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ON THE BLOCK

e seem to be
getting a little
more opti-

mism back in
the market, especial-
ly on the feeders and
long-weaned cattle.
Regardless of what
they weigh, they seem
to sell pretty good. Cattle
have trended $5 to $10 higher
than where they were back in
August after the Tyson fire.

The calf market is under a lot
of pressure. With plenty of
calves around, the demand
just isn’t there for them if
they’re not weaned and vacci-
nated. It’s the same trend we
see most every fall. This time
of year, it’s not uncommon for
an 850-pound steer to bring
more than a 550-pound calf.

Our Value-Added Feeder
Calf Sale is coming up Dec. 5,
with the wean date Oct. 21.
If you’re looking for a way to
add some quick value to your
calves, get some shots in them
and put ‘em on feed for 45 or
60 days. That will create some
value in them.

Slaughter cows and
bulls are under a lit-
tle pressure now,
which could even
get a little worse
before we see it
turn around af-
! 7 ter the first of the
~year. That’s the typi-
cal market strategy as
we see this trend most every
fall with more supply than
demand. Stock cow trade is
pretty much a steady affair at
about $1,200 to $1,500 a head.

With fall in full swing, we’ve
seen some folks buy some
of those five- and six-weight
cattle to sell from Thanksgiv-
ing into the first of next year.
Typically, that’s a good time
to graze cattle and get them
to gain 1 % to 2 pounds. You
can almost always sell those
cattle on video for about what
they cost. Year in, year out it’s
a pretty good bet that those
cattle will make money.

Good luck and God bless.

Juckc
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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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M(417)737-2270
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Jim Schiltz: Lamar, MO
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H(417)232-4358, M(417)827-3117
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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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About the Cover

From the office to the field, women play key roles in the success
of farming operations. Learn how Julie Block and Kathy Wilmoth
help keep their farm businesses on the cutting edge.

—Cover design by Joann Pipkin.

Photos by Rebecca Mettler and Cattlemen's News staff.
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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."




Weaning and Gut Health

Find success through good gut health

By Garrett Preedy

ith fall weather fi-
nally here, weaning
time for spring-calv-

ing producers is quick-
ly approaching. This means
you’re thinking of all the last-
minute projects that still need
to be finished. Like welding
up the corral from where the
calves pushed out last year
and got mixed back in with the
cows. Or replacing the busted
water pipe in the sick pen that
froze and cracked last Febru-
ary while calving heifers.

Now these projects must all be
completed because weaning
is the last thing standing be-
tween you and the paycheck
you have worked all year to
get. Regardless of what’s on
your mind today, odds are
you’re not spending much
time worrying about the gut
health of your calves.

Usually when one thinks of
the word “health” related
to weaning calves, you may
think of preconditioning

Healthier Calves.

Less Paperwork

Ask *,rnur Iuca! Hubbar ealerw H" ~
Beef RGH can do to ﬂptlmlze your ta!mes
performance during periods of stress,

practices and immune func-
tion. For decades, producers
have strived to improve their
weaning management while
also working to reduce ani-
mal stress and disease suscep-
tibility. Rightly so as bovine
respiratory disease (BRD) is
the most common denomina-
tor of sickness and death loss
in beef cattle with the highest
rates occurring shortly after
the time that calves have been
weaned from their dams. The
practice of preconditioning
has been shown to greatly re-
duce the incidence of BRD in
calves at weaning.

Preconditioning programs in-
clude vaccinating calves using
a recommended vaccination
protocol and weaning calves
for 30+ days. Even with the

Call These Distributors for the Name of your nearest dealer:

SOMO Farm & Ranch Supply
2850 W. Kearney | Springfield, MO

417.865.0312

= HUBBARD

an !&ﬂtﬂﬂh company W
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417.264.7616

iHubbardFeeds

Hirsch Feed 8 Farm Supply
1400 Nettleton | Thayer, MO

Kelly Smith
Territory Manager
417.855.9461

Products and answers that work™

n HubbardFeads

HugbardFeeds.com

success that these programs
can bring to an operation, I
still run into producers that
have issues year after year
when weaning calves. From
the road, they seem to have
every piece of the puzzle to
make it go smoothly. Proper
nutritional program, timely
vaccination schedule, and
low-stress handling practices,
but still they seem to run into
issues with the health of their
calves. One piece that they
may be over-looking is gut
health.

Gut health, or rumen health in
beef cattle has been an area of
research that continues to ex-
pand every year but recently
has taken the spotlight. The
implementation of the veteri-
nary feed directive (VFD) has
pressured producers to re-
think their antibiotic usage, so
producers are now searching
for new ways to minimize the
need for antibiotics.

A calf’s intestinal tract, like
that of humans, is full of bil-
lions of bacteria, some of
which are beneficial to the an-
imal and others that are not.
The issues begin when the bad
bacteria, specifically E. Colj,
Salmonella and Clostridium,
start to multiply and outnum-
ber the good bacteria, which
can result in sickness. Oral an-
tibiotics kill those bad bacte-
ria but unfortunately damage
the good bacteria along with
the bad.

Promoting gut health entails
laying the building blocks for
a healthy foundation starting
from the inside as it enables
the calf to better use the nu-
trients in the ration. Feeding
probiotic yeast-based supple-
ments maintain the good gut
bacteria while supporting
the calf’s natural defenses.
Supplements containing man-
nan-oligosaccharide  (MOS),
derived from Saccharomyces
cerevisiae yeast, bind onto
bad bacteria by providing an
alternative binding site for
the pathogenic bacteria to
bind to.

Once bound, the bad bacteria
cannot colonize and will pass
through the calf’s intestine
without damaging or binding
to the intestinal lining thus
encouraging the colonization
of beneficial gut microflora.
MOS has been well demon-

CONTINUED ON NEXT PAGE

www.joplinstockyards.com



WEANING AND GUT HEALTH « FROM PREVIOUS PAGE

strated to promote immune function in young calves by boost-
ing antibody levels and reducing the incidence of scours, yet it
can also be beneficial during stressful events such as weaning
and receiving.

Research has shown that freshly weaned calves supplement-
ed with MOS in the ration outperformed the unsupplemented
calves with an increase in ADG during the weaning phase. Re-
spiratory treatment rates and death losses were both reduced
with the supplementation of MOS. Overall, the supplementa-
tion of MOS during weaning improved overall calf perfor-
mance and enhanced calf health. This performance yields larg-
er, healthier calves to take to market resulting in more money
in your pocket.

Weaning time is just around the corner, which means all wean-
ing protocols need to be planned out now. Proper nutrition,
vaccinations and stress management can greatly improve your
odds at successfully weaning your calves without running into
major health issues.

Also, don’t forget what is going on inside the gut of the calf.
Probiotic supplements containing MOS have shown to support
the gut’s natural bacteria, while improving calf performance
and health. Hubbard Feed’s product, HF BEEF RGH 0.5 PELLET,
contains MOS and is formulated to support overall gut integ-
rity, and therefore improve calf performance and your bottom
line. Stop by our booth to hear more or visit hubbardfeeds.com
to locate a dealer near you.

—Source: Garrett Preedy is a beef nutritionist with Hubbard Feeds™ T

QUICKTIP

5 Quick Tips:
Managing Spring-
Calving Cows

1 Pregnancy check (if not already
completed).

hard for you.

2 If candidates for culling were not
selected in September or October,
it should be completed now.

3C0nsider feeding cull cows to in-
crease body weight, value and
use cheap feedstuffs. Value of gain is
equal to the difference between the
ending value and beginning values
divided by the gain. Compare this to
cost of gain figures. When cost of gain
is less than value of gain, profit will
be realized.

4Provide thin cows (body condition

score 3s and 4s) extra feed now.

Take advantage of weather, stage of

pregnancy, lower nutrient require-
nts and quality feedstuffs.

gln late fall and early winter, start
feeding supplement to mature

cows using these guidelines:

* Dry grass 1% - 2 1bs. supplement/
day of a 40% CP supplement

* Dry grass 3 - 4 1bs. supplement/
day of a 20% supplement

* Dry grass 10 lbs. good nonle-
gume hay, no supplement needed

Your ONE STOP Source

HYBRID VIGOR IS FREE MONEY

Since 1993, Aschermann Charolais has been here for you. Selling genetics
that offer calving ease, dreat disposition and good-footed bulls raised on
fescue. Each year, fall and spring, we sell 18-month-old bulls that will work

Depend on ACE Genetics * Satisfaction Guaranteed
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Saturday, October 19, 2019 « 1 p.m. Central
At the Ranch - Carthage, Missouri

Sellinofa5)Bulls

Including Mellow Yellow Hybrids

ONLINE BIDDING

VIEW/BID LIVE ONLINE:

Dnline Livesiock Markeling

Visit our website for updates and sale catalog.
Videos available the weekend prior to the sale.

Catalogs mailed upon request.

Sale Consultants:

Bailey Moore (417) 540-4343
ASCHER MANN Skyler Moore (417) 737-2615
Dr. Bill Able (918) 541-5179

» Compare supplements on a cost
per pound of nutrient basis.

—Source: Dale Blasi, Kansas State Uni-
versity extension beef specialist.™T"

CHAROLAIS/AKAUSHI

Larry & Peggy Aschermann
Carthage, Missouri

(417) 793-2855 cell » (417) 358-7879
e-mail: hayhook@gmail.com

www.aschermanncharolais.com

Mark Rickabaugh (785) 760-2497

Charolais Journal:
David Hobbs (913) 515-1215

Auctioneer:

Jackie Moore (417) 825-0948

www.joplinstockyards.com
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Health of the Newly Weaned Calf

Making changes that will last

By David Rethorst for Cattlemen’s News

ecently, I saw a “Life-
style Change” Face-
book meme that I

found to be very
thought-provoking. Two cus-
tomer service windows were
side by side with one labeled
“Pills and Surgery” while the
other was labeled ‘Lifestyle
Change.” A long line of people
waited at the pills and surgery
window, and no one at the
lifestyle change window.

My first thought was about
how true that is in society
today. Then the thought oc-
curred to me about what it
would look like if the win-
dows were beef cattle health
customer service windows
with one labeled “More Vac-
cines and More Antibiotics”
and the other “Animal Hus-
bandry Changes.”

MM

Cattle Co.

MF MM Innovation 456 by MAR Innovation 251
AAA: 19483568 | Angus

i " St
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Most likely, a long line would
be at the more vaccines and
more antibiotics window, and
a short, but slowly growing
line at the animal husbandry
changes window. What I see
in the beef industry, especially
related to weaning health, is
eerily similar to subscribing
to Einstein’s definition of in-
sanity: Doing the same thing
over and over again expecting
different results.

At the risk of subscribing to
this definition myself, I would
like to revisit some portions of
previous columns pertaining
to weaning health and pre-
ventive medicine. I find that
if I keep talking about some
of these changes, I can af-
fect some change. Such is the
producer that reduced wean-
ing morbidity on 500 head of
calves from 12% to 6% a year

November 9, 2019 at the Ranch in Mount Vernon, MO

ago following some simple
changes, or the producer that
commented he had never
treated as few calves as he
did last year following some
changes that actually reduced
the number of vaccines given
associated with weaning as
well as vaccine cost.

“Despite years of work, there
is still much more to do in the
area of health. Cattle simply
need stronger immunity at the
time they leave their farm or
ranch of origin, and this prob-
lem is more about producer
education and implementa-
tion than it is about technol-
ogy or know-how. There are
still way too many cattle en-
tering feedyards with naive
immune systems.”

These words, spoken by Tom
Brink (who at that time was

Lored, foorn and eveloped on Sescue!

MMR Payday 471F by CCR Payday 0320C
ASA: 3593413 | 1/25M 1/2 AN

L CERTE 4
L

MF MM CCLE Resistol 8012 by EXAR Resisto
AAA: 19180387 | Angus

with Five Rivers Ranch Cattle
Feeding) at a Beef Improve-
ment Federation meeting sev-
eral years ago, are still true
today. Preconditioning, the
vaccination, castration, wean-
ing and feeding of calves on
the ranch of origin for 45 days
prior to marketing, improves
the function of the immune
system of many cattle enter-
ing the feedyard by address-
ing the major causes of immu-
nosuppression.

Remember, cattle get sick for
two reasons. Either the im-
mune system is suppressed
or it is overwhelmed. The key
is figuring out what caused
the immunosuppression or
overwhelmed the system. Im-
munosuppression, whether
caused by stress, inadequate
nutrition, a heavy internal
parasite load, infectious bo-
vine rhinotracheitis (IBR) vi-
rus, or bovine virus diarrhea
(BVD) virus, is the real culprit
in the development of bovine
respiratory disease (BRD). Im-
munosuppression is what al-
lows viral infections such as
bovine respiratory syncytial

CONTINUED ON NEXT PAGE
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75+ Simmental & SimAngus”

Strong-Aged Bulls

40+ Angus Strong-Aged Bulls
100+ Spring Bred Heifers

MM Cantle Co. & Moriondo Farmis
Mark Moriondo (417) 366 -1249
Larry Moriondo (417) 366 -1243
Lucas Reinhart (580) 276 - 0070
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Graham Blagg - (5300 913-6418 |
! Auctioneer Jered Shipman - 806-983-7226
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NEWLY WEANED CALF
FROM PAGE 8

virus (BRSV), bovine corona
virus (BCV) and parainflu-
enza virus (PI3) to develop
into BRD. It is also what lets
bacteria such as Mannheimia
hemolytica, Pasteurella mul-
tocida, and Histophilus som-
nii become involved in the
disease process.

Bovine respiratory disease
costs the cattle industry mil-
lions of dollars each year in
lost performance, death loss,
drug costs and labor costs.
Despite the fact that new vac-
cines and new antibiotics be-
come available on a fairly
regular basis, the incidence of
respiratory disease continues
to rise. Quite frankly, we are
wasting many of the resourc-
es that have been entrusted
to our care every time a calf
gets sick and/or dies from re-
spiratory disease. All of the in-
puts required to get the calf to
that stage of life whether it be
grass, harvested feed, labor,
or pharmaceuticals are wast-
ed. Included in that is the in-
puts necessary to get the cow
pregnant and carry that preg-
nancy to term.

Cattle size and performance
have increased dramatically
in the past 40 years. I can re-
member when if you weaned
a 450-pound calf, you had
quite a calf. Today we routine-
ly wean calves that weigh 600
to 650 pounds or more. Yet,
many times those calves are
managed the way they were
40 years ago.

The good Lord did not bless
cattle with very efficient car-
diac and respiratory systems.
As we have increased the size
and growth rate of cattle, we
have placed further demands
and stress on these inefficient
systems. I believe that is at
least part of the reason we see
an increasing incidence of re-
spiratory disease.

So, how do we combat this?
We manage the details and
make sure they are done prop-
erly. Many times, this does not
require major cost inputs. We
need to reduce stress on these
calves and optimize the im-
mune system function. Areas
where we need to concentrate
our efforts include:

* Low-stress cattle handling

www.joplinstockyards.com

» Low-stress weaning

* Early-in-life castration
(and dehorning if neces-
sary)

* Emphasize docility

* Eliminate BVD from the
cow herd

* Adequate protein and en-
ergy for the cow, especially
during late pregnancy

* Adequate trace mineral
supplementation, especial-
ly during late pregnancy

* Internal parasite control

* Sound vaccination pro-
gram for both cow and calf
with major emphasis on
viral vaccination.

Just two months ago, my open-
ing paragraph was “One of my
observations after 42 years
of practicing predominately
beef cattle veterinary medi-
cine is that spring born calves
weaned the fall after a tough
winter can be an absolute
wreck after they are weaned.
About any respiratory bug can
be involved, but it seems that
Mycoplasma and Histophilus
are more prevalent in these
calves.

Twenty years ago, I attributed
this to tough winter, thin cows,
poor colostrum, compromised
immune system. While this is
true, we now know that there
is more to it than just the qual-
ity of the colostrum. I bring
this up because of the severity
of this past winter and spring,

which resulted in a number of
thin cows, down cows, weak
and dead calves. Just because
the surviving calves are alive,
does not mean they are nor-
mal. Perhaps this is the year to
think outside the box on how
you prepare your calves for
weaning and/or sale”.

In that column two months
ago, I asked you to think out-
side the box as to what you
could do to improve the wean-
ing health of your calves. I
also ask you to consult your
veterinarian to see what they
recommend for your area.
Please do your part in reduc-
ing the morbidity and mor-

CONTINUED ON NEXT PAGE
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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!
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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.”

: Mav}ng. Eﬁﬂjﬁﬂam __

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.”

ONE PERSON can now SAFELY and EASILY process calves
without concern of the protective mother cow!

. /
g 7
_‘__‘___:HH Watch Action Video at __,,,:#_.___
—— SafetyZonecCalfCatchers.com
J—— For local dealers or to order, call 877-505-0914 today! ~ —
g DEALER INQUIRY INVITED _—
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FROMPAGE S L WEANED CALE DATA -DRIVEN DECISIONS

tality associated with weaning in the beef industry this fall by A Loo k at Tra Ce a bi I ity

planning ahead and provide what is needed for the resources

that God has entrusted to your care. .
Y Aren't we already there?

If we all would start addressing these areas, striving to get a )

little better every day, every month, every year, we can create BYJustin Sexten for Cattlemen’s News

a momentum and begin reducing the waste associated with re- ith spring-calf weaning in full
spiratory disease in the beef cattle industry and do it without Wwing and yearlings coming off
chasing “pathogens” that are normal inhabitants of the bovine grass cattle movements abound
respiratory tract. Which beef cattle customer service window and so a timely opportunity to

are you visiting? address traceability. Before reading on,
I challenge you to write down your defi-
nition of traceability in the context of the
beef industry.

——Source: Dr. David Rethorst is a veterinary practitioner and consul-
tant, BeefSolutions, Wamego, Kansas.

As we discuss traceability economics,
our view or definition of traceabil-
ity and the process involved shapes
our perspective of the premium and

< . .
Focusing on What Matters implementtion cost. Bak to ot cx

Regist Angus « Onlin 7- 19 tion, traceability is the ability to trace
ered Red Females @ Auction October 17-19, 20 or verify the history or location of an
Problem Free - Easy Fleshing - Low Maintenance item by documented records.

Longevity - Fertility

Going through the exercise myself I
quickly began thinking about the in-
frastructure to implement traceabil-
ity: electronic tags, cattle handling,
affidavits, regulations, readers and
fees. We should first consider what
traceability seeks to accomplish be-
fore jumping to what is required to
achieve the goal.

If we consider the goal in the most
simplistic form, traceability can be
achieved without technology, govern-

3 R S b i 22 ment and few, if any, records — simply

This offering is top-heavy with some of our top performers and elite EPD sell direct to the consumer cattle you
replacements. This Top 3% Gridmaster daughter of Defender, F135 is a prime feed at home. This freezer beef model
example with “Front-End” ratios: 110 WW, 109 YW, and 106 ADG. is implemented across the country to-

She’s out of a 105 MPPA Clifftop daughter. day and in most cases the beef trades
— Y = e at a reasonable premium.

More traditional sources of traceable
product exist in the market today. We
just don’t think about this beef in the
context of traceability. Process veri-
fied products such as organic, natu-
rally raised or non-hormone treated
cattle are accompanied with a certain
level of traceability to verify these
product claims.

A This raises the question, are consum-
ers paying premiums for product

Ranchers’ Reserve Replacement Heifer Sale claims, traceability or both? T submit

50 head of Front Pasture - Spring Calving - Registered Red Angus Bred Heifers the consumer is more interested in

s v : the methods used to manage cattle
Online auction will run October 17-19, 2019 rather than knowing the geography

Go to MushrushRanches.com, Facebook, or email us for additional information. the calf traveled to get to the retail
store or restaurant. Or another way
to think about it is that the how and
what are more important than the
who and where.

2346B N Rd - Strong City, KS 66869
Office (620)273-8581
Joe (620)340-7461
Daniel (620)340-9774 The CattleTrace pilot project is an ex-
redcows@mushrushredangus.com ample where the who and where are

RANCHES MushrushRanches.com

CONTINUED ON NEXT PAGE
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A LOOK AT TRACEABILITY
FROM PREVIOUS PAGE

the primary focus. This proj-
ect demonstrates what pri-
vate infrastructure is needed
to achieve traceability for ani-
mal disease control using four
pieces of data: electronic ID,
GPS location, date and time.

A recent paper presented by
James Mitchell and his K-State
co-workers at the Agriculture
and Applied Economics Annu-
al meeting suggests privately
run traceability programs,
like CattleTrace, are the clear
preference of cow-calf and
feedlot producers compared
to government-managed pro-
grams.

The K-State group also re-
ported several key producer
attitudes toward traceabil-
ity. Traceability was defined
as above, source verification
only. Interestingly, they re-
ported no premiums for trace-
ability in fed cattle, further
supporting my suggestion that
consumers are interested in
the how and what rather than
who and where.

Not surprisingly with no eco-
nomic incentive in finished
cattle related to traceability,
Mitchell reported cost reduc-
tion of traceability imple-
menting as the key driver to
increased participation by
feeders and cow-calf opera-
tions.

They expanded on this finding
to make comments on future
policy, suggesting cost-share
or cost reduction programs as
the more effective path to in-
creasing participation. If visu-
al traceability is the standard,
then policies that incentivize
electronic systems would be
more effective than discounts
on non-traceable cattle.

In the K-State paper they re-
ported cow-calf producers
and feeders have a preference
toward traceability, seem-
ingly counterintuitive, since
we supposedly don’t have
traceability in the beef supply
chain. But the data suggest the
discount to move away from
traceability ranged from $2.53
to $118.52 per head with cow-
calf producers citing a $11.30
per head discount before they

MULTIMIN 90

An injectable aqueous supplemental source of zinc, manganese, selenium and copper

KEEP OUT OF REACH OF CHILDREN

CAUTION: FEDERAL LAW RESTRICTS THIS DRUG TO USE
BY OR ON THE ORDER OF A LICENSED VETERINARIAN.

DIRECTIONS:

the skin) ONLY.
ZINC ottt 60 mg/mL
! 10 mg/mL

5mg/mL
LT, 15 mg/mL
OTHER SUBSTANCES:

This product is only for use in cattle.
MULTIMIN® 90 is to be given subcutaneously (under

It is recommended to administer the product in
accordance with Beef Quality Assurance (BQA)

idelines. Minimum distance between injection sites
for the MULTIMIN® 90 product and other injection
sites should be at least 4 inches.

Chlorocresol 01% w/v (as preservative).
PRECAUTION:

Selenium and copper are toxic if administered
in excess.

Always follow recommended label dose.

Do not overdose.

It is recommended that accurate body weight is
determined prior to treatment.

Do not use concurrently with other injectable
selenium and copper products.

Do not use concurrently with selenium or
copper boluses.

Do not use in emaciated cattle with a BCS of 1in
dairy or 1-3 in beef.

Consult your veterinarian.

CAUTION:

Slight local reaction may occur for about 30 seconds
after injection. A slight swelling may be observed at
injection site for a few days after administration. Use
standard aseptic procedures during administration
of injections to reduce the risk of injection site
abscesses or lesions.

DOSAGE TABLE

Inject under the loose skin of the middle of the side
Subcutaneous injection in
middle of side of neck.

of the neck. Max volume per injection site is 7 ml.
A
Store Between 15°C and
30°C(59°F and 86°F). ‘
DOSAGE RECOMMENDATIONS:
CALVES: Up to Tyear ....... 1mL/per 100 Ibs. bodyweight

CATTLE: From 1-2 years ...1 mL/per 150 Ibs. bodyweight
CATTLE: Over 2 years .......1 mL/per 200 Ibs. bodyweight

SUPPLEMENTATION PROGRAM

BULLS 3 times per year
BEEF COWS

4 weeks before breeding
4 weeks before calving

DAIRY COWS 4 weeks before calving
4 weeks before insemination

at dry-off

at birth
at 3 months and/or weaning

CALVES

HEIFERS every 3 months -

especially 4 weeks before breeding

(program gives planned dates that can be
varied to suit management programs)

ANIMAL WEIGHT CALVES UPTO 1 YEAR CATTLE1-2 YEARS CATTLE > 2 YEARS

(Ibs) 1ml/100 Ib BW 1ml/150 Ib BW 1ml/200 Ib BW
50 0.5ml - -

100 1ml

150 1.5ml

200 2ml

300 3ml

400 4ml

500 5ml

600 6ml

700 ml -

800 - 53ml

900 6ml -

1000 6.6 ml sml

1100 - 55ml

1200 6ml

1300 6.5ml

1400 7ml

MANUFACTURED FOR:

NORTH AMERICA, INC.
Fort Collins, CO 80528

www.joplinstockyards.com

Packaged in 100 mL & 500 mL size
MULTIMIN  n0CNo. 49920-006-01

QBSERVE LABEL
TAKE TIME DIRECTIONS

NDC No. 49920-006-05

ADVANTAGE!

would share health records
and a $12.65 per head pre-
mium need to participate in
a program tracking cattle ori-
gin.

