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NEW
Sales Location!

Exit 22. Go south to
Blackberry Road, then
west to entryway.
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Delivery
Available

Carthage, Missouri

417-358-5555

Superior Steel Sales

Exit 22

www.superiorsteelsales.com ﬁ

Heavy Duty Gates wediiketo

Superior Standard

Heavy Duty Products

Pipe Fence & Corral Materials
Custom Cattle Equipment
Structural Steel
Feed Bunks
Cattle Guards
Wire Fence Products



ON THE BLOCK

hat a way to
close out the
month of June!

We sold more
than 10,000 in our
June 24th yearling
special, and those cat-
tle were trading $5 to
$7 higher. It was really
extraordinary because the
board was at $1.31, and we sold
a lot of those 800-pound steers
from $1.30 to $1.35. That was
over the board, which doesn't
normally happen. So, there has
to be a little optimism in the
market somewhere.

Then in our June 27th value-
added sale, we sold 6,500 —
and those prices were $5 to $10
higher from the Monday feeder
cattle sale. Demand is good, and
buyers are really wanting the
cattle that have been weaned
with a good health record, or
that are true yearlings. It was
a long, hard winter for a lot of
folks, and so many cattle have
not performed because of that
and the mud that came with it.
All in all, the market just really
showed how buyers wanted
weaned, healthy cattle.

Wekicked offthismonth
with a big July 2nd
Prime Time Video
Sale. Prices on
those 850-pound
steers were again
about even with
the board at $1.35
to $1.37. When you
get that kind of a basis
on an 850-pound steer, it's a
pretty darn good market. And,
that's the way we traded them
all day long. I'm really happy
with the way the video sale
went. A lot of cattle that sold in
that range aren't making a ton
of money simply because of the
market we're in. But, I still call
the sale a win-win because it's
typically hard to sell cattle even
with the board. We had good
buyer participation, and it was
just a really good sale.

This isn't the greatest year
we've ever had, but it sure isn't
the worst.

Good luck and God bless.

Juckic

WE PROTECT THIS.
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AMERICAN FAMILY
| INSURANCE |

This warld is made of dreams like yours and at
American Family Insurance, we believe everyone's
dream deserves protection. That's why our local agents
specialize in building customizable plans that protect

the hard work of farmers and ranchers like you,

Contact me today to learn more or get a quote.

Steven Haskins, Agent
1907 E 32nd 5t Ste 16
Joplin, MO 64804
Bus: (417) 624-6200
shaskins@amfam.com
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traditional values & innovative approach

Field Representatives

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

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

Jr. Smith: Melbourne, AR
M(870)373-1150

Kent Swinney: Gentry, AR
M(479)524-7024

KANSAS
Colby Flatt: Liberty, KS
M(620)870-9100

Pat Farrell (Video Rep): Ft. Scott, KS
M(417-850-1652)

Trent Johnson (Video Rep): Ft. Scott, KS
M(620)228-1463

Chris Martin (Video Rep): Aima, KS
M(785)499-3011

Alice Myrick: Mapleton, KS
M(620)363-0740

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

LOUISIANA

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

CATTLE RECEIVING STATION

OKLAHOMA
Mark Murray: Westville, OK
M(918)930-0086

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

Nathan Ponder: Afton, OK
M(636)295-7839

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

Troy Yoder: Chouteau, OK
M(918)640-8219

MISSOURI
Rick Aspegren: Mountain Grove, MO
M(417)547-2098

Jared Beaird: Ellsinore, MO
M(573)776-4712
CATTLE RECEIVING STATION

Joe Brattin: Exeter/Wheaton, MO
M(417)439-0479

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

John Bussey: Neosho, MO
M(417)592-4891

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

Rick Chaffin: Ozark, MO
H(417)485-7055, M(417)849-1230

Jack Chastain: Bois D'Arc, MO
H(417)751-9580, M(417)849-5748

Ted Dahlstrom, DVM: Staff Vet
Stockyards (417)548-3074; 0(417)235-4088

Jacob Duncan: Nevada, MO
M(417)321-3339
CATTLE RECEIVING STATION

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

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

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

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

Nick Flannigan: Fair Grove, MO
M(417)316-0048

Kenneth & Mary Ann Friese: Friedheim, MO
H(573)788-2143, M(573)225-7932
CATTLE RECEIVING STATION

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

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

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

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

Bruce Hall: Mount Vernon, MO
M(417)466-5170

Mark Harmon: Mount Vernon, MO
M(417)316-0101

Bryon Haskins: Lamar, MO
M(417)850-4382

JW.Henson: Conway, MO
H(417)589-2586, M(417)343-9438
CATTLE RECEIVING STATION

Steve Hunter: Jasper, MO
H(417)525-4405, M(417)439-1168
Larry Jackson: Carthage, MO
M(417)850-3492

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

Kelly Kissire: Anderson, MO
H(417)845-3777, M(417)437-7622
Larry Mallory: Miller, MO
H(417)452-2660, M(417)461-2275
Kenny Ogden: Lockwood, MO
H(417)537-4777, M(417)466-8176
Jason Pendleton: Stotts City, MO
M(417)437-4552

Charlie Prough: El Dorado Springs, MO
H(417)876-4189, M(417)876-7765

Dennis Raucher: Mount Vernon, MO
M(417)316-0023

Russ Ritchart: Jasper, MO
M(417)483-3295

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

Alvie Sartin: Seymour, MO
M(417)840-3272
CATTLE RECEIVING STATION

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

Cash Skiles: Purdy, MO
M(417)669-4629

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

Brandon Woody: Walnut Grove, MO
M(417)827-4698

OFFICE: (417)548-2333
Sara Jacot

VIDEQ CATTLE PRODUCTION
Matt Oschlaeger: Mount Vernon, MO
M(417)466-8438
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Contact Us

Publisher/Advertising:
Mark Harmon | Email: markh@joplinstockyards.com
Phone: 417-548-2333 | Mobile: 417-316-0101
Fax: 417-548-2370
Editor/Design/Layout:
Joann Pipkin | Email: editor@joplinstockyards.com
Ad Deadline: 2nd Monday of Each Month for Next Month’s Issue
Cattlemen’s News, PO Box 634, Carthage, MO 64836
www.joplinstockyards.com
Subcription questions can be answered by calling 417-548-2333.
Although we strive to maintain the highest journalistic ethics, Joplin Regional
Stockyards limits its responsibilities for any errors, inaccuracies or misprints
in advertisements or editorial copy. Advertisers and advertising agencies
assume liability for all content of advertisements printed, and also assume
responsibility for any claims arising from such advertisement made against
the Stockyards and/or its publication.
If you wish to discontinue a subscription to Cattlemen’s News,
please send request or address label to:
Cattlemen’s News - PO Box 634, Carthage, MO 64836
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Cattlemen’s News, published by Joplin Regional Stockyards, is a nuts-
and-bolts news magazine dedicated to helping cattle producers add
value to their operations. From “how-to” articles to economics and
industry trends, our mission is to put today’s producers in touch

with the information and products that will make them profitable
for tomorrow. Published monthly. Circulation 10,000.
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INSIDE THIS ISSUE

About the Cover

Thank you, producers, for bringing us 17,000 head of cattle the
last week of June! In this issue, learn how young producers
make their mark in the beef industry, and get tips on forage
management after last year's drought.

—Cover photo from our staff.

Features
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14 Finding Forage

16 Lessons Learned

18 Supplements Solve Forage Faults
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) Publications
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LOST CREEK CATTLE CO. - WYANDOTTE, OK
Jim Beck, Owner 918-786-6944
jimandsara@hotmail.com | 918-666-8454 Ranch
Shannon Meador, Ranch Foreman | 417-456-2104

3 Breed, Crossbred Heifers

Jor Sate

Spring Calving Heifers available after Oct. 15
Fall Calving Heifers available after April

Our fall calving crossbred heifers will be available by late April with
a calving period of Sept. | to Nov. 13 with most calving in the first 30
days. Each heifer consists of 3 breeds, Angus, Charolais and Simmental,
providing hybrid vigor and complementarity resulting in extremely strong
maternal and growth characteristics with desirable carcass traits. We
only use sons of proven sires from the top of each breed developing
exceptional pedigrees over many generations. Most of our heifers were
sired by Angus, Black Simmental, or SimAngus bulls that are outstanding
sons of AAR Ten X 7008 SA, Sitz Upward 307R, W/C United 956Y, CCR
Cowboy Cut a0482, SDS Graduate 06X and TNT Dual Focus TZ49. Grand
Sires include Mytty In Focus, Connealy Onward, SAV Final Answer, and
continues on with an impressive genetic lineage. Some were sired by

exceptional sons of Charolais Sires, LT Ledger 0332P, LT Long Distance
3001 PLD, And VPI Free Lunch 708T with an equally formidable ancestry.

Our heifer bulls are sons of KCF Bennett Absolute, Hooks Beacon and G A
R Sure Fire. They rank at the top of the breed in calving ease as well as
the All Purpose Index.

Our 2017 yearling steers were evaluated by the |GS. a division of the
American Simmental Association, using their Feedlot Profit Calculator and
had the highest relative value of any yearlings they had EVER evaluated.

The heifers have an extensive health and vaccine program including
2 doses of modified live Virus vaccine prior to breeding, making them
and their calves eligible for these vaccines in the future when done in
compliance with the vaccine label.

We have been breeding and selecting from these superior animals for
over 40 years.

“CROSSBREEDING IS THE ONLY WAY | KNOW THAT
YOU CAN GET SOMETHING FOR NOTHING AND IT IS
CALLED HETEROSIS OR HYBRID VIGOR."




DATA-DRIVEN DECISIONS

Preventing BRD

Technological advances against respiratory disease

By Justin Sexten for Cattlemen's News

e know bovine re-
Wspiratory disease
(BRD)is expensive due

to performance and
carcass merit losses. So we con-
tinue the search for improved
diagnosis and treatment meth-
ods to reduce the impact on the
beef supply chain.

Joaquin Baruch led a group
reporting on novel diagnostic
methods in the most recent
Journal of Animal Science.

The novel aspect of this re-
search was the variety of tools
used for daily calf monitoring
for BRD.

This Kansas State group used
six different methods to moni-
tor disease progress: visual
detection using illness scor-
ing, temperature monitoring
via traditional rectal temper-
atures or using facial ther-
mography, a computer-aided
stethoscope, lung ultrasound

imaging or oxygen saturation
measurements.

When these methods were
compared, all the tools tend-
ed to relate to the lung dam-
age caused by BRD. Simply
put, the methods tested can
detect BRD-related lung dam-
age. However, the authors
suggested the results were
not directly applicable to field
conditions due to the inten-
sive nature of the experiment.
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We'll state the obviouz-fyog could use a head start.

CRYSTALYX® Blueprint® products are for(ﬁulated with Bioplex® organic
trace minerals, which are better absorbed, stored andiutilized by the
animal, helping to meet the increased nutrient needs of today’s cattle.

This results in optimal reproductive performance and animal health,

while reducing excessive mineral excretion.

Added ClariFly® prevents the emergence of:

« House flies « Horn flies « Face flies « Stable flies

%Yu@\armt 20% AN

with (ClariFly

crystalyx.com | 800-727-2502

BRAND SUPPLEMENTS

e Palatable and predictable intake
characteristics of CRYSTALYX®

e Patented technology

¢ Ability to deliver a wider range of
supplemental protein

¢ Incorporates Bioplex® trace minerals
for increased bio-availability

ALSO AVAILABLE! @ﬂﬂllg
The best of both!

e Cost effectiveness and increased
intake range of compressed
block form

Call these distributors for the name of your nearest dealer:

SOMO Farm &
Ranch Supply

2850 W. Kearney | Springfield, MO
417.865.0312
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Hirsch Feed &
Farm Supply

1400 Nettleton | Thayer, MO
417.264.7616

Kelly
Smith

Territory Manager
417.855.9461

That said, there were some
interesting notes on the meth-
ods worth exploring further.

The illness scores are simple
to use and require no re-
straint or equipment beyond
a trained eye. However these
scores are subjective and
some calves may appear ill
due to other factors beyond
BRD. I suspect you can relate.
Some days, you are healthy
but just don’t look your best.

Temperature, while a simple
measurement to gather in
most cases, requires restrain-
ing the calf. If we use sen-
sors to collect temperature
remotely, one challenge re-
mains. One must sort through
the environmental causes of
elevated temperature such as
animal-to-animal variation,
heat stress, physical move-
ment, estrus and disease.

This paper highlighted tem-
perature as an indirect mea-
sure of BRD, one unable to
sort the difference between
viral or bacterial infections. If
our goal is to reduce antibiotic
use with technology, then new
methods should help us know
when using an antibiotic will
help fight the bacterial disease
and when we are fighting a vi-
rus that may eventually lead
to a bacterial infection but
will not respond to antibiotic
treatment.

The ultrasound, oxygen satu-
ration and computer-aided
stethoscope were able to ob-
jectively measure disease
progress. The authors sug-
gested operational infrastruc-
ture, equipment cost and user
training as the greatest chal-
lenge to these technologies in
their current state.

At larger scale operations,
these technologies may pro-
vide reliable solutions, yet
the scale making these solu-
tions feasible often results
in labor challenges to deploy
them. Opportunities to diag-
nose disease without labor or
removing animals from pen
or pasture are where future
technologies will offer addi-
tional solutions.

When considering the issue
of labor and BRD treatment, a
recent paper by Jase Ball and
co-workers at the University
of Arkansas provides a look

CONTINUED ON NEXT PAGE

www.joplinstockyards.com



PREVENTING BRD
FROM PREVIOUS PAGE

at antibiotic treatment op-
tions for respiratory disease
in high-risk calves.

Treatment labor in high-risk
calves can be reduced by ef-
fective metaphylaxis or by
using products with longer
post-treatment intervals. Ef-
fective metaphylaxis can re-
duce overall treatment rate
and associated labor by con-
centrating labor at process-
ing and preventing further
outbreak due to preventative
treatment.

Post-treatment intervals (PTI)
are used to specify the time
between treatment and when
a calf would be eligible for re-
treatment. Products with lon-
ger PTI tend to reduce labor
needs since the antibiotic is
working longer after a single
treatment. Each antibiotic
class has a slightly different
mode of action or way they
attack bacteria, and the time
they are effective can differ
within the same class.

In this Applied Animal Science
paper, no performance differ-
ences were observed due to the
treatment protocols. The total
cost of antibiotic treatments
didn’t differ between groups.
Some may suggest with no per-
formance or cost differences,
there is little to learn.

A closer look at the methods
used to get these neutral re-
sults are where the differ-
ences were found. One proto-
col reduced antibiotic use per
calf by over 25% due to reduc-
tions in both first and second
treatments. This reduction in
retreatments decreased treat-
ment labor and associated
chute costs.

Since this was a production
system comparison, with
different drug classes and
PTT’s, the mechanism caus-
ing reduced antibiotic use
between protocols will re-
main unknown. Calves were
diagnosed and treated based
on visual illness scoring and
rectal temperatures, which as
discussed previously offer op-
portunities for technology im-
provement.

Technology will continue to
provide animal health solu-
tions. We need to realize that
those solutions may look very

www.joplinstockyards.com

different from what we are
using today. This discussion
focused on diagnostic and
treatment options. True op-
portunity lies in the ability to
provide the supply chain with
cattle in need of neither diag-
nosis or treatment.

Many vaccine and manage-
ment solutions are available
to prevent BRD, yet the “prod-
uct failure” is largely the in-
ability to narrow the com-
munication gap of preventive
practices in the supply chain.
Producers using current pre-
vention technologies should

look to align their practices
and management with a mar-
keting partner with the abil-
ity to truly communicate the
value-added to the next step
in the supply chain.

