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ON THE BLOCK

with Jackie Moore
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Spring has sprung! Thank
goodness, because it seemed
like winter was never going
to end! The days sure have
been pretty, and it looks like
there will be ample grass due
to plenty of moisture over the
last few weeks. That’s a bless-
ing because this time of year
it takes a lot of water to keep
things growing!

of these fat cattle futures are up
there nearly to $1.30.

Well, there’s a lot of optimism
in this market. The corn has
retreated a little bit, and we
will have to see how that goes
as we go further into spring
planting making you cautiously
optimistic! Right now, it looks
like we are off to a great start as
long as things don’t happen like
they have for the past couple of
years!

The cattle market continues to
romp on - it’s good - especially
in these grazing cattle. A lot

of them have great condition
because the winter was tough
and we were a little short on
hay. These cattle that do have
a lot of condition on them that
will go back to grass are bring-

It looks like we are on the right
side of things. The slaughter
cow and bull market is good. We
see a lot of those cows bringing
up there from 70-75 on the big
fleshy end of them. Beef demand
ing a little something. Some remains good. The government
of those five weight steers are  has pumped some money back
bringing up in the 80’s and 90’s into things again, and I guess
and bring a pretty good check! everybody has some money to

It costs a little something to spend and that’s what they are
get them here, but they are doing! For the time being, it’s
bringing something. Aswe go  full steam ahead...have a great

forward and you look at the spring!
futures market, most of them
are up there in the $1.60 range Good luck & God Bless,

out past May and you see some
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Bailey Moore: Granby, MO

M (417) 540-4343

Skyler Moore: Mount Vernon, MO M (417) 737-2615
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FIELD REPRESENTATIVES
ARKANSAS Wyatt Graves: El Dorado Springs, MO
Jimmie Brown M (417) 296-5909
M (501) 627-2493

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

Billy Ray Mainer: Branch, AR
M (479)518-6931
*(Cattle Receiving Station

Jr. Smith: Melbourne, Arkansas
M (870) 373-1150
*(Cattle Receiving Station

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

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

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

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

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

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

LOUISIANA

James Kennedy: DeRidder, LA
M (337) 274-7406
*(Cattle Receiving Station

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

Chester Palmer: Miami, OK
H (918) 542-6801, M (918) 540-4929
*Cattle Receiving Station

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

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

MISSOURI
Rick Aspegren: Mountain Grove, MO

M (417) 547-2098

Jared Beaird: Ellsinore, MO
M (573)776-4712
*Cattle Receiving Station

Klay Beisly: Nevada, MO
M (417)321-2170

Joe Brattin: Fairview, MO
M (417) 439-0479

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

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

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

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

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

Tim Durman: Seneca, MO
H (417) 7762906, M (417) 438-3541

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

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

Kenneth & Mary Ann Friese: Friedheim, MO
H(573)788-2143, M (573) 225-7932
*Cattle Receiving Station

Trey Faucett: Mt. Vernon, MO
M (417)737-2610

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

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

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

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

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

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

J.W. Henson: Conway, MO
H (417) 589-2586, M (417) 343-9488
*Cattle Receiving Station

Matt Hegwer: Video Rep
Carthage, MO M (417) 793-2540

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

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

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

Kelly Kenney: Fair Play, MO
M (417)777-1045

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

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

Colby Matthews: Taneyville, MO
M (417) 545-1537

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

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

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

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

Cotton Reed: Exeter, MO
M (417) 342-5373

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

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

Justin Ruddick: Southwest City, MO
M (417)737-2270

Alvie Sartin: Seymour, MO
M (417) 840-3272
*Cattle Receiving Station

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

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

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

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

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

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

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

Misti Primm and Cindy Thompson: Office
(417)548-2333

Video Cattle Production: Matt Oehlschlager
and Clay Eldridge (417) 548-2333
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LOST CREEK CATTLE CO
- WYANDOTTE, OK
Jim Beck, Owner 918-801-3649
~ jimandsara@hotmail.com
" Shannon Meador, Ranch Foreman | 417-456-2104

“CROSSBREEDING IS THE ONLY WAY I KNOW THAT YOU CAN GET SOMETHING
FOR NOTHING AND IT IS CALLED HETEROSIS OR HYBRID VIGOR"
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i By Justin Sexten for Cattlemen’s News

There are few measurements used in cattle management of greater
importance than weight. Certainly one can argue the categorical
variables of pregnancy status and death loss are more impactful

to profitability due to the challenge of marketing the absence of
productivity.

When we consider the influential variables we measure and man-
age to, weight tops the list as weight-based decisions are at every
stage of the beef supply chain - birth to carcass. This includes
every side of the transaction, purchase, sales and inputs. Even the
ability to influence weight has value, in both positive and negative
directions - increased gain and ability to reduce mature size.

Once you get past the bale and bucket as units of measure, feed in-
puts are weight driven as well. We’ll save the review of technology
available to measure feed and forage inputs for another day.

Zhuoyi Wang and co-workers at the University of Guelph discussed
the technology evolution used to predict body weight. To clarify,
this article was not a review of the move from a balance, to bar
and ultimately digital scale, rather a review of imaging technol-
ogy to predict weight without having to capture or constrain the
animal.

Technology enabled weight estimation systems address the age old
challenge of weight determination without a scale. Few questions
cause one to pause like walking into a pen of recently weighed
cattle and being asked “What’s that steer weigh?”

As an opinionated, yet objective
person, estimating weight with-
out a scale causes internal ten-
sion, compelled to offer my guess
yet knowing the true answer
can be easily measured. One of
my favorite books The Wisdom
of Crowds by James Surowiecki
recounts an example of how the
averaged guess of an animal’s
weight by a crowd is more like-
ly to correctly estimate an 0x’s
weight than any one individual.
Reinforcing the power of multi-
ple “measurements” diluting the
errors.
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A scale is only one of many ways
weight can be determined. There
are plenty of simple devices,
measures and formulas one can
use to determine weight. Some
calf birth weights are determined
using tapes to measure a foot or
heart girth. Alternatively plenty
of calves are “weighed” with one
eye sizing up the calf while keep-
ing the other on the cow.

SHIPPED OR
DELIVERED
TO YOUR
DOORSTEP.

Antibiotics - Implants
Pest Control - Vaccines
Animal Health Supplies

MAC’S

VET SUPPLY

These biometric measurements
and the role technology can be
used to enable their collection
were the focus of Wang’s article.
Several body measurements are
correlated with weight, these
often differ across species and
may vary due to breed and stage

Exit 70, Springfield, MO of production. Some of the com-
417.863.8446 mon measurements used previ-
1.888.360.9588 ously to predict weight in cattle

include body length, chest girth,
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heart girth/circumference, back width, distance flank to flank, hip
height, hip width, rump length and width measurements, shoulder
width/heights, as well as wither height.

This review highlighted how these measurements were originally
manually obtained and transformed into predictive weights. While
a tape around the heart girth is a useful alternative to a scale, mea-
surements like these lack practicality.

The article outlined the evolution of these manual measurement
techniques into a semi-automated system using photos and video
cameras to automate the data capture. Despite the automation of
data capture these methods remain difficult to expand due to the
manual manipulation of the data required to separate animals
from the environment and each other. Almost daily when prov-
ing “I'm not a robot” I realize sorting pictures of various objects is
hard for computers.

Automated weight determination has real value. In a previous
article we evaluated a system where animals were automatically
sorted after crossing a weighing station at a single feeding and
water point. While this was an effective system to demonstrate the
opportunity technology provides for automated weight capture
and sorting, the singular location with limited portability provides
practical challenges.

The review outlined the potential to use machine and deep learn-
ing computer models to elevate the video and sensor data in order
to fully automate weight determination in extensive systems. We
see examples of this machine learning technology advancing daily.
Facial recognition started with humans and has already evolved to
COWS.

The University of Guelph research group highlighted the technical
and practical challenges ahead. A key technical challenge outlined
by the paper was adjusting weights for factors such as breed differ-
ences, performance potential and stage of production. Cloud-based
connectivity enabling biometric sensors to synchronize with herd
records and other “truth” sources to further inform the predictive
models in real time will greatly reduce the development needed to
overcome this technical limitation.

The challenge of technology acceptance by producers seems the
simplest to address. Imagine capturing a check weight on a pen of
yearlings by setting up a camera and sensor at the water tank. The
sensors and algorithms go to work scanning the cattle and taking
repeated measures, then in a week you are ready to manage and
market to an individual animal level. I suspect pen scales are going
to look a lot different in the future. ~¥

Justin Sexten is the Vice President of Strateqy - Performance Livestock Analytics.

SUPER STRONG

PROTECT
YOUR VALUABLE HAY

EQUIPMENT!
Size Description Price
A0X60°X14 ... 2Ends,18ide ...............c.cccooeevvrnernnne. $21,995
40x80°x14’ ... 1End,1Side............ccooooveviiecn, $25,900
50°x80°x16’ ... 1End,1Side..............cocoeciivieee $30,995
50°x100°x16'............cocoecvee. 1End,18ide............c.coooecvrrerien $36,500
60°x80°Xx16’ ... 1End,18ide.............c.cooovverrriica $35,195
60°x100°x16' ..o 1End,1Side..............cooooeciien, $43,995

Chris Lowak 417-682-1488 i
*Prices subject to change

We Build Equipment Sheds’ Hay Barns, Shaps & More! **Travel required outside 100 mile radius
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Cydectin® (moxidectin) Pour-On: Let the good guys roll.

The industry's #1 selling pour-on brand contains the active ingredient moxidectin, which controls 33 parasite species and stages
while remaining dung beetle friendly? In a study, manure from cattle treated with Cydectin showed no visible difference in the
number of dung pats destroyed or buried compared to dung pats from untreated cattle.! Dung beetle adults and larvae play a vital
role in pasture manure management, recycling cattle dung, improving soil health and keeping other cattle parasites in check.

Visit your retailer or ElancoLivestock.com to learn more.

Keep Cydectin out of reach of children.

CYDECTIN’

(moxidectin)




MANAGEMENT MATTERS

Targeted Metaphylaxis Requires Planning

Reducing the threat of a disease outbreak

By Lisa Henderson for Cattlemen’s News

Volatile cattle markets increase the value of your management.
That’s not a new theory, but the impact of COVID-19 raises the
stakes for stocker operators.

An analysis last year by Oklahoma State University livestock
economist Derrell Peel placed the impact of the coronavirus
pandemic at $2.5 billion on the stocker industry, nearly $160
per head. That staggering statistic makes managing bovine re-
spiratory disease (BRD) imperative to your success as a stocker
operator.

“Respiratory disease can really take a bite out of your bottom
line,” says Steve Howard, a stocker producer in Claypool, Okla-
homa. “Because the margins are thinner than ever, we have

to run more head and manage BRD more effectively to pay the
bills.”

Howard typically has more than 5,000 high-risk calves on his
operation at all times, and says respiratory disease is a year-
round battle.

“You may get along fine for three or four loads of calves, and
then you’ll get a load that turns south on you,” says Howard.
“We like to receive calves as fresh as we can, and upon arrival
we’ll determine if certain calves are administered an antibiotic,
or if the entire group receives metaphylactic treatment.”

Metaphylaxis, treating calves on arrival with a rapid-response
antimicrobial, can reduce the threat of a disease outbreak. But

some calves treated metaphylactically may not have succumbed

to BRD, and therefore, may not be benefiting from antibiotic
metaphylaxis.

“Whether or not a group of calves should receive metaphylactic
treatment will vary with each load,” says Mike Nichols, DVM,
Boehringer Ingelheim. “There are many factors to consider be-

fore making the decision to administer an antibiotic to an entire

group of calves.”

While caring for your cattle must be at the top of the list, cattle-
men should also acknowledge consumers want fewer antibiot-
ics used in food animals. As a result, producers and veterinari-
ans are reevaluating their approach to metaphylaxis.

Veterinarians now suggest the concept of targeted metaphylax-
is, or using metrics to narrow the use of antibiotics from entire
groups of cattle to individual high-risk calves. Limiting antibi-
otic use has the potential to reduce producer costs and promote
antimicrobial stewardship.

Targeted metaphylaxis requires planning.

“You need a consistent plan for how to select animals, a method
to evaluate your results and the involvement of your veterinari-
an throughout the process,” said Joe Gillespie, DVM, Boehringer
Ingelheim.

Some operators evaluate cattle using the DART assessment,
which looks at four areas: Depression, Appetite, Respiratory
rate and Temperature.

“The criteria should be easy to implement on your operation
and used consistently from one day to the next,” said Dr. Gilles-

pie.

Targeted metaphylaxis objectively evaluates incoming cattle
8 | April 2021

and should outline the exact criteria to choose metaphylaxis
treatment. Typical selection criteria for metaphylaxis may in-
clude age and weight of cattle, length of transportation, weath-
er conditions, environmental and nutritional factors as well as
cattle origin. Preconditioning or buying preconditioned calves
will reduce the pool of high-risk cattle.

“In the spring and fall when the temperature is fluctuating so
much, we know we’re going to see more BRD, so that’s when
we’ll provide metaphylactic treatment to calves shortly after
arrival,” said Howard. “But if I buy calves that have had a
round or two of vaccinations, even if they’re just coming off
the cow, we typically don’t need to spend money treating the
calves on arrival. Instead, we’ll work them when they get here
and keep an eye on them.”

Treating calves adds to the cost of production and calves that
get sick will not gain to their full potential.

“We know that there are many other ways besides antibiotics
to prevent and manage BRD,” said Dr. Nichols. “Producers that
invest their time and money into low-stress cattle handling, fa-
cilities with ample pen space, properly administered vaccines,
and well-formulated nutrition programs can greatly reduce
their disease incidence and use of antibiotics, which ultimate-
ly saves them money long-term.”

Consult your veterinarian when choosing an antibiotic for
metaphylaxis that works best for your cattle. Typically, several
factors should be evaluated, such as efficacy studies, spectrum
of activity, speed of action and post-metaphylactic interval
(PMID), or the length of time the antibiotic is at effective levels
in the bloodstream before another dose is required.

Because a number of different bacteria can be involved with
BRD, it’s important to choose a broad-spectrum antibiotic that
reaches the lungs quickly. In some instances, producers may
use antibiotics with unknown sensitivity (or those not proven
effective against certain bacteria) for metaphylaxis, and save
the more effective drug for treatment because it’s typically
more expensive.

“But using a less-effective class of antibiotics in the beginning
can result in issues throughout the feeding period,” Dr. Gilles-
pie warned. “That could cost a lot more in the long run than
the money that was initially saved.”

Finally, every targeted metaphylaxis plan should also include
a way to evaluate success.

“Larger producers will often analyze morbidity data (or the
number of re-treatments needed), total death losses and the
case fatality rate,” said Dr. Gillespie. “The case fatality rate

is the total dead among treated animals divided by the total
number of head treated, multiplied by 100. Operations that
feed cattle to finish may also examine average daily gain and
feed efficiency data.”

This data can help determine the return on investment for
targeted metaphylaxis, but it has other uses, too.

“It’s important for producers and veterinarians to take what
they learn from this data, and apply it to the next group of in-
coming cattle,” Dr. Gillespie said. “Incremental improvements

can ultimately help boost success of targeted metaphylaxis.”
g
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INDUSTRY NEWS

Trillion Dollar T-Ball Game

Update from the Missouri Cattlemen’s Association

cMissouri

By Mike Deering for Cattlemen’s News

It is hard to believe I am going to have a kindergartner this
year. We are trying to familiarize him with other kids he will
be going to school with, so we signed him up for t-ball. Little
did I know, t-ball is not what it used to be. There are essen-
tially no real rules, and they do not keep score. It is a free-for-
all likened to a fishless fishing derby at a kiddie pool where
everyone gets a trophy.

I cannot help but compare this to politics. Politicians seem

to need everyone to feel warm and fuzzy in order to stay in
office. You could say they are buying votes. Instead of focus-
ing on true COVID-19 relief, we have a $1.9 trillion Christmas
tree signed by President Biden full of trophies unrelated to
the pandemic. While there is good in this package, taxpayers
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Cunningham Livestock. Salem, MO. 1:00 pm.

10 | April 2021

W S - b
-9 uf [
. | | o ' = B A
" s o i -
: 3 9 " i
- L b o |
N aw v i 1 R} e ]
=LY, : Il Y 1
1} % +EE N
* Y Fec -, L ¥ " . "
- ' . EL 2 iy T

//BULL

c Association

should not be forced to fund pet projects disguised as COVID
relief. Let me be abundantly clear that this is not the first
time we have seen this happen, and I have witnessed it over
the years from both political parties.

Missouri Congressman Jason Smith was quoted by NPR as
saying, “...less than 9% of the entire spending in this bill actu-
ally goes to crushing the virus and helping distribute vaccines
and putting shots in arms.” I have not done the calculations,
but a quick glance at the 628-page bill sheds light on many
initiatives that have seemingly
zero to do with the pandemic.
The package includes millions
of dollars carved out for spe-
cific universities; $270 million
for endowments for arts and
humanities; $200 million for
the Institute of Museum and
Library Services; and so much
more I struggle tying to the
pandemic.

On the agriculture front, the
package provides $5 billion for
socially disadvantaged farmers
of color, including $4 billion for
the forgiveness of outstanding
debt and $1 billion for outreach
and grants. We can debate

this at a later date, but I do not
believe this has one thing to do
with the pandemic. I do not see
how anyone could argue other-
n wise.

The bottom line is the relief
package turned into a free-
for-all with balls flying and
children (politicians) laughing.
The problem is we are paying
for this $1.9 trillion t-ball game.
In the real world of t-ball, at
least kids are having fun and

SALE

s - learning social skills. I cannot

come up with a positive when
it comes to t-ball politics. They
are handing out cash prizes at
the expense of taxpayers and
punishing the next generation
of t-ball players. It is on us to
demand better and elect lead-
ers at all levels of government,
regardless of political party,
who are not worried about
passing out trophies, but rather
focused on common sense solu-
tions to real problems. ¥~

Mike Deering is the executive vice-president
of the Missouri Cattlemen’s Association.
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Proactive Legislation in Missouri, Texas, Oklahoma and Iowa

Protects Animal Enterprise

The Working Animal Protection Act (WAPA) would prohibit an outright ban on any legal animal enterprise
utilizing working animals in ranching, service, entertainment, transportation, exhibition, and education.
These proposed bills would effectively stop the overwhelming number of bills being pushed by the animal
rights movement that effectively ban carriage horses, rodeos, horse shows, exotic animal exhibitions, and
circuses.

True Animal Welfare Laws Remain Intact

It is important to know that these bills would not affect animal welfare laws that are already in place. It
would also not protect any illegal animal enterprises. In short, these bills would simply protect law-abiding
citizens from having their livelihoods taken away by those trying to push the animal rights agenda forward.
Proactive Legislation in Missouri, Texas, Oklahoma and lowa

This legislation is being introduced and supported by

The Cavalry Group.

Contact Mindy Patterson for more information

Office: 855-748-4210 THEe— ™

Email: Mindy@TheCalvaryGroup.com CAVALRY GROUP
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NETWORK KNOW-HOW

The Man Behind the Curtain

By Erin Hull for Cattlemen’s News

My children attend a small, rural public school. Graduation
class sizes vary from 38 students to 60 students. We are a
typical small, agriculture community but one thing has been
lacking in our district. We did not have any agriculture class
options or an FFA Chapter. This has bothered the farmers in
our community for years. Finally, we were a squeaky wheel
worth getting greased. By coming together and presenting a
proposal for our school to add an agriculture teacher and of-
fer agriculture classes to our students, we finally got greased.
The 2020-2021 school year had agriculture classes offered to
our students. We are thrilled, yet we know that the success of
a program hinges on proper nurturing. The new agriculture
teacher asked around and called on a few of our community
members to come together to form an advisory board to sup-
port her mission and to help guide her so she was giving the
community the classes it wanted and needed. I just happened
to be on that list and was happy to assist in any way I could. I
also sit on the Agriculture Advisory Board for my High School
Alma Mater, which just so happens to be the neighboring
town (and a rival to my children’s school), so this role is not
new to me. I’ve sat on that advisory board for several years
and love how we come together to help grow a program near
and dear to our hearts.

