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Cattle Market Outlook Positive 

for Cull Cattle

By: Chel Terrell, 
Gulf Coast Cattleman
   
  Cull cow and bull prices have 
been grasping at record-high 
levels in recent months, gener-
ating a slew of activity on many 
cow-calf operations around the 
country as producers aim to take advantage of the market shift in 
their favor. Not only is it a great time to cull unproductive animals 
from the herd, it’s an ideal opportunity to economically boost herd 
genetics with new purchases.

“Obviously, cull prices are extremely good and we’ve seen a re-
sponse to those cull prices being as good as they are,” said Dr. Walt 
Prevatt, Extension livestock economist with Auburn University. 
“There’s a number of those cull animals being removed from herds 
and going to market. The increased marketing of cull cows is obvi-
ously contributing to the decrease in the cow inventory numbers.”

In fact, the U.S. beef cowherd inventory is currently at its lowest in 
at least 37 years, according to industry data.

“There’s a number of things working in the cattle market and we 
can’t totally explain all of it, but, fundamentally, it’s certainly a sup-
ply and demand situation. We’ve got lower volumes of beef tonnage 
going to the market and the market has responded with better prices. 
So that’s certainly been helpful,” Prevatt said.

“You can contribute the higher prices for cull cattle to both supply 
and demand,” said Kevin Good, senior market analyst with Cattle-
Fax. “Supply has been tighter because of less imports. Beef imports 
are down substantially year-to-date. At mid-year, imports were down 
about 16 percent; the biggest decline was coming out of Australia 
and New Zealand. Even though we’ve been killing more domestically, 
you’ve still got tighter supplies because of that lack of imports. A lot of 
that has been driven because the dollar is pretty cheap. A low dollar 
means that Australia and some other countries can get more money 
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continued on page 10

      
   USDA recently launched a school lunch recipe contest that ex-
cludes meat from the recipe categories. That move, along with the 
USDA Dietary Guidelines Advisory Committee’s recommenda-
tion to move to a plant-based diet, is sending the wrong message 
to consumers, says Kristina Butts, director of legislative affairs 
for the National Cattlemen’s Beef Association (NCBA).The newly 
proposed 2010 Dietary Guidelines issued by USDA and the De-
partment of Health and Human Services suggests a plant-based 

continued on page 12

You’re Losing The Battle Of Trust
By Marlys Miller, editor Pork

    
 Who do you trust? Beyond 

your family and friends, with 
whom do you feel most confi -
dent and comfortable? In your 
farm or ranch business it may 
be your veterinarian, Extension 
university specialist, or a fellow 
producer. continued on page 10

Life must be tough as a vegetarian and a fi ne food hater. It can’t 
be easy trying to convince people to give up the sizzle of a succu-
lent steak, complete with health benefi ts that will improve your 
quality of life. Can you imagine being the salesman who tries to 
persuade others that kidney beans are better than burgers?  

The pitch has been around a long time,but has met with very 
limited success. Beef industry surveys regularly show between 3% 
and 4% of the population says they don’t eat meat. The trend has 
been steady for a number of years, although I question the fol-
low-through of those responding. It’s been proven time and again 
people will tell you one thing on a survey, then do the exact op-
posite. Saying you’re a vegetarian might make people feel good 
about themselves, in some weird, insecure way. Actually having 
the willpower to stick with the leafy greens from now to eternity 
is another thing. That aroma of beef on the grill is pretty powerful, 
even for those of us who don’t deny ourselves the pleasure. 

I’ve never seen a History Channel program on the roots of the 
vegetarian sales strategy, so I’m left to do some guessing. In the 
beginning, I’d say it was a soft-sell approach. Maybe they promot-
ed iceberg lettuce as theentrée of choice for special occasions, like 
family dinners, graduations and holidays. When that pitch got the 
cold shoulder, the leaders of the lentils and the legumes settled on

     
   USDA’s monthly Supply 
and Demand Estimates re-
port forecast higher beef 
production for both this year 
and in 2011. For 2010, the 
report raised its beef fore-
cast to 25.83 billion pounds, 
up slightly from last month, 
noting production has been 
higher than expected so far 
in the second half of the year.  
     For 2011, beef output was again raised slightly compared to 
last month, to 25.23 billion pounds, as larger-than-expected third 
quarter 2010 cattle on feed placements are marketed in the fi rst 
quarter of 2011. Export forecasts for U.S. beef were raised on con-
tinuing strong sales to a number of markets
     The fed cattle price forecast for 2011 was unchanged, at $95-$102 cwt.  
 LMA

continued on page 14

The Family Business Estate Tax Coalition, which in-
cludes NCBA, continues to press Congress for quick action 
on the federal estate tax. Coalition leaders are suggesting 
Congress must take action when it returns to Washing-

Coalition including ncba calls for 

quick action on estate tax reform

continued on page 24

USDA Recipe Contest Excludes Meat

Backward Promotion has Backfired

By Todd Domer, KLA VP Communications

October 21, 2010   Volume 16   No. 10

USDA raises beef production forecast 

for 2010, 2011



The Midwest Cattleman · October 21, 2010 · P4

www.powerflexfence.com   
417-741-1230

info@powerflexfence.com

Call
or email
for a FREE
product catalog!

Check our Website
for Monthly Specials!

World Class Fencing
at Affordable Prices

  On this occasion, please permit 
me to share a very personal note 
and ‘thank you’. Like most any 
other enterprise, it’s the people 
behind the scenes here at MWC 
who make things work and sel-
dom get the credit. For over ten 
years, a very special person has 
designed the ads, laid out the 
copy, and spawned many of the 
ideas that have made up this 
publication. What she lacks in 
stature, she has always made 
up for in personality, high stan-
dards, and professionalism.  She 
has always had a colorful combi-
nation of ‘spunk’, ‘grit’ and ‘class’. 
I’m twice her size, but believe 
me… I would never ‘mess with’ 
her. She’d kick my butt.

 This ‘special friend’ has taught 
me a lot. I admire her. As a moth-
er and daughter, she always puts 
her family fi rst. For quite some 
time now she has been the ‘rock’ 
in a family with many illnesses, 
and continues to deal with these 
challenges every day. She’s a 
fi ghter. 
  Her work ethic is like that from 
a previous generation.  She’s up 
early, works late, and is always 
at every track meet or ball game.  
You have to respect any woman 
who is willing ‘milk cows’ before 
and after work or school. She’s a 
worker.
 There are those people in life 
you ‘get to’ work with from time 
to time that make ‘work’… fun.  
They seldom complain, they do 
more than their share, and before 
you know it – they’re like family. 
The only draw-back is that: ‘time 
fl ies when you’re having fun’.  
Kids grow up, plans change, and 
‘life happens’.
   We’re gong to miss you Shawna.  
We wish you the best of 
everything!

- KwC

  Livestock producers watched nervously as corn futures last 
week at the Chicago Board of Trade jumped to another two-
year high.  Shrinking harvest prospects and tighter supplies 
spurred broker talk of prices heading towards records above 

$7.50/bushel.
   CBT broker Matt Maloney noted that the weaker-than-

expected corn harvest may cut average yields as low as 151 
bushels an acre. Last Friday, USDA cut its yield estimate 4.1 
percent from a previous estimate, to 155.8 bushels an acre – 
and Maloney said most people he talks to expects that yield 

number to get smaller. As for corn prices, “we’re going to 
$7.50,” possibly by mid-November, he said. “I don’t see what’s 

going to stop it.”
     At the market’s close, December corn futures jumped 32 
cents to $5.60 ¼ a bushel, the highest price for a closest-to-

expiration contract since September 2008.
     Soaring corn prices are increasingly troublesome for beef 
and pork producers, whose margins have already come un-

der pressure in recent months as feed costs escalated,
 analysts said.

LMA
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The Final Chapter!
From the beginning, the program that has put it all together:

Calving Ease • Performance • Fertility • Carcass • Efficiency • Functionality • Great Dispositions

COMPLETE BRED FEMALE SALE • DECEMBER 6, 2010 • 11:00 am
at the Buffalo Livestock Auction in Buffalo, WY

200 Bred Cows
Our Entire Elite Herd

35 Preg Recipients
Registered cows carrying elite embryos

Frozen Embryos
by B571, Right Kind & more!

BUF CRK Amber 3912…at 15
years of age, she is the matriarch
of the program…
she sells along
with 9 daughters
(N029 and M023
pictured) and
embryos.

BUF CRK Red Pride P154…the dam of
Nice & Easy T184…she is one of 25 di-

rect Beckton Julian B571 daughters!

BUF CRK Pineta N057…a beautiful
Lancer F442 maternal sister to

Cherokee Canyon…and one of 7 selling!

BUF CRK Primrose W053
Brown Commitment x B571

with 119 IMF & 114 RE ratios!

BUF CRK Marigold L231…an
awesome Glacier Chateau

daughter bred to Lancer R017.

BUF CRK Belga W032…
a -3.1 BW to 86 YW spread…
bred to The Right Kind U199!

307-736-2422
buffalocreekredangus.com

Jack & Gini Chase • Box 186 • Leiter, WY 82837
307-736-2422 • FAX: 307-736-2241

bufcrk@rangeweb.net
Dean and Sue Kettley, Managers • 307-736-2421

70 Bred Heifers
The Next Generation

Rare Semen
R017, B571, EBV 3531,

Chief 301 & 338, Marias &
Logan, Chief Joseph and more!

110 Heifer Calves
Our entire 2010 crop including 24 ETs!

Most cows bred to Buf Crk Lancer R017 & Buf Crk The Right Kind U199!

BUF CRK Marigold
R077…one of 22 OSF

Romeo daughters selling!

Request a catalog &
DVD today!

Sale Manager: Seth Leachman, 406-591-5651
Auctioneer: Roger Jacobs, 406-698-7686

Copyright 2010, 
Jerry Crownover

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

Cover:  Jungles Shorthorn Farms, 
Kathryn, ND 

Photo by Lee Miller

There is a debate raging all 
across the coutry; that debate 
is whether or not to allow the 
sale of raw milk for human 
consumption. Those opposed to 
this type of transaction claim 
that raw milk contains all sorts 
of bad things that will lead to 
a multitude of sick people and 
possibly their deaths. The pro-
ponents of legalizing the sale 
of raw milk argue that fresh, 
raw milk is healthier than pas-
teurized milk and the bacteria 
that is naturally present in 
that milk is actually good for 
people’s digestive systems and 
would result in a healthier pop-
ulation. Honestly, I don’t know 

which side is correct, but what I 
do know is….

I was raised on fresh, raw, 
cow’s milk; as soon as I was 
weaned from my mother, I 
drank milk straight out of a 
Jersey cow at least three times 
per day until I left for college 
at age 18—and I loved it (OK, 
it was strained, fi ltered, and 
refrigerated fi rst). In my mind, 
there wasn’t anything better 
than a cold glass of milk with 
those silken threads of Jersey 

cream running throughout 
the mixture. In the Crownover 
home, cornbread and milk was 
the closest thing to a delicacy 
that we could afford. About the 
only time I didn’t particular-
ly care for it was in the early 
spring, when the wild onions 
were sprouting in the pastures 
and the dairy cows would lap 
up those fi rst sprigs as if they 
were cow candy. During those 
times, the milk tasted like an 
oddly seasoned mixture that 

had just been pureed with on-
ion.

I carried my lunch for the 
fi rst few years attending the 
one-room schoolhouse, but I al-
ways had a pint jar, and later 
an insulated thermos, contain-
ing fresh milk. The school even-
tually obtained a refrigerator 
and had half-pints of pasteur-
ized milk delivered weekly at 
a nominal cost of three cents 
per carton, but the only way I 

Continued on Page 12
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Higher Feed Prices & Fewer Cattle

By Ron Plain, Extension Economist, UMC

The yearly average fed cattle 
price appears certain to break the 
2008 record this year and in all 
likelihood it will be higher again 
in 2011.  Yet, the U.S. cattle herd 
keeps shrinking.  The 2009 U.S. 
calf crop was the smallest since 
1950 and this year’s calf crop is 
smaller still.  The U.S. calf crop 
has been smaller than the year 
before for each of the last 15 years 
and the trend does not appear 
ready to stop.  A larger share of 
the January 1 inventory of beef 
cows was sent to slaughter dur-
ing the fi rst nine months of 2010 
than for any year in over a decade.  
A smaller cow herd will mean a 
smaller calf crop in 2011 and fur-
ther reduction in cattle slaughter 
in 2012 and 2013.

   There are a number of reasons 
for the shrinking cattle herd, but 
a big one is simply a lack of feed.  
This year’s corn harvest is fore-
cast to total 12.664 billion bush-
els, the third largest ever.  But 
that is not enough corn.  Corn use 
in the coming year is expected to 
exceed production by 816 million 
bushels which will deplete stocks 
and drive up prices.  Compared 
to 12 years ago, annual corn us-
age has increased by 4.182 billion 
bushels.  Of the increase in usage, 
4.174 billion bushels, or 99.8%, is 
going into ethanol production and 
0.008 billion bushels, or 0.2%, is 
going to all other uses, including 
livestock feed.  USDA estimates 
feed and residual usage of the 
2010 corn crop will be 5.4 billion 
bushels.  For the 1998 corn crop, 
feed usage and residual was 5.468 
billion bushels.  If the feed supply 
does not expand, the livestock in-
dustry cannot grow.  

