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Upgrade to 30% more protection with BOVI-SHIELD GOLD ONE SHOT™. The new combination 
respiratory vaccine that helps protect for at least 279 days against IBR virus and BVD Types 1 
and 2 viruses – that’s 30% longer than Vista® Once SQ and longer demonstrated protection than 
Pyramid® 5 + Presponse® SQ, which has no duration of immunity label claims. Just one dose helps 
protect your cattle from five key respiratory viruses and Mannheimia (Pasteurella) haemolytica.  
Stop settling for less. Visit ThirtyPercentMore.com.

All trademarks are the property of Zoetis Inc., its affiliates and/or its licensors. All other trademarks are the property of their respective owners. ©2013 Zoetis Inc. All rights reserved. BSO13014      

IntrOducIng

BOVI-SHIELD GOLD ONE SHOTBOVI-SHIELD GOLD ONE SHOTc d™

Because you shouldn’t settle for 30% less of anything.Because you shouldn’t settle for 30% less of anything.

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(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
Orlan Shanks:Columbus, KS

H(620)674-3683

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

M(903)276-1544, (H)580-244-3071
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
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VIEW FROM THE BLOCK

Upgrade to 30% more protection with BOVI-SHIELD GOLD ONE SHOT™. The new combination 
respiratory vaccine that helps protect for at least 279 days against IBR virus and BVD Types 1 
and 2 viruses – that’s 30% longer than Vista® Once SQ and longer demonstrated protection than 
Pyramid® 5 + Presponse® SQ, which has no duration of immunity label claims. Just one dose helps 
protect your cattle from five key respiratory viruses and Mannheimia (Pasteurella) haemolytica.  
Stop settling for less. Visit ThirtyPercentMore.com.

All trademarks are the property of Zoetis Inc., its affiliates and/or its licensors. All other trademarks are the property of their respective owners. ©2013 Zoetis Inc. All rights reserved. BSO13014      
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BOVI-SHIELD GOLD ONE SHOTBOVI-SHIELD GOLD ONE SHOTc d™

Because you shouldn’t settle for 30% less of anything.Because you shouldn’t settle for 30% less of anything.

Tune in to the 
JRS Market Report

Monday 11:38 a.m.
Wednesday 11:38 a.m.

Monday 12:50 p.m. & 4:45 p.m.
Wednesday 12:50 p.m.  & 4:45 p.m.

M-F 9:55-10:05 
(during break before AgriTalk)

M/W/F Noon Hour 
(during Farming in the Four States)
T/Th Noon Hour (after news block)

Monday 
12:40 p.m. 
Wednesday 
12:40 p.m. 

Monday 
12:15 p.m. 
Wednesday 
12:15 p.m. 
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We’re in a whole different 
scenario that 

we were a year ago. 
We’ve got some feed 
and some grass— and 
we’ve had a little rain. The 
yearling cattle just 
keep trending higher 
now that corn prices 
have fallen off a bit. 
There aren’t a lot of 
the yearlings around so they will 
bring some money.

As we enter fall, we’re sure 
seeing fewer cattle hit the market. 
Optimism seems to be running 
rampant. We are seeing the 
higher risk cattle, right off the cow 
without any vaccinations, trend 
lower. The front end of the cattle 
that have been weaned and have 
had some vaccinations are sure 
steady and maybe even a little 
higher in places. The bottom line 
is, wean your calves and get 
them vaccinated. Then, we’re off 
to the races!

The slaughter cow market 
has been maybe $3-5 lower, but 
it’s still really good. The market 
this fall will be pretty typical. The 
highs for the cow market is really 
still to come the end of this year 
or beginning of next year. There 
won’t be a lot of numbers in the 
slaughter cow and bull trade and 

that takes quite a bit of meat 
out of the market. 
That’s why I expect 
the fat cattle to trend 

higher the rest of this year 
and even after the first of 

January. 
The latest Cattle 

on Feed Report 
showed the total 
number of cattle on 

feed down 7%, while placements 
were off 11% and marketings 
were down 4% compared to last 
year. Placements for August were 
the lowest, while marketings in 
August were the second lowest, 
since 1996. These shortages will 
start showing up in market prices. 

We have some really nice 
young cows and bulls consigned 
for our special cow sale coming 
up on October 26. We’ll sell the 
bulls starting at 5, with cows 
following at 6 p.m. 

We will be having some 
meetings in select locations 
across our trade area this 
fall. We’ll be giving away a 
Gooseneck trailer, so you’ll want 
to be sure and attend a meeting 
near you so you can be eligible 
to win. 

Good luck and God bless.
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	 Find out what sunflowers have to offer Missouri 
growers. See Page 38— Photo by Joann Pipkin
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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

AUTUMN 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

Checking in 
 on the Checkoff

MISSOURI BEEF INDUSTRY COUNCIL
2306 Bluff Creek Dr. #200

Columbia, MO 65201
www.mobeef.org   •  573-817-0899

For more information about 

Team Beef, contact Kerry Elbel 

at teambeef@mobeef.com

Missouri’s “Team Beef” made 
a successful impact on more 
than 2,000 runners and their 
families at the 2013 Go Girl 
Run.
 
The event expo provided one-
on-one interaction between 
MBIC staff and runners. 
During the run “Team Beef 
Missouri” jereseys were 
sported by many runners, 
which earned positive 
attention from runners and 
their families along the 
course. This is an example 
of effectively using checkoff 
dollars to reach an active and 
health-conscious audience!

MBIC TEam Beef 4x9.5.indd   1 6/25/2013   10:08:00 AM

Checking in
on the Checkoff

Missouri Beef Industry Council
20306 Bluff Creek Drive, #200 • Columbia, MO 65201

www.mobeef.org • 573-817-0899

The Missouri Beef Council and Cattlemen’s Beef Board created a partnership to 
launch a new line of fresh beef products in five Price Cutter grocery stores in 

Springfield, Missouri.  The line of products meet consumer demands for convenient 
fresh beef and keep preparation to 30 minutes or less, with a complete meal in  

one dish.  The work has  included development of five products and labels,  
point of sale materials, promotional plans, and training for store staff. 

MO_ProdCommAd.indd   1 9/17/2013   11:46:38 AM
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BEEF IN BRIEF

Noromectin® brand dewormers continue to  
provide beef producers with a proven, cost- 
effective approach to deworming. And Norbrook 

Don’t Tell 
That A 
Isn’t A 

 HIM
 GOOD DEAL
 BIG DEAL

www.norbrookinc.com

Observe label withdrawal times. Do not use in female dairy cattle of breeding 
age, as a withdrawal time has not been established. Do not use in calves to be 
processed for veal.  Do not use in unapproved animal species as severe reactions, 
including fatalities in dogs, may result. See product inserts for full directions for 
use and additional precautions.
The Norbrook logos and Noromectin are registered trademarks of Norbrook 
Laboratories Limited

1113-000-M03A

Noromectin® … A Good Deal

improves performance

Noromectin® 1% Injection

Noromectin® PLUS

Noromectin® Pour-On

Drought Returns ‘with a Vengeance’
Late-planted corn north of Interstate 70 is dead or dying due to 

lack of rain and scorching temperatures since early September.
According to University of Missouri Extension Corn Specialist 

Brent Myers, it’s too late for future rains to save corn yields. He 
said corn is showing signs of drought, including senescing, or 
drying from the top of the stalk down instead of from the ground up, 
early ear drop, and a white cast of leaves and stalks. 

In this year of weather extremes, rain and low temperatures 
prevented corn planting during the optimal period before June 1 
and set the stage for disease development. Late-planted corn also 
didn’t pollinate well probably due to the onset of drought, Myers 
said. Parts of the state have seen minimal amounts of tip back, 
where kernels are aborted from the tip of the corn in an effort to 
save moisture.

MU Extension Agronomy Specialist Bill Wiebold said 2013’s 
wet spring and dry summer presented a dismal scenario for 
crop yields. “Because drought stress occurred during mid-to-late 
summer, the yield component affected most will be seed size. 
Small corn kernels result in low-test weights. Small soybean seeds 
may not affect test weight, but clearly reduce yields,” he said.

—Source: University of Missouri Cooperative Media Group

MCA Calls SB 9 Override Victory for Agriculture 
The General Assembly, on Sept. 11, 2013, stood firm for 

Missouri’s farm and ranch families by overriding the governor’s 
veto of S. B. 9. Missouri Cattlemen’s Association (MCA) President 
Chuck Massengill said this vote is a victory for more than 52,000 
Missouri cattle farms and ranches.

“The success Missouri agriculture has seen this past year has 
been great. Many farm family’s will benefit from the passage of 
S.B. 9,” said Massengill. “This bill is a step in the right direction and 
will help producers protect their business and livelihood.”

The legislation stiffens penalties for cattle rustling. The new 
language will make penalties for cattle rustling tougher by making 
the first offense a felony in most cases.     

The bill will also fix the current animal abuse and neglect law. 
The past animal abuse and neglect law allowed a farmer to receive 
a hefty fine or even imprisonment because their livestock got out of 
their confines.—Source: Missouri Cattlemen’s Association

Corn Forecast Changes:  Net Farm Income to Decline 
USDA’s August forecast for 2013 shows a decline of $7.6 

billion (6.3 percent) in net farm income from its February forecast. 
Underlying the adjustment are expectations of a drop in the value 
of crop production; an increase in payments to stakeholders 
and for manufactured inputs; and a decline in machine hire and 
custom work revenues. Offsetting these downward revisions were 
expectations of an increase in the value of livestock production and 
other farm income, combined with declines in inputs purchased 
from the farm sector, particularly feed.

The largest change in dollar-value terms since February’s 
forecast was a $9.5-billion downward revision in feed crop cash 
receipts, mostly for corn (down $8.1 billion). Forecast receipts from 
miscellaneous livestock were lowered almost $1 billion. The value 
of annual change in crop inventories was reduced almost $5 billion 
from February’s expectations. —Source: USDA 

Exports to Japan Continue to Surge 
U.S. beef exports are on the rise. Through July, beef exports 

are up 3 percent from a year earlier while beef imports are down 2 
percent. The 2013 forecast for U.S. cattle imports was lowered to 
1.9 million head amid falling shipments from Mexico. Cattle imports 
are down 20 percent for the year. 

Amid the export hike is increased trade with Japan, which 
is up 52%. Exports to Hong Kong and Taiwan are also showing 
sharp increases. Japan exports have surged in 2013 since import 
restrictions were relaxed in February to allow for imports of U.S. 
beef from cattle less than 30 months of age. 

—Source: USDA Economic Research Service 
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NUTRITION KNOW-HOW
Nutritional Economics
Reducing costs: bigger expense in long run?
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

800-858-5974
www.CallicrateBanders.com

CALL FOR A DISTRIBUTOR NEAR YOU.

DELAYED CASTRATION

EARLY CASTRATION

Cattle
Goats

Sheep

HUMANE
BLOODLESS
DRUG FREE

MADE IN USA

82nd
SOUTHWEST 

MISSOURI 
PERFORMANCE 

TESTED BULL 
SALE

For Catalogs Contact
Pam Naylor, Sale Mgr.

417.345.8330
www.swmobcia.com

7 p.m. • Monday
Oct. 28, 2013

 Springfield Livestock 
Marketing Center 
Springfield, MO

SELLING 
38 Bulls
36 Angus

2 Polled Hereford

There are two ways to think 
about herd nutrition: ex-

pense or investment. If you 
consider feed and forage simply 
as an expense, the tendency 
is to focus efforts on reducing 
expenses without considering 
the cost of reduced productivity. 
Make no mistake, cost reduction 
can be profitable and can also 
reduce the margin for error.

Reproduction and health 
are two areas where the risk of 
excessive cost reduction can be 
worse than spending too much 
for feed. Using first-calf heifer 
management as an example, 
let’s consider failure to provide 
adequate nutrients prior to calv-
ing to ensure the heifer calves 
at a favorable body condition 
score. This failure can result in a 
non-pregnant cow after weaning 
her first calf. Now the cow has 
two year’s expenses and one 

calf to pay the bills. Carrying her 
another year will increase her 
costs and your risk as she is not 
guaranteed to become pregnant 
the next breeding season but is 
certain to incur more expense. 
Consider how much supplemen-
tal feed may have been pur-
chased for the entire cow herd 
using the “revenue” generated 
from not selling a young open 
cow who is four to five years 
from breaking even.

Health is another area 
where the risk of providing inad-
equate nutrition can be greater 
than the feed costs incurred 
to prevent disease. Providing 
energy and protein-dense feeds 
at weaning with minimal filler 
ingredients is critical to ensur-
ing good immune response and 
promoting gain after weaning. 
Calves unable to develop an 
immune response due to inad-
equate nutrition may require 
increased treatments or experi-
ence greater death loss. In this 
case reducing feed costs also 
reduces profit opportunities due 
to increased treatment and mor-
bidity expenses.

These two examples should 
not suggest there is no limit to 
acceptable feed cost, but should 
serve as indicators that there 
are situations where the low-
est cost option fails to meet the 
needs of the cattle and results in 
greater overall expense.

There are nutritional in-
vestments beyond feed worth 
considering. The forage test 
is the first and most impor-
tant investment producers 
can make. There are several 
reasons why forage-testing is 
not used in more operations. 
The first reason is inability 
to collect a sample correctly. 
Collecting forage samples in 
stored forages requires a for-
age probe. A listing of available 
probes can be found at http://
www.foragetesting.org/index.
php?page=hay_probes. These 
probes follow National Forage 
Testing Association guidelines 
and are a worthwhile investment 
if you are collecting very many 
forage samples or if you simply 
do not like trying to track down a 
probe when you need it.

Alternatively, ask your feed 
representative to assist with 
forage sampling. A partner-
ship with your feed supplier in 
which feeding programs are 
custom-built for your operation 
will benefit both parties. Sam-
pling your forage is necessary 
to develop a feeding program 
designed with your forage qual-
ity, management system and 
performance goals in mind.

Forage testing will cost 
about $20 per sample, if forage 
sampling allows you to reduce 
supplement feeding by 1 pound 
per head each day using sup-
plemental feed costs at $0.10 
/ pound then the forage test is 
paid for in 200 animal days. If 
greater supplement levels are 
needed based on forage test re-
sults testing payback occurs as 
discussed in the first example 
by preventing inadequate nutri-
tion from increasing the open 
cow percentage.

Another nutritional invest-
ment worth considering is hay 
storage as there are several op-
portunities for return on invest-
ment. The initial return is hay 
loss savings—covered forages 
experience reduced dry matter 
losses associated with weather-
ing so less hay is needed. Dry 
matter losses are also observed 
due to greater waste at feeding 
as cattle refuse to eat a greater 
percentage of outside stored 
hay. Additionally covered hay 
is higher quality resulting in 
reduced investment in supple-
mental feeds. Hay storage also 
offers opportunity to carry hay 
inventory from one year to the 
next reducing forage costs in 
drought years. Consider the 
value of a barn full of hay last 
year with the opportunity to fill it 
past this spring and summer. As 
the end of the year approaches 
some producers may consider 
hay storage investments as a 
tax management option.

— Justin Sexten is state 
extension specialist, beef nutri-
tion, at the University of Mis-
souri-Columbia. Contact him at 
sextenj@missouri.edu.
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For more information 
Dale Johnston (918) 944-0270
Dustin Layton (405) 464-2455

OK
2 0 1 3

Friday, Nov. 15 • Noon
Buford Ranch Sale Pavilion

15 miles west of Welch, OK on Hwy. 10 
20 miles east of Lenapah, OK on Hwy. 10

Sale sponsored by the 
OTTAWA CRAIG COUNTY CATTLEMEN’S ASSOCIATION

Free lunch & prizes awarded to volume buyers.

Expecting 300+
Fall Pairs & Spring Bred Heifers
All ranch raised near northeast Oklahoma!

7th Annual Replacement Heifer Sale 

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.

Member FDIC

arvest.com

COMMITTED TO AGRICULTURE

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

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

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

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

Joplin Regional Stockyards’ 
co-owner Jackie Moore 

earned a spot on BEEF 
magazine’s 50 Industry Leaders 
list (see number 24), released 
in the publication’s September 
issue.
Here’s a run-down of those 
making the list.

1.	 Dell Allen — a widely 
recognized pioneer 
in developing food 
safety protocols, used 
both domestically and 
internationally. 

2.	 Roy Wallace —vice 
president of beef 
programs for Select 
Sires. Wallace spent his 
life in producing better 
beef cattle through 
improved genetics and 
reproduction. 

3.	 Charles E. “Charlie” 
Ball —worked 24 years 
as an agricultural writer 
after first training as an 
agricultural engineer. 
Ball is perhaps best 
known as a chief 
architect of the powerful 
Texas Cattle Feeders 
Association. 

4.	 Frank H. Baker —
an Oklahoma native 
who formed the Beef 
Improvement Federation 
(BIF). 

5.	 W.E. “Bill” Beal —
joined Virginia Tech 
in 1979. There, he 
contributed to research 
in improving cattle’s 
reproductive efficiency, 
with most of his work 
centered on methods for 
controlling estrus and 
ovulation in cattle. 

6.	 John Crouch —served 
a 34-year career with 
the American Angus 
Association where he 
was at the forefront of 
breed improvement 
programs in the beef 
industry. 

7.	 Louis “Mick” Colvin 
—took the concept of 
identifying and marketing 

Angus-type cattle and 
in 1978 created the 
Certified Angus Beef 
(CAB) brand. 

8.	 William D. “W.D” Farr 
—the patriarch of an 
internationally known 
family cattle-feeding 
enterprise recognized 

BEEF Magazine Names Top 
50 Industry Leaders
Jackie Moore recognized for turn-around 
of Missouri calves
COMPILED BY STAFF

for many years as one 
of the most technically 
advanced in the world.

9.	 John Brethour —a 
scientist at Kansas State 
University Agricultural 
Research Center at Fort 
Hays, Brethour was 
best-known for his work 
perfecting ultrasound 
methods especially 
the application of the 
technology to the 
precision feeding of beef 
cattle.

10.	H.C. “Ladd” Hitch 
Jr. — a past chairman 
of the board of Hitch 
Enterprises, a vertically 
integrated agribusiness 
that included everything 

from farming to a 
branded beef line. 

11.	James D. Bennett — a 
renowned cattle breeder, 
his family developed 
Knoll Crest Farm in 
Virginia into a nationally 
prominent source of 
Hereford, Angus and 
Gelbvieh genetics. In 
1981, he brought the 
first Gelbvieh cattle to 
Virginia.