What’s unique about the cur-
rent beef supply chain’s trace-
ability model is we focus on
sharing records documenting
practices at the point of sale.
Unfortunately, our commu-
nication often doesn’t extend
beyond this transaction. As a
seller you give your name and
all the management informa-
tion you have to drive value
but after they leave the scales
there is little chance the feed-
yard processing crew has any
knowledge of this information
to modify their management.
This is likely why feedyard
operators cited no preference

SAVE THE
DATE!

dd

for traceability information
in the K-State paper.

Traceability to track cattle
movement for disease con-
trol is indeed a cost, much
like insurance, one you hope
to never need. While the def-
inition of traceability is lim-
ited to who and where, for
many operations you built a
management system around
the how and what. Look for
emerging technologies and
programs to simplify this sys-
tem while enhancing man-
agement at your operation as
well as the next by digitally
sharing documented records
to capture value.

—Justin Sexten is vice president
of strategy, Performance Live-
stock Analytics. T~

Value-Added Feeder
Cattle Sale
Thurs., Dec. 5, 2019

Wean by
Oct. 21,2019

WHAT CATTLE PRODUCERS AND VETERINARIANS ARE SAYING

66 THE CALVES ARE
A LOT HEALTHIER, WE DON'T

EXPERIENCE CALF

AND WE TREAT LESS. 99

SCOURS PROBLEMS

Bob Skinner | Skinner Ranch, Jordan Valley, OR

66 our baby calves get MULTIMIN® 90 at birth and
again at branding. We feel that MULTIMIN® 90 helps
increase their immunity and improves the vaccination
response. With MULTIMIN® 90 we just aren't treating
for sickness. 99

Guy and Kyle Colyer
Colyer Hereford & Angus, Bruneau, ID

(14

In our stocker cattle, we’re using a lot less antibiotics. They seem to have a good solid
immune system. I believe 90% of the cattle are getting immune response from vaccine

on the first shot just because of the way they act. They don’t break and we’re just not getting
the number of pulls we used to.”

..:' MULTIMIN

Brock Kerr, DVM, Chad Kerr, DVM
Dodge City Veterinary Clinic, Dodge City, KS

Sure Trace Mineral Supply by Timed Injection

WWw.MULTIMINUSA.com

1.866.269.6467 | 1.970.372.2302

Copyright © 2017, MULTIMIN USA, Inc. All Rights Reserved. A201809-09
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by Gary Hodgson

A Plateful of Advice

ithout going into
great detail, I must
admit my office is a bit

messy. OK, so it is really
messy. It is the way I like it be-
cause I know where everything
is lying or what it is beneath.
Mostly.

Some things get hung on my
limited wall space. Those, I
tend to forget about completely.
I stare out my windows not at
my walls. Occasionally, one of
those prized, yet ignored, wall
ornaments jump out and sur-
prise me. That’s where I found
this story.

94“!

SOUTHWEST
MISSOURI
PERFORMANCE
TESTED BULL
SALE

7 p-m. - Monday
October 28, 2019
Springfield Livestock
Marketing Center
Springfield, MO

SELLING
37 BULLS
35 ANGUS

Birth Wt. | 205 Wt. | 365 Wt | 365 Frame
68 745 | 1258 6.8
avg
2 RED ANGUS
Birth Wt. | 205 Wt. | 365 Wt | 365 Frame
75 738 | 1253 6.4 il

For a catalog contact
Phoebe Wiles, Sale Manager

417-293-8002
WWW.SWMOBCIA.COM
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If you are in the cattle business
or just watch from the sidelines,
you are aware that the market
has been rather unpredictable
lately. I have been in the busi-
ness more decades than I care
to admit, yet sometimes I feel
like a beginner. An item on my
office wall dating back to when
I was a beginner in the cattle
trading, buying, selling and
marketing part of our industry
caught my eye. Perhaps it might
interest some of you as well.

In my mid- to late-20s I met an
experienced order buyer and
occasional cow trader named
Dick Davis. We didn’t hold any
real classes on the subject but
he let me follow him around
and observe.

One day, however, he gave me a
textbook of sorts in a highly un-
usual format.

It is an 11-inch heavy pewter
plate, embossed with what I
chose to call, since he assigned
no title to it, “The Cattle Buy-
ers Prayer.” Please allow me to
share it with you.

“Lord, help me, a dealer in
livestock, to always be able
to keep my word.

Give me my share of easy
ones, if there is such a thing
and protect me from those
who are too smart for me.

Save me from dust pneu-
monia, ptomaine poisoning,
long roads, lawsuits and
fights over weighing condi-
tions.

Give me more powers of per-
suasion, so I can talk these
ranchers into being easier
on me, talk my banker into
paying my drafts, and con-
vince my wife there’s a fu-
ture in this business.

Above all give me the nerve
to buy when they’re cheap
and sense enough to sell
when they’re high.

Deliver me from a slipping
market, kicking cattle, slam-

GENEX chute-side_éervice- .

Turning frozen semen into solutions

WWWw.genex.coop

© 2019 Genex Cooperative. All rights reserved. ~ A-21759-19

For more information, contact:
Tammy Wallace // 417.592.0145
Dustin Wootten // 785.418.2444
Shane Schaake / 785.456.5014

ming gates, short checks, li-
ars, and help me be a credit
to the profession.”

Amen

I have vivid memories of Dick’s
stories of trading bulls for hand-
woven blankets with members
of the Hopi and Navaho tribes
as we sat in front of a large cof-
fee table whose lid raised to
expose dozens of the beautiful
blankets piled within.

I haven’t seen or heard of Dick
for years. He could have be-
come a writer if he had wanted,
but 'm going to bet he kept on
buyin’ and sellin’ ‘em. If by some
chance he is no longer with us,
may he be buried in a big, green
pasture near the best set of re-
ceiving corrals ever built out
of big posts, heavy timbers and
gates that all swing easily with a
good, honest scale.

— Gary and Sue Hodgson ranch
near Brush, Colorado. While Gary
is writing his “Under The Wire” col-
umn, Sue works at her award-win-
ning photography and oil paintings.
Together they team up to produce
Livestock News Network, available
Monday through Friday in Colora-
do and nine surrounding states plus
the internet version, www.livestock-
today.com. They can be reached at
(970) 842-2902 or office@hodgson-

media. corﬁ."r'f

GENEX

www.joplinstockyards.com
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Keeping Our Nest Full

e got a night off
Wfrom being parents
the other day, and it

was glorious.

My parents had taken the kid-
dos for an overnight in honor
of our 15-year wedding anni-
versary.

Such an occasion is a big deal
and must be celebrated. Fif-
teen years is a long time. We
have not given up on each
other or this pact we made be-
fore God and family all those
moons ago. Since we can’t af-
ford big trips and since we do
not desire fancy jewelry, we
did what we do. We headed
to town and ate cheap (but
delicious) Mexican food and
followed it up with frozen
custard. We were home by 9
p-m., and the absolute truth is
that I was asleep on the couch
15 minutes after we got home.

Overall, having a quiet house
was pretty awesome. Even
though my kids are quite self-
sufficient, the weightlessness
felt when nobody was home
was luxurious.

It is funny how freedom can
bring burdens of its own.

That next morning, the reality
of my parents’ gift set in when
I realized nobody was home
to do a lot of different things.

Nobody to open the chickens.
Nobody to take out the dog.
Nobody to feed the other dogs
or animals. Nobody to unload
the dishwasher. Nobody to
load the dishwasher. Nobody
to gather the laundry. Nobody
to...

This list could go on and on.

Of course, somebody was
home. I was home. Since my
kids were not there, I was

www.joplinstockyards.com

reminded of how much they
help.

Our kids are not slaves, but
they do a ton around the
house and farm. We have
been training them since they
were little to do chores. Hon-
estly, we needed the help (four
kids that were 4 and younger),
but we are also trying to pre-
pare them so they can manage
their own homes one day.

We want them to be able to
slide into adulthood as seam-
lessly as possible. That im-
pending transition gives me
nightmares, actually. So, a big

Download the JRS Mobile App Today [ i

TRU-TEST.

part of our day-to-day home-
school routine is prepping. We
prep so they are smart, and
we also prep so they can func-
tion and be successful within
their own worlds.

Some of the things I am proud
they can do include baking
bread and other goodies from
scratch, thoroughly clean-
ing a terribly messy Kkitchen,
scrounging for food for meals,
cooking from recipes, vacu-
uming, dusting, toilet clean-
ing, changing sheets and car-
ing for animals.

We do chores on a rotational
basis. About once a quarter,
the kids get a new list. Here is
an example of the breakdown.
Our oldest unloads the dish-
washer, opens the chickens,
cleans the eggs, and handles
the cat litter. Another child
feeds and waters the outside
animals and vacuums the liv-
ing and dining rooms. Our
third-born fills up the milk
cups, cleans the kids’ bath-
room, and collects the eggs.
The youngest dusts the two
main living areas, gathers the
laundry, empties the trash,
and folds the cloth napkins
and kitchen towels from the
laundry basket.

They all clean their own
rooms and fold and put away
their own laundry. Some of
the chores we need to work
on include laundry, scrubbing
bathtubs, washing floors, and
managing money. But there is
time. At least a little.

Our oldest is almost 16, and
our youngest is almost 12.
Time is fleeing quickly. They
were all babies just a blink
ago. In another blink, we will
be left with an empty nest.
All or at least the majority, of
the chores will be right back
on my shoulders. That is life.
The goal of every child is to fly
away. God willing, all of mine
will do just that. But I am not
ready. It was evident after
our little 24-hour break that
the empty nest can wait. That
while this stage is suffocating
and hard at times, I don’t want
it to end. Our kiddos are our
best pals and teammates, and
we are not ready to adjust to
life without them home.

Small breaks from reality can
do that. They can remove the
stress long enough to see what
really resides. And what re-
sides here is love. Times six.™ "
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MANAGEMENT MATTERS

Are You Culling the Right Cows?

Cull early, often for the health of your farm business

By Lisa Henderson for Cattlemen's News

f you have a spring-calv-
Ing cow herd, fall is the
time for two of your most
important chores: weaning
calves and pregnancy checking
cows. Even though the calves
you sell represent most of your
annual cow herd income, the
decisions you make while preg-
nancy checking may be more
important to your long-term
success.

That’s because the primary
reason to conduct pregnancy
checks is to cull open cows from
your herd, and ranchers should
be certain that cow culling is
done properly and profitably,
says Glenn Selk, Oklahoma
State extension beef specialist
emeritus.

“Cull cows represent approxi-
mately 20% of the gross income
of any commercial cow opera-
tion,” he says. “Cull beef cows
represent 10% of the beef that is
consumed in the United States.”

Those facts mean selling cull
cows when they will return the
most income requires knowl-
edge about cow health and body
condition. Proper cow culling
will reduce the chance that a
cow carcass is condemned at
the packing plant and becomes
a money drain for the entire
beef industry, Selk notes.

Successful ranch managers
should cull early and often to
keep the ranch operating as ef-
ficiently as possible.

“Cows only earn a profit — and
therefore their keep — if they

produce a calf each spring,”
says Jason Faubion, assistant
director of the Ranch Manage-
ment Program at Texas Chris-
tian University, Fort Worth. Ad-
ditionally, he says the decision
to cull a cow should be made
prior to any other management
practice.

“Never vaccinate, deworm or
otherwise treat a cow before
deciding to remove her from
the herd,” he says. That saves
money and avoids any drug
withdrawl periods for cows go-
ing to slaughter.

Selk says producers must face
some tough decisions on cow
culling. “Will she keep enough
body condition through the
winter to rebreed next year?”
he asks. “How old is the cow?
Is her mouth sound so that she
can harvest forage and be nutri-
tionally strong enough to repro-
duce and raise a big calf?”

Selk says university research
suggests watching for reasons
to cull a cow at about age eight.
While age is a primary reason
to cull, several other factors are
important. Those include: eye
health, soundness of feet and
legs, condition of udders, body
condition and temperament.

Eye Health

“One important cause of con-
demned beef carcass is still can-
cer-eye cows,” Selk says. “Every
cow manager should watch
closely for potentially danger-
ous eye tumors.”

¥ o

Soundness of Feetand Legs

“Beef cows must travel over
pastures and fields to consume
forages and reach water,” he
says. Cows with bad stifle joints,
severe foot rot infections or ar-
thritic joints may be subject to
substantial carcass trimming.
They will be poor producers
if allowed to stay on the ranch
while severely lame. They may
lose body condition, weigh less
and be discounted at the live-
stock market by the packer
buyers.

Bad Udders

“Udder quality affects cow
productivity. OSU research-
ers found that cows with one
or two dry quarters had calves
with severely reduced weaning
weights (50 to 60 pounds) com-
pared to cows with no dry quar-
ters,” Selk says. “Plus, cows with
bad udders tend to pass that
trait along to daughters that
may be Kkept as replacement
heifers.

Two key types of bad udders to
cull include the large funnel-
shaped teats and weak udder
suspension. The large funnel-
shaped teats may be indicative
of a previous case of mastitis
and cause the quarter to be in-
capable of producing milk. In
addition, large teats may be dif-
ficult for the newborn calf'to get
its mouth around and receive
nourishment and colostrum
very early in life. As some cows
age, the ligament that separates
the two sides of the udder be-
comes weakened and allows
the entire udder to hang very
near to the ground.”

Body Condition

“Cull cows when in moderate
body condition,” he says. “Send

older cows to market before
they become too thin. Gener-
ally, severely emaciated cattle
have lightly muscled carcasses
with extremely small ribeyes
and poor red-meat yield. This
greatly lessens the salvage val-
ue of such animals.

Just as importantly, emaciated
cattle are most often those that
‘eo down’ in transit, as they
lack sufficient energy to remain
standing for long periods of
time. Severe bruising, excessive
carcass trim, increased condem-
nations, and even death are the
net results of emaciation.”

If cows are already too thin,
Selk suggests a short — 45 to 60
days — in a dry lot with a high-
quality feed to add condition to
cows. Do not put excess flesh on
cows as the market will not pay
for excessive fatness.

Temperament

“Cull any really wild cattle.
They are hard on you and your
equipment, and they raise wild
calves,” Selk says. “Wild calves
are poor performers in the feed-
lot and are more prone to pro-
ducing dark-cutting carcasses
as they reach the packing plant.
Dark-cutters are discounted se-
verely when priced on the rail.

Cull Open Cows

“Why feed a cow all winter
that will not have a calf next
spring?” he asks. “Call your
veterinarian, schedule a time
for pregnancy checking, and
find which cows have not bred
back. Cull them while they are
in good body condition after
summer pasture and before
you spend $200 or more on the
winter feed bill.” ¥
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Make the Most of Abundant Forage

Spring, summer rains can bring nutrition challenges
By Michael Hodges

ow will the rains and abundant grass affect cattle
growth?

Michael Hodges

With the abundance of rainfall and surplus of forages, grass
not properly managed can quickly mature resulting in lower
quality and lack of proper utilization by cattle. As this maturi-
ty happens, cattle are unable to properly ferment all the avail-
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able energy that is locked up, and this
typically results in lost performance.
In order to stay on top of this and en-
sure we stay in line with adequate to
above-average growth, it is important
to supplement properly to ensure we as
producers give cattle every opportunity
to convert a much lower quality forage
(TDN) as possible to achieve the gains
we hope for. A quote I was once told
that I strongly believe in is, “Cattle will

only gain what we allow them to gain.”
If we do not supplement proper nutri-
tion for what is lacking, gains will be below average; however,
if we supplement and give cattle proper nutrition, abundance
of rainfall and low-quality forages will not hold us back from
having above-average gains. It will be solely up to the producer

and the nutritional plan provided to
the livestock.

With the late baling of hay, how will
producers need to rethink nutrition?

As seasons change into fall and win-
ter, our feed programs will need to
change as well. As I have talked to
many producers from all across the
state, bailing tall, mature forages was
more common than not due to lots
of moisture throughout the “hay sea-
son.” With this being the case, our hay
crop quality will be lower than that of
an average year. We will need to sup-
plement with higher protein in order
for the rumen microbes to fully fer-
ment the energy (TDN) in the mature
forages we will be providing. When
late baling occurs, the crude protein
(CP) and energy (TDN) decrease 3-5%,
while the digestibility will decrease
up to 10%. Symptoms can be seen
in stacking of manure, loss of body
condition score or cattle that appear
restless (hungry) in spite of being
belly-deep in forage. Producers will
need to recognize this and supply ad-
equate CP to help the rumen microbes
overcome this deficiency in order to
get the most out of our late hay crop.
While we certainly want to focus on
protein first in order to fully extract
the energy that is in the forage, poor-
quality forage will still be energy-de-
ficient and will need to be addressed.
Be sure to watch body condition close-
ly and intervene early if cows are los-
ing body condition.

What kinds of feedstuffs will producers
need for supplementation?

For producers to take full advantage
of the surplus of forage standing and
harvested, they will need to supple-
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ment with high-protein products. This
might come in the form of a tub, liq-
uid or a complete feed. For cattle to
have the opportunity to break down
the forages and fully use them, we will
need to provide higher levels of pro-
tein. When crude protein (CP) levels
are less than 7% in the diet, we starve

CONTINUED ON NEXT PAGE

www.joplinstockyards.com



MAKING THE MOST OF ABUNDANT FORAGE
FROM PREVIOUS PAGE

the rumen microbes of nitrogen, making it much tougher for
those microbes or bugs in the gut to digest forage or feedstuffs
we provide. By adding a high-protein supplement to the diet, it
allows the microbes to thrive and better digest the low-quality
forages, creating microbial protein that will then in turn feed
the animal’s lower gut. When I mention high protein, I am re-
ferring to products 30% or greater, which will give you the best
opportunity to take full advantage of the poor quality hay we
have this year. It is no secret that hay quality is below average
this year due to above average rainfall.

A lot of hay has also been rained on, which lowers the protein,
TDN and digestibility. Another problem with hay getting rained
on is leaching of nutrients. If any mineral nutrients were in
the hay, the nutrients will decrease as the hay matures or gets
rained on after being cut.  would rec-
ommend producers look into ADM’s
Roughage Buster® or MoorMan’s®
Mintrate® in order to supply protein
to cattle. These are both free choice
products that have been backed with
research and innovative technology
that is second to none. If you want to
feed cattle daily, look at using DDG or
Cotton Seed meal which will give you
the added protein you need for cattle
to better use the forages at hand.

What types of minerals will producers
need to think about with different pasture
and hay quality conditions?

As pastures and hay quality change,
producers will need to pay attention
to phosphorus (P) going into the fall
and winter months. Not only is phos-
phorus one of the most important
macro minerals, it is also the single
most expensive nutrient in a complete
mineral product. Over-supplementa-
tion will not increase performance,
but under-supplementation can be
detrimental for reproduction and
growth. Over the years, the phospho-
rus levels producers feed has changed
drastically due to the P in by-product
feedstuffs; however, you could very
well be cutting yourself short if not
feeding adequate levels. As forages
mature going into winter, P levels will
decrease in the forages we are feed-
ing, thus we will need to make certain
we are meeting P requirements. The
only way to really know what P lev-
el is needed is to test the forage, but
typically 6% to 8% is a minimum that
should be targeted during this time of
year depending on calving season. Be
sure to account for all sources of P in
the diet such as supplements for by-
products as they can provide signifi-
cant amounts to the overall diet and
change the P needed in a mineral.

If you have a scenario you would like
us to look into a little further, please
reach out to myself or your local rep-
resentative at ADM Animal Nutrition
for additional advice about nutrition
and supplementation. I am confident
we have products that will be a ben-

www.joplinstockyards.com

efit to your operation and a simple solution we can offer you.

To discuss products and solutions specific to your operation,
call us at 866-666-7626 or email us at AN_BeefHelp@adm.com.
You can learn more about our products by visiting ADMAnRI-
malNutrition.com, and join the conversation on our Facebook
page by searching ADM Cattle Nutrition. For information on
locating a dealer near you or how to become a dealer, visit AD-
MAnimalNutrition.com/Dealers.

Many thanks to Joplin Regional Stockyards’ Cattleman’s News
for allowing ADM Animal Nutrition the opportunity to be a
part of this great organization. We are proud to support you all
and look forward to continuing to work together in the future.

—DMichael Hodges is the Springfield, Missouri, area beef specialist for ani-
mal nutrition for ADM Animal Nutrition. Specializing in beef nutrition, he
works with producers in Arkansas, Kansas, Missouri and Oklahoma.™§

ELITE GENETICS REQUIRE
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ECONOMIC INDICATORS

Business Plan Basics

Be prepared: tell your lender why your business will

succeed
By Joey Orr

riting a business
plan is a great exer-
cise regardless if you

are applying for a loan
to a financial institution or just
trying to walk through the steps
of an idea for yourself. In my
opinion, writing a business plan
separates the emotion from the
decision-making process and
allows you to focus on the facts.
Separating your emotions from

the process will help you make
a clearer business decision.

You can find many useful tools
online to help you establish a
business. I like to refer indi-
viduals to the Small Business
Administration’s (SBA) website
www.sba.gov. Here they have
a section on writing your own
business plan that not only
helps you through the steps

but also provides a couple of
examples.

Business Plan Steps
» Executive Summary
» Company Description
» Market Analysis
* Management
* Service or Product Line
» Marketing/Sales
* Funding Request

* Financial Projections

If you are researching online
you will find that most busi-
ness plans will contain some
or all of the steps listed. We

FOUNDED IN SOUTHWEST MISSOURI, OUR ROOTS ARE
TRULY TIED TO THIS LAND. AS A PREMIER AG BANK,
WE ARE UNIQUELY SUITED TO SUPPORT OUR THRIVING

AG COMMUNITY AND CONTRIBUTE TO YOUR SUCCESS.

=
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know that not all businesses
are the same and not all busi-
nesses will focus on every step
of the process in the same de-
tail. The basics give you a gen-
eral guideline to get started.

I will not touch on every one
of these steps, but the first step
begins with the executive sum-
mary. When presenting your
business plan, the executive
summary is the first thing that
the reader will see. While it is
a summary, provide enough
information that your reader
can get a good idea of the busi-
ness that you already have or
that you are wanting to put
into place. Let us know why
you feel your plan will be suc-
cessful. The summary sets the
tone for the rest of the busi-
ness plan.

The next step that Iwould touch
on would be the market analy-
sis. You can never do enough
market research. How does
your business align itself with
similar businesses? You need
to determine the trends and
see how the market has reacted
over time for the business you
are presenting. History can tell
us so much. Past performance
is often a good indicator of fu-
ture success. Do your research
and understand the market
you are in as well as where you
think it is heading.

As lenders we always want to
know your management abil-
ity and experience. A good
operator is key to a successful
business. Management experi-
ence can be through education
or often times through expe-
riences you have had in the
work force. It can also be in
managing your household and
personal finances. We review
credit reports not only to tell
us how you have handled pay-
ing your personal debts, but
it is a good indicator to your
lender how you manage your
personal business. Often times
if you manage your personal
finances well, your business
will also be as successful.

I'm going to skip down to dis-
cuss financial projections. This
can often be an overwhelming
task and one that I feel is most
important to the success or
failure of a business. This step
also determines whether we
pursue the business plan going
forward.