As Irushed out to door to make it to the very first Advisory
Board Meeting for the “Fabius Pompey Agriculture Program,”
I was curious to know who else would be on this board with
me. I took my seat (6 feet apart from anyone else), I scanned
the room and had to laugh to myself. Every person sitting in
this room sat on another board with me in some capacity. Ev-
ery single person in the room ran their own successful busi-
ness. Every single person in the room had zero spare time.
Why was it that these people kept getting called on to “rise

to the challenge”? It is because they all care deeply about
agriculture.

My husband always gripes that I take on too many projects
and sit on too many community boards. I will not disagree
with him, but I will not agree with him either. Every commu-
nity board I sit on, I do so because it is a cause that I'm pas-
sionate about. Some are agriculture based but some are not. I
feel that the ones that are not agriculture centric are the most
important for me to be present at. Why? Because the agri-
culture community must be represented. If I need to lose an
evening of my time once a quarter to have the voices of our
community heard, it is time well spent in my opinion.
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Looking at the new advisory board sitting before me, this was
absolutely that case. Some of these members never “AgVo-
cate” for their fellow farmers in the traditional ways. They
are not having farm tours, they are not lobbying in the capi-
tal. Yet this does not mean that they are not the most import-
ant AgVocates we have. They are at every school board meet-
ing, town zoning meeting, county legislation meeting, etc.
representing every agriculture producer in the area. They are
the ones with no spare time, yet have passion for our indus-
try. They may be too shy to hold a farm tour. They may not be
tech savvy enough to have a social media presence. Yet sitting
down at a board table to represent our industry may be even
more important than the rest. These are the ones who local
community leaders look to for advice and guidance. These
are the ones who know what is happening within our com-
munities before the public does. These are the ones helping
to assure we are representing in every facet of our beloved
villages, towns, counties and states.

The choice to step up and sit on yet another board when you
already have no spare time to offer is never easy, yet it is so
important. AgVocating does not always present itself as a
farm tour. AgVocating is simply representing and standing
up for our industry amongst those that are not familiar with
it. To those of you with no spare time and more community
meetings than anyone would care to take part in, THANK
YOU. You are the “man behind the curtain” and your efforts
do not go unnoticed. ¥
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featuring tulathromycin, the macrolide antibiotic you can trust to help your cattle
breathe easier by fighting BRD.

The addition of Increxxa to the extensive Elanco cattle portfolio provides

yet another way to help combat BRD and help optimize herd health, efficiency and
profit. As with all Elanco products, you can breathe easier knowing Increxxa is held
to the company's uncompromising standards for potency, uniformity and quality.
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INDUSTRY NEWS

Research to Help SW MO Producers
Underway at MU Research Center

B Extension

University of Missouri

By Reagan Bluel for Cattlemen’s News

At University of Missouri’s (MU) Southwest Research Center
(SWRQ), research projects are underway to test management
techniques that work in Southwest Missouri.

SWRC continues to work with MU Extension state beef nutrition-
ist, Dr. Eric Bailey, for a third year of data documenting stocker’s
performance on a KY31 pasture treated with Chaparral herbicide
to suppress seed heads.

“We are specifically interested in performance of the lush vege-
tative growth during spring with different fertilization levels,”
says Bluel. “The first two years have shown greater stocker
performance in spring then previous research grazing KY31 tall
fescue due to double stocking and avoiding the summer slump.”

MU Extension state weed scientist Dr. Kevin Bradley is testing
the effectiveness of an herbicide/fertilizer combo product that
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would create a “one pass” pasture management tool to save
producers time. Additionally, SWRC is testing the movement of
“stabilized” nitrogen (Anvol®) compared to other fertilizers for
another year of data.

SWRC plant scientist Andrew Thomas has partnered with the
University of Arkansas and United States Department of Agricul-
ture (USDA) to monitor the benefits of silvopasture in a long-term
project.

Silvopasture system research studies the controlled integration
of cattle into a productive grove of trees. This fully integrated
approach diversifies profit through a high valued, long-term tree
crop while potentially improving plant fodder and soil structures
for your cow herd.

Over the winter, SWRC completed its first beef heifer dry mat-
ter intake project using the
GrowSafe system which incor-
porates electronic feed bunks.
These intake data, coupled with
production information, will
£ P\ equip breeders to select and re-
[ ( tain the most efficient heifers in
the herd for genetic progress.
SWRC’s newly constructed edu-
cational building is already being
put to good use. Courses sched-
uled include artificial insemina-
tion, grazing schools and native
warm season grasses, as well as
a Lawrence County vaccination
clinic.

Bluel also reminds Southwest
Missourians of another service
offered by MU Extension. Local
weather data from the weather
station at Mount Vernon pro-
vides real time soil temperature
and rainfall data at http://agebb.
missouri.edu/weather/realtime/
mtvernon.asp.

“We are working closely with our
local health care professionals

to ensure proper techniques are
followed to ensure the health
and safety of folks attending
meetings,” says Bluel. “As we all
eagerly climb out of the con-
straints of COVID, we are here to
serve you as a source of practical
information you need to be suc-
cessful on your farm. Please do
not hesitate to call with questions
or connect.”

If you are interested in more in-
formation about how Southwest
Research Center serves the re-
gion, see the 2020 annual report
posted at southwest.missouri.edu
or follow SWRC on Facebook @
SouthwestResearchCenter for up-
to-date calendar of events. ¥

Reagan Bluel is the MU Southwest Research
Center interim superintendent and dairy
specialist
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MANAGEMENT MATTERS

Techniques and Tips for Spring Grazing

Improving your forage management skills

By Eric Bailey for Cattlemen’s News

Do not turn cows to pasture before the grass is ready

After the tough month of February across Missouri, you may
be feeling anxious to get cows turned out to spring grass. The
first leaves this spring are grown using root carbohydrate re-
serves. If we turn cows out too soon, the plant will have to dip
into the root reserves again. Doing so twice can limit forage
productivity over the growing season.

Take care of your early grass. Wait one week longer than

you want before turning cows out. Buy an extra, few bales of
hay. The market appears to have plenty of hay and its price is
reasonable in my area. Shoot for turning cattle out to pasture
when the grass is at least six inches tall. Let those solar panels
(grass blades) replenish some of the root carbohydrates before
your cows start mowing it down.

Clover management and stocking density

As I write this article, it is 40 degrees and raining. Cool, wet
springs favor clover growth. Clover is very good in your pas-
tures because it dilutes out Kentucky 31 tall fescue. However,
clover can cause bloat if cattle selectively graze clover from
pastures. This occurs most often when stocking density is
low (Ib. of cow per acre). The average farm stocked at three

Need A Trailer This Year?

You have to order NOW. Don’t wait until you need that new trailer
because it will be too late. Call today to get your order placed.
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acres per cow (1,200 1b. cow) has a stocking density of 400 lb.
per acre, if cows have access to all the land at once. You can
install a mile of electric fence for less than you can replace a
dead cow. Here is my proof. I installed one mile (5,280 feet) of
temporary, electric fence to improve grazing distribution. My
target stock density is 10,000 lbs. of cow per acre. There are ex-
cellent grazers who will increase stocking density well beyond
10,000 1b. of cow per acre. I am new to this style of manage-
ment on my cattle operation, so ’'m aiming for a modest stock-
ing density during this trial run.

$0.045 per foot of poly wire ($237.60 per 5,280 feet)

$300 3-joule solar charger (goal is one joule per mile
of fence)

$2 per step in post (spaced every 15 feet; $352)
$50 ground rod kit

$160 (2) 2,640 ft reels for the poly wire

Total cost: $1,099.60

When you are faced with a dense clover stand, try to make the
cows less selective eaters. If given the choice, cows will strip
the leaves off clover plants, increasing the risk for bloat. Here
are a few tips to lessen your risk of bloat. Do not turn them
onto fresh pasture hungry or in the morning. Wait until the
afternoon, and after they have been fed a bale of hay. Increase
stocking density and try to make the cows graze uniformly.
You can increase stocking density in two ways — more head
per acre or fewer acres per head. Remember, stocking density
is a snapshot in time. Most times, your first means of increas-
ing stocking density is to group cows together in one herd.
Since most farms do not have the ability to bring additional
cattle onto the farm easily, putting out temporary fencing to
make smaller pasture sizes is often the next move. Remember,
stocking density does not have a unit of time attached, unlike
stocking rate. It is usually assumed that stocking rate is acres
per cow, per year.

Do not walk away from this article assuming that 10,000 1b.
of cow per acre stocking density is the cure for grazing dense
clover. It is simply a tool for improving grazing distribution.
If you have 6” of forage on pasture at turnout and each “acre-
inch” of growth is 350 lb. of dry matter (2,100 lb. of feed per
acre), then 10,000 1lb. of cow (let’s say 8, 1,250 cows) will have
two to three days of feed before they need to be rotated on to
another paddock. Be conservative with these estimates. The
350 1b. used above is a rule of thumb.

Many of you are excellent cattlemen. This time of year, it is
important to be an excellent forage manager. Improved forage
management will allow your biological lawn mowers (cows) to
do their job more efficiently. Doing their job more efficiently
will require you to buy or make less hay or other supplemen-
tal feed later in the year, saving your operation money in the
long run. ¥

Eric Bailey, PhD, is the State Beef Extension Specialist and Assistant Professor of Animal
Science at the University of Missouri.
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Where do you think the phrase
“dropping like flies” came from?

Count on Y-TEX® insecticide ear tags ——
to knock out flies, ticks and lice. XP

Insect pests can wreak havoc on your cattle, from reducing
weight gains to carrying costly diseases like pink eye. That's why
it pays to protect your herd with the proven performance of
Y-TEX® insecticide ear tags. Y-TEX® tags control a wide range
of livestock pests, including horn flies, face flies, stable flies,
black flies, Gulf Coast and spinose ear ticks and lice.
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So when it’s time to protect your cattle from flies, ticks
and lice, look for the insecticide tags that put a stop
to profit-robbing pests: TRI-ZAP™, MAX 40™, XP 820€,
WARRIOR™, PYthon®, PYthon® Magnum™, and OPtimizer®
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MANAGEMENT MATTERS

Spring Health Strategies to Turn on Performance in Calves

Every beef producer has a mental checklist of adjectives they
will hear when someone describes their calves near weaning
time. Terms like “stout”, “healthy”, “growthy”, “useful” and
“fancy” describe the best of the best. Calves that have superi-
or genetics, nutrition, health, disposition and were raised in
a good environment can earn these accolades. So where to
start?

As beef cow-calf producers, you need to examine your beef
business and identify what you do very well. Maybe you have
developed a cowherd that has excellent hybrid vigor because
you have utilized breeds of cattle that complement each other.
Because of that, you have excellent fertility and longevity in
your cows. Maybe you have focused on improving the docility
of your herd and have embraced low-stress cattle handling.
Everyone has strengths and those need to be a foundation of
your beef business.

We also live in a world where change happens rapidly and if
you are not improving and the ‘competition’ is, then you are
falling behind. It is impossible to be an expert in every area
and a team approach is really the only way to move forward.
Do you have a team? Are they challenging you to keep improv-
ing?

The following are team members that I have found to be indis-
pensable.

Grazing specialist — Beef cows are grazing animals and the
more days she harvests her own feed the better. Learning how
to improve the soil and the forage is probably the most import-
ant thing you can do to improve profit/acre and improve the
sustainability of your agricultural business. I went to a work-
shop on Management-intensive Grazing lead by Jim Gerrish at
U of Missouri about 25 years ago. It was a tremendous benefit
to me as a practicing veterinarian to learn from this expert.
Your extension educator, NRCS specialist or independent graz-
ing expert needs to be on your team.

Nutritionist - When I suggest that cow-calf producers have a
nutritionist on their team, the most common answer is, “I'm
not big enough to have a nutritionist”. Baloney. There are
many nutritionists that work for nutrition companies along
with independent nutritionists that can save you thousands of
dollars on your winter feed bill. Test your hay before feeding
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By Dr. W. Mark Hilton, DVM, PAS, DABVP (beef cattle), Technical Consultant, Beef, Elanco Animal Health

and have the nutritionist determine if your hay will be ade-
quate for the winter ration. Testing the hay will reveal if you
need to add energy and/or protein to the winter ration. I could
tell you stories of savings of thousands of dollars/year by hav-
ing this expert help with the feeding program.

Marketing expert — I have worked with many a producer that
does a fabulous job at calving, grazing, getting cows rebred
and weaning off a tremendous set of calves, but some lack a
marketing plan. Pulling the unvaccinated calves off the cows
on Labor Day and immediately hauling them to the nearest
feeder auction and ‘hoping for the best’ is not a marketing
plan. You need to develop calves with a resume and market
them through a business that rewards you for your high-qual-
ity calves.

Herd health veterinarian - Buyers of stocker and feedlot
calves want calves that are going to stay healthy, gain weight
quickly and produce a great carcass. A yearly meeting of 30
minutes with your herd health veterinarian can yield tremen-
dous benefits for the health and profitability of your herd.
There are new and improved vaccines on the market and if
you have the mindset of “if it ain’t broke, don’t fix it”, you will
allow the ‘competition’ to pass you up. I know what many are
thinking, “Doc’s going to ‘sell’ me more stuff for my calves.”
That may be true in about 1 out of 100 cases, but 99% of the
time, “Doc” is going to improve calf health and may even save
you some money!

Maybe you read an ad that said to leave your calves as bulls
until weaning so you get the ‘free’ testosterone effect. Your
herd health veterinarian has read the studies and there are
about 283 that say to castrate bull calves at birth or for sure by
3 months of age. There are precisely zero that show a benefit
to castrating late. Zero!

I have heard more times than I care to remember that “you
can’t vaccinate young calves for IRB and BVD because the
maternal antibody in the colostrum they ingested day one will
‘block’ the vaccine”. There are two components to the calf’s
immunity — humoral (antibodies) and cell-mediated (CMI).
Young calves develop excellent CMI after being vaccinated
with modified live (MLV) IBR and BVD vaccine. Talk to your
herd health veterinarian about the timing he or she suggests.
Give the second dose before or at weaning and that dose
boosts both the CMI and humoral immunity.

What about fly control for our cattle? There are so many
choices — pour-ons, insecticide ear tags, sprays, feed through
products, and more. How do you determine what to use?
What about using a low-dose growth implant on those nursing
calves? Will you really add 20-25# of weaning weight! for an
implant that costs less then $2? These are questions your herd
health veterinarian can help you answer.

I have been blessed to spend my entire life in production ag-
riculture. I have heard hundreds of stories from generational
farmers and ranchers extoling their pride in their land and
livestock and deservedly so. Here’s to you hearing that your
calves are “stout”, “healthy”, “growthy”, “useful” and “fancy”.

1Pritchard RH, Taylor AR, Holt SM, Bruns KW, Blalock HM. Time of Suckling
Implant Influences on Weaning Weight, Post-weaning Performance, and Car-
cass Traits in Steer Calves. ¥



Elanco knows fly control. That’s why we offer easy, effective ear tags

in our insecticide product line. Effective for up to five months,* our
pyrethroid and organophosphate ear tags can be rotated to help reduce
the risk of insecticide resistance. Still skeptical? Cattle treated with
Corathon® gained 16 Ibs more on average compared to untreated
cattle ina 2011 study.’

'Elanco Animal Health. Data on File.

Patriot Gorathon’ Gylence Ultra

Insecticide Cattle EarTag Insecticide Cattle EarTag Insecticide Cattle EarTag

*See product labels for complete product information, indications and application instructions.
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TRENDING NOW
Scale Back on Stress

Achieving your goals through a well-balanced business plan

By B. Lynn Gordon for Cattlemen’s News

With many things in farming out of an individual’s control, such
as the weather, markets, and trade policies, to name a few, it is
understandable that stress can be a common element in the life
of an agricultural producer. Weather forecasts from excessive
rain or snow to bone-chilling cold lead to long hours of prepa-
ration around a farm to make sure the livestock are taken care
of in the best possible way because that is the nature of many
agricultural producers. They do this work because of the passion
they have for it.

It’s this passion that can find one so fully engaged in long hours
and hard physical work to make dreams a reality. Before you
know it, life is out of balance, and stress levels become intoler-
able. Good decisions are rarely made when one is under dire
stress. The root cause of the stress might be from various factors;
the key to managing stress is understanding where it is coming
from and taking actions to lessen its impacts.

A recent study from Farm Management Canada found a positive
correlation between farm business planning and mental health.
The study, Healthy Minds, Healthy Farms, sought to identify the
relationship between farmer mental health and farm business
management. Does one help or hinder the other?

Developing a business plan takes time, something which is often
limited on farms, especially in situations where the individuals
also have an off-the-farm job. However, the research study found
that “88% of the farmers who follow a written business plan say
it has contributed to their peace of mind,” reports Heather Wat-
son, Executive Director of Farm Management Canada.

Having a business plan appears to be a step in the right direction
for achieving farm goals and mental health in an industry where
more than 75% of the survey respondents indicated they are
experiencing medium to high levels of stress.

The idea of writing a business plan may trigger stress itself in
individuals because of the challenge to predict what’s ahead and
the complexity of the business. Yet, Watson shares that it’s not
the plan itself that is the most important, but the process of writ-
ing it down and creating a plan that is most helpful. As produc-
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ers go through the process of goal setting, analyzing the risks and
opportunities, and working with supportive industry profession-
als, they prepare for whatever might happen in the future.

“What good is a profitable farm if its people are stressed and
heading towards burnout or worse?” says Watson.

Other stress reducers:

In addition to developing a business plan to decrease stress and
create peace of mind, what are other steps individuals can take
to not be married to stress in their daily lives? Additional tips
include:

* Balance Control - If you believe you need to “touch” ev-
erything every day, you may be asking too much of yourself.
Do what needs to be done that day and know that if you did
the other tasks correctly the first time around, not every step
must be verified every day. Find ways to adjust your man-
agement to have the best results. A farmer told me that to
devote the time he needed during A.I. season to make sure
he was not missing heat cycles and breeding the cows within
the right window of time, he needed to purchase a larger
drill to plant corn in the most ideal timeframe, which also
coincided with breeding season.

* Self-care — Say “no” to others so you can say “yes” to your-
self. Are you overextending yourself and not spending the
quality time you need with your family or taking care of
yourself? We make sure any sick calves are treated prompt-
ly, but do we do the same for ourselves? When was the last
time you had a wellness checkup? Skin cancer often goes un-
noticed in the farming community along with other health
conditions. Plus, don’t overlook the importance of getting
adequate sleep. This basic need can positively or negatively
impact stress.

* Connect and Communicate - Many in the farming com-
munity work by themselves. It is easy for days to go by with-
out communication or connection with others, heightened
even more now with the social distancing being the “new
normal”. Make time and find
ways to keep yourself connected
to your community and support
network. Periodically, attend an
area bull sale, go to the sale barn,
or stop by a neighboring farmer’s
place to lean on the pickup and
chat. ¥

*a‘l““

B. Lynn Gordon, Ph.D., LEADER Consulting,
LLC, Sioux Falls, SD is an agricultural freelance
writer and leadership consultant with an ex-
tensive background in the livestock industry.

