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We offer coverage that includes coverage for huildings, equipment and liability—all at competitive rates.
Call foday to get a quote to protect you and your farm.
Your dream is out there. Go get it. We'll protect it.

Mary Fry Agency Steven Haskins Agency Andrew Golian Agency Pamela Greninger Agency Chris Smith Agency

1135 E. Broadway St 1901 E. 32" St Ste 16 5898 N Main St Ste 107 2020 E7™ St 493 East Hwy 76, Ste G
Bolivar, M0 65613 Joplin, MO 64804 Joplin, MO 64801 Joplin, MO 64801 Anderson, MO 64831
(417) 326-2454 (417) 624-6200 (417) 781-5533 (417) 623-6363 (417) 845-7060
mfry@amfam.com shaskins@amfam.com dgolian@amfam.com pgrening@amfam.com csmit4@amfam.com

J Probert Agency Jeff Hodkin Agency Edmund Leahy Agency Jan Tate Agency Benjamin Roberts Agency

504 Main St 2417 Fairlawn Dr 821 S Elliott Ave Ste A 906 N Osage Blvd 141 Main St

Golden City, MO 64748 (arthage, M0 64836 Aurora, M0 65605 Nevada, MO 64772 Forsyth, MO 65653
(417) 537-8629 (417) 359-3399 (417) 678-2244 (417) 667-2035 (417) 546-5910
jprobert@amfam.com jhodkin@amfam.com eleahy@amfam.com jtate@amfam.com broberts@amfam.com

m
AMERICAN FAMILY
INSURANCE |

®

All your protection under ane roof ®

American Family Mutual Insurance Company, American Family Insurance Company,
6000 American Parkway, Madison, W 563783 ©2013 007388 — 6/13



VIEW FROM THE BLOCK

s we wind down this year,

we’ve had record pric-
es and record profits.
The market really
keeps building on it-
self. We’ve seen 500
lb weaned steers
sell for $3.00, while
the 400 lb calves
have sold for $3.25
to $3.50 per cwt. and
900 1b steers have
been at $2.20. There’s
a lot of money floating
around out there. When we
consider what that puts back
into the local economy, it’s a
tremendous amount more
than it was a year ago. What a
heck of a year it has been!

Going into next year, there will
probably be fewer cattle in the
country than what we’ve had
this year. I don’t know if we
will continue to get more for
them, but I expect folks will be
keeping about every cow they
can. That will mean less beef
on the market and might mean
higher prices for consumers.

AllT can really say is we should
enjoy these good times while
we have them. It is time to
reap some benefits after all the
years we’ve spent struggling.

Replacement cows will pay for
themselves pretty quick giv-
ing back a 20 to 30 percent re-

turn on your investment. And,

I think it will be that

way for a few years.

Utilize the forage
you have and
‘make hay while
the sun shines.’
That’s where
we’re at.

The value added
calves, week after
week, it’s bar the
door. Theyre what
everybody wants to buy.
There’s a lot of risk in calves
right now with the high price
they’re selling for and buyers
can’t afford to lose one. The
value added calves might cost
more, but they sure are worth
more in the long run based on
what you can get for your cost
of gain.

While calves might look high,
they are still the cheapest they
have ever been in history sim-
ply because of what you can
do with one of them.

The holidays are upon us.
Let’s celebrate the birth of Je-
sus Christ. Merry Christmas. It
just doesn’t get any better than
this.

Good luck and God bless.

&LALQ

Upcoming Special Events at JRS!

Dec. 19 — Replacement Cow and Bull Sale

Dec. 20-Jan. 1 — JRS Closed for Holidays

Jan. 2 — JRS Open to Receive Cattle for
Jan. 5 Feeder Cattle Sale

Jan. 8 — Value-Added Feeder Calf Sale

Custom Sizes, Latches and Hinges

Superio

Custom Adjustable &
Curved Alleyways
1/2, 3/4, & Full (180°)
- 7 Crowding Tubs )
Hay & Bunk Feeders Pipe Fencing |
Supplies
= 417-358-5555
. I-44 & Exit 22 « Carthage, MO
S Gat ’
S?Ee&n?;af HeDs North Outer Road Just west of JRS

n* De\we

www.superiorsteelsales.com

www.joplinstockyards.com
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traditional values & innovative approach

ARKANSAS
Dolf Marrs: Hindsville, AR
H(479)789-2798, M(479)790-2697

Billy Ray Mainer: Branch, AR
M(479)518-6931

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

LOUISIANA

James Kennedy: DeRidder, LA
M(337)274-7406

CATTLE RECEIVING STATION

OKLAHOMA
Perry L. Adams: Custer City, OK
M(580)309-0264

Russell Boles: Watson, OK
(H)580-244-3071, M(903)276-1544

Casey Nail: Vinita, 0K
M(918)244-6232

Chester Palmer: Miami, OK
H(918)542-6801, M(918)540-4929

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

Shane Stierwalt: Shidler, 0K
M(918)688-5774

MISSOURI
Clay Barnhouse: Bolivar, MO
M(417)777-1855

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, DVM: 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

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

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

Field
Representati

MISSOURI
Dan Haase: Pierce City, MO
M(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

JW.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
Cody Misemer: Mount Vernon, MO
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, M
H(417)876-4189, M(417)876-7765

Russ Ritchart: Jasper, MO
H(417)394-2020

Lonnie Robertson: Galena, MO
M(417)844-1138

Justin Ruddick: Anderson, MO
M(417)737-2270

Alvie Sartin: Seymour, MO
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
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www.MoFarmersCare.com

PROTECT
YOUR VALUABLE HAY &
EQUIPMENT!

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

WINTER DISCOUNTS IN EFFECT

'/L&\ Suren L

CONSTRUCTION
Lockwood, MO

Size Description Reqg. Price DISCOUNT YOUR PRICE

40'x 60°'x 14' 2End, 1 Side Wall 518,995 §1.000 §17,995"

50°x 80" x 16" 1End, 1 Side Wall 527,995 52,000 $25,995"

60" x 100" x 16" 1 End, 1 Side Wall 539,995 $3,000 £36,005™
—Limited Time Offer—

Mike Lowak (417)872-5080 Chris Lowak (417)682-1488

We Build Equipment Sheds, Hay Bams, Shops & More!
* Prices Subject fo Change ™" Travel Required Cutside 100 Mie Radius

growth and experience
under the same
ownership -L
and rmanagement
since 1966

Professional Caffle Feeding
and Marketing Services

Modern Computerized Mill

Feed Financing * Cattle Financing

Sublette Feeders

Poit Oifica Box 917 + Sublette, Kansas 47877
" |6 miles 2ast ond 1 mile north

s |\ Phone: 620-688-5501  Fax; 620:648-5577
email: sublatieteeders@yahoo.com

Joe Scoft, Manager, 620-675:8239 » Brad Shotton, Assistant Manager, 6206758474
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As 2014 comes to a close, Merry Christmas and Happy Holidays
from everyone at Joplin Regional Stockyards.
—Cover photo by Joann Pipkin
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BEEF IN BRIEF

Missouri Cattlemen Gear Up for Annual Convention

The Missouri Cattlemen’s Association Convention and Trade
Show is set for Jan. 2-4 at Tan-Tar-A Resort, Osage Beach,
Missouri. Registration opens at 7 a.m., Sat. Jan. 2 with the
Cattlemen’s College program slated for 8. Sessions will focus
on federal and state policy, fencing laws, the Farming Rights
Amendment, succession planning, export markets, cattle mar-
kets and cattle health. A meat cutting and cooking demonstra-
tion and a working stock dog demo will also be featured. Beef
industry youth will be recognized for scholarships and awards
on Saturday evening at 6:30. The annual meetings for MCA and
Missouri’s Cattle Women will be held Sunday morning with
cowboy church and an awards program luncheon to conclude
the gathering. For registration information, visit www.mocat-
tle.org.

—Source: Missouri Cattlemen’s Association

Dec. 19 Deadline for EQIP Funding from NRCS

Natural Resources Conservation Service has set Dec. 19 as the
cut-off date to apply for funds through the Environmental Qual-
ity Incentives Program (EQIP). Funding is available for general
EQIP, as well as On-farm Energy, Seasonal High Tunnel and Or-
ganic initiatives.

EQIP helps producers of agricultural products improve water
quality, build healthier soil, improve grazing and forest lands,
conserve energy, enhance organic operations and achieve oth-
er environmental benefits.

NRCS accepts applications for EQIP on a continuous basis, but
producers must file applications by Dec. 19 for the next round
of funding. Applications filed after Dec. 19 will be considered
in the next ranking period if funds are available.

EQIP offers farmers, ranchers and forestland managers op-
tions to conserve natural resources while boosting production.
EQIP provides financial assistance for a variety of conservation
activities such as cover crops, rotational grazing systems, field
buffers and animal waste management systems.

For additional information or to submit an application, contact
your local NRCS office.

—Source: Natural Resources Conservation Service

USDA Seeks Input on New Beef Promotion Order

The U.S. Department of Agriculture’s Agricultural Marketing
Service is seeking input from the public to guide its develop-
ment of a new industry-funded promotion, research and infor-
mation order (also known as a “checkoff program”) for beef
and beef products. The new order would be in addition to the
existing beef checkoff program, providing American beef pro-
ducers with more resources for the marketing of their products
and research to help strengthen the country’s beef industry.

