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You’ve changed a lot since Rumensin® was introduced
in 1975. So have ionophores. Today, BOVATEC® is used
for starting cattle. Rumensin is used for finishing. That’s
because BOVATEC doesn’t depress feed intake, so
cattle can start gaining on arrival.1-4 Unlike Rumensin,
BOVATEC is approved for use with AUREOMYCIN®.

B O VAT E C . C O M

Warning for BOVATEC: A withdrawal period has not been established for this product in pre-ruminating calves. Do not use in calves to be processed for veal.
Do not allow horses or other equines access to premixes or supplements containing lasalocid, as ingestion may be fatal. The safety of lasalocid in unapproved
species has not been established. Feeding undiluted or mixing errors resulting in excessive concentrations of lasalocid could be fatal to cattle or sheep.
1

Zoetis Trial MC013-07-AULA13 (Colorado study).

2

Zoetis Trial MC014-07-AULA13 (South Dakota study).

3

Zoetis Trial MC014-07-AULA13 (Oklahoma study).

4

Zoetis Trial MC017-07-AULA13 (New Mexico study).

All trademarks are the property of Zoetis Inc., its affiliates and/or its licensors. All other trademarks are the property of their respective owners. ©2013 Zoetis Inc. All rights reserved. MFA13003
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VIEW FROM THE BLOCK

t seems the weather is always
the problem these days —
either too much winter or too
much summer!
The market trended lower
pretty much throughout March
and April. At press time we are
seeing some strength in the
yearling and fat cattle market.
We are seeing corn trade
higher after being down. We
need to get corn planted and
get it growing. We’ve been in
a weather market the last two
years because of the lack of
moisture and now we’re getting
too much moisture with cool
temperatures. If we could just
get a break, we would see the
cattle market take off like we
want it to.
There is a lot of equity that
has gone out of the market
because monumental losses
seen in cattle coming out of the
feedlots. Lenders are making
sure customers are buying
cattle at prices that will at least
break even. With the lack of
equity out there, we’re not
seeing the blowin’ and goin’ in
the market like we were.
We will have some grass
this spring thanks to the
moisture we’ve had and that’s
something we haven’t seen in
a long time. The prospects are

there for a good year we just
have to get a few things going
our way. The weather pattern
continues it’s just the opposite
of what we had seen the last
two years.
Prospects are looking
good for replacement females.
The stock cow market is good
and the young females are in
demand. There is definitely
some value in those cattle.
As we’ve been talking for
several months now, prices
will stay good on those cattle
simply because of the lack of
availability of them.
Our value added sale for
the summer is set for June 27.
That sale is historically one of
the highest we see all year.
Consistently, calves that are
weaned and have had some
immunization will sell from $3$10 more than those that are

JRS Field Representatives
ARKANSAS

Dolf Marrs: Hindsville, AR
H(479)789-2798, M(479)790-2697
Billy Ray Mainer: Branch, AR
M(478)517-6931
Kent Swinney: Gentry, AR
H(479)736-4621, M(479)524-7024

KANSAS

Pat Farrell: Fort Scott, KS
M(417)850-1652
Chris Martin (Video Rep): Alma, KS
M(785)499-3011
Alice Myrick: Mapleton, KS
H(620)743-3681, M(620)363-0740
J.R. Nichols: Prescott, KS
H(913)352-6346
Bob Shanks: Columbus, KS
H(620)674-3259, M(620)674-1675
Orlan Shanks:Columbus, KS
H(620)674-3683

OKLAHOMA

Perry L. Adams: Custer City, OK
M(580)309-0264
Russell Boles: Watson, OK
M(903)276-1544, (H)580-244-3071
Ronnie Cook: Miami, OK
H(918)788-3018, M(918)533-4366
Justin Johnson: Afton, OK
M(417)439-8700
Chester Palmer: Miami, OK
H(918)542-6801, M(918)540-4929

sold straight off the cow. There’s
a pretty good bet that you will
get paid for your extra efforts.
The wean date to participate in
the value added sale is coming
up May 14. Give us a call if you
would like to market your cattle
through this special opportunity.
Coming up on June 1, we’re
bringing back the Best of the
Best Calf Roping. The top 15
calf ropers in the world, along
with 15 invited ropers will vie for
$100,000. We invite you all to

come out and take part in this
once in a lifetime opportunity,
meet with our industry sponsors
and get autographs from the
cowboys. It’ll be a great time! All
proceeds will benefit the Risen
Ranch Cowboy Church, just
west of JRS. We hope to see
you there!
Good luck and God bless!

Jackie Moore

Best of the Best Calf Roping 2013

THE RETURN • Sat. June 1, 2013
(details on page 21)

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

Cody Misemer: Mount Vernon, MO
H(417)461-7055, M(417)489-2426

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

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

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

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

MISSOURI

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

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

Danny Biglieni: Republic, MO
M(417)224-5368, H(417)732-2775

Bruce Hall: Mount Vernon, MO
H(417)466-7334, M(417)466-5170

Jason Pendleton: Stotts City, MO
H(417)285-3666, M(417)437-4552

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

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

John Simmons: Westville, OK
H(918)723-3724, M(918)519-9129
Shane Stierwalt: Shidler, OK
M(918)688-5774
Clay Barnhouse: Bolivar, MO
M(417)777-1855

Sherman Brown: Marionville, MO
H(417)723-0245, M(417)693-1701
Chris Byerly: Carthage, MO
M(417)850-3813
Garry Carter: Stella, MO
M(417)592-1924
Joel Chaffin: Ozark, MO
M(417)299-4727
Rick Chaffin: Ozark, MO
H(417)485-7055, M(417)849-1230
Jack Chastain: Bois D’Arc, MO
H(417)751-9580, M(417)849-5748
Ted Dahlstrom, D.V.M.: Staff Vet
Stockyards (417)548-3074
Office (417)235-4088
Tim Durman: Seneca, MO
H(417) 776-2906, M(417)438-3541
Jerome Falls: Sarcoxie, MO
H(417)548-2233, M(417)793-5752
Nick Flannigan: Fair Grove, MO
M(417)316-0048
Kenneth & Mary Ann Friese: Perryville, MO
H(573)788-2040, M(573)225-7931
CATTLE RECEIVING STATION

Bryon Haskins: Lamar, MO
H(417)398-0012, M(417)850-4382
Doc Haskins: Diamond, MO
H(417)325-4136, M(417)437-2191
Mark Henry: Hurley, MO
H(417)369-6171, M(417)464-3806
J.W. Henson: Conway, MO
H(417)589-2586, M(417)343-9488
CATTLE RECEIVING STATION
Joe David Hudson: Jenkins, MO
H(417)574-6944, M(417)-342-4916
Steve Hunter: Jasper, MO
H(417)525-4405, M(417)439-1168
Larry Jackson: Carthage, MO
H(417)358-7931, M(417)850-3492
Jim Jones: Crane, MO
H(417)723-8856, M(417)844-9225
Chris Keeling: Purdy, MO
H(417)442-4975, M(417)860-8941
Kelly Kissire: Anderson, MO
H(417)845-3777, M(417)437-7622
Larry Mallory: Miller, MO
H(417)452-2660, M(417)461-2275

Russ Ritchart: Jasper, MO
H(417)394-2020
Justin Ruddick: Anderson, MO
M(417)737-2270
Alvie Sartin: Seymour, MO
H(417)859-5568, M(417)840-3272
CATTLE RECEIVING STATION
Jim Schiltz: Lamar, MO
H(417)884-5229, M(417)850-7850
David Stump: Jasper, MO
H(417)537-4358, M(417)434-5420
Matt Sukovaty: Bolivar, MO
H(417)326-4618, M(417)399-3600
Mike Theurer: Lockwood, MO
H(417)232-4358, M(417)827-3117
Tim Varner: Washburn, MO
H(417)826-5645, M(417)847-7831
Troy Watson: Bolivar, MO
M(417)327-3145
Virgil Winchester: Anderson, MO
H(417)775-2369, M(417)850-3086
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Sick
Cattle?
is it BVD?
TEST NOW!

BVD PI Testing Facility
www.CattleStats.com

405.607.4522
“NEW”
Preg Testing
Now Available

JOPLIN REGIONAL
STOCKYARDS
VETERINARY OFFICE
Mon. & Wed. 417-548-3074 (barn)

SHOP HERE
BEFORE YOU BUY
DEWORMERS

Dectomax - 500 ml Ivomec Inj. - 1000 ml Ivomec Plus Inj. - 500 ml Ivomec Plus Inj. - 1000 ml Normectrin Inj. - 500 ml Normectrin Inj. - 1000 ml Ivermectin Pour On - 5L Cydectin Inj. - 500 ml Cydectin - 5L Cydectin - 10L -

ANTIBIOTICS

Agrimycin 200 - 500 ml Baytril - 250 ml Biomycin 200 - 500 ml Micotil - 250 ml Nuﬂor - 250 ml Nuﬂor - 500 ml Sustain III Cow Boluses 50 ct. Tetradure 300 - 500 ml Banamine - 250 ml Draxxin - 100 ml Draxxin - 250 ml Draxxin - 500 ml -

Several implants still available
Component • Revlor • Ralgro
Synovex • Pinkeye
Fly Tags—Best Prices!
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L&L CONSTRUCTION
Super Strong All Steel Buildings

• Custom Built to Size
• One Continuous Roof Sheet up
to 50’ wide
• All Welded, No Bolts
• Post Concreted in Ground 4-5’ Deep

PROTECT
YOUR VALUABLE HAY &
EQUIPMENT!

SUMMER DISCOUNTS IN EFFECT
Size
40’ x 60’ x 14’
50’ x 80’ x 16’
60’ x 100’ x 16’

Missouri Beef Industry Council
WWW . MOBEEF . ORG
573-817-0899

Description
2 End, 1 Side Wall
1 End, 1 Side Wall
1 End, 1 Side Wall

Reg. Price
$18,995
$27,995
$39,995

—Limited Time Offer—

Mike Lowak (417)872-5080

DISCOUNT
$1,000
$2,000
$3,000

Chris Lowak (417)682-1488

We Build Equipment Sheds, Hay Barns, Shops & More!

* Prices Subject to Change

YOUR PRICE
$17,995* **
$25,995* **
$36,995* **

** Travel Required Outside 100 Mile Radius

www.joplinstockyards.com

May 2013

BEEF IN BRIEF

Bank Survey Shows Livestock Operators Rebuilding

Livestock operators are ready to expand business with
commercial bank loans for livestock purchases rising to record levels
not seen almost a decade.
The bank lending rates for the first quarter of 2013 were
calculated by the Federal Reserve System’s Agricultural Finance
Databook.
Lower expected feed costs resulting in improved profit margins
this year give producers a renewed interest in the livestock industry.
The survey also showed loan volumes for operating expenses
continued higher in 2013 after a strong fourth quarter of 2012.
According to the report by the Federal Reserve Bank of Kansas
City, high feeder cattle prices kept loan volumes to cattle feedlots
elevated.
The number of non-real estate farm loans in the first three
months of the year increased by nine percent. A dramatic increase in
the number of loans to purchase livestock was seen in January and
February. As seen in the chart, loans for operating expenses, feeder
livestock and other livestock experienced notable increases while
equipment loans declined. —Source: DroversCattleNetwork.com

Livestock Producers Should Expect Bright Future

More efficient land use, a stalled demand for corn ethanol and
increased demand for meat in developing countries should help
boost the livestock industry in coming years, according to a Purdue
University agricultural economist.
Farzad Taheripour, a research assistant professor of agricultural
economics, used Food and Agriculture Organization (FAO) and USDA
data, paired with Purdue’s Global Trade Analysis Project model, to
guide analysis of global economic issues.
“Due to consumer taste preferences, global growth in income and
population, the livestock industry will grow, particularly toward poultry
and pork,” Taheripour said. “The demand for poultry and pork will
increase significantly.”

20110079
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Corn ethanol demand has also hit a wall. Over the past decade,
diverting grains from food and feed to fuel has increased feed prices
for livestock producers, Taheripour said, but the ethanol industry in the
United States has now reached the Renewable Fuel Standard (RFS)
mandated level. This may mean little growth in corn use for ethanol in
coming years.
An ethanol production byproduct, dried distillers’ grains, has
been used for livestock feed, helping to somewhat mitigate feed price
increases. However, this offset was not large enough to keep feed
prices from rising sharply. In coming years, any new growth in corn
production could go toward livestock producers, which will likely help
them with feed prices.
Taheripour said livestock producers would also face increased
demand for meat in countries such as China and India, which have
booming populations and are becoming wealthier. Those countries
are expected to demand more pork and chicken since those products
are cheaper than beef.
—Source: Angus Productions, Inc. /Purdue University Extension.

Planting Progress Slow Due to Cool, Wet Weather

Cool, wet conditions again delayed planting progress across most
of the country, according to a report released April 22 by the USDA.
With only 4% of total corn acres planted by April 21, progress lags far
behind this time last year when 26% of U.S. corn acres were already
in the ground, and now trails the five-year average for this point by 12
percentage points. Planting progress was only five percentage points
off the five-year average as of the week of April 22.
Progress lagged behind the five-year average in all of the top
18 corn-producing states except North Carolina, which saw rapid
planting progress last week and is now five percentage points ahead
of the five-year average. The most significant delays have been seen
in Illinois, where planting progress lags 23 percentage points behind
the five-year average and 55 percentage points behind 2012 planting
progress at this time. Indiana, Iowa, Kansas, Kentucky, Missouri
and Tennessee have also seen planting delays that put progress 14
percentage points behind the five-year average.
—Source: Angus Productions, Inc.
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NUTRITION KNOW-HOW
Planning for Summer Forage
Get ready for a timely harvest
BY JUSTIN SEXTEN FOR CATTLEMEN’S NEWS

W

ith the cool, wet spring
forage growth has gotten
off to a slow start. These slower
pasture growth rates combined
with previously stressed pastures
may result in delayed hay harvest opportunities. Hay harvest
timing plays a key role in balancing forage quantity and quality in
any pasture or grazing system.
Haying systems are used to
control excess spring and early
summer forage growth. Many
producers focus hay production
to maximize yield rather than
quality. For those who are yield
focused, the longer hay harvest
is delayed the greater the opportunity plants have to mature. During maturation plants transition
from vegetative to reproductive
growth, decreasing hay digestibility.
Producers can harvest a
greater total amount of nutrients
when plants are mature, however

WE
DELIVER
Animal Health
at the Absolute
Lowest Cost
Ivermectin Pour-On, 5.0 Liter
Cydectin, 5.0 Liter
Cydectin, 10.0 Liter
Dectomax, 500 ml
Noromectin Plus Inj., 500 ml
Noromectin Inj., 500 ml
Cattlemaster Gold FP5, 25 Dose
One-Shot, 50 Dose
One-Shot, 10 Dose
Ultrabac 7 Som, 50 Dose
Electroid 7, 7 Way, 50 Dose
Permethrin 1%, Gallon
Agricillin (PennG), 250 ml
Ralgro Cart.
Synovex Cart.

CALL
CALL
CALL
CALL
$132.95
$85.00
$55.07
$119.67
$24.50
$39.77
$13.95
$15.95
$11.29
$25.20
$8.90

Joplin Regional Stockyards Value Added
Sale Tags are Now Visual Only!
Available at:

MAC’S
VET SUPPLY

We Ship or Deliver To Your Door!
601 Front Street • Monett, MO 65708

1-888-360-9588
417-235-6226

the cow’s ability to use or digest
these nutrients declines as forages transition from vegetative to
reproductive. The result, harvest
of potential manure increases
as you move haying date further
into summer.
Forage test results from
producer operations through a
Sustainable Agriculture Research
and Education (SARE) grant
have demonstrated the best
opportunity to harvest the maximum amount of indigestible fiber
is July. Simply put, if your goal
is harvesting hay guaranteed to
generate manure volume, then
delay hay harvest into the summer when pastures are seeded
out and mature.
This forage quality discussion
seems unnecessary for those
of you who just finished a winter
feeding period wherein the end
bale count was the most important forage measurement. Many
producers in drought stricken
areas purchased hay in 2012
without regard to forage quality, storage method, or weed
content. Large numbers of bale
at a reasonable delivered price
were at a premium with little to
no regard to harvest date. For
those producers needing to refill
the bale yard by harvesting the
maximum amount of forage without regard to quality consider the

grazing related benefits to early
hay harvest.
Delayed haying, while
maximizing the number of bales
harvested initially, shortens the
hay field’s availability for recover
for another cutting or delays midseason grazing. Earlier harvest
moves the forage re-growth
period into a potentially cooler
and wetter period of the year
rather than harvesting maximum
forage and fiber later in the hay
season and forage re-growth be
minimal to hot and dry summer
conditions.
The earlier haying systems
while yielding higher quality forage, and allowing hayed areas
to return to the pasture rotation
sooner provides an opportunity
for cow-calf producers to balance
stocking rates with forage availability. Cow calf operations tend
to stock at moderate stocking
rates to ensure adequate forage
availability during the summer
slump period. As a result effectively and uniformly grazing early
spring growth is challenging. Getting pastures uniformly grazed
during the first spring pass
contributes to uniform growth the
remainder of the growing season. Once a plant is rejected or
bypassed by the grazing animal

the next time that pasture is
grazed the bypassed plants will
be more mature. These mature
plants result in selective grazing
of younger plants and ultimately
an increased stocking rate because the cattle do not prefer a
portion of the forage.
Earlier haying systems allow
producers to stock at higher rates
in the spring, harvest excess
hay and increase grazing acres
midsummer as hayfields return to
the grazing system independent
of the forage quality benefits.
Hay harvest date can also
contribute to reducing or increasing the supplement costs next
winter. Harvesting hay later,
when forage quality has declined,
requires greater supplementation
than early harvested hay. As forages mature the opportunity for
producers to reduce supplementation cost declines.
Not all hay can be harvested
in a timely manner and uncertain
spring rain results in delayed forage harvest. Begin planning now
as hay is made where the winter
feeding areas will be located and
prioritize forage quality during
storage. Store timely harvested
hay under cover while later harvested, mature forages may be
stored outside if covered storage
is limited. Once hay is cut the
opportunities to lose nutrients in
baling, storage and feeding begin
however the greatest deciding
factor of resulting hay quality is
deciding when to harvest hay.
Plan now to be ready for a timely
harvest.
—Justin Sexten is Univerisity of Missouri state extension
specialist, beef nutrition.