—Justin Sexten is vice president of
strategy, Performance Livestock
Analytics.™F"

QUICKTIP

Management: Plan Ahead for August

1 Observe pasture weed problems to aid in planning control

methods needed next spring.

2 Sample harvested forages and have them analyzed for ni-

trate and nutrient composition.

3 Consider earlier-than-normal weaning, but have a marketing

plan in place.

—Source: Dale Blasi, Kansas State University Extension beef specialist.
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A Cowman’'s Best Friend at Calving Time!

Designed for Processing Safety...

- Enables quick and safe calf catching!

- Convenient, step in access of producer!

- Holder secures calf for easy processing!

- User-friendly inside release of calf to cow!

- Move calves easier with cow following!

- Less cow stress, mother can see and smell calf!
- Reduces danger while working new calves!

- Quick Mount/Dismount on both ATV & UTVs!

C AT

C H
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‘Bruce Rickertsen, NE - “Makes
catching, transporting and tagging
calves much easier and safer.”

Jeff Lane, CO - “This product made
tagging and processing calves easier
and safer. Excellent company to deal
with. No complaints.”

e g
[
-.t.al.:Fll.t.

Ira Smith, OK - “My cows are not
wild. However, | can ease around
and catch the new babies daily
without putting a strain on myself
or the animal. It's quicker because
the calves are caught and all my
equip is right with.”

: fMoying E‘Eﬂ]ﬁhi}}gﬁ%‘ s
ONE PERSON can now SAFELY and EASILY process calves
without concern of the protective mother cow!

~ S Watch Action Videoat '
—— SafetyZonecCalfCatchers.com

J—— For local dealers or to order, call 877-505-0914 today!
— DEALER INQUIRY INVITED —_
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HEALTH WATCH

The Scourge of Summer

Work with your vet now to beat warm-weather woes

By David Rethorst

inkeye, foot rot and flies. If that is not the triad of pain

P for the beef industry during the summer months, I do
not know what is. Pinkeye ranks second only to calf
scours in the number of calves affected prior to weaning.
Surveys several years ago indicate that the disease costs pro-
ducers somewhere between 150 and 300 million dollars each
year. It is estimated that flies cost cattle producers over 1 bil-
lion dollars each year. While there is no dollar estimate on

foot rot and lameness, the consensus is that
the economic impact is large due not only to
treatment costs but also decreased weight
gain and milk production.

Common belief in the cattle industry is
that pinkeye is caused by a bacteria called
Moraxella bovis. Other bacteria believed to
cause pinkeye include: Moraxella bovoculi
and Mycoplasma bovis. While these bacteria
certainly play a role in the disease process, it is my belief that
this role is secondary as these bacteria are normal inhabitants
of the respiratory tract of cattle. The primary cause of pinkeye
is irritation of the eye whether it is caused by flies, dust, sun-
light, viral infection or grass and weeds. This irritation allows
the bacteria, which is a normal inhabitant of the eye to multi-
ply and cause the eye damage we associate with pinkeye. This
means that the cause of pinkeye is multifactorial and control of
the disease must be multifactorial.

SolVio

2850 West Kearney Springdfield, M
417-865-0312 1-800-725-1880
www.somoag.com

Livestock
Mineral &
Supplement
S rr;[@Yerstcare

First and foremost on the list to control
pinkeye is fly control. The primary con-
cern should be to control the face fly.
Several methods exist to control this
pest including: insecticide tags, pour-
ons, sprays, back rubs, dust bags and
larvacides such as altosid or IGR.

Two things to keep in mind when us-
ing the insecticide tags are timing of

| Net Wrap)|

We are priced to sell!
Large selection ~ In-Stock ~ Ready to

Stop by today to get the best price on the best productk

/ the tag application and rotation of the
class of chemical contained in the tag.
Immediately before pasture turnout is
the proper time to apply the tags. If the
tags are applied several weeks prior
to turnout, for convenience purposes,
a good portion of the chemical will be
gone when the peak of fly season ar-
rives. Chemical rotation is necessary
in order to minimize the buildup of
resistance to the chemicals in the fly
population. This is true not only for the
tags but for the pour-ons and chemicals
used in backrubs and sprays.

The larvacide altosid works in the ma-
nure to Kkill the fly larvae. In order to
get good control, this product must be

**Ask about pallet discounts**

¥
@gElze Fescuelyx

Big Seller!! 200#/250#
@@iElze FescuePhos 200#
@g@zT IGR MAX 200#

200#

Bluegrirt BP 20AN w/ Clarifly Big setter::

sz=x OO Cow/Calf w/Aureo 6000  50#
11 VF Heat 50#
ﬂmﬁ VF Heat 3Gs000 Grammoncroy 50#
MI{zI7] VF Heat IGR 50#

I VF Concept Aid

Stockade Fly Block

ARROWQUIP

Arrowquip Difference.

t’s that Time of the Year AGAIN!!

Calves typically gain .20 to .25 additional pounds per day as compared to calves receiving no Rumensin®

Come experience what sets Arrowquip
apart from the rest. Experience the

fed from 30 days prior to fly season
until 30 days following the first killing
frost. Elimination of places where flies
reproduce such as mud holes and weed
patches can be very beneficial also. Of-

$114%/§124%> ten overlooked breeding grounds for
$165% flies include manure and old hay that
$150% accumulated as a result of winter feed-

ing. Elimination of mud holes will also

$1225 aid in reducing the incidence of foot rot

by improving foot integrity.

$26% Other practices to reduce eye irritation
$3495 include mowing of pastures to elimi-
$4552 nate tall grass with mature seed heads

and providing shade so that cattle can
$43% avoid bright sunlight.

Vaccination is another tool that can be
used to control pinkeye. A review of
published literature on pinkeye vac-
cine indicates that the net effect of its
use is neutral. In other words, the vac-
cine does no harm, but it is doubtful if
its use is beneficial. Use of the vaccine

CONTINUED ON NEXT PAGE
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NEW TECHNOLOGY
FROM PREVIOUS PAGE

is seldom adequate when it
is used as the only method of
control, but it can be at least
somewhat effective when used
in conjunction with other prac-
tices. Numerous strains of M.
bovis exist, and each vaccine
has its own strain or strains so
that is why some vaccines will
work in a given herd and oth-
ers will not.

While a commercial vaccine
contains M. bovoculi, many
producers are using an au-
togenous vaccine, in order to
get immunity specific to their
herd. But this does take some
time and paperwork to ac-
complish. Use of a viral vac-
cine containing the infectious
bovine rhinotracheitis (IBR)
virus may aid in the control of
pinkeye by reducing irritation
of the eye. Care must be taken
not to overload the immune
system by giving too many
vaccines at one time in order
to get optimal immunity. Also,
we have discussed in a previ-
ous column that giving modi-
fied live IBR vaccine to an IBR-
naive animal at the same time
as vaccines such as pinkeye
or Mannheimia may diminish
the response to the bacterial
vaccine.

Early treatment is of utmost
importance when dealing
with pinkeye as the earlier
in the disease process that
treatment occurs, the better
the final outcome. Treatment
of pinkeye should use a two-
pronged approach. First, con-
trol the bacterial infection us-
ing a systemic antibiotic such
as one of the long-acting oxy-
tetracyclines. Secondly, pro-
tect the eye. This can be ac-
complished either by using an
eye patch or suturing the eye-
lids. I do not recommend use
of antibiotic powder in the eye
for two reasons. I feel these
powders are irritating to the
eye and delay healing. More
importantly the antibiotic in
the NFZ puffer is no longer
legal to use in food-producing
animals. Period.

It is very important to treat
foot rot early as well. Once the
foot is badly swollen, it is hard
to get enough antibiotic into
the area to clear the infection
because to the compromised
blood supply to the foot cre-
ated by the swelling.
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We are all aware of the role
that mineral programs play
in fly control as they act as a
carrier for the altosid. I would
be remiss if I did not mention
the role that the nutrition part
of the mineral plays in pink-
eye and foot rot prevention.
A couple years ago there was
a fire in the plant that makes
nearly all of the Vitamin A that
goes into mineral worldwide.
With a short supply, the price
of Vitamin A went up and the
level of Vitamin A in minerals
went down. This combined
with drought conditions and
the resulting poor-quality
forage has led to Vitamin A
deficiencies in many areas.
Vitamin A is required for epi-
thelial integrity whether it be
the skin or the epithelium of
the cornea and conjunctiva,
thus helping in prevention.
Zinc is also essential for integ-
rity of the foot as well as play-
ing a role in immune function.
Make sure there is adequate
zinc in your mineral and that
it is in proper proportion to
the copper, again for optimal
immune function.

With the moisture that we
have received this spring and
early summer, this will most
likely be a bad year for pink-
eye, flies and foot rot. Please
bear in mind that chlortetra-
cycline is not approved to be

TRU-TesST.

used for pinkeye or foot rot
so Veterinary Feed Directives
(VFD) cannot be written for
these conditions. I believe I
have seen an increase in the
number of minerals that have
iodine in them since the im-
plementation of VFD’s. Iodine
does not require a VFD and
should help with the preven-
tion and treatment of foot rot.

In closing, remember, preven-
tion works! Develop a plan

and spend your money wisely.
I would encourage you to get
your veterinarian involved
early in the planning process.
They will know what is work-
ing in your area for preven-
tion as well as treatment. Beat
the scourge.

—Source: Dr. David Rethorst is a
veterinary practitioner and con-
sultant, BeefSolutions, Wamego,

Kansas™y

Meet Mark Murray

JRS welcomes new field representative

orn and raised in West-
B ville, Oklahoma, Mark

Murray grew up on a

dairy farm. His father
also custom baled hay. At 20,
Murray purchased 250 cows
and rented some land in the
area. After cleaning out chick-
en houses and spreading litter
for a time, Murray liquidated
his litter business in 2011 after
purchasing his parents' farm
and an additional 200 acres
just down the road.

Although he has hauled cattle
throughout his farming ca-
reer, when he got out of the lit-
ter business he began hauling
cattle full-time in addition to
running a feeder/stocker op-
eration. In 2018, Murray down-
sized again to one truck and
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trailer so he could spend more
time taking care of his farm at
home. He and wife, Kayla, have
been married since 2013. They
have two children, Kambri and
Jackson. In his spare time, he
enjoys spending time with fam-
ily and friends.™

833.589.2612
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by Gary Hodgso

Dumb Questions

Silence can be golden

or years I have heard
Fpeople say, “There is
no such thing as a dumb
question.” As with most
sage comments as this, some-
one had to be the first to say
it. A little time spent on good
ol’ Google in search of the
famous philosopher yielded
a surprise. No one seems to
know the answer.

A few guesses include Ein-
stein, Carl Sagan, Socrates and
Ann Landers. I have a theory
why no one has stepped up
to claim credit for the line.
There are, in fact, hundreds,
if not thousands, of dumb
questions. Follow me around
for one day and you will hear
quite a few from me alone.

I stopped at the lumberyard
yesterday for a few two-by-
sixes to fix some broken co-
rral fence. As the young man
was loading my pickup, I no-
ticed the boards were very
crooked. “Do I get a discount
for taking these poor boards?”
I asked. Looking at me like
I was a creature from outer
space he replied, “Of course
not, they all look like this.” I
will never ask that question
again. From that point on, I
decided to begin pointing out
dumb questions in an effort to
rid the world of them.

My next stop was at the gro-
cery store to pick up a few
items for Sue. At the checkout
counter, a disinterested young
lady asked, “Do you want your
milk in a bag?”

“No, it just leaks out before
I get home. Leave it in the
plastic jug” was my polite re-
sponse. She seemed to chew
her gum a bit louder as she
finished checking me out.

Next was a stop at the dentist.
After I was parked in the re-
clining chair by a helper, doc
bounced in to ask, “How are
we today?”

“Well, I have been having a lit-
tle trouble with diarrhea, but
I have no idea how you are,” I
answered.

My trip ended at the parts
store for a piece I had ordered
last week. It had not arrived
yet. The smiling clerk assured
me it would be in the day after
tomorrow.

“Can I plan on that?” I asked.
He just looked at me with a
dull stare. I could read in his
eyes what he was thinking.

“I get so tired of hearing those
dumb questions.”

As my brother-in-law is fond
of saying, “Do you see what
I’'m saying?”

“Of courseIcan’tseeitbecause
— Oh, well, never mind.”

—Gary and Sue Hodgson ranch
near Brush, Colorado. Together
they team up to produce Livestock
News Network. They can be reached
at (970) 842-2902 or office@hodg-
sonmedia.com™F

Where Did Your $1 Go?

Details at
BQA.org
mobeef.com
beefresource.org

Beefitswhatsfordinner.com
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ave you read the
book about the boy
who had a terrible,

horrible, no good,
very bad day? The children's
book was so relatable that they
made a major motion picture
with the same premise. I have
to say that I loved both.

Just the other day I was living
in my very own real-life ver-
sion of a terrible, horrible, no
good, very bad day. It was a
Thursday. It was a pretty un-
productive day, as most ter-
rible, horrible days are. And it
ended in spectacular fashion.

Here is a rundown of the day's
dramatic events.

Most of my no-good days begin
with a headache. I struggle and
am tortured with migraines.
Sometimes they are so bad the
only relief is to lie in bed and
yank as hard as I can on my
hair. I guess the hair pain less-
ens or distracts me from the
other pain. Other times, I can
control the pain with heaven-
sent pharmaceuticals. How
did people survive in the old-
en days without modern-day
pain meds? I shudder at the
thought, literally.

Anyway, this was a day that
the meds worked. But one of
the give and takes is that I am
left feeling groggy. I do not op-
erate well in this state. These
days usually turn into Netflix-
and-chill days.

But the sheep were out of
grass, and we needed to sort
and load the babies to take
to town for an evening sale.
So when the hubs returned
from his day job we decided to
move/sort them. I was maybe
a little irritable, and I remem-
ber him being very irritable
(ha!). So it was the perfect
time to work with eight or so
temperamental, non-trusting,
four-legged mammals. Oh, and
we were out of feed. So, we de-
cided to use rabbit feed as bait
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by Anne Kennison

to lure the mommas where we
wanted.

The trick worked. The sheep
followed enthusiastically ex-
pecting a treat when the bucket
person stopped walking. Some-
body forgot to tell the bucket
person that this was not actual
sheep feed. That person inno-
cently rewarded the sheep with
the rabbit feed.

No big deal, right? Wrong!

One of the mommas almost im-
mediately began foaming from
the mouth. She started jump-
ing into the air and coughing. It
looked like she had something
stuck. It was awful. Of course,
the irritable adults handled it
calmly and with grace. False!
I am embarrassed to say there
was much yelling and blaming
across the pasture at each other.

Thankfully, the sheep lived, and
so did our marriage.

Husband and one of the kiddos
finished loading the babies and
drove to town. I, on the other
hand, gave full permission for
unlimited video games to the
rest of the brood and decided to
go right to bed.

After a relaxing bath, I thought
I had surely washed away the
day's dramas. Then, I noticed
some activity in my freshly
planted garden. The sheep.
Thankfully I had minimal dam-
age and decided it was God
himself looking down on me.
They could have very well been
in there all night, and then it
would really have been bad.
Right?

Yes, the day had taken a turn
(or at least my mental state had,
isn't that really the whole bat-
tle?).

After wishing my family sweet
dreams, I crawled into my
long-desired bed. I snuggled
in, opened my laptop and was
ready to drift off to the back-
drop of Netflix. That was the ex-

act moment I felt it. Something
wet on my knee. And on my
arm. And on my hand that was
nestled up under my pillow. I
flung back the covers and what
I saw changed me forever.