Interested individuals and organizations are invited to provide
their views concerning provisions that would be included in
the new order. A referendum on an order established under
the 1996 Act would be conducted within three years after as-
sessments begin to determine whether beef producers favor
the program and if it should continue. A second referendum
would be held within seven years of the start of the program.

Interested parties have until Dec.10, 2014, to submit comments.
USDA will consider written comments in developing its propos-
al for a Beef Promotion, Research and Information Order that
provides for a promotion, research, and information program
for beef and beef products under the 1996 Act. The new pro-
gram would operate concurrently with the Beef Checkoff Pro-
gram authorized under the authority of the 1985 Act.

—Source: USDA

www.joplinstockyards.com
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NUTRITION KNOW-HOW

What's in a Feed?

Now is the time to address cattle diet deficiencies

Story By Justin Sexten for Cattlemen’s News

hen purchasing feed,

each producer selects
a supplement differently.
Yet, when surveying produc-
ers, the most common rea-
son given for selecting a feed
will nearly always be “price.”
While price is the most com-
mon response, the reality is
feed choices are often based
on a number of different fac-
tors.

Dealer location and avail-
ability is a common feed se-
lection factor because some
producers prefer to support a
local feed supplier regardless
of cost. The ability to store
and deliver a supplemental
feed will also influence feed
choice. However, in many
cases, storage and delivery
are linked to volume. En-
ergy- deficient cows might
require 5 pounds of supple-
ment, while protein deficien-

The tiwa most crtical times of the year for |'.'II"IF..-LF tracé mineral and vitamin Supplémenta

cies can be addressed with 1
to 3 pounds of supplement. A
variety of feed delivery meth-
ods are available to suit each
nutritional need and delivery
preference including blocks,
tubs, lick tanks, buckets, cube
feeders and vertical mixers.

Ironically, how cattle per-
form ranks below price, pur-
chase location, storage facili-
ties and delivery method. In
the end, if the feed cannot be
purchased, handled, stored or
delivered to the cattle, their
performance will suffer re-
gardless of ingredient or cost.
The feed handing logistics
can be addressed if the ingre-
dient improves cost of gain or
enhances performance. Un-
derstanding the nutritional
components of a supplement
will improve ingredient selec-
tion relative to the animal’s
requirements.

%EEEW BREEDY MA) fnﬁ‘?

‘[rh_.léllr :mrhnn:l are pﬂnr o :alu-!ng and

priar to breeding. Protein ;

from the mare s

tandard C

all CRYSTALYX" Braed-Up® 5

Crystalyx.com |

fES
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0.727.2502

SOMO Farm
& Ranch Supply

American Midwest

The first supplement com-
ponent to consider is wa-
ter, or inversely dry matter
content. When purchasing
supplements, the nutrients
and price should be deter-
mined on a dry matter basis.
If dry matter adjustments are
not made when evaluating
supplement choices, a pro-
ducer’s uniform comparisons
cannot be made. To compare
price per unit of dry matter,
divide the price by the dry
matter percent. For example
wet distiller’s grains (35% dry
matter) costs $38 / ton wet, at
the plant costs $108.57 / ton
on a dry matter basis. Adjust-
ing price for moisture puts all
supplements on an even com-
parison basis.

The first nutrient most pro-
ducers supplement is pro-

tein, shown on a feed tag as
crude protein or CP%. Crude
protein is simply the amount
of nitrogen times 6.25. The
microbes in the rumen con-
vert feed and forage nitrogen
to microbial protein. When
cows are consuming poor
quality forage, nitrogen is
typically limiting microbial
growth, forage intake and ul-
timately cow performance.
Forage with less than 7 per-
cent CP is poor quality and
will require protein supple-
mentation to allow for opti-
mum microbial growth.

Feed energy is not listed on
the feed tag nor part of a guar-
anteed analysis. True feed
energy estimates are only de-
termined by animal feeding.
To estimate feed energy, fiber
components are determined
because as forages mature,
fiber content increases and
available energy declines.
Cows can use body condition
reserves to substitute energy
during high demand periods
or when inadequate energy
is supplied from forages.

CONTINUED ON NEXT PAGE

v

may alsn beneeded at this time. CRYSTALY X* Breed-Up® products differ
s h f vitamins, more concentrated levels of trace minerals and
s, Your future looks bright with CRYSTALYX".

Dast rlbuto rs

Hirsch Feed
& Farm Supply

Kelly
Smith

www.joplinstockyards.com



WHAT’S IN A FEED?
FROM PREVIOUS PAGE

Protein and energy are the
two major nutrients found in
feeds, and both are required
in pounds compared to min-
erals and vitamins, which are
required in grams. Supple-
ments high in phosphorus can
replace the need for phospho-
rus mineral supplements. For
example, 3 pounds of distill-
er’s grains provides about the
same amount of phosphorus
as a quarter pound of a 10 per-
cent phosphorus mineral. In

this case, an energy and pro-
tein supplement can eliminate
the need for a more expensive
phosphorus-based mineral.

Vitamins A, D and E are the
vitamins of greatest need
during the winter feeding pe-
riod. During winter, forages
are dormant, and sunlight is
minimal so providing trace
mineral salt with vitamins A,
D and E is essential to meet-
ing requirements. During the
summer, vitamins A and E are
found in growing forage, and
vitamin D is in excess due to

long day length and vitamin
-D synthesis in the skin. Salt is
a common mineral deficiency
in cattle as salt or sodium is
minimal in forages and feed-
stuffs. Cows need about 1
to 1.2 ounces of salt daily. If
cows are deficient in salt or
mineral, begin by feeding salt
only so cows get caught up be-
fore feeding more expensive
mineral supplements.

Combine these nutrients to-
gether to design a supplement
to support desired cow and/or
calf growth. When developing

a supplemental program, start
with a forage test to determine
forage quality limitations.
With a strong cattle market
and declining feed prices, tak-
ing the time to develop a diet
de31gned to address deficien-
cies should be worthwhile™

—Justin Sexten is state extension
specialist, beef nutrition. Contact
him at sextenj@missouri.edu.

NEWS TO USE

Select Heifer Sale
Averages $2,889;
521 Head Sell

oplin Regional Stockyards was packed
Jto the brim with folks anxious to see

nd bid on the 521 Show-Me-Select, bred
heifers offered for sale on November 21.
After only 2 hours and 10 minutes, the
heifers were sold by auctioneer, Jackie
Moore, for an average of $2,889.

The evening’s top heifers brought
$3,700. John Wheeler, Marionville had
two groups totaling 14 head sell for
that. The heifers were black baldies and
black mottled faced and were carrying
the artificial insemination service of an
Angus, KCF Bennett Absolute. Wheeler’s
44 heifers topped the overall average at
$3,417.

The second high average for the night
went to Bart Renkoski, Purdy. Those eight
heifers sold for $3,219 and were Angus-
Gelbvieh crosses Al bred to the Angus
bull GAR Prophet and natural service by
a Balancer cleanup bull.

Close behind in the average was
Goodnight Angus, Carthage. Their six
heifers brought $3,217 per head.

Heifers stayed mostly in the southwest
corner of Missouri but 32 went to
Oklahoma, 31 went to Arkansas and four
landed in Kentucky. As usual, repeat
buyers were very active with 266 heifers
taken home by them.

Most of the heifers were commercial with
a pronounced Angus influence. The 315
straight black heifers averaged $2,800.
The 145 black baldy and black mottled
faced heifers sold well all evening with
a $3,108 average. There were only 57
red and red white-faced heifers and they
averaged $2,831.

—Source: Eldon Cole,
Missouri Extension.

University of

www.joplinstockyards.com

ARROW
FARMQUIP

Livestock Handling Solutions

Deluxe Q-Catch 8400 Vet
Sq ueeze Chute

Q-5queeze - Super easy parallel squeeze
(Q-Catch head gate

Heawvy duty floor

Fully sheeted rear door with new auto

locking device
Safe Headgate Operation Handles
New design cam-slam latches

All sheeting is caulked
Anti-backing system
Full side exit both sides

7 vibeo[ >

Scan with your mobile device to seée the
(-Catch 8400 in action

Stark City Area from
Wilford Hochstedler.
PH: 417-632-4966

Asimple yet highly effective addition, the head holder is a sturdy
mechanism that clamps around the animal’s neck and holds the
head immobile to allow the handler up-close access, with minimal
stress, maximum safety and ultimate efficiency.

Scan with your mobile device to see the
video and how effective the Head Holder is

Deluxe Portable 16" Tub and
8’ Mley & Q-Catch 8400

Q-Catch Squeeze Chute

16'Tub

Total 37ft long Bft wide

Heavy duty removable jacks
Rolling door at the end of the Alley
Adjustable 17"- 30"

VIDEO >

Scan with your mobile device to see the

Deluxe Portable 8 in action,

20% Natural Tub
Only $44M
® 200# Tub

417-865-0312 1-800-725-1880 Sarven & Fame A S

2850 West Kearney Springfield, Mo | www.somoag.com

STOCKADE

Since 1946
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HEALTH WATCH

Cold-Weather Calving

Strategies for successful winter calving, calf performance

Story By Dr. Dave Rethorst for Cattlemen’s News

s I write this column, the

temperature outside is
hovering just above zero, the
wind is blowing, and winter
storm Bozeman is forecast
to hit the Great Plains. Then
I look at the calendar, see it
is mid-November and think,
“It’s been a long time since
we had a major storm before
Thanksgiving.” One of those I
remember far too well led to
temperatures that didn’t get
above zero the entire month
of December. Then, calving
started just after the first of
the year. Are we in for anoth-
er year like that? I certainly
hope not, but those thoughts
prompted me to discuss some
calving management strate-
gies in cold weather.