COMMITTED TO AGRICULTURE
Today’s farmers and ranchers have more challenges than
ever before. Understanding you and your specific needs is
the key to being an effective financial partner. We have a
dedicated team of Agricultural Lenders to meet those
needs. Local lenders and local decisions – Arvest Bank.
Mike Chesnut
(417) 455-4400
Neosho

Ray Tubaugh
(417) 237-8500
Carthage

NMLS #564093

NMLS #564126

arvest.com

Member FDIC

NEWS TO USE

NCBA Submits Comments on
Proposed Mandatory COOL Rule
WTO, trading partners “won’t be satisfied”

T
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he National Cattlemen’s Beef
Association (NCBA) submitted comments yesterday on the
United States Department of
Agriculture’s (USDA) proposed
amended Mandatory County of
Origin Labeling Rule (MCOOL).
In the comments, NCBA stated
that the proposed rule changing
MCOOL will not satisfy the World
Trade Organization (WTO) or the
beef industry’s largest trading
partners, Canada and Mexico,
who originally brought the WTO
complaint.
“We have long advocated
that MCOOL is a marketing tool
and while cattlemen and women
are proud of the products they
produce, a mandatory labeling
program does not provide a value to our industry or our customers,” said NCBA President Scott
George, a cattleman from Cody,

Wyo. “We support and see value
in voluntary labeling programs
like Certified Angus Beef, where
there is a genuine effort to distinguish and market the product.
The proposed rule will not meet
those ends and will only serve to
increase the discriminatory treatment of non-U.S. product and
will doubtlessly end in retaliatory
tariffs on a wide range of our
products and significant cost to
our members.”
Under the proposed rule, all
products sold at retail would be
labeled with information noting
the birth, raising and slaughter. This requirement will place
greater recordkeeping burdens
on producers, processors and
retailers. Further, the rule would
eliminate the ability to commingle muscle cuts from different origin, which will add to the

costs of processing non-U.S.
born, raised and slaughtered
products, resulting in further
hesitance to process product
that was imported at any stage
of development.
“These provisions only serve
to give our trading partners a
stronger case at the WTO,” said
George. “The Canadian government has already confirmed that
they will consider all options
including extensive retaliatory
measures. Our industry, battered by drought and high feed
costs, and overregulation cannot
afford additional burdens from

the federal government. The
USDA should spend its time and
money working to avoid another
threat of sequester of federal
meat inspectors, not drafting
new rules to fix an old problem.”
The WTO has given the U.S.
until May 23, 2013 to come into
compliance with our trade obligations. In 2012, Canada and
Mexico accounted for nearly
$2 billion in beef exports, or 36
percent of total beef exports by
value.
—Source: National Cattlemen’s Beef Association

SPECIAL
VALUE ADDED
SALE

THURSDAY, JUNE 27, 2013
Wean Date: May 14, 2013

Fresh Water

Open Watering
System
Advantages

Increased Watering Capacity
Natural Experience for Cattle
Clean Water = Better Cattle Performance
Less Expensive than Typical Water Fountains

Complete System
Available Using
HDPE Pipe

ore
M
o
N
dy
Mud !
s
Pond

Rated at 160 PSI
(High Density Polyethylene)
No Joints
Tougher Than Traditional Pipe
Available in sizes from 3/4” to 1 1/2”
Minimal Ground Disturbance by Plowing
Also Tire Tanks & Water Pipes

IDEAL EXCAVATION

Wilford Hochstedler | Stark City, Missouri

417.437.1009
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HEALTH WATCH
What’s in that Blackleg Shot?
Vaccination schedules critical to calf health
BY DR. DAN THOMSON & DR CHRIS REINHARDT

I

have been a part of veterinary
medicine my entire life and
was raised in southwest Iowa.
Dad and Granddad owned and
operated the local veterinary
clinic in a town surrounded by
cow/calf production. We also
operated our commercial cow
operation. One consistent
request in the spring was
clients wanting to get a “sevenway blackleg” shot for their
calves. I decided in this column
to break down probably the
most common vaccine ever
administered in raising beef
calves in the United States.
In most, or some, clostridial
vaccines the following species
of clostridium antigens are
present: Clostridium chauvoei,
Clostridium septicum,
Clostridium novyi, Clostridium
sordelli, Clostridium perfringens
B, Clostridium perfringens
C, Clostridium perfringens D
and Clostridium hemolyticum.
Another important species
of clostridium bacteria that
can be included in “blackleg”
vaccines is Clostridium tetani.
Clostridium tetani is utilized in
vaccines to prevent tetanus
when performing some

procedures such as banding
calves.
Blackleg is probably
the most popular disease
or syndrome in beef cattle
worldwide. This disease
is caused by the bacteria
Clostridium chauvoei. These
bacteria live in the soil and can
be found sporadically around
the world. It amazes me how
certain pastures within the same
section of land can differ in
blackleg bacteria contamination.
At any rate, cattle ingest the
bacteria and spores from the
soil when grazing. These
bacteria are anaerobic, meaning
that it does not like to live
in oxygenated areas. Once
ingested by the cattle, the
blackleg bacteria circulate in the
body thus depositing spores in
all the body’s tissues. When the
spores and bacteria find an area
with poor blood flow, the spores
germinate and multiply causing
blackleg disease. The most
common symptom of blackleg
on a farm is to find a dead calf.
Getting a veterinarian on the
farm to perform a necropsy
is important. If blackleg is
present, you should work with

your veterinarian to develop
a prevention and treatment
plan for the remaining cattle
in the herd. Vaccines are
very effective in preventing
blackleg in cattle if administered
appropriately.
The second largest
clostridium bacteria issue in
cattle, in my opinion, is with
tetanus. The tetanus antigen
is not typically included in
most multi-valent clostridium
vaccines so producers need
to verify when buying. While
cattle are not as sensitive to
tetanus as horses, there are
times in beef cattle production
when a tetanus vaccination
is warranted for your herd. It
is recommended that cattle
administered a tetanus toxoid
vaccine when producers or
veterinarians castrate cattle
using the banding technique.
The banding castration
technique cuts off the blood
supply to the scrotum and
testicles causing necrosis of
the bull calves. This decrease
in blood supply also decreases
oxygen supply creating an
anaerobic environment, which
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clostridial pathogens, like
tetanus, thrive. Although no
vaccines are 100% effective,
tetanus toxoid vaccines are
recommended to prevent
tetanus infections in cattle when
banding.
Other issues caused by
clostridial pathogens are
malignant edema (Clostridium
septicum), Red Water disease
(Clostridium haemolyticum),
Enterotoxemia (Clostridium
perfringens type C), Black
Disease (Clostridium novyi) and
overeating disease (Clostridium
perfringens type D). Malignant
edema can affect cattle of most
any age and is characterized
by dark, discolored areas of
tissue with edema surrounding
the wound or infected tissue.
Red Water disease is caused
when the clostridial spores
settle in the liver. The disease
has been linked to liver fluke
damage. The reason it is called
red water disease is because
the clostridial pathogen
releases a toxin that destroys
red blood cells in the blood
of the cattle. The hemolysis
(breakdown of red blood cells)
leads to a reddish discoloration
of the urine. Entrotoxemia
and overeating disease are
both caused by Clostridium
perfringens. Both diseases
are charactrerized by cattle
over-consuming feed and
intestinal necrosis or abdominal
distention. Finally, Black
disease is characterized by a

CONTINUED ON NEXT PAGE
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BLACKLEG • CONTINUED
FROM PREVIOUS PAGE

necrotic infection of the liver.
The effectiveness and utilization
of the clostridial vaccines in beef
cattle production has limited
the number of cases of these
diseases.
Vaccination schedules for
your herd are an important part
of a veterinary/client/patient
relationship. Most veterinarians
recommend pre-weaning and

weaning clostridial vaccinations
for the calf crop and annual
booster vaccinations for the
cows and bulls. Producers
should consult their veterinarian
about designing a vaccine
program that is best for their
cattle in preventing diseases.
—Dr. Dan Thomson and Dr.
Chris Reinhardt are with The
Beef Institute, Kansas State
University.

HELPING HANDS
NRCS Advises Farmers to “Dig
a little, Learn a lot.”
Give your soil a spring check-up

S

pring is an excellent time
for farmers, ranchers and
gardeners to focus their attention
on the soil below them. The
USDA’s Natural Resources
Conservation Service says a
spring check-up of a soil’s health
gives clues to the ground’s
ability to feed plants, hold water,
capture carbon and more.
“No fancy equipment is
required. Just grab a shovel to
dig a little and learn a lot”, says
Doug Peterson, NRCS state soil
health conservationist.
Small farmers, large farmers,
organic farmers and even home
gardeners can all benefit from
this simple discovery project
of one of their most important
resources. And in the process
they can reap big rewards for
their crops and the environment
around them, Peterson says.
Peterson suggests the
following steps to investigate soil
health:
LOOK—first at the soil
surface, which should be
covered with plant residue,
providing organic matter and
preventing erosion. Dig into the
soil and observe the color and
structure. It should be dark,
crumbly, and porous--rather like
chocolate cake. Healthy soil is
full of air holes, live roots and
earthworms. Poorer soils are
lighter in color, compacted or
unstructured, and lack living
roots and critters.
SMELL—Healthy soils have
a sweet earthy smell, indicating
the presence of geosmin, a
byproduct of soil microbes called
actinomycetes. These microbes
decompose the tough plant and

animal residues in and on the
soil and bring nitrogen from the
air into the soil to feed plants. An
unhealthy, out-of-balance soil
smells sour or metallic, or like
kitchen cleanser.
TOUCH—Soil should be
loose and it should crumble
easily, indicating a porous
texture. This holds water better,
making it available for plants and
stemming flooding and runoff.
In healthy soils, roots can grow
straight and deep, allowing
plants to reach nutrients and
water they need to produce food.
“We are blessed with productive
soils in Missouri,” says
Peterson. “We want to keep
them that way and even build
them where possible.”
In addition to the vital
production values of soil health
to individual farmers and
gardeners, Peterson explains
that healthy soils have clear
impacts on many of the larger
agricultural and environmental
issues of our day from
sustainable food production
to water quality to mitigating
climate change. Healthy soils
hold, filter and regulate water,
mitigate drought and flooding,
reduce runoff and erosion, cycle
nutrients, sequester carbon
and suppress weeds and pests
naturally. For all these reasons
NRCS has recently launched a
nationwide effort to “Unlock the
Secrets in the Soil.”
For more information about
soil health, visit http://www.nrcs.
usda.gov, or contact your local
NRCS office. —Source: Natural
Resources Conservation
Service

Contact us for more information or a sale catalog.
Bob Gunnett (417) 343-3635
Ed Cahoj (471) 298-3068
Mark Nelson - Sale Consultant (402) 705-3907
www.internetcattlesales.com
Jesse Bolin Auctioneer
Sale catalog on Website

www.missouribraunvieh.org

Carthage, MO 64836

417-359-5470

CALL
BEFORE
D
YOU NEE
US!

SERVING YOURINSURANCE NEEDS FOR:
Commercial Ag
Feed Mills
Farm Livestock
Fertilizer
Poultry
Seed Mills
Cattle Insurance
Implement Dealers
(Stand Alone)
Dog Food Processor

Livestock Auctions

Sod Farms
Kevin Charleston
Chip Cortez
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HELPING HANDS

Farmers Rediscover Cover
An old practice takes root with new
pioneers
BY CHARLIE RAHM

I

t’s something old and
something new. It’s something
borrowed and something—well,
green.
Cover cropping, a
traditional conservation practice
considered old-fashioned by
many in modern agriculture, is
being “borrowed” and used in
new ways by innovative farmers

to improve their soil’s health,
and with it, the health of their
businesses’ bottom lines.
“Today’s agricultural pioneers
have figured out how to make
cover crops work on their
farms with some impressive
results,” says Jodie Reisner,
state conservation agronomist
with USDA’s Natural Resources
Conservation Service in
Columbia. “Innovation is the key

Cover crops like ryegrass help build organic matter, increase the soil’s
water-holding capacity and suppress pests, diseases and weeds.
Conservation programs like Environmental Quality Incentives Program
available through Natural Resources Conservation Service works to help
farmers adapt cover cropping practices. —NRCS Photo

to maximizing the effective use
of covers. Everyone’s situation
is different; cover crops aren’t a
‘one size fits all’ practice that can
be done the same way on every
farm.”
Reisner says that while the
basic principles of cover crops
may stay the same, the best
species mixes, establishment
methods and termination
methods for an agricultural
operation can vary widely with
respect to objectives, location,
weather conditions, crops, soil
types, and more.
“Before World War II, most
farmers included forage legumes
like alfalfa and red clover in crop
rotations ahead of nitrogendemanding crops like corn.
Forage grasses and small grains
were also commonly used to
curb soil erosion,” she says.
Over the last five years,
interest in cover crops has
begun to surge again, driven
by many interacting factors,
including increasing input
costs, cover crop cost-share
programs, new GPS-guidance
technologies that facilitate new
ways of using cover crops, and
the arrival of oilseed (tillage)
radishes as a novel cover crop
with few residue management
challenges.
“It’s going to take some time
and effort for cover crops to
make a positive environmental
impact beyond individual
farms,” says Karen Brinkman,
acting state conservationist in
Missouri. “As more farmers
figure out how to effectively
plant and manage cover crops,
the practice will become more

mainstream. Once that happens,
the positive impact that cover
crops will have on soil health and
the environment could be huge.”
Through conservation
programs like the Environmental
Quality Incentives Program,
NRCS is working to help farmers
adapt those practices to their
farms.
“We’re ramping up our efforts
here in Missouri to ensure that
we can assist producers who
are interested in implementing
systems that improve soil
health,” Brinkman says.
“Cover crop management
today isn’t just a revisiting of
old practices abandoned by
the fathers and grandfathers
of today’s farmers. Innovative,
large-scale grain farmers have
started integrating cover crops
into their production systems
in ways that were never even
considered before.”
Using cover crops in soil
health management systems
offers a variety of on-farm
benefits, including building
organic matter, increasing the
soil’s water-holding capacity,
and suppressing pests, diseases
and weeds. And the benefits
of improved soil health extend
beyond the farm.
“Soils that allow good
infiltration and have good waterholding capacity reduce runoff
that causes flooding. Improved
infiltration also keeps nutrients
and sediment from being carried
off-site into nearby lakes, rivers,
and streams,” Reisner says.
—Source: Natural
Resources Conservation
Service

NEWS TO USE

Livestock Disaster Protection Act
Introduced in the U.S. House
Legislation would provide safety net
for livestock owners

T
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he National Cattlemen’s
Beef Association (NCBA)
supports the efforts of Rep.
Kristi Noem (R-S.D.) in
introducing legislation that would
provide a safety net for livestock
owners across the nation.
Under the Livestock Disaster
Protection Act - the Livestock
Indemnity Program (LIP), the
Livestock Forage Program
(LFP) and the Emergency
Livestock Assistance Program
(ELAP) would be extended
for five years and would apply
retroactively to cover losses in
fiscal years 2012 and 2013.
“While cattlemen and
women need the certainty that
would be provided through a
permanent disaster program in
a full five year farm bill and we
continue to work toward that
goal, we appreciate the efforts

of all members of Congress in
keeping disaster assistance part
of the national dialogue,” said
Scott George, NCBA President
and a dairy and beef producer
from Cody, Wyo. “The continued
drought which has now covered
more than 70 percent of cattle
country has impacted all of our
ranches. Cattle producers need
the tools necessary to manage
the risks associated with
mother-nature.”
The nation’s livestock
producers have been hard hit,
with the current drought across
the country only adding to the
effects caused by multi-year
droughts in some of the largest
cattle production areas. The
drought has been a major factor

Show-Me-Select™
Replacement Heifer Sale
7 p.m. • May 17, 2013

Joplin Regional Stockyards

I-44 East of Carthage, Mo. at Exit 22

350 Crossbred & Purebred Heifers

Breeds & crosses include: Angus, Amerifax, Hereford, Gelbvieh, Limousin,

Red Angus, Simmental and Salers x Normande.

A few heifers will carry ⅛ Brahman. About 90% are black or black whiteface
Many are synchronized and AI bred. Several Tier Two heifers in the offering.
Pre-sale catalog listing: http://www.swmobcia.com/

Video preview and sale may be viewed at
www.joplinstockyards.com.
Click on Video Auction. On-line bidding may be arranged in advance.

Program Requirements:

• Heifers have met minimum standards for reproductive soundness, pelvic size, body
condition and weight and are free of blemishes.
• Heifers have been bred to bulls meeting strict calving ease/birth weight EPD
requirements.
• A strict immunization program has been followed including official Brucellosis calfhood
vaccination. All heifers have been found negative for BVD-PI.
• Heifers will calve from mid-August to November 30 and were preg checked within 30 days
of the sale.

