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HEAVY DUTY ADJUSTABLE ALLEYWAYS & CROWDING TUBS

PIPE FENCING MATERIALS

Sucker Rod New & Used Pipe Precut Posts

SUPERIOR GATES
PIPE BUNKSOK Brand • Sheffi eld

Stay Tuff • Red Brand 
Chicago Heights

WIRE FENCE & T-POSTS

ALSO STOCKING
Top Rail - New & Used

Continuous Fence
Cable Fence Supplies
Caps, Clips, Hardware

Cattle Guards
Structural Steel

Culverts
Rebar

& More
DELIVERY AVAILABLE
417.358.5555

EXIT 22 OFF I-44

Just west of 

Joplin Regional 

Stockyards

Now Stocking Wire Fence &T-Posts

5, 6, & 7 Bar
Heavy Duty Gates
Custom Sizes, 

Latches or Hinges
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Jackie

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

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

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

Kent Swinney: Gentry, AR
H(479)736-4621, M(479)524-7024

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

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

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

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

LOUISIANA
James Kennedy: DeRidder, LA
M(337)274-7406
CATTLE RECEIVING STATION

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

John Simmons: Westville, OK
M(918)519-9129, M(417)310-6348

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

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

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

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

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

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

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

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

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

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

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

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

Skyler Fisher: Collins, MO 
M(417) 298-9051
CATTLE RECEIVING STATION

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

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

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

John Guenther, Verona, MO
M(417-388-0399)

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

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

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

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

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

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

Doc Haskins: Diamond, MO
H(417)325-4136, M(417)437-2191

J.W. Henson: Conway, MO
H(417)589-2586, M(417)343-9488
CATTLE RECEIVING STATION

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

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

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

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

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

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

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

Kenny Ogden: Lockwood, MO
H(417)537-4777, M(417)466-8176

Jason Pendleton: Stotts City, MO
M(417)437-4552

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

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

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

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

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

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

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

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

Brandon Tichenor: Fairview, MO
M(417)540-4717

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

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

OFFICE: (417)548-2333
Sara Engler

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

Field 
Representatives

Bailey Moore: Granby, MO
M(417)540-4343
Skyler Moore: Mount Vernon, MO
M(417)737-2615
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The market is holding 
pretty good despite 

the fact that the fat 
cattle trade is acting 
like it wants to fall 
out of bed. Ample 
amounts of feed all 
across the country 
are providing plenty 
for calves to eat. Folks 
have made a little mon-
ey, and I expect buyers will 
continue to purchase calves as 
long as fall runs are light — at 
least through the next 30 days. 

We have plenty on our minds 
in light of the news in recent 
weeks. From China to Japan to 
Hurricane Harvey, it’s still un-
decided where the beef mar-
ket will end up. However, I 
think we need to stay cautious 
on how these events might im-
pact our business. With plenty 
of cattle on feed — 20,000 to 
30,000 head more than last 
year — if we stump our toe 
just a little bit, it could get 
pretty bad. We haven’t been 
very cautious. A lot of people 
are buying cattle going into a 
time when it’s historically not 

a good time to market 
them. It is pretty easy 

for cattle marketing 
to become not cur-
rent. This weighs 
on my mind and is 
about half danger-
ous. You sure need 

to pay attention to 
the details. At some 

point, if the wrong sce-
nario happens, it could get 
ugly. The market is teetering 
on the edge of that now. 

With weaning season upon 
us, it’s important to remem-
ber the value of cattle health. 
Preconditioning programs will 
pay off for those folks that do 
their homework and spend the 
extra time and money to keep 
their calves healthy.  

The weather has been any-
thing but typical. We’ve had 
a phenomenal summer, and 
these late-season nights are 
even bring out the jackets at 
my house. Get out and enjoy 
these days. Keep a rockin’. 

Good luck and God bless.
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Get geared up for the fall feeder calf marketing season. Tips and 
strategies inside this issue. 	 — Cover design by Joann Pipkin. 
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Cattlemen’s News, published by Joplin Regional Stockyards, is a nuts- 
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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. 

Scan Me
or Visit

joplinstockyards.com

Cattle

Receiving

Stations

Find one near you!
Jr Smith – Melbourne, Arkansas

870-373-1150

Skyler Fisher – Collins, Missouri
417-298-9051

Kenneth & Mary Ann Friese – Friedheim, Missouri
573-225-7932

J.W. Henson/Rick Aspergren – Conway, Missouri
417-343-9488 (J.W.) or 417-547-2098 (Rick)

Alvie Sartin – Seymour, Missouri
417-840-3272

Jacob Duncan – Nevada, Missouri
417-321-3339

Market your cattle at
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Lost Creek Cattle Co. began in 1976 
with the purchase of 430 heifers and has never bought 

another female.  We use a three-breed rotational 
crossbreeding system using Angus, Charolais and Black 
Simmental breeds to increase individual and maternal  

heterosis to 86% of maximum.   

The merits of the crossbred female are well-known and 
research around the world has shown that crossbred cows 
with crossbred calves can be expected to wean up to 25% 

more pounds of calf per cow exposed than purebred cows 
with purebred calves of the same average breed makeup.

Crossbreeding is the only way 
I know in which you can get 

something for nothing, and it is 
called heterosis or hybrid vigor.

 3-BREED, CROSSBRED 
HEIFERS FOR SALE IN MAY

Heifers to calve in September and October, 
and they will be black, black with some 
white, or Charolais-in� uenced, mostly 

smokes with some yellows.  They are sired 
by outstanding sons of the most preferred

sires in each breed.

•  Our current Angus herd sires are outstanding 
sons of A A R Ten X 7008 S A, Sitz Upward 307 R, 
and SS Objective T510 026. Ten X has been the 
dominant sire in the breed the past two years 
with a wide margin in calf registrations, and Sitz 
Upward was the registration leader in 2013 and 
remains one of the breed’s foremost sires. S S 
Objective is one of the all-time leaders with the 
widest EPD birth weight to yearling weight spread 
of any of the Top 50 Angus Sires and has had great 
maternal in� uence being the breed’s number two 
Path� nder Sire.

•  Our Simmental and SimAngus bulls are equally 
impressive and were bred by the Irvine Ranch, 
Manhattan, KS, which has consistently had the 
highest or second highest indexing herd in the 
USA in recent years according to the American 
Simmental Association. These bulls have an all-
purpose index of 160 placing them in the top 5% 
of their breed. Not to be outdone, our Charolais 
bulls have a Terminal Sire index ranking them in 
the top 10% of their breed. 

•  Our heifer bulls are SimAngus and have a 
remarkable set of EPDs that rank them in the top 
1% for birth weight, top 2% for direct calving 
ease, and top 1% in all purpose index. Their 
pedigrees include S A V Final Answer, Mytty In 
Focus, and S S Objective, along with other great 
sires in both breeds. All are homozygous black and 
homozygous polled.

•  Since the inception of EPDs we have stressed 
balance and consistently selected for docility.  Our 
goal has never changed and remains a live calf, 
born unassisted, that will have superior growth 
before and after weaning, that can be worked 
with acceptable e� ort and will ultimately produce 
a desirable product.

LOST CREEK CATTLE CO. • WYANDOTTE, OK
Jim Beck, Owner  •  918-666-8454  •   jimandsara@hotmail.com

Shannon Meador, Ranch Foreman   •  417-456-2104

We have used exceptional sires in each breed stressing balanced EPDs, meaningful pedigrees and only use sons of proven 
sires.  They come from some of the best breeders and sales in Oklahoma, Missouri and Kansas and  have generally been the 

top selling bulls in these sales.
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Lost Creek   
CATTLE CO.

~ 40 Years of Crossbreeding ~

top selling bulls in these sales.
sires.  They come from some of the best breeders and sales in Oklahoma, Missouri and Kansas and  have generally been the 

top selling bulls in these sales.

rossbreeding is the only way 
I know in which you can get 

something for nothing, and it is 
called heterosis or hybrid vigor.

top selling bulls in these sales.

I know in which you can get 
something for nothing, and it is 
called heterosis or hybrid vigor. All fall-calving heifers sold.

Spring-Calving Heifers 

Available in November 

Bred for easy calving, 
superior growth, docility & 

a desirable end product.
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On Target

CONTINUED ON NEXT PAGE

You’ve heard that the key 
to beef quality could lie in 

making sure a calf never has a 
bad day. A paper in the Journal 
of Dairy Science adds validity. 
And, before you quit reading 
because the work didn’t come 
from the beef side, think for a 
minute about the dairy cow. 
She’s a model of uniform genet-
ics and focused selection with 
little nutritional limit to gene 
expression. She can serve as a 
great model to evaluate envi-
ronment for all cows, indepen-
dent of genetics and nutritional 
resources.

Contrast that to the beef cow 
with variable genetics selected 
for multiple traits and often 
limited by her nutritional envi-
ronment. These diverse condi-
tions are why the debate rages 
on about ideal cow size and 
milk production level.

The dairy researchers in Flori-
da and Colorado set out to see 

how the season of a heifer’s 
conception influences her later 
productive life. As you look at 
a pen of replacement beef heif-
ers and judge their genetics, 
individual performance and 
disposition, this dairy study 
adds another variable.  We of-
ten evaluate the expression of 
traits without considering the 
cause of the expression, but 
this work highlights the envi-
ronment’s role. 

This fall, many of you will look 
at that heifer pen and try to 
decide whether to keep or cull 
some late-born females. We 
know the early-born heifer is 
more productive over a life-
time, but now we see that could 
be partly because she was con-
ceived during a time of less en-
vironmental stress.

Dairy Herd Improvement Asso-
ciation records across 12 years 
on more than 667,000 lactations 
were used to evaluate the influ-

ence of season of conception on 
subsequent productivity. This 
could make you think about fe-
tal programming or gestational 
nutrition and the importance 
of maternal diet on quality. But 
laying that aside, this research 
demonstrates that the season 
and environmental conditions 
at conception will influence 
milk production, reproductive 
efficiency and herd longevity.

These dairy scientists conclud-
ed that cows conceived during 
the summer heat — July to Sep-
tember — were less productive 
than those conceived in the 
winter — December to Febru-
ary. 

Heifers conceived during the 
winters were younger at first 
calving by nine days. In a beef 
production system, shortening 
days to first calving may not be 
possible due to group manage-
ment, but this data suggests the 
dairy heifers conceived during 
cooler temperatures were ei-
ther earlier to puberty or more 
reproductively efficient.

The cool heifers not only calved 
sooner, but also returned to es-
trus after their first calf earlier 
than those conceived during 
summer. The interval to first 
re-breeding were six and four 

days shorter after the first and 
second calf, respectively, but 
season of conception didn’t af-
fect reproductive performance 
of older cows.

Quicker returns to estrus fol-
lowing calving translated into 
a comparable reduction in days 
to conception for first- and sec-
ond-calf heifers. These repro-
ductive benefits were realized 
despite a 3.5 percent increase 
in first-lactation milk produc-
tion by heifers conceived in 
winter. That increase moder-
ated as heifers aged, but the 
second- and third-parity cows 
conceived in the winter pro-
duced about 1 percent more 
milk throughout lactation.

Heifers conceived in winter 
were 1.15 times more likely to 
make it to the second calving 
and not be culled for reproduc-
tive failure. Remember, that’s 
in addition to greater milk pro-
duction.

How can we incorporate this 
into a beef production system 
where local environment and 
the goal of a set calving season 
drive decisions? Gone now is 
the chance to modify the 2017 
breeding plan to avoid the 
worst summer heat, but the  

Beef Lessons, Dairy Conceptions
Make sure your calves never have a bad day 
Story By Justin Sexten 
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BEEF IN BRIEF BEEF LESSONS • FROM PREVIOUS PAGE

decision on whether to retain a heifer conceived during last sum-
mer’s heat is imminent. 

To review, beef cattle research showed many years ago that heif-
ers born early in the calving season are more productive. Years 
later and thanks to our colleagues in dairy science, we discover 
productivity could be related to the weather not only at birth but 
at conception.

We continue to learn more each day about how the environment 
influences the genetic framework we develop. While we might 
not understand how it can influence each gene, we do know that 
overcoming a genetic deficit is a challenge. Now that you have 
something else to think about when building your herd, keep in 
mind that simple approach to beating average quality: do all you 
can to ensure each calf never has a bad day.  

—Justin Sexten is director of supply development for Certified Angus Beef 
LLC.

Larry Jackson Honored by Missouri 4-H
JRS Field Representative Larry Jackson, Reeds, Missouri, was re-
cently inducted into the Missouri 4-H Hall of Fame for outstand-
ing achievements and contributions to Missouri 4-H. Jackson was 
nominated by Jasper County. He was inducted during an Aug. 19 
ceremony at State Fair Comunity College in Sedalia. 

MU Keeps Reproduction Unit at Vet School
The Missouri Cattlemen’s Association (MCA) was a vocal oppo-
nent of a University of Missouri (MU) decision announced in June 
to eliminate the reproduction (theriogenology) specialty section 
from the veterinary teaching hospital. This week, MCA members 
had reason to celebrate as their voices were heard with the deci-
sion to cut the program being rescinded.

MCA Executive Vice President Mike 
Deering said this section is responsi-
ble for teaching skills like pregnancy 
diagnosis, breeding management, 
bull breeding soundness examination 
and more. 

“At a time when we have a shortage 
of large animal veterinarians coupled 
with the industry investing heavily 
in whole herd reproduction manage-
ment, this program is critical to the 
training of future cattle veterinarians. 
The interim dean recognized this im-
mediately, and we back her decision,” 
said Deering.  

—Source: MCA Prime Cuts

Property Rights Battle Continues  
On Aug. 15, the Missouri Public Ser-
vice Commission (PSC) denied Clean 
Line Energy Partner’s proposed 
power line, the “Grain Belt Express,” 
that would carry wind power via 
high-voltage power lines across the 
state. This denial marks the second 
rejection in just two years. The Mis-
souri Cattlemen’s Association (MCA) 
was quick to praise the PSC decision. 

The company is made up of private 
investors based in Texas who want 
to sell electricity generated by Kan-
sas wind farms to East Coast buyers. 
Deering said the Grain Belt Express 
project is a private marketing venture 
and the company should work with 
private landowners, who voluntarily 
opt to sell property, rather that con-
demning private property under the 
guise of a public utility.

“Eminent domain is a tricky issue,” 
said Mike Deering, MCA executive 
vice president. “We do not believe 
eminent domain was ever intended 
to be a green light for any private en-
tity to be able to take private property 
from a landowner. It was really in-
tended to be used sparingly for public 
utilities, roads and schools that pro-
vide a direct benefit to the citizens of 
Missouri.”

—Source: MCA Prime Cuts
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HEALTH WATCH

CONTINUED ON NEXT PAGE

www.animalclinicofmonett.com

687 North Hwy 37
Monett, MO 65708

Mon.-Sat. 417.235.4088

Joplin Regional Stockyards
Veterinary Office

Mon. & Wed. 417.548.3074

Antibiotics
Dewormers

Implants
Pinkeye
Fly Tags

Shop here before you buy!

Animal Clinic of Monett
PRICESGet the best at

Tight margins, combined 
with the societal pressures 

of transparency, sustainabili-
ty, judicious use of antibiotics, 
and antibiotic resistance are 
changing the attitude of many 
feedyard operations regard-
ing the value of purchased 
calves.  Buyers are less willing 
to accept the risk of the mor-
bidity and mortality associ-
ated with respiratory disease 

in calves at their operations. 
With some antibiotics costing 
approximately $25 per treat-
ment, buyers would rather 
put that money, plus the 
money saved by reducing the 
labor costs of treating calves 
and the reduction in morbid-
ity and mortality, toward the 
purchase price of the calves. 
In this scenario, feedlots do 
not want the unweaned calf 

that is not castrat-
ed or vaccinated.

Preconditioned 
calves — cas-
trated, vac-
cinated, de-
wormed and 
weaned 45 days 
before marketing 
— have for years been 
recognized as having been a 
part of a sound animal hus-
bandry practice for a num-
ber of years. Yet, the adoption 
of preconditioning has been 
less than optimal because of 
economics. Questions come 
from both cow-calf produc-
ers and feedyard operators. 
Cow-calf producers feel they 
need more premium to make 
the practice worthwhile while 
feedyard operators, until re-

cent years, do not feel 
the additional pre-
mium is justified.

National Animal 
Health Monitoring 
System (NAHMS) 

data published by 
the United States De-

partment of Agricul-
ture indicate this trend 

is changing. The table above 
shows information found in 
the 2011 NAHMS Feedyard 
Report comparing survey re-
sults on various components 
of preconditioning from the 
1999 NAHMS report to the 
2011 NAHMS report. The re-
sponse rates are percentage of 
feedyard operators that deem 
these practices as effective in 
preventing shipping stress in 
calves.

The 2011 NAHMS report also 
indicated that 69 percent of 
feedyard operators surveyed 
believe information on pre-ar-
rival processing (vaccinations, 
implants, deworming history 
and mineral supplementa-
tion) to be “very important.”  
An additional 24 percent find 
this information “somewhat 
important.”  When asked how 
often this information is re-
ceived, 35 percent responded 
“always” while an additional 
58 percent responded “some-
times.” 

This is an information gap 
that needs to be filled. This 
gap has been created as feed-
yard operators struggle to 
find answers to why respira-
tory disease incidence contin-
ues to creep up and what can 
be done to reverse the trend. 
Feedyard operators want to 
reduce respiratory incidence 
and reduce antibiotic use. 
They want a calf with a prop-
erly prepared immune system 
and many of them are willing 
to pay for it. A feedyard sur-
vey published in 2012 indi-

Creating Value 
How does animal health impact feeder calves 
at marketing time?
Story By Dr. David Rethorst for Cattlemen’s New
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cates that calves going through a preconditioning program that 
includes weaning, respiratory disease vaccination, clostridial 
vaccination and parasite control are worth, on average, an ad-
ditional $7.28 per hundred pounds to the feedyard.

An 11-year case study evaluating the profitability of precondi-
tioning found that preconditioning was profitable each of the 
11 years, returning an average of $80.70 per calf per year to 
labor and management. When the records for one particular 
year were broken out, it was found that 63 percent of the profit 
was due to additional weight sold while 37 percent was due 
to market advantage for preconditioning health. The owner’s 
goal was to sell a high-quality calf while improving the profit-
ability of his operation. These calves were fed to gain 2.5 to 
3 pounds per head per day.  They were carrying some flesh 
when sold. They most likely didn’t bring the highest price per 
hundred pounds the day they were sold, yet the bottom line 
showed more profit for the cow-calf 
operator than if the calves had been 
sold right off the cow.

A number of calves enter the mar-
ket channels each year that have re-
ceived respiratory vaccines on the 
farm or ranch of origin but have not 
been weaned or bunk broke. These 
calves are pulled off of the cow and 
“weaned” in the trailer on the way 
to the sale barn. I prefer to call these 
calves “prevaccinated” rather than 
preconditioned as they have not been 

CREATING VALUE • FROM PREVIOUS PAGE

JRS Welcomes  
Colby Flatt

Born in 
Abilene, 

Texas, and 
raised in 
Eula, Texas, 
Colby Flatt 
worked on 
family ranch 
raising pure-
bred Sim-
mental cat-
tle. Colby has 
rodeod and 

exhibited cattle. He attended Cisco Ju-
nior College and Tarleton State Univer-
sity in Stephenville, Texas. 

Colby has worked in and around the an-
imal health industry his entire life. He 
and wife, Tiffany, have been married 
since 1999. They have two children, 
Dalton, 17, and Evan, 14. Tiffany is the 
K-8 principal in Altamont, Kansas, and 
the Flatts have lived in Liberty, Kansas, 
for 16 years. Dalton is involved in live-
stock judging and showing cattle while 
Evan has aspirations of being the next 
John Smith, the head wrestling coach 
at Oklahoma State University. Colby 
and Tiffany enjoy spending spare time 
on the water pulling their kids behind 
the boat. Colby looks forward to his 
new role at JRS as video sale manager 
where he hopes to bring his passion 
and integrity for the cattle business to 
your operation. Contact Colby by phone 
at 620-870-9100 or via email at Colby@
joplinstockyards.com.

thru the full preconditioning protocol. While these calves rep-
resent less risk in the feedyard than the unweaned, unvacci-
nated calf, they certainly are not as predictable as the truly pre-
conditioned calf.  It is still a step in the right direction.

In addition to preconditioning or prevaccinating, addressing 
basic animal husbandry practices such as nutrition, low-stress 
handling and biosecurity will improve the function of the calf’s 
immune system at the feedyard.  

If you want to create more value for your calves, then learn to 
market them, not just sell them.  Help the buyer create more 
value with these calves by marketing a calf that meets their 
expectations, a healthy calf at low risk of becoming sick and re-
quiring treatment with an antibiotic. Marketing can be a sym-
biotic relationship.

—Dr. David Rethorst is a veterinary practitioner and consultant, Beef 
Health Solutions, Wamego, Kansas.
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Every farm operation — and every business, 
for that matter — has a unique culture 

or environment that’s developed. Two 
choices exist when it comes to how cul-
ture happens on your farm. The first is 
to just let it unfold — however it will.

The second is to work to set certain stan-
dards — how we behave, how we speak 

to each other, how we interview a po-
tential employee, how we solve problems, 

how we learn new things — in a particular 
way. The challenge is to foster the right envi-

ronment to achieve the goals we have for our farm.

What’s your choice?
Chances are that if you choose the first option I described above, 
you aren’t going to like the results very much. When a farm’s 
culture is left up to chance, it can become just about anything. It 

certainly won’t magically become what 
you want it to be.

On farms like that, people problems are 
everywhere, and seem to be non-stop. 
Often, it’s the type of thing that the lead-
er ends up having to deal with, taking 
their time away from doing the work 
that’s critical to the farm’s success. Per-
sonally, I don’t know of any farm lead-
ers who want to deal with more of these 
types of problems.

The second option is likely more attrac-
tive. It does take more work and inten-
tionality upfront, though. But if you’re 
dedicated to creating an effective, effi-
cient work environment on your farm 
that runs smoothly, first consider what 
you want your farm’s culture to be, and 
then implement a plan of action to get 
it there.

Your farm’s culture is truly part of the 
legacy that you’re going to leave when 
you transition the farm to the next gen-
eration. What do you want it to be like?

Consider the culture
The first step is to think about what your 
farm’s culture is like now, and what you 
want it to be. Here are a few questions 
to ask yourself:

How well do the people in my operation 
work as a team?

Do we have the right people working 
here? Do they work hard and achieve 
results?

Where do people tend to hit roadblocks 
in working with each other? How do 
people treat each other? Does commu-
nication flow well?

How can we improve our processes to 
help simplify and streamline the way 
we work together?

Think about the type of work that’s 
done on your farm. What sorts of at-
titudes and behaviors must employ-
ees have for the work to go well and 
smoothly? For example, what sorts of 
values would employees ideally hold?

The owners or owning family plus oth-
er key leaders in the operation might 
want to sit down together to discuss the 
values they believe should guide and di-

NEXT GENERATION

CONTINUED ON NEXT PAGE

When it comes to managing employees in a farm operation, 
frustrations can be commonplace. That’s understandable — 

every human being, including ourselves, is complex. Communica-
tion in itself can be a challenge as well.

Though all of this is true, you can shape the working environment 
on your farm to help achieve the results you want for your op-
eration. It starts with a commitment to intentionally create and 
direct the culture that you want to be part of your farm.

The Right Farm Culture
Developing it as part of your legacy
Story By Darren Frye for Cattlemen’s News
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If you’d like to discuss more 
about building the right type of 
culture for your farm — to get 
the results you want — you can 
talk with one of our advisors.

Read the current issue of the 
Smart Series publication, bring-
ing business ideas for today’s 
farm leader. Your free issue is 
available at: www.waterstreet.
org/smartseries.

—Darren Frye is President and 
CEO of Water Street Solutions, a 
farm consulting firm that helps 
farmers with the challenges they 
face in growing and improving 
their farms. Contact them at wa-
terstreet@waterstreet.org or call 
(866) 249-2528.

rect the operation. Think about 
what you value most, as well as 
what’s necessary for the farm 
to run well. What values should 
guide the way we work togeth-
er on the farm? The farm’s core 
values ultimately set the tone 
for what the culture will be like.