Our newest cat, Bob-the-Bad,
had cat diarrhea and urine all
over my sheets!!! Is three ex-
clamation points even enough?
Upon further examination, I
found more on top of the cov-
ers! How in the world had I
missed this?

At this point, I gave in. I cried. I
ripped off all the covers. I threw

away the sheets and the mat-
tress pad and the foam padding
on the mattress. I cried more. It
was ugly.

My early bedtime was squan-
dered cursing the cat. Cursing
the day. Cursing the fact that we
only have one set of sheets.

I'wishIcould sayit all happened
for a reason, but I don't think
that's true. It truly was just a
terrible, horrible, no-good, very
bad Thursday.

Friday was better. T
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TRENDING NOW

Where Planning Meets Opportunity

Andrew Vanhooser embraces industry challenges with

persistence

By Joann Pipkin, Editor

ersistent. It's a single

P word that describes cat-

tleman Andrew Vanhoos-
ertoa"T."

After all, it certainly takes a
lot of persistence for a young
person today to build a cattle
operation from the ground up.
But, that's just what Vanhooser
has spent the past six years do-
ing.

With land acquisition an ongo-
ing challenge for cattlemen in
the four-state area, Vanhooser
knew he had to remain stead-
fast in his efforts.

"I've made a lot of phone calls,"
Vanhooser says. "I've been
turned down on rent ground
way more than I've gotten. ['ve
just made the call and talked to
people, put my name out there
and not been scared to get re-
jected.”

Persistence has indeed paid
off for the young cattleman. In
2012, at 20 years old, he rented
his first farm and purchased
30 cows. A few years later, he
was able to buy that initial 80
acres. Today, he rents another
700 acres and owns a 170-head

commercial cow-calf opera-
tion in Dadeville, Missouri.

In addition to running his own
operation, Vanhooser manages
Speight Charolais. Time man-
agement is crucial to him tack-
ling his daily to-do list.

"There's time to get everything
done if a person spends it wise-
ly, especially during hay season
like right now," he explains.
"Time management helps."

Raised on his family's farm,
Vanhooser says he was always
interested in agriculture and
wanted to be involved in it
from a young age. His parents,
Brad and Susan Vanhooser,
and brother, Ben, also farm in
the Dadeville area. Married for
five years, Vanhooser's wife,
Julie, works as a medical coder
at Citizens Memorial Hospital
in nearby Bolivar, Missouri.

While Vanhooser's father and
brother have their own cat-
tle operations, the three are
able to work together when it
comes time to process cattle or
harvest hay.

CONTINUED ON NEXT PAGE
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PLANNING MEETS OPPORTUNITY « FROM PREVIOUS PAGE
Tackling technology, embracing challenges

Whether keeping up with news and market information or
searching for quality genetics, Vanhooser says technology plays
a key role in the day-to-day activities of his operation.

"I went to Al (artificial insemination) school, and I do AI a few of
my better cows every year," Vanhooser explains. "I try to keep
a few of my own bulls, too. I like that because anyone that can
AT has access to breed-leading genetics of each particular breed,
whatever that may be. It gives you access that wouldn't be ob-
tainable otherwise."

With a mixed commercial herd, Vanhooser mates his cows to
both Angus and Gelbvieh bulls.

Embracing the challenges that young producers like himself
might face, Vanhooser says opportuni-
ties are available even amid unstable
cattle markets.

"T think there's going to be opportu-
nities in the future for people that
are disciplined and don't overextend
themselves," Vanhooser says. "There
will be challenges, of course. The un-
certainty again of the price of cattle is
always going to be a challenge and the
amount of land that it takes to have
a full-time operation is going to be a
challenge as well, to continue to grow
and buy more land."

Maintaining a good relationship with
your lender is key, Vanhooser says,
to acting on opportunities that come
available.

"In a farming operation of any size —
big or small — you've got to have the
capital ready to go when the opportu-
nity arises because if you're not able to
secure the funds when there's oppor-
tunity, it passes you by," he explains.
"So, you've got to have a good relation-
ship with your financial institution
and be ready to roll."

Establishing a sound record-keeping
policy is important to Vanhooser as
it helps him track his non-productive
cows. "A person needs to know what
cows are raising good calves and what
cows are really costing you more than
they're making you," he says.

Establishing relationships, marketing
opportunities

When it comes time to market his cat-
tle, Vanhooser works with Joplin Re-
gional Stockyards Field Representative
Jim Hacker. "I really look at (Jim) as a
mentor,"” Vanhooser explains. "When I
ask him what he thinks, I truly want to
know what he has to say."

With facilities now able to handle a set
of weaned calves, Vanhooser this year
chose a preconditioning program pri-
or to marketing his stock.

"I sold my fall calves last month, and I
had weaned them for the first time, a
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larger group," he says. "It was very beneficial, especially in the
way the market was."

Establishing that relationship with Hacker has been a huge asset
for his operation, Vanhooser says. "In my mind, that's going to be
a key to success, to have someone that you can really trust, that's
kind of on your side when you look at marketing,” he explains.
"It's a securing factor to me."

While young in years, Vanhooser's thinking is wise beyond his
years. He encourages other young producers to not get overex-
tended and to build a relationship with both their lender and
livestock market.

"Don't look at what the best calves bring on the best year when a
person makes his or her budget for the year," he says. "Don't look
at the good markets and set yourself up that way. Plan on the bad
markets and everything else is more opportunity.”

KEEPING COOL IS JU
THE TIP OF THE [CEESiSS—"

MANAGE STRESS
ABATEMENT FOR
MORE COMFORTABLE,
EFFICIENT CATTLE

CUSTOMIZED PASTURE SUPPLEMENTATION
THAT’S JUST RIGHT FOR YOU

Delivering the right product for a particular set of
cattle at the right time to achieve desired health,
production and efficiency goals is what we do
best. Call us today for a solution specific to

your operation.

ADMAnNimalNutrition.com/Beef = 866-666-7626

JULY2019 13



MANAGEMENT MATTERS
Finding Forage
Tips for buying in low-production years

By Macey Hurst for Cattlemen's News

ears of drought and now floods have led to less than ide-

al conditions for most farmers and ranchers across the
Midwest. Row crop farmers are planting, then replanting,
and livestock producers are trying to save hay fields and
find forages. When in this search, several factors need to be con-
sidered to make a deal on hay worthy of producer money and
cattle diets. Eldon Cole, a livestock field specialist for University

e
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iOzark Empire Fairgroundes

l.obby

of Missouri Extension in Lawrence County, has some tips to en-
sure proper buying practices when production might be slight.

“We absolutely will be short of hay due to the weather,” Cole
said. “Grass hay fields, mostly fescue, were eaten into the
ground. When that happens. the grass is slow to rebound. Yes,
we’ve had plenty of rain, but most farmers tell me the growth
justisn’t happening.”

In addition to weather, grazing practices have a huge impact
on production abilities. Either way, cattle producers must find
a way to pick up where those shortages leave off. Cole said ways
to do that exist and start with a few purchases.

“They’ll have to buy hay and energy supplements, and try to rent
pastures or sell cows,” Cole said. “Energy supplements, basical-
ly corn and its coproducts, will likely be more expensive since
we’re so far behind on corn plantings.”

Although selling some of the herd is al-
ways an option, it is not favorable. Cole
said most producers did that in 2018 to
deal with drought, so he doubts it will
be a route of choice this year. How-
ever, it will be of key importance that
those cows are watched over closely
when dealing with forage issues.

“Pay really cost attention to cows’ per-
formance. As for the long run, if ad-
equate energy isn’t supplemented and
cows drop a body condition score or
two, reproduction will suffer,” Cole
said. “We also must consider fetal pro-
gramming. Calves born to cows could
have poorer feedlot performance. This
can occur early in gestation if cows are
on a poor level of nutrition. Supple-
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ment adequately, but economically.”

When choosing supplements, it is im-
portant to consider those economics.
Cole said to be very careful about pur-
chasing unnecessary products. Pro-
tein, for example, will likely not be an
issue, even in poor-quality forage. Do
not buy something that is already ade-
quately provided through current hay
and forage feeding practices. If uncer-
tainty exists, he said a forage quality
test can never hurt.

In order to cut down cost on supple-
ments, it is important to find the for-
age that can provide proper nutrients
for the herd. That process can be a
challenge in itself. Cole said producers
should be aware of a few things when
starting the search.

“Unfortunately, some hay sellers are
just out to make a buck. During the
past winter a number of folks report-
ed on ‘hay’ purchases that were noth-
ing more than broom sedge baled
in December or January,” Cole said.
“Know who you’re dealing with and
try to obtain a laboratory analysis on
hay you’re interested in. Some dealers
might be inclined to use a good hay test
and claim it was the hay you’ll be re-
ceiving when it isn’t.”

CONTINUED ON NEXT PAGE
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FINDING FORAGE
FROM PREVIOUS PAGE

Cole said, when in doubt, test
it. Testing hay before purchase
is not wrong, but wise. It is al-
ways better to know what is in
the bale before getting stuck
with something unusable or
harmful. He said it is espe-
cially important to use cau-
tion and forage quality tests
when purchasing sudangrass
and sorghum sudangrass. A
test of these forages will reveal
nitrate levels. High nitrate in-
take can result in cattle death,
therefore, these test results are
crucial to herd health.

These factors are not the only
to consider, though. Many
other aspects come into play
during this search. While the
process may be long, Cole said
persistence and diligence are
key.

“Shop, shop and shop. Insist on
only buying hay that has been
tested. Buy by weight, not by
the bale unless you’ve actually
weighed a few bales. If you
hear of hay for sale you may
even want to check the sell-
ers’ references,” Cole said. “If
you're buying dry hay, check
for moldiness. Cows usually
aren’t impacted by mold, but
moldy hay will have more
feeding loss.”

The way a forage was stored
is another cause for concern.
Cole suggests avoiding hay that
sat under trees and pursue hay
under roof or tarp, particularly
large, round bales. But regular
hay is not the only option for
forage-seeking producers.

“Haylage is fairly new to many,
but get used to it as it’s here to
stay,” Cole said. “[If buying,]
you might want to check the
moisture level. The usual hay-
lage target moisture is 40 to
60%. If it’s pretty high, pass on
it.”

Cole also has advice to enhance
purchased hay that may not of-
fer premium nutrients.

“If buying fescue hay har-
vested after seed has been re-
moved, a good way to improve
its feeding value is to cover the
bale pile with plastic and treat
the pile with anhydrous am-
monia,” Cole said. “The treat-
ment will increase the protein
levels, improve palatability, re-
duce waste, and there seems to
be less toxicity problems with
treated hay.” "
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Strubberg Named Missouri
State Veterinarian

he Missouri Depart-
l ment of Agriculture
welcomed Steve Strub-
berg as the Missouri state
veterinarian this spring. In-
terim State Veterinarian Tay-
lor Woods, who has served the
department for more than 20
years, mentored Strubberg for
several weeks before officially
handing over the reins of the
Animal Health Division.

Strubberg grew up in Union,
Missouri, with the intentions of
becoming a physician. Driven

A

L

by his love for science, animals
and the outdoors, he soon dis-
covered his passion lie in a dif-
ferent field. In 1989, Strubberg
received his doctorate in vet-
erinary medicine from the Uni-
versity of Missouri with a focus
area in beef reproduction. Fol-
lowing graduation, he assumed
ownership of Hermann Vet-
erinary Clinic, a mixed animal
practice in Hermann, Missouri,
and stayed for nearly 30 years.

—Source: Mo. Dept of Agriculture.
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MANAGEMENT MATTERS

Lessons Learned

Young cattleman Lucas Thogmartin gets experience

from years on the farm

By Kelsey Harmon for Cattlemen’s News

hen asked how he
got started in the
cattle business, Lucas

Thogmartin takes a mo-
ment to reflect. “I didn’t ever
really get started, I was just
born doing it,” he says. “I rode
around with my grandpa from
the time that I was potty-trained
until I went to school.”

He explains that it was just his
family’s way of life. “I don’t re-

ally know what happened in my
early years, but I never wanted
to do anything else,” Thogmar-
tin says. “After my grandpa
passed, my parents took over
things, and I have been involved
ever since.”

Combined, their family opera-
tion Circle T Farms in Neosho,
Missouri, has been in business
for more than 50 years. It is a
300 cow-calf operation run
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by his parents, wife and two
young children. The Thogmar-
tins also have a custom spray
business for pasture forages
and hay production.

Thogmartin says following
high school graduation, he at-
tended college to be able to get
a job if farming didn't work
out. College was a growth op-
portunity, allowing him to
meet friends that he would
not have met otherwise. He
describes these friends as the
best friends he has.

He worked his way through
school for an agriculture de-
gree from Missouri State
University. Thogmartin says
that college taught him how
to problem solve and work
around obstacles that he faces

on the farm, benefiting him a
young producer.

Circle T Farms markets cattle
via video so that they can lever-
age the opportunity to sell them
ahead of delivery. Thogmartin
says that you can take advan-
tage of market momentum with
video marketing, and it helps en-
sure peace of mind. He also says
that video marketing is a ben-
efit to buyers because they can
get loads of animals that have
been managed and perform the
same. He says video marketing
can help alleviate some of the
stress and shrink.

“[To make video marketing
work] you need to have a lot of
fairly even cattle,” Thogmartin

CONTINUED ON NEXT PAGE

Specializing'In'SW Mo- Farms'& Ranches!
“A CattlemanWho'Knows'Real Estate”

CAPE FAIR!-'80 Ac., Hwy 76, mostly woods,
joins nat. forest, 5 full RV hookups .. $159,000
ASHIGRAVE:- (BN Ae e n g = Y\ \ iter-
ers, UNDEchnNTRAc,‘J,BOO
MT;VERNON|-72 Ac., great location at exit 49
of 1-44, 4 Ac. lake, good fence, mostly open
$225,000
VERONA - 79 Ac., Law. 2210, good pasture, 3/4
open, 2 ponds, cross fenced, well, automatic
waterers, great views $237,000
BOLIVAR - 55 Ac., 165th Rd., pasture & woods, lots
of Pomme De Terre river frontage, barns, corrals,
well, good building site $270,000
WILLARD - 50 acres, Fr Rd 94, mostly open,
fenced, Hwy 160’ frontage $287,500
HOUSTON -'38 Ac., Hwy. B, mostly open, nice
pasture, pipe corrals, barn with office, water-
ers, run-in sheds, 3 bed home $299,900
FALCON - 74 Ac., Hwy 32, mostly open, rolling
pastures, hwy frontage, ponds & springs, dairy
barn w/equipment, 4 BR home $300,000!
LEBANON - 80 Ac., Hwy B, 3 hedroom home, hay
barn, shop, pond, fenced and crossed fenced,
good pasture with woods in back $349,000
HOLLISTER{-"Hwy | IN)2s, mostly wooded
with metal huildinSOLD $3503000
GROVESPRING/-"155 Ac., Walnut Rd., half open
in good pasture, 7 ponds $350,000!
MARIONVILLE!-/State of the art horse facil-

ity, indoor arena, 4 run in sheds, 2 BR home,
completely remodeled REDUCED]$429:000