Consignors Include:

Cupps Farms, Shell Knob; John & Janet Massey, Aurora; Ladd Ranches, Sparta; John Wheeler,
Marionville; Sampson Farms, Hartville; Mast Farms, Lamar; Sam Schaumann, Billings;
Jerry Carnes, Diamond; Quinton Bauer, Verona; Kleffner Farms, Brinktown; Jera & Jace Pipkin,
Republic; Kunkel Farms, Neosho; Wyss & Kruse Farms, Russellville; Bart Renkoski, Purdy;
Kleiboeker Farms, Wentworth; Potts Farms, Jerico Springs; Charlie Neidert, Neosho;
U of MO Southwest Center, Mt. Vernon; G & J Anderson Ranch, Seligman

For more information contact: Eldon Cole
417.466.3102 or 466.3386 • colee@missouri.edu
http://www.swmobcia.com/

CONTINUED ON PAGE 15

Missouri Beef Industry Council Regions

MISSOURI BEEF INDUSTRY COUNCIL
DIRECTOR ELECTION
LEGAL NOTICE
Notice is hereby given that the Director of Agriculture will be
conducting an election to fill three positions on the Missouri
Beef Industry Council Board of Directors. One regional
council member is to be elected in each of Regions 1, 4 and
one member is to be elected at-large. Terms of office are
three years.
Any cattle producer within the specified regions of the State
of Missouri who is producing cattle for market and the
legal owner of one or more head of cattle becomes eligible
to vote in the election by registering at his/her respective
Farm Service Agency (FSA), or electronically at http://mda.
mo.gov/councils/ prior to July 20, 2013. Cattle producers
who have voted in any of the previous five (5) elections are
not required to register unless their address has changed.
The Missouri Department of Agriculture will mail ballots
to registered producers August 19, 2013. Ballots must be
postmarked no later than August 31, 2013 to be valid.
Any qualified producer may be nominated and have his/
her name placed on the ballot provided the independent
nomination is accompanied by petition of not fewer than 100
producers in the nominee’s region and written permission of
the candidate. Petitions must be delivered to the Director of
Agriculture on or before July 20, 2013. Petition forms are
available from the Missouri Department of Agriculture by
calling 573-751-5633.

Region 1
Andrew
Atchison
Buchanan
Caldwell
Carroll
Cass
Chariton
Clay
Clinton
Daviess
DeKalb
Gentry
Grundy
Harrison
Holt
Jackson
Johnson
Lafayette
Linn
Livingston
Mercer
Nodaway
Pettis

Platte
Ray
Saline
Sullivan
Worth

Region 2
Adair
Pike
Audrain
Putnam
Boone
Randolph
Callaway Ralls
Cole
St.
Charles
Clark
St. Louis
Cooper
Schuyler
Franklin Scotland
Gasconade
Shelby
Howard
Warren
Jefferson
Knox
Lewis
Lincoln
Macon
Maries
Marion
Miller
Moniteau
Monroe
Montgomery
Morgan
Osage

Region 3
Bollinger
Ripley
Butler
Ste.
Genevieve
Camden
St. Francois
Cape Girardeau Scott
Carter
Shannon
Crawford
Stoddard
Dallas
Taney
Dent
Texas
Douglas
Washington
Dunklin
Wayne
Howell
Webster
Iron
Wright
Laclede
New Madrid
Madison
Mississippi
Oregon
Ozark
Pemiscot
Perry
Phelps
Pulaski
Reynolds

Region 4
Barry
Barton
Bates
Benton
Cedar
Christian
Dade
Greene
Henry
Hickory
Jasper
Lawrence
McDonald
Newton
Polk
St. Clair
Stone
Vernon
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MANAGEMENT MATTERS
Branding Workshop Draws 200
from 4 States

Start freeze branding with help from these
simple steps
STORY & PHOTOS BY JOANN PIPKIN, EDITOR

C

attle branding is getting a
lot of attention in the Ozarks
these days as a means to help
stop cattle thieves. Nearly 200
farmers and ranchers from
Arkansas, Kansas, Oklahoma
and southwest Missouri turned
out for a workshop on branding
held March 26 at the Jackie
Moore Ranch north of Mount
Vernon, Mo.
Glenn & Kris Callison,
Simmental breeders, Verona,
Mo., were on hand to share
their experience with freeze
branding, while Bailey Moore,
Granby, Mo., Bruce Hall and
Keith Ketron, both from Mount
Vernon, Mo., demonstrated hot
branding.

The Callisons, who operate
a small herd, have been freeze
branding for more than a year.
Kris says they did a lot of
research before seeking help
from their veterinarian, Dr. Mike
Bloss, for their first branding
experience.
“We prefer the freeze brand
over the hot brand because it is
less painful to the animal,” Kris
explains, “and more observable.
The more visible, the more likely
you are to deter theft.”
The Callisons typically brand
calves at weaning, around 600700 lbs., when they typically do
other herd health work.
While some might argue that

branding is too expensive or
time consuming, the Callisons
would disagree. “It’s a good
insurance policy to help protect
my cattle from theft,” Kris notes.
“That’s a lot cheaper than losing
a calf.”
The freeze branding
technique is useful on darkhaired cattle and horses as
the new hair comes in white if
the branding is done properly.
According to University of
Missouri Extension Livestock
Specialist Eldon Cole, hide
damage is typically less of a
problem than with the hot iron
brand.
However with freeze
branding, extra supplies like
dry ice and a 99% alcohol
or gasoline is required to
super cool the iron. With this
procedure, a copper iron must
be applied to the hide around
40 seconds which requires

May 2013

good restraint of the animal.
The time expense may be a
deterrent to some producers
who get in a hurry. Freeze
branding is typically used more
by seedstock producers as
well as cow/calf operators as a
means of herd ID instead of ear
tags. Stocker cattle producers
usually rely on the hot iron
method.
Callison’s presentation
gave a step-by-step rundown
of how to freeze brand. See
photos and sidebar below.
Questions on branding or the
Missouri Branding Law may
be directed to University of
Missouri Extension Livdestock
Specialists or to the Missouri
Department of Agriculture,
Animal Health Division,
Jefferson City. Additional
information is available on
the web at http://mda.mo.gov/
animals/livestockbranding.php.

A general step-by-step process to freeze branding is identified in photos 1-4
below. (1) Clip the brand site as close as possible.Cattlewoman Kris Callison
suggests using surgical length blades. (2) Use 99% alcohol & dry ice for the
coolant. Have a timer and saturate the brand site with the alcohol then apply
the brand. (3) Rock the brand so all points receive equal pressure. Keep
time and for most cattle 45 seconds is sufficient. (4) Be patient. The branders should be cooper or brass. A freeze brand applied properly is easily seen.
According to Callison, the whole idea behind freeze branding is to “kill” the
hair follicles so that it grows back in white. —Source: Eldon Cole, MU Ext.

1.

2.

3.

4.

13 Ways to Be Wise
with Freeze Branding
Use copper irons.

Reduce the temperature
of the liquid coolant to
approximately—106°C or—
157°F.

3.

Immerse the irons in a
liquid coolant and dry ice bath.
Make sure the liquid covers the
irons completely.

4.

Allow at least 20 minutes
for the irons to cool the first
time.

5.

Meanwhile, move cattle up
the chute and clip the area to be
branded. Avoid branding on the
flank or paunch area.

6.

Clip the area to be
branded. Fine-headed clippers
are desired.

Equipment Needed for Freeze Branding
•

Cooper freeze branding irons—size depending upon the size of
the cattle.

•

Hair clippers—a special head is available for closer clipping.

•

Source of electricity or a generator for power to run clippers.

7.

•

Container with cleaning solution for the clipper head.

•

8.
9.

Container for the liquid coolant, preferably aluminum and large
enough to contain all the irons. A special cooler is available for
liquid nitrogen.

•

Dry ice. Be sure enough is on hand. Approximately 50-75
pounds will be required for an 8-to 10- hour day of branding
operation. Liquid nitrogen is often hard to obtain and
arrangements for its purchase should be made in advance. If
liquid nitrogen is used, no dry ice is needed.

•

Container for solvent to squirt on the animals’ hide. An old soap
container from the kitchen will work for this.

10.

•

Sack or cloth to rub off excess dirt.

•

At least two workers.

•

Good working corrals and pens.

11.
12.

•

Watch with second hand.

•

Preferably someone to record brands for production records.

SOURCE: OKLAHOMA STATE UNIVERSITY

1.
2.
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Soak the clipped area with
the same solvent as used in the
dry ice.
Rub off the liquid.

Re-soak the area and
apply the cold branding irons.

Apply the irons firmly
for 40-45 seconds—some less if
fine-headed clippers are used.
Time with a stopwatch.

After each animal is
clipped wash the clipper head in
a small can of liquid solvent.

13.

If a branding iron needs
to be used twice, such as 22
or 33, allow at least 1 minute,
preferably more, for the irons to
cool between brandings.

Hot iron branding is a popular method of animal identification for stocker
operators. Whether using the hot iron or freeze method, branding is becoming more popular in the Ozarks a means to deter cattle thieves. In Missouri,
brands must be approved and registered with the Missouri Department of
Agriculture. Additional information on how to obtain and register a brand can
be found online at
http://mda.mo.gov/animals/livestockbranding.php.

—Source: Oklahoma State University

Growing Interest in Branding
Giving Rise to Common Questions

S

outhwest Missouri beef
cattle producers have
shown a great interest in
branding their cattle this winter
and spring following several
instances of cattle theft.
With that growing interest
in branding, there have also
been a number of commonly
asked questions, according
to Eldon Cole, a livestock
specialist with University of
Missouri Extension.
“It seems a lot of cattle
owners have the same basic
concerns and questions. It
is good that so many cattle
owners are now considering
branding It just makes sense
to invest a few dollars to
provide a bit of insurance to
guard against cattle thieves,”
said Cole, who has over 40
years of experience as a
livestock specialist.
Cole offers the following
answers to common questions
he has received the last few
months.

larger in diameter and have 2 or
more characters,” said Cole.

Q: How can a person look
at some brands currently
registered in Missouri that might
help them design their own
brand?
A: “The printing of the last
official brand book happened
in 2012. Copies may be found
in some county sheriff offices,
county recorder of deeds,
some MU Extension Centers
and some livestock markets,”
said Cole. The brands may
also be viewed online at:
http://mda.mo.gov/animals/
livestockbranding.php

Q: Which is best -- a freeze
brand or a hot iron brand?

A: According to Cole, freeze
brands require much more time,
patience, a set of clippers, a
coolant and they have variable
results. The brand can also
be altered with coloring for a
short time. However, they are
Q: How big does the brand need very attractive on dark haired
animals and freeze branding
to be?
A: “The law states the
CONTINUED ON PAGE 29
brand must be 3 inches or
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MANAGEMENT MATTERS
Beef Quality: What’s at Stake?

Food safety, eating satisfaction are most
important consumer concerns for beef
BY MELISSA HUDSON

T

here are very different ideas
and definitions of beef
quality depending on whom you
ask. The cattle feeder values
live animal characteristics
and feeding profitability, the
packer more highly values

USDA quality grades and yield
grades. To the retailer and
restaurant industry, quality is
related to what the consumer
prefers and will spend his/her
money on. Frequently, we use
the terms beef quality and USDA
quality grades interchangeably.

Greener pastures for your business future.
At FCS Financial, our business is built on strong relationships and the values of
Missouri’s farming communities and producers just like you. We understand the
challenges that you face as a livestock producer. Call us to learn more about the service,
loans and financing we provide customized to your needs.

gary tompkins

Vice President, Team Leader
573.338.4367
gary.tompkins@myfcsfinancial.com

matt hardecke

Vice President
573.747.9760
matt.hardecke@myfcsfinancial.com

Growing Relationships. Creating Opportunities. is a trademark of FCS Financial, ACA.

However, USDA quality grades
only assess carcasses based
on animal maturity at slaughter
and the amount of intramuscular
fat deposition (marbling),
and assign a grade of Prime,
Choice, Select, or Standard (for
carcasses of A or B maturity).
The more marbling a carcass
has, the higher the quality grade
and the greater the economic
value. However, beef quality,
in the eyes of the consumer,
encompasses much more. Food
safety, visual appeal, palatability
(which includes tenderness,
juiciness, and flavor), ease
of preparation, and versatility
are all considered important
by consumers. Consumer
satisfaction is the cornerstone
of any sustainable industry;
therefore, beef producers must
listen to consumer feedback
and employ practices that will
improve beef acceptance.

Another Marketing Option to Help You
Get More for Your Cattle

com·min·gle
ko'miNGge'l. Verb: Mix; blend.

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

GIVE COMMINGLING A TRY!

From Sept. 9, 2012-March 25, 2013 JRS commingled 8,762 head for 1,360 producers!
Arrive by 4 p.m. on Sundays to be commingled

NO COMMINGLING CHARGE FOR CUSTOMER!
Call 417-548-2333 for more details.
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The National Beef Quality
Audit, conducted every
five years by the National
Cattlemen’s Beef Association
and last evaluated in 2011,
sets out to provide the beef
industry with guideposts and
measurements regarding the
quality of the US beef supply.
Across all production segments,
the two universally important
concerns identified in the recent
audit were food safety and
eating satisfaction (tenderness
and flavor). So, what factors,
genetic and environmental,
affect eating satisfaction? How
can beef producers make
decisions to improve consumer
satisfaction and strengthen
beef’s position in the US protein
markets, as well as improve
marketing opportunities for
producers retaining ownership
of their cattle through slaughter
and selling beef directly to the
consumer or via a partnership
with local grocers?
When asked, more
consumers identify tenderness
as the primary trait of
consideration for assessing
beef palatability. In the past
five years, the percentage
of carcasses grading Prime
and Choice (the two highest
grades) has increased from
55% to 61%, which is a
positive sign. However, in a
collaborative, multi-institutional
project published in 2005, the
relationship between carcass
traits and meat palatability of
14 breeds of beef cattle was
evaluated and the results were
a bit disheartening. Steaks
from over 7,000 calves were
evaluated and the researchers
concluded that the relationship
between marbling and beef
tenderness is low, which
means that even carcasses
of acceptable USDA quality
grades may yield steaks that are
deemed unacceptable in terms
of tenderness by consumers.
Unfortunately, there are not welldeveloped systems in place to
evaluate meat tenderness prior
to the consumer purchasing it.
Researchers at USDA
Meat and Animal Research
Center in Clay Center, Neb.,
hypothesized that the majority
of differences seen in meat
tenderness relates to differences
in how meat tenderizes naturally
after slaughter, during the aging
period. The overall role of
genetics in this mechanism is
hard to pinpoint, as there is as
much variation within a breed
as there is between breeds,
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and as of yet, no EPDs or reliable genetic markers are available for
of providing a strong safety net.
LIVESTOCK PROTECTION ACT
assisting with genetic selection. However, limiting the amount of Bos CONTINUED FROM PAGE 11
My bill gives some long-term
indicus breeding to 25% or less significantly reduces the incidence of
certainty to our livestock owners
tough beef. Fortunately, there are techniques that can be done post- in lower yields and subsequent
so they’ll keep on taking the
slaughter to improve beef tenderness. Tenderization occurs at the
risk to contribute to our state
high costs for hay and feed
same rate for beef that is dry-aged or wet-aged (wet-aging refers to
grains, forcing many ranchers to and nation’s robust agriculture
beef that is refrigerated but not frozen in vacuum-sealed packaging). sell their cattle.
industry.”
A minimum of 14 days of aging drastically reduces the variation
Rep. Noem had previously
“The risk our farmers,
observed in meat tenderness. Therefore, simply ensuring that
introduced this legislation on
ranchers and all livestock
beef is aged a minimum of 14 days prior to delivery for consumer
Apr. 26, 2012. The House
owners take is undeniable,”
purchase can increase tenderness and consumer acceptance. In
of Representatives voted to
said Rep. Noem. “The extreme
addition, if processors or retailers have the capability, uniformly
weather we see across America approve livestock disaster
injecting cuts of beef with a food-grade calcium chloride solution can - from drought to flood to
assistance on Aug. 2, 2012 by a
induce more rapid and extensive tenderization by activating the main freezes to the extreme heat vote of 223-197.
mechanism of natural tenderization without detectable differences in
—Source: MCA Prime Cuts
demonstrates the importance
flavor desirability or juiciness.
With respect to beef flavor and juiciness, as marbling increases,
the “beefiness” or beef flavor profile
intensifies and meat retains more
juiciness even when cooked to greater
degrees of doneness, all of which
improves the eating experience for
consumers. USDA quality grades of
moderate choice and higher yield beef
with greater acceptance for both flavor
and juiciness. But, what influences
marbling ability in beef cattle? First
and foremost, cattle must possess
the genetics for marbling (which is a
combination of increased intramuscular
fat deposition relative to size of the
muscle). However, beyond that, cattle
must be managed in such a way as
to allow them to realize their genetic
potential. Ensuring an adequate level of
nutrition is critical, and cattle receiving
higher levels of energy (often associated
with grain-based finishing) have a
greater potential to realize their genetic
potential for marbling at younger ages.
In addition, limiting the use of growthpromoting implants to a single dose
and foregoing the use of beta-agonists
can mitigate potential negative effects
on quality grades. Other management
practices to be avoided to limit
detrimental effects on marbling and flavor
include delayed castration of bull calves,
high-stress handling prior to slaughter,
and ineffective animal health programs.
Lastly, preparation techniques can
have significant effects on the overall
®
acceptance of beef. Developing a good
relationship with consumers and/or a
local grocer to educate consumers on
The responsible choice for your caTTle.
proper preparation can help ensure a
good eating experience, especially for
a proactive alternative for:
cuts of meat that are known for their
· improved feed uptake
less desirable attributes. Whether selling
· lower morbidity
animals at weaning or selling beef at the
farmer’s market, we all play a major role
· lower mortality
in ensuring that our consumers are well
and properly educated and are provided
Yvonne Koontz - texas - YKoontz@lallemand.com - 806.773.9575 • Glen loseKe - nebrasKa - GloseKe@lallemand.com - 308.627.5275
a beef product that is safe and exhibits
steph Jens - Wisconsin - sJens@lallemand.com - 920.400.9322 • Wade patterson - Kansas Wpatterson@lallemand.com - 620.870.9066
the standards of quality as deemed
noWell shaW - idaho - nshaW@lallemand.com - 208.867.9637 • anGel aGuilar, phd - indiana - aaGuilar@lallemand.com - 317.987.3187
important by the consumer.
KerrY barlinG, dvm, phd - texas KbarlinG@lallemand.com - 979.220.1914
—Melissa Hudson is assistant
michael WatKins - arKansas - mWatKins@lallemand.com - 870.688.1231
professor of animal science at Missouri
State University.
www.lallemandanimalnutrition.com
LALLEMAND ANIMAL NUTRITION

Be ProTernative

Tel: 414 464 6440 Email: LAN_NA@lallemand.com

© 2013 lallemand animal nutrition. proternative is a reGistered trademarK of lallemand animal nutrition.
“not all products are available in all marKets nor associated claims alloWed in all reGions.”
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MANAGEMENT MATTERS
What Affects Your Cows When
Breeding Season Begins?
Kansas State study reviews factors that
influence cow breeding
BY GLENN SELK

T

he breeding season is, or
soon will be, underway for
those herds that have a spring
calving program. The most
important factors that determine
if, and when, a cow returns to
cycling activity were studied
by Kansas State University

reproductive scientists. Over
a period of 7 years, Kansas
State scientists used more than
3,200 beef cows in estrous
synchronization studies. As
a part of these studies they
determined which cows were
cycling before the start of the
breeding season both before
and after synchronization

Body condition, age of the cow and the number of days since calving
were the biggest influences on incidence of cycling activity before
breeding in a study conducted by Kansas State University reproductive
scientists. —Photo by Joann Pipkin

treatments. They then looked
at the previous data about
each cow and determined the
major factors that influenced the
likelihood that she would have
returned to heat by the start
of the breeding season. The
research indicated that three
main factors were the most
important determinants as to
whether the cow would recycle
before the breeding season
began. Body condition, age of
the cow, and the number of
days since calving were the
biggest influences on incidence
of cycling activity before
breeding.