Also, consider the processes 
and practices you’ll put in 
place to foster the right culture. 
When it comes to hiring, coach-
ing and firing employees, cul-
ture and cultural fit needs to be 
a big deal. If someone isn’t the 
right fit for the type of culture 
you’re building on your farm, 
then they’re probably not the 
right employee for you.

A Cowman’s Best Friend at Calving Time!

Easy and Safe Catching!

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!

Michael Hornecker, WY - “I wish I had found 
out about the Calf Catchers years ago. No 
more rushing to get a calf doctored or tagged 
before the cow gets on the fight. I work by 
myself and this has made my job a lot safer.” 

Bar 4 Ranch, TX - ”We love our Calf Catcher! 
No people or animals have been hurt. The 
cows are calm because they can see and smell 
the calves going to the pairs pasture. It really 
is a one-man job now!” 

Cody Lee, MT - “After all was said and done, 
we have concluded that the Calf Catcher was 
the best use of money that we have made 
in the last twenty years. It was a huge time 
and labor saver and just simply made calving 
a much easier task. This is a very well made 
piece of equipment and it handled all of my 
concerns with rough terrain and ditches with 
flying colors.”

Fits ATV’s and UTV’s!

ONE PERSON 
can now SAFELY and EASILY 

process calves without concern 
of the protective mother cow!

Watch action video at

SafetyZoneCalfCatchers.com

For local dealers or to order, 

call 877-505-0914 today!

Safe Processing!

DEALER INQUIRY INVITED

Now 
available 

with 
digital 
scale!

THE RIGHT FARM CULTURE 
FROM PREVIOUS PAGEON THE CALENDAR

The beef cattle outlook, 
parasite and fly control 

options as well as technology 
applications for beef cattle 
operations are among topics 
planned for the 2017 Kansas 
State University Beef Stocker 
Field Day on Thursday, Sept. 
21.

The day is designed to provide 
the latest practical informa-
tion for producers to aid de-
cision-making in the current 
dynamic beef industry envi-
ronment.

The event starts with registra-
tion and coffee at 9:30 a.m. 
and the program at 10:15 a.m. 
A barbecue lunch is provided, 
and the day ends with an eve-
ning social, the “Cutting Bull’s 
Lament 2017” at 5:30 p.m. 

Topics on this year’s agenda 
include: 

• Beef Cattle Outlook

• Producer Panel: Imple-
menting Cover Crops - 
How they have helped my 
operation

• Setting Up Calves for 
Success This Fall

• A Different Intensive 
Early Stocking Strategy 
for Optimized Marketing 
Opportunities

• Proper Dosing at the 
Chute

• Why Vaccines Sometimes 
“Seem” to Fail

• Stocker and Background-
ing Budgets

• Cover Crop Decision Tool

The fee to attend the Beef 
Stocker Field Day is $25 if paid 
by Sept. 15. More informa-
tion and online registration 

K-State Beef Stocker Field Day 
Set for Sept. 21
Stocker, backgrounder budgets and cover crops 
among topics; register by Sept. 15

is available at www.KSUbeef.
org. After Sept. 15, attendees 
must pay at the event. For 
more information, contact 
Lois Schreiner at 785-532-1267 
or lschrein@ksu.edu.

—Source: Kansas State University 
Animal Science.



www.joplinstockyards.com12 SEPTEMBER 2017

MANAGEMENT MATTERS

BEEFMASTERS.ORG

OZARK & HEART OF AMERICA 
      FALL ROUNDUP BEEFMASTER SALE

Ozark & Heart of America Beefmaster Marketing Group - OHOABeefmasters.com
To request a sale catalog contact the sale manager:

Show Me Cattle Services            417-876-7285          417-827-9391

  

Charles Stults
Purdy, MO

417-442-9357

Craig Johnson
El Dorado Springs, MO

417-876-7285

Diwayne Collins
Jay, OK

918-557-6923

Fred Farthing
Seymore, MO

417-935-4671

Jesse Headings
Sedalia, MO

660-287-2820

Paul Wallen
Lockwood, MO

417-808-0296

Roger Holden
Conway, MO

417-429-6194

Sam Dryer
Tunas, MO

417-993-0260

Steve Chastain
Rogers, AR

479-531-8052

Vince & Chris Imhoff
Jefferson City, MO

573-230-0029

October 14
2017

   
Locust Grove

Oklahoma

Sycamore 
Springs 
Ranch

12 NOON

Watch for consignments from these and other breeders.

It’s no secret buyers are will-
ing to pay a premium for 

healthy calves. And, precon-
ditioning programs are de-
signed to help producers do 
just that — jump-start a calf’s 
health program prior to mar-
keting. 

The Missouri Stocker Feeder 
Quality Assurance (MSFQA) 
Program is one precondition-
ing protocol guided by the 

Missouri Veterinary Medical 
Association (MVMA). Since 
its inception more than two 
decades ago, the MSFQA pro-
gram has worked to provide 
veterinarians client oversight 
in bringing value-added pre-
conditioning programs to 
those farms and ranches. 

Jason Nickell, D.V.M., is chair 
of the MSFQA program com-
mittee. He explains, “The 

bottom line is to provide vet-
erinarians and producers 
another outlet to not only 
enhance their own profitabil-
ity by generating a precondi-
tioned animal and increasing 
its value, but also to provide 
the downstream background-
er, stocker grower, feedyard 
operator with a lower risk 
product when it comes to 
overall bovine health.” 

Missouri has much to gain 
from producers participating 
in the program. Nickell says 
it can help increase the expo-
sure to calves coming out of 
the state. “Our beef industry is 
fragmented compared to poul-
try or swine in that these ani-
mals change hands multiple 
times,” he says. “A lot of what 
drives the repeated purchas-
ing power is how these ani-
mals perform at the feedyard 
level. By producing a healthy 
product that grows well, ex-
hibits minimal health issues 
at the feedyard, that’s the kind 
of product that’s desirable in 
order to maximize the rate of 
return to the cattleman.”

Practicing veterinarians must 
go through a certification pro-
gram established by the MS-
FQA program committee in 
order to certify the producer 
client. Animal’s are then en-
rolled in the program and 
identified through the pro-
gram’s ear tag system before 
being marketed under the MS-
FQA program banner. 

More than 1 million tags have 
been sold since the program’s 
inception, and 425 veterinari-
ans are certified in the MSFQA 
program. 

“There is a strong link of com-
munication between MVMA, 
their veterinarians, the vet-
erinarian’s customer base and 
livestock markets like Joplin 
(Regional Stockyards),” Nick-
ell says. “If Joplin is promoting 
a particular sale or a series of 
sales with a specific timeframe 
and that’s widely known, then 
that customer base can work 
backwards to know when he 
or she needs to begin that pre-
conditioning program to meet 
the qualifications of the pro-
gram while also meeting the 
established timelines laid out 
by the livestock market.”

Depending on a producer’s 
production system, Nickell 
says the MSFQA maintains a 
lot of flexibility in getting an 
animal vaccinated.

“It’s a tiered program span-
ning from the white tag or lev-

Certified Healthy
Veterinary certification program helps producers pre-
condition, add value to calves at marketing time
Story By Joann Pipkin, Editor

CONTINUED ON NEXT PAGE
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MVMA’s Quality Assurance Program
What Is the Missouri Stocker/Feeder 
Quality Assurance Program?
The Missouri Stocker Feeder Quality Assur-
ance Program is designed to meet the quality 
improvement and pre-conditioning needs of 
producers, feeders, and consumers.
This program educates participants in 
immunology, animal well-being and the eco-
nomics of disease. Participation in the program 
increases producer accountability for quality 
and safety of the product they sell.

How Does the Program Work?
Veterinarians and producers must be certi-
fied. Veterinarians are certified by MVMA 
MSFQAP Committee members. Producers are 
certified by their veterinarian. Veterinarians 
and producers learn how they can influence 
carcass quality and consumer confidence by 
monitoring where and when injections are 
administered.
Once certified, the producer may participate in 
the program at one of three levels (white, red 
or blue tag). The three-level approach allows 
all producers the opportunity to match their 
level of management and facilities to the level 
of participation. 

Level 1:  Show-Me Select (White Tag)
• Participating veterinarians and producers 
must be certified.
• Calves must be properly identified with an 
approved ear tag. Tag numbers will be listed 
on an approved certificate.
• External and internal parasite control is 
administered.
• Calves will be dehorned and healed. Calves 
will also be castrated with a knife and healed 
or verified to be steers.
• Vaccinations: 7-way clostridial, IBR, BVD, 
PI3, BRSV, Mannheimia haemolytica with leu-
kotoxoid, (Histophilus is optional.)

• Cattle must be born on the producer’s farm. 
A range of birthdates or the birthdate of the 
oldest calf in the group must be recorded.
• Bull in and out dates will be provided.
• Individual calf treatments will be recorded to 
include date, product, dosage, route of admin-
istration and injection site.
• Vaccinations must be given no younger than 
four months of age and at least 21 days before 
sale.

Level 2:  Show-Me Superior (Red Tag)
• Weaned 45 days before offering for sale.
• Meet Level 1 requirements - NOTE: Initial 
vaccinations may be given at an age deter-
mined by an attending veterinarian.
• In addition, a second round of vaccinations 
must be given using the following guidelines:
• A 7-way clostridial as well as a modified live 
vaccine containing IBR, PI3, BVD and BRSV 
must be administered;  
• Histophilus somni is optional;
• Only one dose of Manheimia heamolytica is 
required if that dose is administered to calves 5 
months of age or older;   
• The time frame between initial and second 
vaccinations must be a minimum of 21 days 
and all vaccinations must be completed at least 
seven days prior to sale;  
• If a veterinarian determines initial 
vaccinations should be given to calves less than 
4 months of age then second vaccinations must 
not occur until calves are 5 months of age or 
older.  

Level 3:  Show-Me Supreme (Blue Tag)
• Meet Level 1 and Level 2 requirements.
• All cattle must be tested and be negative for 
persistent BVD infection.
• Genetic information is optional.

For more information, 
contact your local 

veterinarian.

el 1 up through the blue tag, level 3, and in the middle there’s a 
red tag, level 2,” Nickell notes.

A baseline set of vaccinations helps capture all the typical cul-
prits of the four respiratory viruses as well as Mannheimia 
haemolyitica and other components, he says. 

“Within the white tag program or level 1, vaccinations have to 
be given within 21 days of the sale, but that animal has to be at 
least 4 months of age at the time of the vaccination program,” 
Nickell says. “As we move up the chain, the requirements be-
come a little more intense.”

The level 2 or red tag program requires animals to be weaned 
45 days prior to sale day. “They have to meet those level one 
requirements, and then a second round of vaccinations must 
be given within 21 days before the sale,” Nickell says. 

Level 3, blue tag, is similar to level two. Nickell says this level 
follows the same guidelines as level two except that the ani-
mals must have been tested and verified to be negative for per-
sistent infection of bovine viral diarrhea virus. 

“It’s disappointing when individuals go through a precondi-
tioning program and don’t leverage that added value through 
targeted sales,” Nickell says. “The ability to maximize the value 
of those calves is lost.”

Nickell hopes to help forge a relationship between MVMA and 
JRS to ultimately help both producers and other segments of 
the production chain. 

CERTIFIED HEALTHY • FROM PREVIOUS PAGE

Weaning dates for value-added 
calf sales will be here soon. 

Most value-added programs require 
calves to be weaned at least 45 days 
prior to sale date.  Some cow-calf 
producers might wonder why the 
post-weaning period needs to be so 
lengthy. 

Data from Iowa from over a nine-
year period in a couple of their 
feedout tests compared the health 
status of calves weaned less than 30 
days to calves weaned longer than 
30 days. Data from more than 2,000 
calves were summarized.  Calves 
that had been sent to a feedlot at a 
time less than 30 days had a higher 
incidence of bovine respiratory dis-
ease (28 percent) compared to calves 
weaned longer than 30 days (13 per-
cent).   The percentage of calves that 
required three or more treatments 
also was significantly different (6 
percent versus 1 percent) in favor of 
calves that had been weaned more 
than 30 days.  In fact, the calves 
weaned less than 30 days were not 
different in health attributes than 
calves that were weaned on the way 
to the feedlot. 

A summary of this lengthy study can 
be found online at http://www.ex-
tension.iastate.edu/Pages/ansci/bee-
freports/asl-1648.pdf.   Vac-45 calves 
apparently have a real health advan-
tage compared to calves weaned for 
less than a month or those weaned 
on the way to the livestock market 
for sale date.  Certainly part of the 
value in value-added calves can be 
attributed to properly applied vacci-
nations. However, little doubt exists 
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. 

—Glenn Selk is Oklahoma State University 
Emeritus Extension animal scientist.

Capturing the Added Value
Why is 45-day weaning 
important to feeder calf health?
Story By Glenn Selk
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Call to discuss 
price and availability!

Angus, SimAngus, 
Hereford, Brangus, 

and Charolais
Two-Year Old Bulls 

Find more pictures 
and information 

on our page!

Kevin 
Charleston

417-850-5470

Trish Charleston
417-388-1249

Reeds, MO
www.ktcattleco.com

EPD’s and Delivery 
Available!

“Jorgensen Angus”

helping hands

The U.S. Department of Agriculture’s Natural Resources Con-
servation Service (NRCS) announced Nov. 17 as the cut-off 

date to apply for fiscal year 2018 funds through the Environ-
mental Quality Incentives Program (EQIP).

EQIP allows farmers, ranchers, forestland managers and land-
owners to conserve natural resources by making available fi-

nancial assistance to improve soil, water, air, plants, animals 
and related resources.

“EQIP provides opportunities for financial assistance statewide 
to applicants who have natural resource problems on their 
land, including concerns associated with crops, livestock, for-
est and wildlife,” said J.R. Flores, state conservationist.

Applicants can signup for traditional soil and water conserva-
tion practices as well as newer practices aimed at increasing 
habitat for monarch butterflies and those focusing on using 
adaptable cropping systems that increase resiliency.

Soil health will be a priority again in fiscal year 2018. Along 
with helping row crop farmers increase organic matter and 
water-holding capacity, dedicated funding will be available 
for farmers and ranchers to incorporate pasture practices that 
improve soil health through greater diversity and less distur-
bance. Funding will also be available to address resource con-

cerns through agroforestry.

The Nov. 17 application deadline also 
applies to the following initiatives:

• On-Farm Energy Initiative — pro-
vides financial assistance for farmers 
and ranchers to identify ways to con-
serve energy on their farms through 
on-farm energy audits, and financial 
assistance to implement recommen-
dations identified in the energy au-
dits.

• Seasonal High Tunnel Initiative —
provides financial assistance, state-
wide, for farmers to construct sea-
sonal high tunnels, which extend the 
growing season for high-value crops 
in an environmentally safe manner.

• Organic Initiative — provides finan-
cial assistance, statewide, for farmers 
to install conservation measures on 
agricultural operations related to or-
ganic production.

• Monarch Butterfly Habitat Develop-
ment Project — provides financial as-
sistance to help landowners establish 
milkweed and other plants critical to 
the iconic monarch butterfly.

• Mississippi River Basin Healthy 
Watersheds Initiative — provides fi-
nancial assistance focusing on limit-
ing nutrient and sediment movement 
occurring on land in the priority wa-
tershed areas. The seven Missouri 
MRBI watersheds are: James Bayou 
– St. John’s Diversion Ditch and Mud 
Ditch (Mississippi and New Madrid 
Counties); Upper Buffalo Creek Ditch 
(Dunklin County); Bear Creek – West 
Yellow Creek (Linn County); Peno 
Creek and Spencer Creek (Ralls and 
Pike counties); Sugar Creek and Mis-
sion Creek – Missouri River (Buchan-
an and Platte counties); North River 
– (Marion, Ralls, Monroe and Shelby 
counties); Profits Creek – (Osage, Cole, 
Maries and Miller counties).

• National Water Quality Initiative —
will provide financial and technical 

Application Deadline Nov. 17 
for NRCS Financial Assistance
EQIP helps improve soil, water, air, plants and animals

CONTINUED ON NEXT PAGE



www.joplinstockyards.com 15SEPTEMBER 2017

PROFIT TIPS
assistance to help farmers and ranchers in three watersheds 
install conservation practices that manage nutrients, patho-
gens and sediments. The watersheds include: Upper Trouble-
some Creek (Knox and Lewis counties); Givins Branch – Nian-
gua River (Webster and Dallas counties); and Basin Fork (Pettis 
and Johnson counties).

Assistance through Regional Conservation Partnership Pro-
gram (RCPP) projects will be available, too. Local partners were 
awarded RCPP funds to deliver conservation projects in spe-
cific regions across the state. The Missouri projects are:

1 Cover Crops for Soil Health and Water Quality, in partner-
ship with the Missouri Department of Agriculture;

2 Our Missouri Waters, in partnership with the Missouri De-
partment of Natural Resources;

3 Regional Grassland Bird and Graz-
ing Land Enhancement Initiative, 

in partnership with the Missouri De-
partment of Conservation;

4 Restoring Glade and Woodland 
Communities for Threatened Spe-

cies in the Ozarks of Southeast Mis-
souri, in partnership with the Mis-
souri Department of Conservation;

5 Northwest Missouri Urban and Ru-
ral Farmers United for Conserva-

tion, in partnership with the Jackson 
County Soil and Water Conservation 
District;

6 Improving Working Lands for 
Monarch Butterflies, in partner-

ship with the National Fish and Wild-
life Federation;

7 Mid-South Graduated Water Stew-
ardship, in partnership with USA 

Rice;

8 Northwest Missouri Partnership 
for Water Quality, in partnership 

with Holt County, Missouri, Soil and 
Water Conservation District;

9 Conservation Ranching Program, 
in partnership with the Missouri 

Department of Conservation.

NRCS accepts applications for all of its 
programs on a continual basis, but ap-
plications must be filed for these pro-
grams by Nov. 17 to be eligible for the 
next round of funding. Farmers can 
submit applications at local NRCS of-
fices. NRCS also offers free technical 
assistance to all Missouri residents.

For more information about NRCS 
programs and assistance, visit  http://
www.mo.nrcs.usda.gov or contact the 
NRCS office serving your county. 

—Source: Missouri Natural Resources 
Conservation Service. 

NRCS FINANCIAL ASSISTANCE
FROM PREVIOUS PAGE

3 Tips for Spring Calving Herds
1 Vaccinate heifers for brucellosis. Vaccinate calves prior to 

weaning. Calves should be weaned at least 45 days prior to 
sale, castrated, dehorned, and vaccinated with IBR, BVD, BRSV 
(a 4- or 5-way viral vaccine), 7-way clostridial vaccine (Blackleg), 
Pasteurella haemolytica (recently renamed Mannheimia haemo-
lytica) also containing leukotoxoid, Pasteurella multocida, and 
Haemophilus somnus. 

2 Body condition the cows to determine if it is necessary to wean 
calves early.

3 Plan marketing program for weaned calves.

—Source: University of Arkansas Extension.
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COMING SOON!

yFRESH FRESH Water Water  •   • FREEZE FREEZE Proof  •  Proof • SUPERIORSUPERIOR Quality Qualit

MINI
fewer

TruTest_AD_Cattleman_EUPromo_

Automatic Waterers

A trusted name in Stock Management for over 50 years... 

Find a dealer near you: www.tru-test.com • 800.874.8494

NEW!

FRESH Water  • FREEZE Proof • SUPERIOR Quality

MAXIMIZE water consumption
with fresh drinking water

MINIMIZE waste with
fewer trough cleanings

Now in Automatic Waterers

The last two or three years in-
quiries about johnsongrass 

risks in pastures and hay fields 
have been increasing in south-
west Missouri according to El-
don Cole, livestock specialist, 
University of Missouri Exten-
sion.

“Favorable growing conditions 
have resulted in johnsongrass 
spreading at a rapid rate,” said 
Cole. “Johnsongrass has been 
on the Missouri noxious weed 
list as long as I can remember.”

According to Cole, johnson-
grass is more of a concern for 
row crop farmers. However, 
effective herbicides help row 
crop farmers hold it in check.

“We have cautioned livestock 
owners for years of the risks 
associated with the forage, 
whether grazed or put up as 
hay,” said Cole.

Those risks are prussic acid or 
cyanide poisoning and nitrate. 

Each can result in animal death 
if not caught in the early stages.

“In reality, we’ve not seen or 
heard of very many positively 
diagnosed instances of cattle 
death from johnsongrass as 
farmers have learned to man-
age it,” said Cole.

According to Cole, cattle seem 
to like it, especially when 
grazed in a tender, palatable 
leafy stage of growth.

Management practices can 
lessen the risks associated with 
johnsongrass. From a grazing 
standpoint, Cole says to wait 
until johnsongrass is 18 to 24 
inches tall. The prussic acid risk 
is greatest under that height 
when naive cattle are hungry 
and are turned into a pasture 
with a good bit of johnsongrass 
in it.

“If you allow cattle to graze 
johnsongrass as it grows from 
early spring, they seldom have 

Caution: Johnsongrass Ahead
Know the risks when grazing, haying the forage

pasture planning
problems. Drought stress may 
favor a prussic acid risk,” said 
Cole. “We do caution about 
grazing it around frost time in 
the fall. The tall material isn’t 
risky, but the new sprouts could 
be.”

Under grazing situations, if 
livestock producers want to be 
less risky when turning into a 
johnsongrass field, only turn 
one or two lower value animals 
in as monitors.

“If they’re still alive after 30 to 
45 minutes, the grass is proba-
bly safe for the rest of the herd. 
It might also be of value to have 
your veterinarian on speed-
dial at turn-in time. If caught 
quickly, they may save the ani-
mal,” said Cole.

Prussic acid concern is rarely 
a problem with hay as it leaves 
the plant soon after it is cut.

“There is not a reliable field test 
that is widely used by extension 
specialists, but some veterinary 
clinics may use a test kit, but 
it needs to be done where the 
johnsongrass is at,” said Cole.

Feeds other than johnsongrass 
— such as shattercane, sor-
ghum-sudans, wild black cher-

ry trees and sorghums — all 
might have the ability to cause 
prussic acid poisoning. Cattle, 
sheep and goats seem more 
susceptible. It is rarely seen in 
hogs or horses.

Johnsongrass can accumu-
late nitrates, especially dur-
ing drought and when high 
amounts of commercial fertil-
izer or animal manure are ap-
plied. MU Extension offices and 
forage testing labs can check 
plants for that risk.

Unfortunately, nitrates do not 
reduce in quantity in dry hay 
whether it is johnsongrass, su-
dans, sorghum-sudans or some 
other forages. Nitrates can be 
lethal but probably are more 
likely to reduce milk produc-
tion, cause abortions and lower 
growth rate.

“Veterinarians can more accu-
rately diagnose nitrate poison-
ing than prussic acid death. 
The blood will be a chocolate 
brown whereas prussic acid 
poisoning blood will be a bright 
cherry red. If large amounts of 
nitrate-containing forage are 
eaten, death can occur in a few 
minutes,” said Cole.

—Source: MU Extension.
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PASTURE PLANNING

Now is the time to be thinking about stockpiling forage for 
the winter, said Dirk Philipp, associate professor of animal 

science, University of Arkansas System Division of Agriculture. 

Stockpiling is the practice of accumulating forage growth for 
later use, he said.

“Stockpiling is done later in the season to take advantage of 
cooler days to reduce fiber accumula-
tion and promote leaf growth,” Philipp 
said. Since cattle are grazing standing 
forage, stockpiling can also save pro-
ducers the costs of harvesting hay.

Philipp said the first step is to select 
a field for stockpiling and remove the 
existing stubble height to 3 to 4 inches.

“This can be done with either grazing 
or haying at the appropriate times so 
that you can start out with that cano-
py height,” he said.

However, “if you experienced a very 
hot summer, it is possible that the fes-
cue is brown and dormant,” he said. 
“In this case, it is possible to bush hog 
the stand to open up the canopy for 
growth and cut down on dead leaf 
material, although grazing or haying 
is preferred.” 

Philipp recommends fertilizing with 
60 pounds of nitrogen per acre on or 
near Sept. 1.

“Don’t wait for rain,” he said. “Once 
fertilized, defer grazing until mid-No-
vember.”