CONTINUED ON NEXT PAGE

www.joplinstockyards.com



BUSINESS PLAN BASICS « FROM PREVIOUS PAGE

You have a plan, you have studied the market, and you have had
some management experience in the past, but will your busi-
ness make money? Obviously as the banker, I am very focused
on the numbers of seeing if the business will generate income. It
is very important that you are as realistic and as conservative as
possible when determining your financial projections.

I would not be seeing your business plan if you did not believe
that it would make money and be successful. The most difficult
part of any business plan is not determining the success but try-
ing to determine the failures. Make sure throughout your plan
and during the discussion of the financials that you make men-
tion of how you will overcome a declining market, weather-re-
lated issues, sales not hitting expectations, a key employee quit-
ting, etc. You need to have plans in place to cover the “what ifs”.

Yot re Jrudled!

o

WHAT:

We are often emotionally attached to our plan and excited for
the future of our success. Keep in mind that it doesn’t always go
as planned, and we need to plan for that as well.

You will find when reviewing this information that no matter
whether you have a feeder operation, dairy farm, or running
a business in town, the business plan is relatively the same.
Determine the purpose of what it is that you are trying to ac-
complish, research the market, determine financially if it makes
sense, and plan for the “what ifs.” Whether you are going to the
bank and have your plan on paper or not, your lender is going
through this process. It is helpful for us to know that you have
been through this thought process already and are prepared to
answer the questions.

—Joey Orr is senior vice president and loan officer for Old Missouri
Bank™¥"
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AHIGH-MARBLING HYBRID WITH A KICK OF HETEROSIS

Small Ruminant (Sheep & Goat)
Nutrition and Management
Meeting

WHEN:
7 p.m. | Oct. 24, 2019

WHERE:
SoMo Farm & Ranch Supply
2850 West Kearney,
Springfield, MO 65803

WHY :

To provide useful
information to current
sheep and goat raisers and those
considering
small ruminants.

LEARN:
Featured speaker will be
Rob Zelinsky, M.S.,
Hubbard Feeds
small ruminant specialist.
From western Nebraska,
Mr. Zelinsky is a 40-year
veteran cowman and
breeder of Suffolk sheep.

RSVP:

SoMo Farm & Ranch Supply
Phone 417-865-0312
or email somoag.com

SPONSORED BY:

SoMo Farm & Ranch Supply
Hubbard Feeds
(Alltech Feed Division)
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MANAGEMENT MATTERS
Fenced In

Understanding fence laws and your responsibilities

By Macey Hurst for Cattlemen's News

ood fences make good
neighbors. Many
landowners and ag-

riculturalists  believe
in that phrase and can only
hope they have both. One of
those individuals is Wesley
Tucker, agricultural business
field specialist for University
of Missouri Extension in Polk
County. With years of experi-
ence in the field, he has some
tips for how to maintain good
shared fences and healthy
neighbor relationships.

“As with any relationship, the
key is communication. Com-
municate with your neighbor
in a friendly manner that you
want to be a good neighbor
and want to do your part to
maintain the fence,” Tucker
said. “Ask them what they
think needs to be done. Hope-
fully they will reciprocate and
take their responsibility seri-
ous as well.”

This is first simple step to de-
veloping those relationship
and lines of communication
with other parties involved
in the matter. Even then, it is
important to understand who
is responsible for the main-
tenance of the fence. Legally,
both you and your neighbor
have an obligation if you both
have livestock on your respec-
tive properties.

“If you own livestock or ben-
efit from livestock being on
your property, such as leasing
it to someone to run livestock,
then you are responsible to
help maintain a portion of the
fence,” Tucker said. “You and
your neighbor are to meet in
the middle of your common
boundary, face one another,
and you are to maintain what
is on right hand. It’s called the
right half principle.”

Tucker encourages producers
to become familiar with the
state and county laws regard-
ing fencing, as some counties
have local laws. Local county
authorities and extensions of-
fices should be able to help in
identifying applicable policies.

Having an understanding
of these rules and responsi-
bilities should provide clear
boundaries for both you and
your neighbor. However,
Tucker said they may not re-
spond or accept responsibility
right away, but that it should
not be cause for flared tem-
pers or defensive action. Com-
munication is still key.

“If you can keep your wits
about you and continue to
share that you both have a
responsibility, hopefully the

20 OCTOBER 2019

neighbor will begin to feel
guilty and eventually get on
board. But if they do not, let’s
face it, the cost of a legal battle
usually far outweighs the ben-
efits gained,” said Tucker.

When a neighbor is unwilling
to discuss the topic or do their
own part, it can be difficult
and frustrating. It can also
lead to times of neighborly
conflict and challenging is-
sues down the road.

“The most difficult situation
is when a neighbor refuses to
do their part. It is very hard to
‘force’ them to do what they
should,” said Tucker. “How-
ever, when your cattle get into
their property and do damag-
es, if they go through the sec-
tion of fence the neighbor was
responsible to maintain, you
may not be liable for those
damages if you can prove the
neighbor was not doing their
job of maintaining a legal
fence.”

Although the situation might
not be ideal, it is important to
maintain some type of work-
ing relationship with a neigh-
bor, even in these times of
disagreement. Tucker said re-
lationships that go sour as the
result of a conflict can have
long-lasting and widespread
effects.

“Unfortunately, the damage
will go well beyond the cost
of repairing the fence or deal-
ing with trespassing animals.
Hard feelings cause neighbors
to turn against one another,
and spills over into every as-

pect of their relationship,”
Tucker said. “Instead of neigh-
bors supporting and helping
one another, the entire com-
munity suffers.”

In this case, it is important to
know your rights as a land-
owner. Tucker said you do
have the right to restrain tres-
passing animals and charge
the neighbor for the cost of
their care, but it is illegal to
deny their return. When in
this situation, doing what is
right and holding up your end
of the deal is crucial.

“Taking your responsibility
serious to maintain a fence
and keep your livestock con-
tained on YOUR property can
help sustain a positive rela-
tionship between neighbors.
Neglecting that responsibility,
can cause that relationship to
go sideways quickly.”

To combat all of these many
potential issues, Tucker’s ad-
vice is simple.

“Dealing with noncompliant
neighbors is difficult to say
the least,” Tucker Said. “Try to
continue to communicate and
reason with them, otherwise
the relationship will just turn
dark and ugly. Nobody wins in
those situations.”

For more information on state
fencing laws, visit the ‘Missouri
Fencing and Boundary Laws’
and the ‘Missouri’s Fencing and
Boundary Laws: Frequently
Asked Questions’ portions of
the MU Extension Website at
extension.missouri.edu. ™

www.joplinstockyards.com
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The Costs of Low Protein in Forage

Avoid higher supplemental feed costs this winter

he intermittent rains that have saturated Arkansas for

1 most of the past year have taken their toll on forage qual-

ity, confirming the suspicions of producers and forage quality
researchers alike.

Shane Gadberry, professor of ruminant nutrition for the Univer-
sity of Arkansas System Division of Agriculture, said the rains af-
fected every aspect of raising forage, from planting and fertiliza-
tion to pest management.
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“Putting up good-quality hay was challenging for Arkansas ranch-
ers in 2019,” Gadberry said. “Rain and water-logged soils kept
ranchers from getting fertilizer out, weeds sprayed, and hay har-
vested in a timely manner. We’re starting to see the consequences
in the lab.”

Between May 1 and August 27, 92 cool season grass hay samples
and 368 warm season grass hay samples were analyzed through
the Division of Agriculture’s Diagnostics Laboratory in Fayetteville.
Testing results show protein averaging 9% in cool-season grasses
and 9.8% in warm season grasses, with total digestible nutrients
(commonly referred to as TDN) averaging 51% in cool season
grasses and 56% in warm season grasses.

“We typically see protein above 10% and TDN around 54% in fes-

cue, our most commonly harvested cool season grass,” Gadberry

said. “Bermudagrass is the predominate warm season grass har-

vested for hay, and historically we’ve seen the protein around 12%
and TDN close to 58%.”

A drop of 2 to 4 percentage points in

overall quality means cows will need
! more supplementation through the win-
ter. About 50% of available hay is testing
too low in protein and energy for non-
lactating cows in late gestation, Gadber-
ry said. About 80% of the hay is too low
in protein and energy for early-lactation
COWS.

“I's uncommon to see this many hay
samples not meeting the nutrient re-
quirements of non-lactating cows,” Gad-
berry said.

In the short term, the extra body fat
many cows are carrying from this sum-
mer’s abundant pasture growth will
help them endure the winter. But if they
lose too much body conditioning before
calving, or are in a negative energy bal-
ance during breeding, next year’s calf
crop will suffer, Gadberry said.

“The current excess supply of pasture
forage is going to start dropping in
quality as we move into fall,” he said.
“Ranchers should visit with their county
extension agents about testing pasture
forages for protein and TDN, like they
would hay. If pastures test below 8%
protein, supplemental protein may help
the cows better digest those carryover
grasses.”

Supplemental feed costs are likely going
to be higher this winter, Gadberry said.

“The best approach to choosing the
right type and amount of supplement
is testing on-farm hay stocks,” he said.
“Hay quality is too variable, from farm
to farm and cutting to cutting, to make
assumptions about supplemental feed-
ing. A routine hay analysis will cost $18
a sample.”

—Source: University of Arkansas Extension: 1"
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MANAGEMENT MATTERS

Weaning: Longer is Better

45-day weaning period for calves adds significant sale value

t is weaning time for
Imany cow-calf producers,
and the wean date for the
Joplin Regional Stockyards
Dec. 5 Value-Added Feeder Cat-
tle Sale is fast approaching.

“Most cow-calf producers are
aware of the 45-day weaning
period requirement associated
with these sales, but some may
wonder why the post-weaning
period needs to be so lengthy,”
said Glenn Selk, Oklahoma
State University Cooperative
Extension emeritus animal sci-
entist and managing editor of
the university’s popular Cow-
Calf Corner newsletter.

Data from Iowa over a 9-year
period in several feed-out tests
compared the health status of
calves weaned fewer than 30
days prior to being sent to a
feedlot to calves weaned more
than 30 days. Data from more
than 2,000 calves were sum-
marized.

“Calves that had been weaned
fewer than 30 days when they
had been sent to a feedlot had
a higher incidence of bovine
respiratory disease - 28%-—
compared to calves weaned
for more than 30 days, which
was 13%,” Selk said. “The per-
centage of calves that required
three or more treatments also
was significantly different —
6% versus 1% - in favor of
calves that had been weaned
more than 30 days.”

In fact, the study indicated
calves weaned fewer than
30 days were no different in
health attributes than calves
that were weaned on the way
to the feedlot. A summary of
this lengthy study was pub-
lished in 1999 and is available
online at http:/www.exten-
sion.iastate.edu/Pages/ansci/
beefreports/asl-1648.pdf.

“Medical costs attributable to
the treatment of BRD are sub-
stantial, and the economic im-
pacts of BRD on carcass merit
and meat quality further in-
crease the economic costs,”
said Kellie Raper, OSU Coop-
erative Extension agricultural
economist, part of a team of
OSU scientists who studied

www.joplinstockyards.com

the economic effects of BRD
on feedlot cattle during back-
grounding and finishing phas-
es. The OSU report is available
online at http://facts.okstate.
edu, listed as Extension fact
sheet P-1027.
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Selk stressed “Vac-45 calves”
have a real advantage in terms
of health compared to calves
weaned for less than a month
or those weaned on the way to
the livestock market.

“Certainly, part of the value in
value-added calves can be at-
tributed to properly applied
vaccinations,” he said. “How-
ever, there is little doubt that
a portion of the improved
health is due to the length of
time between weaning and the

movement of calves to the next
owner.”

To participate in Joplin Re-
gional Stockyards Dec. 5 Value-
Added Feeder Calf Sale, wean
calves by Oct. 21. Forms and
additional information can be
found at https://www.joplin-
stockyards.com/value_added_
sales.php.

—Source: Release adapted from
Oklahoma State University Exten-
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PRIVATE TREATY OFFERING
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FRIDAY, NOVEMBER 1, 2019

AT THE RANCH, WHEATON, KS

55-60 SIMANGUS, ANGUS AND SIMMENTAL BULLS

from November 1"-2",

o Our 5% repeat/loyalty customer discount will apply to bulls selling

« All bulls tested negative for BVD-PI and Leukosis (Bovine Leukemia).
o All bulls tested for anaplasmosis. Call us for an industry update on
this major impact issue and how our bulls will fit into your program.

Moser Ranch LLC
Harry & Lisa Moser | Cameron & Carrie Moser & Family
3063 26 Road, Wheaton, KS 66521
Harry: 785.456.3101 / moserranch@moserranch.com

Look for pasture videos of bulls and sale updates on our website

WWW.MOSERRANCH.COM
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MANAGEMENT MATTERS

Top 5 Reproductive Failures

Learn ways to avoid them in your operation

By Ryon Walker

chieving high pregnan-
Acy rates is an important
goal in every cow-calf
operation. After every
breeding season, we are ei-
ther satisfied with the results
or wondering why our preg-
nancy rates were so low and
focusing on ways to improve
them.

Traditional thinking trains us
to be satisfied with our results
when we have met the indus-
try average, or are as good as,
if not better than, our neigh-
bor’s pregnancy rates. Non-
traditional thinking should
redirect our focus more on
the causes of some of these
failures and on correcting or
minimizing the problem.

Reproductive failures can oc-
cur in any cow-calf operation
and lead to a significant chunk
of the financial loss incurred
from that calf crop.

Let’s take a look at the top five
reproductive failures that I
believe are often seen in a
cow-calf operation, beginning
with No. 5.

Leaving the bulls in too
long

I can already tell that some
of you are shaking your head
“yes” in agreement with this
statement. This is not scientif-
ic. It's common sense. The lon-
ger we leave the bulls in with
the cows, the more likely we
are to shift some of the herd
to calve later in the season.
This ultimately causes some
of the cows to fall out of the
herd because they come up
open. We have trained some
of those animals that it is OK
to go through several attempts
to get bred. Sometimes when
those animals are stressed
prior to or during the breed-
ing season, it makes it that
much easier for that animal
to fall out of the breeding sea-
son. Leaving your bulls in too
long can lead to other pitfalls
including lack of uniformity
in your weaning date, wean-
ing weight and marketing of
calves. Although fertility is
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lowly heritable, we can select
for fertility through a shorter
breeding season. “Defined”
is the key word in a defined
calving season.

Infectious causes of repro-
ductive failure

A good herd health program
is invaluable. It helps pre-
vent certain diseases such
as blackleg, pink eye, and re-
spiratory diseases, as well as
some diseases that can cause
reproductive failure at differ-
ent stages of pregnancy. Infec-
tion by these pathogens (vi-
ruses, bacteria and protozoa)
can significantly reduce your
calving rate through abor-
tions and stillbirths. Bovine
viral diarrhea (BVD) virus
can cause abortion if the cow
is infected in the first three
months of gestation and is
transmitted through horizon-
tal transmission (animal to
animal) or vertical transmis-
sion (dam to fetus). Infectious

bovine rhinotracheitis (IBR)
virus can cause abortion from
four months of gestation to
term and is transmitted hori-
zontally through direct con-
tact or airborne. Brucellosis
(Bang’s disease) is a bacterial
disease that causes abortion
at any stage of pregnancy and
is transmitted through di-
rect contact of milk or via the
aborted fetus, afterbirth or
other reproductive tract dis-
charges.

Leptospirosis is a bacterial
disease that causes abortion
within one to three months af-
ter infection and is transmit-
ted directly between animals
or indirectly through the en-
vironment. Vibriosis is a bac-
terial venereal disease that
causes abortion between four
and seven months of gestation
and is transmitted to the bull
from breeding infected cows
and then passing the bacteria
back to naive cows during the
breeding season. Neosporo-
sis is a protozoal disease that
causes abortions during mid-
gestation and is transmitted
by other host such as canines.
Trichomoniasis is a protozoal
disease that causes abortion
during the first three months
of gestation and is transmit-
ted to the bull from breeding
infected cows and then pass-

ing the protozoa back to naive
cows during the breeding sea-
son.

To reduce the incidence of in-
fectious disease in your herd,
maintain proper nutrition
(including a good mineral
program), minimize stress,
maintain a good vaccination
program, and properly con-
trol internal and external par-
asites.

3 Poor nutrition

Most people would say
that nutrition is the most im-
portant factor contributing to
poor fertility, and I agree to
an extent. Cows need to be in
good body condition at calving
to speed up uterine recovery
and reduce the days to first
estrus. If a cow starts off in a
low body condition at calving,
the increase in nutrient de-
mands during and after calv-
ing can delay a cow’s ability to
recover from calving sooner
and begin cycling again. Good
management practices allow
a producer to increase nutri-
ent availability during the last
month of gestation, depend-
ing on the nutritional status of
the cow at that time, to ensure
those cows are maintained at

CONTINUED ON PAGE 26

Bull management is often overlooked as a reproductive failure with
blame often shifted to cow management. Fertility issues with one bull
could affect up to 30 calves or lack thereof.

—Photo by Joann Pipkin for Cattlemen's News.
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REPRODUCTIVE FAILURES
FROM PAGE 24

a body condition score of 5 to
6 at calving. Cattle that calve
in a poor body condition can
still conceive during a longer
breeding season. However,
those cattle will typically con-
ceive later on in the breeding
season, eventually falling out
of the herd because they were
open.

2 Forgetting the bull

Bull management is over-
looked most of the time and
often comes second to cow
management when it should
be the other way around. Fer-
tility issues with one cow only
affect one calf. Fertility issues
with one bull could affect up
to 30 calves, or lack thereof.
Breeding soundness exams
are a cheap investment when
compared to the alternative
with a sub-fertile bull.

A study conducted at Kansas
State showed that pregnan-
cy rates dropped more than
6% in cows serviced by bulls
that did not have a breeding
soundness exam conducted
compared to bulls that passed
a breeding soundness exam
prior to the breeding season.
Statistics show that 1 out of 5
bulls are sub-fertile across a
random population. We are
sometimes guilty of not pay-
ing attention to the bulls when
they have their work clothes
on, meaning when they are
out with the cows. Prob-
lems with the bull during the
breeding season are often not
detected until after the breed-
ing season or pregnancy diag-
nosis at weaning, and then it’s
too late.

It is always a good practice to
monitor each bull’s behavior
throughout the breeding sea-
son and to make sure he is
breeding cows. A bull may not
be servicing cows for multiple
reasons such as lameness, dis-
ease, other mature bulls, or a
lack of libido. Libido is a mea-
sureable trait and measures
how aggressive a bull is at ser-
vicing a cow, regardless of any
management or environmen-
tal factors that may get in his
way. While we spend a lot of
time on managing our cows,

we need to spend more time
managing and observing our
bulls and how they perform
during the breeding season.

Uncontrolled infertility

Probably the biggest con-
tributor to reproductive fail-
ure is one we cannot control,
and that is embryonic mortal-
ity during early pregnancy. Up
until recent years, early detec-
tion of pregnancy was limited
due to method of detection (ul-
trasonography and blood test
vs. rectal palpation alone). In
addition, survival rates early

Reproductive failures
can occur in any cow-calf
operation and lead to a
significant chunk of the
financial loss incurred
from that calf crop.

on during pregnancy were dif-
ficult to diagnose until recent
findings. Recent work has re-
ported that early embryonic
survival in beef cattle at sev-
en days after breeding is ap-
proximately 95%. That means
almost all cattle conceive and
have a live embryo within the
first seven days of gestation.
By day 28, embryonic survival
has dropped to approximately
70%. There is a 25% loss in
embryo survival from day 7
to day 28 of gestation. By day
42, embryonic survival is ap-
proximately 62%. The reason
behind such a drop in embry-
onic survival is still not under-
stood. Is it management, envi-
ronment or genetic?

These five contributors to re-
productive failure should be
evaluated every year. With
this in mind, identifying what
contributed to a failure is the
first step to improving the re-
sults of an outcome. Once we
accept that, we can react on
that and reduce or eliminate
the failure.

—Source: Noble Research Insti-
tute. Visit them on the web at
www.Noble.Org.™
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MANAGEMENT MATTERS

Metaphylaxis Response

National changes in antimicrobials used for metaphylaxis

By Elliot Dennis

etaphylaxis is an
animal health prac-
tice where at-risk

feedlot cattle are
treated with an FDA-approved
injectable antimicrobial, gen-
erally upon arrival at feeding.

A recent publication called
“Antimicrobials Used for
Metaphylaxis and Implica-
tions for Product Diversifica-
tion in the Animal Health Sec-
tor” provides context on how
metaphylaxis use in U.S. cattle
feedlots has changed between
2011 and 2016.

The publication focused
on the intensity and type
of antimicrobials used for
metaphylaxis in 1,000+ head
capacity feedlots. The discus-
sion surrounding the use of
metaphylaxis should be held

Herd established in 1953 * Pérformance testing Since 1963

within the context of inject-
able antimicrobials use in
livestock production, of which
metaphylaxis is a contribu-
tor. Injectable antimicrobial
use steadily decreased from a
high in 2010-2011. It has main-
tained near its current level
since 2013. Thus, the overall
use of injectable antimicrobi-
als has been relatively stable
for the last five years.

Examining the number of
feedlots using metaphylax-
is reveals the prevalence of
metaphylaxis as an animal
health practice. Between 2011
and 2016, the number of feed-
lots using metaphylaxis sta-
tistically decreased from 59.3
(4.2)% t0 39.3 (3.4)%. Numbers
in parentheses are standard
errors reported by NAHMS.
Likewise, the number of cattle

Jack & Nancy Baker

(660) 679-4403
7972 NE St. Rt H, Butler, MO 64730

Disciplined Breeding
65 Years of Experience

Raised in Commercial Environment
Sound Footed & Performance Tested

DNA Tested

managed using metaphylaxis
statistically decreased from
21.3(2.3)% to 17.0 (1.6)%.

U.S. cattle feedlots have
moved away from Tilmicosin
and Ceftiofur in favor of dif-
ferent or newer antimicro-
bials. For example, between
2011 and 2016 the share of
feedlots wusing Tilmicosin
(Ceftiofur) was reduced from
32.91% to 15.58% (22.69% to
13.55%), respectively. In other
words, fewer feedlots are us-
ing Tilmicosin and Ceftiofur
for metaphylaxis. The share
of feedlots using Tulathromy-
cin increased from 25.89%
to 28.66%. Tildipirosin and
Gamithromycin demonstrat-
ed the largest growth in feed-
lot share of use.

66'" ANNIVERSARY SALE

OCT. 27, 1 P.M., BUTLER, MO

CED BW WW YW

<) 25 77 144

The Herfindahl-Hirschman
Index (HHI) is one way of ex-
amining market diversifica-
tion. Changes in U.S. feedlot
preferences have increased
market diversification of in-
jectable antimicrobials la-
beled for metaphylaxis use.
The HHI based on feedlot an-
timicrobial share decreased
from 2,401 to 1,560. Likewise,
the HHI based on cattle an-
timicrobial share decreased
from 3,240 to 1,753.

These conclusions and find-
ings should be held in the con-
text of the limitations stated
within this publication.

—Source: University of Nebraska
Extension ™1
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Making Room for the Next
Generation

It's not as easy as it used to be

By Lisa Henderson for Cattlemen's News

hile technology has
made family farming
and ranching more

efficient and produc-
tive, passing the operation on
to the next generation has only
become more difficult. A gen-
eration ago, farms were gener-
ally smaller and the land and
equipment were less valuable.

As today’s farms and ranches
have become more valuable,
operation is more complicated.
The farm’s assets —and debt —
are often much greater, requir-
ing better management skills.
That’s why any plan to pass the
farm or ranch to the next gen-
eration must begin with realis-
tic financial goals.

“That’s the kicker,” says Uni-
versity of Missouri Ag Business
Specialist Jim Spencer. “There’s
no exact answer to know if a
farm or ranch can afford to
bring in the next generation. It
is very tough.”

It’s tough because net farm in-
come has been tight in recent
years even for established
farmers. Overall, according to
USDA’s Economic Research Ser-
vice (ERS), farm cash receipts
are projected to decrease by
$2.4 billion in 2019 to $371.1
billion. Adjusted for inflation,
total animal/animal product
receipts are forecast to decline
$2.3 billion.

