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VIEW FROM THE BLOCK

Jackie Moore

Registration blank online at
 www.joplinstockyards.com

John Simmons: Westville, OK
H(918)723-3724, M(918)519-9129

 Shane Stierwalt: Shidler, OK
M(918)688-5774

MISSOURI
Clay Barnhouse: Bolivar, MO

M(417)777-1855
Danny Biglieni: Republic, MO

M(417)224-5368, H(417)732-2775
Sherman Brown: Marionville, MO
H(417)723-0245, M(417)693-1701

Chris Byerly: Carthage, MO
M(417)850-3813

Garry Carter: Stella, MO
M(417)592-1924

Joel Chaffin: Ozark, MO
M(417)299-4727

Rick Chaffin: Ozark, MO
H(417)485-7055, M(417)849-1230
Jack Chastain: Bois D’Arc, MO

H(417)751-9580, M(417)849-5748
Ted Dahlstrom, D.V.M.: Staff Vet

Stockyards (417)548-3074
Office (417)235-4088

Tim Durman: Seneca, MO
H(417) 776-2906, M(417)438-3541

Jerome Falls: Sarcoxie, MO
H(417)548-2233, M(417)793-5752
Nick Flannigan: Fair Grove, MO

M(417)316-0048
Kenneth & Mary Ann Friese: Friedheim, MO

H(573)788-2143, M(573)225-7932
CATTLE RECEIVING STATION

JRS Field Representatives Fred Gates: Seneca, MO
H(417)776-3412, M(417)437-5055

Brent Gundy: Walker, MO
H(417)465-2246, M(417)321-0958

Dan Haase: Pierce City, MO
(417)476-2132

Jim Hacker: Bolivar, MO
H(417)326-2905, M(417)328-8905
Bruce Hall: Mount Vernon, MO

H(417)466-7334, M(417)466-5170
Mark Harmon: Mount Vernon, MO

M(417)316-0101
Bryon Haskins: Lamar, MO

H(417)398-0012, M(417)850-4382
Doc Haskins: Diamond, MO

H(417)325-4136, M(417)437-2191
Mark Henry: Hurley, MO

H(417)369-6171, M(417)464-3806
J.W. Henson: Conway, MO

H(417)589-2586, M(417)343-9488
CATTLE RECEIVING STATION

Joe David Hudson: Jenkins, MO
H(417)574-6944, M(417)-342-4916

Steve Hunter: Jasper, MO
H(417)525-4405, M(417)439-1168

Larry Jackson: Carthage, MO
H(417)358-7931, M(417)850-3492

Jim Jones: Crane, MO
H(417)723-8856, M(417)844-9225

Chris Keeling: Purdy, MO
H(417)442-4975, M(417)860-8941

Kelly Kissire: Anderson, MO
H(417)845-3777, M(417)437-7622

Larry Mallory: Miller, MO
H(417)452-2660, M(417)461-2275

ARKANSAS
Dolf Marrs: Hindsville, AR

H(479)789-2798, M(479)790-2697
Billy Ray Mainer: Branch, AR

M(478)517-6931
Kent Swinney: Gentry, AR

H(479)736-4621, M(479)524-7024

KANSAS
Pat Farrell: Fort Scott, KS

M(417)850-1652
Chris Martin (Video Rep): Alma, KS

M(785)499-3011
Alice Myrick: Mapleton, KS

H(620)743-3681, M(620)363-0740
J.R. Nichols: Prescott, KS

H(913)352-6346
Bob Shanks: Columbus, KS

H(620)674-3259, M(620)674-1675
Orlan Shanks:Columbus, KS

H(620)674-3683

OKLAHOMA
Perry L. Adams: Custer City, OK

M(580)309-0264
Russell Boles: Watson, OK

M(903)276-1544, (H)580-244-3071
Ronnie Cook: Miami, OK

H(918)788-3018, M(918)533-4366
Justin Johnson: Afton, OK

M(417)439-8700
Chester Palmer: Miami, OK

H(918)542-6801, M(918)540-4929

Cody Misemer: Mount Vernon, MO
H(417)461-7055, M(417)489-2426

Bailey Moore: Granby, MO
M(417)540-4343

Skyler Moore: Mount Vernon, MO
M(417)737-2615

Kenny Ogden: Lockwood, MO
H(417)537-4777, M(417)466-8176
Jason Pendleton: Stotts City, MO
H(417)285-3666, M(417)437-4552

Charlie Prough: 
El Dorado Springs, MO

H(417)876-4189, M(417)876-7765
Russ Ritchart: Jasper, MO

H(417)394-2020
Justin Ruddick: Anderson, MO

M(417)737-2270
Alvie Sartin: Seymour, MO

H(417)859-5568, M(417)840-3272
CATTLE RECEIVING STATION

Jim Schiltz: Lamar, MO
H(417)884-5229, M(417)850-7850

David Stump: Jasper, MO
H(417)537-4358, M(417)434-5420

Matt Sukovaty: Bolivar, MO
H(417)326-4618, M(417)399-3600

Mike Theurer: Lockwood, MO
H(417)232-4358, M(417)827-3117

Tim Varner: Washburn, MO
H(417)826-5645, M(417)847-7831

Troy Watson: Bolivar, MO
M(417)327-3145

Virgil Winchester: Anderson, MO
H(417)775-2369, M(417)850-3086

Cattlemen’s Classic Golf Tournament Registration Form 

Player 1  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 2  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 3  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 4  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

        

 

 

 
Contact Person  _________________________________________________________________________________  

Address  _______________________________________________________________________________________  

 ______________________________________________________________________________________________  

Day Phone _________________________ Evening  Phone  ______________________________________________  

Email  _________________________________________________________________________________________  

Amount Paid $__________         Check Enclosed  

Credit Card Number  ______________________________________________   Ex        _______________________  

  

  

  

 

Longest Drive Longest Putt 
Closest to the Pin Shortest Drive 
Hole sponsorship  

Cattlemen’s Classic Golf Tournament Registration Form 

Registration ttaC       :noisiviD              nosrep rep 001$ : lemen’s Class                  Open Class 

Player 1  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 2  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 3  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 4  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

 

 

 

Contact Person  _________________________________________________________________________________  

Address  _______________________________________________________________________________________  

 ______________________________________________________________________________________________  

Day Phone ______________________________  Evening Phone  _________________________________________  

Email  _________________________________________________________________________________________  

Amount Paid $__________         Check Enclosed   Credit Card:          MasterCard          Visa       

Credit Card Number  ______________________________________________   Ex        _______________________ 

Skirt 
$10 

Mulligan 
$10 

  

  

  

  

Please mark the extras 
you would like. 

Deadline: September 10, 2007    Please return to:  Missouri’s Cattlemen Foundation  �  2306 Blu� Creek Drive �   Columbia, MO  65201 �   Fax 573/449-4953 

Longest Drive Longest Putt 

Closest to the Pin Shortest Drive 

Hole Sponsorship  
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Cattlemen’s Classic Golf Tournament Registration Form 

Registration ttaC       :noisiviD              nosrep rep 001$ : lemen’s Class                  Open Class 

Player 1  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 2  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 3  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Player 4  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Sponsorships:      $250, each—on a �rst-come, �rst-serve basis  

 

 

 

Contact Person  _________________________________________________________________________________  

Address  __________________________________________

 ______________________________________________________________________________________________  

Day Phone ______________________________  Evening Phone  _________________________________________  

Email  _________________________________________________________________________________________  

Amount Paid $__________         Check Enclosed   Credit Card:          MasterCard          Visa          American Express          Discover 

Skirt 
$10 

Mulligan 
$10 

  

  

  

  

Please mark the extras 
you would like. 

Longest Drive Longest Putt 

Closest to the Pin Shortest Drive 

Hole Sponsorship  
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HOSTED BY:

Registration: $100 per person Division:   Cattlemen’s Class   Open Class

Deadline: August 20, 2012 • Please return to: Joplin Regional Stockyards • P O Box 634 • Carthage, MO 64836 • Fax: 417.548.2370

12TH ANNUAL
SOUTHWEST MISSOURI
CATTLEMEN’S CLASSIC

GOLF TOURNAMENT
THURSDAY, SEPTEMBER 6

11:30 AM—REGISTRATION
1:OO PM—SHOTGUN START

DINNER TO FOLLOW

4551 FAIRWAY DR., BOLIVAR, MO 65613
(417)328-SILO (4756)

Proceeds to benefit
OZARKS BEEF HOUSE
at the Ozark Empire Fair

Sponsorships:  $250 each—on a first-come, first-serve basis

13th ANNUAL
SOUTHWEST MISSOURI
CATTLEMEN’S CLASSIC

GOLF TOURNAMENT
THURSDAY, SEPTEMBER 5
Proceeds to benefit Ozarks Beef House at Ozark Empire Fair

11:30 am REGISTRATION & LUNCH
1:00 pm SHOTGUN START, DINNER TO FOLLOW

Cattlemen’s Classic Golf Tournament Registration Form 

Player 1  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 2  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 3  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 4  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

        

 

 

 
Contact Person  _________________________________________________________________________________  

Address  _______________________________________________________________________________________  

 ______________________________________________________________________________________________  

Day Phone _________________________ Evening  Phone  ______________________________________________  

Email  _________________________________________________________________________________________  

Amount Paid $__________         Check Enclosed  

Credit Card Number  ______________________________________________   Ex        _______________________  

  

  

  

 

Longest Drive Longest Putt 
Closest to the Pin Shortest Drive 
Hole sponsorship  

Cattlemen’s Classic Golf Tournament Registration Form 

Registration ttaC       :noisiviD              nosrep rep 001$ : lemen’s Class                  Open Class 

Player 1  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 2  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 3  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 4  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

 

 

 

Contact Person  _________________________________________________________________________________  

Address  _______________________________________________________________________________________  

 ______________________________________________________________________________________________  

Day Phone ______________________________  Evening Phone  _________________________________________  

Email  _________________________________________________________________________________________  

Amount Paid $__________         Check Enclosed   Credit Card:          MasterCard          Visa       

Credit Card Number  ______________________________________________   Ex        _______________________ 

Skirt 
$10 

Mulligan 
$10 

  

  

  

  

Please mark the extras 
you would like. 

Deadline: September 10, 2007    Please return to:  Missouri’s Cattlemen Foundation  �  2306 Blu� Creek Drive �   Columbia, MO  65201 �   Fax 573/449-4953 

Longest Drive Longest Putt 

Closest to the Pin Shortest Drive 

Hole Sponsorship  
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Cattlemen’s Classic Golf Tournament Registration Form 

Registration ttaC       :noisiviD              nosrep rep 001$ : lemen’s Class                  Open Class 

Player 1  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 2  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Player 3  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Player 4  ___________________________________________________________________________  

Company  __________________________________________________________________________  

Address  ___________________________________________________________________________  

Sponsorships:      $250, each—on a �rst-come, �rst-serve basis  

 

 

 

Contact Person  _________________________________________________________________________________  

Address  __________________________________________

 ______________________________________________________________________________________________  

Day Phone ______________________________  Evening Phone  _________________________________________  

Email  _________________________________________________________________________________________  

Amount Paid $__________         Check Enclosed   Credit Card:          MasterCard          Visa          American Express          Discover 

Skirt 
$10 

Mulligan 
$10 

  

  

  

  

Please mark the extras 
you would like. 

Longest Drive Longest Putt 

Closest to the Pin Shortest Drive 

Hole Sponsorship  
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HOSTED BY:

Registration: $100 per person Division:   Cattlemen’s Class   Open Class

Deadline: August 20, 2012 • Please return to: Joplin Regional Stockyards • P O Box 634 • Carthage, MO 64836 • Fax: 417.548.2370

12TH ANNUAL
SOUTHWEST MISSOURI
CATTLEMEN’S CLASSIC

GOLF TOURNAMENT
THURSDAY, SEPTEMBER 6

11:30 AM—REGISTRATION
1:OO PM—SHOTGUN START

DINNER TO FOLLOW

4551 FAIRWAY DR., BOLIVAR, MO 65613
(417)328-SILO (4756)

Proceeds to benefit
OZARKS BEEF HOUSE
at the Ozark Empire Fair

Sponsorships:  $250 each—on a first-come, first-serve basis $100/individual 
$400/team
4 Person 
Scramble 
Format

Tan is 7505c (0c, 70m, 30y, 55k)
Red is Pantone 186 (0c,100m, 81y, 4k)
Joplin Regional is Knomen
Stockyards is Playbill
Tagline is BaskertonSW-Italic

Sponsor of Cheer Carts 
& Hole in One Contest

(All Par 3’s)

To Register Call
Steve Owens 
417.548.2333
Mark Harmon 
417.316.0101

MID-MISSOURI BANK

Look out your window and it’s 
likely you won’t see much that 

resembles last summer. It seems 
like it rains about every day lately 
and its 75 to 80 degrees instead 
of 100. It is paradise!

The weather is having a huge 
impact on the market. We’ve 
seen corn come down over $1 
a bushel. I expect the cost of 
gain to drop like a rock as grain 
gets a lot cheaper. We’ll see that 
really influence the feeder cattle, 
to trend higher as we go along. 
Cattle will feed for 95 cents or $1 
instead of $1.15 or $1.20. That 
will have a huge impact on the 
cattle market. It’s also rained in 
Oklahoma and Kansas so we will 
especially see the lighter end of 
the calves trend higher as those 
cattle can go to wheat for grazing. 
I think we may be shorter on calf 
numbers this fall than we have 
been in a long, long time —or 
maybe ever. I think the cattle 
market will just be pretty rapid! If 
you are in the cow/calf business, 
you will be in the driver’s seat!

Cow and bull prices are also 
being impacted by the weather. 
Big rains over widespread areas 
like the one the end of July will 
drop slaughter numbers. It looks 
to me like we could see prices go 
higher at a time when we typically 
see lower prices simply because 

of the number of slaughter cattle 
going to market.   

Our special video sales have 
been really good this summer. 
There is a lot of opportunity out 
there right now. Some of the 
6-weight steers right now are 
costing in the $1.50 range. If you 
can sell those cattle weighing 
850-900 pounds for November 
delivery for $1.45 or $1.50, 
there is potential to make a lot 
of money. This might not have 
worked the last couple of years, 
but this year it seems to me like 
it’s a no-brainer. 

The grandkids are playing 
football, basketball and baseball. 
It’s raining every day. The cattle 
market is good. And, I’m just livin’ 
the dream.

Good luck and God bless.
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About the Cover
	 Weaning is a critical time in a calf’s life. Find out the 
best time to wean and other management strategies inside 
this issue.— Photo by Joann Pipkin

Features
11 • Keep Cows Cool with Help from Your Phone
12 • When is the Best Time to Wean?
14 • Thistle Control 101
18 • To Creep or Not to Creep
19 • Discover Low-Stress Weaning
20 • Why the Cows are Heading South
22 • Finding the Sweet Spot
25 • Overcoming the Challenge of 3-Digit Prices
In Every Issue  
  3 • View from the Block 
  5 • Beef in Brief  
  6 • Nutrition Know-How with MU’s Dr. Justin Sexten
  8 • Health Watch with K-State’s Dr. Dan Thomson
16 • Next Generation
30 • Event Roundup
32 • Market Watch

Inside this Issue

Contact Us
Publisher/Advertising: 

Mark Harmon | Email: markh@joplinstockyards.com
Phone: 417-548-2333 | Mobile: 417-316-0101

Fax: 417-548-2370
Editor/Design/Layout:

Joann Pipkin | Email: editor@joplinstockyards.com
Ad Deadline 2nd Monday of Each Month for Next Month’s Issue

Cattlemen’s News, P O Box 634, Carthage, MO 64836
www.joplinstockyards.com

Subcription questions can be answered by calling 417-548-2333

Although we strive to maintain the highest journalistic ethics, Joplin Regional Stockyards 
limits its responsibilities for any errors, inaccuracies or misprints in advertisements or editorial 
copy. Advertisers and advertising agencies assume liability for all content of advertisements 
printed, and also assume responsibility for any claims arising from such advertisement made 

against the Stockyards and/or its publication.

If you wish to discontinue a subscription to Cattlemen’s News please
send request or address label to:

Cattlemen’s News
P.O. Box 634 | Carthage, MO 64836

“NEW”
Preg Testing

Now Available

www.CattleStats.com

405.607.4522

Sick
Cattle?
is it BVD?
TEST NOW!