Body condition: Cows
ranged in body condition score
from 1 (extremely emaciated)
to 7 (very fleshy). As body
condition score increased the
percentage of cows cycling
increased in a linear fashion.
The Kansas data reported that
there was an 18% increase
in percentage cycling for
every 1 full condition score
improvement.
Age of the cow:

The
percentage of first calf two-yearolds cycling was about 10%
less than mature cows that were
having at least their second calf.

The extra nutrient requirement
for growth clearly limits the
cycling activity at the beginning
of the breeding season of twoyear-olds. Also two-year-olds
are in the stage of life where the
baby teeth are being replaced
by permanent teeth. Some
of these young cows have
problems consuming roughage
similar to “broken-mouth” older
cows. This explains why many
producers choose to breed
replacement heifers ahead of
the cow herd and therefore
give them more days before
the breeding season begins for
mature cows.

Numbers of days since
calving: Cycling activity was

also influenced by the number
of days since calving. For
every 10 day interval since
calving (from less than 50 days
to 70 days) the percentage
cycling increased by 7.5%.
A short calving season is
important because it allows a
higher percentage of cows to
be cycling by the start of the
breeding season.
—Source: Glenn Selk is
Oklahoma State University
emeritus extension animal
scientist

NOTICE:

OUT OF STATE BULLS CAN NO
LONGER BE SOLD AS GUARANTEED SOUND BREEDERS
UNLESS THEY COME WITH A NEGATIVE TRICH TEST
PERFORMED IN THE LAST 30 DAYS.
—Joplin Regional Stockyards
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Baytril® 100 (enrofloxacin) Injectable

There’s only one
Baytril 100.
®

It’s called Baytril 100.
Baytril 100 is the only enrofloxacin approved for
both control and single-dose treatment of BRD.

Your livelihood is important to Bayer.
Trust Baytril® 100 (enrofloxacin) Injectable — made by
Bayer and relied upon by veterinarians and producers
since 1998.
Other drugs may try to say they’re the same, but Baytril 100
is the only enrofloxacin approved by the FDA for:
• BRD control (metaphylaxis) in high-risk cattle
• Single-dose treatment of BRD

Baytril 100 — depend on it.
For use by or on the order of a licensed veterinarian.
Extra-label use in food-producing animals is prohibited.
A 28-day slaughter withdrawal in cattle is required.

©2013 Bayer HealthCare LLC, Animal Health Division, Shawnee Mission, Kansas 66201. Bayer, the Bayer Cross and Baytril are registered trademarks of Bayer.

BL13984
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recommends getting seed
early so that you know what
dormancy and germination
rates you will be working
with and determine the best
seeding time based on that.
Dormant seeding can be done
from early December through
mid-February. You can seed
pre-season from Feb. 15
through mid-June. Conventional
preparation and rolling includes
year, so it is difficult to put up
BY LAURA WOLF
broadcasting seed and then
on time. Even what does get
FOR CATTLEMEN’S NEWS
rolling again, drilling, or mixing
cut and baled runs the risk of
with fertilizer so that the small
developing a moisture problem
he establishment and
seeds will be applied to soil
because of wet weather in midmaintenance of native
rather than lost in wind or water.
May.
warm season grasses may be
You also have the option to
“Fifty percent of Missouri
a headache your operation has
broadcast into dead residual
hay may never make it through
avoided in the past, but Tim
plants or into a
Schnakenberg,
burned area using
agronomy
Nutrient
Removal
Comparisons
a conventional
specialist with
or no-till method.
the University of
Crop
P Removal K Removal P Removed K Removed
Specialized drills
Missouri Extension,
(lbs/unit)
(lbs/unit)
Per
Crop
Per
Crop
are available for
says it can be
(lbs)
(lbs)
such purposes.
worth the extra
Keep in mind
effort, especially
Corn Silage
3.6
9
72
180
that
the timing and
to increase
(20 ton)
method
of seeding
drought tolerance
will have an effect
Alfalfa
10
45
50
225
and reduce hay
on how you will
requirements.
(5 ton)
need to manage the
Native warmFescue
9
34
23
85
grass establishment
season grasses are
(2.5
ton)
and growth. Overall,
uniquely qualified
it is important with
to complement
Bermudagrass 9
34
36
136
native warm season
cool-season
(4 ton)
grasses to avoid
grasses and fill
planting too deep
Native
Warm
2
15
7
53
the grazing gap in
and beware of
July and August.
Season
residual herbicides.
Missouri’s native
Grasses
It is okay for native
warm-season
(3.5
ton)
warm season grass
grasses that best
seeds to be on top
fill the mid-summer
of the soil, since
gap include
that
is
how
they
propagate
seed more time to germinate
a cow,” Schnakenberg said. “I
switchgrass, Indiangrass,
naturally. Residual Grazon
challenge you to make sure this and the plants more time to
Blue Bigstem and Eastern
and GrazonNext can actually
grow before grazing. This is
doesn’t happen on your farms.”
gamagrass.
kill new seedlings, so keep an
important because native warm
He cited refusal as well as
Well-established warmseason grasses need to be at a accurate record of when the
feeding, storage and harvest
season grasses provide
losses as possible causes. That height of 12-18” before they are pasture has been applied with
palatable pasture for livestock
herbicides so that enough time
grazed, and should be grazed
is why there has been more
when harvested on time
will elapse before you begin
no shorter than six inches in
emphasis on hay schools, and
according to Schnakenberg.
native warm season grass
height. Grazing should also
native warm season grasses
The grasses dilute or eliminate
establishment.
be
avoided
on
native
warm
can
help
curb
the
problem
the endophyte toxin and can
Avoid applying nitrogen
season grasses after Sept. 1
by increasing palatability,
serve as a source of wellfertilizer at planting time,
to allow the grasses to build up
digestibility and intake.
timed quality hay if harvested
and keep application rates
carbohydrate
rood
reserves
to
As
with
anything
that’s
great
and stored correctly. They use
low even once the stand has
grow back the next season.
in the long run, native warm
fertilizers and soil nutrients
So after you’ve weighed the begun to grow. Schnakenberg
season grasses come with a
efficiently because of their
recommends 40-60 lbs. once
pros and cons of native warm
few drawbacks in the short
extensive root systems. They
the stand is growing and
season grasses and taken Tim
run. They can be costly and
also provide an excellent cover
another 30 lbs. after grazing.
Schnakenberg’s suggestion to
slow to establish; this means
for wildlife. (See table above.)
Native warm season
begin establishing the summer
that the grasses are not for
“It’s something that we
grasses
can provide a highforage
option,
you
may
wonder
the
heavy
grazer.
According
can do that’s not disturbing
quality
grazing
option to avoid
what the process looks like.
to Schnakenberg, seed can
to quail or deer populations,”
feeding hay in the summer
First, the site must be
be expensive, but the prices
Schnakenberg said.
months. It can take some
prepared
for
establishment.
change
rapidly.
In Missouri, fescue is
time and money to establish a
This includes spaying out
Establishment of native
the main hay base, which
healthy stand of the grasses,
fescue in advance using a
warm season grasses can be
is a dilemma as it is nearly
but with proper management
spray-smother-spray method in
slow and sometimes difficult.
impossible to put up as hay
even those costs can be
the fall or chemical burndown.
Low seedling vigor and
according to Schnakenberg.
minimized and recovered.
Several options exist
dormancy issues may prevent
Fescue will reach its ideal
for seeding. Schnakenberg
the stand from becoming
state around May 10 each

Worth the Effort

Warm season grasses can increase drought
tolerance, reduce hay requirements

T

viable for two to three years.
Remember to consider longterm goals and benefits and
don’t give up after the first
year. The area you plant may
look unpromising – weedy and
patchy – after the first year, but
that doesn’t mean it is a total
stand failure. It may just need
time to overcome dormancy
and other challenges.
It is still possible to develop
a healthy stand of native warm
season grasses, but it works
best in a management intensive
grazing system. If your cattle
are on several paddocks and
constantly moving, you are
able to give your native grass
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4,

%

ROI

*

(No, Really, It’s True)

For every $1 you spend on Ralgro, you get $40 back*
®

With beef prices at an all-time high, implanting with Ralgro® (zeranol) is one of
the smartest business decisions a cow/calf producer can make. Because each dollar
spent on Ralgro yields a return of $40 at sale, it helps ranchers meet world
demand sustainably – and build a better bottom line.

(ze ranol )

A withdrawal period has not been established for Ralgro in pre-ruminating calves.
Do not use in calves to be processed for veal. For complete information, refer to
product labeling.

*Based on 23 lbs gain and $1.75/lb sale price.
556 Morris Avenue • Summit, NJ 07901 • merck-animal-health-usa.com • 800-521-5767
Copyright © 2013 Intervet Inc., d/b/a Merck Animal Health, a subsidiary of Merck & Co., Inc.
All rights reserved. 1/13 BV-RA-48505-4 ROI P

48505-4CtlmnNws_FP_ROI_030113.indd 1

2/14/13 4:13 PM
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CONSUMER TRENDS
Making Beef Consumer-Ready
Check-off dollars help develop fresh,
convenience items
STORY & PHOTOS BY JOANN PIPKIN, EDITOR

W

ith an ultimate goal
of making beef an
easier choice for consumers,
encouraging one more beef
meal each week, national
check-off and federationdesignated dollars are working
to develop new convenient
fresh beef items.
“A lot of people look at
beef as not being convenient
to prepare, as being timeconsuming, outside of a
simple steak or ground beef,”
said Tim Straus, The Turover
Straus Group, which conducted
consumer research and
developed the convenient fresh
beef items unveiled at this
year’s Monett Beef Cattlemen’s
Conference.
Missouri Beef Industry
Council was interested in
conducting the consumer
research in order to better
understand beef consumers
said former MBIC executive
director John Kleiboeker.
“The world cannot process
and cook enough beef to equal
what is sold fresh through the
fresh case every year,” Straus
said. “Ten to 20 times more
fresh meat will be sold through
an average grocery store’s fresh
meat case than processed or
pre-cooked meat items through
the refrigerated or frozen foods
case. ”
The facts regarding
consumer desires are straightforward. “Over 50% of the
dinner meals that are prepared
are done so in 30 minutes or
less,” Straus pointed out at the
Monett conference. “75% of
meal plans are made the day
of with 38% made right before
the meal.” He added that 26%
of all dinner meals use a ready
to eat main item so that’s real
pressure on the fresh meat
case.
Consumers want to
purchase meals rather than
ingredients, Straus noted,
but they prefer to cook with
fresh ingredients instead of
convenience foods. They
ultimately still prefer to prepare
a meal. Straus labels what the

consumer wants is really “speed
fresh”.
“We have to make fixing
fresh beef as easy as going
out,” he said.
According to information
from MBIC, a convenient
fresh beef portfolio was
developed with the help
from Straus’ company, which
included a subset that can be
assembled by the butcher at
the grocery store level. The
subset of products to be locally
assembled are 3-in-1’s such as
beef strips and cubes that are
packaged with spices and three
recipe ideas, quick skillet steaks
and quick-cook oven roasts,
primarily the petite tender.
MBIC co-funded further
development of the products

Fresh ground beef can be browned
in the microwave in as few as six
minutes, while a ground beef burger
is ready to go in about 90 seconds.
A product developed by The Turover
Straus Group and unveiled at the
Monett Beef Conference showed
cattlemen how the fat (right) can be
separated from the finished product,
a package design aimed to appeal to
consumers.

Tim Straus, The Turover Straus Group, reaveals consumer trends to cattlemen during the Monett Beef Conference. He says convenient fresh beef provides a way to
make beef more accessible to consumers. Straus’ business is working with the Missouri Beef Industry Council to
unveil new beef products at Price Cutter grocery stores in
metro Springfield later this year.

including unveiling them publicly
at Price Cutter stores in metro
Springfield later this year. MBIC
will provide consumer media
support, funding for in-store
product demonstrations and
a variety of public relations
efforts including facilitation of
introducing the concepts to the
Missouri Association of Meat
Processors, farmers and other
allied industry groups.
Straus noted that by
implementing some “chef tricks”
the beef could be cooked faster
than traditional methods.
For example, a roast cooked
in a 400-425-degree oven will
sear the outside of the roast,
and still yield a nice, pink center.

A dusting of flour
on a cube steak
before cooking
helps maintain
its juiciness. Still
another chef
trick involves
the “thin to win”
motto, meaning
the thinner you
can cut the meat the more
tender it is, even a top or bottom
round, Straus said.
Microwave technology
also played a key role in the
development of the convenience
products. Salt, fat and sugar
attract microwave energy, brown
the outside and allows the meat
to reach a roasting temperature
in the microwave, Straus said.
A microwaveable roast as well
as a London Broil kit with simple
instructions for the oven and
grill are among the convenience
items developed.
Additionally at the
Monett conference, Straus
demonstrated how ground
beef could be browned in

the microwave in six minutes
and a ground beef burger in
90 seconds. The packaging
includes a “pocket” at the
bottom that collects the grease.
Straus says convenient
fresh beef provides a way of
making beef more accessible to
the consumer.
According to Kleiboeker,
there is increasing awareness
and knowledge of how
consumers are looking for fast
and convenient products to
help them manage their busy
lifestyles. The need spans
all generations including
Millennials who are not very
knowledgeable of beef cuts
and are usually hesitant to go
beyond ground beef, families
who need products that work
for different eating times and
seniors who are looking for easy
meals that can be made for one
or two people.
As Straus sums up, “It all
leads to one thing, ‘how do you
keep the consumer interested in
your product?’”
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RISEN RANCH
COWBOY CHURCH

presents

Best of the Best
Calf Roping 2013

THE RETURN

Saturday, June 1, 2013

Risen Ranch Arena • Carthage, Mo. • I-44 & Exit 22
(just west of Joplin Regional Stockyards)

Parking at JRS. Shuttle Service Provided. Handicap Parking Available.

9 a.m. - 12 p.m. • Visit Sponsors/Cowboy Meet & Greet/Lunch (held at JRS)
12-Noon • Presentation of Cowboys (held at JRS)
2 p.m. • Best of the Best Calf Roping
Calf Ropers
Calf Ropers
Adam Gray
Blair Burk
Bradley Bynum
Cimarron Boardman
Clif Copper
Clint Cooper
Clint Robinson
Cody Ohl
Cooper Martin
Cory Solomon
Fred Whitfield
Houston Hutto
Hunter Herrin
Jared Kempker

Joesph Parsons
Justin Maass
Matt Shiozawa
Monty Lewis
Ryan Jarrett
Scotty Shelton
Shane Hanchey
Shane Slack
Trevor Brazile
Tuf Cooper
Tyson Durfey
Bailey Moore
Skyler Moore

Event Sponsors

OGDEN
HORSE CREEK
RANCH

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

Trevon
417-366-0363

Lunch

Hamburger/Chips/Drink $8
Apparel
Hats $12/T-shirts $10

Kenny
417-466-8176

General Admission

16 & Up $15 • 15 & Under FREE
Reserved Seating Available $100 ea.

(tax deductible)
Can be picked up at JRS Mondays & Wednesdays
or will call day of event

PROCEEDS BENEFIT

RISEN RANCH
COWBOY CHURCH

www.risenranchcowboychurch.com

More Details online at
www.joplinstockyards.com
or call 417-548-2333
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“Alfalfa Has a Lot to Offer”

-

Consider quality, quantity regardless
of plans for use
lfalfa, the most widely grown
forage legume crop in the
world, has been underutilized
in the United States according
to Dr. Garry Lacefield, a state
forage specialist with the
University of Kentucky. Lacefield
worked with alfalfa in his doctoral
program, and has studied the
forage crop ever since.
“Every year I work with this
crop, I respect it more,” Lacefield
said during this year’s Southwest
Missouri Spring Forage
Conference in Springfield.
“Alfalfa has a lot to offer.”
Though most of the alfalfa
he saw growing up was used
for hay, Lacefield said he saw it
used for grazing for the first time
25 years ago in South America.
Quality and quantity are
important considerations no
matter how you plan to use an
alfalfa crop. Average yield in
Missouri is 3.4 tons per acre,
but Lacefield said the crop is
not for you if such a yield is your
goal. Test plots in Kentucky have
produced over 10 tons per acre
with careful management, proper
soil and a good year.
When it comes to quality,
we measure everything else in
the forage industry relative to
alfalfa. Quality is more difficult
to measure, since it can involve
testing for a wide variety of
factors such as total digestible
nutrients, protein, fiber and lignin

-

-

-

what they need to produce
as much as they can. This
means managing pests,
weeds, disease and insects.
Optimize yield, quality and
persistence so that your
animals get the most benefit
from the crop.
Harvest for quality Start
early, because the first
cutting will set the bar high
for quality and for how
many bales you will get
from each cutting. Yield
won’t be as high, but each
day you wait to cut, about
14% of the protein content
is lost. Sugars are at their

Adaptability
Relative between alfalfa yield and quality.
Alfalfa has
a deep root
system that
ld
makes it more
Yie
l
a
drought-tolerant
Tot
Stem Yield
F
o
than coolrag
e
season legumes
Dig
est
and grasses
ibil
ity
and allows it
to continue to
produce even
in a severe
Leaf Yield
drought that
causes coolseason grasses
to go dormant.
Vegetative
Bud
First Flower
Full-Flower
Quality Alfalfa
Source: Steve Orloff and Dan Putnam, UC Davis 2004
is next to
none in quality
forage. Management is
highest levels in the plants
an important factor in
at noon, but each hour of
To manage alfalfa for quality,
maintaining quality. It has
drying time is critical in
keep these four strategies in
high yield potential that can
the Midwest environment,
mind:
be converted to high levels
so choose cutting time to
- Establishment Alfalfa
of animal production per
optimize both. Once the
needs a higher pH, medium
acre with proper grazing
cutting is on the ground, be
to high phosphorus and
management. It can result in
careful to save the leaves
potassium, and a high
total season average daily
because they contain over
fertility soil. Seeds should
gain of over 2 pounds per
80% of the plant’s value for
be planted about a quarter
day.
feed and are also the most
inch deep to maximize soil
Nitrogen fixation Alfalfa
delicate part.
contact. Make it your goal
converts atmospheric
- Market for profit Target the
to grow a dense wheat-free
nitrogen to a usable
market so that your highest
stand.
chemical form for plant
quality product goes to the
- Production Give the plants
animals that need it.