As net farm income shows de-
cline, ERS projects farm debt to
increase $3.4 billion to $415.7
billion in 2019. That means
debt-to-asset levels for agri-
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culture are set to rise again in
2019, continuing an upward
trend since 2012.

While those statistics are
daunting, every farm’s finan-
cial situation is different, and
Spencer says many programs
are available to support new
and transitioning farms, such
as the beginning loan program
available through USDA.

Additionally, the 2018 farm bill
signed into law last December,
made funding available for
state mediation programs to
work with families specifically
on family farm transition. That
means, for the first time, farm-
ers have access to free legal ad-
vice and family mediation. The
farm bill also made it possible
for those without a clear title,
like those with heir’s property,
to be able to apply for USDA
loans and programs.

For those who are ready to be-
gin the process of transition-
ing the family farm to the next
generation, Spencer says they
should be able to answer a few
basic questions.

“First, how is the new genera-
tion going to be financially sta-
ble going into the succession?”
he asks. “And, is there a succes-
sion plan in place?”

Further, he says it’s important
that the older generation is
firmly committed to stepping
away.

“After how many years will
the younger generation be the

sole proprietor?” he asks. “Suc-
cession planning is key, and
the younger generation must
be involved from a financial
standpoint.”

One of the hurdles to modern
farming and succession plan-
ning is the fact farmers are able
to remain active and produc-
tive longer. Modern machin-
ery, while expensive, also gives
farmers the ability to work
large tracts of land alone, until
much later in their lives. Often,
that has the effect of driving
children toward other careers.

If an operation wants to en-
courage a younger generation
to return to the farm, get them
involved early, Spencer says.

The principle operator must
get them involved with the
operation. The younger gen-
eration doesn’t have a clear
understanding of the manage-
ment side of the business yet,
so they are the workforce to
start. But, they have to be in-
cluded to transfer into the busi-
ness side.”

Other than labor, the younger
generation should bring new
ideas to the operation.

“That can be a double-edge
sword as the older generation
may have the mindset ‘that’s
not how we do it here,” Spen-
cer says. “The younger gen-
eration may also help generate
some revenue with off-farm
income, and they could also
bring ideas of new marketing
tools through social media, etc.,
that could add value.”

He says the younger genera-
tion must be involved in man-
agement decisions in order to
take ownership of operations
later.

“It’s hard to pass those skills
on unless they are involved.

More interest, more success,”
Spencer says.

Diversification of the farm or
ranch might be necessary for
the succession plan to work,
and in many cases diversifi-
cation is the best way to add
value to current operations.

“Diversification is definitely
a tool if applicable,” Spencer
says. “Is the older generation
willing to diversify to let the
younger generation be self-
supporting? In some instances
itis not possible. Every farm is
different."

A farm could add a new com-
modity to generate new in-
come, but Spencer says both
generations must understand
the goals and options. Trying
to add value to the farm’s ex-
isting products in the market
is another option.

There are not necessarily right
or wrong answers, but all
parties should know and un-
derstand the situation before
committing to an arrange-
ment. Open dialogue will help
make the transition as smooth
as possible and ensure every-
one involved understands the
expectations of the others.

Launching a farm succession
plan can be difficult, but Spen-
cer says one of the keys to suc-
cess is communication.

“The older generation must
be accessible and be willing
to communicate how things
need to be done,” he says.

To establish a succession plan,
all parties should know and
understand the situation be-
fore committing to an arrange-
ment. Open dialogue will help
make the transition as smooth
as possible and ensure every-
one involved understands the
expectations of the others™

www.joplinstockyards.com
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Crunching the Numbers

Data-based decisions help Wilmoth Ranch maintain

herd efficiency

By Kelsey Harmon for Cattlemen's News

he Wilmoth Ranch is a

l family Angus operation
in Southwest Missouri
owned by brothers Greg
and Brent Wilmoth and their
families and managed by Jer-

emy McBride.

Kathy Wilmoth is married to
Greg Wilmoth and plays a vital
role in the operation by elec-
tronically tracking the cattle’s
performance records and help-
ing make data-based decisions.

When reflecting on her back-
ground in agriculture, she
smiles and recalls it fondly. She
was born in Texas but grew up
in Missouri as a suburban kid
that participated in 4-H and
lived on a small acreage with
chickens, ducks, horses, a cow
and a garden. She says her
stepdad was a crop and beef
farmer. “I developed a love
of agriculture early on,” says
Wilmoth. “The [interest in] cat-
tle and stuff like that came with
my stepdad.”

Today, she puts that same love
for agriculture to use when
tracking data for the cattle.
“Eight years ago was about
when [ started really doing
record-keeping,” says Wilmo-
th. “We decided we needed to
keep this ranch going, making
money and moving into the
future.” She explains that one
day her husband Greg asked if
she could research cattle pro-
grams, and she ended up with a
full-time job, using CattleMax.

“My job here is to keep track of
every cow and every calf,” she-
says. “I keep all of the perfor-
mance records being genomic
scores and all the weights
(birth, weaning, and gain dur-
ing background period on
calves).”

She notes that heifers and
cows are weighed and frame
and body scored. Bulls also
have their bi-annual breeding
soundness exams (BSE) dur-
ing which they are weighed
and body condition and frame
scored. “Pasture location for
each herd and individual ani-
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mal is always updated, so we
always know where each ani-
mal belongs,” says Wilmoth.
“This also allows us to keep
track of pasture rotation for op-
timum grass and plant health.”

“We were doing electronic live-
stock identification (EID) before
EID was cool,” says Wilmoth.
“We started it a long time ago,
and I can scan those cows like a
can of green beans and 90 per-
cent of the time, when we work
cattle, 'm at the chute.”

Wilmoth says that using EID
and detailed record-keeping
maintains efficient cattle. She
highlights that the goal is to
produce a high-quality, uni-
form set of calves. “Everything
we’re doing is based on what
the market, end consumer and
the feeder wants,” says Wilm-
oth. “We started seeing a cor-
relation between the genomic
numbers, and then we took it
seriously.”

She explains that the operation
initially ran the gamut of Bran-

gus, SimAngus and Hereford
bulls, but they now run a 100%
Angus bull battery. “We came
up with the theory that our
worst bull has to be better than
our best cow in order to contin-
ually improve our herd,” says
Wilmoth. “We are Top-Dollar
Angus genetically verified, and
there is a lot of support for An-
gus breeders and advertising.”

“I love cattle and to drive
through the field and pull up
my cattle records on my phone
and see who that calf’s sire is, to
look at her genomic numbers,”
she adds. “And, if it’s a regis-
tered cow or calf to look at her
Expected Progeny Differences
(EPDs).”

She adds that she enjoys see-
ing the genetic results of em-
bryo transfer (ET) calves. “You
can take those ET calves, raise
them right next to commercial
or other registered calves that
are good cattle, but for those
ET calves, I would say eight out
of 10, blow your mind,” says
Wilmoth. “You can see good ge-
netics standing in the field.”

The record management sys-
tem also serves to make the
operation’s tasks run more ef-
ficiently. Wilmoth explains
that she can print worksheets
to help organize the logistics
during breeding season, vacci-
nations and health programs,

At Wilmoth Ranch, Kathy Wilmoth tracks every cow and her progeny.
She maintains performance records and genomic scores as well as
birth and weaning weights and average daily gain. The ultimate goal
of the ranch is to produce high-quality, uniform calves.

—Photo by Cattlemen's News staff.

when they load out cows to sell,
and for rotating cow groups on
pastures.

The records also help Wilmoth
to make data-based decisions
for culling cows. “Every year
when we preg, I pretty much
look at each individual cow
record,” says Wilmoth. “I print
off their calf, their last calving
date and their calf ear tag and if
that calf ear tag column’s blank,
then I go to calving date. Then
if she didn’t have one this year,
or her calf died, Ilook at her in-
dividually.”

She explains they have a two
strikes and you’re out cow
culling system protocol. “Any-
thing that that cow does, any
kind of whoopsie that she has,
she gets added to that strike
list,” says Wilmoth. “If she’s on
there twice, then at preg. we
mark her. They’re either open
to cut out, or they’re bred.” She
highlights that the records help
manage cull decisions and as
a result of genomics, that cull
rate is going down.

When it comes to the ranch’s
heifer replacement protocol,
Wilmoth explains that heif-
ers are sorted on paper before
weaning. Next, if they meet
the paper criteria, they are run
through the chute to make sure
that they meet the weight crite-
ria. She explains that they also
must meet phenotype criteria.

“We look at their feet, legs, gait,
headset and muscle,” Wilmoth
says. “If they look like a prom-
ising heifer, then we keep them
to try to develop until we get
them weaned.” She adds the
next step is to turn them out on
pasture.

“We give them a certain diet
and then as yearlings, we bring
them in, and we want them
to weigh around at least 750
pounds,” says Wilmoth. “We
want them to have that frame,
to pelvic score, and to look
good.”

The final step is to get them
ready to artificial insemination
(AD) breed. “We keep the very
best ones, bred to the Al bulls
that are going to calve quickly,
says Wilmoth. “Our preg rates
are pretty good. They run about
95 percent on heifers.”

For more information on Wilm-
oth Ranch, visit them online at
wilmothranch.com or on Face-
book.™ ™

www.joplinstockyards.com
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Top-Notch Block

Julie Block is a Jill of all trades

By Rebecca Mettler for Cattlemen's News

fter meeting Julie
Block and walking
through  Stagecoach

Ag’s  800,000-bushel
capacity grain storage facility
outside of Carthage, Missouri,
you’d think she has handled
grain her whole life.

You’d be wrong. Although she’s
always been immersed in ag-
riculture, her proficiency and
confidence in the row crop
business is thanks to her quick-
study nature.

Block, of rural Carthage, Mis-
souri, works at Top Notch
Farms, the company that owns
Stagecoach Ag grain facility.
She grew up near Diamond,
Missouri, on a cattle, poultry
and custom hay harvest op-
eration. She became involved
in crop farming when she met
her husband.

Block started with Top Notch
Farms in 2014 when the opera-
tion underwent an expansion.
Top Notch Farms is a large
family-owned and managed di-
verse agricultural operation. In
addition to a grain storage fa-
cility and a sizable commercial
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cow-calf operation, the farm’s
primary business is the produc-
tion of corn, soybeans, wheat
and alfalfa.

The farm owns and rents land
from Granby, Missouri, to Gold-
en City, Missouri. Carthage, the
location of the Top Notch Farms
office and Stagecoach Ag’s grain
storage facility, is centrally lo-
cated and provides convenient
access to Interstates 44 and 49.

“We are close to the interstates
and in close proximity to places
that take our products,” Block
explained. “We don’t have a lot
of expense for trucking, which
isnice.”

Most of the grain is sold lo-
cally and is made into chicken
feed, with the exception of the
wheat, which is human grade
and sold to ADM in Carthage,
Missouri. It’s likely that their
wheat ends up in Little Deb-
bie bakery items, according to
Block.

At that time when Block started
at Top Notch Farms, she was
responsible for checking in,
weighing and unloading grain

trucks. Now, she fills in for
most any job on the farm while
still being responsible for those
aforementioned tasks, plus the
addition of handling grain set-
tlement checks, managing the
grain contracts with customers,
and running the farm’s social
media and public relations.

Block’s plans for the day can
change at the drop of a hat, but
that’s what she loves about her
job.

“A lot of the days are the same,
but I can come to work and
think that T’ll be in the office
all day catching up on paper-
work,” she said. “Then my
plans change by 9 a.m., and T’ll
be in the tractor all day long or
hauling hay.”

Or, when rain is in the short-
term forecast, and 400 acres of
alfalfa are mown down it’s all
hands on deck, which is exactly
what happened this spring. The
Top Notch Farms crew, Julie
included, wrapped 990 round
bales of haylage in 24 hours—a
monumental task. Julie’s job on
that mission was to run the in-
line wrapper.

“It was insane. We were a tired
bunch, but we were trying
to beat the rain. It started to
sprinkle on us when we were
wrapping the last five bales. We
couldn’t have cut it any closer!”

Another perk of the job, aside
from the varied schedule, is
the ability for Block to work
with her husband, Marty Block.
Marty serves as the operations
manager for Top Notch Farms.

Julie often gets asked what it’s
like to work with her husband
on a daily basis, to which she
says she is fortunate. While

they work for the same com-
pany, and their jobs intertwine,
they don’t work alongside each
other every day. However, Julie
says she most enjoys the days
when they do get to work side
by side.

“Everyone gets a kick out of
him being so hard on me on the
radio,” Block said. “He’ll say,
‘Hurry up, dear. I'm waiting on
you.” when we are in the field
and I'm driving the grain cart
tractor.”

Block explains that she’s been
married to Marty long enough
(13 years) to understand how
he likes things around the farm
to be accomplished, so he prob-
ably asks more of her than an-
other person in his position
would do, but that's OK with
her.

“Basically our whole lives to-
gether have always been agri-
culture. I remember helping
him rake hay when we were
dating and helping him haul
hay. We’ve always worked well
together,” she said.

Like many other farming
families, Julie and Marty have
dreams to expand their own
farming operation. The couple
couldn’t imagine raising their
four kids, ages 12 to 4, any place
else but on the farm. Just this
year they purchased a farm
that Marty had been leasing
since he was 15 years old. Cur-
rently, they raise wheat corn,
and soybeans on the land, but
plan to add cattle to the land in
the future.

“Both my husband and I grew
up on farms and have several
generations of farming in our
families’ linage,” she said. “You
could say it’s in our blood.” "

Although she was raised on a farm, Julie Block's knowledge of the
grain industry has come through quick-study. At Top Notch Farms,
Carthage, Missouri, she checks in, weighs and unloads grain among a
variety of other responsibilities. —Photos by Rebecca Mettler.

|4

OCTOBER 2019 31



DIRECTOR OF BREED IMPROVEMENT.

With more Angus influenced cattle qualifying for the Certified Angus Beef ® brand than ever before, it's clear
that the Angus bull has become America’s bull. He sires calving ease, growth and superior marbling. He works
well in any environment, and on any cow, regardless of breed. Make sure that America’s bull serves as your

Director of Breed Improvement.

Angus. America’s breed. Go to www.Angus.org/businesshreed or call 816.383.5100 to learn more.
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TRENDING NOW

Educating Others about Agriculture

Years’

MU Southwest Research Center Field Day 2019

he University of Mis-

l souri Southwest Re-
search Center’s 56th An-
nual Field Day was held

on Sept. 12. Nearly 1,600 high
school agricultural students
attended from 53 Southwest
Missouri schools. In addition,
around 70 registered members
of the public attended. Speak-
ers presented many diverse
and informative topics rang-
ing from industrial hemp (not
medical marijuana) production
to white-tailed deer, and from
forage management to applying
for a loan. The event had many
industries represented, includ-
ing agritourism, construction,
biomass, dairy, food safety, el-
derberry, horticulture, electric,

medical, government, banking,
wildlife and others.

Morning beef topics included
beef cattle reproduction, why
Red Angus?; social media ag
advocacy and association mem-
bership; the basics of forage
management in Missouri; the
importance of good shade; and
diverse native grasslands for
grazing.

Of particular interest for high
school students was the fistu-
lated steer stop. Five cannulated
steers were on hand for students
to expore the inner workings
of the rumen, after which each
student donned an OB sleeve
and experienced firsthand the

sights, smells and feel of the ru-
men on one of the steers.

The Vice Chancellor and Dean
of the MU College of Agriculture,
Food and Natural Resources,
Chris Daubert, delivered a pre-
sentation on “The Food Science
Behind Ice Cream Manufactur-
ing,” where he demonstrated
ice cream making with liquid
nitrogen and ice cream mix.
Several students then got to im-
mediately taste what the dean
had made. All students then
had a cup of MU Tiger Stripe ice
cream to enjoy. Schreiber Foods
provided lunch for everyone.

After lunch, a tour of the beef
operation and current research
was given. Eric Bailey, state beef
extension specialist, showcased
his plot work researching the
effect of spring forage burning
on fescue endophyte levels in
southwest Missouri pastures.

Next, Jordan Thomas, assistant
extension professor, explained
his work in using sexed semen
from several genomic-tested
Red Angus bulls through mul-
tiple timed-Al protocols on the
Southwest Center’s cow herd.
The resulting offspring were
then shown as said cow herd
is currently in the middle of
its calving season. At present,
around 20% bulls and 80% heif-
ers are born from female sexed
semen.

Thanks to all the attendees
and volunteers, MU Extension,
NRCS, Missouri Department
of Agriculture and others who
helped in the success of the 2019
Annual Southwest Research
Center Field Day.

—Information provided by MU
Southwest Research Center.™ 1"

(Left) The fistulated steer was a popular stop during the annual MU
Southwest Research Center Field Day. (Below) Nearly 1,600 high
school agricultural education students from 53 southwest Missouri
schools took part in the University of Missouri Southwest Research
Center's 56th Annual Field Day held last month near Mount Vernon,
Missouri. Topics ranged from industrial hemp production, white-
tailed deer and forage management to beef, dairy and agritourism.
—University of Missourt Extension photos.
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wrote about this subject
back in April 2009 and
wanted to revisit it. A Kan-

sas State University study
showed that bulls castrated
and implanted at an average
of 3 months of age weighed 2
pounds more at 7.5 months
of age than did the intact bull
calves in the same study. At
7.5 months, the bulls were cas-
trated and then both groups
were weighed 28 days later to
assess gain. The steers castrat-
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MANAGEMENT MATTERS

Castration Timing
Think young: find profit in doing the right thing

By W. Mark Hilton, D.V.M

ed as calves gained 48 pounds
while the bulls that were cut at
an average of 578 pounds only
gained 33 pounds. That is a lost
potential gain of 15 pounds as
these late-castrated bulls deal
with the stress of healing from

surgery.

The fallacy is that a positive
“testosterone effect” justifies
not castrating until bulls weigh
500 pounds or more. This is a
myth. When bull calves were
blood tested to measure testos-
terone levels, significantly high
levels did not occur until 89
months of age. Studies show
that bulls castrated over 500
pounds will lose weight for two
weeks after castration. How can
that be beneficial? While there
are many reasons to be in the
cattle business, two that gener-
ally lead the list are to provide
best care for the animals and to
have a successful and profitable
business. Castrating calves late
accomplishes neither of these
goals.

In five studies that examined
weight at weaning, the bulls
averaged only 7 pounds higher
than steers that were cut early
(< 3 mo). Studies also show an
average gain from implanting
the suckling calf with a low-
dose implant at 18-24 pounds.
Add the weight with none of the
stress with a suckling calf im-
plant.

Castration Guidelines:

National Cattlemen’s Beef As-
sociation Cattle Care Working
Group Guidelines: “Early cas-
tration improves animal per-
formance gain and reduces
health complications. Castra-
tion prior to 120 days of age or
when calves weigh less than
500 pounds is strongly recom-
mended.” (http:/www.neacha.
org/resources/CattleCareGuide-
lines.pdf)

Beef Quality Assurance guide-
lines on castration: “All bulls
that are not herd sire prospects
should be castrated as early in
life as possible. Early castration
is less stressful on bull calves.

CONTINUED ON NEXT PAGE
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CASTRATION TIMING
FROM PREVIOUS PAGE

Preferably, castration should
occur between birth and 4
months of age.” (https://www.
bga.org/Media/BQA/Docs/na-
tionalmanual.pdf)

American Veterinary Medical
Association policy on castration
and dehorning: “Both dehorn-
ing and castration should be
done at the earliest age practi-
cable.” (https://www.avma.org/
KB/Policies/Pages/Castration-
and-Dehorning-of-Cattle.aspx)

This is the science of when to
castrate. Our leading advisors
all recommend castrating early.

As a cow-calf producer, don’t
we want the stocker/back-
grounder and feedlot owners
to make a very healthy profit
on our calves? The more profit
made up the supply chain the
more money they have to buy
again next year. Every business
transaction needs to be win-win
or that relationship won’t last.

What are additional reasons
to castrate early?

* Improved health for
the calf as he moves to
the next segment of the
industry.

* Increased price/cwt for
steers vs. bulls,

*Improved gain and feed
efficiency, increased car-
cass marbling/quality.

» Improved carcass ten-
derness.

The reasons to castrate late are
as follows: none.

On the health side, KSU has
kept data on 2,762 head of high-
risk steers and bulls that they
have purchased in their stocker
research trials over the past
years. While the steers have
had a 0.72% death loss, the bulls
that were castrated at the yard
had a 2.28% death loss. On a
1,000 head basis, that is a loss
of 7 steers and 23 bulls. Over a
3-times increase in death loss.
If you are a cow-calf producer
selling feeder bulls, this num-
ber should make you wince. I
know it does me.

I heard Dr. Dave Daley from
Chico State speak at an NCBA
meeting a few years ago, and he
said that we need to stop saying
things like, “Well, I take good

www.joplinstockyards.com

care of my animals because it
makes me money.” That does
not resonate with the public. He
suggested a more heartfelt an-
swer of, “I take great care of my
animals because it’s the right
thing to do. I love working with
livestock and caring for them
regardless of the conditions
— season, weather or time of
day.” Many times we do profit
from ‘doing the right thing,” and
castrating early is one of those
‘right things’ that also improves
our profit.

—Reprinted with permission from
BEEF Magazine.™

Fall 2019 Bull Sale
October 30.2019
160 ANGUS
110 CHAROLATS
20 RED ANGUS x CHARQLATS

Jyear guarantee on feet & semen
Free Delivery
Complete BSE, DNA-tested
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www.SpringdfieldTrailer.com

Main Office
2929 E. Blaine
Springfield, MO 65803

Sales Lot
6321 E. Farm Road 104
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Vira Shield.

With Vira Shield, you get honest, hard-working performance that you can use 30 days
before breeding. Compared to Bovi-Shield®, cows receiving Vira Shield had 6.5 percent
higher first servicesconception rates.! Get all this and more from an inactivated vaccine
that's been proven by research and trusted by producers for over 30 years.

You can depend on Elanco to have the right product to deliver the right protection at the
right time. And, if you're not satisfied, Elanco will refund you for the cost of your purchase.
That's the Elanco Cattle Vaccine Promise.

Talk to your Elanco representative or technical consultant about the honest,
hard-working, proven protection of Vira Shield.

Elanco.us/ViraShield

The label contains complete use information, including cautions and warnings.
Always read, understand and follow the label and use directions.

Vira Shield, Elanco and the diagonal bar logo are trademarks of Elanco or its affiliates.
Other company and product names are trademarks of their respective owners.
©2018 Elanco or its affiliates.

'Perry, G. et al. (2016). Safety of vaccination with an inactivated or modified live viral reproductive
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Maintaining BCS

Using weaning date as a supplement strategy
By T.L. Meyer and Travis Mulliniks

any beef producers are preparing to wean, or at least
Mthinking about it. After weaning and prior to winter
can be one of the most economical times to improve

the body condition score (BCS) of a spring-calving

cow. Producers should look at weaning date within each year

as a supplement strategy to put body condition back on cows
before winter.

If cows are thinner than normal, a producer may want to con-
sider weaning earlier to give those cows a chance to gain body

condition, especially with the younger females. Heifer and cow
BCS at calving can impact subsequent rebreeding performance.

Data from the Gudmundsen Sandhills Laboratory Practicum
teaching herd illustrates how the time of weaning affects cow
BCS over the winter and into the next summer. By weaning in
September, cows maintained almost an entire BCS greater than
weaning in October. This can be especially important if we
have a wet and cold winter like 2018-2019.

If it gets cold enough, there may be times producers cannot
feed enough to give cows the energy needed to withstand the
cold. In periods like this, cows lose body condition to offset an
energy-deficient diet. Body condition scoring is an effective
management tool to estimate the energy reserves of a cow. In
essence, cows with a BCS of 5 or greater going into the winter
are an insurance policy or risk management tool.

In some years, forage quality, weather conditions, and time of
weaning can make putting body condi-
tion on cows more difficult. Last year, in

2850 West Kearney Springfiééﬂ;j Mo~
417-865-0312 1-800-725-1880
www.somoag.com

Livestoclk
Mineral &

many parts of Nebraska, high amounts
of early rainfall caused tremendous for-
age growth. By July, that forage qual-
ity had declined and was similar to
September/October forage quality. As
normal weaning time occurred in 2018
for many producers, cows tended to be
thinner on average. This was coupled
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with the increased maintenance energy
requirements during the winter due to
the cold stress, which left cows calving
in less than optimum BCS.

