattle 30 months of age or young-
er can be identified by dentition, or 

an examination of their teeth, and 
the vast majority of U.S. fed steers 
and heifers go to slaughter at well 
under 30 months of age.
   Greater availability of U.S. beef, 
which typically costs considerably 
less than beef produced in Japan, 
should reduce retail prices, build 
demand and add value to cuts pop-
ular in Japan such as short plates, 
short ribs, hanging tenders and 
tongues.
    In January, just prior to Japan 
announcing the change in age spec-
ifications, U.S. Meat Export Feder-
ation senior VP for the Asia-Pacific 
region Joel Haggard said retailers 
and meat buyers in Japan had been 
anticipating the change and were 
ready to buy U.S. beef once more 
becomes available. Retailers and 
food-service operators, he said, are 
likely to begin offering more U.S. 
beef once they have access to con-
sistent supplies at more affordable 
prices.
    The report suggests U.S. beef 
could reclaim market share from 
beef from Australia and New Zea-
land, as Japanese consumers tend 
to prefer our grain-finished prod-
ucts.
   Over recent years, our exports to 
Japan have grown but not fully re-
covered. In 2011, the United States 
exported 207,000 tons of beef to Ja-
pan, the highest level since 2003, 
but still only 41 percent of the level 
exported in 2000. U.S. exports fell 
slightly in 2012, to 204,000 tons.
   The USDA report says “over time, 

it is reasonable to expect that the 
beef trade will return to levels 
and composition similar to that 
which prevailed in 2003, before the 
BSE-related disruption to trade. 
The U.S. export market to Japan 
may even return to the peak levels 
reached in 2000.”
   Several factors could, however, 
slow or limit the growth in beef ex-
ports to Japan. They include:
   Japan’s population is slowly 
shrinking and aging, which may 
dampen beef consumption. 
Income growth is slow in Japan and 
global beef prices are high. 
   Lower U.S. beef cow inventories 
and tightening supplies are forecast 
to lead to declines in U.S. beef pro-
duction through at least 2015. 
  The Japanese yen has declined in 
value relative to the U.S. dollar.
    An increase in Japan’s value-add-
ed tax will increase the consumer 
price of all products. Growth in U.S. 
beef imports by Korea, Taiwan, and      
Hong Kong results in competition 
for similar beef products.
   However, the USDA report con-
cludes, “relaxation of the rules gov-
erning trade between the world’s 
largest grain-fed cattle herd and 
the largest import market for grain-
fed beef is likely to lead to steady 
increases in the volume of U.S. beef 
sent to Japan.”

CattleNetwork.com

only evidence is a dead cow. In mild 
cases, milk yield is decreased, and 
the animal is nervous. These signs 
indicate the need for preventive 
measures. Animals affected by 
acute GT may suddenly stop graz-
ing, appear discomforted and show 
unusual alertness, such as staring 
and keeping their heads and ears 
in an erect position. Also, they may 
stagger; have twitching skin, espe-
cially on the face, ears, and flanks; 
and lie down and get up frequently. 
At this point, they are easily dis-
turbed and any stimulation may 
lead to startling reactions, such as 
continuous bellowing or running. 
Sooner or later, a staggering gait 
pattern develops followed by col-
lapse, stiffening of muscles and vi-
olent jerking convulsions with the 
head pulled back. Animals lie flat 
on one side; the forelegs pedal pe-
riodically; the eyes and ears twitch; 
and chewing motions produce froth 
around the mouth. Between these 
convulsions, the animal may ap-
pear relaxed. Also during this peri-
od, sounds or touching the animal, 
as when administering treatment 

grass tetany
 continued from page 7

may result in violent reactions. 
This subsequently results in an 
increase in body temperature and 
respiratory rate. Heart sounds be-

come audible. Animals usually die 
during or after a convulsion unless 
treatment is given.
Some Measurements 
   In recognizing and diagnosing GT 
it is helpful to understand levels 
in both the plant and the animal. 

Generally, plant magnesium (Mg) 
levels of 0.2 to 0.25 percent consti-
tute a safe level to prevent tetany. 
Most nutritionists have accepted 

a level of 0.2 
percent Mg 
in forage dry 
matter unless 
some antago-
nist is present 
at a high level. 
The following 
criteria have 
been used to 
evaluate tet-
any danger of 
forage Mg for 
lactating or 
pregnant beef 
cows. 
Prevention 
   Some or all 
of the following 
preventative 
steps may be 
helpful:

1. Applying Mg fertilizer and do-
lomitic (high Mg) limestone to the 
soil may increase the magnesium 
concentration in plants. The ef-
fect of Mg fertilizer or dolomitic 
limestone is generally greatest on 

continued on page 14

1) Forage Mg Level:

2) Plasma levels of Mg in the animal:

3)Urine Mg levels in the animal:

Status    Mg Concentration
Tetany prone   <0.12% Mg
Marginal    0.12 to 0.18% Mg
Adequate    >0.18% Mg

Status    Mg Concentration
Normal    1.7 to 3.2 mg/dl
Hypomagnesemia (low mg)  1.0 to 1.7 mg/dl
Tetany prone   <1.0 mg/dl

A plasma level of about 1.7 mg/dl is the renal (kidney)threshold for Mg.
When plasma levels are less than 1.7, little Mg is excreted in the urine.
Thus, urine composition has been used as an evaluation tool.

Status    Mg Concentration
Adequate to liberal   >100 mg/l
Inadequate or low   20 to 100 mg/l
Severe deficiency, danger of tetany <20 mg/l
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Send us an email to request a catalog

�e J. D. Bellis Family
13th Production Sale 

May 5, 2013 - 1PM
Owen Bros. Cattle Co. Sale Facility, Bois D’Arc, Mo.

SELLING 50 
BREEDING AGE BULLS 

Dedicated to Producing 
“No Excuse Herefords”

JDB W112 Entourage Y165
Calved: Oct. 20, 2011

Sire: JDB GHCC 122L 
Entourage W112ET - 

Dam’s Sire: RRH MR Felt 
3008

JDB T-Bone 4R Revolution Z007
Calved: Jan. 7, 2012

    Sire: MSU TCF Revolution 4R
    Dam’s Sire:  KT John Wayne 

7167

SELLING 50 BREEDING AGE POLLED AND HORNED 
HEREFORD BULLS. SELLING A SMALL GROUP 

OF SELECT SHOW HEIFER PROSPECTS.

Online bidding is available through 
DV Auction. www.dvauction.com

�e J. D. 
Bellis 

Family

+$20  +$16  +$14 +$30

+$26  +$23  +$22 +$29

Try to avoid body 
condition loss now

  Cows in many midwestern   
herds are calving in margin-
al body condition.  Short hay 
and standing forage supplies 
as well as expensive supple-
mental feeds, are partially to 
blame.  
  Unfortunately, this is a sea-
son where maintaining or 
gaining body condition on 
spring calving cows is really 
quite difficult.  Warm season 
grasses have not yet begun to 
grow.  Dormant grass (what 
little is left) is a low quality 
feed.  Cows cannot, or will 
not, consume a large amount 
of standing dormant grass 
at this time year.  If the only 
supplement being fed is a 
self-fed, self-limited protein 
source, the cows may become 
very deficient in energy.  Re-
member, the instructions 
that accompany these self-
fed supplements.  They are to 
be fed along with free choice 
access to adequate quality 
forages. 
   There is another factor that 
compounds the problem.   A 
small amount of winter an-
nual grasses may begin to 
grow in native pastures.  
These are the first tastes of 
green grass many cows have 
seen since last summer.  The 
cows may try to forage these 
high moisture, low energy 
density grasses, in lieu of 
more energy dense hays or 
cubes.  The sad result is the 
loss of body condition in ear-
ly lactation beef cows just 
before the breeding season is 
about to begin. 
   Body condition at the time 
of calving is the most import-
ant factor affecting rebreed-
ing performance of normally 
managed beef cows.  None-
theless, condition changes 
after calving will have more 
subtle effects on rebreeding 
especially in cows that are 
in marginal body condition.  
Body condition changes from 
the time the cow calves un-
til she begins the breeding 
season can play a significant 

role in the rebreeding success 
story.  This appears to be most 
important to those cows that 
calve in the marginal body 
condition score range of “4” 
or “5”.  An Oklahoma trial il-
lustrates the vulnerability of 
cows that calve in the body 
condition score of 5.  Two 
groups of cows began the win-
ter feeding period in similar 
body condition and calved in 
very similar body condition.     
However, after calving and 
before the breeding season 
began, one group was allowed 
to lose almost one full condi-
tion score.  The other group 
of cows was fed adequately to 
maintain the body condition 
that they had prior to calving.  
The difference in rebreeding 
rate was dramatic (73% vs 
94%).  Again this illustrates 
that cows that calve in the 
body condition score of 5 are 
very vulnerable to weather 
and suckling intensity stress-
es and ranchers must use 
good nutritional strategies af-
ter calving to avoid disastrous 
rebreeding performance.
   Cows should calve in mod-
erate to good condition (scores 
of 5 or 6) to ensure good re-
breeding efficiency.  Ideally, 
cows should be maintain-
ing condition during mid to 
late pregnancy and gaining 
during breeding.  The goal 
of the management program 
should be to achieve these 
body conditions by making 
maximum use of the available 
forage resource. 
   Continue feeding a source 
of energy, such as moderate 
to good quality grass hay free 
choice and/or high energy 
cubes until the warm season 
grasses grow enough to pro-
vide both the energy and pro-
tein that the lactating cows 
need.  Yes, the feed is high-
priced.  But the cost of losing 
21% of next year’s calf crop is 
even greater!

By Glenn Selk, OSU



coarse-textured acid soils that are 
low in potassium. Local recommen-
dations should be obtained before 
fertilization.
2. Dusting pastures with Mg ox-
ide (MgO) as finely powdered cal-
cined magnesite helps increase 
the intake of Mg by cattle. Rates of 
15 to 30 pounds of MgO per acre 
are recommended, with the lower 
rates for pastures where cattle are 
moved every two or three days.
3. Animals should be fed a high Mg 
supplement or free-choice mineral 
(containing 8 to 12 percent Mg.) 
Magnesium may be added to a 
protein supplement, grain mix or 
liquid supplement. Assuming a 20 
percent availability from the sup-
plement, the cow’s Mg requirement 
for maintenance and lactation 
would be from 13 to 15 grams per 
day. However, situations may re-
quire at least 36 grams to prevent 
development of tetany in herds. 
    A potential problem with high 
Mg mineral supplements is low 
palatability. Magnesium oxide, the 
primary source of Mg for these sit-
uations is unpalatable and getting 
a cow to eat an adequate quan-
tity in the midst of a high tetany 
threat situation may be a problem. 
Magnesium sulfate is also a good 
source and is more palatable. A 
better solution is to feed a more 
moderate amount of Mg on an on-
going (year-round) basis (include 
2.5 to 3.5 percent Mg) to the basic 
mineral to help support the ani-
mals overall Mg stores. This is es-
pecially important in herds with a 
higher percentage of older cows. 
   This brings up another potential 
issue with mineral supplementa-
tion which is intake management. 
In many cases, just a simple miner-
al supplement can exhibit variable 
intake. This is accentuated if not 
managed properly. In every group 
of cattle there will be a range of in-
takes from very little to excessive. 
This dynamic may be changed by 
adding high levels of Mg which 
can depress supplement intake. In 
these cases the animals that are on 
the low end of the intake scale are 
likely to be the ones affected since 
they will not be consuming ade-
quate levels of mineral and subse-
quently Mg.
4. The simplest method of pre-
vention is to not graze susceptible 
animals (mature cows, pregnant, 
lactating) on tetany-prone forag-

grass tetany
 continued from page 12

es. Save these pastures for young 
growing animals that are very un-
likely to develop GT. However, this 
is not always particularly practical.
Treatment 
   Cows in the early stages of GT 
should be handled gently, producing 
the least stress and exertion pos-
sible. Driving, roping or anything 
producing excitement will often re-
sult in sudden death. Two hundred 
(200) mls/cc’s of a saturated solu-
tion (50 percent) of Mg sulfate (Ep-
som salts), injected subcutaneous-
ly, gives a high level of magnesium 
in the blood in 15 minutes and can 
be administered by producers un-
der range conditions. Any solution 
injected into the animal should 
be sterile; otherwise an infection 
may be introduced. Therefore, cat-
tle growers interested in using Mg 
sulfate solution should contact a 
veterinarian. Other treatments 
used by some vets include intrave-
nous injections of chloral hydrate 
or Mg sulfate to calm excited ani-
mals and then follow with a calci-
um-magnesium gluconate solution. 
Intravenous injections should be 
administered slowly by a trained 
person, because there is danger of 
heart failure if they are given too 
rapidly. As a follow-up treatment, 
the animal should be removed 
from the tetany-producing pasture 
and fed hay and concentrates. Also, 
approximately 30 grams of Mg sul-
fate should be given daily. 
   One precaution, cows that have 
GT are likely to get it again later 
in the season or in later years. Yet, 
these animals may continue to be 
high producers.
Conclusions 
   Grass tetany is a common problem 
in many herds grazing lush winter 
and spring pastures. Advance rec-
ognition of the threat along with 
taking appropriate steps to offset 
the problem is the key to reducing 
the incidence of the condition and 
minimizing loss of animals or per-
formance.
  Dr. Steve Blezinger is a manage-
ment and nutritional consultant 
with an office in Sulphur Springs, 
TX. He can be reached at sblez@
verizon.net or at (903) 352-3475.
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Beef Cow Culling with focus 
on udder conformation

 The Midwest Cattleman ·April 4, 2013 · P14

   Beef cows must pull their weight by producing a quality calf each 
year. Those not getting the job done should leave the herd and 
be replaced. Most producers make culling decision after weaning. 
That system can work but you may forget what happened when 
she calved. In my role as a Michigan State University Extension 
beef educator, I recommend documenting management challenges 
with cows at calving will be extremely valuable when making cull-
ing decisions.
    Culling criteria can be numerous. Each producer needs to con-
sider and prioritize those criteria important in their production 
system. Here is a list of culling criteria producers should consider.

•Disposition
•Udder conformation
•Health
•Structural soundness
•Pregnancy status
•Performance (calf weaning ratio)
•Mouth (teeth condition)
•Age

Udder Conformation
    The Beef Improvement Federation released a standardized ud-
der scoring system that can help you evaluate your herd. In the 
past, most udder scoring systems evaluated cows on a scale of 9 
(ideal) to 1 (poor) based on teat size and udder suspension. The 
new system scores for teat size and suspension on separate nine-
point scales. I recommend each producer consider adoption of the 
teat and udder scoring system for the cow herd.
   Udder and teat conformation is moderately heritable (h2 of ud-
der attachment = 0.2 to 0.3; h2 of teat size = 0.5), so selecting re-
placement heifers out of cows with good udder conformation may 
be critical for herd improvement in this area. Selections criteria 
will make you better at managing cows for longevity and save sig-
nificant management time getting calves to nurse.
   Remember, the cow that stays the longest, is usually the most 
profitable in your herd.
Michigan State University Extension
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Recent Ruling Exhibits Trend In Valuing 
“Public Good” Over Individual Liberties
When U.S. Magistrate Judge 

Candy Dale ruled in favor of 
two eco-extremist group’s at-
tempts to gain private informa-
tion regarding federal grazing 
permits, she put at great risk 
the rural backbone of the west 
and the families that hold it to-
gether. On September 13, West-
ern Watersheds Project (WWP) 
and WildEarth Guardians 
gained the judge’s approval in 
their effort to obtain personal 
information, including names, 
addresses, phone numbers, 
and financial data of individu-
als who hold permits to graze 
livestock on federal lands. 
Not only should this cause 

great alarm for all ranch-
ers and individuals who con-
duct business with the federal 
government, but also for all 
citizens. When a court of law 
determines that an individu-
al’s private demographic and 
financial information is out-
weighed by the public’s inter-
est, alarm bells should ring for 
all who hold dear the values of 
American freedom. This ruling 
follows a current, disturbing 
political trend within the fed-
eral government in degrading 
individual liberties in the name 
of the public good. 
We can only assume that the 

reason the environmental ex-

tremists are so anxious to get 
this personal information is so 
that they can pursue with ease 
their agenda of harassment 
against ranching families. The 
groups who brought this liti-
gation have a long and proven 
record of pursuing a path of in-
timidation and threats against 
those who do not share their 
beliefs. Over the last 15-plus 
years, WWP has made it their 
sole mission to rid the pub-
lic lands of livestock and the 
ranchers that own them, thus, 
seriously undercutting the 
multiple use concepts on which 
the public lands are based and 
ignoring sound rangeland man-

agement principles. They do 
this by pursuing their “ambi-
tious litigation strategy” while 
achieving no real on the ground 
conservation.
For its part, the Idaho Cattle 

Association will do what it 
can to seek for an appeal of 
this ruling and protect Idaho 
ranching families from undue 
harassment and Idaho citizens 
from the invasion of personal 
privacy. 