   USDA latest forecast is that 
farmers will sell the 2010 corn 
crop for an average price of $5.00 
per bushel.  The 1998 corn crop 
sold for an average price of $1.94/
bushel.  Higher feed costs are 
squeezing the cattle industry.  

Feeder cattle prices are driven 
by the expected price of fed cattle 
and the price of feed.  A penny in-
crease in the expected price per 
pound of a 1300 pound slaughter 
steer increases the potential bid 

price for cattle going into feedlots 
by $13 per head.  A penny increase 
in the price of a bushel of corn 
reduces the potential bid price 
of cattle going into feedlots by 
roughly 60 cents per head.  USDA 
is forecasting corn prices during 
the 2010-11 marketing year will 
be $1.45 per bushel higher than 
the year before.  That implies an 
$87 per head drop in feeder cattle 
values.  Fed cattle prices will need 
to increase by 6.7 cents per pound 
to offset the expected increase in 
feed cost.

  In addition to a smaller cattle 
supply next year, there is reason 
to expect stronger beef demand 

should the economy improve.  The 
U.S. dollar is losing value relative 
to many foreign currencies which 
is good news for U.S. exports.  At 
the start of October, it only re-
quired 83.3 yen to buy a U.S. dol-
lar, the fewest for any date since 
May 1995.  Fewer yen per dollar 
means U.S. products will cost less 
for the Japanese to import, which 
should boost their purchases from 
us.

  It currently looks like 2011 
slaughter steer prices will be 
above $1 per pound on a live 
weight basis during a good portion 
of the year.  The normal seasonal 
pattern is for fed cattle prices to 
peak close to the start of spring 
then trend lower until mid sum-
mer before rebounding in the fall.  
If the economy improves, the 2011 
high in fed cattle prices is likely to 

come next fall.
Because of high feed prices, 

7 weight steers may average no 
higher than $110/cwt in 2011.  
The yearly high price for yearlings 
may well occur in late summer or 
early fall, especially if the 2011 
corn harvest is huge and pushes 
down corn prices.  Anything short 
of a record corn crop in 2011 is not 
likely to bring much relief to feed 
costs.

Since the cost of gain on pas-
ture is likely to be much lower 
than the cost of feed yard gain, 
calves should stay on pasture lon-
ger and be heavier when placed 
on feed.  Calf prices typically peak 
with spring pasture growth.  Steer 
calf prices should average above 
$120/cwt next spring.

Green Springs 
Bull Test SaleBull Test Sale

Performance & Efficiency Tested

Nov. 21st
1:00 p.m.

at Mo-Kan Livestock, Butler, Mo.

90 Bulls
selected from over 200 on test

Angus, Braunvieh, Gelbvieh, Limousin, LimFlex
Murray Grey, Hereford, Red Angus, & Simmental

Call 417-448-7416 for more information & sale catalog
www.greenspringsbulltest.com     gsbulltest@gmail.com
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Genetic Diversity with Multi Trait Excellence 
Sydenstricker Genetics 32nd Annual Production Sale 
Saturday, November 20—10:00 a.m.—at the Farm 

Selling 493 Head:  
1 

102 
80 

 
39  
42   

2   
54   
74 
50 
10  

Two Year Old Herd Bull 
Fall Yearling Bulls  
January Bull Calves  
Wintering Program Available 
Fall Calving Cows  
Spring Calving Cows  
Embryo Lots  
Bred Heifers  
Fall Yearling Heifers  
Spring Heifer Calves  
Show Steer Prospects 

Registered Angus Cattle  
Since 1952 

 

Eddie Sydenstricker 
(573) 581-5900, office 
(573) 581-5991, fax 
EddieL@sydenstrickerimp.com 

PO Box 280—Mexico, MO  65265 
www.sydgen.com 

Farm Office—(573) 581-1225 
Ben Eggers—(573) 473-9202 

eggers@socket.net 
Bub Raithel—(573) 473-9204 

Sammy Breid 
Kyle Vukadin 

Tyler Allen 
Jennifer Russell 

1997 Certified Angus Beef® Seedstock Commitment to Excellence Award 
2001 Beef Improvement Federation Seedstock Producer of the Year 

Visitors Always Welcome 

Complete catalog available online by mid-October 
and mailed with November Angus Journal 

Check out our website for complete weights, calving, 
and other updates as they become available 

13th Annual SydGen Influence Commercial Heifer Sale 
7:00 p.m. - Callaway Livestock Market, Kingdom City 

 
Selling 105 Bred Heifers—all sired by and or bred to SydGen Herd 

Sires and meeting Show Me Select type standards 

Other Highlights 
The dam of the popular SydGen CC & 7 
Six fall yearling bulls and two fall 
yearling heifers by SydGen Sure Bet out 
of the dam of SydGen Trust 6228 
Buyers Choice of the only two flush 
sisters to the $65,000 Midland 2010 top-
selling bull, SydGen Contract 9410 
Ten donors and four Pathfinder® dams 
Docility EPDs printed on all sale 
animals 
Calves and yearlings by the outcross 
sires FV King 20K 308M, Kenny’s Creek 
Sandy and DAAR Infinity 313 
12 two-year-old fall calving pairs 
48 of the fall yearling bulls scanned 15 
inch REA or better 
Fall baby calves by the two top-selling 
bulls of the 2009 Fall Sale Season, 
Liberty and DOC 

  

Lot 234 
SydGen Coalition 5646   
DOB: 09/21/05 Reg#: 15214120 

A big, stout cow with 3 daughters in 
production that look just like her  

  

Lot 163 
SydGen Pride Plus 9472 

DOB: 09/05/09 Reg#: 16490298 

Deep bodied, slick haired, CC & 7 
daughter with a big EPD spread 

  

Lot 110 
SydGen 5420 Destination 9651 

DOB: 09/11/09 Reg#: 16492976 

High gaining, slick haired, well-made with 
calving ease and carcass value bred in 

  

Lot 13 
SydGen CC & 7 0071 

DOB: 01/04/10 Reg#: 16604701 

Long, eye-appealing calf with high growth 
and $B from the Forever Lady family  



Answer: Listen buster, if your crystal ball is any better than mine; just roll that thing out here.  My old crystal ball admittedly is held together 
with baling wire and duct tape and it’s got some age on her.  But this is the old girl that brought me to this dance and I’m sticking with her.  
Besides, I would have been right if the corn market hadn’t gone ballistic.  
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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 LEVESTOCK 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

MARKET  REPORT

Live Cattle:  The “supply” has been a little surprising lately.  Supplies 
are a concern as slaughter has been averaging 3% higher than last year 
in the past four weeks.  It’s been wonderful to have had great exports 
and low imports, but whenever supplies get burdensome, it certainly 
takes the bullish edge off.  I suppose I’m in a “holding pattern” here 
waiting for the US consumer.  Hopefully we’ll start to see some of 
these signs by the end of the year.  Keep attention focused on the stock 
market, as it tends to be a “psychological” support factor. If you’ve 
wondered what has happened to cash fat cattle prices...well, we’ve just 
been through six straight weeks of declines in wholesale beef prices.  
However, we’re starting to fi nally see a recovery.  I’m thinking that last 
week’s $95.00 fats will put the bottom in this market, that coupled with 
the outrageous corn market. 

Feeder Cattle:  Be sure to close your eyes whenever you sell your 
calves.  You just don’t want to see this ugly of a girl coming at you.  
This market just fl at sucks.  The corn fi asco pricing system has turned 
this feeder issue into a quagmire.  I checked with “ol Webster” on the 
spelling of “quagmire” and interestingly enough the defi nition told all 
about the feeder market.  It said, “diffi cult, precarious, or (now get 
this)....entrapping position”.  Wow, couldn’t have said it better my-
self.  Dang, that’s for sure!  I had all my calves weaned and lookin’ 
good for the buyer yesterday.  He did a wonderful job of convincing 
me that I was “trapped” with these wonderful worthless black baldies.  
‘Wouldn’t you know it, this pasture didn’t have a stick or rock or noth-
in’ for me to pick up and throw at him.  Like they say, it’s hard to “soar 
like an eagle whenever you have to work with turkeys”.  True story.  
‘Nuff said.

What Does this Report Mean to Me?

Randall Kollmeyer
204 Roe Street
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  
Are you still sticking to your story that fats will be $105.00 by April 2011?
Answer:  Yep...........but it ain’t gonna be easy.  This unemployment thing has got to get better or all the housewives in the city are NOT going 
to have the money to buy our beef.  It’s simple economics 101...if you don’t have the money… you aren’t going to buy it.  The last I heard, 
there aren’t any grocery stores selling on credit.

Q #2  
Looks to me like you’ve been totally wrong with your predictions for this feeder market.  What’s the deal?
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Rodabaugh Farm Supply L.L.C.
and Muffl er Shop

Vermeer Balers
Rotary Mower
Parts & Repair

d d

Greens Welding Service 

660-476-5598

Soil Test: 
Every fi eld 
should be sampled 
once every 3 
years. As soon 
as the crops are 
harvested try to 
get out and 
get soil samples 
collected from 
the fi elds scheduled for soil 
sampling this year before the 
weather turns bad. Follow 
the sampling directions from 
the lab and take a consistent 
representative sample.

* Fall is the best time to soil 
test. It is important to sample 
at the same time each year.
* First priority should be hay 
fi elds that are due for sam-
pling. Sample now so that if 
they need nutrients you can 
get them on this fall.
* The second priority would 
be fi elds that are going to be 
rotated to alfalfa within the 

By Doug Beegle, Soil Fertility, Penn State Extension

next year. Sample now so 
that if they need lime you can 
get that on this fall.
* Some people have ques-
tioned soil test recommen-
dations at higher yields. It 
is important to indicate the 
expected yield on the soil test 
information sheet so that 
recommendations are adjust-
ed appropriately for higher 

yields.
Lime: Liming is something 
that you have to do regularly. 
Our soils are constantly be-
coming more acid. A typical 
N application to corn creates 
the equivalent of about 500 
lb of lime requirement each 
year and that is just one of 
the many factors that are 
constantly lowering soil pH.
* Base lime rates on soil test 

results.
* Adjust liming rates based 
on limestone quality.
* Fall is an excellent time to 
lime. This gives the lime time 
to react and raise the pH be-
fore the next growing season.
* Starting in the fall will give 
you time to schedule lime ap-
plications for when the soils 
are fi t for lime spreaders, 

 continued on page 26



You’re Losing

“We typically see some weak-
ness in the market during that 
October and November time pe-
riod because that’s when most 
people make fall culling decisions 
and a large volume of animals 
will come to market at that time,” 
Prevatt said.

“Your peak cull market is 
typically spring/early summer. 
It holds together through mid-
summer, and by the time you get 
into September and October, then 
you start to see it tail away,” Good 
said. “Typically, your low is No-
vember, and that coincides with 
your bigger runs of your spring-
born calves after they’re weaned 
and going into the fall.

“It’s extremely strong seasonal 
that you want to avoid late Octo-
ber to December if you can hold 
those cows over, upgrade them, 
get some fl esh on them. It typi-
cally pays good dividends, espe-
cially if you can hold them into 
February, March. If you can get 
them to February verses Janu-
ary, that’s usually worth another 
couple hundred dollars per hun-
dredweight.”      

Despite the seasonal shift in 
market prices for culls in the fall, 
producers could still reap fi nan-

cial benefi ts this 
year by selling 
culls earlier if they 
choose not to in-
cur the additional 
expense for feed-
ing the animals 
through the winter 
and holding them 
over and selling in 
the spring.

“I don’t expect 
the weakness to be 
as pronounced as 
we typically see,” 

Prevatt said. “We’ll 
generally see the market peak for 
us in Alabama in the mid-June to 
mid-July time period. It will gen-
erally be about 10 to 14 percent 
higher than what the October 
time period is. 

“This year, I don’t expect to 
see that kind of decline in cull 
cow prices from the July time pe-
riod. I think there are a couple of 
good reasons for that: 1) beef ton-
nage, and 2) the export situation, 
where the weakness of the dollar 
is limiting the amount of imports 
that we’re pulling into the coun-
try. That does have an impact as 
well.”

While taking advantage of 
healthy cull prices, producers 
need to be mindful of higher re-
placement costs they might incur.

“If you think about the long-
term trend from prices, the lon-
ger-term trend is higher because 
of the liquidation we’ve gone 
through,” Good said. “This will be 
the 13th out of the last 15 years 
that we’ve liquidated on the beef 
cow side. That’s going to equate 
to higher prices moving forward, 
and replacement costs will be 
higher, too.”

Even though producers may 
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for their products elsewhere.
“I think you can also approach 

it from the demand side as well. 
The thought there is that over 
time, a higher percentage of the 
beef a consumer is consuming is 
in the form of trimmings or ham-
burger. So that’s helping support 
the cull market as well.”

According to industry fi gures, 
cull cows and bulls represent be-
tween 10 to 20 percent of a cow-
calf operation’s yearly revenue. 
This fi gure may increase as more 
producers haul culls off to the 
market this year.