12.	Jo Ann Doke Smith 
—raised in a pioneer 
Florida farming and 
ranching family, she 
was the first female 
president of the National 

CONTINUED ON PAGE 30
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HEALTH WATCH
Don’t Discard Downed
Cow Care
Proper treatment of downed cows part 
of good animal husbandry
BY DAN THOMSON & CHRIS REINHARDT

CONTINUED ON PAGE 16

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

The downed cow has become 
the poster child of the beef 

and dairy industries by the 
animal rights groups.  Downed 
cattle are not allowed to enter 
the food chain and handling 
these animals has been a focus 
of laws created to prevent 
animal abuse.  In this column, 
we are going to take a look at 
the causes of downed cattle, 
how to move them, how to care 
for them and how to develop a 
plan for different prognoses.

There are many different 
causes of cattle going down 
and not getting up.  It can be 
due to injury, infection, fatigue, 
toxins or others.  Trauma or 
injury to the brain, spinal cord 
or nerves can cause an animal 
to not be able to rise and walk.  
Swelling or pressure on nerves 
can also cause the loss of 
nerve innervation to a limb or 
system.  Hard pulling calves, 
trauma and injuries can cause 
swelling followed by pressure 
on the nerves and decrease a 
cow’s mobility.  Lead toxicity 
or high sulfates in water can 
lead to toxin-induced downed 
cows.  Other causes of downed 
cows can be infectious disease 
such as listeria or histophilus 
somnus.  Histophilus, formerly 
known as haemopholus, is 
a bacteria that can cause 
embolisms in the brain of cattle.  
There are other causes of 
downed cattle such as nervous 
coccidiosis, stress and fatigue 
syndromes, and other less 
frequently seen causes.

Downed animals should 
not be dragged or lifted with 
chains.  The Downed Animal Act 
prohibits people from dragging 
downed animals.  In emergency 
situations, when you are saving 
an animal from a pond or bog, 
you may have to drag them out 
of the situation.  However, if 
you are moving an animal in a 
non-emergency situation, you 
should take the time to do it 
correctly.  Moving animals long 
distances on a farm or ranch 

should be done with the bucket 
of a loader, a sled, or by placing 
an animal on a trailer.

When we encounter a 
downed animal, the first thing I 
look at is whether the animal is 
alert or moribund.  A moribund 
animal is down and non-
responsive to external stimuli.  
An alert downed animal is one 
that is responsive to external 
stimuli, can sit up sternally, and 
consume feed and water on its 
own.  In my experience, cattle 
that are moribund generally 
do not recover.  It is best to 
consult a veterinarian on cases 
like these but understand that 
the prognosis is grave.  I work 
hard to give alert downed cattle 
a chance to improve.  These 
animals should be provided 
shelter, feed and water.  These 
are intensive care cases.  
Downed cattle should be rolled 
or have their position changed 
every 6 to 8 hours to prevent 
compartmentalization or loss 
of limb function from lying on 
it for extended periods of time.  
Depending on the situation, 
cattle should begin to show 
signs of recovery within 24 
to 72 hours.  If you do not 
have the time or facilities to 
properly care for these animals, 
humane euthanasia should be 
considered.

Humane euthanasia should 
be considered if animals are 
not responding to therapy or 
time.  Euthanasia is the latin 
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HELPING HANDS

Maybe you’ve heard about how a state cost-share program helped 
your neighbor install conservation practices. You’re interested 

in learning more but don’t know where to begin. Here’s your chance. 
Read on for a quick run-down on how you can get started with a cost-
share practice all your own.

Cost-Share Program
Available through your local Soil and 

Water Conservation District, cost-share 
provides incentives for landowners to in-
stall conservation practices that prevent or 
control excessive erosion and protect water 
quality. Landowners can receive up to 75 
percent of the estimated cost of the practice 
to be reimbursed after the practice has gone 
through a certification process.

How do I get started? 
Here is the step-by-step process that will 

take you from start to finish on a cost-share 
practice. 

Step 1: Contact your local soil and water 
conservation district office to see what cost-
share practices are available in your district. 
Qualified landowners may apply at the local 
office.

Step 2: A certified technician will evaluate 
the proposed site to see if it meets eligibility 
requirements for cost-share and recommend 
the most cost effective practice for your 
particular situation.

Step 3: A qualified technician will design 
the practice based on the site visit and the 
goals of the landowner, and make sure 
that the practice will meet all standards, 
specifications and policies.

Step 4: A contract for a cost-share practice 
is created, signed by the landowner and 
technician, then submitted to the local 
soil and water district board for approval. 
Approvals are based on funding amounts 
available and if the board and landowner 
feel that the contract can be completed by 
the termination date assigned.

Step 5: After the contract has received 
board approval, the landowner is authorized 
to begin installation of the practice based on 
the standards, specifications and policies 
provided. 

Step 6: Upon project completion, the 
landowner notifies the local soil and water 
office that the project is complete. A qualified 
technician will then perform another site 
visit to ‘check out’ the completed practice to 
determine the extents applied and certify the 
project meets standards, specifications and 
policies. 

Step 7: The landowner submits proper documentation for all 
expenditures to the district office. 

Step 8: The contract payment document is generated based on the 
extent of qualified expenditures installed and documented by the 
landowner and practice certification by the certified technician.

Step 9: Once the contract payment document has been approved 
and signed by both the landowner and the local soil and water district 
board, it is electronically submitted by the local office to the Soil and 
Water Conservation Program office for payment processing. 

Step 10: Reimbursement from the state is direct-deposited in the 
landowner’s bank account following approval by the local soil and 
water district board.  The landowner will receive, via mail, notification 
from the program office that the payment has been processed.

Additional information on the Soil and Water Conservation District 
is available on-line at http://www.dnr.mo.gov/env/swcp/index.html

—Source: www.dnr.mo.gov

Cost –Share 101
Here’s a step-by-step look at how to get started
COMPILED BY OUR STAFF
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NEXT GENERATION

BY DARREN FRYE

Pay It Forward to the Next 
Generation
Get your plan in writing for smoother transition

This has happened to all of us. A friend or an acquaintance has an 
accident or an unexpected medical emergency. We are shocked by 

the tragedy. Have you wondered what things would be like if you were 
in their shoes? What would happen if your family had to deal with that?

It’s true that the odds of an 
unexpected tragedy happening to us are 
small,  but it does happen and without 
warning. Unless there is a plan in place 
for the farming operation, your family 
and business will struggle due to lack of 
planning.

I know of a farmer who didn’t start 
a legacy plan until he had already been 
diagnosed with cancer —the second 
time. He and his family had a lot of 

planning to get through quickly. It is understandably difficult to make 
the necessary decisions when the main decision-maker is fighting for 
his life.

The best decisions are made in advance – when everyone is still 
healthy and doing well. A ‘close call’ farm accident became a wake-up 
call for another farmer. He came face to face with what the operation 
could have gone through if something had happened to him.

He started to work on his legacy plan 
– as fast as he could – with the help of a 
legacy advisor. He wanted to be certain that 
his family and farm would be protected if he 
wasn’t as fortunate in the future.

It is human nature to live our lives 
based on what we see going on right now. 
We don’t usually think about death until 
someone close to us dies or we have 
a scare of our own. But when we see a 
close friend’s family going through that, we 
imagine what would happen if it were our 
family.

You don’t want to picture your family 
struggling or fretting about what’s going 
to happen with the farm. They’d be 
dealing with enough already. With a plan, 
everything is set and will fall into place. 
Then the family focuses on grieving, as they 
should – not on business details.

Where’s your legacy plan at now? 
Started? Finished? Non-existent? Choose 
to keep it urgent. You could start by sitting 
down to dinner with your spouse to talk 
about plans. You could make a phone call 
to your kids – to tell them that you’re all 
going to start talking about this together.

If you need help starting these 
conversations, you could enlist a legacy 
advisor to jump-start or guide the 
discussion. By proactively planning now, 
you’re making sure that it won’t be too late 
for your farm and family.

With that proactive plan, here’s another 
thing to think about. I recently heard about 
a farmer who said he had never considered 
his operation large enough to be exposed to 
estate tax. But in recent years, his farm has 
grown.

He’s invested in his operation. He and 
his family have grown the size of their herd. 
They’ve added side businesses. With this 
growth his net worth has risen substantially.

He said he’s realized he can’t keep 
thinking that his operation is ‘safe’ from 
estate tax anymore. So he and his partners 
have decided to take action. They’ll start 
working with one of our legacy advisors 
soon to put a plan in place.

If you haven’t worried in the past about 
pushing through the estate tax exemption 
level, you need to consider what it could 
mean now.

CONTINUED ON PAGE 16
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MANAGEMENT MATTERS

Fall Female Production Sale
Sunday - October 20, 2013 - 1 p.m. - Miami, OK

Selling 109 Registered MAGS Females - Limousin & Lim-Flex
75 Spring Splitting Pairs :: 34 Fall Pairs/Breds

MAGS Walnut Cookie 
HOMO Black :: HOMO Polled :: Purebred

DHVO Trey 133R x DVFC Cookie 451T
CE: 5  BW: 3.6  WW: 56  YW: 93

MA: 24  CM: 4  SC: 0.4  DC: 15  CW: 23
RE: .56  YG: -.07  MS: .00  $MI: 47

MAGS Totally Stoned 
HOMO Black :: HOMO Polled :: 25% Lim-Flex
Rito 1I2 Of 2536 Rito 6I6 x MAGS Rolling Stone

CE: 10  BW: -1.7  WW: 54  YW: 106
MA: 29  CM: 4  SC: 0.3  DC: 13  CW: 48

RE: -.65  YG: .72  MS: .47  $MI: 58

MAGS Which Way Home
Red :: DBL Polled :: 50% Lim-Flex

LJC Mission Statement P27 x MAGS Parker 
CE: 3 BW: 1.2 WW: 61 YW: 123

MA: 31 CM: 1 SC: 0.3 DC: 11 CW: 28
RE: -.29 YG: .30 MS: .33 $MI: 58

Gary Magness, Owner
Dr. John Edwards, (541) 890-5745 - PO Box 190 - Platteville, CO 80651 - (970) 785-6170, Office

Southern Division - George Hubbard - 53160 E. 110th Rd. - Miami, OK 74354 - (918) 541-5482 - www.magnesscattle.com

Call or e-mail us or a member of our sale team for a complimentary catalog and more information.
Stay tuned to www.magnesscattle.com for videos and sale updates.

MC MARKETING MANAGEMENT
Kiley McKinna
402.350.3447

AMERICAN CATTLE SERVICES
Ken Holloway

580.581.7652

GRASSROOTS CONSULTING
Mark Smith

515.229.5227

Strategies for Fall 
Cattle Management

Cow management now affects performance 
at calving time
BY MELISSA HUDSON FOR CATTLEMEN’S NEWS

5
Data shows that most cattle producers that use defined breeding 

and calving seasons opt for spring calving.  However, “spring” is a 
pretty loosely applied term, encompassing calves born anytime from 
January to May.  So, I’m going to approach 
this article in a broad sense and examples 
will be given with an average calving date 
of April 1 and weaning occurring in mid- to 
late-October. With that said, let’s take a look 
at some management considerations for the 
upcoming fall for those of you with spring-
calving herds.

Getting cows to rebreed and calve within 
an average of 12 months is critical to the 
success of any cow/calf operation.  Thus, 
finding that point of diminishing returns for 
percent 
pregnant 
and the cost 
of nutritional 
inputs to 
get cows 
pregnant 
is critical.  
However, at 
this time of 
the year, that 
decision has 
been made 
and cows 
are either pregnant or not.  Still, you cannot 
discount the effect of management now 
on how cows will perform during their next 
calving cycle. 	

1.	 Assess cow body condition and 
forage availability.  Consult your 
area Natural Resources Conservation 
Service specialist to evaluate your 
expected forage resources heading 
into the winter.  Cows that are pregnant 
and are not lactating have the lowest 
nutrient requirements and are the easiest 
to manage.  However, it is still vitally 
important that cows are not allowed to 
become too thin (BCS < 5) before the 
onset of the next calving season.  Cow 
BCS at calving is strongly related to their 
performance during the next breeding 
season.  If your cows are thin and/or 
your forage resources for the winter 
are expected to be limited, you must 
be looking to purchase sufficient hay to 
maintain cow BCS at 5 as you enter into 
next spring’s calving season.  Although 
buying hay now can be expensive, 
it’s still often the cheapest source of 
nutrients on a dollar per ton of nutrient 
basis.  In that same line of thinking, if 

forage resources are expected to be adequate, make sure you 
have a plan in place for managing them so you don’t find yourself 
“short” before spring green-up.

2.	 Make a budget for winter supplementation.  Hopefully you have 
been blessed with sufficient rainfall and are not in a position to 
need to purchase much additional hay for your cattle.  Regardless, 
it’s often necessary to purchase a supplement to ensure cattle 
are getting sufficient levels of protein to efficiently utilize the often 
lower-quality hay or stockpiled forage that is available.  If cows are 
thin and forage is limited, look to purchase an “energy” supplement 
that is less than 20% crude protein and is the cheapest per ton of 
TDN.  For cows that are in thin condition with adequate forage, 
purchase a higher protein supplement (>20%) that is the cheapest 
source of protein per ton. Consult with your local feed supplier 
and lock in those prices at a level that helps ensure profitability for 
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the year ahead given market 
projections.

3.	 Have a plan in place for 
those weaned calves.  I 
wrote about this in the August 
issue and it’s even more 
pressing now.  If you are 
rapidly approaching your 
weaning date, you must have 
a vaccination and marketing 
plan in place to capture the 
greatest value for your annual 
calf crop.  Although time is 
running out, it’s not too late to 
be planning a post-weaning 
management and marketing 
strategy to capture the 
greatest value for your calves.  

4.	 Check your cows to 
determine which ones are 
pregnant.  Once calves 
are weaned, if a cow is not 
pregnant, her job is done.  
Keeping a cow on your place 
that is neither raising a calf for 
sale this year or carrying one 
for next year is simply money 
out of your pocket.  You 
MUST identify those cows 
that are “dead weight” and 
cull them before going into the 
winter and the highest upkeep 

FALL CATTLE MANAGMENT • CONTINUED FROM PAGE 11

Agricultural producers use 
leases for many reasons 

such as reducing risk, lowering 
the cost of assets that are 
not used regularly, and when 
leasing is the only way to 
secure access to nearby land.  
Yet, whether a person is leasing 
livestock, a piece of specialized 
equipment, or a piece of 

farmland, all leases have some 
things in common.  A lease is 
essentially a legally enforceable 
contract between two or more 
people where one person owns 
something that someone else 
is willing to pay to use for some 
period of time. Important basic 
elements within any lease 
agreement include what you are 

The Legalities of Bull Leasing 
Contracts

VERN PIERCE PH.D. JD.

Who is responsible for what?

CONTINUED ON NEXT PAGE

costs per cow (purchased/
supplemented feeds).  There 
are numerous ways to 
determine which cows are 
pregnant, but the easiest 
is to pay a veterinarian to 
determine pregnancy via 
rectal palpation.  Alternatively, 
you can take blood samples 
(or have your vet do so) 
and send those off for 
analysis.  Bio Preg Check 
(www.biopregcheck) can 
evaluate blood samples for 
determination of pregnancy 
for only $2.75 per cow (for 
orders of 50 or more).  While 
you may still incur the costs 
for supplies and your vet 
pulling blood, the accuracy 
of this method is typically 
greater.  Regardless of what 
method you choose, even if 
it is simply to observe cows 
twice daily for estrus behavior, 
identifying and culling open 
cows equals dollars in your 
pocket, and who couldn’t use 
more of those?

5.	 Implement fall herd health 
management plan.  In 
addition to any pre- or post-
weaning vaccination plans 

you have for your spring-born 
calves, there are also other 
herd health items to consider.  
Mostly, for spring-calving 
cows, this is the time to 
utilize a pour-on or injectable 
dewormer.  Consult a local 
vet regarding which products 
are most recommended for 
your area, but decreasing a 

potential parasite load prior 
to entering the winter will 
mean your cows are utilizing 
scarce feed resources more 
efficiently.

—Melissa Hudson is assistant 
professor of animal science at 
Missouri State University
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the Moser Ranchthe Moser Ranch
1PM, Saturday, November 9, 2013 - At the Ranch

110 Bulls

Our Family’s 22nd Bull Sale

Genetics that are...
calving ease   performance   maternal   feedlot & end product strong

Guest Consignor:  Owen Bros. Cattle Co., Bois D'Arc, MO
Tag 2612Z           Spring SimAngus Bull

75 SimAngus
25 Simmental

10 Angus
Range Developed  

CE 9   BW 1   WW 75   YW 124   MCE 11   Milk 24   
MWW 61   Marb .70   REA .64         API 139   TI 86

Homo Black, Homo Polled      6 Full Brothers Sellell 

TM

Harry and Lisa Moser and Family
Wheaton, Kansas            Ranch 785.396.4328
Harry 785.456.3101         Rex 785.317.0689

email: moserranch@bluevalley.net

Contact us about our "Winter Care" Program

Catalog and Video will be available
on our website in late October

www.moserranch.com

agreeing to lease, the length of the lease, and the price to be paid 
for leasing the property. 

In addition to the basic elements found in all enforceable 
lease agreements, the issue of whether a lease needs to 
be done in writing must be addressed. An oral lease may 
still be enforceable if it can be completed in less than one 
year.  However, it is almost always a good idea to have it in 
writing.  It does not have to be a long legal document as long 
as it has at least the basic elements.  One important reason 
to have the lease in writing is connected to the need to tailor 
the lease so that it fits the desires of both parties. As more 
provisions are added to a lease it is critical that they be in 
writing to avoid disputes later. 

In addition to the basics, certain other provisions are 
critical in developing a good bull- 
leasing contract including liability for 
the actions of the bull, insurance/risk 
of loss issues if the bull is injured or 
dies during some phase of the lease, 
performance of the bull, and health 
concerns. 

Liability concerns can be broken 
down into two basic issues. First, who 
is responsible if the bull dies before, 
during, or after delivery? If the bull 
dies during or after delivery, then who 
bares the cost of replacing the bull?  
The other issue that may arise is if the 
bull injures someone or someone’s 
property. Questions regarding who 
may be liable for the bull’s actions can 
be very complicated if not decided 
in advance. A written contract may 
contain a provision requiring one or 
both parties to carry an insurance 
policy on the bull to protect against 
these events. It is possible that a 
general farm policy may adequately 
cover the risk but both parties 
should have documentation of this to 
exchange to be sure.