BVD PI Testing Facility

L&L CONSTRUCTION
Super Strong All Steel Buildings
• Custom Built to Size
• One Continuous Roof Sheet up   
 to 50’ wide
• All Welded, No Bolts
• Post Concreted in Ground 4-5’ Deep

SUMMER DISCOUNTS IN EFFECT
Size          Description           Reg. Price          DISCOUNT             YOUR PRICE
40’ x 60’ x 14’     2 End, 1 Side Wall      $18,995               $1,000                $17,995* **

50’ x 80’ x 16’    1 End, 1 Side Wall     $27,995              $2,000                    $25,995* **

60’ x 100’ x 16’  1 End, 1 Side Wall     $39,995              $3,000                    $36,995* **

—Limited Time Offer—

Mike Lowak (417)872-5080     Chris Lowak (417)682-1488
We Build Equipment Sheds, Hay Barns, Shops & More!

* Prices Subject to Change     ** Travel Required Outside 100 Mile Radius

PROTECT
YOUR VALUABLE HAY &

EQUIPMENT!

JOPLIN REGIONAL 
STOCKYARDS 

VETERINARY OFFICE
Mon. & Wed. 417-548-3074 (barn)

DEWORMERS
Dectomax - 500 ml -  
Ivomec Inj. - 1000 ml - 
Ivomec Plus Inj. - 500 ml - 
Ivomec Plus Inj. - 1000 ml - 
Normectrin Inj. - 500 ml - 
Normectrin Inj. - 1000 ml - 
Ivermectin Pour On - 5L - 
Cydectin Inj. - 500 ml - 
Cydectin - 5L - 
Cydectin - 10L - 

ANTIBIOTICS
Agrimycin 200 - 500 ml - 
Baytril - 250 ml - 
Biomycin 200 - 500 ml - 
Micotil - 250 ml - 
Nuflor - 250 ml - 
Nuflor - 500 ml - 
Sustain III Cow Boluses 50 ct. - 
Tetradure 300 - 500 ml - 
Banamine - 250 ml - 
Draxxin - 100 ml - 
Draxxin - 250 ml - 
Draxxin - 500 ml - 

Several implants still available
Component • Revlor • Ralgro

Synovex • Pinkeye 
Fly Tags—Best Prices!

Animal Clinic of Monett
Mon.-Sat. 417-235-4088 (Office)

SHOP HERE
 BEFORE YOU BUY

AND SUCCULENCE IN EVERY BITE.

OURS HAS

Get 10 essential nutrients all in one delicious
recipe at BeefItsWhatsForDinner.com

Top Sirloin • Recommended 3 oz. serving
151 calories • 27% of the daily value of B6, 24% of B12,
7% of riboflavin, 36% of niacin and 50% of protein

Funded by The Beef Checkoff

573-817-0899
www.mobeef.org

MCIC ad_Nutrients.indd   1 7/11/2013   2:20:36 PM
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BEEF IN BRIEF
New Transportation Rule Posed Threat to Animal Welfare

The Department of Transportation’s Federal Motor Carrier 
Safety Administration (FMCSA) made the decision to allow livestock 
truckers a 90-day waiver from a rest-break provision included in 
new rules, which went into effect on July 1, 2013. The rest-break 
provision requires drivers to take a 30-minute break during the first 
8 hours of a shift. While the rule changes were well-intentioned, 
according to Missouri Cattlemen’s Association Executive Vice 
President Mike Deering, they did not take into account animal 
welfare. Deering said livestock hauling is not the same as hauling 
non-living items.

FMCSA granted the 90-day waiver as a result of above average 
temperatures forecast for much of the country from now through 
September.—Source: Missouri Cattlemen’s Association Prime Cuts

USDA Forecasts Even Lower Beef Production in 2013
The latest USDA World Agricultural Supply and Demand 

Estimates Report forecasts lower beef production compared to the 
previous quarter from the third quarter of 2013 through the second 
quarter of 2014.

Compared to a forecast from the previous month’s report, the 
USDA has lowered its beef production projection by 100 million 
pounds for the year. The new estimate is 576 million lower than 
totals in 2012.

Looking ahead to annual beef production in 2014, the USDA 
remains steady on its prediction of 24.1 billion, over 1.8 billion lower 
than the 2012 figure.

The forecast for overall red meat production is reduced from 
the previous month due to lower beef, pork and turkey production. 
Fewer cattle were slaughtered in Q2 than expected which the 
USDA says more than offsets higher slaughter numbers expected 
from July to December.

The USDA lowered its annual cattle price forecast based on 
recent market activity. That trend has been carried over to early 
2014 expectations as well. This year’s projected steer price moved 
from a range of 125-130 to 124-127 per cwt. Although prices are 
expected to move higher in 2014, the USDA has lowered next 
year’s projected steer price from a range of 128-138 to a range of 
126-137 per cwt.

Beef exports for 2013 and 2014 are unchanged. The USDA 
reports the beef import forecast is lowered for 2013 and 2014 due 
largely to expected tight supplies in Oceania.

—Source: CattleTraderCenter.com

2013 Missouri Steer Feedout Ends in Red Ink Again 
The curtain has come down on the 2012-13 Missouri Steer 

Feedout with the Finale on June 27 in Mt. Vernon. The sad news 
is that the average loss per head on the 149 steers that began the 
program was $227.49 during the feeding phase of their life.

“This was the second Feedout in a row that saw losses exceed 
$225,” said Eldon Cole, a livestock specialist with University of 
Missouri Extension.

The large losses can be blamed on a variety of causes. They 
range from the initial value placed on the steers in November 
which ran from $135 to $170 per hundred. The feed cost averaged 
$109.36 per hundred with the total cost of gain $130.45.

Other factors that contributed to the red ink were: two steers 
died; 25 percent of the calves were individually treated at an 
average cost of $11.24 per head; six head were Yield Grade 4s; 
four head had very low marbling scores thus graded Standard; two 
carcasses weighed less than 550 lbs. Each of these items made 
profits more elusive.

The 149 steers were all born after January 1, 2012 and made 
an average daily gain of 3.19 lbs. They weighed 1181 lbs. when 
slaughtered. Their average fat cover was .42 inch and their ribeye 
average was 12.5 square inches. The 147 carcasses averaged 
59% low Choice or above with 60% having a Yield Grade of 1 & 2.

In addition to the various costs that contributed to the $227 per 
head loss, the fed cattle marketed remained low throughout the 
spring.—Source: University of Missouri Extension

Carthage, MO 64836

417-359-5470

Kevin Charleston
Chip Cortez

SERVING YOURINSURANCE NEEDS FOR:
Commercial Ag
Farm Livestock

Poultry
Cattle Insurance
 (Stand Alone)

Livestock Auctions

CALL 
BEFORE 

YOU NEED 
US!

Feed Mills
Fertilizer

Seed Mills
Implement Dealers

Dog Food Processor
Sod Farms

MADE  MEASURETO

Only $275
AP600 Scale Platform

with purchase of indicator 

and MP600 load bars

Offers valid August 1- November 30, 2013

www.tru-test.com
800-874-8494

Animal safe 
— NO sharp edges —

Why Tru-Test?
• Locks on stable weight in 2-4 seconds
• Sealed against dirt and moisture
• Most advanced scale range available
• Fast & accurate    
• Superior electronics
• FREE software updates   
• Over 30 years experience

Rebates up to
$200 

on Select Scales!

Industry’s Best
Scale Platform
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NUTRITION KNOW-HOW
Weaning-Time Nutrition,
Management Critical
Nutrition key to minimizing sickness, death
BY JUSTIN SEXTEN FOR CATTLEMEN’S NEWS

WE 
DELIVER
Animal Health

at the Absolute
 Lowest Cost

MAC’S
VET SUPPLY

We Ship or Deliver To Your Door!
601 Front Street • Monett, MO 65708

1-888-360-9588
417-235-6226

Ivermectin Pour-On, 5.0 Liter 

 

          CALL
Cydectin, 5.0 Liter              CALL                

 
      

Cydectin, 10.0 Liter              CALL               
 

      
Dectomax, 500 ml 

         

Noromectin Plus Inj., 500 ml               $132.95
Noromectin Inj., 500 ml

 
        $85.00

Cattlemaster Gold FP5, 25 Dose              $55.07
One-Shot, 50 Dose 

  

       $119.67
One-Shot, 10 Dose 

  
         $24.50

Ultrabac 7 Som, 50 Dose 

 

       $39.77
Electroid 7, 7 Way, 50 Dose 

 
       $13.95

Permethrin 1%, Gallon 

  

       $15.95 
Agricillin (PennG), 250 ml        $11.29
Ralgro Cart. 

  
       $25.20

Synovex Cart.            $8.90

Joplin Regional Stockyards Value Added
       Sale Tags are Now Visual Only! 
                      Available at:

          CALL

ANGUS MEANS  
BUSINESS.

A reliable business partner is 
difficult to come by.  At the 
American Angus Association®, 
a team of skilled Regional 
Managers can guide your 
operation toward success. 

Contact Wes Tiemann to locate 
Angus genetics, select marketing 
options tailored to your needs,
and to access Association 
programs and services. Put the 
business breed to work for you.

Wes Tiemann,
Regional Manager

9800 E Hwy OO
Hallsville, MO 64255
816.244.4462
wtiemann@angus.org

Iowa 
Missouri 

3201 Frederick Ave.  •  St. Joseph, MO 64506
816.383.5100  •  www.angus.org

© 2012-2013 American Angus Association

Today’s farmers and ranchers have more challenges than 
ever before. Understanding you and your specific needs is 
the key to being an effective financial partner. We have a 
dedicated team of Agricultural Lenders to meet those 
needs.  Local lenders and local decisions – Arvest Bank.

Mike Chesnut
Neosho (417) 455-4400
NMLS #564093

Member FDIC

arvest.com

Larry Shellhorn
Lockwood (417) 232-5405
NMLS #801713

John Kleiboeker
Monett (417) 235-3226
NMLS# 1049521

Tom Sears
Miami (918) 541-2623
NMLS #930888

COMMITTED TO AGRICULTURE

The National Animal Health 
Monitoring System reports 

81.2% of surveyed feedlot op-
erators believe bunk-breaking 
calves is extremely or very 
effective in reducing sickness 
or death loss. Bunk breaking 
was ranked similar to respira-
tory vaccinations and weaning 
four weeks prior to shipping with 
castration and dehorning four 
weeks prior to shipping at 91.6% 
effective. Bunk breaking was 
considered important without 
any consideration of what feed 
is used to wean calves.

Nutrition during the first 
month after weaning is key 
to minimizing sickness and 
death loss in backgrounding 
and feedlot programs. Provid-
ing adequate nutrition follow-
ing weaning improves immune 
response and allows vaccines 
to adequately protect calves 
from infection while improving 
post-weaning gain regardless of 
market endpoint. Precondition-
ing programs are a comprehen-
sive approach to value added 
marketing by addressing health, 
nutrition and management.

When selecting weaning 
feedstuffs avoid the temptation 

to cheapen up diets using low 
nutrient feeds. Weaned calves 
have low dry matter intake so 
nutrient dense weaning rations 
ensure adequate protein and 
energy consumption. A weaning 
management program begins 
with quality forage. In many 
operations producers rely on 
forage to provide the bulk of the 
nutrients to weaned calves, in 
these cases, provide calves with 
the best grass hay available to 
ensure intake is not limited by 
fiber and fill.

In the weaning supplement 
maintain 14 to 16% CP, include 
a coccidiostat or ionophore, and 
provide balanced vitamin and 
mineral supplements. Using a 
straight commodity supplement 
can provide adequate protein 
and energy to weaned calves, 
but may lack adequate mineral 
and vitamin premixes in addition 
to the feed additives shown to 
improve weaning health.

The first month following 
weaning is when most manage-
ment uncertainty occurs. During 
this time calves are stressed; as 
a result sickness and death loss-
es will be the greatest. Nutrition-
al investments during this time 

period to maintain or enhance 
performance offer some of the 
greatest marketing returns. 

Providing yearling cattle or 
developing replacements with 
supplemental nutrition as the 
grazing season progresses 
offers the opportunity to in-
crease weight while extending 
pastures. As a rule of thumb for 
each pound of supplement a 
calf consumes, a half a pound 
of pasture is conserved. This 
late-season supplementation 
increases cattle “handling” and 
can improve the producers’ 
ability to lead cattle to corrals. 
Improved and increased cattle 
handling will reduce pre-ship-
ping shrink, increase market 
weight, or in the case of re-
placement heifers, allows earlier 
selection for disposition. 

Not all supplementation 
is good as excessive feed-
ing increases fleshiness. The 
discount for fleshy calves is 
linked to reduced feed efficiency 
and compensatory gain for the 
calves’ next owner. Market re-
port summaries indicate fleshy 
calves are discounted $1 to $6 
per cwt compared to average 
fleshed calves. As costs contin-

CONTINUED ON NEXT PAGE
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Barry County Sheriff Mick Epperly answers questions from the media 
regarding the arrest of and charges filed against Howard Lee Perryman, 

67, Monett, Mo. Perryman was apprehended by officers from the Greene 
County Sheriff’s Department July 11, 2013, after a drawn out search in 
Northwest Greene County. Perryman’s arrest came as the result of a 
lengthy investigation conducted by the Rural Crimes Unit of the Missouri 
State Highway Patrols Division of Drug and Crime Control, and the Sheriff’s 
Departments in Barry and Greene Counties. He has been charged with 
theft of farm equipment, stealing cattle and tampering with a motor vehicle.
Perryman is being held in the Greene County Jail on a $1 million bond. 
Greene County Sheriff Jim Arnott said at a July 15 press conference, the 
investigation is on-going.  —Photo by Joann Pipkin

ue to increase, the reduced feed 
efficiency associated with feeder 
calves carrying excessive condi-
tion will likely raise the discount 
for fleshiness.

Rapidly developed replace-
ment heifers produce less milk; 
heifers gaining greater than 2.5 
pounds a day and carry exces-
sive condition during develop-
ment tend to wean lighter calves 
throughout their productive life. 
Therefore, develop late season 
replacement supplementation 
programs with a pre-breeding 
target weight of 60% of mature 
cow size. This assures ade-
quate pre-breeding development 
while minimizing milk suppres-
sion and excessive feed costs.

Conversely, fleshy cull cows 
exhibit increased dressing per-
cent and higher market grades 
compared to thinner cows. 
Market cows carrying additional 
flesh are less likely to bruise 
during transportation resulting in 
reduced trim loss at processing. 
Cows failing to wean a calf or 

those who milk poorly will tend 
to be fatter at weaning. Open 
cows carrying excessive flesh 
should be the first on the cull 
cow list.

For fall-calving herds, 45 to 
60 days pre-calving is the other 
period when nutritional invest-
ments pay marketing dividends 
by improving calf vigor and 
colostrum quality. Having more 
calves survive from birth to 
weaning will increase market 
revenue. Additionally, improving 
cow condition pre-calving short-
ens the post-partum interval and 
improves reproductive efficiency 
during the following breeding 
season.

Market revenue to the 
beef operation is a function 
of pounds sold times price. 
Pounds marketed are a function 
of number of head and body 
weight. Attention to nutrition 
allows calves to express their 
genetic potential for growth and 
offers the opportunity to in-
crease the number of head sold 
each year due to improvements 
in health and reproduction.

WEANING TIME  • CONTINUED 
FROM PREVIOUS PAGE

Suspect Arrested, Charged in Cattle, 
Equipment Theft
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HEALTH WATCH
Preconditioning: Prevention
Still the Best Cure
Get full value from your investment
BY DRS. DAN THOMSON & CHRIS REINHARDT

Although it appears that 
vaccine and antimicrobial 

technologies improve constantly, 
we continue to realize that calves 
that are unprepared for life in 
the feedlot, and which undergo 
significant stress during and after 
weaning en route to the feedlot, 
will have morbidity upwards of 
30%, and first treatment success 
is often only 30-50%.  Calves 
that get mild respiratory disease 
will have 0.2 lbs lower ADG than 
healthy calves, and those calves 
with more severe respiratory 
disease, requiring multiple 
treatments, will have 0.6 lbs lower 
ADG for the entire feeding period 
and require a greater number of 
days to reach market weight and 
finish.  This translates to 15-20 lb 
less carcass weight and 10-15% 

fewer choice carcasses.  It pays 
to keep calves healthy.  

Depending on your definition, 
preconditioning can mean 
everything from simply giving 
calves a single vaccination prior 
to weaning, all the way to two 
rounds of vaccination against 
viral and bacterial pathogens, 
given pre- and post-weaning, 
deworming the calves, weaning 
from their dams for at least 45 
days, and transitioned onto a total 
mixed ration, feedbunks, and 
waterers.