He also recommends soil sampling on 
a regular basis to get a handle on what 
nutrients are missing or available in 
only limited quantities in the soil. 

Grazing management

Once November rolls around and the 
stockpile is ready to be grazed, Philipp 
recommends using strip grazing to 
help stretch the forage to February.

“Run a poly wire across the stockpiled 
field so that animals have access to 
just two to three days of forage at a 
time,” he said. “This way you make 
the most efficient use of the stockpiled 
fescue without wasting it.”

—Source: University of Arkansas Extension.

Stockpiling Fescue Helps 
Extend Grazing
Make the most of cool-season forage

Download the JRS
Mobile App Today
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U.S. farmers are expected 
to produce a record-high 

soybean crop this year, ac-
cording to the August Crop 
Production report issued 
the USDA’s National Agricul-
tural Statistics Service. Up 2 
percent from 2016, soybean 
production is forecast at 4.38 
billion bushels, while corn 
growers are expected to de-
crease their production by 7 
percent from last year, fore-
cast at 14.2 billion bushels.

Up 7 percent from last year, 
area for soybean harvest is 
forecast at a record 88.7 mil-
lion acres with planted area 
for the nation estimated at 
a record-high 89.5 million 
acres, unchanged from the 
June estimate. Soybean yields 
are expected to average 49.4 
bushels per acre, down 2.7 
bushels from last year. Re-
cord soybean yields are ex-
pected in Missouri as well as 
Delaware, Georgia, Kentucky, 

Mississippi, Pennsylvania 
and South Carolina.

Average corn yield is fore-
cast at 169.5 bushels per 
acre, down 5.1 bushels from 
last year. If realized, this 
will be the third highest 
yield and production on re-
cord for the United States. 
NASS forecasts record-high 
yields in Alabama, Louisi-
ana, Michigan, Mississippi, 
New York, Pennsylvania and 
South Carolina. Acres plant-
ed to corn, at 90.9 million, 
remain unchanged from 
NASS’ previous estimate. 

Wheat production is fore-
cast at 1.74 billion bushels, 
down 25 percent from 2016. 
Growers are expected to pro-
duce 1.29 billion bushels of 
winter wheat this year, down 
23 percent from last year. 
Durum wheat production is 
forecast at 50.5 million bush-
els, down 51 percent from 

Expected Record-High Soybeans
Corn production projected lower than last year

TRENDING NOW 

last year. All other spring 
wheat production is forecast 
at 402 million bushels, down 
25 percent from 2016. Based 
on Aug. 1 conditions, the U.S. 
all wheat yield is forecast at 
45.6 bushels per acre, down 7 
bushels from last year.

The Crop Production report 
is published monthly and 
is available online at www.
nass.usda.gov.

–Source: National Agricultural 
Statistics Service.

Soybean production is forecast at 2 percent higher than 2016. Mis-
souri is one of seven states projected to put a record-yielding crop in 
the bin. — Photo by Jillian Campbell for Cattlemen’s News.
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Management matters

Mineral nutrition of beef cattle is poorly understood, or at 
least many opinions on the subject exist. After all, we have 

much to consider: major minerals and trace minerals, different 
forms and availability of minerals, antagonists, interrelation-
ships and ratios, additives, expensive and cheap minerals, dif-
ferent mineral needs for various classes of cattle and stages of 
production. We also have Food and Drug Administration (FDA) 
regulations that govern what we can legally do. The good news 
is we can still take what we know about mineral nutrition and 
meet the animals’ needs as economical-
ly as possible. 

First, individual mineral consumption 
can be quite variable. The biggest thing 
that affects consumption is the supply. 
Minerals should be available at all times. 
It isn’t the end of the world if cattle go 
a few days without minerals, but a pat-
tern of empty feeders will not allow the 
cows to “level off” their mineral intake. 
Feeders should be located near shade or 
water so that cattle will come in contact 
with minerals frequently. Most mineral 
supplements are formulated for 2 to 4 
ounces of intake and are, of course, best 
if consumed at that level. 

Salt is the primary driver of intake so 
don’t add salt to the feeders. Speaking of 
feeders, they need to be covered. I heard 
a presentation recently about look-
ing for the most weather-fast mineral 
supplements. Supplements were being 
tested for their stability in open feeders. 
I have a thought on that, too. Loose min-
erals are too expensive to feed in open 
tubs. They should be protected from the 
weather. Bull-proof feeders, with a flap 
on top like the one in the picture, work 
well for this purpose.

Calcium (Ca) and phosphorus (P) are 
the individual minerals that we think 
of first. We prefer about a 2-to-1 ratio of 
Ca to P. Forages are usually high in Ca 
and need some P added. Phosphorus 
is expensive and Ca — think limestone 
rock— is cheap. So, this can add to the 
cost. However, when feeding grain or 
grain by-products the opposite is true. 
Phosphorus is high, and we need to add 
ground limestone to raise the calcium 
level. 

Trace minerals are important, too — es-
pecially Copper (Cu), Selenium (Se), Zinc 
(Zn) and Manganese (Mn). They should 
be included at the required levels and in 
the required form to be most available 
and beneficial. 

FDA regulates how we use mineral 
supplements and the claims that can be 
made. For example, a huge difference 
exists between free-choice and feed- 
mixing mineral supplements. If direc-
tions are given for mixing into a feed, it 
isn’t cleared for free-choice feeding — 

meaning the work hasn’t been done to prove efficacy or intake. 
We shouldn’t go off-label. We are also governed by the veterinary 
feed directive (VFD) for antibiotics. 

Remember, the FDA regulates label claims that are proposed for 
products. However, a company can avoid this by naming their 
mineral supplement as they please. That is a big deal here in the 
“fescue belt.” For example, I could name my mineral supplement 
“Best Fescue Mineral,” which implies that I have a label claim for 
improved performance when I might not. Look for approved label 
claims and pay less attention to testimonials and names of prod-
ucts. Naming products suggestive names and calling them “feed- 
mixing” minerals circumvents the process of getting products ap-
proved and labeled properly.

Proper mineral supplementation is important for optimum 
growth, reproduction and immunity of beef cattle.  

—Source: Dr. Roy Burris is beef extension professor with the University of 
Kentucky.

Remember the Minerals 
Consumption is variable; provide constant supply 
Story By Dr. Roy Burris
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story regarding parasite bur-
den because “cow samples 
tend to go down as they are 
exposed to parasites while 
the calf samples always go 
up,” he said. 

Producers can also test out 
the efficacy of their deworm-
er by performing fecal egg 
count reduction tests. Submit 
samples prior to dewormer 
application followed by an-
other sample two weeks after 
application.  

Why it matters

The impact of a heavy parasite 
load is sometimes overlooked 
when talking about decreased 
production in the herd. Cattle 
can appear healthy while car-
rying a large parasite load, 
which ultimately decreases 
performance. 

Increased cattle productiv-
ity has also created animals 
that are more easily affected 
by parasites, which creates a 
greater economic loss. 

“As cattle get better, it causes 
fewer parasites to cause a 
problem,” Bliss said. “When 
you are expecting a 5.5 pound 
gain at a feedyard, you aren’t 
going to do that with a belly 
full of parasites.”

An increased parasite load 
can also tie up an animal’s im-
mune response, which causes 
the animal to be much more 
susceptible to other diseases. 
The heavier the parasite bur-
den, the more suppressed the 
immune system becomes. 

He even goes as far as saying 
that adding proper deworm-
ing practices can contribute 
to the control of outbreaks of 
pinkeye and coccidiosis within 
a herd. Freedom from para-
sites releases the immune sys-
tem to effectively fight those 
infections rather than focusing 
on the internal parasite prob-
lems. 

As an example, Bliss suggests 
that backgrounders adminis-
ter a fast-acting dewormer like 
Safeguard to start calves out 
on the right foot. 

Proper Timing Knocks Out  
Internal Parasites 
Clean-up your herd with fall deworming
Story By Rebecca Mettler for Cattlemen’s News

TRENDING NOW 

The ultimate goal in parasite 
control is to create a clean 

grazing environment in order 
for cattle to achieve their max-
imum production potential. 
While product selection makes 
a difference, effective parasite 
control is also heavily depen-
dent on deworming at the cor-
rect time. 

Don Bliss, director of parasitol-
ogy for Mid-America AG Re-
search in Madison, Wisconsin, 
suggests producers deworm 
cattle in the fall after the pas-
ture is dormant followed up 
by another application in the 
spring.

“Cleanup in the fall. The goal 
is to have your cows worm- 
free in the winter because you 
have the highest feed costs and 
maintenance costs in the win-
ter,” Bliss said. 

Bliss explained that if produc-
ers use a product that works 
correctly in the fall, the cattle 
won’t encounter new para-
sites until new spring grass be-
gins to grow. Although a lot of 
recommendations have been 
made in the past to deworm at 
turnout in the spring, Bliss rec-
ommends producers wait un-
til after the first three to four 
weeks of grazing have been 

completed to do the spring 
deworming. 

“By deworming them at turn-
out early in the spring, it’s a 
waste of time because if you 
get all of the worms in the fall, 
you are deworming already 
clean animals,” he said. 

Bliss offers a strategic plan to 
clean up a pasture, especially 
if resistance is a problem on 
the operation. The plan fol-
lows the natural life cycle of 
the parasite. Bliss said the 
parasites that came from 2017 
only have a certain amount of 
time in spring 2018 to continue 
their lifecycle. The larvae sur-
vive the winter in larvae stage 
three but die if not ingested up 
by the cow in the spring. 

“If we can stop replacing them, 
that cleans up the pasture,” he 
said. 

Getting cows free of parasites 
in November and December 
provides a clean slate for win-
ter. But, the absolute most im-
portant factor in fall deworm-
ing is to make sure the pasture 
is dormant. Any hint of green 
grass means it’s an active pas-
ture for parasites. 

When springtime rolls around, 
allowing cattle to graze and 

“vacuum” up the parasites sets 
the stage for spring control.

“It takes a cow 40 days to have 
adult worms to shed eggs,” 
Bliss said. “That means 60 days 
into the grazing season I’m go-
ing to deworm my cows and 
what’s going to happen is that 
the cows will be clean another 
60 days because they won’t 
shed before then.” 

Fecal samples count  

“Fecal exams are the only way 
you are going to know if your 
operation has a resistance 
problem or if you are clean 
enough,” Bliss said. 

A producer can determine a 
lot of important information 
from a fecal exam, including 
the types of parasites present 
in the herd population along 
with the severity of the resis-
tance problem, if one is pres-
ent. 

Bliss recommends collecting 
fecal samples from several 
animals in varying ages in the 
herd. He stresses the impor-
tance of collecting calf fecal 
samples, too. The calf samples 
actually tell a more accurate 

A heavy parasite load can 
be overlooked. Cattle can 
appear healthy,  while 
carrying a large parasite 
load, which ultimately de-
creases performance. 
—Photo by Joann Pipkin.

“The goal is to have your 
cows worm-free in the 

winter because you have 
the highest feed costs 

and maintenance costs in 
the winter.”

—Don Bliss
Mid-America Ag Research
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IS YOUR DEWORMER 
PASSING THE TEST?
AVERAGE PERCENT EFFICACY2

90% Required to Pass4

The FDA has identifi ed growing levels 
of internal parasites resistant to the 
Macrocyclic lactones (Avermectin) 
class of dewormers.1 

Results from the Merck Animal 
Health Fecal Egg Count Reduction 
Test National database2 shows 
several cases of internal parasite 
resistance and supports concurrent 
treatment protocol to manage 
resistant parasites.
 
The majority opinion among 
parasitologists attending the FDA 
public forum on managing resistant 
parasites was that concurrent 
treatment of two different classes 
of anthelmintics is the best way to 
manage these resistant parasites. 

Merck’s database supports 2008 
USDA National Animal Health 
Monitoring Study (NAHMS) showing 
confi rmed or suspected resistance 
in several U.S. states to Macrocyclic 
lactone (Avermectin) class of 
dewormers.3
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Consult your local veterinarian for assistance in the diagnosis, treatment and control of parasitism.

IMPORTANT SAFETY INFORMATION
Safe-Guard EN-PRO-AL Molasses Block 
RESIDUE WARNING: Cattle must not be slaughtered within 11 days following last treatment. A withdrawal 
period has not been established for this product in preruminating calves. Do not use in calves to be processed 
for veal.
Safe-Guard Protein Block
RESIDUE WARNING: Cattle must not be slaughtered within 16 days following last treatment. A withdrawal 
period has not been established for this product in preruminating calves. Do not use in calves to be processed 
for veal.
Safe-Guard Mineral, feed through products and liquid feed
RESIDUE WARNING: Cattle must not be slaughtered within 13 days following last treatment. For dairy 
cattle, the milk discard time is zero hours. A withdrawal period has not been established for this product in 
preruminating calves. Do not use in calves to be processed for veal.

Safe-Guard Drench and Paste
RESIDUE WARNING: Cattle must not be slaughtered within 8 days following last treatment. For dairy 
cattle, the milk discard time is zero hours. A withdrawal period has not been established for this product in 
preruminating calves. Do not use in calves to be processed for veal.

Safe-Guard is a registered trademark of Merck Animal Health. Panacur is a registered trademark of Merck Animal Health. Ivomec is a registered trademark of Merial, Ltd. 
Cydectin is a registered trademark of Boehringer Ingelheim Vetmedica. Dectomax is a registered trademark of Zoetis. LongRange is a registered trademark of Merial, Ltd.

1 FDA Public Resistance Forum-March 2012
2 Tests from 1/1/2008 - 4/12/2016
3 NAHMS 2008
4 Dobson R., Jackson F., Levecke B., Besier B., et al. Guidelines for fecal egg count reduction tests (FECRT). World Association for the  Advancement of Veterinary 
Parasitology (WAAVP) (2011) Proceedings: 23rd International Conference of the World Association for the  Advancement of Veterinary Parasitology

2 Giralda Farms – Madison, NJ 07940 – merck-animal-health-usa.com – 
800.521.5767  Copyright © 2016 Intervet, Inc. d/b/a Merck Animal health,  a subsidiary of Merck & Co., Inc.
All rights reserved.
5/16 BV-SG-55108
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“We have an unexpectedly 
big supply of beef and 
a growing U.S. cow 
herd,” Brown says. 
“Any drop in ex-
ports puts pressure 
on beef prices here.”

“Japan is our top beef buy-
er,” Brown adds. “It’s a strong 
market. Last year they bought $1.8 billion in beef and beef prod-
ucts.”

Foreign trade is important for all Missourians. Agriculture ranks 
No. 1 as revenue source for the state. Cattle top the list. Last year 
the revenue for U.S. cows and calves was $67.8 billion. In com-
parison, feed grains returned $56 billion while the soybean crop 
hit $39 billion.

Missouri ranks third state in the nation 
with 2 million cows. To show the effi-
ciency of Show-Me farmers, calf num-
bers are second at 1.89 million.

Ten percent of U.S beef goes to export.

Looking for a bright side of the news 
from Japan, Brown says the tariff bump 
covers only frozen, not refrigerated, 
beef.

“Undoubtedly, we will send more non-
frozen beef to Japan. But, they may 
reach a cap on that market as well.”

Nearby Australia appears to benefit 
from the cap imposed by Japan. Howev-
er, they do not have a large beef supply. 
“Droughts cut their beef herds and beef 
exports,” Brown says. 

Another plus for U.S. beef producers 
is our high-quality beef, he says. “Japa-
nese prefer our corn-fed prime-grade 
beef. Australia doesn’t have the corn or 
beef quality,” Brown says.

Australia does have one huge advan-
tage. They recently signed a bilateral 
trade agreement that reduces the tar-
iff on Australian beef headed to Japan.
They face no safeguard cap.

The U.S., on the other hand, cancelled 
trade talks for greater access under the 
Trans-Pacific Partnership. If TPP was in 
place, we would not have hit this import 
cap and higher tariff.

“It’s time to get serious about making 
our own bilateral trade deal with Ja-
pan,” Brown says.

The 50 percent tariff started Aug. 1. It 
ends March 31, 2018.

In other news, a recent report showed 
growth in consumer spending. While it 
only rose from 1.2 to 1.6 percent, any in-
crease benefits all U.S. meat producers.

“More domestic consumption will be 
required if exports fall,” Brown says. 
“Increased demand is needed for our 
growing meat supplies.”

—Source: University of Missouri Coopera-
tive Media Group.

TRENDING NOW

Japan says “Whoa, go slow” on imports of frozen beef from 
the United States. To safeguard their own beef farmers, Japan 

raised tariffs on U.S. beef from 38.5 to 50 percent.

“This increases the price of U.S. beef for Japanese consumers,” 
says Scott Brown, University of Missouri beef economist. “Less 
foreign consumption increases beef supply here. In turn, that 
lowers prices all the way back to farms in Missouri.”

Japan Slaps Tariff on U.S. Beef
Export drop could lower calf prices
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Developing risk manage-
ment strategies for your 

operation is an important issue 
to give a little thought to as you 
go about making decisions. 
Consider these four main strat-
egies to help you manage risk:

1 Avoid the risk

2 Transfer the risk

3 Control the risk

4 Accept the risk

Avoid the risk

Avoiding risk is a case of sim-
ply not doing the thing that 
exposes you to the risk. For 
example, if you want to avoid 
the risk of retaining heifer 
calves and trying to get them 
bred, you can simply not retain 
them anymore and buy bred 
heifers that are guaranteed 
pregnant. Keep in mind, avoid-
ing a risk can sometimes ex-
pose you to a greater risk. This 
certainly might be the case if 
you suddenly stopped raising 
your own replacement heifers 
and started buying them from 
someone you didn’t know.

Transfer the risk 

Transferring risk outside your 
farm or ranch is usually done 
through insurance or market-
ing contracts. Insurance con-
tracts provide protection from 
downside risk in exchange 
for a premium expense. By 
paying the premium, you es-
sentially transfer some of the 
potentially bad outcomes to 
an insurance company that 
is better equipped to tolerate 
the risk. Insurance has the ef-
fect of truncating your distri-
bution of possible outcomes 
on the downside in exchange 
for subtracting the insurance 
premium expense from every 
outcome. Marketing tools like 
a put option work exactly the 
same way.

On the other hand, a market-
ing contract that locks in your 
price on some or all of your 
production would have the ef-
fect of squeezing your distribu-
tion of outcomes into a tighter 
range of possibilities. You are 
transferring some of the risk 
associated with the full range 
of possibilities to the person 
you are contracting with in 
exchange for a risk premium 
that they collect from you up 

front by offering you a contract 
price that is slightly in their 
favor compared to what they 
expect the actual price to be at 
the end of the contract period. 
The more you lock in, the tight-
er the range becomes for the 
outcome. As you lock in more 
and more, you transfer more of 
the potential upside and more 
of the risk premium to the per-
son you are contracting with in 
exchange for also transferring 
more of the downside risk to 
them.

Evaluating insurance and mar-
keting contracts can be frus-
trating if you only do it after 
the fact. Once the outcome 
is determined, it is tempting 
to declare the decision good 
or bad based on whether the 
contract worked in your fa-

vor. That is a bad habit to get 
into. You should always make 
a sincere effort to evaluate the 
insurance or marketing deci-
sion at the time you make it in 
terms of what it costs you in 
premium compared to the ben-
efit of transferring the risk to a 
party outside of your farm or 
ranch.

Control the Risk

Controlling risk is by far the 
most active form of managing 
risk. Risk can be controlled by 
two primary ways. You can 
either control the probability 
of the outcomes occurring or 
control their impact if they do 
occur. Very seldom can you do 
both with one tool.

4 Profit Tips
Developing a risk management strategy for beef 
operations
Story By Jay Parsons

MANAGEMENT MATTERS

CONTINUED ON PAGE 25
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CONTINUED ON NEXT PAGE

Many ranchers choose to breed replacement heifers about a 
month ahead of the mature cows in the herd. In addition, 

they like to use a shortened 30- to 60-day breeding season for the 
replacement heifers. The next logical step is to determine which of 
these heifers failed to conceive in their first breeding season. This 
is more important today than ever before.

Is She Open?
Preg check and cull open replacement heifers
Story By Glenn Selk

MANAGEMENT MATTERS

The bulls were removed from the replacement heifers about 60 
days ago, therefore, this would be an ideal time to call and make 
arrangements with your local large animal veterinarian to have 

those heifers evaluated for pregnan-
cy. After two months of gestation, expe-
rienced palpaters should have no dif-
ficulty identifying the heifers that are 
pregnant and those heifers that are not 
pregnant. Heifers that are determined 
to be open or not bred after this breed-
ing season should be strong candidates 
for culling. Removing these heifers im-
mediately after pregnancy checking 
serves three very economically valu-
able purposes. 

Identifying and culling open heifers 
early will remove sub-fertile females 
from the herd.    Lifetime cow studies 
from Montana indicated that properly 
developed heifers that were exposed to 
fertile bulls, but did not become preg-
nant were often sub-fertile compared 
to the heifers that did conceive. In fact, 
when the heifers that failed to breed in 
the first breeding season were followed 
throughout their lifetimes, they aver-
aged a 55 percent yearly calf crop. De-
spite the fact that reproduction is not 
a highly heritable trait, it also makes 
sense to remove this genetic material 
from the herd so as to not proliferate 
females that are difficult to get bred. 

Culling open heifers early will reduce 
summer forage and winter costs. If the 
rancher waits until next spring to find 
out which heifers do not calve, the pas-
ture use and winter feed expense will 
still be lost and no calf is available to 
eventually help pay the bills.   This is 
money that can better be spent in prop-
erly feeding cows that are pregnant 
and will be producing a salable prod-
uct the following fall. 

Identifying the open heifers shortly af-
ter — 60 days — the breeding season is 
over will allow for marketing the heif-
ers while still young enough to go to a 
feedlot and be fed for the choice beef 
market. “B” maturity carcasses — those 
estimated to be 30 months of age or 
older — are very unlikely to be graded 
Choice and cannot be graded Select. In 
addition, they might not be eligible for 
some international beef markets.  As 
a result, the heifers that are close to 2 
years of age will suffer a price discount. 
If we wait until next spring to identify 
which 2-year-olds did not get bred, 
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For example, you can influence 
the probability of your replace-
ment heifers getting pregnant 
by maintaining proper nutri-
tion and a number of other 
things. Is this a good strategy? 
Probably, but you need to com-
pare the extra expense with 
the increased pregnancy rate 
of your heifers to determine 
the value of this strategy. If 
you wanted to control the im-
pact of your heifers not getting 
pregnant, you need to move to 
a different strategy.

Controlling the impact of risk 
involves using strategic risk 
management tools like diversi-
fication, keeping extra reserves 
on hand, and maintaining flex-
ibility to lessen the impact of 
a bad outcome or increase the 
impact of a good outcome. For 
example, exposing extra heif-
ers to breeding will lessen the 
impact of a poor conception 
rate. Maintaining the flexibil-
ity to buy bred replacement 
heifers would also lessen the 
impact without the need to in-
crease the number of heifers 
you retain. This can also be 
thought of as diversification in 
that you have more than one 
source from which to obtain 
bred replacement heifers.

Accept the Risk

Risk is usually associated with 
a potential reward. Some-
times no tools are available to 
control or transfer risk or the 
tools are just too expensive to 
justify using them. In this case, 
accepting the risk might be 
the right strategy. Producers 
speculate on risk all the time. 
That’s where a lot of the profit 
in farming and ranching exists. 
However, it should be done 
with careful evaluation of the 
potential impacts and your 
willingness to accept the prob-
ability of their occurrence.

Summary

Risk management is an activ-
ity that can pay big dividends. 
Thoughtfully considering and 
evaluating various risk man-
agement strategies as a habit 
of doing business can lead to a 
stable and prosperous future 
for your operation.

–Source: Jay Parsons is a farm & 
ranch management specialist at 
the University of Nebraska-Lin-
coln.
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4 PROFIT TIPS
FROM PAGE 23

then we will be culling a female 
that will be marketed at a no-
ticeable discount compared to 
the price/pound that she would 
have brought this summer as 
a much younger animal. In to-
day’s market, an 850-pound, 
non-pregnant heifer will 
bring about $1.30 per pound 
or $1,105 per head.   If current 
prices hold, next spring a two-
year-old 1,000 pound open cow 
might bring 90 cents per pound 
or $900 per head.  This calcu-
lates to a $205 per head loss 
plus the expense of keeping her 
through the winter.