-

-

Digestibility

A

content. However, the simplest
to measure and most important
factor is animal performance as
evidenced in average daily gain.
Lacefield outlined several
characteristics of alfalfa that
make it a desirable forage crop.

uptake at a high rate. In fact,
it builds up nitrogen credits
in the soil that will benefit
any crop that follows alfalfa
in a field.
Versatility Alfalfa can be
utilized for hay, silage or
grazing. While it needs
good soil with a higher pH,
it doesn’t have to be grown
in the perfect soil to perform
well.
Summer Pastures A
system can be utilized
to provide alfalfa grazing
during midsummer when
cool-season grasses are
often less productive.

Yield

BY LAURA WOLF FOR
CATTLEMEN’S NEWS
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MLS MINERAL SUPPLEMENTS + IGR HORN FLY CONTROL
MLS #12 BREEDER MINERAL
Mineral supplement designed for
mature cows and heifers prior to
and during breeding period. This
product is high in energy and has
concentrated vitamin and trace
mineral levels.

Jimmy Diel
580-747-0247
jim.diel@mlstubs.com

“BOTH CONTAIN”

AMAFERM

THE ADVANTAGE

MLS

MLS #12 HI MINERAL

This tub product is the ultimate
weather proof mineral supplement
for year round feeding to beef cattle.
Concentrated vitamin and trace
mineral levels plus high in energy.

®

www.mlstubs.com

Jeff Anslinger
816-244-7340
jeff.anslinger@mlstubs.com

Gary West
731-335-3023
gary.west@mlstubs.com
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FAST FACTS

PROTECT YOUR HERD’S
PERFORMANCE
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ADD SAFE-GUARD – ADD POUNDS
Choose Safe-Guard Because:

Research shows internal parasites can
cost a producer over $190 per head
over the lifetime of each animal in lost
performance1.
Safe-Guard goes straight to the gut to kill
internal parasites where they live.

Internal parasites threaten performance
-Reduce average daily gain (ADG)
-Reduce feed intake
-Can impair the immune system of cattle
Safe-Guard features broad-spectrum activity against internal parasites
Cooperia is now confirmed as the most prevalent internal
parasite in U.S. cattle herds (NAHMS 2009, 2010)
Internal parasite (Cooperia) resistance to macrocyclic lactone
compounds (endectocides) was confirmed in 2004 and
continues to grow2
In a peer-reviewed published study, calves infected with macrocyclic
lactone-resistant Cooperia had 7.4% less average daily gain and 5.4%
less feed intake3
Safe-Guard eliminates these resistant parasites3 (98.1% effective)

PROPER PARASITE MANAGEMENT
IS THE CORNERSTONE OF YOUR

ANIMAL HEALTH PROGRAM

Important Safety Information:
Safe-Guard 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
pre-ruminating calves. Do not use in
calves to be processed for veal.

Safe-Guard mineral, feed through
products and liquid feed:

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
pre-ruminating calves. Do not use in calves
to be processed for veal.

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
pre-ruminating calves. Do not use in
calves to be processed for veal.

Economic analysis of pharmaceutical technologies in modern beef production, John D. Lawrence and Maro A. Ibarburu, Iowa State University, 2007.
Gasbarre, L.C., Smith, L.L., Lichtenfels, J.R., Pilitt, P.A., 2004. The identification of cattle nematode parasites resistant to multiple classes of anthelmintics in
a commercial cattle population in the US. Proceedings of the 49th American Association of VeterinarParasitologists. Philadelphia, July 24-28 (Abstract 44).
3
Stromberg, B.E., et al., Cooperia punctata: Effect on cattle productivity? Vet. Parasitol. (2011), doi: 10.1016/j.vetpar.2011.07.030
1
2

556 Morris Avenue • Summit, NJ 07901 • merck-animal-health-usa.com • 800-521-5767
Copyright © 2013 Intervet Inc., d/b/a Merck Animal Health, a subsidiary of Merck & Co., Inc. All rights reserved. 3/13 BV-SG-49513

RESIDUE WARNING: Cattle must not be
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Enhancing Profitability Through
Preconditioning: Part II
Marketing plays big role in increased
profitability, preconditioning
BY GRANT MOURER

I

n part I, we reviewed
management practices that
would aid in a successful
preconditioning program
and why weaning and

18%
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preconditioning should be
considered. This article will
discuss nutritional issues
as well as importance of a
well-implemented marketing
program for producers.
Nutrition is second to none
in a successful and profitable
preconditioning program and
can make up almost 70% of
the preconditioning budget.
Producer’s main objective
should be to optimize health
and condition of cattle while
increasing gain at lower costs.
They should also be cautious to
getting cattle too “fleshy” while
preconditioning. A “fleshy” calf
that is destined to go on to low
quality forage after precondition
will lose much of the gain
that was achieved during
preconditioning. Buyers know
this and are also not willing to
pay for an overly fleshy calf.
However, if the calf will be going
directly to high quality forage or
to a grower yard and maintain
a positive energy balance high
rate of gain is justified (Lalman
et al. 2010).
Recent increases in feed
cost make preconditioning more
of a challenge to producers.
Feed and hay prices coupled
with record setting calf prices
make it tempting for producers
to sell directly off the cow
and they are leaving money
on the table when they do
so. Controlling feed costs by
forward contracting, using biproducts or using standing
forage such as winter wheat or
rye aids in the financial success
of any feeding situation. Cattle
during preconditioning cannot
remain stagnant; they must
gain during preconditioning
to add value. Value of gain in
some instances this fall was
hovering around $1.25/lbs,
for 450 lbs cattle entering in
to a preconditioning program.
This number may seem high,
however, in this particular
example the sale price used
was derived from cattle that had
been through a verified health
program and marketed through
the Oklahoma Quality Beef
Network (OQBN) on the 17th of
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November. So marketing plays
an enormous roll in enhancing
profitability in a preconditioning
program.
Marketing cattle as
preconditioned adds premiums
for sellers and buyers are
willing to pay premiums for a
number of reasons. Healthy
preconditioned calves have
increased average daily gain,
lower feed conversions, less
days on feed and lower cost of
gain. Maybe most important,
morbidity is less saving money
on antibiotics and death loss
will be 2.5-3.5% less (Cravey
1996). Over time a reputation
will develop for quality cattle
and marketing will become
easier with increased premiums
for producers. Integrity of the
verified program and the record
keeping process is paramount
to maintain trust and increase
confidence of buyers of weaned

calves.
It is important to remember
several things during weaning
and preconditioning. Stress
on calves is the major factor in
determining health and wellbeing of a calf. Quality healthy
cattle will always perform well
during preconditioning and that
translates into performance
through the grower and feedlot
phase of the industry. Control
of feed costs, while at the
same time adding gain, (which
may mean the use of implants
and ionophores) will lead to
profitability for producers.
Decision tools are available
online at www.beefextension.
com to help in accessing
management decisions with
your herd.
—Source: Gant Mourer is
Oklahoma State University beef
value enhancement specialist.

FARM TO MARKET

It’s Spring; Cattle Markets
Still Frozen
Choice-select spread widens amid weaker
select values
BY DERRELL S. PEEL

T

here seems to be a chill on
cattle markets…both literally
and figuratively. Cattle markets
remain hunkered down due
to weather and other impacts.
The unrelenting cold, wet spring
continues to have a variety
of impacts on both the supply
and demand sides of cattle
and beef markets. Domestic
beef demand is stagnant and
certainly seems to be lacking
the seasonal push that usually
accompanies warm weather.
Choice boxed beef cutout has
been hovering near the $190.
cwt. range with little sense of
direction the past three weeks.
The Choice-Select Spread
has widened seasonally but
is the result of weaker Select
values rather than strength in
Choice values. International
demand for U.S. beef has
also weakened amid Russian
concerns with Ractopamine and
weakness in major markets,
such as Mexico, where
relatively high U.S. beef values
have been aggravated by a
somewhat stronger dollar since
January.

There is growing evidence
that extended cold weather has
increased beef cow liquidation.
Total beef cow slaughter has
been up 11.1 percent the last
4 weeks after declining early
in the year. Year to date beef
cow slaughter is now down a
scant 3.7 percent from last year.
Increased beef cow slaughter
appears to be regionally
widespread, though regional
slaughter data are incomplete.
In Region 6, the Southern
Plains, beef cow slaughter has
been up 15.2 percent the last
four weeks but is still down
nearly 12 percent for the year to
date. Oklahoma auction data
confirms the recent increase
in cow culling as cow and bull
volumes in federally reported
auctions have been up nearly
23 percent since mid-March
after declining over 24 percent
from January through midMarch.
The latest Cattle on Feed
report also suggests weather
impacts on feeder markets.
Unexpectedly large March

CONTINUED ON PAGE 26
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PASTURE PROFITS

Wet Spring Good News for Forage
Growth; Drought Impacts Linger
Recent rains filling ponds; optimism over
prospects of first hay harvest

A

sk Robert Seay, Benton County staff chair for the University
of Arkansas System Division of Agriculture, what a wet spring
means for agriculture in the state and he’ll turn to one of the
newspaper clippings he keeps taped to his file cabinet.
The 2004 “Arkansas Democrat-Gazette” story reported that
7.25 inches of rain fell on Fayetteville’s
Drake Field in June of that year, and
Seay points to a favorite quote he calls “a
classic Ozark truism.”
“The rain would be good for more
farmers than it would be bad,” Johnny
Gunsaulis, Washington County extension
agent for the Division of Agriculture, told
the newspaper. “Farmers never root
against mud this time of year because it’s
gonna get dry!”
Indeed, the state-by-state drought
monitor website at the University of
Nebraska-Lincoln is already showing
that portions of north central, northwest,
south central, and southwest Arkansas
are trending toward abnormally dry
and moderate drought conditions. So a
rainy start for 2013 is not being taken
for granted by the state’s farmers and
extension agents, especially after the
painful drought of 2012.

impact on fodder as the year progresses, and Columbia County
Extension Agent Jerri Lephiew said there could be cause for
concern.
“The rain has been fantastic,” she said. “However, the cool
weather interruptions are holding back our warm season grasses,
which has livestock producers a little irritated. To me this has
seemed like a much more normal spring for south Arkansas, which
has me hopeful we are out of the high desert weather patterns.”

Despite rain, drought impact may linger

The combination of early rain and potential later drought can
have a substantial impact on the production of forage for cattle
and the future development of those herds. Pope County was one
of the areas hardest-hit by drought in 2012, and Phil Sims, the
county’s extension staff chair, is hoping the abundant spring rain is

CONTINUED ON NEXT PAGE

Conditions improving

According to the Cooperative
Extension Service’s April 14 Crop
Progress and Condition report, 43 percent
of pasture and range was in good or
excellent condition. Non-alfalfa hay was
42 percent good or excellent and 47
percent fair.
“We finally do have our ponds full
again,” said Jesse Bocksnick, county
extension agent for Sebastian County.
“We are muddy right now, but you can
tell how bad it has been in the past due
to the lack of complaining or griping by
producers about the rain. Everyone is
afraid to jinx the moisture and are praying
that we continue to get this in June, July,
and August.”
The hay for the first cutting is shaping
up nicely, he said, and growers are
expecting to get some good production.
“The cool season grasses like rye
grass have exploded with growth the last
week putting on several inches of leaf
which greatly increase the amount of
usable forage,” said Bocksnick. “We have
had producers getting stuck in pastures
with no complaints. When the sun is out
and the wind is blowing though it seems
to dry out very quickly.”
But the recent lower-than-normal
temperatures can also have a negative
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FROZEN MARKETS
CONTINUED FROM PAGE 24
feedlot placements were
largely concentrated in Texas
and Kansas. The Kansas
placements were mostly heavy
weight feeders from winter
backgrounding programs. In
contrast, the Texas placements
were spread across lightweight
to heavier feeder cattle and
were likely partly the result of
drought-induced sales. Some
may have been directly from
cow-calf liquidations and others
the result of forage shortages
in winter stocker programs.
The fact that large placements
occurred in conjunction with
weak feeder cattle prices
suggests that the movement
was more of a supply driven
market situation rather than
demand driven.
The Cattle on Feed
numbers may also suggest
implications for the broader cow

herd. The number of heifers on
feed has fallen sharply since
the middle of 2012. The April
1 heifer on feed inventory was
down 7.6 percent year over
year. However, this value is
less of a decrease than the
January 1 heifer on-feed total,
which was down 9.5 percent
from the previous year. This
likely indicates that much of the
increased feedlot placements
were heifers, probably including
some heifers designated as
replacements in the January
inventory report.   The
combination of increased beef
cow slaughter and relatively
more heifers on feed at this
point likely means that any
prospects to avoid additional
beef herd liquidation in 2013
may already be seriously
eroded.
—Derrell S. Peel is
Oklahoma State University
extension livestock marketing
specialist.
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WET SPRING
CONTINUED FROM PAGE 25

winter annuals were planted,”
Willis said. “There seems to
be an abundance of weeds in
pastures.”
Last year, according to a
Cooperative Extension Service
report, drought had a $128
million impact on the beef cattle
industry in Arkansas, costing
producers an estimated $141
per head. That had an impact
on associated industries of $4.4
million in labor and income, and
$8.1 million in value added.
It also led to 3 percent of
ranchers planning to sell all their
livestock.
—Release by University of
Arkansas Extension

epic film Troy (2004) playing
opposite Brad Pitt. Following his
debut in Troy, Garrett went on to
Friday Night Lights (2004) and
Tron Legacy (2010). His latest
roles include Country Strong
(2011), in which he plays a rising
young country star opposite
Gwyneth Paltrow, as well as On
the Road, in theaters now.

protein: “The Strip steak has lots
of protein…and your appetite’s
attention.” Another ad reminds
you that a dinner with beef “has
iron. The most lean, delicious
and tender iron known to man.”
The print advertisements
will appear in monthly national
magazines with an emphasis on
food, health/fitness, parenting,
lifestyle and men’s sports.
In addition to traditional print
placements, the campaign will
appear across a wide range
of digital platforms, such as
22 tablet versions, online
radio stations (e.g., Pandora),
video websites (e.g., Hulu),
social networking sites (e.g.,
Facebook) and popular recipe
websites (e.g., AllRecipes.
com). State Beef Councils will
extend the campaign through
print, radio, digital, in-person
promotions, sporting events,
outdoor advertising and
more. Public relations, health
professional outreach, social
media and other promotional
efforts round out this integrated
effort.
—Source: Release by
Cattlemen’s Beef Board. Photo
courtesy The Beef Checkoff.

a sign that 2013 will be less dry.
“We’re cautiously optimistic,”
said Sims. “Pastures are
covered in weeds from the lack
of vegetation to protect the
soil surface and the Bermuda
grass is starting off real slow.
The cooler temperatures have
delayed the warm season
grasses.”
In Newton County,
Extension Staff Chair Adam
Willis said the green pastures
are already prompting cattle to
move off stored fodder.
“Cattle are really wanting
to quit eating hay and have
in some cases, especially if

CONSUMER TRENDS
Checkoff Launches New
Consumer Advertising Campaign
Thought provoking campaign sizzles
with new voice

T

he new “Beef. It’s What’s
For Dinner.” consumer
advertising campaign is
premiering this month, bringing
the recognizable tagline to
older millennials and Gen-Xers.
The new campaign, funded
by the beef checkoff, will
feature sizzling beef recipes,
juicy details about essential
nutrients and the voice of one of
Hollywood’s most promising new
talents.
“This campaign builds upon
the core benefits that only beef
offers -- its great taste and
10 essential nutrients. While
most folks just look at beef for
its sizzle or great flavor, it’s
made up of more than that. Its
nutrients are what make it the
most powerful protein and what
makes beef above all else,”
says Cevin Jones, chair of the
checkoff’s Domestic Consumer
Preference Committee and
producer from Eden, Idaho.
“It doesn’t hurt that the voice
delivering the message on
the other side of the radio
epitomizes health and sizzle
too.”