We have discussed in recent
months the role that protein
intake during late pregnancy
plays in how a calf performs,

8 DECEMBER2014

or in other words, fetal pro-
gramming. I recently read
a research paper from the
University of Idaho in the
early 80’s when the “buzz”
diagnosis was “weak calf
syndrome.” The protocol for
the project was to restrict
protein in late pregnancy on
half of a set of 2 year old heif-
ers. After the heifers calved,
the calves were not allowed
to nurse colostrum from
their moms. The calves, of
both normal-protein dams
and restricted-protein dams,
were fed a blend of dairy co-
lostrum so the diet would be
constant on all the calves.
Antibody levels were mea-
sured to determine if there
was any difference in the
way the two sets of calves ab-
sorbed colostrum. The calves
from the restricted-protein
heifers did not absorb nearly
as much colostrum as their

herd mates whose dams re-
ceived adequate colostrum.
The conclusion of this proj-
ect was that late-pregnancy
protein intake played a ma-
jor role in the occurrence
of weak calf syndrome. In
essence, this was fetal pro-
gramming before we knew
what fetal programming is.

I write about this paper to
reiterate a point on the im-
portance of late-pregnancy
nutrition in the success of a
winter calving season. When
we get winter storms, we
need to make sure the cows
get enough protein and en-
ergy to maintain body condi-
tion score. The protein will
not only help keep the cow in
shape by allowing the rumen
microbes to breakdown cel-
lulose in the hay and there-

fore provide energy, but also
it will help the calf absorb
more colostrum and perform
better throughout its life-
time. Maintaining body con-
dition is critical in these cows
because fat is an essential
component of colostrum. The
fat found in colostrum serves
as a major energy source for
the newborn calf so that it
warms up properly.

Now that we have our cows
going into calving at a 5.5 to
6 condition score, let’s think
about the actual calving pro-
cess. If a major storm blows
in, it is critical to provide pro-
tection from the wind and a
dry place for the cows to bed
down and calve. In a pasture
situation, a shelterbelt or big
draw can provide wind pro-
tection, and adequate grass
can provide bedding. A dry-
lot calving situation calls for
baled hay/crop residue for
bedding and a building for
wind protection.

Once the cow is in labor and
the water bag breaks, a ma-
ture cow should make signifi-
cant progress within an hour,

CONTINUED ON NEXT PAGE
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COLD-WEATHER CALVING
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or 1%2 hours for heifers. If progression does not occur, the
time to intervene is sooner rather than later. Please do not try
to “look a calf” out of a cow. One of my pet peeves when I was
in practice was when a client would call at 5:30 as I was leav-
ing for the day and say they had noticed a heifer calving at 7
a.m., she still hadn’t calved and could they bring her in right
away. Invariably, the result was a dead calf and I went from
the asset side of the ledger sheet to the liability side when I
didn’t have any control of the situation. With weaned calves
worth $1200 to $1500, it just makes sense to intervene early
so the result is a live calf.

With a live calf on the ground, our next step is to ensure co-
lostrum intake. If you had to assist in deliver, I recommend
feeding that calf at least a quart of colostrum as soon as pos-
sible after birth. Calves that go through a difficult birth are
stressed enough that their gut starts

PENNIES FOR PROFIT

4 Tips that Make $ense

1. Check your breakevens. Historically, cull cow prices have in-
creased during the next two or three months.

2. Supplement to reach ideal body condition score (BCS) at calving.
3. Control lice; external parasites could increase feed costs.

4. Sort cows into management groups. BCS and age can be used
as sorting criteria. If you must mix age groups, put thin and young

cows together, and feed separately from the mature, properly con-
ditioned ones.

—Source: Dale Blasi, Kansas State University Extension Beef Specialist

closing down sooner that a normal
calf, so they have less time to absorb
colostrum. A calf from an unassisted
delivery should be up and nursing
within two hours. This is critical as the
gut starts closing down at about six
hours and is finished closing in a mat-
ter of another few hours. We need all
of the antibodies and energy we can
get from the colostrum, so when in
doubt on a calf, feed colostrum.

Next

You also need to keep your calves
warm, dry and out of the wind. Wet,
chilled calves are hard to deal with
because their immune system is com-
promised. If you are using bedding, be
sure to keep plenty out so the calves
stay dry and off the cold ground.

I haven’t said a word about any new
scour vaccine or which antibiotic to
use for scours treatment. I am not a fan
of “management by needle.” I believe
that good animal husbandry practices
will prevent many of the problems we
see every year. Some situations re-
quire scour vaccine and in some situ-
ations, antibiotics are necessary, but
they should not be the first thing we
think about in controlling scours.

The Sandhills Calving System has prov-
en very effective as a management
tool in preventing scours. The prin-
ciple behind this system is to reduce
pathogen load in the calves by having
the cows calves on clean ground. Ev-
ery two weeks, the pregnant cows are
moved to a new pasture and the pairs
left where they calved. Very simple,
very effective!

—Dr. David Rethorst is director of out-
reach for the Beef Cattle Institute, Kansas
State University. e

Happy Helidays
from all of us at
Joplin Regional

Stockyards!

Now USDA licensed for Prevention

Colostrx® GS and Colostrx® CR dual-claim licensed products provide an excellent
and reliable alternative to maternal colostrum from a name you know and trust. Both
supplement and replacer formulas are USDA licensed to aid in the prevention of Failure of
Passive Transfer of immunity (FPT) and to aid in the prevention of death associated with
Escherichia coli (E. colf), providing newborn dairy and beef calves with maternal bovine
colostrum bicactives and Bovine lgG-£. colf antibody to help bolster a healthy start in life.

AgriLabs and Golostrs are trademarks of Agri Laboratories. @ 2014 All rights reserved,

Generatign
Colostrx

of Failure of Passive Transfer
and E. Coli protection

Check with your animal health supplier for availability or visit
www.agrilabs.com {0 find a distributor near you.

www.joplinstockyards.com
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NEXT GENERATION

Find Cheer in Legacy Planning

Open communication guides family dynamics

Story By Darren Frye for Cattlemen’s News

he holidays will soon be

here — a time for cheer,
goodwill, and of course, fami-
ly. As we gather together, fam-
ily dynamics become more
apparent. These family rela-
tionships can be complicated
when some family members
are involved in the operation
— and others aren’t. It gets
even more complicated when
we start to consider transition
plans for the operation.

Legacy planning is an emo-
tional animal by nature. But
family dynamics and tensions
can rear their heads when
you’re trying to figure out
how siblings will be treated in
the plan. One concept that can
help is the idea of ‘fair’ versus
‘equal.’ Another is the idea of
‘sweat equity,” or giving on-
farm children credit for their
years of work and their part
in making the operation what
it is today.

The key is to talk about is-

sues and get things out in the
open. One study of farm fami-
lies showed that the families
with the lowest stress levels
used an open (versus closed)
communication style. For ex-
ample, you might think telling
each group of siblings (on- and
off-farm) about the transition
plan for the farm will bring
up a particular response from
them. In reality, their reac-
tions may be totally different
than what you anticipate.

I’'ve heard of families propos-
ing plans that incorporate
the idea of sweat equity that I
mentioned earlier. Sometimes
off-farm children respond to
that in a very positive way —
even if the parents are wor-
ried or convinced that the
child might have a negative
response to such a plan.

Other ways to address these
‘fair vs. equal’ issues among
siblings siblings. Legacy advi-
sors have strategies and ideas

Selling your farm, ranch or commercial property?

With over 6000 successful auctions, our team has the experience
and expertise to get you top dollar,

Let’s talk!
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REAL ESTATE SOLUTIONS
C.K. Sonny Booth 91B8-533-5587
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in their toolbox that bring
some equality for off-farm
children, while ensuring that
the operation will continue on
through the efforts of the on-
farm children.

The key is keeping the com-
munication lines open with all
family members. Maintaining
open lines of communication
and setting expectations with
each child can reduce any ten-
sion around what’s going to
happen to the operation dur-
ing a transition.

The best way to reduce the
whole family’s stress about
an upcoming farm transition
is to plan ahead for it. When
everyone is on the same page
and aware of what’s going to
happen, no one is surprised.
Everything tends to go a lot
more smoothly.

Another way to reduce stress
around a farm transition is to
have a strong succession plan
in place - especially preparing
the next generation to manage
the financial part of the farm.
I heard about one family op-
eration that didn’t have a plan
or training in place.

Dad had been the leader of
the operation, managing all of

the finances. He made every
business decision and did not
communicate details to others
in the operation. He had built
the operation considerably
when he died suddenly in a
tragic car accident.

This happens on farms more
often than not. Not the car ac-
cident part, but the dad build-
ing the operation. Proud of his
success, he continues to man-
age every decision while other
workers tend to the day-to-day
operations.

But if suddenly left to make
daily financial decisions, the
risk is big. The money is big.
The transactions are many.
The people left behind to
make these decisions feel like
complete rookies and they’re
grieving, scared and stressed
about their future.