She can be reached at lynn@leaderconsulting.
biz.
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MANAGEMENT MATTERS

Impact of Implants at Branding Time

By Lee-Anne Walter, PhD, Technical Services, Merck Animal Health

Are you implanting your calves at branding or spring turnout?

The answer to that question can have a significant impact on your
profits this fall. For an investment of approximately $1.50 per head,
implants result in $30-$40 increase in calf value in today’s market.

Here are questions that I often get asked from cow/calf producers:
What advantage can I expect to see if I implant suckling calves?
Growth implants have been extensively studied for decades. Im-
planting suckling calves at branding can significantly enhance av-
erage daily gain between branding and weaning, resulting in more
saleable weight every fall. The research findings are consistent in
terms of the performance advantage implants offer and how that
equates to more profit. A 23-trial summary
of more than 2,358 suckling calves showed
an average weaning weight advantage of 23
pounds in cattle administered an implant.!?

If I implant suckling calves, will there be a
loss of performance in later stages?
Studies consistently show producers who im-
plant suckling calves will have a competitive
weight advantage with no loss of subsequent
performance in later production phases
after using a calf implant.>* When the right
implants are used — matching strength of the
implant to weight, growth rate and composi-
tion of gain — an ROI can be achieved during
each phase of production.

implants, calves that are destined for finishing and sale to a terminal
market should be implanted. To learn more, contact your veterinari-
an, your Merck Animal Health rep or visit Ralgro.com. ~¥

1. Selk, G. (1997) Implants for Suckling Steer and Heifer Calves and Potential Replace-
ment Heifers. Proceedings: Impact of Implants on Performance and Carcass Value of
Beef Cattle. Oklahoma State University, P-957. Pg 40.

2. Superior Livestock Sale data report 2018.

3. Laudert S., Matsushima J., Wray M. Effect of Ralgro implant on suckling, growing
and finishing cattle. 1981.

4. Pritchard R., Bruns K., Boggs D. A comparison of lifetime implant strategies for beef
steers. South Dakota Beef Report, 2003.

5. McCabe, E., King M., Fike, K., Smith M., Hill, K. Effect of implant status and non-hor-
mone treated cattle status on sale price of beef calves-Superior Livestock Video Auction.

Journal of Animal Science, Volume 97, Issue Supplement S2, July 2019, Page 7, https://doi.

org/10.1093/jas/skz122.012

RALGRO

(zeranol)

Will calves that are destined to be higher
performing benefit from being implant-
ed?

When we evaluate implanting, we look at
percent improvement on the rate of gain. If
an implant is expected to provide a 10 per-
cent improvement of average daily gain, cat-
tle likely to be higher performers are going
to benefit more from being implanted than
slower-performing counterparts. However,
implanting pays off no matter the animal.

Is it easy to implant?

The RALGRO® RALOGUN® is one of the
most reliable devices in the industry. Its
small needle diameter reduces tissue trauma
and increases the likelihood of proper place-
ment. RALGRO has been used for more than
50 years, and is approved for use in calves,
stockers and feedlot cattle on both steers and
heifers. 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
the product label.

Will I leave money on the table if I do not
implant?

A study published in 2019 looked at sale pric-
es of beef calf lots enrolled in the non-hor-
mone treated cattle (NHTC) program and
those that received implants - sold through
67 summer video auctions from 2010
through 2018.5 There were 40,941 lots of beef
calves used in the analysis.

f implants.

For 50 years, RALGRO has been known for heavier weaning weights
that deliver greater revenue in your calf crops.

Aim higher at GainMoreWithRALGRO.com.

When comparing NHTC and implanted lots
of cattle, the implant status did not result in
a price reduction in any year, indicating no
price difference between implanted lots and
NHTC lots of cattle. Unless calves ultimately
will be marketed in verified NHTC programs
that offer a premium that outweighs the
productivity and efficiency of gains from

IMPORTANT SAFETY INFORMATION: 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 label.

MAHCattle.com - 800-521-5767
© 2021 Intervet Inc., doing business as Merck Animal Health, a subsidiary of
Merck & Co., Inc. All rights reserved. US/RAL/0419/0003
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MANAGEMENT MATTERS

Don’t Try to Pick Out the Good Ones

Selection strategies for your replacement heifers

> ‘ By Jordan Thomas for Cattlemen's News

I do not own a horse and can’t claim to be all that useful on
one. But for whatever reason, I read a couple of books on
horsemanship in the last year. One by Mark Rashid caught my
eye partly because of the title, A Good Horse is Never a Bad Col-
or. I would recommend it for horseperson and non-horseper-
son alike; it left me thinking a lot about patience, gentleness,
and a host of other things I need to work on. But aside from
pointing out some of my many character flaws, the book had
one section on buying horses that stuck out to me. The author
says something to the effect of, “The goal is not to pick out the
good ones. The goal is to sort out the bad ones.”

To paraphrase, he says that horse buyers often make the mis-
take of looking for positive attributes. We look for good things

Young, Beginning or Small Farmers :
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that catch the eye. As a result, we overlook the really important
things: the faults that limit the horse’s ability to be a productive
horse. The author recounts an embarrassing story in which

he approached selecting horses by trying to “pick out the good
ones,” only to have a more experienced horseman point out all
the obvious problems with the horses he had picked. Having
had this experience, he argues that horse buying should mostly
consist of trying to sort out the bad ones. We should be looking
for all of the negatives, not the positives. We should be focused
on potential faults, so that we can avoid major problems and
make the most informed decision possible. If we approach
buying in this way, the author argues, we will often make a
very different kind of purchase than we otherwise would have
made. Unfortunately, it’s human nature to try to pick out the
good horse rather than sort out the bad ones, and it takes disci-
pline to go about it the right way.

This rang true for me. However, my thoughts were of course
more on cattle than horses. In thinking about the selection of
replacement heifers for the commercial cow herd, I think our
human nature pulls us toward this same mistake. We focus
too much on trying to pick out the good heifers—whatever we
think our definition of that might be. From a business perspec-
tive, we really ought to focus on sorting out the bad heifers.
This is a complex topic, and unfortunately I have already wast-
ed half the space in this article talking about horses. Howev-
er, University of Missouri Extension recently put out a rather
extensive publication I wrote entitled Selection of Replacement
Heifers for Commercial Beef Cattle Operations. If you develop
your own replacement heifers, I would encourage you to read
through it (available at extension.missouri.edu/g2028). Here a
few of the main points:

* From my perspective, the single most important box
that a commercial replacement heifer needs to check

is conceiving early in her first breeding season. When
trying to get heifers to breed back their second year, the
biology of postpartum anestrus simply makes it tough to
keep later-calving heifers in the herd. A heifer needs to
conceive as early as possible in her first breeding season
so that she has adequate time to resume normal estrous
cycles before the start of her next breeding season.

« If you accept the notion that a heifer has to conceive
early to be considered a “good one,” there is nothing

we can do to “pick out the good ones.” Unfortunately,
there is nothing we can evaluate about a heifer that will
guarantee that she is going to conceive early. From that
perspective, heifer development becomes a little bit of
a math problem. If we develop too few heifer calves as

Continued on the next page



Continued from the previous page

replacement candidates, we cannot be as restrictive at the
end of the development program about which heifers we
actually keep. That is why I strongly discourage trying to
select replacements at weaning based on their visual ap-
pearance or any other criteria. If at all possible, develop a
substantial portion of the heifer calf crop as replacement
candidates. At weaning, the goal is just to sort off the bad
ones that we have no business trying to develop.

* Pre-breeding pelvic measurement and reproductive
tract scoring are best understood as screening tools to
sort out the bad ones rather than selection tools to pick
out the good ones. In some of the USDA-funded research
that my program Dr. Jared Decker’s program are working
on collaboratively, we hope to use this kind of pre-breed-
ing information to develop better genetic predictions.
Ultimately, this could help us understand the genomic
variants associated with puberty attainment and fertility,
so that EPDs for these traits can be more informative. For
now, however, pre-breeding examinations are simply a
screening tool to identify problematic animals. That can
help you avoid further costs of development and breeding
on heifers that are poor candidates. The information you
get about the group as a whole might also better inform
the decisions you make next year.

» Using an extremely short breeding period (e.g., 30 days)
for heifers is something I strongly encourage as long as
the cost-structure of the development program can be
held low enough. Yes, short breeding periods often result
in some heifers not conceiving. However, I do not view

that as a bad thing if we can generate the number of ear-
ly-conceiving replacements needed while marketing open
heifers profitably as feeders. An equally effective strategy
is to use a longer breeding period but market later-con-
ceiving heifers. To do this, we need to have a veterinarian
perform pregnancy diagnosis early enough that fetal age
can be determined accurately (e.g., 90 days after the start

of the breeding season).

Is your heifer selection focused
on picking out the good ones or
sorting out the bad ones? If you
find yourself keeping later-con-
ceiving heifers, it might be
worth rethinking your strategy.
A larger percentage of those
heifers will fail to breed back as
young cows, which is extremely
costly from a cow depreciation
standpoint. And remember,
later-conceiving heifers wean
younger, lighter weight calves
every year and also wean fewer
total calves over their lifetime.
Those don’t sound like good
ones to me. ¥

Jordan Thomas, a Ph.D., is the state cow-calf
Extension specialist with the University of
Missouri. Contact him at 573-882-1804 or
thomasjor@missouri.edu.
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MANAGEMENT MATTERS

Marketing Fall Born Calves

Embracing the changes that come about in our industry

By Mike John for Cattlemen’s News

As you know the beef cattle business is ancient and tradition-
al and so goes marketing patterns when things are “normal”.
It seems to me that there hasn’t been much “normal” lately,
but I’'ve been asked to give my views on what the market for
fall born calves will look like this spring and summer. It’s not
rocket science to understand that our business is seasonal,
and that spring born and fall born calves normally follow
completely different supply, demand, and price structures. If
you are looking past any production issues and consider price
only, fall born calves almost always bring a higher price per
pound as the supply is lower and demand is good, which is
exactly the opposite in the fall calf sales.

Another phenomenon I have always noticed is that with those
higher prices per pound, any percentage margin increases
per head are higher, as they have a higher starting point. My
point in all of this is I know it’s always tempting to sell young,
light fall-born calves as their price per pound is high, but ANY
premiums paid for processing verifications, genetics, draft
size, condition, etc. are higher on a per head basis because of
the higher starting point. I said earlier that there had not been
much “normal” lately and it looks like that designation might
turn in our favor for a change.

The latest feedlot reports I have read indicate a much larger
percentage than “normal” of heavy weight cattle on feed. To
me, this means that sometime in the next few months those
cattle will be harvested. That should mean an increased de-
mand for feeder cattle to replace them. In addition, cow num-
bers have been shrinking the last couple of years, and calf
numbers should be decreasing later in the year as well. An-
other new “normal” is the dramatic increase in finish weights
along with the increase in carcass maximum weights. What I
am seeing is that desired feedlot placement weights have been
going up as well. Another piece of the puzzle that feeds into
my assessment is that the traditional Vac 45 programs have
not kept up with these other changes.

At Health Track, we keep a massive database that includes
wean and sale weights as well as days weaned at sale. As these
placement weights have been going up wean weights have
remained steady, and that is not just with our data but nation-
ally that trend is very similar. However, our sale weights have
been creeping up as has the number of days weaned on sale
day. The Health Track average days weaned has increased to
nearly 70 days. We have even been asked by some feedlots

to identify calves that are Health Track certified and weaned
over 75 days. I believe most of this emphasis has been health
related, but it also can’t help but drive sale weights up as well.
Finally, consumer demand is changing rapidly, and we have to
find a way to stay in the center of their plates.

The most dramatic change I have seen in the industry to date
is the effort to build supply chains designed to help the next
generation of consumers know where their food comes from.
My grandfather told me once that the key to success in the
cattle business was to “work hard and keep your mouth shut.”
As an industry we were pretty good at that up to the point
that our product wasn’t meeting consumer expectations. Now
consumer expectations include wanting to know how it was
produced and where it came from. Let’s add all of these issues

up:

* Fall born calves (almost) always enjoy higher prices
per pound
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» Feedlots will experience huge turnover this summer.

* Placement weights have been increasing.

* Days weaned has been increasing.

» Consumers want to know where their food comes from.

I see more cow/calf producers utilizing vaccination and pro-
cessing program certifications and documenting more days
post weaning as a way to meet the higher in-weight require-
ments at feedyards. I also see a need to be able to participate
in supply chains regardless of how or where calves are pur-
chased, which can be done if your calves are in Health Track.

Our business is going to change, consumers will drive it, and
to keep our market share we are going to have to embrace it!
.

Mike John is the Director of Health Track Operations for MFA Inc.
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TRENDING NOW
Foot and Leg EPDs

New tools for selecting structurally sound cattle

By Troy Rowan for Cattlemen’s News

There is a quote from the famed British mathematician and
physicist Lord Kelvin that states, “If you cannot measure it,
you cannot improve it.” I think this quote sums up one of the
single biggest challenges that we face in creating selection
tools for cattle: if we aren’t measuring traits, we can’t make
genetic progress on them. EPDs rely on three main pieces: 1)
accurate measurements of a phenotype, 2) large numbers of
related individuals in a pedigree or with genomic data, and
3) measurements on multiple animals under shared man-
agement conditions, which allows us to separate genetic and
management components of a phenotype. Since pieces two
and three are general properties of cattle populations, this
means if we can measure a (heritable) trait, we can make an
EPD for it. EPDs allow us to make more rapid genetic progress
on traits through increased selection accuracy.

Structural soundness has long been a target of genetic im-
provement in the beef industry, as it plays an outsized role in
cow longevity and animal welfare. Until recently, selection
for soundness has been exclusively phenotypic. Producers
have had to identify animals that pass the “eye test” and cull
cows when foot and leg structure becomes a problem. As with
other low-to-moderate heritability traits, genetic progress on
soundness through phenotypic selection is especially difficult.
Any good cattleman knows that structural soundness is her-
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itable and choosing an unsound sire can create structural
issues in a cow herd for generations. This makes accurate
prediction of structural soundness all the more important.

Dairy genetic evaluations have long reported genetic pre-
dictions for visually scored “type traits” like foot and leg
structure, but beef breeds have lagged behind due to a lack
of phenotypic records. As with any trait, putting together a
large enough set of measurements is the first step in generat-
ing genetic predictions. Recently, researchers and breed asso-
ciations have started assembling datasets of the size needed
to perform genetic evaluations for foot and leg structure.

Scoring and Recommendations

While structural soundness can be observed and measured
in multiple ways, the two most common measurements are
foot angle and claw set. All breeds with feet and leg scoring
initiatives use a 1-9 scale to classify each trait. Foot angle

is a measurement of the pastern joint’s angle, the depth of
heel, and length of the foot, where a score of 1 is overly steep
(approaching a 90-degree angle), and a score of 9 is overly
shallow (approaching a 0-degree angle). Claw shape mea-
sures the shape and curl of the hoof, where a score of 1 has
splayed out, open toes, and a score of 9 has overlapping scis-
sor-like toes. For both traits, the ideal phenotype is a score of
5 (not too far towards either extreme). An ideal foot angle is
a 45-degree angle above the ground, with a sufficient amount
of length and heel depth. An ideal claw set is a set of hooves
that are symmetrical and appropriately spaced. A visual
representation of foot angle and claw set scores (1-9) can

be found on the next page, courtesy of the American Angus
Association.

Breed associations suggest initially scoring individuals as
yearlings. Foot and leg structure changes as cows age. Over
time, the variation in foot scores will increase as some cows
maintain their favorable structure, while others begin to
regress. As a result, scoring mature cows multiple times over
their years in the herd adds useful information beyond the
yearling score. All animals in a contemporary group should
be scored on the same day by the same scorer for consisten-
cy’s sake. Scores should be collected on a hard surface where
cows can naturally stand. In the event that there is variation
in scores between an animal’s legs, the worst scoring foot
should be reported.

Foot angle and claw set are moderately heritable, both with
heritabilities of 0.25 in American Angus. These heritabilities
are similar to those for weaning or yearling weight. This
means that making genetic progress on structural soundness,
particularly when using an EPD, is possible for both seed-
stock and commercial producers.

Breed Association Initiatives and EPDs

Multiple beef breed associations, through industry and aca-
demic collaborations, have undertaken foot and/or leg scor-
ing initiatives with the intent of creating new selection tools.
The American Simmental Association, American Gelbvieh
Association, and the Red Angus Association of America are
all actively building databases with the intent of calculating
research EPDs for structural soundness phenotypes. As of
now, the American Angus Association (AAA) is the lone ge-
netic evaluation reporting foot score EPDs. We can interpret

Continued on the next page



Foot Angle: 5 /s ideal

Claw Set: 5 is ideal
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In addition to foot angle and claw set, the American Simmental Association, American Gelbvieh Association, and the Red Angus Association of America
are collecting rear leg phenotypes. This will use a similar 1-9 scale, where rear legs range from completely straight to entirely sickle-hocked with 5

being the optimal phenotype.

Continued from the previous page

AAA’s reported EPDs as a difference in
foot score units (foot angle or claw set),
where numbers closer to zero indicate
the more favorable intermediate phe-
notype. For example, if Bull A’s claw set
EPD = 0.5 and Bull B’s = 1.5, the progeny
of Bull A would be on average, a full
score closer

To date, Anqus has observed a rel- ~ to 5 than
atively small number of 1-4 scores ~ Progeny
for both foot angle and clawset. ~ from Bull B.
This lack of records on the low end
of the spectrum means that an EPD ~ Future
is currently only being calculated ~ work and
for scores 5-9. Scores 1-4 aren’t promise
being utilized in the evaluation, Breed as-
so the minimum possible EPD is sociations
0 and lower values indicate more are con-
desirable EPDs. tinuing to
build their

foot and leg score databases. As with
any trait, more phenotypes will enable
higher accuracy EPDs.

In addition to foot and leg score EPDs,
commercial producers can expect to
see breed associations begin to report
EPDs on other structural phenotypes.
Structural soundness is an economical-
ly relevant phenotype. As such, includ-
ing EPDs for these phenotypes in ma-
ternally focused selection indexes will
further enhance our ability to identify
bulls that will create more profitable
daughters. The American Angus Asso-
ciation includes its foot angle and claw
set in the $Maternal and $Composite
indexes, and other breed associations
will likely do the same in the future.

As we strive to improve our cowherds,
measuring and predicting novel and
economically relevant phenotypes
related to cow longevity is crucial.
Foot and leg scores are the most recent
efforts on this front and provide pro-
ducers with another tool for selecting
sound cows that will stay in the herd
longer with fewer issues. ¥

Troy Rowan is an assistant professor at UTIA Genomics
Center for the Advancement of Agriculture.
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WIA MR MUSTANG G75 P

SIRE: TR MR DIABLO 27427 ET
ADJ.WW: 687 Ibs M948880

BID & BUY ONLINE

Q/12/2019
BW: 72 Ibs

—
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Broadcasting Real-Time Auctions

Sale Manager: Greg Hubert
P.O. Box 100 « Oakley, KS 67748
785-672-3195 (office)
785-672-7449 (cell)
greghubert@st-tel.net

CATTLE SALE

WIA MR COME EASY GQO1 P
9/20/2019  SIRE: WR FOREMAN D602
BW:71lbs  ADJ.WW: 694 Ibs M948532

WIA MR BOB G89 P
9/24/2019  SIRE: ACE MR MO BOB 3809X
BW: 88 Ibs  ADJ.WW: 658 Ibs M948520

Mike & Sara Kisner
Connor & Cannon

5805 Perkins Rd. ¢ De Soto, MO 63020
(636) 236-0306 cell
wildindianacres@yahoo.com
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TRENDING NOW

How to Benefit Your Cow Herd Year-Round With

High-Quality Nutrition

For Immediate Release from Biozyme Inc. - Vita-Ferm

Good nutrition doesn’t just matter during peak times of year
like gestation and lactation. To optimize health and overall
value of your herd, keeping them on a high-quality nutrition
program year-round will benefit them and you as the produc-
er.