Certainly the percentage of 
open heifers will vary from 
ranch to ranch. Do not be over-
ly concerned, if after a good 
heifer development program 
and adequate breeding sea-
son, that you find that 10 per-
cent of the heifers still are not 
bred.  Resist the temptation to 
keep these open heifers and 
roll them over to a fall-calving 
herd. These are the very heifers 
that you want to identify early 
and remove from the herd.  It 
just makes good economic busi-
ness sense to identify and cull 
non-pregnant replacement 
heifers as soon as possible. 

—Source: Glenn Selk is Oklahoma 
State University Emeritus extension 
animal scientist.

IS SHE OPEN?
FROM PREVIOUS PAGE
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All-terrain and utility-
terrain vehicles (ATVs 

and UTVs) are great pieces of 
equipment to use around the 
farm. Both can be effective for 
travel, checking or herding 
cattle, or spot-spraying weed 
growth in pastures. While 
gaining in popularity on the 
farm every year, so does the 
potential for farm accidents 
involving the four-wheeled 
farm helpers. 

Kenny Bergmannn, corpo-
rate sales manager and vice 
president of S&H Farm Sup-
ply, an ATV sales veteran,  has 
learned plenty about farm 
safety during his employ-
ment. 

At home, Bergmannn runs a 
cow-calf and backgrounding 
operation and enjoys using 
ATVs to assist him with daily 
work. Although he’s comfort-
able riding an ATV around his 
operation, Bergmann under-
stands that age and experi-
ence are very important fac-
tors to be considered before 
operating an ATV. Years ago, 
he witnessed his own children 
riding an ATV unsupervised, 
and although no accidents 
happened, it was a surprise 
he has not since forgotten. 

“The scariest thing in my 
world is when someone buys 
a machine and really has no 
intention of their children or 
grandchildren riding it, but it 
just evolves,” Bergmann says. 
“They are fun to ride, and 
kids get on them. They take 
off, and they probably don’t 
get much training other than 
stop and go. Once they learn 
to operate one, they may be-
gin to do this when no one is 
watching.”

Unfortunately, Bergmann’s 
theory is correct. According 
to the 2014 Annual Report of 
ATV-Related Deaths and Inju-
ries, an estimated 26 percent 
of 93,700 ATV-related acci-
dents in the U.S. involved chil-
dren younger than 16 years of 
age.  

Bob Schultheis, a University 
of Missouri Extension natu-
ral resource engineer, shares 
Bergmann’s concern. Schul-

theis has participated in a 
number of ATV safety schools 
and lectures. He has even tak-
en his ATV safety discussions 
into elementary classrooms 
where he has discovered that 
children are not just riding 
ATVs without supervision, but 
many are even taking them on 
public roads. 

To combat these concerns, 
Bergmann recommends using 
some of the updated safety 
features on newer ATV mod-
els. “A lot of the newer ma-
chines have electronic keys so 
if you know there are going 
to be riders of different abil-
ity, you can put a key limit on 
how fast the machine will go, 
which is a really nice feature,” 
says Bergmann.

Although youth account for 
many ATV accidents, children 
and young adults are not the 
only risks associated with 
ATV operation. Schultheis and 
Bergmann both stress how 
unsafe it is to ride with a pas-
senger on a single-passenger 
ATV. 

“The biggest danger is mul-
tiple riders,” he explains. 
“That is typically where things 
go wrong most often - when 
two people ride on a machine 
made for one. It changes the 
dynamics of the machine and 
the balance, and that’s when 
bad things begin to happen.”

Schultheis encourages riders 
to participate in ATV safety 
courses to learn these com-
mon dangers. In addition to 
courses offered by University 
of Missouri Extension, S&H 
Farm Supply includes a free 
hands-on safety course for 
their ATV customers. These 
courses include an introduc-
tory safety video and demon-
strative rides through a safety 
trail, designed to show riders 
how different terrains can af-
fect ATV operation. To simu-
late a second rider, weights 
are added to the ATV. Riders 
navigate the trail with their 
own ATVs as they learn more 
about proper safety and their 
machines. 

“One of my favorite sayings is, 
‘the right answers don’t cost 

extra, they just take time,’ and 
the same is true with safety,” 
Bergmann says. 

In addition to his desire for 
attendance in rider safety 
education courses, Schultheis 
shares his safety concerns for 
the continued selling of three-
wheel ATVs.

“Although three-wheel ATVs 
have been banned, there are 
many still in use,” Schulteis 
says. “Never purchase a used 
three-wheeler. They are too 
prone to overturns.”

Bergmann and Schultheis 
agree that ATVs have plenty 
of safety risks, but they also 
believe that ATVs, when oper-
ated properly, provide count-
less benefits to farmers. 

“One benefit of an ATV is that 
it offers a new sense of free-
dom to individuals with lim-
ited physical mobility due to 
an injury or health condition,” 
Schulteis says. “These individ-
uals can use an ATV as a mo-

bility device to enable them 
to access all areas of the farm, 
which can increase their abili-
ties to manage their farm op-
eration.”

An added benefit is their af-
fordability. “They are less ex-
pensive to own than horses, 
because you don’t have to feed 
them when you’re not using 
them,” Schulteis notes. “They 
are less expensive to operate 
and maintain for many off-
road tasks compared to pick-
ups and tractors.”

ATVs can offer countless bene-
fits to farmers who participate 
in proper safety courses and 
adhere to the golden rules of 
ATV safety. For more informa-
tion on ATV safety, visit http://
atvsafety.org and click on  
Enroll Now or call 800-877-
2887.

How to Get Safe on 4 Wheels
Follow safety guidelines when operating ATVs, UTVs 
on the farm
Story By Jillian Campbell for Cattlemen’s News

9 Golden Rules of ATV Safety: 
Read the owner’s manual to become familiar with how 
the ATV operates and how to adjust your weight and  
center of gravity when riding to avoid overturns. 

Size the ATV to the age of the rider:
•Under 70 cc -- 6 years or older 
•70-90 cc -- 12 years or older 
•Over 90 cc -- 16 years or older 

Supervise riders younger than 16; ATVs are not toys. 

Always wear a DOT-compliant helmet, goggles, long 
sleeves, long pants, over-the-ankle boots and gloves. 

Never ride on paved roads except to cross when done 
safely and permitted by law – another vehicle could hit 
you. ATVs are designed to be operated off-highway. 

Never ride under the influence of alcohol or other 
drugs. 

Never carry a passenger on a single-rider ATV, and no 
more than one passenger on an ATV specifically  
designed for two people. 

Ride only on designated trails and at a safe speed. 

Take a hands-on ATV Rider Course

–Source: Bob Schulteis, University of Missouri Extension

1

2

3
4
5

6
7

8
9



www.joplinstockyards.com 27SEPTEMBER 2017



www.joplinstockyards.com28 SEPTEMBER 2017

CONTINUED ON NEXT PAGE

MANAGEMENT MATTERS

International beef trade is-
sues continue to be dynam-

ic and are impacting cattle 
prices in the short and long 
term. The U.S. is a major pro-
ducer of beef, pork, chicken 
and turkey in the world and 
also a major exporter of those 
commodities. The U.S. also is a 
major importer of beef.

International trade is increas-
ing in importance to the U.S. 
beef sector. As new trade is-
sues surface, cattle and beef 
prices, as well as the compet-
ing meats’ prices, can be vola-
tile.

An increasing number of is-
sues, some controversial, 

seem to be surrounding the 
global beef market. Some pro-
vide challenges for beef ex-
porting and importing coun-
tries, but also might provide 
opportunities for countries 
such as the U.S.

The U.S. is the largest export-
er of high-quality beef in the 
world and the leading export-
er of beef on a value basis. 
The U.S. Department of Agri-
culture (USDA) has projected 
that the top four beef volume 
exporting countries in 2017 in 
order of importance will be 
India, Brazil, Australia and the 
U.S.

It’s also predicted that the 
China/Hong Kong beef market 
will overtake the U.S. as the 
world’s leading beef importer. 

Important issues with each of 
these other countries could 
impact the U.S. cattle market.

India’s ranking as the world’s 
leading beef volume exporter 
is somewhat controversial in 
itself. The “beef” that is ex-
ported is mainly meat from 
water buffaloes because cows 
are considered sacred to many 
people of Hindu faith. Nev-
ertheless, meat from water 
buffaloes, also referred to as 
carabeef, is in direct competi-
tion with lower-quality, grass-
fed beef from other countries 
such as Brazil and Australia.

Some packing plants in In-
dia are operated by Muslims, 
who have had issues with the 
Hindu-dominated federal gov-
ernment. In May, the Indian 
government imposed a ban 
on the sale of cattle and buf-
faloes at livestock markets for 
animals to be slaughtered.

In July, India’s Supreme Court 
suspended the ban. Because 
buffalo meat exports are a 
lucrative market for India, 
many expected the ban to be 
lifted. But the potential pros-
pects for a ban, at least tempo-
rarily, caused uncertainty and 
volatility in the world beef 
market.

Brazil, the second-leading 
beef volume exporter, has had 
its share of turmoil recently as 
well. A meat inspection brib-
ery scandal involved several 
meat companies and tempo-
rarily reduced beef exports in 
early 2017.

JBS, with headquarters in 
Brazil and the world’s larg-
est meat company, has been 
rocked by a political bribery 
scandal and could be divest-
ing some assets.

One asset for sale is Five Riv-
ers Cattle Feeding, a wholly 
owned subsidiary of JBS and 
the largest cattle feeding en-
tity in the world, with head-
quarters in Greeley, Colorado. 
Five Rivers owns feedlots in 
Colorado, Kansas, Oklahoma, 
Texas, Arizona and Idaho. JBS 
already announced the pend-
ing sale of its 75,000-head 
feedlot in Alberta, Canada.

In late 2016 bilateral fresh and 
frozen beef trading between 
the U.S. and Brazil was ap-
proved by both countries. Rel-
atively small amounts of low-
er-quality beef were imported 
into the U.S. from Brazil, and 

Challenges, Opportunities 
in the World Beef Market
An increasing number of issues, some controversial, 
seem to be surrounding the global beef market
Story By Tim Petry
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Buford Ranches

The Best from One of America’s Largest Angus Herds!

Annual Angus Bull and Hereford Production Sale
12:30 PM • Saturday, Welch, OK   September 16, 2017
150 BULLS:

130 2-Year-Old & 18-Month-Old Angus Bulls  
30 18-Month-Old Hereford Bulls

60 FEMALES:
20 Spring Bred Heifers  20 Fall Yearling Heifers  

10 Select Cow/Calf Pairs

At the Buford Ranches sale facility located 15 miles west of Welch, OK, on the south side  of Hwy. 10.

BUFORD RESOURCE C831 – He sells.
Sire: SAV Resource 1441, Dam: Buford Elba 9000, by SAV Bismarck 5682.

Full brother-in-blood to the Genex sire Buford Pathfinder C304.

BUFORD EMBLYNETTE 900D – She sells.
Sire: SAV International 2020, Dam: SAV 

Emblynette 9109, by SAV Final Answer 0035.
Triple-bred to the time-tested Emblynette family.

BUFORD ELBA 901D – She sells.
Sire: BUF/KLR Blackhawk W969, Dam: Buford 

Elba 9000, by SAV Bismarck 5682.
Beautiful brood cow prospect descending from 

SAV Elba 4436.

BUFORD ELBA 905D – She sells.
Sire: SAV Renown 3439, Dam: Buford Elba 894Y, 

by MF Net Return 8197.
Powerful granddaughter of the Pathfinder Dam 

SAV Elba 4436.

BUFORD RENOWN C833 – He sells.
Sire: SAV Renown 3439, Dam: Buford Elba 811Y, by SAV Bismarck 5682.

Full brother-in-blood to the Genex sire Buford Pathfinder C304.

BUFORD EMBLAZON C823 – He sells.
Sire: EXAR Emblazon 8268, Dam: Buford Elba 493Z, by MF Net Return 8197.
Unique and powerful outcross prospect from the herd sire producing Elba family.

Buford Ranches
427908 E. Highway 10 • Vinita, OK 74301

E-mail: mikehorrell64@yahoo.com
www.bufordranches.org

Mike Horrell, Manager
Mobile (918) 948-5104 • Office (918) 929-3275

Sam Buford
Mobile (918) 697-7160 • Office (918) 929-3275

For your free reference sale booklet, contact anyone in the office of the Sale Managers,  
TOM BURKE, KURT SCHAFF,  JEREMY HAAG, AMERICAN ANGUS HALL OF FAME  

at the WORLD ANGUS HEADQUARTERS, Box 660, Smithville, MO 64089. 
Phone 816/532-0811. Fax 816/532-0851. Email: angushall@earthlink.net • www.angushall.com

some high-quality beef has 
been shipped from the U.S. to 
Brazil.

JBS was a major player in 
these transactions. On June 
22, the USDA announced that 
fresh and frozen beef imports 
from Brazil were suspended 
due to food safety concerns. 
China, a leading beef custom-
er for Brazil, also announced 
that it was scrutinizing beef 
from Brazil more closely.

Australia, the third largest 
beef volume exporter, expe-
rienced a severe drought in 
a major cattle-producing re-
gion in 2014 and 2015. Forced 
herd reduction resulted in in-
creased beef production and 
exports. A return to more nor-
mal rainfall allowed herd re-
building to begin in 2016 and 
the lower beef production re-
duced exports. Interestingly, 
during the first four months 
in 2017, the U.S. surpassed 
Australia to temporarily be-
come the third largest volume 
beef exporter.

Australia was the largest sup-
plier of beef to the U.S. but has 
fallen to third place in 2017 
behind Canada and New Zea-
land. Beef imports from Aus-
tralia were off 39 percent in 
2016 from the inflated levels 
of 2015, and that slower pace 
is continuing in 2017. The low-
er production and high beef 
prices also are causing a low-
er volume of exports to other 
countries.

The export market is becom-
ing more and more important 
for cattle prices in the U.S. Af-
ter a difficult beef export year 
in 2015, beef exports were 
up more than 12.5 percent in 
2016 and are forecast by the 
USDA to be up another 9 per-
cent in 2017. Exports were up 
about 15 percent the first half 
of 2017. That was one reason 
for the cattle price rally into 
May 2017.

U.S. exports were especially 
strong to the four major cus-
tomers: Japan, Mexico, Cana-
da and South Korea. Notewor-
thy is that the U.S. is in trade 
negotiations with Japan be-
cause the U.S. withdrew from 
the Trans-Pacific Partnership.

In early July, the European 
Union and Japan signed an 
Economic Partner Agreement, 
which gives favorable access 
for European beef to Japan. 

The U.S. also is discussing pro-
visions of the North American 
Free Trade Agreement with 
Canada and Mexico. Main-
taining the robust beef trade 
with those top beef customers 
is important for the U.S.

The major hurdle to resuming 
U.S. beef exports to China was 
the political negotiating pro-
cess. Now that an agreement 
is in place and beef is allowed 
to be exported, the size of the 
Chinese market will need to 
be determined by the market-
place.

The requirements that beef 
must be traceable to the birth 
farm using a unique identifier 
and not contain growth pro-
motants, feed additives and 
other chemical compounds 

might restrict the amount of 
beef that is initially available 
for export to China. Longer-
term price premiums might 
provide the incentive for beef 
producers to raise cattle that 
meet those requirements.

Several of the issues discussed 
above have at least temporar-
ily impacted cattle prices and 
particularly the futures mar-
ket. At times, a “buy-the-ru-
mor, sell-the-fact” mentality 
has caused price volatility that 

could have been frustrating 
for cattle producers. With the 
instant access to worldwide 
information that is so readily 
available, expect price volatil-
ity to continue as the dynam-
ics of the global beef market 
continue to evolve.

—Source: Tim Petry is extension 
livestock marketing economist 
at North Dakota State University 
Agribusiness and Applied Eco-
nomics Department.

CHALLENGES
FROM PREVIOUS PAGE

CORRECTION
Herding Heroes mentioned in the article called Reaching 
Out on page 38 of the Aug. 2017 issue of Cattlemen’s News 
was started by Larry Jackson. Participants are from Cere-

bral Palsy of Tri County. We apologize for the error. 
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TRENDING NOW

Think like a buyer, not a sell-
er. That’s the mindset pro-

ducers need to have as they 
create a marketing plan for 
their calves. That buyer mind-
set isn’t just a hat you put on 
before you load up the trailer 
to send calves into town; it 
should be how you think ev-
ery day. 

Be proactive

Don’t let the marketing plan 
fall by the wayside. Some 
producers could benefit from 
becoming more proactive in 
their marketing strategies, 
according to Jackie Moore, 
owner of the Joplin Regional 
Stockyards (JRS). 

“We are good at animal hus-
bandry, but we want to leave 
the marketing part behind,” 
Jackie said. “You do your best 
all year long and then load 
your calves up and have no 
idea what the market is going 
to be. As producers, we need 
to pay more attention to those 
types of things than we do.”

Sometimes becoming more 
proactive is as simple as find-
ing and using the marketing 
tools that are available for 
producers such as the futures 
market, fat cattle market, and 
a JRS field representative. 

Watch the market

Knowing when to sell the 
right calves at the right time is 
also important; be mindful of 
the highs and lows of the mar-
kets. Lows in the calf market 
will generally happen in the 
fall and yearling markets are 
low in the spring. The fat cat-
tle market is the lowest in the 
summer because that’s when 
all the spring-born calves are 
ready for harvest.

“That’s how the markets react 
nine out of 10 years,” Jackie 
said.

Weigh in on the details

Two key factors that deter-
mine calf value are health 
and genetics. A lot of buyers 
will also factor in the condi-
tion of calves because they 

don’t want them too fleshy or 
too poor, and in the summer-
time, not a lot of hair, accord-
ing to Skyler Moore, JRS.  

“Health is one of the biggest 
issues,” Jackie said. “You can 
have one of the most geneti-
cally sound animals out there, 
but if they don’t live, it doesn’t 
make a whole lot of differ-
ence.”

From a buyer’s perspective, 
weaning and preconditioning 
go hand-in-hand with health. 
Producers are likely to see dis-
counts at the livestock auction 
if certain criteria haven’t been 
met. 

“We see calves that haven’t 
had any shots or haven’t been 
castrated,” Skyler said. “They 
see a big discount versus a 
weaned and preconditioned 
calf. If you take your time and 
do things right, they can bring 
$100 to $150 more.”

Sending a non-weaned calf to 
auction decreases the number 
of buyers willing to bid. While 
some buyers specialize in 
high-risk calves, a majority of 
the big corporate buyers don’t 
want to manage calves that 

aren’t weaned, vaccinated, de-
horned or castrated. 

“You eliminate a lot of buy-
ers,” Jackie said. “If they are 
weaned, everybody will bid; if 
they aren’t weaned, you elimi-
nate half of your buyers.”

Plan ahead

Marketing calves shouldn’t be 
an overnight decision. Skyler 
said producers should be in 
contact with their field reps 
at least a month ahead of sale 
time or more.

An open line of communica-
tion between the seller and 
field rep is essential for a good 
working relationship. The 
producer needs to commu-
nicate what is needed from 
the rep throughout the entire 
year. While marketing is field 
reps’ specialty, producers can 
also ask them for advice on 
herd management, bull selec-
tion or cow culling. 

Calling a field rep a few days 
prior to the sale gets the pro-
ducer on the sale day list. It 
lets JRS know that a producer 
is bringing cattle in so a spe-
cific delivery time can be es-
tablished, which provides an 
estimated sale time in order to 
move cattle through the sale 
ring in a timely manner. 

“We want to do the best job we 
can for everyone, but we can’t 
do the best job if we don’t 
know you are bringing the 
calves,” Jackie said. 

Another tip for sale day is to 
provide any relevant infor-
mation on the calves that is 
valuable to the buyer. Bring a 
small piece of paper with such 
information to staple to the 
drive-in ticket. 

Herd health, vaccination his-
tory, genetic makeup and 
weaning status are common 
points that the auctioneer 
can call out from the block. If 
historical feed-out or carcass 
quality information is avail-
able from the ranch, it’s im-
perative to get that informa-
tion in front of buyers as well.

“Let us know what you’ve 
done to those calves or how 
those calves historically have 
performed,” Skyler said. 
“You’ve put a lot of hard work 
and money into those calves, 
so let us know.”

Jackie emphasizes to produc-
ers how much it means to him 
that they choose to back their 
trailers up to the dock at JRS. 
He knows what it’s like to trust 
someone else with his entire 
livelihood, too. 

“When someone backs up to 
the dock they are saying ‘Here 
Jack, here’s my livelihood, you 
take care of it for me.’ That’s 
a pretty big obligation to put 
on a man’s shoulders,” Jackie 
said. “And, I take that respon-
sibility seriously, but I need 
them to take it seriously so we 
can do the best job that we can 
for them in marketing their 
cattle.”

Put on Your Buyer Hat
Marketing prep doesn’t happen overnight 	
Story By Rebecca Mettler for Cattlemen’s News
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•  Top-selling bull at the 2017 Connealy Sale 
and son of  Quaker Hill Rampage

•  An incredible spread bull, with breed- 
leading calving ease combined with  
growth and superior $B

•  Dam is thick and beefy, a maternal  
half sister to  Connealy Counselor &  
Connealy Magic 077L

CONNEALY LEGENDARY 644L  

 MCC Daybreak
+Quaker Hill Rampage 0A36
 QHF Blackcap 6E2 of4V16 4355

 Morgans Direction 111 9901
Jazzed of Conanga 4660
 Jaze of Conanga 234

Calved 01/23/2016 • AAA 18534952

Production      Maternal         Carcass         $Values
 CED    BW    WW    YW    RADG    DMI    YH    SC    DOC        HP    CEM    MILK    MW    MH     $EN        CW    MARB    RE      FAT         $W          $F          $G         $QG        $YG         $B

+14     -.2     +68   +119    +.27     +.21    +.5  +.87  +15     +13.1     +7      +18      +18     -.1      -.72         +53    +1.14    +.95   -.003    +67.65    +87.01   +55.40 +47.27    +8.13   +177.28

There’s a widening gap between good cattle and great cattle — between $200 and $300 a head. It doesn’t cost more  
or require additional resources to produce high-quality cattle. But the choices you make this fall about the  

genetics of your cow herd will shape the future of your ranching enterprise for years to come. 

it’s fall —  breeding season is here.

•  A standout son of the iconic SAV Blackcap 
May 4136, the  No. 1 income-generating  
cow in Schaff Angus Valley history

•  An outcross pedigree with calving-ease  
genetics along  with the leading cow in  
the Angus breed

•  Rainfall possesses a dominating  
phenotype, superior conformation and  
outlier thickness, muscle shape, capacity     
and pounds

S A V RAINFALL 6846

 # O C C Paxton 730P
+ Coleman Charlo 0256 [AMF-CAF-XF]
 + Bohi Abigale 6014
 # S A V 8180 Traveler 004 [AMF-CAF-XF]
S A V Blackcap May 4136 [CAF]
 #+ S A V May 2397 [CAF]

Calved 01/09/16 • AAA +18578963

Production      Maternal         Carcass         $Values
 CED    BW    WW    YW    RADG    DMI    YH    SC    DOC        HP    CEM    MILK    MW    MH     $EN        CW    MARB    RE      FAT         $W          $F          $G         $QG        $YG         $B

 I+9     I+.9   I+57   I+103  I+.23    I+.14  I-.1 +1.49  +19      I+10.3   I+5      I+24     I-9      I-.4   +1.51       +40      +.31   +.65  +.025    +65.24   +66.53    +25.35 +21.59     +3.76   +122.50

As of 08/09/2017

As of 08/09/2017

SAV SUPER CHARGER 6813 CONNEALY CONVICTION 6828 SAV ANCESTRY 6090 SAV AMBITION 6458

Great bulls 
produce great calves.

Registered Angus Bulls available starting October 1, 2017

Selling 82 head through private treaty off the farm. 
Featuring sons of AAR Ten X, Connealy Power Surge 3115, Connealy Black Granite,  

Basin Payweight 1682 and Western Cut 2256.