“I think it’s a good possibility 
that percentage would be higher 
than 15 percent, particularly as 
these values are a little higher, 
and with the higher values, farm-
ers may cull a little heavier. So it 
may approach or exceed 20 per-
cent,” Prevatt said.

“This year is probably going to 
be a little bit higher than 15 per-
cent just because the cull market 
has advanced more than the calf 
market has percentage-wise,” 
Good said. “Another way to look 
at it, is we are still liquidating 
on the beef cow side and beef cow 
slaughter is higher year-to-date, 
even though we had a smaller 
cowherd coming in. We’re killing 
more, so that’s more dollars, and 
percentage is higher. But longer 
term, I think it’s safe to say that 
could trend a little higher be-
cause of the increased demand 
for hamburger and trimmings 
that will keep that cow price, over 
time, pretty stout.”

Though the current market is 
robust for cull cattle, producers 
will probably see some weakness 
due to the seasonal price trend 
of culls as they come to market 
later this fall, both Prevatt and 
Good note.

have to fork out a few extra dol-
lars to bring in quality genetics 
as replacements for cull animals 
they’ve marketed, it will benefi t 
them in the long term as the cat-
tle market climate looks positive 
for the next couple of years.

Randy Blach, CEO of Cat-
tleFax, told producers attend-
ing this year’s Texas A&M Beef 
Cattle Short Course that he sees 
several years of potential profi t-
ability ahead. 

“It’s a pretty optimistic pic-
ture,” Blach said.

Production costs are expected 
to “remain in check,” Blach noted, 
but beef demand growth might be 
slow as the overall economy con-
tinues to recover.

“But we’re starting to see some 
stability (with the economy) and 
that’s the fi rst thing we need to 
see,” he said. 

      “Not only in the general 
economy, but also in the cattle 
business, there’s a great deal 
of uncertainty about what lies 
ahead and how strong the econ-
omy is and how long we’ll have 
these good prices,” Prevatt said. 
“I’m very optimistic about the 
cattle business during the next 
three to fi ve years. I think as the 
economy recovers, you’re going to 
see the market prices improve in 
all sectors of the cattle business, 
primarily because we’re funda-
mentally so strong. Our inven-
tories have declined at the right 
time.”

The above chart shows the av-
erage utility cow prices over the 
last 20 years to help demonstrate 
seasonality of prices.   

Courtesy of CattleFax

Cattle Market  continued from page 3

“W t i ll k

continued from page 3
   Trust is so precious because 

it takes time to build, and it’s as 
fragile as spun glass. It’s based 
on experience and relationships. 
The foundation involves honesty-
-people are more likely to trust 
someone who shoots straight, 
someone who is sincere and truth-
ful. Trust also depends on compe-
tency or the person’s level of skill 
and expertise. Finally, trust de-
pends on whether the person is a 
responsible actor—that he or she 
is committed to doing the right 
thing day in and day out. 

Today, from a societal view, 
trust is in short supply whether 
you’re talking about government, 
employers, corporations or, yes, 
the food system. 

Recently, the Center for Food 
Integrity wrapped up its an-
nual Consumer Trust Research, 
which it has conducted since 
2006. Among the goals is to mea-
sure consumer attitudes toward 
the U.S. food system, the people 
involved and food related is-

sues. Each survey builds on the 
previous one, which allows com-
parisons and the ability to track 
changes and identify challenges 
facing food system stakeholders.

Specifi c to this year’s survey, 
it offers guidance on how food 
producers can further build trust 
with consumers and other opin-
ion leaders. 

Over the years, the CFI sur-
vey has shown a continuous de-
terioration in consumers’ trust 
regarding farmers and ranchers. 
They see you differently today, 
partly because they don’t see you 
at all, and partly because others 
paint a stronger picture of you. 
The most dominant of the “oth-
ers” is the Humane Society of the 
United States. 

In fact, this year’s CFI re-
search shows that consumers are 
twice as likely to believe HSUS—
or even People for the Ethical 
Treatment of Animals—than 
they are farm organizations and 
most farmers regarding humane 

treatment of farm animals. 
HSUS and PETA lead the list 

this year, followed by farm animal 
veterinarians (which traditional-
ly rank high), USDA and univer-
sity experts, state and national 
farm groups and “small” farmers 
(although there’s no defi nition of 
small). Large-scale farm animal 
producers ranked last in terms 
of animal welfare credibility. A 
quick word about the “small” ver-
sus “large-scale” farm rankings 
here—neither scored terribly 
well, and don’t think your farm or 
ranch falls outside of the “large-
scale” label, that consumer view 
is as much about the way you 
raise and market food-animals as 
it is the size of your operation. 

“The research shows, the clos-
er you are to a profi t motivation, 
the lower your credibility,” notes 
Charlie Arnot, CFI’s chief execu-
tive offi cer. “Information from a 
non-governmental organization 
was found to be signifi cantly 
more credible than an associa-

tion that represents the livestock 
industry.” 

  Bottom line, consumers see 
you as a business, and the percep-
tion is profi t takes priority. While 
consumers wouldn’t do their jobs 
for free, they don’t like the idea 
of you having the same goals. The 
harsh reality is corporations like 
BP and AIG have made it harder 
for consumers to trust “business-
es.”

CFI’s research also found that 
consumers favor more laws to 
ensure the humane treatment 
of farm animals in their state. 
Again, today’s experience and 
climate suggests that you can’t 
trust businesses to do what’s 
right, so you need to enforce ex-
pectations. 

The survey provides solid in-
sight into the minds of your con-
sumers as well as future trends, 
challenges and opportunities for 
everyone involved in today’s food 
system.
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Red Angus
(940) 387-3502 • RedAngus.org

Building Better Beef...

Reduced Cow Maintenance Costs
Easy fleshing
Improved Stocking Rates
Higher Pregnancy Rates 
Longer Productive Lifespan
Easy Calving
Docile Disposition
Unbiased, Reliable EPDs

Efficiency Specialist!

Buying or Selling Commercial 
Red Angus Females? Try ProCow 
at RedAngus.org today... It’s Free!

Callaway 
Livestock 

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

Kingdom City, MO on outer road 

573-642-7486

Feeder Sale 
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  

The focus of cow longevity dis-
cussions is often on dairy cattle. 
However, to a beef cow calf opera-
tor, cow longevity is a major factor 
affecting costs and thereby profi t-
ability. Two defi nitions for longevity 
are “the length or duration of life” 
and “length of service, tenure, etc.; 
seniority”. Considering that cows 
must not just survive many years 
but also must be productive in lat-
er years to be exempt from culling, 
the latter defi nition is the most rel-
evant view of cow longevity to cattle 
operations.

Productive longevity is the age at 
which a cow dies or is culled from 
the herd due to her presumed in-
ability to continue as a productive 
brood cow and dam. Unlike cows 
that die, cows that are culled have 
a salvage value. This salvage value 
increases with improved cow con-
dition and health. Therefore, it is 
important to recognize signs that 
productive longevity is nearing an 
end and to market cows in a timely 
manner before salvage losses occur. 
The old saying, “just one more calf” 
illustrates that some producers 
push their luck when trying to get 
as many productive years out of a 
beef female as possible. Beef Qual-
ity Assurance guidelines promote 
timely marketing of market cows 
due to their role as an important 
food source and also from an animal 
welfare standpoint.

Greater longevity has its ben-
efi ts. It allows producers to retain 

fewer replacement heifers and low-
ers overall replacement costs. When 
fewer replacement heifers are need-
ed, the operation can be more selec-
tive when deciding which heifers 
to keep. Herds containing a larger 
proportion of mature cows usually 
have a higher percentage of calf 
crop weaned, wean heavier calves, 
and have lower total energy require-
ments. Cow maintenance costs are 
also spread out over more calves. 
Increased longevity can both reduce 
production costs and increase an-
nual pounds of marketable calf per 
cow. For purebred cattle breeders, 
increased longevity allows greater 
selection intensity for other impor-

tant traits. Disadvantages of great-
er longevity are that it increases 
generation interval and thus po-
tentially reduces genetic gain per 
year by less aggressively replacing 
“old” genetics with improved “new” 
genetics. 

It is not uncommon for breeding 
cattle to live well into their teens. 
Some producers even brag about 

having cows in their herds that 
are “old enough to vote”. However, 
despite some cows reaching this 
advanced age and remaining in 
production, many more cows typi-
cally leave the herd at much young-
er ages. One large Florida ranch 
dataset showed consistent rebreed-
ing performance in its cows through 
about 8 years of age. Reproductive 
performance consistently began 
to decline at 10 years of age and 
dropped even more steeply at 12 
years of age. Some research sug-
gests that maximum longevity for 
optimum economic returns is with-
in the range of 8 to 11 years for com-
mercial cow-calf operations.

continued on page 22



protein diet. The guidelines are 
updated every fi ve years. The 
fi nal report is slated to be re-
leased later this year. 

   “First off, USDA’s Dietary 
Guidelines Advisory Commit-
tee’s recommendation for a 
plant-based diet causes con-
sumers to wrongly assume that 
they are eating too much meat. 
We are not eating too much 
meat,” Butts says. 

“The fact is plants already 
make up 70% of our diets. On 
average, Americans are con-
suming about 2.3 oz. of red 
meat/day, well within 2005 Di-

etary Guidelines for Ameri-
cans. By excluding meat from 
its healthy kids recipe contest, 
USDA continues to add to the 
misconception that meat is 
over consumed in the U.S.” 

Cattle producers need to en-
courage their elected lawmak-
ers to ask USDA to use science 
and facts when fi nalizing the 
dietary guidelines, she says. 
Lean beef needs to be incorpo-
rated as part of the solution to 
curbing obesity and promoting 
a healthy lifestyle for children 
and adults. 

Butts encourages grassroots 
consumers and producers to     
submit recipes to USDA show-

casing how lean beef comple-
ments vegetables and fruits. 
“USDA never specifi ed that 
they won’t accept meat recipes 
but failed to include a specifi c 
category for the protein,” she 
says. “We have plenty of well-
balanced recipes that include 
beef, whole grains, fruits and 
vegetables. We encourage our 
members to step up and show 
beef working in a healthy diet.” 

For more on the recipe 
challenge, visit  “http://www.
r e c i p e s f o r k i d s ch a l l e n g e .
com/”www.recipesforkidschal-
lenge.com/. 

- TCFA 

USDA Recipe Contest
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could stand to drink it was if it 
was chocolate fl avored. I just 
couldn’t stand the taste of pas-
teurized white milk because I 
thought it tasted ‘funny.’ I kept 
that attitude until I left for col-
lege.

Eating at the college caf-
eteria three times per day, I fi -
nally adapted to the ‘city taste’ 
of white milk. I even evolved 
to the point that pasteurized 
milk became the ‘normal’ taste 
and my more infrequent visits 
home (especially during the on-
ion months of spring) found me 
thinking that Mom’s raw milk 
was now the variety that tast-
ed a little “funny”.

As I started my own fam-
ily, without a milk cow, I never 
really thought about the raw 
milk controversy. At home, we 
would go through about two 
gallons of pasteurized milk ev-
ery week. When we would visit 
Mom and Dad at their farm, I 
could detect that my wife and 
sons were surprised when they 
tasted that fi rst drink of fresh 
milk, but after explanation, 
they enjoyed it. And, as far as I 
know, no one in our family ever 
became ill because of drinking 
fresh, raw milk.

I know there are strong and 
powerful feelings on both sides 
of this issue. Don’t expect me 
to take sides. I did notice, how-
ever, on a recent trip to Ireland, 
that consumers there have 
the choice of selecting either 
raw milk or pasteurized milk 
from the same dairy cooler. Of 
course, in a country that has 
one pub for every 300 citizens, 
any bacteria you might fi nd 
in raw milk wouldn’t stand a 
chance of living very long in 
your stomach anyway 

Recently, I was invited to 
be the after-dinner speaker 
at a meeting of dairy produc-
ers. I had already given what 
I thought was an educational, 
motivational, and humorous 
talk when the debate erupted 
about which side the dairymen 
would take regarding the issue 
of raw milk sales. One of the 
individuals who was strongly 
opposed to the sale of raw milk, 
asked if anyone there had been 
raised with raw milk as their 
only source of liquid milk. 
Sheepishly, I raised my hand 
and I was surprised to see that 
I was the only one. “There,” the 
speaker emphasized, “is all the 
proof you need. Not only is it 
unhealthy, but one could even 
surmise that it leads to im-
proper brain development.”

life is simple

 continued from page 5
 continued from page 3



STAR-VAC

For more information: Jerry Welschmeyer– 573-308-6656  
 Office – 573-422-3305

svienna

Vienna, Mo 65582

Spring-calving herds
• Wean calves before cows lose body condition.
• Schedule a pregnancy examination of cows if not done previously. 
Winter feeding costs can be minimized by eliminating open cows 
prior to winterfeeding.
• Obtain weaning weights of your calves and enter this in a record 
keeping program. Keep good records and treat your cow-calf opera-
tion like a business.
• If you have already done a preweaning working, revaccinate 
(booster) calves as needed. Treat calves for internal and external 
parasites. If you vaccinate calves yourself, be sure to handle and 
administer vaccines properly.
• Weaning is the time to do your fi rst round of culling and selecting 
breeding stock. You can eliminate obviously inferior calves, espe-
cially those with wild or nervous dispositions. Consider the number 
of heifers that you will need to save for your cow herd. Bulls which 
are old, unsound, roguish, etc. can be culled now. It is not too early 
to begin thinking about replacements now.
• Evaluate the body condition of your cows and improve their con-
dition prior to winter.