In 2019, saying we have had above av-
erage rainfall is an understatement in
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many Nebraska locations. Although for-
age growth came on late due to cooler
temperatures, native range quality is
sitting close to average in the Sand-
hills. Unfortunately, the extra precipi-
tation has challenged hay production
for many beef producers. In spite of ad-
equate range quality, the potentially de-
creased hay production is an additional
reason to monitor cow BCS to decide a
weaning date.
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Livestock Insurance and Your

Operation

MU guide explains USDA livestock insurance revisions

ith volatile livestock market prices, farmers now
Whave more appealing insurance underwritten by the
USDA. The federally subsidized protection has been re-

vised and simplified.

Ryan Milhollin, University of Missouri Extension economist,
says that while crop farmers are protecting against losses, live-

LRP insurance covers only market prices. It doesn’t compen-
sate for other losses, such as death by disease or lightning.

Further, ending values aren’t based on actual sale prices. Pay-
ments rely on indexes and market data sets. “Farmers need to
understand their local markets,” Milhollin says.

LRP covers much more than feeder calves. But fewer farmers
retain feeders into the feedlot. LRP also cover hogs and sheep.
A separate risk plan covers dairy.

MU Extension publication G459, “Livestock Risk Protection
(LRP) Insurance in Missouri,” is at extension2.missouri.edu/
g459.

—Source: University of Missouri Cooperative Media Group.™ T

stock producers haven’t done as much.

USDA Risk Management Agency heard
complaints and revised Livestock
Risk Protection (LRP), Milhollin says.
Higher subsidies on premiums may
especially appeal to farmers growing
feeder calves.

A policy covers unexpected lower sale
prices. When prices fall, a policy soft-
ens loss. Buyers can obtain full or par-
tial coverage. Lower protection costs
less.

New policies fit small producers and
are more flexible. The policies par-
tially cover price shortfalls below ex-
pected prices. Percent of coverage can
be adjusted.

The premium subsidy, which had been
13%, now ranges from 20% to 35%, de-
pending on the plan chosen.

MU agricultural economists, includ-
ing Milhollin, wrote MU Extension
publication G459, which explains LRP
and other livestock and dairy risk
plans. The newly updated four-page
guide is available for free download at
https://extension2.missouri.edu/g459.

Missouri farmers avoided complexi-
ties of the old system. That left them
exposed to risk. This year, Missouri
farmers insured only 5,000 head of
feeder calves, down from 30,000 in
2014.

While USDA underwrites LRP, poli-
cies come only from local insurance
agents. Usually, they also sell crop in-
surance.

“Local agents help farmers pick a plan
to fit their situation,” Milhollin says.

Many LRP advantages exist, he says.
Risk management protects from finan-
cial loss when sale prices drop. Most
appealing, USDA helps pay premiums.

LRP provides protection similar to a
“put option” on the futures market.
But it’s easier and more flexible. Poli-
cy coverage fits the number of weeks a
calf herd is held. There are no broker
fees.

www.joplinstockyards.com

Seedstock Plus Fall Bull Sale
October 19, 2019 * 12 noon '
Joplin Regional Stockyards, Carthage, MO
Selling 150 - 18 month old Angus, Gelbvieh
& Balancer bulls! ALL BLACK!

ALL SALES!
*> Bid & Buy at:

BWAuction

Seedstock Plus RED REWARD

‘Fall Edition’ Bull & Female Sale
November 2, 2019 * 12 noon
8 Wheeler Livestock Auction, Osceola, MO
Selling 40 RED bulls - Gelbvieh, Balancer
& Red Angus & 100 RED females

* QGuaranteed Sight-Unseen Purchases!

* Free Trucking on every bull! No fine print!

* The best disposition & soundness sort!

* Extensive Data & Genomic EPDs!

* All Bulls Are Semen & Trich Tested!

* 100 RFI tested bulls sell in these sales!

* Videos of sale bulls on website the week before the sale!
www.seedstockplus.com.

Call for your catalogs today!

877-486-1160
Jjohn@seedstockplus.com

‘The Best of Brandywine Farms’
& the Showcase Sale XIV

November 23, 2019
Kingsville Livestock
Kingsville, MO

Selling the TOP 35 SPRING BORN pairs from
Brandywine Farms! We will also offer the elite
consignments from the Seedstock Plus

members as the Showcase portion of the sale!
* Reds & Blacks!

>
* Open heifers, Bred heifers, Spring & Fall Pairs

SeedStOCk Plus * Picks of the herd & Embryo flush opportunities
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The Value of Certification

Study: premium in cattle from BQA-certified producers

hile producers have traditionally participated in
WBeef Quality Assurance (BQA) because it’s the right
thing to do, sound research indicates BQA-certified
producers can benefit financially as well. According to
a recent study by the Beef Checkoff-funded BQA program and
conducted by Colorado State University (CSU), results show a
significant premium for calves and feeder cattle sold through
video auction markets.

The research study “Effect of Mentioning BQA in Lot Descrip-

A LIFETIME WARRANTY

FENCE IT AND FORGET IT.
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We combined our strongest, maintenance
free Fixed Knot Fence with our XTREME
Lifetime Coating.

We backed it up with the industry’s first
and only Limited Lifetime Warranty.
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tions of Beef Calves and Feeder Cattle Sold Through Video-
based Auctions on Sale Price,” led jointly by CSU’s Departments
of Animal Sciences and Agricultural and Resource Economics,
was conducted to determine if the sale price of beef calves and
feeder cattle marketed through video auction companies was
influenced by the mention of BQA in the lot description. Part-
nering with Western Video Market, CSU reviewed data from
8,815 video lot records of steers (steers, steer calves or weaned
steers) and heifers (heifers, heifer calves or weaned heifers)
sold in nine western states from 2010 to 2017.

The result was a premium of $16.80/head for cattle that had
BQA listed in the lot description. This value was determined
by applying the $2.71/cwt premium found in CSU’s statistical
analysis to the average weight of cattle in the study data. When
the BQA premium was constant on a per head basis, it implied
higher weight-based premiums for lighter cattle (for example
$3.73/cwt at 450 lbs./head) and lower premiums for heavier
cattle ($2.24/cwt at 750 lbs./head).

“This study was a first-of-its-kind op-
portunity to use advanced data analy-
sis methods to discover if there was a
true monetary value to participate in
BQA,” said Chase DeCoite, director of
Beef Quality Assurance. “Study results
clearly show that participation in BQA
and BQA certification can provide
real value to beef producers. It means
that the initiatives within the industry
are rewarding cattlemen and women
who take action to improve their op-
erations and our industry.”

Additional study findings show that
over the past 10 years, consistent fre-
quency of BQA mentions have been
included in the lot descriptions of cat-
tle selling via video auctions. In some
states, like Montana, the frequency
of mentions has been fairly sizable
and upwards of 10 percent or more
of all lots of calves/yearlings offered
for sale. Even without documentation
of a premium in the past, the results
imply that over time many producers
have proactively chosen to highlight
and emphasize their participation in
BQA when marketing their cattle.

“The value of a seller being BQA-certi-
fied can really only be captured when
information is shared between seller
and buyer, which is consistently done
via the sale of cattle by video auction
companies,” said Jason Ahola, Ph.D.
and professor of animal sciences at
CSU. “By sharing the BQA status of the
owner or manager of a set of cattle,
the buyer can access information
that is generally otherwise difficult
to find in traditional marketing chan-
nels. This was a big reason for us to
conduct the study, as it became clear
that data on sellers’ BQA status were
available on a large number of cattle
sold through video auctions as well as
other traits associated with the cattle.
This information affected the ultimate
selling price of the cattle.”

STAY STRONG.
STAY TIGHT.
STAY-TUFF

staytuff.com & @ @

The results of the BQA value study
emphasize the importance of trans-
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How's Your Credit?

What your credit report tells a lender

By Kelli Jo Buettner

s a farmer or rancher,
Ayou know the impor-
tance of good record-
keeping and using it
to track the progress of your
operation. Predicting or esti-
mating results is part of your
daily decision-making. You
spend time watching weather
reports, reading publications,
and looking back on previ-
ous experiences to make deci-
sions. Similarly, your lender
uses a variety of information
sources to analyze risk and
predict future credit behavior
when making financing deci-
sions. One of those sources is
your credit report.

Essentially a grade card for
your financial management,
your credit report verifies
your identity and illustrates
how you handle financial
obligations. It includes your

social security number, date
of birth, current and past ad-
dresses, occupation, financial
history, and details past and
present performance on loans
and credit card accounts. It
also often includes informa-
tion related to judgments,
liens, bankruptcies, and col-
lection accounts.

The information comes from
the creditors and lenders with
whom you do business. The
three major credit bureaus
are Equifax, Experian and
TransUnion. Lenders may
voluntarily share informa-
tion with any of them. Credi-
tors have the right to choose
which of the three bureaus
they furnish information to,
which means your credit re-
port from each bureau may
contain slightly different in-
formation. Your credit report

can affect approvals, inter-
est rates, terms and more. It’s
critical you understand what
information is in your credit
report and how it may impact
your farm operation.

Similarly, it is important that
you understand your credit
score. Derived from the in-
formation contained in your
credit report, your credit
score is a quick measure of
financial health. In addition
to the three different credit
bureaus, several widely used
scoring models exist. Depend-
ing on the bureau and model
used, your score may vary
slightly.

A score generated by Fair
Isaac Company known as the

FICO score is commonly refer-
enced. FICO scores range from
300-850, and they move con-
stantly as information is re-
ported. While no magic recipe
for a perfect score exists, your
score is influenced by your
payment history (35%), debt
level (30%), length of credit
history (15%), new accounts
(10%) and types of credit in
use (10%).

The credit reporting process
is governed by the Fair Credit
Reporting Act (FCRA), which
requires data furnishers
(creditors and lenders) to pro-
vide timely and accurate in-
formation to the credit report-

CONTINUED ON NEXT PAGE

+ by phone or by visiting one of our offices. Our passion for rural
. Missouri drives us but our experience and knowledge of rural
g ﬁnancmg sets us apart from other 1enders

Competitive rates with variable, fixed or indexed

options
Flexible payment schedules to match cash flow

A B : Experienced staff to make your financing simple
Maternal Integrity )
Gelbvieh & Balancer

BULL Sales
Nov. 2, 2019 / Apr. 4, 2020

L A BN TENTTL AN
Call for catalog or directions

Lunch served at noon

Option for multi-year operating loans

QFCS FINANCIAL

Growing Relationships. Creating Opportunities.™
A FARM CREDIT COOPERATIVE

\

¥ Brett & Libby Foster Find an FCS Financial office near you:
Butler, Mo 64730
660-492-2808

B

WWW.MYFCSFINANCIAL.COM

Growing Relationships. Creating Opportunities. is a trademark of FCS Financial, ACA.
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HOW'S YOUR CREDIT
FROM PREVIOUS PAGE

ing agencies. Under the FCRA,
you have the right to obtain
a free personal credit report
from each of the three major
bureaus each year. You may
access your free reports by
visiting www.annualcreditre-
port.com. Review your re-
ports for accuracy even if you
don’t finance your operation
with debt to ensure you aren’t
a victim of identity theft. If
you find errors or fraudulent
activity in your reports, con-
tact the appropriate bureau to
launch an investigation.

Additionally, free credit edu-
cation apps are accessible

online. Companies like Credit
Karma offer access to your
credit report with multiple
bureaus if you agree to view
the ads on their site or app.
They may also include esti-
mates of your credit score free
of charge. The online apps al-
low you to actively monitor
your credit report more than
once a year and offer tips to
improve your credit score.

The next time you visit with
your lender, ask if they use
credit bureau reports or
scores in making decisions. If
they do, share the information
you know is in your report.
Your lender understands your
credit report is a good indica-

tor of future behavior, but cer-
tainly not a perfect one. Just
as you watch your freshly cut
hay get wet and think back to
the sunny forecast, sometimes
indicators aren’t representa-
tive of the whole story.

—Source: Kelli Jo Buettner is the
FCS Financial vice president of
scored lending and credit opera-
tions. She has worked in the Farm
Credit System since 2010, begin-
ning with the Farm Credit Ad-
ministration until she joined FCS
Financial in 2015. Raised in agri-
culture, Kelli’s parents still own
and operate a small cow-calf farm
in Callaway County, Missouri. To
learn more about FCS Financial,
visit myfcsfinancial.com: ¥

BEEFMASTER
[ FEMALES

Nov. 1, 2019 - McAlester, 0kla.

Featuring Complete Dispersal of
Vaughn Family Farms Advancer Program

40 - Fall Calving Pairs
160 - Spring Calving Heifers

Breeding Info Available at VaughnFamilyFarms.com

Davin Vaughn

- 417-793-1830 - Mt. Vernon, Missouri
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VALUE OF CERTIFICATION
FROM PAGE 40

ferring information from sell-
ers to buyers as well as the
importance of collecting BQA
certification information dur-
ing the auction process. Dan-
iel Mooney, Ph.D. and assis-
tant professor of agricultural
and resource economics at
CSU, said a lot of information
is transmitted from buyers
to sellers in video auctions,
which made it ideal for the
analysis.

“In addition to the BQA men-
tion, our study controlled for
other factors - such as lot
characteristics, cattle attri-
butes, and value-added prac-
tices like age/source verifica-
tion and natural certification
—that also influenced beef calf
and feeder cattle sale prices.
Importantly, the BQA pre-
mium existed even after ac-
counting for these influential
variables,” Mooney said.

“Our cow-calf and stocker
consignors represent family
operations from throughout
the western United States who
make their living in the cattle
business. Profit margins in
these sectors can be very mar-
ginal. Finding ways to enhance
the marketability of cattle by
adhering to best practices is a
low-cost means of improving
the quality and consistency of
the cattle they market,” said
Holly Foster, video operations
manager of Western Video
Market. “By sharing our his-
torical data with researchers
at CSU, we felt it would help
our sales representatives and
consignors as they try to un-
derstand the different attri-
butes that cattle buyers are
looking for to meet end user
requirements.”

For more information on the
study or to complete online
BQA training, go to www.hqa.
org/certification.

—Source: bqa.org ™"

Value-Added Feeder Cattle Sale

DEC.5,2019
Wean Date Oct. 21
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Step One: What's Growing?

Bumper crop of pasture weeds needs action

eonardo da Vinci might

l have been describing

the last few growing

seasons for pastures

when he wrote, “Even the rich-

est soil, if left uncultivated, will
produce the rankest weeds.”

establishment process of warm
season perennial forages and
can begin this fall,” Schmitz
says.

This option calls for spray-
ing glyphosate in fall and then

University of Missouri Exten-
sion livestock specialist Gene
Schmitz says the Renaissance
polymath’s words ring true.

“The past one to two years have
been hard on pasture stands,”
Schmitz says. “Last summer’s
drought followed by a wet win-
ter and summer this year has
led to a bumper crop of rag-
weed, foxtail and other pasture
weeds. Trying to control weeds
and rejuvenate pastures looks
to be a major challenge in some
areas.”

The first step is to assess what
plants are growing in the pas-
ture. If more than half of them
are undesirable plants, consid-
er complete renovation.

If renovation seems the best
option and forage is in short
supply during summer, adding
native warm season grasses
allows for grazing and haying
flexibility. It also provides im-
portant rest for cool season for-
ages, he says.

Start now for spring warm sea-
son grass establishment. Test
soil and fertilize accordingly.
“Weed control is crucial in the

www.joplinstockyards.com

seeding a winter annual such
as wheat, triticale or cereal rye.
Promptly remove the winter
annual crop in spring. Apply
glyphosate again when winter
annuals regrow after spring
harvest, then seed native
warm-season grasses. Monitor
weed pressure in the new seed-
ing and be prepared to con-
trol both broadleaf and grassy
weeds.

Select the type of forage in a
renovation program based on
soil fertility, renovation and
maintenance expense, and
ability to manage different for-
age types efficiently.

These are not easy decisions,
says Schmitz. Poor and weedy
pastures may force some pro-
ducers into hasty pasture-seed-
ing decisions. When deciding
what’s best for your pastures,
plan and use current informa-
tion such as soil fertility, desir-
able forage plant density and
the need to fill forage voids
throughout the year, he says.

—Source: University of Missouri
Extension release.™¥

CALLICRATE PRO BANDER

[ EENY

%' [CALLICRATE

s ) — -
| | Madein T Cg}
T ’BANDER'| i
T DELAYED CASTRATION
Lic eléht no crimping required, Callicrate PRO

Bander now comes with built-in cutter. Time-saving,
convenient built-in cutter cuts the loop quickly and
correctly with perfect results every time. No more
reaching for the cutter and no more lost cutters!

800-858-5974 CallicrateBanders.com

ToL

CONSTRUCTION

SUPER STRONG _
ALL STEEL BUILDINGS

e Gustom Built to Size
¢ One Continuous Roof Sheet up to 50' wide
o All Welded, No Bolts

PROTECT
YOUR VALUABLE
HAY &

EQUIPMENT!

l.ockwoud Mo » Post Concreted in Ground 4-5° Deep

SIZE DESCRIPTION

40°x60°x14’ ........eeneeee 2 Ends, 1 Side..................
40°x80°x14’ .......eeunveens 1 End, 1 Side .........ccuvuees
S0°X80°X16” ......crennnenns 1 End, 1 Side ............eeeuns
50°x100°x16’...............1 End, 1 Side ..................$36,500
60'x80°X16’ .....eennnnrnees 1 End, 1 Side ..........ceeueuns $35,195
60°’x100°’x16’...............1 End, 1 Side ..................$43,995

Find us on:
facebook.
*Prices subject to change
**Travel required outside 100 mile radius

Chris Lowak 417-682-1488
We Build Equipment Sheds, Hay Barns, Shops & More!

MI5500R | I —— .Gu- ision

KO USTEY COUNCIL demand |

Every returns

In a comprehensive economic study about the return on investments of
checkoff programs funded by the Cattlemen’s Beef Board, Dr. Harry Kaiser
of Cornell University concluded that the return on investments is vastly
greater than the cost of the program.

6.4% 15.7 Billien

Bottom Line
Pounds More G

Lower 1
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ECONOMIC INDICATORS

Building Your Nest Egg

How to save during times of market uncertainty
By Rob Black

nitely been one of uncertainty leading to increased mar-

ket volatility. For example, the S&P 500 has seen a swing of

nearly 24% from low to high, and October feeder cattle fu-

tures plummeted nearly $35/cwt from April to August. Whether

failed trade talks, a White House tweet, or beef plant fire, mar-

kets react quickly. Often, in times like these, human nature is to
hunker down and take a do-nothing, wait-and-see approach.

F rom cattle markets to stock markets, this year has defi-

i Due this Fal

26 H| reford bulls
s 21 Red !uw,m L‘I'EI]]L-

pring coming bwo yve: |rnI|L- fall two year olds)
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However, just as our favorite sports teams spend hours on the
practice field drilling in the fundamentals of the game, so too
we, as beef producers, know the importance of focusing on the
fundamentals of good production practices. The fundamentals
of proper nutrition, the right genetics and a proactive health
protocol remain, regardless of where calf prices are. For proof,
just watch the price differential this fall between precondi-
tioned and un-weaned calves.

Be sure you know the difference in investments versus costs
to your operation and focus saving on costs without sacrificing
the fundamentals to the game of beef production.

The basic fundamentals of saving and investing are also appli-
cable regardless if general markets are rising or falling. During
times of economic uncertainty, our emotions can often nega-
tively influence our judgement and lead to poor decision-mak-
ing. By having a business and financial plan in place, developed
with a team of trusted advisors, we
should be in a position to successfully
navigate through uncertain times.

The first fundamental is making sure
we have “hay in the barn.” This basic
savings principal starts with establish-
ing an emergency fund of 3-6 months
worth of living expenses, which
comes in handy when the AC goes out.
A bank savings or money market ac-
count would be a safe choice for an
emergency fund.

In conjunction with establishing an
emergency savings, we may need
to do some culling. This might mean
eliminating credit card debt and eval-
uating family living expenses. Just as
getting rid of ol’ yellow tag #57 can be
hard, so can making lifestyle changes.
A must is maintaining a separate bank
account for the farm operation and
family living. This can be a real eye-
opener.

Before we know it, another year has
passed, and we’re thinking about the
next calf crop and herd replacements.
Here is where intermediate savings
and investments can be useful to help
with expenses such as college tuition
and upgrading vehicles. While these
funds are not needed immediately,
they should be invested with a short-
term horizon in mind. A bank money
market or a certificate of deposit (CD)
can make a wise choice where princi-
pal preservation is important.

Beef producers in for the long haul
know it is critical to long-term success
to make investments that will reap re-
wards down the road, such as contin-
uous improvements in herd genetics
and soil health.

Likewise, investing for the long-term
is crucial to our financial health.
In many farm families, one or both
spouses have off-farm income with
an eye to the day they can retire from
their town job and spend more time
on the farm. Retirement planning
can seem a daunting task but really
is not. Start by sitting down with your

CONTINUED ON NEXT PAGE

Sale managed by
Ju B Simlt
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BUILDING YOUR NEST EGG
FROM PREVIOUS PAGE

banker, accountant, financial
planner and any other trusted
advisors to provide guidance.

They can help you balance
your savings capacity with
your tolerance for risk in
choosing the right investment
vehicles for you. A portfolio
for long-term investments will
likely be made up of a combi-
nation of investment types for
diversification.

These could include laddered
bank CDs. This investment
provides some liquidity and
typically will maximize the
rate of return as longer term
CDs usually pay the highest

interest rate. Ask your banker
for details.

Next, an investment portfolio
of stock and bonds are com-
mon long-term investments.
Stock investments give own-
ership in companies in the
form of stock shares. Bonds
are essentially loans to com-
panies, making the bond-
holder a lender. Typically, the
rates of return and risks are
higher when we are owners/
stock investors than when
we are lenders/bondholders.
These investment choices are
commonly found in employ-
er-sponsored retirement ben-
efits, like a 401k. Of course,
farmland and other real es-
tate are long-term invest-
ments as well.

Ever Wish Your Lender Lived It, Too?

Competitive rates and local decision
making for prompt loan request response.

Crops | Land | Livestock | Operating Loans

» Highly speciali enders knowledgeable in

MID-MISSOURI | sllas
BA.N h_ « USDA and FSA

’ Competitive options for financing
MidMoBank.com fam Pqu,pment

Bolivar Webb City

2 il 100 N. Main
417-673-5514
Mathan Rather

Willard
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Charles Lacy
Mt. Vernon

A0 E Mt Verman Bl Derado
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-2121
Hedrick

Jordan Payne

2018 Mid-Missouwr Bank. Membes

www.joplinstockyards.com

y. 54 West
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Lebanon

278 N. Jefferson
417-588-1000
Monty Hays
Austin Moore
Rob Black

Sprln gfield

Sunshine

Mathan FE=|1!||-_-r

Republic
806 E. Hine

Cim Calhoon

unity Lender

A financial advisor should
ask the right questions to help
determine your appetite for
these various investment op-
tions. One important consider-
ation is the sleep factor. How
much of a decline in your in-
vestment portfolio could you
stand without losing sleep?
The investment portfolio mix
should fit your individual
temperament.

In conclusion, ask yourself a
few questions. What are my
farm business, overall finan-

Ny
N

cial and retirement goals? Do
I have a plan to achieve them?
Who are my trusted advisors?
Finally, remember, you are
not defined by the size of your
herd or net worth. Rather, you
are defined as person created
in the image of Creator God
with intrinsic value.

—Source: Rob Black is vice presi-
dent of lending with Mid-Missourt
Bank, Lebanon, Missouri, branch
and a fifth-generation Missouri beef
producer.™ ¥

& FEEDER FLASH

Specializing In'SW Mo. Farms & Ranches!

“A Caltleman Who Knows Real Estate”

CAPEERID el
ilﬂmU"DER 0
EVEATON - 16 Acres Dade TEE,MHF haorme

on perm. foondation, 40x60 pole barm, run in
sheds, excellent fencing ... 5175000

GROVESPRING - S-S

hlnt UN

-'\-l e

““ﬂ""'ﬁ’ER.GUHTHE«.J F.:?'::.—r.