“A year-round, high-quality, highly available mineral source
can do a lot of good for a cow herd. The mineral status of a
cow has an impact on a lot of different aspects of their me-

PROGRESSIVE
CATTLEMEN

RELY ON Ctmcept Aid’

Are you looking for:

» Cows that clean better?
* Calves that get started more quickly?
* A way to tighten your calving interval?

THEN WE HAVE THE PROGRAM FOR YOU!

To increase your calving success, find a dealer near you at www.vitaferm.com
or contact your local Area Sales Manager, Dave Gallagher at (660) 541-3377.

| 1//FERM {PERFORMANCE THAT PAYS
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tabolism. Everything from maintenance to development to
growth and lactation all the way through reproduction and
body condition score is impacted by mineral status of the
cow,” said Jack Oattes, BioZyme® Inc. Regional Business Man-
ager.

Oattes suggests that a supplement line that offers a variety
of formulations to meet a variety of management challenges,
geographies and opportunities while optimizing the value of
a producer’s available feedstuffs would
be the most practical option. A product
like that exists in the VitaFerm® Con-
cepteAid® line.

VitaFerm ConcepteAid is available

in 12 free-choice formulas and two
200-pound cooked tub formulas. How-
ever, all products have the following
same traits: formulation at 2.5 times the
NRC requirement for quicker impact,
high levels of Vitamin E as an antioxi-
dant to aid in reproductive tract repair,
and organic trace minerals for more
stability and higher bioavailability to
the animal. They all also contain the
prebiotic Amaferm®, designed to en-
hance digestibility by amplifying nutri-
ent supply for maximum performance.
Amaferm is research-proven to increase
the energy available to the animal re-
sulting in more milk production as well
as to the ability to initiate and maintain
pregnancy and fertility.

Originally branded as a breeding min-
eral to help increase conception rates,
which it does, VitaFerm ConcepteAid is
ideal to feed year-round, especially with
new formulas with the HEAT® pack-
age, as producers don’t have to decide
when to swap out VitaFerm ConcepteAid
for the VitaFerm HEAT mineral. Now,
they can just start feeding VitaFerm
ConcepteAid HEAT any time the tem-
peratures consistently reach 70 degrees
or warmer or anytime they are grazing
fescue pastures.

Other VitaFerm ConcepteAid mineral
formulas include those with various
levels of phosphorus, formulas with CTC
to control Anaplasmosis (available with
a VFD), formulas with ClariFly® (avail-
able in registered states), formulas with
MOS, as well as elevated levels of Mag-
nesium and Protein for various man-
agement practices and environmental
scenarios. A complete list of products is
available online: https.://vitaferm.com/
product-categories/concept-aid-prod-
ucts/.

In addition to keeping your herd cows
in optimal health, the ConcepteAid min-

Continued on the next page



Continued from the previous page

erals will help get cows bred back faster, increase conception
rates, increase milk leading to growthier calves. The Amaferm
will help your herd utilize, digest and absorb nutrients more
efficiently.

“The benefits of Amaferm are available in all products that
BioZyme offers, a precision-based prebiotic that has an im-
pact on intake, digestibility and nutrient absorption as well,
and really does optimize cattle’s health and performance.
So, it’s important to keep in mind when implementing the
ConcepteAid program that you’re getting more than strictly a
mineral product, but also the benefits of Amaferm as well,”
Oattes said.

JD Georg manages the Alder’s ranch at Midway, Texas and
believes in the Amaferm ad-
vantage when converting poor
quality grasses into pounds.
He’s been feeding the VitaFerm
ConcepteAid nearly seven years
in an area that is copper defi-
cient. He has also noticed since
feeding it, his black cows are
now black instead of having a
red/brown tint to them.

“We believe in making that cow
take that poor quality forage
and turn it into beef, into milk
while raising those calves. Our
grass is not that good, but we
have a lot of it. That is where
the Amaferm in the VitaFerm®
comes into play. I truly believe
the Amaferm helps those cows
with that process,” Georg said.

He went on to say while the
reproductive benefits are
important, the quality of the
supplement is what leads him
to feeding it on the ranch that
includes about 1,800 mother
COWS.

“It’s not only a breed-back min-
eral for us, for which it does

a tremendous job. We have
conception rates anywhere
from 90-95% with the Con-
cepteAid. Overall, the quality is
better than any other mineral.
That’s one thing I would hang
my hat on as far as VitaFerm is
concerned, the ingredients they
use for VitaFerm are better and
more easily absorbed than any
other. You can compare tags,
but you don’t get the same out-
come. The hair coat is a testi-
mony by itself,” Georg said.

Selling

Oattes reminds producers that
it is also important to keep

Sale Information - sales@missouri com
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your bulls on a quality mineral program as well.

“The bull is the other half of the reproductive equation, and
so many overlook the fact that their nutritional status going
into breeding season is critical to them to performing their
job effectively. It really is imperative that they receive ap-
propriate mineral supplementation as well to improve their
chances for reproductive success,” Oattes said.

Your herd nutrition matters. As a producer you expect your
cows and bulls to perform to their highest potential. They
deserve the optimum nutrition to be able to produce to their
maximum ability. Provide that high-quality mineral status
with products in the VitaFerm ConcepteAid line. ¥

SHOW-ME

Bl & Female Sale

SATURDAY, APRIL 24, 2021 AT 12:00 PM
Springfield Marketing Center | Springfield, Missouri

Watch for the FBC logo to identify fescue
based RED ANGUS bulls & females bred
by Our Members for Your Environment.
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Importance of Trace Minerals During Gestation

By Dr. Remy Carmichael, ADM Cattle Nutrition

Trace minerals are important in gestation for a number

of reasons. During early life, calves won’t receive a large
amount of trace minerals important for growth and immu-
nity from milk or colostrum. The majority of trace minerals
will be transferred from the dam during gestation to the fetus
liver, so the phrase “eating for two” is very pertinent here.
This cache of trace minerals in the calf liver will be the pri-
mary source during early months of age, so supplementation
of trace minerals to the Dam during late gestation is very im-

Remove the
problem, not
the profits.

Biting horn flies account for over

$1 billion in production losses
annually.* Attack horn fly problems
head on with Dipteracide®, available
in a variety of products.

Contact us at
go.adm.com/beef
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Advanced Mineral
Performance Technology
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MASTERGAVIW

RANGE MINERALS

*USDA estimate
f ADM Cattle Nutrition e 866-666-7626 e AN_BeefHelp@adm.com

portant. The trace minerals mentioned below will be crucial
to support healthy growth and immunity in newborn calves
and maintain the health of the Dam.

Zinc is one of the most highly regulated trace minerals in the
body and necessary for many aspects of growth and immu-
nity. Zinc is necessary in the replication of DNA, acting as a
structural component in transcription factors and regulates
DNA transcription. Zinc is also involved in cell replication,
bone formation, and integrity of the skin
(namely hoof health and wound heal-
ing). Zinc is a structural component in
many enzymes, including superoxide
dismutase, which acts with copper to
scavenge free radicals in the body and
inhibit cell damage. Signs of zinc defi-
ciency include hardening of the skin and
a decrease in appetite, and can result

in decreased growth, improper protein/
nucleic acid metabolism, and infertility.
Being an integral structural component
for over 300 metalloenzymes, zinc de-
ficiency can major impacts on future
performance and health.

Not only is Selenium important for
antioxidant capacity, it is also involved
with Vitamin E concentration and ab-
sorption in the body. The main function
of selenium is its role in the antioxidant
glutathione peroxidase, which scavenges
hydrogen peroxide resulting from free
radical generation caused by infection
and normal cell function. This action
spares vitamin E by reducing the amount
needed to maintain lipid membrane
integrity, protecting the body’s cells from
collapse or damage. Selenium further
spares Vitamin E by supporting integrity
of the pancreas which supports normal
fat digestion and appears to aid in reten-
tion of vitamin E in plasma. Deficiency
of selenium in ruminants is classified by
muscular dystrophy, the degeneration of
muscles used for locomotion, and typi-
cally occurs in calves 0-4 months of age.
Dam deficiency of selenium can result in
a retained placenta, thought to be due to
the oxidative status of the surrounding
tissue. Selenium can legally be supple-
mented in the diet up to 3 mg/animal
daily.

The trace mineral Manganese is import-
ant for all ruminants due to its role urea
recycling, carbohydrate metabolism, and
antioxidant support. Manganese super-
oxide dismutase scavenges superoxide
in the mitochondria, a radical form of
oxygen which can be damaging to tis-
sues. Manganese is involved in multiple
growth processes, including the synthe-
sis of proteoglycans and cholesterol, the
former affecting joint growth and the lat-

Continued on the next page



Thomas Edward Pinegar, Jr.
March 19, 1946 - May 23, 2020

Today we celebrate the life and accomplishments of a giant of a man. A hard working, well organized man who always had a plan.
Ed was a husband, father, brother, son, uncle, grandfather and a friend to us all. And his time with the grandkids was absolutley a ball.
Dedicated to his work from daylight to dark, just making a living. Ed always enjoyed sharing, caring and just plain giving.
He worked hard and led by example, never barking demands. He could turn a rookie crew into a bunch of top hands.
Be it cows or cars, Ed was a marketeer extraordinaire. Thinking outside the box, where most would not dare.
He always welcomed the arrival of a newborn calf. Loved to tell stories and enjoyed a good laugh.
He showed his cattle all over the land. With much success and many a grand.
Today as we gather to celebrate his life and think of that riderless horse, Ed would have us remember the good times and continue on course.
Ask not "what was his church,” but "what was his creed?” We know he willingly helped those with a need.
Ask not "how did he die" but "how did he live?" Not "what did he gain” but "what did he give?"

Now celebrate his life and remember the good times. For Ed is now with the "Good Maker” he has answered the chimes.

Ken Hollonay

Continued from the previous page

ter being important for synthesis
of sex hormones. Deficiency in
calves is classified by lameness
or dwarfism, caused by crooked
and shortened legs due to im-
paired synthesis of proteogly-
cans. However, these deficiencies
can be reversed by weaning with
manganese supplementation. In
the Dam manganese deficiency
can cause infertility from an un-
favorable uterine environment.

We can also include copper in
the antioxidant category for trace
minerals. Copper is a component
of the antioxidant Cu-Zn superox-
ide dismutase, which like seleni-
um is involved in the scavenging
of superoxide ions. Deficiency

is readily recognized in cattle,
involving a dull coat color as well
as decreased ability to shed old
hair, and can result in anemia

as copper is necessary for iron
absorption and transfer to cells.
Collagen crosslinking, which is
important for muscle structure
and muscle accretion in grow-
ing animals, requires copper to
function. Approximately 50% of
copper in calves is stored in the
liver, and since calves cannot cir-
culate copper in the early weeks
after birth, a plasma sample will
not be adequate to determine
copper status of young calves.
Absorption of copper can be
decreased by high concentrations
of sulfur and molybdenum, so
producers should be cognizant of
concentrations of these minerals
in their area. ™%

Dr. Remy Carmichael is a Ruminant Research
Manager and Nutritionist for ADM Animal
Nutrition.

SHOW-ME-SELECT™
REPLACEMENT HEIFER SALE

235 Crossbred & Purebred Heifers

May 21, 2021 at 7 PM
Joplin Regional Stockyards 1-44 East of Carthage, MO at Exit 22

Video preview and sale may be viewed at www.joplinstockyards.com
On-line bidding and approval must be arranged in advance along with bank approval.
v' To create an account go to www.joplinstockyards click on Live Auction then register and fill out
banking information. At least 2 days prior to sale.
v Any questions and/or approval call 417-548-2333 and ask for Dustin, Misti, or Clay.

Breeds & crosses include: Herefords, Angus, Gelbvieh, Red Angus, Balancer,
SimAngus and Beefmaster.

About 40% are black, 30% are black whiteface, 30% are red.

Many are synchronized and Al bred. A few Tier Two and Show-Me-Plus heifers are
in the offering. See enclosed requirements for SMS heifer details.

Program Requirements:

7
0’0

Heifers have met minimum standards for reproductive soundness, pelvic size, body condition and weight
and are free of blemishes.

Heifers bred to bulls meeting strict calving ease or birth weight EPD requirements.

A strict immunization program has been followed including official Brucellosis calthood vaccination.
Heifers are tested and found negative for P BVD.

¢ Heifers will calve from late August to November 30 and were preg checked within 30 days of the sale.

X3

¢

53

*

2021 Consignors Include:
Robert Miller, Aurora
Aspen Ridge, LLC, Carthage
Meadowlyn Farm, Cassville
Jeffrey Stevens, Seymour
Sam Schaumann, Billings

John Wheeler, Marionville
Kathy Wheeler, Marionville
Marvin Phipps, Cassville
Mast Farms, Lamar
Kunkel Farms, Neosho

Rector Farms, Rogersville
Hounschell Farms, Stark City
Ali Henderson, Purdy

Ronnie & Debbie Choate
Hunter Lane Cattle Co.

For information contact: Eldon Cole (417) 466-3102 or email colee@missouri.edu

Sponsored by:
Missouri “Show-Me-Select” Replacement Heifers, Inc., Division of Animal Sciences, Southwest Missouri Beef Cattle
Improvement Association in cooperation with University of Missouri Extension, College of Veterinary Medicine,
Missouri Cattlemen's Association and Missouri Department of Agriculture.

For more information, please visit:
https://extension2.misosuri.edu/programs/show-me-select-replacement-heifer-program
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MANAGEMENT MATTERS

: -* Decisions for supplementation

. Managing Young Cows to Optimize Performance

By Genevieve VanWye for Cattlemen'’s News

A reproductive challenge that often impacts cow-calf prof-
itability is breed back on first-calf heifers. There are many
factors that cause this, but nutritional stress on first-calf heif-
ers during the third trimester of pregnancy and into lactation
is certainly one of them. These females have not yet reached
their mature weight and are being asked to maintain their
body condition, continue to grow, lactate, and rebreed. Their
energy requirements are greater than those of mature cows,
and the breeding season occurs when the cow requires the
highest quality diet, during lactation. Because of the young
cow’s high demands, she represents the largest risk of repro-
ductive failure in an operation.

In a previous article in Cattlemen’s News, we discussed cow
depreciation and, more specifically, the cow value curve. This
curve explains that the most valuable females within a cow
calf operation are two-year-old first-calf heifers and three-
year-old cows. This means that the value difference between
bred young cows and open young cows is much greater than
the difference between bred mature cows and open mature
cows. Young females hold the greatest economic value as bred
females and therefore also represent the greatest potential
economic loss if they come up open.

Supplementing decisions

Considering the anticipated reproductive challenges these
young cows may face, the case for supplementation of young
cows is arguably an economic one. Unless you are calving in
the true spring and doing an exceptional job with forage man-
agement, it is unlikely that the available forage is sufficient to
meet the energy demands of this age class. In that case, this is
a high return-on-investment opportunity to strategically pro-
vide supplementation specifically to young cows. Supplemen-
tation from at least three weeks prior to calving through the
breeding season can aid heifers in maintaining a greater plain
of nutrition and result in a quicker return to cyclicity when
compared to non-supplemented young cows.

A cost analysis of supplementing first-calf heifers and poten-
tially also three-year-old cows will outline whether the value
of additional pregnancies will outweigh the total cost per head
of supplement. In order to do this, an analysis of the base diet
is necessary to assess if and what the females need to be sup-
plemented with, as their requirements increase at late gesta-
tion and into lactation. Typically, energy and/or protein are the
limiting nutrients when it comes to maintaining body condi-
tion score of these females. For example, on low quality fescue
hay, energy is typically the limiting nutrient. Protein is going to
be more expensive than energy in almost every case, so care-
fully comparing supplements on both a protein and energy
basis is important. This ensures a producer is only paying for
what they actually need.

Time of year and consequential forage availability also mat-
ters when determining whether and what to supplement
young females with. For example, “true spring” calving (April/
May) occurs when forage is typically abundant and quality

is high. Therefore, energy and protein requirements may be
met with less supplementation than if females are calving in
early spring (February/ March) and stockpiled forage or hay is
low-quality. On commercial operations that calve in the winter
or fall, first-calf heifers will likely require additional protein
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and energy to maintain their condition, deposit muscle for
growth, produce milk, and conceive their second calf.

Young cow management

Managing young cows separately from mature cows can mit-
igate weight loss and the reproductive challenges associated
with young cows. Depending on feed availability and feeding
method, this separation can reduce competition for the young
cows. Decreased competition with more dominant, mature
cattle can increase young cows’ intake of feed and supplement.
Some producers choose to do this in the winter, as feed avail-
ability is typically more limited at this time. It has also been
suggested that this is effective during the calving season and
into the breeding season when cows reach their greatest nu-
trient requirements. If cattle are short on the energy required
to maintain their condition and lactate, reproductive perfor-
mance will be impacted.

In a well-managed grazing system, separate management may
not be necessary. However, when providing harvested feed

or supplementation, it may be beneficial to feed the two age
groups separately to keep supplementation costs manageable.
A mature cow on a well-managed grazing system shouldn’t re-
quire supplementation to maintain her condition, lactate, and
breed back—unless the production calendar of the operation
is very out of synch with the forage base. If a producer plans to
supplement young cows without separating them from the rest
of the herd, they’ll need to provide enough supplementation
for every cow. This is where supplementing can become ex-
pensive, as often times the benefit or increase in reproductive
performance as a result of supplementing does not outweigh
the cost of providing supplementation for the entire herd. This
can be because mature cows require no or less supplement
than young cows, but there isn’t a good method of regulating
intake and ensuring young cows get what they need unless age
groups are separated.

Understanding what the base diet provides and what the cows
require can make supplementation decisions easier and more
economical. When faced with the challenge of breeding back
first-calf heifers, some additional protein and energy in their
diet can go a long way towards improving pregnancy rates and
keeping those females in the herd. ™

Genevieve VanWye is a Graduate Research Assistant for the University of Missouri
Division of Animal Sciences.
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MLS Tubs: Your Multi-Tool Supplement Solution(s)

By Mid-Continent Livestock Supplements

Cattlemen and women alike know there are so many new
gizmos and gadgets out on the market that claim to make your
operation more profitable, save you time, improve your pro-
duction, etc. BUT what if you could find so many of those great
benefits all in one product? We would like to introduce you to
MLS Low Moisture Tubs....

Midcontinent Livestock Supplements is far from new to the
tub supplement business but our name may be a new name
to some of you. Like your favorite multi-tool that has so great
features all in one handy tool, our tubs have those same num-
ber of benefits, or more, in one supplement container. What
cattle producer doesn’t want to reduce labor and time spent
feeding? Decrease fuel costs and eliminate equipment needs?
What about increasing forage utilization? Wouldn’t that be
great? You can by simply supplementing with an MLS tub!
Would you like to have critical nutrition 24/7 supplied to your
herd? How about uniform consumption, so every animal has
ample opportunity to get their fair share of supplement? Want
to provide a little bit of supplement to get maximum benefits?
It’s the same answer every time... put out an MLS tub. How
about feeding key nutrients through something that is highly
palatable? All the best nutrition doesn’t work if they won’t eat
it. Again, get your herd some MLS tubs!