Put yourself in their shoes and
think about what you would
do if this scenario suddenly
happened to your dad. Are
you ready? If you are the dad,
consider this honestly: is your
next generation ready?

Gradual training is what
needs to happen. It’s a critical
part of any succession plan. So
start now. Sit down with the
decision makers in your next
generation. Share your plan
and your vision for the future.
Spend an hour each week de-
veloping the next generation.

When we work with farmers
to conduct an annual financial
analysis of their operation, it’s
a great time to bring the old-
er and younger generations
together so both understand
the numbers. Then, they can
work on the plan and goals of
the farm as a team.

This holiday season, the great-
est gift might be peace of mind
— knowing that the farm will
stay in the family through
written legacy and succession
plans. And, that type of peace
is the kind that will really let
you sleep at night. ¥

—Darren Frye is president and
CEO of Water Street Solutions, a
farm consulting firm that helps
farmers with the challenges they
face in growing and improving
their farms — including the chal-
lenge of transitioning the farming
operation to the next generation.
Contact Darren at waterstreet@
aterstreet.org or call (866) 249-
2528.
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NEXT GENERATION

Giving Back

Gifting to community foundations continues legacy

Story By Joann Pipkin, Editor

t's no secret. Many farm

heirs won’t live where they
were raised and have no in-
terest in farming. There are
options to ensure your lega-
cy continues and won’t have
to be marked with a for sale
sign. Community foundations
are tax-exempt, non-profit,
non-sectarian philanthropic
institutions.

According to Cathy White,
“(The Community Founda-
tion’s) long-term goal is to
serve local communities by
building permanent funds
supported by many donors.”

2014 marks the 100™ anniver-
sary of community founda-
tions in America. White said
states across the country are
experiencing unprecedented
transfer of wealth as estates
change hands. In fact, White
said the community founda-
tions are one of the fastest-
growing philanthropic sectors
in the U.S. today.

A huge hole is left in a com-
munity when a family passes
on. Not only will the people be
missed, but a void is also left
in the community where their
charitable dollars once made
a difference.

More global than a single pur-
pose charity, community foun-
dations are a neutral party, an
impartial organization, estab-
lished to improve and enrich
the quality of life in the com-
munity.

One advantage of gifting to a
community foundation is that
it offers the donor more flex-
ibility in the use of their chari-
table dollars than a direct
gift to a charity. While many
charitable organizations en-
courage planned giving, that
organization is the sole ben-
eficiary of the gift. Having a
fund at a community founda-
tion, gives donors an option to
name multiple beneficiaries.

“A community foundation can
help because money opening
a fund qualifies for a charita-
ble tax benefit to the donor,”
White explained. “This helps
heirs and provides for the com-
munity loved by the family.”

www.joplinstockyards.com

Another strength of a commu-
nity foundation is its ability to
provide flexibility for its do-
nors with multiple interests.
The foundation works one-on-
one with nonprofit agencies
throughout their local area.
Ultimately, the goal is to see
that donors establish a fund
with their charitable passions
being met.

A gift to the community foun-
dation can take many differ-
ent forms. It’s a highly flex-
ible, very personal way to
give, White said. “Working
personally with our clients is
the highlight of any day.”

Since community foundations
are a public charity, they offer
the highestlevel of tax benefits
for charitable giving. Donors
may give cash, stock, closely
held securities, real estate or
personal property and receive
maximum tax benefits.

White said three steps must
be taken to establish a donor
advised fund at a community
foundation.

1) Determine how much
you want to give. The source
of your gift can be cash, stock
or other assets.

2) Select your investment
option. Choose your own advi-
sor or pooled funds within the
community foundation.

3) Decide who will manage
your fund.

“Many people allocate their
entire estate to their children,”
White explained, “but as more
people leave the communities
where they were raised, much
of this inherited wealth leaves,
too. It is important that we re-
invest resources back into the
places where we were raised
and enjoyed a good life.” ™1

Editor’s Note: For additional
information on community
foundations, visit the Commu-
nity Foundation of Southeast
Kansas on the web at www.
southeastkansas.org.
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Finding Its Place

Herd rebuilding: making a home for stocker operations

Story By Lisa Henderson for Cattlemen’s News

tocker operations, like all
industry segments, have
enjoyed a banner year. Prof-
its have been described as
exceptional as market prices

beef so far in 2014 than most
of us expected. The retail meat
price observed in the second
quarter was much higher than
expected, and the only way

range and pasture conditions
that are supportive,” he said.
“Range and pasture conditions
are much better this year.”

An examination of the national
Pasture and Range conditions
report from early September
last year revealed 32 or 33 per-
cent of the nation’s cow herd
were in states with “poor” or
“very poor” conditions. This
year, only 5 — 6 percent of the
nation’s cows reside in states

Stocker operations must remain flexible as the beef industry transitions from liquidation to expansion.

—Photo by Joann Pipkin

reached historical highs. Prof-
its, however, might be harder
to earn moving forward as the
cattle industry slowly moves
into an expansion phase.

According to Kansas State Uni-
versity Agricultural Economist
Glynn Tonsor, stocker opera-
tors will need to be flexible
and constantly evaluate alter-
native management strategies
moving forward.

“We’ve been talking about
tight cattle numbers for a few
years,” Tonsor said. “That has
produced the historic prices
that we’ve seen this year. But
we’ve also seen surprisingly
strong consumer demand.”

Given the 3 percent decline
in beef supplies, Tonsor said
most economists would have
expected a corresponding 3
percent demand increase.

“The second quarter of 2014
was the best year from a U.S.
beef demand perspective in
10 years,” he said. “The pub-
lic has placed more value on
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that can happen is if there is a
positive demand bulge.”

That bulge amounted to a 10-
percent increase in demand
during the second quarter,
he said. That only happens if
more value is received in the
product.

“Consumers are willing to pay
more because they see more
value in beef,” he said. “They
like the taste profile, and they
like the improving conve-
nience of beef products.”

Tonsor’s topic focused on “For-
ward Planning Implications
for Herd Rebuilding: Where
does the Stocker Segment Fit?”
Currently, he said mixed sig-
nals exist about whether herd
rebuilding is occurring, but he
believes that herd expansion
will be confirmed when USDA
releases its annual cattle in-
ventory report early next year.

“One of the reasons I believe
we are in the process of ex-
panding the herd is we finally
have a national situation of

with “poor” or “very poor”
pasture and range conditions.

“Cow-calf producers will be a
little more comfortable to pull
the trigger on expansion,” he
said.

Such expansion is needed.
Tonsor said USDA’s July inven-
tory report revealed the sup-
ply of feeder cattle was the
lowest on record. Examining
other inventory data, Tonsor
believes the industry is “prob-
ably at the end of the 2004-
2014 cattle cycle.”

He said incentives exist for pro-
ducers to expand in the com-
ing years. “There is increasing
global demand for meat, and
we will expand our beef ex-
ports in the years ahead.”

However, rebuilding the cow
herd is relatively slow, espe-
cially compared to the pork
and poultry industries, so cat-
tle producers will be forced to
live with tight supplies for a
while.

To cope with an industry in
transition from liquidation to
expansion, Tonsor said stocker
operators need to be flexible.
The current situation provides
historically tight supplies and
high prices. That means stock-
er operators will find them-
selves buying higher priced
animals moving forward, and
higher total investments will
produce lower return on in-
vestment even if profits re-
main relatively high.

“The stocker segment will
have to adjust accordingly,” he
said.

One way to be flexible in the
short-run, he said, is with buy/
sell decisions and with man-
agement programs designed to
increase stocker gains. Stocker
operators should consider al-
ternative weights and rates of
gain, he noted. Can you, for in-
stance, increase average daily
gains from 1.8 to 2.4 pounds
per day and increase the re-
turns on the animals greater
than the cost of producing that
increased ADG?

In the long-run, Tonsor said
stocker operators might need
to become more specialized
and make greater use of their
own forage base.

He also told attendees they
should expect to see geograph-
ical shifts in the U.S. cattle in-
dustry.

“Sourcing stockers from the
northwest will increase,” he
said. “The southeast will re-
main an important stocker
region, but we’ll see more
stockers coming from the
northwest.”

Tonsor also expects the gradu-
al shift of the feeding industry
to the northeast to continue.

“The reality of tight cattle sup-
plies is that we have too many
bunk,” he said. “I expect to see
additional feedyards for sale,
and a gradual shift of more
cattle feeding in eastern Ne-
braska and western Iowa.”

Additionally, Tonsor said pro-
ducers should expect increas-
ing pressure from societal is-
sues such as animal welfare
and the use of antibiotics.
Those issues will likely pro-
duce more changes to stocker
production practices.

“We’ll have to answer to the
public more as we move for-

ward.” T
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TRENDING NOW

Industry Experts Provide Feeder
Cattle Perspective

Steer feedout gives cattlemen production feedback

Story By Rebecca Mettler for Cattlemen’s News

Cattlemen often wonder what
goes on in buyers’ minds
when their feeder cattle step
into the ring. What drives the
price? How do they look to the
buyer? How will they perform
in the feedyard and beyond?