MANSFIELD - 53 Ac., Hwy B, 2 BR farm house
with detached 3 ba'r qmmhhlp, upel ure
w3 ponds & creek.. v 0o
MT VERNON - 72 Ac., ml location at exit 49
of |-44, 4 Ac. lﬂn. good fence, mostly open

MR sarssasnes innrenineres w0 20 OO0

VERONA - 78 Ac., Law. 2210, good pasture, 3/4
open, 2 ponds, cross fenced, well Iulmﬂc
waterers, great views...

HOUSTON - 38 Ac., Hwy. E. mosily open, nice
pasture, pipe corrals, barn with Ifﬁlll_.. water-
2rs, run-in sheds, 3 bed home......... 5249.900

e NDER CONTHRC

WILLARD - 50 acres, Fr Rd 94, mostly open,
fenced, Hwy 160° frontage................ 5287, 500

FALCON - 74 Ac.. Hwy 32, moslly open, rolling
pastures, hwy fronlage, ponds & springs, dairy
barn wiequipment, 4 BR home......... 300,000
VEROMA - 20 Ac., Farm Rd. 2065 South of
Aurara, 3 BR brick hm. large 3 bay insultated

shop, paved drive, nice fenced pasture, pmthr
setting... s g9

LEBANON - mn.,ma.mmmw
B NDER'CONTRAG T

MARIDMVILLE - State of the art horse facil-

ity, indeor arena, 4 run in sheds, 2 BR home,
complelely remodeled ...... REDUCED 429,000
MT. VERKON - 158 Ac. Lawrence 1170, Open
pasture, 2 large ponds, paved road fro on
2 sides, great location off Hwy M..... 0
FALCON - 485 Ac., Claxton Rd. Mostly woodad
wian abundance of deer & turkey, metal build-

ing 'I'.fﬁ'l'illl guarters, wall & seplic, creek ..
sy O 0 IJI'II:I

s GER CONTRACT .

BATTLEFIELD - 60 Ac., Republic Rd., exc. pas-
ture & hay ground, 2 wells, pond, indeor riding
arana, horse ham wiliving quarters ... 5575.000

tomkisseerealestate.com

STOUTLAND - 238 Ac., Kennedy Rd., exc.
pasture & hay ground, well, waterers, ponds,
spring, hay bam.............. REOUCED £609,450
GROVE SPRING - 280 Ac., Red Barn Rd., hay
ground & pasture, 14 paddocks, 2 bams, 8
waterers, 2 pands, spring .. REOUCED 5649.000
FAIR GROVE - 103 Ac., Hwy AB, Nice rolling pas-
tures, 3 BR, 2.5 BA updated home, shop, catte
barn, hay bam, 2 - 40x400 ft. operating poultry

ASH GROVE - 133 Ac.. FR 88 hamyvifel Som
witl [:Tl
ullu HDEH-:BB“TR“ $694.900
LEBANDM - 100 Ac. (Maore Land Avail.) Ddessa
Drive, Spectacular 4 BR, 1.5 story walk-out
hasemant home, inground pool, greenhouse,
pond, pasture .. e 5749.000
VERONA - 205 Ac. Lawrence 2200, Nice rolling
pastures, 60 acre bottom ground, 4 BR home,
B0x100 equipment harn, 403100 shed, 12 cow
milking parlor, beautiful views!....... $875.000
LEBANDN - 240 Ac. Hwy. O, Large Custom
Built 4 BR Walk out Basement Home, Shop,
Bams, Ponds, additional home, Hwy. Frontage,
Numerous Pastures. ................... 51.120.000
SPARTA - 252 Ac., Hwy 125, great location bar-
dering Finlay Himsn I.'..DT frontage, hams,
older famm house, | 033 fenced, same
hottom land, great views............. 51,136,430
MOUNTAIN GROVE - Hwy 85, 244 Acres. Beauti-
{ul cattle farm, 3 BR brick home, all open,
excellent paslure/bay ground, 3 wells, 2 ponds,
B walerers, pipe corral, large livestock ham &
machinery shed .......oooemrnirinnns 31,335,000
STOUTLAND - 661 Ac., Starling Dr., rolling
pasture land, nice pipe corrals & pens, covered
warking chute, fenced & cross fenced, pands,
springs, well & waterers .AEOUCED 51.336.000
MT. VERNOM - 145 Acres, -44 & Hwy. 174 -
Twn-key equine boarding & training center, 55
stalls, large indoor and outdeor arenas, 5 BR
home, separate office building...... 51,730,000
MILD - 632 acres, Hwy, EE, 70'x48 caltle bam,
equip shed, machine shed, waterers, fenced &
cross lenced wiexe. pasture & hay ground, 9
ponds, 2 acre lake, comals ..........51.900. 000
NORWOOD - 995 Ac., Hwy YY, 50% open w/
eucellent pasture & hay ground, pond, waterers,
bams, fenced and crossed fenced, pipe comrals,
covered working facilities.............. 53,250,000
(ZARK - 495 Ac., Tennezses Road, Beautiful
rolling pasture, fenced & crossed fenced, several
ponds & waterers, pipe comals, livestock barns,
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TRENDING NOW

Is Your Fescue Toxic?

Windshield survey confirms that fescue toxicity
syndrome is alive and well

ased on the recent observation of cattle in Barry, Law-
B rence, Newton, Jasper counties, Eldon Cole, a field spe-
cialist in livestock with University of Missouri Extension,
says it is evident that the fescue toxicity syndrome is alive

and well.

Whether or not your cattle have fescue toxicity syndrome,
when it comes time to sell your cattle, be aware of their ap-
pearance.

PRODUCTION SALE

FALL CLASSIG

_B&DLI 8489
4 CE53/BW 22/ WW 67
YW 107/ Milk 28/ Marb. .19

Gera]d ‘Eeran el
620»58?-340’? = 620-786-9569 Cell
Terry Beran » 620-786-4372 Cell
bdfierefords.com
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B&D Surface AmnSlEﬁ
CE2/BW 2.8/ WW 69

YW 123/ Milk 33 / Marb. 41

“When you gather your cattle to sell, hairy, mud-caked cattle
cause the buyers to either not bid at all on them or do so less
aggressively than they would normally,” said Cole. “Experience
has taught them those cattle will be a problem when they hit
the feedlot.”

Standing in Ponds

Cole says he is often asked if cattle standing in ponds is a sign of
fescue toxicity syndrome.

“Honestly, whether cattle are on toxic fescue or not, they will
stand in ponds. Sometimes it is for protection from flies and
other times, it is simply to cool off when the heat index soars,”
said Cole.

A University of Missouri field trial in the 1990s compared cow-

calf performance in two groups. One had access to a pond; the
other did not and got their water from
an automatic waterer from a well.
Both groups of cattle were grazing on
“hot” fescue.

“There was very little difference in
weight gains with a slight edge to
those with pond access,” said Cole.

Windshield Observations

While driving the backroads of south-
west Missouri counties, Cole says
he observed several characteristics
worth noting.

* Even on a day when the heat index
approached 100 degrees, some cattle
were grazing Kentucky 31 fescue.

* Fall-calving cows tended to be slicker-
haired than those nursing bhig calves.

» Most of the herd bulls were not mud-
dy.

» Lighter-colored cattle were more
likely to be in the sun grazing.

“This was just a windshield survey
on a given day, but it drives home the
point that there is still work to be done
to reduce the severity of fescue prob-
lems,” said Cole.

Steers on toxic fescue will likely be
gaining 0.5 pound per day or less.
Cows will have lighter weaning
weights on their spring-born calves by
50 to 75 pounds.

Perhaps the most staggering cow prob-
lem is a pregnancy rate down around
70% or worse if you use a strict breed-
ing season.

“Late summer is a good time to ana-
lyze the extent of fescue problems on
your place. You should identify pas-
tures that give you and your cattle fes-
cue fits,” said Cole.

—Source: University of Missouri Extension
release.™T
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MANAGEMENT MATTERS

Read the Tag

This is what your feed tag is telling you

By Robert Wells

hen purchasing
feed, it is essential to
take time to read the

feed tag that, by law, is
attached to every bag of feed or
mineral sold. This will help you
determine if the feed is legal
and safe for the animal species
you are feeding and that it will
satisfy the animal’s nutritional
needs. The following sections
will be on most feed tags.

Product Name

The feed name and brand will
be listed at the top. If it is medi-
cated, the word “medicated”
must be at the end of the name.

Purpose/Product Statement

This statement indicates the
species of animal and stage of
production that the feed can
be used for (for example, min-
eral for beef mature cows on
pasture).

Medicated Use Statement

If the feed contains any medica-
tion (Bovatec, Rumensin, Chlor-
tetracycline, etc.), the active in-
gredient and quantity must be
listed.

Guaranteed Analysis

This section defines the nutri-
tional composition of the feed
or mineral. If the product is
intended as a feed or feed sup-
plement, the following must
be listed as a minimum: crude
protein, crude fat and crude fi-
ber. For mineral products, mini-
mum and maximum guaran-
teed levels of calcium and salt
are required. Minimum guar-
anteed levels must be listed for
phosphorus, magnesium, mag-
nesium, potassium, zinc, cop-
per, selenium and vitamin A. If
a nutrient is listed on the label,
it is subject to testing by govern-
ment agencies to ensure proper
inclusion of the nutrient. Un-

Feed Ingredients

This section lists the feed in-
gredients, typically in order of
highest to lowest inclusion rate.
Note that many manufactur-
ers will use general descriptive
terms like grain products, plant
protein products or forage prod-
ucts. The use of generalized
terms allows the manufacturer
the latitude to least-cost formu-
late the feed without having to
reprint labels for each modified
ration.

Feeding Directions

This is a set of instructions for
how the feed or mineral should
be fed to the animal, including
how much to feed daily and, if
needed, how to mix the mineral
or feed with additional product
to achieve the recommended
intake rate. If the product con-
tains medication, this section
will typically indicate the con-
centration of the medication as
well as the concentration of the

medication to be delivered to
the animal on a daily basis.

Cautionary Statements

This section describes poten-
tial hazards for other classes of
animals and species. Also, if you
should adhere to a withdrawal
period, it will be indicated here.
If it has special mixing or han-
dling considerations, it will also
be listed in this section.

Manufacturer

The name and location of the
feed manufacturer is typically
included in this section.

Net Weight

This is the total weight of the
packaged product.

Note: You cannot determine
the amount of net energy or
total digestible nutrients (TDN)
contained in the feed product
from most labels. It is wise to
have this discussion with your
feed dealer since supplying
adequate energy to the animal
is as important as meeting
protein, minerals and vitamin
requirements.

—Source: Noble Research Insti-
tute. Visit them on the web at www.
noble.org™f
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AT
ANIMAL
HEALTH.

Antibiotics  Implants
Pest Control # Vaccines
Animal Health Supplies

y
Mac's
VET SUPPLY

Exit 70, Springfield, MO
417.863.8446
1.888.360.9588

15T ANNUAL
FALL BULL &

Sedling 40 Bulls (Angus & SimAngus)

COMMERCIAL FEMALE SALE

150+ Worthington Angus Influenced Commercial Females (all Method DHA tested)

150 COMMERCIAL FEMALES SELL
All Method DNA tested! Pairs, bred heifers and bred cows.

* Free Delivery
* 100% Al & ET

* Repeat Customer Discount

NEXT GENERATION UNVEILS

SATURDAY, NOVEMBER 2, 2019
12 Noon + At the farm = Dadeville, MO

Worthington Sure Fire 8163
Incredible herd sire candidate, top 1%,
Marh, $B, SC, top 10% growth and double digit
calving ease. Three flush brothers sell!

Connect with us:

"I’uti K * Breeding Guarantee

* Genomic Testing
LiveAudtions. @« commercial Female
T e SR Sales Feedlot &

Order Buyer Relationships

less otherwise indicated with
a maximum level, the product
may contain higher levels of the
nutrient than listed.

Josh, Corry, Wriston, Grayson & Corbin
PO Box 246 = Dadeville, MD 65635
(417) B44-2601
worthingtonangus@gmail.com

www.WorthingtonAngus.com
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ThesResult of

- Discipline is
@7) roqeess.

The seedstock business seems like a race to see who can create the highest numbered
EPDs or indexes, often with little industry connectivity. A quick way to become obsolete

is when we forget what makes our customers money OR what drives the consumer’s
decision to buy our product, beef.

Angus genetics with long term value are discovered through disciplined selection and proof

in the cattle feeding and processing sectors. HPCA genetics are the product of decades of
disciplined use of high-accuracy, progeny proven sires in a 100% Al and ET environment. Our
customers deserve every opportunity to maximize their investment in our genetics when they
market their next calf crop. The promise of progress through discipline is a promise kept at HPCA.

4™ ANNUAL FALL BULL SALE

Monday, October 21, 2019 = 12 Noon

At the farm = Near Nevada, Missouri

SELLING APPROXIMATELY 85 BULLS AND 25 FEMALES

< v #38Give.us a call or stop by and let’s
““discuss ways to improve your beef operation.

ke ﬁ “We’re proud to work
18, o Jfor the brand as the
A‘;‘%&Féﬁww 2018 CAB Progressive
——="I" Partner Award winner!”

Free Delivery ® 100% Al & ET = Repeat Buyer Discount = Genomic Testing
Outstanding Breeding Guarantee ® Market Access = Feedlot Relationships

O O Youlube
LiveAudions. @l

Watch the sale and bid live online.

Hinkle's

Prime Cut Angus

Kenny & Janyce Hinkle = 14103 E. Summers Rd. = Nevada, M0 64772 = KennyHPCA@gmail.com
www.HinklesPrimeCutAngus.com = Phone/Fax: (417) 944-2219 = Kenny’s Mobile: (417) 448-4127
Trevor Hinkle: (417) 684-1122 = Blake Baker: (417) 448-4384

T Bar S Cattle Company’s
Focused on the Future

October 25, 2019

Cattle available to view at 12:00 p.m.
Sale begins at 6:00 p.m.

Cattle of similar guality to those displayed below will be
available for purchase.

Contact Justin at (573) 690-3813 with all guestions
and inguiries, or find us on Facebook.

761 State Highway 413
Billings, MO 65610

ST

GDV T Bar S Allegiance 129F ET
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NETWORK KNOW-HOW

We Don't Know What We Don't Know

Educating consumers at the New York State Fair

By Erin Hull for Cattlemen's News

very year, the high-
E light of my work life is

the Dairy Cow Birthing

Center at our state fair.
The “Great New York State
Fair” is the third largest state
fair in the United States and
welcomes over 1.3 million
visitors every year, during its
13-day stretch in late August
until Labor Day.

While beef cattle and beef
are what make me get excited
about life, this exhibit focuses
on all things dairy. New York
is No. 3 in the country for milk
production so it’s only natural
that a good majority of our fair
focuses on dairy. We do have
“the beef barn,” but beefis not
even close to the focus of our
fair. Oddly enough, our birth-
ing exhibit is located directly
across from the beef barn and
nowhere near the dairy barn.
I mention this mostly because
the difference between beef
cattle and dairy cattle is vast.

As agriculture producers, we
are aware of these differenc-
es. Sadly, the fair going public
is not, but our proximity of
locations provides a great op-
portunity for further educa-
tion as the top question asked
at the exhibit is why cows
and calves are separated. It
gives us the opportunity to
explain why beef cattle and
dairy cows are different from
one another, and what those
differences mean (mostly re-
garding maternal instinct).

At the exhibit, we deliver
three calves every day of
the 13-day fair in front of a
live, fair-going audience. It’s
a well-oiled machine for the
most part. We work with six
different large dairy farms to
bring cows in every two days.
We induce labor (not a per-
fect science in bovines) and
for the most part, it works
out well time-wise. When we
have a cow go into labor, we
send a text message to over
6,000 subscribers, and we also
live web stream 24/7 during
the 13 days. The text message
allows people to explore the
fair yet still come back in time

to witness the birth of a calf,
or our online viewers to tune
in at the appropriate time.

This does not mean we always
flow smoothly. We are 100%
transparent in our exhibit.
We’ve had to perform a c-sec-
tion on a cow that was carry-
ing a deceased, deformed calf.
Yes, we had a vet perform a
c-section on a cow in front of
1,000 people as well as our on-
line viewers knowing the calf
was dead and deformed. Peo-
ple cried. Literally. While this
exhibit focuses on “the mira-
cle of life," to the organizers
it’s about education. We have
people walk in, claim they
have no questions, yet stay
for an hour asking one of our
many volunteers about any-
thing and everything. We are
very open and honest and al-
low any kinds of questions. if
you want an answer, we want
to you get your information
from producers rather than
Google.

I have worked with this ex-
hibit since it was started sev-
en years ago. In seven years,
I’'ve been blown away with the
questions that I am asked, and
it has hammered home the
point that we need to educate
our consumers. Here’s a short
list of the questions that I was
asked just this year by visitors.

What do you get

when you cross a
cow with a bull? (The
person asking truly be-
lieved they were two
different species.)

CONTINUED ON NEXT PAGE
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WE DON'T KNOW
FROM PREVIOUS PAGE

215 that the baby?
(pointing to the ud-
der and needing seri-

ous convincing it was
not the calf)

3How many of these
animals are girls?

(after being told that
all six were either preg-
nant and ready to de-
liver or had delivered
in the past 24 hours)

When will this calf

be milked? (assum-
ing all dairy animals
gave milk from the start
of life. This woman was
holding a baby, and I
asked her when she
started to lactate.)

What do beef cows

feed their calves?
(not realizing that all
mammals produce milk
to feed their young)

Why are there only

female cows here?
(They didn’t realize
that only females gave
birth.)

These are questions asked by
people who are pushing law-
makers to make changes to
how we raise our animals. This
scares me. Everyday, I would
leave the exhibit after 16 hours
and wonder if basic biology
was still taught in school.

NEWBOL D&

The good news is, that after you
sit down and chat with these
people, they truly do want to
learn. They want to know why
we do what we do. This is very
good news. It means they’re
open-minded and want to ap-
preciate the hard work that
goes into the food we grow
and produce for them to put
on their table.

But we don’t know what they
don’t know. We need to actual-

ly make the effort to sit down
with them, open up our farms
and ranches to them and let
them see what we do and,
more importantly, why we do
it. Ask them questions to get
the conversations rolling. And
don’t be afraid. Most of our
farmers who volunteer come
in afraid of backlash from ani-
mal rights activists yet leave
feeling like rockstars because
they were able to truly change

JOIN THE NEOSHO AREA

the world and the lives of that
“moveable middle” who is
seeking the information that
we hold.

—Source: Erin Luchsinger Hull
owns and operates Lucky 13 Beef
in Tully, New York. She is a board
member of the New York Beef
Council ™I

CHAMBER OF COMMERCE FOR

FARM-TO-FORK

Appreciating Newton & McDonald
County's Agricultural Community

NIGHT 2019

November 12th, 2019 | Tickets: $20 each
Lost Creek Event Center at Bordertown Casino & Arena
Doors open at 5:30 pm with a Live Band and Line Dancing
Dinner at 6:30 pm. Speakers and Entertainment to follow.

Glen Cope
4th Generation Missouri
Cattle Farmer

Presented by:

R
.{1;}:-!]1}]: ds

Certified Public Accountants

e PAYROLL
s FARM TAXES

- ACCOUNTING

- CONSULTING

a--f—-f:ﬁ""‘"“
K

=

ames E. Newbold, (PA

(evinJ. Newb‘}(’%—

(risti D. Newbold, CPA '_....--'—

www.joplinstockyards.com
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m\\\\\\\\

Hannah Kelly
Missouri State Rep.
Agricultural Chairwoman

Live Entertainment:

NEWBOLD PC

Est$1970

Spencer Tuma
Director of National
Legislative Affairs

Tickets available online at
neoshocc.com/events or by
calling (417) 451-1925

.

. www.newboldnewhold.com

11402 S, Ellia

d qu—qs

417:67.85191
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Bull Breeding Soundness Exam Clinics

Oct.8and 10

Cramer Veterinary Clinic
Stockton, Missouri
417-276-3597

Oct.8and 15

Dake Veterinary Clinic
Miller, Missouri
417-452-3301

Oct.9

Barry County Vet Service
Cassville, Missouri
417-847-2677

Oct. 9 and 29

54 Veterinary Clinic,
Nevada, Missouri
417-667-8381

Oct. 17

Animal Clinic of Diamond
Diamond, Missouri
417-325-4136

Oct. 30

Countryside Animal Clinic
Stockton, Missouri
417-678-4011

Nov.5

El Dorado Springs
Veterinary Clinic

El Dorado Springs, Missouri

417-876-5805

October and November
By appointment
Stockton Animal Clinic

Stockton, Missouri
417-276-4210

| ON THE CALENDAR
Get Your Bulls Ready

Bull breeding soundness exams are important

ptimum cow pregnan-
O cy rate and calf crop
percentage is impor-

tant for profit potential

of a beef cattle operation. Con-
ducting a bull breeding sound-
ness exam (BSE) to make sure
your bull is structurally and
reproductively sound prior to
the breeding season is impor-
tant to ensure these results,
says Patrick Davis MU Exten-
sion regional livestock field
specialist. Therefore, Davis
urges cattle producers to con-
tact their veterinarians to con-

1-44 and Exit 22
Carthage, Missouri
JRS Office | 417.548.2333

Ivestack video

We Set the Market.

For 42 years, Joplin Regional Stockyards has set the weekly market for feeder cattle sales
in the four-state area. Give us a call for on-farm visits, appraisals or trucking arrangements.
Local field representatives are also available to meet your cattle marketing needs.

PRIMETIMELIVESTOCK.COM | JOPLINSTOCKYARDS.COM

7 28 L
“rime™ JW!'/‘ S Bailey Moore 417.540.4343
~ S0EKYARDS< - Jackie Moore 417.825.0948

IVIE

NEWS SERYIL
OGS SHEES

Skyler Moore 417.737.2615
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duct a BSE to ensure bulls are
ready for the breeding season.

MU Extension wants to edu-
cate cattle producers on other
aspects of bull management
in addition to the BSE, so Da-
vis and MU Extension Regional
Livestock Field Specialist Eldon
Cole will be working with lo-
cal veterinarians and Zoetis to
conduct bull BSE clinics. In ad-
dition to the BSE, Davis will ed-
ucate cattle producers on bull
body condition scoring (BCS)
and foot scoring (FS), which are
tools to access the energy and
structural status of the bull.

“Bulls should be in a BCS of 6
as well as have an adequate
FS for angle and claw set prior
to the breeding season,” Davis
says. He will also educate cattle
producers on use of expected
progeny differences (EPDs) and
genomic testing information to
improve cattle operations.

“Giving booster vaccinations
and treating for internal and
external parasites at BSE time,
ensures your bulls are healthy
and do not pass disease or par-
asite issues onto your cows,”
Davis says.

To that extent, the partnership
with Zoetis during the clinics
may allow the veterinarian to
provide these products to the
bull owner at a reduced cost. If
you would like to participate in
a bull BSE clinic on a date and
location listed, contact that vet-
erinary clinic to schedule your
bull’s appointment.

“Whether you test your bulls
through the BSE clinic or with
your local veterinarian, get
them tested,” says Davis. Since
2005 during southwest Mis-
souri BSE clinics, 3,807 bulls
were checked with a fail or
defer rate between 10% to
15%. Bulls with poor fertility
or structural problems hinder-
ing their ability to breed cows
reduce operation profit poten-
tial due to excessive number
of open cows and less calves to
sell.

—Source: University of Missouri
Extension release.™ ¥
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Time to Protect Your Crops

Enrollement open for Agriculture Risk Coverage, Price

Loss Coverage programs

gricultural  producers
Acan now enroll in the Ag-
riculture Risk Coverage
(ARC) and Price Loss
Coverage (PLC) programs, two
popular safety net programs,
for the 2019 crop year. Inter-
ested producers must sign up
for either program by March
15, 2020.

The 2018 Farm Bill reautho-
rized and made updates to
these two USDA Farm Service
Agency (FSA) programs. ARC
provides income support pay-
ments on historical base acres
when actual crop revenue
declines below a specified
guarantee level. PLC program
provides income support pay-
ments on historical base acres
when the price for a covered
commodity falls below its ef-
fective reference price.