Fall-calving herds
• The calving season should be in full swing for fall calvers. Check 
cows frequently. Identify calves that should be castrated and im-
planted.
• Obtain yearling measurements (weight, hip height, scrotal cir-
cumference, etc.) on replacement animals—especially for regis-
tered ones. The largest measurements for weight, height and pelvic 
areas aren’t what you are looking for. In most cases, you are more 
concerned with minimums, like eliminating heifers with very small 
pelvic areas so that you minimize their likelihood of calving diffi -
culty. Or, you might even want to eliminate some animals when it 
appears that their size and frame is too large to fi t your program 
and goals.
• It is time to get everything ready for the fall-breeding season, too. 
Line-up semen, supplies, etc. now and get your bulls ready to go 
(don’t forget their breeding soundness evaluation).
• Put fall-calving cows on accumulated pasture (if you have any) 
before the breeding season.

Stockers
• Manage to keep newly weaned and/or purchased calves healthy. 
Calves should be penned in a small lot with adequate feed, water 
and shade to reduce stress. Careful handling and comfortable, un-
crowded conditions can decrease stress.
• If you are purchasing weaned/stressed calves, have your receiv-
ing/feeding program in place. Feed a stress ration that contains at 
least 13% protein and is fairly energy dense.
• When newly-weaned calves are purchased in the fall, sickness 
and death loss can be a big problem. Work with your veterinarian 
on a health and receiving program. Consider purchasing CPH-45 
feeder calves that are preweaned, vaccinated, bunk-adjusted and 
treated for parasites. 
• Watch calves closely for a few weeks after their arrival. Have 
a treatment program ready for any health problems. Early rec-
ognition of sick cattle improves their chance of recovery. Watch 
for drooped ears, hollow appearance, reluctance to rise, stiff gait, 

 continued on page 16
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“WE TAKE THE CRAP OFF OF YOU”

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

an emotional appeal. Vegetar-
ians, who also tend to hate ani-
mal agriculture, love to tell their 
meat-eating counterparts to 
practice avoidance for religious, 
ethical or personal health rea-
sons. They disparage the com-
petition to make their idea look 
better. How many other promo-
tional messages, political cam-
paigns excluded, spend more 
time bashing the opponent than 
explaining their own benefi ts? 

Beef doesn’t play that game, 
and for good reason. It’s totally 
unnecessary. When checkoff dol-
lars are used to promote beef, 
the message is fl avor, nutrition 
and convenience, not how ter-
rible broccoli tastes. 

Sure, we could run radio 
commercials with Matthew Mc-
Conaughey proudly stating a 
three-ounce serving of lean beef 
provides the same amount of 
protein as 1 ½ cups of disgusting 
legumes, with only half the calo-
ries.  The problem with that idea 
is legumes aren’t even in the 
same league as beef tenderloin! 
Consumers, particularly women, 
would rather hear Matthew the 
movie stud say, “You gotta love a 
fi let mignon. A simple statement 
of succulence. Just a straightfor-
ward steak, so tender your taste 

buds won’t believe it’s lean. But 
don’t be put off by a little French, 
because mignon’s just fancy talk 
for mouthwatering. That’s the 
fi let. One of 29 lean cuts that 
make beef one powerful protein. 
Learn to love them all. Beef. It’s 
what’s for dinner.” Those ads 
sell, baby. 

The latest veggie attempt to 
make spinach look good at the 
expense of sirloin is a relatively 
new campaign called Meatless 
Monday, sponsored by the Johns 
Hopkins Bloomberg School 
of Public Health. Organizers 
openly state on the web site the 
goal is “to help reduce meat con-
sumption 15% in order to im-
prove personal health and the 
health of our planet.” Strange 
ranger Yoko Ono and extreme 
animal rightist Paul McCartney 
are among the supporters. The 
idea is to have one meatless day 
a week, in this case Monday. 

One of the classic industry 
responses to this situation came 
from American Meat Institute 
Vice President of Public Affairs 
Janet Riley. During an interview 
with National Public Radio on 
the Meatless Monday concept, 
she pointed out it is not about 
health because meat is the one 
food group eaten in the proper 

quantity, according to federal 
consumption data. The U.S. Di-
etary Guidelines recommend 5 
oz. to 7 oz. from the meat and 
beans group per day. Men actu-
ally consume an average of 6.9 
oz. daily, while women eat an 
average of 4.4 oz. per day. Riley 
said this proves people are not 
over-consuming meat; they are 
under-consuming vegetables, 
fruits and whole grains, and 
dramatically overconsuming 
discretionary fats and sugars. 
Riley rightfully concluded if the 
Johns Hopkins “experts” were 
truly concerned about people’s 
health, they would promote Veg-
etable Tuesday or Whole Grains 
Wednesday. She suspects this 
movement is coming from peo-
ple who care more about animal 
rights than human nutrition. 

You’ll probably hear more 

about Meatless Monday as the 
animal activist mouthpiece con-
tinues its crusade to improve 
upon the low, single-digit per-
centage of Americans who claim 
they don’t eat meat. If the Great 
American Meatout, observed an-
nually in March, is any indica-
tion of how these activist-con-
cocted ideas are received by the 
general public, Meatless Mon-
day could backfi re. Since the 
Meat-out began 25 years ago, 
total meat consumption in this 
country actually has increased 
about 10%. Keep up the good 
work, my veggie foes.

Todd Domer is vice president 
of communications for the Kan-
sas Livestock Association.

KLA

Backward Promotion  continued from page 3



“Exceeding the 

feed limit? 

    That’s gonna cost you!”

1-800-727-2502    www.crystalyx.com/feedlimitfinder

You have the right to save time 

and money, with proven results.

Supplement with CRYSTALYX® for consistent delivery, consistent intake, consistent benefits and low cost 

per head, per day. Available in numerous formulas for many types of cattle and feed situations, it keeps 

you on the straight-and-narrow path to low daily feed costs with proven results. Learn more and calculate 

your total feed costs online with Crystal Clear Economyx® at www.crystalyx.com/feedlimitfinder.
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Sale time 9:30 a.m. 
every Saturday.

 LARRY MARTIN 620-224-4300
 JIM MARTIN 620-235-2151
 JIM SMITH 660-679-4436

Old Hwy 54 West
Ft. Scott, KS 66701

We appreciate your Business!

FSLM • 620-223-4600
FAX  • 620-223-4785

www.fslivestock.com

Over 75 years 
combined experience in 

the Beef Industry. 
Put our experience to 

work for you! 

* Check out our website for weekly 
market report & consignments, 
live auction and video sales * 

Producers are faced with 
many choices to best manage 
their cow herd while maintain-
ing a profi table operation that 
provides for their family year 
after year. Nutritional supple-
ments are just one area where 
critical decisions can impact 
both the production, or output 
side of the equation, as well as 
costs or inputs for maintaining 
the herd. 

Most everyone will agree that 
matching animal production 
expectations with available for-
age base resources will usually 
provide the most effi cient out-
come possible. We also realize 
that most biological systems, 
including beef cow-calf produc-
tion, depend on factors that 
affect forage production; and 
there is environmental vari-
ability that impacts our forage 
growing conditions as well as 
cow nutrient demands. Things 
like heat, cold, wind, rain, snow, 
drought, etc. 

One way to help take out the 
variability that mother nature 
gives us, and provide some con-

sistency back into your nutri-
tional program, is to offer sup-
plementation to your forages. 
As you evaluate supplemental 
inputs you should consider an 
old economic principle that can 
help manage costs and still 
achieve your desired produc-
tion demands. The economic 
principle is called the Law of 
Diminishing Returns. 

The Law of Diminishing Re-
turns simply says that as you 
increase the amount of an in-
put (amount of supplement fed) 
the response (cow-calf perfor-

mance) decreases or diminishes 
with increasing levels. You can 
visualize how this works in the 
graph on page 16.

In Figure 1 you can see that 
as more and more supplement 
is fed, the amount of response 
decreases exponentially. In 
other words, the fi rst pound of 
supplement fed packs a greater 
response per pound than the 
last pound of supplement fed.

Why is this Diminishing Re-
turns principal important to 
beef cow-calf producers? By 
looking closely in Figure 1, and 
focusing on supplemental nu-
trition, we really want to make 
sure we have those fi rst incre-

mental nutrients covered as 
that is where the most “bang for 
the buck” occurs. When feeding 
at higher levels one should ask, 
“Are these higher feeding levels 
needed for us to reach our pro-
duction and economic goals for 
our cow-calf operation?” Put an-
other way, the return on invest-
ment is higher at the beginning 
of the supplemental input curve 
and your returns are much 
greater for every $1 invested at 
this level, rather than further 
up where the curve starts to 
level off. 

Cow-calf producers generally 
have been in the business for 

 continued on page 16
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          COLLINS ENTERPRISES
                      Phone: 660-885-4570 • Fax: 660-885-4571

                                  Distributed by Collins Enterprises, Clinton, MO

Call Today 

for a Dealer

 Near You!

✬ It features 2500 lb. axles, 5 hole wheels 
    for durability.
✬ We use Parmiter Harrows which have 
    1/2 inch tines for longer life.

✬ All carts come complete with new tires 
     and 3x16 cylinder for easier    
     folding and unfolding.
✬ Also 4’ thru 24’ drag harrows.

You choose the degree of  penetration.You can be in and out of  the field in no time.

Redline Flexible Harrows…Redline Flexible Harrows…

 • Chain Driven.  
 NO BELTS -NO SLIPPAGE 
 • Easier Filling
 Double -Hinged Lid
• Heavy Duty Motor and Solenoid
• Available in 800 to 2500 LBS 
• Powder Coat Paint Available

BACKPACK   
     FEEDER  

16 Gauge G90 
Galvanized Steel

 BackPack  UTV
  - ATV Feeder
   Introducing the NEW 

450 lbs. UTV - ATV 
BackPack Feeder!

- Same great feeder - now available in a 450# model
- Feed ‘on the go’ with your Mule, Gator, Ranger, or ATV!
- Universal mounts to fit all UTV’s and ATV ‘s

✬ 16’ thru 30’ carts available.

Reynolds Herefords
1071 County Road 1231 
Huntsville, MO 65259

Email: reynoldscattle@cvalley.net

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

a period of time and are man-
aging their forage resources 
and cow herd where signifi -
cant supplemental feeds are 
not required, unless adverse 
conditions such as persistent 
drought have occurred. CRYS-
TALYX® Brand low-moisture 
blocks consistently provide es-
sential nutrients in a low cost, 
low intake delivery method 
that capitalizes on the Law of 
Diminishing Returns. By de-
livering a consistent .5 to 1.0 
pound per head daily, CRYS-
TALYX® Brand Supplements 

help ensure optimizing your 
forages by maximizing cow-
calf returns to your cow-calf 
operation.

Be careful that you evalu-
ate the Diminishing Returns 
concept with the right type of 
supplement. CRYSTALYX® 
supplements are formulated 
for low daily consumption and 
will deliver appropriate nutri-
ent levels at these intake rang-
es. Grains, commodity feeds 
or supplements usually fed at 
higher levels may not provide 
the right levels or balance of 

More is  continued from page 15

nutrients when feeding lower       
amounts.

Use the Law 
of Diminishing 
Returns to your 
advantage with 
CRYSTALYX® 
Brand Supple-
ments!

Source: Dr. Dan 
Dhuyvetter, 
Ridley Block 
Operations

coughing and dull or sunken 
eyes. A good “receiving” program 
is essential to profi tability. 

General Reminders
• Remove fl y-control eartags 
from all animals, dispose of ac-
cording to instructions on pack-
age. Treat for grubs/lice.
• Test hay quality and make 
inventory of hay supplies and 
needs. Make adjustments now 
- buy feed before you run out in 
the winter.
• Avoid prussic acid poisoning 
which can happen when frost 

ruptures the plant cells in sor-
ghums, sorghum-sudan hybrids, 
sudangrass and johnsongrass 
releasing prussic (hydrocyanic) 
acid. Fields can be grazed after 
the plants have dried up after a 
frost. New growth that occurs in 
stalk fi elds is potentially dan-
gerous whether frosted or not. 
• Take soil samples for soil anal-
ysis to determine pasture fertil-
ity needs. Apply phosphate, pot-
ash and lime accordingly.
• Do not harvest or graze alfalfa 
now in order for it to replenish 
root reserves.
CattleNetwork

 continued from page 13
Fall-Timely Tips
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By: Holly T. Boland, Assistant Research & Extension Professor, MS State

Practicing good grazing man-
agement strategies can be very 
benefi cial to a stocker operation. 
Pastureland that has been man-
aged appropriately will be more 
productive for a longer period of 
time, have higher forage qual-
ity, and forage waste will be re-
duced.