Two other issues important 
in breeding leases deal with the 
performance and health of the 
livestock to be leased. Fertility testing 
can help prevent some unknowns.  
However, a clause in the lease that 
deals with performance expectations 
can prevent problems later on if, 
for example, calving rates turn out 
lower than expected.  A clause in 
the lease could cover this issue by 
containing a provision to compensate 
the lessee for calving rates below a 
certain threshold.  Health concerns 
are another matter that should be 
addressed in any bull lease.  Bulls that 
are moved from herd to herd have a 
greatly increased risk of contracting 
a disease and spreading it to other 
herds. There is obviously a common 
sense element associated with 
disease mitigation; however, there are 
legal requirements as well. Mandatory 
disease testing requirements, 

especially for transactions across state lines mean both 
parties should consider elements such as which party will be 
paying for the tests, when are the tests to be performed, and 
whether bulls have to be kept separate from other livestock 
during the period between when the tests are run and when 
the results arrive.

Agreements in advance can reduce surprises and help 
repeat business.  How these issues are handled before the 
lease is entered into will dictate how the lease will operate as 
well help addressing problems, which require legal action.

— Vern Pierce is associate extension professor of 
agricultural law, business and economics with the University 
of Missouri-Columbia.

BULL LEASING • CONTINUED FROM PREVIOUS PAGE

www.joplinstockyards.com
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MANAGEMENT MATTERS

Over 100 cattlemen from 
four states turned out at 

Joplin Regional Stockyards 
Sept. 12 for a stockmanship and 
stewardship program featuring 
renowned stockmanship expert, 
Curt Pate. Officials were also on 
hand for Beef Quality Assurance 
training certification

According to Pate, 
businesses that buy beef 
products are concerned with 
some of the same things 
cattlemen work to develop. For 
instance, at Walmart, it’s called 
sustainability and animal care. 
Pate calls it stockmanship and 
stewardship.

“If it’s not right, we’re 
gonna make it right,” said Ryan 
Ruppert, senior director for 
beef quality assurance with 
the National Cattlemen’s Beef 
Association.

 “Technology has become 
really important in our lives, and 
if we’re not using technology, 
we’re missing a big part,” Pate 
said. “But if we’re missing the 
stockmanship segment of the 
deal, it’s really, really tough to 
get things done right.”

He said the fast-paced 
world we live in from day to day 
may also be the cause of some 
stockmanship problems.

 “As we get away from 
handling animals every day, 
we lose some of that,” Pate 
explained adding, “And we don’t 
work them quite the same as 
maybe we did before.” Although 
the industry has begun to use 
better facilities, stockmanship is 
still important for animals to get 
things done right, he said.

As humans in an ever-
busier world, we’ve learned to 
work in a human-friendly way, 
Pate said.

 “We get in lines to eat and 
to get on the road, and one of 
the most important things we 
learn to do is to line up. We get 
in behind the person in front 
of us, and we follow them up,” 
Pate said.

Pate stressed the 
importance of working from 

the side of a beef animal. He 
said the best communication 
we have with beef animals is 
through sight, and eye position 
on cattle makes working from 
their side easier and more 
effective than following them up.

Pate uses the cattle 
flight zone and balance point 
concepts developed by Temple 
Grandin to inform effective 
stockmanship. 

He reworded the flight zone 
concept to talk about pressure. 
It’s important to put pressure on 
and take it off at the right place 
and time, Pate said. Move in 
closer to get an animal to move, 
and move back when you see 
them tense to start to run.

For gathering cattle, Pate 
recommended riding back 
and forth like a Border Collie 
runs when working with other 
animals. He said working 
with horses is preferable 
because they can be trained 
to back through a tight turn, 
but that ATVs could still be 
used effectively. Because of 
maneuverability, however, ATVs 
should be turned away from 
cattle to continue the back-and-
forth pattern. He also stressed 
safety in gathering cattle. 

 “Don’t hurry and go fix a 
mistake – that’s where you get 
accidents and injuries,” Pate 
said.

He used the balance point 
concept to discuss the point 
of influence, or focus point, in 
working cattle. Pate said asking 
cattle to do something works 
best when they have both eyes 

trained on the handler and are 
not panicking. He recommended 
watching the leaders in a herd 
and influencing them first, 
because they will help the rest 
of the group along.

His tip for remaining in view 
of cattle is to stay where you 
can see their eyelashes.

 “If he’s turning his head, 
you’re behind him,” Pate said.

“Don’t think when working 
cattle, even though it’s hard 
to do,” Pate said. Avoid 
overanalyzing in the animal’s 
pressure zone. He said the best 
thing to do is to step in where 
you think you should be and if 
you’re wrong, back up and try 
again.

To conclude the evening, 
Craig Payne, Missouri’s Beef 
Quality Assurance coordinator, 
presented the BQA certification 
training. The certification 
is managed by NCBA and 
personalized for Missouri 
producers by the Missouri 
Cattlemen’s Association.  It 
provides guidelines for beef 
cattle production based on 
guidelines from the Food 
& Drug Administration, 
Environmental Protection 
Agency, and the United States 
Department of Agriculture.

 “(BQA certification) makes 
a statement that you are willing 
to follow the best management 
practices available in the 
industry,” Payne said.

Preventing disease through 
biosecurity and proper use 
of antibiotics was a theme of 
the training. Payne outlined 
three elements of sanitation 
procedures to prevent entry or 
spread of disease. 

 “Increase resistance in the 
herd, prevent injury or eliminate 
the agent, and reduce effective 
contacts,” Payne said.

The BQA training covers 
biosecurity, antibiotics, record 
keeping and injection sites 
among other topics. Certification 
is based on a test following the 
training. 

Cattlemen Get BQA Training,
Certification at JRS Meeting
Curt Pate delivers stockmanship tips
BY LAURA WOLF FOR CATTLEMEN’S NEWS

HOW CAN YOU GET 
BQA CERTIFIED?

Get more information on beef quality assurance certification at:
 bqa.org. 

Online certification is available for a small fee at: 
animalcaretraining.org

In-person training can be scheduled 
with Dr. Craig Payne by contacting him at 

(573)882-8236 or payneca@missouri.edu.

“The certification is just another 
thing that we need to have to 

follow our cattle 
when we sell 
them. I hope 
it tells buyers, 
and ultimately 
consumers, that 
we are proud of 
our product and 
that we want to 
do as much as 

we can to make sure they get as 
good a product as possible.” 

—Weaver Forest, Aurora, Mo.

Why Should 
You Get BQA 
Certification?
COMPIILED BY LAURA WOLF
FOR CATTLEMEN’S NEWS

“I get a lot of questions just 
meeting different 
farmers (through 
my job at a 
bank), and more 
than once I’ve 
been asked to 
help get calves 
in or even assist 
in vaccinating 
an animal, so I 

thought it was something I should 
have more knowledge of.” 

—Sam Roethemeier

“Knowledge 
is always key, 
and I figured it 
would be good to 
learn it, it would 
be good to have 
the certification, 
and in the end it 
would make me 
a better cattle 
handler, and 
possibly get a better price for cattle 
down the road.” 

—Austin Moore, College of the 
Ozarks agriculture student

“It will look good on a resume, 
but it is also important information 
to know when you’re working 
cattle.”

—Jessica 
White, College 
of the Ozarks 
agriculture 
student

“If you can learn something 
new, then why 
not? I’m always 
looking for 
new avenues 
and something 
better for my 
operation.”

—Dave Allen
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Merck Animal Health, Summit,  
NJ 07901 Copyright © 2011, 
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of Merck & Co. All rights reserved. US 3448_IV

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.
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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.
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Planning a 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

You’ve invested in your 
operation by expanding your herd. 
You’ve worked to improve your 
business strategy and practices. 
So you might be closer to that 
exemption level than you think 
– possibly leaving your heirs 
exposed to estate taxes.

When that happens, you’re 
hurting the future of the farm for 
the next generation. They may not 

term meaning “good death.”  
We have an obligation to 
relieve animal’s suffering as 
caregivers to these animals.  
While it is an unpleasant and 
unwanted part of our job, it is 
our humane responsibility.  The 
American Veterinary Medical 
Association has declared 
that gun shot and captive 
bolt are acceptable methods 
of euthanasia for cattle.  
Overdose of a barbiturate by 
a licensed veterinarian is also 
acceptable.  It is unacceptable 

and considered animal cruelty 
to use: 1) blunt force trauma 
(hammer, sledge, etc.) to the 
head of a bovine, 2) injection 
of any chemical substance 
in the vein, 3) injection of 
air into a vein or artery, or 
4) electrocution.  During 
euthanasia it is important to 
provide a swift, humane death 
while upholding the animal’s 
dignity during the procedure.  
Be sure to work with your 
veterinarian to understand 
the anatomy and physiology 
involved with euthanasia.

In summary, downed cattle 
are an issue that we all have to 

PAY IT FORWARD • CONTINUED
FROM PAGE 10

DOWNED COWS • CONTINUED
FROM PAGE 8

face in our industry at certain 
times.  There are many causes 
of downed cattle ranging from 
infection to toxin to injury to 
parasites and more.  Working 
with a veterinarian you can 
design clinical definitions 
for your herd and treatment 
protocols for downed cows 
if they occur.  Nothing beats 
good animal husbandry when it 
comes to the care and welfare 
of downed cows.   

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

be able to pay those taxes without 
selling off assets. Sadly, selling off 
assets can mean a large part of 
their livelihood is gone.

A good legacy plan can help 
you be sure that doesn’t happen. 
A gradual transition of both the 
assets and the management 
responsibilities in the operation 
gives all generations who are 
involved peace of mind.

In most cattle operations 
today, there’s a lot going on 
– and a lot of different pieces 

to deal with. Getting a plan in 
writing keeps everything going if 
something tragic or unexpected 
were to happen to a key player.

You’ve built a business that 
you’re proud to own. Now it’s 
time to pay it forward with a plan 
to pass it – all of it – to the next 
generation.

—Water Street Solutions 
helps farmers across the Midwest 
achieve success using financial 
analysis, insurance, commodity 
marketing and legacy planning.

Listen Live
9-10 a.m. &  Noon-1 p.m. (with Sammy Clapper’s Farming in the Four States)

11.04.13 at Joplin Regional Stockyards

with 
John Jenkinson

Join John Jeninson as he broadcasts live from JRS on 
Mon., Nov. 4. John hosts two live farm talk shows as well 

as provides 12 farm programs a day for affiliate sta-
tions like KRMO. He also anchors 3 daily farm television 

programs for 5 TV stations.  
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To view on-line catalogs and videos:
www.seedstockplus.com

Contact Seedstock Plus at:
877-486-1160 or email:

john@seedstockplus.com

FROM 1999

One thing has stayed the same...  
  our FOCUS on good bulls & customer service  
Now with more data than ever!  All bulls are Semen & Trich tested! 

Guaranteed sight unseen purchases!
  Free trucking or $75 back if picked up!

    Videos available the week prior to the sale!
  Every pedigree checked and ‘at risk’ bulls DNA tested ‘defect free’!

Seedstock Plus Fall Bull Sale
October 19, 2013 * 12 noon

Joplin Regional Stockyards, Joplin, MO
selling: 175 Gelbvieh & Balancer Bulls

CALL TOLL FREE FOR YOUR 
CATALOG TODAY 877-486-1160

TO 2013

Weather variability is one of the largest sources of risk in ag-
ricultural production. Congress, recognizing the impact of 

weather variability on crop production and the resulting variability 
of farm income implemented a special tax provision dealing with 
crop insurance and disaster payments.    
Code Section 451(d) provides that under certain circumstances 
crop producers reporting on the cash 
method of accounting may elect to report 
crop insurance and disaster payments as 
income of the tax year following the year 
of crop destruction or damage.  To qualify 
for this election, the taxpayer must estab-
lish that the income from the destroyed or 
damaged crop would have been included 
in income for a taxable year following the 
year of destruction or damage under their 
normal business practices.
Crop disaster program payments received 
from the federal government qualify for 
Code Section 451(d) election if a natural 
disaster prevented a farmer from plant-
ing crops, or destroyed or damaged crops 
that had already been planted.   
Example:  Fred Farmer operates a 
grain farm and uses the cash method of 
accounting.  During 2012 Fred Farmer 
received the following amounts of crop 
insurance proceeds for the damage 
caused to his growing crops by the 2012 
drought:   corn  $75,000 and soybeans  
$45,000.  If Fred can establish that under 
normal business practices he would 
have reported a substantial amount of 
the income from the 2012 crops in a 
subsequent tax year – he may elect to 
defer the entire $120,000 of insurance 
proceeds to 2013. 

Some Observations:
	Substantial portion of the crop is 

considered (court cases) to be 
more than fifty percent.

	Since the insurance proceeds in 
the example above are attributable 
to crops representing a single 
trade or business, Fred may 
elect to defer all or none of the 
insurance proceeds. He may not 
allocate a portion of the proceeds 
to each of the two years.

	Taxpayers receiving insurance 
proceeds in the tax year following 
the tax year of destruction or 
damage, include the proceeds 
as income in the year of receipt 
without needing to make the 
Section 451(d) election.

	To qualify for deferral, the insured 
must suffer an actual loss to 
their crop.  An important note is 

MONEY TALK
Weather Woes at Tax Time
Taxation of crop insurance, disaster payments
BY PARMAN R. GREEN

producers with insurance proceeds from revenue based 
crop insurance must document the loss was due to actual 
damage or destruction to their crop, rather than due to a 
reduced market price.

	Indemnity proceeds not directly tied to actual loss, such as 
with Group Revenue Protection (GRP), may not qualify for 
deferral.   

	Average Crop Revenue Election (ACRE) will not qualify for 
deferral, since those payments are made in the subsequent 
year.   

Given this year’s dry weather, a large volume of insurance 
claims are expected be filed this year. Communicate with your 
insurance agent regarding when your claim will be settled.  

—Parman R. Green is a CPA and farm business management 
specialist with University of Missouri Extension.
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Take a Stand for Greater Value
BRD hits your wallet hard in re-treats, labor, performance loss 
and mortality. But it doesn’t have to. Gain fi nancial control with 
Zuprevo™ (tildipirosin) antibiotic. 

• Daily treatment cost is less than the cost of a cup of coffee a day
• Extended duration reduces the chance of lung lesions
•  Effective against the major bacterial causes of BRD, including 

Histophilus somni
• Highly syringeable in any weather

IMPORTANT SAFETY INFORMATION: DO NOT USE Zuprevo 18% IN SWINE. 
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not be slaughtered within 21 days of treatment. Do not use in female dairy cattle 
20 months of age or older or in calves to be processed for veal. A withdrawal 
period has not been established for this product in pre-ruminating calves. The 
effects on bovine reproductive performance, pregnancy and lactation have not 
been determined. Swelling and infl ammation, which may be severe, may be seen 
at the injection site after administration. Subcutaneous injection may result in local 
tissue reactions which persist beyond slaughter withdrawal period. Full product 
information on page __.
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Ask your veterinarian to prescribe Zuprevo 
for the control and treatment of BRD.
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As we approach the last quarter of 2013, it is time to see what 
tax planning opportunities are available.  This article focuses 

on The American Taxpayer Relief Act and the changes that were 
made which affect 2013.  

The American Taxpayer Relief Act of 2012 (the Act) was signed 
into law on Jan. 2, 2013.  

Cost Recovery Provisions
50% Bonus Depreciation Extended. The Act extends 50% 

first-year bonus depreciation for qualifying new (not used) assets 
that are placed in service in calendar-year 2013.  

To be eligible for 50% first-year bonus depreciation, an asset 
must (1) be qualified property (which can include most purchased 
software costs and certain leasehold improvement costs), (2) 
acquired by 12/31/13.  Also, the original use of the asset generally 
must commence with the taxpayer by no later than 12/31/13.  

Section 179 Expensing Provision. For qualifying assets 
placed in service in tax years beginning 2013, the Act restores 
the maximum Section 179 deduction to $500,000.  Without this 
change, the maximum deduction would have been only $25,000 for 
2013.  The Act also restores the Section 179 deduction phase-out 
threshold to $2 million for tax years beginning in 2013.  Without this 
change, the phase-out threshold would have been only $200,000 
for 2013.

In general, the other pre-existing Section 179 rules are also 
extended through tax years beginning 
in 2013.  For instance, most purchased 
software costs will continue to be eligible 
for the Section 179 deduction through tax 
years beginning in 2013, and Section 179 
elections can still be revoked through tax 
years beginning in 2013. 

Also, pickup trucks with loaded weights 
over 6,000 pounds can be fully expensed 
as long as the cargo bed is at least six feet 
long and is not accessible from the cab.

Finally, the temporary rule allowing up 
to $250,000 of Section 179 deductions for 
qualifying real property has been extended 
through tax years beginning in 2013.  Note 
that the $250,000 Section 179 deduction 
allowance for qualifying real property is 
part of (as opposed to in addition to) the 
general $500,000 maximum allowance.

Rates on Ordinary Income
Starting in 2013, The Act permanently 

raises the top federal income tax rate 
for higher-income taxpayers to 39.6% 
(up from 35%).  For 2013, this change 
only affects singles with taxable income 
above $400,000, married filing joint with 
taxable income above $450,000, heads 
of households with taxable income of 
$425,000, and married individuals who 
file separate returns with taxable income 
above $225,000.  After 2013, these 
taxable income amounts will be adjusted 
for inflation.

Rates on Long Term Gains, Dividends
Starting in 2013, the Act permanently 

raises the top rate on long-term capital 
gains and qualified dividends collected 
by higher-income individuals to 20% 
(up from 15%).  For 2013, this change 
only affects singles with taxable income 
above $400,000, married filing joint with 
taxable income above $450,000, heads 
of households with taxable income above 
$425,000, and married individuals who 
file separate returns with taxable income 
above $225,000.  After 2013, these 
taxable income amounts will be adjusted 
for inflation. 