 •  Fescue raised right here on the ranch

 •   Great feet and leg structure

 •   Superior performance and carcass, balanced  
with a focus on fertility and longevity

Brian Bell   •   660.438.2188   •   squarebcattle.com  
23265 Poorboy Road,  Warsaw, MO 65355

Come by the ranch to see the bulls 
or call us today to learn more.

Order semen today from these superior, industry-leading sires.
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•  Top-selling bull at the 2017 Connealy Sale 
and son of  Quaker Hill Rampage

•  An incredible spread bull, with breed- 
leading calving ease combined with  
growth and superior $B

•  Dam is thick and beefy, a maternal  
half sister to  Connealy Counselor &  
Connealy Magic 077L

CONNEALY LEGENDARY 644L  

 MCC Daybreak
+Quaker Hill Rampage 0A36
 QHF Blackcap 6E2 of4V16 4355

 Morgans Direction 111 9901
Jazzed of Conanga 4660
 Jaze of Conanga 234

Calved 01/23/2016 • AAA 18534952

Production      Maternal         Carcass         $Values
 CED    BW    WW    YW    RADG    DMI    YH    SC    DOC        HP    CEM    MILK    MW    MH     $EN        CW    MARB    RE      FAT         $W          $F          $G         $QG        $YG         $B

+14     -.2     +68   +119    +.27     +.21    +.5  +.87  +15     +13.1     +7      +18      +18     -.1      -.72         +53    +1.14    +.95   -.003    +67.65    +87.01   +55.40 +47.27    +8.13   +177.28

There’s a widening gap between good cattle and great cattle — between $200 and $300 a head. It doesn’t cost more  
or require additional resources to produce high-quality cattle. But the choices you make this fall about the  

genetics of your cow herd will shape the future of your ranching enterprise for years to come. 

it’s fall —  breeding season is here.

•  A standout son of the iconic SAV Blackcap 
May 4136, the  No. 1 income-generating  
cow in Schaff Angus Valley history

•  An outcross pedigree with calving-ease  
genetics along  with the leading cow in  
the Angus breed

•  Rainfall possesses a dominating  
phenotype, superior conformation and  
outlier thickness, muscle shape, capacity     
and pounds

S A V RAINFALL 6846

 # O C C Paxton 730P
+ Coleman Charlo 0256 [AMF-CAF-XF]
 + Bohi Abigale 6014
 # S A V 8180 Traveler 004 [AMF-CAF-XF]
S A V Blackcap May 4136 [CAF]
 #+ S A V May 2397 [CAF]

Calved 01/09/16 • AAA +18578963

Production      Maternal         Carcass         $Values
 CED    BW    WW    YW    RADG    DMI    YH    SC    DOC        HP    CEM    MILK    MW    MH     $EN        CW    MARB    RE      FAT         $W          $F          $G         $QG        $YG         $B

 I+9     I+.9   I+57   I+103  I+.23    I+.14  I-.1 +1.49  +19      I+10.3   I+5      I+24     I-9      I-.4   +1.51       +40      +.31   +.65  +.025    +65.24   +66.53    +25.35 +21.59     +3.76   +122.50

As of 08/09/2017

As of 08/09/2017

SAV SUPER CHARGER 6813 CONNEALY CONVICTION 6828 SAV ANCESTRY 6090 SAV AMBITION 6458

Great bulls 
produce great calves.

Registered Angus Bulls available starting October 1, 2017

Selling 82 head through private treaty off the farm. 
Featuring sons of AAR Ten X, Connealy Power Surge 3115, Connealy Black Granite,  

Basin Payweight 1682 and Western Cut 2256.

 •  Fescue raised right here on the ranch

 •   Great feet and leg structure

 •   Superior performance and carcass, balanced  
with a focus on fertility and longevity

Brian Bell   •   660.438.2188   •   squarebcattle.com  
23265 Poorboy Road,  Warsaw, MO 65355

Come by the ranch to see the bulls 
or call us today to learn more.

Order semen today from these superior, industry-leading sires.
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It’s a well-known fact a cat-
tleman can’t control the 

market. Yet, the market de-
termines if money is made or 
lost. Here are 10 management 
tips to make sure calves are 
worth top dollar at sale time. 

1Genetics

Adding value to calves 
starts with using good genet-
ics. “High-quality genetics are 
really important, especially 
on feeder-type animals,” said 
Gant Mourer, Oklahoma State 
University beef cattle value 
enhancement specialist. “We 
want our calves to grow ef-
ficiently, but we don’t want 
them fleshy.”

Ideal feeder calves have just 
enough fat to cover a majority 
of their ribs. But too much fat 
down the topline and over the 
pin bones can result in lower 
prices. 

“We want to be really care-
ful,” Mourer explained. “If 
we’re choosing genetics for 
quality and yield grade and 

we’re choosing strictly for 
a terminal feeder-type pro-
gram, that’s awesome. But the 
flip side is if we keep heifers 
out of those genetics, our cows 
will be 1,700 to 2,000 pounds 
and not weaning big calves.”

Heterosis adds to market val-
ue, especially when using the 
right combination of breeds. 
Combining carcass quality 
and maternal traits is an ide-
al balance. Some breeds add 
size and frame, making them 
a good terminal cross. Mourer 
said some combinations don’t 
sell as well but still perform. 
“The discount you may get be-
cause of color is outweighed 
by the premium on growth,” 
he said.

2 Castratation

Steers nearly always out-
sell bulls. And contrary to 
popular belief, keeping bulls 
intact has no benefit to weight 
gain. “Those testicles aren’t 
actually functional and creat-
ing hormones until the calf is 
6 to 7 months along,” Mourer 

said. Waiting until weaning to 
castrate can cause issues with 
bleeding and infection. The 
stress increases, too, and big 
calves can go off feed for up to 
30 days. 

“If you’re handling calves at 
birth, think about banding or 
castrating then,” he said. “If 
not then, you definitely need 
to do it when you pull the 
calf in at branding time. He 
prefers cutting with the Hen-
derson tool rather than band-
ing to help avoid issues with 
bands slipping. 

3Vaccinations

Every operation needs a 
good vaccination program. 
But for vaccines to work, a calf 
has to start healthy. Mourer 
said this begins with ensuring 
calves get colostrum at birth. 
“That’s the most important 
thing,” he said. 

It’s best to start vaccinations 
when the calf is between 2 
and 3 months old. The most 
common immunizations are 

IBR, BVD, Blackleg and Pas-
teurella. Mourer said working 
calves in a low-stress manner 
is important to get the best ef-
ficacy. Producers should give 
a second round of shots two to 
four weeks pre-weaning. This 
booster prepares the calf for 
weaning and keeps it healthy. 

4Parasite Control

“A good deworming proto-
col is second to none,” Mourer 
said. Producers should start 
with a doramectin or iver-
mectin product when calves 
are 2 to 3 months old. These 
dewormers come as injectable 
or pour-on solution and have 
a long efficacy. They will last 
over the summer for spring 
calves. 

“In the fall, if we can get a frost 
on the ground, we might want 
to switch to a non-ivermectin 
white dewormer,” he said. 
“That flushes out and kills ev-
erything in the system. White 
dewormers are administered 
as an oral drench.”

10 Tips for Adding Market Value
Take control of market prices with management strategies
Story By Austin Black for Cattlemen’s News

MANAGEMENT MATTERS

Running calves on grass after weaning is a 
great way to add weight with minimal input. 
—Photo by Joann Pipkin.
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Fly control is equally as impor-
tant as a dewormer. “I don’t 
think we truly know the im-
pact of flies on weight gain,” 
Mourer said. Fly tags are a 
great control method. But like 
dewormers, switching active 
ingredients is important to re-
duce resistance. Mourer said 
another option is to fog cattle 
during the summer. “It helps 
them out quite a bit as they’re 
growing,” he said.

5Add gain

Efficient weight gain is key 
for feeder calves. “The value 
of gain has to be more than 
the cost of gain,” Mourer said. 
Running calves on grass post-
weaning is a great way to add 
weight with minimal input. 
But producers can take it a 
step further and use implants. 
“By far, they are the most cost-
effective tool we can use to 
put weight on those animals,” 
he said. 

Implants cost between $2 and 
$5 per head, and research 
shows calves can gain an ad-
ditional 30 pounds. Mourer 
said producers should im-
plant early to get the best re-
sults. He suggests processing 
calves when they’re 2 to 3 
months old, but said it works 
at weaning, too. 

6High-quality nutrition

High-quality nutrition 
also helps calves gain. In late 
summer, producers can give 
calves protein supplement us-
ing a creep feeder. But quality 
nutrition is vital for weaned 
calves. It reduces stress and 

10 TIPS
FROM PREVIOUS PAGE

keeps them eating, which 
is important for continued 
growth. “Whenever you ship 
those calves to market, they 
need to know how to eat once 
they get there,” Mourer said. 
Sometimes calves arrive at the 
livestock market two to three 
days early. “When they feed 
them, you’ll get the shrink 
back because they know how 
to eat,” he said.

Forage is important for newly-
weaned calves. Mourer said 
high-quality prairie and Ber-
mudagrass hay works well. 
Producers should supplement 
with 1 percent body weight 
of a 16 percent protein feed. 
Once calves start eating well, 
it’s best to increase their con-
sumption to 2 percent body 
weight. Mourer said distillers 
grains help provide adequate 
protein without excess starch. 
“If you can get it, you may 
want to put coccidiostat or 
detox in the feed. Ionophores 
like Rumensin or Bovatec help 
increase efficiency, too,” he 
said. 

It’s best to keep calves in a 
grass lot where they can be 
fed twice daily. Dust and mud 
can contribute to health prob-
lems. And, hand-feeding ev-
ery day helps producers keep 
a close eye on the cattle.

7Quality water

Along with good nutrition, 
calves need clean, fresh water 
to stay healthy. “High-quality 
water has been at the fore-
front of my mind because it’s 
hot outside,” Mourer said. “If 
we can switch to high-quality, 
clean water and they get as 
much as they want, that re-

ally helps.” Too often, cattle 
have to drink out of ponds or 
creeks. If the water is hot and 
stagnant, cattle don’t drink as 
much. And what they do drink 
isn’t the best. Consumption 
increases, resulting in better 
performance and improved 
gain.

8Retain ownership for back-
grounding

If producers can handle the 
risk, retained ownership is 
a great way to add value to 
calves. Running fall-born 
calves on spring fescue works 
great. And spring-born calves 
do well on winter wheat pas-
ture. “It may be worthwhile to 
do that until calves reach 700 
to 800 pounds,” Mourer said. 
Producers can then market the 
heavier weight cattle through 
a local livestock market like 
Joplin Regional Stockyards us-
ing its video market and risk 
management program.

To make this approach work, 
producers need to understand 
the market. “There’s always 
some risk involved because 
we don’t know what the mar-
ket will do,” Mourer said. “But 
you can take the futures price 
and predict the value of your 
calves down the road.”

10Market relationship

Producers should have 
a good relationship with their 
livestock market. If the mar-
ket owner knows the custom-
er’s reputation, it makes a dif-
ference. It also helps to visit 
with the market owner ahead 
of time to let them know about 
your program. Details about 
the genetics, vaccines and nu-

trition program give the mar-
keter more data to help sell 
your cattle. “Working with 
a good market operator can 
help put all the pieces togeth-
er to sell your calves versus 
dropping them off and taking 
the price for that day,” Mourer 
said. 

Other considerations

Price benefits can also be seen 
by participating in Vac 45 or 
other preconditioning-type 
programs. “Those programs 
see about a $10/cwt premium 
on those calves versus a calf 
with no background or histo-
ry of going through that ring,”  
Mourer said. 

Another good program is age 
and source verification. This 
is required for beef to enter 
some export markets, such 
as China. Mourer said verifi-
cation is an easy process and 
can be done over the phone. 

“Your calf will have to be age- 
and source-verified through 
a USDA-approved company. 
They verify those calves were 
born at the ranch of origin,” 
he said. “Every operation has 
to have a premise ID number 
and calving records so you 
can at least know when the 
first and last calf was born in 
that calf crop.”

Calves in this program often 
earn a premium, depending 
on the market. “At one time 
we’d see $2-$5/cwt premium 
for calves going to Japan. I 
don’t know if that will be true 
for China, but it may be an 
option for some producers,” 
Mourer said.
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MANAGEMENT MATTERS

CONTINUED ON PAGE 22

Genetics are the baseline for 
a calf’s performance. While 

quality management practices 
can ensure calves grow and 
stay healthy, to get top dollar 
producers should use strategies 
that enhance their herd’s genet-
ics. 

Crossbreeding is king

Genetic improvement begins by 
selecting the right mating. Cat-
tle need to be profitable and ef-
ficient. They need to grow fast, 
develop muscle and produce a 
quality carcass when processed. 
To achieve those goals, produc-
ers should choose breeds that 
complement each other. 

Dr. Bob Weaber, Kansas State 
University cow-calf extension 
specialist, said heterosis is im-
portant for profitability. “We 
know if we mate an F1 cow to 
a third breed bull, we get about 

23 percent improvement off 
weaning weight per cow ex-
posed—on the low end,” he 
said. And weaning rate increas-
es about 7 percent. This can re-
duce the break-even cost by $60 
per head on a 500-pound calf. 
“That’s a pretty big change in 
the revenue stream,” he added.

If producers use maternal fe-
males to generate heterosis, the 
results are impressive. Higher 
calf survival rates and better 
maternal performance add to 
the profit equation. Weaber 
said an F1 cow is worth about 
$150 per year more than a 
straight-bred female. 

“Take that out over the years. 
If she has seven or eight calves, 
that’s a pretty big difference in 
gross revenue of a cow over 
her lifetime,” he said. Using a 
terminal sire adds growth and 

carcass value, making it a com-
plete package. 

Producers have to be careful in 
breed selection, though. Finding 
animals that compliment each 
other’s traits is important. Com-
bining British and continental 
breeds are often a good fit. Brit-
ish breeds can provide calving 
ease and strong maternal traits. 
Continental bulls often add size, 
growth and carcass quality to 
the equation.

Some operations might have to 
split their breeding program to 
get the best results. “How many 
calving-ease bulls get turned 
out on the whole herd when 
they just need to be on the first-
calf heifers?” Weaber said. “Per-
haps we should use some AI on 
the heifers to control calving 

ease and turn out growth and 
carcass bulls on the cows.”

Weaber said sexed-semen 
could further enhance this ap-
proach. “Sexed semen can be 
used to produce environmen-
tally adapted cows for the pro-
duction system. Then you can 
use terminal bulls on a larger 
proportion of the cowherd,” he 
said. Producers can maximize 
the output of their cowherds 
and get the best value for their 
calves.

Another way to split breeding is 
to divide pastures and use natu-
ral service. Producers can use 
strong maternal bulls on the 
best maternal cows in the herd. 
Heifers out of this mating will 
make productive cows to keep 

Genetics Add Value
Maximize cowherd, calf revenue at marketing time
Story By Austin Black for Cattlemen’s News

CONTINUED ON NEXT PAGE
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MEAD 
FARMS

Saturday • September 23, 2017 • Noon

                  MATURE COW HERD 
DISPERSAL

At the Mead Sale Headquarters
Versailles, MO

85 COWS SELL
Spring & Fall Calvers

48 Head are  5 & 6 year olds

21658 Quarry Lane • Barnett, MO 65011
Office (573) 302-7011 • Fax (573) 348-8325
email: meadangus@yahoo.com
www.meadfarms.com
Alan Mead, Owner (573) 216-0210

MEAD 
FARMS

Since 1942Greg Hubert
P.O. Box 100
Oakley, KS 67748
785-672-3195 (office)
785-672-7449 (cellular)

Sale Manager: 

MEAD MISS BENCHMARK 901MEAD LADY G006 P MEAD PAMELA H013 P
Duke 914 x Cigar, Due Jan. To CCC WC Resource

EPDs: BW 0.9  WW 30  YW 59  M 17  MTL 32
Wyoming Wind x Duke 914, Due Jan. To LT Rushmore
EPDs: BW 0.5  WW 28  YW 48  M 9  MTL 23

Three Trees Benchmark x Kojack, Due Jan. To Blue Value
EPDs: BW -2.2  WW 14  YW 24  M 24  MTL 31

or sell. The rest of the cowherd 
can be mated to terminal bulls. 
“It depends on the scale of pro-
duction and is a lot easier with 
more cows. But there is oppor-
tunity to capture value,” Wea-
ber said.

Developing relationships with 
seedstock producers makes the 
bull buying process much easi-
er. But if producers are consid-
ering more than one breed, this 
can take some time. 

“One of the challenges in the 
seedstock business, especially 
with multiple breed inputs, is 
finding two or three vendors 
that can supply the product you 
need and are passionate about 
helping you find that product,” 
Weaber said.

Follow the numbers

Seedstock producers can help 
bull buyers sort through the 
data to find the best animal. But 
commercial cattlemen should 
have a plan before looking at 
bulls. 

“Sit down and write out an in-
formal breeding objective that 

describes what you’re trying to 
do,” Weaber said. “Describe key 
limitations on ranch resources 
like forage, labor, etc. and ac-
curately describe the marketing 
endpoint and how you will get 
replacement females.”

This will help producers decide 
what EPD traits are important 
to their operation. “If you sell 
calves at weaning, bulls that 
focus only on terminal carcass 
traits doesn’t make sense. And 
retaining heifers with those ge-
netics don’t make sense,” Wea-
ber said. But if producers retain 

ownership on cattle, marbling 
EPDs and $B indexes are impor-
tant to consider. 

Other technologies, such as DNA 
testing, are new to the commer-
cial sector of the beef industry, 
but have potential. The biggest 
challenge for producers is cap-
turing value from a test that 
costs $25. “Commercial produc-
ers sell phenotype,” Weaber 
said. “If we think about a test 
that accounts for genetic varia-
tion like weaning or carcass, it 
will describe small amounts of 
phenotypic variation and come 

at a substantial expense.” 

But producers can add value 
to feeder cattle by DNA test-
ing replacement heifers. This 
approach identifies maternal 
females and documents the av-
erage carcass potential of their 
steermates. “If you test only the 
heifers and apply the data to 
the steers, we can assume that 
mean genetic potential of the fe-
males is equal to the males for 
modest to large groups. It helps 
market steers and leverage the 
value of the test on your heif-
ers,” Weaber said. If producers 
use a split breeding approach, 
DNA testing can document par-
entage. This might add market-
ing value based on genetics. 

“Marketing tools for document-
ing genetics will become more 
valuable as the beef supply 
grows and producers differen-
tiate on price. Positioning your 
operation as a source of high-
quality, valued feeder cattle will 
get you on the feedlot’s radar,” 
Weaber said. “Invest in good 
genetics and figure out how to 
document and manage your 
calves to capture more value in 
the value chain.” 

GENETICS ADD VALUE
FROM PREVIOUS PAGE

The key to capturing value through genetics is to document 
and market the improvement. This is especially important if 

producers spend more on quality genetics than the average op-
eration. 

Groups such as the American Simmental Association (ASA) have 
tools to help producers with this task. The ASA has a feeder calf 
profit index and feeder calf profit calculator. Both tools account 
for the value of Simmental genetics in a herd, among other fac-
tors. 

Verified Beef offers a program called Reputation Feeder Calf 
(RFC) to assist producers in their marketing efforts. RFC focus-
es on the genetic history of the operation to provide a relative 
value of calves marketed. Using EPDs from previously used 
bulls and management inputs, RFC helps producers market the 
genetic value of their cattle. —By Austin Black

Documenting and Marketing
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promotes strip grazing. 

“Strip grazing is a very ef-
ficient way to utilize the for-
age nutrition we get from 
triticale,” he says. “You can 
do that in the fall and again 
in the spring. To me, one of 
the biggest benefits of triti-
cale is that you get some fall 
and early spring growth be-
fore the fescue has been de-
veloped enough for grazing.”

Baling triticale can also be a 
good option for producers. “I 
like the fact that we can get 
started on baling triticale ear-
lier, in mid-to-late April, and 
get some of that hay harvest-
ed, while with wheat we tend 
to wait a little bit longer,” 
Schnakenberg says. “It really 
fits well in both baling and 
grazing situations.”

Triticale is a more expen-
sive option when compared 
to wheat and rye. Its price 
usually ranges from $4 to $6 
higher than rye and wheat 
per 50-pound bag. Despite the 
price difference, it is becom-
ing more popular, and popu-
larity speaks. 

“If I was to describe triticale, I 
would call it less yielding but 
better quality than rye, and 
more yielding but better qual-
ity than wheat,” Schnaken-
berg says. “It’s genetically 
halfway between wheat and 
rye, and there is a place for 
that.”

PASTURE PLANNING

While many Midwest beef 
producers have chosen 

wheat or rye as a fall cover 
crop and grazing option in 
their operations, some have 
opted to pay a premium for a 
quality forage option that of-
fers the best of both worlds.  

Triticale is a man-made hy-
brid cross of  wheat and rye. 
It was developed in the 19th 
century as a potential high-
yielding grain crop. In recent 
years, triticale has gained 
popularity in the beef and 
dairy industries because of 
its benefits as a forage crop. 

Tim Schnakenberg, a Univer-
sity of Missouri Extension 
agronomy specialist, has tak-
en an interest in triticale and 
believes its characteristics 
will allow both fall and early 
spring grazing opportunities 
for cattle. 

“Triticale can produce be-
tween two and four tons of 
forage during its growing 
period,” he says. “It’s produc-
tive, and the quality is good.”

Schnakenberg also says triti-
cale maintains forage quality 
in early spring that rye loses 
because of its quick-maturing 
nature. 

“The benefit of triti-
cale is that you do get 
some fall growth,” 
Schnakenberg says. 
“Maybe not as much 
as rye, but it is win-
ter-hardy, and it will 
produce some good 
forage as we tran-
sition into winter. 
Then, you can con-
tinue to get at least 
another two weeks 
of good nutritional 
benefit in the spring. 
Triticale works great 
because we get a 
good compromise be-
tween the benefits of 
rye and wheat.”

Schnakenberg has 
discussed the ben-
efits of triticale with 
some local dairy pro-
ducers and has heard 
some prefer the feed 
quality to other for-
ages. It is becoming 

more popular for dairy farm-
ers to feed triticale as a forage 
along with corn silage. Stud-
ies in Ohio and New Mexico 
have found triticale to be 
equivalent for producing milk 
per ton of corn silage in dairy 
cattle. More studies like this 
are appearing to promote the 
growth of triticale. Schnaken-
berg has recently read about 
a Florida study depicting a 78 
percent increase in the daily 
rate of gain in heifers after 
grazing triticale. 

In addition to its effective-
ness as a forage, triticale pro-
vides benefits as a cover crop. 
According to Schnakenberg, 
triticale provides better cov-
erage over other crop options 
on hillsides in fall and winter 
months and will perform well 
in lower-quality soils. 

“One thing I’ve learned about 
triticale is that it’s more tol-
erant of lower fertility and 
drought-prone soils than oth-
er cereal grains,” Schnaken-
berg says. “Wheat is not as 
tolerant to poor soil qual-
ity, so if you have some poor 
soil, triticale tends to do well 
there. Triticale is also more 
disease-resistant than rye 

and wheat. Wheat will often 
get barley yellow-dwarf virus 
and rust while triticale will 
not.”

Triticale should be planted 
between Sept. 1 and Oct. 1.  
“Once it’s up, you can begin 
grazing between four and six 
weeks,” Schnakenberg says. 
“We generally recommend 
you begin grazing between 8 
and 12 inches (high), and then 
take it down to 4 (inches).” 

Schnakenberg promotes 
planting triticale into a poor 
stand of existing fescue or be-
hind a corn, sorghum, sudan 
grass or millet crop. Although 
he does not recommend 
sowing triticale into a well-
performing stand of fescue, 
Schnakenberg says triticale 
could be useful for someone 
wanting to switch to an endo-
phyte-free variety. 

“If someone is trying to con-
vert from KY-31 fescue, triti-
cale will offer a good cover 
during the transition peri-
od,” he says. “It can be no-till 
drilled in. The fescue stand 
will need to be sprayed with 
glyphosate if they are remov-
ing it, and the seed will need 
to be drilled an inch and a 
quarter to an inch and a half 
down. You should begin with 
90 to 100 pounds of pure live 
seed per acre.” 