Stocking rate is one of the most 
important management deci-
sions you can make. It will infl u-
ence the total amount of animal 
product your operation is able to 
produce. Stocking rate impacts 
the persistence and productiv-
ity of forages in your pastures. 
There are several questions to 
ask yourself to help determine 
what your optimum stocking 
rate will be.

What level of forage production 
do you have? Improved pastures 
with adequate fertilization will 
provide high forage production 
and create a scenario in which 
stocking rates can be increased 
to take advantage of high forage 
availability. When stocking rates 
are low, forage availability and 
animal productivity are initially 
high. However, pasture quality 
will eventually decline at low 
stocking rates because there is 
not enough grazing pressure to 
prevent forages from accumulat-
ing stems and dead leaves. Ani-
mal intake will begin to decrease 
along with performance. Under-
utilizing forages with low stock-
ing rates is not economical. Less 
forage is available per animal 
as stocking rates are increased 
but forage will be better utilized 
and animal output per acre will 
go up. However, care should be 
taken not to allow overgrazing 
of pastures. A minimum forage 
height (which varies depend-
ing on the forage species) must 
be maintained to prevent the 
energy reserves of the forage 
from being depleted. The result 
is weaker plants and potentially 
loss of the stand. A decrease in 
the overall forage production 
will ultimately decrease animal 
production.

How accessible is your forage? 
If areas of shade and water are 
isolated in your pastures this can 
lead to those areas being over-
grazed while others go underuti-
lized. Portable shade structures 
and moving mineral or supple-
ment feeders around to different 
locations within your pastures 
will help improve pasture utili-
zation. Rotational stocking will 
also help in this situation and 
will be discussed later on.

What forages are in the pas-
ture and what is their nutritive 
value? Cattle are selective graz-
ers and by doing so can improve 
their own diet. They choose 
green leaves over dead leaves, 
and leaves over stems which 
are comparatively the more nu-
tritious parts of the plant. In 
many cases cattle show a par-
tial preference for legumes (such 
as clovers) over grasses. If your 
forage quality is high and for-
age availability is adequate then 
this selectivity is not a concern. 
Stocking rate can be used as a 
tool to change the composition of 

the pasture itself. Heavy stock-
ing for example will favor cer-
tain forages over others. Pasture 
management including fertil-
ization and clipping dead stems 
can improve overall pasture nu-
tritive value. Forage testing can 
provide more detailed informa-
tion on the nutritive value of for-
ages in your pastures. Knowing 
what plant species are in your 
pastures will also help you to 
better gauge seasonal variations 
in your forage production. As 
forage production fl uctuates, so 
should stocking rates. Stocking 
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 continued on page 20
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Shorthorn Scores Well On Docility

Call                                                  and ask for our free color brochure.

GROW NATURE’S POWER PLANT
EASTERN  GAMAGRASS

Ideally suited for management intensive grazing systems.

y

Shorthorn has long been noted as a breed to make your cowherd more docile. This year, 
Shorthorn cattle placed on feed in the Great State Feedout (GSF) in Iowa had the opportu-
nity to show the docile nature of Shorthorn cattle. The cattle were disposition scored every 
time they passed through the processing facility, except on arrival to the feedlot. The Short-
horn cattle scored very well having an average disposition score of 1.8 on 243 head of cattle. 
Disposition scores of 1 and 2 fall into the calm category and are considered ideal.   

Disposition is a moderately heritable trait, so selection over time can improve your herd. 
Half of the trait comes from the sire and dam. The other part of the equation is that disposi-
tion can be infl uenced by previous management or environmental situations. The cattle in 
the GSF were scored using the six-point guidelines from the Beef Improvement Federation.

Why should this be important to me? For many producers, disposition is becoming more 
and more important when selecting genetics to add to their herd. In a recent BEEF magazine 
survey bull buyers were asked what trait was the most important when selecting a new bull. 
The most important trait for those cattlemen was disposition. With the average age of cattle-
men increasing each year, it makes sense that disposition is becoming more of a convenience 
trait that is just as important as feet and legs or udder quality in their cowherds.

Obviously, calmer cattle are safer to handle and easier on your facilities at working time, 
but there are several other advantages for cow-calf producers or someone retaining own-
ership in the feedlot. Calm cattle gain faster and offer more desirable carcasses. Wild or 
excitable cattle typically come into a feedlot lighter and weigh less when leaving compared 
to their calmer contemporaries. Docile cattle are also pulled less for sickness. For the cow-
calf producer, calmer cows have shown the ability to breed back faster both artifi cially and 
naturally. For all of the above reasons, I think the docility of the breed is defi nitely one of its 
best attributes and selling points. I have visited with many commercial producers who like 
their Shorthorn genetics because it made their cowherds easier to handle and safer for them 
at calving time. As fall goes into full swing, don’t hesitate to cull those crazy ones before 
they start having a negative effect on your herd. 

DOCILITY SCORING GUIDELINES

–from the Beef Improvement Federation

Score Description
1 Docile – Mild disposition. Gentle and easily 
handled. Stands and moves slowly during processing. 
Undisturbed, settled, somewhat dull. Does not pull on 
headgate when in chute. Exits chute calmly.
2 Restless – Quieter than average, but may be 
stubborn during processing. May try to back out of chute 
or pull back on headgate. Some fl icking of tail. Exits 
chute promptly.
3 Nervous – Typical temperament is manage-
able, but nervous and impatient. A moderate amount of 
struggling, movement and tail fl icking. Repeated pushing 
and pulling on headgate. Exits chute briskly.
4 Flighty (Wild) – Jumpy and out of control, 
quivers and struggles violently. May bellow and froth at 
the mouth. Continuous tail fl icking. Defecates and uri-
nates during processing.  Frantically runs fence line and 
may jump when penned individually. Exhibits long fl ight 
distance and exits chute wildly.
5 Aggressive – May be similar to Score 4, but 
with added aggressive behavior, fearfulness, extreme 
agitation, and continuous movement which may include 
jumping and bellowing while in chute. Exits chute fran-
tically and may exhibit attack behavior when handled 
alone.
6 Very Aggressive – Extremely aggressive tem-
perament. Thrashes about or attacks wildly when con-
fi ned in small, tight places. Pronounced attack behavior.

Moore Shorthorns Production Sale 
Saturday, November 20, 2010 

12:30 p.m. At the farm, Jerseyville, IL 

Selling a power-
ful group of: 

Show Prospects 

Bred Females 

Cow/Calf Pairs 

Bulls 

Steers 

Embryos and 
Flushes 

MM Cumberland PTN 10 
Sire: CF Potion X 

Dam: MM Cumberland NS 06 
DOB: Jan 11, 2010 

Guest Consignors: 
Wise Shorthorns, 

Bethany, IL, 217-665-3509 
 

Riola Shorthorns, Joe Elmore 
Washington Island, WI 

920-847-2678 
 

Dave Luett 
Maquoketa, IA 
 563-652-3928 

Hugh W. Moore Jr. and Sons 
“Quality in Every Weigh” 
31056 Old Fidelity Rd. 
Jerseyville, IL 62052 

smoore68@gmail.com 
www.mooreshorthorns.com 

Hugh: 618.729.3258 
Tom: 618.498.5848 
Ron: 618.729.3258 
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By Brenda Black

   Fescue dominates Missouri Mead-
ows’ 100 acres of pasture near 
Hughesville, MO, where Aaron 
Schroeder, age 34, raises Santa 
Gertrudis cattle, his breed of choice 
for the past 20 years.  Buffalo Grass 
claims the arid, windswept quarter 
that has been in the Hoyt family 
since 1885 at Sodhouse Cattle Com-
pany.  Way out west in Brewster, KS, 
on this 5th generation ranch, Craig 
Hoyt, at 50, runs about 80 head of 
Shorthorn cows.  As vast as their 
differences, these two breeders have 
one thing in common - Shorthorn.  
Both are fi nding ways to make the 
third British breed part of their 
commercial operations by incorpo-
rating the Durham Red composite.   
 The American Shorthorn 
Association (ASA) introduced Dur-
ham Red about four years ago to 
capitalize on breed complementar-
ity and heterosis. The composite 
consists of no less than 25 percent 
and up to 75 percent Shorthorn 
blood with the remainder coming 
from Red Angus. The parents must 
be registered with either ASA or 

American Red Angus. It is the only 
100-percent British composite, a 
fi rst in the industry, and the ASA 
thinks the cross will contribute su-
perior advantages.
 “Once commercial cattle-
men witness the benefi ts of Short-
horn genetics,” says the ASA web-
site, “they’ll likely realize more 
Shorthorn is better...Biologically the 
two breeds complement each other 
with Shorthorn adding growth, ef-
fi cient gain, leanness, and docil-
ity while Red Angus contribute low 
birth weight and fl eshing ability. 
The Red Angus infl uence will also 
open many avenues to Angus-based 
feeder calf, grid-merchandising, and 
beef programs.”
 By crossing Santa Gertrudis 
and Durham Reds, Missouri Mead-
ows hopes to produce animals that 
will perform with the least amount 
of management. “I use the Durham 
Reds with our Star5 program, [a 
contemporary breeding up program 
in the Santa Gertrudis breed],” says 
Schroeder.  “I started in the beef 
business with purely commercial, 
Heinz 57 cattle.  Then I got a Santa 
Gertrudis cow and started my pure-
bred herd that now includes 50 fe-
males.  The Star5 program is what 
got me interested in fi nding a breed 
that would complement the Santas, 
but not get too far from them.   I was 
always taught that to maximize 
heterosis, you need a three-breed 
rotation.”
  As Schroeder looks to the 
composite as a way to introduce 
hybrid vigor, he also enjoys the 

challenge of experimentation.  “My 
favorite part about raising cattle 
is the vision that you have in your 
head and trying to get it to come to 
fruition.  You try to use what you 
think you know about genetics and 
try to create this vision through 
experimenting with breeding or a 
niche that works.”
 By day, Schroeder is a mid-
dle school history teacher at Smith-
ton.  On the farm he’s a cattleman 
with a passion for applied Ag sci-
ence.  When he needs help with the 
homework, he turns to wife, Amy, 
who’s pursuing a masters in coun-
seling.  The city-girl and former 
science teacher helps her husband 
analyze beef cattle EPD’s.  “Amy 
loves EPD’s,” says Schroeder.  “She 
breaks down the accuracies, the 
probabilities; spreads and medians.  
Her folks think it’s wild that she 
lives in the sticks with me raising 
cows.” 
 Their hunt for Durham 
Reds began close to home.  “I was 
looking for a Shorthorn breeder that 
was not a club calf breeder,” Schro-
eder recalls.  “I wanted someone 
who raised Shorthorn for a commer-
cial operator, because that’s what I 
wanted in my Star5 program.”
 Just 45 minutes away, 
Schroeder discovered Meadow Lane 
Farms and owner Harold Bertz, who 
has been in the registered Short-
horn cattle business in Central 
Missouri for over 50 years.   After 
a referral from his sister’s in-laws 
who raise Shorthorns, Schroeder 
connected with Bertz.  

 “His program aligned with 
my program and what I wanted my 
end result to be,” Schroeder says.
 In a nutshell, Meadow Lane 
focuses on raising solid red, polled 
beef Shorthorn cattle backed by 
generations of selection for market-
able traits.  Missouri Meadows like, 
Meadow Lane, is breeding for traits 
that improve profi t potential. Their 
fi rst encounter with one another 
was in the fall of 2006 and their 
mirrored ranch names were purely 
coincidence.  Today their Shorthorn 
connection continues on purpose.  
Bertz helped Schroeder sell a Dur-
ham Red bull and more recently the 
two discussed AI sires and Schro-
eder considered his replacement op-
tions from a pen of Bertz’ females.  
 “The Durham Red breed is 
in its infancy and I feel like I need 
a strong line of communication with 
someone that is established with 
the Shorthorns,” says Schroeder.  
“It’s a way to market cattle and a 
way to feed off each others’ ideas 
and experiences.”
 Over a hundred years of ex-
perience is what Hoyt falls back on 
at Sodhouse Cattle Company, uti-
lizing the tried and true habits of 
great, great grandparents on both 
sides of his pedigree.  “You can’t 
beat mother nature,” Hoyt says. 
“You have to select cattle that fi t 
your environment and make sure 
they work before you go chasing ex-
tremes.  Set the parameters of the 
environment, fi nd cattle that work 
in that environment.  Then adjust 

 continued on page 21
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Bulls For Sale:
10 Yearling Durham Red

“Tailor Made for the 
Commercial Industry”

Balanced
Moderate

Easy Fleshing
Range Ready

http://sodhousecattleco.com

Diamond O Feedyard
Butler, MO

Neale Oerke, Manager
Toll Free 888 746 6885

Buuuu
-Incoming Freight Incentives

-Individual calf information

-----MMMarket cattle Live, Grid and Flat in Beeeeefffffff

-Pens with shades and misters

-HHasasslsle e FrFreeee F Feeeedd FiFinanancncee

-age/source verified feedyard
www.diamondofeedyard.us

the future and having organi-
zation within your operation. 
Try to assess what resources 
are going to be available to you 
throughout the year. Reviewing 
records from previous years is a 
good place to start. Plan for the 
changes in forage production 
that will occur during the year 
and think about what manage-
ment decisions will need to be 
made when those times come. 