As far as animal performance 
is concerned, the extent 
of preconditioning needed 
to minimize post-arrival 
problems and maximize feedlot 
performance depends on the 
extent of stress imposed on 

the calf after weaning.  Recent 
studies here at K-State suggest 
that single-source calves 
shipped four hours to a feedlot 
will benefit from pre-weaning 
vaccination and weaning and 
feeding for at least two weeks 
pre-shipment.  If calves are going 
to be shipped a great deal farther, 
will be extensively commingled 
either in transit or upon arrival, 
and may experience adverse 
weather conditions post-arrival, 
vaccination and weaning for 6-8 
weeks pre-shipment would be 
preferred.

The additional benefit 
of the extended duration 
preconditioning phase is that 
with longer periods on feed at 
or near the home ranch, the calf 
has a much greater opportunity 
to put on any weight lost during 

the weaning transition or early 
respiratory disease challenges, 
and also put on meaningful 
tissue gain. Provided that feed 
costs are reasonable, this greatly 
improves the likelihood that the 
preconditioning phase actually 
will improve return above simply 
selling at weaning time.

Another factor that can 
improve the return from 
preconditioning is the level of 
nutrition provided during this 
time.  Simply providing marginal 
quality hay plus a supplement 
may accomplish the goals of 
preparing the calves for life on 
their own in a feedlot, but the low 
rate of gain achieved will result in 
little or no return to management 
and return on investment.  Most 
modern cattle genetics have 
tremendous lean gain potential 
and can gain from 2.5 to 3.0 
lbs per day without depositing 
a great deal of excess external 
fat.  Once calves have overcome 
the stress of weaning and any 
possible respiratory disease 
challenges, calves will make the 
most of a well-balanced, nutrient-
rich blend of high-quality forages 

CONTINUED ON NEXT PAGE
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MARK YOUR 
CALENDARS!
55th Annual Arkansas Cattlemen’s Association

Convention & Tradeshow

Join us for the

August 23-25, 2013 • Fort Smith, Ark.
Call the ACA Office to register today!

501-224-2114
OR visit our website at www.arbeef.org

And yes... Baxter 
WILL be there.

Missouri Governor Jay Nixon 
axed legislation that would 

toughen penalties for cattle 
rustling and provide a fix to 
the animal abuse and neglect 
law. S.B. 9, which was an 
important bill for Missouri farm 
and ranch families, fell victim to 
the governor’s pen last month 
causing the Missouri Cattlemen’s 
Association (MCA) to question 

Governor Nixon›s commitment 
to Missouri agriculture. MCA 
Executive Vice President Mike 
Deering said the governor turned 
his back on families providing 
safe and nutritious beef for a 
growing global population.

The animal trespass portion 
of S.B. 9 was sponsored by Rep. 
Joe Don McGaugh (R-39). MCA 
President Chuck Massengill, 

No-Go for Cattle Rustling, 
Animal Abuse Bill 
Governor Nixon Vetoes SB 9

and concentrate.  Cost of gain 
is calculated by dividing total 
cost inputs by total gain output.  
A profitable cost of gain relies 
on either costs being extremely 
low, or gain being great enough 
to more than make up for the 
investment in feed, medicine and 
labor.

If you’ve decided to feed 
the calves for greater than 45 
days and are able to provide the 
calves with a good quality diet, it 
makes sense to also provide an 
implant of dosage appropriate 
for the age and size of the 
calves, and appropriate for the 
level of nutrients provided.  This 
usually means giving a low dose, 
estrogen-based implant.  You 
can typically expect a 10-15% 
increase in ADG from this type 
of implant program in weaned 
calves.

But as a word of caution, 
if you make the substantial 
investment of time and money 
to improve the ability of your 
calves to thrive in the feedlot 
world, you should make sure to 
get full value for your investment.  
Many feedlots and cattle buyers 
have realized that they can make 
more money on calves that 
don’t get sick after arrival and 
are willing to pay a premium for 
preconditioned calves.  Make 
sure those buyers who value and 
will pay for the added assurance 
provided through preconditioning 
are present when you sell your 
calves, because buyers who are 
only looking for a “bargain” are 
not going to pay a premium for 
value-added calves.  If you’ve 
gone to the added expense of 
preconditioning your calves, go 
the last step and make sure you 
market them accordingly.

Respiratory disease is the 
most costly disease in the cattle 
industry, and the greatest factor 
affecting calf performance in 
the feedlot.  If you can prevent 
or control disease, you can, 
to a certain extent, control 
performance of calves.  Feedlots 
are paying premiums for calves 
which are prepared for life at the 
feedlot.  Why?  Because they 
perform.  As a rancher, you can 
and should get paid for your 
investments of time, money and 
management.

—Dr. Dan Thomson and Dr. 
Chris Reinhardt are with The 
Beef Institute, Kansas State 
University.

PRECONDITIONING • CONTINUED
FROM PREVIOUS PAGE

who is also a veterinarian, says 
this portion would have provided 
a much needed correction fix to 
the current animal abuse and 
neglect law. 

Cattle rustling, which is a 
constant problem throughout 
the state and most severe 
in southwest Missouri, was 
addressed in S.B. 9 as well. The 
new language, sponsored by 
Sen. David Sater (R-29), would 
have made the penalties for 
cattle rustling tougher by making 
the first offense a felony in most 
cases.

“Cattle rustling is not the 
same as stealing objects. We 
are talking about livelihoods 
being stolen,» said Massengill. 
“It’s a shame that the governor 
essentially ignored MCA’s quest 
to curb this problem in the state.”



www.joplinstockyards.com10 August 2013

HELPING HANDS

“This season’s weather was the worst I can 
remember, but I slept fine. From the day bad 
weather triggered our TWI coverage, we started 
accumulating payouts. And our check was sent 
automatically, without any paperwork, audits or 
an adjuster.” John Greenwood

TWI 2012 Insured

Are Your 2013 
Profits Protected 
From Bad Weather?

© 2012 The Climate Corporation. All Rights Reserved. Policies are administered by The Climate Insurance Agency LLC. 

Call Now to Learn More About
Total Weather Insurance

   PHONE: 1-800-497-4514
   WEBSITE: www.tristatesins.com
   VISIT: 1049 Cherokee Ave, Seneca MO

Property  
Poultry
Health
Life 
Livestock Space 

All Your Farm & Ranch Insurance Needs
Auto
Weather 
Farm & Ranch
Livestock Protection
Pasture Protection
Hay Protection 

TRI-STATE INSURANCE CENTER

Larry Bilke
Roger Jones
Eric Lofland

Kade Thompson 

         
         
         

  
Agricultural Financing 

            
 
 
 
 
 
 
Mid-Missouri Bank offers financing for a variety of agricultural needs, including land, 
livestock, crops and operating needs: 

• Competitive rates 
• Additional opportunities offered through USDA and FSA programs 
• Highly specialized lenders are knowledgeable in all aspects of 

agriculture 
• Local decision making with prompt response to loan requests 

 
If you need to purchase equipment for your business we offer competitive financing 
options including: 

• Up to 75% financing 
• Variable and fixed rate options 
• Flexible terms to meet equipment needs 
• Competitive rates 
• Local decision making with prompt response to loan requests 

 
See any of our ag experts for your agriculture needs: 

 
Mt Vernon 

109 N Hickory 
417-466-2163  

David Burnett 
Brian Daugherty 
Ashley Rogers 

 
 

Joplin 
2230 E 32nd St 
417-782-4810  

William Cook 
 
 

 
Bolivar 

2275 S Springfield 
417-326-5201  

Randy Sudbrock 
Scott Burton 

Janieca Hancock 
Kelly Parson 

 
Webb City 
100 N Main 

417-742-1300  
Nathan Rather 

Richard Bassham 
 

 
Willard 

306 Proctor Rd 
417-742-1300  

Kendall Cook 
 
 
 
 

El Dorado Springs 
118 Hwy 54 West 

417-876-2121  
Lance Hedrick  

 
 

 
Stockton 

5 Public Square 
417-276-2265  

Amy Hedrick 
 
 
 
 

Lebanon 
278 N Jefferson 
417-588-1000  
Monty Hays 
Josh Helton

Republic 
806 E. Hines St 
417-732-1300  
Jayson Cox

Springfield 
330 W Plainview Rd Ste K 

417-877-9191  
Kim Calhoon

Springfield 
3546 E Sunshine St 

Springfield, MO 65809  
Chris Harville

 
 
 

www.midmobank.com 
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Agriculture Secretary 
Tom Vilsack announced 

that the U.S. Department of 
Agriculture (USDA) will accept 
1.7 million acres offered under 
the 45th Conservation Reserve 
Program (CRP) general sign-
up. The Department received 
nearly 28,000 offers on more 
than 1.9 million acres of land, 
demonstrating CRP’s continuing 
appeal as one of our nation’s 

most successful voluntary 
programs for soil, water, and 
wildlife conservation. Under 
Vilsack’s leadership, USDA has 
enrolled nearly 12 million acres 
in new CRP contracts since 
2009. Currently, there are more 
than 26.9 million acres enrolled 
on 700,000 contracts.

 “For 27 years, lands in 
CRP have helped to conserve 
our nation’s resources and 

played a part in mitigating 
climate change,” said Vilsack. 
“American farmers and ranchers 
continue to recognize the 
importance of protecting our 
nation’s most environmentally 
sensitive land by enrolling in 
CRP.  As the commodities 
produced by our farmers and 
ranchers continue to perform 
strongly in the marketplace — 
supporting one out of every 
twelve jobs here in the United 
States — it is no surprise that 
American producers continue 
to recognize the importance 
of protecting our nation’s most 
environmentally sensitive land 
by enrolling in CRP.”

In addition to the 
announcement, over the last 
four years, USDA has set aside 
significant acreage under CRP’s 

continuous enrollment programs 
to target habitat conservation 
on especially important lands.  
For example, in March, 2012, 
President Obama dedicated 
1 million acres of CRP to 
Continuous Enrollment 
Programs to conserve wetlands, 
grasslands and wildlife.  This 
year, farmers and ranchers 
have already offered more 
than 370,000 acres under 
Continuous CRP signup, a 
figure that is impressive given 
that the lack of a Farm Bill 
extension last fall meant that 
CRP enrollment only reopened 
this spring in May.  Lack of a 
comprehensive Farm Bill this 
year has resulted in uncertainty 

Results for 45th Conservation 
Reserve Program General Sign-Up
Offers Received for 1.9 Million Acres

CONTINUED ON NEXT PAGE
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for achieving further enrollment 
objectives under continuous 
CRP.

CRP is a voluntary program 
that allows eligible landowners 
to receive annual rental 
payments and cost-share 
assistance to establish long-
term, resource-conserving 
covers on eligible farmland 
throughout the duration of their 
10 to 15 year contracts.

Under CRP, farmers 
and ranchers plant grasses 
and trees in fields and along 
streams or rivers. The plantings 
prevent soil and nutrients from 
washing into waterways, reduce 
soil erosion that may otherwise 
contribute to poor air and water 
quality, and provide valuable 
habitat for wildlife. In 2012, CRP 
helped to reduce nitrogen and 
phosphorous losses from farm 
fields by 605 million pounds and 
121 million pounds respectively. 
CRP has restored more than 

two million acres of wetlands 
and associated buffers and 
reduces soil erosion by more 
than 300 million tons per year. 
CRP also provides $2.0 billion 
annually to landowners—dollars 
that make their way into local 
economies, supporting small 
businesses and creating jobs. 

In addition, CRP sequesters 
more carbon dioxide than any 
other conservation program in 
the country, and also reduces 
both fuel and fertilizer use.  
Yearly, CRP results in carbon 
sequestration equal to taking 
almost 10 million cars off the 
road.

USDA selected offers 
for enrollment based on 
an Environmental Benefits 
Index (EBI) comprised of five 
environmental factors plus cost. 
The five environmental factors 
are: (1) wildlife enhancement, 
(2) water quality, (3) soil 
erosion, (4) enduring benefits, 
and (5) air quality. 

—Source: Missouri Farm 
Service Agency Release

The University 
of Missouri 

released a new 
product that 
can help animal 
farmers reduce 
a billion dollar 
problem in heat-
related losses.

ThermalAid 
is a smart phone 
app that moni-
tors heat-related 
stresses on beef 
and dairy cattle 
and alerts farm-
ers when there 
is a health prob-
lem. The app 
also recom-
mends which 
intervention 
strategy will 
be most effec-
tive. 

 “Cows are like the rest of 
us,” said Don Spiers, professor 
of animal science at Mizzou’s 
College of Agriculture, Food and 
Natural Resources, and who 
led the team that developed the 

app.  “They 
slow down in 
hot and humid 
weather. When 
stressed by 
too much heat, 
they stop eat-
ing, and thus 
fail to grain 
weight or pro-
duce milk.”

Hot weath-
er means big 
losses for 
farmers. “Each 
summer, the 
dairy industry 
loses $900 mil-

lion national-
ly in produc-
tivity and the 
beef industry 
$400 mil-
lion. And 
that’s data 

from 2003 when the industry 
was smaller and summers less 
intense,” Spiers said.

New App Keeps Cows Cool, 
Profitable
ThermalAid monitors heat-related stresses 
on your smart phone

A smart phone app called ThermalAid 
can be purchased for 99 cents. The 

app can help cattle producers  measure 
heat releated stresses and signals an 

alert a health problem exits. 
—Univ. of Missouri Photo

CRP • CONTINUED
FROM PREVIOUS PAGE

CONTINUED ON PAGE 13
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Extended-Release Injectable Parasiticide
5% Sterile Solution
NADA 141-327, Approved by FDA for subcutaneous injection
For the Treatment and Control of Internal and External 
Parasites of Cattle on Pasture with Persistent Effectiveness
CAUTION: Federal law restricts this drug to use by or on the 
order of a licensed veterinarian.

INDICATIONS FOR USE
LONGRANGE, when administered at the recommended dose 
volume of 1 mL per 110 lb (50 kg) body weight, is effective in the 
treatment and control of 20 species and stages of internal and 
external parasites of cattle:

DOSAGE AND ADMINISTRATION
LONGRANGE™ (eprinomectin) should be given only by 
subcutaneous injection in front of the shoulder at the 
recommended dosage level of 1 mg eprinomectin per kg body 
weight (1 mL per 110 lb body weight).

WARNINGS AND PRECAUTIONS

Withdrawal Periods and Residue Warnings
Animals intended for human consumption must not 
be slaughtered within 48 days of the last treatment.
This drug product is not approved for use in female 
dairy cattle 20 months of age or older, including 
dry dairy cows. Use in these cattle may cause drug 
residues in milk and/or in calves born to these cows.
A withdrawal period has not been established for 
pre-ruminating calves. Do not use in calves to be 
processed for veal.

Animal Safety Warnings and Precautions
The product is likely to cause tissue damage at the site of injection, 
including possible granulomas and necrosis. These reactions have 
disappeared without treatment. Local tissue reaction may result in 
trim loss of edible tissue at slaughter.
Observe cattle for injection site reactions. If injection site reactions 
are suspected, consult your veterinarian. This product is not for 
intravenous or intramuscular use. Protect product from light. 
LONGRANGE™ (eprinomectin) has been developed specifically 
for use in cattle only. This product should not be used in other 
animal species.
When to Treat Cattle with Grubs
LONGRANGE effectively controls all stages of cattle grubs. However, 
proper timing of treatment is important. For the most effective 
results, cattle should be treated as soon as possible after the end of 
the heel fly (warble fly) season. 

Environmental Hazards
Not for use in cattle managed in feedlots or under intensive 
rotational grazing because the environmental impact has not been 
evaluated for these scenarios.

Other Warnings: Underdosing and/or subtherapeutic 
concentrations of extended-release anthelmintic products 
may encourage the development of parasite resistance. It is 
recommended that parasite resistance be monitored following the 
use of any anthelmintic with the use of a fecal egg count reduction 
test program.

TARGET ANIMAL SAFETY
Clinical studies have demonstrated the wide margin of safety 
of LONGRANGE™ (eprinomectin). Overdosing at 3 to 5 times the 
recommended dose resulted in a statistically significant reduction 
in average weight gain when compared to the group tested at 
label dose. Treatment-related lesions observed in most cattle 
administered the product included swelling, hyperemia, or necrosis 
in the subcutaneous tissue of the skin. The administration of 
LONGRANGE at 3 times the recommended therapeutic dose had no 
adverse reproductive effects on beef cows at all stages of breeding 
or pregnancy or on their calves.
Not for use in bulls, as reproductive safety testing has not been 
conducted in males intended for breeding or actively breeding. Not 
for use in calves less than 3 months of age because safety testing 
has not been conducted in calves less than 3 months of age.