Triticale can be baled and 
wrapped like silage, or it can 
be strip-grazed. Although 
producers in the four-state 
area do both, Schnakenberg 

Can-Do Cover Crop
Triticale brings forage quality, soil benefits to the table
Story By Jillian Campbell for Cattlemen’s News

Animal Performance from UF-NFREC Beef Research Unit

Table 1. Cumulative data of beef cattle performance under different winter feeding strategies

Treatment
Treatment 

P-valueItem Triticale + 
ryegrass1

Rye + 
ryegrass2

Supplemented 
control3 SEM4

Initial body weight, lb 736 735 732 46.3 0.981

Final body weight, lb 869 809 832 33.8 0.102

Average daily gain, lb

d 0 to 28 0.78 0.73 0.99 0.265 0.596

d 0 to 56 1.16 0.75 0.99 0.194 0.103

d 0 to end 1.57c 0.88a 1.18b 0.181 0.001

a,b,cRow means with different superscripts differ, P<0.05. 
185 lb/acre of Trical 342 triticale + 15 lb/acre of reygrass (cv. Diamond R). 
270 lb/acre of FL401 rye + 15 lb/acre of ryegrass (cv. Diamond R). 
3Heifers in the supplemented control treatment received a supplement of a 50:50 mixture of corn 
gluten feed:soybean hulls 1% of their body weight daily and ad libitum access to bahiagrass hay. 
4Pooled standard error of treatment means, n = 4 pastures/treatment.

–Source: University of Florida Extension
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Helping you get more for your cattle 
by providing strategies that allow you to take 

advantage of every opportunity out there.

TRENDING NOW

Every three 
days a child 

dies in an agri-
culture-related 
accident. That 
sobering statis-
tic from the Na-
tional Institute 
for Occupation-
al Safety and 
Health (NIOSH) 
underscores the 
need for con-
stant safety vigilance on the 
farm. Additionally, NIOSH 
says, an estimated 12,000 
youth were injured on Amer-
ica’s farms in 2014, and about 
4,000 of those injuries were 
due to farm work. 

Of the 113 youth that die an-
nually from farm-related acci-
dents, NIOSH says about one-
third of those deaths occur to 
youth 16 to 19 years of age. 
The three leading causes of 
deaths to youth on farms are: 
machinery and tractors (23 
percent); motor vehicles in-
cluding ATVs (19 percent); and 
drowning (16 percent).

Because of her own family’s 
experience with a tragic farm 
accident, Marilyn Adams 
founded Farm Safety For Just 
Kids (FS4JK) three decades 
ago. The organization was 
committed to providing safety 
education to children in rural 
communities, and over the 
years the group held many 
educational seminars and 
conducted research on critical 
farm safety issues.

Last year, however, FS4JK an-
nounced it would disband and 
hand over its assets to the Pro-
gressive Agriculture Founda-
tion (PAF), which has a similar 
mission.

“We are proud of the work we 
have done to promote farm 
safety for the youngest mem-
bers of farm families,” Adams 
said. “We believe this move 
will further the mission of 
keeping farms safe for youth. 
That was the goal 30 years 
ago, and that remains the goal 
today. We feel the organiza-
tion has accomplished what 

we set out to do: To support 
farm safety education in the 
U.S. and around the world. 
I believe this move will fur-
ther the mission we all have 
worked hard to accomplish.”

Susan Reynolds-Porter, chief 
executive officer of the Pro-
gressive Agriculture Founda-
tion (PAF), says, “We are hon-
ored that FS4JK has entrusted 
our program to continue with 
their farm safety legacy by do-
nating its assets. These funds 
will be used to help us provide 
the training, resources and 
support needed for even more 
communities to conduct Safe-
ty Days for children.”

PAF organizes more than 400 
youth safety events each year 
through its Progressive Agri-
culture Safety Day program. 
Now in its 23rd year, the Safe-
ty Day program has grown to 
be recognized as the largest 
rural safety and health educa-
tion program in North Amer-
ica, impacting more than 1.5 
million youth and adults. For 
more information visit www.
progressiveag.org.

While organizations that pro-
mote safety education and 
training are important, the 
safety of children on a farm 
begins with adults. Susanna 
Von Essen, M.D., MPH, at the 
University of Nebraska Medi-
cal Center, Lincoln, Nebraska, 
says, “Giving children age-
appropriate tasks is critically 
important. For example, 10- 
year-old children should not 
be driving tractors.”

—EDITOR’S NOTE: See 5 Tips to 
Keep Kids Safe on next page.

No More Statistics
How to keep kids safe on the farm
Story By Lisa Henderson for Cattlemen’s News
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Farm kids enjoy some of the 
best environments for a 

healthy, active life. But adults 
must also remember a farm 
is a workplace with plenty of 
danger for children. Here are 
tips to help keep your children 
safe on the farm.

1 Choose the right task

Injuries often occur when 
children are doing something 
beyond their mental, physical 
or emotional ability. Identify 
age-appropriate tasks when 
including children in farm 
chores. Here are a few 
questions to ask yourself 
before assigning a task: Does 
the task require heavy lifting 
or bending and can the child 
handle it? Does the task require 
the child’s full attention and 
what is their attention span? 
Is the child comfortable 
around livestock? Is the child 
strong enough to control an 
animal? Can the child reach 
all the controls comfortably 
on a piece of equipment they 
are asked to operate? Can 
the child react quickly? Is the 
child responsible (do you trust 
them with the task)? Have you 
demonstrated the task for the 
child and do they understand?

2 Practice what you preach

Children watch and 
observe how you handle 
chores on the farm. If you are 
taking shortcuts in a job or 
activity, a child will pick up on 
that. Set a good example and 
practice safety in your own 
day-to-day activities on the 
farm.

3 Job Safety Analysis 

Parents tend to get caught 
up in going through the 
motions of the farm and 
forget that a child might not 
understand exactly how a 
particular task works, the 
Penn State article explains. A 
Job Safety Analysis (JSA) helps 
parents break down the steps 
of any task and identify any 
safety hazards that might be 
a part of that job. A successful 
JSA will break the job down 
into four to six steps with each 
step accomplishing a major 
portion of the job. Each step 
of the job should be analyzed 
for potential safety risks from 
the obvious hazards related 

to the task, to the conditional 
hazards that could take place. 

4 Conduct safety audits

Conducting periodic safety 
audits allows parents to target 
any potential hazards and 
correct them. Think about past 
“close calls” or potential future 
situations and identify factors 
that could be responsible. 
Practice good housekeeping 
by safely storing chemicals, 
equipment and tools.

5 Other key safety tips

• A child should not be an 
extra rider — “one seat, 
one rider.”

• Supervise children at all 
times.

• Provide children with 
protective equipment, and 
teach them when to wear 
it.

—Source: Adapted from “Children 
and Safety on the Farm,” Penn 
State University Extension.

5 Tips To Keep Kids Safe
TRENDING NOW
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Every day, about 100 agri-
cultural workers suffer a 

lost-work-time injury, accord-
ing to the National Institute 
for Occupational Safety and 
Health (NIOSH).

Work-related injuries claimed 
the lives of 401 farmers in 
2015, according to the Cen-
ters for Disease Control and 
Prevention, which is a fatality 
rate of 19.2 deaths per 100,000 
workers. Transportation inci-
dents, including tractor over-
turns, were the leading cause 
of death for those workers, 
but farm accidents are only a 
portion of the hazards facing 
farmers and ranchers.

According to Dr. 
Susanna Von Es-
sen, University of 
Nebraska Medical 
Center, the top five 
health issues related 
to agriculture are: 
traumatic injury; 
respiratory illness; 
farm chemical expo-
sure effects; mental 
health issues and 
hearing loss.

Unfortunately, those 
illnesses and inju-
ries can affect any 
member of a farm 
family. “Agriculture 
is one of the few 
industries where 
children and the 
elderly play an ac-
tive role,” Von Essen 
says. “Families often 
perceive this as an 
economic necessity. 
Two million chil-
dren work on U.S. 
farms, and 23,000 
will be injured this year.”

But the age group with the 
most injuries on farms is the 
elderly. Part of that is because 
50 percent of all farmers and 
ranchers age 50 years and 
older, but other factors also 
increase the risk.

“Older farmers’ perception of 
risk is not always accurate,” 
Von Essen says, which often 
leads to accidents and injury. 
Tractor overturns and ma-
chinery trauma are the main 

risks, but other concerns in-
clude electrocution, PTO acci-
dents and pesticide exposure. 
“Other factors that increase 
risks for older farmers are 
changes in vision, hearing, re-
flexes and medication side ef-
fects.”

Tractor overturns and ma-
chinery accidents happen very 
quickly, and Von Essen says 80 
percent of tractor overturn 
injuries are fatal if the tractor 
is not equipped with roll over 
protective structures (ROPS). 
In 2012, 59 percent of trac-
tors used on farms in the U.S. 
were equipped with ROPS, but 
many older tractors are still 

in use that are not equipped 
with the protection. 

Respiratory illnesses are also 
a significant hazard for farm-
ers. Chronic bronchitis, for 
instance, is more common 
in those who handle grain or 
raise hogs, but it is not dis-
abling, Von Essen says, unless 
the farmer also smokes.

Farmers are also prone to de-
velop asthma-like syndrome, 

especially among swine or 
poultry confinement workers. 
The prevalence has decreased 
in recent years as barns with 
better ventilation have be-
come more common. Von 
Essen says asthma-like syn-
drome commonly displays as 
a wheeze or cough and chest 
tightness. As much as 30 per-
cent of swine and poultry con-
finement workers might de-
velop asthma-like syndrome. 
Dust, endotoxins and ammo-
nia are the primary causes.

Farmers might develop organ-
ic dust toxic syndrome (ODTS) 
after heavy exposure to grain 
dust. Von Essen says the syn-
drome is an “influenza-like 
illness seen after heavy grain 
dust (stored grain), hog dust 
exposure or after uncapping 
a silo.” She says 30 percent of 
farmers report having symp-
toms of this illness.

Von Essen also describes 
“farmer’s lung,” and says it is 

a granulomatous lung disease 
that is a form of hypersensi-
tivity pneumonitis, which is 
an inflammation within the 
lung caused by hypersensitiv-
ity to inhaled organic dusts. 
She says it is recurrent febrile 
illness with a dry cough, and 
patients might develop life-
threatening chronic intersti-
tial lung disease over time.

Farmers are also at risk to 
what is called acute inhalation 

injuries. Such injuries can be 
the result of carbon monox-
ide poisoning, which could be 
caused by pressure-washing 
barns. Hydrogen sulfide poi-
soning can also happen in ani-
mal confinement waste pits, 
and nitrogen oxide poisoning 
can occur from entering a re-
cently filled silo, hence the 
common name “silo filler’s 
disease.”

One common trait among old-
er farmers is hearing loss. Von 
Essen says 50 percent of farm-
ers older than 50 have some 
hearing loss. And, she says, 
farm youth are 2.5 times more 
likely than urban children to 
have hearing loss. Workers 
should wear noise protection 
when it is necessary to shout 
to be heard, and that is gener-
ally described as 85 decibels, 
the sound of a combine or 
lawn mower.

Handling grain is also risky for 
farmers and workers at grain 

elevators. Accord-
ing to the insurance 
company Nation-
wide, workers com-
pensation claims 
from grain elevators 
has doubled in the 
past seven years. 
Now, Nationwide has 
developed a training 
app for grain work-
ers called Hazard 
Spotter, which is 
free to download on 
Apple and Android 
devices. 

According to Na-
tionwide, the app 
provides a realistic, 
first-person view of 
an employee tasked 
with completing 
common mainte-
nance jobs in a grain 
storage facility. Dif-
ferent scenarios 
cover housekeeping, 
preventive main-
tenance, hot work 
and more. Players 
are scored based 

on completing tasks, provid-
ing proper documentation as 
needed, identifying hazards 
and properly using equip-
ment. Nationwide says the app 
turns your smartphone into a 
portable training device.

Farmers are at risk of suffoca-
tion in grain bins, and work-
ers should never enter a bin 
without a safety harness. 

Safety First
Take extra needed to avoid on-farm health issues
Story By Lisa Henderson for Cattlemen’s News

TRENDING NOW

Chronic bronchitis can be a common illness in farmers who handle grain. Work-relat-
ed injuries claimed the lives of 401 farmers in 2015 with transportation incidents the 
leading cause of death for those workers.—Photo by Joann Pipkin.
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MANAGEMENT MATTERS

What do we know about 
efficiency within the 

beef cattle business? A lot.

What do we know about un-
derstanding beef cattle effi-
ciency? A little.

How do we implement what 
we know and understand? 
Not sure.

We have two very difficult 
issues when beef cattle effi-
ciency is the focus of the dis-
cussion. The first, biological 
efficiency, is real and regu-
lated by inputs, environmen-
tal limitations such as climate 
and soil types.

We, as producers, tend to cre-
ate short-term artificial envi-
ronments that are irrespec-
tive of the climate and soil. 
We don’t consider the long-
term consequences.

The second issue, economic 
efficiency, is imposed and 
confused with biological ef-
ficiency.

The two issues are different. 
Humans assign a dollar value 
to a biological type based on 
human preference and de-
sire.  Biological and economic 
efficiency become extremely 
confusing, are often misin-
terpreted and are easily the 
cause of frustration.

So let us ponder this: Changes 
to the efficiency of any sys-

tem are not easy to imple-
ment and maintain because 
almost all living systems will 
try to revert back to a natural, 
sustainable process through 
time. Natural selection forces 
biological efficiency. No eco-
nomic force is within Mother 
Nature. All economic forces 
are a product of human civi-
lization.

Furthermore, few human 
preferences are sustainable 
within Mother Nature. We 
might like off-colored crit-
ters, only soon we realize 
that any off-colored critter is 
easily selected by predators. 
Thus, reproduction is an op-
portunity only for those who 
fit the status quo.

Historically, agriculture fits 
nicely into Mother Nature’s 
trends because these trends 
pull agriculture into a repeti-
tive natural process. The re-
petitive processes lead pro-
ducers to focus on the status 
quo because the status quo is 
the first to take advantage of 
the ability to reproduce.

Producers simply facilitate 
reproduction of food, man-
aging breeding populations 
that produce more than what 
Mother Nature needs. This ex-
cess feeds the human popula-
tion, of which we don’t know 

In Search of Efficient Beef Cows
Separate biological and economic efficiency, keep an 
eye on your goal
Story By Kris Ringwall
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Photo by Jillian Campbell for Cattlemen’s News. 
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the limits of its needs, but that 
is another discussion.

So, what can we do regard-
ing the efficiency of the beef 
cattle industry? While the an-
swer is very complicated and 
elusive, we have found some 
thoughts that keep coming 
back to us.

The first thought: Always sep-
arate biological and economic 
efficiency. Repeat and repeat 
the point within the beef cat-
tle world you are addressing. 
Keep the discussion clear. Be-
fore any discussion starts, set 
the main focus points.

The Dickinson Research Cen-
ter has entered the efficiency 
question by establishing two 
types of cattle that are two 
frame scores different in hip 
height, as well as approxi-
mately 300 pounds different 
in mature body weight when 
the calf is weaned.

These two types of cattle are 
phenotypically different. You 
don’t have trouble spotting 
the obvious. One is bigger 
than the other. And, from a 
cow-calf perspective, looking 
at biological efficiency, the 
calves from the larger cows 
have a 10 percent advantage 
when a cattle system is evalu-
ated based on calves as the 
unit of production.

From the same cow-calf per-
spective, looking at economic 
efficiency, the calves from the 
smaller cows, based on acres 
as the unit of production, 
have a 10 percent advantage.

These are the two driving 
thoughts as the center moves 
forward in evaluating beef 
cattle efficiency. But do we 
actually strive to understand 
and make the beef cattle in-
dustry better? Who is the beef 
industry and just how broad 
do we branch out to answer 
the question?

I could not help but note a 
comment by Alan Guebert in 
his syndicated agricultural 
column, “The Farm and Food 
File,” which was published 
in the Aug. 18, 2017, issue of 
the Farm & Ranch Guide. In 
his column “We need to talk,” 
Guebert wrote, “We believe 
we can solve today’s biggest 
agricultural problems — new 
disease resistance; weather 
extremes triggered by climate 
change; killer competitive 
global markets; low-and-go-

ing-lower farm income; dying 
rural communities — with 
bigger chemistry, bigger ig-
norance, bigger bullying and 
bigger government spend-
ing all directed to ‘help’ ever 
fewer farmers and ranchers 
and increasingly skeptical 
eaters.”

Guebert’s comment is broad-
er than the beef industry but 
certainly relevant to where 
we are. We indeed need to 
talk because many of these 
symptoms are present within 
each segment of agriculture, 
including the beef business. 
Discussions of beef cow effi-
ciency, particularly relative 
to cow size, are embroiled in 
the present, not the future.

As we continue to evolve and 
explore thoughts regarding 
the efficiency of the beef cow, 
more and more pieces will 
evolve. Putting the pieces in 
play within the industry is 
not easy. But for now, finding 
the pieces that fit is good.

—Source: Kris Ringwall is beef 
specialist with North Dakota State 
University Extension Service.

Stay up-to-date 
on everything JRS

EFFICIENT BEEF COWS
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Antibiotic resistance is real. 
It’s a global predicament 

that involves several factors. 
“The landscape is changing 
around antibiotic steward-
ship,” said Sarah Bohnen-
kamp, National Institute for 
Animal Agriculture. According 
to the Center for Disease Con-
trol, antimicrobial-resistant 
bacteria infect more than 2 
million people in the United 
States each year. And, at least 
23,000 die as a result. 

The problem is caused by over-
exposure to antibiotics in both 
people and animals. And, it’s 
worsened over time. 

Dr. Bob Smith, Veterinary Re-
search and Consulting Servic-
es, said scientists haven’t de-
veloped a new antibiotic class 
since 1978, and nothing new 
is in the pipeline. The result 
is continued use of the same 
treatments, which leads to re-
sistant bacteria. 

Resistance is a natural occur-
rence. Over time, bacteria 
change their genetic makeup 
to survive and escape antimi-
crobial attacks. “However, the 
misuse and overuse of anti-
microbials is accelerating this 
process,” Bohnenkamp said. 

Poor sanitation and increased 
use of antibiotics counteract 
against each other. Bacteria 
gain opportunity for growth 
and learn to defend them-
selves better.

Animal agriculture adapts

To better control the issue of 
antimicrobial resistance, the 
Food & Drug Administration 
created the Veterinary Feed Di-
rective (VFD), which went into 
effect  Jan. 1 of this year. The 
ruling prohibits the use of feed 
and water-soluble antibiotics 
for weight gain and feed effi-
ciency in food animals. Using 
these products for legitimate 
health concerns requires vet-
erinary approval. 

“Bacteria will activate survival 
mechanisms when threatened, 
which means antibiotics no 
longer work. The more expo-
sure we have to antimicrobi-
als, the greater chance there 
is for resistance,” Smith said. 
This was the argument pre-

sented to support the VFD. 

And it’s true. In 2009, Kansas 
State University researchers 
tested bacteria for susceptibil-
ity and resistance. The study 
showed 5 percent of organ-
isms were resistant to five an-
tibiotics. In 2011, 35 percent of 
organisms were resistant. “We 
saw a big increase and know 
that the prevalence of antibi-
otic resistance has increased in 
respiratory bacteria since that 
time,” Smith said. 

Knowledge of antibiotic pro-
cesses and bacterium resis-
tance is important to stop the 
growing trend. Smith said four 
groups of antimicrobials exist. 
Each has a different approach 
to fighting bacteria. 

“One group of antimicrobials 
targets cell wall synthesis,” 
Smith said. Like a fruit, bacte-
ria rely on an outer shell for 
protection. Antibiotics such 
as penicillin inhibit cell wall 
development and kill the bac-
teria. The second group in-
terferes with DNA synthesis. 
The third approach is to stop 
protein synthesis in bacteria. 
Tetracycline products fall in 
this category. The final group 
disrupts folic acid synthesis, 
which in turn affects DNA con-
struction. Antibiotics with Tri-
methoprim carry out this task.

But bacteria are survivors and 
develop ways to escape harm 
caused by antimicrobials. They 
can pump the antibiotics out 
of the cell, change the cell wall 
permeability and even pro-
duce a degrading enzyme that 
neutralizes the antimicrobial. 

“There is also the opportunity 
for bacteria to present an al-
ternative protein to compete 
with the binding points so an-
timicrobials can’t attach to the 

cell wall,” Smith said. Finally, 
bacteria are able to modify 
themselves so antimicrobials 
lose their efficacy. 

To make the situation worse, 
bacteria can share resistant 
genes, regardless of species. 
This is known as plasmid-me-
diated resistance. 

Being selective

While it might seem to be a 
losing battle, overcoming an-
tibiotic resistance is possible. 
The first step producers have 
to take is reducing antibiotic 
use. “It’s important to treat 
only when necessary and to 
use the right drug to treat the 
sickness,” Smith said. Animals 
still need care, and if they are 
sick, treatment is necessary. 
But producers must take steps 
to only use medicine when an 

animal is actually sick.

Smith said treating high-risk 
calves upon arrival at a feed-
lot might do more harm than 
good. Every calf has bacteria in 
its respiratory tract that causes 
disease. But many times the 
population is low and the bugs 
aren’t aggressive enough to 
cause stress or infection. Some-
times, a mix of susceptible and 
resistant bacteria are present. 
“If we use antibiotics whether 
the animal is sick or not, we 
might select for resistance by 
wiping out the ones that are 
susceptible to the antibiotic,” 
he said. 

Instead of mass treatments, 
producers need to give antibi-
otics to sick calves only. When 
treating, it’s important to give 
the right dose of the right med-
icine in the right place. “Using 
the right dosage means we 
have to know the right weight,” 
Smith said. If calves receive 
too little medicine, they don’t 
get the full benefit. “If we do 
that over a sustained period of 
time, we develop more resis-
tance,” he said. 

Administering the right prod-
uct is key to treating sickness. 
Some medicines target urinary 
tract infections while others 

are designed for respiratory 
diseases. The right drug will 
ensure the right bacteria die. 
Producers should take note 
of label usage, too. Products 
rated for subcutaneous injec-
tion shouldn’t be given in the 
muscle. 

Some products might require 
multiple injection sites. Some 
antibiotics use high-volume 
doses. If producers inject all 
the medicine in the same spot, 
the animal won’t absorb the 
drug like it should. “It might 
cause more tissue reaction and 
a longer withdrawal time,” 
Smith said.

Finally, post-treatment in-
tervals (PTI) and withdraw-
al times are crucial. PTI is 
the length of time produc-
ers should wait to reevaluate 
treatment. “Some work done 
shows it’s best to wait longer 
before re-treating an animal,” 
Smith said. Producers should 
visit with their veterinarians 
to determine an ideal PTI for 
their operations. 

Back to the basics

Antibiotics have helped pro-
ducers save a lot of cattle. But 
increased resistance forces the 
industry to reevaluate efforts 
for decreasing morbidity. “We 
have to get back to more old-
fashioned husbandry,” Smith 
said.

Providing quality nutrition 
to young cows plays a huge 
role in future calf health. “We 
know through fetal program-
ming that if we have restricted 
protein offered to first- and 
second-calf heifers, their 
calves will have problems later 
in life,” Smith said. These cows 
are still growing while they’re 
pregnant. This means they 
need more nutrients for them-
selves and the calf.

Early castration reduces stress 
and sickness in feedlots. Smith 
said BRD treatments are 3.3 
times more likely in bulls than 
steers. And, re-treatments are 
2.7 times more likely. 

Other beneficial practices in-
clude low-stress weaning, pro-
viding ample pen space and 
quality weaning diets. “Avoid 
excess starch in high-risk 
calves in the early receiving 
period,” Smith said. Distillers 
grains offer a good alternative 
for protein.

Producers should also consid-
er their treatment protocols. 
Sickness is more prevalent in 
the fall and winter compared 

TRENDING NOW

Against the Odds
Dealing with antibiotic resistance
Story By Austin Black for Cattlemen’s News

CONTINUED ON PAGE 48

“We have to get back to more old-
fashioned husbandry.”

—Dr. Bob Smith

Veterinary Research and Consulting Services
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SCOUR BOS delivers in ways  
the competition can’t. 