CattleToday

heavier during periods of rapid 
pasture growth and harvesting 
surplus forage will more effi -
ciently utilize the forage than 
stocking light and allowing pas-
tures to become too mature.

A variety of grazing methods 
can be used to tailor your own 
grazing management strategy. 
Effi ciently managing the qual-
ity and quantity of forage in 
your pastures should be the ul-
timate goal, regardless of which 
grazing method you use. The 
decision of which method to use 
depends largely on the resourc-
es you have available.

Each method has advantages 
and disadvantages which can 
help you choose which method 
is right for your operation. Graz-
ing methods are usually broken 
down into two basic types: con-
tinuous or rotational. There are 
also variations within these two 
types that differ in their man-
agement requirements.

In general, continuous stock-
ing refers to the practice of graz-
ing cattle within one pasture for 
the entire grazing season. Pas-
tures are subdivided into pad-
docks in a rotational stocking 
system and cattle are moved 
between these paddocks during 

the grazing season. This allows 
a period of rest for the paddock 
after each grazing period.

Advantages of continuous 
stocking are lower setup costs 
and lower management require-
ments. The animals also have a 
larger area from which to select 
their own diet. One disadvan-
tage is that stocking rates must 
be lower. Other disadvantages 
are that pastures may become 
patchy with some areas becom-
ing overgrazed while others are 
undergrazed potentially allow-
ing encroachment of undesir-
able plants and decreases in 
forage quality if not managed 
appropriately.

Advantages of rotational 
stocking are that forages have 
time to rest and regrow after 
grazing and as a manager you 
can match periods of grazing 
to plant growth. Higher stock-
ing rates can be used and for-
ages can be better utilized. Ani-
mal dung and urine are more 
evenly distributed throughout 
the farm as the animals move 
between paddocks. Often the 
overall management of the op-
eration also improves because 
pastures and animals are be-
ing monitored more frequently. 

Rotational stocking does have 
some disadvantages though 
as more time and labor are re-
quired. Subdividing pastures 
will also mean additional costs 
for fencing and water. Rotation-
al grazing may not work on ev-
ery operation depending on the 
quality of soils and forages or 
the farm layout itself.

One point to remember is that 
which grazing method is used 
is not as important as stock-
ing rate. The key is to think 
ahead when making plans for 

Good Grazing Management 

Important to Productivity  continued from page 17



Buy your Steel Trusses and build it yourself!

3 miles South of Buffalo, MO
on 65 & 2 miles west on CR195

Call us for prices on all building components.

Making Shorthorns
your breeding program from there.  
Survival and calving yearly are 
critical.  Do the little things right 
fi rst.”
 Durham Reds seem to be 
a good fi t for Hoyt and the sparse 
and shadeless terrain that com-
prises Sodhouse Cattle Company.  
Hoyt added Durham Red to his 80 
head of purebred Shorthorn three 
years ago.  He started with a bull 
he bought from Larry Croissant, 
a Red Angus breeder of the Year.  
“I’ve kept back some half blood 
daughters and used some half 
blood sons back on the Red crosses 
and on the Shorthorns,” says Hoyt.
 Part of his aim is to devel-
op genetically defect free females.  
Since Hoyt has a few TH carriers 
in the registered herd, he is trying 
to “nip it in the bud” by testing and 
retaining only genetically clean 
crosses. In fact, all Durham Reds 
need to be proven TH free by test 
or pedigree before an offi cial regis-
tration certifi cate is issued. 
 Hoyt thinks the work and 
wait will be worth it since he is 
looking for cattle that won’t be ba-
bied under his low-maintenance 
philosophy where long droughts 
and bitter winters test the mettle 
of any breed.  “Composites aren’t 
for everybody, but they have a place 
in the industry,” he explains. He 
thinks the Durham Red cattle will 
be powerful and a perfect fi t due to 
their hardiness and moderate size.  
“We live where we get only about 
17 inches of rain, so the resources 
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    Missouri Meadows
Aaron, Amy, Jack and Isaac Schroeder
              18067 McCurdy Road
             Hughsville, MO 65334
              (660) 829-3067 - hm 

Registered Santa Gertrudis, Durham Red 
       and Star5 Cattle ~ Herd #16403

Visit Us Online at:
springfieldlivestockmarketingcenter.com

417-869-9500
Exit 70 • I-44 & Hwy MM • Approx. 

3 Mi. W. of Springfield & 1 MNi. E of 
James River Hwy

Standing 
Apart
from the Herd Can Be

A Very 
Good Thing

1. Top buyers mean more money for you
We provide you with a top-of-the-line sale 
facility and a knowledgable start. When you come 
to Springfield Livestock Marketing Center, you’re 
dealing with professionals who have spent their 
entire lives in the cattle business.
2. Relaxed, friendly atmosphere
We’re all one big family. Walk through the doors 
and chances are one of the owners will greet you 
as they are headed out to work cattle. We’ve all 
grown up in the Ozarks and like doing business 
with our friends and neighbors.

Tom Kissee
744-4546
838-9041

Tonto Kissee
887-4901

Kelly Crain
376-2878
839-0613

Joe Gammon
883-4822
861-8910

Jack Creed
788-2634

Pete Sumners
466-8008

Jack Frost
732-7323
860-2363

Ed Ford
752-3623
839-8582

Feeder Cattle Sale!Starts at 8 a.m. every Wed.

Weekly Dairy Sale!
Sale starts at 11:00 a.m. every Tues. 

Special Sale 4th Tues. of each month.
Stock Cow & Bull Sale!

Starts at 9 a.m. every Mon.

are limited. The cows have to calve 
every year, regardless, or we cull.”
 “I like cattle that grow 
hard and fast and then stop,” he 
adds.  “Sometimes you get blood-
lines in breeds and they keep grow-
ing and that makes them higher 
maintenance over ones that hit the 
growth curve hard and are early 
maturing.” 
 Size and color matter to 
Hoyt.  “I’ve been a die hard and 
never did jump on the black band 
wagon,” says Hoyt, whose father 
before him had red Shorthorn.  
Hoyt began his herd with fi ve heif-
ers he bought from Dad. “I haven’t 
bought a female for 15 years,” he 
adds.
 While bolstering the fe-
male base, Sodhouse has also been 
building herd sires for the past 
seven years.  In their Shorthorn 
pen is Sodhouse Little Man.  His 
actual birthweight was 78 pounds.  
Hoyt says he is siring moderate 
framed, easy keeping calves with 
good dispositions.  A Durham Red 
bull, Sodhouse Fort Wallace 596 

is 50% Red Angus and 50% Short-
horn.  He was the lead bull in the 
pen of three show at the Kansas 
Beef Expo in 2007 and Hoyt says 
he’s the kind of useful commercial 
bull needed in the beef industry. 
 “We are a pretty plain jane 
deal,” Hoyt says.  “We use strict 
natural selection pressure to sort 
our cattle and we think these Dur-
ham Reds are tailor made for the 
commercial industry.  I think peo-
ple are fi nding out that black hides 
don’t necessarily mean profi tabil-
ity and grading ability.”
 Schroeder agrees and fur-
ther believes any successful herd 
has a commercial component.  He 
says:  “If you run a pure, straight 
bred herd, your quality is not going 
to be the greatest.  I believe only 
elite animals need to be incorpo-

rated into purebred herds.  If you 
register every animal, you are real-
ly cheating yourself or your poten-
tial customer because you are not 
being as selective as you need to 
be.  Every breed has fl aws and the 
fastest way to achieve some of the 
goals for improvement is by intro-
ducing animals in order to infuse a 
little of the best qualities of each of 
them into a breed without sacrifi c-
ing its own strengths.”
 Missouri Meadows and 
Sodhouse Cattle Company are pio-
neers when it comes to forging the 
way for Durham Reds.  If things 
continue as they each hope, the im-
pact of this historic composite may 
last as long as the sodhouse built 
by Hoyt’s family over a century ago 
that still sits on Kansas soil.

 continued from page 19
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www.beslerindustries.com

Receiver hitch and louvered sun visor

•  Dual lift cylinders
•  Tie down rails w/stake pockets
•  Removable side boards
•  Synchronized squeeze arms
•  Lights in the headache rack

•  Louvered sun visor
•  Spinners
•  30,000 lb recessed 5th wheel ball
•  Toolbox optional
•  Receiver hitch

Standard Equipment

Easy to Load, Unload,
Unroll and Carry Bales
Easy to Load, Unload,
Unroll and Carry Bales

Models to fit any pickupModels to fit any pickup

Bale Loader
3000 Series
Bale Loader
3000 Series

Key Hydraulics
Sedalia, MO
800-510-4493

Ertel Custom Welding
Green Top, MO
660-949-2594

Fletchall Pipe & Steel, Inc.
Grant City, MO
660-564-3605

Quality Glass Company
Creston, IA
641-782-5155

S & H Farm Supply
Lockwood, MO
417-232-4700

Harris Auto/ Tri-State Tractor
Gravette, AR
479-787-5433

Goodwin Industries, Inc.
Burns, KS
620-726-5281

Brian’s Farm Supply
Lineville, IA
641-876-6666

Friendly Tire
Monett, MO
417-235-6777

888-816-6707
Luco Mfg Co, Box 395, Strong City, Ks. 66869

See us at www.lucoinc.com 
or call toll free

Luco Mfg. Co.
Hydraulic Chutes 

Making tough jobs easier

Mf C B

Longevity is a convenience trait 
that is highly variable. Yet it only 
takes small changes in longevity 
to greatly impact herd profi tability. 
Many traits infl uence cow longevity 
including age at puberty, direct and 
maternal calving ease, milk produc-
tion, mature size, ability to store 
body fat (fl eshing ability), ability 
to endure weather extremes, ud-
der soundness, skeletal soundness, 
disposition, freedom from genetic 
defects, and many more character-
istics. Physical soundness limits the 
productive life of a cow as she ages. 
For example, tooth wear and loss 
occurs over time and affects a cow’s 
ability to harvest forage, consume 
feed, and maintain body condition. 
Fertility, maternal ability, health, 
and survival of a cow and her calves 
are the primary determinants of 
longevity. 

Cows are culled from herds for 
many reasons. Age or bad teeth 
(57.8% of operations) was the most 
commonly declared reason for mar-
keting cows followed by pregnancy 
status (25.6% of operations) as 
reported in the National Animal 
Health Monitoring System’s Beef 
’97 study. The percentages of opera-
tions culling cows for other reasons 
were 14.1% for economic reasons 
such as drought, herd reduction, or 
market conditions; 11.7% for poor 
producing calves; 8.2% for other 
reproductive problems; 6.4% for 
physical soundness; 6.4% for tem-
perament; 5.8% for udder problems; 
4.1% for bad eyes; 1.0% for respira-

tory problems; and 0.3% for diges-
tive problems. Larger operations, in 
terms of herd size, were less likely 
to market cows for economic rea-
sons than smaller operations. Calv-
ing diffi culty, advanced age at fi rst 
calving, and producing less than 
one calf per year increase the likeli-
hood of culling. 

Valuable data in evaluating cow 
longevity include records of how 
long each cow stays in a herd and 
the reason why each cow leaves 
a herd. Whole herd reporting (in-
cluding herd inventory reporting) 
and reporting reproductive data 
is important to breed associations 
tracking longevity for use in ge-
netic predictions. Genetic predic-
tors for longevity include EPDs for 
stayability. Stayability indicates 
differences in the percentage of 
daughters remaining in the herd 
at 6 years of age. Six years is used 
because a study showed that cows 
typically did not repay their devel-
opment cost until their fi fth calf 
(born to 6-year old cows if calving 
annually starting at 2 years of age). 
Genetic lines that produce a greater 
percentage of females producing to 
6 years of age are more likely to also 
be productive at much older ages 
and produce more lifetime revenue. 
Relatively effective selection for 
stayability is possible due to moder-
ate heritability of this trait. 

Breed differences exist in lon-
gevity, so replacement rates differ 
by breed. In one study, cows were 
culled for different reasons, and 

breed infl uenced culling reason. An-
other study showed that crossbreed-
ing to Brahman increases longevity 
of cows for beef producers in the 
South more so than crossbreeding 
to Angus, Hereford, or dairy breeds. 
Within breeds, a key factor in lon-
gevity is matching cow mature size 
and milking level to the production 
environment. When production re-
sources cannot keep up with the 
demands of a particular cow size or 
milking level, rate of culling is like-
ly to increase. 

Longevity of crossbred cows is 
generally greater than that of pure-
bred cows. Crossbred cows typically 
live longer and are more productive 
than their purebred counterparts. 
Maternal heterosis (hybrid vigor) 
increases longevity by more than 

beef cow longevity

one year. Because of the low heri-
tability of cow longevity and lack 
of indicators of longevity expressed 
early in life, implementing cross-
breeding systems to take advantage 
of maternal heterosis becomes even 
more important to improving lon-
gevity of the breeding herd. 