 Idaho Cattle Association

We carry much more than what is 
listed here, please give us a call:

McPherson, Ks 800-364-1605
Boonville, Mo 800-530-5158

www.zeitlow.com

Enhancing profitability 

through preconditioning
By Gant Mourer, OSU

   Drought in Oklahoma and the 
rest of the southern plains the last 
two years has made management 
decisions for cattle producers 
challenging to say the least. De-
cisions that are affected by lack of 
standing forage, high feed prices, 
the absence of suitable drinking 
water and thankfully, for the most 
part, high cattle prices. Producers 
have mixed feelings about wean-
ing and preconditioning practices 
in times of drought. Some believe 
input costs restrict profitability 
and they can market a calf direct-
ly off the cow without risk. While 
others will not market an animal 
till they know it is straight no 
matter what the cost. Whatever 
the thought, the question remains 
the same… are weaning and pre-
conditioning programs still prof-
itable? The answer is yes, if done 
right.
   Pre-weaning health and nu-
trition of calves have significant 
impact. Virtually all early life dis-
ease protection comes from pas-
sive immunity of immunoglobulin 
in colostrum and lack of passive 
immunity to a calf makes it three 

times more likely it will be treated 
for BVD in a feedlot. Unfortunate-
ly, calf blood immunoglobulin con-
centration immediately following 
birth is decreased when the dam 
is in negative energy balance and 
lower body condition, like she may 
be in drought (Odde, et al., 1986). 
This is a reflection of the substan-
tial increase in morbidity and 
mortality we have seen this win-
ter in feedlots and grower yards. 
Many producers brand calves at 
two or three months of age. This 
may also present opportunity to 
vaccinate calves at “branding” 
and help increase protection from 
respiratory disease within the 
cow herd.
   Early weaning of calves at 6-8 
weeks of age is a good way to re-
duce nutritional needs of your ma-
ture cow herd while at the same 
time maintaining body condition 
to prepare cows for breeding sea-
son or increase salvage value if a 
producer is culling the herd due to 
drought. Early weaned fall calves 
may be a nice option if producers 
are waiting to see if standing for-

age is available for calves in the 
spring. They will still gain fairly 
well and if drought persists, with 
little forage available, calves can 
then be marketed. Spring calving 
cows can be a little trickier. A pro-
ducer must calve out those calves 
in early spring and hope forage is 
available throughout the summer 
for pairs. Once old enough calves 
could then be weaned early, and 
turned out on cool season grasses 
such as wheat or rye translating 
into high rates of gain on high 
quality forage.
    Facilities play a major role in 
the decision to proceed with a 
preconditioning program of ranch 
raised calves and finding ways 
to reduce stress on cattle is the 
most import-
ant factor in 
a successful 
weaning pro-
gram. Traps 
and pens 
don’t have to 
be pretty just 
funct ional . 
This includes 
easy access to 
water for cat-
tle and easy 
access to feed 
bunks for a 

producer. In choosing a location to 
wean calves, it may be important 
to think about using a fence line 
weaning system to reduce stress 
and having fences durable enough 
to maintain separation. After the 
initial “bawl” is out of the calf and 
the calf is comfortable finding wa-
ter and using feed bunks it may be 
beneficial to turn out into a small 
trap. This will allow calves more 
room out of dust or mud, but still 
allow producers to keep a close 
eye on calves in case they “break” 
and need to be doctored.
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Buy your Steel Trusses and build it yourself!
Call us for prices on all building components.

Sales & Construction “Since 1966”

•Building Quality Professional Engineered 
Steel Trusses for 45 years.

•Rugged Proven Performance

•Up To 145' Clearspan

•Hay Barns              •Horse Barns 
•Machine Sheds     •Turnkey or Kits

hostetlerbuildings@gmail.comhostetlerbuildings@gmail.com

For the Profit Minded Cattleman!

Why do you want 
to use a Journagan 
Ranch Hereford Bull?

 • Selection – Journagan Ranch is the Largest Producer of Hereford   
  Cattle in Missouri
 – Journagan bulls are selected on fescue and raised on fescue.
 – Journagan bulls are selected for balanced traits including 
    phenotype, genotype and EPD’s.
 – Every Journagan Hereford bull has been calved un-assisted.
 – All bulls will be ultra sounded and semen checked.

• Heterosis –
 – Add 20-40 lbs. at weaning.
 – Complement your cowherd with a Hereford bull from 
    Journagan Ranch.

• Performance
 – Steer feedlot performance and carcass data is available.

• Solid Reputation and Guarantee
 – Journagan Ranch has been in business for 30 years.

JOURNAGAN RANCH
Rt. 1, Box 85G

Mountain Grove, MO 65711
Marty Lueck, Manager

 (417) 948-2669
(417) 838-1482 (Cell)

65 Bulls to Select From

Missouri State
U n i v e r s i t y

Bull evaluations needed to 
ensure successful breeding season

   Bull reproductive evaluations can offer some 
insurance to beef producers heading into the 
spring breeding season, and high cattle and feed 
prices make the exams especially important this 
year, a Purdue Extension beef specialist says.
   The exams are conducted by veterinarians or 
reproductive physiologists who check the ani-
mals’ overall and reproductive health, including 
body condition, feet and leg condition, eyes, and 
internal and external reproductive organs.
   “The goal of having a herd bull is to get all 
cows bred, and that means the bulls need to be 
physically sound,” Ron Lemenager said. “Cattle 
and feed prices are both too high not to give cows every opportunity to get 
bred. If you’ve never evaluated your bull before, this is the year to do it.”
   It’s critical for producers to be sure that all bulls, not just yearling or young 
bulls, are sound for breeding - and that includes those that were evaluated 
or bred cows previously.
   “Evaluations are an every year deal,” Lemenager said. “Just because a bull 
bred cows last summer does not necessarily mean that he’s going to breed 
cows this year.”
Part of the exams is to check for frostbite or other reproductive organ ail-
ments that could hinder breeding. Semen also is evaluated based on motility 
and morphology and if sperm are alive or dead.
   It takes about 60 days for bulls to produce sperm, so Lemenager recom-
mended that producers have their bulls evaluated 45-60 days before their 
breeding season begins. Doing so also allows time to recondition and retest 
animals that don’t score well.
   “If a bull has poor semen quality or has some physical anomaly, it gives 
producers an opportunity to re-evaluate the animal before the breeding sea-
son begins,” he said.
   If the animal fails a second reproductive evaluation, there is still time to 
find a replacement bull.

By Amanda Gee, Purdue University
Developing a pre-breeding plan 

for reproductive success

   Many producers are in the 
midst of their calving season and 
preparing for breeding.  During 
this time they may not priori-
tize management factors prior to 
breeding that will optimize fer-
tility and lead to a successful calf 
crop the following year.
   If you are experiencing open 
cows or an extended calving 
season with an increased per-
centage of the herd calving late 
you may want to focus on man-
agement factors during the pre-
breeding period. In general, a 
strong vaccination program and 
good nutrition will set you up for 
reproductive success.
   Your vaccination program 
should be specific to your herd 
and developed with a veterinar-
ian. Pre-breeding vaccinations 
should occur > 4 weeks before 
the start of your breeding season 
depending on if they are killed 
or modified live and consider ad-
dressing Leptospirosis, Vibrio-

sis, Infectious Bovine Rhinotra-
cheitis (IBR) and Bovine Viral 
Diarrhea (BVD).
   Body Condition Scoring (BCS) 
can be used to evaluate your nu-
trition program by assessing the 
amount of condition or stored 
energy a cow is carrying.
   The management of yearling 
heifers, first calf heifers and cows 
will often vary and is dependent 
on their stage of production.
    Heifers are the replacement 
females that have the most im-
pact on the future of your cow 
herd and as such you will want 
to manage these important fu-
ture producers accordingly. Heif-
ers should be selected based on 
the specific management goals 
for your operation but in gener-
al selection for adequate devel-
opment including proper weight 
and moderate frame will im-
prove the fertility and ultimate-
ly the longevity of this female in 
your operation.

continued on page 17

By Katie Pfeiffer, 
University of Wisconsin
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Callaway 
Livestock 

Center, Inc.
On I-70, 4 miles east of 

Kingdom City, MO on outer road 

573-642-7486

Feeder Sale 
Monday 

12:30 p.m.
1st Thursday Night 

of Each Month
6:00 p.m. 

Special Cow Sale
David Means
573-642-9753

John P. Harrison
573-386-5150

 David Bell  
660-327-5633

Jack Harrison  
573-386-2138  

  Heifers calving as 2-year-olds 
will need to reach puberty be-
tween 12 and 14 months of age 
and be 65% of their mature 
weight at breeding between 14 
and 16 months of age. In order 
to reach puberty, weight and age 
are important but other man-
agement factors to consider in-
clude Reproductive Tract Score 
(RTS) and pelvic measurement. 
RTS assesses the physical de-
velopment of the reproductive 
system including the uterine 
horns and ovaries. The numeri-
cal score, 1 (immature) to 5 (cy-
cling), is assigned by a veteri-
narian and determined through 
rectal palpation. The area of the 
pelvis has an effect on dystocia 
and measurement at yearling 
age has been reliable at indi-
cating potential calving difficul-
ty. Pelvic area is determined by 
measuring the height and width 
of the pelvis rectally with a pel-
vimeter. Producers can use RTS 
and pelvic measurements as 
tools in their selection process 
with heifers scoring a RTS of < 
3 or in the bottom 10-15% pelvic 
measurement as potential culls.

Developing
 continued from page 16   If less mature heifers have a 

valuable phenotype that you 
would like to breed consider us-
ing a synchronization protocol 
with progesterone such as MGA 
or a CIDR to help initiate cy-
clicity. These protocols are also 
advantageous in anestrous first 
calf heifers and cows. In general, 
if cattle are cycling then other 
protocols can be utilized to syn-
chronize estrus.
   First calf heifers have the 
most difficulty returning to es-
trus by 26 months for rebreed-

ing because they are facing the 
greatest nutritional demand. At 
calving, these 2-year-olds should 
be 85% of their mature weight 
and be at a BCS of 6. First calf 
heifers require additional condi-
tion because they will prioritize 
body maintenance then growth 
followed by lactation over repro-
duction.
   Cows also need adequate con-
dition but are at their mature 
body size and can calve in at a 
BCS of 5. In addition to having 

an effect on resuming cyclicity, 
BCS can also have an effect on 
colostrum and milk production 
with cows calving at a BCS < 5 
having reduced colostrum pro-
duction. This will ultimately 
affect your calf crop. With feed 
supplies limited, it is advanta-
geous to separate cattle based 
on stage of production and body 
condition for feeding.
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Biosecurity for cow-calf operations

    A biosecurity plan is designed to 
prevent the introduction and spread 
of disease in a herd, or group of ani-
mals. External biosecurity includes 
practices directed at preventing the 
entry of new diseases into a herd. 
Internal biosecurity involves prac-
tices that aid in preventing the 
spread of disease within a group. A 
basic biosecurity plan in beef cow/
calf operations should address risks 
associated with bringing in new an-
imals, quarantine of new animals, 
communal grazing practices, and 
basic hygiene including cleaning 
and disinfection.
New Animals and Testing   
  The primary means of introduc-
ing new diseases into a herd is via 
introduction of new animals into 
the herd. National studies have 
shown that approximately 40% of 
beef producers imported cattle into 
their herds, yet rarely did the pro-
ducers purchasing animals obtain 
any medical history from the source 
herds.
  Testing imported cattle for diseas-
es can decrease the risk of introduc-
ing new diseases. At a minimum, 
considerations for testing animals 

By Drs. A. Allen and 
G. Barrington

continued on page 19

should include when animal will be 
tested (prior to or after purchase or 
shipment), where animals will be 
tested (farm of origin or quarantine 
facility), and what tests will be per-
formed. Determining what diseases 
to test for should be done in concert 
with a consulting veterinarian and 
involve the risk of specific diseas-
es (considering history of past and 
current diseases of the seller and 
buyer), as well as the ultimate goals 
of the buyer. Veterinarians can also 
provide advice regarding the value 
of specific testing strategies since 
testing methods vary in their reli-
ability and no test is 100% accurate.
  An alternative strategy to testing 
imported cattle can involve testing 
the source herds or only allowing 
the purchase and importation of 
animals from certified disease-free 
herds or herds with low likelihood 
of disease. Clearly, communication 

between the purchaser and seller 
is paramount and should include 
appropriate detail, transparency, 
and integrity. The biosecurity poli-
cies that are used in source herds 
should be no less stringent than 
those ultimately used in the buyer’s 
herd.
  Finally, producers may attempt to 
mitigate the risks associated with 
importing animals by increasing 
the use of vaccines. It is important 
to understand that even under op-
timal conditions, responses to all 
vaccines can vary and vaccination 
cannot fully guarantee protection. 
Importantly, vaccines must be seen 
as a part of a complete biosecurity 
plan, but they cannot replace ap-
propriate management practices.
Quarantine
  Quarantine of incoming cattle may 
decrease the likelihood of introduc-
ing certain diseases into a herd. It 
is most likely to be effective for dis-
eases with short incubation periods 
and no inapparent carrier states 
(e.g. Bovine respiratory syncytial 
virus, parainfluenza virus-3, Bo-
vine viral diarrhea) but is less like-
ly to be effective for diseases with 
prolonged incubation periods and 
inapparent carrier states (paratu-
berculosis, leukosis, brucellosis, lep-
tospirosis, neosporosis).
   Quarantine facilities should be 
physically separate from the main 
herd. During the quarantine period, 

animals need to be monitored for 
signs of disease. Animals placed in 
quarantine should all leave at the 
same time (all-in, all-out). Work-
ers attending quarantined animals 
should wear protective, washable 
clothing that is devoted solely to the 
facility. Ideally, individuals working 
with quarantined animals should 
have minimal or no contact with the 
main herd. If this is not practical, 
the quarantined animals must be 
worked with only after tending to 
the main herd. Equipment and sup-
plies used in quarantine must be 
devoted to the quarantine facility. 
A quarantine period of at least 60 
days is recommended. This period 
allows adequate time for identify-
ing diseases with short incubation 
times, performance and evaluation 
of tests, and preventative measures 
such as deworming and vaccina-
tions.
Communal grazing 
   Communal grazing of beef cow/
calf operations is most prevalent in 
the Western regions of the United 
States. Communal grazing increas-
es the risk of disease exposure and 
transmission through contact with 
potentially large numbers of an-
imals outside the herd. Coopera-
tive management practices can be 
incorporated in communal grazing 
situations that help control the risk 
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bioSecurity
 continued from page 18
of disease transmission. An exam-
ple includes testing of bulls used 
in communal grazing for Tritricho-
monas foetus (“Trich”), combined 
with the culling of all test-positive 
animals.
Hygiene
  Appropriate cleaning and disinfec-
tion is critical to breaking transmis-
sion cycles of disease agents that 
contaminate housing, feeding and 
treatment equipment, or other vec-
tors or fomites. Personal hygiene of 
workers and sound sanitation prac-
tices is crucial to stopping the dis-
ease transmission between animals 
(including to and from humans). 
Personal hygiene should include 
frequent hand washing, cleaning 
and disinfection of boots, and thor-
ough washing of clothing. The most 
important first step to cleaning any 
equipment involves the thorough 
removal of organic debris (feces, 
urine, milk, saliva, etc.). Thorough 
cleaning must precede the use of 
disinfectants since as organic de-
bris can inhibit or inactivate many 
products. Use of manure-handling 
equipment to feed cattle can great-
ly increase the risk of transmitting 
certain disease agents such as M. 
paratuberculosis and Salmonella 
spp. Avoiding fecal contamination 
may be important in minimiz-
ing the prevalence of pathogens 
known to infect humans such as E. 

coli O157:H7 and Salmonella spp. 
Lastly, fecal contamination of feed 
by rodents and domestic animals 
(dogs, cats) is a risk factor for the 
transmission of various organisms 
including Neospora caninum and 
Salmonella spp.
Closing thoughts 
  The most economically significant 
infectious disease processes affect-
ing beef calves is acute undiffer-
entiated diarrhea. While no single 
management system is suitable for 
all herds under all circumstanc-
es, the principals of Radostits and 
Acres in 1983 are still relevant to-
day. These include providing a calf 
with a non-contaminated environ-
ment, increasing the non-specific 
resistance of calves (adequate co-
lostral intake), increasing specific 
immunity of calves via vaccination 
(typically of the dam), and reducing 
stress. Monitoring for dystocia, aid-
ing birth when necessary, ensuring 
early and adequate consumption of 
colostrum, and promoting bonding/
avoiding miss-mothering are all 
means of increasing the non-specif-
ic resistance of calves.
     A more recent and effective means 
of lessening the impact of calf hood 
scours in beef herds is through the 
adoption of the “Sandhills Calving 
System”.  See sidebar article.
MWC