Participants of the Missouri
Steer Feedout, a Univeristy of
Missouri Extension program
that started in 1981, and oth-
er interested cattlemen from
around southwest Missouri
gathered at Joplin Regional
Stockyards Nov. 4 to evaluate
this year’s group of feeder cat-
tle and learn about the feeder
market.
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Rick Huffman, Missouri De-
partment of Agriculture mar-
ket news reporter, assigned a
feeder calf grade and value to
75 head from 11 different oper-
ations. Jackie Moore, co-owner
of JRS, and Corbitt Wall, DVAuc-
tion representative, critiqued
the cattle and provided their
insight into the cattle market.

Huffman explained market re-
ports provided by USDA sepa-
rate frame score into three cat-
egories — large, medium and
small.

“This all relates to the size and
weight that the calf is going to

‘The mre ‘WEE' Bander
is well worth the investmenl.”
John Blevins, California

SHEEP
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www.CallicrateBanders.com

grade Choice,” Huffman said.
“Large-frame cattle are going
to grade Choice at 1,250 pounds
and larger, medium from 1,100
to 1,250 and small below that.”

There are four muscle scores —
1,2,3 and 4. Huffman explained
most of the beef cattle fall into
the 1 and 2 muscle category.
Dairy cattle are representative
of 3 and fine-boned, Longhorn-
type cattle are illustrative of a
muscle score 4.

Right Calves, RightTime

Often in the feeder calf market,
value is all about timing. Moore
sees several calves weighing
between 550 and 700 pounds
coming through the ring during
early November and the weeks
following. Those cattle have to
compete with a lot of others
that same size throughout their
life.

From a market perspective,
even 30 days makes a dramatic
difference in prices. Thirty days
prior to early November, calves
weighing 650 to 700 pounds
were selling at top dollar be-
cause of April fat cattle prices.

“April fats have a $10 premium
to May or June,” Moore said.
“We see all of these cattle that
will slide up into May or June
when they will be fat; they won’t
be fat in April when there’s typ-
ically some of the highest prices
of the year.”

Cattlemen'’s Perspective

Bart Renkoski, Purdy, Missouri,
has been sending calves to the
Missouri Steer Feedout for 19
years. He considers the data in-
valuable, noting he couldn’t get

Contact Nick Flannigan with Elite Equine & Animal Health at 417-316-0048

www. kaydeefeed.com

14  DECEMBER2014

it anywhere else.

Not only does Renkoski use the
information gathered from the
feedout and carcass grading to
judge his herd bulls based on
progeny performance, but he
also utilizes the same tactics
when picking cow bloodlines to
continue in his herd.

“Some cows tend to outperform
others, even when using the
same bull,” Renkoski said.

Using the steer feedout data as
a benchmark to evaluate ge-
netic- and performance-related
improvement within a herd is
a practice Renkoski suggests
producers adopt. Progress over
a few years time can be better
gauged by comparing the data.

Mount Vernon, Missouri, cat-
tleman Steve Jones is another
multi-year participant in the
steer feedout. He, like many
other progressive commercial
cattlemen, has made it a goal
to more intensely select for
a higher marbling Expected
Progeny Difference (EPD). The
Missouri Steer Feedout affords
him an opportunity to test the
impact of that trait selection.

“This time I (enrolled) three Al-
sired Angus calves and three
Al-sired Simmental steers to
see the difference in how they
grade,” Jones said.

Geared for the Environment

One group of cattle presented
a lesson in cattle preferences
in relation to geography. Wall
referenced Interstate 70 as the
cutoff between northern and
southern feeders.

“These cattle are carrying a lit-
tle more flesh than what your
typical Southern Plains feeder
will want,” Wall said. “They are
more accustomed to this kind
of flesh going into Nebraska,
Iowa and northern Kansas.”

Wall attributes the difference
in cattle preference because of
opinion.

“The Southern Plains feeders
would rather like to have cattle
that roughed it a little bit,” Wall
said. “Your Iowa and Nebraska
guys think that if the cattle are
doing good and fleshy at this
age, they will continue to be
fleshy and doing good all the
way through.”

The group will be fed out at
Gregory Feedlots, Inc., Ta-
bor, Iowa, joining the remain-
ing calves participating from
around the state. ™

www.joplinstockyards.com



New Way to ‘Put the Pencil to It’

How to get the most out of computer resources

Story By Rebecca Mettler for Cattlemen’s News

Computer technology can be
a great tool to enhance on-
farm record keeping or to find
Internet resources. However,
proper application and utili-
zation of the technology is re-
quired for beneficial use.

It does no good for farmers and
ranchers to have fancy equip-
ment or complicated computer
record-keeping systems if they
don’t know how to use the tech-
nology or don’t feel comfort-
able operating the computer,
according to Wesley Tucker,
University of Missouri agricul-
tural business specialist.

Tucker helps producers more
efficilently manage their op-
erations to increase long-term
profitability and often works
with cattle producers on man-
agement improvements.

The farm record-keeping pro-
cess is one aspect of farm office
work that can be transitioned
to a computer system. Tucker
breaks down record keeping
into two categories — financial
and production.

A number of cattle producers
are known to prefer spending
time outside doing chores, and
frankly, choose to save months
of office work for a summer
rainy day, because that hap-
pens so often, right?

A producer’s fear or lack of in-
terest for keeping records can
stem from the fact that record
keeping is often a response to
a regulatory party’s require-
ments, according to Tucker. The
Internal Revenue Service needs
financial records for taxes or
the records are essential for ac-
quiring the next farm loan.

Nonetheless, cattle producers
need to remember that records
can become very powerful tools
to benefit them as well. Pro-
ducers should ask themselves
which pieces of information
would lead to making better de-
cisions. What would make the
producer a better manager?

“It’s fairly easy to get weights on
cows and see which cows are
your more profitable employ-
ees,” Tucker said.

www.joplinstockyards.com

Using a computer for record
keeping can be as simple, or
as sophisticated, as a person
wants to get. Cow Sense, Cow/
Calf 5 and CattlePro are a few
management software options
for production records.

Microsoft Excel spreadsheets
offer the ability to track a lot of
information rather easily for
both financial and production
records. Producers can get cre-
ative and tabulate and calculate
figures such as average wean-
ing weights, weaning percent-
ages or cost of gain, just to name
a few.

It is also now common for
seedstock producers to offer
downloadable sale catalog files
providing all of the relevant
performance and EPD informa-
tion. This feature allows bull
buyers to sort and rank the sale
offering to reflect their genetic
needs and operation goals.

Tucker referenced Quicken and
QuickBooks as financial record-
keeping computer programs.
Though not designed specifi-
cally for farm application, these
software applications can be
customized to fit.

“We keep looking for someone
to create the ‘Holy Grail’ record
keeping system that combines
both financial and production

Spotlight On 7N88

NATHAN WELLS MATT CALDWELL

Ranch Manager
i 3

HAROLD MILLER

Consultant
70 9

Sale Manager

records in an inexpensive, easy
to use package,” Tucker said.

When switching record-keep-
ing systems, Tucker recom-
mends running side-by-side in
both the new and old system
for a year, especially for finan-
cial records. Keeping the paper
version of the records can help
alleviate any confusion if errors
in the computer record-keeping
system are found.

“What’s most important with
a financial record-keeping sys-
tem is finding what works best
for you,” Tucker said. “It might
be different than what works
for me or someone else.”

Backing up any financial or
production records in an off-
site location is very important.
Tucker suggests copying im-
portant documents onto a USB
flash drive or an external hard
drive and storing in a safe-de-
posit box or a fireproof safe.

Internet Resources

Though producers have access
to endless information found
on the Internet, it can become
overwhelming at times.

“The challenge today is produc-
ers have more information at
their disposal than ever, but it
can be challenging to find use-
ful resources,” Tucker said. ¥

AUTHOR'S NOTE: Check out
Wesley Tucker’s Favorite Inter-
net resources:

MU Extension
http://extension.missouri.edu/

MU Electronic Bulletin Board
http://agebb.missouri.edu/

Business Planning Software
https://www.agplan.umn.edu/

Aerial Photographs & Soils
http://www.cares.missouri.edu/

NEWBOLD & NEWBOLD PC

CERTIFIED PUBLIC ACCOUNTANTS
ESTABLISHED 1970

JamMES E. NEwWBOLD, CPA

KEVIN J. NEWBOLD, CFPA
KRISTI D. NEWBOLD, CFPA

FARM TAXES

www.NEWBDOLDMNEWBOLD.COM
1402 5., ELLIOTT AVE. AURDORA. cvssssssss 41 7-678-5191

15871256

CATTLEREOMEIANY

150 Head Bull Sale

March 31. 2015 - 12:00PM

Fort Scott, Kansas
infolakwcattle.com

Sires Represented

2 Year Old = 18 Month Old = Yearling Bulls

kwcattle.com
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How Can You Share Production Risks?

Cattle leasing is a feasible option for producers

Story By Rebecca Mettler for Cattlemen’s News

nterest in cattle leasing is on

the rise in Missouri. A major-
ity of that interest comes from
two events in the beef industry.
First, an established group of
cattle producers want to slow
down. Second, others want to
get into business and capitalize
on the increased cattle prices.

“Leasing is the intermediate
step to get into the game,” said
Mark Jenner, University of Mis-
souri extension agricultural
business specialist.

Jenner serves Barton, Bates,
Jasper and Vernon counties in
Missouri. He works with farm-
ers and ranchers on many dif-
ferent leasing situations.

“Too often we do business with
our neighbor with a handshake
and then people retire or move
away, and there’s no record of
the agreement,” Jenner said.
“The fact that a lease is a legal
agreement is a good thing.”