STORAGE
Store at 77° F (25° C) with excursions between 59° and 86° F (15° 
and 30° C). Protect from light.
Made in Canada.
Manufactured for Merial Limited, Duluth, GA, USA.
®The Cattle Head Logo is a registered trademark,  
and ™LONGRANGE is a trademark, of Merial.
©2012 Merial. All rights reserved.
1050-2889-02, Rev. 05/2012

Gastrointestinal Roundworms Lungworms
Cooperia oncophora – Adults and L4 Dictyocaulus viviparus – Adults
Cooperia punctata – Adults and L4

Cooperia surnabada – Adults and L4 Grubs
Haemonchus placei – Adults Hypoderma bovis
Oesophagostomum radiatum – Adults
Ostertagia lyrata – Adults Mites
Ostertagia ostertagi – Adults, L4,  
and inhibited L4

Sarcoptes scabiei var. bovis

Trichostrongylus axei – Adults and L4

Trichostrongylus colubriformis 
– Adults

Parasites Durations of 
Persistent Effectiveness

Gastrointestinal Roundworms
Cooperia oncophora 100 days
Cooperia punctata 100 days
Haemonchus placei 120 days
Oesophagostomum radiatum 120 days
Ostertagia lyrata 120 days
Ostertagia ostertagi 120 days
Trichostrongylus axei 100 days
Lungworms
Dictyocaulus viviparus 150 days

LONGRANGE-PI_InBrief_CATTLEMENS NEWS.indd   1 2/7/13   11:28 AM

MANAGEMENT MATTERS

This time last year I shared 
with you things to consider 

regarding management of 
cows and calves prior to and at 
weaning.  However, one question 
that is often asked is the very 
simple one of, “when is the best 
time to wean calves?”  Indeed, 
establishing a weaning date is the 
first step to making management 
decisions, such as the timing of 
vaccinations.

There are numerous factors 
to keep in mind when deciding 
when to wean your calves.  
However, the first and most 
important may not be the first 
thing that comes to mind: body 
condition score (BCS) of your 
cows. The primary goal in beef 
production is for cows to have 
an average calving interval of 
12 months.  One of the major 
factors affecting reproductive 
performance is the amount of fat 
reserves, measured as BCS, a 

cow has at calving.  Ideally, cows 
should be at BCS 5 or greater 
at calving.  This means that you 
should wean your calves early 
enough to give the cows time to 
regain body condition.  Weaning 
eliminates the nutrient demands 
of lactation, thus allowing cows 
a greater opportunity to regain 
body condition prior to calving.  
In addition, you must evaluate 
nutrient (generally forage) 
availability.  In general, it takes 
50-80 pounds for most beef 
cows to increase one BCS.  
With unlimited, average quality 
forage, this means it would take 
a cow between 30 and 50 days 
to increase from BCS 4 to 5.  If 
forage availability is limited or 
quality is diminished, it can take 
significantly longer for cows to 
improve condition and be ready 
for the next calving season.

If cows are in acceptable 
body condition (BCS ≥ 5), 
weaning can be delayed, allowing 
for greater weaning weights, 
without negatively impacting 
subsequent reproductive 
performance of the cow.  
However, weaning should 
be done no later than 45-50 
days prior to calving to allow 
sufficient time for the tissue in 
the mammary gland to recover 
and be restored.  Insufficient 
recovery time can reduce milk 
production and thus negatively 
impact weaning weights of next 
year’s calf crop. In a 4-year study 
conducted at Oklahoma State 
University (Hudson et al., 2010, 
Journal of Animal Science), 
researchers concluded that 
delaying weaning of fall-born 
calves by 84 days from April (210 
days of age) to July (294 days 
of age) increased calf weaning 
weights by 205 pounds and did 
not have a detrimental effect 
on reproductive performance of 
cows that were 4 years of age or 
older at calving.  However, if April-
weaned calves were retained and 
grazing native range pastures, 
delayed weaning only conferred 
a 35-pound advantage to the 
July-weaned calf.  For cows 3 
years and younger at calving, 
it is not advised to prolong the 

suckling period beyond 210 days, 
as it could have negative effects 
on subsequent reproductive 
performance due to the greater 
need for nutrients to support 
maturation of the young cow.  

Another thing you must 
consider when deciding on a 
weaning date is your target 
market.  Are you retaining post-
weaning calves to ready them 
for a pre-conditioned sale that 
requires a minimum number 
of days weaned? If you have a 
limited time frame and limited 
feed resources, you are likely 
intending to market your calves 
soon after weaning.  Calves 
that are fully weaned and no 
longer bawling for their mamas 
are generally better received by 
buyers. Allowing for at least 3-5 
days for calves to adjust to their 
new life is advised before sending 
calves to market.  So, check with 
your local livestock market to 
determine sale day and then plan 
accordingly.  

So, what time of day is best 
to reduce weaning stress?  If 
you asked the animals, there 
probably isn’t ever a good 
time; however, for you and 
your neighbors, weaning in the 
morning is generally preferred.  
The benefits to morning weaning 
are, first, that you have daylight 
hours to watch both mamas 
and babies to make sure that 
there are no efforts to create a 
reunion, and second, hopefully 
some of the bawling will have 
settled down after 18 hours of 
separation, providing everyone 
a better opportunity for a good 
night’s rest.  

If you are the type to 
subscribe to the effects of the 
moon and its phases, consulting 
the Farmer’s Almanac provides 
some additional insight to which 
days are best for weaning and 
other stressful activities, such 
as castration or dehorning.  The 
general “rule” is to wean when 
the moon is in the signs of 
Sagitarrius, Capricorn, Aquarius 
and Pisces.  Check out www.
farmersalmanac.com/calendar/
zodiac to learn what sign the 
moon is in.  

Regardless of your decision 
of what average calf age to wean 
at, it’s important that you do so 
with consideration of numerous 
factors, including the available 
time, space and management 
resources you have available.  
The best plan is the one that can 
be carried out successfully!

—Melissa Hudson is 
assistant professor of animal 
science at Missouri State 
University.

What Time is Right to Wean?
Consider the cow’s body condition score first
BY MELISSA HUDSON
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Y O U R  C A T T L E  will look� o good T H E  N E I G H B O R S  W I L L  S T A R E.

WITH SEASON-LONG CONTROL,

Introducing new LONGRANGE 
with 100 to 150 days of parasite 
control in a single dose.1

A pasture full of thicker, slicker cattle is a 
beautiful sight. Get the look with LONGRANGE. 
Its unique THERAPHASETM Technology gives 
you 100 to 150 days of parasite control in a 
single dose.2 

Break the parasite life cycle and see the 
performance bene� ts all season.3,4 Ask your 
veterinarian for prescription LONGRANGE.

Nothing else comes close to the control of LONGRANGE.2,5-7* 

*SAFE-GUARD® has no demonstrated persistent activity.

LONGRANGE Injectable CYDECTIN® (moxidectin) Injectable DECTOMAX® (doramectin) Injectable

DAYS
0 30 60 90 120 150

SMALL INTESTINAL WORM (C. oncophora)

SMALL INTESTINAL WORM (C. punctata)

STOMACH HAIRWORM

BARBER’S POLE WORM

NODULAR WORM

BROWN STOMACH WORM (O. ostertagi)

BROWN STOMACH WORM (O. lyrata)

LUNGWORM

Available in 500 mL, 250 mL and 50 mL bottles. 
Administer subcutaneously at 1 mL/110 lbs.

New

1  Dependent upon parasite species, as referenced in FOI summary and LONGRANGE 
product label. 

2 LONGRANGE product label. 
3 Morley FH, Donald AD. Farm management and systems of helminth control. Vet Parasitol. 1980;6:105-134.
4 Brunsdon RV. Principles of helminth control. Vet Parasitol. 1980;6:185-215
5 CYDECTIN® Injectable product label.
6 DECTOMAX® Injectable product label.
7 SAFE-GUARD® product label.

®The CATTLE HEAD LOGO is a registered trademark, 
and ™LONGRANGE and THERAPHASE are trademarks, 
of Merial Limited. All other marks are the property of 
their respective owners. ©2012 Merial Limited, Duluth, 
GA. All rights reserved. RUMIELR1213-E (09/12)

For more information, visit theLONGRANGElook.com

IMPORTANT SAFETY INFORMATION: Do not treat within 48 days of slaughter. Not for use in female dairy cattle 
20 months of age or older, including dry dairy cows, or in veal calves. Post-injection site damage (e.g., granulomas, 
necrosis) can occur. These reactions have disappeared without treatment.
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The 99-cent app receives temperature and humidity data from 
the weather service according to the GPS location of the user.  The 
farmer tells the app if it is beef or dairy cow, if it is in the barn or 
outside, if it is on the pasture or feedlot, its health status, and other 
information. 

With that, the app calculates the animal’s Temperature Humidi-
ty Index, or the THI. If the THI is not stressful, the app shows green 
for that cow.  If heat stress is an issue, the color goes to yellow and 
then orange. Red indicates a life-threatening condition.

The farmer can also measure each cow’s respiration rate, a 
good indicator of heat stress impact on the animal. A built-in timer 
can assist the user to record the respiration rate. 

When farmers know that their animals are stressed, they can 
intervene with additional shade, fans or water misters to improve 
comfort and productivity. The app is tied to a MU database called 
ThermalNet (www.thermalnet.missouri.edu), which provides ad-
ditional climate and weather data, as well as tips to manage heat 
stress.

ThermalNet allows farmers to commu-
nicate with experts at MU Animal Science.

ThermalAid took more than two 
years to develop.  Spiers and his team 
are now working on an improved ver-
sion called ThermalAid Pro.  This app will 
automatically pull in ambient temperature 
and humidity data from sensors that the 
producer places at different locations on 
the farm site, thus increasing accuracy of 
the THI calculation. Future updates might 
include information from sensors placed 
on individual animals.

The upcoming app will create a 
regional database of heat stress informa-
tion, giving farmers a new tool to combat 
losses, and scientists associated with the 
project will use the new information to 
develop better predictors of the impact of 
heat stress on animals.

 “Ideally, we need temperature mod-
ules placed in different locations on the 
farm site that provide real-time readings 
and inputs — but that development is 
costly at present,” Spiers said. The chal-
lenge is to make a cost-effective product 
that is reliable and durable in a field envi-
ronment.  

Spiers and the Thermal Aid team hope 
to attract potential business partners to 
develop and market the new app, and 
produce reasonably priced sensors.

Additional plans are to modify Therm-
alAid Pro in the future to track heat stress 
on other livestock like swine, sheep, 
goats and poultry, as well as horses and 
pets. The product may even be used in 
humans, in such cases as kids playing 
football in hot weather or in people with 
impaired health conditions.

“We know there’s a lot of interest in 
using ThermalAid for animals other than 
cattle, but that requires developing accu-
rate heat stress equations for each animal 
type,” Spiers noted. “It will take time to 
gather the data and create those equa-
tions. We’re hopeful that industry or inves-
tors will partner with us to fund the work 
needed to generate equations for different 
breeds.”

“The beauty of the app is that over 
time we’ll collect information from produc-
ers for a large database that will allow us 
to make even better predictions about 

how animals respond to heat not only in Missouri and the Midwest, 
but all over the country and around the world,” said Spiers. “Even-
tually, a global network will be created between producers and heat 
stress specialists that will be able to provide specific site recom-
mendations to alleviate the problem, and ultimately reduce cost to 
the producers and consumers.

Spiers has already worked with Mizzou’s licensing division, giv-
ing him a framework to collaborate quickly and professionally with 
investors.

—Source: University of Missouri.  

THERMAL AID • CONTINUED FROM PAGE 11

Planning a Fall Cow or Bull Sale? 
Cattlemen’s News Has You Covered!

 Reach 10,000 Producers in 8 States
Contact Mark Harmon today to place your ad

Email: markh@joplinstockyards.com or Call 417.548.2333
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PASTURE PROFITS

Researchers at the University 
of Missouri’s Southwest 

Center are determining the 
performance of cattle grazing 
toxic endophyte-infected 
Kentucky 31 (KY31+) and 
BarOptima PLUS E34 tall 
fescues. BarOptima PLUS E34 
is a soft-leaf tall fescue from 
Barenbrug USA that contains 
a beneficial endophyte (E34). 
Cattle used in this trial are fall-
calving beef cows that are kept 
separate throughout the year. 
Half graze on KY31+ and the 
other half on BarOptima PLUS 
E34. The average daily gain 
(ADG) is determined on both 
the cows and calves, and calves 
lost during gestation are being 
determined.

The trial started in spring 
2011 and is currently in its third 
year. Cows and calves are 
weighed in late March before 
they are turned out to their 
pastures. At weaning in late 
May, the calves are removed 
and weighed to determine the 
ADG. Cows are also weighed 
at weaning to determine their 
performance during the spring 
grazing phase and are returned 
to their respective pastures to 
continue grazing through the 

summer and fall phases. Cows 
are weighed every 42 days 
during the summer and fall 
to monitor their performance. 
If grass availability becomes 
limited in summer, roundbale 
silage harvested from the 
pastures earlier in the spring is 
fed back to the different groups. 
In the fall the same data are 

Research Supports Economic 
Benefit of BarOptima PLUS E34
Get increased gain, lose fewer calves 

collected at calving along with 
the number of calves born, 
and the percent of calf loss is 
determined.

The preliminary data show 
that cattle on the BarOptima 
PLUS E34 had an increase 
in ADG along with a higher 
percent of calves born. On 
average, calves on BarOptima 
PLUS E34 put on 40 pounds 
more than those grazing 
KY31+. With a calf price of 
$1.50/lb you are looking at a 
$45.00 per calf increase! The 
cows also showed greater ADG 
on BarOptima PLUS E34. In the 
fall of 2012, 27% of the cows on 

KY31+ lost their calves during 
gestation, while no calves were 
lost on BarOptima PLUS E34.

Our entire market starts 
with a live calf and focuses on 
pounds gained before market. 
The new grass genetics and the 
endophyte technologies found 
in BarOptima PLUS E34 are 
increasing both.  BarOptima 
PLUS E34 offers a significant 
economic benefit because of 
increased ADG by cows and 
calves while grazing. 

—Source: Release from 
Barenbrug Seed

After the recent years of 
drought, thistles have 

taken advantage of weakened 
grass stands and full-bloomed 
plants are visible in many fields 
throughout the area.

“Many tracts of land 
in Southwest Missouri 
are inundated with heavy 
populations of musk and bull 
thistles,” said Tim Schnakenberg, 
an agronomy specialist with 
University of Missouri Extension. 
“Some landowners have taken 
extra steps this year to keep the 
problem in check, while others 
have done nothing.”

As a reminder for all Missouri 

landowners, section 263.190 of 
the Revised Statutes of Missouri 
reads: “It shall be the duty of 
every owner of lands in this state 
to control all Canada, musk or 
Scotch thistles growing thereon 
so often in each and every year 
as shall be sufficient to prevent 
said thistles from going to seed.”

“Thistle control can be very 
difficult but it is not impossible,” 
said Schnakenberg. “I know 
farmers who spot sprayed 
thistles throughout the spring 
and still have a few patches of 
thistles that slipped through. It 
is common to have a few here 
and there, but large tracts of 

uncontrolled thistles make it 
more challenging to neighbors 
who have worked hard to keep 
thistles on their side of the fence 
from going to seed.”

BEST METHOD NOW
What is to be done at this 

point in time? Since the majority 

of the seed for the growing 
season is already produced, 
control measures at this time 
are after-the-fact. Most thistles 
are biennials, meaning they 
germinate in the fall, bolt with a 

Landowners Have a Responsibility 
for Thistle Control
Thistles difficult, not impossible to manage

CONTINUED ON PAGE 16

Two years of drought have put more thistles in Missouri pastures thanks to 
weakened grass stands. As fall nears, most thistles are headed for germi-
nation stage. The ideal time for spraying in the fall is October, or in early 

spring like March through April. —Photo by Joann Pipkin
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BarOptima PLUS E34 is the next generation forage tall fescue. 
This soft leafed, highly digestible variety is accompanied with 
Barenbrug’s revolutionary beneficial endophyte E34 which 
improves yield and persistency of a pasture stand. Choose 
BarOptima PLUS E34, the safe, sustainable, and profitable 

alternative. 