Note: These same higher-income 
individuals can also be assessed the new 
3.8% Medicare contribution tax on net 

BY KEVIN J. NEWBOLD FOR CATTLEMEN’S NEWS

Income Tax Considerations
What you need to know about the American 
Taxpayer Relief Act

CONTINUED ON NEXT PAGE

MONEY TALK
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Selling 60 Bulls
18-Month-Olds

Includes 10 Red Angus x Char F1’s

Bloodlines Represented:
  M6 Grid Maker 104 PET
  LT Wyoming Wind 4020 Pld
  WCR Prime Cut 764 Pld
  LT Rio Bravo 3181 Pld
  EJS Perfect Wind 3010 ET
  LT Western Spur 2061 Pld

Plus — sons of  
1A Mr Sandman by Ace 809P
  Sired the top selling sire   
  group in our last two sales!
   EPDS: CE: 15.0  BW: -4.5  WW: 34    
   YW: 60  M: 12  MCE: 8.0  TM: 29

Auctioneer
Jackie Moore, Owner
Joplin Regional Stockyards

(417) 825-0948

17th Edition
Bull Sale

Saturday, October 26, 2013
1 p.m. CST

 At the Ranch 
Carthage, Missouri

www.aschermanncharolais.com

Larry & Peggy Aschermann13467 Dogwood Rd.Carthage, MO 64836(417) 793-2855 cell • (417) 358-7879www.aschermanncharolais.com • e-mail: hayhook@gmail.com

Visit our website for updates 
and the sale catalog.

Cattlemen,

We would like to invite you to our 17th Edition Bull Sale on Saturday, October 26th.
Our roots have always been in the beef cattle industry.  We have bred and raised Charolais cattle since 1993.  Commercial Bull Production for Cattlemen is our main business.More For Less

Considering today’s economy, we know that you want more bull for your hard earned dollar.  In our Fall 2012 bull sale, 39% of the bulls sold for $2,500 or less; 36% of the bulls sold for $2,600 to $3,000; 25% of the bulls for $3,100 or more.  All sold to successful commercial cow-calf producers.How do we do it?  We have controlled bull development costs by offering you 18-month-old bulls that are grown in large grass traps (fescue) as compared to selling 12-month-old hard grain fed bulls. ACE bulls are supplemented with a limited high roughage ration that allows us to offer you sound bulls with longevity.

We offer more pounds – when cowmen call to visit about buying bulls, most have one thing in common.  They have tried other breeds and lost pounds and net dollars.  Our bulls offer two solutions:
   •Increased hybrid vigor with frontline genetics.    •The ACE breeding plan eliminates genetic extremes allowing       you to optimize growth without creating calving issues.Years of proven calving ease — we expect our females, heifers or cows, to lay down and have a vigorous calf with no assistance. We put emphasis on calving ease!The bulls will be eye appealing – we have proven that performance and carcass bulls can look good too.  Visit our website and read more about our breeding program.Give us a call or drop us an e-mail.  We would like to discuss how an ACE “More For Less” Charolais bull can put more dollars in your pocket!

Sincerely,

Peggy & Larry

investment income, which can result in a maximum 23.8% federal 
tax rate on long-term gains and dividends starting in 2013.  

Tax Breaks for Families with Children
Greater Child Credit Made Permanent.  For 2013 and 

beyond the maximum credit for an eligible child was scheduled 
to drop from $1,000 to only $500.  The Act permanently installs 
the $1,000 maximum credit.  The Act also extends liberalized 
rules for calculating the refundable portion of the credit.  The 
refundable amount is generally limited to the lesser of: (1) 15% of 
earned income in excess of a threshold or (2) the amount of credit 
remaining after the taxpayer’s liability is reduced to zero.  Previous 
legislation lowered the earned income threshold to $3,000.  The 
Act extends the taxpayer-friendly $3,000 threshold through 2017.  

Favorable Dependent Care Credit Rules Made Permanent.  
In recent years, parents could claim a credit of up to $600 for costs 
to care for one child (under-age-13) or up 
to $1,200 for costs to care for two or more 
children (under-age-13), so the parents 
can go to work.  Lower-income parents 
can claim larger credits of up to $1,050 
and $2,100, respectively.  For 2013, 
and beyond, the maximum credits were 
scheduled to drop to only $480 and $960 
for most parents and to only $720 and 
$1,440 for lower-income parents.  The Act 
permanently installs the more-generous 
maximum credit amounts that have 
applied in recent years.

Tax Breaks for Education Expenses
American Opportunity Higher 

Education Credit Extended.  The 
American Opportunity credit, worth up 
to $2,500, can be claimed for up to four 
years of undergraduate education and 
is 40% refundable.  It was scheduled 
to expire at the end of 2012 and be 
replaced by the Hope Scholarship credit, 
which is smaller, can only be claimed 
for the first two years of college, and 
is nonrefundable.  The Act extends the 
more-generous American Opportunity 
Credit through 2017.

College Tuition Deduction 
Extended.  This write-off, which can be 
as much as $4,000 at lower income levels 
and as much as $2,000 at higher income 
levels, expired at the end of 2011.  The 
Act retroactively restores the deduction for 
2012 and extends it through 2013.

Favorable Student Loan Interest 
Deduction Rules Made Permanent.  
The student loan interest write-off can 
be as much as $2,500 (whether the 
taxpayer itemizes or not).  Less favorable 
rules were scheduled to kick in for 2013 
and beyond.  There would have been a 
60-month limit on deductible interest, and 
a stricter phase-out provision would have 
reduced or eliminated the deduction for 
many middle-income taxpayers.  The Act 
permanently extends the more favorable 
rules that have applied in recent years

Favorable Coverdell Education 
Savings Account Rules Made 
Permanent.  For 2013 and beyond, 
the maximum contribution to federal-
income-tax-free Coverdell college savings 
accounts was scheduled to drop from 
$2,000 to only $500, and a stricter phase-

out rule would have limited contributions by many married filing 
joint couples.  The Act makes permanent the favorable rules that 
have applied in recent years.

Tax Breaks for the Taxpayer’s Residence
In past years, taxpayers could claim the Section 25C credit of 

up to $500 for certain energy-saving improvements to a principal 
residence.  This break expired at the end of 2011, but the act 
retroactively restores it for 2012 and extends it through 2013. The 
credit equals 10% of eligible costs for energy-efficient insulation, 
windows, doors, and roof, plus 100% of eligible costs for energy-
efficient heating and cooling equipment, subject to the $500 cap.  
Note that the cap is reduced by any Section 25C credits claimed in 
earlier years.  Therefore, many taxpayers who previously claimed 
credits will have used up the maximum credit.

—Kevin Newbold, CPA, is with Newbold and Newbold, PC, 
Aurora, Mo.

INCOME TAX • CONTINUED FROM PREVIOUS PAGE
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To raise hay or buy it, that is 
the question. The general 

answer to that question is that 
it depends on the producer’s 
individual situation, attitude 
toward risk and the market 
environment.  Some producers 
just like putting up hay— 
“always have, always will, 
got the machinery, have to 
use it” —and that decision is 
understandable as long as they 
also understand the underlying 
economic and management 
implications. 

Individual Situation
Raising hay for one’s own 

use implies there has to be 
a balance between grazing 
and haying.  Obviously, if the 
primary use of a piece of land 
is grazing, hay production on 

that same piece of land will 
not be a barn buster.  If hay 
production is the primary use 
of the land, grazing gains on 
livestock will suffer.  Basically, 
an ideal situation is where a 
producer has the land base to 
accommodate some grazing 
acreage and some haying 
acreage that can be alternated 
from year to year; but that is the 
ideal, and may not be realistic in 
many situations.

Another issue to consider 
is hay storage.  The calendar 
and weather dictate when 
hay should be cut and baled. 
Once that’s done, the producer 
needs to consider storage 
requirements.  Generally 
speaking, with current 
construction costs, building a 
new hay barn is hard to justify 

unless the hay that’s going to 
be stored is high quality and 
high value and the barn can 
be filled.  There are lower-cost 
alternatives, such as a crushed 
rock base with a tarp.  The 
advantage of the latter is not 

only lower cost, but also it is 
much easier to relocate; the 
disadvantage is that storage 
loss is a little higher.

MONEY TALK
To Raise or Buy Hay? 
Consider economics, management first
BY GORDON CARRIKER FOR CATTLEMEN’S NEWS

CONTINUED ON NEXT PAGE

Value hay based on its feeding attributes not the look or smell. You 
should also value hay based on weight not by the bale. And, remember 
hay requires nutrients to produce. —Photo by Joann Pipkin
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It’s produced here.
The jobs stay here.

The money stays here.
Why wouldn’t I support it?

Mike Moreland, Dairy & Corn Producer, Harrisonville, MO

America’s ethanol industry:
• Re-energizes the farm economy from grain to livestock production.
• Adds jobs, tax revenue and economic growth across rural Missouri.
• Lowers fuel costs by increasing the overall fuel supply.
• Reduces our reliance on imported oil from countries that don’t like us very much.

Ethanol production is also good for our farm. Distillers grains are an important
addition to our dairy herd rations — improving nutrition, performance and profitability.

Missouri’s renewable fuels industry is helping the state’s economy,
lowering costs for consumers and making America stronger.
Why wouldn’t you support something with all those benefits?

Discover more at www.CattleAndCorn.org.

Attitude Toward Risk
Attitudes toward risk differ from person to person as well as 

from farm business to farm business.  When considering whether 
to raise or buy hay, there are different risks to consider —weather, 
availability and quality.  The most obvious risk associated with 
producing hay is weather.  When raising hay for one’s own use, 
the producer is at the mercy of Mother Nature when it comes to 
cutting, baling and yields.  A producer who chooses to buy hay 
rather than raise his/her own also faces weather risk, but not to 
the same degree as the hay producer, because the buyer is not 
completely dependent on a fixed acreage to produce hay.  The risk 
of availability and quality is a major risk that the hay buyer must 
face compared to the hay producer.  When raising hay for one’s 
own use, hay availability —both in quantity and timing—and quality 
can be controlled to a great degree.  

Market Environment
Last, but nowhere near least, is the 

market environment.  When deciding 
whether to raise or buy hay, there are 
three rules of thumb to follow:

1. Value hay based on weight, not by 
the bale;

2. Value hay based on the feeding 
attributes, not the look or smell; and,

3.  Remember that hay requires 
nutrients (nitrogen, phosphorus and 
potassium) to produce.

Value hay by weight because there 
are different sized bales and two bales of 
the same size can differ in weight.  For 
hay raised for one’s own use, knowing 
approximate bale weight can help with 
feeding management.  Obviously for hay 
buyers 50, 1000 lb. bales for the same 
price as 50, 900 lb. bales is a better deal 
(2.5 tons better to be exact assuming the 
same moisture content).

Determine the nutritional feeding 
attributes important to the feeding 
operation because the nutritional needs 
of the livestock must be considered and 
just because hay smells or looks good 
doesn’t mean the nutritional value is 
good.  This goes back to rule one as 
well.  If the feeding operation is mostly 
concerned about TDN, then value the 
TDN.  A 1000 lb. bale with 15% moisture 
and a TDN of 50% contains 425 lbs. of 
TDN (1000 x 0.85 x 0.5).  Similarly, a 900 
lb. bale with the same moisture content 
and a TDN of 56% contains about 425 
lbs. of TDN.  The same calculations can 
be performed for many of the forage 
nutritional attributes (CP, NDF, ADF, etc.), 
and putting a dollar value to each is as 
simple as dividing the value by pounds of 
attribute.

The one rule that seems like it should 
be intuitive is often overlooked.  When 
hay is harvested, the nutrients used to 
produce that hay are harvested as well.  
A ton (dry matter basis) of cool-season 
grass hay contains approximately 45 
lbs. of nitrogen, 12 lbs. of phosphorus 
and 35 lbs. of potash.  Based on 2012 
U.S. average fertilizer prices, that ton of 

cool-season grass hay has just over $67 worth of N, P and K in it.  
When harvesting costs are considered, at about $18 per medium 
sized bale (1000 to 1500 lbs.), this translates to a fertilizer and 
harvest value per ton of between $91 and $103 per ton, regardless 
of the feeding attributes of the hay.

Bottom Line
Deciding to raise or buy hay is not easy.  There are a lot of 

considerations that need to be made.  The University of Missouri 
Extension conducts hay schools for producers who would like to 
learn more about quality hay production and/or buying.  Contact 
Dr. Gordon Carriker at 417-581-2558, Tim Schnakenberg, MU 
Extension agronomy specialist, at 417-357-6812, or your local 
University of Missouri Extension Office for more information about 
upcoming hay schools.    

—Gordon Carriker, PhD, is agriculture business specialist with 
University of Missouri Extension.

RAISE OR BUY HAY • CONTINUED FROM PREVIOUS PAGE
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Managing risk is more 
important than ever for 

livestock operations. Three 
insurance programs exist that 
can help beef, dairy and swine 
producers manage risk: 

• Livestock Gross Margin 
(LGM)
• Livestock Risk Protection 
(LRP)
• Pasture/ Rangeland/
Forage (PRF) insurance.   

Livestock Gross Margin
LGM provides protection 

against loss of margin.  LGM 
is available for swine, cattle 
feeders and dairy producers.  
LGM-Dairy uses futures prices 

for corn, soybean meal and milk 
to determine the expected gross 
margin and the actual gross 
margin.  There is no minimum 
on number of hundredweights 
to be insured under LGM-Dairy.  
LGM-Swine applies to farrow-to-
finish operations, feeder pig-
finishing operations, and segre-

gated early-weaned operations, 
and calculates gross margin by 
market value of livestock minus 
feed costs. The gross margin 
for LGM-Cattle (for yearling 
and calf finishers) factors in the 
market value of livestock minus 
feeder cattle and feed costs.  
Producers can sign up for LGM 
12 times per year and policies 
are sold on the last business 
Friday of each month.  Indem-

nities are paid to producers 
for the difference between the 
gross margin guarantee and the 
actual gross margin.

Livestock Risk Protection
LRP is designed to pro-

vide protection against price 

declines. LRP is available for 
feeder cattle, fed cattle and 
swine producers.  Producers 
select a coverage price (70 to 
100%) and a length of insur-
ance coverage (options vary by 
livestock group).  At the end of 
the insurance period, producers 
will be paid an indemnity for the 
difference between the cover-
age price and actual ending 
value. 

Premium rates, coverage 
prices, and actual ending values 
for LGM and LRP are posted 
online daily at http://www.rma.
usda.gov/tools/livestock.html .

Understanding Livestock 
Insurance in Missouri
Help for Risk Management
BY RYAN K. MILHOLLIN

Missouri Pasture/Forage/Rangeland Insurance Statistics  (2009-2012) 

Year 
Policies 

Sold 

Net 
Acres 

Covered 
Farmer Paid 
Premiums Indemnity 

Farmer Loss 
Ratio 

(indemnity/farmer 
premium) 

2012 364 54,012 $261,196 $959,315 3.67 
2011 351 51,886 $256,149 $512,186 2.00 
2010 295 50,518 $243,674 $173,610 0.71 
2009 344 52,981 $202,232 $12,142 0.06 

Source: USDA Risk Management Agency (as of January 18, 2013) 
 

MONEY TALK

CONTINUED ON NEXT PAGE
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Pasture/ Rangeland/Forage 
Insurance  

Forage and pasture acreage 
in Missouri can be insured 
under PRF insurance.  

For Missouri, the rainfall 
index under this insurance can 
be used to insure against a 
decline in average precipitation, 

based on weather data collected 
and maintained by the National 
Oceanic and Atmospheric 
Administration.   Various index 
intervals (two-month time 
periods) can be used to insure 
your farm acreage over the 
course of a year.  Indemnity 
payments are earned when your 
index for your location is less 
than the average precipitation 
index.   Producers will select a 
level of coverage (70% - 90%) 
and productivity factor level 
(60% - 150%) on the land to be 
insured.  Producers also select 
to insure their land either for 
grazing or haying.  Farmers can 
go to http://agforceusa.com/rma/
ri/prf/maps to learn more about 
this insurance plan and decision 
tools that are specific to your 
farm location. Deadline for this 
insurance plan is November 
15th each year.  

History of these Insurance 
Plans in Missouri

Livestock insurance 
has only seen limited use in 
Missouri.  In the year 2012, 
policies purchased that insured 
units included only LGM-Dairy, 
LRP-Feeder Cattle, and LRP-

Fed Cattle.   LRP-Feeder Cattle 
and LRP-Fed Cattle had farmer 
loss ratios greater than 1.0, 
indicating that more indemnities 
were paid out than what was 
paid in by farmers.  PRF 
insurance has typically covered 
over 50,000 acres during the 
past four years in Missouri.    In 
the two most recent years, 
farmer loss ratios show that 
they have been a good return 

for farmers that purchased 
these plans.  

The federal government for 
farmers subsidizes livestock 
and crop insurance policies to 
make them more affordable.  
Subsidies vary by insurance 
plan and level of coverage. 
The subsidy provided by the 
government helps offset a 
portion of the cost associated 
with the premium.

Locate an Insurance Agent
For more information about 

these insurance plans, contact 
a livestock or crop insurance 
agent.  They are the best 
sources of information and 
can help you understand how 
any of these policies could 
be customized for your farm.  
The USDA Risk Management 
Agency provides a directory of 
agents located on the web at 
http://www3.rma.usda.gov/apps/
agents/ and you can search by 
state and county.  

—Ryan K. Milhollin, is 
extension associate with 
the Commercial Agriculture 
Program at the University of 
Missouri.

Missouri Livestock Insurance Statistics for 2012  
Insurance Plan Units 

Insured 
Farmer Paid 

Premiums 
Indemnity Farmer Loss 

Ratio 
(indemnity/farmer 
premium) 

LGM Swine 0 $0 $0 0.00 

LGM Cattle 0 $0 $0 0.00 

LGM Dairy 22,810 
cwt. 

$4,565 $0 0.00 

LRP Feeder Cattle 9,716 
head 

$197,738 $382,629 1.93 

LRP Fed Cattle 50 head $2,703 $7,050 2.61 

LRP Swine 0 $0 $0 0.00 

Source: USDA Risk Management Agency (as of January 18, 2013) 
 

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

Call 417.548.2333 for Details

LIVESTOCK INSURANCE
CONT’D FROM PREVIOUS PAGE
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THE QUALITY REVOLUTION 
    BEGINS  WITH YOU

The wholesale beef demand index was developed by Kansas State University to accurately estimate demand by 
accounting for changes in price, sales volume, inflation and population. Each year, it’s expressed as an index or 
percentage value relative to the base index value of 100.

Angus Means Business: Demand for Quality is Up For decades, beef’s market share has eroded 
to pork and poultry. 