Cattle are leased under one
of two types of written lease
agreements — a share lease or
cash lease.

A cash lease is defined as an
agreement in which the owner
furnishes a set of bred cows
and/or heifers and possibly
bulls to the operator for a set
period of time for a predeter-
mined lease price, according to
Aglease101.org, an Internet re-
source Jenner recommends.

A share lease agreement, the
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more commonly used lease
type, is defined as an agree-
ment in which the livestock
owner shares the production
risks, expenses and returns
with an operator.

“The leasing agreement shares
risks,” Jenner said. “It helps dis-
tribute the cows, other breed-
ing assets and capital.”

An agreement also shares the
costs associated with cattle pro-
duction. On the basis of asset
and cost distribution, each par-
ty’s contribution can vary de-
pending on the situation. Jen-
ner has worked with owners
who only provide the breeding
stock, while others will contrib-
ute everything but the labor.

Both owners and tenants need
to be prepared and understand
what is expected before enter-
ing a lease agreement. For the
owner, knowing the opera-
tion’s cost of production is cru-
cial.

“If they are wanting to lease the
cattle, it’s a good idea for them
to understand the cost of pro-
duction,” Jenner said.

Realizing the cost of production
helps producers come up with
the numbers, or as Jenner ex-
plained, the percentage break-
down of asset and cost distri-
bution for both the cow owner
and tenant.

Jenner stresses that successful
leases are beneficial to both

parties, but are not always
equal. The terms should be fair
and cover all possible scenari-
0s. The obvious components to
the lease include livestock as-
sets, building and equipment
assets, feed costs and labor and
management.

Other agreement components
must be thought of, too. Ex-
amples include death loss, re-
placement heifer management
and other production costs.

“It’'s important for determin-
ing who’s doing what,” Jenner
said.

Jenner sees cow lease agree-
ments as good communication
tools. Developing and agreeing
upon the lease terms can help
bring potentially problematic
situations to light before they
occur.

Jenner also provided examples
of lease provisions and how
changes in cow value can dras-
tically affect the contribution
breakdown.

“My intent is to show you that
it really matters what provi-
sions you put into your lease,”
Jenner said.

The value of a productive cow
is some combination of a bred
cow and a cow-calf pair value.
Jenner was able to come up
with a representative current
cow value of $1,800 by averag-
ing Joplin Regional Stockyards’
cow-calf prices and bred cow

prices from six months prior.
At that value, annual owner-
ship costs are about $400 per
year spread over five years.

In contrast, a cow value of
$1,200 better represents prices
seen in 2012. Then, the owner-
ship costs per year were rough-
ly $250.

If the owner provides the
breeding stock and the tenant
provides all labor and costs,
with the 2012 cow value the as-
set and cost distribution for the
cow owner would reach 35 per-
cent with the remaining contri-
bution of 65 percent to the ten-
ant.

With the 2014 cow value and all
other components staying the
same, the owner sees an asset
and cost contribution percent-
age increase to 43 percent with
57 percent going to the tenant.

Simply put, as cow value in-
creases the owner makes up a
larger percentage of the asset
and cost contribution. This is
just one example of how chang-
es can impact the asset and
cost contribution breakdown.
One must also realize that ev-
erything included in the lease
agreement has bearing on the
percentage breakdown.

Jenner urges producers to use
available resources. Individu-
als can contact their University
of Missouri Extension office,
contact Jenner or use online
resources. As previously men-
tioned, Agleasel0l.org is a
helpful reference site for agri-
cultural lease information pro-
viding sample agreements and
calculators. Legal resources
can also be helpful in develop-
ing lease agreements.

“There’s nothing wrong with
having a good relationship with
(an) attorney,” Jenner said. “It’s
worth the money to have an at-
torney review the agreement.”

In that case, if problems were
ever to arise, Jenner said that
at least the producer would
have some security from a legal
standpoint. Once reviewed, the
lease can act as a template for
future lease agreements or if
leasing situations change.

All in all, Jenner stressed two
points: communication is Kkey,
and agreements should be fair
and based on what each party
is contributing. g

www.joplinstockyards.com
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MANAGEMENT MATTERS

Minerals and the Cycle of Life

Filling in where the soil leaves off

Story By Elizabeth Walker for Cattlemen’s News

€¢The soil is the great con-

nector of lives, the source
and destination of all. It is
the healer and restorer and
resurrector, by which disease
passes into health, age into
youth, death into life. With-
out proper care for it we can
have no community, because
without proper care for it we
can have no life.”

What does a quote from Wen-
dell Berry, author of “The Un-
settling of America: Culture
and Agriculture,” have to do
with an article about miner-
als and the cycle of life, es-
pecially in a magazine about
beef cattle? When I was a
wet-behind the ears Ph.D.
and knew everything, I prob-
ably would have dismissed
quotes like this. Now that I
am a more mature agricul-
turalist who knows that there
is both an art and a science

WWW.)O|
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to raising livestock, grow-
ing grass and managing the
health of the soil, I take what
folks like Wendell Berry have
written to heart.

In my animal nutrition class
at Missouri State University,
as well as in a few other class-
es, I try to teach the students
that if “it isn’t in your soil, it
isn’t in your forage, and then
it isn’t in your animal.” The
“it” is nutrition, and in this
case “it,” is actually an “its.”
If essential minerals are not
in your soil, then they are
not in your forage, then they
aren’t in your animal. Since
we don’t have perfect soils in
southwest Missouri, a min-
eral supplementation pro-
gram needs to be part of your
general animal management
plan.

The challenging thing about

minerals is they come in all
sorts of forms, some with ex-
tra hydrogens attached and
some missing a few hydro-
gens. Some can be easier to
absorb in a higher pH, some
in a lower pH. Some can bind
to each other preventing
both from being absorbed
into your animal’s system.
Certain minerals compete
with each other for receptors
that help them come from
the chyme (undigested feed)
into the small intestinal cells
(absorption into the body). If
they were a class of kinder-
garten students, they would
surely drive their teacher in-
sane. In many ways, though,
they are fascinating to study.

There are at least 22 min-
erals that are required by
livestock and possibly a few

25 Brangus Cows— 3 years old. Bred to Charolais bull.
30 Brangus Super Baldies— 2nd calf heifers. Bred to Charolais bull. gm
70 Black Springer Heifers— Bred to LBW Angus bulls.
11 Black Heifers— bred to LBW Angus bulls.

like us on
facebook

Bailey Moore 417-540-4343
Skyler Moore 417-737-2615
Jackie Moore 417-825-0948

Chris Byerly 417-850-3813

Ker®

more that are just coming
into the attention of nutri-
tionists. Those 22 are divided
into two groups, macromin-
erals and microminerals.
Macro doesn’t mean they are
the hefty ones of the group,
rather that the body needs a
greater quantity than it does
of the microminerals. The
macrominerals are calcium,
phosphorus, sodium, chlo-
rine, potassium, magnesium
and sulfur.

Interesting Roles of the Mac-
rominerals:

Calcium, phosphorus and
magnesium are all found
in the skeletal system. Cal-
cium also has a major role
in muscle contraction while
phosphorus does in energy
metabolism as a major in-
gredient of adenosine tri-
phosphate, ATP, which is how
energy is transferred in the
body. Magnesium, which we
usually become concerned
with in the spring flush, is
associated with grass tetany
(hypomagnesium).  During
the spring and sometimes
fall, small grain forages like

CONTINUED ON NEXT PAGE

Replacement
ow & Bull Sale

6 p.m. | Friday | Dec. 19, 2014

Joplin Regional Stockyards | I-44 & Exit 22 | Carthage, Missouri

Expecting 1000 head with these early consignments

200 Angus Cows— 3-6 years old. Bred to Lucas Cattle Co. black Simmental bulls.
Start calving March 20 for 90 days.

40 Red Angus Cows— 3-6 years old. Bred to Lucas Cattle Co. black Simmental bulls.
Start calving March 20 for 90 days.

40 Black & Black Baldie Cows— Spring calvers. One Raising. 3- 5 years old. Bred to Angus bulls.

120 Northern-Bred Red Angus First-calf Heifers— Off of Bieber Red Angus Ranch.
Purchased weighing 600 pounds.These heifers have been in southwest Missouri for the last year.
Pelvic measured and bred to LBW Circle A Angus bulls. Start calving Feb. 15.

30 Tiger Stripe Cows— 4 years old. Half sisters bred to Charolais bull.

ANl Bulls

J

|
me2

traditional values & innovative approach

www.joplinstockyards.com



MINERALS
FROM PREVIOUS PAGE

oats, wheat, rye and ryegrass
are rapidly growing. These
forages tend to be high in
potassium and protein —
both of which might antago-
nize magnesium absorption.
Heavy nitrogen and potassi-
um fertilization in the spring
can amplify the risks of grass
staggers because when both
potassium and protein are el-
evated, the ability of the ani-
mal to absorb magnesium is
decreased, and hypomagne-
sium is the result.

Sodium and chlorine, as well
as our friend and fellow
trouble-maker  potassium,
are considered electrolytes.
Not only do these minerals
help with the osmotic pres-
sure within the blood, but
they also play a major role
in nerve transmission. Potas-
sium is found mostly with-
in cells, whereas sodium is
found outside the cells. Of
course where one is, the oth-
er wants to be, and sodium
is constantly finding its way
into the cell and our body. Us-
ing ATP Kkicks it back out.