To improve cow longevity, keep 
good reproductive and herd re-
moval records, take advantage of 
the maternal heterosis of crossbred 
cows, and use stayability EPDs 
when available. Decide on the best 
balance of retaining females in the 
herd to advanced ages and culling 
earlier to increase rate of genetic 
improvement and protect cow sal-
vage value. 

continued from page 11
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Missouri Livestock Symposium Features 
Experts On Beef Cattle Feeding, Reproduction And Health

The Source for Foundation Females

The Herd Builder Braunvieh Sale

FOUNDATION GENETICS FROM:
MCBEE CATTLE COMPANY
Fayette, Mo. (573) 228-2517

J&L BRAUNVIEH
Okemah, Okla. (918) 623-1681

BODINE BROTHERS
Voltaire, N.D. (701) 626-1465

BRINK LIVESTOCK
Piedmont, Kan. (620) 583-5226

KEITH & KEITH BRAUNVIEH
Bolivar, Mo. (417) 253-4693

Look for the sale catalog in mid October
at www.mcbeecattlecompany.com

Sat., November 6, 2010 • 1 p.m.
Mid-Missouri 

Livestock Center
Marshall Junction,

Missouri
(one mile south of the

intersection of I-70 & Hwy 65)

FOR MORE INFORMATION, CONTACT
ANY OF THE HERD BUILDER GROUP.  

FOR A CATALOG, CONTACT
MARILYN BRINK (620) 583-5226

OR KANWAKA@POWWWER.NET

65 Lots Sell
Spring Cow-Calf Pairs

Fall Cow-Calf Pairs  
Bred Cows • Bred Heifers 

Open Heifers • Show Prospects

The Braunvieh Herd
Builder Sale is an

excellent source for
premium Braunvieh
females. This is our 8th
annual offering right off the top of
some of the best Braunvieh herds in
the country. These cattle will be an
excellent investment in your herd’s
genetic future.

You can expect to find sound,
functional, fertile and high performing
Braunvieh females with bred-in profit
potential. We welcome you to join us
Saturday, November 6th.

Females Like This Sell

Sale Consultant
Jason Bates  (417) 616-9000

The 2010 Missouri Livestock 
Symposium, held December 3 & 
4, 2010 in Kirksville, MO, will 
feature internationally recog-
nized speakers on several top-
ics of interest to beef producers. 
Dr. Bill White of New York will 
talk about the role that Plum 
Island and the Foreign Animal 
Disease Diagnostic Laboratory 
plays in keeping our livestock in-
dustry healthy.  Beef cattle pro-
ducer Steve Radakovich of the 
Radakovich Cattle Company in 
Earlham, Iowa, will speak on his 
operation and chasing the profi t 
gene.  An expert panel of beef 
cattle specialists from the Uni-
versity of Missouri will provide 
the latest information important 
to beef cattle producers related to 
feeding, reproduction and genet-
ics.  Dr. Bruce Shanks, Lincoln 
University, will tell you about 
the top ten cost cutters while still 
adding value.

 According to Garry Mathes, 
Chair of the 2010 Missouri Live-
stock Symposium, the beef sec-
tion of this year’s Symposium 
will provide information that ev-
ery beef cattle producer will want 
to hear!  “I guarantee that you 

will learn something to benefi t 
your operation if you attend this 
year’s Symposium.”

 Bruce Lane, University of 
Missouri Extension Livestock 
Specialist and vice-chair of the 
Symposium committee, says the 
Missouri Livestock Symposium 
is especially proud of the beef 
section lineup. The information 
producers will be exposed to will 
be timely and applicable to their 
operations. This will be an op-
portunity to hear from some of 
the leaders in the beef industry 
regardless of the size of your op-
eration. “From learning the lat-
est information about how beef 
breeds stack up in 2010 to timed 
artifi cial insemination, from the 
latest on feed effi ciency to how we 
protect the industry from foreign 
animal diseases, the Missouri 
Livestock Symposium commit-
tee has coupled industry experts 
with present day topics sure to 
be of interest.”

 There will also be programs on 
forages, stock dogs, equine, sheep, 
meat goats and various other 
interesting topics at this year’s 
Symposium. There will be a free 
meal on Friday evening, Decem-

ber 3 at 6 p.m. and a free co-spon-
sored Governor’s Style Luncheon 
on Saturday, December 4.  Becky 
Blackaby ( HYPERLINK “http://
www.beckyblackaby.com” www.
beckyblackaby.com) will close the 
program Saturday evening with 
a concert at 7:30 p.m. Tickets for 
the concert can be purchased by 
calling 660-665-9866.

 The Missouri Livestock Sympo-
sium is free and no pre-registra-
tion is required.  The Symposium 

will be held at the Kirksville Mid-
dle School, 1515 S. Cottage Grove 
and hours are 4-9 p.m., Friday, 
December 3 and 8 a.m. to 5 p.m. 
on Saturday, December 4, 2010. A 
list of Trade Show vendors can be 
found on our Website along with 
more information about the 2010 
Missouri Livestock Symposium 
at “http://www.missourilivestock.
com” www.missourilivestock.com 
or call 660-665-9866 or 660-341-
6625.
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ton , D.C. , for the lame-duck 
session. If nothing is done, 
the estate tax will revert to 
55% on estates exceeding $1 
million in value beginning 
January 1, 2011. 

     NCBA President Steve 
Foglesong said allowing this 
to happen essentially would 
represent a death sentence 
on family-owned farms and 
ranches. He said this is not a 
tax only on the wealthy elite, 
who can afford accountants 
and estate planners to mini-
mize the tax. The Illinois 
rancher said small- to medi-
um-sized family businesses 
without abundant fi nancial 
resources are those hurt the 
most. 

     “Farmers and ranchers 
are often forced to sell land, 
equipment or even the en-

Coalition including ncba

 continued from page 3

tire ranch just to pay off tax 
liabilities,” said Foglesong. 
“This is money that could 
otherwise be reinvested to 
grow the family business 
and hand it down to future 
generations.” 

     The ultimate goal of 
the coalition is a full repeal 
of the estate tax. However, 
the groups strongly support 
the Lincoln-Kyl amendment 
and H.R. 3905, both of which 
would increase the exemp-
tion level to $5 million and 
reduce the rate to 35%. These 
proposals ensure any relief 
related to the exemption is 
tied to infl ation and that a 
stepped-up basis is included.

KLA

It seems we give too much at-
tention to reducing costs and 
not nearly enough to eliminat-
ing costs. If all you ever do is 
reduce costs, you will have to 
make adjustments every time 
prices increase. However, if you 
eliminate a cost, you will never 
have to deal with it again. Kick-
ing the hay habit is a good ex-
ample. If hay is no longer a part 
of your operation, it is a cost you 
no longer have to manage. If you 
just reduce hay feeding from 120 
days to 45 days, then it is still a 
cost that must be managed.
A lot of producers have trimmed 
their hay feeding way back from 
what it used to be - but did they 
sell their equipment? Often not. 
They still have it and rather 
than making 500 tons of hay a 
year, they only make 150 tons. 
A lot less operating cost, but no 
reduction in the overhead cost 
of owning equipment. The cost 
per ton of hay is now likely to be 
even higher than it was before. 
If the equipment were sold, the 
overhead cost would be elimi-
nated.
Another downside of keeping 
the hay equipment is you can 
easily be tempted to start mak-

ing hay at the drop of a hat. Got 
a little extra grass this year? 
Bale it up. Made some extra 
hay last year? Let’s feed a little 
longer. Pretty soon you’re right 
back in the same rut - enslaved 
by the hay paradigm.
When and/or if you need hay, 
purchase it from someone else. 
When you buy hay, you are 
also buying fertility. A ton of 
mixed grass-legume hay con-
tains about 40-50 lb. N, 12-14 
lb. phosphate, 40-50 lb. potash, 
an array of micronutrients - 
and after consumption leaves 
500-1000 lb. of organic matter 
behind. At today’s N-P-K prices, 
a ton of hay is worth $30-40 just 
for those three macronutrients. 
Add in the calcium, magnesium 
and micronutrients and the val-
ue is around $50-55/ton. If you 
can buy hay for anything less 
than $55/ton, you’re either get-
ting your feed or your fertilizer 
for free.
We can talk all we want about 
cost reduction, but the only real 
step forward comes when we 
embrace cost elimination.

By Jim Gerrish, American Grazing 
Land Services LLC, Idaho



 

Balancers SimAngus Angus 

Millers Mark  9020W LHT Mr Marathon 92W R A F Objective 9106 

Professional Beef GeneticsProfessional Beef Genetics  
Open House Bull Sale 

Saturday November 6, 2010 1:00p.m. 

Volume Disounts 

1st Breeding season   
guarantee 

Sight unseen purchase 
guarantee 

Low Pressure Open  
House Format 

Leading edge, multiple 
generation AI sired    
pedigrees 

No known genetic defect 
potential carriers 

Featuring the best of  250 bulls on 
test 
106 yearlings and 148 18-month 
old  Forage bulls            
80 head of  Sim & SimAngus  
57 Gelbvieh & Balancers    
85 Angus 
125 head AI Sired 

 
Sires include 

Angus: Objective T510 14 sons on test,  
MCC Daybreak 12 sons on test, FHCC 
Specialist 7540 
 
Balancers: KCF Bennett K503,  GAR 
Predestined, GT Shearforce 
 
SimAngus: TNT Dual Focus, Hooks 
Shearforce 38K, OCC Legend 616L, 
GLS Combination 

 

4 miles west of Montrose Missouri on Hwy H 
Call toll free 1-888-PBG-BULL (724-2855) 

Email pbgbulls@aol.com 
For complete listing of our bulls visit our  

Website www.pbgbulls.org 

All PBG Angus Bulls average in the top 30% 
of the breed for the following traits:  
CED, B, W, Y, Milk, CEM, MB, REA, $W, $B 
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Buffalo Livestock Market

Barn 417-345-8122

Watch our 
sale live on the 

Internet at
www.dvauctions.com

Every 

A railroad claims offi cial once 
said that trains have done more 
harm to the genetic quality of 
America’s cow herds than any-
thing else. He said every cow 
that ever met her doom on a 
rural track was invariably the 
best, most productive cow in the 
plaintiff ’s herd. Often, the de-
ceased cow was “nursing twins 
and close to calving again” just 
before her demise. It makes 
you wonder how much better 
our industry would be today if 
it hadn’t been for this acciden-
tal culling over the last century 
and a half. I guess we’re still 
making up for this lost genetic 
ground in our breeding and se-
lection programs.

Seriously, commercial cow-
calf producers often ask about 
culling protocols for their cow 
herds. Selection is the process 
of deciding which animals stay 
in the herd another year and 
is based on defi ned criteria for 
reproduction, functionality and 
production within the herd. 
Culling is simply passing out 
the pink slips or removing cows 
that no longer have a place in an 
operation. Routine criteria vary 

from ranch to ranch, depending 
on producers’ goals and objec-
tives, and from year to year, de-
pending on economic factors.

One culling criterion that I 
consider etched in stone ad-
dresses the most important 
economic trait in a cow herd: re-
production (fertility). Assuming 
you have given the cow an ade-
quate environment (such as for 
health, reproduction and nutri-
tion), you should demand that 
she conceive a calf every 365 
days. If she is open at pregnan-
cy check, she should be culled. 
The only decision to be made is 
when to sell her.

Then there are those cows that 
are pregnant, but failed to raise 
a calf to weaning. Most of the 
time, these calves die within 14 
days of birth. From a long-term, 
hard-nosed production perspec-
tive, this loss usually refl ects a 
lack of mothering ability, and 
these cows should be removed. 
At certain points in the cattle 
cycle, agricultural economists 
may suggest that you relax this 
criterion, especially for those 
cows that are historically good 
producers and are bred to calve 
early in the next calving season. 
If you do allow any of these cows 
to stay in the herd, they should 

Culling Without the Bells 

and Whistles
By Clay Wright

be identifi ed and given only one 
reprieve. Note: If calf losses are 
excessive, you should evaluate 
your management practices for 
potential problems.

Another culling criterion I con-
sider imperative is poor disposi-
tion, a subjective evaluation. For 
some, a couple of crazy cows just 
make things more interesting. 
For my money, a cow not only 
has to breed on schedule, but 
also has to act civilly. In any sit-
uation, a wild animal can harm 
the attitude of the herd around 
her and can hurt herself, other 
cattle or the working crew. When 
you have the chance to get her in 
a trailer, ship her.

At culling time, cows should 
be examined for functionality. 
As a rule of thumb, if a physical 
problem interferes with a cow’s 
production potential, she should 
be culled. Permanent lameness, 
bad udders, so-called hardware 
disease and blindness are just a 
few of these problems. Cow age 
is in this category. Badly worn 
or missing teeth can reduce a 
cow’s production and even her 
ability to survive. Longevity in 
a cow herd is a desirable trait, 
but consider culling a cow while 
she still has acceptable salvage 
value.

Besides culling for reproduc-
tion and functionality, many 
operations have set produc-
tion criteria for their cows. The 
most common culling criterion 
in these herds is based on the 
weaning weight of the calves. 
Weaning weight is a measure of 
mothering ability of the cow and 
growth potential of the calf. Actu-
al weaning weights for all calves 
can be standardized to 205 days 
of age and adjusted for the age of 
the dam. The adjusted 205-day 
weight of each calf is compared 
with the average weight of its 
sex and contemporary group. 
This ratio yields a relative com-
parison of production between 
cows for that calf crop. Using ad-
justed 205s, a producer can iden-
tify cows with high, average and 
low production capability, and 
make accurate culling decisions 
on cow performance.