•	 Late maturing soft-leaf fescue 

•	 High fiber digestibility 

•	 Consistently high performance throughout                               
 all of the fescue belt 

•	 Pasture proven performance

•	 Increase gains by as much as 45%

BarOptima
BENEFICIAL ENDOPHYTE  FESCUE

•	 450% more yield potential than purple top

•	 Vigorous white turnip

•	 Ready for grazing 60-80 days after planting

•	 High sugar and dry-matter content

•	 Ideal for grazing

Barkant 
 Turnip

“The Barenbrug (Barkant) 
turnips produced three 
times the amount of above 
ground forage compared 
to the Purple Tops I usually 
plant, and the bulbs  
were huge as well.”
Lance Cote 
Hondo, Texas

Bring Power 
to Your Pasture!

Improve the health and sustainability  
of your operation with Barenbrug forages.
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NEXT GENERATION

BY DARREN FRYE

seed head in the spring, produce 
seed and die by mid-summer.

“Since the plants that have 
seeded out are almost dead 
because of the proximity to the 
end of their lifespan, spraying 
is almost fruitless now,” said 
Schnakenberg.

Mowing is the first impulse of 
many to control it now, but one 
risk of mowing is the spreading 
of the seed to other areas on the 
mower deck, making matters 
worse for the fall germination 
period. Sometimes this is what 
it takes however to clean up a 
mess.

WEEVIL CONTROL
Over 30 years ago, 

University of Missouri Extension 
and USDA introduced the flower 
head weevil and rosette weevil 
to Missouri fields. These weevils 
specifically target thistles.

“There is lots of evidence 
that these weevils are doing 
a massive job of consuming 
many of the seed in the flower 
heads scattered across our 
county. There is no way that 
they can keep up with all the 
seed produced, but if they are 
getting perhaps 30-40 percent 
of the billions of seeds that 
are produced each year, they 
are having an impact,” said 
Schnakenberg.

Schnakenberg says to watch 
for dried up seed heads and cut 
them open for evidence of weevil 
damage. Many times, a person 
will find two to four flower head 
weevils in the heads.

“At this time of year, the 
weevil is probably the best 
control,” said Schnakenberg. 
“Biological control does not take 

THISLE CONTROL • CONT’D
FROM PAGE 14

Whenever families gather 
together – vacations, 

barbecues, reunions – family 
dynamics become more 
apparent. In farm and ranch 
families, those relationships can 
become complicated when the 
conversation turns to legacy 
and succession planning – 
especially in families with both 
on- and off-farm siblings.

Addressing the different 
viewpoints found among 
siblings is not easy – and those 
in the older generation may 
have strong opinions based on 
history and life experiences. 
One man I know felt he had 
been required to “buy the 
business twice” – once through 
his many years of work and the 
second time when he had to 
buy out his siblings.

He said he didn’t want that 
to happen to his kids. So he’s 
working with a legacy advisor to 
create a plan using the concept 
of sweat equity – giving on-farm 
children “credit” for the years of 
hard work they’ve invested to 
help build the operation. He’s 
gained peace of mind from 
knowing each of his kids will be 
treated fairly.

Legacy plans are about 
hard-working families who have 
built operations they are proud to 
own, and the children they love 
and who intend to carry on after 
they’re gone. Does this sound 
like your family’s operation?

By nature, legacy planning 
is an emotional process. Family 
tensions and dynamics rise 
to the surface when you start 
talking about how kids will 
be treated in a legacy plan – 
whether you choose to address 
it in a “fair” or an “equal” way. It 
makes a difference to the future 
of the operation whether you 
split everything equally or do 
what’s fair for each child.

The process begins by 
getting everyone’s feelings and 
wishes out on the table. At this 
point, when we’re thinking of our 
demise, we need help dealing 
with the details. We need an 
outside perspective to point 
out what is, at times, too hard 
for those in the middle to see. 
Sorting fact from feelings and 

arriving at creative solutions to 
accomplish our family goals can 
be a challenge.

In one situation, a farmer 
found himself unable to talk 
to his kids about his wishes 
for them to come back to the 
operation. It was too emotional 
for him. He couldn’t find the 
words with his kids in the room. 
So he asked our legacy advisor 
to do it for him.

He told the advisor his 
wishes and then was in the 
room later when the advisor 
shared them with the family. 
The kids looked at Dad as 
the legacy advisor spoke their 
dad’s feelings. Dad nodded in 
agreement when the advisor 
said just what Dad meant.

That’s not the typical 
role of the legacy advisor – 
but facilitating those crucial 
conversations is. Usually at 
some point in the planning 
process, our legacy advisors 
run into a few tears. It’s natural 
when you’re thinking about 
what will happen after you’re 
gone. And often there’s anxiety 
around some family dynamics 
or dysfunctional relationships. 
Sometimes it’s enough to make 
the advisor tear up too.

The key is to talk about 
issues and get things out in 
the open. You might think each 
group of children will respond in 
a particular way to a plan, but 
their real-life reactions may be 
totally different.

One family proposed a plan 
using the concept of sweat 
equity, and an off-farm child 
responded in a very unexpected 
way. He said that he didn’t ever 
expect to inherit any part of the 
operation – because his brother 
had always worked with Dad on 
the ranch, while he had chosen 
to establish his own career in the 
city.

Legacy advisors have ideas 
about how to address these 
“fair vs. equal” issues. They can 
suggest strategies to provide 
some equality to off-farm 
children while protecting the 
operation and the local siblings 
who have poured their heart 
and soul into it.

The act of legacy planning 
is a demonstration of love. As 
you move through the process 
you’re doing it primarily for 
your children to ensure they 
get a solid financial start in 
the operation. The planning 
you’ve done and the business 
that you’ve started or managed 
when it was handed to you is a 
big part of the legacy you leave.

What’s Fair Among Siblings?
One of the Tough Parts of a Legacy Plan

us, as landowners, off the hook 
for keeping thistles from going 
to seed. Obviously the weevils 
need our help.”

SPRAY OPTIONS
Other control options include 

spraying at appropriate times of 
the year with products such as 
2,4-D, dicamba, Grazon P+D, 
GrazonNext, Chaparral or other 
registered products.

Schnakenberg says the 
best times to spray are when 
the plants are still in the rosette 
stage which is the stage these 
plants are in for 70-80 percent of 
their lifespan. This corresponds 
with an ideal time of the year to 
spray being in the fall (October) 
or early spring (March-April). 
Sometimes widespread 
broadcast spraying is necessary 
for control over spot spraying.

Mowing multiple times is also 
an option in the spring or early 
summer. A Kansas study found 
that only 11 percent of the musk 
thistles mowed at the early bud 
stage were killed. When mowed 
a second time four weeks later, 
79 percent of the thistles were 
controlled.

The best time to start 
mowing is within two days 
after the terminal flower head 
blooms in order to inhibit seed 
production and prevent rebolting. 
Remember however, that viable 
seed can start to develop within 
seven days of the first pink 
coloring in the heads.

“Let’s all do our part to keep 
thistles from going to seed,” 
says Schnakenberg. “It is 
challenging but it will make our 
property more productive, keep 
our neighbors happy with us and 
improve property values in the 
long-run.”

It’s a demonstration of 
responsibility, too. It’s the 
opportunity to help keep the 
operation in the family through 
a successful transfer. Accept 
that emotions are involved, and 
don’t let all of this talk about 
crying stop you. Let it motivate 
you to start a plan for your 
family and operation.

—Source: Darren Frye’s 
company, Water Street 
Solutions, helps farmers across 
the Midwest with profitability 
through financial analysis, 
crop insurance, commodity 
marketing, and legacy planning.  
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While some cattlemen might 
view creep feeding their 

nursing calves as just another 
added expense, using it only in 
times of drought, one Lawrence 

County producer says the prac-
tice pays for itself.

Mike Kennedy, who farms 
near LaRussell, Mo., has been 
creep feeding his calves for 
about 10 years. Kennedy runs a 
black-based commercial cow-calf 
operation with the calves sired by 
Gelbvieh or SimAngus bulls.

“When the fescue starts 
getting tough like it is in mid to 
late summer, the creep feed will 
keep the calves growing,” Ken-
nedy explains. He usually starts 
the calves on the creep about 8 
weeks prior to weaning. 

“I want the calves to know 
what feed is when weaning time 
comes,” he says.

The choice to creep feed 
calves requires a careful analy-
sis of advantages and disad-
vantages, which are different for 
every operation.

Creep feeding increases 
subsequent rate of gain and 
weaning weight, which can add 
to the selling price according to 
Dan E. Eversole, an extension 
animal scientist with Virginia 
Tech. However, heifer calves 
raised for retention are not good 
candidates for creep feeding 
according to University of Mis-
souri Extension livestock special-
ist Eldon Cole. Fat deposition 
around udders can decrease 
milk production for the life of the 
animal. The addition in weight 
can also become excess if creep 
feed is unlimited, causing buyers 
to discount them at sale time.

 “A limited creep feeding 
program has merit as the over 
conditioning problem is reduced, 
heifers don’t get too fleshy and 
the conversion rate is usually 
more economical,” Cole said.  

“Many creep feeds are avail-
able with intake limiters and low 
levels of salt may also be mixed 
with the concentrate.”

Creep feeding also supple-
ments the nutrition calves 
receive from milk. This is im-
portant because of the “hungry 
calf gap” that occurs in nursing 
calves prior to weaning. The 
calves need more nutrients 
than the cow can provide, and 
a well-managed creep feed-
ing program can adequately fill 
that gap when pasture quality 
declines due to drought.

Calves from first-time moth-
ers selected for above-average 
milk EPDs and from older cows 
with declining milk yield are 
generally good candidates for 
creep feeding, Cole said.

Creep feeding is ideal for 
assistance in fall-calving herds. 
The extra nutrients at a declin-
ing time for forage keeps calves 
healthy and makes the weaning 
process easier.

Calves started on creep 
rations before weaning be-
gin eating sooner after they 
are weaned or shipped. They 
regain the weight lost due to 
weaning or shipping in a shorter 
period of time and have lower 
rates of morbidity and mortal-
ity as compared with calves 
that do not quickly begin eating 
after being weaned from their 
dams, according to a University 
of Nebraska-Lincoln Extension 
publication.

During the weaning pro-
cess, Kennedy continues feed-
ing his calves creep feed. Once 
weaning is complete he switch-
es to hand-feeding in bunks. 

Weigh ‘Em Up
Creep feeding can pay dividends
BY LAURA WOLF
FOR CATTLEMEN’S NEWS
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MLS #1 SUPPLE-LIX                      
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all natural protein supplement with  
high vitamin and trace minerals levels  

for  cattle needing both protein and      
minerals on roughage diets. 
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MLS #6 CREEP  TUB                                               
For young nursing calves needing a 

maintenance or  growing  ration. 
Contains natural    protein,   vitamins 
& trace  minerals, and Availa®4 from 
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MLS #5 STRESS TUB                                              
An all natural protein, energy,   

vitamin, and  trace mineral tub for 
young  cattle during weaning,    

shipping, or  situations leading to 
stress.  Contains Availa®4. 

State Fair time means summer is ending and weaning time is near.    What is the most effective 
and economical way to handle weaning stress and backgrounding of this years calf crop?                                                                 

MLS has the answer. 

CONTINUED ON NEXT PAGE

Creep feeding in fall calving herds can help producers deliver extra nutri-
ents at a declining time for forages while it also keeps calves healthy and 

can make the weaning process easier.—Photo by Joann Pipkin
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Calves are then pre-conditioned 
for a minimum of 45 days before 
he markets them. 

Creep feed rations vary 
greatly, and can include nutrient 
concentrates as well as hays 
and other roughage. Creep 
feeders are used to limit feed-
ing amounts. Feeders need to 
be portable, and if not enclosed 
by a fence should be strong 
enough to keep cows and bulls 
from destroying the structure 
according to the UNL extension 
publication. If pastures allow, 
separating replacement heifer 
calves from other calves will 
reduce the inherent labor and 
time costs, as well as feed costs 
for creep feeding, Cole said.

Another concern about 
creep feeding is the cost of 
feed. Cattlemen have to care-
fully weigh the alternatives to 
determine whether the money 
spent on feed will be recovered 
at the sale barn. A University of 
Missouri Extension publication 
from northwest Missouri points 
out that cattlemen can limit 
the amount of money invested 
in creep feeding by delaying 
the start of creep feeding until 

August. The amount of feed 
required to add an extra pound 
of gain varies from less than 
five to over 12 pounds, Cole 
said. While a typical creep 
feed ration contains 10 to 15% 
protein, greater nutrient density 
for creep feed is found in alfalfa 
hay, which often tests with more 
than 20% crude protein and 
greater than 60% total digestible 
nutrients.

Creep feeding offers many 
benefits for the cattleman with 
declining pasture quality and 
calves in need of extra nutri-
tion prior to weaning. It also 
comes with drawbacks such 
as the cost of feed and labor. 
The balance of advantages and 
disadvantages is different for 
every operation, but with the 
threat of drought and declining 
late-summer pastures, creep 
feed for calves can be a ben-
eficial option for Midwest cattle 
producers.

Still, Kennedy maintains 
creep feeding also helps his 
calves stay healthier. “I think my 
calves put on enough pounds 
to pay for the creep feed. We’re 
selling the calves by the pound 
so the bigger they are the more 
they bring.”

CREEP FEED • CONTINUED
FROM PREVIOUS PAGE

Quiet calves. Throw in some 
saved pounds at weaning 

and it would be a cattlemen’s 
dream. 

Undoubtedly, weaning is 
the most stressful time a calf 
will experience. Regardless of 
whether or not you implement 
a complete preconditioning 
program, low stress weaning 
techniques will pay off with 
healthier and likely even heavier 
calves. 

One low stress weaning 
technique, where calves can still 
have contact with their mothers is 
fence-line weaning. It’s a practice 
Lawrence County cattleman 
Darrel Franson has used for 
years. 

“Calves go on feed quicker 
because they aren’t worried 
about momma,” Franson 
explains. And, they drink 
more water, he says of the 
management tool that allows 
cows and calves to stand nose 
to nose with a fence separating 
them.

Franson says he practiced 
fence-line weaning for about 
14 years before taking it a step 
further by weaning on grass. 

“I pick a lush, green pasture, 
between 25 and 40 acres, split 
it in half with a four-strand poly 
wire fence,” Franson notes. All 
four wires are electrified. Water 
is available in both paddocks and 

feed bunks are set out for the 
calves. 

“Once it’s all set up it’s really 
sweet,” Franson exclaims. “The 
calves settle down so quickly.”

Franson says there’s plenty 
of bawling calves the first night 
but by the second, it’s only 
occasional. By the third evening, 
he reports the noise from the 
calves is all gone. 

It actually takes the cows 
a little longer to quiet down, 
Franson reports, as the pressure 
in their udders lasts a bit longer 
than the concern on the calves’ 
part.  In about a week, Franson 
separates the cows and calves 
to his ‘normal’ management 
intensive grazing routine with 
pastures a quarter or half mile 
apart, constrained by a single hot 
wire,  At that point both cows and 
calves get on with their own lives 
like nothing ever happened, he 
says. 

Franson estimates fence-line 
weaning saves his calves at least 
2-3% of body weight. “I know I’m 
saving pounds from the stress of 
weaning,” he says. 

Fence-line weaning is 
probably the easiest and most 
common method of low stress 
weaning, according to information 
from Texas AgriLife Extension 
Center.  To further explain the 
process, calves are simply placed 
in small pasture or trap adjacent 
to their mothers. If possible, the 
calves should have access to 
grazing. 

On the Other Side of the Fence
Get low-stress with fence-line weaning
By Joann Pipkin, Editor

The key to fence-line 
weaning, according to Drs. Ron 
Gill and Bruce Carpenter, Texas 
AgriLife Extension, is a good 
fence. Calves shouldn’t be able to 
crawl under or between wires or 
nurse through the fence. 

Also key to successful low-
stress, fence-line weaning is in 
the physical management of 
the cows and calves the day of 
weaning. There should not be 
any other management practices 

carried out on the day of 
separation. Vaccinations should 
be done prior to separation and 
any management needed for the 
cows should be done either prior 
to weaning or at least two to three 
weeks after weaning. 