We think it’s time to say enough — and 
to embrace quality as the centerpiece for 
rebuilding demand.

Today, the word “Angus” means quality — not 
just among ranchers, but with consumers — 
and for good reason.

We’ve spent generations building quality beef 
and consumer demand.

Better and more reliable genetics have 
resulted in better beef, and that’s opened the 
door to value-based marketing opportunities 
for producers who’ve embraced the quality 
revolution.

For instance, demand for Certified Angus Beef ® 
has grown by nearly 80% since 2005, and a 
growing worldwide middle class will continue to 
drive demand for quality.

That’s good news for producers who choose 
reliable, consistent and high-quality Angus cattle.

Simply adding pounds isn’t enough anymore.

The road map to quality, and a more 
profitable herd, is really pretty simple: turn 
out a registered Angus bull or invest in Angus 
replacement females.

Angus means business.

© 2012-2013 American Angus Association®

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

To subscribe to Angus Journal, call 816.383.5200. 

Watch The Angus Report on RFD-TV every Monday morning at 7:30 CST.
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S
etting up a 
farm office 
can be a 
daunting 

task whether your production 
operation is a main or 
secondary source of income. 
Keeping track of papers on 
top of keeping track of animals 
isn’t always easy, but it is 
worth it when you don’t have 
to scramble come tax time. 
Records can also help you to 
evaluate your profitability and 
create realistic goals for your 
operation.

Sandra 
Byrd, a 
professor of 
accountancy 
at Missouri 
State 
University, 
says the most 
important 
thing a farmer 
or rancher 
can do for 
tax purposes 
is to open 
a checking 
account for 
the business. 

“Write any 
income you 
receive on a 
deposit slip, 
and as you 
write checks for farm expenses, 
make sure you indicate what 
you’re paying for in the bottom 
right corner of each check. 

That way, your monthly bank 
statements will be a good 
picture of your receipts and 
expenditures,” Byrd said. A 
simple program like Microsoft 
Excel can be used to reconcile 
a checking account and put 
together monthly statements.

For farmers and ranchers 
specifically, Byrd recommends 
keeping invoices from large 
purchases such as tractors and 
other equipment and facilities. 
With the recent increase in 
cattle theft, it’s important to note 
that the IRS will need to see 
your records of total head of 
cattle as well as a copy of the 

police report if cattle are stolen. 
Always have your taxes 

done by an expert who has 
experience with farm tax 

accounting, Byrd said. Farmers 
will especially want to seek 
professional assistance in filing 
payroll taxes if any labor is 
hired. In the long run, keeping 
accurate and consistent records 
can translate to paying less in 
taxes.

“You don’t want to be the 
only farm account your tax 
person is filing,” Byrd said. “You 
can get references from other 
farmers or call organizations 
such as the Missouri Society 
of CPAs or the Missouri 
Society of Public Accountants 
to find experienced local 
professionals.”

Arbindra Rimal and 
Benjamin Onyango, 
agribusiness professors at 
Missouri State University, 

had some tips for business 
recordkeeping beyond the 
information kept for tax 
purposes.

“One problem I’ve seen 
with farmers is that they don’t 
keep separate accounts and 
then can’t account for expenses 
later. It’s important to keep 
farm expenses delineated from 
personal expenses to make 
sure that doesn’t happen,” 
Rimal said.

Even if you have years of 
records and are concerned 
about starting a new record-
keeping system, getting into 

the habit of 
keeping good 
records now is 
still important. 
Careful record-
keeping 
and basic 
percentage 
analysis over 
a one-year 
period will allow 
you to go back 
and delineate 
the difference 
between 
personal and 
business 
expenses to 
correct your 
past few years 
of records 
according to 
Rimal.

“If you keep 
a spreadsheet of all the money 

MONEY TALK

Get on 
Track
Learn the do’s of farm record-keeping

BY LAURA WOLF FOR 
CATTLEMEN’S NEWS

CONTINUED ON NEXT PAGE
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MONEY TALK
that comes in or leaves your 
business and fill it out each 
day, it can serve as a daily 
ledger. From that information, 
you can prepare a balance 
sheet, income statement and a 
cashflow statement,” Onyango 
said.

 “You can also prepare a 
budget, which is a forecast 
of sales and expenses for a 
certain period of time. They 
can be prepared anything 
from a six-month budget to 
an annual or even a five-year 
term. This allows you to see the 
profitability of your business,” 
Rimal said.

Many resources exist 
to help farmers keep good 
records. Computer programs 
like QuickBooks or Microsoft 
Excel help with daily 
recordkeeping, and some have 
the ability to transfer data into 
programs used for taxation. 
An experienced accountant 
can also be an invaluable tool 
in the recordkeeping toolbox, 
as he or she can answer any 
questions you have about what 
is deductible or what needs to 
be included come tax time.

Some larger banks have 
created small business 
checking accounts designed for 
recordkeeping. Fixed costs and 
inputs can be put into clusters 
to perform basic business 
analysis.

Electronic records can 
be convenient and simple to 
use, but some precautions 
must be taken. Byrd advises 
backing up your computer 
once a month, and keeping 
the backup file in a safe 
place, like a flash drive in a 
safety deposit box. On her 
own farm, she also prints out 
a summary report each month 
to keep paper files just in 
case. Rimal suggests looking 
into devices such as Apple’s 
laptops or computers that 
automatically back up onto a 
web-based cloud service. A 
small fee applies to data over 2 
GB, but will keep your records 
in an accessible form from any 
compatible device.

RECORD-KEEPING • CONTINUED
FROM PREVIOUS PAGE

Where Do You Stand Financially?
How To Analyze Your Farm Business
BY JESSICA BAILEY FOR CATTLEMEN’S NEWS

Working in the agricultural 
lending industry, I have 

the opportunity to see several 
various types of farming and 
ranching operations.  The 
variety is not limited merely to 
type of crop, breed of cattle or 
extent of diversification.  Just 
as every individual and every 
business is unique, every set of 
finances is also unique.  Every 
farmer / rancher has his or her 
own way of organizing and 
understanding finances, and 
every operation has a different 
impact on the bottom line.  
One thing I’ve learned as an 
agricultural credit analyst, there 
is no “one size fits all”, cookie-
cutter way to analyze a 
farm business; I have 
to customize my 
analysis for 
each and 
every 

customer.  
That being 
said, there are certain 
documents that are common 
to every operation: a balance 
sheet, an income statement, a 
cash flow statement and a set 
of goals.

A balance sheet is 
basically just a list of what you 
own (assets) and what you 
owe (liabilities).  When you 
subtract your total liabilities 
from your total assets, the result 
is your equity – the value of 

your assets after all liabilities 
have been paid.  Your equity 
should be a positive number.  A 
negative number results in an 
“upside down” balance sheet, 
meaning you owe more than 
you own.  Dividing your equity 
by your total assets gives you 
the percentage of assets that 
you own free and clear, and 
the larger the percentage, the 
better!  A single glance at the 
balance sheet can tell a farmer 
/ rancher (or lender) whether 
or not that farm / ranch is 
prosperous or in trouble.

The 
income statement is a list of 
sales made and expenses paid 
in a certain time period.  The 
difference between sales and 
expenses is your net income 
for that period.  Normally in 
agriculture, for tax purposes, 
net income is negative, rather 
than positive.  As someone who 
works in agriculture personally 
and professionally, I do not see 
this as an immediate cause 

for concern.  Further analysis, 
in the form of a cash flow 
statement, is needed.

A cash flow statement 
takes all cash available over 
a period of time and subtracts 
all debt payments made in that 
period.  What is left is what 
that farmer / rancher has to live 
on, so a positive number is the 
goal!  Now, what is included in 
“all cash available”?  A basic 
cash flow is calculated as 
net income plus depreciation 
plus interest to equal total 
cash available.  We add back 
depreciation as it is a non-
cash expense on the income 
statement and add back interest 
as we will take it out later in 
the form of total debt payments 
(principal and interest).  Once 
we have total cash available, 
we add up all debt payments for 
the period to equal total debt.  
That is subtracted from your 
total cash and the result is the 

total you have 
left to 

live 
on 

after you 
make all your 

debt payments.  
Calculating a basic cash flow 

on a periodic basis can assist 
you in making management 
decisions both personally and in 
your farming operation.

Not every farmer / rancher 
keeps a formal set of financial 
records.  More often than not, 
it’s a bunch of receipts kept in 
a basket or the truck console, 
which we take in to our tax 
preparer once a year.  However, 

CONTINUED ON PAGE 32Scan this on your smart phone 
to visit  JRS while you’re on the go!
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Should I buy? Should I sell? 
Is it time to expand the herd 

or sell off a few head as we 
head into winter? Do I rent more 
land? Should I buy more land? 
Should I play it safe or take a 
chance? 

What’s the status?
These are just a few of the 

questions that play through 
the minds of farmers and 
ranchers every single day, 
numerous times a day. The 
answers to these questions 
are largely dependent on the 
ever-changing farm and rural 
economy. However, according 
to Pat Westoff, director of the 
Food and Agricultural Policy 
Institute (FAPRI) and professor 
of agricultural and applied 
economics at the University of 
Missouri, the U.S. farm sector is 
showing many positive signs.

“Net farm income is at the 
highest levels in decades, even 
after correcting for inflation,” 
Westhoff says. “Land values 
have been increasing, a sign of 
investor confidence.”

Unfortunately, the higher 
grain and oilseed 
prices being 
enjoyed 
by 

crop producers aren’t being 
extended to all producers, 
Westhoff says. Many livestock 
producers have seen feed 
prices increase dramatically, 
and natural 

disasters have wreaked 
havoc in many parts of the 
country. For many, though, 
crop insurance helped ease 
the financial burden caused by 
Mother Nature.

Rusty Hamilton, chairman 
and CEO of Community First 
Bank, is aware of the struggles 
many producers have been 
facing and, in his opinion, could 
continue to face in the future. 

“As a banker, selfishly we 
love this kind of economy when 
balance sheets look good, 

farmers bring in big checks 
to pay down loans. It’s been 
exciting and fun, but it’s also 
very, very dangerous to allow 
man-made intervention into the 

market place as 
compared to the 

free market,” 
Hamilton 

says. 

An inside look at the ups, downs 
of the farm economy
BY SAMANTHA WARNER 

One Big Gamble
 
 
 

U.S. Beef Sector 
 

 
 
Calendar year                                          2011          2012          2013          2014          2015          2016          2017          2018 

 
(Million head) 

Beef cows (Jan. 1) 30.8 30.2 29.3 29.0 29.5 30.2 30.8 31.0 
Dairy cows (Jan. 1) 9.1 9.2 9.2 9.2 9.2 9.3 9.3 9.4 
Cattle and calves (Jan. 1) 92.7 90.8 89.3 88.0 88.2 89.0 90.0 90.9 

 
Beef supply and use                                                                                    (Million pounds) 

Production 26,281 25,996 25,457 24,497 24,648 25,070 25,707 26,386 
Imports 2,057 2,220 2,308 2,629 2,769 2,869 2,865 2,812 
Domestic use 25,538 25,755 25,369 24,700 24,814 25,211 25,703 26,186 
Exports 2,785 2,453 2,433 2,478 2,598 2,713 2,852 2,994 
Ending stocks 600 608 570 518 523 539 557 575 

 
P rices 

Total all grades, 5-area 
direct steers  

114.73 
 

122.86 
(Dollars per hundredweight) 

125.12       129.08       129.46  
128.08 

 
125.81 

 
123.74 

600 - 650 #,  
Oklahoma City 
 feeder steers 

 
141.25 

 
158.19 

 
158.73       170.52       172.19 

 
167.05 

 
160.19 

 
154.16 

Boxed beef cutout 181.29 190.67 195.75       202.24       202.81 201.97 200.20 198.75 
   (Dollars per pound)    
Beef retail 4.83 5.02 5.30 5.42 5.52 5.52 5.46 5.42 

—Source: University of Missouri FAPRI, MU Agricultural Markets and Policy 
 

Farm vs. U.S. Economy
“The farm economy, 

especially the crop farm 
economy, has been much 
stronger than the U.S. economy 
as a whole in recent years. 
Some of this is a direct result of 
policy responses to the 2008-
09 recession: interest rates 
have been very low, which has 
reduced costs and boosted 
land values, and the dollar has 
been relatively weak compared 
to many other currencies,” 

Westhoff notes. 
Hamilton is concerned that 

the stronger farm economy 
could be taking a dip in the near 
future as the U.S. economy 
works to gain its strength back.

“This has a lot of bankers 
vary concerned that there 
might be another bubble for 
the agricultural side. Similar 
to what we experienced after 
2008 in the housing markets 
when they’d had such rapid 

appreciation,” Hamilton 
explains. “It makes farmers 
balance sheets look great, 
assuming it’s real and it 
can be supported by the 
real market and it’s not 
speculation on what might 

happen but a reflection of the 
earnings potential of the land.”

Predicting the Future
In terms of actual 

production, Westhoff states 
if the 2013 harvest brings 
in larger crop yields and we 
have at least average weather 

MONEY TALK

FOR CATTLEMEN’S NEWS

CONTINUED ON PAGE 32
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REPLACEMENT
Cow & Bull Sale

Special

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

Saturday | Oct. 26, 2013
5 p.m. Bulls | 6 p.m. Cows

Expecting 1000 Head

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

Jackie Moore 
417.825.0948

Chris Byerly
417.850.3813

Bailey Moore
 417.540.4343

Skyler Moore 
417.737.2615 www.joplinstockyards.com

He Sells! He Sells!
He Sells!

EARLY LISTINGS!
100 Black 3-Year-Olds

Due with second calf beginning Feb. 1.
Bred to black Express Ranch bulls.

PI Negative.
50 Charolais Cross 3-Year-Olds

Due with second calf beginning Feb. 1. 
Bred to Red Angus Bulls.

PI Negative.

EXAR SHEAR FORCE 1353B - #16882823
DOB: 3-22-11 
WK Shear Force x RR 2418 Hero 5701
CED + 13 | BW +0 | M +24 | WW +42 | YW +81

EXAR EMBLAZON 1747B - #16882866
DOB: 2-8-11
Rito Emblazon x New Look
CED + 5 | BW +3.0 | M +28 | WW +53 | YW +94

EXAR EMBLAZON 1465B - #16916954
DOB: 2-16-11 
Rito Emblazon x New Look
CED + 5 | BW +1.6 | M +27 | WW +53 | YW +96

EARLY LISTINGS! 
150 Black & BWF 3-Year-Olds 

Due with second calf beginning Feb. 1.
Bred to black Express Ranch bulls. 

PI Negative.
25 CharAnx 3-Year-Olds

Due with second calf beginning Feb. 1.
Bred to black Express Ranch bulls.

PI Negative.
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WE DO
WHAT WE DO

Educating 
Producers

Carl Guthrie, DVM
Full Value Beef Expert, 

committed teacher and 
life-long learner

Elanco, Full Value Beef and the diagonal bar are trademarks owned or licensed by Eli Lilly and Company, its subsidiaries or affiliates. 
© 2013 Elanco Animal Health. | PORT 28712-21-b

Learn more about  
what drives our experts 
and the full value of a 
true partnership  
ELANCO.US/WHY 

USBBUNON00692

Cattlemen’s Association and was the founding chairwoman 
of the Cattlemen’s Beef Promotion and Research Board.

13.	Temple Grandin —a Colorado State University professor 
of animal sciences, she is also a ground-breaker in the 
areas of cattle care and handling. She changed the way 
producers, feedlots and packers handle their animals. 

14.	Paul Engler —founded and built Hereford Feedyard in 
Hereford, Texas, the first large-scale commercial feedyard 
in what was to become the epicenter of the fed-cattle 
industry.

15.	John Lacey —the only person to serve as president of 
both the National Cattlemen’s Association and the National 
Cattlemen’s Beef Association. His family ranches in 
California and raises cattle for Harris Ranch Beef Co.

16.	J. Burton Eller — was executive vice president of the 
National Cattlemen’s Association and played a leading 

role with Congress in helping establish the national beef 
checkoff.

17.	Dell King —a major livestock buyer and spear-head in the 
work to improve the quality and health of Southeastern 
feeder cattle over the past 50 years. 

18.	Paul Genho —a major contributor to training future 
generations of beef industry professionals as a catalyst 
in the development of King Ranch Institute for Ranch 
Management’s master’s program at Texas A&M University-
Kingsville, where he serves as an adjunct professor.

19.	Steve Hunt —a retired CEO of U.S. Premium Beef in 
Kansas City, he was the leading influence in creating the 
largest producer-owned beef marketing company in the 
U.S.

20.	Richard McDonald —a past executive vice president of 
the Texas Cattle Feeders Association where he developed 
the first beef industry Quality Assurance program. 

21.	George Seidel Jr. —a Colorado State University 
reproductive physiologist who has had a 
great impact on beef cattle reproductive 
biology and management practices.
22.	 Ralph Jarold “Jerry” Lipsey —a 
national leader in improving the genetic 
merit of beef cattle for the past 30 years.
23.	 Gary Smith  —an internationally 
established meat scientist, this Colorado 
State University professor is considered 
one of the world’s top meat safety experts.
24.	 Jackie Moore  —co-owner of Joplin 
Regional Stockyards, he and JRS are 
credited as being most responsible for the 
turnaround in the reputation of Missouri 
calves. 
25.	 Charles E. Murphey —for more than 
two decades, he’s been considered the 
nation’s authority on livestock and meat 
standards and specifications.
26.	 Robert “Bob” Peterson — led IBP 
Inc. for more than 20 years as CEO and 
chairman in addition to overseeing the 
company’s ascendancy to become the 
nation’s largest meat and beef packer.
27.	 Charles G. Scruggs — a principal 
player in the eradication of the screwworm 
is estimated to have saved U.S. producers 
$10 billion.
28.	 Mel Coleman Sr. — founder 
of Coleman Natural Meats Co. and 
discovered the market potential of natural 
meats. 
29.	 Lloyd Tate —devoted most of his 
career to the development of animal ID 
technology and is known as a “pioneer of 
animal ID”.
30.	 Robert N. Rebholtz Sr. —the 
founder of AgriBeef Co., a ranching cattle 
feeding and integrated agribusiness 
based in Idaho.
31.	 Don Good —head of Kansas 
State University’s Department of Animal 
Sciences and a key figure for 40 years in 
the advancement of the livestock industry 
and the animal sciences.
32.	 Terry Klopfenstein —an 
internationally recognized authority in beef 
cattle nutrition and the first to develop 
beef cattle diets using distillers grains as 
both a protein and energy source. 
33.	 Richard “Dick” Spader —former 
executive vice president for the American 
Angus Association where he led AAA to 

BEEF LEADERS • CONTINUED FROM PAGE 7

CONTINUED ON NEXT PAGE
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be the largest and most 
influential breed registry 
in the world.