BOLIVAR RN e Y A ) 38,
corr:UNDERHGONTRA,(;IJ,EOO
BATTLEFIELD/-/60 Ac., Republic Rd., exc. pas-
ture & hay ground, 2 wells, pond, indoor riding
arena, horse barn w/living quarters.... $575,000
BUFFALO)-'74 Ac., Hwy 32, beautiful cattle
farm, mostly open, 3 bedroom brick home,
shop with apartment, cattle barn, paved drive,
2 ponds, year round creek $595,000
BUFFALQ - 77 Ac., Hwy. 64, exc. pasture, rota-
tional grazing, 2 wells, waterers, 60x60 barn

with concrete floor and lean-to, beautiful 7 BR
custom built w/o hsmnt home $620,000
STOUTLAND/- 239 Ac-, Kennedy Rd., exc-
pasture & hay ground, well, waterers, ponds,
spring, hay barn REDUCED!$609,450
GROVE'SPRING/-1280 Ac., Red Barn Rd-, hay
ground & pasture, 14 paddocks, 2 barns, 8
waterers, 3 ponds, spring $686,000
AURORA - 62 Acres, Lawrence 1200 - Exc. pas-
ture, hay ground, creek, ponds, waterers, fenced
& cross fenced. 3 BR brick walk-out basement
home, barn, machine shed $695,000

tomkisseerealestate.com

ASH|GROVE{-133 Ac., FR 94, beautiful farm
with shop, horse barn, 3 bedroom home, 3
wells, exc. pasture $699,900

AURORA - 107 Ac., Law. 2180, beautifully main-
tained farm wy/all brick, 3 BR, 4 BA hasement
home, asphalt drive, fertile crop ground, exc.
pasture, rotational grazing $790,000

MTN|GROVE'-202 Ac., Hwy 60 frontage, beauti-
ful cattle farm, bia'gyg 'yV- 60 & Hwy. MM,
pipe entrance, hasol-n creek, 3 BR home
w/bsmnt REDUCED]$799;000

LEBANON|-1240 Ac. Hwy. 0, Large Custom

Built 4 BR Walk out Basement Home, Shop,
Barns, Ponds, additional home, Hwy. Frontage,
Numerous Pastures $11,,1120,000

SPARTA - 252 Ac., Hwy 125, great location bor-
dering Finley River, lots of hwy frontage, barns,
older farm house, fenced & cross fenced, some
bottom land, great views............. $1,136,430

LEBANON - 251 ac. Odessa Drive, Spectacular
4 BR, 1.5 story, walk out bhasement home,

In ground pool, Green house, Barns, Ponds,
Waterer’s, plenty of pasture.......... $1,250,000

MOUNTAIN GROVE!-'Hwy 95, 244 Acres. Beauti-
ful cattle farm, 3 BR brick home, all open,
excellent pasture/hay ground, 3 wells, 2 ponds,
8 waterers, pipe corral, large livestock barn &
machinery shed $1,339,000

STOUTLAND!-/661 Ac., Starling Dr., rolling
pasture land, nice pipe corrals & pens, covered
working chute, fenced & cross fenced, ponds,
springs, well & waterers .REDUCED/$1/;386,000

NORWOOD!- 501 Acres, Curtner Rd. Beautiful
heef cattle farm, mostly open w/good pasture,
fenced & cross fenced. 4300 sq. ft. 3 BR home,
barn, ponds, lake & creek. .......... $1,600,000

MT: VERNON|-"145 Acres, |-44 & Hwy. 174 -
Turn-key equine boarding & training center, 55
stalls, large indoor and outdoor arenas, 5 BR
home, separate office building...... $1,750,000

MILO - 632 acres, Hwy. EE, 70°x48 cattle barn,
equip shed, machine shed, waterers, fenced &
cross fenced w/exc. pasture & hay ground, 9

ponds, 2 acre lake, corrals .......... $2.212,000

0ZARK - 476 Ac., Tennessee Road, Beautiful
rolling pasture, fenced & crossed fenced, several
ponds & waterers, pipe corrals, livestock barns,
hay barns, 4 BR brick home $3,332,000

FLEMINGTON/- 1,267 Ac., Hwy. 83, approx.

370 ac. tillable in corn, 750 ac. pasture & hay
ground, 5 wells, 25 waterers, covered working
pens, hydr. chute, office, 6 barns ..$4,117,750

4i17.882:55311
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LESSONS LEARNED
FROM PREVIOUS PAGE

says. “We weigh our cattle on
a truck, then contact our field
man and get a video of the cat-
tle and write a description for
them.” He notes that if you are
the seller, you must have proper
facilities and the ability to load
the truck.

Thogmartin has experienced
several challenges while run-
ning Circle T Farms. “We’ve had
a challenge buying good bulls
the last couple years,” he says.
“We’'ve bought several, and
maybe 20% haven’t had to be
pulled for getting sore-footed
or getting too poor. It’s been a
real struggle.” He highlights that
genetics are important and can
quickly impact your herd and
success.

Thogmartin says that because
his farm is run by more than
one generation, it can be both
a challenge and benefit. He ex-
plains that it can be difficult to
transition to new ways of doing
things since systems have been
in place for years.

“If you are a start-up farmer,
you don’t have the multi-gener-
ation challenges,” Thogmartin
says. “My dad and I get frustrat-
ed with each other, but when
he’s not there, you sure realize
what he does.” He notes that the
benefit is having family to of-
fer input and support with the
workload.

“I think the biggest opportunity
and challenge for farmers is
always land,” Thogmartin ex-
plains. “Land is going to transi-
tion with the aging baby boom-
er generation.” He says that
regarding the land he leases, he
is noticing the new generation
of land owners (ages 45 to 60)
are now inheriting their fam-
ily’s land but are less connected
to the acreage and the differ-
ent realities and challenges for
farmers.

“Farming isn’t always pretty,
and there are times of flood,
drought, overgrazing, brush
and weed issues that [the new-
er generation of land owners]
don’t always understand,” Thog-
martin says. “I think the hardest
challenge looking forward is
going to be the [unrealistic ex-
pectations] and perceptions that
landowners have for tenants.”

He explains from his experi-
ence, land is also being bought
for investment purposes, and

www.joplinstockyards.com

those owners might not share
the priority or necessity with
farmers to make a living off of
the land. He says they might not
understand the work and mon-
ey that goes into maintaining
the land and how farmers can
help in that capacity.

Thogmartin has a few tips for
young, beginning producers.
“Try and start fairly small and
don’t overextend yourself,” he
says. “I know that for me, when
I went from having 20 of my
own cows to having 50, then
100, I didn’t think the workload
would be that much more. But it
required quite a bit more time.”

He explains that young produc-
ers will also have to understand
that farming doesn’t always of-
fer stability and that the ups and
downs are part of the industry.
“I think that most of the chal-
lenges that I face are the same
challenges that the generations
before me faced,” Thogmartin
says. “Markets are going to go
up and down, and there are
things that you don’t see com-
ing. You just have to know that
that’s there.

As a backgrounder, Thogmartin
offers his advice for young pro-
ducers. “Backgrounding raised
calves is gravy, and background-
ing bought calves is something

- "‘."| 7
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Lucas Thogmartin, Bailey Moore and Skyler Moore

completely different,” he says.
“If you are buying higher-stress
calves, that is going to be com-
pletely different [than back-
grounding your own]. ”

He says that backgrounding
purchased calves requires a
protocol and proper nutrition
to ensure they stay full to help
reduce stress. Thogmartin says

one thing that his operation does
a little differently from others is
that a few times before wean-
ing, they set up bunks and feed
the cows to feed train calves and
make the transition easier.

Thogmartin chuckles when
asked what his key to success is.
“I usually just stay after it, just
keep going,” he says.™ 1"

When the Worst Happens...

Your claims are handled with our in-house team
and a direct number, NOT an 800 number.
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www.SpecialtyRisklnsuranceAgency.com
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TRENDING NOW

Supplements Solve Forage Faults

Feedstuffs pick up where forages lack

Story by Macey Hurst for Cattlemen’s News

ummer 2018 was
S marked by severe and
devastating  drought.
The following winter
brought frigid temperatures
and steady snowfall into early
spring. Strong winds and dan-
gerous storms then ensued,
including 225 confirmed tor-
nadoes sweeping across the
Midwest in a period of just
13 days. Statewide flooding
came next, immersing fields,
highways, businesses and
homes across Missouri.

Even with recent weather
challenges, many farmers and
ranchers would argue that
they are blessed. However,
residual effects of the grow-
ing conditions could still be
apparent in forages harvested
this season. Eric Bailey, Uni-
versity of Missouri Extension
state beef specialist, offers his
expertise in the area of filling
the gaps poor-quality forage
leaves behind.

“I suspect hay quality is go-
ing to be poor because most
fields were too wet to enter
during early May, which is
the ideal time to harvest high-
quality fescue hay,” Bailey
said. “In some respects, we
have had nearly ideal for-
age growing conditions this
spring—plenty of moisture
and moderate temperatures.
Our forage condition [quan-
tities] are pretty good right
now, unless the pasture was
severely flooded or had been
damaged by overgrazing dur-
ing drought last year.”

Although many producers are
in prime growing conditions,
as Bailey mentioned, many
are still struggling with con-
sequences of extraordinary
weather. In particular, pro-
ducers with stands of forage
showing damage or destruc-
tion will be affected. Bailey
said the long-term effects will
likely cause yield loss in pas-
ture and hay fields. However,
there is still hope.

“Fescue is a resilient plant,”
Bailey said. “It takes extreme
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events to harm it in the long
run.”

Another factor producers
should consider is weeds.
They should not be a detri-
mental one, though.

“I suspect that some will see
excessive weeds in their pas-
tures this year. That’s not a
reason to throw the baby out
with the bathwater and reno-
vate a stand, unless that had
been in the works prior to the
weather events,” Bailey said.
“l am not aware of any large-
scale issues with toxic weeds/
plants causing issues in beef
cattle across the state at the
moment.”

Considering each of these ob-
stacles, harvesting high-qual-
ity and high-quantity forage
could be an issue. According
to a recent Missouri Weekly
Hay Summary, market supply
and demand for hay are cur-
rently both low. Bailey sus-
pects this is caused by produc-
ers trying to refill their barns.
For those producers, he has
some advice.

“I encourage producers short
on forage to fertilize their
fields with nitrogen after it
has been grazed or hayed. By
that, I mean fertilize now, if
possible. Once the reproduc-
tive stem and seedheads are
gone, fescue toxicosis will not
be as big of a problem so long
as you put out a conservative
amount of nitrogen (40-60 1b
N/acre),” Bailey said. “With
the three-month precipita-
tion forecast looking above
average and fertilizer prices
where they are, I encourage
producers to grow their own
forage instead of trying to go
out and buy it.”

Whether the hay is grown on-
site or purchased from a fel-
low producer, its quality could
still cause issues.

“The one thing I want to be
crystal clear is that energy is
our most limiting nutrient in
most low-quality fescue hay,”
Bailey said. “I encourage the

use of commodity feedstuffs,
like corn, soyhulls, wheat mid-
ds, gluten pellets, distillers’
grains and, if energy is short,
feed 0.5% of body weight each
day. This is a super simple
number that will provide a
meaningful number of calo-
ries to meet energy require-
ments. I also encourage those
feedstuffs from a cost stand-
point. They’re economical, es-
pecially if you have the means
to store a large quantity of
them.”

With supplements at produc-
ers’ disposal, decisions must be
made about when to integrate
them into cattle diets. Bailey
says to have guiding measure-
ments and a plan for action.

“Use body condition score of
your cows to be the judge of
when to start feeding. Try to
go out and estimate the body
condition score (BCS) now. If
they’re less than four (on a
scale from one to nine) with a
calf on the side, start feeding
immedidately! If they’re body
condition score five, wait 30
days and evaluate them and
their pasture again. If they’re
town-dog fat (BCS six or
above), leave them be,” Bailey
said. “From the forage side, if
there is less than 4 inches of
forage on average across the
pasture, it is time to rotate
them to another pasture or
consider supplemental feed. I
highly encourage that simple
rule of thumb.”

Finally, when supplements
are needed, consider how
much is being fed and in what
patterns.

“In general, producers are too
conservative feeding supple-
ments, commodity feedstuffs
and grain to cattle because of
perception. If they feed even
double my recommendation,
there should be little to no is-
sues,” Bailey said. “Another
questionIcommonly get asked
is about stepping them up on
these supplements (gradually
increasing). I do not encour-
age a step-up period because
we have capped the amount
of dietary supplement at a
very safe level. Just start feed-
ing them if body condition is
slipping!” ™1

Test Hay to Help
Meet Cow Needs

hen looking for or
feeding forage, it
can be difficult to de-

termine its quality and
content. Unlike mold and weed
excess, many signs of poor for-
age are not visible. Species
blend, weed presence, maturi-
ty stage, and insect and disease
effects can all disturb forage
value and animal health. This
is particularly threatening af-
ter times of severe weather.
Tim Schnakenberg, agronomy
field specialist with University
of Missouri Extension in Stone
County, said all those factors
can be identified by a quick
hay test.

“A hay test in hand, whether at
the point of a hay sale or when
it is time to feed it to cattle, can
provide a tremendous amount
of information regarding
whether the hay could be fed
to cattle as is or if supplementa-
tion is needed,” Schnakenberg
said. “If the proper tools are
available, the process is fairly

simple.”

1 Secure a hay probe. These
are available for loan at

most extension offices. This is

an essential part of the process.

2Co]lect the sample. Drive
the probe into five to 10
bales from each harvest. This
ensures each potential hay type
gets tested.

3 Prepare and submit mate-
rial. Up to a pint of material
can be mixed for analysis. Cost
varies depending on the test
ordered but could be as little as
$20. Local extension offices can
help locate a testing lab.

4Read and apply results. Use
the report to determine ap-

propriate use of the forage. This
may lead to feed decisions such
as integrating a supplement or
obtaining other hay.

“It can provide clues as to how
much to supplement with oth-
er feed sources for a particular
class of livestock,” Schnaken-
berg said. “Some key numbers
might include TDN (Total Di-
gestible Nutrients), which give
an indication of the energy
value of the hay, and crude
protein. All numbers should be
interpreted from a per dry mat-
ter basis. —By Macey Hurst. ™1
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Stepping Outside The Box

Expanding leadership opportunities through Missouri
Cattlemen'’s Leadership College

By Rebecca Mettler for Cattlemen’s News

issouri Cattlemen’s
Association (MCA)
recently initiated

its Missouri Cattle-
men’s Leadership College.
This program is especially for
younger association members
to increase their beef industry
knowledge and advance their
involvement within MCA. Dur-
ing the yearlong course, partici-
pants become better equipped
with the skills needed to be ad-
vocates and leaders of MCA at
both the local and state level.

The intensive course is com-
prised of four sessions with
beef industry topics spanning
each sector of the industry. The
sessions include leadership, leg-
islative, beef production, and
agribusiness programs. Of the
nine MCA members selected
for this year’s college, Scynthia
Schnake, Stotts City, Missouri,
and Brooke Mareth, Mount Ver-
non, Missouri, represented the
Southwest Missouri Cattlemen’s
Association.

Mareth partners with her dad,
John, in their commercial cow-
calf operation and 417 Produce,
near Mt. Vernon, Missouri. Ma-
reth and her father background
their own calves, raise their
own replacement females and
perform their own AI work. She
also has an off-the-farm job as
a veterinary technician at Wil-
lard Veterinary Hospital, in Wil-
lard, Missouri.

“One goal my dad and I have is
to obviously grow the numbers
of our herd and to make sure
that we are raising quality fe-
males and calves that do well in
the feedyard,” Brooke said.

Schnake owns and operates and
a commercial cow-calf opera-
tion with her husband, Dustin.
Scynthia is the vice president of
the Southwest Missouri Cattle-
men’s Association. She applied
for the opportunity so that she
could be more prepared to run
for association president once
the current president’s term is

up.
“Our family has been involved
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in the MCA for 10 years,”
Schnake said. “Dustin and I be-
came more active at the state
level to protect and advocate
for the beef industry so our
kids will be able to raise cattle if
that’s what they want to do.”