Sodium is so good at sneak-
ing in, that a good portion of
our basic metabolic rate is
spent kicking sodium back
out of the cells. The only time
sodium gets a free pass into
a cell is during a nerve trans-
mission. By potassium rush-
ing out and sodium rushing
into nerve cells, there is a
change in the electrochemi-
cal gradient and boom, your
fingers type, you run fast, a
cow can swish her tail right
onto your face when you
are pregnancy checking her.
Chlorine isn’t left out of this
deal either. Chlorine is found
at the ends of nerve cells and
is sort of like the messenger
from one cell to the other
when it comes to transmitting
the electrical signal along the
nervous system pathway.

Not be forgotten, sulfur has
a significant role in the body,
too. Not only does it play a big
part in smelling up your dogs
when they get too close to a
skunk, but it is also a com-
ponent of methionine and
cysteine, also known as the
sulfur-containing amino ac-
ids. Sulfur causes strands of
amino acids, the components
of proteins, to link together.
Without this important role,
many proteins would lose
their shape and most impor-
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tantly, their biological func-
tion. Sulfur is also a com-
ponent of certain vitamins,
mucopolysaccharides (jel-
lylike substance in between
your joints that prevents
them from rubbing together)
and enzymes that are respon-
sible for energy production.

Now back to Mr. Berry and
the importance of our soils.
Here is my opinion. It is our

responsibility as stewards
of this land to leave it better
than how we found it. Part
of that responsibility must
include the soil. As we be-
come better at understand-
ing the complexities between
the soil and our environment
and our own health and the
health of our animals, man-
aging our lands and judi-
cious use of mineral and vi-
tamin mixes is crucial for the

sustainability of agriculture
in our country.

Stay tuned. Next month we’ll
take a look at micx:ominerals
and vitamins. T

—Elizabeth Walker is associate
professor of agriculture at Mis-
souri State University.

AGRIBUSINESS EXPERTS

- Fixed and Variable Rate
Real Estate Loans

- Construction Loans
- Operating Loans

Mike Chesnut, Neosho
John Klieboeker, Monett

Larry Shellhomn, Lockwood
[417) 232-5405 NML5# 801713

(417) 455-4400 NMLS# 564093

(417] 235-3226  NMLS# 1049521

- Equipment Purchases and Leases
- Cattle Loans
- Business Checking Accounts

Tom Sears, Miami

[218) 541-2623  NMLS# 930888
Joel Maneval, Joplin

(417) 627-B182  NMLS# 1116675
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SEE US FOR
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Call Us
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You Buy!

e

2

Kurtis Day Clint
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2520 North Eastgate

Springfield, MO
Exit at Hwy 65 & Kearney Street
Look for Our Bobcat Sign!

Visit Us on the Web at

(Division of the G.W. Van Keppel Co.)

-
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of Springfield

« Unmatched parts
availability

« Bobcat warranty on
all equipment and
attachments
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Largest Selection
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in the Four-State
Area! :
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PASTURE PROFITS

Missouri's New Pasture Invader

Early detection and eradication best control for spot-

ted knapweed

Story By John Hobbs for Cattlemen’s News

Spotted knapweed, a noxious
weed was first detected in
the four-state area 7 to 10 years
ago. The weed seed was most
likely purchased in a grass seed
mix or brought into Missouri in
straw or hay bales. Since that
time, this noxious weed has
expanded more rapidly than
could be imagined. Heavy in-
festations of spotted knapweed
can now be found concentrated
along road right-of~-ways. The
plant seed is easily distributed
with the movements of equip-
ment and hay. Observations
along the roadways confirm
significant pockets of these
weeds from McDonald County
in southwest Missouri then
eastward to Shannon County
of which some knapweed has
spread into adjacent pastures.
Landowners should be aware
of possible infestations if they
see the plant in right-of-ways.
In McDonald and Newton

counties, a serious herbicide
spray program has begun in
cooperation with the county
commissioners, the Missouri
Department of Transportation,
Dow AgroSciences Pasture Spe-
cialist Brant Mettler and Del-
mar Hunke Spray Services to
control the spotted knapweed
before it becomes a problem
like the musk thistle.

Spotted knapweed will be the
most aggressive perennial
weed toimpact hay and pasture
fields in Missouri, even more
than the musk thistle. This
plant can produce as much as
1,000 seeds per plant. The west-
ern United States has struggled
with the weed for many years,
and it has only recently become
a problem for us. The plant is
attractive and resembles the
bloom of red clover. Currently,
the plant is 1-3 feet tall. Spotted
knapweed can completely take

over hay fields and [ "5
pastureland. Live-
stock avoid eating [ R
the plant while it |3
crowds out desir- |

able grasses and le-
gumes.

Plant seeds are in-
advertently spread
through the actions
of hay hauling and #&
mowing. It is also =%
likely vehicles ven-
turing into infested
areas have contrib-
uted to plant distri-
bution. My recom-
mendations are to control the
plant as soon as you see it. In
small areas around the house,
you can pull it up and burn it.
It might also be spot sprayed
utilizing a glyphosate product
such as Roundup or one of the
many other products contain-
ing this active ingredient. For
pasture and grass hay fields,
several broadleaf herbicides
options are available depend-
ing on knapweed state of ma-
turity and use of the forage. At
the current state of knapweed
development and according to
university studies, Milestone
at 5-7 oz/acre or GrazoNext at
2-2.6 pt/acre can provide effec-
tive control. Refer to product

COMMINGLE

GET MORE FOR YOUR CATTLE
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Spotted knapweed have been found along
road right-of-ways. —Photo provided by
Weedbusters Biocontrol LL.C

labels for herbicide use restric-
tions regarding grazing, hay
harvest and replanting. The
application of broadleaf herbi-
cides will injure legumes such
as clover and alfalfa.

The best knapweed control
program is early detection and
eradication. Avoid spreading
this weed seed on farm machin-
ery. Don’t purchase hay that
contains knapweed, and utilize
only certified seed when plant-
ing. Manage hayfields and pas-
tures to promote dense grass
growth, and this will help to re-
duce knapweed invasion. =g

—John Hobbs is ag and rural devel-
opment specialist with University of
Missouri Extension.

GROUPS TOGETHER CATTLE FROM SMALL PRODUCERS IN ONE LOT

NO COMMINGLING CHARGE!
Let us commingle for you
660 producers served and 3,551 head marketed

through our commingling program since Sept. 1, 2014.

T0 OFFER BUYERS A LARGER SELECTION

www.joplinstockyards.com



JRS Sale Day Market Phone: (417) 548-2012
MARKET WATCH Mondays (Rick Huffman) | Wednesdays (Don Kleiboeker)
Market Information Provided By Tony Hancock
N ovem b er Vi d eo Sa I es Mo. Department of Agriculture Market News Service
Market News Hotline (573) 522-9244
Sale Day Market Reporter (417) 548-2012
Special Video Sale from 11/24/14 o Total Video Receipts: 4,737

Feeder Cattle & Calf Auction | November Receipts 22,715 e Last Month 16,325 e Last Year 25,301

Date: South Central States Texas, Okla, Mew Mexico, Kansas, Mo,  Offering: 4,737

11/25/14
FEEDER STEERS MED&LG1 FEEDER HEIFERS MED&LG1
HEAD WT RANGE AVGWT PRICE RANGE AVG PRICE DELIVERY HEAD WT RANGE AVGWT  PRICE RANGE AVG PRICE DELIVERY
20 525 225 $296.00 §296.00 Current Valus Added 15 450 450 294,00 294,00 Current Value Added
143 650-660 655 $248.00-5251.00 $249.42 Current BO 625 625 232,00 232.00 Cument
348 750 750 $232.75-8236.50 $23T1 Current 129 725 725 226.50-231.50 228,86 Current
13 BOO 800 $231.00 £231.00 Current FEEDER HEIFERS MED & LG 1-2
106 935 4935 $214.00 $214.00 Current HEAD WT RANGE AVGWT  PRICE RANGE AVG PRICE DELIVERY
67 750 750 $235.00 $235.00 February 250 870 B0 £214.00 $214.00 Dec-Jan
FEEDER STEERS MED & LG 1-2 130 750 750 $215.00 $215.00 Jan-Feb
HEAD WT RANGE AVGWT PRICE RANGE AVG PRICE DELIVERY 66 750 50 $218.00 $218.00 Mar-Apr
75 675 675 $244.00 $244.00 Current Eastern States All states east of the Miss., La, & Ark.
367 B20-835 829 $221.50-3227 .50 $22393 Current FEEDER STEERS MED & LG 1
ars 850-875 867 $212.60-5223.50 §215.58 Current HEAD WT RANGE AVGWT PRICE RANGE AVG PRICE DELIVERY
58 875 875 §220.75 220,75 January 62 800 600 $229.25 $229.25 Current
500 950 950 $214.50 $214.50 January FEEDER STEERS MED & LG 1-2
181 B25-845 B3z $217.25-3220.50 $219. 31 Jan-Feb HEAD WT RANGE AVGWT  PRICE RANGE AVG PRICE DELIVERY
300 B3O 890 $215.75 $215.75 Jan-Feb 54 200 900 $213.00 $213.00 Jan-Feb
124 8O0 800 $218.50 $218.50 February FEEDER STEERS MED & LG 2
180 BSO B850 §20.75 §220.75 March HEAD WT RANGE AVGWT  PRICE RANGE AVG PRICE DELIVERY
300 850 850 $221.75 §221.75 Apr-May 65 750 750 $220.00 $220.00 March
55 900 400 $217.00 $17.00 June FEEDER HEIFERS MED & LG 1
70 725 725 $240.50 $240.50 July HEAD WT RANGE AVGWT  PRICE RANGE AVG PRICE DELIVERY
FEEDER STEERS MED & LG 2 65 750 750 $219.75 $M9.75 May
HEAD WT RANGE AVGWT PRICE RANGE AVG PRICE DELIVERY B5 750 750 £220.00 £§220.00 Juna
124 825 825 $215.00 $15.00 Jan-Feb FEEDER HEIFERS MED & LG 1-2
HEAD WT RANGE AVGWT  PRICE RANGE AVG PRICE DELIVERY
65 Tal 750 $216.00 $216.00 Mar-Apr
(]
Tune in to the JRS Market Report
TODAY'S Monday - "
12:40 p.m. —KRMO:
Wednesday & \G SOURCE RADIO KKow
ch#.’ o 12:40 p.m. M-F 9:55-10:05 a.m. 860 AM
Monday 11:38 a.m. Monday (s (d"""“gn?‘r;j:_f :iiﬁﬁﬁ:ﬂa'k) Monday 12:50 p.m. & 4:45 p.m.
Wednesday 11:38 a.m. 12:15 p.m. Wednesday 12:50 p.m. & 4:45 p.m.