 “You can fence-line wean in 
a dry lot or on grass,” Franson 
explains, “but any time you can 
wean on grass, you are gaining.”



www.joplinstockyards.com20 August 2013

Made in Germany
Distributed by: Intervet Inc d/b/a  
Merck Animal Health, Summit,  
NJ 07901 Copyright © 2011, 
Intervet Inc., a subsidary  
of Merck & Co. All rights reserved.

AntimicrobiAl Drug  
180 mg of tildipirosin/mL 
For subcutaneous injection in beef and  
non-lactating dairy cattle only.

not for use in female dairy cattle 20 months  
of age or older or in calves to be processed 
for veal.

cAution: Federal (USA) law restricts this drug  
to use by or on the order of a licensed veterinarian.

briEF SummArY: for full prescribing information 
use package insert.

inDicAtionS: Zuprevo™ 18% is indicated for 
the treatment of bovine respiratory disease (BRD) 
associated with Mannheimia haemolytica, Pasteurella 
multocida, and Histophilus somni in beef and  
non-lactating dairy cattle, and for the control of 
respiratory disease in beef and non-lactating dairy 
cattle at high risk of developing BRD associated with 
M. haemolytica, P. multocida, and H. somni.

WArningS: For uSE in AnimAlS onlY. 
not For HumAn uSE. KEEP out oF rEAcH 
oF cHilDrEn. to AVoiD AcciDEntAl 
inJEction, Do not uSE in AutomAticAllY 
PoWErED SYringES WHicH HAVE no 
ADDitionAl ProtEction SYStEm. in cASE 
oF HumAn inJEction, SEEK mEDicAl ADVicE 
immEDiAtElY AnD SHoW tHE PAcKAgE 
inSErt or lAbEl to tHE PHYSiciAn.

Avoid direct contact with skin and eyes. If accidental 
eye exposure occurs, rinse eyes with clean water. 
If accidental skin exposure occurs, wash the skin 
immediately with soap and water. Tildipirosin may 
cause sensitization by skin contact.

For technical assistance or to report a suspected 
adverse reaction, call: 1-800-219-9286.

For customer service or to request a Material  
Safety Data Sheet (MSDS), call: 1-800-211-3573.  
For additional Zuprevo 18% information go to  
www.zuprevo.com.

For a complete listing of adverse reactions for  
Zuprevo 18% reported to CVM see:  
http://www.fda.gov/AnimalVeterinary/SafetyHealth.

Do not uSE ZuPrEVo 18% in SWinE.  
Fatal adverse events have been reported following 
the use of tildipirosin in swine. NOT FOR USE IN 
CHICKENS OR TURKEYS.

  
 
  rESiDuE WArning: Cattle intended for  

human consumption must not be slaughtered 
within 21 days of the last treatment. Do not  
use in female dairy cattle 20 months of  
age or older. Use of this drug product in  
these cattle may cause milk residues. A 
withdrawal period has not been established  
in pre-ruminating calves. Do not use in calves  
to be processed for veal.

PrEcAutionS: The effects of Zuprevo 18% on 
bovine reproductive performance, pregnancy and 
lactation have not been determined. Swelling and 
inflammation, which may be severe, may be seen at 
the injection site after administration. Subcutaneous 
injection may result in local tissue reactions which 
persist beyond the slaughter withdrawal period. This 
may result in trim loss of edible tissue at slaughter.

injectable Solution for cattle

18%

S511-25732-2_Zuprevo PI-THIRD PAGE-2_125X10.indd   17/13/12   2:18 PM
S511-30801-05_Zuprevo_CowCalf_PrintAd_CattlemenNews_JrPage.indd   27/12/13   12:09 PM

ECONOMIC INDICATORS

Travel the highways and 
byways across the Show 

Me State and you might 
notice a change from years 
past. 

Missouri’s cattle herd is 
different, and a University of 
Missouri livestock economist 
sees bigger changes ahead.

According to Scott 
Brown, there’s a cow 
population shift from north to 
south Missouri —due largely 
because corn and soybeans 
are returning more per acre 
than cows these days.

Area Livestock Specialist 
Eldon Cole is seeing a 
drop in beef cows, though 
inventory numbers are hard 
to obtain. The 2012 Census 
puts Lawrence and Polk 
counties in the top 50 beef 
cow counties in the U.S., 
but overall some locales are 
experiencing a drop in cow 
numbers.

Cole maintains the drop 
is multifaceted including 
drought; older cow herd owners 
who find a cow herd too much 
hard labor; unattractive returns 
for feeder calves; feed prices; 
favorable cow and bull prices; 
and rising land costs. 

“I worry that the current 
financial advantage of corn and 
soybeans may compromise 
our cow herd growth,” Cole 
explained. “A lot of land is being 
planted to crops that may work 

for a while but long-term it 
probably needs to be in forages.”

However, Cole added if the 
switch to crops will help eliminate 
some “hot” fescue and return to a 
non-toxic pasture/hay, then that’s 
a good thing.

Brown gave an optimistic 
outlook at the July 17 Breimyer 
Seminar, held on the University 
of Missouri campus in Columbia. 

Economists and 
industry leaders 
shared their ideas 
on the agricultural 
policies in beef 
production.

The biggest 
beef industry 
change has been 
cattle prices never 
seen before. 
That’s tempered 
by a lack of 
record-setting 
profits. Higher 
commodity prices 
have raised cattle 
prices, Brown 
said. 

However, 
USDA predicts 
a record-setting 
corn crop this 
year, which Brown 
says would lead 
to a sharp drop in 
corn prices.

With lower corn 
prices, producers will 
increase production, 
feed more cattle and 
prices will fall. “The 

laws of supply and demand do 
work,” Brown said.

Brown’s optimism for the 

Beef Cows Head South
New technology, crop prices shift 
Missouri beef production
 BY JOANN PIPKIN, EDITOR

CONTINUED ON NEXT PAGE

Industry experts are optimistic on the future of Missouri’s 
beef industry, Adopting new technology like fixed time 

artificial insemination and genomics will be key to future 
industry growth as will adaptation of new forages. 

—Photo by Joann Pipkin
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A bacterial infection that often occurs 
during drought has claimed cattle in 

herds in Lonoke and Sebastian counties, 
according to Tom Troxel, associate head-
Animal Science for the University of 
Arkansas System Division of Agriculture.

Deaths were confirmed by the 
diagnostic lab of the state Livestock and 
Poultry Commission, he said. The disease 
is caused by Clostridium chauvoei and is 
easily and inexpensively prevented by a 
vaccine,” Troxel said. 

Blackleg typically appears during times 
of drought, and usually affects young cattle 
between six months and two years of age, 
but it’s not unusual for adult cattle to die 
from the infection. 

“The bacteria can cause severe 
lameness, depression and fever, but the 
most common symptom is sudden death,” 
Troxel said. “Other outbreaks of blackleg 
have occurred following excavation of the 
soil which suggests that disturbances in 
the soil may expose and activates blackleg 
bacterium.” 

The vaccine to prevent blackleg costs 
about 70 to 80 cents per dose. 

”If you compare the cost of the 
vaccination to the value of a calf — $650 
to $750 — it makes perfect sense to 
vaccinate all calves,” he said. “The loss 
of one calf valued at $700 would pay for 
1,000 does of blackleg vaccine.”

As with any medication, it is very 
important to read and follow the label 
directions. Some blackleg vacations 
required two vaccinations 4 to 6 weeks 
apart. If the label states a second 
vaccination is required, the second 
vaccination must be given in order for 
the calf to be protected. If the second 
vaccination is not given the calf is 
not protected against blackleg and is 
susceptible to the disease. —Source: 
University of Arkansas Extension

Blackleg Causes Cattle 
Deaths in Arkansas
Prevent the disease with 
proper vaccination

future of the cattle industry 
rides on new technology now 
available to cow herd owners. 
Some changes coming, he cited, 
are increased use of fixed-time 
artificial insemination (FTAI), use 
of genomics to guide breeding, 
sexed semen to raise all steers or 
all heifers, and new forages. 

All can lead to higher-
quality beef. The future of a 
profitable beef industry depends 
on production quality beef that 
pleases consumers, he said.

Even in the recent recession 

BEEF COWS • CONTINUED 
FROM PREVIOUS PAGE

consumers continued to pay 
more for beef. Missouri cattle 
producers should evaluate the 
new technology, Brown said. 
“Make sure it fits your operation.”

Successful producers must 
aim to be better than average. 
With current cow numbers and 
the research base in Missouri, 
the state remains positioned to 
grow in importance in the U.S. 
cow-calf sector.

However, Brown cautioned 
that competitors are working hard 
to improve their herds as well. 
“We can’t keep doing things the 
same way we have in the past,” 
Brown noted. 

Missouri has resources to 
produce the highest-quality beef 
that returns the most money. 
While beef cow numbers 
continue to decline, production 
per cow continues to rise. 

“A major shift in focus must 
be on targeting consumer 
demand. And increase 
productivity even faster,” Brown 
said.

Brown pointed out that 
Ozarks-area land now grows 
more corn and soybeans than it 
did 40 years ago.

“We have to improve our 
use of forages on those hills to 
boost returns to the cows,” Brown 

explained. “That’s how to keep 
land for cows.”

While recently it seems 
commodities have been winning, 
Brown said, “We have the tools to 
do better with beef.”

Cole is also optimistic 
about the future of Missouri’s 
beef industry, especially here 
in southwest Missouri. “I think 
we have a distinct competitive 
advantage within our state,” 
Cole said. “We have in place 
a strong infrastructure such 
as markets, forage producing 
service businesses, large animal 

CONTINUED ON PAGE 23
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(gamithromycin)

A hot button topic for some 
time now has been how big 

is too  big and how small is too 
small.  The 1200 lb. cow seems 
to be the universal measuring 
stick, yet it may be impractical 
or impossible for your specific 
operation to achieve this 
threshold for mature cow size.   
Therefore, one needs to explore 
and understand three critical 
elements that shape cow size.  

They are as follows:  1. Do you 
have any specific geographic 
limitations or challenges?  2. 
What are the end product goals 
of our beef industry?  3. What is 
YOUR most profitable size? 

The location of your 
cowherd within the 48 
contiguous states will 
undoubtedly shape the size and 
productivity of the cows you 
manage, because differences in 
types and quality of forages can 
add or subtract several hundred pounds to mature cow size.  

The common forage for most 
of us in the Missouri region and 
throughout the Midwest is tall 
fescue. This hardy, cool season 
grass has the ability to produce 
ample tonnage in the spring and 
fall seasons.  But, its quality falls 
fast with the heat of summer.  
And, let’s not forget about the 
toxicity challenges it presents to 
the cattle that consume it.  For 
those of us that depend on tall 
fescue for financial survival, it is 
easy to see that a 1500 lb.+ cow 
has a hard time being profitable.  
Cows that range in the 1200 – 
1300 lb. range tend to offer the 
most production performance 
with the least amount of open 
cows or fallout due to adverse 
reactions to the toxins produced 
by the fungus that cohabitates 
with the forage.  Fescue isn’t 
the only forage that presents a 
challenge to cattle managers.  
The Bahia grasses of south 
central Arkansas and parts 
of Florida, the native prairie 
grasses that only grow five to 
six months of the year, and the 
high desert forages of Idaho 
through Northern California all 
take astute cattlemen to utilize 
the best of what they have to 
offer.  

Availability and cost of 
forages, as well as prolonged 
periods of hot or cold weather 
will also contribute significantly 
to honing in on your “sweet 
spot.” The extreme heat of the 
southern states and tropical 
climate in Florida present a 
serious management issue for 
producers in those areas.  Cow 
size tends to be smaller as a 
result.  Meanwhile, cattlemen 
in the northern states endure 
long, hard winters with subzero 

temperatures for extended 
periods of time.  As a result 
of the cold weather and high 
quality forages, cow size and 
birth weights tend to be much 
larger on average.   Let’s not 
forget about the challenges 
cows face at high altitudes 
in the mountain ranges of 
Colorado, New Mexico, 
Wyoming, etc.  It takes a 
special cow to live in the thin air 
and walk on rocks! 

The next critical element 
that must be understood is 
the relationship between 
mature cow size, feedlot 
finish weights, and fed cattle 
profitability.  According to Tom 
Brink of JBS Five Rivers Cattle 
Feeding LLC, the largest cattle 
feeder in the world, cattle with 
a finished carcass weight of 
approximately 850 lbs. have the 
greatest profitability potential.  
Steers finishing in that weight 
range tend to have better feed 
conversion and a lower cost of 
gain. Efficient gain is critical, 
especially in times of high feed 
prices.  As finished carcass 
weights move up or down from 
this “sweet spot”, profit margins 
shrink due to less efficient 
gain.  Furthermore, a review of 
literature by Stephen Hammack 
at Texas A&M University 
suggests that “...mature weight 
of cows in moderate body 
condition score (BCS = 5) 
averages the same as that of 
equivalent frame score steers 
with 0.5 inches of back fat.”  
That means a mature cow in 
average condition will produce 
a finished steer near her same 
weight.  A 1200 lb. cow will 

Finding the Sweet Spot 
What is the ideal cow size?
BY JARED WARHEM

COMMENTARY

CONTINUED ON NEXT PAGE
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Stress putting your calves – and profi ts – at risk?1 Get 10-day 
BRD control with a single treatment of ZACTRAN.2 

In field trials, clinically ill cattle given 
ZACTRAN showed a significant improvement 
within 24 hours.3 And most cattle treated with 
ZACTRAN stayed healthy for the full 10-day 

study.2 That can mean fewer retreatments4 and 
healthier margins. Talk to your veterinarian 
about prescription ZACTRAN. It’s exZACTly 
right to control BRD risk with one treatment.

HIS CATTLE 
ARE STRESSED.
HE’S NOT.
Thanks to BRD control from ZACTRAN® (gamithromycin).
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produce a 1200 lb. finished steer, a 1350 lb. cow will produce a 1350 
lb. steer, and a 1500 lb. cow will produce a 1500 lb. finished steer.  

To identify which cow size will produce the ideal carcass size 
established by Five Rivers Feeders, we multiply cow size by the 
average dressing percentage of fed cattle, which usually runs around 
63%.   	

1200 lb. cow X .63 = 756 lb. carcass
 

1350 lb. cow X .63 = 850 lb. carcass
 

1500 lb. cow X .63 = 945 lb. carcass

In doing so, we find that the 1350 lb. mature cow will produce 
steer calves that will finish at the most profitable carcass weight.  Also, 
we can assume that a smaller cow size might produce inefficient 
steers with high costs of gain and a smaller carcass size, and a larger 
cow may produce overweight carcasses that 
could suffer severe discounts.  As cattlemen, 
we need to consider all aspects of our 
business, including beef quality.  We cannot 
claim to be holistic managers without taking 
end-product qualities into consideration.  

Now that we know environment and 
profitability should influence the size of our 
cows, it is time to examine YOUR “producer 
specific” variables. For example, do you have 
a niche market for grass fed beef where your 
finished carcass weights don’t need to be as 
big as industry average?  If so, your mature 
cow size should vary to accommodate your 
specific needs.  Or, perhaps you have some 
low-cost feed or forage that allows you to 
support a bigger cow and wean more pounds 
of calf.  These “producer specific” variables 
are potentially endless and will be factors that 
only you will know.

Individually, we must use a sharp No. 2 
pencil and determine what our “sweet spot” 
is.  Try not to get caught up in the hype that 
a specific size of cow is the only size that is 
profitable. Your environment and beef product 
needs will set the parameters while your 
“producer specific” goals, advantages, or 
needs will narrow that to your ideal cow size.  

Lastly, I encourage you to check the 
weights of your cows and find out exactly 
where you are – you may be surprised!  I 
travel thousands of miles and study many 
cowherds, and I can tell you that most 
cattlemen think they have a nice set of 1200 
lb. cows.  I have seen a lot of 1350 – 1450 lb. 
cows that somehow always seem to weigh 
1200.  

Just remember – you’ll miss your target 
100% of the time if you don’t know where to 
aim.  

—Jared Wareham is a part of the “Flying 
H Genetics Team” that develops and markets 
450 bulls annually from two ranch locations: 
one in Arapahoe, Neb., and the other in Lowry 
City, Mo.  In addition to his role as operations 
manager for the Missouri Flying H location, 
he devotes much of his time to marketing and 
strategic planning for the company.  Jared’s 
wife, Jill, is also an important part of the day 
to day operations at Flying H when she’s not 
corralling their three young daughters.  