Schnake has noticed that some
people might not understand
the need to volunteer so much
time to an organization with-
out compensation, but she says
that’s far for the case. Advocat-

Hill and experienced one of
the United States’ most historic
cities.

During the beef production ses-
sion the group traveled through-
out Kansas and Texas touring
a wide range of businesses up
and down the beef production
supply chain. Tours included
Five Rivers Feeders, Ulysses,
Kansas; JBS Cactus Beef, Cactus,
Texas; Caviness Beef Packing,
Hereford, Texas; Cactus Grass
Fed Unit, Stratford, Texas; and
Gardiner Angus Ranch, Ash-
land, Kansas.

Both Mareth and Schnake agree
that the experiences opened
their eyes to the beef indus-
try’s bigger picture. They said
it helped them realize that
producers are just a drop in
the bucket, albeit a very essen-

Brooke Mareth and Scynthia Schnake

ing for the industry that pro-
vides a living for her family is
very important. From congres-
sional visits in Jefferson City on
MCA’s Cowboys at the Capitol
days to beef promotion at local
festivals, participation matters.

“It’s compensation itself; we are
making a difference in our in-
dustry,” she said.

Memorable Stops on Two Com-
pleted Tours

During the legislative session of
the program the group of nine
participants had the opportu-
nity to travel to Washington to
participate in the National Cat-
tlemen’s Beef Association Leg-
islative Conference. The group
met with legislators on Capitol

tial drop in the bucket, to pro-
vide the consumer with a safe,
healthy and an enjoyable beef
eating experience.

Industry Tours Impact Future
Management Decisions

One of the higgest takeaways
for Schnake was the impor-
tance of Beef Quality Assurance
(BQA) practices. While her fam-
ily has always followed BQA
in their operation and is BQA-
certified, she now understands
the impact the BQA has on the
industry after touring multiple
feedyards and two beef packing
plants.

“Follow BQA, do your part,”
Schnake said. “Withdrawal pe-
riods are very important, and

it’s also very important to keep
good records.”

The group toured Cottonwood
Feeders’ dairy replacement
heifer development center near
Penalosa, Kansas, which was a
unique tour stop that pushed
them to look at the beef industry
through another lens.

“ wonder if the production
model would be suitable for
beef replacements,” Mareth
said. “I don’t think it’s been ex-
plored much, and I wonder if it’s
a possibility.”

Key Points for Being Beef Indus-
try Advocates

According to Mareth, for the
beef community to be more
relatable to the general public,
we need to ask questions, show
that we care and that we want
to hear their side of the story.
Being open and transparent is
important.

“It’s important as a beef produc-
er to see the business from point
A until the end,” Schnake ex-
plained. “It shows us that every-
thing is utilized and not wasted.
Farmers and ranchers are doing
a good job with sustaibalblity,
and we need to recognize that.”

Mareth believes that the future
is bright for the beef industry.
She’s hopeful that young pro-
ducers like her will bring new
energy, passion and knowledge
to agriculture.

“What I'm seeing is that people
my age are going to college and
coming back to the family farm
versus solely getting a job off the
farm in the ag industry,” Mareth
said. “I guess we are getting sen-
timental.”

Looking Ahead: Final Session

In September, the Missouri
Cattlemen’s Leadership College
group will wrap up its year of
beef industry experiences with
a Missouri-wide agribusiness
tour, which includes stops of Val-
ley Oaks Steak Company, Merck
Animal Health headquarters
and Joplin Regional Stockyards.

Both Schnake and Mareth ap-
preciate the support from the
exclusive program sponsor,
Merck Animal Health, and
their student tuition sponsor,
Southwest Missouri Cattle-
men’s Association. T
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MANAGEMENT MATTERS

Anaplasmosis Awareness

Disease is more prevalent than thought

By Lisa Henderson for Cattlemen's News

reparation now 1s crit-

P ical to thwart the eco-
nomic disaster that is

anaplasmosis. That’s the
key message from veterinar-
ians who warn that anaplas-
mosis infections are creeping
into herds in areas previously

thought only marginally sus-
ceptible to the disease.

Gregg Hanzlicek, veterinari-
an and director of production
animal field investigations

for the Kansas State Veteri-
nary Diagnostic Laboratory,
has been warning cattle pro-
ducers about anaplasmosis in
recent years. In a 2017 study
conducted by Kansas State,
164 veterinarians sampled
cattle from 925 herds across
the state.

Results found anaplasmosis-
positive animals in 75% to
90% of the herds in eastern
Kansas where the disease is

considered an endemic. What
surprised veterinarians is
that  anaplasmosis-positive
animals in western Kan-
sas ranged from 18% in NW
Kansas to 34% in SW Kansas.
While the study did not deter-
mine the percentage of ani-
mals in each herd that were
positive for anaplasmosis, the
message was clear - the dis-
ease is more prevalent than
previously thought.

Anaplasmosis is a disease
caused by the blood parasite
Anaplasma marginale. Han-
zlicek says it is transmitted
from animal to animal by bit-
ing flies, ticks and contami-
nated needles or surgical in-
struments. Once infected, an
animal’s immune system at-
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tacks the invader, but also de-
stroys infected red blood cells.
In an acute infection, the loss
of red blood cells inhibits the
animal’s ability to provide ad-
equate oxygen to tissues, and
death occurs due to suffoca-
tion at the cellular level.

The major economic losses
due to anaplasmosis are abor-
tions and cattle deaths. Late
summer and fall usually is the
peak time when anaplasmosis
signs are prevalent in infected
cattle, and Hanzlicek says pro-
ducers should look for several
signs. Many of the signs are
associated with anemia.

“They can be open-mouth
breathing and staggering,” he
said. “Sometimes they will get
a yellow tinge to the whites of
their eyes or the vulva.”

Common signs of anaplasmo-
sis is extreme aggressive be-
havior of cattle.

“This is because the brain is
starved for oxygen due to the
anemia, and therefore, not
enough oxygen is reaching the
brain,” he says. While animals
of all ages can become infect-
ed, the clinical signs are most
likely exhibited by animals
over the age of three years,
with calves rarely showing
clinical signs.

“Late summer and early fall
are typically the peak time of
year for observing the clinical
signs,” Hanzlicek said. “It is
important to remember there
are other things that may Kkill
adult animals or cause these
clinical signs. If a producer
sees any of the signs men-
tioned, contact a local veteri-
narian to assist with the diag-
nosis.”

Ticks are considered the pri-
mary transmitter of the dis-
ease. A Kansas Veterinary
Diagnostic Lab study col-
lected hundreds of ticks from
around Kansas. More than 33
percent of all of the ticks col-
lected tested positive for Ana-
plasma marginale.

But ticks are not the only
transmitter of the disease.
Anything that transfers blood
between animals can be a
source of infection including
stable flies, horse flies, deer
flies and mosquitoes, and even

CONTINUED ON NEXT PAGE
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ANAPLASMOSIS AWARENESS
FROM PREVIOUS PAGE

the needles you use to vacci-
nate animals. In one extreme
case, veterinarians reported
an 800-cow dairy experienced
a 38% infection rate and 25%
death loss due to anaplasmo-
sis after crews neglected to
change needles while vacci-
nating cattle.

Treatment and prevention

Antibiotics are both the pre-
vention and treatment for an-
aplasmosis in cattle.

“There are several good in-
jectable oxytetracycline prod-
ucts available for treatment
to reduce the clinical signs,”
Hanzlicek says. “I recommend
producers call their veterinar-
ians to diagnose the disease
and utilize their advice on
what products work best to
reduce the clinical signs.”

Handling of infected animals
should be done with care and
caution. Due to their anemic
state, any added stress will
sometimes cause older cattle
to die from the stress of han-
dling or going through a cattle
chute. Hanzlicek says several
chlortetracycline products are
available that treat anaplas-
mosis infections.

Prevention of the disease is
often successful by feeding an
antibiotic during the grazing

season. That is usually deliv-
ered in a mineral mix, but re-
quires a veterinary feed direc-
tive (VFD).

Since Jan. 1, 2017, a VFD is re-
quired when medically impor-
tant antibiotics—medications
that are important for treating
human disease—are to be ad-
ministered to animals in feed
and drinking water. Among
the provisions, the U.S. Food
and Drug Administration re-
quires veterinary oversight
whenever such antibiotics are
administered to any food ani-
mal species via feed or water.
Consult your veterinarian for
details.

“Regardless if an animal is
treated, if an infected animal
survives, it will be a carrier for
the rest of its life,” Hanzlicek
said. “Therefore, it is going to
be a source of infection for the
rest of the herd.”

If an animal is a carrier and
is re-infected, it will not show
the clinical signs the second
time, he said.

“That is really the only good
thing about the disease is a
lifelong immunity to showing
clinical signs,” Hanzlicek said.
Some research suggests that
up to 16% of the calves born
to positive anaplasmosis cows
will also be positive anaplas-
mosis carriers at birth. ™
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TRENDING NOW

Agribusiness Academy Tours
Joplin Regional Stockyards

High-achieving students encouraged to take advantage

of opportunities

By Kelsey Harmon for Cattlemen’s News

T he 2019 Missouri Agri-
business Academy
(MADbA) class toured Jop-

lin Regional Stockyards on
Wednesday, June 5, as part of
the program, which explores
educational opportunities and
meets with agricultural lead-
ers in the Springfield area.
This year the tour included
four to six tour stops per day
for five days.

According to the Missouri De-
partment of Agriculture web-
site, since 1988, MADbA has
awarded 930 academy mem-
berships through a competi-
tive application and interview
process. To be eligible for
MADbA, students must come
from a farming family or be an
active member of the National
FFA Organization or 4-H.

“The most valuable thing we
can do to develop the next
generation of agriculture’s
workforce is to share with
them the wide variety of ca-
reers that may interest them,”
said Director of Agriculture
Chris Chinn. “These young
men and women have proven
themselves to be some of the
highest-achieving students in
agriculture. It is our hope that
MAbA will further develop
their leadership skills and in-
troduce them to their future
in agriculture.”

Written  applications are
scored by a panel of indepen-
dent judges. The top 10 appli-
cants per region move into the
semi-finals and are invited to
an interview. Semi-finalists
must attend an in-person in-

terview. The five applicants
with the highest combined
written and interview scores
from each region are selected
to participate in the Missouri
Agribusiness Academy. Out
of 200 applicants, 30 Missouri
students were accepted into
the MADA class of 2019.

The tour of Joplin Regional
Stockyards consisted of three
speakers. The first speaker,
Don Kleiboeker, market re-
porter for the stockyards,
spoke about his position and
his main task of reporting
slaughter cattle and replace-
ment cattle. He said for slaugh-
ter cattle, grading is mostly
based on fat deposition. Klei-
boeker also explained the
new Market Analysis Report-
ing System (MARS) that he
uses to enter information for
reports following a sale. This
tool helps the Missouri De-
partment of Agriculture’s Ag
Market News team dissemi-
nate information to the pub-
lic, which helps farmers and
ranchers market their cattle.
He says that he gets many
calls about how the markets
are performing because they
are a good indication of how
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the rest of the country’s mar-
kets are doing.

The second speaker, Sarah
Cook, veterinarian at Animal
Clinic of Monett in Missouri,
spoke to the students about
her background in agricul-
ture, her path to becoming a
veterinarian and some of her
daily duties. Cook comes from
a cattle family. They have a
registered Brahman cow-calf
operation in Alexandria, Loui-
siana. Cook is a recent gradu-
ate of Louisiana State Uni-
versity School of Veterinary
Medicine and is 25 years old.
Prior to being accepted to vet
school, she went to a smaller
school in north Louisiana for
her pre-veterinary courses.
She decided to take a job in
southwest Missouri following
an externship during her clin-
ical rotations.

She said she rotates working
sales with the other vets. Her
main tasks when working the
sale include processing the
cows by giving them a metal
ear tag and an individual iden-
tification, pregnancy checking
heifers and processing calves
which can include vaccina-
tions, castrations and PI tests.
At the Animal Clinic of Monett,
Cook performs small animal
medicine as well. She explains
that some of her tasks are per-
forming orthopedic plating,
ACL repairs, bone surgeries,
and working emergency calls.

Cook suggests that students in-
terested in veterinary school
focus on a few things: getting
good grades, being involved
in extracurricular activities
that pertain to their interests,
job shadowing and seeking
out unique industry-related
experiences and summer jobs
to help them stand out. She
says that maintaining a bal-
ance of these areas is impor-
tant. “Making connections is
the biggest thing, but balance
is the hardest,” says Cook. “ I
took time out of school to go to
conferences and maybe didn’t
perform as well on an exam,
but I did make connections,
including finding a job.”

The final speaker, Jackie
Moore, founder and owner
of Joplin Regional Stockyards,
provided the students with
insight on how and why he
started the stockyards. He at-

CONTINUED ON NEXT PAGE
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tended auctioneer school at 13
years old. He said that he had
a four-year, full-ride offer to
play football, but he wanted
to pursue his passion for auc-
tioneering and holding auc-
tions. “I've been pretty blessed
in my life because my entire
life I've done exactly what I've
wanted to do.”

In 1977 Moore graduated from
Mount Vernon High School
and went to work for a com-
mission company in Joplin. By
1986, he owned all four of the
local commission companies
and then purchased the Joplin
stockyards located downtown
before building the modern-
day facility in 1995. He later
expanded and purchased sev-
eral other stockyards and sold
them throughout the years.
Moore’s three children, nine
grandchildren and many
of his employees who have
worked at the stockyards for
20 to 40 years make the stock-
yards seem like a big family.

Moore ended on a word of ad-
vice to the students. “The big-
gest deal about business is to
take advantage of opportuni-
ties,” says Moore. “You always
have to be watching for what’s
going on and the opportuni-
ties that lay ahead of you. Ev-
ery day we’re all offered an
opportunity somewhere in
life that we can make a suc-
cess out of if we use our head
and manage it right.”

Sydney Studenbeck, selected
for the MAbA Northeast Dis-
trict is from Salisbury, Mis-
souri. She says she learned
about the MAbA program from
an agriculture teacher that
encouraged her to apply and
stressed the opportunities that
the tour offered. Studenbeck is
interested in pursuing an agri-
business degree in college.

Joplin Regional Stockyards was a featured stop on this year's
Missouri Agribusiness Academy, a leadership program for high
school sophomores in Missouri. JRS owner Jackie Moore, right,
gave students insight on the business of livestock marketing.
Moore's niece, Sydney Studenbeck, is a member of this year's
academy.—Photos by Kelsey Harmon for Cattlemen's News.

“Agriculture is the backbone
of our country,” says Studen-
beck. “We need every aspect
of it whether it be cattle or
row crops.” She says on the
tour, she has learned that ag-
riculture is a broad industry
and takes a strong work ethic
to be successful. Studenbeck
ends on this note.

“I love agriculture, and I real-
ly hope that all of these oppor-
tunities can help me to make
my mark on agriculture," she
said.
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Managing the Buzz

Fly control strategies for optimal cattle performance

By Lisa Henderson for Cattlemen's News

hink the harsh winter

l weather of 2019 will
help reduce nuisance
flies for your cattle this

summer? Think again, say
livestock entomologists.

“The wet spring certainly pro-
vided favorable breeding con-
ditions for flies,” says Univer-
sity of Illinois Extension Beef
Cattle Educator Travis Me-
teer. “As we progress into the

summer, it is evident that fly
pressure is and will be heavy.”