Wednesday m (during Farming in the Four States)
12:15 p.m. T/Th Noon Hour (after news block)

YOUR ANIMAL HEALTH PROFESSIONALS ivestock Price Profection

KeepinghYourlHerdIHealt hy e

Antibiotics Best Quality Products ¢ J
Electronic ID Shipped or Delivered M u ‘ s

Implants to Your Door
Pegp(omrd at the Lowest Prices VET SU PPLY
Vaccines Exit 70, Springfield, Mo. 417-863-8446
Animal Health 601 Front St.,, Monett, Mo. 417-235-6226

Supplies 1588836029588
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TRAILERS Al SERVICES

Built Stronger to Last Longer

EVENT ROUNDUP

December

5:30 p.m. Hay Production School
Cassville High School Ag Department, Cassville, Missouri
PH: 417-847-3161

11 5:30 p.m. Hay Production School
Cassville High School Ag Department, Cassville, Missouri
PH: 417-847-3161

Water Street EDGE Farm Business Seminar
Lincoln, Nebraska
PH: 866-249-2528

Genex

Cooperative, Inc. 9

A Sutmiary of Coopentive Resourost mberatonsl

Chute-side Service
Tammy Wallace | 417.592.0145
Ashley Hoff | 806.683.8364

Al Service 25 Head or More

FEED & HAY

AC-DC Hay Company

Specializing in your hay needs
Need tay?

Prairie ~ Alfalfa ~ Straw ~ Brome

Your New Gooseneck Dealer Is:

B & B Sales & Service

Bolivar, Missouri 65613
417-326-6221 gﬁ o

12-13

19 Replacement Cow and Bull Sale
Joplin Regional Stockyards, Carthage, Missouri
PH: 417-548-2333

20-31 Joplin Regional Stockyards Closed for the Holidays
January

Tony Carpenter . . .
208 North NN Hwy 1 ]oph.n Regl.onal Stockyards Closed for the Hohdays
Lamar, MO 64726 2 Joplin Regional Stockyards Open to Receive Cattle

Call: 417.448.7883

2-4 Missouri Cattlemen’s Assoc. Convention & Trade Show
Tan-Tar-A Resort, Osage Beach, Missouri
PH: 573-499-9162

CONSTRUCTION

Blevins Asphalt Construction Company
is now accepting asphalt shingle tear-offs at our facilities listed below: E 8
Intersection of Highway 60 and James River Expressway Springfield, Mo.,
200 east of Buddy's Auto Salvage. North of Carthage, Mo. @ Civil War Road and Highway 71
infersection, 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

Special Value-Added Feeder Calf Sale
Joplin Regional Stockyards, Carthage, Missouri
PH: 417-548-2333

February

4-7  NCBA Cattle Industry Convention
San Antonio, Texas
FMI: www.beefusa.org

March
JOPLIN RECIONAL STOCKYARDS

CATTIEMENS NS
’\:r-f‘ ey
L cartie N cartie M CATTLE

Southwest Missouri Spring Forage Conference
University Plaza Conference Center, Springfield, Missouri
PH: 417-831-5246, ext. 3

JOPLIN TRUSS

/‘/M

PROMPT, RELIABLE SERVICE
2 Locations to Serve You

ggrkagity MO Sarm;t:?:y Mgg HJ LE
(417)472-6800 (417)246-5215 BLUE HORSE BEEFMASTER BULLS

1-800-695-1991 1-800-695-6371

FOR SALE

The Best of Both Worlds
Maternal Heterosis

Vaughw Family Farms
www.vaughnfamilyfarms.com

s Davin & Gail Vaughn - Mount Vernon, MO
B8  More Info Contact Davin Vaughn: 417-793-1830 (G

GELBVIEH

Mark McFarland
3062 E. McDonald Road
Stella, MO 64867
31417.850.0649 | 4]7.628.3647I_E

RAFTERJ FENCING

CATTLEMEN TO CATTLEMEN

- A

on
417-461-4514 Rea h I, L RATCLIFF- OWNER ;
Jamie Miller Miller, MO ( . ’ ok Yassl- Ranch Consultant %:::3 Registered Angus Bulls
. (918) 2448025 y
i 10,000+ Cattlemen in 8 States ML%HEE (918) 256.5561 Ofc.
wnere n“l vﬂllr ADVERTISE in P0. Box 402 Ranch-Ready Bulls & Functional Females
$1 309 CATTLEMEN’S NEWSI Vinita, 0K 74301 Genetics to Build a Herd On!
Get Details at .
\ ipki pr £
to place your ad NN Lz (O s
SUPPLIES k J mark@rafcliffranch.com | www.ratcliffranches.com View Offering Online af www.clearwateranqus.com

$30 MILLION WORTH OF CATTLE STOLEN LAST YEAR Top-quality, High-performing,

OGDEN

THAT WERE UNBRANDED!

Even in cold and windy weather, ours 1Letter.............. $110
works—WE GUARANTEE IT! 2Letters..............$120

3 Letters...............$130

“Trust everyone, but 4 Letters .................$140

BRAND 2 hour Complete Number Sets $350

allyour cattle.” v www.huskybrandingirons.com

800-222-9628 | Fax 800-267-4055

Calving Ease SimAngus,
Balancer(GvAn) 18-mo. old bulls
Forage-Developed, Good Disposition,

EPDs show superior genetics & ancestry,
Thick, Deep, Stretchy, Guaranteed

HORSE CREEK
RANCH

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

Trevon Kenny

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

417-366-0363 417-466-8176

22 DECEMBER2014
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1 Want to lmow what's hot in the caitle busmess'?
Don't miss this important meetmg'

- 2015 Cattle Industry Convention

& NCBA Trade Show

- February 4-7, 2015

*-7 San Antonio, Texas "
~www.beefusa.org
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(Giood management requires good data: To
make your beel” herd beter, yvou have 1o under-

stand current performance. You need a strategy

lor improvement. It helps il vou can accurately
predict how investments will perform. And vou
must know how to measure the resules.

MFA's PowerCalf™ is a system designed to give
you the insight and tools to maximize your
herd’s performance. It’s a multi-faceted
commitment from MFA (o deliver top
nutrition, animal health, record management,
expertise and market léverage 1o your opera-
tion.

At the herd level, PowerCalf drives im-
provement by measuring performance
and implementing genetic, nutritional
and animal health practices proven to
boost calving success and deliver more
pounds to sell from your investment.
The program underscores that cow pertfor-

‘mance is the gateway to calt’ performance.

PowerCalf gathers and analyzes data neces-
sary to make more profitable management
decisions. You receive personalized expertise

Power management
gets power resulits.

to best use the full portolio of MIA products
and services, PowerCalf’s nutrition com-
ponent is backed by MFA’s long-term
success in adding value to calves. '| hese
practices are leveraged with exhaustive data
collection and processing that gives your sale
calves an edge in the market.

o push that marketing edge into the sale barn,
MFA secured exclusive marketing rights o
Reputation Feeder Cattle™. This tool evalu-
ates genetics in your herd and translates
them into market value. Reputation Feeder
Caule’s Genetic Merit Scorecard® gives cattle
buyers an industry-trusted overview of finish
potential-—and a reason to bid up your cautle.
That's important leverage at the sale barn.

Whether vou plan to sell heef on the grid or
on the hoof, communicating your herd’s true
potential and performance is the first step to
maximizing profit.

PowerCall” gives vou the support and expertise
vou need to get the very best out of your herd.

It is power management.

Unleash yvour herd's power. Ask about MFA PowerCalf.

For more information about MPA PowerCalf, contact your nearby MFA or AgChaice, or call 1-888-514-2333, Or visit us at www.mfa-inc.com.

The Reputation Feeder Cattle® and Genetic Merit Scorecard® trademarks are wholly owned by Verified Beef, LLC. For more information, go towww. reputationfeedercattle.com