New Voice for a New Target

The new “Above All Else”
campaign aims to reach the next
generation of beef eaters – the
older millennial and Gen-Xer,
aged 25 to 44 –who care about
food and nutrition.
While keeping many brand
mainstays, such as Aaron
Copeland’s “Rodeo” music, the
new beef campaign is switching
up the voice behind the famous
words, “Beef. It’s What’s For
Dinner.” Sparking a new interest
for the older millennial and Gen
X target, Garrett Hedlund’s voice
will take a starring role in the
campaign’s radio spots. Garrett
personally represents healthful
living, and his strong, warm voice
is perfect for provoking new
understanding about beef.
“I’m proud to represent
America’s farmers and
ranchers,” Hedlund said. “I
grew up on my father’s cattle
operation, so I’m right at home
as the new voice of beef.”
Born in Roseau, Minn.,
Garrett spent his early years on
a cattle operation. He was just
18 when he landed a role in the

What’s Your Dinner Made Of?
Research has shown
that 45 percent of the target
demographic said they would
choose beef more often if they
knew about how its nutrients
compared to chicken. The new
campaign helps set the record
straight about beef’s essential
nutrients in an engaging and
educational way.   
That’s the question each
“Beef. It’s What’s For Dinner”
print advertisements asks.
It’s answered with bold copy
highlighting the nutritional
benefits of Beef along with
tantalizing food photography
reminding the consumer that
delicious can, and does go
right alongside nutritious. Each
advertisement calls out an
individual essential nutrient, like
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Purina® Wind and Rain® Mineral Tubs



The Most Consistent Intake of Any Mineral Formulation!
Ultimate Convenience and Weather Resistance

Available in several formulations including:
 Altosid® for horn fly control
 Availa-4® (chelated minerals from Zinpro) for
improved reproductive performance and aids the
immune system of stressed cattle.

Increase your Stocker Cattle gains with…
+ .24 ADG with Aueromycin® in combination with Bovatec®

Peaceful. Profitable. Horn fly free.

To learn more about Purina® Wind and Rain® Storm™ Formula Minerals visit your local dealer:
WESTVILLE, OK

ROGERSVILLE, MO

JASPER, MO

CHOUTEAU, OK

STARK CITY, MO

MOUNT VERNON, MO

GREENFIELD, MO

BUFFALO, MO

SPRINGFIELD, MO

MONETT, MO

EXETER, MO

ASH GROVE, MO

SHELDON, MO

MARSHFIELD, MO

DEERFIELD, MO

PURINA ANIMAL NUTRITION:

L& S Feed & Supply
(918) 723-4545

Barry County Farmers Coop
417-638-5513

Main Street Feed
(417) 869-5384
msf266@msn.com
Midwest Fertilizer
(417) 884-2870
cdahmer.midwest@yahoo.com

Gordon’s Feed & Pet
(417)753-8646
www.gordonsfeedandpet.com
Feed & More Country Store
(417)471-1410
www.feedandmorecountrystore.com
Main Street Feed
(417) 235-6680
msf@mo-net.com
Gordon’s Feed & Pet
(417) 468-5055
www.gordonsfeedandpet.com

Maneval, Inc Grain & Feed
(417) 394-2121
carmaneval@yahoo.com
Gordon’s Feed & Pet
(417)637-2730
www.gordonsfeedandpet.com

Barry County Farmers Coop
(417)835-3465
barrycountycoop@ymail.com
Midwest Fertilizer
(417) 966-7303
forknerkyle@gmail.com

www.CattleNutrition.com

L & S Feed & Supply
(918) 476-7234

Headings Bros. Feed
(417) 733-9315 or 733-2944

Gordon’s Feed & Pet
(417)751-3888
www.gordonsfeedandpet.com
Bud Mareth (417) 880-1152
Mark Grotheer (417) 825-3570
Wayne Hurst (405) 250-6700
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ECONOMIC INDICATORS

Heavy Cattle: Sorting the
Opportunities from the Challenges
Horizon: Packing plants look to reduce variation

E

veryone in the beef chain
seems to agree we need
more of it.
That’s the simple explanation
for a trend that shows hot
carcass weights (HCW) have
increased 200 pounds (lb.) in
four decades. But for all the
opportunities that presents, there
are many challenges.
John Stika, president of
Certified Angus Beef LLC (CAB),
talked about both at last month’s
Harlan Ritchie Beef Symposium
during Midwest American Society
of Animal Science meetings in
Des Moines, Iowa.
“The production side is
looking for something bigger
to cover their increased costs,”
he said, “but the retail and
foodservice sides are looking for
[more units of] something much
smaller that’s easier to manage
from a portion-control standpoint

and a unit-cost standpoint.”
Increasing HCW is like
adding many more finished
cattle. Stika noted Cattle-Fax
estimates show such increases
from last November into March
have made up for 256,000 head
of cattle.
As the nation’s cowherd
keeps falling back, increasing
HCW is good news overall for
beef marketers.
“They would rather have big
beef to sell than no beef at all,”
Stika said.
CAB data and supporting
records from the National Beef
Quality Audit (NBQA) show that
the market is getting more highquality beef in that mix, too.
Carcasses accepted for the
Certified Angus Beef ® brand this
year have a 7-lb.
heavier HCW
than average.
“If they gain
better, they eat
better, they’re
healthier,” Stika
said. “Their
carcass weights
tend to be up and
their grades tend
to coincide with
that.”
Data on more
than 2 million
head in the NBQA
records indicate
cattle with a
marbling score of
Modest or higher
were 14 lb. heavier than average.
That’s not a new trend, Stika
said. “But it’s a hot topic right
now because we’ve seen a more
rapid increase in carcass weight
than what we’ve historically been
used to.”
From 2008 to 2012, the
Angus-influenced or A-stamped
cattle increased 34 lb., to last
year’s 846 lb.
Economics and genetic
improvement are the main
drivers.
“If I’m a feedyard operating
today at 20% to 25% excess
capacity, and I look at the
replacement costs of what I have
to buy—feeder cattle to replace a
pen of cattle that I ship out—the

economics, at times, begin to
work rather nicely that I just feed
those cattle longer,” he said.
Many packing plants in an
industry at 10% to 15% excess
capacity have tried to increase
efficiency by increasing the upper
limit on HCW and decreased
discounts for those just over the
line.
In response, the feeding
industry more broadly adopted
the use of beta-agonists. Those
may decrease marbling scores,
Stika said, but the best way to

mitigate their negative impacts is
to feed cattle longer.
“How are we going to take
these cattle once they’ve hit the
plant and add value, or remove
the discount that’s associated
with them today?” he asked.
The industry has already
made some adjustments on
everything from how many
pieces of meat go in a box to
cutting methods.
“Retail doesn’t use a lot of
forklifts and is heavily dominated
by unionized labor, so there are
certain limits in terms of what
those boxes can weigh,” Stika
said.
Labor challenges are
also part of the problem at

foodservice where 75% of
restaurants still cut their own
steaks, but there’s a developing
trend toward breaking down
some popular subprimals to
smaller cuts.
“You’ve got some different
options that are starting to catch
on very nicely at foodservice,
but it’s not the end-all and beall,” Stika said. “You have higher
production costs and lower
product yield.”
Down the road, packing
plants are looking at more ways
to reduce variation.
“How do we
make sure the
smallest rib that we
have is not in the
same box with the
heaviest rib?” Stika
asked. That’s one
common break in
boxed beef already,
between the largest
ribeye areas and
the smallest.
But it’s not just
about the middle
meats, he said,
and the range in
product difference
continues to grow
as carcasses do.
Plant logistics and inventory
management are the biggest
hurdles to implementation.
So are increasing carcass
weights an opportunity or a
challenging issue?
“The answer is, it’s reality,”
Stika said, “and probably a
little of both. It’s allowed us to
maintain beef production levels
with fewer numbers, but the
issues we have are real. If we
want to continue to drive beef
demand forward, we’ve got to
continue to provide more value
to our consumer if we’re going to
expect them to pay more for it.”
—Release from Certified
Angus Beef.
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BRANDING Q&A • CONTINUED FROM PAGE 13

feeder cattle or breeding stock should view the brand as their mark
of pride. It really can enhance their marketability,” said Cole.

does inflict less hide damage than the hot iron brand. The hot iron
will require less time. It also gives a higher degree of readable
brands when used by a good brander. “Clipping the long hair off
a brand site improves readability on both types of brand. Stocker
operators lean toward a hot iron brand. This is because they will
own the animal for a short time,” said Cole. “Just remember, it is a
personal preference for the individual cattle owner.”

Q: Are there any restrictions on branding numbers on my cattle for
within-herd identification?

Q: What’s the best source of heat for a brand?

A: “There is a bit of personal preference involved. Electric is
more popular now, so long as you have power or a generator at the
corral. Some have devised effective propane heaters, but a wood
fire still works also,” said Cole.

A: “The brand law states that the in-herd ID must be at least
10 inches apart from the ownership brand. Otherwise, there are no
restrictions,” said Cole.

Q: If I buy branded cattle how can I protect myself?

A: “Request a bill of sale from the seller. It should describe the
brand, cattle type and sale date. The county where the animals are
located determines which Sheriff investigates ownership disputes.
He may call on the services of a veterinarian, approved by the
director of agriculture, in reading the brands,” said Cole.
—Source: University of Missouri Extension release.

Q: What does an electric, 2-character iron cost?
A: “Between $100 and $125 in the
catalogs I’ve seen,” said Cole.

Q: I run cows and calves. When should I
brand the calves?

A: “The traditional age is from 2 to 4
months,” said Cole.

Q: Will the brand get excessively large if I
brand the calf when it is young?

A: “The brand grows some and I’ve
visited with veteran branders about how
much they expand. Some believe there is
an animal to animal variation as well as the
location on the animal. One said the brand
that is 4 inches on a young calf’s hip will
probably end up about 6 inches at maturity.
I know of some producers that use irons of
different size for young calves or yearlings,”
said Cole.

TOOLS THAT
WORK AS HARD
AS YOU DO

Q: Would it be best to use a 2-inch brand on
little calves?

To improve health and performance
No matter the challenge, you need proven tools that
help you get the job done right the first time, every
time. The Elanco EDGE has the right tools when it
comes to consistently improving the health and
performance of every load.

A: “I would not recommend it,
especially if you have what I call a brand
that is too busy. A 2-inch brand could end
up with poor clarity,” said Cole.

For tools designed to improve your
bottom line, learn more about what
the Elanco EDGE can do for your
operation by contacting your Elanco
sales representative, visiting elanco.
us or scanning this mobile QR code.

Q: Do I need to apply something to the hot
iron brand to speed healing?

A: “Most do not, but it might make you
feel better and cause the brand to heal
more quickly. Various oils or ointments
would work,” said Cole.

For Rumensin®: Consumption by unapproved species
or feeding undiluted may be toxic or fatal. Do not feed to
veal calves.

Q: I’m from a neighboring brand state but
since I plan to lease Missouri pasture for
my cows, should I register my brand in
Missouri?

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

A: Yes.

Q: Do I need to clip the brand location if I’m
using a hot iron?

A: “It depends on the amount of hair
on the animal. Removing long hair will give
you a clearer brand but is not necessary if
hair in that location has already shed,” said
Cole.

Q: The increased interest in branding is
likely due to theft protection. What are other
reasons to brand?
A: “Brands help settle ownership
disputes between neighbors. Brands serve
as the animal’s return address in case
of theft or straying. Producers of quality

Micotil® is a trademark for Elanco’s brand of tilmicosin injection.
Pulmotil® is a trademark for Elanco’s brand of tilmicosin.
Rumensin® is a trademark for Elanco’s brand of monensin sodium.
StandGuard® is a trademark for Elanco’s brand of gamma-cyhalothrin.
Tylan® is a trademark for Elanco’s brand of tylosin.
Component®, Encore® and Compudose® are trademarks of Ivy Animal Health, Inc.
© 2012 Elanco Animal Health.
STOCK 20286-4

USBBUMUL00066

Micotil® (tilmicosin injection) Important Safety
Information
See label on next page for complete use information,
including boxed human warnings and non-target
species safety information. Micotil is to be used by,
or on the order of, a licensed veterinarian. For cattle
or sheep, inject subcutaneously. Intravenous use in
cattle or sheep will be fatal. Do not use in female dairy
cattle 20 months of age or older. Use in lactating dairy
cattle or sheep may cause milk residues. The following
adverse reactions have been reported: in cattle: injection
site swelling and inflammation, lameness, collapse,
anaphylaxis/anaphylactoid reactions, decreased
food and water consumption, and death; in sheep:
dyspnea and death. Always use proper drug handling
procedures to avoid accidental self-injection. Do
not use in automatically powered syringes. Consult
your veterinarian on the safe handling and use of all
injectable products prior to administration. Micotil has a
preslaughter withdrawal time of 42 days.
For Pulmotil®: Feeds containing tilmicosin must be
withdrawn 28 days prior to slaughter.
CAUTION: Federal law limits this drug to use under the
professional supervision of a licensed veterinarian.
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MANAGEMENT MATTERS
Weak Calves, Tough Problems
Issues may trace to last summer’s drought
DR. CATHY BANDYK

W

hen I first started writing
CattleSense, I was
warned about committing to
a monthly piece. The wellintentioned concern was based
on a fear I would soon run out
of timely and relevant topics.
But even after 150 articles, I
haven’t exhausted the list of
challenges and
opportunities that
cow/calf producers
face. I knew
I was on track
with this month’s
subject after a single
morning included
calls about
three different
operations trying
to figure this
problem out.
The term
Weak Calf
Syndrome
(WCS) was
coined back in
the 1960’s, to
describe calves
that are dull
and listless, and
uninterested or
unable to nurse.
These animals
typically have
sub-normal body
temperature,
and may be
stained yellow at
birth. Some look
normal, or they
may have scours
and/or pneumonia; if treated,
response is poor. Death loss is
high.
“Perinatal calf mortality”
is the scientific term for calf
death during the first month
of life, and USDA estimates
these losses at 2.5 million head
annually. Across the industry,
5-6% is typical, but in a problem
year, mortality can jump to 25 or
even 50%.
In parts of the country,
the stage has been set for a
problem year. The primary risk
factor for WCS is dystocia, or
calving difficulty, followed by
disease challenges. Dystocia
can contribute to WCS two

ways: physical injury and
exhaustion, and brain damage
due to oxygen deprivation
(“hypoxia”). Drought during the
forage growing season, plus
severe winter weather at calving
time, can combine to trigger a
multi-faceted cascade of events
that puts calves at increased
risk
.
Here is one
likely
scenario:

Drought-

generate heat immediately
after birth. Cows became more
susceptible to disease and
parasites, further increasing
unmet nutritional requirements.
Deficiencies of trace minerals,
especially copper, selenium,
and cobalt, set the stage for
problems with mastitis, and calf
immunity and thermoregulation.
Thin, stressed cows have
more calving difficulty, and
longer deliveries, resulting
in injuries and hypoxia. The
yellow coloring mentioned
above comes from extended
struggling in an environment
contaminated with meconium
(initial calf fecal material).
These cows also produce less,
lower-quality colostrum and
milk, so their newborns get
inferior immune protection and
inadequate nutrition. Because
their own immune system is
weakened by stress,
the dams are
more apt

May 2013

events leading to Weak Calf
Syndrome.
Obviously, we have calves
entering the world with the odds
stacked against them. When
faced with a similar situation, or
if calves are already exhibiting
symptoms of WCS, key
responses should include:
 Check calving cows
frequently, and provide
shelter as needed (and
practical);
 Step in and assist with
births after as little
as 1 to 1 ½ hours of
unproductive effort;
 Dry newborn calves
immediately, and do all
you can to keep them
dry;
 Be sure all calves
receive adequate
colostrums (2 quarts
within 6 hours of birth, 2
more within 12);
 Ensure calves receive
adequate nutrition
beyond this initial
period;
 Minimize disease
exposure, from both
the environment and
other animals;
 Evaluate potential
need for

supplemental
vitamins or trace
minerals for cows or
calves.

stressed
pastures provided inadequate
nutrition to cows last summer.
Harvested feeds needed to be
fed for an extended period, but
the diet continued to be suboptimum, limited by feed quality,
availability and cost. Poor body
condition plus winter storms
widened the gap between what
was needed and what was
supplied. Fetal development
of the calves was altered,
including reduced deposition
of brown adipose tissue; this
is normally metabolized to

to carry
infectious
agents
that can
infect
calves both
before and after
birth. WCS is often associated
with BVD and leptospirosis.
During periods of cold stress,
cows may also shed greater
numbers of corona virus,
contributing to calf scours.
Finally, WCS is more likely
in aged cows, and recent
high calf prices have induced
some producers to keep older
breeding animals in the herd
“one more year.”
See the graphic above
for a more visual depiction of

In the big picture, the
focus needs to be on longterm prevention. Cows need
adequate, balanced diets
through all of pregnancy and
lactation. In one study, calves
of heifers that were proteinrestricted during late gestation
took half again as long to stand
and suckle, and their mothers
only produced 72% as much
colostrums as properly-fed herd
mates. Even when conditions
are challenging and feed prices
high, the value of preventing
early calf sickness and death
losses is likely far greater
than the cost of the extra feed
needed to accomplish this.
—Source: Dr. Cathy Bandyk
is with Quality Liquid Feeds.
This article is reprinted with
permission from the April 2013
issue of CattleSense.
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consistency in the Mix

❝Our experience with
our Roto‑Mix 745 is consistency
in the mix which has helped our
herd health. The 745 Roto‑Mix is
a well built durable mixer with
excellent dealer support.❞
—Brenda and Barney G. Prince, Hamilton, NY

Vertical Mixers
cyclone
• Double flighted
• Twin augers
• Six models

Vertical
xpress
• Twin augers
• Three models

Available in Truck, Trailer or Stationary
Available at:

620.225.1142
www.rotomix.com

Larson Farm & Lawn
524 North Main
Freistatt, MO
417-235-7279
www.larsonjd.com
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COMMENTARY

BUSINESS BEAT
Trichomoniasis in Missouri Business Offers On-Site
Equipment Maintenance
A leading state in Trich management
BY DR. JON HAGLER