SWEET SPOT • CONTINUED FROM PREVIOUS PAGE

veterinarians, artificial insemination access, cattle haulers, seedstock 
producers, a cow-calf mentality by many natives and those who re-
locate to the region. This mentality is hard to describe, but some may 
compare it to ‘a way of life’.”

Profitable times in the feeder calf business will help spark a 
breeding herd expansion, according to Cole. “However, I’ll bet if we 
have ample moisture in the next few years there will be a solid cow 
buildup from cows brought into the area.”

Cole also pointed out that there are a lot of young people anxious 
to live in the country and run cows in southern Missouri. “If they can 
find employment off the farm enough to start small and grow, I see this 
as a growth potential. Ideally, we’d like to see more older generation 
folks help these young people get their foot in the door.”

BEEF COWS • CONTINUED FROM PAGE 21
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Researchers at Kansas State 
University are finding an 

increase in drug resistance in 
cases of BRD.
A survey of records of 
bovine respiratory disease 
(BRD) cases at the Kansas 
State Veterinary Diagnostic 
Laboratory showed that drug 

resistance in Mannheimia 
hemolytica, one of the primary 
organisms associated with 
BRD, increased over the three-
year period from 2009 to 2011.  
Researchers found that over 
that period a high percentage of 
the organisms recovered from 
cattle lungs were resistant to 
several of the drugs typically 

HEALTH WATCH
Drug Therapy Resistance 
on the Rise in BRD Cases
Be sure to use right treatment for BRD
BY DAVE SPARKS

used to treat that pathogen.  
Six antimicrobial drugs were 
tested.  Using the parameter of 
resistance to at least three of 
the six drugs as a definition of 
multi-drug resistance they found 
that 63% of the bacteria were 
multi-drug resistant in 2011 
compared to 46% in 2010 and 
42% in 2009.

Several factors are 
known to contribute to the 
development of drug-resistant 
organisms.  These include 
use of antimicrobial drugs 
when they are not indicated, 
improper dosing, and failure 
to follow label directions.  
Perhaps the greatest factor is 
discontinuance of the therapy 
when improvement is seen 
rather than maintaining drug 
levels throughout a fully-
recommended course of 
treatment.   To prevent or delay 
the development of resistance, 
always follow closely the label 

as well as your veterinarian’s 
directions.

While many of the 
recovered organisms were 
resistant to three or more of 
the six antimicrobials tested, 
none were resistant to all 
six.   This emphasizes the 
importance of antimicrobial 
sensitivity testing that can be 
done easily and inexpensively 
by your veterinarian or the 
Oklahoma Animal Disease 
Diagnostic Laboratory.   Using 
the right drug for the particular 
organisms causing your BRD 
problems not only helps to 
prevent the development of 
further resistance but also 
minimizes death loss, economic 
loss, labor, and animal suffering 
in your herd. 

 —Source: Dave Sparks, 
DVM, is Oklahoma State 
University Area Extension 
Veterinarian

The advantageous use of 
high-protein supplements on 

late summer native range and 
Bermuda grass pastures has 
been well documented.  The 
Oklahoma Gold supplementation 
program is widely used for fall-
born replacement heifers and 
summer grazing of stocker cattle.  
Adding another management 
tool, late summer de-worming 
may pay additional dividends.

Oklahoma State University 
beef nutritionists studied the 
effects of de-worming and 
protein supplementation during 
late summer on performance of 
fall-born heifers grazing native 
warm-season pastures. Forty 
Angus and Angus x Hereford 
heifers (average age = 270 days) 
were assigned to receive one of 
four treatment combinations: 1) 
no supplement, no de-wormer; 
2) supplement, no de-wormer; 3) 
no supplement, de-wormed; and 
4) supplement, and de-wormed. 
The de-wormer treatment 
(Ivermectin, 1% solution 
containing 10% clorsulon) was 
applied July 25 and again August 
26. Protein-supplemented 
heifers received the equivalent 
of 1 pound per head per day of 
cottonseed meal (41% crude 
protein, as fed basis) for 84 days 

beginning on July 29. Fecal egg 
counts were obtained from 5 
heifers within each treatment 
combination at 28-day intervals. 
Fecal egg shedding was lower 
in de-wormed heifers throughout 
the treatment period.

Both protein supplementation 
and de-worming treatment 
resulted in improved weight gains 
during the treatment period.  Late 
summer de-worming increased 
average daily gain by 0.29 lb/day.  
Feeding 1 pound of cottonseed 
meal increased average daily 
gain by 0.49 lb/day.  Combining 
de-worming and protein 
supplement increased daily gain 
by 0.76 lb/day.  

The effects of protein 
supplementation and de-
worming are additive. However, 
some, although not all, of the 
additional weight gain due to 
supplementation was lost during 
the winter when heifers received 
a maintenance diet. Added 
weight gain that was attributed to 
de-worming heifers the previous 
summer was not lost during the 
winter.

—Source: Lalman and co-
workers. 2004 OSU Animal 
Science Research Report. Glenn 
Selk is Oklahoma State 
University emeritus extension 
animal scientist.

De-worming, Late Summer 
Protein Supplements May Pay
Additive results from these practices 
BY GLENN SELK

Sterile Injectable Solution

180 mg of danofloxacin as the mesylate salt/
Ml for subcutaneous use in cattle for treatment 
of bovine respiratory disease (BRD) associated 
with Mannheimia haemolytica and Pasteurella 
multocida.

Not for use in cattle intended for dairy 
production or in calves to be processed for veal.
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accurately. Administered dose volume should 
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WARNINGS: Animals intended for human 
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days from the last treatment. Do not use in cattle 
intended for dairy production. A withdrawal 
period has not been established for this product 
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be processed for veal.
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antibacterial drugs in the absence of a 
susceptible bacterial infection is unlikely to 
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resistant bacteria.
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Keep out of reach of children. Avoid contact 
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sunlight. To report adverse reactions or to 
obtain a copy of the Material Safety Data Sheet 
(MSDS), call 1-800-366-5288.

PRECAUTIONS: The effects of danofloxacin on 
bovine reproductive performance, pregnancy 
and lactation have not been determined. 
Subcutaneous injection can cause a transient 
local tissue reaction that may result in trim loss 
of edible tissue at slaughter.
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central nervous system (CNS) disorders. In such 
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may lead to convulsive seizures. Quinolone-
class drugs have been shown to produce 
erosions of cartilage of weight-bearing joints and 
other signs of arthropathy in immature, rapidly 
growing animals of various species. Refer to 
Animal Safety of the full prescribing information 
for information specific to danofloxacin.

ADVERSE REACTIONS: A hypersensitivity 
reaction was noted in 2 healthy calves treated 
with ADVOCIN in a laboratory study. In one 
location of a multi-site field trial, one out of 
the 41 calves treated with 6 mg/kg 48 hours 
showed lameness on Day 6 only. In this same 
field trial location one of 38 calves treated 
with 8 mg/kg once became lame 4 days after 
treatment and remained lame on the last day 
of the study (Day 10). Another calf in the same 
treatment group developed lameness on the 
last day of the study.

STORAGE INFORMATION: Store at or below 
30°C (86°F). Protect from light. Protect from 
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not affect potency.

HOW SUPPLIED: ADVOCIN (180 mg 
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NADA #141-207, Approved by FDA
Use Only as Directed

CONTACT INFORMATION: To report suspected 
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For a complete listing of adverse reactions 
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reported to CVM see: http://www.fda.gov/
AnimalVeterinary/SafetyHealth
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Do not let big numbers fool 
you. With good marketing 

skills, heavy calves will capture 
more value. If there is one 
concept that cow-calf producers 
have total control over, it is how 
they market their calves.

Do not assume a good, solid 
handshake and slap on the back 
means top dollar was achieved 
in marketing this year’s calves. 
Public auction barns and other 
competitive markets certainly 
will do their best to get the best 
value for the calves presented. 
However, producers need to do 
their part as well. Some good 
street sense and a feel for the 
market are important.

A challenge with today’s 
cow-calf operation is that the 
market price tends to be three 

digits. For those who have 
marketed cattle for years, most 
of those years have been two-
digit numbers. However, don’t 
let the three-digit prices relax 
your marketing savvy because 
expenses also are escalating. 
Producers need every penny 
they can squeeze out of the 
market.

Interestingly, common 
thoughts are not always the 
correct thoughts. Through the 
years, one should add up the 
number of times producers can 
be quoted as saying:

“It’s not the weight of the 
calf that counts, it’s the price per 
hundredweight.”

That is a true statement. 
However, the statement often is 
used to justify untruths because 
the best of both worlds would be 
more weight and a higher price.

Before all the market data 
fall upon me and crush me, 
one must acknowledge that 
market slides are real. As the 
market weight goes up, the 
price per hundredweight goes 
down, so we have the common 
impression that price is more 
important than weight.

In reality, marketing skills 
are more important than 
weight or price. Sitting in a 
conversation a few weeks ago, 
the central question focused 
on price and weight. Upon 
returning home, I did a little 
review of the North Dakota 
Farm Management Program, 
along with FINBIN (www.finbin.
umn.edu/) from the Center for 
Farm Financial Management 
at the University of Minnesota. 
These programs provide 
enterprise analysis for many 
agricultural operations, including 
the beef cow.

Upon further review 
of the gross margin, by 
using the average price per 
hundredweight of calves sold 
and the average weight of 
calves sold by North Dakota 
producers with more than 50 
cows in the herd, some truths 
started to emerge based on real 
data.

If one was to separate the 
beef enterprise analysis for 
each producer based on net 
return per cow from FINBIN 
by selecting the upper 40 
percent and lower 40 percent of 
producers, one sees a different 
trend than is assumed by most 
producers. Those producers 
who sold heavier calves got 
more money per pound of calf.

Looking back at the cow-
calf enterprises for 2012 back 
to 2008, those producers who 
had higher net returns sold an 
average of 600-pound calves 
(554 in 2012, 617 in 2011, 615 
in 2010, 607 in 2009 and 607 in 
2008) for an average of $123.54 
per hundredweight ($158.27 in 
2012, $141.70 in 2011, $116.69 
in 2010, $96.35 in 2009 and 
$104.70 in 2008).

Those producers who 
had lower net returns sold an 
average of 575-pound calves 
(576 in 2012, 608 in 2011, 523 

MARKET WATCH

Good Marketing Essential 
to Capture Available Dollars
Challenge: how to deal with three-digit prices
BY KRIS RINGWALL

in 2010, 599 in 2009 and 570 in 
2008) for an average of $119.09 
per hundredweight ($150.26 in 
2012, $140.80 in 2011, $118.80 
in 2010, $91.92 in 2009 and 
$93.65 in 2008).

The bottom line: Those 
producers who had heavier 
calves marketed those 
calves at a higher price per 
hundredweight, on average, 
than those producers with 
lighter calves. This seems 
contrary to all that we are 
taught. However, the harsh 
reality is that simply marketing 
calves based on price slides is 
not good enough. Involve good, 
competitive markets and push 
buyers to add a couple more 
bids and the end result will be a 
larger check.

For this set of producers, 
better marketing skills added 
more money to their gross 
margin, thus yielding more 
money to work with. The herds 
in the upper 40 percent of net 
return per cow had a five-year 
average gross margin of $642 
per cow. The lower 40 percent 
net return per cow producers 
had a five-year average gross 
margin of $538. That is more 
than $100 in additional money.

Producers who had a higher 
net revenue sold heavier calves 
for more money per pound than 
those producers that had lower 
net returns. In stark contrast to 
popular thought, lighter-weight 
calves did not bring more 
dollars per hundredweight of 
calf, and the additional weight 
on each calf at a higher value 
actually accentuated the 
positive impacts of the good 
marketing of heavier calves.

The value of marketing 
is huge. Looking at factors to 
determine potential increases 
in gross margins, marketing is 
going to be the key. Value is 
worth seeking and, if found, the 
market will reward value.

May you find all your ear 
tags.

—Source: Drovers 
CattleNetwork.com. Kris 
Ringwall is with North Dakota 
State University Extension.

Marketing skills are more important than weight or 
price. Industry experts advise not to let three-digit 

prices relax your marketing savvy.
  —Photo by Joann Pipkin
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Peaceful.  Profitable.  Horn fly free. 

To learn more about the Purina® Great Starts™ Cattle Feeding Program visit your local dealer: 
SPRINGFIELD, MO 

Main Street Feed 
(417) 869-5384 
msf266@msn.com  

 
STARK CITY, MO 

Barry County Farmers Coop 
417-638-5513  

 
 
WESTVILLE, OK 

L& S Feed & Supply 
(918) 723-4545 

 
 
PURINA ANIMAL NUTRITION: 

Bud Mareth  (417) 880-1152 
Mark Grotheer (417) 825-3570 
Wayne Hurst  (405) 250-6700 

ASH GROVE, MO 
Gordon’s Feed & Pet 
(417)751-3888 
www.gordonsfeedandpet.com 
 

BUFFALO, MO 
Headings Bros. Feed 
(417) 733-9315 or 733-2944 
 
 

CHOUTEAU, OK 
L & S Feed & Supply 
(918) 476-7234 
 
 

DEERFIELD, MO 
Midwest Fertilizer  
(417) 966-7303 
forknerkyle@gmail.com  

EXETER, MO 
Barry County Farmers Coop  
(417)835-3465  
barrycountycoop@ymail.com  

 
GREENFIELD, MO 

Gordon’s Feed & Pet 
(417)637-2730 
www.gordonsfeedandpet.com 

 
JASPER, MO 

Maneval, Inc Grain & Feed 
(417) 394-2121 
carmaneval@yahoo.com 

 
MARSHFIELD, MO 

Gordon’s Feed & Pet 
(417) 468-5055 
www.gordonsfeedandpet.com 

MONETT, MO 
Main Street Feed 
(417) 235-6680  
msf@mo-net.com  

 
MOUNT VERNON, MO 

Feed & More Country Store 
(417)471-1410 
www.feedandmorecountrystore.com  

 
ROGERSVILLE, MO 

Gordon’s Feed & Pet 
(417)753-8646 
www.gordonsfeedandpet.com 

 
SHELDON, MO 

Midwest Fertilizer 
(417) 884-2870 
cdahmer.midwest@yahoo.com 

www.CattleNutrition.com 

What are your goals for weaning calves?
4 Keep calves alive & healthy?
4 Maximum gain?
4 Self-fed or Hand-fed?
4 Use your own forage?

Purina® has a starter program for every producer!

WIND AND RAIN®  
MINERAL TUB 

WITH AVAILA® 4  
OR 

PURINA®  
STRESS TUB 

ACCURATION®  

STARTER  
COMPLETE  

PRECON®  5™ 
CATTLE STARTER 

PRECON® 
COMPLETE 

GREAT STARTS™ 
CATTLE FEEDING PROGRAM A DIFFERENCE YOU CAN SEE™ 
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Greener pastures for your business future.

gary tompkins
Vice President, Team Leader

573.338.4367
gary.tompkins@myfcsfinancial.com

matt hardecke
Vice President
573.747.9760

matt.hardecke@myfcsfinancial.com

Growing Relationships. Creating Opportunities. is a trademark of FCS Financial, ACA.

At FCS Financial, our business is built on strong relationships and the values of 
Missouri’s farming communities and producers just like you. We understand the 
challenges that you face as a livestock producer. Call us to learn more about the service, 
loans and financing we provide customized to your needs.

ECONOMIC INDICATORS

Farmers are accustomed to 
resting their fate in the hands 

of Mother Nature. The future of 
the cattle industry would be no 
different.

The cattle industry in 
Missouri is a big deal with 
59,000 farms in the state raising 
cattle. That’s why the University 
of Missouri’s 2013 Breimyer 
Seminar focused on the future 
of the Missouri cattle industry.

“The question we’re talking 
about is where is the industry 
headed,” says Ron Plain, MU 
Extension agricultural economist 
and professor in the MU College 
of Agriculture, Food and Natural 
Resources. “Are we going to 
have continuing decline in cattle 
numbers or are we going to turn 
it around? The direction we’re 
headed has implications for not 
only rural Missouri but for all 

Weather Will Determine Direction 
of Cattle Industry
Cattle moves from first to third in products 
from Missouri farms
FROM OUR STAFF

Have you checked your farm 
insurance policy lately?
One agriculture business 

specialist with University of 
Missouri Extension recommends 
you periodically review coverage 
limits on your liability insurance.