All these benefits sound great to producers trying to run cattle
on a tight budget with increasing input costs and less time or
outside labor to care for everything. So how does one brand
accomplish all these great things? It comes from years of ex-
perience in the cooking process. MLS manufactures low mois-
ture tubs by dehydrating molasses products, meaning that the
physical tub supplement properties contribute to uniform con-
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Midcontinent Livestock Supplements
milstubs.com

Proven Performance

JOPLIN REGIONAL STOCKYARDS

CATTLEMEN’S
s

trolled consumption when being fed. The molasses base that
mixes with the dry ingredients is how we achieve such a high
level of palatability and predictability of intake. This uniform
intake especially comes through when delivering free-choice
feed additives that have been shown to improve cattle per-
formance. You can be assured of uniform delivery across the
herd for additives that can help with fly control, improved gut
health, preparing immune response or enhanced fiber diges-
tion to name a few. You won’t have to worry about your herd
not eating MLS tub supplements.

We mentioned saving labor and equipment another great
feature to having all these benefits in one supplement tub.

This means less trips to the pasture for supplement delivery
helping to decrease time spent feeding, labor and fuel required
to get there unlike other methods of daily supplementation.
Along with making less trips to feed the other benefit to having
everything contained in a tub is the possibility of getting rid

of certain equipment such as mineral feeders that become of
another piece of equipment needing to be maintained.

When we say MLS Tubs: Your Multi-Tool Supplement Solu-
tion(s) we do not just mean a few of our products we are refer-
ring to all of them because that’s all we do! We solely manufac-
ture low moisture tubs, so we have had a fair bit of experience
at perfecting all these great benefits you get when you put one
of our products out in your pasture. We have a knowledgeable
team of MLS Territory Managers that can help you find the
right product that will fit your specific needs. In the meantime,
you can leave the cooking to us and reach out to one of them
through info@mlstubs.com to find exactly what you are look-
ing for! =
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TERRITORY MANAGERS
Gary West 731-335-3023

Jeff Anslinger 816-244-7340
Logan Kennedy 417-592-1764

ADVERTISE IN THE CATTLEMEN'S NEWS!
Contact: Mark Harmon 417.316.0101 markh@joplinstockyards.com
Find information and deadlines on www.joplinstockyards.com
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S5  TRENDING NOW
» Local Fair Diversity

Local kids prepare for upcoming competitions

By Jessica Allan for Cattlemen'’s News

I may be looking at snow outside my window today, but spring
is still on its way, and that means local kids are in the midst of
preparing for this year’s show season! Last year was not the
kindest of years to our show kids. After weeks, and for some,
months, of preparation, our nation was hit with the COVID-19
outbreak. Local, state and national fairs had to quickly re-eval-
uate their events in light of new mandates and health depart-
ment restrictions. For some fairs and competitions, that meant
completely canceling the event in 2020. For others, it was a
modified version of past fairs, with changes to add on policies,
show procedures, length of stays, and more. For a handful,
there were no changes or changes so minimal that they were
barely noticed. Regardless of where our kids were showing last
year, our youth had to adapt to a new world.

I had the privilege to once again interview some of our local
kids about their experience in livestock showing and their per-
spective on the changes demanded by today’s new world. Those
students were Ben Primm with Spring Valley 4-H, Kole Lewis
with Splitlog 4-H, Jacob Morgan with Neosho FFA, and Trent
Bales with County Line 4-H. Each one is preparing a different
species to show this year and has a different length of experi-
ence in the show arena.

Ben Primm, son of Misti Primm of Sarcoxie,
has been showing for two years. This year,
he is showing his goat, Hank Jr., and plans
to enter as many fairs as possible. Last year,
due to COVID, he did not get to attend many,
and he missed making memories, one of the
drivers for him in the show arena. He en-
joys both watching his goat grow and seeing
his own growth as a showman, as well as knowing that there

is a possibility to financially benefit from his work. One of his
favorite things about the arena, other than making memories,
is being able to learn from the experiences of those he shows
alongside.

Kole Lewis is the son of Ryan and Tiffany Lewis in Anderson,
and has the most experience of the four with nine years under
his belt in the show arena. In addition to showing his three

Limousin heifers and one Limousin bull
this year, he plans to start team roping with
his two horses. He enjoys watching the
progress of his animals as he cares for them
through proper nutrition, daily grooming,
and exercise. His family is very involved
from chauffeuring him to his planned
twelve shows this summer, to helping him
take care of the animals as needed. Kole saw little effect from
COVID on his showing experience last year, but he does see a
need for fairs to continue with planned improvements and up-
grades. Having grown up in the livestock industry, he plans on
making his career in it and enjoys meeting and learning from
the many people he encounters on the show circuit.

Jacob Morgan is the son of Chris and Danet-
ta Morgan of Neosho. He has had four years

A - .
b of experience in the show industry, and this
year he is working with twenty broilers
for two different shows. He has raised the
ffe: "h birds from chicks, and enjoys their daily

23 care, priding himself on keeping their pen
secure and clean. He also enjoys the fair
preparation process, including washing the chickens. His family
also helps him in the care of his broilers as needed. He joined
the Neosho FFA because he heard it was a fun group, and has
learned that even though the work is hard, it most definitely is
a fun and rewarding process.

" ‘ Trent Bales, the son of Matt and Andrea of
. Joplin, has been showing animals for six

years. His dad and uncle showed swine
when they were younger, and he is carry-
ing on the tradition, showing two swine this
year, Champ and Jill. He enjoys working
with his pigs, learning how to ration the

" feed and condition their skin, as well as
showing at the fair. He plans to attend two this summer. His
dad serves as his coach in raising the pigs, and he and his broth-
er do the daily chores together - feeding, watering, changing
shavings, skin conditioning, washing, and driving. He says the
real value in raising animals is it
builds character.

As one can see, our region has
a very diverse group of young
showmen and showwomen, cov-

ering all species of livestock. Each
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one of the kids I interviewed sees
the fairs and the process to get
there as not only enjoyable and
potentially profitable, but also as
a way to grow professionally in
the industry and personally in
their character. We have a great
bunch of kids in our local FFA
and 4-H clubs, and I hope you
will join me and many others in
supporting and cheering them on
at the fairs this summer! ¥

Jessica Allan is a commercial and agricul-

| tural relationship manager and lender with
Guaranty Bank in Carthage and Neosho, MO.
| She and her husband live in Jasper County
B and maintain a cattle herd with her parents in
Newton County.



TRENDING NOW
STOCKADE Rumensin Pressed Blocks Turn Green Grass into Greenbacks

By SoMo Farm and Ranch Supply

With grain prices at near record highs, it makes more sense than resulting in increased weight gain and feed efficiency. Research
ever to utilize Rumensin to maximize weight gains on grass or has shown that stocker cattle gain an additional 0.2 to 0.25 1b* per
small grain forages this spring. Rumensin makes additional energy head daily on average compared to stocker cattle that receive no
available to the animal through manipulation of rumen fermenta- Rumensin. The STOCKADE Rumensin Pressed Block is an econom-
tion. Based on research growth trials, it can be calculated that the ical, convenient method to deliver Rumensin as well as essential
additional energy derived from feeding 200 mg of Rumensin daily = minerals and vitamins to stocker calves under pasture conditions.
to growing calves is equivalent to the energy derived from roughly = STOCKADE Rumensin Pressed Blocks pay for themselves in terms
1.0 Ib of corn. STOCKADE Rumensin Pressed Blocks are an excel- of increased gain and feed efficiency. For more information about
lent option for stocker cattle operators wishing to feed Rumensin.  these supplement blocks and how they can benefit your stocker
operation, contact SOMO at 417-865-0312 or call 800-835-0306. All
Consistent intake Rights Reserved. Rumensin ® is a registered trademark of Elanco
Highly palatable STOCKADE Rumensin Pressed Blocks are de- Animal Health, Indianapolis, IN. "=~
signed to consistently attract calves even
under lush growing conditions; howev-
er, calves will not over-consume blocks.

Maintenance merely involves keeping the
proper number of blocks available to the _

calves at all times. o b Since |946
al pounds per day* as compared to calves

receiving no Rumensin. Calves will regu- A mr[ N N I N G_ C O I\l —B I N & TI O N
larly consume 3.2 to 8 oz of the STOCKADE FO R C A TTLE O N PA STUR E

Rumensin pressed block per head per day
depending upon bodyweight. This con-
sistent intake means that input costs are
known, thus allowing the stocker cattle
operator to accurately estimate operating
costs and determine breakeven costs. The
average cost™* for STOCKADE Rumensin
pressed blocks is $0.16 per head per day.
Use of STOCKADE Rumensin pressed blocks
results in an extra profit of $0.15 to $0.25
per head per day on these stocker calves,
assuming that the value of the extra gain is
$1.50 per pound.

Calves typically gain 0.20 to 0.25 addition-

Provides All-in-one mineral nutrition
Minerals and vitamins are a very small
and yet extremely important part of cat-
tle nutrition. Minerals and vitamins play
vital roles in growth, immunity and repro-
duction. Inadequate intake of any of the
essential minerals and vitamins results in
reduced feed intake, decreased average
daily gains, inefficient feed conversion,
poor immunity, and decreased reproduc-
tive performance. The result is cattle that
don’t grow or reproduce as quickly or
efficiently as they could. STOCKADE Ru-
mensin pressed blocks deliver full NRC

RUMENSIN® BLOCKS

Improved rate of gain & feed efficiency
recorr}mer}deq levelg gf essential miperals Works well on small El"i‘li["l & 2TdsSs ]JE'IS'IU res
and vitamins in addition to Rumensin. You - = o
need only provide this one block to meet all [lf Ideal for rotational grazing systems

of their supplement needs, including sal. No withdrawal period
Convenience Low cost per head per day
STOCKADE Rumensin Pressed Blocks offer

ease of use that other supplements do . .=: More GAIN with LESS GRAIN

not. These weather-resistant blocks can
be placed directly on the ground where
desired, eliminating the need for bunks or
special feeders. Due to their convenient
size, they are ideal for rotational pasture SPRINGFIELD MO 65503 Also Available |
situations and can be easily moved when A1) RGE03T3 - (S00) TI5-1880
the cattle move. In conclusion, lightweight R For peace of mind on those
stocker calves have the ability to con- PALLET QUANTITY. & Clover pastures
vert cheap forages into rapid gain. Use ' - '
of Rumensin will increase the amount of
energy available to the calves through ma-
nipulation of ruminal fermentation, thus

Ssomo Farm & Ranch
2850 W, KEARNEY

Bloat Guard® Blocks psse—

DISCOU
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TRENDING NOW

Spring Cattle Markets and Summer Grazing Prospects

A look at the upcoming prices going forward

By Derrell S. Peel for Cattlemen’s News

The first signs of green forage is supporting strong stocker
markets this spring. Table 1 shows that the 500 lb. steer price
has increased 14.6 percent from the recent low last October
(1) to the current March price (2). This comparison is based
on the first three weeks of October pric-

Table 1. Steer Prices, Oklahoma Combined Auction, $/cwt.

homa steers in September is $17.86/cwt (6). This suggests a
September cash price of $173.49 (7). For 800 lb. steers, the
average September basis is -$0.97/cwt. (6), which leads to a
predicted September cash price of $154.66/cwt. for 800 pound
steers (7). Feeder futures contract prices

es (ignoring the ice storm week) and the

clearly reflect significant optimism for

500 Lbs. 800 Lbs.

first three weeks of March available as (1) | Oct2020

fall feeder markets.

153.83 132.79

this article was written. Prices for calves |[(2) [ mar2021

(3) Mar 2021 Predicted*

and stockers typically increase from the

(4) Sep 2021 Predicted*

October seasonal low to a March sea- 5)

Sep 2021 Feeder Futures**

sonal high (Figure 1). However, current (6)

Sep Basis (2016-2020 avg.)

176.24 132.91

173,87 124.41 Strong grass demand and robust prices
157.18 140.21 th . . t f h th
1563 | 15563 is spring raises questions of wheth-
17.86 -0.97 er summer grazing programs offer

March prices are 1.3 percent higher 7

Sep 2021, Futures Predicted”

173.49 154.66

much profit potential. Summer stocker

than would be predicted based on the

. **As of March 22, 2021
average seasonal index (3).

AFutures + Basis)

The price for 800 pound feeder steers is almost unchanged
from last October (1) to current March levels (2) as shown
in Table 1. However, the normal seasonal pattern for heavy
feeder cattle is a price decrease from October to March (Fig-
ure 1). The seasonally predicted March price would be 6.3
percent lower compared to October (line 3, Table 1). Thus,
the current March price is 6.8 percent higher than predicted
based on the seasonal price
index.

What should we expect for
feeder prices going forward?
The seasonal price index
suggests lower prices for 500
Ib. steers and higher prices
for 800 lb. steers in Septem-
ber (4) compared to current
March levels (Figure 1). This
seasonally predicted price
assumes steady feeder cattle
markets with no general price
trend. The fact that current
feeder prices are higher than
seasonally predicted suggests that there is some uptrend in
the market and the prices in line (4) of Table 1 are likely a bit
low.

1.060
1.040
1.020
1.000
0.980
0.960

0.940

JAN FEB  MAR APR  MAY

Another source of fall price expectations is feeder futures con-
tract prices. September feeder futures prices were $155.63/
cwt. at the time of writing (5). Average basis for 500 1b. Okla-

*Based on seasonal price index (Figure 1)

Figure 1. Steer Seasonal Price Index
2015-2019, Oklahoma

JUN

programs vary widely based on begin-
ning date, beginning weight, type of
animals (quality, gender, etc.), ending
date, type and quality of forage, average daily gain, ending
weight, veterinary cost, death loss and other factors. A range
of typical budgets based on current spring prices suggest late
summer breakeven prices from $140 to $145/cwt. for 800
pound ending weights. The seasonal cash price index suggests
fall cash prices close to breakeven levels for summer grazing
programs. However, current feeder futures offer significantly
higher price opportunities
for fall. Futures markets are,
of course, quite volatile and
price opportunities may be
fleeting unless locked in with
a futures or option hedge.

= = 800 Lbs.

=500 Lbs.

Summer stocker grazing ap-
pears to offer decent return
potential and general ex-
pectations are for strength-
ening prices in the second
half of the year. However,
higher feed grain prices and
ongoing drought conditions
represent significant risks
to cattle markets as the year progresses. Risk management
opportunities currently exist with strong fall feeder futures
prices. ¥

JUL  AUG SEP  OCT NOV  DEC

Derrell S. Peel is a Livestock Marketing Specialist for the Oklahoma State
University Extension.

555 South Elliott Avenue | Aurora, MO 65605 | (417) 501-3746
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MANAGEMENT MATTERS

Deworming Management

Strategies to improve your bottom line

By Lisa Henderson for Cattlemen’s News

Every cow on grass has internal parasites. Your strategy, vet-
erinarians say, should be to manage the parasite load of your
herd so that heavy infestations don’t negatively impact your

bottom line.

“The infestation of brown stomach worm and other inter-
nal parasites can suppress appetite and reduce feed intake,
resulting in disappointing average daily gains and weaning
weights,” said Joe Gillespie, DVM, Boehringer Ingelheim. “It
can also lead to problems with reproduction in cows and
heifers. Controlling these parasites is a proven practice to
improve performance in all stages of cattle production, while
also giving you a significant return on investment.”

Parasitic infections have been estimated to cost livestock
producers more than $3 million in economic losses annually.
That’s why Gillespie and other veterinarians encourage pro-
ducers to implement a consistent deworming protocol to help
cattle maintain optimal health and produce a high-quality
end product. He also stresses that, though important, de-
worming is only a piece of the puzzle.

“There are many management factors that impact the poten-
tial market value of an animal, including genetics, nutrition,
vaccinations and parasite control methods,” he explained.
“Maintaining a low parasitic load is important to an animal’s
ability to convert feed into pounds.”

A heavy parasite load doesn’t often manifest itself in obvious
ways, which is one reason an ongoing treatment program is
so vital. A heavy parasite burden in a cow’s intestinal tract
competes to ingest the nutrients the animal needs to thrive.
This competition can suppress the cow’s appetite and, in turn,
take away its ability to gain optimal weight. Additionally, par-
asites can damage the animal’s intestinal lining and decrease
its ability to respond favorably to vaccinations.

If an animal doesn’t have to deal with the irritation and bur-
den associated with parasitism, it’ll likely have better immu-
nity, which contributes to enhanced productivity and repro-
ductive efficiencies. Improved herd reproduction can, in turn,
mean more calves, more pounds and, ultimately, more profit.

Understanding the parasite life cycle

As concern about the resistance of cattle parasites to deworm-
ers continues to rise, gaining a basic understanding of the in-
ternal parasites that impact your herd is the first step produc-
ers can take to establish a cost-effective deworming approach.
Gillespie breaks down a basic parasite life cycle below:

1. Adult parasites lay eggs in the gastrointestinal tract
of cattle.

2. Eggs are expelled from the cattle through feces.
3. Eggs hatch and develop into infected larvae.

4. The infected larvae crawl onto the grass that cattle
graze on. Feed bunks or waterers contaminated with
feces can also expose cattle to larvae.

5. Larvae are ingested by cattle.

This process will continue to repeat itself unless parasites
are managed. At the end of the grazing season, some internal
parasites, such as the brown stomach worm (Ostertagia oster-

tagi), will bury themselves in the stomach wall, stay dormant
until spring, emerge and start egg-laying again.

“Knowing the life cycle of internal parasites can help produc-
ers establish an appropriate deworming timeline,” said Gilles-
pie. “It’s also important to note that there are technically four
larval stages, and not all dewormers are labeled to protect
cattle against the final larval stage.”

To prevent parasite resistance, reduce subsequent contami-
nation of pastures, and provide cost-effective parasite control,
Gillespie recommends using a dewormer with demonstrated
efficacy against major intestinal parasites including O. oster-
tagi L4 and inhibited L4, as well as tapeworms, prior to the
grazing season.

Not only is it beneficial for producers to be strategic in select-
ing the right dewormer(s), he also encourages producers to
weigh calves to determine the right dose, and work with their
veterinarian to identify the best time to treat cattle. Gillespie
said it’s important to take all environmental considerations
into account when deciding the timing of treatment.

“With a high stocking rate in pastures, I recommend using

a dewormer twice per year to help keep animals on track,”
he said. “Most producers use some form of dewormer in the
spring as cattle go out to pasture. A second treatment should
be given in late fall or early winter, along with a lice control
to help manage ectoparasites, too.”

Twice per year deworming:

1. Prior to cattle entering a grazing environment, where
they can potentially ingest parasites, and to eliminate
any dormant parasites. In many geographies, this hap
pens in the spring.

2. After they come off the grazing pasture, to manage any
parasites that may have been ingested during the
grazing season, usually in the fall.

For producers looking for added convenience and efficacy
throughout the year, he recommends an extended-release
injection. A recent study showed a significant increase in
average daily gains for cattle receiving an eprinomectin ex-
tended-release injectable, compared to those that received a
topical ivermectin. Further, an economic advantage of $5.86
per animal was observed in the extended-release group.

“One deworming myth that I want to correct is that ‘all de-
wormers are the same,” because they aren’t,” stressed Gilles-
pie. “There’s a lot of technology that has gone into the produc-
tion of the different types of dewormers that are available.
And it’s important for producers and veterinarians to find the
antiparasitic that’s going to best fit their situation.” ™¥"
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INDUSTRY NEWS
Where Premiums Are Earned

Understanding beef carcass value

For Immediate Release from the Certified Angus Beef, article by Kylee Kohls

A Choice carcass is worth more than Select, but if cattlemen are
looking to add value across the entire carcass, only one brand does
that.

Cattlemen joining a March webinar hosted by the Certified Angus
Beef ® (CAB®) brand learned about that and more while discover-
ing the sources of premiums they earn for their best cattle.