Covered commodities include
barley, canola, large and small
chickpeas, corn, crambe, flax-
seed, grain sorghum, lentils,
mustard seed, oats, peanuts,
dry peas, rapeseed, long grain
rice, medium grain rice (which
includes short grain rice), saf-
flower seed, seed cotton, sesa-
me, soybeans, sunflower seed
and wheat.

Elections and enrollment
updated provisions in the 2018
Farm Bill allow producers with
an interest in a farm to enroll
and elect coverage in crop-by-
crop ARC-County or PLC, or
ARC-Individual for the entire
farm, for program year 2019.
The election applies to both
the 2019 and 2020 crop years.
If a 2019 election is not submit-
ted by the deadline of March
15, 2020, the election defaults
to the current elections of the
crops on the farm established
under the 2014 Farm Bill. No
payments will be earned in
2019 if the election defaults.

For crop years 2021 through
2023, producers will have an
opportunity to make new elec-
tions. Farm owners cannot en-
roll in either program unless
they have a share interest in
the farm.

Once the 2019 election and en-

www.joplinstockyards.com

rollment are completed, pro-
ducers on the farm for 2020
can complete an enrollment
contract for the 2020 crop year
beginning Oct. 7, 2019, and
ending June 30, 2020.

Producers waiting until Oct. 7,
2019, to enroll are afforded the
opportunity to enroll in either
program for both 2019 and
2020 during the same office
visit. During this time, farm
owners have a one-time op-
portunity to update PLC pay-
ment yields that takes effect
beginning with crop year 2020.
If the owner accompanies the
producer to the office, the yield
update may be completed dur-
ing the same office visit.

For more information on ARC
and PLC, download our pro-
gram fact sheet or our 2014-
2018 farm bills comparison
fact sheet. To sign up for the
program, visit your FSA county
office.

—Source: Missouri Farm Service
Agency.™ T
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View Sale Book:

November 16, 2019
Noon - Saturday

Cattlemen's Livestock Exchange
* Charlotte, AR
) Hwy 25 East of Batesville
l=] (Physical Address: 7750 White Drive, Cord, AR)
126 Lots Quality Angus!
38 Bulls * 88 Females
Service-Age Bulls * Cows/Calf Pairs

Bred & Open Heifers
AM,NH & CA Tested Free or no carrier ancestors!

M<=-VWLMIOHOAT

Northeast Arkansas
Angus Association

albauction.com  DR—
I'Ieaaa.ﬂl'g Pre SIdEnEI:iT|tE::::I5235-31 8T

AMERICAN  ga1e Managed by:

ADOLSHAL

Cell: (662) B3T-1776
BROKERS

American Livestock Brokers
Jarvene Shackelford, AR LIEST3
Office: (662) B3T-BT42

Email: alb@albauction.com

Vice President + (870)
668-3T16

Pam Taylor
Secretary = (870) 291-1295
Bill Maxwell
Treasurer = (B70) 878-6485

SPUR RANCH

Yfrmance C e of o C Flbertlnd Sl

Friday, October 25, 2019

1 p.m. at the ranch... 15 miles west of Vinita, Oklahoma

Coproumaddy 800  Phed U/

140 Registered Angus Performance Tested Bulls

320 Commercial Black & Black Baldy Fall-Calving Heifers & Cows Sired by and/or bred to Spur Ranch bulls

100 Commercial Black & Black Baldy Open Replacement Heifers Sired by Spur Ranch bulls

SPUR PROSPERITY 7560
AAA 19063713 © 10/5/17
Spur Prosperity 4230 son
CED +8, BW +1.3, WW +63,
YW +115, Milk +35, CW +56,
Marb +.95, RE +.99, $M +68,

o $B +179, $C +300

Spur Ranch — Grow, Gain & Grade Since 1930

CLAY HARTLEY owNErR
(918) 633-2580 cell

RANCH OFFICE
(918) 256-5850

_ chartley@spurranch.com

JEFF OWEN RANCH MANAGER

(918) 244-2118 cell

spurranch.com

jowen@spurranch.com

SPUR UPWARD 7402

AAA 19064094 » 10/13/17

Spur Upward 5656 son

CED +1, BW +3.4, WW +83,

YW +149, Milk +23, CW +80,

Marb +.81, RE +.68, $M +57,
8 $B +192, $C +306

Sale hook available for viewing on our
webhsite and at mesauction.com. To
request your mailed copy, please contact
the ranch or the sale manager:

Matt C. Sims (405)641-6081, cell/text
mcsauction.com
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Damage Control

USDA offers disaster assistance for Missouri farmers

gricultural producers affected by natural disasters in
A2018 and 2019 can apply through the Wildfire and Hur-
ricane Indemnity Program Plus (WHIP+). Sign-up for
this U.S. Department of Agriculture (USDA) program is

now open.

“There is no doubt that extreme weather has greatly impacted
Missouri’s agricultural producers over the last several years,
and 2019 is no exception,” said Brent Hampy, executive direc-
tor for Farm Service Agency (FSA) in Missouri. “With record

@mﬂmﬁﬂm@mﬁ

SaturDAYANovemBERION20,19ERIIBM
[[tumnl]mmmﬂmm GREEN[EORESTARRKANSAS

SELLING 59 REGISTERED BuLLs

CoMM.

Tattoo: 1098 19509541 DOB: 2/20/18

HERD SIRES". TWOYEAR OLD BuLLs . 18-MONTH-OLD BULLS . SPRING YEARLING BULLS

SELLING 100 REGISTERED & COMMERCIAL FEMALES
"YEARLING OPEN HEIFERS . SPRING BRED COWS . FALL PAIRS, MANY W/Al CALVES

“Tattoo: 1387 . 19199769 . DOB: 8/28/17
Quaker Hill Manning 4EX9 x Conne‘$ Comrade 1385 KCF Bennett Fortress x Connealy Capitalist 028

amounts of crops prevented from planting nationwide and oth-
er devastation, more than $3 billion is available through this
disaster relief package passed by Congress and signed by Presi-
dent Trump in early June.”

WHIP+ Eligibility

WHIP+ will be available for eligible producers who have suf-
fered eligible losses of certain crops, trees, bushes or vines in
counties with a Presidential Emergency Disaster Declaration
or a Secretarial Disaster Designation (primary counties only).
Disaster losses must have been a result of hurricanes, floods,
tornadoes, typhoons, volcanic activity, snowstorms or wildfires
that occurred in 2018 or 2019. Also, producers in counties that
did not receive a disaster declaration or designation may still
apply for WHIP+ but must provide supporting documentation
to establish that the crops were directly affected by a qualifying
disaster loss.

A list of counties that received quali-
fying disaster declarations and des-
ignations is available at farmers.gov/
recover/whip-plus. Because grazing
and livestock losses, other than milk
losses, are covered by other disaster
recovery programs offered through
FSA, those losses are not eligible for
WHIP+.

Eligible crops include those for which
federal crop insurance or Noninsured
- Crop Disaster Assistance Program
75% (NAP) coverage is available, exclud-
1% ing crops intended for grazing. A list
139 525"{; of crops covered by crop insurance is
0% available through USDA’s Risk Man-
85% agement Agency (RMA) Actuarial In-

62 1 10% formation Browser.
83 20%
0,
0%%9 84: The WHIP+ payment factor ranges
173 4% from 75% to 95%, depending on the

level of crop insurance coverage or
NAP coverage that a producer ob-
tained for the crop. Producers who

40%

Téttua 126811

Tattoo 1178.. 19509546 . DOB: 3/9/18
Deer Valley Old Hickory X Connealy Comrade 1385

For Sale lnformatlon Contact

~Brock Smith (870) 423-3269 - cell (870) 480-6406

oot LA 99 CR 5015+ Berryville, AR 72616
sm|threg|steredangus@gmall com -

’Ihttoo: 1907 19199765 DOB: 10/1/17
SS Niagara Z29 x Deer Valley All In

_ 19510835 DOB: 8/19/18
KF Kiowa 6151 x Buford Emblazon Z892

.SmlthReglsteredAngus com

CED EZD ‘Vgg;"k CED E;D ";;;"k did not insure their crops in 2018 or
WW 65 20% WW 87 1% 2019 will receive 70% of the expected
. |YW 123 10% YW 157 1% value of the crop. Insured crops (ei-
e ggﬁ g gg:f | 13 g:ﬁ’ ther crop insurance or NAP coverage)

i (] e (] . .
MK 19 90% == MILK 19 90% will receive between 75% and 95% of
- |CW 39 55% lew 59 10% expected value; those who purchased
Marb 0.82  20% Marb 0.32 75% the highest levels of coverage will re-

85% RE 078 2

ceive 95% of the expected value.

$W 66
|$B 154

At the time of sign-up, producers will
be asked to provide verifiable and
reliable production records. If a pro-
ducer is unable to provide produc-
tion records, WHIP+ payments will
be determined based on the lower of
either the actual loss certified by the
producer and determined acceptable
by FSA or the county expected yield
and county disaster yield. The county
disaster yield is the production that a
producer would have been expected
to make based on the eligible disaster
conditions in the county.

EPD
CED

WHIP+ payments for 2018 disasters
will be eligible for 100% of their calcu-
lated value. WHIP+ payments for 2019
disasters will be limited to an initial

CONTINUED ON NEXT PAGE

Sale_'*Managed By: Matt C_aldwell - (913) '755-1105' '-_-mattcaldwell75@gmai|.com
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DAMAGE CONTROL
FROM PREVIOUS PAGE

50% of their calculated value,
with an opportunity to receive
up to the remaining 50% after
January 1, 2020, if sufficient
funding remains.

Both insured and uninsured
producers are eligible to apply
for WHIP+. But all producers
receiving WHIP+ payments
will be required to purchase
crop insurance or NAP, at the
60% coverage level or higher,
for the next two available,
consecutive crop years af-
ter the crop year for which
WHIP+ payments were paid.
Producers who fail to pur-
chase crop insurance for the
next two applicable, consecu-
tive years will be required to
pay back the WHIP+ payment.

Additional information about
WHIP+ program eligibility
and payment limitations can
be found at farmers.gov/re-
cover or by contacting your
local USDA Service Center.

Additional Loss Coverage

The Milk Loss Program will
provide payments to eligible
dairy operations for milk
that was dumped or removed
without compensation from
the commercial milk market
because of a qualifying 2018
and 2019 natural disaster.
Producers who suffered loss-
es of harvested commodities,
including hay, stored in on-
farm structures in 2018 and
2019 will receive assistance
through the On-Farm Storage
Loss Program.

Additionally, producers with
trees, bushes or vines can
receive both cost-share as-
sistance through FSA’s Tree
Assistance Program (TAP) for
the cost of replanting and re-
habilitating eligible trees and
WHIP+ will provide payments
based on the loss value of the
tree, bush or vine itself. There-
fore, eligible producers may
receive both a TAP and a 2017
WHIP or WHIP+ payment for
the same acreage. In addition,
TAP policy has been updated
to assist eligible orchardists
or nursery tree growers of pe-
can trees with a tree mortality
rate that exceeds 7.5% (adjust-
ed for normal mortality) but
is less than 15% (adjusted for
normal mortality) for losses
incurred during 2018.

www.joplinstockyards.com

Prevented Planting

Agricultural producers faced
significant challenges plant-
ing crops in 2019 in many
parts of the country. All pro-
ducers with flooding or excess
moisture-related prevented
planting insurance claims in
calendar year 2019 will re-
ceive a prevented planting
supplemental disaster (“bo-
nus”) payment equal to 10%
of their prevented planting
indemnity, plus an additional
5% will be provided to those
who purchased harvest price
option coverage.

As under 2017 WHIP, WHIP+
will provide prevented plant-
ing assistance to uninsured
producers, NAP producers
and producers who may have
been prevented from plant-
ing an insured crop in the
2018 crop year and those 2019
crops that had a final planting
date prior to January 1, 2019.

For more information on
FSA disaster assistance pro-
grams, please contact your lo-
cal USDA service center or vis-
it farmers.gov/recover. For all
available USDA disaster assis-
tance programs, go to USDA’s
disaster resources website.

—Source: Missouri Farm Service
Agency™ T

SAVE THE DATE!

Upcoming
Prime Time Livestock

Video Sale:
¢ (Oct. 10,2019

| PASTURE PLANNING ___
Proper Nutrient Distribution is Key

Multiple management options available

By Abbi Ross

C attle convert grass into
meat, but in doing so
they have to roam large

areas to gather sufficient
amounts of plant tissue for
growth and maintenance. Dirk
Philipp, associate professor of
animal science for the Univer-
sity of Arkansas System Divi-
sion of Agriculture, said that in
doing so, cattle redistribute nu-
trients and concentrate them in
a confined area.

Concentrations in a manure
or urine patch can reach up to
several hundred pounds of ni-
trogen per acre, Philipp said,
if extrapolated. Urine and ma-
nure undergo immediate de-
composition, mainly driven
by soil moisture. The resulting
concentrations of nutrients in
those confined areas can ex-
ceed plant needs by several or-
ders of magnitude, and the ex-
cess nutrients are left in the soil.

“Management strategies are
needed to redistribute the
nutrients as evenly as pos-
sible,” Philipp said. “But the
biological processes involved
make redistribution challeng-
ing. Since pastures and forage
plants benefit most from even
soil fertility, producers should
strive for managing towards
an even redistribution of nu-
trients as well.”

7/ Vs P .
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A variety of ways can work to
achieve that, including proper
grazing methods that move cat-
tle around. Rotational stocking
is one option, but a few things
should be considered.

Strip grazing is a good method
to graze stockpiled forage, Phil-
ip said. If strips are available
for cattle daily, they will graze
evenly and not trample fresh
forage. Placing heavily used ar-
eas strategically and monitoring
water access are also options for
encouraging soil fertility and an
even distribution of nutrients.
High traffic areas like shade,
feeders and salt licks should be
moved frequently if possible.

Farmers should also discour-
age animals from spending ex-
tended periods of time around
ponds or creeks, Philipp said.
Cattle are prone to urinating
in bodies of water, leading to
many nutrients being lost.

Fencing ponds and only allow-
ing cattle access to one section is
a feasible and cost-effective ap-
proach, Philipp said.

Soil sampling is another key
tool for farmers and ranchers in
managing the nutrient load on
their acreage.

—Source: University of Arkansas
Extension release.™™
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LACY'S RED ANGUS
Dan & Kelly Lacy - Drexel, Missouri
Dan: {913) 909-1912 - dangl.

LACYSREDANGUS.COM

DVAuction

rosde anting Roal-Tliave ductons

LACY COLLUSIOMN 115F | RAAA: 4083822

LACY FREIGHT TRAIN 459 10IF | RAAA: 4083808

Sale Management by
ANOVATION
Graham Blagg: (5300 913-6418

Auctioneer Jered Shipman: (B06) 983-7226
INNOVATIONAGMARKETING.COM
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Beefing Up School Lunches

Helps Kids Get Healthy

Get to know Mo Beef, Mo Kids, Mo Fit (MBMKF)

W hat is MBMKF?
The Mo Beef Mo Kids
Mo Fit (MBMKF) pro-
gram connects schools and
their food service profes-
sionals to cattle farmers and
ranchers to “beef” up school
lunches. Our goal is to at least
double the amount of beef vol-
ume in the lunchroom, while
implementing food and nu-
trition education in the class-
room. This powerful partner-
ship highlights the important
message and journey of food
and nutrition, while adding
important protein to a stu-
dent’s diet. WIN-WIN!

How does it work?

Regional MBMK team mem-
bers will help identify a farmer
who has interest in donating
to the program. A school’s food
service provider, local state
or federal inspected proces-
sor and school administration
come together to make this
program possible. Regional fa-
cilitators will assist with logis-
tical needs and help connect
the dots between partners.

Program Components

In addition to doubling beef in
the lunchroom, this program
partnership offers education-
al resources to participating
schools.

Beef in the Classroom*

Beef in the Classroom is a re-

54 0CTOBER 2019

-

| ¢
"" b

..

<

imbursement educational
program for junior and senior
high school instructors when
teaching lessons around beef
storage, selection, preparation
and nutrition. The Missouri
Beef Industry Council offers
reimbursement for the cost of
beef used in beef-related class-
room lessons, typically as part
of their family consumer sci-
ence or culinary classes.

Pasture to Plate Series*

Participating schools engage
in a three-week beef elemen-

tary education series, as part
of their school, afterschool or
summer school program. This
series is an in-depth look at
the beef cattle industry and
the farmers and ranchers who
provide us with nutritious
and delicious beef. Curricu-
lum highlights beef’s journey
from pasture to plate, allows
students to explore beef via
virtual farm tours. Plus—stu-
dents learn how beef’s impres-
sive nutrition profile aides in
healthy bodies and minds!

Agriculture Education*

Ag Education on the Move®
(AEOTM) is a 10-week interac-
tive third-grade agriculture
education program through
Missouri Farmers Care. Stu-
dents learn about crops, live-
stock, nutrition and agricul-
ture careers, while engaging in
hands-on STEM activities. Pas-
sionate educators visit partici-
pating classrooms and share
the important message of to-
day’s farm families.

*Educational programs offer
curriculum that meet stan-
dards.

Nutrition and Active Lifestyle

A high-protein diet goes hand
in hand with a healthy and ac-
tive lifestyle. Physical activity
and outdoor living is an im-
portant component of MBMKF
and one that is being devel-
oped as the program expands.

Food Insecurity

As part of the program’s stra-
tegic plan, beef will be consid-
ered as a protein resource for
youth who face food insecurity
challenges.

Ultimately, this program pro-
vides:

* Expanded nutritional food
choices in schools (more pro-
tein, yay)!

* Food & nutrition education

Resources to engage in an ac-
tive and healthy lifestyle as an
individual and community

MBMKF is supported through
the beef checkoff and by more
than 50,000 Missouri farmers
and ranchers and in coopera-
tion with the Missouri Depart-
ment of Agriculture.

Want to get involved?

Contact info@mobeefkids.com
www.mobeefkids.com™

www.joplinstockyards.com



A Tlme For Renewal of Tradltlons

Our Mission: INFORM. PROTECT. RESPOND.

INFORM and EDUCATE Americans about the
activities of animal rights groups, anti-agriculture groups
and other non-governmental organizations that threaten
agriculture, animal welfare, our traditions, and way of life.

PROTECT our freedoms and way of life by supporting
agriculture, land use, hunting and fishing, animal
ownership and animal welfare.

RESPOND to laws, regulations or misinformation that
would negatively impact animal welfare, animal
ownership, and restrict our rights and limit our freedoms.

For more information and to contribute, visit:
http://protecttheharvest.com/how-can-i-get-involved/contribute/

protecttheharvestcom @) ©
Protect The H ti fit,
Thﬂnk Yﬂu Fﬂr tarf—::empi pﬂﬁ?ﬂﬁylzuapggﬂ%rgn:l:urganization
der Secti 501 3) and 509 (a)(1
Yﬂu r Ge“ erﬂ us EF tr?er IF'ISEC gor;ise. anéci}é i}nz; muratLagi{ a}nd

D t' l registered in Missouri. All donations are tax
ona |0“. deductible to the extent allowed by law.

ISyYourrignt:
jogyetnenive.
WiLL \Win!.

PROTECT

—— THE ———

HARVEST

Lom
A v

844.360.8300

info@ProtectTheHarvest.com

Protect The Harvest
480 Southpoint Circle
Brownsburg, IN 46112



EVENT ROUNDUP

October

10

12

17-19

19

19

19

21

22

24

25

25

26

27

28

29

30

Prime Time Livestock Video Sale

Joplin Regional Stockyards, Carthage, Missouri
FMI: JRS office 417-548-2333 or

Colby Flatt, video manager, 620-870-9100

Ozark & Heart of America Beefmaster Fall Roundup
Locust Grove, Oklahoma
FMI: www.ohoabeefmasters.com

Mushrush Red Angus Online Replacement Heifer Sale
FMI: 620-273-8581

Aschermann Charolais Bull Sale
at the ranch, Carthage, Missouri
FMI: 417-793-2855

Circle A Ranch Fall Bull & Heifer Sale
at the ranch, Iberia, Missouri
FMI: 1-800-CIRCLEA

Seedstock Plus South Missouri Fall Bull Sale
Joplin Regional Stockyards, Carthage, Missouri
FMI: 877-486-1160

Hinkle's Prime Cut Angus Fall Bull Sale
at the farm, Nevada, Missouri
FMI: 417-448-4127

B&D Angus & Hereford Fall Classic Production Sale
at the ranch, Claflin, Kansas
FMI: 620-786-9703

Small Ruminant Nutrition and Management Meeting
SoMo Farm and Ranch Supply, Springfield, Missouri
FMI: 417-865-0312

Spur Ranch Angus Bull & Female Sale
at the ranch, west of Vinita, Oklahoma
FMI: 918-633-2580

T Bar S Cattle Co. Bull & Female Sale
at the farm, Billings, Missouri
FMI: 573-690-3813

Mead Farms Fall Production Sale
at the farm, Barnett, Missouri
FMI: 573-302-7011

Baker Angus 66th Anniversary Sale
at the farm, Butler, Missouri
FMI: 660-679-4403

Southwest Missouri All Breed Bull Sale
Springfield Livestock Marketing Center
Springfield, Missouri

FMI: 417-466-3102

Bowling Ranch Red Angus & Hereford Production Sale
at the ranch, Newkirk, Oklahoma
FMI: 580-761-9257

Fink Beef Genetics Angus and Charolais Bull Sale
Randolph, Kansas
FMI: 785-532-9936

November

1

1-2

APEX Cattle Complete Fall Calving Dispersion
Dannebrog, Nebraska
FMI: 308-750-0200

Moser Ranch Private Treaty Bull Sale
at the ranch, Wheaton, Kansas
FMI: 785-456-3101

Vaughn Family Farms Advancer Progam Dispersal
McAlester, Oklahoma
FMI: 417-793-1830

Genetrust Brangus Sale
Chimney Rock Cattle Co., Concord, Arkansas
FMI: 417-425-0368
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November

12

15

15-

21

23

B/F Cattle Co. Sale
at the farm, Butler, Missouri
FMI: 660-492-2808

Seedstock Plus "Fall Edition" Red Reward Sale
Osceola, Missouri
FMI: 877-486-1160

Worthington Angus Fall Bull & Commercial Female Sale
at the farm, Dadeville, Missouri
FMI: 417-844-2601

MM Cattle & Moriondo Farms Production Sale
Mount Vernon, Missouri
FMI: 417-366-1249

Farm to Fork Appreciation Night

Lost Creek Event Center, Bordertown Casino
Wyandotte, Oklahoma

FMI: 417-451-1925

Show-Me-Select Replacement Heifer Sale
Joplin Regional Stockyards, Carthage, Missouri
FMI: 417-466-3102

16 Genetrust Brangus Sale
Cavender Ranches, Jacksonville, Texas
FMI: 417-425-0368

Prime Time Livestock Video Sale
Downstream Casino, Quapaw, Oklahoma
FMI: JRS office 417-548-2333 or

Colby Flatt, video manager, 620-870-9100

Seedstock Plus The Best of Brandywine Farms
& Showcase Sale XIV

Kingsville, Missouri

FMI: 877-486-1160

December

5

Prime Time Livestock Video Sale

Joplin Regional Stockyards, Carthage, Missouri
FMI: JRS office 417-548-2333 or

Colby Flatt, video manager, 620-870-910

JRS VALUE-ADDED CALF TAGS

JRS CALF-VAC
SOURCED

(WHITE TAG)

Calves must be born on producer's farm and
given one round of shots within six weeks prior
to sale date. These calves can be weaned but
must still wear the calf-vac tag.

JRS Calf Vac

0148

JRS WEAN-VAC 45
NON-SOURCED
(GRAYTAG)

Calves must be born on producer's farm and given
two rounds of shots. The second round boosters must
be given 2-5 weeks after the first round, modified-live
vaccine is required for the booster shot. Cattle must be

weaned for a minimum of 45 days.