34.	Eugene Ritchey —
founder of Colorado-
based Ritchey Mfg. Co. 
and the originator of the 
flexible ear tag.

35.	J. David “Dave” 
Nichols —has helped 
guide a family farm in 
Iowa into a national 
full-service genetic 
provider in five states 
by using tough 
standards, science-
based technology and 
aggressive marketing.

36.	Warren and Ken 
Monfort —visionaries 
who together helped 
revolutionize the 
cattle feeding and 
meatpacking business. 

37.	Bud and Eunice 
Williams —regarded as 
one of the world’s top 
livestock handling gurus.

38.	Robert Totusek —
former department 
head at Oklahoma 
State University who 
is described as a rare 
combination of scientist, 
teacher and practical 
cattleman. 

39.	Topper Thorpe —
had a 32-year career 
with CattleFax, the 
nation’s premiere 
market information, 
analysis, research and 
educational service, 
which is owned and 
directed by cattle 
producers and feeders.

40.	H. Russell Cross —
professor and head 
of the Texas A&M 
University Department 
of Animal Science, his 
contributions include 
some of the most 
significant food-safety 
measures adopted in 
the latter half of the 20th 
century. 

41.	Henry Gardinar —a 
visionary in the use 
of genetic information 
and technologies in 
his herd using artificial 
insemination, embryo 
transfer and ultrasound 
to improve his Gardiner 
Angus Ranch herd in 
Kansas.

42.	Richard Willham —the 
creator of EPDs. He’s 
credited as one of the 

foremost contributors to 
beef cattle breeding.

43.	James N. Wiltbank 
—refined management 
of calving practices, 
artificial insemination, 
estrus synchronization 
and nutritional 
management for 
improved reproduction 
of beef cattle. 

44.	Fred H. Johnson 
—of Summitcrest 
Performance Angus 
in Ohio, was involved 
in advancing cattle 
breeding and marketing 
for more than 70 years.

45.	E. John Pollak and 
Richard “Dick” Quaas 
—Cornell University 
beef cattle geneticists 
whose work was integral 

to the EPD revolution of 
the 1980s and 90s. 

46.	Harlan Ritchie —a 
beef cattle Extension 
giant and distinguished 
professor of animal 
science at Michigan 
State University.

47.	Minnie Lou Bradley 
—of Bradley 3 Angus 
Ranch in Texas. Her 
family pioneered 
branded-beef and 
natural-beef marketing 
programs that became 
the nationally known 
B3R Country Meats. 

48.	Paul D. Andre —
founding editor of BEEF 
magazine.

49.	James McGrann —
professor and Extension 
economist at Texas 

A&M University whose 
work led to significant 
developments and 
improvements in 
management information 
systems, both nationally 
and internationally.

50.	David E. Wood —
chairman of Harris 
Ranch Beef Co., a 
California-based firm 
that pioneered work in 
value-added branded 
beef, vertical integration 
and all-natural 
processing. 

—Source: Information 
compiled from the 
September 2013 issue of 
BEEF magazine.

CONT’D FROM PREVIOUS PAGE
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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 

FARM BUSINESS • CONTINUED
FROM PAGE 27

everyone does file a tax return, 
which can provide the financial 
statements discussed above.  
If you include your farming / 
ranching operation on your 
personal tax return, your tax 
return will include a Schedule 
F.  This schedule is the income 
statement for your farming 
operation, which you can use 
to calculate your cash flow 
statement.  If, as is becoming 

more and more common, you 
have incorporated your farm / 
ranch and file a business tax 
return, the very first page of 
the return is your farm income 
statement and Schedule L 
(usually page four) is your farm 
balance sheet.

A set of goals may seem 
like an odd inclusion when 
analyzing a farm / ranch 
operation, but I consider it 
almost a necessity.  Usually 
when I am given a farm / 

ranch business to work on, it is 
because the customer is looking 
to make a purchase (use 
cash) or to refinance (free up 
cash), both of which mean the 
customer is attempting to attain 
some sort of goal.  Defining that 
goal, and future goals, helps 
me in my analysis to find what 
can be, or should be, changed 
financially in order to advise 
the customer on the best way 
he or she can reach those 
goals.  Farm business analysis 
is not just dissection of financial 

statements.  It is the stepping-
stone to achieving goals and 
dreams.

The views of this article are 
for general information use only. 
Please contact a subject expert 
or your banker when specific 
advice is needed.

—Jessica Bailey is a credit 
analyst in the Agricultural Loan 
Division at Arvest Bank in 
Neosho, Mo. Jessica may be 
reached at jebailey@arvest.
com.

conditions in 2014, grain and 
oilseed prices could be much 
lower than they were in 2012 
and the beginning of 2013. The 
slower growth in biofuels and 
China’s predicted increased 
demand for meat will also 
impact crop prices. 

“Unless some new major 
source of demand growth 
emerges, that is likely to mean 
that the recent period of rising 
prices could be at an end, 
unless unfavorable weather 
again intervenes,” Westhoff 

says. “The livestock sector 
will benefit from the projected 
reduction in feed costs, and 
profits in the beef and pork 
sectors should be good over the 
next couple of years. However, 
high profits cannot last forever; 
producers will eventually ramp 
up production to take advantage 
of these better returns, and this 
will lead to more meat on the 
market and lower prices.”
The Bankers Advice

“In the past leverage might 
have been to the farmers 
advantage because we had 
appreciation and they could 
buy land and leverage their 

equity and enjoy this abundant 
inflation of assets using 
leverage,” Hamilton says. 
“Now is a good time to go the 
other direction and try to get 
more liquid. Not use as much 
leverage, not have as much 
borrowed debt if possible.”

Hamilton also says there 
are programs through the 
government that help put a 
safety net under agricultural 
borrowers. 

Westhoff adds, “Risk 
management is an especially 
high priority right now. There 
are very large downside 
risks at the moment, and it’s 

essential to have plans in place 
that can handle lower-than-
anticipated commodity prices, 
poor weather, etc.”

What Really Matters
“The future always surprises 

us,” Westhoff’s reminds us. 
“In spite of our best efforts to 
discern future trends, there 
will always be things we never 
anticipated.  Any time someone 
tells you that they know for 
sure what the future will bring, 
whether it be regarding the 
price of corn or the content of 
the next farm bill, don’t believe 
them.”

FARM ECONOMY • CONTINUED 
FROM PAGE 28
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Greener pastures for your business future.

gary tompkins
Vice President, Team Leader

573.338.4367
gary.tompkins@myfcsfinancial.com

joe abbott
Assistant Vice President

573.529.3458
joe.abbott@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.

Friday, November 1 • 1 p.m.

Join the Oklahoma Cattlemen’s Association as a consigner or buyer as 
Oklahoma’s Leading Ranches offer top quality replacement females.

OKC West Stockyards, El Reno, OK

Quality Replacements, Bred Heifers
Young Cows & Pairs

For more information or to consign:
Chisolm Kinder, 405.235.4391

The Oklahoma Cattlemen’s Association, Oklahoma City, OK

14th Annual
 OCA Fall 

Cattle Drive

Can’t attend the auction?
BID ONLINE!

For the first time in a couple of 
years, the eastern two-thirds 

of Oklahoma has substantial 
standing forage in many pastures 
as we go into fall.  In addition 
as you drive across much of 
Oklahoma this fall you see many 
big round bales of hay stored 
for winter feed.  The quality of 
this hay will vary a great deal.  
Frankly some of the hay that is 
being stored will also be less 
than ideal in protein content. 
The standing forage will be 
decreasing in protein content as 
it matures and is frosted later in 
the fall. 

The micro-organisms 
in the rumen of beef cows 
and replacement heifers 
require readily available 
protein to multiply and exist 
in large enough quantities 
to digest the cellulose in low 
quality roughages.  Protein 
supplementation of low-quality, 
low protein forages results in a 
“positive associative effect”. 
This “positive associative 
effect” occurs as supplemental 
protein available to the “bugs” 
in the rumen allows them 
to grow, multiply, and digest 
the forage more completely 

and more 
rapidly.  
Therefore 
the cow 
gets more 
out of the 
hay she 
consumes, 
she digests 
it more 
quickly and 
is ready 
to eat more hay in a shorter 
period of time.  Data from 
Oklahoma State University 
illustrates this (Table 1). The 
prairie hay used in this study 
was less than 5% crude 
protein. When the ration 
was supplemented with 
1.75 lbs of cottonseed meal, 
retention time of the forage 
was reduced 32%, which 
resulted in an increase in feed 
intake of 27%. Because hay 
intake was increased, the 
animal has a better chance 
of meeting both the protein 
and energy requirement 
without supplementing other 
feeds. Because retention 
time was decreased, one 
could postulate the protein 
supplementation in this 
situation also increased 
digestibility of the hay.

As producers prepare their 
winter supplement strategies, 
they can see the importance 
of providing enough protein in 
the diet of the cows to feed the 
“bugs” in the rumen.  If the hay 
is low in protein (less than 8 % 
crude protein), a small amount 
of supplemental protein such 
as cottonseed meal, soybean 

meal, or one of the higher 
protein by-product feeds, 
could increase the amount and 
digestibility of the hay being 
fed.  This strategy requires 
that ample forage is available 

to take advantage of the 
“positive associative effect”.  
As the table above illustrates, 
properly supplemented cows 
or replacement heifers will 
voluntarily consume about 
27% more hay if they were 
provided adequate protein.  
As long as enough forage is 
available, this is a positive 

effect of a small amount of 
protein supplement. 

—Source: Glenn Selk is 
emeritus extension animal 
scientiest, Oklahoma State 
University.

MANAGEMENT MATTERS
The “Positive Associative Effect” 
of High Protein Supplements
Protein in diet helps “feed” bugs in the rumen
BY GLENN SELK  

Table 1. Effect of Cottonseed Meal Supplementation on Ruminal 
Retention Time and Intake of Low-Quality Prairie Hay 

Daily Supplement of Cottonseed Meal 
 None 1.75 lb Change 
Rumen Retention 
Time, Hr 

74.9 56.5 -32% 

Voluntary Daily Hay 
Intake, % of body wt. 

1.69 2.15 +27% 
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150 mg/mL ANTIMICROBIAL
NADA 141-328, Approved by FDA
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.
READ ENTIRE BROCHURE CAREFULLY BEFORE USING THIS PRODUCT.

INDICATIONS
ZACTRAN is indicated for the treatment of bovine respiratory disease (BRD) associated with Mannheimia haemolytica, Pasteurella 
multocida, Histophilus somni and Mycoplasma bovis in beef and non-lactating dairy cattle. ZACTRAN is also indicated for the 
control of respiratory disease in beef and non-lactating dairy cattle at high risk of developing BRD associated with Mannheimia 
haemolytica and Pasteurella multocida.

CONTRAINDICATIONS
As with all drugs, the use of ZACTRAN is contraindicated in animals previously found to be hypersensitive to this drug.

WARNING: FOR USE IN CATTLE ONLY. NOT FOR USE IN HUMANS. KEEP THIS AND ALL DRUGS OUT OF REACH OF CHILDREN. 
NOT FOR USE IN CHICKENS OR TURKEYS.
The material safety data sheet (MSDS) contains more detailed occupational safety information. To report adverse effects, obtain 
an MSDS or for assistance, contact Merial at 1-888-637-4251.

RESIDUE WARNINGS: Do not treat cattle within 35 days of slaughter. Because a discard time in milk has not 
been established, do not use in female dairy cattle 20 months of age or older. A withdrawal period has not been 
established for this product in pre-ruminating calves. Do not use in calves to be processed for veal.

PRECAUTIONS 
The effects of ZACTRAN on bovine reproductive performance, pregnancy, and lactation have not been determined. 
Subcutaneous injection of ZACTRAN may cause a transient local tissue reaction in some cattle that may result in trim loss of 
edible tissues at slaughter.

ADVERSE REACTIONS
Transient animal discomfort and mild to moderate injection site swelling may be seen in cattle treated with ZACTRAN.

EFFECTIVENESS
The effectiveness of ZACTRAN for the treatment of BRD associated with Mannheimia haemolytica, Pasteurella multocida and 
Histophilus somni was demonstrated in a field study conducted at four geographic locations in the United States.  A total of 
497 cattle exhibiting clinical signs of BRD were enrolled in the study. Cattle were administered ZACTRAN (6 mg/kg BW) or an 
equivalent volume of sterile saline as a subcutaneous injection once on Day 0. Cattle were observed daily for clinical signs of 
BRD and were evaluated for clinical success on Day 10. The percentage of successes in cattle treated with ZACTRAN (58%) was 
statistically significantly higher (p<0.05) than the percentage of successes in the cattle treated with saline (19%).
The effectiveness of ZACTRAN for the treatment of BRD associated with M. bovis was demonstrated independently at two U.S. 
study sites. A total of 502 cattle exhibiting clinical signs of BRD were enrolled in the studies. Cattle were administered ZACTRAN 
(6 mg/kg BW) or an equivalent volume of sterile saline as a subcutaneous injection once on Day 0. At each site, the percentage 
of successes in cattle treated with ZACTRAN on Day 10 was statistically significantly higher than the percentage of successes in 
the cattle treated with saline (74.4% vs. 24% [p <0.001], and 67.4% vs. 46.2% [p = 0.002]). In addition, in the group of calves 
treated with gamithromycin that were confirmed positive for M. bovis (pre-treatment nasopharyngeal swabs), there were more 
calves at each site (45 of 57 calves, and 5 of 6 calves) classified as successes than as failures.
The effectiveness of ZACTRAN for the control of respiratory disease in cattle at high risk of developing BRD associated with 
Mannheimia haemolytica and Pasteurella multocida was demonstrated in two independent studies conducted in the United 
States. A total of 467 crossbred beef cattle at high risk of developing BRD were enrolled in the study. ZACTRAN (6 mg/kg BW) or 
an equivalent volume of sterile saline was administered as a single subcutaneous injection within one day after arrival. Cattle 
were observed daily for clinical signs of BRD and were evaluated for clinical success on Day 10 post-treatment. In each of the two 
studies, the percentage of successes in the cattle treated with ZACTRAN (86% and 78%) was statistically significantly higher (p 
= 0.0019 and p = 0.0016) than the percentage of successes in the cattle treated with saline (36% and 58%).
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MANAGEMENT MATTERS

As cattlemen consider 
increasing cow numbers after 

excellent rainfall in most areas of 
the U.S. mid-section this summer, 
it’s important to remember the 
selection of replacement females 
is no small decision. Their breed 
type, fertility, conformation, 

mature size, milking ability and 
color will all play a role in the 
future profitability of an operation.

One frequent topic in 
discussions of bull and female 
selection is choosing closely 
related animals, such as half-
siblings, to increase uniformity 

of the offspring. Increasing 
uniformity of the calf crop is 
important to cow-calf producers 
because more uniform lots may 
receive higher sale prices at 
market. Lack of uniformity has 
also been cited as a primary 
quality concern for industry 
segments from packers to 
restaurateurs, according to the 
2005 National Beef Quality Audit. 
It is logical that as offspring 
become more related, genetic 
variability decreases and, hence, 
the phenotypic variability of 
animals will decrease. However, 
it is very important to further 
explore the details in order to 
judge the magnitude of change 
that can be expected.

Since this is a quantitative 
genetics question, math can be 
used to estimate the phenotypic 
changes a producer could 
expect, given certain breeding 
situations. The two values that 
must be known to make these 
estimates are the coefficient of 
genetic relatedness (GR) and the 
heritability of a given trait. Genetic 
relatedness is the probability 
that two individuals share an 
allele due to recent common 
ancestry. As GR increases, the 
variation in a trait will decrease in 
proportion to the trait’s heritability. 
In this article, the decrease in 
variation will be expressed as a 
percentage relative to a group 
of unrelated animals, where 
the unrelated animals equal 
100 percent. Therefore, as the 
percentage gets smaller, the 
variation of the trait decreases, 
i.e., the animals are more 
uniform. This percentage is 
calculated as:

Table 1 (above) shows that 
an unrelated bull battery bred 
to an unrelated cow herd has a 
genetic relatedness of 0 percent; 
therefore, the calf crop expresses 

Does Selecting Related Cattle 
Increase Calf Uniformity?
Don’t discount importance of selecting 
replacement females
BY BRYAN NICHOLS AND RYAN REUTER

 

all of the expected variation. As 
the genetic relatedness of the 
calf crop increases, the expected 
phenotypic variation decreases. 
A fairly common practice used 
is that of selecting all half-sibling 
bulls. Table 1 shows that if 
breeding half-sibling bulls to 
unrelated cows and evaluating 
a trait with high heritability (40 
percent), variation in the calf crop 
for that trait is only expected to 
decrease by 1.3 percent (100 
percent - 98.7 percent = 1.3 
percent). This value is likely much 
less than what most people would 
expect it to be. If taken one step 
further by selecting half-sibling 
females and breeding them to 
half-sibling bulls, variation is still 
only expected to decrease by 2.5 
percent. Interestingly, if one went 
as far as producing a calf crop 
that is all full siblings, variation 
would still only be reduced by 
10.6 percent compared to an 
unrelated calf crop.

These numbers indicate 
that substantial advances in calf 
crop uniformity will likely not be 
attained very quickly by using 
closely related breeding stock. 
Cattle producers who wish to 
increase uniformity of the calf 
crop through genetic selection 
should likely focus on selecting 
animals with optimal values 
for desired traits (i.e., similar 
expected progeny differences) 
regardless of their genetic 
relationships. Producers are 
encouraged to select commercial 
females that are accompanied 
by little or no genetic information 
based on phenotypic traits (e.g., 
frame size, conformation, docility) 
that match their goals and 
production environment.

—Source: Reprinted with 
permission from The Samuel 
L. Roberts Noble Foundation 
for Agriculture. Visit the Noble 
Foundation on the web at www.
noble.org.
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Give subcutaneously 
at 2 mL/110 lbs.

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).

THE RIGHT ANSWER FOR YOUR OPERATION.
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MONEY TALK

Weather conditions can cause livestock producers to sell more 
livestock in a given year than would be their normal practice.  