Sandhills Calving System Aids 
In Fighting Scours

  Neonatal calf scours is a multifactori-
al disease, says Dave Smith, Universi-
ty of Nebraska-Lincoln (UNL) Exten-
sion veterinarian. The ideal scenario 
for an outbreak is to have susceptible 
hosts (naïve calves) existing in an en-
vironment (infected communal calving 
area) that’s conducive to the prolifera-
tion of (and continued exposure of the 
host to) the disease agent, be it E. coli, 
Salmonella, rotavirus, cryptosporidia, 
etc.
  Smith says even the healthiest calf 
can fall prey -- particularly in the wet, 
muddy conditions common to spring 
calving periods -- if the pathogen load 
is high enough, or the exposure long 
enough, to overcome the passive im-
munity provided by the calf ’s mother.
  And that’s the idea behind the 
UNL-developed Sandhills Calving 
System (SCS). Named after the Sand-
hills area of north-central Nebraska 
where it was tested, SCS is a system 
that utilizes a series of calving pas-
tures to minimize newborn calves’ 
contact with disease agents. The idea 
is to minimize both the disease load 
and newborns’ exposure to the disease 
agents until their immune systems 
have sufficiently matured to better 
withstand them.
  “We’re trying to recreate the condi-
tions of the first week of calving sea-

son during each of the remaining 
weeks of the calving season. We want 
a clean calving area without the pres-
ence of older calves that may be shed-
ding pathogens,” Smith says.       
   “I like to say we’re creating eight, 
one-week seasons rather than one, 
eight-week season.”
  Adopted in 2000, SCS consists of a 
series of large contiguous pastures. 
Here’s how it works:
  Cows are turned into the first calv-
ing pasture as soon as the first calves 
are born, and calving continues for two 
weeks.
  After two weeks, the cows that ha-
ven’t calved are moved to Pasture 2, 
with cow-calf pairs remaining behind 
in Pasture 1.
After a week of calving in Pasture 
2, the cows that haven’t calved are 
moved to Pasture 3, and cow-calf pairs 
born in Pasture 2 remain in Pasture 2.
   With each subsequent week, cows 
that haven’t calved are moved to a new 
pasture, and pairs remain in their pas-
ture of birth.
   The result, Smith says, is multiple 
pastures, each with calves within one 
week of age of each other. Cattle from 
different pastures can be commingled 
after the youngest calf is four weeks 
of age. 
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By Joe Roybal

continued on page 21
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Red Brangus Lookin’ Pretty on the Ponderosa

  “People tell me that they drive 
down that old gravel road, just 
to look at my red cattle,” says 
Martin Priggel, owner of 100 
head of Red Brangus. “I used to 
have a guy buy heifers from me 
and ship them to South America 
and Mexico. He had seen a lot 
of cattle in his travels. He gave 
me the best compliment when he 
was here: ‘Martin, I’ve seen lots 
of pretty cattle in my time, but 
never a whole herd as pretty as 
yours.’” 
  Priggel is quick to admit that 
good looks aren’t enough. “We 
want pretty cows that produce 
here at Ponderosa.”  
     The ranch, named for the rare 

grove of tall pines not native to 
the Boot heel region of Missou-
ri, cast long shadows across the 
drought-riddled delta about 20 
miles from the Mississippi. It’s 
located in a  part of the state 
that is just now seeing some 
recovery with late winter snow 
and early spring rains. Fescue 
will take hold again in the san-
dy soil in the days ahead. That 
predominant forage will be a 
welcome sight. But for most Mid-
west cattlemen, it can also be a 
plight. Priggel contends that’s 
another reason why he’s sold on 
Red Brangus. “They handle the 
endophyte fungus in fescue bet-
ter than other breeds,” he says. 
“They don’t have to head to the 
shade near as quick. They are 
not standing in the ponds, cool-
ing their feet.”
   And that brings one back to pro-
ductivity. If the cows are grazing, 
Priggel says, they are making 

milk. And that translates into 
bigger calves at weaning. A host 
of other benefits from hybrid 
vigor are the results of Red An-
gus carcass traits enhanced with 
Brahman adaptability.  When 
Priggel switched to Red Brangus 
in 1990, he also said good bye to 
pink eye. 
   “The Red Brangus cattle com-
bine the disease resistance and 
superior maternal instincts of 
the Brahman breed with the 
exceptional carcass quality and 

fertility of the Angus,” he says. 
“When the Brahman breed and 
Red Angus breed are crossed, 
the cattle gain in hardiness, dis-
ease resistance, and growth. The 
Red Brangus is the breed for the 
fescue belt.”
    If red cows grazing on green 
grass are pretty, and fewer flies 
on the face is appealing, then the 
fact that they put on the pounds 
is the third component that 
makes Red Brangus the Ponder-
osa’s pick.
   “Feedlots still buy calves by 
the pound and that is why the 
weaning weight is so important 
to making a profit,” Priggel ex-
plains. “I want Ponderosa Red 
Brangus calves to average 650 
pounds at their 205 adjusted 
weaning weights.”
   Priggel began his herd with 
a 50/50 composite recipe of Red 
Brangus females. “That’s kind 
of the standard,” he says. “We’ve 

put a little more Red Angus into 
them in this part of the country. 
Today most of the herd averag-
es around 3/8 Brahman and 5/8 
Red Angus.”
   The herd is divided into fall 
and spring calvers and Priggel 
keeps his eyes open for replace-
ment females. “When we replace 
our breeding stock, the number 
one requirement is gentleness,” 
he says. “We also try to choose 
cows that will be easy keepers. 
The high cost of grain today 
makes this even more import-
ant. There is a lot of difference 
between animals in how much 
grain or feed it takes to put on 
a pound of gain or to maintain 
their body condition.”
   In order to avoid cutting the 
herd during the drought, Priggel 
got creative. “We did something 
this past fall that we’ve never 
done before,” he explains. “After 
we combined corn, we let the vol-
unteer corn come up and put a 
center pivot irrigation on it and 
then baled it up as haylage af-
ter it got about two feet tall. We 
didn’t use fertilizer. Just disced 
the ground and let volunteer 
seed come back up. It did make 
some awfully big, heavy bales, 
but the cows absolutely loved it.”
    In normal years, the cows 
make it on grass alone. But they 
don’t stick around unless they 
do their job. “Fertility is a must 
here at Ponderosa,” says Priggel. 
“If a cow does not produce, she 
will be sold. You cannot make 

money if you do not have calves 
to sell.”
    Priggel’s keep/cull criteria is 
fertility, udder shape, cow an-
cestry, overall disposition, and a 
cow that will produce offspring 
that will grow and still grade 
choice.
   Though Ponderosa Red Bran-
gus has national champion bulls 
to their credit, it’s those pretty 
scarlet females Priggel contin-
ues to praise. “I think the red 
color is going to be the predomi-
nant color eventually. They are a 
little more heat tolerant,” Prig-
gel says. “And in South America 
and Mexico, they want all red.”
   He’s seen a lot of change in the 
beef business and run a variety 
of breeds over the years. “I start-
ed off in the 50’s with Herefords 
and switched to Charolais be-
cause they grew,” Priggel says. 
By the 80’s I had Black Angus, 
but fescue gave me trouble with 
pink eye. Then I switched to Red 
Brangus.” 
   He recalls the trends he en-
dured. “They wanted little, short 
chunky things. Then they got too 
big. Now they are coming back 
somewhat.” At 72 years of age, 
Priggel knows what he likes and 
may be set in some of his ways 
he readily admits. “As I get old-
er, I get more opinionated.” As a 
purebred breeder, he plans on 
sticking with what’s working 
at Ponderosa. But Priggel still 
has wiggle room for a different 
perspective. “If I was in the com-
mercial cattle business, I would 
like a Red Brangus cow with a 
black bull – as long as they stay 
pretty and productive.” 

By Brenda Black
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Sandhills
 continued from page 19
  The segregation of calves by age pre-
vents the transfer of pathogens from 
older to younger calves. In addition, 
moving pregnant cows to new calving 
pastures helps minimize the pathogen 
load in the environment, as well as a 
newborn calf ’s contact time with those 
pathogens. 
   Smith says the key component is 
the age segregation of calves and the 
movement to new pastures of cows 
that haven’t calved rather than mov-
ing pairs. 
  “Segregating calves by age prevents 
the transfer of pathogens from old-
er calves to younger calves,” Smith 
says. “Meanwhile, routinely moving 
heavy cows to new pastures prevents 
pathogen buildup in the calving envi-
ronment over the course of the calving 
season, which would result in the ex-
posure of the latest-born calves to an 
overwhelming dose load of pathogens.” 
  Smith says the program was designed 
for beef operations typical of western 
Nebraska -- larger herds on larger 
acreages,” Smith says. “But the age 
segregation of calves is the most im-
portant factor, not the number of acres 
and stocking density, so it should work 
for smaller herds on smaller acreages, 
as well.” 
  Implementing SCS isn’t without its 
challenges, however, he points out. In 
some cases, cross fencing is necessary. 

Making sure there’s water access for 
the groups is another concern. 
  “Feed delivery in a spring-calving 
operation might entail more labor, as 
well,” Smith points out. “And, we like 
to encourage such producers to vary 
their feeding locations within any giv-
en pasture.” 
  For more on calf scours or other herd 
health management topics, visit www.
beefcowcalf.com, a free electronic re-
source from BEEF magazine that in-
cludes links to more than 2,000 infor-
mation sources on cow-calf production 
and management topics. 
Beef Magazine.com
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Beefmaster Breed to be featured 
on RFD-TV’s The American Rancher 

  During the past few months Beefmas-
ter Breeders United (BBU) has trav-
eled the country capturing footage for 
the upcoming Beefmaster episode on 
RFD-TV’s The American Rancher. Af-
ter months of dedication the episode 
premieres on April 8, 2013 at 9 p.m. 
Eastern Standard Time (EST) on your 
favorite rural television network, RFD-
TV. BBU invites the public, all BBU 
members, Junior Beefmaster Breeders 
Association (JBBA) members and po-
tential Beefmaster breeders to learn 
more about the Beefmaster breed and 
how the breed is positively influencing 
the beef cattle industry. The episode 
will also be available on the BBU web-
site and social media platforms Face-
book and YouTube.
   “We are excited to be a part of this 
creative process and see hard work de-
veloped into an outstanding program 
that will share the Beefmaster story to 
a greater audience,” said Jason Bates, 
BBU field service representative. 
“Working with several breeders on this 
project has been a great opportunity 
for the BBU staff and Superior Produc-
tions.”
  The Beefmaster episode on The Amer-
ican Rancher will explore the history 
of the breed and take an in-depth look 
at the Six Essentials - weight, confor-

mation, milk production, fertility, har-
diness and disposition; that the Beef-
master breed was founded on over 60 
years ago by Tom Lasater. The episode 
will feature purebred and commercial 
cattlemen as they discuss why they are 
utilizing Beefmasters on their cattle 
operations. The show will also examine 
the importance of the Beefmaster breed 
to the cattle industry as a whole and 
how Beefmaster cattle bring unique op-
portunities to cattlemen and women all 
over the world. Tune in to the episode 
to learn from true blue cattlemen how 
their ranches embrace the Beefmaster.  
   “The passion that the cattle produc-
ers shared while capturing the video 
was astounding. It was exciting to see 
purebred and commercial breeders still 
embracing the Six Essentials, while 
also sharing why docility, fertility and 
efficiency are important to their oper-
ation,” said BBU Executive Vice Pres-
ident Dr. Tommy Perkins, Ph.D., PAS. 
“It will be an impressive episode that 
I am excited for the public and BBU 
members to see.”
   The show is sponsored by Bounds 
Swinging B Ranch, Collier Farms, 
Emmons Ranch, Lyssy Beefmasters, 
McManus Beefmasters, the Lasater 
Ranch and Cherry Glen Beefmasters. 

Not only did BBU work with multiple 
breeders on this video project, BBU had 
the honor to work with past BBU Pres-
ident Nolan Ryan, as well as work with 
Superior Productions to write, capture 
and edit the episode.
   The American Rancher, hosted by 
Pam Minick, is entering its eighth year 
of broadcasting on RFD-TV. The series 
began in the fall of 2004 and brings au-
diences in touch with the people and 

places that make ranching an Ameri-
can lifestyle. The American Rancher is 
a half-hour television series that reach-
es a vast audience and premieres each 
Monday night at 9 p.m. EST and re-airs 
Tuesdays 11 a.m. EST and again on 
Sundays 12 p.m. EST.
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  There are a few producers in our 
demanding, competitive industry 
who inspire all of us to work hard-
er, be more optimistic, and strive 
daily to achieve our goals while 
building integrity instead of just 
a product. These hardworking cat-
tlemen were building fence with 
their fathers before they were old 
enough to go to school and driving 
tractors well before they had their 
license. They are those kind of pro-
ducers whom you hold a high re-
spect for. Meet the Jasik family.

  Dustin grew up in the little quiet 
town of Pleasanton, Texas, where 
he learned all about the cattle busi-
ness from his dad, Larry.  Dustin 
worked alongside his dad and fol-
lowed his every step. Everything 
Dustin knows about feeding cows, 
herd management, buying bulls 
and even fixing fence, he learned 
from his dad.
  “My dad is my biggest influence. 
He raised me and he’s my best 
friend,” Dustin said. “We help and 
learn from each other. I guess 
that’s how we make it as partners.”
  Larry and Dustin partnered to 
establish “Jasik Hay Farms”. They 
now run close to 500 Brangus cows 
for commercial production and 
have 1,300 acres for coast-
al hay production, but it 
was not a short road get-
ting to that point. Dustin 
started his own business 
from scratch at age 14 
when his dad helped him 
buy his first set of cows. 
Just three years lat-
er, he leased some land 
and bought 50 Brangus 
cows. Dustin, who sole-
ly through perseverance 

and hard work, built a successful 
business without having anything 
handed to him. 
  “If you’re starting from scratch, 
you have to start out small and 
grow from there,” Dustin said. “We 
started from nothing 18 years ago, 
and being a first generation farm 
sets us apart.”
  Dustin’s biggest critic, he said, is 
his wife, Kate. The young couple 
met at a dance after Kate moved 
from Comfort to Pleasanton when 
she was 18. Kate was unfamiliar 
with the agriculture industry grow-
ing up, and had limited knowledge 
about the cattle business. Much 
like Dustin learned from his father, 
Kate learned from her husband 
and took new challenges head on.
  “I didn’t know anything about cat-
tle before I met Dustin,” Kate said. 
“He taught me everything I know. 
Now we just like to drive around 

and look at cattle on the farm to-
gether.”
  Kate contributes significantly to 
the success of the business. While 
the guys are sorting cows, she ex-
amines the quality and helps with 
culling. With a smile on her face 
the size of Texas, Kate doesn’t mind 
getting her hands dirty. She drives 
the tractor and helps harvest hay 
in the summer. She also does the 
marketing work for the family 
business designing and placing ad-
vertisements, managing the web-
site, publicizing the farm on Face-
book, and is working on starting a 
blog. She said she uses social media 
to publicize the family’s achieve-
ments and create awareness and 
publicity for their business. After 
advertising their big win in San 
Antonio, Kate said she saw an in-
crease in traffic to their Facebook 
page and website. During her little 
spare time, Kate enjoys photogra-
phy and takes professional quality 
portraits of families, children and 
landscapes.
  Between feeding cows and helping 
her husband, Kate does not miss a 
beat even with a little one on her 
hip. The couple had a boy, Barin, in 
May 2011 and are proud to raise 
him on a farm learning the cattle 
business just like Dustin did.  

By Brittni Drennan
IBBA Communications Coordinator

continued on page 24
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Questions About Grazing?
ANSWERS FREE!

THE STOCKMANGrasSFarmer

Topics:
Grazing Whole Plant Corn
Soil Life Exploding at Greg Judy Farms
Grass Finishing
Wet Or Dry Pasture
Successful Mob Grazing
Wool Or Hair Sheep?
Supplemental Feeding with Bale Grazing
Drought Grazing

1-800-748-9808
PO Box 2300/Ridgeland, MS 39158-2300

email:  sgfsample@aol.com 

StockmanGrassFarmer.com

Tired of the
stress and
complications 
caused by 
elastrator rings?

..... Put a
‘WEE’ in 
your pocket 
today!