For decades, those who aim to raise high-quality cattle have kept
an eye on the Choice/Select spread. The CAB/Choice spread? That’s
next level.

“The purpose of the brand is to add value to Angus cattle,” said
Paul Dykstra CAB assistant director of supply management and
analysis, during a March webinar. “The $17.57-per-hundredweight
(cwt.) premium over Choice is absolutely at the heart and soul

of our very purpose and our mission
statement.”

Diana Clark, CAB meat scientist,
co-hosted the webinar where the duo
walked through market benchmarks,
brand specifications and the value it
adds across the entire carcass.

Last year, it all added up to a CAB
wholesale premium value of $154.61
per head above Choice and more than
$246 above Select.

The 2020 beef supply
Dykstra said 15.5 million Angus-type I
and eligible cattle were evaluated at
licensed packing facilities in 2020, with
35.9% certified to carry the brand’s

logo.

“That’s been the success story of the
industry,” he said. “In the last 20 years
or so, the amount of improvement in
cattle accepted into the Certified Angus
Beef brand, and really the carcass mer-
it that has driven that trend in those
eligible cattle.”

With more than 35 licensed partners in
North America, CAB penetrates more
than 85% of the fed-cattle packing
base, Dykstra said. Overall, 58% of fed
cattle and 69% of beef type cattle were
eligible based on hide color in 2020.

Beneath a black hide

Cattle with a predominantly black hide are then marked with
blue ink on the hock of the hanging carcass at the packing plant.
Later, chilled carcasses are evaluated to see if they can meet 10
science-based specifications and go into beef boxes that carry the
CAB brand logo.

“The goal behind these specifications is to provide high-quality
beef in a consistent manner for all our customers,” Clark said.

Standing beside a hanging side of beef with the primal cuts out-
lined in tape, Clark provided in-depth explanations on why each
specification matters and how it’s measured for the most consis-
tent quality.

She engaged virtual guests from the CAB Culinary Center and
added colorful examples such as the calpain enzyme acting like
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Pac-Man on the quest to break down toughness dots so beef gains
tenderness while aging.

Weight matters

Looking at the CAB/Choice spread, Dykstra noted the simple formu-
la: Weight x Value Spread = $154.61 per head above Choice on the
2020 average carcass weight of 880 pounds (1b.).

The wholesale value advantage incentivizes packers to pay what
have been generally increasing premiums for carcasses that meet
the brand’s specifications. Last year, cattle feeders got roughly $45
per head on average for a CAB qualifier over the cash price for the
week.

Breaking that CAB/Choice spread down by primal cut, he explained
how CAB provides a 7.4% premium over Choice.

“When it comes to value distribution,
weight matters,” he said. “But where
are we driving the most value?” Details
provided answers.

The loin is only third-heaviest primal
cut at 21.3% or 187 1b. in 2020 average
weight, but it brings the most value to
the carcass, offering a $65.99/head CAB
brand premium over Choice.

The round carries 22.3% of the weight
and adds a $14.95/head CAB premium
while the rib contributes a $29.81/head
premium from 11.4% of the carcass

| weight.

| “For a brisket, the Certified Angus Beef
_ premium actually adds $10.35/cwt. to

& the spread over Choice,” Dykstra said.
“We sure wish the brisket weighed
more with that premium. But with 44
1b. and 5% of total carcass value, it still
contributes almost $5 per head on the
cutout.”

Adding value across the carcass, CAB
provides premiums to the chuck and
plate primals, compared to the Choice
grade, which adds nothing.

== : The chuck carries the most weight in
ing a $30.73/head CAB premium over

Choice or Select, he said. Coming in at
only 7.1% of the carcass weight (62 1b.), the plate earns $7.31 of the
$154.61 total CAB premium.

Rounding out the carcass, Dykstra noted the flank, lightest primal
at 30 1b. or 3.4% of the carcass, still adds $1.43/cwt. to the total
average CAB premium carcass value.

As quality continues to trend up and more cattle qualify for the
brand, the CAB/Choice spread may gain ground on the old Choice/
Select metric as an industry standard. Along the way, the brand
will keep working with all partners from pasture to plate, adding
value to every cut and premiums for Angus cattlemen.

To watch more of any of the recent webinars hosted by the CAB
Cattleman Connection team, visit CABcattle.com/webinars. ¥



MANAGEMENT MATTERS

Protecting your herd from disease

Ensuring Immunity Through Proper Vaccine Handling

By Emily Smith for Cattlemen'’s News

It’s no secret that establishing an effective vaccination program is
one of the best ways to protect your herd from disease. Unfortu-
nately, poor vaccination handling can cause even the best vacci-
nation programs to fail. Improper vaccine storage and adminis-
tration could significantly reduce vaccine efficacy and subsequent
herd immunity, costing valuable dollars in product waste and
decreased animal performance. Handling practices that safeguard
vaccine products are the best way to ensure vaccine efficacy.

While individual products have specific instructions for handling,
some practices apply to all killed or mod-
ified live vaccines. Generally, more pre-
cautions are associated with modified live
vaccines (MLV). Vaccine integrity must be
maintained from production to adminis-
tration! Ensure that products come from a
reputable source and that appropriate han-
dling has been practiced before the bottle is
even in your hands. After purchase, it’s up
to you to protect vaccines against several
potential sources of damage.

Most vaccinations must be maintained
within a specific temperature range. Keep-
ing products at the right temperature
requires more than just refrigeration prior
to use. Temperature should also be main-
tained during transport and administra-
tion by keeping both vials and syringes in
a cooler when not actively administering
product to animals. Since vaccines are in-
activated by UV exposure, coolers serve the
dual purpose of shielding syringes against
damaging sunlight. As a rule of thumb, the
longer your vaccine is exposed to tempera-
ture variation or sunlight, the less reliable
your protection will be!

Inactivation can also occur through con-
tact with pathogens, chemicals, or other
vaccines. This issue is most commonly
encountered with improper syringe and
vial handling. To reduce risk of cross con-
tamination, use a new needle any time you
draw out of the vial. When using multi-

ment of any specific vaccine product over another, but the label
of Bovi-Shield GOLD 5 provides an example of a commonly used
product. Examine all vaccine labels for the following indications.

Improper vaccine handling can jeopardize the immunity of your
herd. These simple practices provide your vaccination program
with the excellent management it needs to reach its full potential!

e
Emily Smith is a DVM/MS candidate at the University of Missouri College of Veterinary
Medicine.
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At the Mead Sale Headquarters
Versailles, MO

noo HEAD SELL]

Selling Elite Females

150 Angus // 50 Red Angus // 50 Hereford // 50 Charolais
Selling 75 Breeding Age Bulls

use syringes, designate a single, labeled
syringe for each product. Syringes should
be cleaned with hot water only as soap or
disinfectant may inactivate vaccines.

Most MLV products need to be activated via
reconstitution at the time of administration.
After reconstitution, these products must be
given within a certain window of time and
cannot be stored for later use. To prevent
waste, purchase vials with the number of
doses you need and reconstitute product

as necessary for each location and group

of animals. Care should be used to prevent
contamination and excessive shaking when
mixing vaccines, as both have the potential
to damage the products.

Specific recommendations for best han-
dling practices for individual products vary
based on vaccine type, manufacturer, and
the class of animal being vaccinated. For
this reason, carefully following label direc-
tions is the most important practice of prop-
er vaccine handling. This is not an endorse-

FARMS Alan Mead, Owner (573) 216-0210
]enmfer Russell (573) 721 5512 al

Call or email to request a sale book on this female offering!
www.meadfarms.com

Since 1942 21658 Quarry Lane « Barnett, MO 65011

Office (573) 302-7011  Fax (573) 348- 8325
email: meadangus@yahoo.com ;
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Mo Beef Mo Kids Mo Fit

“ On a Mission with Mo Beef Mo Kids: Beef in the Classroom
- Planting a seed with youth to ensure lifelong beef consumers.

By Mo Fit (MoBKF) Program

In addition to the main core and objective of more beef on the school lunch tray, our Mo

Beef team is on a mission to bring the message of beef full circle through education appli- g

cation.

As part of the program, Mo Beef Mo Kids is working to engage students through the jour-
ney of beef, pasture to plate. Academy members and Regional Coordinators share story
of beef virtually and in partnership with school events (pictured to the right).

Saturciay e May 22,2021 ¢ 1 pm

At Spur Ranch, 14.2 miles west of Vinita, OK on US Hwy 60 to Spur Ranch sign, then 3/4 mile south.

Selling 85 Registered Females

Including: 55 Fall Pairs ® 15 Fall Bred Heifers ¢ 15 Spring Bred Heifers
50 Fall and Spring Bred Commercial Replacement Heifers

CED +2

BW +3.1
WW +70
YW +128

CED +4

BW +2.1
WW +64
YW +106

MK +20
CW +65
MB +1.41

MK +31
CW +44
MB +1.25
RE +1.14
SM +38
SF +117
$B +213
$C +314

RE +.70
SM +68
SF +86
SB +166

Spur Lady Jane 7231 « 19015719

Sire: Spur Prosperity 4230 ¢ MGS: EXAR Consensus 2825B

Spur Lady Renee 6293 « 15719716

Sire: Spur Prosperity 1036 ® Spur Franchise 7070

$C +283

Producing Cattle that Grow, Gain and Grade Since 1930

BW +.1
WW +65
YW +121
MK +28
CW +53
MB +.53
RE +.53
SM +52
SF +103
$B +153
$C +251

www.spurranch.com

Vinita Ranch Office
(918) 256-5850 * Fax (918) 256-6638
PO Box 307 e Vinita, OK 74301
Clay Hartley, Owner - Cell (918) 633-2580
Jeff Owen, Ranch Manager — Cell (918) 244-2118

Spdr Lady Phoenix 5533 « 18409305

Sire: Deer Valley All In ¢ MGS: H&H L&C Success 8136

o - POBox1219

Edmond, OK 73083
/ . (405) 641-6081
f " matt@mcsauction.com
ATT . SiMn AucTion  WWW.mcsauction.com
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Top: Owen Oesch visits with youth about beef and its

role in heart health. Students also had the opportuni-
ty to explore feed samples and identify careers related
to the beef industry.

Bottom: Lexi Plackemeier visits with students about
Missouri farmers and ranchers and how beef gets on
our plate.

* Want to donate? Are you a farmer
or rancher who wants to donate to
the school lunch program? Contact us
at info@mobeefkids.com or call 573-
470-2144.

* FACS Teachers and other school
admin: Have an interest in utilizing
beef as part of an educational les-
son plan? Check out the Beefin the
Classroom reimbursement program
at mobeef.org, and submit to receive
reimbursement for beef purchasing.

* To explore the educational series
and to download beef education ac-
tivity pages, visit mobeefkids.com.

* Did you know? May is beef month.
Celebrate with us, by following @Mo
Beef Mo Kids on social media, and
visiting mobeef.org for recipe inspi-
ration and farm family stories.

The Mo Beef Mo Kids Mo Fit (MoBKF) program
connects schools and their food service profes-
sionals to cattle farmers and ranchers to "beef” up
school lunches. Our goal is more beef, more often,
while implementing food and nutrition education.
For more information about the program, contact
Brandelyn at info@mobeefkids.com. MoBKF is
supported through the beef checkoff and by more
than 50,000 Missouri farmers and ranchers. ¥



INDUSTRY NEWS

A Practical Steer Project

Real-life experiences for the youth of tomorrow

From the University of Missouri Extension

Mt. Vernon, MO — What do you think of when someone men-
tions they’re going to have a 4-H or FFA steer project? It’s a
bovine beauty contest. To locate the possible champion, you’ll
have to log up several miles and spend a lot of money to be
competitive. The steer will have to be kept out of the sun and
possibly have an
air-conditioned room
to develop a great
haircoat. Several
hours a day will be
spent grooming and
walking the steer to
develop the “look”
that will catch the
judge’s eye.

I’'m sure there are
many other items
that could be add-

ed to the list in the
search for the pur-
ple rosette or fancy
banner. Along with it
a big premium payoff
as the steer is parad-
ed in front of pro-
spective buyers at the
post-show auction.

The youth who par-
ticipate in the typical
steer show has spent
a lot of time, money
and hard work on
their steer project.
However, there’s a
rather different steer
project that’s in its
tenth year in Law-
rence county. Partic-
ipants usually feed

a steer their family
has raised. The cost
is minimal or the
same as its steer herd
mates bring as feed-
ers at the local auction. The steer may never enter the show
ring unless they participate in the Lawrence County Youth Fair,
which is an option.

The purpose of this steer project is to keep it as practical or
“real world” as possible. Records of all expenses are kept from
the official start of the project, which normally is the first Sat-
urday in February. The project ends 140 days later when the
steers are harvested at Cloud’s Meats, Carthage in late June.

The project actually doesn’t end there. A meat scientist from
the University of Missouri (MU) thoroughly evaluates all the
steer carcasses for carcass merit. Pictures of the steers are
normally taken at the weigh-in, at harvest and on the rail at
Cloud’s.

During the 140 days, monthly meetings are held to educate the
youth on real world issues in the cattle business. Nutritional
topics are addressed as well as live cattle grading, cattle breed-
ing, marketing and carcass grading. No attempt is made to
teach grooming or show ring practices.

b Extension

University of Missouri

Over the years, an overnight or day long road trip is taken.
Examples were a trip to Pratt Feedyard in Kansas, Iowa,
Creekstone packing plant in Arkansas City, the American
Angus Association in St. Joseph, a confinement cow-calf
facility in Iowa and meats and research work at the MU,
Columbia. Recently, a couple of hours were spent learning
about the work at the University’s Southwest Research
Center, Mt. Vernon where 77 local beef heifers are being
evaluated for feed intake, gain and residual feed intake.

Some participants have had a steer each year while others
have only done the project one time. Regardless of how
many years they participate, all agree they’ve learned a lot
about feeding and marketing their steers. Yes, some take
an active role in finding buyers after the carcasses are
graded.

The conventional show ring steer project is far and away
the most popular with youth but the “no frills”, practical
approach has much merit educationally.

The Lawrence County project is led by John Kleiboeker,
Stotts City and Eldon Cole, MU Extension field specialist
in livestock, Mt. Vernon. The project can be traced back
to the 1980’s when the all-around steer show at the Ozark
Empire Fair required steers to be weighed in, scored for

eye appeal and the —
in m

top point steers were
all slaughtered and
carcasses evaluat-
ed. The final overall
champion steer was
determined by a
point system combin-
ing eye appeal, rate
of gain and carcass
grade and yield.

Participants in the
2012 project can be
traced back to early OEF
steer contests. Scynthia
Schnake, Stotts City had a
son and daughter in the
project. Scynthia is the
current president of the
Southwest Missouri Cat-
tlemen’s Association and
serves currently on the
Missouri Beef Industry
Council (BIC). John was
the executive director : _
of the Missouri BIC until ~ * e
2012 and he’s had sons in John Kleiboeker
each of the ten steer projects.

If you’d like more information on the project contact Cole at
417-466-3102. F

Eldon Cole is the livestock field specialist for the University of Missouri Extension.
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Ag Market News Legend: Rick Huffman

Spring is one of my favorite seasons. I often see it is a season
of hope and change. After a long winter, the sun starts shining
again, the grass starts turning green and farmers are returning
to their fields. The fresh, warm air is a reminder that no mat-
ter what last year brought, there is a fresh start again. When I
see spring calves running around our farm and in the pastures
of our neighbors, I'm reminded of the hope they symbolize —
hope of a prosperous year to come.

At the Missouri Department of Agriculture, we are gearing
up for a change in our Ag Market News program because of a
well-deserved retirement.

Specializing'In'SW Mo-"Farms'& Ranches!
A Cattleman'Who Knows'Real Estate”

BRIGHTON'-10 Ac., 545 Rd., great location
just off Hwy 13, very private & secluded,
multiple tracts $497900
HALEWAY'-10 Ac., 517 Rd., very private

setting north of ope off H Hwy,
wooded lot, gre: su"n $59,500

BROOKLINE!-10 Ac., Farm Road 115, very
popular battlefield area, open lots w/gentle
roll, only 2 lots left $69,000
ASH GROVE -'34 Ac., Hwy 60, located just
east of Ash Grove w/frontage on 60. All
open, great visabhility $185,000
CRANE - 62 Ac., Hwy 413, north side of

Crars, bt ey / Nound
e JNDERCONTRACT:
able, iice setting $1955000
BILLINGS]-'36 Ac. Metzletein Road, great
location just south of Island Green Country
Club. Great views, pond, small barn & corrals
$199:485
ELKLAND]= Nubbin Lapa 21729
roul RAcTttom
gro‘-INDER n(.Ec(.]NT 2$212]500

ADRIAN - 5 Ac. Commercial lot with office/
shop, great visibility located on 1-49

BILLINGS;-'45 Ac., Hwy 174_lust W=stof
Rept C Ac od
gras‘UNDER GONTR $260,000
REPUBLIC}-'40 Ac. Hwv PP 2 miles South of
Exit 60 on -4, \soun wy frontage on 2

i $260,000
WALNUT GROVE{-'80 Ac., Hwy JJ; 3 BR, 2 BA
home, several gsnLt fenced & crossed
fenced, open pat =55 nd w/great road
frontage $350,000
MT:VERNON- 231 Ac., Lawrence 1212,
great hunting propertv w/mature timber
partially fenced , pond, mostly
wooded, very sec , conveniently locat-
ed just off Hwy 174 $499.000
GALENA - 160 Ac. Hwy FF, nice open property
w/open access on FF just west of 265. 3
ponds, well, corrals, good grass...$475,000
BILLINGS!-'26 Ac. Hwy 60 & 413, 2 BR, 2 BA
home, livestock barn, large equipment barn,
prime location $500000
FLEMINGTON - CR 143, 73.7 Ac, Beautiful,
4 BR, 3.5 BA all brick walk out baser_nll_!nt
honm S i hay
barIUNDER SGONTRAG,. cross
fenciiig, live water, automatic waterers,
only minutes to the lake $545,000
SARCGOXIE!-'Hwy 37, 94.6 Ac., really nice
open property w/frontage on Hwy 37 & Apple
Road, just west of High School, city water,
automatic waterers, cross fencing, 6 Ac.