Congress has recognized the impact weather can have on 
livestock producers’ taxable income and has created two special 
tax provisions [Code Section 451(e) and 1033(e)] to reduce the 
income tax liability resulting from weather-related sales.  

Code Section 451(e)
Code Section 451(e) allows a 

producer who sells more livestock than 
they normally would have because of 
drought, flood, or other weather-related 
condition to postpone recognizing gain 
from that sale until the following year.  

This is only applicable to the number 
of head in excess of normal, and you 
must be able to document that the sales 
were more than they would have been 
under normal business operations.  In 
addition, to qualify for Section 451(e) the 
area must have been declared eligible 
for federal assistance.  So under this 
provision producers are able to postpone 
paying the taxes owed for one year.  

Code Section 1033(e)
This provision is similar, however, only 

applies to sale of livestock that were held 
for draft, breeding, or dairy purposes - 
in excess of normal, sold due to drought, 
flood, or other weather-related conditions.  
However, with this provision the producer 
does not recognize the gain on the sale, 
but instead elects to replace the livestock 
at a later date.  

Both of the deferral provisions 
hinge on: weather-related sales of 
livestock in excess of normal number 
of head.   

The second provision, Section 
1033(e), is used when a producer plans 
to replace the breeding, draft, or dairy 
animals at a later date.  As with Section 
451(e), only the number of head in 
excess of normal sales will qualify.  To 
postpone gain under this provision, 
replacement property must be acquired 
within a specified period of time.  The 
replacement period begins on the date 
the livestock were sold or exchanged.  
The replacement period generally ends 
2 years after the close of the tax year 
in which the livestock were sold.  The 
livestock purchased to replace the 
previous ones must be used for the same 
purpose, i.e. breeding stock must be 
replaced with breeding stock and dairy 
cows with dairy cows.  

However, for areas designated 
as eligible for federal assistance, the 
replacement period is extended from 
two years to four years.  So for counties, 

Too Much Gain at Tax Time?
Consider weather-related sales of livestock
BY PARMAN R. GREEN

that were declared eligible for federal assistance, producers have 
up to four years to replace the livestock. Producers who sell their 
livestock prior to the official federal assistance designation can still 
qualify for these provisions as long as the weather condition that 
motivated the sale is the same weather condition that resulted in 
the federal assistance designation.   

Producers who sell livestock due to weather-related conditions 
prior to the federal designation can qualify those prior sales for 
deferral, as long as the weather related event/condition that 
prompted the prior sale was the same event/condition that qualified 
the area for federal assistance.

Producers that are forced to sell more than normal numbers 
of livestock due to weather conditions will likely find it well worth 
their time to visit with their tax consultant about postponing the gain 
from those sales.  

—Parman R. Green is a CPA and ag business management 
specialist with University of Missouri Extension. 
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When it comes to the question 
of selecting a fescue variety 

for fall planting, the decision 
depends heavily on forage 
management style, said John 
Jennings, professor-extension 
forages, for the University of 
Arkansas System Division of 
Agriculture.
“There is a simple answer and a 
more complicated answer to that 
question,” he said. 
For growers who use the Ky-31 
fescue, the answer is simple: 
“if the goal is to thicken it up a 

Forage Management Style Can 
Help Decide Fescue Types
Novel endophyte fescues won’t affect cattle 
growth, still resist pests, drought

pasture, then just add more Ky-
31 fescue and maybe add some 
clover with it if the soil fertility is 
good enough for clover,” he said. 

Endophyte or no endophyte
After that, decision-making 

becomes more complex. Some 
varieties of fescue, such as 
Ky-31, grow with a fungus, or 
endophyte, that helps the fescue 
survive extreme conditions and 
resist pests and drought. The 
downside is that the fungus 
produces a toxin that can slow 

the growth of cattle. 
There are fescues that 

come without the endophyte. 
The upside is “that cattle will 
preferentially graze nontoxic 
fescue,” Jennings said, “But 
research has shown that 
endophyte-free fescue varieties 
do not persist well under 
Arkansas conditions and are not 
recommended.”

A compromise may be 
in “novel-endophyte” fescue 
varieties.  These varieties contain 
a fungus that does not produce 
the toxins like Ky-31, but still have 
the toughness to stand up to 
Arkansas’ weather extremes and 
pests. 

There are five novel 
endophyte fescue varieties 
on the market: MaxQ, MaxQ-
Texoma, BarOptima, Estancia 

and DuraMax. “The latter two 
contain novel endophytes from 
the University of Arkansas 
research program,” Jennings 
said. “Most agricultural suppliers 
can order these novel-endophyte 
varieties through regional seed 
distributors.” 

The novel endophyte fescues 
will require closer management. 
Make sure all the old Ky-31 is 
killed before planting a novel-
endophyte variety. 

“Good management is 
important for maintaining stands 
of novel-endophyte fescue, 
particularly during summer heat 
and drought,” Jennings said. 
“Always maintain novel fescue at 
a height of least 4-6 inches during 
summer and do not overgraze it.”

—Source: University of 
Arkansas Extension Service
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If you are in the business of 
farming – you need a business 

office.  The home-business 
office can help make you a 
more effective and efficient 
business manager.  Additionally, 
it will be a great tool in 
defending the deductibility 
of travel (commuting) costs 
between your home and the 
farm, if you do not live on the 
farm property.

You can qualify a room in 
your home as a farm business 
office if it is used exclusively 
and regularly as the principal 
place of business.  Code 
Section 280A provides that a 
home office qualifies as the 
principal place of business if:

1.	 The office is used to 
conduct administrative 
or management 

MONEY TALK
Farmers Need an Office, Too
Safe harbor for home-business office deduction
BY PARMAN R. GREEN activities of the trade or 

business; and

2.	 There is no other fixed 
location of the trade or 
business where you 
conduct substantial 
administrative or 
management activities.

The IRS and Treasury 
Department recognized the 
difficulty and complexity of 
calculating, allocating, and 
substantiating the allowable 
deductions attributable to the 
home-business office and have 
now provided a safe-harbor 
deduction available for tax 
years beginning in 2013.

While the news of this 
provision was released earlier 
this year (January 13th), the 
basics of this safe-harbor 
provision are as follows:

1.	 The maximum allowable 
square footage for the 
business use is 300 
square feet.

2.	 The prescribed rate is 
$5.00 per square foot.

3.	 Taxpayer may make a 
year-by-year election 
(actual expense vs. 
safe-harbor amount).

CONTINUED ON NEXT PAGE

Missouri Farm Tax Record Book 
This popular record book is 
simple and inexpensive. It is 
available at your local extension 
office or from the following links: 

• Missouri Farm Tax Record: 
Part 1, Cash Paid-Cash 
Received 
• Missouri Farm Tax 
Record: Part 2, Four-Year 
Depreciation Records 

Farm Record Book in Excel 
Download a free Farm Record 
Book in Excel. For producers 
comfortable with basic Excel, 
this spreadsheet farm record 
book offers the ability to: track 
income and expenses, cash flow 
summary, expenses by vendor, 
receipts by buyer, enterprise 
receipt & expenses, and checking 
account balances. 

Farm Accounting Resources
Quicken Farm Accounting 
Software

Quicken is a very popular 
finance software program and is 
available through many retailers 
and office supply stores. The 
university extension services in 
several states maintain detailed 
web sites to help farmers and 
ranchers adapt Quicken to their 
needs.  
Quicken for Farm/Ranch 
Financial Records (Oklahoma 
State University)
QuickBooks Farm Accounting 
Software

QuickBooks is also a very 
popular finance software program 
and is available through many 
retailers and office supply stores. 

—Source: www.agebb.
missouri.edu

COMPILED BY STAFF
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4.	 Taxpayer utilizing safe-
harbor method can 
deduct the mortgage 
interest and property 
taxes related to the 
home-business office 
as itemized deductions 
on their Form 1040, 
Schedule A.

5.	 Safe-harbor provision 
applicable to a taxpayer 
who is an individual.

Work with your tax 
consultant to insure all the 
“i’s” are dotted and the “t’s” 
are crossed in meeting the 
deductible requirements of your 
home-business office.

For more detailed 
information on this safe-harbor 
provision – see Revenue 
Procedure 2013-13.

—Parman R. Green 
is a CPA and ag business 
management specialist 
with University of Missouri 
Extension.

Fancy for Sunflowers

The results are in and it 
looks like there could be 

a slowdown in land prices on 
the horizon. The University 
of Missouri Extension annual 
land values opinion survey 
shows that land prices in the 
state have continued to climb, 
although the rate of increase in 
cropland values is expected to 
slow to 2.6% next year.

“The average value of 
good cropland by our survey 
was $4,510 per acre,” says 
Ron Plain, an MU Extension 
agricultural economist and co-
author of the report. “That was 
up 17 percent compared to July 
2012.”

Good pastureland was up 
12 percent, with a statewide 
average of $2,492 per acre. 
Timber and hunting/recreational 
land was 10 percent higher at 
$1,817 and $1,724, respectively.

“A lot of the respondents 
think we may be, at least 
short term, nearing a peak 
in Missouri farmland values,” 
Plain says. “They indicated 
that they thought cropland 
would increase between 2 and 
3 percent in the coming year, 
pastureland between 1 and 2 
percent, and other land about 1 
percent.”

MU Extension conducts 
the annual survey to track the 
value of farmland in different 
regions of Missouri. Plain says 
it is called an opinion survey 
because it doesn’t include 
hard sales data to back up the 
numbers.

“There are no reporting 
requirements on land sales, 
so if you want to get down to 
hard numbers you have to 

go courthouse by courthouse 
pulling the data to see what 
actual sales values are,” Plain 
says. “That’s more costly than 
we’ve got time and resources 
to do, so we survey informed 
people like land appraisers, real 
estate agents and lenders about 
what land is selling for in their 
area.”

Plain says over the years 
this survey tracks very well with 
the numbers that the USDA has 
in an annual report that does 
use hard data.

“The other advantage, 
besides being a lower-cost way 
of getting the numbers, we also 
report regional data on how 
farmland values are changing 
in the state,” Plain says. “The 
regional data we have on 
cropland indicate the highest 
prices for farmland is in extreme 
southeast Missouri and extreme 
northwest Missouri.”

Good cropland in the 
northwest corner of the state is 
valued at $7,205/acre, a 48% 
increase, while the southeast 
corner saw good cropland 
valued at $7,753/acre, a 51% 
increase.

According to the survey, 69 
percent of buyers were planning 
to farm the land themselves, 
while 22 percent planned to rent 
the land out to be farmed and 9 
percent did not plan to farm or 
rent out the land.

Over the next 12 months, 
the rate of increase in cropland 
values is expected to slow to 
2.6%, while pasture values 
increase about 1.3%.

—Source: University of 
Missouri Cooperative Media 
Group.

Missouri Cropland Tops $7,000 
Per Acre in Northwest, Southeast
Slowdown in land price increases ahead
FROM OUR STAFF

Net income comparable to corn, soybeans
BY JOANN PIPKIN

It’s not every day you run 
across a field of sunflowers in 

southern Missouri, but there is 
plenty of opportunity for the crop 
to help farmers add variety to 
rotations.

And, that’s just the reason 
Billings, Mo., farmer Matt Garbee 
decided to give the oilseed crop 
a try. Garbee says he’s been 
growing sunflowers for about 
three years as an alternative to 
double-crop soybeans.

Garbee plants sunflowers in 
July and he says once you get 
the seed to germinate, it will take 
weeks of dry weather. He also 
notes there is very little input cost 
with the crop.

Sunflowers are well adapted 
to Missouri conditions, despite 
their primary production in recent 
years in the northern and western 
plains. 

According to the Thomas 
Jefferson Agricultural Institute’s 
(TJAI) website, several thousand 
acres are now produced in 
Missouri. The growing size of 
the sunflower market, both for 
oilseed and birdseed uses, is 
creating new opportunity to add 
sunflowers to crop rotations in the 
state. Sunflowers can be planted 
from April through July.

Uses for sunflower production 
include both birdseed production 

and vegetable oil use. 
When it comes to marketing, 

the easiest way to sell sunflower 
is to the birdseed market. Most 
sunflower producers market to a 
regional birdseed packager. One 
of the largest sunflower birdseed 
buyers is Pennington Seed in 
southwest Missouri, which will be 
home for Garbee’s crop once it is 
harvested. 

Whether selling wholesale 
or direct, the TJAI website 
says most Missouri sunflower 
producers should plan to grow 
the oilseed varieties.

Recent Missouri sunflower 
prices have been $15-$17/cwt, 
but prices can vary considerably. 
Prices from some birdseed 
buyers in Missouri have been 
10% or more higher than in the 
Plains states, according to the 
TJAI website, since they have 
to normally pay to bring the 
sunflower from several hundred 
miles away.

Net income from full season 
sunflower appears to be 
comparable to corn or soybeans 
in Missouri.

Garbee admits farmers are 
somewhat limited on herbicide 
use once the plant is out of the 
ground. He’s been able to keep 
his fields fairly clean, he says, 
adding that the sunflowers will 
outgrow the weeds.
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Cash corn prices in the Texas 
Panhandle have decreased 

$2.00/bushel since July.  While 
there is still some uncertainty 
about how big the new corn 
crop will be and just how low 
corn prices might go, there 
is no doubt that significantly 
lower corn prices will have a big 
impact on feeder price levels 
and feeder price relationships. 
Overall feeder cattle price levels 
have risen sharply with prices 
for most weights of feeder cattle 
up about $25/cwt., a bit more for 
the lightweight calves.

From a stocker perspective, 
the potential value of gain 
depends on the overall feeder 
price level as well as the price 
spread or rollback between the 
purchase price of the stockers 
and the selling price of the 
feeders.  The impact of feeder 
price level is well illustrated by 
comparing value of gain now 
with the feeder lows in May.  
Using combined auction data 
for the week of May 24, 2013, 
the price of 524-pound steers 
was $150.97/cwt. and the 
price of 823-pound steers was 
$127.21/cwt.  This represents 
a $23.76/cwt rollback between 
the beginning and ending 
price and results in a value of 
gain of $0.85/pound for 299 
pounds of gain.  Last week, the 
Oklahoma combined auction 
price for a 522-pound steer was 
$173.52/cwt. and the price of an 
818-pound steer was $151.76/
cwt.  This is a $21.76/cwt. price 
rollback and results in a value 
of gain of $1.14/pound for 296 
pounds of gain.  Thus, roughly 
the same price rollback results 
in a significantly higher value 
of gain because of the higher 
selling price. 

Anticipation of significantly 
cheaper corn, and the lower 
feedlot cost of gain that it 
implies, is well reflected in 

the current prices of heavy 
feeder cattle.  While feedlot 
competition for tight feeder 
supplies may drive feeder prices 
higher, it will be to the detriment 
of feedlot margins unless 
fed cattle prices move higher 
than currently reflected in Live 
Cattle futures.  However, the 
adjustments for lighter weight 
feeder cattle may not yet be 
fully reflected in feeder markets.  
Lower feedlot cost of gain is 
reflected in feeder markets in 
two ways:  higher overall feeder 
prices and larger premiums on 
light weight feeders over heavy 
feeder prices. 

Current corn price 
expectations suggest a market 
average price in the range of 
$4.50-$5.00/bushel for the next 
crop year.  This translates into 
a feedlot cost of gain of $0.80 
-$0.90/pound as feedlots are 
able to use more and more new 
crop corn in the coming weeks.  
The value of stocker gain at 
current market prices is in the 
range of $1.10-$1.15/pound.  
The stocker value of gain is a 
reflection of the feedlot cost 
of gain, which means that the 
value of gain will likely decrease 
some in the coming weeks.  
This will be accomplished in 
the market with higher prices 
for lightweight stockers relative 
to heavy weight feeders.  Of 
course, it depends on exactly 
what the corn price is and also 
on winter grazing conditions and 
the ability of stocker producers 
to respond to these market 
signals.  There is, for example, 
potential for 550-600 pound 
steer prices to increase roughly 
another $5/cwt., relative to the 
current price level for 800-pound 
steers, before the expected corn 
price is fully reflected in stocker 
prices.

—Source: Derrell S. Peel 
is Oklahoma State University 
Extension livestock marketing 
specialist.

Feeder Markets Continue 
Adjusting to Big Corn Crop
$4.50-$5.00/bushel average for next crop year
BY DERRELL S. PEEL
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Professional Beef Genetics 
Open House Bull Sale  

 Saturday November 2, 2013 1:00 pm 
Same Great Genetics * New Location 

32 Balancers 18 mo. Forage, 21 SimAngus 18 mo. Forage,  
25 Angus yearlings Fast Track 

Windsor Livestock Auction  
19 Miles Northeast of Clinton, MO 

Call Toll free 1-888-PBG-BULL (724-2855) 
Email pbgbulls@aol.com 

Website www.pbgbulls.org 

TWO ADDITIONAL LOCATIONS 
 

Angus at Frank/Hazelriggs Nov, 24 
Fulton, Missouri  (608 279-3172) 

Charolais at Angell-Thomas  Oct, 19 
Paris, Missouri (573 682-7348) 

R/H Tenderloin 078Z 
C/E B W Y M CV FM 

9 1.5 76 122 23 73.17 50.32 

R/H Premium Beef 163Z 
C/E B W Y M API TI 
15.4 1.2 53 88 26 133.9 66.5 

RAF P175 Rainmaker 268  
C/E B W Y M $W $F 

5 2.2 67 113 25 32.71 53.04 

 Volume Discounts 
 Breeding Season Gurantee 
 Low-Pressure Open House  
 Sight Unseen Purchase Guarantee 
 Large Calving Ease Selection 

In a roomful of cattle feeders, 
an Oklahoma State University 

(OSU) livestock marketing spe-
cialist had everyone’s full atten-
tion as he said there is no way 
around it: In the next two to three 
years, the already short supply of 
feeder cattle will only get tighter. 

OSU Breedlove Professor 
Derrell Peel described the cur-
rent feeder cattle situation and 
the circumstances leading to it at 
the eighth annual Feeding Qual-
ity Forum in Omaha, Neb., and 
Garden City, Kan., last month.

With a U.S. cattle inventory 
at levels not seen since 1952, 
“We’re much smaller than we 
ever intended to be,” Peel said. 
Drought and other circumstances 
led producers to liquidate their 
cow herds 15 out of the last 17 
years, despite recent market 
signals to expand. 