Research has shown that
the economic threshold for
treatment of horn flies is 100
flies per side (200 total) for a
cow, and 50 flies per side for
a calf. Once this threshold is
reached, biting flies will have
negative impacts on cattle per-
formance, so some sort of fly
control program is important.

operation.
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Horn Flies

Livestock entomologists iden-
tify horn flies as the most eco-
nomically significant pest for
pastured cattle. They estimate
American cattlemen lose more
than $1 billion annually to horn
flies, with their impact causing
decreased feed intake leading
to reduced weight gains and di-
minished milk production.

Horn flies will be found on the
shoulders, back and belly of
the animal, and they use host
cattle for 20 to 30 blood meals
per day. These flies lay eggs in
the manure, thus feed-thru fly
control is an effective preven-
tion method.

Meteer and other state exten-
sion beef specialists encourage
you to help your cattle through
horn fly season because it’s the
most damaging ectoparasites
of pastured cattle. Horn flies
can cause dermal irritation and
anemia, in addition to their ef-
fect on weight gain.

Many products are available
for horn fly control, and exten-
sion specialists believe roughly
$60 million is spent each year
on insecticidal control meth-
ods. But those costs appear
justified. A recent University
of Nebraska study found calf
weaning weights were 10 to
20 pounds higher when horn
flies were controlled on mother
COWS.

For yearling cattle on grass, the
Nebraska study found horn
flies can reduce weight gains
by 18 percent.

“The economic injury level
(EIL) for horn flies is 200 flies
per animal,” Meteer says. “An
economic injury level is when
the economic impact of the pest
equals treatment costs. During
the summer, horn fly numbers
on untreated cattle can exceed
several thousand.”

Stable flies

Stable flies are found on the
feet and legs of cattle. Natural-
ly, irritation in this area causes
cattle to stomp their feet and
switch their tails. Stomping feet
and switching the tail are ac-
tions that require energy and
thus increase the maintenance
requirement of the animal
Thus, an economic threshold
has been studied and conclud-
ed that more than five stable
flies per leg would be a drain

on performance and potential
profit.

Face flies

Face flies resemble the com-
mon house fly and are found
on the face around the eyes,
mouth, and muzzle of cattle.
They are nonbiting flies and
smaller in size than the stable
or horn fly. These flies mostly
feed on secretions from the
eye. The main concern with
face flies is that they are the
main vector for the bacterium
Moraxella bovis that causes
pinkeye in cattle. These flies
also reproduce in the manure.

Horse flies

Horse flies are a notorious
bloodsucking pest that are an
extreme irritation to cattle.
However, only the adult female
bites. They are generally day-
time feeders that use piercing/
chewing mouth parts to feed on
the blood of the animal. Horse
flies will sometimes move from
animal to animal until they can
locate an area where they will
be least disturbed. This makes
horse flies the most difficult to
control of the three flies. Due
to their intermittent feeding ac-
tivity, they are prone to spread
disease, most notably anaplas-
mosis, a blood disease that can
cause abortions and death in
cattle.

Several control methods exist:
fly tags, pour-ons, dust bags,
oilers, knockdown sprays, feed
additives, baits, and more.

Meteer says fly tags are a “popu-
lar choice, however it is impor-
tant that you diligently rotate
active ingredients or types of
insecticide to ensure resistance
is not easily built up to a cer-
tain fly tag. It is also important
to remove all old tags immedi-
ately after the season. Most fly
tags provide good coverage for
only 30-60 days.” Thus, fly tags
should be one part of your fly
control plan, but not the entire
plan.

Oilers and dust bags are best
in forced-use scenarios. “This
means the cattle are required
to go under them in a gateway,
around a mineral feeder, or
any high-use area. Success is
dependent on keeping these
charged or containing the in-
secticide,” Meteer says.

CONTINUED ON NEXT PAGE
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TRENDING NOW

Summer School

Agriculture: part of the curriculum thanks to the Southwest Center

By Jendel Wolf

ummer school sure isn’t
S what it used to be! When
I attended school, sum-
mer school was for stu-
dents who needed to complete
classes to help them gradu-
ate. Today’s summer school is
an interactive cornucopia of
learning. Many schools take
several field trips for learning
experiences beyond the class-
room. The University of Mis-
souri Southwest Research Cen-
ter offers such an opportunity
for surrounding schools for a
hands-on learning experience
about agriculture.

Agriculture is a broad term
and encompasses many di-
verse areas. Yet, many youth
in today’s society do not real-
ize they come into contact with
agriculture in their everyday
lives. This is the reason Ag Fun
Day was created. We wanted
to expose more youth to what
agriculture is and why it is im-
portant to everyone.

June 5 was a bright, warm day
for three area schools to bus 90
students to experience Ag Fun
Day. As the students prepared
to unload, they each received
a passport. The passports are
a fun way to keep the kids en-
gaged with each station, give
them a map of the stations and
a great keepsake to take home.
The passports are also a way
for the students to talk with
their families about what they
learned.

The focus of the day is to teach
students about how agricul-
ture influences their lives. One
of the more unique stations
is the prairie. The Southwest
Research Center has approxi-
mately two acres of native
prairie. Andy Thomas, assis-
tant research professor, leads
the students in using all their
senses to learn about what a
native prairie is. The immer-
sive environment allows the
students to engage with sights,
sounds and smells of agricul-
ture.

After a brief introduction, the
students are encouraged to
use the mowed path to walk

www.joplinstockyards.com

through the prairie. They see
flowers, birds, butterflies and
bees. They absolutely love to
touch the flowers and other
plant life. Andy allows them
to pick the flowers and smell
them. It is fun to see several
children roaming through the
prairie with fists full of flow-
ers, and smiling from ear to
ear.

Reagan Bluel, MU Extension
dairy specialist, helps students
connect the dots through a hay
production demonstration.
They see a round bale of hay in
the fields, but they don’t know
how it got there. She starts
with having them touch differ-
ent grasses and forages, then
walks them over to two round
bales. In the background is a
tractor and a baler. She has
them smell the hay, touch the
bales, and has them guess
how much the bales weigh.
She shows them the equip-
ment that is used to produce

CONTINUED ON NEXT PAGE
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FROM PREVIOUS PAGE

He suggests sprays be used to
effectively decrease fly loads
on animals. They however do
not provide much residual
control and thus must be re-
applied frequently.

“This adds labor and some-
times stress to the animal.
Some sprays do have residual,
but only for 1 to 2 weeks. Re-
member to wear protective
clothing, eye protection, and do
not spray near feed and water.

Feed additives (such as and in-
sect growth regulator) can be
fed through mineral or tubs.
“This prevention method is
great at breaking the life cycle
of the fly,” Meteer says. The IGR
method is perceived as a more
costly method of fly control.
It cannot kill your neighbor’s
flies. You need to start feeding
IGR at least two weeks prior to
fly season. This method is very
low-labor and very low-stress
on the animals.™

MU Extension Dairy Specialist Reagan Bluel helps educate stu-
dents on hay production during the MU Southwest Center's Ag
Fun Day. The experience helps students learn about agriculture.
—Photo from University of Missouri Southwest Research Center.
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NETWORK KNOW-HOW

Lazy Kids Today

Excited about agriculture tomorrow

By Erin Hull

hen people learn
that I own a farm
and have children,

the first thing they say
is “How nice. I bet your kids
love it.” To which, I laugh.
My kids do not love the farm.
In fact, my son doesn’t even
mildly like it. And my daugh-
ter likes it just enough to
work with a 4-H calf every
year. Deep down, I know it’s
not because she loves the calf
and showing, it’s because she
loves 4-H and the fair and all
the good times.

I grew up with three broth-
ers. Two are older than me,
and one is much younger than
me. My father is a tractor and
crop guy and owns an excava-
tion business to fill in his time
when he’s not “making hay
when the sun shines.”

He loves machinery and is by
far the best mechanic I know.
His brain works much like
mine. This moves this, which
moves this, so bam — there’s
the problem. Yet, I am not
a great mechanic. I can fix
things. I hate fixing things.
I fix things so people don’t
know that I’'ve broken things.
But we’re just wired to make
sense of things.

Asayounggirl,if Mom couldn’t
find me, she knew I was in the
shop wrenching on something
with my father. I enjoyed it. It
made sense to me, and Dad al-
ways needed someone to hold
the flashlight. If you’ve ever
held a flashlight for someone
wrenching on a piece of ma-
chinery, you understand how
stressful and important your
job is. As a young girl, I was
more than happy to help my
father in the shop. I enjoyed
the work. I wasn’t forced to
help him. I enjoyed helping
him.

My mother on the other hand
is not mechanically inclined
at all. (Sorry, Mom, but I'm
pretty sure you know this.) My
mother’s passion is horses. If
the sun is shining, she’s on a
horse. We always joke in our
family that her priorities were
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and will always be 1. Horses
2. Kids/Grandkids 3. Every-
thing else.

She loves horses and owns
many. We all fear the day
she’s too old and broken
down to ride because we will
all suffer. The funny thing is,
she never forced horses onto
any of her four children. In
my pre-teen years, I showed
an interest in riding. Being
the horsewoman that she is
and always having room for
one more, she bought me my
own mare, Duchess. I loved
Duchess. But I hated mucking
stalls, so Mom never made me
do it.

She got me Duchess because
she loved horses and because
she hoped I would. As it turns
out, horses weren’t my thing
(cows clearly are). I do have
an appreciation for horses
today. Rarely do I have free
time, but from time to time,
I do call my mother and tell
her I'm up for a ride. She’ll
tell you this doesn’t happen
often enough, but it does hap-
pen. Had I been forced to ride
and muck stalls when I was
younger, this would never
happen.

My husband was raised
much the same way. His fam-
ily owned a very large con-
struction company. I would
venture to guess that most
of their family’s friends as-
sumed he would become a
large equipment operator or
an engineer. His father was
an engineer and a crane op-
erator and loved heavy equip-
ment. Today, my husband is
neither of those things and

SUMMER SCHOOL
FROM PREVIOUS PAGE

the round bales. For many stu-
dents this is the first time they
have been up close to a tractor
or any piece of equipment.

Cherri Middleton presented
BEEFO Bingo. Middleton rep-
resented Agriculture Educa-
tion on the Move, which is the
education division of the Mis-
souri Farmers Care organiza-
tion. It is an interactive way to
show all the different products
we use from beef cattle besides
meat. They used marshmal-
lows to use as place markers
for their bingo cards. Cherri
explained even the marshmal-
lows are a product from beef
cattle.

Many more stations engaged
young minds and helped them
become more aware of what
agriculture is and how it af-
fects their lives. The teachers
give us positive feedback, and

they are excited to learn as
much as their students.

One teacher’s comment, “Stu-
dents learned that most things
they buy are either produced
on a farm or a product of ma-
terials produced on a farm.”

This is the third year for this
event. We have taken it slowly
and invited a smaller number
of students so we can get this
event right. When you start
something new, it is important
to make sure the environment
is engaging and caters to the
learners. It is part of our duty
as the University of Missouri
College of Agriculture, Food,
and Natural Resources to edu-
cate the public about agricul-
ture. We are fulfilling that re-
sponsibility by educating the
future generations of consum-
ers and farmers.

—Source: University of Missourt
Southwest Research Center. ™

doesn’t even enjoy any large
equipment work. As a couple
we’re okay with that because,
much like my mother, he’s not
very mechanically inclined.
(Don’t be offended, honey. I'm
quite certain you know this.)

This taught us both a great life
lesson. Your passions are not
necessarily everyone else’s,
even if they share your DNA.
So, when it came to our own
children, we had a big deci-
sion to make. Do we force
them to come to the farm with
me and help me, or do we just
go do what needs to be done
without dragging them along?
We chose the latter.

Do I dream of having my
children work beside me? Of
course, I do. But I know forc-
ing it upon them will not give
me that result. Quite possibly,
doing that will make them
never appreciate the farm or
agriculture as a whole, and
they certainly won’t look back
on their childhood with stars
in their eyes and tell people
they loved living in the coun-
try. Today, I always ask them,
“Anyone want to go to the
Hollow and help me with x, y
and z?” Nine times out of 10,
the answer is no. But that one
time that the answer is yes
makes up for all those no’s.

Is this easy? Of course not.
My husband and I can always

use the extra help around the
farm. Yet, we both agree that
forcing them to work will only
backfire. We are at a cross-
roads this summer. Our oldest
is old enough to be working.
My husband and I both have
a very good work ethic, and
we will not be allowing said
child to sit home and waste
away his summer. To us, work
when you become a certain
age is different than forcing a
passion onto them. Our farm
is our passion, not theirs. Of-
ten, I look at pictures and see
children working alongside
their parents, and my heart
breaks a little. I so want what
those pictures hold. But for us,
it’s just not in the cards — yet.
I hope and pray that someday
it will be.

I hope that I am showing my
children what passion is. Pas-
sion is doing something and
not viewing it as work. Pas-
sion is something that is deep
within you and drives you to
do better day in and day out. I
know we are judged as a fam-
ily because our kids don’t help
much at the farm. But again, I
hope and pray that our deci-
sion to not force the farm onto
them will bring them back to
it for the next generation to
enjoy.

--Source: Erin Hull raises Red An-
gus cattle on her Lucky 13 farm in
Tully, New York.™ ¥
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Protect The Harvest is a nonprofit,
Tha“k You For tax-exempt, publicly supported organization
under Sections 501 (c)(3) and 509 (a)(1)
Yﬂ ll r Generous of the IRS Code, and is incorporated and

n t' I registered in Missouri. All donations are tax
ona lon = deductible to the extent allowed by law.

Our Fight
Is Your Fight.
Together, We

WILL Win!

PROTECT

g THE ———p

HARVEST

.Com

T

844.360.8300

info@ProtectTheHarvest.com

Protect The Harvest
480 Southpoint Circle
Brownshburg, IN 46112



Scynthia Schnake
Stotts City, Missouri
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PRODUCERS IN THE FOUR—STATE AREA

Cattlemen’s News is direct-mailed every month
to 11,000+ cattlemen and women in the heart
of cow-calf country. Dedicated to helping cattle
producers add value to their operations,
our mission is to put today’s producers in touch with
the information and products that will make them
profitable for tomorrow.
Invest in your future. Advertise your production sale
in Cattlemen’s News.

TRENDING NOW

Schnake Seeks MBIC Position

Register to vote in up-coming election by July 19

T he Missouri Cattlemen's
Association nominates
Scynthia Schnake in the

upcoming Missouri Beef

Industry Council election for
Region 4.

Missouri cattle owners can vote
in the MBIC election. They can
register to vote online at agri-
culture.mo.gov if they have not
previously done so. The dead-
line to register is July 19. Ballots
will be mailed Aug. 16.

MBIC board members are
charged by statute with dis-

ADD

4T YOUR PRODuc:'r‘lb‘Ns'

pensing check-off funds in an
appropriate manner for the
benefit of Missouri beef pro-
ducers.

A Stotts City, Missouri, cow/calf
producer, Schnake says she
knows the importance of the
check-off dollar and the value
it has in promoting and educat-
ing consumers about the taste
and nutrition of beef.

Joplin Regional Stockyards is
proud to support Schnake in
the MBIC election’™

SW
J

JOPLIN REGIONAL STOCKYARDS

TTLEMENS NEW
GATILEMENS NEWS
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417.048.BEEF

ASK ABOUT WEB AND SOCIAL MEDIA
MARKETING FOR YOUR SALE!