$585.000

tomkisseerealestate.com

42 | April 2021

PIERCE CIT\Y,-'80 Ac., FR 2000, 4 bedroom
3 bath home, pool, 3 bay garage/shop, cor-
rals, waterers, hay bharns, equipment sheds,
$585,000
CRANE - 220 Ac.. Farm Raast 220
open NTRABT ‘m.
UNDER co $770,000

SCOTT CITY:-110 Ac. Hwy 97 & Law 2110, 5
BR home, 48x46 heated shnn ﬁnﬂ‘ﬁ"‘rse

:ga“tUNDER -IEPN.;LR,&, 2! amn,
paddock, new fence, a must see . $7sn (1)

BILLINGS - 120 Ac. Hwy 174, Great location,

farm house, larg SOLD rn, corrals, huge

spring, creek ru® ...ugh, Must See!...
$780:000

REPUBLIC:-160 Ac. Hwy TT & PP, open &
tillable, 88 ft. by, ““‘L rarn with concrete
floor, several eqso

arns, 3 BR home,
great road frontage $880,000

SENECA-282 Ac-, Bathal R T o n jex ==0pEN
grouluNDER CONTRAGT
Ce, pulid, gicat location $11,057,500
GALENA - 365 Ac., Hwy 173, 75% open, good
pasture, fenced & cross fenced, frontage on
state hwy, 3 BR manufactured home, several
barns, corral, waterers, 2 wells, ponds
$1/,249:000

AVA - CR PP 524, 270 Acres, great cattle
farm on Beaver Creek, nice 2 BR, 2 1/2 BA
home, huge 102x80 ft. barn w/office and
shop, pipe corral, creek hottom, mostly
$11/,250,000
POTTERSVILLE'-'504 Ac. CR 7040. Great
grass farm, 9 ponds, well, 2 hig pipe cor-
rals, working barn, mostly open, new fence
w/pipe corners $1,257,480
MOUNTAINIGROVE - Hwy 95, 244 Acres.
Beautiful cattle farm, 3 BR brick home, all
open, excellent pasture/hay ground, 3 wells,
2 ponds, 8 waterers, pipe corral..$1,415,000

AURORA - Hwy K, 313 Ac., livestock farm,
large 5 BR- 2 RA 2ol ey e poV A (M T iSE-
meIUNDER cuNTRAc n hay
barnZ, ciiu iiviie, deep soil & must see
$1,,692,500
MILO - 632 acres, Hwy. EE, 70°x48 cattle

barn, equip shea sy >y © shed, waterers,
fenced & cross SOLD exc. pasture & hay
ground, 9 ponds, 2 acre lake .... $1/,9005000

LEBANON!- 514 Ac. Just off Hwy 64, great
grass farm, over 200 acres of hottom
ground, home, equipment/hay building,
fence & cross fence, NICE $11,904,400

417:882.5331

By Chris Chinn, Director of the Missouri Department of Agriculture

Our team of market reporters works to gather marketing data
for livestock, hay and grain in Missouri. They work in lock-step
with the United States Department of Agriculture to ensure
livestock grades are uniform between all cooperative reports.
In addition to many daily reports, they compile and publish
the popular Weekly Market Summary, which gives produc-

ers a look at how commodities performed that week. In total,
the team reports from 23 market locations and publishes 44
unique market reports.

Rick Huffman is no stranger to Joplin Regional Stockyards.

He has been a part of the JRS community, serving cattlemen
and cattlewomen who he calls friends, for more than 16 years.
That brings his total service to more than 30 years. Rick has
reported more than 8 million head of cattle in the state with 6
million through JRS since 2005. He has also reported weekly
sales at Springfield Livestock and Douglas County for the last
several years.

It is hard to find any team member any more representative
of the Department’s MORE Strategic Vision, which creates an
environment where our team can find ways to serve their
customers and communities better each year. Rick not only
reported the first video feeder cattle auction in the state, but
he was also vital in the success of the Show-Me Select Heifer
Program.

To know Rick is to also understand his passion for giving back
to the youth in his community. For many years, Rick was in

a leadership role at the Missouri State Fair for the Carcass
Contest and served as a major link between our Department
and many local communities. Prior to being a full-time report-
er, Rick and two other team members focused their time on
outreach and extension efforts. During this time, he made sure
Missouri FFA and Missouri 4-H members were aware of grant
and leadership opportunities. Rick also spent many hours
working with local radio stations and newspaper offices in-
forming producers about financial assistance through the Mis-
souri Agricultural & Small Business Development Authority.

The Missouri Department of Agriculture is one of the small-
est agencies in state government with a total of 350 employ-
ees throughout the state. However, we are responsible for
protecting and promoting the state’s number one economic
driver — agriculture. It’s a big job that our team is ready to
take on every day. Our team is split roughly in thirds between
field specialists, satellite office staff and those that work in the
home office in Jefferson City. As you can see, many of our team
members live and work in the communities that they serve.
Several of us also have a personal connection to agriculture,
either growing up or currently living on a farm today. Rick
certainly fits that criteria.

We know how critical the Ag Market News program is to
farmers & ranchers. Outside of checking the weather regular-
ly, I can’t think of a more critical day-to-day tool for my own
farm than local market reports. Our family environment in
Ag Market News is second to none. Their collective passion for
agriculture continues to impress me.

We have leaned on Rick for many years as we train and de-
velop new members of our Ag Market News team. He’s helped
us pass the torch well so the next generation of market news
reporters is ready to serve you in southwest Missouri. If you
see Rick, please congratulate him on his retirement! ==



TRENDING NOW
Marketing Your Calves’ Reputation

Value-added programs and management practices focused on calf health and nutrition can make your calves stand out

By Brady Klatt for Cattlemen’s News

For fall calving herds, weaning is fast approaching and so is the
timing for making marketing decisions.

The sooner you can make decisions, the more time you’ll have to
implement management strategies to maximize the value of your
calves. For example, taking steps so calves qualify for value-add-
ed programs can help put more black ink into your bottom line.

Each value-added program has its own set of parameters like
number of days weaned, vaccination types and even nutrition
received. Some program requirements are relatively straightfor-
ward and include management practices that you might already
be doing. Now is the time to dig into program details and decide
which program will help set your calves up to receive top dollar.
From there, you can plan your weaning program accordingly.

But, not all value-added programs are created equal. Let’s dive in
and explore areas that can make a big difference for calf health -
and profitability.

Setting the foundation for health through nutrition

Weaning can completely disrupt a calf’s life, and a key factor in
how a calf overcomes this disruption is how quickly they start
eating.

Calves that start eating right away get the nutrition they need
for the body’s maintenance function, plus nutrients to grow and
gain weight. Ensuring maintenance requirements are met is
critical, so calves can bolster a strong immune system to make
use of vaccinations and other management practices. If you can
maintain nutrient intake during weaning, you can support calf
maintenance, growth and immune response — all of which are
critical during this timeframe.

Palatable starter feeds help get calves eating quickly. Some
starter feeds even include built-in technologies to support the
immune system. Balanced nutrition, formulated to meet all
energy, protein, and vitamin and mineral requirements, can
help support calf health beyond the weaning period, through the
backgrounding phase and to the feedlot.

If you’re looking for a value-added program, look for one that
sets a foundation for health with nutrition. Not considering a
value-added program? Work with your nutritionist to develop a
weaning-time nutrition plan — one that will keep buyers coming
back for more calves.

Giving yourself flexibility to hit market highs

The timing of preconditioning also makes a difference. Pre-
conditioning calves for 45 days or more offers flexibility to see
trends and the opportunity to feed cattle into a historically more
favorable market window.! Additionally, it allows you to feed
into a heavier weight where there could be increased demand a

few weeks down the road.? Getting more days of weaning behind
a calf with a quality nutrition program can likewise help limit the
amount of shrink experienced on sale day, keeping more pounds

on the scale to sell.?

Putting more time between dehorning and castration and your
marketing window is another major benefit. Calves going through
auctions with horns or as intact males are often discounted.*
Appropriately timing these procedures to minimize stress can be
beneficial in terms of health status, growth and weight gain.

A 45 day or longer preconditioning program provides producers
more flexibility for both optimum management and marketing
strategies. The benefits stack up whether you’re considering a val-
ue-added program or not.

Capturing value through a strong reputation

The bottom line? Calves raised with a focus on health and nutri-
tion, which are then marketed through a quality, value-added
program, develop a reputation of their own that grabs buyers’
attention on sale day. For fall calving herds, the time to create that
“value-added reputation” is now.

Look for a program that sets a strong nutritional foundation and
gives you enough time to make flexible marketing and manage-
ment choices.

Have conversations with your veterinarian, nutritionist and sale
barn representative to map out a management and marketing
plan. Discuss programs, like the Purina® Plus feeder calf program,
which help put together the consistent, quality-focused groups of
calves buyers seek. >¢

If you’re interested in enrolling calves in Purina® Plus, reach out
to your local Purina dealer well ahead of your anticipated weaning
date. They’ll help create a plan that works for you. Your local team
will help you navigate using Purina® Plus, in tandem with other
value-added programs, based on your unique operation and goals.
Visit purinamills.com/purinaplus to learn more.

Peel, D., and S. Meyer. 2002. Cattle Price Seasonality. Managing for Today’s Cattle Market
and Beyond.

2Peel, D. 2021. Extension Agricultural Economics, Oklahoma State University. High Grain
Price Impact on Cattle Industry.

3Self, H.L. and N. Gay, 1972. Shrink During Shipment of Feeder Cattle. J. Anim. Sci. 35:489.
“Troxel, T.R., and B.L. Barham. 2012. Phenotypic Expression and Management Factors Af-
fecting the Selling Price of Feeder Cattle Sold at Arkansas Livestock Auctions. Prof. Anim.
Sci. 28:64-72.

5MlcNeill, J. December 1999. Extension Animal Science, Texas A&M University. Value Added
Calves.

éBremer, M. September 2015. University of Nebraska-Lincoln Institute of Agriculture and
Natural Resources. UNL Beef. Preconditioning Calves: Can it Add Value? ===

Brady Klatt is a cattle nutritionist with Purina Animal Nutrition.

Joplin Regional
Stockyards
would like to send a
BIG Thank You to the
Arkansas Cattlemen’s
Association
for hosting their yearly
regional conference
meetings this year.
We had the chance to
visit and interact with
2000 producers at
these events.

Michelle Bufkin Horton
ACA Membership &
Communications Director

Autumn Fuhrman
ACB Managing Editor

Bernie Freeman
ACA President

Cody Burkham
ACA Executive Vice President

Randy Black
ACA Chief Financial Officer
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JRS Value-Added Sale
Program Vaccination Protocols

All program cattle require castration of bulls & dehorned
The seller will be billed 0.10 per 100 cwt for all bulls not castrated.

Bred Heifer Information
All programs cattle require heifers guaranteed open day of sale & dehorned.

If the buyer chooses to have the heifers pregnancy tested, at buyer’s expense, and any are found bred, the heifer will

be weighed and identified back to the seller. (Weight can vary from average sale weight.) Seller has the option to take the
heifer home or resell her. (Resale value will be less.)

Cattle must be tagged with the program specific tag. Tags are purchased through our facility @ $1.50/each.
JIRS Caliif Ve (Wi Ze)

One vaccine given; can be killed or modified live. *For this program, calves should

:..._ﬂ?mam be vaccinated two to four weeks prior to selling and still be on the cow.
JRS Vac 45 (grey tag) WEAN DATE: May 10, 2021
A Two vaccines given; first can be killed or modified live, second must be modified

_ live. *For this program, calves must be home-raised and weaned a minimum of

_ 45 days prior to selling. Calves can be vaccinated two to four weeks prior to wean-
ing and put back on cows. The modified live booster has to be given at weaning.
Vaccinating at 30 days old, while still on the cow, promotes a healthier calf and
protection for the producer.

JRS Vac 60 (green tag)
*NEW PROGRAM***

Two vaccines given,; first can be killed or modified live, second must be modified
live. *For this program, calves must be home-raised and weaned a minimum of
60 days prior to selling. Calves can be vaccinated two to four weeks prior to wean-
ing and put back on cows. The modified live booster has to be given at weaning.
Vaccinating at 30 days old, while still on the cow, promotes a healthier calf and
protection for the producer.

WEAN DATE: April 25, 2021

JRS Stocker Vac (orange tag)

Two vaccines given; first at arrival, can be killed or modified live, second must be
modified live 14 days prior to selling. *For this program, calves are purchased from
various sources and must be weaned a minimum of 60 days prior to selling.

**All programs require vaccination forms returned and receipts in a timely manner***

Other precondition programs are accepted, i.e., MFA Health Track, Purina® Plus Feeder Calf Program - Arkansas GoGREEN Program -
Red Angus Feeder Calf Certification Program-Oklahoma’s OQBN **All programs require vaccination forms returned and receipts in a
timely manner***

All programs have to have tag tracing ability either Visual or Electronic to look up calves the day of the sale in case of any problems,
i.e. bulls, bred heifers, lameness, sickness and all breed programs.

All programs have to have an electronic tag tracing ability to look up calves the day of the sale in case of any problems, i.e. bulls, bred
heifers, lameness, sickness.

JRS Revised 2-19-21

| wish to enroll in JRS Value Added Program

Check Protocol: _H_ JRS Calf Vac Sourced

_H_ JRS Stocker Vac
RANCH/OPERATION INFORMATION

_H_ JRS Vac 45 Weaned Source
_H_ JRS Vac 60 Weaned Source

Name cattle will be sold under:

Owner/Manager:

Address:

City: State: Zip:
Phone/Cell: Email:

Fleld Representative:

MARKETING INFORMATION:
Total Number of Head Enrolled:

Weaning Date, if applicable (mm/dd/yy):

Approximate Marketing Date (mm/dd/yy):

Approximate Sale Weight : Ibs. to Ibs.

Breed & Other Comments:

=-ZMIrFr-ON=m

Check Marketing Choice: [ | JRS Livestock Auction [ | JRS Video Auction

Other gmsmm_‘:m:n Practice Information: (pease check all that apply)

D Castrated/spayed D Dehorned D Bunk Broke D._.m:x Broke _H_ Guaranteed
Open day of

sale

Tags must be purchased through JRS
Please attach

or a complying company program such as MFA Health Track

roof of purchase and return documentation and completed form 15 DAYS
PRIOR TO SELL DATE to: JRS Value Added Enroliment forms mailed to, P.O. Box 634, Carthage, MO
64836 or fax to 417-548-2370. Can be scanned and emailed to markh@joplinstockyards.com. Forms also
available on www.joplinstockyards.com under services then click on Value-Added. For more info or questions,
please call Mark Harmon at 417-316-0101 or office 417-548-2333.

COMPLETE FRONT AND BACK! INCOMPLETE FORMS WILL BE RETURNED!




Write date of administration for each product & Brand used in appropriate area, month & day.  JRS Revised 2-19-21

Administration Information: JRS recommends a good
vaccination protocol - Receipts Required for Enrollment

Write date of administration for each product & Brand used in appropriate area, month & day. JRS Revised 2-19-21

Administration Information: JRS recommends a good
vaccination protocol - Receipts Required for Enrollment

PRODUCT ADMINISTRATION JRS Stocker Vac
PRODUCT ADMINISTERED JRS Calf Vac Sourced .
Vaceine Profocol Vaccine Protocol
accine rrotoco
. . List Company and Product
. . List Company and Product ReSplratory Virals Name in this column 1st Dose Date Booster Date
Respiratory Virals ° -omhen s 1st Dose Date
ame in this column IBR-BVD-P13-BRSV Company Orange Tag
I]?uR—BV]Z—PB—BRSV]ll . Company White Tag 1st Round MLV or Killed | 1 X DATE
1st Round MLV or Killed |
s X DATE Product Name
Product Name Booster Dose MLV only | Company X DATE
2nd Booster
Product Name
Clostridial/Blackleg Company X DATE Clostridial/Blackleg Company X DATE X DATE
1st and 2nd
Product Name Product Name
f{aemoallo)hilus Somnus Company Haemophilus Somnus Company
Option: (Optional)
Product Name Product Name
Mannheimia (Pasteurella) Company X DATE Mannheimia (Pasteurella) | Company X DATE
Haemolytica Haemolytica
Product Name Product Name
Parasite Control Company Parasite Control Company X DATE
(Dewormer) (Dewormer)
Product Name Product Name
Implant Company Implant Company
(Optional) (Optional)
Product Name Product Name

X indicates the vaccine is required and must be administered.

All program cattle require castration of bulls & dehorned. The seller will be billed 0.10 per 100 cwt for all bulls
not castrated. Bred heifer information - All programs cattle require heifers guaranteed open day of sale & de-
horned. If the buyer chooses to have the heifers pregnancy tested, at buyer’s expense, and any are found bred, the
heifer will be weighed and identified back to the seller. (Weight can vary from average sale weight.) Seller has the
option to take the heifer home or resell her. (Resale value will be less.)

***All programs require vaccination forms returned and receipts in a timely manner***

-Other pr ition programs are pted, i.e., MFA Health Track, Purina® Plus Feeder Calf Program and breed programs.

-All programs have to have an electronic tag tracing ability to look up calves the day of the sale in case of any problems, i.e. bulls,
bred heifers, lameness, sickness

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

Signature of either OWNER/MANAGER or VETERINARIAN is REQUIRED

Date:

X indicates the vaccine is required and must be administered.

All program cattle require castration of bulls & dehorned. The seller will be billed 0.10 per 100 cwt for all bulls
not castrated. Bred heifer information - All programs cattle require heifers guaranteed open day of sale & de-
horned. If the buyer chooses to have the heifers pregnancy tested, at buyer’s expense, and any are found bred, the
heifer will be weighed and identified back to the seller. (Weight can vary from average sale weight.) Seller has the
option to take the heifer home or resell her. (Resale value will be less.)

***All programs require vaccination forms returned and receipts in a timely manner***

-Other precondition programs are accepted, i.e., MFA Health Track, Purina® Plus Feeder Calf Program and breed programs.

-All programs have to have an electronic tag tracing ability to look up calves the day of the sale in case of any problems, i.e. bulls,
bred heifers, lameness, sickness

PRODUCTS ADMINISTERED ACCORDING TO BQA GUIDELINES E[l YES
I certify that the calves listed meet or will meet JRS requirements and products have been or will be administered according to label
directions and BQA guidelines. I also certify that the information on this form is true and accurate.

Signature of either OWNER/MANAGER or VETERINARIAN is REQUIRED

Date:

Write date of administration for each product & Brand used in appropriate area, month ¢ day. JRS Revised 2-19-21

Administration Information: JRS recommends a good
vaccination protocol - Receipts Required for Enrollment

Write date of administration for each product & Brand used in appropriate area, month & day. JRS Revised 2-19-21

Administration Information: JRS recommends a good
vaccination protocol - Receipts Required for Enrollment

PRODUCT ADMINISTRATION JRS Vac 45 Weaned Source PRODUCT ADMINISTRATION JRS Vac 60 Weaned Source
Vaccine Protocol Vaccine Protocol
s . List Company and Product : . List Company and Product
Respiratory Virals ;* -omhen o o 1st Dose Date  Booster Date Respiratory Virals ;* -omhen o o 1st Dose Date  Booster Date
IBR-BVD-P13-BRSV Company Grey|Tag IBR-BVD-P13-BRSV Company Green|Tag
1st Round MLV or Killed | ;4 X DATE 1st Round MLV or Killed | 15 X DATE
Product Name Product Name
Booster Dose MLV only | Company X DATE Booster Dose MLV only | Company X DATE
2nd Booster 2nd Booster
Product Name Product Name
Clostridial/Blackleg Company X DATE X DATE Clostridial/Blackleg Company X DATE X DATE
Product Name Product Name
Haemophilus Somnus Company Haemophilus Somnus Company
(Optional) (Optional)
Product Name Product Name
Mannheimia (Pasteurella) | Company X DATE Mannheimia (Pasteurella) | Company X DATE
HaemOIYtlca Product Name HaemOIYtlca Product Name
Parasite Control Company X DATE Parasite Control Company X DATE
(Dewormer) (Dewormer)
Product Name Product Name
Implant Company Implant Company X DATE
(Optional) Product Name (Optional) Product Name

X indicates the vaccine is required and must be administered.

All program cattle require castration of bulls & dehorned. The seller will be billed 0.10 per 100 cwt for all bulls
not castrated. Bred heifer information - All programs cattle require heifers guaranteed open day of sale & de-
horned. If the buyer chooses to have the heifers pregnancy tested, at buyer’s expense, and any are found bred, the
heifer will be weighed and identified back to the seller. (Weight can vary from average sale weight.) Seller has the
option to take the heifer home or resell her. (Resale value will be less.)

***All programs require vaccination forms returned and receipts in a timely manner***

-Other pr dition programs are d, i.e., MFA Health Track, Purina® Plus Feeder Calf Program and breed programs.

-All programs have to have an electronic tag tracing ability to look up calves the day of the sale in case of any problems, i.e. bulls,
bred heifers, lameness, sickness

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

Signature of either OWNER/MANAGER or VETERINARIAN is REQUIRED

Date:

X indicates the vaccine is required and must be administered.