1-800-858-5974 
www.CallicrateBanders.com

• Humane
• High Tension
• Bloodless
• Drug Free
• Made in USA

Beefmaster five 
steer Challenge

    The majority of the purebred cattle industry is focused 
on producing bulls that meet the needs and demands of 
the commercial beef cattle industry. Thus, the purebred 

breeder must focus on producing bulls for the commercial 
industry that can improve the overall performance and 

quality of the replacement females and the feeder cattle.     
   On Mar. 22, 2013 the BBU Board of Directors approved 
implementation of the Beefmaster Five Steer Challenge 
(FSC). The FSC will allow Beefmaster breeders to follow 
their cattle through the feedlot and harvest phase to gain 
valuable feed and carcass attributes of the product they 
are producing. The program will allow breeders to evalu-
ate different sire’s ability to produce profitable endpoint 
feeders while not being docked at the sale barn for per-

ceived shortcomings. The information gleaned can also be 
used in the BBU database to further improve the genetic 

tools available.
BBU

Jasik
 continued from page 23

  “We live here on the farm and 
working together allows us to 
spend more time together,” Dustin 
said. “We get a lot of joy being able 
to raise our son on the farm and 
look forward to teaching him a lot.”
  The Jasik family has faced diffi-
cult challenges just like other pro-
ducers have recently. Dustin attri-
butes their continued success to 
being self sufficient with their hay 
production and the quality of their 
Brangus cattle. 
  “We drive on quality in our re-
placement females. That’s what we 
raise and what we market,” Dustin 
said. “We’re not necessarily trying 
to grow in numbers. We focus on 
quality and strive to keep satisfied 
customers, raising what they want 
and need, and that’s heifers that 
will breed easily, milk well and 
handle well.”
  Dustin mentioned several reasons 
why he breeds his commercial cows 
to Brangus bulls. He said the pri-
mary reason he likes Brangus is 
the breed’s ability to perform in the 
harsh South Texas climate. Bran-
gus cows breed back more easily, 
are more docile, handle better and 
have very little udder problems 

from what Dustin has experienced. 
Additionally, he said they always 
seem to top the market without 
fluctuating.
  “There’s a market for Brangus 
bull calves or female calves. Bran-
gus adapt well to different cli-
mates, they’re hardy, good quality 
and good breeders with good moth-
ering-ability,” Dustin said.
  Dustin said he responds to their 
customers’ needs and continually 
focuses on improving quality. To 
ensure this high quality, Dustin 
and Larry enroll their females in 
the Brangus Gold program, a ser-
vice provided by the Internation-
al Brangus Breeders Association 
(IBBA) that verifies Brangus ge-
netics in commercial females.
  “Having been using Brangus Gold 
for a year, [it] validates quality. The 
tags reassure our customers who 
are buying our replacement fe-
males that we’re breeding to regis-
tered Brangus bulls,” Dustin said.
  The Jasiks take pride in the busi-
ness they have built. They consid-
er their biggest reward winning 
the San Antonio All-Breed Sale 
Overall Grand Champion in 2011. 
This was only the second time in 
the last 19 years that the Brangus 
breed received the title. They have 
also had several Breed Champion 
Brangus Bred Heifers and Pairs 
over the last eight years.
  The Jasiks have an inspiring story 
to tell- one of tough challenges and 
many triumphs. Families like the 
Jasiks motivate us to work harder 
and live better.
  “You can’t just give up the first 
dry spell you hit,” Dustin said. “You 
can’t give up because it will pay off 
in the end.”
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TOOLS TO COMMERCIAL CATTLEMEN

  The International Brangus 
Breeders Association (IBBA) con-
tinues to stay on the cutting edge 
of the latest technology by pro-
viding tools for commercial cat-
tlemen to assist in comparing the 
expected performance of Brangus 
sired offspring to that of other 
breeds. These most advanced tools 
are Calving Ease EPDs, including 
Calving Ease Direct and Calving 
Ease Maternal, which take into 
consideration the weight and 
shape of the calf, gestation length 
and breed of the sire. 
  “In the past we have only had 
birth weight EPDs which is ex-
tremely important when com-
paring two or more bulls’ calves 
within a herd or across herds 
from the stand point of expected 
birth weight,” said Joseph Massey, 
Ph.D., IBBA’s Executive Vice Pres-
ident. “But since birth weight is 
positively correlated with growth, 
there has been a tendency for pro-
ducers to believe that bulls with 
growth potential will also produce 
heavier calves, therefore increas-
ing calving difficulty.”
  Calving Ease Direct and Calv-
ing Ease Maternal clearly help to 
identify sires that produce calves 
with growth potential and expect-
ed calving ease. While the Bran-
gus breed has always been known 
as an easy calving breed, the 
Brangus breed has also become 
a performance-oriented breed, 
which has caused some produc-
ers to believe that Brangus calves 
would have calving difficulties 
like other breeds that have expe-
rienced this effect.
  Massey said the Calving Ease 
EPDs will be very beneficial in 
identifying Brangus sires with 
both growth EPDs and highly de-
sirable calving ease. This will be 
even more useful to commercial 
producers that have already dis-
covered Brangus sired calves have 
excellent growth with little to no 
calving difficulties.  
  Calving Ease Direct is a measure 
of the ease of which a bull’s calves 
will be born since it is taking into 
account more than weight, like 

shape of the calves, and it is well 
established that Brangus calves 
have a tendency to be longer and 
narrower at birth than the Brit-
ish or Continental breeds. While 
Calving Ease Maternal is equal-
ly valuable, it may not be used 
as much at the commercial level 
since many, if not most, calves are 
terminal and most females nev-
er have a chance to produce off-
spring. However, it will have an 
important role when commercial 

females are retained for replace-
ment.
   As a commercial producer, un-
derstanding  Calving Ease EPDs 
and knowing when and how to use 
them will pay great dividends, es-
pecially when selecting easy calv-
ing bulls with high performance 
EPDs. While Calving Ease EPDs 
have been available within other 
breeds, it has not been until the 
multi-breed models have become 
available that calving ease could 

be calculated for composite breeds 
or percentage cattle as recorded 
by other breed associations. 
  All commercial producers inter-
ested in evaluating Brangus Calv-
ing Ease EPDs are encouraged 
to visit the www.GoBrangus.com 
website at or call the IBBA office 
at 210-696-8231 for information 
on any specific animals of inter-
est. All EPDs are available to any-
one for review. 

By Brittni Drennan
IBBA Communications Coordinator



VETERAN ATTRiBUTES iNTEGRiTY fOR 
SUCCESS iN SEEdSTOCk PROdUCTiON

By Brittni Drennan, IBBA Communications Coordinator
  From the United States 
Marine Corps’ (USMC) All 
Weather Attack Squadron 
533 (VMA(AW)-553) to cattle 
rancher in western Arkan-
sas, RC Smith is a man of 
intelligence who knows his 
genes and has worked his 
way to the top.
  Smith grew up in Oden, Ar-
kansas, on the farm he now 
owns and manages which his 
family started in 1904. Smith 
transformed Polk Creek 
Farms into a successful, reg-
istered Brangus breeding 
operation, but not before he 
thoroughly researched the 
facts.
  Smith has an extensive 
educational background. Af-
ter high school, he attend-
ed the University of Kansas 
on a Naval ROTC scholar-
ship where he received a 
Bachelor of Science in Ac-
counting in 1983. He then 
attended flight school after 
he was commissioned in the 
USMC. After flight school, 
he joined Marine All-Weath-
er Attack Squadron 533 
(VMA(AW)-553), attached to 
Carrier Air Wing 3 and the 
USS John F. Kennedy air-
craft carrier. While serving 
as a Bombardier/Navigator 
in the A-6E Intruder, Smith 
completed two “Med Cruis-
es” on the JFK, totaling al-
most 300 arrested landings 
before being assigned as Ma-
rine Officer Instructor (MOI) 
at the Naval ROTC Unit at 
Northwestern University in 
Evanston, Ill. While serving 
as MOI, Smith obtained his 
Master’s Degree in Busi-
ness Administration with 
a concentration in Finance 
at Northwestern Universi-
ty’s JL Kellogg Graduate 
School of Management in 
1992. Upon graduation, he 
resigned his commission 
and was hired by Credit 

Suisse First Boston in New 
York City as an associate in 
their Mergers and Acquisi-
tions group. Ten years later 
he retired from a position as 
Head of Mergers and Acqui-
sitions for SunTrust Banks 
in Atlanta, the ninth largest 
bank in the U.S., and moved 
his two children back to his 
hometown in Oden where he 
had high hopes for the family 
farm.
  Smith bought the family 

farm and 
its herd of quality mixed-
breed cattle but was inter-
ested in breeding registered 
cattle.         After exten-
sive research into cattle that 
would be suitable for his en-
vironment and would be in 
high demand, he decided on 
the Brangus breed.
  “Primary benefits are the 
maternal abilities. They’re 
just good mothers and take 
care of their calves,” Smith 
said. “In addition to their 
heat tolerance, their longevi-
ty is important; I’ve had cows 
16 to 18 years old still pro-
ducing quality offspring on 
my farm. ”
  Smith has always had an 
eye for cattle since he was 
the top-rated livestock judge 

at the state FFA competition 
his senior year in high school. 
However, after being out of 
the cattle business for sev-
eral years, he knew he could 
not get started without some 
help. Smith received some 
advice and insight from the 
likes of Don Hall of Benton, 
Ark., and Finis Welch in Cen-
terville, Texas.
  “Don was influential in get-
ting me into the Brangus 
breed,” Smith said, “and I 

purchased most 
of my founda-
tion females 
through Fi-
nis’ production 
sales at Center 
Ranch. Both 
men exercise 
sound judg-
ment and are 
of the highest 
integrity; if 
they tell you 
s o m e t h i n g 
you can take it 
to the bank.”
  Having a 
t h o r o u g h 
background 

in accounting, Smith looked 
at the mathematical aspect 
of the business and put the 
numbers to work, utilizing 
the most advanced tech-
niques offered today. 
  “I knew early on that I had 
to do my homework. I need-
ed to buy the best genetics I 
could afford and then build 
my herd through artificial 
insemination and embryo 
transfer,” Smith said. Among 
the registered purchases, he 
bought proven donor cows, 
primarily Brinks, Center 
Ranch and Salacoa Valley 
bloodlines, for embryo trans-
fers, utilizing his best quality 
crossbred females as recip-
ients. He also applied artifi-
cial insemination techniques 
to take advantage of the most 

proven and breed leading ge-
netics. 
  “I purchased a heatwatch 
system and AI’d every fe-
male, keeping them away 
from the bulls until 24 days 
passed in order to AI again if 
necessary,” Smith said.
  After this, the cows were 
cleaned up by quality bulls 
purchased from Camp Cool-
ey, Doguet’s Diamond D 
Ranch or top-end bulls Smith 
had bred. He also looked at 
expected progeny differences 
(EPDs) and requested pro-
duction records to inspect 
calving intervals before going 
to a sale or purchasing cattle. 
When purchasing bulls to 
utilize in his herd, Smith said 
he looks primarily at EPD’s 
and conformation, but that 
was just as important as the 
consistency of the bull’s dam. 
   “I will not use a bull in my 
herd unless it is out of a cow 
that produces one of the top 
calves in her respective herd 
almost every time she calves,” 
Smith said.
   Smith retains the top cut of 
his heifer calves to use in his 
registered herd, constantly 
striving to increase the qual-
ity of his cattle. Smith said 
he culls extensively, dropping 
the bottom 15 to 25 percent 
of the registered cows out of 
the herd in order to make 
way for new heifers or new 
purchases.
  “These are typically high 
quality cattle but just not 
quite good enough to re-
tain in the registered herd,” 
Smith said. “They are in high 
demand among my customer 
base, though, as commercial 
brood cows.”  
  While Smith is striving to 
develop a herd of good-tem-
pered cattle with exceptional 
depth of body, thickness and 
eye appeal, he also realizes 
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commercial buyers have a 
variety of preferences.
  “I’ll be honest and tell the 
customer the strengths and 
weaknesses of that particu-
lar animal and let the cus-
tomer determine which ani-
mal is right for them,” Smith 
said. “They need to find a 
breeder they can build a re-
lationship with and trust in 
the long term. You’re buying 
honesty and integrity as well 
as the animal, and you want 
somebody that will treat you 
fairly.”
  Ten years in the registry 
business, Smith now has 65 
registered, breeding age fe-
males down from 110 a year 
and a half ago due to the re-
cord drought conditions that 
drastically impacted the 
South. But he has goals to 
increase his herd size while 
improving consistency in 
producing deep, thick, long 
calves.
  Polk Creek Farms has also 

been successful in the show 
ring. Smith’s children showed 
the Grand Champion Heifer 
at the Arkansas State Fair 
for five consecutive years 
in the early 2000’s.  He has 
also won national titles with 
calves he has sold, including 
the 2008 IBBA Show Heifer 
of the Year shown by Abby 
Jorgenson of Tyler, Texas. In 
addition, Polk Creek Napo-
leon 99T ranked seventh in 
the IBBA show bull stand-
ings two years ago, while his 
current junior herd sire, Polk 
Creek Genghis Kahn 146W2, 
was ranked fifth in the world 
last year. Both Napoleon and 
Kahn, as Smith refers to 
them, were shown by Ran-
dy Deshotel and his three 
daughters of Ville Platte, La., 
who helped Smith get in-
volved in showing cattle.
  Deshotel said Smith is me-
ticulous and honest in his 
record keeping and knows 
how to breed for genetics. He 

weighs at birth, at weaning, 
utilizes sonogram testing, 
uses Total Herd Reporting 
(THR) correctly and uses the 
IBBA registry system to its 
full potential. But Deshotel 
encouraged him to begin im-
proving the phenotype in his 
herd for the show ring to help 
market his cattle.
  “We show for him on the 
show circuit and can help 
him market his cattle on the 
national level,” Deshotel said. 
“That helps when he’s locat-
ed in such a secluded area.”
  Deshotel said they have done 
very well and been successful 
with Smith’s bulls and heif-
ers. Deshotel’s daughter, Alli-
son, won IBBA’s photo contest 
with a photo she submitted of 
one of Smith’s heifers which 
is published on the cover of 
the IBBA publication, Front-
line Beef Producer. The De-
shotel family has built a re-
lationship with Smith and 

become friends since Smith 
joined the Brangus commu-
nity. Deshotel said he holds 
a high respect for Smith be-
cause of his character and in-
tegrity.
  “You meet all kinds of peo-
ple in this world, and I have 
a very high respect for veter-
ans.  Smith carries that honor 
with him,” Deshotel said. “He 
keeps his word, and I think 
that is why he’s successful.”
  In addition to being a 
Brangus seedstock produc-
er, Smith teaches business 
statistics and quantitative 
methods at Henderson State 
University in Arkadelphia, 
Ark. His son, now 19 years 
old, works in Fayetteville, 
Ark., and his daughter, 16, 
was recently accepted to the 
prestigious Arkansas School 
for Mathematics, Sciences 
and the Arts.
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Bull and Female Sale
Saturday, April 20, 2013 • Noon

Spring�ield, Mo Livestock Sale Center on Interstate 44 West

Selling:
50 Purebred Lots

including bulls, pairs, 
bred cows and open heifers

130 Commercial Females

Successful Missouri Producer Emphasizes Product

   The Millikan family is 
sure about one thing- they 
love everything about their 
Brangus cattle and have a 
passion for the lifestyle they 
lead. In 1981 Homer and 
Carolyn Millikan, currently 
the owners of HC Brangus 
in Sedgewickville, Mo., had 
been raising registered An-
gus cattle when they bought 
a three-quarter Brangus 
bull and made the decision 
to introduce Brangus genet-
ics into their breeding pro-
gram.
  Homer had been custom 
fitting show cattle and 
Carolyn was active in the 
show circuit when the cou-
ple, now married 51 years, 
initially met in Sedgewick-
ville as young sixteen-year-

olds. Homer admits it was 
his wife who convinced him 
to get involved in seedstock 
production, but it was Roy 
Meyer, Carolyn’s uncle, who 
taught him the ropes. Mak-
ing a living strictly in the 
cattle business, Homer said 
you have to know what you 
are doing and know what 
you are selling.
  “I’m trying to breed good, 
sound cattle,” Homer said. 
“I try to be consistent, and 
I breed cattle that are born 
small and gain weight be-
fore weaning time and per-
form on minimum feed. They 
have a lot of bone, rear end 
and rib eye area because it 
puts more thickness, depth 
and more length to your cat-
tle; if you have a long, heavy-
boned animal, they’ll put on 
more pounds.”