Contact Mark Harmon today
to reserve your ad space.
Phone: 417.316.0101
Email:
markh@joplinstockyards.com

TRENDING

NOW

Low-Interest
Loans: Help
from Natural
Disasters

Emergency support to
producers in surrounding
counties/border states
also available

issouri agricultural
producers who lost
property due to re-

cent natural disasters
may be eligible for U.S. Depart-
ment of Agriculture (USDA)
physical loss loans. The Farm
Service Agency (FSA) offers
these low-interest loans to ag-
ricultural producers in Barry,
Barton, Cole, Dallas, Greene,
Jasper, Laclede, Lawrence,
Miller, Phelps, Polk, Pulaski
and Wright counties, the pri-
mary damaged area, who in-
curred losses due to tornadoes
and high winds that occurred
between April 30 and May 23,
2019. Approval is limited to ap-
plicants who suffered severe
physical losses only, including
the loss of buildings and live-
stock. Applications are due
Feb. 11, 2020.

Producers in the contiguous
Missouri counties of Boone,
Callaway, Camden, Cedar,
Christian, Crawford, Dade,
Dent, Douglas, Gasconade,
Hickory, McDonald, Maries,
Moniteau, Morgan, Newton,
Osage, St. Clair, Stone, Texas,
Vernon and Webster, along
with Benton and Carroll coun-
ties in Arkansas, and Cherokee
and Crawford counties in Kan-
sas, are also eligible to apply
for emergency loans.

Physical loss loans can help
producers repair or replace
damaged or destroyed physi-
cal property essential to the
success of the agricultural op-
eration, including livestock
losses. Examples of property
commonly affected include es-
sential farm buildings, fixtures
to real estate, equipment, live-
stock, perennial crops, fruit
and nut bearing trees, and har-
vested or stored crops and hay.

www.joplinstockyards.com



Kids Feeding Kids

Pledging to Serve at Missouri's State FFA Camp

his summer, Missouri
1 Farmers Care interacts
with Missouri’s youth at a
place where the sun shines
brightly, and cell-phone ser-
vice is limited: Camp Rising
Sun. Since 1945, hundreds of
FFA members from across the
state annually gather at camp
on the Lake of the Ozarks for
a week full of leadership pro-
grams, waterfront activities
and relationship building.

Each Tuesday morning, more
than 200 students engage with
Missouri Farmers Care staff
in a leadership development
workshop focused on service
and highlighting the 2019
Drive to Feed Kids. The work-
shop allows FFA members to
spend time reflecting on the
purpose and motivation be-
hind the drive. Students are
encouraged to create their
own pledges to serve their

communities and beyond.
At the end of the workshop,
members are challenged to re-
cord their pledges on posters
to be displayed at this sum-
mer’s Missouri State Fair.

With a vision of expanding the
Drive to Feed Kids, Missouri
Farmers Care encourages FFA
members to brainstorm ways
to serve their local commu-
nities through the Drive to
Feed Kids. Students who get
involved early in the sum-
mer through State FFA Camp
workshops are encouraged
to amplify Drive to Feed Kids
efforts locally by facilitating
events and engaging neigh-
bors in their communities.

The Drive to Feed Kids culmi-
nates at the third annual FFA
Food Insecurity Service Day,
hosted in partnership with
Missouri FFA and Missouri

Sydnee Mason with Missouri Farmers Care leads a weekly workshop
at Missouri’s FFA camp, encouraging student leaders to invest in their
communities and serve food-insecure children through the Drive to
Feed Kids. —Photo from Missouri Farmers Care.

Farmers Care, on Tuesday,
Aug. 13. This year’s goals in-
clude packing over 100,000
meals in addition to raising
funds to equip food banks to
meet the needs of food-inse-
cure children in their commu-
nities.

Missouri Farmers Care is a
joint effort by Missouri’s farm-

ing and agriculture commu-
nity to stand together for the
men and women who provide
the food and jobs on which
our communities depend. To
join the 2019 Drive to Feed
Kids, visit mofarmerscare.
com/driver T

Women to Women

Agribusiness group visits Joplin Regional Stockyards

From Our Staff
n Friday, June 7, 2019,
a special group of la-

dies visited the Joplin
Stockyards. These eight
women are from Arkansas,
Ohio, Indiana, Kentucky, Mis-
sissippi and right here in Mis-
souri. They are neighbors ac-
tually! Julie Block and Sara
Rabel from Top Notch Farms
in Carthage are a part of this
Women-To-Women group that
meets two times per year but
also has conversations about
all things agribusiness all of
the time.

The Women-to-Women group
is unique to the agriculture
world. Itismade up of all wom-
an who are farmers covering
nearly 70,000 acres across the
states they call home. While
they all grow different crops
such as corn, soybeans, seed

www.joplinstockyards.com

corn, peanuts, cotton, alfalfa,
barley and rice, they are also
growing their family business-
es and families. The time they
spend together is very valu-
able, talking all things busi-
ness and helping each other
with whatever challenges or
opportunities that come their
way.

Each year during the summer
meeting, they travel to one of
the farms in their respective
group. This summer was Top
Notch Farms in Carthage, Mis-
souri. During their meeting,
Joplin Stockyards was toured
by the group to learn more

about how stockyards oper- §

ate. It was a great opportunity

Pictured left to right: Stephanie Holcomb, Kentucky; Elizabeth
Jack, Mississippi; Kassi Tom-Rowland, Indiana; Julie Block, Mis-
souri; Kasey Bamberger, Ohio; Sara Rabel, Missouri; Stacie Koger,
Mississippi; Jennifer James, Arkansas. —Photo from our staff.

to learn more about some- 5

thing that is pretty foreign to

row Crop farmers.—~¢—
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____ON THE CALENDAR
Native Pasture Management

Tour Scheduled

Discuss the benefits of grazing native grasses on July 24

Native grasses can be

useful when grazing your
cattle through the summer
months,” says Patrick Davis,
MU Extension livestock field
specialist.

Native grasses provide ad-
equate forage quality and
quantity for stocker -cattle
to gain approximately two
pounds daily. In addition,
these grasses grow more ef-
ficiently during the summer

BELF.

IT'S WHAT'S FOR DINNER®

months on less water and fer-
tility, resulting in higher stock-
ing rates and better perfor-
mance than typically grazed
cool season grasses.

Plus, moving cattle to native
grass pastures during the sum-
mer reduces the consumption
of ergovaline, which is asso-
ciated with fescue toxicosis
symptoms, resulting in health-
ier, better-performing cattle.

Since native grasses are ben-
eficial to cattle grazing dur-
ing the summer, MU Exten-
sion is cooperating with the
Natural Resource Conserva-
tion Service (NRCS), Missouri
Department of Conservation
and Quails Forever to provide
a pasture tour to learn more
about cattle grazing native
grasses. This Partners in Pas-
ture tour will be held on July
24 at the Wah’Kon-Tah Prairie
near El Dorado Springs, Mis-
souri, beginning at 5:30 p.m.

Representatives from each of
the partnering organizations
will be available to discuss
and answer questions about
grazing native grasses. Topics
of discussion will include:

CHUCK KNOWS BEEF

your gquestions.

z':n.

Start the conversation at

30 JULY 2019

(1S §KNOWSBEEF.COM

FIVE things to know.

1 ALL-BEEF-KNOWING

Chuck Knows Beef - from recipes and cuts to nutrition and cooking tips. Plus, a whaole lot maora!

2 EASILY ACCESSIBLE
Quickly access Chuck at ChuckknowsBeef.com, or simply enable Chuck Knows Beef with your
Amazan Alexa or Google Home Assistant

3 POWERED BY GOOGLE Al

Chuck Knows Beef is powered by Google Artificial Intelligence, instantly accessing and serving
up your beefy answers

] 4 CONSTANTLY LEARNING

Just like beef, Chuck gets better with age. He's always learning and adapting to better answer

FUN PERSONALITY
Chuck isnt ALL business. He has a fun personality, his own favarite song and enjoys a good dad
joke from time to thyme

Mow on Amazon Alexa

KNOWS BEEF

MNow on Google Assistant

BEEF

temded vy Bod Fermeny e Ranchen

* Patch burn grazing as a
forage management tool
for cattle and wildlife on
Wah’Kon-Tah Prairie.

* Practical cattle grazing
management and perfor-
mance on native pastures.

* A potluck meal will be
part of the tour, so bring
your favorite dish. The
Missouri Department of
Conservation will provide
hamburgers.

The tour is free to the public,
but please register by July 18
by contacting the Cedar Coun-
ty MU Extension Center at
417-276-3313 or Patrick Davis
at davismp@missouri.edu.

For more information or if
you need accommodations
because of a disability, need to
relay emergency medical in-
formation or need special ar-
rangements if the building is
evacuated, contact the Cedar
County MU Extension Center.

You may also find more in-
formation on how to improve
your grasslands at https://
extension2.missouri.edu/pro-
grams/nrcs-mu-grasslands-
project.

—Source: University of Missouri
Extension release.™ ™

Alfalfa Workshop
Set for Aug. 1

WHAT: Alfalfa 101 Workshop

WHERE: Dadeville High School
Ag Classroom, Dadeville, Mis-
souri

WHY: Learn about alfalfa
stand establishment, starting
production and harvesting as
well as feeding alfalfa to cattle
and the economics of growing
alfalfa.

HOW: Cost is $35 per person,
which covers the evening
meal and workshop expenses.
Registration fee is due July 31
to: Dade County MU Extension
Center, 2 N. Main St., Dadev-
ille, MO 65661.

FOR MORE INFORMATION:

Call 417-276-3313 or email
Patrick Davis at davismp@
missouri.edu.™ ™

www.joplinstockyards.com



EVENT ROUNDUP

July

18 Prime Time Livestock Video Sale
Joplin Regional Stockyards, Carthage, Missouri
FMI: JRS office 417-548-2333 or
Colby Flatt, video manager, 620-870-9100

24 Native Pasture Management Tour
Wah 'Kon-Tah Prairie near El Dorado Springs, Missouri
FMI: 417-276-3313

25-8/3 Ozark Empire Fair
Springfield, Missouri
FMI: 417-833-2660

August

1 Alfalfa 101 Workshop
Dadeville High School Ag Classroom, Dadeville, Missouri
FMI: 417-276-3313

1 Prime Time Livestock Video Sale
Joplin Regional Stockyards, Carthage, Missouri
FMI: JRS office 417-548-2333 or
Colby Flatt, video manager, 620-870-9100

7 Replacement Cow and Bull Highlight Sale
Joplin Regional Stockyards, Carthage, Missouri
FMI: 417-548-2333

Missouri State Fair
Sedalia, Missouri
FMI: 800-422-3247

15 Prime Time Livestock Video Sale
Joplin Regional Stockyards, Carthage, Missouri
FMI: JRS office 417-548-2333 or
Colby Flatt, video manager, 620-870-9100

8-18

Tune in to the JRS Market Report

Station | Frequency Day Time
KKOW 860 AM M/W 12:50 p.m. & 4:45 p.m.
KRMO 990 AM M-F 9:55-10:05 a.m.
KRMO 990 AM M/W/F Noon Hour
KRMO 990 AM T/Th Noon Hour
Outlaw 106.5FM M/W 11:45a.m.
TheZ 102.9 FM M/W 12:40 p.m.
KTTS 94.7 FM M/W 11:30a.m.&12:30 p.m.
KGGF 690 AM M/W 11:30a.m. &12:30 p.m
Kwoz 103.3FM M/W 11:30a.m.
KHOZ 900 AM M/W 12:15 p.m.
< KGGF (EIEIM
il

o L 77
KEQH{
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N fift

Stay up-to-date on everything at JRS K3 %0/

www.joplinstockyards.com

MISSOURI BEEF INDUSTRY COUNCIL

DIRECTOR ELECTION
LEGAL NOTICE

Notice is hereby given that the Director of Agriculture
will be conducting an election to fill three positions on
the Missouri Beef Industry Council Board of Directors.
One regional council member is to be elected in each of
Regions 1, 4 and At-Large. Terms of office are three years.

Any cattle producer within the specified regions of the
State of Missouri who is producing cattle for market and
the legal owner of one or more head of cattle becomes
eligible to vote in the election by registering at his/her
respective Farm Service Agency (FSA), or electronically at
http://mda.mo.gov/councils/ prior to July 19, 2019. Cattle
producers who have voted in any of the previous three (3)
elections are not required to register

unless their address has changed.

The Missouri Department of Agriculture will mail ballots
to registered producers Aug. 16, 2019. Ballots must be
postmarked no later than Aug. 31, 2019, to be valid.

Any qualified producer may be nominated and have his/
her name placed on the ballot provided the independent
nomination is accompanied by petition of not fewer
than 100 producers in the nominee’s region and written
permission of the candidate. Petitions must be delivered
to the Director of Agriculture on or before July 19, 2019.
Petition forms are available from the Missouri Department
of Agriculture by calling 573-526-4620.

Renlacement

GoweABulIESale

2 p.m.| Wednesday
Aug.7,2019
Joplin Regional Stockyards

|-44 & Exit 22 | Carthage, Missouri

NOWSRTAKING
CONSIGNNVIENIS!

www.joplinstockyards.com | £/

Juckie Moore
417.825.0948

Bailey Moore
417.540.4343

JRS Office
417.548.2333

Skyler Moore
417.737.2615

traditional values & innovative approach
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JRS Sale Day Market Phone: (417) 548-2012
MARKET WATCH Mondays (Rick Huffman) | Wednesdays (Don Kleiboeker)

Market Information Provided By Tony Hancock

Joplin Regional Stockyards Mo.Deparmntof Agiclure Moret s Snic
arket News Hotline -
Get the complete Joplin Regional Stockyards Feeder Cattle Market Summary online at www.joplinstockyards.com. Sale Day Market Reporter (417) 548-2012

Market Recap | Prime Time Livestock Video Sale Manage your risk
July 3,2019 * Receipts 24,981 Q_“II‘!‘I_E;; - with video marketing.

A large crowd was on hand for this Prime Time “THE BIG BANG” Live- lME .
stock Video sale. Demand moderate to good, supply heavy. The cattle vestock video For detalls, visit
offered are in Missourti, Texas, Oklahoma and Kansas. An eight to ten cent ¢ o of il Coins! Sichgrdt

slide and two to three percent pencil shrink will apply. Deliveries are cur- primetimelivestock.com.
rent through January, 2020. Current deliveries are cattle that will deliver
up to 14 days from the video sale date. Current delivery is through July 16,
2019. The feeder supply included 82 percent steers, 18 percent heifers, with
99 percent over 600 lbs.