Whether you call it culling or 
selection, the result should be 
the same. The cows that meet 
your criteria get to stay. Those 
that don’t, go to town.

And whatever you do, keep 
the railroad right-of-way fences 
mended.

Noble News & Views
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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

SSS

M t f thM t f th

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

kingsville livestock auction

1st & 3rd Tuesdays  
Missouri Source & Age 

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

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

MCA-SAV Program Dealer

WC Show-Me Select Sale - Nov. 27

     Cow Sale - Nov. 20th
Livestock Sale every Tuesday 10:30 a.m.

2000+ Missouri Farm Fresh Cattle Weekly

* Soil sample early so you 
have time to make phospho-
rus (P) and K applications 
this fall.
* Any fi eld testing low in K 
should have at least some 
of the recommended fertil-
izer applied in the fall to help 
with winter survival.
Splitting high recommenda-
tions, some in the fall and 
some after fi rst cutting will 
improve nutrient uptake 
effi ciency.

thus there will be less poten-
tial for compaction.
* Regular liming is especially 
important for no-till systems. 
Never let the pH in no-till 
systems get too low. It is easy 
to maintain pH but very dif-
fi cult to correct a low pH in 
no-till.
Fertilize Hay Fields: Hav-
ing adequate fertility, espe-
cially potassium (K) going 
into the winter is critical for 
good forage stand survival.

 continued from page 9
Fall Fertility Checklist

Fall  Sale
November 20, 2010 • Noon

Batesville Stockyard - Charlotte, AR - Highway 25

(East of Batesville)

70 Quality Angus Lots

20 Bulls • 50 Females

Cow/Calf Pairs • Bred and Open

Heifers • Service-Age Bulls

-Semen Checked, Scrotal Measured -

Mininum Weights Required

View the sale book: albauction.com

Northeast Arkansas Angus Association

www.neaaa.org
Tommy Hill, Pres. - 870-236-3187

Bill Davis, VP - 870-668-3716

Pam Taylor, Sec. - 870-346-5657

Bill Maxwell, Treas. - 870-878-6485

SSale Manager, Auctioneer
JJARVENE SHACKELFORD,  
AAR Li.#573

OOffice:  (662) 837-4904    
MMobile:  (662)  837-1776

EE-mail: aalb@albauction..com



The Midwest Cattleman · October 21, 2010 · P27

The U.S. beef cow herd has 
shrunk for 12 of the last 14 
years for a variety of reasons. 
The late 1990s was normal 
cyclical liquidation extend-
ed by drought into the mid 
2000s. Two years of cyclical 
expansion in 2004 and 2005 
was truncated by more re-
cent economic shocks, includ-
ing dramatic increases in in-
put prices and volatility from 
late 2006 through 2008 fol-
lowed by recessionary weak-
ness in cattle prices in 2009. 
Cattle prices in general, and 
calf prices in particular, have 
rebounded signifi cantly in 
2010. That along with some 
moderation in input costs 
suggests modest profi tability 
potential for cow-calf produc-
ers.

In general, cow herd liqui-
dation occurs for only a cou-
ple of reasons. One is severe, 
widespread and prolonged 
drought, which occurs oc-
casionally. More commonly, 
producers reduce the cow 
herd due to lack of profi t-
ability. Historically, cyclical 
variation in calf prices, with 
relatively stable costs, led to 
periods of poor profi tability 
that spawned phases of liqui-
dation followed by expansion 
after calf prices improved. 
Since 2006, it has been high 
input prices relatively more 
so than low cattle prices 
that has eroded profi tability. 
Whatever the reason, pro-
ducers have spent much of 
the last 14 years and the last 
four years especially on the 
defensive, trying to maintain 
equity and avoid catastroph-
ic fi nancial impacts. The ex-
tended period of liquidation 
results today in the lowest 
cattle inventories in nearly 
50 years.

Macroeconomic recovery is 
underway, albeit slowly, and 
input markets and prices 
have stabilized somewhat. 
Those factors, combined with 
the cow herd at current low 
levels, suggest generally 
higher cattle prices and im-
proved cow-calf profi tability 
for the next several years. 
This is likely at some point 
to lead to cow herd expan-
sion. Cow-calf producers may 
have the best chance in many 

years to be more on the of-
fense than the defense. In-
dividual producers should 
consider their unique situa-
tion and determine a strate-
gy for the next several years. 
If your fi nancial situation is 
still precarious, repairing 
that will logically continue 
to be your primary concern. 
If not, it may be time to con-
sider if you should be more 
aggressive and exactly how 
to do that.

What you really want to do 
is anticipate when lots of pro-
ducers will want to expand 
cow numbers and do it just 
ahead of them. This is for two 
reasons. First, you want to 
purchase replacement breed-
ing animals before they get 
more expensive. Any signifi -
cant expansion at this time 
will result in very expensive 
replacement heifer and cow 
costs because cattle invento-
ries are so low. Secondly, not 
only will you want to take 
advantage of high calf prices 
but you may have opportuni-
ties to sell replacements to 
other producers resulting in 
additional profi t potential. If 
high cattle prices are going to 
cause you to want to expand 
your cow herd in the next two 
to three years, you probably 
want to do it sooner rather 
than later.

What are the risks? Be-
cause we have had many 
non-cyclical factors affecting 
cattle markets, it is diffi cult 
to predict when cyclical ex-
pansion will begin. The U.S. 
and global economies are still 
rather precarious and many 
markets are quite volatile. 
There have been no indica-
tions of expansion yet; in 
fact, cattle numbers are still 
declining. But numbers could 
stabilize in the next few 
months and modest expan-
sion is possible by late 2011. 
Caution is advised, but being 
prepared for more aggressive 
production and being willing 
to step out ahead of the rest 
of the industry is the best 
way to capitalize on market 
opportunities. 

CattleNetwork.com

F.O.B. Factory Restrictions Apply

EACH

FEED BUNKS 
WATERERS

FENCE LINE FEEDERS

COMMODITY BUNKS

■

■

■

■

For Best Quality, Best Price
& Best Service

The Concrete Works, LLC
417-265-3504 Souder, MO

Serving MO, AR, KS, OK

CONCRETE CATTLE FEEDERS

Best 
Value!

FIELD BUNK FEEDER

Single and 

Super Tanker!
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Midwest Seedstock
& 

The 

Angus

Sound Genetics 
Reasonable 

Expectations

417-944-2219

BULLS, FEMALES & 
EMBRYOS FOR SALE

KENNY & JANYCE HINKLE
RT. 6 • BOX 69, NEVADA, MISSOURI 64772 

hpca@centurytel.net

REGISTERED 
ANGUS

BULLS FOR SALE
CWC, Inc.

Bill & Marta Osborn
Steve & Jeanie Osborn
5633 Farm Road 1012
Purdy, Missouri 65734

417-489-5440
417-850-4749www.cwcangus.com

LIMOUSIN CATTLE
Bulls - Black & Reds

Bred Heifers & Open Heifer

417-842-3353
Ron & Will James

GELBVIEH
Breeding Age Bulls  • Replacement Heifers

Markes Family Farms
Waukomis, OK

580-554-2307

Limousin / Limflex
Polled Red and Black Limousin Bulls

ALSO LIM-FLEX,
GUARANTEED FIRST YEAR, SOME A.I.

                       816-930-3119

Hereford
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

Limousin
Muscle – Growth – Efficiency

#1 Cross for Angus Cows

Schrock
Cattle Company

Stan & Emily
816-449-5999
816-564-2918 4328 NE Berlin Rd • Pattonsburg, MO

Gelbvieh

KB Farms
~ Registered Beefmasters ~ 

Bulls & Females For Sale

620-252-9002

Charolais

Your Ad Could Be Here

Place Your Ad  Here

 Directory

Place 
Your 
Ad

Here

Large Selection Red Angus Bulls,
Yearlings - 2 Yrs.

Ken Keesaman  816-675-2503 
Kody Keesaman  816-675-2281 

Osborn, MO 64474
email: kkfarms@cameron.net

Red Angus

Braunvieh

Beefmaster

 Polled • Gentle • Low Birth weights

Spillars Charolais 

660-433-5962

Registered Charolais Bulls

Red Poll

“The Balanced Breed”
Red Poll
• Fertility
• Forage Ef  ciency
• Calving Ease

• Mothering Ability
• Genetic Consistency
• Gentle Disposition

Arrow Rock Farm  
Walnut Grove, MO

417-788-2624

620-824-6492

BERACHIAH BEEFMASTERS
Breeding Polled Beefmasters since 1982

Performance Data - EPD’s
Gentle - Halter Broke

  

417- 826-5881

BULLS 
FOR 

SALE!

BULLS 
FOR 

SALE!

   
    

Mark Nikkel, Mng. Partner
785-256-4327

www.millbraeranch.com

Agribusiness

Braunvieh & Angus/Braunvieh
Hybrid Seedstock

Ron McBee
221 State Hwy H • Fayette, MO 65248

(573) 228 2517
Email: mcbcattle@aol.com 

• Website: McBeeCattleCompany.com

Over 15 years Grouping
 and Marketing our 

customer’s feeder calves

Registered
Beefmaster

Cattle

Paul Wallen
Home: 417-424-3204

Cell: 417-808-0296
        417-637-0130

Top Quality Genetics with Power & Performance
Low Birth Weights, Great Weaning and Yearling Weights

For Sale
Bulls & Females

Blacks & Reds

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

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

16-24 mo age, all forage tested, calving ease, semen tested, 

guaranteed, large selection of top genetics, utilize hybrid vigor 

for more $, more longevity, 25% more life time production, 

more forage genetics. Quality bred heifers, cows, 50 years of 

reputation functional seedstock using the latest proven 

technologies to bring you more value – because we care.

John Rotert/Bob Harriman, Montrose, MO

660-693-4844 or 660-492-2504
www.rotertharriman.com

RANGE READY 
SimAngus

24 mo age all forage tested calvf ing ease semen tested

R/H Combination 208PU

Charolais Bulls
Growthy - Good Disposition

Great EPD’s
Bebout Charolais

417-273-4279
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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

Oct  30  * Stuecken Bros. Herd Reduction Sale, Vienna, MO 573-744-9228

Nov 5-6 * GeneTrust at Chimney Rock Cattle Co, Concord, AR 877-GENETRS 

Nov   6  * 8th Annual Braunvieh Herd Builder Sale, Marshall, MO 620-583-5226  

Nov   6  * HAGA Gelbvieh Female Sale, Springfi eld, MO  641-473-2489

Nov   6  * Irvine Ranch Annual Production Sale, Manhattan, KS 785-313-7473

Nov   6     Missouri Charolais Breeders Fall Bull & Female Sale, Bois D’Arc, MO

Nov   6  * Professional Beef Genetics, Montrose, MO 800-PBG-BULL

Nov   6  * Reynolds Herefords, Huntsville, MO 660-277-3679

Nov   6  * “The Andras Kind” Red Angus Female Sale, Manchester, IL 217-473-2355

Nov   6  * The Fall Gathering, Carthage, MO 918-342-2225

Nov   7  * Baker Angus Farm, Butler, MO 660-679-4403

Nov   7     Heritage in the Homeland Limousin Sale, Seminole, OK

Nov  13 * Gibbs Farms 5th Bull & Replacement Heifer Sale, Ranburne, AL 336-468-6363

Nov  13    Moser Ranch 19th Annual Bull Sale, Wheaton, KS

Nov  14    Four State Shorthorn Assoc. Sale, Diamond, MO

Nov  15    Oklahoma Hereford Assoc. Sale, Sulpher, OK

Nov  19 * SW Show-Me-Select Replacement Heifer Sale, Carthage, MO 417-466-3102

Nov  20 *  NE Arkansas Angus Association Sale, Charlotte, AR  662-837-4904

Nov  20 * Show-Me Polled Hereford Classic, Sedalia, MO 660-527-3507

Nov  20 * Walk of Fame VI Shorthorn Production Sale, Jerseyville, IL 618-498-5848

Nov  20 * Sydenstricker Genetics, Mexico, MO 573-581-1225

Nov  21 * Green Springs Performance Tested Bull Sale, Passaic, MO 417-448-7416

Nov  27    Butch Meier Angus, Jackson, MO 

Nov  27    KS/NE Gelbvieh Assoc. “Pick of the Herds” Female Sale, Salina, KS

Nov  27 * West Central Show-Me-Select Heifer Sale, Kingsville, MO 816-380-8460

Dec    3     Missouri Angus Advantage Plus, Marshall, MO

Dec    4     North Central Show-Me-Select Replacement Heifer Sale, Green City, MO

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

Dec    5 *  Missouri Hereford Assoc 2010 Opportunity Sale, Sedalia, MO 660-676-3788

Dec    6 *  Buffalo Creek Red Angus Complete Female Dispersal, Leiter,WY 307-736-2422

Dec  11     NE Show-Me-Select Replacement Heifer Sale, Palmyra, MO 573-985-3911

Dec  11     South Central Show-Me-Select Heifer Sale, Mountain Grove, MO

Dec  18     NW Show-Me-Select Replacement Heifer Sale, St. Joseph, MO
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