C

alving season can be
such a rewarding time
for Missouri cattlemen.
Whether in the spring or
fall, watching a mother cow
nurture her newborn calf
helps us remember the very
basic elements of agriculture growing new life into the food,
fuel and fiber needed for the
world’s growing population.
Missouri’s cattle producers
take great pride and care in the
quality and health of their herds,
carefully making decisions
about genetics, vaccines, and
culling. The health program
of your livestock supplier is
just as, if not more, important
than the genetics. One of
the most important health
considerations is protecting
against Trichomoniasis (or Trich
for short) - a venereal disease
affecting cattle that can cut calf
crops by 50 percent or more.
Trich can be financially
devastating for cow-calf
producers and can severely limit
a purebred producer’s ability
to market bulls to producers
in other states and around the
world. We take that threat to our
cow-calf producers seriously.
The Missouri Department of
Agriculture has been very
aggressive when it comes to
Trich. Since implementing new
rules requiring Trichomoniasis
testing in 2011, we have
completed nearly 13,000
Trichomoniasis tests at the
Animal Health Diagnostic
Laboratory in Springfield.
That makes us a leading
state in Trichomoniasis
management. We take
a scientific approach to
identifying, controlling and
eradicating this disease,
quarantining positive animals
and ensuring producers are
notified of positive test results.
Our commitment to protecting
Missouri’s producers has
resulted in a dramatic decrease
in the number of positive cases.
In 2012, our first full year of
testing for the disease, we

identified 172 positive bulls.
Thus far in 2013, we’ve seen
just 13 - a reduction of 70
percent. The testing protocol
used in our Springfield lab
utilizes a polymerase chain
reaction (PCR), which is more
than 99 percent accurate at
detecting Trichomoniasis.
Our team of scientists
reports every positive test.
The high accuracy of PCR
creates a scientific basis for
very limited chances of a false
positive. On the other hand, the
nature of the Trich organism
and the sampling procedure
create an environment where
false negatives are much more
common than false positives.
The science behind these
concepts tells us that retesting
an animal that has already been
identified as infected with Trich
could result in a negative result
on the second test. However,
the science also shows that that
there is a high probability the
bull has Trich and therefore is
unfit to breed the cows in the
herd.
Missouri’s cattle producers
have worked diligently to
become better educated about
the devastating effects of Trich.
I encourage you to visit with
your neighbors, reach out to
your veterinarian, your county
extension staff, local agricultural
organizations and other
officials to learn more about
Trich. Be aware of the risks
associated with exposing herds
to untested bulls, and ask fellow
producers to continue working
with the Missouri Department
of Agriculture to control this
potentially devastating livestock
disease.
The value and reputation of
Missouri’s cattle industry are too
important to cut corners. As you
watch your new calves on the
fresh green grass this spring,
ask yourself - What is a healthy
herd worth?
— Dr. Jon Hagler is director,
Missouri Department of
Agriculture.
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Oil recycling helps protect environment
BY JOANN PIPKIN, EDITOR

H

is background was in
disassembling bombs,
but that may have actually
helped Jason Casey develop
a service-oriented business
designed to help farmers and
other equipment owners stay
on task with preventive vehicle
maintenance.
With the idea of developing
a low-overhead business, Casey
left the explosives industry and
launched On Location Lube,
based north of Webb City, about
seven years ago.
“It’s a win-win,” Casey says
of the service he offers farmers
and larger businesses with fleet
vehicles.

“Our business is really built
on whatever is most convenient
for the customer,” Casey
explains.
Inclement weather is one
of the biggest challenges this
entrepreneur faces as well as
locating “off-road” equipment.
In a nutshell, On Location
Lube is a mobile lube fleet
service provider that consists of
a typical lube shop, with stateof-the-art equipment housed
in enclosed trailers. In fact,
Casey customized the trailers
himself, and he says his handson training in explosives helped
provide some background for the
business.

CONTINUED ON NEXT PAGE

Jason Casey customized an enclosed trailer which houses his business,
On Location Lube. The operation serves customers in five states.
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EQUIPMENT MAINTENANCE
CONT’D FROM PREVIOUS PAGE
“Our mission is to build a
customized servicing program
focused on the needs of each
customer that requires minimal
down time to equipment and
man hours,” Casey notes. “We
coordinate the logistics, providing
service at the customer’s
facility or vehicle/equipment
location, during on- or off-work
hours based on the customer’s
preference.”
Casey says his business
specializes in convenience and
timely preventive maintenance
while keeping detailed records of
services for future reference.
On Location Lube basic
service typically includes draining
and replacing oil, a new oil
filter and all labor associated
with preventive maintenance
for a variety of equipment and
vehicles. The business services
semi-tractors, diesel trucks,
tractors, combines, backhoes,
skid steers, irrigation equipment
and ATVs, among others. The
business requires a three-vehicle
minimum per customer.
While the business does
not actually perform repair
maintenance, On Location Lube
does notify the customer of
any issues observed such as

oil leaks, loose bed bolts, drive
line issues and exhaust leaks.
Customers are typically contacted
approximately one week prior to
service for vehicle locations and
updated equipment lists.
A unique element in Casey’s
business is that he purchases
used oil, which he says benefits
the environment.
“We recycle it and some of it
goes to Alaska where it is used
for heating,” Casey explains.
In addition to the oil, Casey
also recycles fuel and oil filters,
even cardboard packaging.
Casey offers filters for farm
equipment through his sideline
business, Farmer’s Filters. “From
the lube side, we do about 3,500
oil changes per year. So, we
buy a lot of filters and oil. We
have been able to work with
filter vendors to provide quality
products at a discounted price,”
Casey notes.
He operates both entities with
the help of Anissa Lomshek and
two part-time workers.
On Location Lube serves
customers in five states —
Missouri, Arkansas, Kansas,
Oklahoma and Texas.
Additional information about
On Location Lube and Farmer’s
Filters can be found on the web
at www.farmersfilters.com. or by
calling 417-438-2105.

John Maday Named NIAA’s
Advocate for Animal Agriculture

J

ohn Maday, managing
editor for Drovers/
CattleNetwork, was presented
the National Institute for Animal
Agriculture’s Advocate for
Animal Agriculture award April
16 at the organization’s annual
conference in Louisville, Ky.
“If you read about the beef
industry, then you are familiar
with the words and insight of
John Maday,” states Dr. Nevil
Speer, Western Kentucky
University who presented the
award to John. “John’s passion
for agriculture—and the beef
industry in particular—and his
dedication to presenting the
facts shines through his writing.
He is extremely well versed
and isn’t afraid to ask the hard
questions.
“John uses the power of the
pen judiciously and fairly. He is
a strong and positive voice for
agriculture.”
Raised in southern
Wisconsin and working on
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diversified crop and livestock
farms through high school
and college, John earned
his Bachelor of Science in
Agronomy from the University
of Wisconsin and a Master
of Science in Agricultural
Extension Education from the
University of Florida. Before
joining the Drovers staff in 1993,
John worked at the University
of Florida in extension for
six years, spent 18 months
in the West African nation of
Cameroon teaching at the
national college of agriculture
and worked in agricultural public
relations.
A resident of Fort Collins,
Colo., John was a co-recipient
of the 2000 and 2008 Jesse
H. Neal National Business
Journalism Award.
—Source: Drovers
CattleNetwork.com/The
National Institute for Animal
Agriculture
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Document No: JRS 1 Revised March 19, 2009

Check Protocol:  JRS Calf /  JRS Vac 45 /  JRS Vac 45 /  JRS PVP
Vac Sourced / Weaned Sourced / Non-Sourced / Aged & Sourced

You are required to show vaccine receipts and complete this form 7 DAYS
PRIOR TO SALE DATE to:

Zip

__________________ Fax

State

_______________________________________________

_______________________

JRS Value Added Enrollment, P.O. Box 634, Carthage, MO 64836 or fax to 417-548-2370: For more info or questions please
call Mark Harmon or Troy Watson at 417-548-2333. Info is also available on our website: www.joplinstockyards.com

_____Cell

RANCH/OPERATION INFORMATION
Name cattle will be check in as or sold as:
Owner/Manager
Address
City
Phone
Field Representative

Heifers

Location of where value added tags were purchased______________________

VALUE ADDED SALE DATES

Steers

Thursday, June 27, 2013
(Wean Date: May 14, 2013)

Marketing Information
Total Number of Head Enrolling (est)
Weaning Date, if applicable (mm/dd/yy)
Approximate Marketing Date (mm/dd/yy)

Birth dates of calves for producers in the GAM-1 or JRS/PVP program:
Birth date of oldest calf in group (mm/dd/yy) ____________________ (example: 02/01/07 – 04/01//07)

Other Management Practice Information

Please check and date all that apply:

Dehorned_______ Bunk-broke_______ Tank broke_______
(date)
(date)
(date)

JRS Vac 45

Booster
Date

Non-Sourced

X

X

JRS Vac 45

st

1 Dose
Date

Weaned Sourced

X

JRS Calf

st

Booster
Date

X

1 Dose
Date

X

X

st

X

X

1 Dose Date

X

X

X indicates required
shots. Calves enrolling
in the Calf Vac program
need to be processed
4-6 weeks prior to selling. Calves worked and
processed for the Vac
45 weaning period are
REQUIRED to have the
BOOSTER 2-5 weeks
after first round of
shots.

X

X

JRS/PVP Vac 45

X

JRS/PVP Calf

st

Booster
Date

Aged & Sourced

X

1 Dose
Date

X

X

st

X

1 Dose Date

X

X

X

X

X

Aged & Sourced

X

X

Vac Sourced

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

List Product
and Brand
Name

PRODUCT ADMINISTERED
All Natural Affidavit
Vaccine Protocol
Respiratory Virals
st

IBR-BVD-PI3-BRSV

1 Round MLV or Killed
Booster Dose MLV only
Clostridial/Blackleg
Haemophilus Somnus
(Optional )
Mannheimia (Pasteurella)
Haemolytica
Parasite Control
(Dewormer)
Implant

List Product
and Brand
Name

PRODUCT ADMINISTERED

Vaccine Protocol
Respiratory Virals
st

IBR-BVD-PI3-BRSV

1 Round MLV or Killed
Booster Dose MLV only
Clostridial/Blackleg
Haemophilus Somnus
(Optional)
Mannheimia (Pasteurella)
Haemolytica
Parasite Control
(Dewormer)
Implant

All males are to be guaranteed steers and all heifers are guaranteed “open”. If any bull(s) are found, seller will be billed
for the loss of the buyer; sellers of any bred heifer(s) will be given the option to take home the bred heifers or billed the
loss after the re-sale of bred heifer(s)

PRODUCTS ADMINISTRATED ACCORDING TO BQA GUIDELINES ! Yes

____________________
Date

I certify that the calves listed meet or will meet JRS requirements and products have been or will be administered according to label directions and BQA guidelines. I
also certify that the information on this form is true and accurate.
Signature of either OWNER/MANAGER OR VETERINARIAN IS REQUIRED

________________________________________________________ _____________________________________________________________
Signature of Owner/Manager /Veterinarian
Ranch/Operation Name

JRS Source and Age Verification Program

For Producers wanting to enroll in our Age and Source Verification, JRS has teamed up with Global Animal Management
(GAM) PVP (Process Verified Program) for age & sourced cattle.
No Premise number or on-site evaluation is required, only a simple 24 question form will need to be completed and faxed
or mailed to JRS. After filling out the questionnaire, a representative from GAM will contact you for any additional information pertaining to the questionnaire. This information will include calving records, bull turn-in date, farm product receipts,
etc. For any questions call Troy or Mark @ (417) 548-2333.
Call JRS to obtain questionnaire.

ON THE CALENDAR
Get Tips for Your Cow Herd at Beef
Improvement Federation Meeting
Group to Meet June 12-15 in Oklahoma City

M

35

www.joplinstockyards.com

May 2013

issouri producers interested
in quality beef can attend a
nearby national meeting.
The Beef Improvement
Federation (BIF) meets in
Oklahoma City, June 12-15. “It’s
where researchers, producers
and industry leaders meet to
discuss discoveries in beef
production,” says Jared Decker
of the MU Extension beef team.
The theme is “Where Profit
and Progress Intersect.” A major
topic will be the crossbreeding vs.
straight-breeding debate.
New genetic tools are
available that aid production of
quality beef. Producers will hear
various sides of all issues.
MU beef reproduction
specialist Dave Patterson will
present results of research on
breeding protocols. Those were
developed and tested at the MU
Thompson Farm, Spickard.

“It’s a chance to hear the
latest in beef cattle breeding and
genetics,” Decker says.
The main program is June
13-14. Other events and ranch
tours surround the meeting at
the Renaissance Hotel and
Convention Center in Oklahoma
City.
There will be more than
serious science. The group visits
the National Cowboy & Western
Heritage Museum the evening of
June 13. Entertainment includes
the Bunkhouse Band.
Producers can sign up
at the BIF website: www.
beefimprovement.org/convention.
html. Hotel links are included.
There is one fee for all
four days. However, various
combinations down to one-day
tickets are available.
—Source: Univ. of Missouri
Cooperative Media Group

TAGS FOR JRS
VALUE ADDED SALES ARE
NOW HANDLED OUT OF
JOPLIN REGIONAL
STOCKYARDS

Tags may also be purchased from:
• JRS – Monday thru Thursday 8 to 4 pm
• Animal Clinic of Monett (417) 235-4088
• Vet Office on Sale days (417) 548-3074
• Mac’s Vet Supply-Monett (417) 235-6226
• Feed & More-Mt. Vernon (417) 471-1410
Only visual tag required for JRS Vac-45,
JRS Calf Vac and JRS Stocker Vac.
Age & Source/PVP qualifications & tags
are handled through JRS

For more information
call Mark Harmon or Troy Watson
417.548.2333
Value Added Sale:
June 27, 2013 (wean date: May 14, 2013)

Traditional Values.

Innovative Approach.
• Risk Management • Video Marketing
• Age & Source Program • Value Added Opportunities

Stay Connected!
www.joplinstockyards.com
Feeder Cattle Mon. 8am • Cows & Bulls Wed. 9 am
I-44 & Exit 22 • CARTHAGE, MO
JACKIE MOORE 417.825.0948 • OFFICE 417.548.2333
BAILEY MOORE 417.540.4343 • SKYLER MOORE 417.737.2615
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

36

www.joplinstockyards.com

May 2013

MARKET CORNER

March Market Recap

Receipts 24,274 • Last Month 18,103 • Last Year 22,207
Head
4
8
9
9
18
3
Head
27
61
109
200
335
53
11
469
54
394
142
444
156
16
382
26
446
30
399
16
10
323
403
382
139
72
Head
26
47
16
113
30
170
6
23
201
21
40
300
42
52
349
19
14
275
107
402
17
21
567
509
377
Head
27

FEEDER STEERS

Large 1

FEEDER STEERS

Med. & Lg. 1

Wt Range
450-500
500-550
550-600
600-650
700-750
1000-1050
Wt Range
250-300
300-350
350-400
400-450
450-500
450-500
450-500
500-550
500-550
550-600
550-600
600-650
600-650
600-650
650-700
650-700
700-750
700-750
750-800
750-800
750-800
800-850
850-900
900-950
950-1000
1000-1050

FEEDER STEERS
Wt Range
250-300
300-350
300-350
350-400
350-400
400-450
400-450
400-450
450-500
450-500
450-500
500-550
500-550
500-550
550-600
550-600
550-600
600-650
600-650
650-700
650-700
650-700
700-750
750-800
800-850

FEEDER STEERS
Wt Range
800-850

Avg Wt
498
533
573
634
747
1007

Price Range
156.00
141.00
146.00-153.00
144.00-147.00
131.00-143.00
120.00

Avg Price
$156.00
$141.00
$150.75
$144.97 Calves
$139.00
$120.00

Avg Wt
266
319
377
424
477
480
483
524
535
575
571
617
614
624
675
672
725
722
779
760
762
828
882
922
969
1033

Price Range
212.50-230.00
183.00-210.00
182.50-197.50
166.00-189.00
160.00-181.50
153.00-173.00
186.00
154.00-183.00
155.00-167.50
145.00-178.00
144.00-167.50
146.50-167.00
143.00-157.00
136.50-149.00
138.00-159.00
133.00-141.00
134.00-146.10
137.00
132.00-141.00
136.50
135.50
126.25-137.50
122.00-132.00
121.00-127.50
116.75-123.75
120.75-122.00

Avg Price
$223.66
$200.77
$188.04
$174.33
$169.39
$159.82 Fleshy
$186.00 Thin
$162.53
$161.20 Fleshy
$160.90
152.35 Fleshy
$157.06
$148.77 Calves
$140.31 Fleshy
$147.78
$136.17 Calves
$141.45
$137.00 Fleshy
$135.87
$136.50 Calves
$135.50 Fleshy
$132.07
$127.12
$125.15
$120.55
$121.35

Avg Wt
279
332
342
369
370
425
429
429
481
476
474
528
538
522
567
558
551
619
619
674
694
665
721
772
824

Price Range
165.00-215.00
180.00-197.50
189.00
160.00-191.00
182.50-190.00
160.00-176.00
162.50
161.00-190.00
150.00-171.00
144.50-155.00
172.50-177.00
140.00-172.00
149.00-160.00
152.50-180.00
140.00-165.00
137.00-154.00
160.00
136.00-157.00
131.00-147.00
133.00-152.00
132.00
150.50
132.00-142.50
130.00-139.50
124.00-135.50

Avg Price
$187.73
$185.74
$189.00 Thin
$176.17
$186.77 Thin
$168.70
$162.50 Fleshy
$171.51 Thin
$162.46
$150.25 Fleshy
$175.39 Thin
$158.29
$153.18 Fleshy
$171.47 Thin
$153.28
$150.22 Fleshy
$160.00 Thin
$150.07
$139.64 Calves
$143.55
$132.50 Calves
$150.50 Thin
$137.87
$132.69
$130.58

Avg Wt
810

Price Range
138.50

Avg Price
$138.50 Thin

Med. & Lg. 1-2

Med. & Lg. 1-2

Head
67
4
184
12
145
136
83
27
39
75
28
12
9
7
9
Head
30
98
70
10
413
19
461
14
486
31
487
88
340
67
9
323
11
22
159
6
173
14
97
39
4
22
Head
24
5
40
13
22
54
159
22
397
3
20
281
29
69
417
3
Head
4

FEEDER BULLS
Wt Range
350-400
350-400
400-450
400-450
450-500
500-550
550-600
550-600
600-650
600-650
650-700
650-700
700-750
800-850
900-950