Peel expects that to change. 
Throughout much of the U.S., 

drought conditions have im-
proved, opening the door to herd 
rebuilding. Instead of looking for 
the likeliest animals to cull, many 
producers will begin looking for 
the best heifers to keep. 

“For the next several years I 
would expect the [heifer replace-
ment] percentage to be above av-
erage,” Peel said. “And that has 
implications to what happens to 
feeder supplies in the short run.”

Growing the cattle popula-
tion is the ultimate solution to the 
limited feeder supply, but it is not 
an instant fix. Until a heifer starts 
calving, each replacement kept 
is one less animal available for 
feeding. Cattle feeders already 
competing for a piece of that 
small supply know but don’t rel-
ish the fact, but “it will get worse 
before it gets better.”            

Even so, Peel is optimistic 
about the growth rate of the na-
tional herd. Many producers were 
forced to cull heavily during the 
drought, but they did not do it at 
the expense of their herds’ qual-
ity. Many heifers were kept and 
older cows were sold. 

“We’ve probably got this herd 
as young and productive as may-
be it has ever been,” Peel said. 
“When we do start to expand, we 
have the capability for a year or 
two to expand faster than what 
we could have probably seen 
otherwise.”

Growth will still take time. 
Peel expects it to be 2017 before 
herd numbers can even re-
cover to 2011 pre-drought levels. 
Strong markets for feeders will 
continue to pull in a share of ani-
mals and moderate herd growth.

Cattle imported from Canada 
and Mexico make up only a 
small portion of the feeder cattle 
market, but Peel said the indus-
try cannot expect extra animals 
from these sources to help sup-
plement its own limited supply.

Mexico contended with its 
own extreme drought and liqui-

dated much of its herd, many of 
those animals entering the U.S. 

“Last year we got just short 
of 1.5 million head of cattle from 
Mexico,” Peel said. “That is not 
a sustainable number. Those ex-
ports were at the expense of their 
ability to produce in the future.”

Already the results are evi-
dent, with 450,000 fewer head 
imported from Mexico, year-to-
date compared to last year.

And with Canada rebuilding 
its own national herd, those im-
ports will remain relatively low.

All these factors lead Peel 
to believe the coming years will 
see the number of feeder cattle 
fall even further than the 3.5% 
decline projected by the end of 
this year.

Even though overall herd 
numbers have been declining 

since the 1970s, the number 
of cattle on feed has not fol-
lowed the same pattern. The 
industry has been able to keep 
those numbers up by feeding 
cattle more intensively and at 
a younger age so cattle move 
more slowly through the feeding 
process. For every calf on feed 
during the early ’70s and ’80s, 
there were three more available 
to replace it. By last year, less 
than two calves were available 
for every one calf on feed.

Years of cheap corn prices 
made it profitable to buy smaller 
calves to feed over a longer 
period of time. 

“The question is, what has 
to go on to go forward, because 

Herd Expansion Means Tighter 
Supply First
Heifers could see less market discunt
BY LYNDEE STABEL  

CONTINUED ON PAGE 43
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over the last few years, that 
hasn’t been true,” Peel said. He 
projected price relationships be-
tween cattle weights and cost of 
gain, given a range of corn prices 
that should trend lower.

All these circumstances may 
lead to other unusual premiums. 
“I think there is a good chance 
that when we get really low with 
herd expansion, we will see much 
less discount on heifers rela-
tive to steers,” Peel speculated. 
“You may even see heifers bring 
premiums this year because the 
breeding female demand on top 
of the tremendous demand for 
the feeder animal will be there.”

Such strong market signals 
for more feeder cattle would 
typically send producers into high 
gear to expand their herds and 
calf crops, but for many American 
cattlemen today the situation is 
not that simple. Most producers 
are more than 62 years old, and 
at this point in life they are not 
looking to increase their work-
load.

When you show a lot of older 
producers the potential that is out 
there from the cow calf stand-
point, they say, ‘Yeah, I see all 

of that, but it ain’t going to be 
me. It’s going to be someone 
else,’” Peel said, but who will that 
“someone else” be? Getting into 
the cattle business is not an easy 
task.

The next generation of 
cattlemen cannot borrow enough 
money to get started, so Peel 
said it is up to the older ranchers 
to help get them in business. He 
suggested looking at different 
financial arrangements such as 
long-term contracts or lease ar-
rangements to transfer equity to 
the next wave of producers.

No matter who takes on the 
challenge, the fact remains that 
the market needs more feeder 
cattle than are available today. 
“Now the question is how far do 
we need to grow, and how fast 
can we do it,” Peel said.

The Feeding Quality Forums 
were sponsored by Certified 
Angus Beef LLC (CAB), Feedlot 
Magazine, Purina Animal Nutri-
tion, Roto-Mix and Zoetis. More 
details and coverage at CABpart-
ners.com. 

—Source: Release from Cer-
tified Angus Beef

HERD EXPANSION
CONTINUED FROM PAGE 41ON THE CALENDAR

JOPLIN REGIONAL STOCKYARDS
Process Verified Program Tags 

for Value Added Sales
 May be purchased from:

• JRS – Monday thru Thursday 8 to 4 pm
• Animal Clinic of Monett (417) 235-4088
• Vet Office on Sale days (417) 548-3074

• Mac’s Vet Supply-Monett (417) 235-6226
• Feed & More-Mt. Vernon (417) 471-1410
Only visual tag required for JRS Vac-45, 

JRS Calf Vac and JRS Stocker Vac. 
Age & Source / PVP qualifications & tags 

are handled through JRS

For More Information Call
Mark Harmon or Troy Watson

417.548.2333
Value Added Sale:

Dec. 5, 2013 (wean date: Oct. 21, 2013)

The 6th Annual Southwest 
Missouri Beef Conference 

has been set for Tuesday, Oct. 
15 in Bolivar. The University of 
Missouri Extension-sponsored 
program begins at 4:30 p.m. 
in the community rooms at 
Citizens Memorial Hospital.

“Beef producers have 
experienced many challenges 
in the last few years including 
drought, high input prices 
and fluctuating cattle prices,” 
according to Wesley Tucker, 
agriculture business specialist, 
University o Missouri Extension.  
The theme of this year’s 
conference, Management 
is the Key to Success, 
was selected based on the 
needs of southwest Missouri 
cattlemen. The conference, 
which is open to all cattlemen in 
southwest Missouri, will feature 
presentations on: 

o	“The U.S. Cattle Industry—
History, Cycles, & Trends” 
—Dr. Ron Plain, MU 
Agricultural Economist

o	“Estate Planning—What 
You Need to Know” —

Kendall Vickers, Attorney At 
Law, Vickers Law Firm 

o	“Controlling Thistles & 
Other Difficult Weeds After   
A Drought” —Dr. Kevin 
Bradley, MU State Weeds 
Specialist

o	“The Role of Legumes in 
Improving our Forages” 
—Brie Menjoulet, MU 
Extension Agronomy 
Specialist 

o	“Legislative Update” —
Senator Mike Parson, 
Representative Sue Entlicher, 
& Representative Sandy 
Crawford 
 

A $5 registration fee 
includes dinner. Attendees 
should RSVP by Oct. 11 to the 
Polk County Extension Center 
by calling 417-326-4916 or 
emailing polkco@missouri.edu.

Southwest Missouri Beef 
Conference Set
FROM OUR STAFF

A Mount Vernon workshop for 
farmers and ranchers with 

innovative ideas on improving 
their operations through 
sustainable agriculture practices 
will assist in applying for funding 
to try out those ideas.

The University of Missouri 
Southwest Center will host the 
Oct. 25 workshop, which will be 
held from 4-9 p.m.

The USDA’s Sustainable 
Agriculture Research and 
Education (SARE) program offers 
competitive grants for on-farm 
research, demonstration and 
education projects, according to 
Debi Kelly, University of Missouri 
Extension SARE co-coordinator. 

For the round of grants to be 
issued in 2014, about $400,000 
will be available to farmers and 
ranchers in the USDA’s 12-state 

North Central Region, which 
includes Missouri.

Proposals should show how 
farmers and ranchers plan to use 
their innovative ideas to explore 
sustainable agriculture options 
and how they will share project 
results with other producers, Kelly 
said. Grant proposals are due 
Nov. 14.

Kelly will be conducting 
workshops throughout the state 
to help producers with grant-
writing basics, choosing a project, 
knowing what to expect and the 
keys to a successful application. 
For the first time, grant proposals 
can be submitted entirely online.

In addition to the Mount 
Vernon workshop, a webinar 
will be held from 7-8:30 p.m. 
Sept. 9. Log on to univmissouri.
adobeconnect.com/debikelly and 
sign in as a guest with your name.

Sustainable Ag Grants Available
Mount Vernon to host workshop; proposals 
due Nov. 14
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Feeder Cattle & Calf Auction
September Receipts 15,647 • Last Month 15,145 • Last Year 16,130

Video Sales from 9/09 & 9/23 • Total Video Receipts: 547
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

September Video Sales

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

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

Reg. Black & Red 
GELBVIEH BULLS

Yearling to 18 Months
Semen & Trich Tested

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

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!

Kay Dee Feed Company, America’s 
largest independent manufacturer of 
mineral and protein supplements, is 

seeking expansion in your area. 
Please contact us for information on how to 

distribute Kay Dee products. Call 800-831-4815 
or email customersupport@kay-flo.com.

www.kaydeefeed.com

Check out the 
JRS page on 

Where did 
your $ go?

Contact the Missouri Beef 
Industry Council at: 

573.817.0899 or 
www.mobeef.com

FOR YOUR  
ADVERTISING NEEDS

CONTACT: 
MARK HARMON

JOPLIN REGIONAL 
STOCKYARDS

PH: 417-548-2333 
EMAIL:editor@joplinstockyards.com

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.
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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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Four Bull Breeding Soundness 
Clinics are scheduled in 

early Oct. at Miller, Cassville, 
Diamond and Aurora veterinary 
clinics according to Eldon 
Cole, a livestock specialist 
with University of Missouri 
Extension. This fall, the clinic 
options include a new location 
in Diamond, which should be 
more convenient for herds in 
Newton and Jasper counties. 

Dates and locations are 
outlined in the box above.

Getting a bull tested is the 
only way to make sure they 
can perform during breeding 
season. According to Cole, 
bulls can go bad for a variety 
of reasons. It may be related 
to health, injury, weather or 
advanced age.

Some clinics have found 
15 percent of the bulls to 
be unsound. Injuries and 
noticeable numbers of cows 
returning to heat are reasons 
bulls show up at the clinics, thus 

the 10 to 15 percent figures may 
be a little higher than normal.

In addition to checking the 
bull’s reproductive soundness, 
hooves can be evaluated, 
vaccinations given, test him 
for trichomoniasis and treat for 
internal and external parasites. 
Zoetis reps will be at some of 
the clinics and will be glad to 

collect DNA samples from bulls 
for genetic evaluation.

“If you can’t make these four 
dates, contact your veterinarian 
and see if you can get your bull 
checked 4 weeks or so before 
turnout time,” Cole said.

—Source: University of 
Missouri Extension

Time to Check Your Bulls
Special bull clinics make it easy to do

• Oct. 7: Barry County Veterinary Service, Cassville, 
Ph. 417-847-2677
• Oct. 8: Animal Clinic of Diamond, Diamond, 
Ph. 417-325-4136
• Oct. 9: Dake Veterinary Clinic, Miller, 
Ph. 417-452-3301
• Oct. 10: Countryside Animal Clinic, Aurora, 
Ph. 417-678-4011

Bull Soundness Clinics
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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

OGDEN 
HORSE CREEK 

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

Trevon
417-366-0363

Kenny
417-466-8176

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

Event Roundup
October
5	 Fall Event at Wildcat Creek • Peabody, Kan.
	 PH: 316-700-1000
7	 Bull Breeding Soundness Clinic • Barry County Vet Clinic,
	 Cassville, Mo. • PH: 417-847-2677
8	 Bull Breeding Soundness Clinic • Animal Clinic of Diamond,
	 Diamond, Mo. • PH: 417-325-4136
9	 Bull Breeding Soundness Clinic • Dake Veterinary Clinic,
	 Miller, Mo. • PH: 417-452-3301
9-11	 RA Brown Ranch Legacy Sale/ Bull Sale & Complete
	 Female Dispersal • Throckmorton, Texas • PH: 940-849-0611
10	 Bull Breeding Soundness Clinic • Countryside Animal Clinic, 
	 Aurora, Mo. • PH: 417-678-4011
12	 Buford Ranches Fall Angus Bull Sale • at the ranch
	 near Welch, Okla. • PH: 918-929-3275
12	 XL Angus & Guest Production Sale • Springfield Livestock
	 Marketing Center, Springfield, Mo. • PH: 417-437-9193
15	 Southwest Missouri Beef Conference • Community Rooms,
	 Citizens Memorial Hospital, Bolivar, Mo. • PH: 417-326-4916
19	 Circle A Ranch Fall Bull & Heifer Sale • Iberia, Mo.
	 PH: 1-800-CIRCLEA
19	 Seedstock Plus Fall Bull Sale • Joplin Regional Stockyards,
	 Carthage, Mo. • PH: 877-486-1160
20	 Magness Limousin Fall Female Production Sale 
	 Miami, Okla. • 417-918-541-5482
22-24	 Management Intensive Grazing School • Bois D’Arc, Mo.
	 PH: 417-831-5246, ext. 3
25	 Sustainable Agriculture Grant Workshop • MU Southwest
	 Center, Mount Vernon, Mo. • 417-466-2148
26	 Aschermann Charolais Bull Sale • at the farm, 
	 Carthage, Mo. • PH: 417-793-2855
26	 Special Replacement Cow & Bull  Sale • Joplin Regional 

Stockyards, Carthage, Mo. • PH: 417-548-2333
26	 Flying H Genetics Fall Bull Sale • Lowry City, Mo.
	 PH: 417-309-0062 
28	 Southwest Missouri Performance Tested Bull Sale
	 Springfield Livestock Marketing Center, Springfield, Mo.
	 PH: 417-345-8330

November
1	 OCA Fall Cattle Drive Replacement Female Sale
	 OKC West Stockyards, El Reno, Okla. 
	 PH: 405-235-4391
2	 The Fall Gatherin’ Armitage A Bar Ranch Commercial
	 Female, Bull & Horse Sale • Joplin Regional Stockyards,
	 Carthage, Mo. • PH: 918-625-5689
2	 Professional Beef Genetics Open House Bull Sale
	 Windsor Livestock Auction, Windsor, Mo.
	 PH: 888-PBG-BULL
4	 The Ag Network Live Radio Broadcast • Joplin Regional
	 Stockyards, Carthage, Mo. • 417-548-2333
4-5	 Missouri Forage & Grassland Council Annual Conference
	 The Resort at Port Arrowhead, Lake Ozark, Mo.
	 PH: 573-499-0886
8	 Genex Customer Appreciation Open House - Strafford, Mo.
	 PH: 417-736-2125
9	 Ratcliff Ranches Fall Production & Customer Appreciation 	
	 Sale • Vinita, Okla. • PH: 918-256-5561
9	 Moser Ranch Bull Sale • Wheaton, Kan.
	 PH: 785-396-4328
15	 Oklahoma Select Replacement Heifer Sale
	 Buford Ranch Sale Pavilion, near Welch, Okla.
	 PH: 918-944-0270

December
5	 Value Added Feeder Calf Sale • Joplin Regional Stockyards
	 Carthage, Mo. • PH: 417-548-2333

Sea Minerals
“Let’s Do It Nature’s Way”

“Do the Math”
• Forage applied materials work within hours.
• Cost 1/4 of most ground applied materials.

• Stimulates life in the soil.
• Organisms farm around the clock.

Apply to any growing forage!
$4 per acre • $12 per year

$50 per 50 lb. bag • $1600/ton
918-367-5146 OR 918-698-5308

Free 
shipping 
ton lots

Turn Key Service
Authorized Independent ABS Representative

Certified AI Technician 
Mass Breeding and Synchronization

Donor Boarding and Flush Preparation
 Show and Sale Cattle Preparation

Freeze Branding - Cattle Consulting

Cody Washam
Cell: 417-489-5450   Email: cwhsangus@hotmail.com

Dereck Washam Cell: 417-489-5850

Chute-side Service
Tammy Wallace | 417.592.0145

Ashley Hoff | 806.683.8364

AI Service 25 Head or More

SimAngus, Balancers (GvXAn)
30 head ready for service, 18 mos., docile
Feedlot buyers prefer feeder cattle from these bulls

QUALITY FALL BRED HEIFERS AVAILABLE
Harriman Santa Fe (Bob) | Montrose, Mo 

660/492-2504 | bharriman39@hotmail.com

NEW SET OF BULLS
OFF FORAGE TEST

Does your electric brander 
not heat well in cool weather 

or windy conditions?
Ours works—

WE GUARANTEE IT!

Fax us your 
design. It 

leaves factory 
in 24 hours. www.huskybrandingirons.com

1 Letter.................$100
2 Letters................$110
3 Letters................$120

800-222-9628
 Fax 800-267-4055

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
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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: “Ricochet 2013”  10" x 14.5"
Art director: Craig J. Weiland  cweiland@mfa-inc.com

MFA Incorporated

Ricochet FESQ 
Max Mineral

•	 Vitamin	fortified	for	improved	animal	health,	covers	animal’s	dietary	vitamin	requirements

•	 Supplies	essential	minerals	of	high	bio-availability:	Calcium,	Phosphorous,	Magnesium,	Sodium,	
Selenium,	Iodine,	Zinc,	Manganese,	Copper,	Cobalt;	covers	animal’s	mineral	requirements

•	 Medicated	for	control	of	Anaplasmosis:	improved	animal	
health

•	 Methoprene	IGR	insecticide:	an	effective	pesticide	to	reduce	
the	pressure	of	horn	fly	predation

•	 Uses	Rain-Off®	technology	to	reduce	weather	damage	to	
exposed	product

•	 Uses	Ricochet™	technology	to	improve	colostrum	
quality	and	production,	stimulates	the	animal’s	
immune	response

•	 Uses	essential	oils:	which	have	been	shown	to	improve	animal	
performance	while	grazing	fescue	pastures

•	 Flavored	for	good	acceptance,	consistent	intakes

www.mfa-inc.com

A mineral 
supplement for cattle

NEW!	Just	in	time	for	preventing	scours	in	fall	calving	cows