  Carolyn said their steers 
qualify for value added pro-
grams like Certified An-
gus Beef (CAB) and grade 
Choice on the grading scale. 
She compliments Brangus 
for being efficient, adaptable 
to their environment and 
more profitable because they 
weigh heavier at weaning.
  “Our Brangus calves 
weighed 100 pounds more at 
weaning than Angus, grew 
bigger on less feed and can 
take the cold as well as they 
can the hot,” Carolyn said. 
  “They’re out grazing and not 
standing in the pond when 
it’s hot,” Homer agreed, “and 
they will eat a lot rougher 
forage than any other cow I 
know of. They can pick the 
blooms out of thistles and 
never get a sticker.”
  Aside from the Brangus 
breed’s advantageous quali-

ties, Homer places emphasis 
on smart management tech-
niques to make the business 
successful. He knows every-
thing there is to know about 
his cattle. He weighs them 
each month after weaning, 
he knows what they are eat-
ing, how much feed they get 
and exactly how much feed 
cost per pound.
   “You’ve got to know your 
input cost and if it’s worth 
it to keep them on feed,” 
Homer said. “If they’re not 
gaining weight, you have to 
get rid of them, but we have 
very few that won’t gain like 
they should.”
  Knowing their product 
and having specific goals for 
their breeding program is 
what has enabled Homer to 
easily market his cattle and 
build a positive reputation 

By Brittni Drennan, IBBA 
Communications Coordinator
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with his customers, some of 
which have been buying HC 
Brangus cattle for 15 years.
  The Millikans utilize some 
of the latest technologies 
to be more efficient. Homer 
uses Expected Progeny Dif-
ferences (EPDs) to compare 
birth weight (BW) and rib 
eye area (REA) between two 
animals. The Millikans also 
utilize artificial insemina-
tion (AI) techniques to gain 
more access to other blood-
lines, which their daughter, 
Bobbi Welker, oversees.
  “We have daughters from 
our herd bull, and AI’ing 
gives us more options,” 
Welker said. “My daughter 
wanted to get into the club 
calf sires. We crossed the 
Maintainer bull with some 
of our Brangus heifers and 
got some nice looking heifer 
calves.”
  Helping her mom and dad 
with the family business is 
a lifestyle Welker and her 

family appreciates and en-
joys. She said it gives her 
an opportunity to teach her 
daughter, Samantha, im-
portant life lessons and how 
to be self-sufficient. More-
over, she said she could 
spend hours just watching 
the cows and calves; it is a 
peaceful place someone can 
go to get away from life’s de-
mands and busy schedule.
  “It’s great to have your fam-
ily together and working to-
gether,” Welker said. “It’s a 
lot of work, but when you’re 
working together it can be a 
lot of fun.”
  If you have questions about 
Brangus genetics or want 
more information, contact 
the International Brangus 
Breeders Association (IBBA) 
at 210-696-8231 or visit 
www.gobrangus.com to find 
a Brangus breeder near you.

and enjoy the competing. When I 
walk out there, I intend to win, but I 
haven’t been one to spend the mon-
ey or the time to travel to the finals 
that are usually located way out 
West or way over in the East.  This 
year, we’ll have to wait and see. 
It’s the first time the nationals has 
come to Missouri. But I just enjoy 
promoting the event and the use of 
the dogs on the farm.”
  Whether Scot takes to the trial 
field or not, Salmon will be lending 
a helping hand as the stock con-
tractor for the Finals at the home 
of Thad Fleming, where as many as 
50 qualifiers will run dogs and cat-
tle through courses over a four-day 
span. Salmon’s cattle are key to the 
contest.
  “You want everybody to have a fair 
chance,” says Salmon. “You want 
cattle that are workable, not too 
easy, but cattle used to yielding to 
a dog and being comfortable around 
a dog.”  The 170 head he’ll supply 
have been worked on foot, with dogs 
and on horses since the first day 
they arrived on his place. Typically, 

Cattleman Bob Salmon 
Supplies Cattle for Stockdog 

National Finals in MO

  Slow and steady and ever ready, 
the eleven year old Border Collie 
“Scot” confidently enters the herd 
as soon as he receives word from 
his handler Bob Salmon, Appleton 
City. The two have been a team for 
11 years on the farm daily as work-
ing partners and in stockdog trials 
as respected contenders. May 2-5, in 
Leeton, MO, during the 2013 United 
States Border Collie Handlers Asso-
ciation (USBCHA) National Cattle-
dog Finals, they may be blending 
duty with competition. 
  Salmon has trained Border Collies 
for over 15 years. Experience and 
concern for his companion have him 
carefully weighing whether Scot, 
who was put back in action after 
being retired last year, will be rest-
ed and ready for competition.  Even 
though the National Finals is this 
close to home, he may not enter.
  “I’ve done a good share of winning 
locally,” says Salmon, who’s been 
called upon to officiate such notable 
competitions as Iowa’s State Fair 
and Stockdog Association Finals. 
“I’ve got a drawer full of buckles 
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Clov-Lan Farms
Ottawa, KS.

785-418-2983
clovlan@hotmail.com

AngusAngus

All bred to Angus bulls
View video of cattle for sale at clovlanfarms.com

These Are All Ranch Raised

*200 head 700-800 pound 
open Angus Heifers

*100 3-year-old bred cows due 
first of March

*80 2-year-old heifers due 
first of March

     
Make Plans To 

Attend Our Next 
Special Cow Sale

April 19th - Friday 5 pm

All Consigners & Buyers Welcome
Call 816-597-3331 Office

Rick or Jeremy Anstine
816-258-3421 • 816-716-9288

Located 45 mi. SE of Kansas City, Mo on 58 Hwy. east at 
Modern Kingsville Livestock Auction Center at Kingsville, MO

1st & 3rd Tuesdays 
Missouri Source & Age

Verified Cattle
Special Calf & Yearling Sale 
2nd Tuesday of Every Month

Website: www.anstineauctions.com • email: kingsville@earthlink.com

Cattleman
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a uniform group of 600 to 800 pound 
calves are used and CIDRs implant-
ed in all heifers the day before the 
competition to avoid any heat cycles 
upsetting the herd. 
  “With Missouri being a leading 
cow/calf state, I thought it was a 
pretty neat deal to have the Nation-
al Finals come here,” he says. “Thad 
is on the USBCHA Board and said 
he would like to have it here, but he 
didn’t have the cattle.  That’s where 
I came in.”
   Salmon says it will be fair for all 
as every competitor gets a fresh 
group of three on their first draw. 
From there, it will depend on ani-
mal instinct, temperaments and 
talent. And stock is never 100 per-
cent predictable. 
  “Even if you have a bunch for a 
year and half or so, you rarely break 
them down to work in small groups 
like you’ll see in a trial,” Salmon ex-
plains. “Generally three to four are 
cut and worked at the trial. On the 
last day of the Finals, the last 15 
dogs left after all eliminations, will 
work six head at one time. It’s called 
a double lift.  The dog will pick up 
cattle from two different directions 
in sets of three and work them sep-
arately, then collectively. Part of the 
competition ability is for a dog to be 
willing to break off the first three 
head and go for the others.”
  Border Collie breeder and fel-
low competitor, Larry Burch of 
Butler, MO, explains the judging: 
“On the outrun, you want the dog 
to bring the cattle straight to the 
handler,” he begins. “The lift is the 
approach, how he brings the cattle, 
but doesn’t scatter them.”  The herd 
should move straight up the field 

and through a series of obstacles 
without the dog driving too hard or 
scattering them.  On the outrun, 20 
points are possible; the lift is worth 
10; 20 points for the fetch; and if 
loaded into a trailer, every head in 
is worth 5.”
   “The judge is looking for inten-
tional, smart, purposeful work,” 
says Burch. 
  Salmon calculates that he began 
working with stock dogs when his 
kids graduated high school and his 
help left for college. “At first, like 
everybody else, I thought I was go-
ing to use them just on the farm, 
but not trial them,” Salmon says. 
“But when they get to doing good, 
you start thinking ‘I’m going to take 
him and try him in competition.”
  Scot was Salmon’s second dog, af-
ter he sold the first. Greying hair 
under his chin gives his age away, 
but it’s Scot’s patience, agility and 
sensibility that reveal his long 
years of experience. “Scot doesn’t 
rush the herd and he doesn’t punish 
one when she yields,” says Salmon 
speaking with great respect of his 
sidekick. “He simply demands their 
respect and they give it without 
much resistance.” 
  Salmon purchased the six week 
old pup from Jack and Kathy Knox, 
Butler, MO, breeders who find 
themselves in the company of sev-
eral Show-Me national winners.  
   “Missouri has a fairly high lev-
el of National Champions,” says 
Salmon proudly of his peers. “Jack 
and Kathy Knox are both National 
Champions. Lyle East of Clinton 
won the Nursery Cattle division 
last year.  Down in Vichy, just north 

of Rolla, there’s an 11-time Nation-
al Champion, Alasdair MacRae. 
He’ll be one of this year’s Nationals 
judges.  His wife Trish MacRae was 
National Champion in 2012. Roy 
Taber had the Champion Nursery 
in Cattle.  He came back the next 
year and won Nationals with the 
same dog, Biscuit.  Greg Estes at 
Mt. Vernon was the National Nurs-
ery Champion in  cattle with a dog 
named Charlie. His son Kyle, was 
National Open Champion with a 
dog named Cap.” 
  Salmon and Scot have proven their 
own winning ways. Just last month 
they won two trials and took third 
in another during a point qualifying 
contest at the Burch’s. But it’s the 
combination of Missouri cattle and 
stockdogs and handlers that Salm-
on hopes wins a greater level of at-
tention. “I think that Thad has the 
option of having the National Finals 
for two more years here in Missouri, 
if it goes well and he wants to host 
it again,” says Salmon. 
   “I hope we get a good crowd of 
spectators to showcase these amaz-
ing dogs. It’s entertaining, educa-
tional, good family fun and a good 
fit for Missouri with its 60,000 cat-
tle producers. Hopefully, the Finals 
can showcase good dogs working 
the right way by some of the top 
handlers in the nation and spark 

interest in using dogs more on the 
farm right here in Missouri.”
   The competition is open to the 
public free of charge. In addition to 
the action in the field, various ven-
dors will be on hand, including the 
Johnson County Cattlemen selling 
ribeye sandwiches. Spectators and 
stockdog fans will also have oppor-
tunity to pick the brains of the some 
of the finest trainers and handlers 
in the nation as they offer handling 
tips and answer questions. And if 
you can’t seem to locate Bob Salm-
on or Scot, they are probably busy 
out back, making sure the cattle are 
settled as one more time, they just 
go to work together. 
  To learn more, visit http://www.
nationalcattledogfinals.com/index.
html
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the importanCe of 
estimating the eConomiC 
value of a hay sample

   Winter feeding costs are usual-
ly the most expensive component 
of annual costs in a cow-calf op-
eration. Hay feeding is commonly 
used and provides a viable source 
of nutrients when pasture growth 
is typically slow or dormant during 
the winter months. When it comes 
to surviving the current drought, 
however, managing hay costs is 
especially important. One key to 
success is knowing the quality of 
hay being bought, sold or used and 
the cost of alternative feed sourc-
es. Hay should be sampled and nu-
tritive value determined prior to 
its use in the cattle operation.
   Estimating Hay Value Based on 
Chemical Analysis is a decision 
tool that estimates the economic 
value of a hay sample based on 
its percent total digestible nutri-
ents (TDN) and crude protein (CP) 
content. The value of energy and 
protein in the hay sample is calcu-
lated based on TDN replacement 
cost from an energy source such 
as corn and CP replacement cost 
from an alternative source such as 
cottonseed meal.
Results
   A chemical analysis for TDN and 
CP for base alfalfa hay and alter-
native prairie hay are entered in 
the example shown; thus, a low 
quality prairie hay sample is con-
trasted with higher quality alfalfa 
hay (Figure 1 Pg. 38). An alter-
native energy concentrate source 
such as corn along with its market 
price, % DM (percent dry matter), 
CP % DM (percent crude protein 
on a dry matter basis) and TDN 
% DM (percent total digestible 
nutrients on a dry matter basis) 
are also entered. The same data 
inputs are specified for a crude 
protein concentrate source such as 
cottonseed meal.
The analysis value of the alfalfa 
hay ($217.96) and sample prai-
rie hay ($133.08) is calculated by 
computing the pounds and val-
ue of both the replacement TDN 
source (corn) and the replacement 
source of crude protein (cotton-
seed meal) necessary to replace 
the pounds of TDN and CP in a 
ton of hay. It is important to note 
that the values do not account 
for differences in the efficiency of 
protein or energy utilization be-
tween hay of various qualities or 
between primary hay replacement 
sources of TDN or crude protein. 
However, the analysis does pro-
vide a more realistic comparison 
between the two alternatives giv-
en the adjustments based on the 
calculated values of crude protein 

and TDN. In addition, an estimat-
ed market price for prairie hay is 
provided ($105.12 per ton) which 
illustrates its value in a compar-
ative sense to the known alfalfa 
market price.
   When the situation does arise 

where nutrient deficiencies exist 
and a critical nutrient such as 
protein should be supplemented, 
a lower priced harvested forage 
may not turn out to be much of a 
bargain nutrient–wise. The graph 
shown in Figure 2 (Pg. 38) illus-
trates that important point. In 
this example, low quality prairie 
hay translates into protein costs 
of $1.31 per pound whereas al-
falfa provides a more economical 
source of protein at $.48. Cotton-

seed at $370 per ton and 48% CP 
is even less expensive at $.39 per 
pound. Of course, these costs ul-
timately depend on storage and 
feeding losses, which can be sig-
nificant.
Summary
   One of the keys to managing 
hay costs is knowing forage qual-
ity and the relative cost of alter-
native feed sources. This is espe-
cially true when hay supplies are 

continued on page 38

By Roger Sahs, OSU
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New!
Polyfence 

Wizard

-Makes temporary fence building FAST, EASY, and a one person job.

-Holds over one mile of poly wire and over 50  posts.

-Great for cell grazing, fencing off hay lots, cross fencing and much more.

$325
Plus 

Shipping

www.wendricktools.com
     620-222-4708

HEREFORD BULLS FOR SALE
Yearlings, Coming Two-Year-Olds and Two-Year-Olds

Horned and Polled Genetics  
Bulls for sale on the farm sired by Cracker Jack, 955W, 719T and Pure Country. 

Call or stop by for more details.

Mark, Terry, Sabrina and Brianne Abramovitz
6969 Bass Ln. • Columbia, MO 65201

573-864-6475 Cell • 573-441-9951 Home/Fax
telwing@gmail.com • www.abracattleco.com

Watch for updates on our website:
Details to come on the upcoming

SPRING FLING
INTERNET HEIFER SALE
featuring our first set of ET heifers out of 

H GH Katy Jo 9018 ETThanks to Hardin Herefords, Pocahontas, Ark. and Laura Naismith, 
Ontario, Canada for purchasing these Cracker Jack sons at the NWSS.  

The Midwest Cattleman September 30, 2010 12  
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continued from page 5Life is
and ready to wrap) sounded at 
exactly the same time I reached 
the end of the last windrow. As 
long as I’ve been farming and 
making hay with a round baler, 
I can never remember having 
the chamber full as I finished the 
last row. Then, as I pulled the 
hydraulic lever to dump the very 
last, fully-formed bale, the first 
huge raindrop of the impending 
storm hit the windshield of the 
tractor.
It sprinkled on me all the way 

to the barn where I unhooked 
from the baler to store it until 
next spring. As I pulled out of 
the barn and headed toward 
home, the heavens opened up and 
proceeded to dump a half-inch of 
rain over the next 15 minutes. It 
was raining so hard, the wipers 
of the tractor couldn’t even keep 
up with the intensity. As I ap-
proached the open gate I cringed, 
for I could see the entire herd of 
cows and calves gathering not 20 
feet from sweet, bovine freedom. 
I was afraid my good luck was 
over, but lo and behold, the cows 
were just humped up, taking in 
the rain, and not a single one had 
attempted to go out the open gate. 
What was going on in my life?

When I got back to the house, I 
began to think about all the good 
luck I had incurred throughout 
the day. I was on a roll and not 
about to let this streak of good 
luck go to waste. I hopped in the 
truck and took off for the local 
convenience store to buy a lottery 
ticket. As I returned, I pulled into 
my driveway and noticed my cow 
dog chewing on something out in 
the yard. As I got closer, I could 
see the brown feathers of one of 
my wife’s Rhode Island Reds. The 
rainstorm had blown open the 
door to their coop and Grizz was 
enjoying his version of KFC. My 
wife would be furious when she 
got home and my entire day of 
good fortune would be ruined.
I scolded Grizz, grabbed what 

was left of the hen, raked up the 
mangled feathers, and headed for 
the fence post that I had replaced 
earlier in the morning. I dug a 
hole right beside the new post 
and covered the chicken rem-
nants with that lucky, leftover 
dirt. Knowing that Judy never 
counts her chickens made me re-
alize my luck would continue.

Let The 
Adventure Begin!

Large Groups Welcome!
Guides available upon request.

NOW OFFERING BIRD HUNTS –
Quail, Pheasant and Chukar

www.hedgehollowranch.com • dan@hedgehollowranch.com

Game Available (other exotics available upon request)
Elk Bull
Red Stag
Sika Buck
Fallow Buck

Axis Buck
Whitetail Buck
Hawaiian Black Sheep
Mouflon Sheep

Corsican Sheep
Bison Bull
Texas Dall

Physical Address: Mailing Address:

Intersection of T Hwy and 17607 191st Street

12004 Adrian St., MO 64720 Pleasant Hill, MO 64080

Dan Hertzog
Office: (816) 297-2739
Cell:  (816) 805-2611
Fax:  (816) 322-8839 

• 3 year warranty! – THE BEST IN THE INDUSTRY!
• 12 gpm engine driven hydraulics or electric models
• Comes complete – ready to work for you.
• Ask our customers about Krogmann dependability
• The most value and best service for your money!