Vaccination timing is critical — spin the wheel at scourbos.com

Talk about convenient. The Scour Bos® 16-week vaccina-
tion window gives you the flexibility to administer at 
preg-check with confidence, something ScourGuard® or 
Guardian® can only dream about. Scour Bos features a 
3-way rotavirus and more antigens and E. coli isolates 
than any other scours vaccine. And it’s one of the most 
economical choices out there. For powerful protection 
at preg-check, there’s only one. Scour Bos.
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Preventing scours early 
Protecting calves against disease as early as possible 
after birth is essential to maximize lifelong health and 
performance. Because of the many stressors  
they face in the first few hours of life, calves are 
especially vulnerable to scours. The combined effects 
of scours — death loss, treatment costs and poor 
performance — can add up to thousands of dollars 
each year, so protecting against these potential losses 
is critical. 

“The first two to three weeks of life is vital to getting 
calves started off right,” said Craig Bieber of Bieber 
Red Angus Ranch in South Dakota. “If you lose 
performance in these first few weeks, you set yourself 
up to lose a lot of performance over the entire life 
of the animal. By using a vaccine intervention, 
specifically Scour Bos®, we’ve seen the incidence of 
scours reduced significantly, getting calves off to a 
better start.”

Broad protection against scours
According to Bieber, the reduction in scours on his 
ranch can be tied directly to the broad-spectrum 
protection Scour Bos provides against the primary 
causes of the disease — coronavirus, rotavirus, K99 
E. coli bacteria and Clostridium perfringens Type C. 
Compared to competitors, Scour Bos covers a larger 
number of key antigens and isolates to ensure this 
broad protection.

“With so much potential infection due to a variety of 
causes, choosing the vaccine with extensive coverage 
ensures more protection, and that’s what Craig has 
experienced on his operation,” said Kenton Carlson, 
Bieber’s Elanco sales representative.

Bieber used Scour Bos for approximately 10 years 
with satisfaction, but decided to try another product 
that appeared to be “a better deal.”

“When we tried the other product, we almost 
immediately started having issues with scours during 
calving that we hadn’t had before,” Bieber said. “Last 
year, we switched back to Scour Bos, and this spring, 
we had virtually no scours problems.”

Vaccination flexibility
“The Midwest typically sees a higher incidence 
of scours, especially because of a wide range in 
temperatures and weather conditions during calving 
time,” said Carlson. “Scour Bos has a flexible vaccine 
window of up to 16 weeks prior to calving that allows 
Craig and other producers to ensure their vaccine 
protocol will help protect their calves against that stress.”

Unlike other scours vaccines that have a shorter 
vaccination window, Scour Bos can be administered 
8 to 16 weeks pre-calving, offering the flexibility to 
vaccinate at preg-check or other timing based on each 
operation’s protocols and management practices. 

“Many producers in our area give their vaccine in 
August or September, during ultrasound time,” 

said Bieber. “For our operation, we maximize our 
immunity by giving Scour Bos 9 in October, followed 
by Scour Bos 4 four to six weeks before calving. We 
have a lot of flexibility with this product.”

Herd-health planning
“Improving cattle production is a critical part of why 
I do what I do,” said Carlson. “Fall is a critical time 
to evaluate your health management protocols, and 
I enjoy working with producers like Craig to help 
identify areas of opportunity.”

That continual evaluation of your herd-health protocol 
can make a big impact.

“We take a look at all of our vaccination protocols 
every year to make sure we’re doing the best job we 
can. We obviously left using Scour Bos and realized it 

was a mistake,” said Bieber. “Scour Bos is a product 
that works well for us.”

To learn more about the powerful, flexible protection 
of Scour Bos, contact your Elanco sales representative 
or visit www.ScourBos.com. 

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

Elanco®, Full Value Beef™, Scour Bos® and the 
diagonal bar are all trademarks owned or licensed by 

Eli Lilly and Company, its subsidiaries or affiliates.
© 2015 Elanco Animal Health.

NCH 35632
USBBUSCO00015

Protecting 
Against 
Scours

WE DO  
WHAT  
WE DO

WE DO  
WHAT  
WE DO

Visit elanco.us/why  
to see why we do what we  
do and learn more about  

Full Value Beef.Kenton Carlson
Full Value Beef™ Expert

People & 

Improving Cattle 

Production

nchlth5472-6_Cattlemens News_Scour Bos Nov10x14.5_opt2.indd   1 8/15/17   2:25 PM



www.joplinstockyards.com48 SEPTEMBER 2017

TRENDING NOW

Lee Borck, Manhattan, Kan-
sas, has known hard times 

and boom times, seen the im-
pact on others as well as his 
own enterprises. That could 
describe a lot of cattle feeders, 
but Borck stands out for his 
record of leadership and over-
coming adversity through co-
operative efforts.

That’s why the Feeding Quali-
ty Forum honored this master 
of ag finance and “business by 
the numbers” with its 2017 In-
dustry Achievement Award. 

Borck credits mentors and 
partners over the years, and 
his willingness to fail some-
times for helping him stay 
ahead of the curve and win 
most of the time.

Growing up on the family’s 
homestead near Blue Rapids, 
Kansas, he was mentored by 
a father who farmed through 
the Great Depression.

“He was very conservative, 
but the best businessman I 
was ever around in my life. I 
learned a lot more from my 
dad than I did going to college, 
as much as I love K-State,” 
Borck says. He earned his de-
gree in ag economics in 1970 
and recently served on the 
boards for Kansas State Uni-
versity Foundation and Kan-
sas Bioscience Authority. He’s 
also chairman and founding 
shareholder of American State 
Bank in Great Bend, Kansas.

Cattle feeders know Borck 
as current chairman of both 
Innovative Livestock Servic-
es and The Beef Marketing 
Group Cooperative, but he’s 
also served as president of the 
Kansas Livestock Association 
and of CattleFax. 

The road to indelible marks 
on the industry began with his 

Borck Honored at Feeding Forum
Feeding Quality Forum held last month
Story By Steve Suther

to summer months. And, 
calves handle a warm, sum-
mer rain better than a cold, 
winter shower. “We need to 
take a proactive approach to 
keeping our herd healthy and 
controlling disease,” Smith 
said. “Keep a strong relation-
ship with your vet, keep good 
records and consider ways 
you can improve.”

New technology combats 
antibiotic resistance

Researchers are testing new 
technologies to promote judi-
cious antibiotic use. One such 
piece is a machine that will 
analyze blood cell counts to 

detect sickness in a calf. Pro-
ducers can pull a blood sample 
on calves they suspect need 
treatment and run it through 
the machine on-location. If the 
calf isn’t sick, no treatment is 
necessary.

Another tool being used in 
feedlots is an ear tag that tracks 
cattle movement and activity. 
It records how often the calf 
walks, eats, drinks, etc. and 
notes any abnormal behavior. 
Pen riders can use the tracking 
data to find sick calves as soon 
as symptoms arise. Prompt 
treatment reduces the need 
for long-term care and keeps 
calves healthy. 

CONTINUED ON NEXT PAGE

AGAINST THE ODDS
FROM PAGE 46
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BORCK HONORED
FROM PREVIOUS PAGE

first job, eight years as a loan 
officer with the Farm Credit 
System’s Production Credit 
Association (PCA) in Larned, 
Kansas, before he started 
down the path of being a cat-
tle feeder in that community.

He learned one thing from 
looking over loans at PCA, 
however: “the mistakes peo-
ple made in the way they 
looked at their business plan 
and not thinking far enough 
out in front.”

Borck bought into Ward Feed-
lot at Larned in 1978. Inter-
est would soon climb to 18 
percent as the young feeder 
built on lots of small deals and 
fought a 50-cent regional dis-
count versus western Kansas. 
By 1988, he’d had more than 
enough of that and called sev-
eral area feedlots with plans 
that became The Beef Market-
ing Group (BMG) Cooperative.

“We had a lot more pack-
ers then, but it was a game 
of numbers,” he says. “If you 
had the numbers, you could 
attract packers and get a bet-
ter price.” Western feedlots 
were warning ranchers away 
from their eastern competi-
tion based on that discount.

“Well, you could either have 
capital or you could have co-
operation,” Borck says. “We 
didn’t have any capital, but 
we decided to try to pool our 
cattle together. And it was the 
Capper-Volstead Act at its fin-
est, negotiating price together 
without having restriction of 
trade from competitors.”

Excel, the Cargill forerunner, 
opened by paying “the car-
tel,” as detractors called it, 50 
cents a hundred more than 
the western Kansas price on 

50,000 Holsteins in 1988. The 
competition took notice. 

“It wasn’t very popular,” 
Borck says. “That wasn’t the 
way that you were supposed 
to do business. I didn’t know 
that. You’re supposed to sell 
your own cattle. You aren’t 
supposed to sell someone 
else’s cattle. And it worked 
well for us.”

The cooperative organizer 
was fast becoming an industry 
leader, for which he credits 
the Kansas Livestock Associa-
tion and the rise of informa-
tion sharing.

BMG members used faxes to 
share packer bids in 1993 and 
also began a marketing rela-
tionship with IBP, now Tyson, 
that’s still in effect getting past 
the controversies of captive 
supply and using others cash 
bids for a base.

“We traded cattle every day 
of the week, or you would 
sit there and argue all week 
long over 25 cents a hun-
dred,” Borck recalls. “And it 
just appeared that there was 
so much more benefit out of 
spending time figuring how to 
be a better cattle feeder and 

do what we did in a more ef-
ficient way.”

Part of the deal with IBP was 
the right to harvest data on 
all cattle. BMG’s first 500,000 
carcass and closeout records 
formed the foundation of Vet 
Life’s Benchmark program, 
but BMG members keep learn-
ing from data today.

“Most everybody in the busi-
ness at that time knew that 
if a steer gained 3 pounds a 
day and it converted 6.2, you 
were doing a pretty good job,” 
Borck says. “But nobody knew 
the difference between feed-
ing an animal for 40 cents and 
45 cents.”

Performance targets may up-
date to nearly 4 pounds daily 
gain at 5.6 conversion, but 
Borck says feeders still won-
der why pens vary from 75- to 
80-cent cost of gain.

“Information has been a huge 
part of my career,” he notes. “I 
wasn’t really a feedyard man-
ager but I knew how to mas-
sage numbers a little bit and 
figure out what they said”—
with the help of partners and 
consultants.

“Anybody that tells you I did 
it my way and it didn’t take 
anybody else, they’re not be-
ing very truthful with you. My 
partners are, behind my fam-
ily, the dearest thing I’ve got. 
And they deserve every bit as 
much credit as what I do for 
any successes.”

Borck was recognized last 
month at the 11th Annual 
Feeding Quality Forums in 
Kansas. 

—Source: Steve Suther is industry 
information director, Certified An-
gus Beef LLC.
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The bovine respiratory dis-
ease complex (BRD) refers 

to disease of the upper or low-
er respiratory tract. It is argu-
ably one of the biggest disease 
problems the beef industry 
faces, according to Tim Parks, 
D.V.M., technical services vet-
erinarian with Merck Animal 
Health.    

Parks, who was a private prac-
tice veterinarian for nearly 20 
years, saw essentially a zero 
percent reduction in BRD 
cases throughout his tenure, 
which is something that is 
continually being researched 
throughout the industry. 

“First thing to remember, 
BRD, say pneumonia, is a com-
plex,” Parks said. “We know 
viruses play a huge role in 
BRD. Viruses are going to sup-
press the immune system and 
cause changes in the respira-
tory tract. When that happens 
it allows bugs to get into the 
lung.” 

BRD is defined as the multi-
factorial (cause) with envi-
ronmental and host factors, 
and pathogens, according to 
the Merck veterinary manual. 
Many infectious agents have 
been associated with BRD. 

While cattle producers can’t 
remove or influence all of 
the factors associated with 
contracting BRD, they often 
have the ability to control en-
vironmental stressors such 
as weaning, and sometimes 
weather. Host factors such 
as nutritional status and im-
mune status can also be influ-
enced. 

Calf success in the stocker 
and feeding phase starts with 
proper care at the cow-calf 
level. Even though cow-calf 
producers don’t own the 
calves after they are dropped 
off at the livestock auction, 
Parks hopes producers under-
stand what factors influence 
success down the line. 

“We gather, vaccinate and 
deworm at the cow-calf level, 
and we may wean, or we may 
wean and ship immediately,” 
Parks said. “We put them in 
a new environment and com-

ingle them. It all boils down to 
stress.”

Stress releases cortisol, and 
cortisol suppresses the im-
mune system. Immunosup-
pressed calves are more like-
ly to come down with BRD 
and other diseases, especially 
if bogged down with other 
environmental and stress 
factors. 

In general, calves that are 
less stressed are healthier 
calves; a positive calf health 
status can provide added 
value. Bottom line, healthy 
calves are worth more money 
than non-healthy calves. 

“Preconditioning is something 
I preached the entire time I 
was in practice,” Parks said. 
“Preconditioned to me now 
with veterinary feed directive 
means that we have to prevent 
disease.” 

The need to reduce the amount 
of drugs that are needed to 
treat disease is real since the 
veterinary feed directive has 
been in effect. 

“To control disease, we have to 
prevent it, and precondition-
ing becomes huge,” he said. 

Sometimes preconditioning 
is looked at as nothing more 
than vaccinating cattle, which 
is not exactly true. While vac-
cines are important because 
they prime the immune sys-
tem for later, the practice of 
preconditioning is much more 
than just vaccination. 

“What they are doing is imple-
menting practices and proce-
dures that decrease stress, de-
crease sickness and improve 
performance following wean-
ing,” Parks said. 

The end goal of putting calves 
through a preconditioning 
program is to set calves up 
for success in the stocker and 
feedyard sectors. This be-
comes especially important 
since roughly 80 percent of 
sickness in the stocker and 
feedyard sectors is respiratory 
in nature. 

When an outbreak of BRD hap-

pens, it takes about 45 days to 
get cattle back on track if dis-
eases such as mannheimia 
haemolytica, pasteurella mul-
tocida, histophilosis and my-
coplasma are present. 

Vaccination for BRD preven-
tion is important, but Parks 
also outlined the effects that 
facility design and handling 
during arrival, unloading and 
processing at the feedyard can 

alter the response to vaccina-
tion.

“I don’t think there is any 
doubt that the way we handle 
cattle will affect how those cat-
tle respond to vaccination, es-
pecially coming into the feed-
yard or stocker operations,” 
Parks said. 

During his time in private 
practice, Parks trained a crew 
to work cattle for his clients. 
He recalls one client in par-
ticular that he worked cattle 
for during crop planting in the 
spring and harvest time in the 
fall. 

“When we worked cattle in the 
fall, our morbidity rate with 
my crew was 10 to 15 percent 
less than the in-house crew,” 
he explained. “We gave the 
same products and did every 
process the same with the ex-
ception that my crew didn’t 
handle cattle with a hotshot, 
and we didn’t talk much when 
we worked cattle.” 

Another consideration

Producers might notice that 
sometimes calves look “rough” 
a few days after vaccination. 
They might blame that on a 
BRD outbreak, but it could be 
something completely differ-
ent. 

The endotoxin effect shows 
the same clinical signs as BRD: 
fever, increased respiration 
rate, depression, weakness, 
anorexia and possibly froth-
ing from the mouth. 

“Endotoxins can have the 
same effect with cattle that we 
see in BRD. Stacking too many 
endotoxins can make things 
confusing,” Parks said. 

So what exactly are endotox-
ins? Endotoxins are a part of 
the cell wall of bacteria broken 
out into gram-negative and 
gram-positive. Gram-negative 
bacteria give off endotoxins 
when they die in varying lev-
els depending on the bacteria. 
This creates an increased im-
mune response, which can be 
both good and bad.

“A little bit of endotoxin stim-
ulates the immune system 
while a lot can cause death, 
shock or lack of vaccine effi-
cacy,” Parks said. 

It’s not uncommon for pro-
ducers to give calves multiple 
shots at one time in order to 
take full advantage of run-

ning cattle through the chute.  

Clinical signs are variable. 
Stress, dose and type of endo-
toxin can make the difference 
and some vaccines can have 
higher levels of endotoxins 
than others. 

“The big thing is age and 
weight of cattle; that’s very im-
portant. The lethal dose for a 
90 pound calf is about 1 mil-
lion endotoxin units, for ex-
ample,” Parks said.

While Merck’s Once PMH IN 
vaccine tests at 41,000 endo-
toxin units per milliliter, some 
competitors’ products range 
well above 125,000 endotox-
in units per milliliter, which 
stacked with other vaccines 
with high endotoxin levels can 
cause the symptoms listed pre-
viously or death. 

“If cattle survive an initial epi-
sode, we are going to have a 
decreased immune response, 
and an immune-compromised 
animal could develop second-
ary infections and become a 
chronic,” Parks said.  

Bottom line, the BRD com-
plex is undoubtedly complex, 
which sheds light on the fact 
that beef cattle producers 
must put practices, procedures 
and vaccination programs in 
place to effectively manage 
cattle for disease. Producers 
must also understand that set-
ting up the calf for success at 
the stocker and feedyard level 
means managing them cor-
rectly at the cow-calf level. 

BRD: Solving a Complex Puzzle
Cow-calf level management key to disease prevention
Story By Rebecca Mettler for Cattlemen’s News

MANAGEMENT MATTERS

“To control disease, we 
have to prevent it, 

and preconditioning 
becomes huge.” 

— Tim Parks, D.V.M.
Merck Animal Health
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pasture planning

Cover Crop Economics
What’s the impact on your bottom line?
Story By Myriah Johnson and Jeff Goodwin  

The focus on soil health has 
tremendously increased 

within the past few years, 
and cover crops have played 
a larger role in those discus-
sions. 

The United States Department 
of Agriculture (USDA) Natu-
ral Resources Conservation 
Service (NRCS) defines cover 
crops as grasses, legumes and 
other forbs that are planted 
to control erosion, maintain 
or increase soil health and 
organic matter content, re-
duce water quality degrada-
tion by utilizing excessive soil 
nutrients, suppress excessive 
weed pressure and break pest 
cycles, improve soil moisture 
use efficiency, and minimize 
soil compaction. 

That is a long-winded defi-
nition, and nowhere does it 
mention forage for grazing 
purposes. However, many 
producers are interested in 
cover crops for multispecies 
grazing. So for the purposes 
of this article, we will think of 
cover crops as a multispecies 
grazing crop.

From research, we have 
learned that cover crops can 
help increase water reten-
tion and soil organic matter, 
regulate soil temperature, re-
duce erosion, and provide nu-
trients back to the soil. Some 
of these impacts are slow to 
realize and might take many 
years to see. 

Part of a cover crop’s beauty 
is that it is individualized, tai-
lored to each piece of land. 
However, that also means the 
devil is in the details as we try 
to determine the economic 
value of cover crops. This is 
probably why little is written 
on the topic. It is difficult to 
generalize how cover crops 
will perform from location to 
location and what the cost and 
revenue figures might look 
like, especially when used as 
a multispecies grazing crop. 
Further, it becomes much 
more difficult to estimate the 
value of soil health benefits, 
such as increased water re-
tention. 

To top it off, cover crops can be 
planted and used in a variety 
of settings. However, we will 

try to cut through all of this 
complicated mess and make 
the rubber meet the road on a 
couple of examples. 

At the Noble Research Insti-
tute, we see cover crops filling 
two predominate forage pro-
duction gaps here in the South-
ern Great Plains. The first is 
for a summer cover crop to be 
used for grazing in conjunc-
tion with wheat between har-
vesting and planting. The sec-
ond is for a cool-season cover 
crop to be interseeded into a 
warm-season pasture, provid-
ing early spring season forage 
for cattle.

Scenario 1
Summer cover crop for wheat

The following example is of 
a warm-season cover crop 
planted between wheat har-
vesting and planting. Let us 
caution that this example is 
what we think might be the 
best-case scenario.

The cover crop was seeded 
following wheat harvest, then 
500-pound stocker calves 
were placed on the cover 
crop to graze for 70 days. The 
animals gained 2 pounds per 
head per day, totaling 140 
pounds of gain per head. The 
cover crop cost approximately 
$50 per acre‚ $20 for seed, $15 
for planting and $15 for crop 
burn down, all per acre‚ and 
supported 3.6 head per acre. 

Putting 3.6 head per acre and 
140 pounds per head together, 
we estimate 504 pounds per 
acre were gained. Then, di-
viding the $50 per acre cover 
crop cost by the 504 pounds 
per acre gained, we estimate 
the cost of gain to be 10 cents 
per pound. That’s pretty rea-
sonable!

To make this scenario pay off, 
the value of gain would need 
to be greater than the cost of 
gain or 10 cents per pound. 
Again, using our 140 pounds 
per head gained and 10 cents 
per pound–140 pounds x 10 
cents–we see that if we can 
advance the animal by $13.89 
per head, this cover crop in-
vestment will have paid for 
itself. Note, this cost of gain 
figure does not include ani-
mal health costs, labor, inter-
est and other expenses.

Hopefully, a stocker animal 
would increase its value by 
more than $13.89 per head. 
However, we do not know 
what the effects were on 
the subsequent wheat crop 
or how this example would 
change with varying amounts 
of rainfall. Further, this is not 
a replicated study, and we do 
not know if these types of re-
sults can be repeated. It will 
take more research to under-
stand this.

CONTINUED ON NEXT PAGE
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Bid & Buy at:
CATTLE USA.COM

Offering includes Herd Sires, Flush Opportunities, Pick of the Herds, 
Fall & Spring Breds & Pairs & Open Heifers!

To view on-line catalogs and videos:
www.seedstockplus.com

Contact Seedstock Plus at:877-486-1160 or 
email: john@seedstockplus.com

Bid & Buy at:

DNA tested for Genomic EPDs, coat color and polled status!

Free Trucking! 

Find the Optimum Genetic Solution
to fit your needs!

Guaranteed Sight-Unseen Purchasing!

DVAuction Broadcasting 
Real-Time Auctions

Seedstock Plus Showcase Sale XII &
9th Annual Customer Appreciation Sale!

September 16, 2017 * 1 p.m.
Kingsville Livestock, Kingsville, MO

Including a total Black Dispersal & Red Purebred Dispersal for 
Kenyon Cattle / Little Sioux Gelbvieh 

& a Registered Herd Dispersal for Four Winds Ranch

Purebred Gelbvieh Calving Ease Bull! Tremendous Flush Opportunity! Red Fall Bred Balancer Heifer!

Seedstock Plus Fall Bull Sale
October 21, 2017 * 12 noon
Joplin Regional Stockyards 

Carthage, MO
Selling 250 Angus, Gelbvieh 

& Balancer Bulls!
All strong-age - 18 month old bulls!

COVER CROP ECONOMICS • FROM PREVIOUS PAGE

Currently, research is being done at the Noble Research Insti-
tute on cover crop systems in till and no-till settings, followed 
by winter wheat grazing with stockers to help answer these 
types of questions. This study, led by James Rogers, Ph.D., found 
decreased wheat forage production and weight gains in stocker 
calves on the wheat pasture during the first year. Again, we 
will better understand this as the study moves forward over 
the next few years.

Even if we do make a profit, we will also have gained in other 
soil health areas. If we just breakeven or the cattle don’t gain, 
we haven’t had a total loss. Typically, there might be a sum-
mer weed-control pass on fallow wheat ground that we have 
avoided while also building soil health. Other advantages 
could be changing the timeframe in which you market your 
cattle. Cows might also be grazed on cover crops with their 
calves. Some anecdotal evidence points toward calves gaining 
around 3 pounds per head per day on 
their mother’s side while on summer 
cover crops, as well as easier wean-
ing by just pulling the cows. Again, we 
caution that the examples we provide 
are merely that – examples. However, 
they do show some of the results that 
could be observed.

Scenario 2
Cool-season cover crop inter-
seeded into bermudagrass
The second example is to interseed 
a cool-season mixed cover crop into 
bermudagrass in the fall at a rate of 
50 pounds per acre with 30 pounds of 
in-row phosphorus at planting. Costs 
are $35 per acre for seed, $15 per acre 
for bermudagrass burndown, $15 per 
acre for fertilization and $15 per acre 
for planting, totaling $80 per acre.