JRS Vac 45

0704

JRS WEAN-VAC 45
NON-SOURCED
(ORANGETAG)

Calves must be given two rounds of shots with the
second round booster given 2-5 weeks after the first
round, modified-live vaccine is required for the booster
shot. These calves must be weaned a minimum of 45
days. This program is for stocker cattle that are pur-
chased and weaned for a minimum of 45 days.

www.joplinstockyards.com




Descmmeemt Moz JHS 1 Hevised 1092007

11 wish to enroll in JRS Value Added Program

Check Protocol: 0O JRS Calf [ 8 JRS Vac 45/ 8 JRS/

548-1333. Info is also available on our website: www joplinstockyards. com

COMPLETE FRONT AND BACK! INCOMPLETE FORMS WILL BE RETURNEID!

Value-Added Feeder Cattle Sale

Thursday, Dec. 5, 2019
Wean Date: Oct. 21

| Vac Sourced/ Weaned Sourced / Stocker Vac /
- | RANCH/OPERATION INFORMATION
- Mame cattle will be sold under
Owner/Manager
- Address
- City State Zip
- Phone/Cell Fax
- Field Representative
- m Marketing Information
- u Estimated Mumber of Steers Estimated Number of Heifers
m Weaning Date, if applicable (mm/ddfyy)
- F Approximate Marketing Date (mm/ddfyy)
- “ Approximate Sale Weight lbs. to Ibs
- ﬂ Breed
- Check Marketing Choice:
- 0 JRS Livestock Auction 0 JRS Video Auction
Other Management Practice Information
- Please check and date all that apply:
OCastrated/spayed ODehomed OBunk broke OTank broke OGuaranteed Open
- (dale) (date) (date) (date) day of Sale
i
- Tags must be purchased through JRS or a Complying Program such as MFA Health Track
Please attach proof of purchase and return documentation and completed form 10 DAYS PRIOR TO SELL DATE to:
B kv joplmtockyards.com For mo inf o cutum pleae ol Mark Harmaon s 417-316.0101 of affic 417
emai Jjop 1 | o
i
i
i
i
i
i
[

\accinations should be administered in the neck area following Beef Quality Assurance guidelines.
Write date of administration for each product used in appropriate area, month and day.

Administration Information: JRS recommends a good
vaccination protocol - use name brand vaccines and wormers

PRODUCT ADMINISTERED JRS Calf Vac Sourced

List Product & Brand

Vaccine Protocol in this column 1st Dose Date

Respiratory Virals White Tag
IBR-BVD-P13-BRSV

1st Round MLV or Killed X

Booster Dose MLV only

1st

2nd

Clostridial/Blackleg X

Haemophilus Somnus
(Optional)

Mannheimia (Pasteurella) X
Haemolytica

Parasite Control
(Dewormer)

Implant

X indicates the vaccine is required and must be administered.

All males are to be castrated guaranteed steers and all heifers are guaranteed "open”. If any bulls are
found or heifers bred, seller will be billed for the difference in price loss; sellers of bred heifers will be
given the option to take home heifers that are bred.

PRODUCTS ADMINISTERED ACCORDING TO BQA GUIDELINES YES

I certify that the calves listed meet or will meet JRS requirements and products have been or will be
administered according to label directions and BQA guidelines. | also certify that the information on this
form is true and accurate.

Signature of either OWNER/MANAGER or VETERINARIAN is REQUIRED

Signature of OwnerManager/Vetennanan Ranch/Operation Name Date

OCTOBER 2019 57
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Get to Know GO CAPS

Program works to broaden students' horizons

O CAPS is a nationally
G recognized innovative
program that allows
students to fast forward
into the future and be fully im-
mersed in a professional cul-
ture. Students are challenged
to solve real world problems
and are mentored by actual
employees all while receiving
high school and college credit.
GO CAPS is an example of how
business, community and pub-
lic education can partner to
produce a personalized learn-
ing experience to educate the
workforce of tomorrow, es-
pecially in high-skill, high-de-
mand jobs.

The agribusiness and food
systems strand is one of five
strands - or classes - offered
through GO CAPS Monett. This
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program is for high school ju-
niors and seniors and gives
them opportunities daily to ex-
plore and broaden their hori-
zons of all the careers that are
available in agriculture. The
students meet every afternoon
at the University of Missouri
Southwest Research Center.
Learning on-site at the South-
west Research Center grants
students access to cutting-edge
research and networking op-
portunities with researchers
from all over the world.

Jadzia Painter is a student at
Monett High School currently
enrolled in GO CAPS. “I wasn’t
raised on a farm, but my pas-
sion started after my first Ag
class in high school,” said Jad-
zia. “I decided to sign up for GO

a deeper dive into agriculture
career exploration. I've already
learned more than I ever could
have imagined. Every day I'm
experiencing something new,
whether it’s helping with the
Career Exploration Day and ed-
ucating students on ruminant
nutrition, or working on a proj-
ect to help bring locally raised
beef to our schools.”

GO CAPS provides a project-
based learning environment.
Currently, students have part-
nered with the Healthy Schools
Healthy Communities program,
developing a comprehensive
plan to use school gardens more
efficiently. The goal is to give
teachers and students across
all grade levels the opportunity
to experience a true “farm to
table” by growing and produc-
ing fresh produce served in the
school cafeteria.

Last year the superintendent
Russ Moreland, prompted stu-
dents to implement the MO Beef
for MO Kids program within

agribusiness students are plan-
ning a launch party for the first
day that locally sourced beef
will be served at the Monett In-
termediate Campus this fall.

Students recently helped with
the planning and preparation
of Career Exploration Day at
the Southwest Research Cen-
ter. This event is the largest
event held at the Southwest
Research Center, hosting 1,800
FFA students. GO CAPS stu-
dents helped run the cannu-
lated steer area and aided the
1,800 FFA students through this
once-in-a-lifetime opportunity,
while educating them on the
importance of ruminant nutri-
tion. When students are not
working on projects, they are
taking tours of businesses, or
listening to speakers from agri-
culture-based companies.

Chet Butterworth gained so
much from the class during his
junior year, he returned for a
second year in the agribusiness

CAPS knowing it would give me the Monett School District. The  CONTINUED ON NEXT PAGE
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GET TO KNOW GO CAPS
FROM PREVIOUS PAGE

strand. “GO CAPS is not like a
traditional high school class: it
puts me in a real-life setting. It’s
a challenge, facing real-life situ-
ations and working through
solutions that will have a posi-
tive impact in the agriculture
field. I've been able to see and
do things I would never have
been able to do without this
program. From meeting agri-
culture students visiting from
Taiwan, to working alongside
a graduate student with his re-
search project, cutting samples
from the ground and learning
directly from him how nitro-
gen affects grass after cattle
grazing.”

Chet explains how this pro-
gram has impacted his future
plans. “GO CAPS has helped
prepare me for what I want
to do in college and my future
goals. I came into GO CAPS not
knowing what I wanted to do,
and this program has opened
up an entirely new world of ag-
riculture possibilities for me. It
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has helped me develop profes-
sional skills, and I'm excited to
attend Crowder College next
fall and earn my associates in
general agriculture.”

The agribusiness and food sys-
tems strand is in its second
year, and has experienced a
growth in enrollment including
multiple school districts. GO

X

L)

CAPS is not limited to Monett
students. It also has students
from Aurora, Billings, Mt.
Vernon and Wheaton, as well
as students in the past years
from Pierce City and Verona.
Students in the agribusinesss
and food systems strand come
from all different types of
backgrounds: students that
live on cow-calf operations,

-

Southwést
esearch Center@

show livestock, to students
that live in town but have a
passion for agriculture and
want to find a way to contrib-
ute to the industry.

If a student is interested in
participating in the GO CAPS
program, applications be-
come available in January
through their website, www.
gocapsmonett.com.™
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MARKET WATCH

Joplin Regional Stockyards

Complete Feeder Cattle Market Summary online at www.joplinstockyards.com.

Market Recap | Prime Time Livestock Video Sale
Sept. 19,2019 e Receipts 2,615

Demand moderate for this Prime Time Video Auction at the Joplin Re-
gional Stockyards. The cattle offered are in Missouri, Arkansas, Kan-
sas and Oklahoma. An 8- to 10-cent slide and 2 to 3% pencil shrink
will apply. Deliveries are current through December 2019. Current
deliveries are cattle that will deliver up to 14 days from the video sale
date. Current delivery is through Oct. 3, 2019. Supply included 47%
steers, 53% heifers, with 100% over 600 Ibs.

Southcentral States: Texas, Oklahoma, New Mexico
Feeder Steers: Medium and Large 1

Head | Wt Range | Avg Wt | Price Range | Avg Price | Delivery
60 840 840 134.00 134.00 Current
60 850 850 138.75 138.75 Current

120 900 900 134.00 134.00 Current

357 825 825 135.00-136.50 | 135.26 Sep-Oct

246 825 825 135.00-137.25 136.67 Oct

183 | 850-875 858 132.00-135.50 | 133.50 Nov

72 700 700 142.00 142.00 Dec
Feeder Steers: Medium and Large 1-2

Head | Wt Range | Avg Wt | Price Range | Avg Price | Delivery
68 750 750 135.00 135.00 Dec
58 850 850 128.00 128.00 Dec

Feeder Heifers: Medium and Large 1

Head | Wt Range | Avg Wt | Price Range | Avg Price | Delivery

59 875 875 120.50 120.50 Current
473 715-725 723 | 128.00-132.50 | 131.81 Sep-Oct
265 750-785 760 128.35-130.75 130.07 Sep-Oct
195 790 790 130.00 130.00 Oct

70 750 750 130.75 130.75 Nov
134 775 775 127.75 127.75 Dec

Feeder Heifers: Medium and Large 1-2
Head | Wt Range | Avg Wt | Price Range | Avg Price | Delivery
130 775 775 126.25-127.85 | 127.05 Oct

MANAGE

60 OCTOBER 2019

dib AT JOPLIN REGIONAL STOCKYARDS
& CONTRACTS & VIDEOS DUE NOV. 27

Risk Management [ Video _T\gia I36Gfing  DVAUCTION.COM | primetimelivestock.com

JRS Sale Day Market Phone: (417) 548-2012

Mondays (Rick Huffman) | Wednesdays (Don Kleiboeker)
Market Information Provided By Tony Hancock

Mo. Department of Agriculture Market News Service
Market News Hotline (573) 522-9244

Sale Day Market Reporter (417) 548-2012

Qimeq-

IVIE

1.4 veatock video
1§ v f e F!g:w’.?h&.l-ﬁ

Eastern States: All states east of the Mississippi, Louisiana and Arkansas

Feeder Heifers: Medium and Large 1

Head | Wt Range | Avg Wt
65 750 750

Price Range
128.25

Avg Price
128.25

Delivery
Oct

Market Recap | Feeder Cattle Auction
Sept. 23,2019 ¢ Receipts 4,667

Compared to last week, steer and heifer calves steady, yearlings 1.00
to 5.00 higher. Demand moderate for calves, good for yearlings, supply
moderate. Live Cattle and Feeder Cattle futures closed sharply higher,
providing some optimism to feeder cattle Buyers. The USDA Cattle ON
Feed report showed 99 percent On Feed, 91 percent Placements, 98 per-
cent Marketed. Supply included: 100% Feeder Cattle (53% Steers, 40%
Heifers, 8% Bulls). Feeder cattle supply over 600 lbs was 54%.

Feeder Steers: Medium and Large 1 400-500 lbs 153.00-173.00;
500-600 lbs 144.00-158.00; 600-700 lbs 147.00-155.00; 700-800
1bs 138.00-151.50; 850-900 1bs 131.00-147.25; 900-950 1bs 130.50-
132.50. Medium and Large 1-2 350-400 lbs 157.50-160.00; 400-
500 lbs 140.00-160.00; 500-600 lbs 132.00-153.00; 600-700 lbs
137.00-150.00; 700-800 lbs 128.00-143.50; 800-900 lbs 124.00-
140.25.

Feeder Heifers: Medium and Large 1 400-500 lbs 126.00-
147.00; 500-600 lbs 130.00-143.00; 600-700 lbs 130.00-144.60;
700-800 1bs 131.50-137.75; 800-850 lbs 127.00. Medium and
Large 1-2 300-400 lbs 132.50-142.50; 400-500 Ibs 120.00-130.00;
500-600 lbs 118.00-136.00; 600-700 lbs 121.00-135.00; 700-800
1bs 117.00-131.00.

Feeder Bulls: Medium and Large 1 pkg 343 lbs 182.50; 400-
500 lbs 145.00-170.00; 500-600 1bs 130.00-140.00. Medium and
Large 1-2 350-400 lbs 142.50-160.00; 450-500 lbs 135.00-140.00;
500-600 Ibs 125.00-139.00; 600-700 lbs 125.00-127.00.

—Source: Missouri Dept of Ag-USDA Market News Service, Joplin, MO.
Rick Huffman, Market Reporter, 573-751-5618. 24 Hour Market line
number 1-573-522-9244

YOUR RISK.

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

UPCOMING SALES J

OCT. 10, 2019
AT JOPLIN REGIONAL STOCKYARDS
CONTRACTS & VIDEOS DUE OCT. 3

NOV. 21, 2019 “THE FALL FRENZY”
AT DOWNSTREAM CASINO, QUAPAW, OKLAHOMA

S

traditional values & innovative approach

@rl_meq—

IVIE
CONTRACTS & VIDEOS DUE NOW. 14 e e
DEC. 5, 2019 Colby Flatt Video Mgr.

620.870.9100
Skyler Moore 417.737.26158
Bailey Moore 417.540.4343
Jackie Moore 417.825.0948

www.joplinstockyards.com



20TH ANNUAL GOLF TOURNAMENT

Cattlemens Classic
Tl] BENEFIT

29,000

Morning

Championship
1. Moore/Moore/LaRue
Hanely/Pomeroy ¢ 55

2. Moore/Cantrell/
Snow/Rahlman « 56

3. Streelman/Rinker
Crayron/Vincent * 57

Morning

AFlight
1. Tegarden/Parks/
Morrison/Crook ¢ 63

2. Boney/Wood/
Gamble/Coleman ¢ 63

3. Stokes/Shevchuk/
Meinders/McMillen « 65

B Flight
1. McDowell/Wright/
McDowell/Stricker « 68

2. Koster/Hogan/
Canaviss/Rust » 70

3. Harmon/Wilmoth/
Edwards/Pietz « 70

CTP #2 Dusty Sturgeon
CTP #5 Paul Strecker
LD #6 Mark Ramsey

CTP #11 GW Fare
CTP #17 Mike Hanley
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Tom Gorman
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embassy

BIG
2 NICKEL 5M

Afternoon

Championship
1. Ford/Angus/
Johnsen/Murray ¢ 51

2. Moore/Owens/
Snow/Alumbaugh ¢ 55

3. Cyrus/Lee
Weiss/Kennedy * 58

Afternoon

A Flight
1. Eldridge/Eldridge/
Eldridge/Edwards « 62

2. Stokes/Shevehuck/
Lind/Durbin « 62

3. Brown/Brown/
Dykens/McQuerter * 62

B Flight
1. Scott/Meyers/
Bergmann/Wehrman ¢ 67

2. Cribbs/Gregory/
Kirksey/Kirksey ¢ 67

3. Gingerich/Gingerich/
Murray/Lisenmayer ¢ 67

CTP #2 Colton Jones
CTP #5 Fox
LD #6 Jeff Johnsen
CTP #11 Jeremy Weiss
CTP #17 David Officer
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THE TAGS THAT STAY IN

It's Business Casual,
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@WG&CB\OE':%E LFurf Farm -
( Company MNewbold & Newbold, P.C. A
CERTIFIED PUBLIC ACCDUNTANTS
FEED & MORE M * RIDGE AENERE KA

www.joplinstockyards.com

I‘.;|'J|! and Country Cluls

M1SS0UR | I Our Vision

A strong and viable beef industry in Missouri.
Our Mission

I | NDUSTRY COUNCIL To improve the demand for beef.

Thank you
producers!

_ Missouri Beef
F = .
= Industry Council
Scynthia Schnake . .
Stotts City, Missouri Reglon 4 Director

CoEPL B%EE

2PM. | WEDNESDAY | OCT.9, 2019
DURING OUR REGULAR COW & BULL SALE
JOPLIN REGIONAL STOCKYARDS | 1-44 & EXIT 22 | CARTHAGE, MISSOURI
FOR MORE INFORMATION, GALL THE JRS OFFICE AT 417.548.2333

EARLY LISTING INCLUDES:

9 LimFlex Bulls
Field Rep: Jackie Moore. Phone 417-825-0948.

EarTag | NumberTattoo | Registration Number | Birth Date
3188 ODGN 188E LFM2132575 8/20/2017
3190 ODGN 190E LFM2132577 8/20/2017
3209 ODGN 209E LFM2132650 9/5/2017
3226 ODGN 226E LFM2132663 10/5/2017
3242 ODGN 242F LFM2141908 2/3/2018
3245 ODGN 245F LFM2141910 2/1/2018
3255 ODGN 255F LFM2143429 2/19/2018
3256 ODGN 256F LFM2143430 2/19/2018
3269 ODGN 269F LFM2141816 3/13/2018

Shoe String Ranch Gelbvieh Bulls
Selling 3 registered black Purebred Gelbvieh bulls. 20 months old with strong
phenotype, good temperament and electric fence trained.
Field Rep: Jason Pendleton. Phone 417-437-4552.

3 Charolais Bulls
18 months old. Field Rep: Larry Mallory. Phone 417-461-2275.

Elliott Cattle Company Complete Dispersal | 120 Black and Charolais Cross Cows
4 years to short and solid. Mostly bred cows with few pairs. Cows bred to black bulls.
Field Rep: Charlie Prough. Phone 417-876-7765.

10 Angus Cows
3to 6 years old. Fall calvers bred to RA Brown bull, Brown Jr. Payweight. He features

calving-ease, growth and Basin Payweight genetics. Cows were all purchased through
the Show-Me-Select Heifer development program.
Field Rep: Mark Harmon. Phone 417-316-0101.

35 Red Angus Cows
5to0 7 years old. Bred to SimAngus bulls. Start calving Jan. 2020.
Field Rep: Tim Durman. Phone 417-438-3541.

15 Black Angus Cows
510 8 years old. Bred to SimAngus bulls. Start calving Jan. 2020.

Field Rep: Tim Durman. Phone 417-438-3541.

35 Brangus Cows
4107 years old. Start calving in January. Bred to Brangus bull.

Field Rep: Tim Durman. Phone 417-438-3541.

15 Charolais Cross Cows
5to07 years old. Start calving in January. Bred to Brangus bull.
Field Rep: Tim Durman. Phone 417-438-3541.

90 Mixed Cows
6 years to short and solid. Fall calvers bred to Angus bulls.
Field Rep: Mark Murray. Phone 918-930-0086.

OCTOBER 2019 &1




Al SERVICES Al SERVICES SUPPLIES

r N FASTRACK
e Washam | |
N 417-489-5450
:1 Wentworth, MO | SI']LOR’I‘S |
Authornized Independent ABS Representalive Eﬂ Suc c ES S y Feed Intake * Fee(i Eﬂic1ency
- " « Gastrointestinal System
Mass g:‘é!g:‘?ﬂ‘;{i Tﬁi':;::l-ll'llﬁgjll:zaliujn o “r’f- Lz rr '7 c"{f?f | N t . t Ab t- 0 ll H alth |
Denor Boarding/Flush Preparation o Nutrien SOl‘p 10n « Uvera ¢
Show and Sale Cattle Preparation | Independent Distributors
Freeze Branding | P .
Cattle Consulting Leroy 918.476.5936 | Daniel 918.986.4421
= TIMED A.l. BREEDING | CHUTE-SIDE SERVICE L —_— - —m N — T —_ = 4

SEMEN & BREEDING SUPPLIES | LIOUID NITROGEK

THE BEST WAY TO PREDICT (417} 343-6157 | kdaniels.ssma@gmail.com F@ IJ_[& @Aﬂ_—l E
. Edward Jones

Confact Kent Daniels far more information

140 Head Home-Raised Heifers
1/2 Beefmaster, 1/2 Red Angus MAKING SENSE OF INVESTING

@g(@ Pelvic measured 165 cm
Se;ﬂxedlLTRA Bred to Neosho Red Angus Bulls
igh Fertility Sex Sorted Semen ) - Kyle J Newbold
45'day calvmg perlod. Financial Advisar
Danny Beckman BW 1.5/2.5; WW 65/76 766 Us Highway 60 E
319-750-1174 TOP QUALITY! Republic, MO 65738
dbeckman@stgen.com Call 417.309.0482 e

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

West Fairview Road
W A RE QUR | 7o Lot

417.358.5855

Meat Market » Custom Processing * Catering

S Téenet:cs

@ WWW.STGEN.COM

Registered Angus Bulls Buffalo and Wild Game Processing
For Sale at Private Treaty Award-Winning Smoked Meats
Al-Sired & Semen-Tested State Inspected

Our family serving your family since 1959.

SPRAYING

Ready to Work!

* EST1933- - B HUNKE
The Pipkin Family #» SPRAY SERVICE
Jim |417-827-0623 - Joann | 417-827-2756 STARK CITY, MO
Springfield, Missouri

clearwaterangus.com JARED (417) 437-4420
DELMAR (417) 825-4824

Providing liquid fertilizers, ag chemicals,
CONSTRUCTION crop scouting and consulting to Southwest

Missouri Agriculture since 1974.

JOPLIN TRUSS

_’M\

PROMPT, RELIABLE SERVICE

2 Locations to Serve You

~ HIMMERICH
CROP CARE LLC
Custom Spraying

Specia

Caitle are grouped into blgger more uniform lots, Hwy 86 Hwy 96 f Bt & forage maintenance.
offering buyers a larger selection. Stark City, MO Sarcoxie, MO Licensed chemical & fertilizer dealer.
. (417)472-6800 (417)246-5215 )
We’re working for you! 1-800-695-1991  1-800-695-6371 Call for free estimate.

David Himmerich

417.389.1740

From Jan. 9, 2018, through Sept. 16, 2019,

we commingled 21,767 head for 3,832 producers. INSURANCE

CALL 417.548.2333 FOR DETAILS!
it & StateFarm BTN

-Agent
Providing Insurance & Finandal Services
Phone | 417.451.6666
Fax | 417.451.6766
eric.norris.r19ki@statefarm.com
437 W Coler, Neosho, MO 64850

—

62 O0CTOBER 2019 www.joplinstockyards.com




SYNANTHIC
DEWORMER
(oxfendazole)

Ask your Bl rep about the new
dial-a-dose applicator gun.

Synanthic
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to get the dose where it needs
com for more details.

at that point
offers a higher concentration at a lower

Our mission is

to be: in the cow. That’s why Synanthic®

dose dewormer. And

tend to spit up high
LOW DOSE. LESS WASTE.
Talk to your Boehringer Ingelheim rep or visit Synanthic.

SYNANTHIC RESIDUE WARNING
time in milk has not been established, do not use in female dairy cattle of breeding age.

Cattle must not be slaughtered until seven days after treatment. Because a withdrawal

dose — so you get effective deworming with less dewormer.

Synanthic is a registered trademark of Boehringer Ingelheim Vetmedica, Inc.
©2018 Boehringer Ingelheim Vetmedica, Inc. BOV-1018-ANTH0218

effective for is staining your boots.

Cows




he program
Ppa

&
POWERGALE
Health Track Premium
AVERAGE PER CALF — A

\
$82.5
$55
$27.5
550 Ib. 0
650 Ib.

- 2016 - 2017 - 2018 V/£51011 ).

MIFA

HEALTH
TRACK .

BEEF ALLIANCE

MFA Health Track, a Vac 45 preconditioning verification StoD by the
program, offers producers and buyers proven value. And that MFA Booths at
value is growing. This chart shows the added premium that Farm Fest to learn
Health Track calves brought from 2016 to 2018. For example, more about MFA
750-1b. calves averaged $109.48 more than non-Health Track A

Shield Technology

calves in 2018. Bottom line: the program pays.

Discover the added
value of MFA Health Track.

For more information about Health Track products, please visit INCORPORATED
online at www.mfa-inc.com or call 573-876-5244.

n y @ www.mfa-inc.com MADE FOR AGRICULTURE®