CALL FOR A DEALER NEAR YOU –

KROGMANN MFG. 1-877-745-3783
Sabetha, KS • Toll Free www.krogmannmfg.com

Krogmann Bale Beds

Office  660-679-6535   •   800-887-8156
visit our website @  www.mokanlivestock.com

  OWNERS 
 Jim Hertzog Jerry Hertzog Todd Hertzog
 816-289-3011 816-590-6187 816-813-1767

Passaic, MO
Conveniently located on 71 Hwy. 4 mi. 
N. of Butler, MO  50 mi. S. of K.C. MO

MO-KAN LIVESTOCK MARKET, INC • RR 2 BOX 152 - BUTLER, MO. 64730

Selling All ClASSeS 
of liveStoCk 

every thurdAy At 11:00
SpeCiAl Cow SAle

1St SAturdAy

SpeCiAl CAlf SAle

1St & 3rd thurSdAy

rates of cows are even lower 
(55-60%) for cows that were not 
“treated”, or in other words, those 
cows that we did not try to control 
reproduction.
Basically, this is the perfect year 

to “correct” your mistakes; sell 
those cows that fail to conceive 
and those that keep calving late 
in the calving season. Pregnancy 
evaluation in cattle is an impor-
tant and valuable management 
tool. Checking the pregnancy 
status of your cow herd allows 
you to make timely culling deci-
sions and focus your resources 
on the sound, reliable breeders 
in the herd.
I hope “preg checking” is an 

annual ritual for your herd. If 
you have not incorporated this 
management practice in the past, 
the dry conditions this year and 
the need to get rid of a few cows 
may force you to do so. When it 
comes time to cull cows from your 
herd, pregnancy status is one of 
the first criteria that will deter-
mine whether a cow stays in the 
country or goes to town.
According to the results of a 

survey conducted by the Na-

tional Animal Health Monitoring 
System, fewer than 20 percent 
of beef cow calf producers used 
pregnancy testing or palpation in 
their herd. However, the benefits 
of this practice are fairly simple 
to realize. First of all, pregnancy 
diagnosis allows producers to 
identify “open” or nonpregnant 
cows. Compare the roughly $5 
per head cost of a pregnancy 
exam with the $100-200 per head 
cost of hay alone to feed an open 
cow through the winter (if you 
can find hay for $30 per roll). It’s 
easy to see that pregnancy test-
ing quickly pays for itself.
Second, pregnancy testing will 

provide a producer an estima-
tion of when cows will be calving 
based on the age of the fetus at 
the time of the pregnancy exam. 
An average calving date can be 
calculated and the producer can 
use this information to better 
supplement the cows through the 
winter. Remember, the nutrient 
needs of cows vary throughout 
their production cycle; cows nu-
trient requirements are highest 
immediately before and after 
calving and are lowest in the 

continued from page 9Preg Check

some considerations for pasture 
owners who may want to frost 
seed some clovers this spring.
Frost seeding is broadcasting for-
age seed on the ground surface 
while the ground is still frozen 
in the spring.  Farmers have re-
ported that frost seeding works 
50 to 70 % of the time.  Some feel 
it is worth it because of the cost 
savings from not needing a seed-
er. While frost seeding is a less 
expensive method of seeding for-
ages than using seeders, it is also 
riskier than seeding with a drill 
because seed-soil contact is less 
good.  Frost seeding can result in 
increased legume percentage but 
not in uniform stands of the seed-
ed forage.  Frost seeding may be 
acceptable for pasture improve-
ment but not for establishing hay 
fields.
   If a pasture has weed problems, 
get the weeds under control first.  
Herbicides used to control the 
broadleaf weeds will kill desir-
able legumes too.
   The optimum is to seed early in 
the spring after the snow is gone 
but while the ground is still fro-
zen.  The principle is that freez-
ing, thawing, and refreezing that 
occur in the soil surface during 
this time will cause the seed to 
be incorporated to some degree 
into the soil to enhance germina-
tion.  Frost seeding works best if 
pastures have been grazed short, 
about 2 inches in height, the pre-
vious fall to allow the seed to 
reach the soil surface.
   Frost seeding on top of snow is 
not recommended because rap-
id snow melting may cause the 
seed to be washed off the pasture.  
Snow fall after broadcasting the 
seed will not hurt anything. Frost 
seeding should be done soon after 
the snow melts.  Earlier seeding 
will also result in seed loss by 
birds, rodents, etc.

inter-seeding legumes into pastures can lower costs
   Clovers provide several benefits 
when they are used in pastures 
along with grass species.  If the 
pasture species composition is 
30 to 50% legumes research has 
showed us there is no benefit to 
adding additional nitrogen fertil-
izer. With current nitrogen prices 
in the 60 cents per pound range, 
the elimination of the need for 
commercial fertilizer can result 
in a savings of between $40 and 
$60 per acre per year based on 
nitrogen fertilizer recommenda-
tions for pastures and hayfields 
that are all grass.
   Another benefit to having 30 
to 50% of the pasture species le-
gumes is that legumes will help 
fill in the “summer slump” that 
most cool season grasses have 
during the middle of summer.  
During this time frame legumes 
do not have the slowdown in 
growth that our common cool 
season grasses have.  This pro-
vides growth that the animals 
can graze making for less acres 
or less need for supplemental 
feed for a given number of ani-
mals.  A third benefit to includ-
ing legumes in the pasture mix 
is that their presence increases 
the quality of the grazed feed be-
cause they are typically higher 
in nutritional value than grass-
es, particularly as the plants ma-
ture.  This improved feed quality 
leads to better animal perfor-
mance.
   Ideally a farm would look at 
implementing a program where 
they would set up their pastures 
and permanent grass hayfields 
on a rotation where they would 
inter-seed 1/3 of them each year 
as the legumes should last at a 
sufficient level in the stand for 
three years.
   A low cost method to get clovers 
into pastures is to frost seed this 
time of the year.  Following are 

   Frost seeding is not recom-
mended for sandy soils because 
the freezing and thawing does not 
incorporate the seed.
   Frost seeding works best for 
legume species that germinate 
rapidly, and at low temperatures.  
Legume seeding rates would be 2 
to 4 lbs/a for red clover and white 
clover, once every three years.  
Red and white clovers are the 
easiest to establish but there has 
also been limited luck with birds-
foot trefoil.  Frost seeding grasses 
is not recommended due to very 
low success rates.  Some farmers 
broadcast a pound or two every 
year rather that higher rates ev-
ery three years.  Either way can 
be successful.
   Legumes can also be inter-seed-
ed using a no-till drill after the 
ground thaws, this may add a 
little more cost per acre, howev-
er success rate is generally also 
greater.  Preparation of the field 
or pasture is the same, with a 
preference to having it short pri-
or to drilling, and having weeds 
under control.
   No-till drilling is the recom-
mended way to add alfalfa to 

existing stands because alfalfa 
does not tolerate frost seeding 
well due to having a higher ger-
mination temperature.  Once the 
ground is thawed out and firmed 
up no-till drilling can take place.  
Pay particular attention to seed-
ing depth.  One quarter of an inch 
is all that is needed for the small 
seeded legumes, and seeding too 
deep will result in poor plant es-
tablishment.
   Alfalfa is most likely the legume 
of choice for inter-seeding into 
grass fields that will be baled for 
hay because it is easier to get dry 
for baling.
    In summary, there are a cou-
ple different ways legumes can be 
inter-seeded into grass pastures 
and hayfields.  Benefits from in-
ter-seeding legumes include yield 
equal to a nitrogen fertilized cool 
season grass stand at a lower an-
nual cost, growth of usable forage 
from the legumes during the cool 
season grass’s summer slump 
time, and increased quality of the 
forages grown.
University of Wisconsin
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POLLED SHORTHORN AND 
COMPOSITE SHORTHORN 

BULLS FOR SALE Rob Sneed Shorthorns

Featured on our website robsneedshorthorns.com.
28402 Griessen Road - Sedalia, MO 65301 

660-620-1718

Woodruff Angus - Annual Production Sale
7pm * Saturday, April 20, 2013 * Bloomfield, Iowa

 SELLING:
55 Bulls – Coming Two-Year-Olds, Fall and Spring Yearlings

25 Females – Cow/Calf Pairs, Bred and Open Heifers

 WOODRUFF ANGUS
24668 Route V56 - Milton, IA 52570

Roy (641) 799-6912       Randy (319) 470-6999 
Email: woodruffangusfarms@gmail.com

 
For your free reference sale booklet, contact anyone in the office of the Sale Manager. 

TOM BURKE, KURT SCHAFF, JEREMY HAAG, AMERICAN ANGUS HALL OF FAME, 
at the WORLD ANGUS HEADQUARTERS, Box 660, Smithville, MO  64089-0660. 

Phone: (816) 532-0811.  Fax:  (816) 532-0851.   E-Mail angushall@earthlink.net

2013 WOODRUFF NATIONAL 
WESTERN PEN OF BULLS  

Featuring the sale of these three flush 
brothers by the popular and proven 

calving-ease sire, 
SAV Brilliance 8077.

  61 0102 ,03 rebmetpeS namelttaC tsewdiM ehT

Green Springs
Performance & Efficiency Tested

BULL SALE
Sunday, Nov. 21st, 1:00 P.m.

at Mo-Kan Livestock, Butler, MO

Call 448-7416 for information 
& sale Catalog

www.greenspringsbulltest.com • gsbulltest@gmail.com

90 BULLS
Selected from over 

200 on test

8 Breeds
Large Genetic Pool

“Only the best 
pass the test”

• ANGUS • GELBVIEH  •  LIMOUSIN • 
• LIMFLEX • SIMMENTAL •

 • BRAUNVIEH • HEREFORD •

Buffalo Livestock Market

Lyle Caselman - Owner-Manager: 417-345-7876 • Mobile: 417-533-2944
Leon Caselman - Owner: 417-345-4514 • Mobile: 417-588-6185

              Howard Miller - Owner: 417-818-3914

Call Lyle or  Leon r to find out what we can do for you:
Bud Hansen 417-462-7828 • John Sanwald 417-588-9113 • Bobby Cole 573-674-3131 

Barn 417-345-8122

Watch our 
sale live on the 

Internet at
www.dvauctions.com

Special 
Vaccinated 

Cattle 
Sale

2nd Sat. of 
Each Month

Cattle Sale 
Every 

Saturday
12:00 Noon

Selling all classes 
of cattle

Special 
Stock Cow 
& Bull Sale

3rd Tuesday

Sheep
& 

Goat Sale

4th Tuesday

BSE Clinic Time
By Eldon Cole, University of Missouri Extension

Has your bull had a breeding 
soundness exam (BSE) since 
you pulled him from the breed-
ing pasture this summer? Fer-
tility and breeding ability can 
fluctuate in bulls from year-to-
year and season-to-season. If 
you’ve preg checked your cows 
and found several open, it just 
might be cause to check him 
out.

We’ve scheduled four clinics 
where you can get your bulls 
completely examined, given 
parasite control treatment and 
vaccinated and be ready to turn 
out if everything checks out 
okay. In addition, if you’d like, 
they can check your bull for the 
sexually transmitted disease, 
trichomoniasis. Trich is on the 
rise in this part of the world. It’s 
suspected when a large number 

of cows keep coming back in 
heat. There are no other out-
ward signs of trich in the bull 
or cow for that matter.

Here are the dates and loca-
tions of our fall clinics.

October 11 - Barry County Vet 
Services, Cassville
Contact: Dr. Voyd Brown, 847-

2677

October 12 - Kent Veterinary 
Clinic, Billings
Contact Dr. Harvey Kent, 744-

2222

October 13 - Dake Veterinary 
Clinic, Miller
Contact: Dr. Chuck Dake, 452-

3301

October 14 - Countryside Ani-
mal Clinic, Aurora
Contact: Dr. Mike Bloss, 678-

4011

Besides the BSE, I will be at 
the clinics to answer questions, 
discuss bull sales, expected 

progeny differences (EPDs) and 
breeding programs or whatever 
is on your mind. Ed Trotter with 
Pfizer will be at some of the clin-
ics with information on their 
DNA evaluation program.
Call the above veterinary of-

fices for your appointment time. 
Of course, there’s a limit to the 
number of bulls the clinics can 
accept so you may need to pick a 
different time and/or a different 
veterinarian. It’s just important 
to have your bulls checked out.
A survey of cow-calf farms in 

24 states in 2008 showed that 
about 25% do a semen evalua-
tion on their bulls before turn-
out. I doubt if we’re that high 
in southwest Missouri. The 
October BSE clinics in the past 
few years have found more prob-
lems with bulls than the clinics 
in March. Hot weather could 
be more of a problem than cold 
when it comes to bull fertility. It 
could even be from fescue toxins 
consumed or a combination of 
factors.
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Why do you want 
to use a Journagan 
Ranch Hereford Bull?
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JOURNAGAN RANCH
Rt. 1, Box 85G

Mountain Grove, MO 65711
Marty Lueck, Manager

 (417) 948-2669
(417) 838-1482 (Cell)
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Research has 
indicated it takes 
the net revenue 
from approximate-
ly 6 calves to cover 
the development 
and production 
costs of each replacement 
heifer.  In addition, any cow 
that misses a single calving 
is not likely to recover the 
lost revenue of that missed 
calf.  Therefore, longevity 
of a beef female is very im-
portant to the sustainability 
and profi tability of any beef 
operation.

Considering the impor-
tance of longevity, an impor-
tant question is as follows:  
Why are females culled from 
a beef herd?  According to 
the 2008 NAHMS survey 
the greatest percentage of 
cows culled from the herd 
were for pregnancy status 
(33.0%); other reasons for 
culling included age or bad 
teeth (32.1%), economic rea-
sons (14.6%), other repro-
ductive problems (3.9%), 
producing poor calves (3.6%), 
temperament (3.6%), inju-
ry (2.9%), udder problems 
(2.7%), bad eyes (1.8%), and 
other problems (1.8%).  Fur-
thermore, 15.6% of animals 
culled were less than 5 years 

of age and 31.8% were 5 to 9 
years of age.  These females 
that are culled from a herd 
prior to producing 6 calves 
increase the developmental 
cost of other heifers and do 
not contribute to the profi t-
ability and sustainability of 
the farm. 

To achieve maximum life-
time productivity heifers 
need to calve by 24 months 
of age, and heifers that lose 
a pregnancy or conceive late 
in the breeding season are 
likely to not have enough 
time to rebreed during a de-
fi ned breeding season.  In 
addition, heifers that calve 
early with their fi rst calf 
have a longer post-partum 
interval and are more likely 
to breed back as two year 
olds and continue to calve 
early in the calving season.  
This is important to overall 
profi tability since age of calf 
at weaning is the single larg-
est factor that affects wean-

IMPROVING LONGEVITY OF 
BEEF HEIFERS

By Dr. George Perry

 continued on page 39

Keep or cull open 
replacement heifers?

By Glenn Selk, 
Oklahoma State University

For some Oklahoma cow calf 
operations, the bulls go into 
the breeding pasture with 
replacement heifers in mid-
April.  As the bulls are being 
removed from the replace-
ment heifers in two months, 
this would be an ideal time to 
call and make arrangements 
with your local veterinarian 
to have those heifers evalu-
ated for pregnancy after an-
other 60 days. In two months 
after the breeding season, 
experienced palpaters should 
have no diffi culty identifying 
which heifers are pregnant 
and which heifers are not 
pregnant (open). Those heif-
ers that are determined to 
be "open" after this breeding 
season, should be strong can-
didates for culling.