This cool-season cover crop mix would 
provide forage at a time when hay is 
usually provided for cows. To com-
pare the two, we assume one hay bale 
per head per month for two months 
and 1 acre of cover crop per head for 
two months. Good quality bermu-
dagrass hay bales cost about $45 per 
bale. So, we would take the bale cost 
times the amount consumed per cow 
in those two months–$45 per bale x 
2 months x 1 hay bale per head per 
month. This gives us a cost of $90 per 
cow. Taking a look at the cover crop 
option, we can calculate the cost per 
head is $80–$80 per acre x 1 acre per 
head. Using a cool-season cover crop 
allows us to save $10 per cow and fill 
that early season spring forage gap.

Some producers may choose to top-
dress fertilizer on the cover crop in 
the spring, which would increase the 
cover crop cost to more than feeding 
hay. Yet, we haven’t taken into account 
the reduction in the time spent haul-
ing hay, storage costs, or the reduction 
in wear and tear on equipment. Yes, 
time and equipment are used in the 
cover crop, but it is most likely a wash.

For a reduced cost, or even near same 
cost if you top-dress fertilizer, our 
pick would be for the cover crop for 
many of the reasons we have already 

mentioned: increased water retention, increased nutrient cy-
cling, increased soil organic matter, better ground temperature 
regulation and reduced erosion. You must still be sharp with 
your own pencil to know if these examples and numbers fit you 
and your operation.

Today, we do not have a dollar value to assign to benefits such 
as increased water retention or better regulated ground tem-
perature. We do know that increased water retention can in-
crease soil moisture and will better help plants weather the 
summer heat. This will further allow more forage to be grown 
and stocking rates to be increased; that has a monetary benefit. 
Over the next few years, we will work on filling these gaps and 
help you further discern the true economic impacts of using 
cover crops.

–Source: Myriah Johnson is an agricultural economics consultant, and 
Jeff Goodwin is a pasture and range consultant with the Samuel L. Rob-
erts Noble Foundation for Agriculture. 
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ADDING DURANA CLOVER TO TOXIC FESCUE 
CAN INCREASE AVERAGE DAILY GAINS BY

1 POUND PER DAY OR MORE!

NON-TOXIC
Completely safe for all classes of 
livestock, including gestating mares.

PROFITABLE
Higher ADGs, increased breeding performance 
and improved herd health compared to K31.

PERSISTENT
Will out-persist orchardgrass, perennial 
ryegrass & endophyte free tall fescue.

PROVEN
University and on-farm trials 
show it’s a proven performer.

ECONOMICAL
Establishment costs lower than 
bromegrass and orchardgrass.

Pennington.com or 
call 1-800-285-SEED

Pennington with design is a registered trademark of Pennington Seed, Inc. MaxQ and MaxQ II are registered trademarks of Grasslanz Technology Limited.

1-800-285-SEED or www.pennington.com
Follow us on Facebook at Pennington Seed Forage Products

INCREASED ANIMAL PERFORMANCE
Durana will increase ADG on toxic and non-toxic 
grass pastures

INCREASED PERSISTENCE
Up to 3 times longer persistence because Durana has 
over 90% more stolons than other white clovers

FREE NITROGEN
Durana can produce up to 150 lbs/acre/year of nitrogen

OVER 10 YEARS 
OF INCREASED

PASTURE 
PROFITS

Stocker Gain on Pastures With & Without Clover

*Pastures fertilized with 65 lbs. N/A **2 yr. avg. Eatonton, GA - Bouton, et. al.

 Fescue & Durana Clover 2.5 lbs.
 Pasture Daily Gain/Hd**

 Fescue alone* 1.4 lbs.

ON THE CALENDAR

The Southwest Missouri Cattlemen’s Association and Uni-
versity of Missouri Extension will host a tour of three beef 

operations from on Saturday, Sept. 16. The tour hosts include 
Carrier’s Muddy Creek Angus, Gleonda Angus Farms, and Shin-
ing Cross Cattle. Each farm is located near the Lawrence-Dade 
county line, off Missouri highway 97.

The tour begins at 1:30 p.m. at Carrier’s Muddy Creek Angus 
farm.

This family runs a purebred Angus beef, forage and row crops 
farm. They calve both winter and fall and sell bulls and heifers 
for breeding stock. Artificial insemination is used on heifers. 
Carriers use novel fescue and rotationally graze.

David’s dad, Arthur, began the Angus herd in 1947. About 60 
yearling heifers, 20 fall calving cows and three herd bulls will 
be on display.

“Forage production and harvest is a big deal at Muddy Creek, 
and you’ll see an example of that with their McHale baler and 
red clover haylage entered in the Ozark Empire Fair,” said El-
don Cole, livestock specialist, University of Missouri Extension.

The Carriers farm is 1.25 miles south of S&H Farm Supply on 
highway 97 or 1.75 miles north of the Dade-Lawrence county 
line.

Just a few miles south on highway 97, the tour will visit Gle-
onda Angus Farms.

This farm is owned by Leon and Glen-
da Kleeman and managed by grand-
son, Traves Merrick. The Kleemans 
raise Angus breeding stock and will 
explain their interest in using genom-
ic testing, artificial insemination and 
retained ownership to identify bulls 
that will work for their customers.

Merrick uses technology and social 
media to market bulls. Extensive re-
cords are kept on Excel spread sheets 
and through the American Angus As-
sociation. Freeze branding is now a 
common practice, and Traves will 
share his tips for getting a sharp 
brand.

“The cow herd at Gleonda Angus 
Farms has about 75 percent winter 
calves with the rest born in the fall. 
They develop most of their bulls on 
the farm but send a few each test to 
Green Springs Bulls Test, Nevada,” 
said Cole.

The final stop is a five-minute drive 
west on highway YY to Lawrence 
County 1040 to Shining Cross Cattle. 
The hosts are the McCann family, who 
moved to Missouri 14 years ago from 
Arizona.

“Their original plan was to run cows, 
but five years ago they converted to a 
steer backgrounding program. They 
now background around 450 head 
that are purchased locally starting in 
December and usually are completed 
in February,” said Cole. “At that time 
they are forward-contracted via video 
for July delivery.”

The McCann’s buy steers averaging 
550 pounds and sell them at nine 
weights. Pastures are 10 to 15 acres, 
mostly fescue. They do not bale any 
hay, using stockpiling of fescue. They 
usually hand-feed supplement.

The Southwest Missouri Cattlemen’s 
Association will provide beef burgers 
at the conclusion of the tour. For more 
information, contact the Lawrence 
County MU Extension office in Mt. 
Vernon at 417-466-3102.

Beef Tour Set for Sept. 16
Three Southwest Missouri farms featured
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ON THE CALENDAR

Horticulture, beef, forages 
and general agricultur-

al topics will all be featured 
during the annual Southwest 
Research Center field day in 
Mount Vernon, Missouri, set 
for Saturday, Sept. 9.

The field day will also feature 
several activities for children, 
such as a grass maze, pumpkin 
patch and face painting. The 
event will begin at 9 a.m. and 
is free and open to the public.

“We’ve included a children’s 
acre to help educate our young 
people about agriculture,” said 
David Cope, center superinten-
dant.

The first 350 visitors receive 
a free lunch, catered by the 
Mount Vernon FFA. Meal tick-
ets will be available at the in-
formation booth. Airplane 
rides also return this year. 
Rides are $25 for those 16 years 

old and over and $15 for any-
one 15 years old and younger.

For the second year, the field 
day is on a weekend day, which 
was changed to accommodate 
not only producers, but also 
the local community. Tours 
will be spread throughout the 
Southwest Research Center, 
with activities for children 
north of the center’s office 
building, close to the vineyard. 
Missouri Farmers Care will 
have an activity table as well.

“Moving field day to  Satur-
day has allowed many people 
to attend who haven’t been 
able to previously,” Cope said. 
“We see more families and 
young children attend also, 
which has been encouraging.”

Producers can choose a vari-
ety of tours during the morn-
ing. The beef tour will focus on 
selecting the right livestock for 

profit, mineral supplementa-
tion and will feature a cattle 
dog demonstration by Danny 
Shilling.

“Livestock, and the beef in-
dustry in particular, is a huge 
driver of southwest Missouri 
agriculture,” Cope said. “There 
will be excellent information 
available for producers of all 
experience levels.”

The field day will also include 
a forage tour and general agri-
culture tour. Novel endophyte 
fescue, Bermudagrass and 
baleage supplementation will 
be topics of discussion during 
the forage tour. Sustainable 
seafood production, nutrition 
and a cannulated cow are part 

of the general agriculture tour.

A complete list of speakers, 
topics and times can be found 
at http://agebb.missouri.edu/
agedfielddays/southwest/in-
dex.php

The Southwest Research Cen-
ter is located at 14548 Highway 
H in Mount Vernon, Missouri, 
and is one of the University 
of Missouri College of Agri-
culture, Food and Natural Re-
sources’ Agricultural Research 
Centers. For more information 
about the field day, call  417-
466-2148 or email Cope at Co-
pede@missouri.edu. For more 
information about the South-
west Research Center, vis-
it southwest.cafnr.org.

Horticulture, Beef, Forages 
Highlight Field Day
Diversity featured Sept. 9 at MU Southwest Center
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Tan is 7505c (0c, 70m, 30y, 55k)
Red is Pantone 186 (0c,100m, 81y, 4k)
Joplin Regional is Knomen
Stockyards is Playbill
Tagline is BaskertonSW-Italic

Jackie Moore 417.825.0948

Bailey Moore 417.540.4343

Skyler Moore 417.737.2615

JRS O�  ce 417.548.2333

I-44 & EXIT 22

Carthage, Missouri

joplinstockyards.com

REPLACEMENT
Cow & Bull Sale

5:30 p.m. | Sat. | Sept. 16, 2017
Joplin Regional Stockyards | I-44 & Exit 22 | Carthage, Missouri

 Expecting 900 head. Early listing includes: 
350 Fancy Open Heifers — One raising, ready to breed. Black and black baldie, handful of Charolais. Out of Fink Angus or McCable horned Hereford bulls. Weighing 825 lbs. 
FIELD REP: Skyler Moore. PHONE: 417-737-2615.

110 Red Angus and Few Black Cows — 2-7 years old. 30 head calving now with calves sired by Red Angus bulls. Balance due in Jan. and Feb. to Red Angus bulls.
 FIELD REP: Bob Shanks. PHONE: 620-674-1675.

25 Red Angus Heifers — Bred to low-birthweight Red Angus bulls. Due to calve in Jan. and Feb. FIELD REP: Bob Shanks. PHONE: 620-674-1675.

COMPLETE DISPERSAL. 35 COWS — 3 years to short and solid. 17 pairs, balance bred. FIELD REP: NICK FLANIGAN. PHONE: 417-316-0048.

15 Brangus Spring Heifer Pairs — Running back with Brangus bull. FIELD REP: Josh Cantwell. PHONE: 417-737-0038.

40 Home-Raised Black & Black Whiteface First-Calf Heifers (1/4) — Bred to low-birthweight Angus bulls. Weighing 1,000 lbs. Start calving Oct. 1.
FIELD REP: Jason Pendleton. PHONE: 417-437-4552.

30 Black Angus Fall Pairs — 4-6 years old. Calves all worked and sired by Angus bulls. Cows are open and can be bred to bull of your choice. 
FIELD REP: Larry Mallory. PHONE: 417-461-2275.

15 Charolais Pairs — 4-6 years old. Calves all worked and sired by Angus bulls. Cows are open and can be bred to bull of your choice. 
FIELD REP: Larry Mallory. PHONE: 417-461-2275.

20 Beefmaster Cows — 5 years to short and solid. Bred to Beefmaster bulls.  FIELD REP: Larry Mallory. PHONE: 417-461-2275.

100 Braford/Composites from Adams Ranch, Inc. — True 2-year-old heifers. Electronic ID tags with year and ranch brand. Bred to Red Angus, low-birthweight, calving-ease 
family ranch bulls. All heifers bred in second stage to start calving Feb. 1, 2018. FIELD REP: Shane Stierwalt. PHONE: 918-688-5774.

From P Bar S Ranch: 7 Reg. Black LimFlex Females — All AI bred to calve Feb-March 2018 at 2 years of age. Each heifer has AI breeding and due dates. All AI bred to popular reg. 
LimFlex bulls. All have been preg checked by ultrasound. FIELD REP: Mark Harmon. PHONE: 417-316-0101.

From P Bar S Ranch: 9 Reg. LimFlex Bulls — Born 12/22/15-4/27/16. All are AI-sired or from P Bar S ranch embryo program. Sired by the breed’s leading sires known for growth 
and performance. All backed with EPDs and notable pedigrees. Birthweights from 64-76 lbs.; weaning weights from 590-770 lbs. Homozygous polled and homozygous black genetics. 
FIELD REP: Mark Harmon. PHONE: 417-316-0101.

1 Red Angus Bull — Virgin, 2 years old. FIELD REP: Jason Pendleton. PHONE: 417-437-4552.

2 Shorthorn Bulls — 1, born 3/17/16. Son of JSF Trubador 64B. North Dakota bred. Good 
growth and muscle. Sired a number of 2015 Denver champions.  
Will work on heifers. 

1, born 3/15/16. Grandson of Wallkarak Patent, no. 1 growth bull. 
Dam is a rugged Shady Brook cow. Here’s a bull that will work on 
any cow. Deep body and will add at least 30 lbs. at weaning weight 
to nearly any black calf and still be black or red in color. 

FIELD REP: NICK FLANIGAN. PHONE: 417-316-0048.
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EVENT ROUNDUP
September
7	 Southwest Missouri Cattlemen’s Classic Golf Tournament
	 Silo Ridge Golf Course, Bolivar, Missouri
	 FMI: 417-316-0101

11	 Buford Ranch Angus & Hereford Production Sale
	 Buford Ranch Sale Facility, west of Welch, Oklahoma
	 FMI: 918-929-3275

14	 Kansas State University Research & Extension Field Day
	 Cherokee County 4-H Building, Columbus, Kansas
	 FMI: 620-429-3849

16	 Buford Ranches Angus & Hereford Sale
	 Buford Ranch Sale Facility, west of Welch, Oklahoma
	 FMI: 918-948-5104

16	 5 p.m. Special Cow and Bull Sale
	 Joplin Regional Stockyards, Carthage, Missouri
	 FMI: 417-548-2333

16	 Southwest Missouri Cattlemen’s Assoc. Beef Tour
	 Dade & Lawrence Counties, Missouri
	 FMI: 417-466-3102

19-21	 Regional Grazing School
	 Marshfield, Missouri
	 FMI: 417-468-4176, ext. 3

22	 K-State Stocker Field Day
	 Manhattan, Kansas
	 FMI: 785-532-1267

23	 Mead Farms Charolais Mature Cowherd Dispersal
	 Mead Sale Headquarters, Versailles, Missouri
	 FMI: 573-302-7011

28	 Pasture/Soil Health Workshop/Field Day
	 Mike Coale Farm, north of Ash Grove, Missouri
	 FMI: 417-831-5246, ext. 3

October
3	 Regional Grazing School
	 Stockton, Missouri 
	 FMI: 417-276-3388, ext. 3

6-8	 Ozark Fall Farmfest
	 Ozark Empire Fairgrounds, Springfield, Missouri
	 FMI: 417-833-2660

7	 JACs Ranch Angus Bull Sale
	 at the ranch, Bentonville, Arkansas
	 FMI: 479-273-3030

11	 RA Brown Ranch Red Angus, Angus & SimAngus Bull Sale
	 at the ranch, Throckmorton, Texas
	 FMI: 940-849-0611

14	 12 p.m. Monthly Cow and Bull Sale
	 Joplin Regional Stockyards, Carthage, Missouri
	 FMI: 417-548-2333

14	 Ozark & Heart of America Beefmaster Sale
	 Sycamore Springs Ranch, Locust Grove, Oklahoma
	 FMI: 417-876-7285

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

18-20	 Regional Grazing School
	 Bois D’Arc, Missouri
	 FMI: 417-831-5246, ext. 3

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

21	 Circle A Ranch Spring Calving Herd Dispersal
	 at the ranch, Iberia, Missouri
	 FMI: 800-CIRCLEA

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

24	 Wean Date for Dec. 7 Value-Added Feeder Cattle Sale
	 Joplin Regional Stockyards, Carthage, Missouri
	 FMI: 417-548-2333

25	 Fink Beef Genetics Angus, RAxChar, Charolais Bull Sale
	 at the ranch, Randolph, Kansas
	 FMI: 785-532-9936

30	 Oak Hollow Angus Bull Sale
	 at the farm, Smiths Grove, Kentucky
	 FMI: 270-202-4399

31	 Beran Bros. Herefords & B&D Angus Production Sale
	 Claflin, Kansas
	 FMI: 620-587-3709

November
3-4	 Genetrust Brangus Sale
	 Chimney Rock Cattle Co., Concord, Arkansas
	 FMI: 417-425-0368

4-6	 Angus Convention
	 Fort Worth Convention Center, Fort Worth, Texas
	 FMI: www.angusconvention.com

7	 Cobb Charolais Fall Bull Sale
	 Western Livestock Auction, Great Falls, Montana
	 FMI: 406-562-3670

11	 MM Cattle & Moriondo Ranch Production Sale
	 at the ranch, Mount Vernon, Missouri
	 FMI: 417-366-1249

17	 Signup deadline 
	 Environmental Quality Incentive Program
	 Natural Resources Conservation Service
	 FMI: Local NRCS offices or www.nrcs.usda.gov

December
7	 Value-Added Feeder Cattle Sale
	 Joplin Regional Stockyards, Carthage, Missouri
	 FMI: 417-548-2333

SAVE THE DATE DEC
7Value-Added Feeder Cattle Sale 

Dec. 7, 2017 • Wean Date Oct. 24

See Us
OCT. 6-8 AT 
FARMFEST!
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MARKET WATCH

Joplin Regional Stockyards 
Get the complete Joplin Regional Stockyards Feeder Cattle Market Summary online at www.joplinstockyards.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

Tune in to the JRS Market Report

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

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

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

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

Monday 12:15 p.m. 
Wednesday 12:15 p.m. 

Monday 11:30 a.m.
Wednesday 11:30 a.m.Monday 11:45 a.m.

Wednesday 11:45 a.m.

Monday & Wednesday
11:30 a.m. & 12:30 p.m. 

Market Recap | Special Video Cattle Auction  
Aug. 7, 2017 • Receipts 6,784

Monday  12:40 p.m.
Wednesday 12:40 p.m. 
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on the calendar

TIGER ROAd
WASHOUT

NOW OPEN
Exit 26 south, straight through two stop signs, 4.5 miles. 

Look for us on your left.

 HOURS: 8-6 M-F
Give us a call after hours and

we’ll meet you there.

PARKER: 417.669.4280
TRYSTANN: 417.489.4564

Cash or check only

Every year is full of challeng-
es for farmers, but this year 

has presented a few situations 
that were atypical. Dry weath-
er during March allowed corn 
to be planted early in many 
areas, but then the weather 
turned wet through the rest of 
the spring, making the rest of 
corn planting a struggle. Recent 
years have shown that glypho-
sate has lost some of its effec-
tiveness on certain weeds, so 
the release of dicamba-tolerant 
soybeans seemed a welcome 
relief. However, drift from 
spraying dicamba has been a 
major issue.    

Because of these issues and 
more, K-State Research and 
Extension invites farmers and 
everyone interested in topics 
linked to growing the world’s 
food supply to the K-State 
Southeast Research and Exten-
sion Center Field Day in Colum-
bus, Kansas, on Thursday, Sept. 
14. The event will be at the 
Cherokee County 4-H Building 

at 114 W. Country Rd. in Colum-
bus, Kansas.

Registration will begin at 8 a.m. 
with the program set for 8:30 
a.m. Coffee and donuts will 
be served, sponsored by the 
Columbus Chamber of Com-
merce.

Several topics will be discussed 
by K-State specialists includ-
ing: Learning Lessons from the 
First Year of Dicamba-Tolerant 
Soybeans; Getting the Most out 
of Wheat; Soil Nutrient Test-
ing and Spatial Variability; and 
Grazing Crop Residue and Cov-
er Crops.

A complimentary lunch will be 
provided by area sponsors, and 
booths will be available to visit.

For more information, contact 
the Cherokee County Extension 
Office at 620-429-3849.

—Source: K-State Research and 
Extension release.

Southeast Kansas Field Day Set
Dicamba-tolerant soybeans, wheat to be featured

AI SERVICES

Tammy Wallace

417.592.0145
AI Service 25 Head or More

construction FERTILIZER
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SPRAYING

FENCING

cattle

Jim Pipkin (417) 827-0623
Joann Pipkin (417) 827-2756
WD & Bonita Pipkin (417) 732-2707
  

Registered Angus Bulls For Sale
Available at Private Treaty

Calving Ease • Growth
Many Show-Me-Select Qualified

clearwaterangus.com   

O G D EN A N G U S RA N C H
brandon  417.813.0958
trevon  417.366.0363
kenny  417.466.8176

lockwood, mo 65682
ogdenangus.com

ogdenangus@gmail.com

SUPPLIES

Harriman Santa Fe (Bob) | Montrose, MO 
660/492-2504 | www.bhsf.us

SUPERIOR BULLS
SIMANGUS • BALANCER

Private Treaty Bulls Now
Many for Yearling Heifers

18 Months Old • Forage Tested 
Fall Sale 11/4/17

Even in cold and windy weather, ours 
works—WE GUARANTEE IT!

24-hour
turnaround 

www.huskybrandingirons.com

1 Letter.................$120 
2 Letters................$130
3 Letters................$140

 4 Letters ...................$150
Complete Number Sets $375

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

Even in cold and windy weather, ours 
works—WE GUARANTEE IT!

HUSKY BRANDING IRONS
“Trust everyone, but 

BRAND 
all your cattle.”

Text your brand to 479-647-0381
huskybrandingiron@yahoo.com

SERVICES

INSURANCE

In Stock!

cattle

TRAILERS

BULLS
LIMOUSIN

Blacks Reds
LIMOUSIN FEMALES
BRED & OPEN

Double J Ranch • 417.842.3353
Will James • 417.350.9810
Ron James • 417.214.0279
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Single-dose Baytril® 100 (enro� oxacin) Injectable delivers e� ective, therapeutic 
levels of drug in the lung tissues in 1-2 hours*1 and kills 97% of BRD-causing 
bacteria in 1-2 hours.*2,3 The sooner bacteria are killed, the faster a calf will feel 
better and get back to work eating and gaining weight. You know the drill. 
You turn to the one you trust. 

The question to ask is how fast does the treatment kill BRD-causing bacteria.

1 Davis JL, Foster DM, Papich MG. (2007). Pharmacokinetics and tissue distribution of enro� oxacin and its active metabolite 
cipro� oxacin in calves. J Vet Pharmacol Ther. 30(6):564-571.

2 Blondeau JM, Borsos S, Blondeau LD, et al. (2005). The killing of clinical isolates of Mannheimia haemolytica (MH) by enro� oxacin (ENR) 
using minimum inhibitory and mutant prevention drug concentrations and over a range of bacterial inocula. In: ASM Conference on 
Pasteurellaceae; 23-26 October 2005; Kohala Coast, Big Island, Hawaii: American Society of Microbiology; Abstract B12.

3 Blondeau JM, Borsos SD, Hesje CH, et al. Comparative killing of bovine isolates of Mannheimia haemolytica by enro� oxacin,
� orfenicol, tilmicosin and tulathromycin using the measured minimum inhibitory concentration (MIC) and mutant prevention 
concentration (MPC) drug values. In: International Meeting of Emerging Diseases and Surveillance (IMED); Vienna, Austria: 
International Society for Infectious Diseases. February 23-25, 2007. Figures 8-10.

©2017 Bayer, Shawnee Mission, Kansas 66201
Bayer, the Bayer Cross and Baytril are registered trademarks of Bayer. BL171579

*The clinical signi� cance of in vitro data has not been demonstrated.
Federal law restricts this drug to use by or on the order of a licensed veterinarian. 
Extra-label use of this product in food-producing animals is prohibited.
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Joplin Stockyards: “Ricochet 2 2017”  10" x 14.5"
Art director: Craig J. Weiland  cweiland@mfa-inc.com

MFA Incorporated

www.mfa-inc.com

Protect your calf crop
Feed Ricochet Mineral with 
Shield Technology 60 days 
before calving