Feeder Steers: Medium and Large 2

Southcentral States: Texas, Oklahoma, New Mexico

Head | Wt Range | Avg Wt | Price Range | Avg Price | Delivery
Feeder Steers: Medium and Large 1 1108 | 865 865 | 132.85-133.25 | 133.10 Aug
Head | Wt Range | Avg Wt | Price Range | Avg Price | Delivery 421 850 850 133.00 133.00 | Aug-Sep
80 640 640 150.00 150.00 | Current
140 750 750 142.50 142.50 Current Feeder Heifers: Medium and Large 1
Current Head | Wt Range | Avg Wt | Price Range | Avg Price [ Delivery
89 750 750 131.00 131.00 | “Ccalves 160 | 600-635 | 618 |138.75-141.50| 140.09 | Current
111 | 900-935 917 | 126.25-131.25 | 128.72 | Current 143 700 700 134.00 134.00 Current
231 | 650-675 666 | 147.00-153.50 | 149.43 | Jul-Aug 110 200 200 123.00 123.00 Current
70 700 700 144.50 144.50 | Jul-Aug Calves
268 775 775 | 138.00-148.75 | 143.62 | Jul-Aug 66 775 775 126.75 126.75 Current
832 | 815-825 816 | 141.50-142.00 | 141.54 | Jul-Aug 66 850 850 121.50 121.50 Current
237 | 850-875 869 | 135.75-138.00 | 136.96 | Jul-Aug 80 575 575 145.50 145.50 Va{gé—ﬁldlged
56 940 940 124.50 124.50 | Jul-Aug
= 200 200 13700 13700 g 159 | 600-625 | 612 |138.00-140.25| 139.17 Jul-Aug
577 | 850.880 56 | 368513575 | 13725 Aug 1090 | 710-725 | 722 [139.75-141.75| 140.09 Jul-Aug
o - . 141,00 14200 | AugSep 1050 | 800-825 | 801 [121.00-127.25| 126.42 Jul-Aug
66 775 775 139.50 139.50 | Aug-Sep >8 850 850 120.00 12000 | Jul-Aug
Sep-oct 68 750 750 129.00 129.00 Aug
97 675 675 141.00 141.00 [ “ojves 200 725 725 138.00 138.00 | Aug-Sep
130 775 775 142.00 142.00 Nov 64 785 785 127.00 127.00 Aug-Sep
62 800 800 138.00 138.00 | Nov-Dec 97 625 625 131.00 131.00 355;2}?
Feeder Steers: Medium and Large 1-2 200 790 790 128.75 128.75 Oct
Head | Wt Range | Avg Wt | Price Range | Avg Price | Delivery 63 800 800 125.50 125.50 Oct
97 755 755 141.50 141.50 | Current 134 750 750 132.00 132.00 Nov
70 | 800-835 | 803 | 133.50-134.00 | 133.96 | Current 67 750 750 130.50 130.50 | Nov-Dec
473 | 850-880 | 871 | 132.75-135.75 | 134.02 | Current
109 | 900935 | 917 [ 125.25-130.50 | 127.90 | Current | Feeder Heifers: Medium and Large 1-2
231 650 650 152.25 152.25 Jul-Aug Head | Wt Range | Avg Wt | Price Range | Avg Price | Delivery
65 700 700 144.50 144.50 | Jul-Aug 69 725 725 133.00 133.00 | Current
2744 825 825 | 133.50-135.75 | 135.60 | Jul-Aug 67 750 750 130.00 130.00 | Jul-Aug
7482 | 850-885 | 860 | 130.50-137.20 | 134.39 | Jul-Aug 130 800 800 |[123.75-124.50 | 124.11 | Jul-Aug
856 | 900-925 | 903 | 130.00-133.10 | 132.71 | Jul-Aug 246 | 710-740 | 727 |130.50-133.50 [ 131.81 Aug
330 775 775 138.50 138.50 Aug 148 700 700 | 131.00-133.50 | 132.25 | Oct-Nov
306 | 800-825 | 805 | 136.75-137.50 | 136.90 Aug 65 760 760 129.50 129.50 Nov
2315 850 850 | 134.50-138.10 | 136.72 Aug
60 850 850 133.00 133.00 Sep
195 750 750 146.50 146.50 Oct Replacement Cow and Bull
60 850 850 133.00 133.00 Oct S
54 925 925 131.25 131.25 Nov nghl'ght Sale
118 850 850 | 132.50-134.75 | 133.61 | Nov-Dec 2 p.m., Wed., Aug. 7,2019
58 850 850 134.00 134.00 | Dec-Jan

Call the office or your local field rep today to consign!

—Source: MO Dept of Ag/USDA Market News Service, Rick Huffman, Market Reporter, 573-751-5618. 24 Hour Market Report 1-573-522-9244.
www.ams.usda.gov/mnreports/J[C_LS770.txt
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MARKET WATCH

Market Recap | Feeder Cattle Auction
June 24,2019  Receipts 10,718

Compared to last week, steer calves unevenly steady, yearlings
steers under 750 lbs steady to 2.00 higher, over 750 lbs 2.00 to 7.00
higher, heifer calves under 500 lbs steady, heifers 500 to 700 lbs
steady to 4.00 lower, yearling heifers over 700 lbs steady to 3.00
higher, with limited comparisons on yearlings last week. Demand
moderate to good, supply heavy. Several strings of true yearlings,
most with favorable weigh-ups. Supply included: 100% Feeder
Cattle (55% Steers, 1% Dairy Steers, 43% Heifers, 2% Bulls). Feeder
cattle supply over 600 lbs was 76%.

Feeder Steers: Medium and Large 1 300-400 lbs 170.00-177.00;
400-500 lbs 155.00-178.00; 500-600 Ibs 145.00-170.00; 600-700
1bs 137.50-153.00; 700-800 lbs 130.00-145.00; 800-900 Ibs 123.00-
140.50; 900-1000 lbs 116.00-133.50. Medium and Large 1-2
300-400 lbs 160.00-170.00; 400-500 lbs 150.00-173.00; 500-600
1bs 140.00-162.50; 600-700 lbs 131.00-147.00; 700-800 Ibs 121.00-
139.50; 800-900 Ibs 120.00-132.85; 900-950 lbs 118.75-122.50.

Feeder Heifers: Medium and Large 1 300-400 lbs 150.00-159.00;
400-500 Ibs 140.00-158.00; 500-600 Ibs 128.00-143.50; 600-700
1bs 126.00-136.00; 700-800 lbs 118.00-131.00; 800-900 Ibs 113.00-
124.50; 28 head 900 lbs 111.25; 23 head 1101 lbs 95.00. Medium
and Large 1-2 300-400 lbs 140.00-152.00; 400-500 lbs 127.00-
144.00; 500-600 Ibs 126.00-137.00; 600-700 Ibs 119.00-135.00; 700-
800 lbs 119.00-124.50; 800-850 lbs 111.50-116.00.

Feeder Bulls: Medium and Large 1-2 400-450 lbs 131.00-156.00;
500-550 1bs 125.00-137.50; 600-700 lbs 119.00-133.00; 700-750 lbs
106.00-114.00.

Market Recap | Value-Added Feeder Cattle Auction
June 27,2019 * Receipts 6,488

No recent Special Value Added Sale for a price comparison.
Compared to Monday’s regular feeder cattle sale, calves un-
der 500 lbs steady, steers 500 to 750 lbs 7.00 to 14.00 higher,
over 750 lbs steady to 3.00 higher, heifers over 500 1bs 5.00 to
10.00 higher. Demand good, supply moderate. Quality ran deep
through out the sale. Flesh condition and weigh ups mostly fa-
vorable to Buyers. Calves weaned forth five days or more, on a
vaccination program and heifers are guaranteed open. Supply
included: 100% Feeder Cattle (59% Steers, 41% Heifers). Feeder
cattle supply over 600 lbs was 48%.

Feeder Steers: Medium and Large 1 350-400 lbs 175.00-
176.00; 400-500 lbs 166.00-179.00; 500-600 lbs 158.00-177.00;
600-700 lbs 141.00-169.00; 700-800 lbs 135.00-146.00; 800-900
lbs 131.00-140.00. Medium and Large 1-2 300-400 lbs 172.50-
190.00; 400-500 lbs 158.00-175.00; 500-600 lbs 142.00-167.00;
600-700 lbs 140.00-155.00; 700-800 1lbs 135.00-153.00; 800-900
1bs 130.00-134.00.

Feeder Heifers: Medium and Large 1 350-400 lbs 152.00; 400-
500 lbs 143.00-151.00; 500-600 lbs 139.00-154.50; 600-700 lbs
129.00-147.00; 700-800 1bs 131.00-137.00. Medium and Large
1-2 350-400 1bs 146.00-152.00; 400-500 Ibs 135.00-150.00; 500-
600 lbs 135.00-146.00; 600-700 lbs 127.00-145.00; 700-800 lbs
123.00-135.50; 800-850 Ibs 122.00.

—Source: Feeder Cattle and Value-Added Feeder Cattle Markets report-
ed by MO Dept of Ag/USDA Market News Service, Rick Huffman, Market
Reporter, 573-751-5618. 24-Hour Market Report 1-573-522-9244. www.
ams.usda.gov/mnreports/[C_LS770.txt.

olby Flatt Video Mgr.
620.870.9100
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Selling your cattle shouldn’t be a risky venture.
We’re here to help with our innovative marketing strategies.

R ANAGE YOUR RISK.

UPCOMING SALES

JULY 18, 2019
AT JOPLIN REGIONAL STOCKYARDS
CONTRACTS & VIDEOS DUE JULY Ti

AUG. 1, 2019
AT JOPLIN REGIONAL STOCKYARDS
. CONTRACTS & VIDEOS DUE JULY 25

& AUG. 15, 2019
AT JOPLIN REGIONAL STOCKYARDS
"_ll : TIﬁACTS & VIDEOS DUE AUG. 8

D) lmetlmellvestockcom -R—lsk Management | Video Marketing

traditional values & innovative approach

Skyler Moore 417.737.2615
Bailey Moore 417.540.4343
Jackie Moore 417.825.0948

livestock video

o iFiviston of fopdin Regloma] Srockyands

www.joplinstockyards.com
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PROCESSING Al SERVICES

West Fairview Road
2013 S. Paradise Lane

oo Ay
Carthage, Missouri
www.cloudsmeats.com

Fatadiished
7959 117358.5855

Meat Market » Custom Processing ¢ Catering
Buffalo and Wild Game Processing
Award-Winning Smoked Meats
State Inspected

Our family serving your family since 1959.

' HIMMERICH
§  CROPCARE LLC
{ Custom Spraying
¥l J

¢ inpasture &forage maintenance.
Licensed chemical & fertilizer dealer.
I CaII for free estimate.
David Himmerich

417.3891740

WARM SEASON
GRASS SEED

Caucasian Bluestem
Debearded & Cleaned
Hardy, Productive &
High-Quality Pasture or Hay

417.214.0419

Leon Luthi
605 SW 80th Rd. ¢ Jasper, MO

gEes Wy, e

.N -
% ADVERTISING

&-"'\-—__I

+ Jackels
4 I-shirls

¢ Hoodies
¢ speclaliies

Gary RooK ¢ (417) 635-7777
Eossre. ) T00K440T@alLNel o255

SPRAYING

CONSTRUCTION

& State Farm IEITITN

Agent
Praviding Insurance & Financial Services

Phone | 417.451.6666
"'3.3_'!].!.'*)'. 766
eric.norris.r19k@statefarm.com

437 W Coler, Neasho, MO 64850

1335- ADVERTISING CATTLE

§ HUNKE 5
, SPRAY SERVICE
STARK CITY, MO

JARED (417) 437-4420
DELMAR (417) 825-4824

Providing liquid fertilizers, ag chemicals,
crop scouting and consulting to Southwest
Missouri Agriculture since 1974.

JOPLIN TRUSS

M\

PROMPT, RELIABLE SERVICE

2 Locations to Serve You
Hwy 86 Hwy 96
Stark City, MO Sarcoxie, MO
(417)472-6800 (417)246-5215
1-800-695-1991 1-800-695-6371

ddds

SAVE THE
DATES!

Prime Time Livestock
Video Sales:
July 18 ¢ Aug. 1 * Aug. 15

Replacement Cow & Bull
Highlight Sale
Aug.7

BULLS

ARE OUR
BUSINESS

Registered Angus Bulls
For Sale at Private Treaty
Al-Sired & Semen-Tested

Ready to Work'

The Pipkin Family
Jim | 417-827-0623 - Joann | 417-827-2756
Springfield, Missouri
clearwaterangus.com
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CATTLEMENS NEWS

CATTLEMEN'S VIEW

SIGN P FOR JRS TEXTS AND EMAILS
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THE BEST WAY TO PREDICT
THE FUTURE IS,TO

SexedULTRAM-

High Fertility Sex Sorted Semen

Danny Beckman
319-750-1174
dbeckman@stgen.com

Luke Bradford
979-571-0028
Ibradford@stgen.com

STcenetics'

7 WWW.STGEN.COM
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PRODUCT INFORMATION

NADA 141-334, Approved by FDA.

ZUPREVOSS

{ipmimin)

Injectable Solution for Cattle

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) assaciated with Mannheimia
haemolytica, Pasteurella multocida, and
Histophilus somniin beef and non-lactating
dairy cattle, and for the control of respiratory
disease in beef and non-lactating dairy cattle at
high risk of developing BRD associated with M.
haemolytica, P multocida, and H. somni.

WARNINGS: FOR USE IN ANIMALS
ONLY. NOT FOR HUMAN USE. KEEP OUT
OF REACH OF CHILDREN. TO AVOID
ACCIDENTAL INJECTION, DO NOT

USE IN AUTOMATICALLY POWERED
SYRINGES WHICH HAVE NO ADDITIONAL
PROTECTION SYSTEM. IN CASE OF
HUMAN INJECTION, SEEK MEDICAL
ADVICE IMMEDIATELY AND SHOW THE
PACKAGE INSERT OR LABEL TO THE
PHYSICIAN.

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

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

For customer service or to request a Material
Safety Data Sheet (MSDS), call: 1-800-211-
3573. For additional Zuprevo 18% information
g0 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.

Made in Germany

Distributed by: Intervet Inc d/b/a
Merck Animal Health, Summit,

NJ 07901 Copyright © 2011, Intervet
Inc., a subsidiary

of Merck & Co. All rights reserved.

www.joplinstockyards.com
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Chances are, you're on the short list of folks who know that cattle are excellent sacret
keepers, especially when it comes to letting anyone know they have the sﬂnptoﬁs-—n
of BRD. But there’s another list you should find yourself on - the people who know
about Zuprevo® (tildipirosin). This is an easy-to-use, cost-effective way to not only
slow the growth of bacteria like H. somnus that cause BRD, but stop it altogether.

Find BRD. Fix BRD. Zuprevo.

To find out more, talk to your Merck Animal Health rep
or text FIX to 48109 to see our video.

IMPORTANT SAFETY INFORMATION

FOR USE IN ANIMALS ONLY. NOT FOR HUMAN USE. KEEP OUT OF REACH
OF CHILDREN. TO AVOID ACCIDENTAL INJECTION, DO NOT USE IN
AUTOMATICALLY POWERED SYRINGES WHICH HAVE NO ADDITIONAL
PROTECTION SYSTEM. IN CASE OF HUMAN INJECTION, SEEK MEDICAL
ADVICE IMMEDIATELY AND SHOW THE PACKAGE INSERT OR LABEL TO
THE PHYSICIAN. 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. 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 nat use in calves to be processed for veal. 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 slaughter
withdrawal period. This may result in trim loss of edible tissue at slaughter.
Brief summary available on adjacent page.

By texting, you agree to receive text messages from Merck Animal Health where you will receive offers and reminders. Up to six messages per month.

You can opt out at any time by replying STOP to 48109. Text message and data rates may apply.

merck-animal-health-usa.com * 800-521-5767

Copyright ©2018 Intervet Inc., doing business as Merck Animal Health, a subsidiary of Merck & Co., Inc.

€ MERCK

Animal Health

All rights reserved.
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Mineral supplement for cattle

» 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 for improved animal health

» Options available: nonmedicated, with CTC, and with Methoprene IGR/CTC, an effective pesticide
to reduce the pressure of hornfly predation

+ Flavored for good acceptance, consistent intakes
+ Uses Rain-Off® technology to reduce weather damage to exposed product

 Uses Shield™ Technology to improve colostrum quality and production and
stimulate the animal’s immune response

+ Uses essential oils that have been shown to improve animal performance
grazing fescue pastures

+ When Ricochet is used as a yearlong mineral program, it has high enough
magnesium levels to prevent grass tetany

Protect your herd’s health
with Ricochet mineral. \ A

For information on MFA mineral supplements | ; ,]‘ INCORPORATED
call 573-876-5473 or visit www.mfa-inc.com. N =

=
Yy @@ www.mfa-inc.com MADE FOR AGRICULTURE®