 Culling these heifers im-
mediately after pregnancy 
checking serves three very 
useful purposes.
1) Identifying and culling 
open heifers early will re-
move sub-fertile females 
from the herd. Lifetime cow 
studies were conducted at a 
USDA experiment station in 
Montana. Over the span of 
23 years, 1589 replacement 
heifers were exposed to bulls. 
Over that number of years 
266 heifers were found to be 
open after their fi rst breed-
ing season. All of these "open" 
heifers were kept in the herd 
for an average of 4 years. 
From the 1006 "cow years" 
that followed, only 551 calves 
were produced. In other 
words, when the heifers that 

continued on page 39

Pasture and hayfiField renovation
By Rory Lewandowski, OSU

   As a result of last summer’s 
drought, I am getting questions 
about pasture and hayfield reno-
vation. What can be done to thick-
en up forage stands that have been 
thinned out?
   The first step is to evaluate the 
forage stand to determine renova-
tion options. Use a one-foot square 
as a tool to help quantify the stand 
density. Take 10 to 15 random one-
foot square samples per hayfield or 
pasture to provide an estimate of 
the average stand condition. If the 
stand is a grass or grass legume 
pasture or hayfield evaluate the 
stand based on the percentage of 
bare or open soil plus the presence 
of legumes if the stand is a mixed 
grass/legume stand. There should 
be less than 10% open or bare soil. 
There should be 2 legume plants 
per square foot in a grass/legume 
mixture. If these conditions are 
not met, then partial renovation 
should be considered. In the case of 
an alfalfa hay stand, there should 
be 10 to 15 plants per square foot 
in a second year stand and at least 

5 to 6 plants per square foot in a 
3rd year and older stand.
   A partial renovation can be 
defined as adding forage seed to 
an already existing forage stand 
with the goal of increasing the 
stand density of desirable for-
age plants. No-till seeding is the 
typical method used for partial 
stand renovation; however March 
often offers an opportunity to 
utilize frost seeding as a renova-
tion method if certain conditions 
are met. Frost seeding involves 
broadcasting seed over a pasture 
or hayfield area and letting the 
natural freeze/thaw cycles of late 
winter and early spring help to 
move the seed into good contact 
with the soil.
   A basic requirement for frost 
seeding success is to make sure 
that the sod cover has been opened 
up, so that some bare soil is ex-
posed. Last year’s drought may 
have caused the loss of enough 
desirable plants that there is suf-
ficient bare or open soil without 
any additional preparation.
Another twist to frost seeding 

that sheep producers can use to 
their advantage is to combine 
frost seeding with hoof action. 
Under this seeding scenario, let 
your sheep begin to graze the 
paddock or hayfield that is to be 
frost seeded. Let the sheep graze 
down the forage, scuff up the soil 
and open up bare areas in the 
sod. At this point, broadcast the 
forage seed across the paddock. 
Keep the sheep in the paddock 
another couple of days and let 
them continue to graze and tram-
ple or hoof in the seed. This meth-
od seems to work well with sheep 
because they don’t trample in the 
seed too deep as could happen 
with cattle.
   In general, legumes work bet-
ter for frost seeding as compared 
to grasses. Clovers are most com-
monly used in partial renova-
tion situations to improve grass 
pastures or hayfields. Broadcast 
rates for frost seeding of clover is 
6 to 8 lbs. /acre for red clover, 2-3 
lbs. /acre for white clover and 2-4 
lbs. /acre for alsike clover.
   I have been asked the question 
about renovating an alfalfa stand. 
Due to an autotoxicity condition 
that involves the release of a 
chemical from the roots and plant 
parts of established alfalfa plants, 
new alfalfa seedlings do not have 
a good survival rate, so it is not 
economically viable to thicken up 

an old alfalfa stand with more al-
falfa seed. It is possible however 
to convert an alfalfa stand to an 
alfalfa grass stand by no-tilling a 
grass into the older alfalfa stand. 
Good candidates for this type of 
renovation include orchardgrass 
and festulolium grass. Festulo-
lium is a grass species resulting 
from the cross of a meadow fes-
cue with an annual or perennial 
ryegrass or a tall fescue with an 
annual or perennial ryegrass. 
The festulolium combines some of 
the desirable forage quality and 
quick establishment of a ryegrass 
with some of the hardiness traits 
of a fescue grass.
   A final important point regard-
ing pasture or hayfield renovation 
is soil fertility. To allow that new 
forage seeding to have a chance 
to thrive and be productive the 
soil should have the proper soil 
pH and nutrient level. Critical or 
minimum levels include a pH of 
at least 6.3 for grasses, 6.5 for clo-
vers and 6.8 for alfalfa. Soil phos-
phorus should be at 25 parts per 
million (ppm) or 50 lbs. /acre and 
soil potassium should generally 
be around 120 to 125 ppm or 240 
to 250 lbs. /acre.
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195 NE Highway CC   *  Leeton, MO  64761  *  660-525-4692
Alvin Crooks, Doug Crooks, Howard Early

Crooks Farm LLC

 
Crooks Farm offers growthy, 

feminine and functional females 
destined to be 

productive cows in YOUR herd

Selling 50 head of 
SimAngus heifers 

Nov. 27 
Kingsville, MO
West Central 

Show-Me-Select 
Replacement 
Heifer Sale

Most of the lots are AI bred to 
SAV Final Answer

or 
Bismark

Call
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for a FREE
product catalog!

Check our website
for Monthly Specials!

www.powerflexfence.com   
417-741-1230

info@powerflexfence.com

PowerFlex is on the Move!
Join us for Customer Appreciation Day

October 23, 2010

Professionals Prefer PowerFlex!

Thanks to our customer support, we have outgrown our old location.
Our new Seymour location will enable us to serve you even better.

Speakers:
Kit Pharo, Jim Gerrish

Neil Dennis, Richard
McConnell & More

Plus, Food
Customer Discounts

& Entertainment
Our Gift to You!

Check our Website
for Details

• Featuring ‘Star-Vac  Program’  
   Cattle  Weekly 

• DVAuction Service for convenient 
   online  viewing & bidding

For more information: Jerry Welschmeyer– 573-308-6656  
• David Patton – 573-308-6655 •  Office – 573-422-3305

Visit our website at www.scrsvienna.com • or E-mail us at: SouthCentral@socket.net

Selling All Classes of Cattle Wednesday @ 10:00 a.m.Vienna, Mo 65582
Hwy. 42 West • 45 Miles South of Jefferson City

Dog Gone Good Help
By Brenda Black
In a matter of minutes, Gwen 

had their full attention.  She 
spoke no words; just stared 
them down and zigged and 
zagged three light weight calves 
into submission.  Her master 
stood at a distance and vocally 
coached the Border Collie with 
“Move up!” “Away!” and “Lie 
Down!”  Gwen, a 7-year-old 
Wales native, and Bob Roe, 
of Omaha, AR, a nationally 
recognized stock dog handler, 
conquered the cattle without 
hotshot or hollering! 
Roe and his wife, Lena, have 

been competing with stock dogs 
for most of their 51 married 
years.  They start in April and 

travel nearly every weekend 
until the snow flies. For 31 
years they operated a dairy, 
until converting to Angus cross 
commercial cattle in 2002 when 
they hung up the milk bucket.  
With efficient canine help at 
home, age nor failing health 
keep the Roes from running 
cattle.  And that same good help 
garnishes trophies and titles in 
the trials.
Recently, Lyle and Lois East, 

hosted the Serendipity Dog 
Trial at their farm in  Clinton, 
MO.  Roe and Gwen won Sat-
urday’s Open Division, while 
Bob Salmon, Appleton City, 
MO, took  2nd place Saturday 

and came back to win on Sun-
day with his collie “Scot”.  East 
claimed 3rd place with “Sis” and  
“Spot” took 4th on Saturday, but 
improved his rank to 3rd with 
Sunday’s run.  Each spent an 
idyllic weekend in mid Missouri 
showcasing their ranch help 
through a course where dogs 
are judged for straight lines 
and calm approaches to a set of 
three calves.  The object:  move 
the cattle through a series of 
three gates, keep the herd tight 
and end the course by loading 
them on a trailer.  And all with 
just a word or a whistle.
Salmon, who’s trained dogs 

for more than a dozen years, 
speaks the lingo like a mastered 
foreign language.  “Come by” 
and “That’ll do” give a dog 100 
yards away enough direction to 
move into place or give up the 
chase.  Salmon, Roe and East 
train dogs to work and are pas-
sionate when they talk about 
their faithful farm help.
“They simplify my job,” East 

says.  “It makes it easier and 
more enjoyable.”

East’s patient training can 
take a dog from knowing abso-
lutely nothing to where his cat-
tleman client can compete with 
his canine or use him daily on 
the farm.  While there is a dif-
ference between a farm worker 
and a competitive athlete, East 
believes training a dog to excel 
down on the farm is just as cru-
cial as teaching him maneuvers 
for a contest. 
“I have people bring me a dog 

and say, ‘I just need a farm dog, 
not a competition dog,’” East 
says.  “I explain that I want the 
best dog and I want to work my 
stock as stress free as possible.  
If cattle are fighting me to get to 
the corral, they’ll be fighting me 
in the corral.  It takes some time 
to get dogs to be that good and 
also get people to understand 
that it takes a good one even to 
just be a farm dog.”
Salmon explains to a first-time 

spectator at the trial that it is 
all about accurately applying 
pressure.  “You put pressure 
on at the right time in a close 
area where you can have some 

continued on next page
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continued from page 5Life is
and ready to wrap) sounded at 
exactly the same time I reached 
the end of the last windrow. As 
long as I’ve been farming and 
making hay with a round baler, 
I can never remember having 
the chamber full as I finished the 
last row. Then, as I pulled the 
hydraulic lever to dump the very 
last, fully-formed bale, the first 
huge raindrop of the impending 
storm hit the windshield of the 
tractor.
It sprinkled on me all the way 

to the barn where I unhooked 
from the baler to store it until 
next spring. As I pulled out of 
the barn and headed toward 
home, the heavens opened up and 
proceeded to dump a half-inch of 
rain over the next 15 minutes. It 
was raining so hard, the wipers 
of the tractor couldn’t even keep 
up with the intensity. As I ap-
proached the open gate I cringed, 
for I could see the entire herd of 
cows and calves gathering not 20 
feet from sweet, bovine freedom. 
I was afraid my good luck was 
over, but lo and behold, the cows 
were just humped up, taking in 
the rain, and not a single one had 
attempted to go out the open gate. 
What was going on in my life?

When I got back to the house, I 
began to think about all the good 
luck I had incurred throughout 
the day. I was on a roll and not 
about to let this streak of good 
luck go to waste. I hopped in the 
truck and took off for the local 
convenience store to buy a lottery 
ticket. As I returned, I pulled into 
my driveway and noticed my cow 
dog chewing on something out in 
the yard. As I got closer, I could 
see the brown feathers of one of 
my wife’s Rhode Island Reds. The 
rainstorm had blown open the 
door to their coop and Grizz was 
enjoying his version of KFC. My 
wife would be furious when she 
got home and my entire day of 
good fortune would be ruined.
I scolded Grizz, grabbed what 

was left of the hen, raked up the 
mangled feathers, and headed for 
the fence post that I had replaced 
earlier in the morning. I dug a 
hole right beside the new post 
and covered the chicken rem-
nants with that lucky, leftover 
dirt. Knowing that Judy never 
counts her chickens made me re-
alize my luck would continue.

Let The 
Adventure Begin!

Large Groups Welcome!
Guides available upon request.

NOW OFFERING BIRD HUNTS –
Quail, Pheasant and Chukar

www.hedgehollowranch.com • dan@hedgehollowranch.com

Game Available (other exotics available upon request)
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Whitetail Buck
Hawaiian Black Sheep
Mouflon Sheep

Corsican Sheep
Bison Bull
Texas Dall

Physical Address: Mailing Address:

Intersection of T Hwy and 17607 191st Street

12004 Adrian St., MO 64720 Pleasant Hill, MO 64080

Dan Hertzog
Office: (816) 297-2739
Cell:  (816) 805-2611
Fax:  (816) 322-8839 
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• Comes complete – ready to work for you.
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• The most value and best service for your money!
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KROGMANN MFG. 1-877-745-3783
Sabetha, KS • Toll Free www.krogmannmfg.com

Krogmann Bale Beds

Office  660-679-6535   •   800-887-8156
visit our website @  www.mokanlivestock.com

  OWNERS 
 Jim Hertzog Jerry Hertzog Todd Hertzog
 816-289-3011 816-590-6187 816-813-1767

Passaic, MO
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N. of Butler, MO  50 mi. S. of K.C. MO
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every thurdAy At 11:00
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1St & 3rd thurSdAy

rates of cows are even lower 
(55-60%) for cows that were not 
“treated”, or in other words, those 
cows that we did not try to control 
reproduction.
Basically, this is the perfect year 

to “correct” your mistakes; sell 
those cows that fail to conceive 
and those that keep calving late 
in the calving season. Pregnancy 
evaluation in cattle is an impor-
tant and valuable management 
tool. Checking the pregnancy 
status of your cow herd allows 
you to make timely culling deci-
sions and focus your resources 
on the sound, reliable breeders 
in the herd.
I hope “preg checking” is an 

annual ritual for your herd. If 
you have not incorporated this 
management practice in the past, 
the dry conditions this year and 
the need to get rid of a few cows 
may force you to do so. When it 
comes time to cull cows from your 
herd, pregnancy status is one of 
the first criteria that will deter-
mine whether a cow stays in the 
country or goes to town.
According to the results of a 

survey conducted by the Na-

tional Animal Health Monitoring 
System, fewer than 20 percent 
of beef cow calf producers used 
pregnancy testing or palpation in 
their herd. However, the benefits 
of this practice are fairly simple 
to realize. First of all, pregnancy 
diagnosis allows producers to 
identify “open” or nonpregnant 
cows. Compare the roughly $5 
per head cost of a pregnancy 
exam with the $100-200 per head 
cost of hay alone to feed an open 
cow through the winter (if you 
can find hay for $30 per roll). It’s 
easy to see that pregnancy test-
ing quickly pays for itself.
Second, pregnancy testing will 

provide a producer an estima-
tion of when cows will be calving 
based on the age of the fetus at 
the time of the pregnancy exam. 
An average calving date can be 
calculated and the producer can 
use this information to better 
supplement the cows through the 
winter. Remember, the nutrient 
needs of cows vary throughout 
their production cycle; cows nu-
trient requirements are highest 
immediately before and after 
calving and are lowest in the 

continued from page 9Preg Check
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continued from page 21Beef Export
United States currently holds 
30 percent of the South Korean 
beef import market, second to 
Australia’s 52 percent.
Continued demand from tra-

ditionally smaller markets has 
also boosted U.S. beef exports 
in 2010, with 4 percent and 3 
percent of U.S. beef exports 
through July going to Russia 
and Egypt, respectively. Al-
though periodically elevated, 
U.S. beef exports to these mar-
kets have been historically neg-
ligible. Overall, strong global 
demand for beef continues to 

support the domestic market 
and underpin U.S. wholesale 
beef prices. In 2011, 2.15 bil-
lion pounds of beef are forecast 
to be exported, while demand 
for U.S. beef in Asian markets 
should continue strengthening. 
The 2011 beef export forecast 
remains a robust figure, consid-
ering tighter domestic supplies 
due to the smaller U.S. calf crop 
and total cattle inventory regis-
tered for this year and forecast 
for next. 
USDA - ERS

continued from page 21Cattlemen Look
the entire livestock industry is 
striving for,” Osterstock says. 
“There’s potential to move to-
wards what in the human side 
they’ve referred to as ‘individu-
alized medicine.’ The decisions 
regarding how we prevent or 
treat disease in a specific ani-
mal will be made differently 
for different animals that have 
unique genotypes.”
All of this is good news for an 

industry that loses an estimated 
$750 million a year to respira-

tory disease alone. 
“We can hopefully breed for 

feeder cattle that have more 
bulletproof immune systems 
from the get-go,” Andersen says, 
“and then pair them with the 
right animal health programs 
to really maximize production 
and minimize losses associated 
with either death or lower per-
formance and grade because of 
these pathogens.” 
Cattle Today

www.cattlerange.com
The Premier Website for Internet Marketing of Cattle

Using the Internet to Provide Your Cattle:
 Time on the Market

 Exposure to Numerous Buyers

For information, visit website or call 1.800.381.4848

F.O.B. Factory Restrictions Apply
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FEED BUNKS 
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■

■

For Best Quality, Best Price
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The Concrete Works, LLC
417-265-3504 Souder, MO

Serving MO, AR, KS, OK
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FiELD BuNk FEEDER

Single and 

Super Tanker!
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Annual

•  60-70 Braunvieh and Braunvieh Angus Hybrid females, 
including 1st calf pairs and bred and open heifers.

McBee Customer’s Bonus

Largest 
Selection 

in the
Midwest!

McBee Cattle 
Company

Bull and Female
SELECTION DAY

April 20, 2013 • 10:00 to 2:00
at the Ranch, Fayette, Missouri

Join Us For Lunch!

Any bull purchase qualifies the buyer for participation in the McBee Calf 
Roundup. Over 18,000 calves grouped and marketed for customers.

•  30-40 Braunvieh and Braunvieh Angus Hybrid bulls that have
been developed for a long and productive life, evaluated on 
performance and efficiency and carcass trait measured 
by ultrasound.