Med. & Lg. 1-2
Avg Wt
369
385
426
443
484
521
560
573
633
633
681
663
706
829
949

Price Range
150.00-190.00
162.50
147.50-177.00
162.00-172.50
150.00-163.00
136.00-160.00
139.00-148.00
142.00-146.00
133.00-138.00
128.00-139.00
129.00-136.00
130.00-133.50
126.00
112.00-113.00
106.00

Avg Price
$175.10
$162.50 Fleshy
$163.32
$167.24 Thin
$156.30
$149.40
$142.14
$144.63 Thin
$135.49
$134.37 Calves
$131.27
$132.62 Calves
$126.00
$112.42
$106.00

Avg Wt
281
321
381
367
431
434
474
474
521
516
570
566
626
620
620
676
695
666
723
742
773
799
804
863
905
1037

Price Range
167.50-183.00
156.00-182.50
152.50-170.00
163.00
146.00-171.00
154.00-160.00
142.00-167.00
145.00-160.00
140.00-158.00
136.00-150.00
128.00-156.00
133.00-143.00
130.00-148.00
128.00-135.00
136.00
124.00-139.50
132.00
141.00-146.00
124.00-136.00
134.00
116.00-131.00
127.00
116.00-125.50
114.00-116.00
113.00
104.50

Avg Price
$178.57
$174.38
$160.84
$163.00 Thin
$157.55
$155.18 Fleshy
$152.06
$150.86 Fleshy
$147.43
$145.32 Fleshy
$143.53
$140.62 Fleshy
$140.71
$131.82 Calves
$136.00 Replacement
$134.18
$132.00 Calves
$144.43 Replacement
$129.92
$134.00 Replacement
$125.26
$127.00 Replacement
$121.03
$115.39
$113.00
$104.50

Avg Wt
216
211
277
274
324
319
370
376
427
442
441
476
479
468
525
540

Price Range
165.00-215.00
232.50
155.00-177.50
174.00-185.00
160.00-167.50
175.00-182.50
145.00-170.00
162.50-169.00
146.00-161.00
138.00
151.00-157.50
135.00-152.00
135.00-138.00
147.00-160.00
133.00-147.00
129.00

Avg Price
$197.52
$232.50
$164.10
$180.60
$162.65
$179.45
$157.57
$165.62
$151.91
$138.00
$154.63
$145.27
$135.78
$154.30
$140.94
$129.00

Avg Wt
525

Price Range
149.00

Avg Price
$149.00

FEEDER HEIFERS

Med. & Lg. 1

FEEDER HEIFERS

Med. & Lg. 1-2

FEEDER HEIFERS

Med. & Lg. 1-2

Wt Range
250-300
300-350
350-400
350-400
400-450
400-450
450-500
450-500
500-550
500-550
550-600
550-600
600-650
600-650
600-650
650-700
650-700
650-700
700-750
700-750
750-800
750-800
800-850
850-900
900-950
1000-1050
Wt Range
200-250
200-250
250-300
250-300
300-350
300-350
350-400
350-400
400-450
400-450
400-450
450-500
450-500
450-500
500-550
500-550
Wt Range
500-550

17
21
567
509
May
3772013
Head
27
249
106
144
6
Head
23
10
9
24
6
37
50
38
37
87
137
3
Head
8
3
38
35
11
78
3
146
17
93
7
61
17
7
10
10
Head
10
29
4

650-700
650-700
700-750
750-800
800-850

694
665
721
772
824

132.00
150.50
132.00-142.50
130.00-139.50
124.00-135.50

Avg Wt
810
877
923
985
1017

Price Range
138.50
118.50-131.50
117.00-124.00
116.00-124.0
117.50

Avg Price
$138.50 Thin
$125.68
$121.76
$118.52
$117.50

Avg Wt
401
432
485
466
510
584
630
672
720
767
862
992

Price Range
167.50
157.00-168.00
143.00-151.00
157.50-165.00
148.00
131.00-144.00
137.00-144.00
123.00-138.50
124.00-135.75
122.00-131.00
115.00-125.75
111.50

Avg Price
$167.50
$161.53 Thin
$147.34
$162.85 Thin
$148.00 Thin
$139.80
$140.10
$133.66
$132.75
$128.78
$125.27
$111.50

Avg Wt
335
45
368
414
435
473
455
522
518
572
608
616
695
706
753
821

Price Range
190.00-201.00
200.00
170.00-189.00
165.00-180.00
155.00-156.00
157.00-177.50
182.50
142.50-165.00
139.00-142.00
130.00-155.00
139.00-142.00
127.00-146.00
121.00-136.00
129.50
123.00-125.00
123.50-124.00

Avg Price
$195.44
$200.00 Thin
$182.32
$174.26
$155.44 Fleshy
$165.18
$182.50 Thin
$155.09
$140.01 Fleshy
$146.51
$139.00
$139.67 Calves
$126.79
$129.50
$124.00
$123.75

Avg Wt
276
325
334

Price Range
200.00
180.00-222.50
170.00-189.00

Avg Price
$200.00
$193.25
$170.00 Fleshy

FEEDER STEERS

Med. & Lg. 1-2

FEEDER STEERS

Med. & Lg. 2

Wt Range
800-850
850-900
900-950
950-1000
1000-1050
Wt Range
400-450
400-450
450-500
450-500
500-550
550-600
600-650
650-700
700-750
750-800
850-900
950-1000

FEEDER BULLS
Wt Range
300-350
300-350
350-400
400-450
400-450
450-500
450-500
500-550
500-550
550-600
600-650
600-650
650-700
700-750
750-800
800-850

FEEDER BULLS
Wt Range
250-300
300-350
300-350

Med. & Lg. 1

Med. & Lg. 1-2

$132.50 Calves
281
450-500
$150.50 Thin
29
450-500
$137.87
69
450-500
$132.69
417
500-550
www.joplinstockyards.com
$130.58
3
500-550
Head
4
445
12
27
654
33
12
451
310
364
160
139
Head
6
13
7
17
25
23
9
22
107
36
34
3

476
479
468
525
540

135.00-152.00
135.00-138.00
147.00-160.00
133.00-147.00
129.00

$145.27
$135.78
$154.30
$140.94
$129.00

Avg Wt
525
575
560
562
623
629
616
673
721
765
828
860

Price Range
149.00
124.00-141.00
128.00-130.00
140.00-151.00
123.00-143.50
124.00-130.00
145.00
117.00-136.00
121.00-133.00
112.50-128.50
113.50-124.00
113.00-126.75

Avg Price
$149.00
$136.30
$129.08
$147.07
$139.09
$128.23
$145.00
$130.68
$128.10
$123.91
$117.30
$119.52

Avg Wt
313
375
375
439
498
531
547
587
628
709
776
813

Price Range
152.50-170.00
133.00-140.00
157.00
148.00
128.00-135.00
131.00-136.00
136.00
123.00-130.00
124.75-131.00
120.00-128.00
115.50-122.50
117.50

Avg Price
$152.50
$136.28
$157.00
$148.00
$129.95
$133.28
$136.00
$126.73
$127.43
$122.41
$120.62
$117.50

Avg Wt
420
483
533
582
612
678
712
827
864
909

Price Range
116.00
98.00-105.00
103.00-110.00
95.00-102.00
100.00
95.00-96.00
95.00-96.50
91.50-96.00
95.00
86.00

Avg Price
$116.00
$103.50
$107.99
$97.45
$100.00
$95.27
$96.14
$93.80
$95.00
$86.00

FEEDER HEIFERS

Med. & Lg. 1-2

FEEDER HEIFERS

Med. & Lg. 2

HOLSTEIN STEERS

Large 3

Wt Range
500-550
550-600
550-600
550-600
600-650
600-650
600-650
650-700
700-750
750-800
800-850
850-900
Wt Range
300-350
350-400
350-400
400-450
450-500
500-550
500-550
550-600
600-650
700-750
750-800
800-850
Wt Range
400-450
450-500
500-550
550-600
600-650
650-400
700-750
800-850
850-900
900-950

4
19
44
14
10
14
37
20
35
19

Video Sale from 4/25/13

37

Total Video Receipts: 5,577

The video auction is held directly following Joplin’s Regular Monday feeder cattle sale. General weighing conditions: For yearling cattle loaded and
weighed on the truck with a 2% shrink. Price slide will be .04 per lb. if cattle weigh 1 to 50 lbs over base weight; .06 per lb. if cattle weigh 51 to 90 lbs. over
the base weight; contract is voidable by agent or buyer if cattle are more than 90 lbs over base weight. General weighing condtions on calves will be established on contract by seller and agent. Cattle weighed on the ground with certified scales will be agreed upon by seller and agent.
Date:
Southcentral States
4/25/13
FEEDER STEERS
HEAD

49
77
74
295
68
64
1060
1000
180
330
165
295
58

HEAD

55
115

WT RANGE

490
640
750-775
850-860
750
800
875
750
850
900
900
850-875
850

FEEDER STEERS
WT RANGE

900
875

Texas, Okla., New Mexico, Kansas, Mo.

AVG WT

490
640
772
855
750
800
875
750
850
900
900
860
850

AVG WT

900
875

MED & LG 1-2

PRICE RANGE

$156.00
$148.00
125.50-129.00
120.00-129.00
$134.85
$131.50
$130.50
$145.00
$135.50
$133.25
$133.75
134.85-137.75
$140.25

LG 1-2

PRICE RANGE
$130.00
$136.50

AVG PRICE

$156.00
$148.00
$128.54
$125.60
$134.85
$131.50
$130.50
$145.00
$135.50
$133.25
$133.75
$136.60
$140.25

AVG PRICE
$130.00
$136.50

Offering: 5577

DELIVERY

Current
Current
Current
Current
May
May
May
Jun-Jul
Jun-Jul
Jun-Jul
Jul
Aug
Sep

DELIVERY
Jun
Aug

HEAD

53
146
186
60
140

HEAD

65
63
290
120
124
124

HEAD

61
130
130

FEEDER HEIFERS
WT RANGE

490
685
750-775
825
725

Eastern States
FEEDER STEERS
WT RANGE

775
800
850
825
800
800

FEEDER HEIFERS
WT RANGE

700
750
750

AVG WT

MED & LG 1-2

PRICE RANGE

AVG PRICE

DELIVERY

$132.35
121.25-125.50
$120.00
$129.10

$132.35
$123.32
$120.00
$129.10

Current
Current
Current
May

AVG WT

PRICE RANGE

AVG PRICE

DELIVERY

AVG WT

PRICE RANGE

AVG PRICE

DELIVERY

490
685
762
825
725

$155.85

$155.85

All states east of the Mississippi
Louisiana and Arkansas
MED & LG 1-2
775
800
850
825
800
800

700
750
750

$127.25
$126.75
$126.10
$132.85
$142.35
$144.35

MED & LG 1-2
$130.00
$136.25
$137.00

$127.25
$126.75
$126.10
$132.85
$142.35
$144.35

$130.00
$136.25
$137.00

Current

Current
Current
Current
Jun
Aug-Sep
Sep-Oct

Current
Aug-Sep
Sep-Oct

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
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Event Roundup

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

Your New Gooseneck Dealer Is:

B & B Sales & Service
Bolivar, Missouri 65613

417-326-6221

• Forage applied materials work within hours.
• Cost 1/4 of most ground applied materials.
• Stimulates life in the soil.
• Organisms farm around the clock.
Apply to any growing forage! Free
$4 per acre • $12 per year shipping
$50 per 50 lb. bag • $1600/ton ton lots

918-367-5146 OR 918-698-5308

Chute-side Service
Ernie & Tammy Wallace

Stotts City, Mo. | 417.592.0145

AI Service 25 Head or More

Where did
your $ go?

Contact the Missouri Beef
Industry Council at:
573.817.0899 or
www.mobeef.com

Farmers Filters
TTT IIIIIIII LLLLLL

417.438.2610

LLL

!

Fence Row Cleaning
Brush Cleaning

Let Us Service Your Equipment!

Tractors
Diesel Trucks
Backhoes
Semen
Tested.

Semi Tractors
Skid Steers
Irrigation Equipment

Ready
to Work!
Jim Pipkin
417-732-8552

WD Pipkin
417-732-2707

PROMPT, RELIABLE SERVICE
2 Locations to Serve You

heath@ratcliffranch.com | www.ratcliffranches.com

NEWBOLD &
NEWBOLD PC

CERTIFIED PUBLIC ACCOUNTANTS
ESTABLISHED 1970
JAMES E. NEWBOLD, CPA
KEVIN J. NEWBOLD, CPA
KRISTI D. NEWBOLD, CPA

FARM TAXES
www.newboldnewbold.com

402 S. ELLIOTT AVE. AURORA, MO • 417.678.5191

10

Management Intensive Grazing School • Halfway, Mo.
PH: 417-345-2312, ext. 3

10

Special Replacement Cow Sale • Joplin Regional
Stockyards, Carthage, Mo. • PH: 417-548-2333

18

Midwest Regional Spring Braunvieh Sale • Springfield, Mo.
PH: 417-343-3635

21-23 Management Intensive Grazing School • Ozark, Mo.
PH: 417-581-2719, ext. 3

June
1

JRS & Risen Ranch Cowboy Church present the
Best of the Best Calf Roping • Carthage, Mo.
PH: 417-548-2333

8-9

Missouri Cattlemen’s Association All Breeds Junior
Cattle Show • Sedalia, Mo. • PH: 573-499-9162

12-15 Beef Improvement Federation Research Symposium &
Meeting • Renaissance Hotel & Convention Center,
Oklahoma City, Okla. • PH: 415-744-9292 or
online at www.beefimprovement.org
27

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

25-8/3 Ozark Empire Fair • Springfield, Mo. • PH: 417-833-2660

August
8-18

Missouri State Fair • Sedalia, Mo. • PH: 800-422-FAIR

View Offering Online at www.clearwaterangus.com

J.L. RATCLIFF - OWNER
HEATH KOHLER - RANCH MGR.
(918) 244-8025 Cell
(918) 256-5561 Ofc.
Ranch-Ready Bulls & Functional Females
Genetics to Build a Herd On!

Management Intensive Grazing School • Mount Vernon,
Mo. • PH: 417-466-7682, ext. 3

19-22 Ozark Empire Gold Buckle Extravaganza
Ozark Empire Fairgrounds, Springfield, Mo.
PH: 417-833-2660

“Cedar & Thorn Trees Can Be
Removed 2 inches Below Ground Level”

P.O. Box 402
Vinita, OK 74301

8-10

July

Registered Angus Bulls
FOR SALE

Water Line & Pad Installation

CALL TOMMY NEWMAN
417.830.6500 (mobile)
417.678.0400 (home)

May

11-13 Management Intensive Grazing School • Neosho, Mo.
PH: 417-451-1077, ext. 3

AAAAAAAAAAAA EEEEEEEEE FFFFFFF

www.FarmersFilters.com
info@FarmersFilters.com

May 2013

Hwy 86
Stark City, MO
(417)472-6800
1-800-695-1991

Hwy 96
Sarcoxie, MO
(417)246-5215
1-800-695-6371

QUALITY

BRED HEIFERS & BULLS
SIMANGUS & BALANCERS
Top sires: GW Premium Beef, 38K, Ten X,
701T, MyNFocus, Dak Gold, Tend, 2401M,
Confidence, Top Hand
Your source for calving ease, balanced traits

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

BLEVINS ASPHALT CONSTRUCTION CO.

Asphalt Paving-Chip & Sealing • Since 1949
FREE ESTIMATES
Commercial – Municipal – Residential
FREE ESTIMATES • FOB – PLANT SALES
Mt. Vernon, Mo – 417-466-3758
Toll Free 800-995-3598
Blevins Asphalt
Blevins Asphalt
www.blevinsasphalt.com
Construction Co., Inc.
Construction Co., Inc.

OGDEN
HORSE CREEK
RANCH

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

Trevon
417-366-0363

Kenny
417-466-8176

Reg. Black & Red
GELBVIEH BULLS
Yearling to 18 Months
Semen & Trich Tested

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

Reg. Beefmaster
Bulls for Sale
Red, Black, Horned, Polled

Low Birthweights, great EPD’s

Vaughn Family Farms
Mount Vernon, MO
Call John Long 417.254.4911

AC-DC Hay Company
Specializing in your hay needs

Need Hay?

Prairie ~ Alfalfa ~ Straw ~ Brome
Tony Carpenter
208 North NN Hwy
Lamar, MO 64726
Call: 417.448.7883

PERSONALIZED BRANDS:
One Letter - $95.00 ~ Two Letter - $105.00
Three Letter - $115.00
Electric Number Sets: 3 or 4 inch - $290

1-800-222-9628

Fax: 800-267-4055
P O Box 460 • Knoxville, AR 72845

www.huskybrandingirons.com

Check out the
JRS page on

May 2013
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YOU NEVER KNOW
WHERE STRONG, HEALTHY
CALVES WILL TAKE YOU.

Your calves are more to you than livestock. Give them a strong future by starting with INFORCE™ 3 respiratory vaccine. It’s the first and
only vaccine labeled for the prevention of BRSV, with protection against infections like IBR and PI3. Healthier calves can lead to great
things, like that getaway you’ve always wanted. Talk with your veterinarian, or visit inforce3.com.

All trademarks are the property of Zoetis Inc., its affiliates and/or its licensors. ©2013 Zoetis Inc. All rights reserved. INF13016
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GRASS
TETANY
KILLS.
Ounce of prevention =
1 healthy cow.
Grass tetany can happen swiftly
and silently—a cow could be
dead within 2 to 3 hours once any
symptoms are visible.
When can grass tetany occur?
Anytime, but mainly in the spring
on rapidly growing cool season
grasses, such as fescue, brome or
orchardgrass.
MFA has the solution
Start with one of the following
products to keep that old cow in
your herd. Read and follow label
recommendations to ensure that
the correct amount of magnesium
is being fed.
• MFA Mag Ade Meal
• MFA Hi- Mag Mineral
• MFA XI Mag Mineral
• MFA Breeder Cubes
• Ricochet Mineral
• MFA Ultra Lix 20% all
natural with Mag

www.mfa-inc.com
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