All program cattle require castration of bulls & dehorned. The seller will be billed 0.10 per 100 cwt for all bulls
not castrated. Bred heifer information - All programs cattle require heifers guaranteed open day of sale & de-
horned. If the buyer chooses to have the heifers pregnancy tested, at buyer’s expense, and any are found bred, the
heifer will be weighed and identified back to the seller. (Weight can vary from average sale weight.) Seller has the
option to take the heifer home or resell her. (Resale value will be less.)

***All programs require vaccination forms returned and receipts in a timely manner***

-Other precondition programs are accepted, i.e., MFA Health Track, Purina® Plus Feeder Calf Program and breed programs.

-All programs have to have an electronic tag tracing ability to look up calves the day of the sale in case of any problems, i.e. bulls,
bred heifers, lameness, sickness

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

Signature of either OWNER/MANAGER or VETERINARIAN is REQUIRED

Date:

YOU CAN ALSO DOWNLOAD AND FILL OUT THESE FORMS ONLINE AT
WWW.JOPLINSTOCKYARDS.COM. CLICK ON SERVICES, THEN VALUE-ADDED SALES.
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GET
HeroBuitpers In Action! NOTICED

Contracting now thru summer: ON THE

375 Spring Calving Commercial Red Angus
bred heifers Available Fall of 2021 WEB!

Reputable genetics ready to go to work for you¥ s el

Contract any number that fits your operation 7% % e? e Joplin Regional
T ———— rvicebred - - AORAGH Stockyards has
e : ga ok : " 10,000+ Facebook

page followers!

Learn more about our
Facebook marketing by

2346B N Road - Strong City, KS 66869 contacting:
620.273.8581 (Office)
620.340.7461 (Joe) - 620.340.9774 (Daniel)

redcows@mushrushredangus.com Mark Harmon

417-548-2333

PROTECT YOUR
LIVELIHOOD

'Livestock,
Feedlots,
Grain Elevators
& More

SEECIALTY

(417) 359-5470
SpecialtyRiskinsuranceAgency.com
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TRENDING NOW

Plant Some Spring Safety Tips on Farms

Reviewing some basic safety practices with workers and family members

From the University of Missouri Extension

COLUMBIA, Mo. - As farms spring to life, farm workers and
families face increased risk of physical injuries and mental
stress, says University of Missouri (MU) Extension safety and
health specialist Karen Funkenbusch.

Before heading to the fields, take time to review basic safety
practices with workers and family members, she says.

1. Rural roadway safety

Roadway accidents involving farm machinery are a leading
source of injuries and fatalities. Tractors often travel sin-
gle-lane roads with limited visibility. Encourage a “share the
road” campaign in your community to remind drivers to slow
down and watch the road for slow-moving farm equipment
on hills and turns, says Funkenbusch.

Farmers should use proper slow-moving vehicle (SMV) em-
blems on equipment and do a safety check of turn signals
and mirrors before driving. Put cell phones down and reduce
other distractions.

Many farm families have a dangerous tradition of allowing
children to ride on tractors. Children face risk of falling off
tractors, run over by tractors or injured in power takeoff acci-
dents.

Make a habit of walking around equipment if there are chil-
dren on the farm before starting the tractor, Funkenbusch
says. Avoid loose-fitting clothing and tie back long hair to
avoid PTO tragedies.

See Show-Me Farm Safety for more safety guidelines at https:/
farmsafety.mo.gov/farm-equipment/tractor-safety/.

2. Animal safety

The National Ag Safety Database reports that the number of
farm injuries involving animals is second only to machin-
ery accidents. Animals may look friendly but can easily feel
spooked or threatened when approached by people who are
not their usual caretakers. Train farm visitors to respect the
animals and to be alert around livestock.

Resources for animal safety are found on the National Ag
Safety Database website at https:/nasdonline.org/search.
php?query=animal+safety.

3. ATV safety

Most farm families own and operate all-terrain vehicles for
work and fun. ATVs are powerful and potentially dangerous
vehicles, however.

Review owner’s manual rules and adhere to age and legal
requirements. Follow recommendations on weight limits,
number of riders, and safety equipment such as helmets, eye
protection and clothing. For more information, go to http./
www.atvsafety.gov.

4. Chemicals

It is important to carefully read and thoroughly follow the
label. Children and adults can absorb chemicals through their
skin or drink them. Train family members and workers to use
proper personal protective equipment when working around
chemicals such as herbicides, pesticides and fertilizers. Store
chemicals in original containers and keep children away from
them.

b Extension

University of Missouri

For Poison Help, call the free - 24/7, Missouri Poison Control at
1-800-222-1222.

5. Stress less, sleep more
Many accidents occur due to lack of sleep or stress. Good
sleep quality is essential, the Centers for Disease Control and

Continued on the next page

Mt. Vernon

300 E. Mt. Vernon Blvd.

417-466-2163

- David Burnett

- Brian Daugherty
- Ashley Wells

- Nick Curl

Lebanon
278 N. Jefferson
417-588-1000

- Monty Hays

- Austin Moore

- Rob Black

Joplin/
Webb City

100 N. Main St.
417-673-5514
- Nathan Rather

MID-MISSOURI

BANK
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El Dorado
Springs
118 Hwy. 54 W,
417-876-2121

- Lance Hedrick
- Jordan Payne

Bolivar

2275 S. Springfield
417-326-5201

- Janieca Hancock
- Scott Burton

- Jared Taylor

- Kelly Barnhouse

Republic

806 E. Hines St.
47-732-4800

- Melanie Wasson
- Craig Millington
- Britny Fulks

Stockton

5 Public Square
417-276-2265

- Rick Coale

- Amy Hedrick

- Kyla Fisher

Willard

306 Proctor Rd.
417-742-1300

- Kendall Cook

- Charles Lacy

Springfield
3546 E. Sunshine
417-851-4700

- Chris Harville
5419 S. Campbell
417-877-9191

- Kim Calhoon
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Continued from the previous page

Prevention suggest seven to nine hours
of sleep per night for adults. Equipment
breakdowns, untimely rains and long
hours combine for short-term stress that
can reduce reaction times and shortcuts
that lead to accidents.

As a part of MU Extension, farmers, farm
families and rural individuals in Missou-
ri can access Iowa Concern, a 24-hour
hotline that offers free stress counseling
and other services. The number is 800-
447-1985 and their website is https:/
ww.extension.iastate.edu/iowaconcern/.
Also, see https://extension.missouri.edu/
news/free-hotline-offers-counseling-refer-
rals-for-missourians-in-crisis-4868

Funkenbusch also recommends two other
Missouri hotlines, the Missouri Depart-
ment of Mental Health at https./dmh.
mo.gov/mental-illness/program-services/be-
havioral-health-crisis-hotline and Missouri
211 (just dial 2-1-1 on your telephone), a
referral and informational hotline.

MU Extension participates in the North
Central Farmers and Ranchers Stress
Alliance Network through USDA’s National
Institute of Food and Agriculture to help
provide mental health and suicide pre-
vention resources to farmers, ranchers
and other agriculture-related services and
their families. ™¥

Karen Funkenbusch specializes in Human Environmental
Sciences for MU Extension.

Visit www.primetimelivestock.com for future sale dates!

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

AG COMMUNITY AND CONTRIBUTE TO YOUR SUCCESS.
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@ SPRINGFIELD, ASH GROVE, WALNUT GROVE, BUFFALO, MT. VERNON AND CARTHAGE
417.869.9000 | OLDMISSOURIBANK.COM

MEMEER FDIC
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livestock video

Contact one of our field
representatives today!

Bailey Moore
Missouri
417-540-4343

Jackie Moore
Missouri
417-825-0948

Skyler Moore
Missouri
417-737-2615

Matt Oehlschlager

Video Production
417-825-0948

Clay Eldridge

Video Production

417-316-1490

Rick Aspegren
Missouri
417-547-2098

Sam Boone
Okla./Texas
940-235-9668

Luke Carr
Kansas
620-205-6940

Rick Chaffin
Missouri
414-849-1230

Tim Durman
Missouri
417-438-3541

Pat Farrell
Kansas
417-850-1652

Nick Flannigan
Missouri
417-316-0048

Fred Gates
Missouri
417-437-5055

Jim Hacker
Missouri
417-328-8905

Bryon Haskins
Kansas/Missouri
417-850-4382

JW Henson
Missouri
417-343-9488

Matt Hegwer
Missouri
417-793-2540

Trent Johnson
Kansas
620-228-1463

Larry Mallory
Missouri
417-461-2275

Chris Martin
Kansas
785-499-3011

Mark Murray
Oklahoma
918-930-0086

Kolt O’Brien
Kansas
620-724-0980

Blain Parrish
Texas
254-679-9427

John Parrish
Texas
254-679-1259

Jason Pendleton
Missouri
417-437-4552

Nathan Ponder
Oklahoma
636-295-7839

Jim Schiltz
Missouri
417-850-7850

Jr. Smith
Arkansas
870-373-1150

Don Stuckey
Oklahoma
580-254-1476

Delbert Waggoner

Kansas
620-583-9483

Brandon Woody
Missouri
417-827-4698

Prime Time Livestock
upcoming sale
May 6, 2021 @ JRS



MARKET WATCH TUNE IN TO THE JRS MARKET REPORT

Market Recap: Feeder Cattle Auction AL ALY =2 LR AL

) Monday & Wednesday Monday & Wednesday
March 29,2021 | Receipts 5,718 12:50 p.m. & 4:45 p.m. 12:40 p.m.
**CLOSE** Compared to last week, feeder steers traded steady to 6.00 higher. Feeder
heifers traded steady to 4.00 higher. Supply and demand was moderate. Supply
included: 100% Feeder Cattle (50% Steers, 46% Heifers, 4% Bulls). Feeder cattle supply I;:’%M((j) 93__0.9,\/‘ Il\(/IGG; 6?8,10;/‘ ,\3 d
over 600 Ibs was 38% onday-rriady onaay canesday

) 9:55-10:05 a.m. 11:30 a.m. & 12:30 p.m.
Feeder Steers: Medium and Large 1 250-300 lbs 210.00-216.00; 300-400 lbs KRMO 990 AM KWOZ 103.3 FM
191.00-207.50; 400-500 Ibs 177.50-200.00; 500-600 |bs 160.00-186.00; 600-700 Ibs Monday, Wednesday, Friday Monday & Wednesday
141.00-164.00; 700-800 Ibs 135.00-148.00; 800-900 Ibs 131.00-140.00; 900-950 Ibs Noon Hour 11:30a.m.
126.00-131.25; 1000-1050 Ibs 123.00-124.00. Medium and Large 1-2 300-400 Ibs KRMO 990 AM KHOZ 900 AM
170.00-190.00; 400-500 Ibs 165.00-177.50; 500-600 |bs 140.00-163.00; 600-700 Ibs Tuesday & Thursday Monday & Wednesday
135.00-163.00; 700-800 Ibs 128.00-131.00; 800-900 Ibs 123.00-128.75; 1000-1100 Noon Hour 12:15 p.m.
Ibs 113.00-114.00; pkg 1157 lbs 90.00. Outlaw 106.5 FM
Monday & Wednesday

Feeder Heifers: Medium and Large 1 250-300 Ibs 162.50-180.00; 300-400 lbs 11:45a.m.

153.00-166.00; 400-500 Ibs 150.00-161.00; 500-600 Ibs 136.00-155.00; 600-700

Ibs 125.00-143.00; 700-800 lbs 126.00-135.00; 800-850 Ibs 121.00-130.00. Medi-
um and Large 1-2 pkg 298 |bs 147.50; 350-400 |bs 145.00-149.00; 400-500 lbs
139.00-149.00; 500-600 lbs 130.00-135.00; 600-700 lbs 121.00-138.00; 700-750 lbs
121.00-123.00; 850-900 Ibs 115.00-118.50; 54 hd 957 lbs 116.50.

KGGF (1K
KHOZ

-

> KRMO 1033 KWOZ

185.00; 400-500 Ibs 172.50-175.00; 550-600 Ibs 154.00-162.00; pkg 610 Ibs 146.00. THE Country Supér Stntion

066 WY

Feeder Bulls: Medium and Large 1 pkg 283 Ibs 210.00; 300-400 Ibs 180.00-

Medium and Large 1-2 300-400 lbs 170.00-172.50; 450-500 Ibs 154.00-166.00;
500-600 Ibs 136.00-155.00; 600-700 Ibs 125.00-133.00; 800-900 Ibs 115.00-121.00.

KKOwW 1

Source: USDA-MO Dept of Ag Market News Service B60 AM
Keith Hyde, Market Reporter, (573) 751-5618
24 Hour Market Report 1-573-522-9244

Listen to WEEKLY MARKET REPORTS

Monday Feeder Market Live Wednesday Cow/Bull Market Live

Bartlesville =
- L

Our Listeners Could be Your Customers Call Trey Coleman at 620-704-8701
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Al SERVICE FINANCING SEED STOCKMANSHIP

ntroducmg

&Qlejmd Mean it”

the Bud & Eunice W|II|ams Story

o= StateFarm WARM SEASON
jRWI oF NECTTH | YGRASS SEED
Wt:ﬁd’m Praviding Insurance & Finandial Services Caucasian Bluestem

s Debearded & Cleaned
Cody & Jocelyn Washam Phone | 417.451.6666 Hardy, Productive &

Wentworth, MO Fax | 417.451.6766 High-Quality Pasture or Hay |
417-489-5450 Cody Cell :

cwhsangus@hotmail.com eric.nomis.r19k@statefarm.com 4 1 7 2 1 4 0 4 19

info@widerangebovine.com 437 W Coler, Neosho, MO 64850 Leon Luthi

www.widerangebovine.com —— Bl b s ;

Authorized Independent ABS Representative

Certified A.l. Technician CONSTRUCTION

Mass Breeding & Synchronization

www.stockmanship.com e 417—719—4910

Bud Williams Livestock

Marketing & Proper Stockmanship with
Richard Mc¢Connell & Tina Williams

Donor Preparation

w LESPEDEZA Bolivar, MO — June 15-18, 2021
: 800_ 753_65 1 1 www.handnhandlivestocksolutions.com
PROMPT, RELIABLE SERVICE

info@handnhandlivestocksolutions.com
2 Locations to Serve You

) www.Legendlespedeza.com 417-327-6500
Stark City, MO Sarcoxie, MO

(417)472-6800 (417)246-5215

1-800-695-1991 1-800-6956371 | GPRAYING TIMBER/LOGS

X% SPRAY SERVICE ‘¢
STARK CITY, MO

JARED (417) 437-4420

DELMAR (417) 825-4824 b= \ s :
H S ) Standing Timber & Log
GENETIC smﬂn::ss Prowdmgl liquid feml'zersl! ag chemicals, Purchasing & Harvesting
crop scouting and consulting to Southwest
Missouri Agriculture since 1974.

Nf “asSLoNn

[:[:ESS GENETIC SERVICES R SOUTHERN
JissoURI

TIMED A.|. BREEDING | CHUTE-SIDE SERVICE
SEMEN & BREEDING SUFPLIES | LIOUID RITROGEN

Contact Kent Daniels for more information Protect gour

417) 343-5157 | kdaniels. ssma@gmall com ’ m v E 5 TM E NT

FPest ggevesr

BULL
n the INTERESTED IN

ADVERTISING HERE?

Contact Mark Harmon
for more information!

Ty y ] " Rl [ 1
Em“nﬂfﬁﬁ.ffn“""" Email: WALNUT, WHITE OAK
Semen Storage & Shipping markh@jopllnstockyardsCom : & ALL OTHER SPECIES
Breeding Supplies ST g i
417-736-2125 * www.ShowMeGen.com

8134 E. State Hwy C, Strafford, MO 65757

MARK YOUR CALENDAR FOR UPCOMING SALE DATES
Cow and Bull Sale - Wednesday, May 5, 2021 @ 4:30 PM

Prime Time Livestock Sale - May 6, 2021 @ JRS
high EPD’s and Performance

It’'s SIMPLE and EASY
to get signed up!

* Fill out the SIGN UP form
on the JRS website to subscribe!

SACHS SF FARMS..
B T T
SachsFarms.com C 'I'T EMEN’S } E_plasts

Aaron Sachs Farm Manager ANEEE !.'?ff

to your phone, _ . .
tablet or * Receive news, events, information

and happenings around JRS through
S EXTO N computer! our new online e-blast format starting

GENET'CS early 2021!
T (Fizore, FMeabbomes « Sign up to receive the market re-
ports via JRS text messages, too!
OCTOBER 30 | NOON The Cattlemen'’s Connection is an online email marketing platform hosted by
at the ranch Joplin Regional Stockyards. Our mission is to put today's producers in touch with the Advertising opportunities available on eblasts.

information and products that will make them profitable for tomorrow. Contact Mark Harmon for more information.

Mark Sexton 918-541-0418
Kevin Kleinman 417-850-5676
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David Payne Law

Are you prepared for the Certainty of Uncertainty?

COMPLETE ESTATE PLANS
FARM LLCs
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" Aurora, Missouril(417) 678:5161

"~ 'The choice ofa[awyer |s1an |mportant deusmn Bnd |00 O

 should not be based solely upon advertisements. Republic, M'Ssour ii(4i17),233:5858

, R
NEWBOLD&NEWBOLD BE
Certified PublicjAccountants Est®1970

James E. Newhold, CPA  Kevin J. Newhold, CPA  Kristi D. Newhold, CPA
PAYROLL,IGFARMATAXESHIWACCOUNTINGRINCONSULTING

] [

_'('i L -M \Ni\ = N = |
o= \ N \ |

| 417.678.5191 122 s
Looking for the RIGHT financial advisor?

Edward Jones

MAKING SENSE OF INVESTING
Kyle Newbold

Financial Advisor, Edward Jones
766 US Highway 60 E « Republic, MO 65738
Phone: 417-233-1430 « Fax: 877-865-6656
kyle.newbold@edwardjones.com




MFA FEED

Helps RECOCEIE
Prevent ¥ - . FESQMax ————
Calf

Scours
.

&4 | I
i 1.'r|'|';_|

- Ricochiet 950 Max Mrneral
SUPPlement forcattle, '

1'-'

"'”'l'p.-
.r

Vrtamrn fortrfredforrmproVednammat’he%l dretgryvrtamrrtrequrremepts e ," :

¢ Suppl‘es essentral mrnera[‘ f’Hrgh bio- avarIabrlrty ca[crdrrkpbosphq;us, magnesrum sodrum
.' selemum rodrnJe zrnc man anese copper, cbbatt covers mmat’smrrreral requrretnents 1B

" b RS e
.I. I.:I N {'-.":_:: A *

*Optrons avarlable nonmedlcated wrth CTC and wrth Methpprene ]GR/CTC (an effectrver R
'_ " pestrcrde to reduce the pressure of hornﬂy predatron) y s P - e

Flavored for good acceptance conSIstént rntakes

. Uses I!arn-Ot"f® technolog& to reduce weather damage to exposed product

+ Uses Shield™ Technology to improve colostrum quality and productron and P 3

strmulate the animal’s immune response L kL

+ ‘Uses essential oils that have beenshowntoi |mprove animal performance
H | E gra;rng fescue pastures

When Ricochet is used as a yearlong mrneral program it has hlgh enough
TECHNOLOGY, magnesrum levels to prevent grass tetany I

Protect your herd’s health
with Ricochet mineral.

For information on MFA mineral supplements, contact your local
MFA Agri Services, or call (573) 876-5473.

INCORPORATED

®
MADE FOR AGRICULTURE®
n L 4 @ www.mfa-inc.com