  What would you say if someone told you 
that 40 percent of the cow-calf producers 
are struggling to justify being in the beef 
business? After all, the cattle business is 
a great business and currently humming 
along through great times.
If that is true, why is the industry not ex-
panding? Good question and certainly a 
relevant one.
   We can speculate on the many reasons 
why the cattle numbers are what they are.
In anticipation of this spring’s summaries 
of agricultural enterprises provided by the 
North Dakota Farm Management Program 
(NDFM) (http://www.ndfarmmanagement.
com), I have been reviewing previous num-
bers. Data also are available on the FIN-
BIN website at http://www.finbin.umn.
edu/ and come from the Center for Farm 

Financial Management at the University 
of Minnesota.
   With the increasing competition for land 
and competing crops, the big question is: 
Why run cattle? Returns from crop enter-
prises are good, and many will say they 
enjoy the more structured time crop oper-
ations offer, especially the time off that is 
not always available for those who engage 
in livestock operations.
   If one reviews net returns per cow, and 
without going too far back in time, cattle 
producers certainly have had positive net 
returns. From 2006 through 2011, cattle 
producers who were enrolled in the NDFM 
program generally have had positive net 
returns over direct and overhead expenses.
The actual net return values were $182 in 
2011, $111 in 2010, minus $13 in 2009, $12 
in 2008, $98 in 2007 and $105 in 2006. It 
will be interesting to see where these num-
bers are for 2012, but one would speculate 
that the industry had positive net returns 
over direct and overhead expenses.
   Are these numbers high enough to keep 
producers in business? Yes, but let’s look at 
those producers who were at the lower end 
of net returns, which are those producers 
who were in the lower 40 percent bracket.
This group was in the black in 2011 and 
2006, but lost money in 2010, 2009, 2008 
and 2007. The actual net returns over di-
rect and overhead expenses were a positive 
$76 per cow in 2011, minus $3 in 2010, mi-
nus $120 in 2009, minus $91 in 2008, mi-
nus $6 in 2007 and a positive $18 in 2006.
   The long and short of it is that this group 
of cattle producers has had to find some 
other enterprise to pay for an average of 

survival Comes Before 
expansion in The Cow Business
By Kris Ringwall, 
North Dakota State

$21 per year, per cow for direct and over-
head expenses because the cow could not 
pay her costs. That may not seem like much, 
but also what was lost was the opportunity 
to do something that may have made more 
money on the same land.
   Why do producers who have negative re-
turns through six years remain in the cow 
business? Speculation is just speculation. 
The bottom line for the bottom 40 percent 
of this sample of producers is that the cows 
are not paying their way.
   Why expand or even stay in the cow busi-
ness? For the cattle operations that are in 
the lower 40 percent for net returns per cow, 
the average gross margin from 2011 back to 
2006 was $500. Total direct and overhead 
expenses averaged $521 for the same period 
for an average loss of $21 per cow.
   As noted earlier, times are good in the 
cattle business. However, some serious flags 
are waving. High income and low expenses 
are good partners, but high expenses do not 
partner well with anything. Any lowering of 
revenue for high- cost operations will take 
out the option of staying in the cattle busi-
ness.

   Cattle expansion is not a given. Unfortu-
nately, there is a very serious play for land 
that can be used for more profitable agricul-
tural enterprises. There is very little incen-
tive for those operators who are struggling 
to stay afloat to keep the cow operation.
   Let me repeat myself. In the current 
world, the competition from the energy- and 
food-producing sectors of agriculture is real. 
This competition will drive costs up and, 
given Mother Nature’s hesitation to pro-
vide moisture, the competition gets tougher. 
Cost control is the driver for sustaining beef 
operations and is achieved by the continual 
evaluation of the planning process.
   For now, the point remains: What would 
you say if someone told you 40 percent of 
the cow-calf producers are struggling to jus-
tify being in the beef business? The cost of 
production is a simple fact, so plan well as 
the 2013 year engages.
   Survival comes before expansion.
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 and Marketing our 

customer’s feeder calves

Top Quality Bulls for Sale
Ready for your herd

Registered – Polled – Easy Calving – 
Great Dispositions

Delivery is available
Call Lyle & Jill McMillin

McMillin Charolais

(660) 668-2230

 Polled • Gentle • Low Birth weights
Spillars Charolais 

660-433-5962

Registered Charolais Bulls

Charolais Bulls
Growthy - Good Disposition

Great EPD’s
Bebout Charolais

417-273-4279

GELBVIEH
Breeding Age Bulls  • Replacement Heifers

Markes Family Farms
Waukomis, OK

580-554-2307

Gelbvieh Bulls for Sale
Selling sons private treaty out of 
this outstanding A.I. sire. Black & 
Red, DNA tested, Homozygous 

polled, highly functional genetics 
that will increase profitability.

WOAK Revolution 08T
AMGV #1056207

Semen also available thru 
Cattlemens Connection (800)743-0026

White Oak Farms - Myron Bahm
4375 White Oak Rd
Fordland, MO 65652

(417)576-0687

Annual Sale 4th Monday in March

Jan: 785-482-3383 Arden: 785-482-3398
Box 8 – Dwight, Ks 66849

Cell – 785-466-1422
www.oleenbrothers.com jakoleenbros@tctelco.net

LIMOUSIN CATTLE
Bulls - Black & Reds

Bred Heifers & Open Heifer
Double J Ranch • Mindenmines, MO

417-842-3353
Ron & Will James

Muscle – Growth – Efficiency

• Polled Red & Black
• Gentle Disposition
• Calving Ease

• Hi-Performance
• Maternal Ability

#1 Cross for Angus Cows

Schrock
Cattle Company

Stan & Emily
660-766-2636
816-284-0510 Rt 2 Box 27 Greentop, MO

LIMOUSIN CATTLE
Bulls - Black & Reds

Bred Heifers & Open Heifer
Double J Ranch • Mindenmines, MO

417-842-3353
Ron & Will James

Muscle – Growth – Efficiency

• Polled Red & Black
• Gentle Disposition
• Calving Ease

• Hi-Performance
• Maternal Ability

#1 Cross for Angus Cows

Schrock
Cattle Company

Stan & Emily
660-766-2636
816-284-0510 Rt 2 Box 27 Greentop, MO

Limousin

Top Quality Bulls for Sale
Ready for your herd

Registered – Polled – Easy Calving – 
Great Dispositions

Delivery is available
Call Lyle & Jill McMillin

McMillin Charolais

(660) 668-2230

 Polled • Gentle • Low Birth weights
Spillars Charolais 

660-433-5962

Registered Charolais Bulls

Charolais Bulls
Growthy - Good Disposition

Great EPD’s
Bebout Charolais

417-273-4279

Directory

Selling Top Quality Genetics Year Round
Bulls & Females      Blacks & Reds

PAUL & RHONDA WALLEN
Lockwood, MO  (417)424-3204  (417)808-0296

www.wallenprairieranch.com
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Brangus
Spring 

Brangus Pairs
    Call Now!

785-418-2983
  

Angus Cont.

Fall Cows due in 
October & Weaned 

Replacement 
Heifers

785-418-2983  

58 bred Angus cows
avg. age 4 years old

27 2-year-old bred heifers
These females are all home raised 

and a majority AI sired.
Start calving Mar. 1, 
to ET Angus bulls.

Their last year's calves made 
72% CAB.

Very gentle and easily handled.

Call after 7 p.m.
573-422-3086

J.B. Cattle Vienna, MO

For Sale

LeJeune Farms
Service Age Angus 

& LimFlex Bulls For Sale

417-445-2214 or 417-777-0894
Halfway, MO

Efficiency = 
$$$$ in your pocket.

Hereford Bulls
18-24 months

Performance & ultrasound
data available.

see our bull pics in classifieds at
kansashereford.org

 Frank Hug & Sons
Scranton, KS

 Bob  785-230-0434      Ed   785-230-7597
fhug-sons@excite.com

Your Ad 
Could Be Here!

417-927-3413
prairiecreek@klmtel.net

FOR SALE
Black, Double Polled 3/4 
Limousin Yearling Bull

Low birthweight, excellent 
blood lines, ready to go!

Your Ad 
Could Be Here!

Vaughn Family Farms  •  Mount Vernon, MO

VAUGHN BEEFMASTERS
Beefmaster Bulls For Sale

Red, Black, Polled, Horned, Low Birth weights, 
we have EPD's and scan data on all of our bulls.

Contact John Long at 417-254-4911



Shorthorn

Simmental

Salers
Rockin R Ranch
Gary Richter
Guthrie Center, IA 50115

Seedstock for Sale

Igenity Profiling
all sale cattle

Cell: 641-757-1291
E-mail: bvrsalers@iowatelecom.net

Web: www.iowasalers.com
Rockin R Ranch page

Salers

Polled Shorthorn Bulls
~ Practical genetics and environment ~

For profit minded cattlemen.
Robert Sneed  •  Sedalia, MO

660-826-1718

“Quality in every Weigh”
Polled Shorthorn Cattle

Top Genetics available for 
your selection

Hugh Moore Jr. & Sons
31056 Old Fidelity Rd.
Jerseyville, IL 62052

(Located 40 miles North of St. Louis)
618-729-4448

www.mooreshorthorn.com

Quality Simmental cattle to grow on.

Fullbloods, Full Fleckvieh and Fleckvieh 
influenced Fullbloods and Purebreeds.

Semen, embryos and foundation
stock available at the ranch.

P.O. Box 3832 • Joplin, MO 64803
Phone and Fax: 316-856-2338

Email: scorsej@steaksalive.com
Web Page: http//www.steaksalive.com

Allendale Inc.
Randall Kollmeyer
Risk Management Advisor

204 Roe Street • Pilot Grove, MO 65276
660-834-5625 • Fax 660 834-5628

www.allendale-inc.com • Email: crk102749@yahoo.com

The Research Firm

Old Missouri Ruralists & Drovers
 1940’s, 1950’s and 1960’s

Old Sale Catalogs ~  
Angus, Hereford, Polled 

Old Missouri Ruralists & Drovers
 1940’s, 1950’s and 1960’s

Old Sale Catalogs ~  
Angus, Hereford, Polled 

Hereford, and Shorthorn
Charles Reid

22501 �orngrove Rd • Peculiar, MO 64078

816-758-6562

SENTINEL FEED BUNK
Bull Resistant

• Provides protection to the salt and mineral 
  mix that farmers feed cattle, and is also 
  useful when feeding limited  amounts of 
  grain to cattle on pasture or in the lot.   

• Offered in 6 sizes: 6’, 8’, 12’, 14’ and 16’, 
  with or without a roof. The trough may be 

  lowered on special order at no extra 
  charge to accommodate calves.

Portable Feedlot Equipment
by SENTINEL INDUSTRIES, INC.

573-657-2164
ASHLAND, MO

those FAMOUS custom printed chore gloves

Kaps, Koats & Knit Gloves

1-800-235-6140
www.plainjans.com

order 
today!

check out 

our specials!

Misc.
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  with or without a roof. The trough may be 
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www.plainjans.com

order 
today!

check out 

our specials!

Cattleman’s
Livestock Service

Fence Building and Repair
Corral building, pasture clearing, bulldozer, 

back hoe services, livestock care and barn building

(785)214-9532
All work done by

Cattlemen for Cattleman

Misc.

Moore
Maker
Fencing
Pliers

Texas
Fence
Fixer

Made in
U. S. A.

View demo
on You-Tube

Contact Warren Love,
417-646-2320  

loveranch@hotmail.com

Show Me Fence Tools

Livestock Waste Management & Removal

Manure Hauling, Spreading &
Loading— Stables, Holding

 Pens, Feedlots, Hay Feeder, Etc.

Ron Peine-Owner/Operator
Greeley, KS

913-636-1099 Cell
785-867-3670 Home

FOR SALE
Black, Polled Yearling Bulls
selected for Performance, 
Disposition & Easy Calving

Smithville, MO
816-517-9484

Mayview, Missouri 
660-237-4988

www.meadowlanefarm.com

Tools of the Trade Private Treaty Sale
Bulls & Bred HeifersLarge Selection Red Angus Bulls,

Yearlings - 2 Yrs.
Ken Keesaman   H:816-675-2503 

Kody Keesaman H:816-675-2281 

Osborn, MO 64474
email: Ken@kkfarmsredangus.com

C:816-390-4988

C:816-724-1432

620-824-6492

RED ANGUS BULLS
Ultra Sound & Performance Data

Ready For Service
Top AI Sires

LACY’S RED ANGUS
DREXEL, MO 64742
816-657-4655

www.lacysredangus.com

Red Angus

Misc.

Flying 45 Branding Service

We Mfg. Branding Irons to Your 
Specifications,

Register Brands, and we can even 
come to your farm and do the 

branding.

Call Today!  
573-881-3833 • www.flying45.com

Kay Dee Feed Company, 
the protein and mineral expert 

for over 80 years, is seeking 
expansion in your area. 

Please contact Ken at 
800-831-4815 or 

kanderson@kay-flo.com 
for more information.  
www.kaydeefeed.com

Your Ad 
Could Be Here!

Red Poll

FASTRACK
Distributors Wanted

For the #1
Cattle Probiotic

Call 1-888-522-7667



Apr 13 * OHOA Beefmaster Spring Sale, Springfield, MO 918-456-1199

Apr 13    Bittersweet West – Turn Out Sale, Hiawatha, KS

Apr 13    Buford Ranches Female Sale, Welch, OK

Apr 13    Howard County Angus Assoc. Sale, Fayette, MO

Apr 13    The Renaissance XXI Sale, Strafford, MO

Apr 14    Wallace Cattle Co & Friends, Stotts City, MO

Apr 15    Ohlde Cattle Co., Marysville, KS

Apr 20 * East Central Missouri Angus Assoc Sale, Cuba, MO 314-393-2885

Apr 20 * McBee Cattle Co 10th Annual Selection Day, Fayette, MO 573-228-2517

Apr 20 * Missouri Red Angus Sale, Springfield, MO 660-265-7192

Apr 20    Owen Bros Diamonds & Spurs Sim-Genetics Sale, Bois d’Arc, MO 

Apr 20 * Woodruff Angus, Bloomfield, IA  816-532-0811

Apr 21    C&C Performance Angus Breeders’ Sale, Chillicothe, MO

Apr 27    Missouri Charolais Breeders Assoc 48th Annual State Sale, Columbia, MO

May 2-7* Abrakadabra Cattle Co Internet Sale, 573-864-6475

May 2    OBI PT Bull Sale, Stillwater, OK

May 4 * SE MO Show-Me-Select Heifer Sale, Fruitland, MO  573-243-3581

May 5 * Bellis Family Herefords Production Sale, Bois D’Arc, MO  417-466-8679 

May 18   Midwest Regional Braunvieh Sale, Springfield, MO

tight and expensive. Estimating 
Hay Value Based on Chemical 
Analysis, a free spreadsheet from 
the Agricultural Extension web-

site http://www.agecon.okstate.
edu/extension/, is a decision tool 
designed to provide a rapid meth-
od for determining the economic 

the importance
 continued from page 31

value of a feed sample based on 
its basic nutrient content. Nutri-
tional feed value is determined by 
nutrient concentration and nutri-
ent digestibility. Oklahoma State 
University’s Beef Cattle Manual 
contains average nutrient concen-
tration values for numerous feeds 
that are common in Oklahoma. 
Values in the table 
represent averag-
es from numerous 
sources, such as the 
National Research 
Council’s Nutri-
ent Requirements 
of Beef and Dairy 
Cattle publications, 
commercial labo-
ratories, research 
trials, and other 
publications. Beef 
Magazine also pub-
lishes a Feed Com-
position Guide that 
is updated annual-
ly.
   Values published 
in any table are typ-
ical averages and 
variation among 
grains, oilseeds, by-

products, and in particular forag-
es and roughages can be extreme. 
Furthermore, various processing 
methods may also alter the digest-
ibility. For this reason, producers 
are advised that feeds and forage 
testing for nutrient composition by 
commercial laboratory is valuable.



Design by The Word’s Out  

Robert Doehring
1244 S. Locust

Buffalo, MO 65622
417-733-1213

Doehring Farms
Brahmousin Cattle

Rankin Farms
Brahmousin Cattle

“Bubba”
3/4 Brahman x 1/4 Limousin

Foundation Bull

Available: Breed & Show Prospects

“RSBD Linda Sue”
“RF Icey”

“RF Sleepy Eye”
Semen available
internationally

Available: Breed Stock & Semen

Dewon”Butch” & Sandy Rankin
340 State Rd. C

Buffalo, MO 65622
417-345-0291

Email: dewonr@centurytel.net

Brahman
A truly American Breed developed in 
the United States in the late 1800’s and 
early 1900’s from bos indicus cattle are 
noted for their ability to withstand heat 
and humidity, adaptability to different 
environment, easy calving, longevity, 
resistance to insects, and disease -- 
which means fewer vet visits -- and 
efficiency in convertinag all types of 
pastures to lean, healthy beef.

Limousin
A centuries-old breed from the 
Limousin region of France. The small 
boned, large cattle have long been 
known as the “Butcher’s Breed” in 
their home country, first topping carcass 
competition in 1857. Imported to the 
U.S. in the early 1970’s, Limousin 
cattle are noted for their ability to with-
stand cold weather, rapid weight gain, 
and exceptional carcass grade and cut.

“The Best of Two Worlds”
Contact One of     These Fine Breeders Today

 Hilltop Farms, Sadler, TX                Boswell Cattle Company, Magnolia, TX                Bagwell Brahmousin, Versailles, KY
            903-564-3995    Sara: 281-793-2417/Ginger: 281-356-5205                                       859-619-1468
Nance’s Brahmousin, Sheldon, MO  Rankin Farms, Buffalo, MO                        Doehring Farms, Buffalo, MO
           417-398-2322               417-345-0291                          417-733-1213

http://www.americanbrahmousincouncil.org

Excellent for 
Commercial Herds
Steer Test Feedouts Available

from MU and OSU



Vaughn Family Farms 
Davin and Gail Vaughn
14459 Lawrence 2090

Mount Vernon, MO 65712 
dvdruggest@yahoo.com

Contact For More Information:
John Long

Ranch Manager
417.254.4911

Beefmaster Breeders United 
beefmasters.org

210.732.3132
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