“Over the past few years, 
market values for land and other 
farm assets have increased 
substantially, which has 
contributed to the growth of farm 
balance sheets,” says Whitney 
Wiegel. “While many farmers’ 
asset values have increased, 
fewer farmers have taken the 
time to review their liability 
coverage to ensure that they are 
adequately protected.”

Farm liability insurance 
protects farm owners from 
claims arising from unintentional 
injuries or damage to other 
people or property. An increase 
in total farm assets suggests 
a need for increased liability 
coverage to maintain consistent 
risk protection, Wiegel says.

“Many commercial farms 
have an umbrella insurance 
policy that provides liability 
coverage up to a certain 
threshold,” he says.

For example, a farmer 
who has $1 million in liability 
coverage is protected from 

liability claims of not more 
than $1 million for the number 
of occurrences and coverage 
period specified in the insurance 
policy.

“While a $500,000 or $1 
million policy may have been 
adequate for many farms 10 
years ago, changes in farm 
profitability and asset values 
have altered many farmers’ 
insurance needs,” Wiegel says.

To reduce exposure to 
loss, Wiegel advises farmers to 
regularly examine their balance 
sheets and coverage limits and 
ask themselves, “Is my liability 
coverage limit anywhere near 
the total value of my farm? If an 
accident were to occur, would 
my current insurance policy 
protect me from exorbitant 
losses?”

“If the answer to either of 
these questions is ‘no’ or ‘I don’t 
know,’ it is probably time to talk 
with your insurance agent,” he 
says.

In addition, supplemental 
coverage may be necessary 
if your farm business has 
evolved to include nontraditional 
activities such as agritourism or 
direct sales to consumers.

—Source: University of 
Missouri Extension

Do You Have Enough Farm 
Liability Insurance?
Policy review helps ensure proper coverage

CONTINUED ON NEXT PAGE
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Missourians because a lot of tax 
base and a lot of jobs come with 
these cattle numbers.”

Historically, cattle have been 
the No. 1 product from Missouri 
farms, but in recent years cattle 
have slipped to No. 3 behind 
soybeans and corn. The U.S. 
cattle inventory is currently the 
smallest it has been since 1952. 
Cattle numbers increased for 
nearly 200 years but since 1975 
have been decreasing.

Plain says the biggest 
thing that will determine which 
direction the cattle industry goes 
is the weather.

“If we have drought like last 
year, cattle numbers will be 
forced down because the feed 
is not there,” Plain says. “If we 
have a good summer, plenty of 
rain and lots of grass, then the 
economics kick in. It is profitable 
to raise cattle and we will get 
herd expansion.”

Once you get past the 
weather, other factors matter 
such as consumer demand for 
beef and exports, but they don’t 
have quite the unpredictability of 
the next month’s weather, Plain 
says.

So far in 2013, the weather 
has been favorable for grass 
growth, and with a good forage 
supply cattlemen are likely 
to retain more heifers and 
cows for breeding this fall. 
However, it will take another 
year for the increased breeding 
herd to make an impact. The 
turnaround won’t happen 
overnight.

“For the time being, we’re 
still going to go down,” Plain 
says. “The number of bred 
cows and heifers this year is 
2.1 percent lower than last year, 
meaning a smaller calf crop this 
year.”

—University of Missouri 
Cooperative Media Group

Heart of America Trade 
Shows LLC has announced 

the Heart of America Farm 
Show, taking place September 
20-22 at the Tulsa RV Ranch 
Arena near Beggs, Okla., 
about 20 miles south of 
Tulsa. The event will include 
professional bull riding, cow dog 
demonstrations, guest speakers 
and a kid zone. 

Heart of America Trade 
Show’s farm show director 
Kevin Kite says this will be an 
annual show featuring many 
vendors, booths and activities 
for the whole family.

“I am very excited to be a 
part of the Heart of America 
Farm Show, as I know it will 
become an important part of 
the farming industry,” Kite said. 
“This will be a great opportunity 
for people in the business to 
connect and share their tips for 
the trade.”

There will be several guest 
speakers at the show as well, 
including Director of Farm 
Programming for the Oklahoma 
Radio Network and Broadcaster 
Hall of Fame inductee Ron 

Hays who will be on hand to 
deliver two topic speeches, 
“Rebuilding your mama cow 
herd,” and “Restoring drought 
impacted pasture.”

Also speaking will be co-
host of “Hook & Hunt” radio 
show Steve Schiffner. He will 
be speaking on the topics 
of “Managing and improving 
your deer herd and turkey 
population” and “How to 
maximize your income with 
hunting leases.” 

A meet, greet and 
autograph session with some of 
the top bull riders in America is 
also planned for the enjoyment 
of kids of all ages. 

There are still booths for 
rent for exhibitors who wish to 
participate in the show.  For 
more information about renting 
a booth or becoming an event 
sponsor call 888-244-1982.

Additional information on 
the farm show is available 
online at http://www.
heartofamericafarmshow.com/.  

—Source: Heart of America 
Trade Shows release.

ON THE CALENDAR
Heart of America Farm Show Set
Bull riding, demonstrations, seminars featured

CATTLE INDUSTRY • CONTINUED
FROM PREVIOUS PAGE

JK Cattle Company & Three Fires Cattle Company

Complete & Total 
Red Angus Dispersal
12-Noon, Mon., Sept. 16

Mo-Kan Livestock Market | Passaic, Mo.
SELLING 250 HEAD!
PH: Kurt Schwarz 660.424.3422

jkcattleco@hotmain.com | www.jkcattleco.com
Sale Broadcast on DVAuction.com

GET ‘EM HOOKED
Advertise in Cattlemen’s News Today!

Call 417.548.2333 for Details
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Your 
Connection

www.joplinstockyards.com

News & Weather

Animal Health
 Resources

Markets & Futures

Value Added &
Age & Source Progams

Risk ManagementRisk Management
Opportunities

National Feeder 
Cattle Report

Live Video 
Auction

Cattlemen’s News

Event Roundup
August
8-18	 Missouri State Fair • Sedalia, Mo. • PH: 800-422-FAIR
9	 6 p.m. Special Replacement Cow Sale
	 Joplin Regional Stockyards, Carthage, Mo.
	 PH: 417-548-2333
17	 American Cancer Society’s Cattle Baron’s Ball 
	 Darr Agriculture Center, Missouri State University, 

Springfield • PH: 417-447-1483
24	 2 p.m. SW Mo. Cattlemen & Mo. Simmental Assoc. Host
	 Beef & Forage Research Tour • Southwest Center, Mount 

Vernon, Mo. • Reg. by Aug. 20 at 417-466-3102
24	 Missouri Beef Tour • Northeast Missouri area 
	 PH: 573-767-5273

September 
5	 Joplin Regional Stockyards Annual Golf Tournament
	 Silo Ridge Golf Course, Bolivar, Mo. • PH: 417-548-2333
5-7	 4th Annual Show Me Beef Leadership Conference
	 Columbia, Mo. • PH: 573-499-9162
12-14	 Management Intensive Grazing School • Greenfield, Mo.
	 PH: 417-276-3388, ext. 3
24-26	 Management Intensive Grazing School • Marshfield, Mo.
	 PH: 417-468-4176, ext. 3

October
4-6	 Ozark Fall Farmfest • Ozark Empire Fairgrounds, 
	 Springfield, Mo. • 417-833-2660

22-24	 Management Intensive Grazing School • Bois D’Arc, Mo.
	 PH: 417-831-5246, ext. 3
23-25	 Missouri Dairy Grazing Conference • Springfield, Mo.
	 PH: 417 847-3161

ON THE CALENDAR
Beef, Forage Tour Set for Aug. 24
WHAT: Beef & Forage Research Tour

WHEN: 2 p.m., Aug. 24, 2013

WHERE: University of Missouri Southwest Center, 		
		  Mount Vernon, Mo.

WHY: Southwest Missouri Cattlemen’s Association 
and the Missouri Simmental Association are hosting 
the tour which focuses on beef and forage research 
trials at the Southwest Center. Attendees will review 
the center’s novel endophyte study, baleage, the 
Grow-Safe study and hair scoring and selection for 
fescue tolerance.

FOR MORE INFORMATION: The event is open to 
the public. Register by Aug. 20 by calling Eldon Cole 
at 417-466-3102

Planning a Fall Cow or Bull Sale? 
Cattlemen’s News Has You Covered!

10,000 Producers in 8 States
Contact Mark Harmon today to place your ad

Email: markh@joplinstockyards.com or Call 417.548.2333
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Tan is 7505c (0c, 70m, 30y, 55k)
Red is Pantone 186 (0c,100m, 81y, 4k)
Joplin Regional is Knomen
Stockyards is Playbill
Tagline is BaskertonSW-Italic

I-44 & Exit 22 • CARTHAGE, MO
JACKIE MOORE 417.825.0948 • OFFICE 417.548.2333

BAILEY MOORE 417.540.4343 • SKYLER MOORE 417.737.2615

Feeder Cattle Mon. 8am • Cows & Bulls Wed. 9 am

• Risk Management • Video Marketing 
• Age & Source Program • Value Added Opportunities

Traditional Values.
Innovative Approach.

Stay Connected!

www.joplinstockyards.com 
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MARKET CORNER

Receipts 24,421 • Last Month 22,854 • Last Year 16,762
July Market Recap

BQA — it’s the right thing
The Kempfers are a sixth-generation, multi-family operation who continuously look for ways to 
help improve their cattle, and are the 2013 national Beef Quality Assurance (BQA) award winner.  
“We take pride in the compliments about our calves from feedlots and grazers. Healthy, calm cattle 
simply perform better.
“BQA helps us do that — from record keeping to cattle handling — it’s everybody’s job and BQA 
is the right thing to do.”

Learn more at BQA.org
or scan this code.

 Kempfer Cattle Company, 
Deer Park, Fla.



www.joplinstockyards.com 33August 2013

Video Sales from 7/5 & 7/18 • Total Video Receipts: 24,125
The video auction is held directly following  Joplin’s Regular Monday feeder cattle sale.   General weighing conditions: For yearling cattle 
loaded and weighed on the truck with a 2% shrink. Price slide will be .04 per lb. if cattle weigh 1 to 50 lbs over base weight; .06 per lb. if 

cattle weigh 51 to 90 lbs. over the base weight; contract is voidable by agent or buyer if cattle are more than 90 lbs over base weight. Gen-
eral weighing condtions on calves will be established on contract by seller and agent. Cattle weighed on the ground with certified scales will 

be agreed upon by seller and agent.

JRS Sale Day Market Phone: (417)548-2012 - Mondays (Rick Huffman) & Wednesdays (Don Kleiboeker). Market Information Provided By: 
Tony Hancock Mo. Department of Agriculture Market News Service. Market News Hotline (573)522-9244 • Sale Day Market Reporter (417)548-2012

Video Sales
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J.L. RATCLIFF - OWNER
HEATH KOHLER - RANCH MGR.

(918) 244-8025 Cell
(918) 256-5561 Ofc.

P.O. Box 402
Vinita, OK  74301

heath@ratcliffranch.com | www.ratcliffranches.com

Ranch-Ready Bulls & Functional Females
Genetics to Build a Herd On!

View Offering Online at www.clearwaterangus.com

Registered Angus Bulls 
FOR SALE

Jim Pipkin 
417-732-8552

Semen 
Tested. 

Ready
 to Work!

WD Pipkin 
417-732-2707

Your New Gooseneck Dealer Is:
B & B Sales & Service

Bolivar, Missouri 65613

417-326-6221

AC-DC Hay Company
Specializing in your hay needs

Need Hay?
Prairie ~ Alfalfa ~ Straw ~ Brome

Tony Carpenter
208 North NN Hwy
Lamar, MO 64726
Call: 417.448.7883

Reg. Beefmaster
Bulls for Sale

Red, Black, Horned, Polled
Low Birthweights, great EPD’s

Vaughn Family Farms
Mount Vernon, MO

Call John Long 417.254.4911

PERSONALIZED BRANDS:
One Letter - $95.00 ~ Two Letter - $105.00

Three Letter - $115.00
Electric Number Sets: 3 or 4 inch - $290

1-800-222-9628
Fax: 800-267-4055

P O Box 460 • Knoxville, AR 72845
www.huskybrandingirons.com

Check out the 
JRS page on 

Blevins Asphalt
Construction Co., Inc.

Blevins Asphalt Construction Co., is now accepting 
asphalt shingle tear-offs at our facilities listed below:

Intersection of Highway 60 and James River Expressway Springfield, Mo, 200’ 1) 
east of Buddy’s Auto Salvage.
North of Carthage, Mo. @ Civil War Road and Highway 71 intersection,                                   2) 
near the Carthage Underground.

SHINGLE TEAR-OFF AND NEW ROOF SCRAPS 
Please NO garbage. Limited wood, metal, nails, etc. A loader & attendant are on site 
for trailer removal & assistance. Cash only, charge accounts available.

For questions please call: 417-466-3758, ask for Adam or Efton. www.blevinsasphalt.com

OGDEN 
HORSE CREEK 

RANCH
KO Reg. Angus Bulls | AI Bred Heifers
Bred Cows & Pairs | Quarter Horses

Trevon
417-366-0363

Kenny
417-466-8176

PROMPT, RELIABLE SERVICE
2 Locations to Serve You

Hwy 86 
Stark City, MO
(417)472-6800
1-800-695-1991

Hwy 96 
Sarcoxie, MO

(417)246-5215
1-800-695-6371

NEWBOLD &
NEWBOLD PC

CERTIFIED PUBLIC ACCOUNTANTS
ESTABLISHED 1970

JAMES E. NEWBOLD, CPA
KEVIN J. NEWBOLD, CPA
KRISTI D. NEWBOLD, CPA
FARM TAXES

www.newboldnewbold.com
402 S. ELLIOTT AVE. AURORA, MO • 417.678.5191

Reg. Black & Red 
GELBVIEH BULLS

Yearling to 18 Months
Semen & Trich Tested

Hartland Farms 417-628-3000
Mark McFarland 417-850-0649

Where did 
your $ go?

Contact the Missouri Beef 
Industry Council at: 

573.817.0899 or 
www.mobeef.com

Source for calving ease, major economic traits
Boostered with this heterosis,

18 mo. old bulls for longevity, docile

Harriman Santa Fe (Bob)
Montrose, Mo 660/492-2504
bharriman39@hotmail.com

FALL BRED HEIFERS
SIMANGUS & BALANCERS

Bull Run/Andelin Livestock
25% Maine Anjou, 75% Angus

MAINTAINER BULLS
FOR SALE

Raymond Dowse, Mgr.
479.381.1578

Paul Andelin, Owner 
417.440.0104

SEMEN
TESTED!

Livestock/Pasture Irrigation
10 acre System $2879.99

K-Line Irrigation System
Low Cost • Little/No Maintenance

Simple to Install & Move
COMPTON IRRIGATION, INC.

LAMAR, MO | 417.682.2525
janet@comptonirrigation.com

Pump-Engines-Service

FOR YOUR ADVERTISING NEEDS
CONTACT MARK HARMON | 417.548.2333

Email: markh@joplinstockyards.com
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There’s only one 
Baytril® 100.

©2013 Bayer HealthCare LLC, Animal Health Division, Shawnee Mission, Kansas 66201. Bayer, the Bayer Cross and Baytril are registered trademarks of Bayer.    BL13984

Baytril 100 is the only enrofl oxacin approved for 
both control and single-dose treatment of BRD.

B a y t r i l ®  1 0 0  ( e n r o f l o x a c i n )  I n j e c t a b l e

It’s called Baytril 100.

Your livelihood is important to Bayer. 
Trust Baytril® 100 (enrofl oxacin) Injectable — made by 
Bayer and relied upon by veterinarians and producers
since 1998.

Other drugs may try to say they’re the same, but Baytril 100 
is the only enrofl oxacin approved by the FDA for:

   •  BRD control (metaphylaxis) in high-risk cattle
   •  Single-dose treatment of BRD

Baytril 100 — depend on it.

For use by or on the order of a licensed veterinarian. 
Extra-label use in food-producing animals is prohibited. 
A 28-day slaughter withdrawal in cattle is required.
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Joplin Stockyards: “Cattle Charge 2013”  10" x 14.5"
Art director: Craig J. Weiland  cweiland@mfa-inc.com

MFA Incorporated

Summer heat winter cold

www.mfa-inc.com

M A D E  F O R  A G R I C U LT U R EFor information on MFA cattle feeds 
call 573-876-5473 or visit www.mfa-inc.com

Summer heat, winter cold
Doesn’t matter. Cattle Charge 
keeps them gaining.


